denepanpHOE TOCYIaPCTBEHHOE 00Pa30BaTEIEHOE OIO/KETHOE YUPEIKICHHE
BBICIIIETO 00pa30BaHMS

«®UHAHCOBBIN YHUBEPCHUTET ITPH ITPABUTEJ/IbCTBE
POCCUUCKOU ®EAEPALIUN
(PUHYHUBEPCHUTET)

JlemapTaMeHT aHTJIMICKOIO SI3bIKA U MPO(eCCHOHAIBbHOMI
KOMMYHUKAIUU

YTBEPXJIAIO
[TpopexTop no yueoHo u
METOJUYECKON padoTe

E.A. Kamenesa

20 mexabps 2022 r.

H.I'. Konapaxuna, E.II. 3Barunuesa, M.A. Jlapuonosa

WHOCTPAHHBIH SI3BIK B TPO®ECCUOHAJIBHON CPEPE
PaGouasi nporpamMma AuCHUILTHHBI

JUISL CTYICHTOB, OOYYAIOIIUXCS 110 HAIMPABIICHUIO ITOATOTOBKHU
38.03.02 «MeunemxMeHT»

Pexomenooeano
Vyenvim cosemom @axynemema Hano2o8, ayouma u OU3HeCc-aHaIu3a

(npomoxon Ne 25 om 13 dexabps 2022 2.)

Ooobpeno Cosemom yuebHO-HayuHO20 [lenapmamenma aueauicko2o s3blka u
npogecCcuOHATbHOU KOMMYHUKAYUU

(npomoxon Ne 25 om 1 nosaopsa 2022 2.)

Mocksa 2022

denepanbHOE TOCYIAPCTBEHHOE 00Pa30BaTENILHOE OFOIKETHOE
1



YUpexACHUE BBICIIIETO 00pa30BaHUs
«®UHAHCOBBIA YHUBEPCUTET ITPU IPABUTEJLCTBE
POCCUIICKOH ®EJEPAIIN»
(PuHYHUBEPCUTET)

JlenmapTaMeHT aHIJIMICKOI0 A3bIKA U MPOJeCCHOHATbLHOMN
KOMMYHHMKAIIUA

YTBEPXJIAIO
[IpopekTop no yueOHOM 1
METOJUYECKON padoTe

E.A. Kamenena

« » 2022 1.

H.I'. Konapaxuna, E.II. 3BarununeBa, M.A. JlapuoHoBa
WHOCTPAHHBIH SI3BIK B TPO®ECCUOHAJIBHON CPEPE
Pabouast nporpamMmMa i CIUIIHHbI

JUISl CTYICHTOB, OOYYaIOIIUXCS 10 HAMPABJICHUIO MOJTOTOBKU
38.03.02 «KMeHeIKMEHT,
OIl «Jloructuka» mpoduis «Jloructukay,
OIT «MapkeTtunr» npoduiib «MapKeTHHTY,
OIl «®unaHCOBBIN MEHEHKMEHTY MPOPuIh « DUHAHCOBBIN
MEHEIKMEHT,
OIl «Ynpasnenue 6uznecom» npoduinu: «MeHeHKMEHT U
yhpaBiieHHe Ou3HecoM», K MEHEIKMEHT B CIIOPTE», « Y IpajieHue
MPOTYKTOM

Pexomenooesano
Vuenwvim cosemom Daxkynvmema HaN0208, Ayouma u OU3HeC-aHaAIU3A

(npomoxon Ne 25 om 13 oexabps 2022 2.)

Ooobpeno Cosemom yuebHO-HayuUHO20 [lenapmamenma aHeauicKo2o sA3blKa U
npogheccuoHanbHOU KOMMYHUKAYUU

(npomoxon Ne 25 om 1 nosaopsa 2022 2.)
Mocksa 2022



Conepxxkanue

Crp.
1 | HauMmeHoOBaHMe TUCIIUILINHEI 4
2. | IlepeueHs miaHupyeMBbIX pe3yIbTaTOB OCBOCHUS 00pa3oBaTenbHON | 4
porpamMmbI (TIEPEYeHbh KOMIIETSHITH) ¢ YKa3aHUEM UHANKATOPOB UX
JOCTIDKCHUSI M THTAHUPYEMBIX Pe3yJIbTaTOB OOYICHHUS TI0
JIACIATIINHE
3. | MecTo TUCIUIUIMHBI B CTPYKTYpe 00pa3oBaTeIbHOM MpOrpaMMbl 6
4, | O0beM TUCHUTUIMHBI (MOYJIS) B 3aYETHBIX CAMHUIIAX U 7
aKaJIeMUYCCKHMX Yacax C BBIJICJICHUEM 00beMa ayJuTOPHOU (JIEKITNH,
CEMUHAPHI) M CAMOCTOSTEILHON PabOThl 00yYaIOIIHMXCSI
5 | CopeprkaHre TUCITUTUIMHBI, CTPYKTYPUPOBAHHOE IO TEMaM
(pa3genam) IUCIUILUIMHBI C YKa3aHUEM UX 00beMOB (B
aKaJeMHUYECKHX Yacax) U BUJOB YUEOHBIX 3aHITHIA
5.1. ConepxaHue TUCHUILIMHBI 8
5.2.Y4yeOHO-TEMaTUUECKHUI TIaH 9
5.3. ConeprkaHne CEeMHHAPOB, MPAKTHYECKHUX 3aHATUH 16
6. | IlepedyeHsb yueOHO-METOINUYECKOTO 00CCTICUCHUS TS 24
CaMOCTOSITeIILHOM Pa0bO0Thl 00YUYAIOIIMXCS 0 TUCIUILINHE
7. | ®oHI OIIEHOYHBIX CPEJICTB JJIS MPOBEICHUS TIPOMEKYTOUHOM 63
aTTECTAlMK O0YJArONTUXCS 110 JUCITUTIIINHE
8. | [lepeueHr OCHOBHOW W JOMOJHUTEIBHOW y4eOHOW muTeparypsl, | 98
HEOOXOMMOH 11 OCBOEHHUS JUCIIATLIHHEI
9. | llepeuens pecypcoB HHPOPMAITMOHHO-TEIEKOMMYHUKAIIMOHHOM 99
cetu «HTEepHET», HEOOXOAUMBIX JIJIsi OCBOCHHUSI TUCITUTIIIUHBI
10. | Meroauueckue yKa3aHus JJIs1 00y4JaroIIuXcsl IO OCBOCHHIO 100
JIACITATUTHHBI
11. | Ilepedyenb UHPOPMAITMOHHBIX TEXHOJIOTUM, UCTIOJIB3YEMbBIX TIPH 113
OCYIIECTBIICHUU 00pa30BaTEILHOTO MPOIecca M0 JUCIIUTIINHE,
BKJIIOYAs IepeUeHb HEOOXOMMOTO IIPOrPaMMHOTr0 00ecTICUeHUS 1
MH(POPMAITMOHHBIX CIIPABOYHBIX CHCTEM
12. | Onucanue MaTepuaIbHO-TEXHUUECKOHN 0a3bl, HEOOXOAUMOM 1JIsI 113

OCYHIECTBJIEHHUS] 00pa30BaTEIBLHOTO NMPOoIEcca MO TUCHUTIIINHE




1. HammeHoBaHue QM CUUIIIIMHBI
«MHOCTpaHHBIN SA3BIK B IpodeccroHanbHol cheper

2. [lepeyeHb MUIAHUPYEMBbIX Pe3yJIbTATOB 0CBOEHHS 00pa3oBaTeIbHOM
nporpamMMmbl (epeyeHb KOMIETEHUH) ¢ YyKa3aHMeM HHIHUKATOPOB UX
JOCTHKEHUS M IUVIAHUPYEMBbIX Pe3y/IbTATOB 00y4eHHs TUCHUILINHE

Kox | HammenoBan Nuauxkaropsl Pe3yabrarbl 00yyeHus1 (YMeHUsS M 3HAHUA),
KOMIT ue AOCTHKEHH S COOTHECEHHBbIE C
eTeH | KOMIeTeHIUH KOMIIeTeHIIUH KOMIIeTeHIUSIMH/UHAUKATOPAMH
M JAOCTHKEHHS] KOMIIeTeHIIUH
YK-3 | Cnocobnocts | 1. Hcmonb3zyer 3HaTh:
IPUMEHSITh MHOCTPAHHBIN S3bIK B | - TEOPETUYECKHE OCHOBBI OPraHU3alMH
3HAHUS MEXJIMYHOCTHOM KOMMYHHKAIMH (IICUXOJIOIMYECKUH 1
MHOCTPaHHOIrO | OOIIEHUU U JIMHTBUCTUYECKUH aCIIEKT);
A3bIKa Ha npogeccuoHaIbHON - CTPYKTYPY CTaHAAPTHBIX KOMMYHUKATHUBHBIX
YpPOBHE, NeSITENIbHOCTH, 3ajauy;
JIOCTAaTOYHOM | BBIOMpas - cr1oco0BI CII0BOOOPa30BaHUS;
JUIs COOTBETCTBYIOLIME - OCHOBHBIE 'PaMMaTUYECKUE SBJICHUS U
MEXJIMYHOCT- | BepOaibHbIe U KOHCTPYKLIUH, YaCTU PE€YH, TPaMMaTHUECKUe
HOTO HeBepOasbHbIE KaTE€ropuu, CTPYKTYpPY IPEUI0KEHHUSL.
oO1ieHus, cpeacTBa YMerh:
yueOHO! 1 KOMMYHHKAIUH. - aHAJIM3UPOBAThH U IPUMEHSAThH Ha MPAKTHUKE
npodeccuo- 3HaHUS MICUXOJIOTUHU OOILEHUs, a1€KBAaTHOTO
HaJIbHOU JMHTBUCTUYECKOTO 0(OpMIIEHHS COOOLICHH B
JESATEIIBHOCTH CUTYallUsIX PELICHHs] CTaHAAPTHBIX

KOMMYHHKaTUBHBIX 3a7a4;

- BBICTPauBaTh JUAJIOTUYECKYIO U
MOHOJIOTMYECKYI0 HHOSI3BIYHYIO peYb C
UCMOJIb30BaHUEM Hanbosee ynoTpeOUuTeNbHbIX
JIEKCUKO-TPAaMMAaTHYECKHUX CPEICTB B TUIIOBBIX
KOMMYHUKATUBHBIX CUTYallUsX.

2. Peammsyert Ha
MHOCTPAHHOM $I3bIKE
KOMMYHUKaTHBHBIE
HaMepeHHsI YCTHO U
MUCHMEHHO,
UCTIOJB3YS
COBpPEMEHHBIC
UH(pOPMAIMOHHO-
KOMMYHHUKAI[IOHHBIE
TEXHOJIOTUH.

3HATh:

- (pyHKIIMM ¥ BUABI, COITUATBHO-
MICUXOJIOTHYECKYIO CTPYKTYPY OOIICHMUS;
MoieH 3(pPEeKTUBHOTO TUYHOTO U IETIOBOTO
(mpodeccroHaabHOTO) OOIIICHUS B
MMICbMEHHOU U YCTHOU (hopme;

- CIOCOOBI TOCTPOEHHUS BOIIPOCOB U OTBETOB;

- IPUEMBI PAOOTHI C TEKCTOM (YUTATh,
aHATM3UPOBATh, CIIYIIATh TEKCT C Pa3HOM
rIyOWHOM MOHUMaHUS).

YMerTh:

- aHAJIM3UPOBATH COIMATLHO-TICUXOJIOTHYECKHE
(heHOMEHBI JINYHOTO U MPOPECCHOHATBHOTO
OOIIeHMS], MPUMEHSTH 3HAHUS OCYIIECTBICHUS
KOMMYHUKAITUHU TIPH MPOBEACHUU JCIIOBBIX
MIEPErOBOPOB HA HHOCTPAHHOM SI3BIKE;




- IEMOHCTPHUPOBATh aIEKBAaTHOE PEUEBOE
MoBeJIcHUE, YUUThIBas 3 (HEKTUBHbBIC
CTpaTEeTUH U TAKTHKH BEJCHHS JITOBBIX
MIEPErOBOPOB HA MHOCTPAHHOM SI3bIKE C
IIPEABAPUTEIILHON ITOATOTOBKOM U CIIOHTAHHO;
- KPUTUYECKU OLIEHUBATh NHPOPMAIIHUIO,
JieNaTh 3aKIIOUEHHST; BECTH Oecey Ha TEMBI,
OJIM3KHUE K U3YYEHHBIM TEMaM.

3. Ucnonw3yet
IPUEMBI ITyOTUIHON
peuu U JeI0BOro U
podecCHOHATILHOTO
IHMCKypca Ha
MHOCTPAHHOM SI3BIKE.

3HaTh!

- OCHOBBI B3aUMO/JICHCTBUS MEXy YICHAMHU
KOJJIEKTHBA B KOMaH/IE;

- IpUeMBbl yOeXKJIeHHsI, apryMeHTalluH,
BBIPQXEHUS TOUKHU 3PEHMSI HA UHOCTPAaHHOM
A3BIKE;

- OCHOBBI PUTOPUKH ITYOJIMYHON peUHu.

Ymern:

- BBIPA3UTh MO3ULINIO KOJUIEKTUBA U
COOCTBEHHYIO MO3UIMIO HA HHOCTPAHHOM
A3BIKE,

- CUCTEMaTH3UPOBaTh U 000OILUTH MO3ULIHIO
KOMAaH/Ibl;

- aHAJIM3MPOBATH M CHHTE3UPOBATh MaTepual,
BBICTYNaTh MyOJIMYHO C MPE3CHTAUUsMU U
JIOKJIa1aMUu;

- BbIOpaTh Hanbosiee ONTUMAJIbHOE PELLICHUE U3
IIPEJIOKEHHBIX BAPUAHTOB U
apryMeHTHPOBATh IPaBUJIBHOCTH BHIOOpA.

4. JleMOHCTpUpYyeT
BJIQJICHHS] OCHOBAMH
aKaJIeMHYECKOU
KOMMYHUKAIUH 1
peueBoro ITUKeTa
M3y4aeMOoro

HHOCTPAHHOTO A3bIKA.

3HATB!

- IEKCHKO-TPaMMAaTHYECKNE W CTHIIMCTHYECKHUE
pecypchl HHOCTPAHHOTO S3bIKA;

- aKaJIeMUYECKYIO JIEKCUKY ¥ OCHOBBI
HanucaHus crateil, pedeparon, 0030poB
JUTEPaTypHI;

- IpaBUJIa PEUEBOT0 ITHKETA.

Ymern:

- aHAJIM3UPOBATh U CO3/1aBaTh YCTHHIE U
MUCHMEHHBIC TEKCTHI HA HHOCTPAHHOM SI3BIKE C
OTOpOH Ha cepbl OOIIEHHUS, pelIaeMyI0
KOMMYHHUKATHBHYIO 33/1a4y;

- IPEIOCTABNIATh KOHCTPYKTUBHYIO U
00BEKTHBHYIO OOPaTHYIO CBA3b C YUETOM
pPETUCTPOB OOIIEHUS.

5. I'pamoTHO 1
3¢ HEeKTUBHO
MOJIBb3yeTCs
WHOS3BIYHBIMU
MCTOYHUKAMU
uHpopMaIuu.

3HATD:

- OCHOBHBIE MIPABUJIa CUHTE3a U aHAJIKN3a
nH(popMaIuu, mpaBuIa UCTIOIb30BaAHUS
Pa3IMYHBIX TEXHUYECKUX CPEJCTB C LEIbIO
W3BJICUCHUS] HTH(POPMAIINH,

- TUTIBI UICTOYHUKOB WH(MOpMAIUU U
CTHJIMCTHYECKHE 0COOEHHOCTH TEKCTOB.
YMeEThb:




- U3BJIEKATh UH(OPMAIIHIO U3 PA3INYHBIX
MHOSA3BIYHBIX MCTOUHUKOB (AyTEHTUYHBIX U
a/IalITUPOBAHHBIX ).

6. [Iponyuupyert Ha
WHOCTPAHHOM S3bIKE
MMUCbMEHHBIE PEUYCBBIC
MPOU3BE/ICHUS B
COOTBETCTBUU C
KOMMYHHKATUBHOM
3aa4uei.

3HaTh.

- TEOPETUYECKUE OCHOBBI OpraHU3aIuu 1
OCYIIECTBJICHUS KOMMYHUKAIUH;

- CTPYKTYpY ¥ OCOOCHHOCTH HAITMCaHUS 3CCe,
JICTIOBBIX IHCEM, OTYETOB, MPE3EHTAIMOHHBIX
MarepuajioB  Ha  OCHOBE  MPOBEJIECHHOIO
MOMCKA/UCCIEN0BAHUA.

YMmeTn:

- KPUTHYECKH OIICHUBATh HWH(OpMaIuto,
JIeNIaTh 3aKII0UYCHUS;

- IPOM3BOAUTH MUCHbMEHHBIE/YCTHBIC PEUEBBIC
BBICKA3bIBAaHUSI HA MHOCTPAHHOM SI3BIKE.

1.leMoHCTpUpYET
3HAHUS

3HaTh:
- IpoeccroHaNIbHYI0 TEPMUHOJIOTHIO Ha

TEPMUHOJIOTHH, MHOCTPAaHHOM SI3bIKE,
HaNpaBJICHUH, IKOJ, | - AKTyaJbHbIC HANIPABJICHHUS HAYYHBIX
COBPEMEHHBIX UCCIIEIOBAaHU B chepe MEHEPKMEHTA.
TEeHJICHUINUN Ymern:
Bnanenue
OCHOBHEIMIL MEHEJKMEHTa U - IPUMEHSATH NIPO(HECCHOHATIBHYIO
HAVHEIMIL MO3UIIMU POCCUHCKON | TEPMHHOJIOTHIO B X0/1€ PO eCCHOHATHHOMN
i yIpaBJIeHYECKON KOMMYHHKAIIMM HA UHOCTPAHHOM $I3bIKE,
HNOHATUSMH U
MBICITH. - 0XapaKTepPHU30BaTh OT/ICIbHBIC HAIIPABICHHUS
KaTeropusiMu .
HayYHbIX UCCIIEIOBaHUI B cepe
HYKOHOMUKH U MEHEIDKMEHTA
IKH | ynpasineHdeck -
. 2. Peanusyer 3HaTh:
-1 Ol HAYKH U .
CIIOCOOHOCTh - aKTyaJIbHbBIC HAIIPABJICHHUS UCCIICTOBAHHHA B
CHOCOOHOCTH K
x aJlanTHPOBATh U 00J1aCTH MEHEPKMEHTA, MPEANOCHUIKYA U
000011aTh MOCJIEACTBUS UX peaTn3aluu.
PUMEHEHUIO .
pe3yabTaTh YMers:
NIPU PEeUIICHUN .
COBPEMEHHBIX - BBISIBJIATH B3aUMOCBSI3H SIBJICHUI B X0J1€
npodeccuoHan .
Hay4HbIX yIpaBJIEHYECKOH 1A TEIbHOCTH;
BHBIX 3aJa4 .
WCCIIEIOBaHUM JUIst - KDUTHYECKH OI[CHUBAThH MIPUIUHHO-
OCYILIECTBIICHUS CJIEZICTBEHHBIE OTHOILIEHUS B OOIIEHUH C
Hay4YHO- MO TYMHEHHBIMH.
HCCIIEN0BATEIbCKOU
paboTHI B
OakanaBpuaTe

3. MecTO AUCHUILIUHBI B CTPYKTYpe 00pa30oBaTeIbHON MPOrpaMMbl

JucrunnHa « THOCTpaHHBIN S3bIK B TPO(ECCHOHANTBHON cepe» OTHOCUTCS

K OJIOKY MUCIUIUIMH 0O0s3aTeIbHOM YacTu oOIenpodeCCHOHAIIBHOTO IUKJIA 0
HarpasieHuto noaroroBku 38.03.02 Menemxment OIl «Jloructuka» mnpoduis
«Jloructukay, OIl «Mapketunr» npodunbs «Mapketunr», OIl «DuHaHCOBBIM

MCHCIKMCHT»

npoduib

«DUHAHCOBBI MEHEIKMEHT,

OIl «YmpaBnenue

ouznecom» npodunu: «MeHeIHKMEHT U yrpaBiieHue OusHecom», « MeHeKMEHT B
CropTe», « YIpaBjaeHUE MPOLYKTOM.




4. O0beM TUCHUIUINHBI(MOIYJIS1) B 324€THBIX eIJUHUIAX U AKAJeMHUYeCKUX
yacax ¢ BbljieJIeHueM 00beMa ayIUTOPHOM (JIEKIUM, CEMUHAPBI) U
CaAMOCTOSITEIbHOM PadoThHI 00y4AOIUXCS

Tabmuia 1

ouHas ¢opma o0yueHusi, Bce NpoPuIn

Bup y4ye6Hoii padoThl 10 AMCHMILINHE Bcero Cemectp 5 Cemectp 6
(B 3/e 1 yacax) (B yacax) (B yacax)

O01asi TPY10€eMKOCTh THCHUTIITHHbBI 53.e./180u. 106 74

Konmaxmmuas paboma - Ayoumopnuie 102 68 34

3anamus

Jlexun - - -

[TpakTHyecKkre U CEeMUHAPCKUE 3aHITHS 102 68 34

Camocmoamenvnas paboma 78 38 40

Bupn texymero KOHTpostst Konrtponbnas | KonTponbpHas

pabora pabora
Bun npomexyTouHOM aTTecTaluu 3auer DK3aMeH

o4HO-3a04Hasi popma u MOO, npoduiu
«MaxkpeTuHr», «®HHAHCOBBIA MEHEeIKMEHT)

Bup y4yeOHoi#i padoThl M0 AMCUMILINHE Bcero Cemectp 5 Cemectp 6
(B 3/e 1 yacax) (B yacax) (B yacax)

O01asi TPy10€eMKOCTb M CHUIITHHBI 53.e./180u. 72 108

Konmaxmmnasa paboma - Ayoumopnwie 32 16 16

3anamu

Jlekuun

IIpakTHyeckue U cEMUHApPCKUE, B T.4U. 32 16 16

3aHSATHUS B UHTEPAKTUBHOU (opme

Camocmoamenvnana paboma 148 56 92

Bun texyiero KOHTpostst Konrtponbnas | KonrtponbsHas

pabota pabota
Bun npomexyTouHOM aTTecTaluu 3auer DK3aMeH

04HO-3a04Has popma, OII «Ynpasienune
O0u3zHecom», npopuiib «MeHeXKMEHT U
ynpasJieHHe OM3HeCOM»

Bup y4yeOHoii padoThl M0 AMCHMIIINHE Bcero Cemectp 5 Cemectp 6
(B 3/e M yacax) (B yacax) (B yacax)

OO0masi Tpy10eMKOCTh 1M CHUILIIHHbI 53.e./180u. 72 108

Konmaxmmnuas paboma - Ayoumopnvie 48 16 32

3aHAmMUA

Jlexun

IIpakTHueckue U cEeMUHApCKUE, B T.4U. 48 16 32

3aHSTHUS] B HHTEPAKTUBHOU (opme

Camocmoamenvnas paboma 132 56 76

Bun texymero KoHTpostst Konrtponsna | KoHTposbHast

g pabora pabota
By npome:XyTo4HON aTTecTanuu 3auer OK3aMeH




5. Coaep:xaHue TUCHUIIMHBL, CTPYKTYPHPOBAHHOE M0 TeMaM (pa3esiam)

TUCHUILIMHBI ¢ YKa3aHUEM UX 00beMOB (B aKaJeMHYeCKMUX 4acax) U BUI0B

Y4eOHbIX 3aHATHI

5.1 Conep:kanue TMCUUIIHHBI

5.1.1. llpopnian «@uHAHCOBBIH MEHEIKMEHT», «MeHeKMEeHT U yIpaBJieHUe
ouzHecom», «MeHeIKMEHT B CIIOPTE»

TeMmbl

DYHKIIMU MEHEKMEHTA

OpraHu3alMoHHas CTPYKTypa KOMITAHUH

MoTtuBanust COTpyAHUKOB

Teopun nuaepcTBa U yIpaBIeHUs

ypOBHI/I IJIAHUPOBAHNWA B MCHC/[PKMCHTC

OnepallMOHHAs! IESITENbHOCTh B CHCTEME YIIPABJIECHUS OpraHu3alei

YHpaBJ'IGHI/IC PHUCKaMHU

AHanu3 1 BEIOOp yNPaBICHYECKUX CTpaTeruii

©I0 NS O W N

. YIIpaBIEeHYECKUN YUYET

10 DrHAHCOBAas OTYETHOCTh B CHCTEME YIIPABJICHUS OpraHu3aluen

11. OcHOBBI HAJIOTOBOTO y4e€Ta

5.1.2. llpopuan «MapkeTHHI», «YTIpaBJeHUE MPOIYKTOM»

TeMmbl

1. Ponb MapkeTHHra B Ou3Hece.

2. Ku3HEHHBIN UKJ TOBAPA.

3. ACCOPTUMEHT U 1ICHOBAs MOJIUTHKA.

4. MapKeTUHTOBbI IJIaH: ayJUT U LETH.

5. MapKeTUHTOBBIN IJIaH: CTPATETHs U TAKTHKA.

6. O01IeHrE C KIMEHTAMM.

7. UccnenoBaHue phIHKA.

8. Pa3zButre HOBOTO NPOyKTa M OPEHIUHT .

9. BHeapenue HOBOTO MPOAYKTA HA PHIHOK U €TI0 MPOJABHUIKECHHUE.

10. Pexnama.

11. MapKeTHUHTOBbIE MEPOIIPUATHSI.

5.1.3. lIpopuas «Jlorucruka

Tembl

1. IIpodeccuu B cdepe JIOTUCTUKY.

2. Jloructuyeckue yciyru.

3. Ilenoyku IOCTaBoK.

4. cionb30BaHKE METIOYKY TTOCTABOK ISl YBETUYCHUS 00beMa MIPOJIaxK.

5. MupoBas cuctema cHaOKeHHSI




6. TpaHcopTHas TOTUCTUKA

7. YnpaBlieHUE 3anacamu

8. XpaHEHHE U CKJIAJIbI

9. lokymeHTaIus 1 (pUHAHCHI B TIOTUCTHKE

10. Jloructuka u cucrema cHabxenus. OO1iee U pa3inyue.

11. CtpaxoBanue

5.2. YuyeOHO-TEMATHYECCKHH IJIAH

5.2.1. IIpopuniab «DUHAHCOBBIN MEHEIKMEHT»

Ounas / 3a0unas popma u OO

IIpodunab «MeHeKMEHT U yIpaBjJeHHe OM3HECOM
Ounas ¢popma

IMpodpuas «MeHeTKMEHT B CIIOPTE»
Ouynas ¢popma

Tabmuma 2.1.
TpynoemkocTsh B yacax
KounrakTHas pa6ora -
AyautopHasi paéora DopMbI TEKYLIET0
HaumeHnoBaHue Cemun | Camocrt KOHTPOJIA
Tem (pa3aesioB) Bcee apbLIp | OATEIbH yCHeBaeMOCTH
JTUCIUIIIINHBI Io Oomas Jlek aKTH4e an
, B T.4.: 1070 cKHe padora
3aHATH
b
1. ®Oynknun 14 10/2 - 10/2 4/12 YCTHBIN OIPOC;
MEHEKMEHTa JIEKCUUYECKHI
IMKTAHT; YCTHAS
MUHH-TIPE3EHTALNS;
TpyIIOBast
JMCKYCCHSI
2. OpraHu3anoHHas 14 8/2 - 8/2 6/12 YCTHBIH 0O1poc;
CTPYKTypa KOMITaHUHT CITOBapHBIN
JMKTAHT; IPOBEpKa
JIEKCUKO-
rpaMMaTHYEeCKUX
YIPAKHEHUU
3. MortuBarus 14 8/2 - 8/2 6/12 YCTHBIN OIPOC;
COTPY/IHUKOB MYJIbTHMEIHIHAS
MIpe3eHTAIHS;
paz0op Kkeiica
4. Teopun 12 10/2 - 10/2 2/10 YCTHBIN OIPOC;
JTUAEPCTBA U MpoOBEpKa
yIIpaBJICHUS JIEKCUUYECKUX U
rpaMMaTH4YEeCKUX
YIPa)KHCHU,;




poneBas urpa
KonTponbhas
pabora

5. YpoBHHu
TUTAHUPOBAHUS B
MEHEIKMEHTE

18

8/2

8/2

10/16

YCTHBIN OIPOC;
CJIOBAPHBIN
JTUKTaHT; MO3TOBOI
ITYpM, MUHU-
Mpe3eHTalUs

6. OmnepannoHHas
JEeITEIbHOCTD B
CHUCTEME yIpPaBJICHUS
opranu3aiuei

18

10/4

10/4

8/14

YCTHBIN OIIPOC;
CJIOBapHBIN
JMKTaHT; IIPOBEPKa
JIEKCUUYECKUX U
rpaMMaTHYECKHX
YIpaKHEHU;
rpynmnoBas
JICKYCCHSI

7. VYnpasnenue
pUCKaMu

18

10/4

10/4

8/14

YCTHBIN OIIPOC;
JIEKCUYECKUI
JUKTaHT; AOKJIaJ;
MOJIETIUPOBAaHUE
CUTYyallui U UX
aHaJIn3

8. Anamu3z u BbIOOp
YIIPaBICHYECKUX
cTpaTerui

18

10/4

10/4

8/14

YCTHBIN OIIPOC;
nebatel; pazoop
Keiica;
MYJIbTUMEINIHAS
MIpe3CHTAIHS;
TECTHUPOBAHUE

9. YmpasneHuecKuit
y4er

18

10/4

10/4

8/14

YCTHBIN OIIPOC;
CJIOBApHBIN
JIMKTAHT; 1e0aThl;
JIeJIoBas urpa

10.®unancoBas
OTYETHOCTH B CHCTEME
YIPABICHUS
OpraHu3anuen

18

10/4

10/4

8/14

YCTHBIN OIIPOC;
JIEKCUYECKUI
JUKTaHT; pa3dop
Keiica; MICbMEHHBIN
OTYeT

11.0cHOBBI
HaJIOTOBOTO yueTa

18

8/2

8/2

10/16

YCTHBIN OITPOC;
JIEKCUYECKU I
JIKTaHT;
aHAJIUTHYECKas
pabora ¢
JIOKYMEHTALUEM,
BKJIIOYasi OTMCAHNE
rpauKoOB U CXEM;
TECTUPOBAHUE
KonTponbHas
pabora

B nesqiom o
JUCIUIIINHE

180

102/
32

102
/32

78/
148

CornacHo yueOHOMY
IUIaHY: JIBE

10




KOHTPOJIbHBIE
paboThI

HUroro B %

57/18

100/
100

43/82

5.2.2. llpopunab «MeHeTKMEHT U ynpaBJjieHHe OM3HECOM»
OuHo-3204Has popma

Tabmuma 2.2.

TpynoeMKoCcTh B Yacax

KonrakTHas padora- Camo
HaunmenoBanmue AyauTopHas padora crost | Popmbl TEKyLEro
Tem (pa3aesioB) Bcee CeMunap | eJbHa KOHTPOJIA
JTUCIUIIINHBI Io Oo0man Jlek bLIIPAKTH 1 yCIeBaeMOCTH
, B T.4.: 19707 YyecKHue padort
3aHATHSA a

1. ®ynkuun 14 4 - 4 10 | ycTHBIH onpoCc;

MEHEIKMEHTA JIEKCUYECKU I
JVKTAHT; MAHH-
Mpe3eHTAaINS;
rpyIIOBast
JMCKYCCHUS

2. Opranu3anuoHHast 14 4 - 4 10 | ycTHBIH onpoCc;

CTPYKTypa KOMIIaHUH CIIOBapHBIN
IMKTAHT; TIPOBEpPKa
JIEKCUUYECKUX U
rpaMMaTHYEeCKUX
YIPaKHEHUN

3. MotuBanus 14 4 - 4 10 | ycTHBII onpoc;

COTPYIHUKOB MYJIbTHMEIHITHAS
IIpe3eHTalHs;
paz0op Kkelica;
pelLIeHNE Kenca

4. Teopuu nuaepcTBa 12 4 - 4 8 YCTHBIH OIPOC;

U yIIpaBJICHUS poBepKa
JIEKCHYECKUX U
rpaMMaTHYEeCKUX
YIOpaKHEHUH;
poJieBas urpa;
TECTHPOBAHUE

5. YpoBHu 18 6 - 6 12 | ycrHBIii onpoc;

TUTAHUPOBAHMSI B CIIOBapHBIN

MEHEJKMEHTE JMKTAHT; MO3TOBOM
ITYpPM, MUHH-
IIpe3eHTaIHS

6. OnepannoHHast 18 4 - 4 14 | ycTHBIi onpoc;

NeSITeNbHOCTD B CIIOBapHBIN

CHUCTEME YNPABJICHUS
OpraHu3anuen

AUKTAHT, IIPOBEPKaA
JICKCHUKO-

11




rpaMMaTHYECKIX
3aJIaHMI; TUCKYCCHS

7. VYnpasnenue
pUCKaMu

18

14

YCTHBIN OIIPOC;
JIEKCUYECKUI
JUKTAHT; 10KJIa;
MOJIETIUPOBAaHUE
CUTYyallU U UX
aHaJIn3

8. Anaimu3z u BbIOOp
YIIPaBICHYECKUX
cTpaTerui

18

14

YCTHBIN OIIPOC;
nedatsl; pazoop
Keiica;
MYJIbTUMEANIHAS
MIPE3CHTALINS;
TECTUPOBAHUE

9. VYmpasneHueckuit
y4er

18

14

YCTHBIN OIIPOC;
CJIOBApHBIN
JUKTAHT; 1e0aThI;
JIeJI0Bast Urpa

10.®unaHcoBas
OTYETHOCTH B CHCTEME
yIpaBICHUS
OpraHu3anuein

18

12

YCTHBIN OIIPOC;
CJIOBAPHBIN
JUKTAHT; pa30op
Keiica; MHCbMEHHBIN
OTYET

11.0OcHOBBI
HAJIOTOBOI'O y4eTa

18

14

YCTHBIN OIIPOC;
JIEKCHUYECKUI
JTUKTaHT;
aHaIMTUYecKas
pabora ¢
JOKyMeHTaIuei (B
TOM YHCJIE
OTHCaHue
rpadukoB/cxem);
TECTUPOBAHUE

B uesiom o
TUCIUIIINHE

180

48

132

CornacHo yueOHOMY
TUTaHy: JBE
KOHTPOJIbHBIC
paboThI

HUroro B %

27

100

73

5.2.3. lIpopuab «MapkeTHHI»

OuHnas / ouHo-3a0uHasi popma u OO

[popuiab «YnpasiaeHue nNpoayKToOM»
Ounas ¢popma

Taomuma 2.3.

HaumenoBanue
TeM (pa3aesoB)
JTUCHHUILINHEI

TpyaoeMKkocTh B yacax

Bce
ro

KonTakTHas padora -
AynuTopHas padora

Camo
CTOAT

12




Oo0man
, B T.4.:

Jlek
10707

Cemunap
BI,IIPAKTH
yecKkue
3aHATHS

¢JIbHA

pador

®opMbI TEKYLIEro
KOHTPOJIA
ycneBaeMoCTH

1. Ponb MapkeTuHra B
ousHece.

14

10/2

10/2

4/12

YCTHBIN OIIPOC;
JIEKCUYECKHUI
JIUKTaHT; YCTHas
MUHH-TIPE3CHTAIIHS;
rpynmnoBas
JIUCKYCCHUS

2 JKU3HEeHHBI UK
TOBapa.

14

8/2

8/2

6/12

YCTHBIN OIIPOC;
CJIOBapHBIN
JUKTaHT; IIPOBEpKa
JIEKCUUYECKUX U
rpaMMaTHYECKHX
yOpaKHEHU I

3. ACCOpTUMEHT U
[ICHOBAs MOJIHUTHKA.

14

8/2

8/2

6/12

YCTHBIN OIIPOC;
MyJIbTUMEANIHAS
IIpe3eHTalNS;
pasbop Kkerica;
pelIeHue Kernca

4. MapKeTUHTOBBII
IUIaH: ayIUT U LeJN.

12

10/2

10/2

2/10

YCTHBIM OIIPOC;
IIPOBEPKA
JIEKCUYECKUX U
IrpaMMaTH4YECKUX
YIPa)KHEHU;
poJieBas urpa;
TECTUPOBAHUE
(KOHTpOJIbHAS
paborta)

5. MapkeTHHTOBBII
IJIaH: CTpATerus u
TaKTHKa.

18

8/2

8/2

10/16

YCTHBIN OIPOC;
CJIOBApHBIN
JUKTAHT; MO3TOBOH
ITYpM, MUHU-
MIpe3eHTAlUs U ee
00CYXKICHHE

6. O0mieHue ¢
KJIMEHTAMH.

18

10/4

10/4

8/14

YCTHBIN OIIPOC;
CJIOBApHBIN
JIMKTAaHT; IPOBEpPKa
JIEKCUYECKUX U
IrpaMMaTHYECKUX
YIPa)KHEHU;
rpynmnoBas
JIUCKYCCHUs

7. HUccnenosanue
PBIHKA.

18

10/4

10/4

8/14

YCTHBIN OITPOC;
JIEKCUYECKU I
JIUKTaHT; TOKJIA;
MOJIETIMPOBAHUE
CUTYallU U UX
aHaJun3

13




8. Pa3Burue HOBOIO
MPOJYyKTa U
OpeHIUHT.

18

10/4

10/4

8/14

YCTHBIH OIIPOC;
nedatsl; pazoop
Keiica;
MYJIbTUMEANIHAS
MPE3CHTALINS;
TECTUPOBAHUE

9. Buenpenue HOBOTO
MPOJIYKTa HA PHIHOK U
€ro IPOABMKCHHUE.

18

10/4

- 10/4

8/14

YCTHBIN OITPOC;
CJIOBapHBII
JUKTAHT; 1e0aThl;
pabora B mapax;
JIeIIOBasi UTpa

10. Pexnama.

18

10/4

10/4

8/14

YCTHBIN OIPOC;
JIEKCUYCCKUIM
JTUKTAHT; pa3oop
Keiica; MHCbMEHHBIN
OTYET

11. MapkeTuHroBbie
MEpPONPUATHSL.

18

8/2

8/2

10/16

YCTHBIN OIIPOC;
JIEKCUYECKU I
JTUKTaHT;
aHaIMTUYecKas
pabota ¢
JTOKyMEHTalUeH,
BKJIFOYAs OMMCaHUE
rpadUKoOB U CXEM;
TECTUPOBAHUE
(KOHTpOJIbHAs
pabora)

B esqom o
JTUCIHHUIIINHE

180

102/
32

102
132

78/
148

CornacHo yueOHOMY
TUIaHY: 1B
KOHTPOJIbHBIE
paboThI

Hroro B %

57/18

100/
100

43/82

5.2.4. TIpopuanb «Jloructuka»

0]

yHas popMa

Taomuma 2.4.

HaunmenoBanue
TeM (pa3aesioB)
JUCIUILIMHBI

TpyxoeMKoCTh B yacax

Bce
ro

KonrakTHas pabora -

A

AMTOpHAasi padora

Ooma
i, B
T.Y.:

Jek
107001

KTHYECKHE
3aHATHUA

CemuHapsbL,pa

Camo
CTOAT
¢JIbHA

pador

®opmMbl TEKYLIET0
KOHTPOJIA
ycneBaeMocTu

1. ITpodeccuu B
cdepe JIOTUCTHKH.

14

10/2

- 10/2

4/12

YCTHBIN OIIPOC;
JIEKCUYECKUI
JUKTAHT; YCTHas
MHWHU-TIPE3CHTAL M,
rpymnmnoBas
JUCKYCCHS

14




2. Jloructuueckue
YCITYTH.

14

8/2

8/2

6/12

YCTHBIH OIIPOC;
CJIOBapHBIN
JTUKTAHT; POBEPKA
JIEKCUYECKUX U
rpaMMaTHYECKUX
YIPaXHECHU I

3. llenouku
ITOCTaBOK.

14

8/2

8/2

6/12

YCTHBIN OITPOC;
MYJIbTUMEANIHAS
MPE3CHTALINS;
pasbop kerica;
pelieHue Kenca

4. Ucnonn30BaHue
LIETIOYKH ITOCTABOK
JUIS YBEJIUYEHUS
o0beMa IpoJIaK.

12

10/2

10/2

2/10

YCTHBIN OIPOC;
IIpOBEpKa
JIEKCUYECKUX U
rpaMMaTHYECKHX
YIpaKHEHU;
poJieBasi urpa;
KOHTpPOJIbHAs
pabora

5. MupoBas cucrema
CHa0XeHUs

18

8/2

8/2

10/16

YCTHBIN OIIPOC;
CJIOBAPHBIN
IOUKTaHT; MO3rOBOM
HITYPM, MUHU-
IIPE3EHTALNS

6. TpancrioptHas
JIOTHCTUKA

18

10/4

10/4

8/14

YCTHBIN OITPOC;
CJIOBApHBIN
JUKTAHT; IPOBEPKaA
JIEKCUYECKUX U
IrpPaMMaTHYECKUX
YIPa)KHEHU;
rpynmnoBas
JUCKYCCUs

7. YupaBneHue
3amacamu

18

10/4

10/4

8/14

YCTHBIN OIPOC;
JIEKCUYECKU I
JUKTAHT; TOKJIA[T;
MOJETUPOBAHUE
CUTyallUi U UX
aHaJu3

8. XpaHEHHE U CKIIaJIbl

18

10/4

10/4

8/14

YCTHBIN OITPOC;
nebatsl; pazoop
Keica;
MYJIbTUMEANITHAS
MpEe3EHTALNSA;
TECTUPOBAHUE

9. JlokymeHTauuss u
(UHAHCHI B IOTUCTHKE

18

10/4

10/4

8/14

YCTHBIN OITPOC;
CJIOBAPHBIN
JAKTaHT; 1e0aThI;
JIeJI0Bas Urpa

10. JIoructuka u
cucreMa CHaOXKeHUs.
O61mee u paznuyue.

18

10/4

10/4

8/14

YCTHBIH OIIPOC;
JIEKCUYECKUI
JHMKTAHT; pa30op

15




Keiica; MUCbMEHHBIN
OTYET

11. CrpaxoBanue 18

8/2

8/2

10/16

YCTHBIN OIIPOC;
JIEKCUYECKUI
JTVKTaHT;
aHAJTMTHYeCKast
pabota ¢
JTOKyMeHTaIuen (B
T.4. OTICAHUE
rpauKOB U CXEM);
TECTUPOBAHUE
(KOHTpOIBHAS
pabota)

B nesgom o
JUCIUIIJINHE

180

102/
32

102
/32

78/
148

CornacHo yueOHOMY
IUTaHy: JBE
KOHTPOJIbHBIE
paboTHI

Hroro B %

57/18

100/
100

43/82

5.3. Coaep:xkaHue CeMUHAPOB U MPAKTUYECKUX 3aHATHI
5.3.1. Ilpopuiaun «®uHAHCOBBII MEHEIKMEHT», «VMeHeI:KMEHT U ynpaBjeHue
On3Hecom», « MEeHeIKMEHT B CIIOpTe»

Tabmuma 3.1.

HaumeHoBanue
TeM (pa3eJioB)
JTUCIHUIINHEI

Ilepeyens BonpocoB
AJIs1 00CY KIEeHUS HA
CeMHHAPCKHX,
NMPAKTHYECKHUX
3aHATHUSAX,
PEeKOMEeHyeMble
HCTOYHUKH U3 pa3jejioB
8,9 ( ykasbiBaercs
pa3zaes U NOpsAKOBBII
HOMeEpP MCTOYHHKA)

DopMbI IPOBEICHUS
3aHATHH

1. ®yHkuuu MEHEIKMEHTA.

Uctopusa menepxMenTa u
ABOJIFOLIMSI COLIMAJIBHO-
SKOHOMUYECKHX yCIOBUN
pa3BUTUS MUPOBOTO
coo0111ecTBa DIEMEHTHI
yIpaBIEHUS, OCHOBHbBIE
GYHKIIMHM U POITTH
MEHEIKMEHTA
(mmaHupoOBaHUE,
OpraHu3arus,
pacnopsiKeHue,
KOHTPOJIb).

JlunepctBo U cTrIIM
YIpaBICHHUSL.

®poHTanbHOE
00CyX/IeHUE ColepKaHUs
TEKCTa y4eOHOTo mocoousl,
IpYIIIOBOE U MApHOE
00CyXIeHUE COMEPIKAHMS
BUicOpparMeHTa,
COBMECTHOE 00CYKICHHE
TEPMUHOJIOTHH U JIEKCUKU
1o reme; MlaTepHeT-nounck;
MUHH-TIPE3EHTALIHS.
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Pexomenayembie
ucrounuku: 8 (1), 9 (1), 9

(2), 903).
2. OpranuzanvoHHas CTPYKTypa Cucrema ['pynnoBoe o6cyxaeHue
KOMITAHUH B3aUMOOTHOIIECHUHN COJIepKaHUs [1eYaTHOTO
CTPYKTYPHBIX TeKcTa, GpoHTANIbHAS
1o/ipa3iesIeHui MPOBEPKA COJIEPKaAHUS

MPEIIPUATHS B IIpoLIecce
MIPOM3BOJICTBA U B chepe
OKa3aHUs yCIyT.
OCHOBHBIE TUITBI
OpraHU3aIMOHHBIX
CTPYKTYp TIPEIITPHUSITHS
(uHeliHAa,
(GyHKIHMOHATbHAS,
MaTpUYHasi, MPOEKTHAas).
Pexomenayembie
HCTOYHUKHU:

8(1),9(1),9(2),93).

ayauodparmMeHra u
YIIPA)KHEHUM Ha €ro
OCHOBE, IUCKYCCHUS I10
TEMaTUKE CEMHUHAapa.

3. MotuBanus COTpyIHUKOB

[Tupamuna norpedHOCTEM
Macnoy. JIByxdpakropHas
teopus ['epudepra.
Mogenn XakMana u
Onaxema. Opranusanus
BpEMEHH (Taiim
MEHE)KMEHT).
CtpeccoyCTOMYNBOCTb.
Pexomenayemble
ucrounuku: 8 (1), 9 (1),
9 (2), 9(3).

OO6cyxkaeHune coaep kaHust
TEKCTOB OCHOBHOT'O
yueOHUKa U
JIOTIOJTHUTEIIBHBIX
ocoOui; TUCKyccus 1o
COZIEPKaHMIO ayANO- U
BUO(ParMeHTa;
COBMECTHOE 00CYKIEeHHE
TEPMUHOJIOTHH U JIEKCUKU
0 TeMe; pa3dop U aHAIN3
Kelica; oOcykaeHue
BapHaHTOB PEIICHUS
Kelica.

4. Teopuu auaepcTBa U CTUIN
yIpaBICHUSA

®dunocohckre OCHOBBI
yIpaBiieHus Ou3Hec-
POIIECCaMH.
CoBpeMeHHbIE MTOIXO0/IbI
K JIJIEPCTRBY.
IToBeneHueckue TeOpUH.
OCHOBHBIE CTUIIU
yIpaBJIeHUS
(aBTOpHUTApHBIH,
JeMOKTPAaTUYECKUH,
JTMOepabHbIN).
Pexomenayemble
ucrounuku: 8 (1), 8 (6),
9 (2), 9(5).

[TapHO€E M cOBMECTHOE
o0cyxaeHue
TEPMUHOJIOTUU U JIEKCUKH
1o reme; THTepHeT-nouck;
IIOATOTOBKA U ITPOBEJACHUE
POJIEBOM UTPBL.
IToaroToBka k
TECTUPOBAHUIO 10
IIPOMIEHHBIM TEMaM.

5. YpoBHM MIaHHUPOBAHUS B
MEHEKMEHTE

Kparkocpounoe,
CPEHECPOYHOE U
JOJITOCPOYHOE
IJIaHUPOBAHUC B
MEHEIKMEHTE.

NunuBuyanbHbIe
MOHOJIOTH-COOOIICHUS Ha
OCHOBE TEKCTa,
aynupoBaHus u HTepHeT-
IOMCKA; BRIIIOJTHEHNE
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Pexomenayembie
ucrounuku: 8 (1), 9 (1),
9 (2), 9(5).

3aJlaHU HAa pa3BUTHE
HaBBIKOB KPUTUYECKOTO
MBIIIJICHUS B MaJIbIX
rpynmnax; BbIITOJTHEHUE
SI3BIKOBBIX M
KOMMYHUKATHUBHBIX
YIOPaKHECHUMH.

6. OmnepanyoHHas e TeIbHOCTb B
CHUCTEME YIPABIICHUS OpraHU3aluen

VYnpasnenue
OINepaluvOHHON
JIEATEIBbHOCTBIO.
NuTtemiekTyanbHas
COOCTBEHHOCTh
OpraHu3aluu.
VYrpaBieHue KaueCTBOM.
NunoBaunoHHas
JIEATEIbHOCTD.
Pexomenayembie
HCTOYHUKHU:

8(1),9(1),9(2),9(4).

['pymmoBoe o0CyxaeHne
rpaMMaTHYECKUX SBICHUMA
Ha 0a3e JIEKCHKH 10 TEME
3aHSATHUS,, TPYIIIOBOE
00CcyXIeHNE
MIPOCITYIIIAHHOTO
ayauopparMeHra;
BBIIIOJIHEHHE JIEKCHUKO-
IrpaMMaTHYECKHUX 33 JaHH.

7. YrmpamieHue puckamu

SWOT-ananmus.
[TpoGiiembl KaccoBOIO
paspbiBa. baHKpPOTCTBO.
CrusiHUS ¥ TTOTJIOIICHUSI.
Pexomennyemsbie
ucrounuku: 8 (1), 8(2)6
9(1),9(2),9(3).

OpoHTATBHOE
o0cyxJieHue CofepKaHus
[IEYaTHOI'O TEKCTa,
COBMECTHOE 00CYKICHHE
JIOKJIJIOB TI0 TEME;
JUCKYCCUU Ha OCHOBE
MOJICIUPOBAHUS CUTYaIUI
110 TEME 3aHSATHSI.

8. AmnHanu3 u BBIOOp yIpaBJIeHYECKUX
cTpaTeruu

@DaxTOopBl, BAUAIOLINE HA
BBIOOD CTpaTeruu.
AHaIN3 CTPaTErMueCcKux
albTepHATHUB, BHIOOP
CTpaTeruy, ee
peanu3anys U OlleHKa
pE3yJIbTATOB.
Hcnons3oBanue
HNHTepHeT-pecypcoB B
X0J1e KOMMEPYECKOTO
B3aumozeiictaus (B2B,
B2C, B2G).
Pexomenayemble
UCTOYHUKMU:

8 (1), 8(2). 8(5). 9(3),
9(6).

I'pyninoBoe u nmapHoe
o0cyxJIeHuE cofepKaHus
MEeYaTHOTO TEKCTa U
aynuodparMeHTa;
JICKYCCHS 110 TEME
3aHATHUS; pa30op Keiica;
M0Ka3 MYJIbTUMEIUNHON
MIpe3eHTAINH C
MOCIIEAYIOLIUM
00CyXICHUEM;
MIPOMEKYTOUHBIN
KOHTPOJIb (TECTUPOBAaHUE
10 TEME pa3jiena).

9. VmnpaBieH4yeckuii yuer

MecTto ynpaBiieHUECKOTO
y4eTa B CUCTEME
YIPaBJICHUS
npeanpustiaeM. OOBbeKTHI
YIPABIEHUYECKOTO YYETa!
3aTpaThl, Pe3yJbTaThI
XO3SHUCTBEHHOMN

eI TEILHOCTH,

['pynnoBoe obcyxaenue
COZICPKaHHUS TIEYaTHOTO
TEKCTa M JOKJIAJ0B TI0
TEeMaTHKe CeMUHapa,
COBMECTHOE 00CYyX/ICHUE
TEPMHUHOJIOTUHA U JICKCUKH
110 TEME; OpraHu3aIUs 1
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1eHooOpa3oBaHue,

MPOBEICHUE JEIOBOM

OI0DKETUPOBAHHE, UTPBI TIO TEME 3aHATHUA.
BHYTPEHHSISI OTYETHOCT.
Pexomennyembie
HCTOYHHUKH:
8 (1), 8(3), 8(5), 9(6).
10 ®unancoBast 0T4ETHOCTE B cucteMe | OCHOBHBIE BuAbl | UHIMBUyaIbHbIE
YIPABJICHHUS OpraHU3alHeH (hMHAHCOBBIX OTYETOB. | MOHOJIOTH-COOOIIIEHNS Ha
Tunsl aKTHBOB U | OCHOBE TEKCTa U ay/IHO0-
naccuBoB. Jloxonmbl W | BUACOPpParMeHTOB;
pacxolibl  MPEANPUSITHS. | BBIIOJHEHUE 3aIaHUI HA

Knaccudukanus morokos
JOBUXKCHUS HAJIMYHOCTHU B
OTYETE O  JBIO)KCHHUH
JICHEKHBIX CPEICTB.
Pexomennyemsbie

HNCTOYHHMKU:
8 (1), 8(3), 8(5), 8 (8).

pa3BUTHE HABBIKOB
KPUTHYCCKOI'O MBIIIJICHUA
B MaJIbIX TPYIIIaXx;
BBITIOJTHCHUEC A3BIKOBBIX 1
KOMMYHHKATHBHBIX
yIpaxxHEeHHi; paboTa 1o
COCTaBJICHUIO OTYETOB;
pa3z00p U pernieHne Kerca.

11. OcHOBBI HAJIOTOBOI'O y4eTa

HOpuaudaeckue hopmbl
OpraHuzanum Ou3Heca.
Paznuuuns B ux
HAaJIOr000JI0KEHUH.
JleranbHble cXEMBI
CHIDKEHUS HAJIOTOBBIX
00s3arenncTB. Pabora
HAaJIOTOBOT'O
KOHCYJIbTAaHTa U
ayauTopa.
Pexomenayemble
ucrounuku: 8 (1), 8(5),
8(3), 8 (7).

I'pynnoBoe u napHoe
o0cyxJieHue CofepKaHus
[I€YaTHOI'O TEKCTa;
COBMECTHOE 00CYKICHHE
TEPMUHOJIOTHH U JIEKCUKU
10 TeMe Ipu padoTe ¢
HaJI0roOBOM1
JIOKyMEHTaIUEH;
JUCKYCCHS 110 TeEMe
3aHSTHS; TECTHPOBAHUE
3HaHUI 10 Teme paszena.

ConepkaHue CeMMHAPOB M MPAKTUYECKUX 3aHATHIA
5.3.2. IIpopunian «MapkeTHHI», «Y IpaBJIeHHE POTYKTOM

Tabmuna 3.2

HaumenoBanue TeMm
(pa3ueJsioB)
JTUCIHUTIINHBI

IIepeyenb BONpocoB 1Jis
o0cyKaeHHusl HA ceMHUHapaXx,
NPAKTHYECKUX 3aHATHAX,
PEKOMEHAYEMbIEC HCTOYHUKH U3
pasaenoB 8,9 (yka3biBaeTcs
pa3aesi u NOPSAIAKOBbII HOMeEp
HCTOYHHUKA)

@®opMbI IPOBEACHUSA 3AHATHI

1. Pomp mapkeTuHra B
ousHece.

MapkeTnHr B COBpEMEHHOM MHpE:
poJIb U 3HAaYeHUE. MapKeTUHroBas
crparerusd. OCHOBHBIE TPUHIUIIBI
MapKETHHIa.

PexoMenayemble HCTOYHUKU:

8(2), 8(9), 9 (2).

['pynnoBoe o0cyxJieHue
COJIepKaHUs MIEYaTHOTO TEKCTa U
JIOKJIaJI0B 1o TEMaTUKe
CEeMMHApa; COBMECTHOE

00CyX/IeHHE TEPMUHOJIOTUU W
JIEKCUKH TI0 TeMe; OpTaHH3aIus
W MPOBEJICHUE JICIIOBOM UTPHI 10
TEMC 3aHATUA
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2 JKu3HeHHbIit
TOBapa.

UK

Cragu  KM3HEHHOTO  IIUKJIA.
XapaKTepUCTUKHU U CTPATETHUH.

PeKOMeHl[yeMI:pIe HCTOYHHUKMU:
8(2), 8(9), 9 (3).

WuauBuyanbHble  MOHOJOIH-
COOOIIEHHs HA OCHOBE TEKCTa U
ayaHOBUICO(PParMEeHTOB;
BBITIOJTHEHUE 3aaHuH Ha
pasBuUTHE HaBBIKOB
KPUTHUYECKOTO  MBIIUICHUS B
MaJIbIX TPYIIax; BBIIOJHEHHE
SI3BIKOBBIX 1 KOMMYHHUKATHBHBIX
yIpaXHEHUH; pabora o
COCTaBJICHUIO OTYETOB; paz0oop u
peLICHUE KeNca.

3.  Accoptument U | Tunsl npoayktoB. Buasl neHoBoi | @poHTaIbHOE o0CcyXaeHUE
LIEHOBAs MOJUTUKA. MTOJIUTHKHU. COJIEpXKaHUs TIEYaTHOTO TEKCTa,
PexoMenayemble HCTOYHUKU: COBMECTHOE o0cyxieHue
8(2), 8(9), 9 (4). JIOKJIQJIOB TI0 TEME; TPYIIOBbIC
JIUCKYCCUU Ha OCHOBE
MOJCIIMPOBAHUS CUTyallud IO
TEME 3aHATHUS.
4. Mapxkerunrossiii | [Iposenenue MapKEeTHHIOBOrO | IHAMBUAyanbHbIE  MOHOJIOTHU-
IJIaH: ayJIUT U LEH. aynuTa. Tpu Tuna ananuza: | cOOOILIEHUSI HA OCHOBE TEKCTa U
SWOT anamu3, PESTEL ananus, | aynno-BuaeohparMeHToB;
aHau3 5 cun  lloprepa. | BbIOJIHEHHE 3a1aHUI Ha
[TocTanoBka MapKETUHTOBBIX | pPa3BUTHE HABBIKOB
uenei. KPUTUYECKOIO  MBIIUICHUS B
PexoMeHnayemble HCTOUYHUKU: MaJjbIX TPYIIax; BbBIIOJHEHUE
8(2), 8(9), 9 (5). SI3BIKOBBIX 1 KOMMYHHKATHBHBIX
yIpaXxHEHUH; pabora o
COCTaBIIEHUIO OTUETOB; pa3dop U
peLIeHue Kenca.
S. Mapxkerunrossiii | CocTaBieHue MapKETUHroBoM | IHauBUAyalbHBIE ~ MOHOJIOTH-
MJaH:  cTparerus W | crpateru. [lmaHupoBaHue U | cOOOIIEHUS HA OCHOBE TEKCTa W
TaKTHUKA. o0cyxaeHue MapTETUHIOBOTO | ayAHO-BUACO(PArMEeHTOB;
MHKCA. [Ipe3eHTanus | BBIOJIHEHUE 3aJaHu Ha
MapKETHHTOBOTO OIOJIKETA. pa3BUTHE HaBBIKOB
PexoMeHnayemble HCTOUHUKU: KPUTUYECKOTO  MBIIUICHUS B
8(2), 8(10), 9 (6). MaJIbIX TPYIIaxX; BBITOJHCHUE
SI3BIKOBBIX 1 KOMMYHUKATHBHBIX
YIOpaKHEHU; pabota no
COCTaBJICHUIO OTUETOB; pa3dop U
pELICHUE Kelca.
6. OO01enne ¢ | JlossteHOCTE  Openay. PabGorta ¢ | UHauBuayanbHBIE  MOHOJIOTH-
KJIMEHTaMH. KJIUEHTAMH. COOOIIIEHUsI Ha OCHOBE TEKCTa U

PeKOMeHI[yeMI)Ie HCTOYHUKHU:

8(2), 8(10), 9 (7).

ayJIno-BUIe0PParMeHTOB;

BBITIOJIHCHUC SaI[aHI/Iﬁ Ha
pPa3BUTHC HaBBIKOB
KPpUTHYECKOT'O MBIIIJIICHUA B
MaJlbIX TIpYyIiIax; BBIIIOJIHCHUC

SI3BIKOBBIX 1 KOMMYHHKATHBHBIX
yIpaxxHeHHIH; pabora o
COCTaBJICHUIO OTYETOB; pa30op U
pelIeHne Kenca.
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7. UccnenoBanue pbIHKA.

MapKeTUHIOBbIE  MCCIIEJOBAHUSA:
MeTonpl M TexHHKH. Dokyc
rpymnmsl. MapKeTUHIOBBIN MUKC.
Pexomenayemble HCTOYHHKH:

8(2), 8(10), 9 (7).

WuauBuyanbHble  MOHOJOIH-
COOOIIEHHs HA OCHOBE TEKCTa U
ayano-Buieo(pparMeHTOB;

BBITIOJIHEHUEC 3a,I[aHI/II71 Ha
pPa3BUTHC HaBBIKOB
KPUTHYECKOI'O MBIIIJIICHH A B
MaJIbIX TIpYyIillax; BbBIIOJIHCHUC

SA3BIKOBBIX 1 KOMMYHHKATHBHBIX

YIPa)KHEHU;
8. PasButme HOBoro | 3HaueHme OpeHma. Pa3paborka | @poHTaIbLHOE o0cyXaeHUE
MPOJYKTA U OPEHIIMHT. OpeHna. NHauBuayanbHOCTD | COlEpKaHUSI MEYAaTHOIO TEKCTa,
OpeHna. COBMECTHOE o0cyxIeHuE
PexoMeHnayemble HCTOUYHUKU: JIOKJIAZ0B 0 TEME; TPYHIOBBIC
8(9), 8(10), 8(11), 9 (8). JTCKYCCUHU Ha OCHOBE

MOJCIIMPOBAHUS CUTYyallud 10
TEME 3aHATUS.

9. BHenpeHne HOBOTO
IPOJIyKTa Ha PHIHOK U
€ro MMpoABUKCHUC.

CriocoOb! MPOABMKEHUS TPOAYKTA
Ha PBIHKE. Mephl 10 OXKUBJICHHIO
cObITA.

PexoMeHnyemMble HCTOYHHKH:

8(10), 8(11), 9 (8).

['pynnoBoe o6cyxaeHne
COJIepKaHUs IEYaTHOT'O TEKCTa
U JIOKJIaJIOB II0 TEMATUKE
CEeMMHapa; COBMECTHOE
00CyXJIeHue TEPMHUHOJIOTUU U
JIEKCHKH T10 TeME; OpraHu3alus
Y IIPOBEJICHUE JI€TIOBOM UI'PBI 110
TEeMe 3aHATUS.

10. Pexnama.

Tuner  pexiambl.  Pexiama B
MHTEpPHETE. I'moGanbHbIE
pEKIaMHbIE KOMITaHUHU.
CnoHCOpCTBO.

PeKOMeHI[yEMbIe HCTOYHUKHU:

8(10), 8(11), 9 (8).

®poHTanpHOE o0cyxieHue
COZIepKaHUs NEYaTHOrO TEKCTa,
COBMECTHOE o0cyxaeHne
JIOKJIAJ0B II0 TEME; T'PYNIIOBBIE
JIUCKYCCUH Ha OCHOBE
MOJCIIMPOBAHUS CUTYyallMd 10
TEME 3aHATUSA.

11. MapkeTuHroBsie
MEpOIPHUATHS.

BricraBku, MPE3CHTAINH,
pacnponaxu. Pa3boTka creHpa.
Opranuzanus oO1eHus c
MOTeHHATbHBIMU KJIMEHTaMHU,
HaJIa)KMBAHUE TTOJIE3HBIX CBSI3ECH.
PexomenayeMble HCTOYHHMKM:

8(10), 8(11), 9 (10).

['pynnoBoe o6cyxaeHne
COJIEp’KaHUs NIEYaTHOTO TEKCTa
U JIOKJIQJIOB 10 TEMATUKE
CEMHUHapa; COBMECTHOE
00CyXJIeHUE TEPMHHOJIOTHH U
JIEKCHKH T10 TEME; OpraHu3aius
Y NPOBEJICHUE JEIOBOI UTPHI 11O
TEME 3aHATUS.

Conep:kaHue CEMMHAPOB M MPAKTUYECKUX 3aHATHIA
5.3.3. lIpopuiab «Jlorucruka»

Tabmuna 3.3.
HaumeHoBaHue TeM Ilepeyenb BONpocoB 1Jist @DopMbI IPOBEICHUA
(pa3neJioB) o0cy:KIeHHs Ha CEeMUHAapaXx, 3aHATHI
AUCHUILINHBI NPAKTHYECKUX 3aHATHSAX,

peKoMeHyeMble HCTOYHUKH U3
pasaesios 8,9 (yka3biBaercsi
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pasae U NOPsAAKOBbII HOMep
HCTOYHHKA)

1. Ilpodeccun B coepe | Jlorucruka kak Hayka. OcHoBHBIE | ['pymnmoBoe o0cyxaeHue
JIOTUCTHKH. NpUHOKIBL JoruCTHKH. [Ipodeccus | conepkaHus IEYaTHOTO TEKCTA
—  JIOTHCT:  COJIEpXXaHWE U | M JOKJIAJOB [0 TEMAaTHKE
0053aHHOCTH. CEeMHUHApa; COBMECTHOE
PexomeHn1yeMble HCTOYHHKH: 00CyX/IeHHe TEPMHUHOJIOTUH U
8(2),9(1) JIEKCHKH I10 TEME; OPraHU3aIis
U TPOBEIAECHUE JAEIOBOW HWIPBI

10 TEME 3aHATHS
2. Jloructnueckue | Bunpl  norucrtuueckux — ycayr. | @poHTaNbHOE o0cyxieHune
YCIIYTH. Munummzanus 3atpat. OCHOBHBIE | COEpPIKaHHS MeYaTHOTO
TpeboBaHne K (HOPMHUPOBAHMIO | TEKCTa, COBMECTHOE
JOTUCTHYECKUX CHCTEM. OOCYXICHHE  JIOKJIQJIOB  TI0
PexomeHn1yeMble HCTOYHHKH: TeMe; TPYIIOBBIE TUCKYCCHU
8(2),9(2) HAa OCHOBE MOJEIMPOBAHUS

CI/ITyaHI/Iﬁ 110 TEMC 3aHATHSA.

3. llermoyku MocTaBoK.

VYnopaBneHdyeckass KOHIEMLUA U
OpraHu3aIMOHHAs CTpaTerusi.
[Tporuo3upoBanue.

PeKDMeH}IyeMbIe HCTOYHUKU:
8 (2), 8(12)

NunuBuayanbHble MOHOJOTH-
COOOIICHMS Ha OCHOBE TEKCTa U
ayauo-BUICOPparMeHTOB;

BBITIOJTHEHNE  3aJaHui Ha
pa3BUTHE HaBBIKOB
KPUTUYECKOTO MBIIUICHUS B
MaJIbIX TPYNMax; BBITOJHEHUE

A3BIKOBBIX u KOMMYHHU-
KaTUBHBIX yIpaXHEHHIA;
pabora MO  COCTaBIICHUIO

OTYETOB; pa3dop W pelieHue
Kenca.

4.Vcnonbs3oBaHue Jloructuueckas crparerus. | poHTanabHOE o0cyxieHue
LENOYKH TOCTaBOK s | [ maBHBIE KOMITOHEHTHI | COJIepKaHus MEeYaTHOTO
YBEJINYEHUS o0beMa | yrpaBJIeHUs] LENOoYeK IOCTaBOK. | TEKCTa, COBMECTHOE
MIPOJAXK. VYnpaBineHue KU3HEHHBIM IMKIOM | OOCYKIEHHE  JIOKJIAZO0B 110
NPOAYKTa. 3aKylNKd B paMKax | TEME; TPYNIOBBIE IUCKYCCUU
LEN0YEK [T0CTABOK. Ha OCHOBE MOJEIUPOBAHMUS
Pexomenayemble HCTOYHMKH: CUTYalUH TI0 TEME 3aHATHS.
8 (2), 8(12), 9(5)
5.MupoBas cuctema | PazHoBUAHOCTB cucreM | I'pynmnosoe o0cyxaeHne
cHaOxeHus cHabxenus. MPII 1 u MPII 2. COJIepKaHUs NEYATHOTO TEKCTA

PeKOMeHHyeMLIe HCTOYHUKHU:

8(12), 9(6), 9(10)

n  JO0KJIaJdoB TEMATHUKE
CEMHUHAapa, COBMECTHOEC
OGCY)KI[CHI/IC TCPMHUHOJIOTUU U
JICKCHUKH I10 TEMEC; OpraHu3anusa
U MNpPOBCIACHUC JIEIIOBOM HUI'PBI
110 TEMC 3aHATHA

10

6.TpancnopTHas
JIOTHCTHKA

Bugei W TUOBI  TpaHCOBpTA.
[Torpy3ka. JIOKyMEHTBI
HE00XO0IMMbIe npu

TPaHCOPTUPOBKE TOBapoB. BriOop
[IEPEBO3UHKA.

NunuBuayanbHble MOHOJIOTHU-
COOOIIEHN HAa OCHOBE TEKCTA U
ayauo-BUIC0PparMeHTOB;

BBEIIOTHEHWE  3aJaHWid  Ha
pa3zBuTHE HaBBIKOB
KPUTHYECKOTO MBIIIUICHUS B
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PeKOMeH):[yeMLIe HCTOYHUKHU:
8(12), 9(6), 9(10)

MaJIbIX TpyIIax; BBIIIOJIHCHUC

SI3BIKOBBIX u KOMMYHH-
KaTUBHBIX YIPaKHEHUH;
pabora 1O  COCTaBJICHUIO

OTUYETOB; pa3dop H pelIeHue
Kelica.

7. YnpaBieHue 3aracamu

becniepeboitnbie MOCTaBKH.
Hedbeuntr u u36biToKk. OCHBIBHBIC
MOJICJTM YIIPABIICHUS 3arlacamMH.
PexomenayemMble HCTOYHHKH:

8(12), 9(6), 9(9)

I'pynmoBoe o0cyxaeHue
IrpaMMaTHYEeCKUX SIBJICHUH Ha
0a3e JIEKCUKH 10 TEME 3aHITH;
IPYIIIOBOE o0cyxIeHre
MIPOCITYIIAHHOTO
ayTuo(parMeHTa; BHIIIOJHECHUE
JICKCHKO-TPaMMaTHYCCKUX
3aaHUN.

8. XpaHeHUe U CKIIaJIbI

MapkupoBka. Cxuanckoe
o0opyoBaHue. Cucrema
CKIIaAUPOBAHUA U XPAHCHHA.
PexomenryemMble HCTOUHHKH:

8(12), 9(6), 9(9)

WHnuBuayanbHble MOHOJIOTH-
COOOLIEHNs] Ha OCHOBE TEKCTa U
ayJMo-BUJI€0(PparMeHTOB;

BBIIIOJIHEHHE  3a/laHuil  Ha
pasBuTHE HaBBIKOB
KPUTUYECKOI'O MBILIUICHUS B
MaJIbIX TpyNIax; BBIIOJIHEHUE

S3BIKOBBIX u KOMMYHU-
KAaTUBHBIX YIPaKHEHUH;
pabora 1O  COCTaBJICHMIO

OTUETOB; pa30op U peIICHHE
Kelca.

9. HoxymeHTaIus u
(UHAHCHI B JTOTUCTHKE

Mertoap! iatexxa. Cepruduxarus.
[Toctrymuienne " o0paboTka
3aKa30B.

PexoMeHnyemMble HCTOYHHKH:

8(12), 9(6), 9(9)

['pynnoBoe o0cyxJieHue
COJIepKaHusl eYaTHOTO TeKCTa
U JIOKJIQJIOB TI0 TEMaTHKe
CEeMMHapa; COBMECTHOE

o0CyXXJIeHHE TEPMUHOJIOTUU U
JIEKCUKH T10 TEME; OpraHu3aLus
U TPOBEJCHUE JIEJOBOW HUIPHI
110 TEME 3aHATUs

10. Jloructuka u cucrema
cHaOxenus. OOuiee u
paznuaue.

MecTo JNOTHCTUKH CHAOXEHHUS B
JIOTUCTUYECKOM CHCTEME.
CHa0eHuecKre CTpaTerui.
PexomenayemMble HCTOYHHKH:

8(12), 9(6), 9(10)

['pynnoBoe o0cyxJieHue
rpaMMaTHYeCKUX SIBICHUN Ha
0a3e JICKCUKU I10 TEME 3aHSITHS;
IpyIIoBoOe o0cyxaeHue
MPOCITYIIAHHOTO
aynuoQparMeHTa; BHIIIOTHEHUE
JICKCUKO-TPAMMATHIECKUX
3aJaHuN.

11. CrpaxoBanue

CrpaxoBaHue IPY30B.
JlokymeHTaius: HeoOXoauMas Mpu
CTpaxOBaHUU.

PexoMeHayemMble HCTOYHUKU:

8(12), 9(6), 9(10)

®poHTaNBEHOE oOcyXJeHHe
COZIepIKaHHUs NIeYaTHOTO
TEKCTa, COBMECTHOE
oOCyXXJIeHHEe  JOKJIaJ0B IO

TEME; TPYHIIOBBIC OHUCKYCCHU
Ha OCHOBC MOICIUPOBAHUA
CI/ITyaHI/Iﬁ 10 TEMC 3aHATHA.
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6. IlepedyeHb yueOHO-MeTOAMYECKOT0 00ecTeYeH s AJIsl CAMOCTOATEIbLHOI
padoThI 00Yy4AKOINMXCS MO0 JUCHHUIJIMHE

6.1 IlepeyeHb BOMPOCOB, OTBOAUMBIX HA CAMOCTOSITEJIbLHOE OCBOCHHE
AUCHHUILINHBI, GOPMbI BHEAYAMTOPHOI CAMOCTOSAITEILHON PadOThI
IMpodpuian «PUHAHCOBBIA MEHEIKMEHT», « MeHeI)KMEeHT U yIpaBJeHHUe

ouzHecom», «MeHeIKMEHT B CIIOPTE»

Tadmuma 4.1.

HauMeHnoBanue tem

Ilepeyenb BOIpocoB.,

®opMbI BHEAYTUTOPHOM

(pa3nesioB) OTBOJAUMBIX Ha CaMOCTOSITE/IbHOI PadoThI
AUCUHMILINHBI CaMOCTOSITE/IbHOE
OCBOEHHE
1. ®Oysknun [Iponeccrl ynpaBneHueckoil | BrinmonHeHue 3a1aHuid,
MEHE[KMEHTA. NEeSATEeIbHOCTH (OpraHu3alus, | PEKOMEHIOBAaHHBIX Y4eOHBIMU
MIOCTaHOBKA LIEJIEH, MOCOOHSMH U
IJIAaHUPOBaHUE, BbIIaya MYJIbTUMEAUNHBIMHU PECYPCaMH.
pacropsbKeHUH, Pabora ¢ yueOHOI1 1 cripaBoYHOM
KOOpAMUHAIHS padoThI, JUTEPATypPOH.
KOHTpPOJIb, OLICHKA, Pabora c ucnonbp3zoBaHrEM
BO3HarpaxiaeHue u T.1.). OPUTMHAIBHBIX
JInpepcTBO Kak npodeccuoHanbHO-
HEOThEMJIEMasl 4acTh OPUEHTHUPOBAHHBIX UCTOYHUKOB
YIPABJICHUS JIFOACKUMHU uH(pOpMaIIUU, B TOM YHCIIE U C
pecypcamu HNHTtepueT-pecypcamu s
(Teopuu MTUAEPCKUX YEPT, MOATOTOBKU FPYIIIOBOM
TEOPUH BEJIMKOTO YeJIOBEKa, | TUCKYCCUU U MUHH-
TEOPHUH JIUJAEPCKUX CTHIICH, npe3eHrauuu. M3yuenue
TEOPUH YIIpaBICHUS MaTepHuasioB 1o podaeMam
YeNoBeKOM U T.1.). DyHKIINN | MEXKBA3BIKOBOU U
PYKOBOJICTBA MIPEIIIPUATUEM. | MEXKKYJIBTYPHOU KOMMYHHUKAIIUN
B MEHEJKMEHTE.
1. Opranunzanuonnas | CoBepIIeHCTBOBaHUE BrinmonHenue 3ananui,
CTPYKTYpa KOMITaHUU pa3IMYHBIX BUJIOB PEKOMEHI0BAaHHBIX Y4EOHBIMH
OpPraHU3alMOHHOMN MOCOOUSIMH 1

CTPYKTYPBI MPETPUATHS.
Oco0eHHOCTH MEHEHKMEHTA
B Pa3lIMYHBIX CEKTOpax
SKOHOMHMKH N KpOCC'
KYJIbTYPHBIH TIOJIXOJT B
VIpaBICHUH TIPU
OopraHu3amu padoThl Ha
NPEIIPUATUHA U B XO/1€
COBMECTHBIX IPOEKTOB C
I/IHOCTpaHHI)IMI/I HapTHepaMI/I.

MYJIbTUMEIUHHBIMU PECYPCaMHU.
Pabora c ucnonb3zoBaHreEM
ayTEeHTUYHBIX
poQeCCHOHATBHO-
OPUEHTUPOBAHHBIX UICTOYHHUKOB
nH(pOpMalUK, B TOM YHCIIE U C
HuTepHeT-pecypcaMu Ais
W3BJICUYCHHUSI PEJIEBAHTHON
MH(OPMALINH C LENbI0: BEICHUS
JUCKYCCHH 10 MEKKYJIbTYPHBIM
pa3INyUsIM.

2. MoruBanus
COTPYJTHUKOB

Ponr MoTHBanmy B
YIPABJIEHUHU. 3HAKOMCTBO C
TEOPHUSIMU MOTHBAIIUU.
IIpumeHeHue
COJICpKATEIIbHBIX U

Breimonnenue 3ananui,
PEKOMEHIOBAHHBIX Y4EOHBIMHU
MOCOOUSIMH 1
MYJIbTUMEAUHHBIMU PECypCaMHu.
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MPOLECCYaJIbHBIX TEOPUH B
YIPABJICHUU OPraHU3ALIHH.
dopMupoBaHuE U
YIJIY4ILIE€HHE CUCTEMBbI
MOTHUBALIMH [IEPCOHAIIA B
OpraHu3alyy.

Pabora c ucronp3oBaHrEM
OpUTHHAIIBHBIX
npodeccuoHaIBHO-
OpPUEHTUPOBAHHBIX UICTOYHHUKOB
uHpOpMaIKH, B TOM YHCIIE U C
WuTepHeT-pecypcaMu asist
IIOATOTOBKH IPE3EHTALINN
PowerPoint ¢ ucnons3oBanrem
CAIT u paboTHI ¢ Kelc-CTalIu.

3. Teopun Teopuu pykoBOACTBA U Brinonnenue 3ananui,
JUAEPCTBA U CTUIIU JUIEPCTBA: INYHOCTHAS PEKOMEHIOBAHHBIX Y4COHBIMU
yIpaBieHUS TEOpHs JINJIEPCTBA, OCOOHSIMU U
[IOBEICHYECKUE TEOPUH MyJIBTUMEAUNHBIMU PECYPCAMU.
muaepctBa (Teopuun «X» u Pabora c ucnonbp3zoBaHreEM
«Y» MaxklI peropa, ayTEeHTHYHBIX HAYYHBIX CTAaTEH U
JBYXMEPHbIE TPAKTOBKH ¢ UnTepHeT-pecypcamu aiis
CTUJICH PYKOBOJACTBA U T.1.), | MMOATOTOBKHU POJIEBBIX HUTD.
CUTYaLlMOHHbIE TEOPUHU IToaroroBka K KOHTPOJIBHOM
muaepcra (Mogenb pabore.
pykoBoactBa unnepa,
Teopust KU3HEHHOTO IIUKJIA
Xepcu u bamHmapaa,
Teopus «nyTb-n1enb» Xayca,
Mojenb NpUHITUN pereHu
Bpywma-Iertona).
4.  VYpoBHH OnepaTuBHOE, TaKTUYECKOE | BhlnonHeHune 3aqanui,
IUIAaHUPOBAHUS B U CTPaTErnyecKoe PEKOMEHI0BaHHBIX Y4EOHBIMU
MEHEJKMEHTE MJIAaHUPOBAHUE B MOCOOHSIMH U

MeHemkmenTe. [Iponecc
CTPATETUYECKOT0
IJIaHUPOBAHUS, €TO
3JIEMEHTHI U ATalbl. Y4yacTue
MEHEKEPOB B ONPEIEICHUN
MHUCCHH KOMIIaHUU.

MYJBTUMEANNHBIMU PECYPCAMHU.
Pa6ota ¢ yueOHOIi 1 cripaBOYHOM
JIUTEPATYPON JJIA:
OCYIIIECTBJICHUS y4acTHs B
MO3TOBOM IITYpME.

PaboTa ¢ ucnosnp30BaHNEM
ayTEHTUYHbBIX HCTOUHUKOB
uHOpMalKH, B TOM YHCIIE U C
NHTepHeT-pecypcamu i
MIOATOTOBKW MUHU-TIPE3EHTALIUN
N3yuenune marepuana rno
npobaeMaM MEeXbSI3bIKOBOH U
MEXKYJIbTYPHOU
KOMMYHHKAIUH.

5.  OnepammonHas
JeSITEIbHOCTD B
CHUCTEME yMPaBIICHUS
OpraHu3anuein

KoHcTpyKTHI OITepanimoHHOM
NESTEIbHOCTH Ha
MIPEeANPUSATHI: OCHOBHbBIE
OU3HEC-TIPOLIECCHI,
o0ecreunBaroNIfe MPOIECCHI,
YIPaBIEHUYECKHE MTPOLIECCHI.
Cucremsl ynpaBlIeHHs
OpraHu3aluen u
ONlEpalIMOHHBIMHU PUCKAMHU

Beimonnenue 3amanui,
PEKOMEHIOBAHHBIX Y4EOHBIMU
MTOCOOUSMH 1
MYyJIbTUMEANHHBIMU PECypCaMHu.
Pabora ¢ yueOHOI1 1 cripaBOYHOM
JIUTEPATYPOU.

Pabota ¢ ucnons3oBanuem
OpPUTHHAITLHBIX
po¢eCCHOHAIBHO-
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(mmaHupoBaHue,
peructparus GpakToB
OTIEPALIMOHHBIX PUCKOB,
KOHTPOJIb PUCKOB, CBSI3b C
Om3HEeC-TpoIeccaMu
OpraHU3AINH ).

OPUECHTUPOBAHHBIX UCTOYHUKOB
uHpOpMaLKHY, B TOM YHCIIE U C
WNHuTtepuer-pecypcamu aiis
IIOATOTOBKH K IPYIIIIOBOM
JIUCKYCCHH.

6. Ympasienue
pHCKaMu

AHanus ¥ NpuHATHE
pelieHui o0 pUCKOBBIM
coObITHsM. [Iponecchr
YIPaBJICHHUS] pUCKAMU:
MOHUTOPHHT, TUTAHUPOBAHUE
JNEUCTBUM IO MUHUMHU3aIU
yrpo3, KOJIUYEeCTBEHHAs U
Ka4yeCTBEHHAs OIICHKA
PHUCKOB, HICHTU(UKAIIHS
PHUCKOB, INTAHUPOBAHUE
YIPABJICHUS PUCKAMU.

BrimonHeHue 3amanni,
PEKOMEHIOBaHHBIX Y4eOHBIMU
MOCOOMSIMH U
MYJIbTUMEIUHHBIMH PECYPCaMH.
Pabora ¢ ncrnoibp3o0BaHuEM
OPUTHMHAJILHBIX
npogeccuoHaTBHO-
OPHUECHTHPOBAHHBIX HCTOYHUKOB
nH(pOpMaLY, B TOM YHUCIIE U C
WuTepHeT-pecypcaMu Asist
ITOJArOTOBKH JIOKJIa 1a.

7.  Ananu3 u BEIOOP
YIPaBICHYCCKUX
cTpaTerui

AHanus ¥ olleHKa
BHYTPEHHEH U BHEILIHEH
Cpelbl OpraHU3aIUH.
Omnpenenenne
CTpaTEernuecKux
anprepHaTuB. CIIOCOOBI
BBIOOpA CTpaTeru.
[ToaroroBka
CTpaTETUYECKOro IIaHa U
ero peasmszanus. KoHTpois
pe3ynbratoB. CriocoOb!
MOJIy4eHus: 00paTHOM CBS3H.

Beinonuenue 3ananuit,
PEKOMEHIOBAaHHBIX Y4EOHBIMU
0COOUsIMU U
MYJIbTHMEIUHHBIMHA PECYPCaMH.
Pabora ¢ yueOHOI1 1 cripaBOYHOM
JIATEPATYPOIl.

Pabota ¢ ucnosnb30BaHrEM
OpPUTHHAITBHBIX
npogeccuoHaIbHO-
OpPUEHTHPOBAHHBIX NCTOYHUKOB
uHpOpMalKH, B TOM YHCIIE U C
NHTepHeT-pecypcamu i
MOJrOTOBKM K KelC-aHaIMu3y U
MYJIbTUMEANINHON NPE3EHTALUH.

8.  VYmpaBnenuyeckuit
y4aer

Hanpasnenus (BuabI)
YIPaBJICHYECKOTO yueTa
(TIpOM3BOACTBEHHBIH,

Map KUHaJIbHBIM,
OrOJKETHBIH, (PMHAHCOBBII
(cTparernyeckuii u
TAKTUYECKUH ), KaJIPOBBII U
T.71.). AnanTanus 3anajaHbIx
MOJeJIel yIpaBIeHUYECKOTO
ydeTa K CUCTEME
poccuiickoro Ou3Heca.

Brinonnenue 3aganui,
PEKOMEHI0BaHHBIX Y4EOHBIMU
OoCOOUsIMH U
MYJBTUMEANNHBIMU PECYPCAMHU.
Pa6ota ¢ yueOHOIi 1 cripaBOYHOM
JITEPATYPOIl.

Pabota ¢ ucnonb3oBaHreM
OpUTHHAIIbHBIX
npogeccuoHaIbHO-
OpPUEHTUPOBAHHBIX UICTOYHHUKOB
uH(OpMaIKH, B TOM YHCIIE U C
NHTepHeT-pecypcamu s
MIOATOTOBKH K JIENIOBOI UI'pe 1
nedaram.

W3y4yenne matepuana 1o
mpo0aeMaM MEXbSI3BIKOBOU U
MEXKYJIbTYPHOU
KOMMYHHKAIIH.
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10. ®unancosas Hcnonp3oBanue BrimonHeHnue 3amanui,

OTYETHOCTh B CHCTEME OyXralnTepCcKoi PEKOMEHIOBAaHHBIX Y4COHBIMHU
yIPABJICHUS nH(bOpMaIIHH. MOCOOHSIMU U
opraHu3zanuei @OuHAHCOBBIC OTUYETHI MYJIbTHMEIHMHHBIMHA PECYPCaMH.
OOmenpunsThie MpuHIUNBl | PaboTta ¢ yueOHOI 1 cripaBOYHOU
Oyxyuera JUTEPATYPOH.
Haxomnnennsie / Pabota ¢ ucnonp30BaHrEM
HAYHCIICHHBIC OPUTHHATBHBIX
00513aTeNbCTBA. npogeccCuOHaBHO-
Yucrasi CTOUMOCTb. OPUECHTHUPOBAHHBIX UCTOYHHUKOB

uHpOpMaIKH, B TOM YHCIIE U C
Wurtepuer-pecypcamu 1uist

IIOJITOTOBKHU
K KeHC-aHaIu3y.
11. OcHoBbI HasIOroBOrOo | Hamorosele JILIOTEL. BremonHenue 3amanni,
ydera N3yuenue punancoBoii PEKOMEHI0BAaHHBIX Y4EOHBIMH
CUTYaIlH B KOPIOpAIUH, mocoOusIMu 1
aHanu3 (pUHAHCOBOMH MYJIbTUMEAUIHBIMU PECYPCAMH.
JIOKYMEHTAIMHU, TTOUCKU PabGoTa ¢ ncnonn3oBaHruEeM
ONTUMAJIBHBIX PEIICHUMN. OPHUTMHAJILHBIX 00Pa3I0B AJIs

MOATOTOBKHU K €€ aHaJU3Y.
N3yuenue marepuana mno
npo0aeMaM MEXbI3bIKOBOU U
MEXKYJIbTYPHOU
KOMMYHHUKAIUH.

IToaroroBka Kk KOHTPOJIBHOM
pabore.

Ipodunu «MapkeTHHI», «YIpaBjIeHUE IPOAYKTOM

Tabnuua 4.2.
HanmeHnoBanue Ilepeyenn ®opMBbI BHEAYIUTOPHON CAMOCTOAATEIHLHOH PadoTh]
TeM BOIIPOCOB,
(pa3aeJsioB) OTBOANMBIX HA
AUCHUILUIMHBI | CAMOCTOSITEIbHOE
OCBOCHHE
1. Ponb Crneunanuzanuu BrinonHenue 3a1aHuil, peKOMEH0BaHHbBIX Y4€OHBIMU
MapKEeTHHTa B MapKeToJIora. nocOoOUsAMHU U MYJIbTUMEIUHHBIMU pecypcamu. PaboTa
ousHece. Pabouue C UCMOJIb30BaHUEM OPUTHHAIBHBIX
00513aHHOCTH po¢eCCHOHATBLHO-OPHEHTUPOBAHHBIX HICTOUHUKOB
MapKeToJIora. uH(popManuu, BkiIoyas IHTepHeT-pecypcebl s
Kopnoparuszslit MOJArOTOBKHU IIpe3eHTanui ¢ ucnoaszoBanuem CUII.
UMUTK.
2. Ku3HeHHbIin Tunel 1 BUIEI BrimonnHeHne 3anannii, peKOMEHI0BAHHBIX YUSOHBIMHU
LUKJI TOBapa. TOBapoB U nocoOUsMHU U MYJIBTUMEIUHHBIMU pecypcamu. PaboTa
yciyr.Matpuiia ¢ yueOHO U cTipaBOYHOM uTepaTypoii. Pabora ¢
BKT'. UCIOJIb30BAaHUEM OPUTHHAIBHBIX TPOQEeCcCHOHATBHO-
OpPUEHTUPOBAHHBIX UICTOYHUKOB HHPOPMAIINH, B TOM
yucine U ¢ MHTepHeT-pecypcaMu Ji1 OJATOTOBKHU K
TpyNNoOBON JUCKYCCHUHU.
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3. AccopTuMeHT

IlenoBas monuTHKAa

PaboTa ¢ ucnosib30BaHEM OPUTHHAIBHBIX

U LICHOBAs PO3HUYHOTO npo¢ecCHOHATBLHO-OPUEHTUPOBAHHBIX UCTOYHUKOB
IIOJINTUKA. MarasuHa. uHpopManuu, B TOM 4yrcie u ¢ MHTepHeT-pecypcaMu
®DakTophl, JUIs. TIOATOTOBKH K KecC-aHAIM3y U MYJIbTUMEANNHON
BIIUSIOLIUE HA IIpEe3EHTALUH.
dbopmupoBaHUE
TOProBOIO
aCCOPTHMEHTA.
4. I{eneBble PHIHKH. Pabora ¢ ucnonb30BaHUEM OPUTMHAIBHBIX
MapkeTuHroBbli | AHaAJIM3 OCHOBHBIX | IPOGECCHOHATBLHO-OPHEHTUPOBAHHBIX HICTOUHUKOB
IUIaH: ayauT U KOHKYPEHTOB. uHpopManuu, B TOM 4yrcie u ¢ MHTepHeT-pecypcaMu
LIEJIH. JUIsl TTOATOTOBKH K K€MC-aHAIU3y U MYJIbTUMEIUUHON
npe3enTanuu ¢ ucnoiabzoBanuem CII.
S. Pa3pabotka Beinonnenue 3aaHuii, peKOMEHI0OBAHHBIX Y4€OHBIMU
Mapxketunrosslii | SMART neneit. OCOOMSIMH U MYJIbTUMEAUMHBIMU pecypcamu. PaboTa
IUIaH: CTpaTerus ¢ yueOHOH U cIIpaBOYHOM auTeparypoii. Pabota ¢
U TaKTHUKA. MCII0JIb30BAaHNEM OPUTHHAIBHBIX MPOPECCUOHATBHO-
OpPUEHTHPOBAHHBIX HCTOYHUKOB UH(POPMALIUH, B TOM
yucine u ¢ UHTepHeT-pecypcaMu Ui OJTOTOBKHU K
JIeJI0BOM Urpe u gedaram.
N3yuenune marepuana mno nmpodiaemMamM MeXbsI3bIKOBOU
U MEKKYJIbTYPHOU KOMMYHHKAIUH.
6. O01eHue ¢ Knuentckuit Pabora ¢ 1cnonb30BaHUEM OPUTHHAIBHBIX
KJINEHTaMH. npoQuib. npodeCcCHOHATBLHO-OPUEHTUPOBAHHBIX HCTOYHUKOB
OOpatHas cBsi3b ¢ | H”HpOpMaLUK, B TOM uucie u ¢ MIHTepHeT-pecypcamu
KIIMEHTOM. JUIsl TIOATOTOBKH K KelC-aHaIU3y U MyJbTUMENUNHON
MapkeTnHronas MIpE3CHTALUM.
ITHKA.
7. Uccnenoanue | Coop unbopmarnuu. | BeimonHenne 3a1aHuii, peKOMEHIOBAaHHBIX YYCOHBIMU
PBIHKA. TenHpoHHBIH nocoOusIMU U MyJIbTUMEAUHHBIMU pecypcamu. PaboTa
ompoc. ¢ yueOHOI U cripaBOYHOI uTepaTypoit. Pabora ¢

UCTOJIb30BAaHUEM OPUTHHAIBHBIX TPO(PEeCcCHOHATBHO-
OpPUEHTUPOBAHHBIX UICTOYHUKOB UHPOPMAIIIH, B TOM
yucie u ¢ MHTepHeT-pecypcamu 1 MOATOTOBKH K
TPYIIIOBOM JUCKYCCHUMU.

8. PazBurtne
HOBOTO TIPOJTYKTa
1 OpeHTUHT.

Mo3roBoi wrypm.
[To3uumonHbIe
CTpaTeruu.

Beinonnenue 3a1aHuii, peKOMEH/JOBAaHHBIX YU€OHBIMU
OCOOMSIMH U MYJIbTUMEANIHBIMU pecypcamu. PaboTa
C MCIIOJIb30BaHUEM ayTeHTUYHBIX MPO(PECCHOHATBHO-
OpPUEHTUPOBAHHBIX UICTOYHUKOB HHPOPMAIIIH, B TOM
yucie u ¢ HTepHeT-pecypcaMu AJ1s N3BJICUEHUS
pelieBaHTHOM MH(OPMALIMK C LENbIO BEIEHUS
JUCKYCCHH

9. BHenpenue
HOBOTO MPOJIYKTa
Ha PBIHOK U €T0

Pa3zpaboTka HOBBIX
naei. Kananer
cObITa. Buasr

BrimonHenue 3a1aHuil, peKOMEH0BaHHBIX Y4€OHBIMU
O0COOUSMHU U MYJIbTUMEIUHHBIMUA PECYPCaMH.
Pabora ¢ ucnonb3oBaHHEM ayTEeHTUYHBIX

IIPOJBYKEHHE. peTENIEepOB. po¢eCCHOHATBLHO-OPHEHTUPOBAHHBIX HICTOUHUKOB
uH(popMalnu, B TOM 4Hcie BKIovas MHTepHeT-
pecypcehl 11l U3BJICUSHHS PeNICBaHTHOM HH(pOpMauu
C IICJIBIO BEJCHUS TUCKYCCUH I10 U3Y4aeMOM TEME.

10. Pexnama. Pabora ¢ Beinonnenue 3a1anuii, peKOMEHIOBAHHBIX Y4€OHBIMHU

PEKIaMHBIMU ocoOUsIMU M MyJIbTUMEAUHHBIMU pecypcamu. PaboTa
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areHCTBaMHU. ¢ yueOHOH M CcIIpaBOYHOM JauTeparypoii. Pabota ¢
Pelitenru. UCIIOJIb30BAHUEM OPUTHHAIBHBIX IPO(PECCHOHATBHO-
Hamnucanue OpPUEHTHPOBAHHBIX HCTOYHUKOB HHPOPMALIUH, B TOM
3¢ (deKTUBHOrO gucie u ¢ MHTepHeT-pecypcaMu il IOATOTOBKHU K
IIPEC penusa. JIJIOBOM Urpe u fedaram.
11. TeneMmapkeTHHT. Beinonnenue 3aanuii, peKOMEHJOBAHHBIX Y4€OHBIMU
Mapxkerunrossie | [Ipsmon nocOoOUsMHU M MYJIBTUMEINHHBIMU pecypcamu. PaboTa
MEPOIPUITHSL. MapKETHHT. C MCII0JIb30BaHUEM ayTEHTUYHBIX IPO(PECCHOHAIBHO-
[Tonapxwu. OpPUEHTHPOBAHHBIX HCTOYHUKOB HH(POPMALIUH,
Opranuzanus BKJItOUas MIHTepHET-pecypehl ISl U3BICUEHUS
MEPOIPUSITHUSL. peneBaHTHOM MH(GOPMAIIMH C IETbI0 BEICHUS
JUCKYCCHH.
Hpodpuas «Jlorucruka»
Tabnuna 4.3.
HaumenoBanue| IlepedyeHb BONIPOCOB, ®opMbl BHEAYITUTOPHOI CAMOCTOATEIbHOM
TeM OTBOJMMBIX HA padoThI
(pa3nenoB) CaMOCTOSITEJIbHOE
AUCHUILINHBI OCBOEHHE
1. Ilpodeccun B | OcobenHocTu Pa6ota ¢ ucnonbp30BaHNEM OPUTHHAIBHBIX

chepe JTOTrUCTHKH

npodeccuu orucra

po¢eCCHOHATTLHO-OPHUEHTUPOBAHHBIX
HMCTOYHUKOB WH(OpMAIUHU, B TOM YHCIIE U C
HCNOJIb30BaHreEM HTEpHET-pECypCOB s
MOJArOTOBKH K KENC-aHAIU3y U MYJbTUMEIUNHON
MPE3EHTAalHH.

2. MapupyT ciefoBanus. | BeinonHeHne 3ajaHuil, peKOMEHIOBaHHBIX

Jloructuueckue | OcoGeHHOCTH y4e€OHBIMH ITOCOOUSMU U MYJIbTUMEIUNHBIMU

YCIIYTH. JIOTUCTUYECKUX YCIYT. | pecypcamu.
Pa6ora ¢ ucnonab3oBaHNEM ayTEHTHUUHBIX
po¢ecCHOHATLHO-OPUEHTUPOBAHHBIX
HMCTOYHUKOB MH(GOpPMAIH, B TOM YUCJIE U C
WHTepHeT-pecypcaMu Ui U3BJICUEHUS
peleBaHTHON UHPOPMAIINH C LIENbI0 BEICHUs
JUCKYCCHH.

3. llenouku [Ipunnuns! cHaOxeHus. | PaboTa ¢ ncnonb30BaHNEM OPUTHHAIIBHBIX

IIOCTaBOK. [Toka3zaTenu MocTaBoK. | MpohecCHOHATLHO-OPUEHTUPOBAHHBIX
HCTOYHUKOB HH(GOpPMAIH, B TOM YHCJIE U C
WHTepHeT-pecypcaMu Uil NOATOTOBKHU K Keiic-
aHalM3y U MYJbTUMEIUUHON MPE3CHTALINH C
npumenennem C/II.

4. Tunel TOProBeIX Beinonnenue 3agannii, peKOMEHA0BAHHBIX

Hcnonp30BaHue | MPENPUSTHH. y4eOHBIMU TOCOOUSMHU U MYJTbTUMETUIHHBIMU

LENOYKH dopmupoBaHue pecypcamu. Pabota ¢ ucnonap3oBaHuEM

MIOCTaBOK ISl aCCOPTHMEHTA. ayTeHTUYHBIX MTPO(PECCHOHATBHO-

YBEJIMYEHUS CtuMynupoBaHue cObITa| OPUEHTUPOBAHHBIX UCTOYHUKOB MH(POPMAIUH, B

o0beMa IpoIax.

TOM uucie u ¢ IHTepHeT-pecypcamu it
W3BJICYEHUS PEIeBAaHTHON MHPOPMAIIH C
LIEbI0 BEIEHUS AUCKYCCUU
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5. MupoBas CTOUMOCTS B IIeNHU BrinosiHenue 3aganuil, peKOMEH1I0BaHHBIX
cucreMa noctaBok. Kanpkynsiuust | yaeOHbIMH TOCOOUSMU U MYJIbTUMETUNHBIMU
cHa0OKeHus 3arpar. MeTtonbl pecypcamu. Pabora ¢ yueOHOI 1 cripaBOYHOM
LIEHOOOPa30BaHHUS. JUTEpaTypoi.
Pabora ¢ ucrnonp30BaHNEM OPUTHHAIBHBIX
npodeccnoHanTbHO-OPUEHTHPOBAHHBIX
HMCTOYHUKOB UH(POPMAITUH, B TOM YHUCIIE U C
WNHTtepHeT-pecypcamMu Uisl MOATOTOBKH K
JICJIOBOM Urpe U jiebaTam.
6. TpancnoptHasi| OyHKUHN Brinosninenue 3aganuil, peKOMEH10BaHHbBIX

JJOTUCTHKaA

3KCIEeaMpoBaHus. Buabl
KOHTEHHEpOB . Mephbl
WU3MEPEHUS IPUHSTHIC
MIpU TPAHCTIOPTHPOBKE
TOBapOB.

y4eOHBIMU TTOCOOUSIMHU M MYJIbTUMEIUIHBIMU
pecypcamu. Pabota ¢ yueOHOM 1 cripaBOYHOM
autepaTtypoid. Pabora ¢ ucronbp3oBaHreM
OPUTHHAIBHBIX MPO(ECCHOHATBHO-
OpPUEHTUPOBAHHBIX HCTOYHUKOB HH(DOpMaIHH, B
TOM 4Hcie u ¢ UHTepHeT-pecypcamul st
MOATOTOBKH K JICJIOBOM UTpe U fedaram.

7. YipaBieHne
3anacamMu

Krnaccudukanus 3amnacos
Craguu ynpasieHus
3anacamu. OCHOBHBIE
MIOKA3aTeNy yIpaBICHNUS.

Pa6ota ¢ ucnonbp30BaHNEM OPUTHHAIBHBIX
po¢eCCHOHATTLHO-OPHUEHTUPOBAHHBIX
HCTOYHHUKOB MH(OPMALIUH, B TOM YUCIIE U C
HNHTtepHeT-pecypcamu Uil MOATOTOBKH K KeHc-
aHAJIN3Y U MYJIbTUMEINNHON NIPE3CHTALINH.

8. XpaHenue u
CKJIaJIbI

TpebGoBanus k
OpraHU3aIMK CKJIAJICKOT(
XO03sICTBA.
Knaccudukanus
cknanoB. Cknajckas
JOKyMeHTaIus. MeToabl

yuera.

BrinosiHeHue 3a1aHuil, pEeKOMEHI0BaHHBIX
y4eOHBIMU TOCOOUSIMHU U MYJIbTUMEAUIHBIMU
pecypcamu. Pabota ¢ yueOHOU U CIIpaBOYHOM
nuTepatypoil. Pabota ¢ ucnonp3oBaHuEM
OpPUTHHAIIBHBIX NPO(ECCHOHATBHO-
OpPUEHTHUPOBAHHBIX HCTOYHUKOB MH(OpMaIiu, B
ToM unciie u ¢ ateprer-pecypcamu st
MOITOTOBKH K JIETIOBOM Hrpe U fAedatam.

9. JoxymeHTAaIMs
U (UHAHCHI B
JIOTHCTHKE

TpancnoptHas
JOKYMEHTAaLU.
duHAHCOBEBIE TTOTOKH B
JIOTUCTHKE.

Pabota c ucnonb30BaHNEM OPUTHHATIBHBIX
npodeccroHaTbHO-OPUEHTUPOBAHHBIX
HWCTOYHUKOB MH(OpMAIH, B TOM YUCIIE U C
HNutepHer-pecypcamu uisi NOATOTOBKH K KeKc-
aQHAJIM3y U MYJbTUMEIUIUHON NPE3CHTAINY.

10. JlorucTtuka u
cHCcTEeMa
CHaOXKEHMUS.
Oomee u
paznuuue.

ODKOMHYECKOE
o0OecIieueHne JIOTUCTUKMY,
OLIEHKA
MPOU3BOIUTETHFHOCTH
JIOTUCTHYECKOH CHCTEMBI

Brinmonnenue 3aganuii, peKOMEH0BaHHbIX
y4eOHBIMU TTOCOOUSIMU U MYJTbTUMETUNHBIMU
pecypcamu. Pabota ¢ yueOHOI 1 cripaBOYHOM
nuTepaTypoil. Pabora ¢ ucnosnp3zoBanueM
OPUTHHAIBHBIX MPOGECCHOHATBHO-
OpPUEHTUPOBAHHBIX HCTOYHUKOB HH(OpMaIHH, B
TOM uucie u ¢ IHTepHeT-pecypcamu I
MOATOTOBKH K JICIOBOM UTpe U Aedaram.

11. CtpaxoBaHue

Bunel pruckos.
Opranuzanus
CTpaxoBaHUs.

Pabota ¢ ucrnonbp30BaHuEM OPUTHHAIBHBIX
npodeccrnoHabHO-OPUEHTUPOBAHHBIX
MCTOYHHUKOB MH(OPMAIIUH, B TOM YHUCIIE U C
HNHTtepHeT-pecypcamu [uisl MOATOTOBKH K KeHc-
aHAJIN3Y U MYJIbTUMEINNHON NIPE3ECHTALNH.
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6.2. IlepeyeHb BONIPOCOB, 3aJaHNid, TeM VISl MOATOTOBKH K TeKYyIIeMYy
KOHTPOJII0
IIpumep TecTa TeKyero KOHTPOJisi (KOHTPOJIbHOI padoThI)
Mpodpuan «PUHAHCOBBIA MEHEIKMEHT», « MeHeIKMEHT U yIpaBJIeHUe
OusHecom», «MeHeIKMEeHT B CIIOPTe»

MID-TERM TEST
VARIANT A

Task 1. Read the text and choose the correct answer from A, B or C.
Management is essential for an organized life and necessary ...(1) ... all types of
management. Good management is the backbone of successful organizations.
Managing an organization means ...(2) ... with and through other people ...(3) ...
its objectives. Management is a set of principles relating to the functions of planning,
organizing, directing, and controlling, and the application of these principles in
harnessing physical, financial, human, and informational resources efficiently and
effectively to achieve organizational goals. ...(4) ... the management of an
organization into levels is vital to ...(5) ... the productivity and work performance
of employees. Although when there is a change in the size of the business or the
workforce, there would also be a change in the number of levels of the management.
The three levels of management ...(6) ... a separation between the managerial
positions of the organization. The administrative rank of an organization worker
determines the extent of authority, the status enjoyed, and the chain of command that
can ...(7) ... by the worker. Middle managers are in charge of ...(8) ... any changes
needed in an organization. There are three levels of management found within an
organization, and the levels are: top-level management, middle-level management
and low-level management. Top-Level Management ...(9) to as the
administrative level. They coordinate services and are keen on ...(10) .... The top-
level management is made up of the Board of Directors, the Chief Executive Officer
(CEQ), the Chief Financial Officer (CFO) and the Chief Operating Officer (COO)
or the President and the Vice President.

A B C
1 running to run have been running
2 getting things done to get things done being got things done
3 to achieve achieving to have achieved
4 Being segmented To segment Segmenting
5 having been maintaining maintain
maintained
6 to provide to be provided provide
7 to be controlled be controlled being controlled
8 facilitate facilitating facilitated
9 is also referred to have been referring | refferring
1 being planned to have been planning | planning
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Task 2. Read the text. Decide if the following statements are true (T) or false
(F).

The performance gap between the newer Agile ways of working and more traditional
styles of top-down, plan-driven project management is huge. The most commonly
used old approach, Waterfall, has a success rate of just eleven percent. A successful
project is defined as one completed in a reasonable period, within budget and to the
satisfaction of users. Waterfall involves a lengthy process of gathering and
documenting all aspects of the new product. The documents are passed through
assorted departments to be signed off. In 1986 two professors from Japan, Hirotaka
Takeuchi and Ikujiro Nonaka, wrote a paper in the Harvard Business Review which
declared that ‘the old, sequential approach to developing new products simply won’t
get the job done’. The ‘relay race” wasn’t working — this is where departments
completed their part of a task and then handed over the project to the next
department. Instead, they recommended that people from different parts of a
company work together like a team in sport. Je Sutherland and Ken Schwaber are
the co-creators of Scrum, an Agile approach to project management. According to
research, projects that use Scrum or other Agile approaches have a thirty-nine
percent success rate. The term Agile came from seventeen software engineers who
got together to write down their ideas in a ski resort in Utah in 2001. They
highlighted the need for close collaboration with customers and responsiveness to
change. Sometimes it could take months between the start of a project and product
delivery. Instead, they suggested that teams from different departments worked on
the product together for short periods. The aim was to be able to quickly show the
unfinished product to the customer, who could make suggestions. The team would
use the comments to improve the product for the next stage. Scrum calls its
development cycles ‘sprints’.

11. The paper published by two Japanese professors criticized the obsolete style of
product development.

12. These researchers suggested that people from different departments work
together in teams.

13.  Projects fulfilled with the use of Scrum have a 50% success rate.

14.  Je Sutherland and Ken Schwaber worked out Scrum.

15.  The term Agile came from seven software engineers who decided to create
the new approach in management in 2001.

16.  Its was necessary to collaborate with customers to improve the product.

17.  Responsiveness needed changing in managing a ski resort.

18.  The idea of a new approach offered was in showing the unfinished product to
the customer to get suggestions from them and improve the finite product.

19. The comments to improve the product for the next stage are required.

20. Development cycles are called ‘springs’.

Task 3. Match the term with its definition.
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21. Money that a company receives, especially from selling goods or
services result of a particular action or situation, often one that is bad or
inconvenient.

A B C
revenue rent turnover
22. To stand or be positioned close together in a group.
A B C
unite cluster appoint

23. To start something that will last for a long time, or to create something in a
particular way.

A B C
found cost establish
24. With different parts or things connected or related to each other.
A B C
mutual interconnected peripheral

25. One part of a large organization, such as a company or university, that deals with
a particular area of work, business, study, etc.

A B C
department section unit
26. To express a thought, feeling, or idea so that it is understood by other people.

A B C

define convey handle
27. The act of putting a plan into action or of starting to use something.
A B C

identification measurement implementation

28. To give official permission for smth to happen, or to give official permission to
do something.

A B C
authorize establish exert
29. To give a description of something or information about something to someone.
A B C
permeate submit report
30. To control and direct the public business of a country, city, group of people, etc.
A B C
monitor govern manage

Task 4. Choose the only possible variant in each sentence.

31. The senior manager instructed the emphasis ... on each activity would vary
according to the position in the hierarchy.
a. placing
b. to place
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C. to be placed

32. Managers perform their functions by... goals for their departments and other
business units.

a. to set

b. having been set

C. setting

33. Middle managers can motivate and assist first-line managers ... business
objectives.

a. to achieve

b. to have been achieved

c. being achieved

34. In a data matrix, rows usually represent objects ..., and columns usually
represent features or attributes of the objects (typically experiments).

a.to clustered

b. clustering

c. to be clustered

35. The top-level management is considered ... the management of goals and
policies and the ultimate source of authority of the organization.

a. to control

b. controlling

c. to have been controlled

36. Middle managers may also communicate upward, by ... suggestions and
feedback to top managers.

a.to offer

b. offering

c. having been offering

37. Ouchi’s theory Z focuses on ...employee loyalty to the company by providing a
job for life.

a. being increased

b. increasing

C. to be increased

38. The Hawthorne Effect suggests that employees want their work ..., and only on
that condition they will be more productive.

a. to be measured and studied

b. being measured and studied

c. to have measured and studied
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39. In addition to raising salaries and offering signing bonuses and stock options,
leaders are looking for even more ways ... in today’s competitive labor market.

a. to having been attracting talent and boosting motivation

b. to attract talent and boost employee motivation

c. attracting talent and boosting employee motivation

40. With many workers now accustomed to ... from home, some organizations are
building on-site wine bars, covering commuting costs, or providing free lunch to
encourage employees to come back into the workplace.

a. having been working

b. be working

c. working

Task 5. Match the notions on the left to their definitions on the right.

41 | disturbance result or effect

42 | contingency to state or describe something clearly and exactly

43 | hierarchical not central or of main importance

44 | specify the ability or power to decide or strongly influence the
particular way in which something will happen or
someone will behave, or the condition of having such
ability or power

45 | organization | E | to put someone or something into a less important
position

46 | subordinate | F | something that you are planning to do or achieve

47 | peripheral | G | someone who is high or higher in rank

o0 m>

48 | control H | something that interrupts someone or makes someone
feel worried

49 | objective | | to discover the exact size or amount of something

50 | senior J | agroup of people who work together in an organized

way for a shared purpose

K | arranged according to people's or things' level of
importance, or relating to such a system

L | something that might possibly happen in the future,
usually causing problems or making further plans and
arrangements necessary

IIpuMmep TecTa TeKymero KOHTPOJsi (KOHTPOJIbLHON padoThI)
Mpopuniau «MapkeTHHI», «YpaBJIeHHe IPOIYKTOM»
MARKETING
MID-TERM TEST
VARIANT A
Task 1. Read the text and determine whether the following statements are
true or false.
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The business landscape is becoming highly competitive. These days, if you want to
survive in any industry, it is essential to market your business. Only when you can
spread the word out about your business, it becomes easy for you to get new clients.
If you ignore the need for marketing, it would be tough for you to survive in your
industry. Marketing refers to the promotion of your products or services. However,
instead of promoting them in front of the non-targeted audience, it is better to
promote it in front of your target audience. Only when you do so, the conversion rate
will be on the higher side. The types of marketing are increasing due to the advent
of the digital world. These days, there are various types of marketing campaigns
which you can undertake. If you’re looking to go for offline marketing campaigns,
you can go with billboards, direct mail, and pamphlets. Similarly, if you’re thinking
about digital marketing, you can opt for social media marketing, PPC advertising as
well as SEO. There are various digital marketing agencies which can help you with
marketing tips for small businesses. The point is with so many different marketing
campaigns; you can quickly increase the reach of your business among consumers.
With the help of digital marketing especially, you can gain global consumers, which
will further expand your business. The primary function of each marketing campaign
Is to get you more customers. If you want to expand at a rapid pace, you have no
other option but to start a marketing campaign. If you don’t, your competitor
certainly will. It will mean that your competitor will have the edge over your
business. Once the competitor captures a significant market share, he/she can easily
control the market. It will mean that your profit margins will be at the mercy of your
competition. So, to avoid such a situation, it is a much better idea to use a marketing
campaign to increase your sales. It will also enable you to gain more market share,
which will eventually help your business tremendously.

1. If you want to survive in any industry you have to promote your business.

2. If you do the marketing, it is easier to get new clients.

3. You can ignore he need for marketing, it won’t influence your business.

4. Marketing refers to banding your products and services.

5. The conversion rate will be higher if you promote your services in front of non-
targeted audience.

6. With a successful marketing campaign you can quickly increase the reach of
your business among consumers.

7. Once the competitor captures a significant market share, your business will be
left at his/her mercy.

8. A marketing campaign can help you increase your market share.

9. If you are thinking about digital marketing you can go with billboards, direct
mail and pamphlets.

10.  You can’t get global customers by using offline marketing campaigns.

Task 2. Chose the best word or phrase to complete each of these
sentences.
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1. Marketers today use a greater variety of media and marketing ... to
communicate with their customers.

a) procedures

b) research

C) ways

d) methods

2. What percentage of the marketing budget should we .... For TV advertising?
a) give

b) share

c) distribute

d) allocate

3. In difficult times, companies may be able to negotiate lower advertising ....,
allowing them to do the same amount of advertising for less money.

a) prices

b) costs

C) rates

d) fees

4. “Sprite” 1s a brand name in the soft- drinks .... .
a) type

b) category

C) commerce

d) class

5. Many national brands find it difficult to compete with .... Brands, both at home
and internationally.

a) global

b) foreign

c) local

d) established

6. Many retailers are offering .... To get customers into their shops, for example
but one get one free, free delivery on all orders over 150.

a) competitions

b ) price reductions

C) price promotions

d) list prices

7. One challenge that pharmaceutical brands face is competition from ... products.
a) generic

b) look alike

C) pirated
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d) own-label

8. Calculating the difference between the selling price and the costs gives you the
profit ... .

a) revenue

b) margin

c) difference

d) amount

9. A ... is anywhere the consumer can physically purchase products.
a) retail outlet

b) retail chain

c) retail market

d) retail store

10. Fashion retailer Zara now has a network of over 1500 stores globally and still
has plans for further ... .

a) stretching

b) extension

C) expansion

d) increase

Task 3. Match the terms with its definition in the right-hand column.

1. categories A | reductions in the usual price

2. rates B groups of products that are all of the same type

3 .demand C The systems you use to get goods to customers

4. returns D | goods returned because they are faulty or not
wanted

5. promotion E activities intended to help sell a product

6. discounts F bringing together separate activities into one
large whole

7. channels G the need that people have for particular goods
and services

8. consolidation | H | the possibility that something will happen

9. prospects I basic charges for a service

10. intangible J something that a business has, but is not

assets physical, so hard to value. E.g. a brand name.

Task 4. Determine whether these statements are true or false.
1. A target market can be defined as group of customers that the business has decided
to aim its marketing efforts and ultimately its merchandise.

2. Survey is taking a representative portion of a material or product to test typically
for the purposes of identification, quality control, or regulatory assessment.
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3. Marketing mix is price, product, distribution, promotion.

4. The aim of target marketing is to avoid having ‘slack’, surplus capacity.

5. The market niche defines the specific product features aimed at satisfying specific
market needs, as well as thepricerange, production quality and

the demographics that is intended to impact.

6. The core product has five characteristics: packaging, branding, styling, quality,
features.

7. Consumer goods fall into convenience, specialty, unsought and shopping goods.

8. One of the objectives of the pricing policy is to target a particular segment and so
‘position’ the product.

9. Price discrimination may be used for bulk purchases or as a price cutting tactic by
a retailer, or as promotional aid.

10. The efforts of the marketing department are directed at moving the upper limit
of price downwards by increasing in some way the benefits to the customer.

Task 5. Choose the correct form. There is only one correct option.

1 It is well documented that brands that ... advertising during an economic
slowdown, when competitors ... their advertising can improve market share and
profits.

a) increase ... are reducing
b)increases ... reduces

c) is increasing .... is reducing
d) are increasing ... is reducing

2 Less than 10 years later Google’s determination to become the top search-and-
information service ... it to outstrip Yahoo.

a) had allowed

b) allowed

c) allows

d) allow

3 The brand was developed in the US in 1963, when its then parent company, PR
Mallory, ... to introduce a new battery and challenge the dominance of Eveready,
the former market leader.

a) wanted

b) want
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C) was wanting
d) wants

4 Luxury-goods companies like LVMH ... very successful in expanding national
brands across borders and transforming them into global brands.

a) has been

b) was

c) have been

d) is

5 Successful companies ... do not abandon their marketing strategies in times of
economic uncertainty, they just need to adapt them.

a) doesn’t abandon

b) isn’t abandoning

c) aren’t abandoning

d) do not abandon

6 Since its introduction in 1964, the brand identity ... the inspiration for advertising
for the brand.

a) have been

b) has been

C) were

d) was

7 There .... have been many examples of brands that ... have been damaged by
strategic errors.

a) have been ... have been damaged

b) were ... have been damaged

c) have been ... was damaged

d) has been ... were damaged

8 Apple ... its direction after the departure of Steve Jobs, its co-founder, but ... its
position with his return,

a) had lost ... had regained

b) lost ... regained

c) lost ... was regaining

d) lost ... had regained

9 In today’s world, the advantages of innovation .... as long, and there are fewer
things that ... companies from competition.

a) won’t last ... protect

b) doesn’t last ... protects

c) don’t last ... protect

d) don’t last ... protects
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10 Many computer users found that the new software ... compatible with some of
their old peripherals, such as printers or scanners, and that it ... slowly.

a) was not ... ran

b) is not ... is running

c) was not ... was running

d)isnot ... ran

IIpuMep TecTa TeKylIero KOHTPOJs (KOHTPOJILHON padoThI)
Mpodpuiasb «Jlorucruka»
MID-TERM TEST
VARIANT A
Task 1..Read the text and determine whether the following statements are
true or false.
The general public learned far more about supply chains last year than it probably
cared to. A host of disruptions to production and shipping interacted with soaring
demand for goods to produce bare shelves and rising prices. Although goods have
been in short supply, the number of measures tracking supply-chain woes has
proliferated at an impressive pace in recent months. All paint a picture of historically
high levels of disruptions, and an uncertain path ahead.
One gauge is an «ocean timeliness indicator», published by Flexport, an American
logistics firm. The indicator reports how long it takes a shipment to move from the
supplier’s warehouse to the departure gate of the destination port, for two big freight
routes out of China: to Europe and America. Three years ago the journey to Europe
took just under 60 days, and that to America just under 50. Travel times then rose
steadily after the pandemic struck. But the trends for the two routes have diverged a
little in recent months. Shipping times to Europe have fallen from above 110 days
down to 108. Transport to America, at 114 days’ total journey time, takes longer
than ever.
A global supply -chain pressures index, compiled from a variety of indicators by
economists at the Federal Reserve Bank of New York, tells much the same story.
Before the pandemic the highest-ever reading of the index (which the researchers
have computed back to 1990s) was in April 2011. Then, troubles associated with an
earthquake and tsunami in Japan pushed the index up to 1.7 standard deviations
above its long run average. The measure surged much higher in spring 2020, to 3.9
standard deviations above the mean; last year (2021) it rose even further still,
reaching 4.4 in October. It has since retreated, but only by a touch, continuing to
signal a high level of stress.
1 The general public wanted to know more about supply chains.
2 The production was disrupted, but the demand grew.
3 «Ocean timeliness indicator» reports how long it takes a shipment to get to the
port of destination.
4 The is only one big freight route out of China — to Europe.

41



5 The travel times have hardly changed after the pandemic- they have always been
long.

6 The global supply chain pressure index shows the level of stress the world supply
chains are experiencing.

7 The global supply-chain pressure index was the highest -ever after an earthquake
and tsunami in Japan in April 2011.

8 The Federal Reserve Bank of New York started to compute the global supply-
chain pressure index before the pandemic.

9 Since October 2021 the global supply chain index has fallen by a touch.

10 Shipping times to Europe and America from China stay ultimately long — up to
108 and 114 days respectively.

Task 2. Chose the best word or phrase to complete each of these sentences.
1 Late delivery of essential components meant we could not meet production
targets and has led to production ... of 30 per cent for the last two months.

a) restriction

b) losses

c) shortfalls

d) shortages

2 If your sales ... are lower than the actual demand for a product, there is a risk of
product shortages.

a) results

b) forecasts

c) performance

d) requirements

3 Critical components for vehicles are manufactured by suppliers according to the
manufacturer’s design ... .

a) plan

b) conditions

c) specifications

d) instructions

4 At critical points during the production process, the buyer will want to carry out
... at the supplier’s factory to check the quality.

a) examinations

b) evaluations

c) investigations

d) inspections

5 .... reduces the risk of being dependent on a single supplier, but managing a lot
of suppliers needs additional time and resources.
a) Single-sourcing
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b) Dual-sourcing
c¢) Multiple-sourcing
d) Exclusive

6 Low cost labour encouraged many multinationals to ... their manufacturing
operations to south-east Asia.

a) subcontract

b) offshore

c) backshore

d) outsource

7 Despite rising costs and wage inflation, China still remains the top location for
manufacturing ... .

a) investment

b) capacity

C) expenses

d) innovation

8 Maintaining ... standards has become an increasing challenge for large clothing
retailers because of the size and complexity of supply chains.

a) moral

b) honest

c) realistic

d) ethical

9 ....in the press about poor conditions in supplier factories abroad can damage a
company’s reputation with consumers and negatively affect its sales.

a) Allegations

b) Statements

c) Worries

d) Suspicions

10 Labour costs in Vietnam are amongst the lowest in the world, but many garment
workers are not paid a (n) ... wage (i.e. enough to cover basic costs of rent, food
and bills).

a) live

b) living

C) average

d) regular

Task 3. Match the definitions with the words given in the right column.
1 | something that gives a company an A | at the forefront
advantage over others
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people want

2 | extremely valuable and rare, which a lot of B | apilot project

3 | in the leading position

C | atapremium

are easily seen by customers

4 | the way goods are arranged in a store so they | D |a competitive edge

something works

5 | atest done on a small scale to see how E |display

6 | information about sales, which is current or F | assembled

in real time
7 | replacement of what has been used or sold G | live sales data
8 | put together in a certain way H | battle
9 | rapidly increasing | | replenishment
10 | fight against J | surging

Task 4 . Match these words to make noun-noun partnerships.

1 production a) value

2 manufacturing b) goods

3 market C) capacity

4 industry d) costs

5 sales e) average

6 consumer T) forecasts

7 information g) times

8 business h) infrastructure
9 lead 1) system

10 logistics J) processes

Task 5. Choose the correct form. There is only one correct option.
1 In sectors such as consumer goods and retailing, established companies ... already

the easiest supply-chain efficiencies.

a) have achieved

b) achieved

c) has achieved

d) have been achieved

2 Supply -chain managers in many sectors .... greater visibility of what ... in their
supply chains and faster access to more accurate data.

a) 1s looking for ... happens

b) looks for .... happens

c) are looking for .... is happening
d) are looking for ... are happening

3 As the manager in charge of the world’s largest supply chain, Keith Harrison ....
the time .... To give the business of logistics more credit.
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a) believed .... came

b) believes ... came

c) believes... has come
d) believes ... had come

4 Since his appointment in 2010 Mr Harrison ..... at the forefront of efforts to drive
costs from P&G’s supply chain, helping the company meet its long-term sales and
earnings growth targets.

a) has been

b) was

C)is

d) were

5 Mr. Harrison says P&G .... also increasingly over the past three years at ways
to turn improvements in the supply chain into top-line sales growth.

a) is looking

b) looks

c) has been looking

d) looked

6 When the supply chains are global and the products are fashion oriented, the
management of logistics .... a key factor in business success or failure.

a) becomes

b) is becoming

Cc) became

d) would become

7 When Edscha, a German manufacturer of sun roofs and other car parts, .... for
insolvency early in 2009, it .... BMW with a crisis.

a) files .... presents

b) filed .... presented

c) filed .... had presented

d) files .... presented

8 Failures among important suppliers .... many sectors, from manufacturing to
retail.

a) affect

b) affects

c) is affecting

d) affecting

9 Early warning system .... at operational issues such as whether quality problems
.. ataparticular supplier, as well as financial issues, such as any attempt to change
payment terms.
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a) look .... is increasing

b) looks ... increases

c) looks .... are increasing

d) is looking .... is increasing

10 Many companies .... even who their second-tier suppliers ... .
a) don’t know ..... are

b) doesn’t know ....1is

c) aren’t knowing ... -

d) don’t know ... -

le/IMepHLIe TEMBbI 1JIAd MUHHU-3CCC (B PaMKaX KOHTPOJIbHBIX paGOT)!
Ipopnin «PUHAHCOBBIN MEHEIKMEHT», «VIeHeIKMEeHT U yIpaBjJeHHue
OmsHecom», «MeHeIKMEeHT B CIIOPTe»

1. Training and knowledge enable you to pursue a career in the world of
management
2. Management theories provide the ability to analyze the complexity of
organizations and their environments
3. Learning and Development in workforce is critical for the organization
4. To enhance usefulness and eliminate limitations needs an alternative type of
organization
5. Modern organizations face learning and development challenges in today’s
changing environment
6. Strategic management affects the entire organization
7. People are encouraged to see the “whole picture” together
8. Strategic management is an ongoing process
9. Organizations should increasingly adopt the use of compliance controls.
10. Management accounting, cost accounting and controlling are one and the same
thing.
11. Management accounting is able to help a company gain competitive advantage.
12. There is no difference between Financial and Managerial Accounting.
13. Internal fraud threatens the life of business.
14. To be meaningful, financial ratios must be viewed in comparison with the ratios
of other entities with similar characteristics
15. Financial ratios are one of the best and simplest ways to set an objective
performance standard
16. Classifying costs correctly and separating fixed from variable ones are necessary
for valid analysis
17. Overhead analysis gives you an opportunity to affect your financial statements
18. Nowadays employers demand a combination of knowledge, skills and
behaviour, the ability to perform a specific role
19. To impress a future employer, it’s necessary to boost transferable skills,
leadership qualities being on top of these
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20. Academic qualifications are only a part of what is needed to gain a competitive
edge on the labour market

IIpumepHbIe TEMBI 1JIsi MUHH-ICCE (B pAMKaX KOHTPOJbHBIX padoT):
Mpodpuan «MapkeTHHI», «YTIIPaBJIeHHE MPOAYKTOM», «JIorucTHKa)
1 Brand strategies are very important in securing the brand’s image.
2 Advertising is an old fashioned type of marketing and doesn’t work any more.
3 Brands and marketing are the same things.
4 People clearly hate ads these days.
5 The supply chain becomes critical when manufacturers move away from vertically
integrated production.
6 Disruptions of supply chains can cause bare shelves in stores.
7 Supply chain management and logistics can help strengthen the business operation
significantly.
8 An effective supply chain management is very important for European companies,
which source components from China and other parts of Asia.
9 Why is an effective supply chain a prize worth working for?
10 What practical steps can a company take to build strong relationships with its
suppliers?
11 Many companies need to have only one main strategy for locating all their
production.
12 In the current economic climate do you think the trend for shifting production to
countries with lower costs in Eastern Europe, Asia and Latin America will grow or
decline?
13 One good strategy for companies is to put their own people in supplier's factories
to audit and help them improve conditions.
14 1t is impossible for brands to recover when things go wrong.
15 Brands are less important now than before.
16 To compete, retailers need websites that have lots of different technical feautures
that will improve customers' shopping experience.
17 Global campaigns are better developed by head offices rather than by local ones.
18 Global advertising campaigns are creatively hamstrung by the need to be all
things to all men.
19 Customer service most often goes wrong when customers have queries that are
routine.
20. Every company should examine their product line carefully at least once a year.

IIpuMepHBbIe TEMbI 1151 IPE3CHTALMM:
Ipodpunu «PUHAHCOBBINH MEHEIKMEHT», K MEHEIKMEHT M yIpaBJIeHHE
OusHecom», «MeHeqKMEeHT B CIIOPTe»
1. Corporate training strategy
2. Management functions performed at different management levels
3. Management styles & Motivational theories
4. Measures to improve low motivation
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5. Recruitment process

6. In-company training programs

7. Steps of strategic management process

8. Crisis management

9. Social corporate responsibility

10. Risk management

11. Management accounting as a special branch of accounting

12. The three steps in management accounting

13. Uses of accounting information in management

14. Financial statements managerial accountants use

15. Generally Accepted Accounting Principles (GAAP) and International Financial
Reporting Standards (IFRS)

16. Methods to increase profit margin.

17. Cost accounting

18. Break-even analysis

19. Ways to understand the current financial position of a division
20. Fraud in management accounting

IIpumepHbIe TEMBI 1S IPEe3eHTALMM:
Hpopuniun «MapkeTHHI», «YIPpaBJIeHUE NPOAYKTOM», «JIorucTruka»
1 Marketing ethics.
2 Legal aspects of marketing.
3 Marketing research.
4 New product development.
5 Brainstorming.
6 Product and service types.
7 Product life cycles.
8 Brand values.
9 Market segmentation.
10 Logistics acronyms.
11 Value added services.
12 Continuous replenishment.
13 Transport and handling equipment.
14 Shipping instructions.
15 Warehouse areas.
16 Loading.
17 Payment methods.
18 Container types.
19 Handling equipment.
20 Documents in foreign trade.

IIpumepHbIe TEMBbI 1J151 AUCKYCCHIA:
Ipodunu «PUHAHCOBBIN MEHEIKMEHT», « MeHeKMeT U yIIpaBJIeHue
On3HecoM», « MeHeKMEHT B CIIOpTe»
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1. To manage the diversity of day-to-day running the business needs expertise in
general management

2. A change of leadership style will lead to organizational change

3. Understanding the motivational theories can help to overcome resistance to
change in organizational specific environments

4. Efficient personnel management affects the entire organization

5. Human resources development is an ethical endeavor

6. Effective utilization of human resources ensures competitive advantages

7. Each SBU strategic business unit should be responsible for developing its business
strategies

8. Lack of vision on the relationships between processes, technology and
organization causes strategic plans fail

9. The need for improved corporate governance has developed significantly in recent
years

10. Managerial accountants should be aware of all intricacies of accounting systems
11. A good management accountant can’t be created overnight

12. Fraud — here, there, everywhere. If you know the kinds of fraud people try you
are less likely to be affected

13. Profitability ratios measure how well the firm generates profits, higher numbers
always show strength

14. After breakeven, inventory and overhead are the most important cost accounting
concepts to master

15. Understanding budgeting techniques is a fundamental management skill

IIpuMepHbIe TEeMBbI AJI51 AMCKYCCHI:
Hpodunau «MapkeTuHI», «YIpaBjieHue NPOAYKTOM», «Jlorucruka»

Recent trends in 3PL.

What problems can be caused when a supply chain does not work efficiently?

3. Why is it difficult for consumer goods and retailing companies to make
improvements to their supply chains?

4. Is it better to manage the sourcing of components and materials internally (in
house) or through external suppliers? Is it the same for all types of products and
materials?

5. What practical steps can a company take to build strong relationships with its
suppliers?

6. In the light of current and future environmental and energy issues, what
challenges are companies likely to face when operating their supply chains?

7. Which production and distribution model do you think will be adopted by
companies in the future — large, regional production sites with centralized
warehouses, or smaller production sites with smaller warehouses nearer to the
customers? Why?

8. What are some traditional strategies and aims of running supply chains? What
new factors will companies have to take into account when designing their supply
chains?

N =

49



9. Ways to reduce transport costs in the supply chain.

10. Guidelines for minimizing risks caused by temporary surges in demand.

11. What advantages do strong brands give a company?

12.What challenges do brands face today?

13. Think of a brand that has made mistakes but recovered. What mistakes were
made? What did it do torecover?

14. Sucecessful luxury brands, such as Luis Vuitton, only sell through their own
branded shops. Why do you think this has been such a successful strategy?

15. Most cnsumers today no longer expect retailers to have physical shops.

16. Have you ever had a bad experience buying online? What kind of things can go
wrong?

17.What kind of advertising techniques work for promoting brands on the Internet?
Think about: search engine websites like Yandex and Google, social-networking
like VK, Facebook, business websites, e.g. news sites, online magazines.

18.Global advertising campaigns are effective, but they need some sensitive
adaptation for different markets.

19.What kind of sponsorship possibilities can a large entertainment company like
Disney offer to companies? What kind of companies would want to link up with
it?

20.What are the benefits of viral marketing for companies?

IIpuMep cUTYaTHBHOIO 3a1aHUA /| MUHHU-KeEHCa
Ipodunu «DUHAHCOBBIN MEHEIKMEHT», « MeHeXKMEeHT U yIpaBJIeHHe
OusHecom», «MeHeaKMEHT B CIIOPTe»
Case Title: Financial forecast

Background: The client is a large pharmaceutical firm with a market cap of $85
billion. They have about 4% market share and are currently enjoying a 34 P/E ratio.
The industry average P/E is about 29.

Problem to solve: The CFO of the firm wants to:
- figure out if the three-year plateau five years out is an issue she should be
worried about;
- know what external options she can pursue to fix it.

Available Information:

Over the next five years a company is looking at a healthy growth in their EBIT
margins. However, for three years thereafter, the EBIT margin growth is likely to
stagnate when three of their blockbusters come off patent. Subsequently,
blockbusters currently in the pipeline will hit the market and their EBIT margins are
expected to healthy growth levels.

The client has about $10 billion in revenues, EBIT runs at about $3 billion. Gross
margins are quite high at 80% and they are totally debt-free.
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They have taken the OTC approach and probably will with these blockbusters as
well. But this is not a financially attractive option. As soon as the drug goes off
patent, its price drops to 20% of its pre-OTC price. Margins are consequently totally
squeezed.

IIpuMep cMTYaTHBHOTO 321aHUA /| MUHHU-KeHCa
Mpodpuan «MapkeTHHI», «YTIPaBJIeHHUE IPOAYKTOM,

What company’s website should we create?

You work in a marketing department of a local transportation company. Your
company is recreating a website. You have been asked to give the presentation about
online market research and online campaigns on the company’s website.

Points to consider:

e Directing and controlling: comparing actual with planned performance of the
company’s activities, which the website shows and should show then.

e Purposes of the online market research; benefits of holding it online.

e Planning and organizing steps to recreate the website of the company.
Necessity of designing online campaigns and examples how it can work.

IIpuMep cMTYaTHBHOTO 32/1aHUA /| MUHHU-KeHca
IMpoduas «Jlorucruka»

Which is the best supplier ?

You work for a document management company that needs a lot of office
supplies to work properly. Your company has received two offers of supply. You
have been asked to analyze each of them and make a recommendation as to the best
supplier to work with.

Points to consider.

1. What are the main factors that help chose the best supplier?

2. Consider such factors like price factor and terms of payment (cash, bank transfer,
bills of exchange, etc.);

3. What does the company need to negotiate before concluding a supply agreement?

The first supplier, “Clip lap”, is recognized as a leader in the speed of delivery
of stationery products. The company remains committed to tradition, so it retains the
expensive technology of stationery production, which is reflected in the price of
goods. In addition, payment is possible only in cash. As for the quality of stationery,
the company's products are consistently recognized as some of the most durable.
The second supplier, “Mapped”, provides favorable prices for office items. The
delivery time suggested by the company differs from the first supplier’'s one by a
few days. Also, the company accepts any means of payment (ranging from
promissory notes to bank transfers). What concerns the quality of goods, you have
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collected such data: sometimes defective products arrive to wholesale customers,
and some products (markers, pens) spoil before their expiration date.

IIpumep CJI0BAPHOIO IMKTAHTA
Ipodpuian «PUHAHCOBBIA MEHEIKMEHT», « MeHeI)KMEHT M yInpaBJieHUE
OusHecom», «MeHeIKMEHT B CIIOPTe»

e HHCTAHLUH, OPSIIOK CyOOpANHAIIIH

cucTeMa nH()OPMALIMOHHBIX IIOTOKOB B OpraHU3aIlluu
CHUCTEMHOCTb, MOCJIEIOBATEIbHOCTD; COTTTACOBAHHOCTH;
HEIPEABUACHHOE 00CTOSATEIBCTBO

OTKJIOHEHHE OT 3aIVIAHUPOBAHHBIX PE3yIHTATOB
PYKOBOZICTBO

npujiaraTh yCUIUs

TPaTUTh, PACXOJI0BATh

KOPIIOPATUBHOE YIIPABJICHUE; BHYTPEHHEE YIIPABICHUE

0. peanu3oBaTh; OCYIIECTBIISITh; BHITOIHATh

1. JeHeXHbIe CTUMYJIbI

2.  B3aUMOCBSI3aHHBIN

13. 1omKHOCTHBIE 00SI3aHHOCTH

14.  pacmmpeHue JOIKHOCTHBIX 00S3aHHOCTEN U TOJIHOMOYHIA
15. porauus J0JIKHOCTEH

16. agMUHUCTPATOPHI BBHICIIETO YPOBHS

17. agMUHUCTPATOPBI CPEAHETO YPOBHS

18. rpymnma MeHeIKepoB, HECYIIHE OTBETCTBEHHOCTh 3a Pa0OTy COTPYIHUKOB
19. mnaH KOMIUIEKTOBAHUS KaJApOB

20. MarpuyHas opraHU3aIUs

21. nuHeHHO-(QYHKIIMOHAIbHAS OPTaHU3aAIUs

22. BBINOJIHEHHE, UCTIOJHEHHE, COBEPLICHUE; NHTEHCUBHOCTD TPYyZa
23. pe3ynbTaTUBHOCTH JACSATEIbHOCTH (UPMBI

24.  pacmpocTpaHsTh, OXBAaThIBAThH

25. TOpSIIOK JICHCTBUM, aJITOPUTM

PR BPOoo~NOo R WNE

IIpumep cj10BapHOro IMKTAHTA
Mpopuniau «MapkeTHHI», «YIpaBjieHUe IPOIYKTOM»
. KOMILJIEKC MAPKETHHTa, COCTABJISIIOLIME MApPKETUHTa
. IPEANPUATHE 10 PACTIPEAECICHHUIO TOBapa
. pexiama
. peKJIaMHO€E OOBSIBICHUE
. MEpHI TI0 O)KHUBJICHUIO COBITA
. peKIamMHasi KaMIIaHUs
. B3bIBaTh, IPUBJIEKATh, BOJJHOBATh
. XyJI0’)KECTBEHHOE 0(hOpMIICHHE
. 4epTa, 0COOEHHOCTh

O©CoOoONO UL~ WN B
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10. OCHOBHOM, IIEJEBOM TOBAP

11. ToBapbl MOBCEAHEBHOTO CIpOCa

12.  OCHOBHBIC TOBaphI MOCTOSHHOTO CIIPOCa

13. mpeamMeTsl epBOi HEOOXOIUMOCTH

14, arpeccuBHas pekiama, OXauBaroIas MPOTYKIIHIO KOHKYPEHTa
15. moKymaTelbCKOE MOCTOSHCTBO, IPUBEPIKEHHOCTh

16. mocpemHuK

17. wmara3uH, KaHaJ pean3aluu

18. mpewmyIecTBeHHAs CTpATErHsl HU3KUX 1IEH

19.  opranuzanus oOLUIECTBEHHOTO MHEHUS, CBSI3U C OOIIECTBEHHOCTHIO
20. 71aTh BO3MOXKHOCTH

IIpumep CJIOBApHOTO JUKTAHTA
Hpodpuias «Jlorucruxka»
UCII0JIb30BaTh B3aMMO3aMEHSIEMO
yCYryOUTh 4TO-TM0O
0oJ1ee MIMPOKO U3BECTHBIIN
nepeceKaTbes IPYr C IPyrom
MPUBOJUTH K Pa3MBITHIM ONPEICICHUSIM
pa3HbIe TOHATHS C Pa3HBIMU 3HAYCHUSIMU
BCEOOBEMITIONIAS KOHIICIIIINS
CBSI3BIBATh BOCIMHO HECKOJIBKO TPOIECCOB
JOCTHTAaTh KOHKYPEHTHOTO TIPEUMYIIECTBA
10 COTPYIHHYECTBO MEXAY (hUpMaMHu JTsl TIOIKITFOUCHHUS TOCTABITUKOB
11.cpenctBo noBkIIeHUS 3PPEKTUBHOCTH
12.1pon3BOANTH IEHHOCTH JJII KOHEYHOT'O TOTpeOUTENs
13.co31ath OnepaTuBHYIO OCHOBY
14.paGoTaTh B pa3HbIX MOAPA3ACICHUAX U KOMIAHUIX
15.BceoxBaThIBAIONIAs CETh IIEMOYEK MTOCTABOK
16.BHEIPAT, U KOHTPOIUPOBATH A(DPEKTUBHBIA MPSIMONW M OOpPATHBIN TMOTOK H
XpaHEHHE TOBAPOB
17.Mexay TOYKOM OTIPABICHUS U MTYHKTOM MOTPeOIeHuUs
18.nomonHATE APYT Apyra
19.1e normycKaTh pa3MbIBaHMS TPAHUI] MEXKITY TEPMUHAMHU
20.cBs13aTh OCHOBHBIE OM3HEC-TIPOLIECCHI

CcoNORODE

IIpumep poJieBoO UTPBI
IIpodunu «DUHAHCOBBIN MEHEIKMEHT», « MeHeXKMEeHT U yIpaBJieHHe
On3HecoM», «MeHeZKMEHT B CIIOpTe»

Role play on allocating a training budget

Problem awareness
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Suave Ltd is a busy manufacturing company. They produce men's shirts in a
highly competitive market. At the moment they export about 40% of their production
and they know that, in the current economic situation, increasing exports is the most
promising growth area for their business and a new export sales manager is soon to
be appointed. Two years ago, Suave Ltd were taken over by a forward-looking
company, a fabric manufacturer.

Since the takeover many changes have been made, including the introduction
of computer-assisted cutting equipment. This has resulted in an increase in
production but with no increase in the amount of fabric used. There has, therefore,
been an increase in profits.

The parent company encourages a generous budget for training, both for shop-
floor workers and for management.

Course description

Ne Title of Length Topics Covered Who should attend
course
1 | Effective 1 day e Planning and giving a Most managers will
Speaking presentation benefit from this
e Selecting and using visual aids course particularly
e Presenting arguments / ideas those who need to
persuasively present an idea
e Managing nerves confidently and
o  Keeping the audience interested | effectively to any
e Dealing with questions number of people
confidently
2 | Effective 1 day e Preparing an agenda Anyone who
Meetings e Room layout and seating participates in
e Effective visual aids meetings, runs
e Managing time during a meeting meet_ings, c_)r_takes
e Lubricating discussion part in decision
e Contributing effectively making
e Follow up
3 | Recruitment | 1 day e Preparation of the job description | Anyone who has to
Interviewing e Comparing the different choose new staff to
Skills advertising methods join their
e Defining the ideal candidate organisation and
e Preparing for the interview wants to make sure
e Making an interview plan and that they choose the
conducting the interview best person for the
e Behavioural skills and body job
language
e Evaluating the success of
interview methods
4 | Buildingand | 2 days e Choosing and motivating a good | Newly-appointed
Leading a team team leaders or
Team e Creating an atmosphere which managers. Managers
produces good teamwork whose success is
likely to be affected
by the performance
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e Identifying and eliminating of their team and
factors which reduce good teamwork
teamwork

e Using individual strengths

e Improving communication within
the team

e Leadership skills

e Producing an action plan and

monitoring it
5 | Time 2linked | e Analysing how time is spent All who want to
Management | days e Deciding on priorities and achieve more in less
with 3 allocating time time and who want
weeksin | o |dentifying time-wasters and practical ideas and
between eliminating them techniques that they
o Delegation can apply
e Controlling workload, paperwork | Immediately
and interruptions
e Your diary/personal organiser
6 | Stress 2 days e Understanding stress and how to | All those who may
Management use it as a motivator be under stress

e Positive stress reduction strategies | themselves or who
e Avoiding negative strategies such | have managerial
as drink and drugs responsibility for
 Relaxation techniques sustaining the
e Practical ways of managing stress | Performance or
to maintain and improve effective | Motivation of staff
performance in yourself and
others

Simulation
Choose one of the roles (MD, Production Manager, Finance Manager, HR, Export
Sales Manager, Domestic Sales Manager), prepare it carefully and be ready to take
part in a meeting where you have to make a report.
Hold a meeting where you must decide:
e who you would send on a course;
e which course you would choose (you can choose more than one manager and
more than one course if you wish);
o what will be the benefit (tangible and intangible) for the company after having
attended these courses.

Role 1. The Managing Director.

You chair the meeting and ensure everyone participates. Organize the meeting in
the following way:

1. Listen carefully to what each head of department has to say. They must explain
why and how the money has been spent on the different sorts of training this year.
Each manager must also say how they would like the budget to be spent next year.
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2. Get agreement on the percentage of the budget to be allocated to each type of
training. Write the percentages up on the board.

You personally asked for just one course this year. You think more members of top
management should learn Effective Meeting to facilitate your business expansion.

Role 2. Production Manager.

You have a very important role in the company. Your department has more staff
than any other - in fact half the staff work under you. You welcome the decision to
attend Building and Leading a Team. It’ll help you to identify and eliminate factors
which reduce good performance of the company. Also the idea of improving
communication within the team is quite attractive for you.

Role 3. Financial Manager.

Unlike your colleagues, you think that spending on training is too high, and this
money might be spent more efficiently. You want to persuade them to reduce the
overall figure if the parent company allows it and then spend the sum for replacement
some obsolete equipment. If not, you offer to concentrate the training budget on
accounting, financial management, and handling claims and policies by computer.

Role 4. The Human Resources Manager.

What you would really like is for your own staff and you personally to do more of
the training in recruitment procedures you started this year. What could be more
important than an efficient work of HR department? You agree your department is
small, but you ask only 6% on training for such an essential service. It is very little.

Role 5. Export Sales Manager.

Your staff have more and more frequent contact with foreign countries. Those
handling claims need Spanish and French in particular, and those responsible for
contacts with your European partners need Italian and German. You feel you must
allocate more money to language training and effective speaking.

Role 6. Domestic Sales Manager.

You have more and more frequent contact with partners, so your work is too
stressful. You need to reduce the influence of stress on you work. Moreover, you’re
sure that practical ways of managing stress will improve effective performance in
yourself and other staff of your department.

IIpumep poJieBOi UIPbI
Mpoduias «Jlorucruxka»

Insurance in logistics

How transport operators can differentiate themselves by offering cargo insurance.
Enact a talk among a transport operator, a cargo insurer and a freight forwarder.
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Situation:

Imagine yourself engaged in transport operators’ business. Discover how you can
keep customers satisfied, reduce your business risks and stand out in the competitive
logistics market by offering cargo insurance. With thousands of freight forwarders
and logistics providers in Asia Pacific, it is a real challenge to stand out from the
competition. Being a transport operator, you are aware of the fact that nowadays
shippers have numerous options at their disposal to move their freight around the
world.

You must arrive to a certain decision concerning cargo insurance.

The transport operator needs to formulate the extended responses to the following
questions: How can you differentiate yourself from other transport operators? What
should you do to attract new customers and keep existing customers satisfied with
your services? Do you provide value-added services like cargo insurance? Do you
incorporate cargo insurance as part of your process to reduce your business risks?

Addressing the freight forwarder and the cargo insurer you will start by clearing up
a common misconception — the difference between freight liability and cargo
insurance.

Make use of the helpful phrases:

« | am afraid I know next to nothing about it.
«  Frankly speaking, ....

= In my opinion, ....

« [totally agree ....

» [ should keep in mind that ....

= That sounds a good idea.

The freight forwarder discloses the process he/she is involved in by saying that if
there is no cargo insurance in place, the shipment of any customer is subject to the
standard trading conditions, where limitations of liability and exclusions apply. In
the case of a loss to the goods under such responsibility, the compensation will be
determined by the trading conditions. Hence, the customer may not receive full
settlement, due to limitations (e.g. per kilogram or package) or even worse, the claim
might be rejected due to exclusions (e.g. act of God or war). In addition, the customer
needs to provide evidence that the transport operator is legally liable for the loss that
occurred.

Make use of the helpful phrases:

«  Personally, I would advise you to ....
= You should keep in mind that ....

= As you know ...

= I'm afraid that’s out of the question.
= It might be a good idea if you did it.
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=  Mind that ....

In his/her saying the cargo insurer emphasizes that with cargo insurance in place,
the customer will be compensated according to the policy of insurance. In case of
physical loss or damage to the goods while in transit, the customer will be
reimbursed up to the full value of the goods. Also, the customer does not have to
prove that the transport operator is legally liable for the loss. In this connection, the
cargo insurer provides an example of a total loss claim scenario. A freight forwarder
was hired to arrange for a shipment of machinery valued at USD 50,000. The
shipment was received and upon further inspection, the machinery was found to be
damaged. The shipper filed a claim against the freight forwarder.

Without cargo insurance With cargo insurance

Subject to the standard trading
conditions, where limitations of
liability and exclusions apply.

For damage due to negligence

by the freight forwarder: the

compensation received by the

shipper is USD 25,000.

For damage due to an act of Full settlement of USD 50,000
God (e.g. earthquake, flood,

tsunami, storm): the shipper

does not receive any

compensation for its loss.

Compensation
limitation

Compensation is as per the
policy of insurance.

Compensation
amount

Make use of the helpful phrases:

«  Would you mind if I ...?

= [f'it helps you, I'll be very glad to ....
« [n anutshell, ....

« [ suggest youdo ....

= Whydon'tyoudo ...?

= | have nothing against it.

The transport operator estimates the options highlighting his/her preferences. In
regard to the above explanation, offering cargo insurance is a real benefit for the
customers as their cargo is fully protected from loss or damage during the freight
movement process if an unexpected event happens. The transport operator is
eventually sure that cargo insurance is vital for the following reasons: it is a difficult
process to make claims against any air, road, rail or sea carriers; there is a major
hidden cost associated with the handling of cargo claims; it removes conflicts with
shippers when cargo is lost or damaged; it removes uncertainties for shippers and
creates goodwill with shippers.
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Make use of the helpful phrases:

« That seems like good advice. Thank you very much.
« That sounds a good idea.

= That’s certainly a possibility.

= [ totally agree ....

»  But make sure that ....

« To cut along story short ....

Making a Decision

In coming to a certain decision, consider that today, it is possible to have access
to innovative cargo insurance platforms specifically designed for the transportation
industry. As a transport operator, you need cutting-edge and efficient systems to
respond to customers with speed and personalized services, especially in the event
of cargo claims. Marine cargo insurance web-based platforms allow a transport
operator to: obtain instant quotes for one-off shipments; convert the insurance cover
purchase in real-time avoiding delays and manual work; protect the business from
litigation for loss or damage to cargo and improve customer retention by offering a
value-added service to the customers. Having a fast and effective system for quoting
cargo insurance is a key differentiator for your business. Sum up the above
information in a conditional conclusion to which you must come.

Your decision:

IIpumep poJieBoM Urpbl
Mpopuiau «MapkeTHHI», «YIpaBJIeHHUE POTYKTOM

Marketing decisions
Situation
Marketing specialists representing businesses in different industries are in a career
enhancement training session to meet a few top marketing strategists.
Task
Act out a workshop session given by expert marketing strategists on feature-driven
versus benefit-driven marketing.

Adam Erhart, marketing strateqgist.
You introduce yourself as a marketing strategist. You inform the participants
of the conference that you are going to speak about the latest tools, tricks, tips
and tactics in marketing today. You focus your audience on what marketers
must know if they want to succeed in today’s economy. They must simply
avoid those crucial mistakes that are costing them sales and losing their
customers. You are sure that one of the biggest sales killers comes down to
one simple thing. And that simple thing is failing to clearly communicate why
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your customer or ideal prospect should care about what you’re selling. That’s
it! Because if they don’t care, no surprise here, they are not simple going to
buy. And this is where so many businesses go wrong and lose potential
customers by focusing solely on features and ignoring the benefits. You
suggest that your listeners dive into the key differences between a feature and
a benefit. The simplest and the clearest way to put it is that a feature is what a
product does and a benefit is what it does for you. A feature is about a product:
What colour is it, how much it ways, how fast it goes, and things like that.
While a benefit is about the customer: how it’ll make them safer, or smarter,
or cooler, or add value to their life in some way. The feature is what enables
the benefit but it’s not the feature that they about at all, rather it’s the benefit
and the end result they are going to get from the feature in the first place. You
wonder if it might seem a bit confusing.

Make use of the helpful phrases:

Let me introduce myself ...

[ believe this is true because ...

| can prove it by

One example is...

Can you share my perspective?

[ tend to think that ...

From my experience I can conclude that ...

Luke Sullivan, Chair of Advertising, Savannah College of Art & Design.

You offer to break it down another way. The features of the things are what
you care about and are proud of as a business. But the benefits and the end
result are where the magic happens for the customer. You give some
examples. A coffee cup has a handle. That is a feature. But the fact that you
can hold the handle and a hot cup of coffee without burning your hands is the
benefit. Where most businesses get into trouble, however, is that they are so
proud of their coffee cup handle. They ramble on and on about features and
completely forget about the end consumer and the value they are actually
going to deliver. You teach you audience how to take a boring feature and
turn into a customer-centred and sales boosting benefit. The marketers should
use a powerful little “so you can” statement. It works pretty much every time
and allows you to ease the transition away from pushing feature after feature
and start promoting more of the benefits associated with those features.

Make use of the helpful phrases:

o Let me introduce myself ...

o [ would like to give it a second thought...
e [t seems obvious that ...

o [ suggest we break it down another way ...
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o |’d strongly advise you to ...
o From my research I can conclude that...

Al Ries, marketing strategist the author of the bestseller “Positioning: the Battle

for your Mind”.

You start with some information about your theory. As far as in 1980, you
introduced the term ‘positioning’ and defined it as ‘an organized system for
finding the window in the mind’. It is based on the concept that
communication can only take place at the right time and under the right
circumstances. With all that said before you, the audience might start to think
that you do not believe in features at all. But on the contrary, they are actually
an important part of the equation and you really can’t get too far with a feature
without a benefit and with a benefit without a feature. A benefit that doesn’t
have a feature is unbelievable. Saying that your product can make someone
better, cooler, or smarter without any real tangible features behind is bad
marketing. But another factor is customers make buying decisions
emotionally. It is the emotion that opens the window in the mind. Then
customers justify those decisions later rationally and logically. This is why
you need both. You need a benefit to appeal to the emotional side of your
customers. Then you that feature to allow them to justify and rationalize their
decision logically. You need features to explain, set up, and justify benefits.
And you need benefits to show the end result, paint a more compelling picture
and ultimately make customers care more.

Make use of the helpful phrases:

Let me introduce myself ...

This reminded me of ...

Let me cite my book on ...

One piece of evidence is that...

I know from a number of sources that ...
From my perspective...

Tosum up, ...

Naomi Klein, marketing strategist, the author of the bestseller “No Logo”.

You introduce yourself as a marketing strategist. You want to start with an
old sales saying: while facts tell, stories sell. You doubt if it is all that simple
in reality. Especially with more technical products where people need to know
exactly what they are getting. You warn that marketers have to walk a
tightrope when it comes to marketing features vs. benefits. You focus on the
fact that you need to highlight specific features so that savvy buyers can easily
figure out how you compare, while at the same time not alienating mainstream
buyers who might not care about the intricacies of what you sell. If you go too
far one way or the other you run into problems. But it can also cause a host of
other issues, like forcing you to compete on price because the marketing
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features you’re boasting don’t resonate with the benefits your customers
might see. You conclude that marketing your features is essential but you need
to demonstrate your benefit and value/outcome to your customers.

Make use of the helpful phrases:

Let me introduce myself ...

Can you tell me what you need right now?
Would you like my help in ....

Let me see if I have this right ...

1'd suggest that ...

Adding fo what I said about ...

Overall, what I am trying to say is ...

Chan Kim, marketing strategist, the author of the classic book “Blue Ocean

Strategy”.
You introduce yourself as a marketing strategist. You want to give some

helpful advice how to finally transform features into benefits. You agree that
turning features into benefits is a long process. But using customer research
to fuel the next tips can help you make the transition faster. You advise the
audience to focus on a few areas. You suggest that you student-marketers stop
competing in existing market place. Instead they should create uncontested
market space. Beating competition is useless. They should make the
competition irrelevant. Exploiting the existing demand is another mistake.
The best way is to create and capture new demand. You shouldn’t make the
value-cost trade-off. The best thing is to break the value-cost trade-off. You
declare that what you have just mentioned is the essence of a Blue Ocean
strategy. In conclusion you say that this strategy is all about the simultaneous
pursuit of differentiation and low cost to open up a new market space and
create new demand.

Make use of the helpful phrases:

Let me introduce myself.

More than anything else, | believe that
The most challenging thing is ...

I'm absolutely convinced that ...

Well, if you ask me ...

Personally speaking, ...

My point in one sentence is ...

Making a Decision

In coming to a decision about this case, consider the following points:
e What do customers buy: features of benefits?
e What strategies can help marketers transform features into benefits?
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e How to generate leads and drive business growth?
What other factors affecting consumers’ buying decisions should be discussed?

Your decision:

/. ®OHJ OLIEHOYHBIX CPEACTB Il NPOBEACHHUS POMEKYTOYHOMN
arrecTauuu 00y4arIIHUXCS 0 JUCHUIIMHE
[lepeuenp mMIAHUPYEMBIX pE3ylbTaTOB OCBOEHUS  00pa3oBaTeIbHOU
porpamMmsl (MepeyeHb KOMIIETEHIINI) C YKa3aHHEM UHANKATOPOB MX JTOCTHXKEHUS
Y IUTAHUPYEMBIX PE3yJIbTaTOB 00YUYEHUS MO TUCLHILIMNHE COAEPKUTCS B pa3aeie «2.
[lepeueHp miIaHUPYEMBIX PE3YyJIbTATOB OCBOEHHUS 00pa30BaTENbHOM MPOTrpaMMBbl
(mepedyeHb KOMIIETEHIMI) € YyKa3aHWEM WHIUKATOPOB MX JOCTHXKEHHUS H
IJIAHUPYEMBIX pe3yJIbTaTOB o0yueHus 10 JVCLUIUIAHEY.

3auer mpoBOJUTCS B J[Ba HTana:

1. BeinmogHeHue JIEKCUKO-TPaMMaTHUYECKOTO TeCTa Ha OCHOBE MPOMJIEHHOTO
A3BIKOBOTO MaTepuajia, KOTOpbIM BKIO4YaeT B ceOs aynupoBanue (10 Oamios),
JeKcuko-rpammatuueckuit 6ok (10 6amwioB), MUCEMEHHYIO pabOTy: HamMCaHUE
otdera 1o 3aganHoi Teme (10 6amnoB) — Bcero 30 6amIoB.

2. YCTHBIN OTBET: Oecea Mo 3aJJaHHOM TeME C BEICKa3bIBAHUEM COOCTBEHHOT'O
MHEHHS Ha OCHOBE TIOCTaBIICHHBIX BOIPOCOB (OTBETHI CTYJEHTa Ha BOIPOCHI
nperoiaBaTelis 0 U3y4yeHHOH TeMatuke) - 30 6ayoB.

DK3aMEeH NMPOBOJIUTCS B JIBA dTara:

1. BeimonHeHue JEKCUKO-TPAMMATHYECKOTO TeCTa Ha OCHOBE MPOHACHHOTO
S3BIKOBOTO MaTepualia, KOTOPBIM BKIOUaeT B ceOs aynupoBanue (10 Oamios),
JeKkcuko-rpammaTudeckuit 6ok (10 GaynoB), MUCEMEHHYIO palOOTy: HalMCaHUe
muHu-3cce (10 6amnoB); uroro — 30 6aIoOB.

2. YcTHBIA OTBET: paboTa ¢ TEKCTOM: YTeHUE, pedeprupoBaHUe, OTBETHI HA
BOIPOCHI MPEIOAaBaTeis M0 COJACPKAHUIO MPOYUTAaHHOTO MaTepuana (15 6annoB) u
pelienre MuUHU-Keiica (15 6autos); uroro — 30 Gasnios.

Ta0mura 5

HanmenoBa | HaumenoBan | Pe3yibTarhl THnoBblie KOHTPOJILHbIE 32/1aHUA
HHe ue o0y4eHus (
KOMIETEHIH | yHAUKATOPO | YMEHHS U 3HAHUSA),
u B COOTHECEHHBbIE C

AOCTHKEHHUS] | MHANKATOPaMH

KOMIIETEHIH | JOCTHIKEHHS

" KOMIIeTCHIIUH
Cnoco6Hocth | 1.Mcnonb3yer | 3HaTh: 3amanmue #
MPUMEHSTh WHOCTPAHHBIN | - TEOPETUUCCKHUE Discuss the following issues:
3HAHUS SI3bIK B OCHOBBI 1.How is it important for a company
HWHOCTPAHHOT | MEKIMYHOCTH | OpraHU3aIuu to invest money into employee
O sI3bIKa Ha OM OOIIEHUH | KOMMYHUKAIIUU
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YpPOBHE,
JOCTaTOYHOM
e
MEXKITMYIHOCT
HOTO
o0IIeHMS,
yueOHOU 1
npodeccuona
JIBHOM
JESITeTbHOCT
u (YK-3)

u
npodeccuona
JIBHOM
JeSITeNIbHOCTH
, BBIOMpast
COOTBETCTBYIO
ue
BepOabHBIC U
HeBepOaTbHBI
€ cpeAcTBa
KOMMYHHKAIT!
.

(mcuxonoruyeckui
Y JTUHTBUCTUYCCKUM
aCIIeKT);

- CTPYKTYPY
CTaHIAPTHBIX
KOMMYHHKATHBHBIX
3a1a4;

- CII0COOBI
CJIOBOOOpa30BaHUS;

- OCHOBHBIE
rpaMMaTH4ecKue
SIBIICHUSI U
KOHCTPYKIIUH,
4acTH peud,
rpaMMaTH4ecKue
KaTeropuy,

CTPYKTYpPY
IIPEUI0KEHUS.

development and establishing
company-wide trainging?

2. What problems might a company
have which could be solved by a
training programme?

3.What are the general benefits to a
company and employees of a good
training programme?

4.How much should organizations be
committed to training?

3aganue #

In pairs simulate a call to a company
providing management training
services to ask for information about a
Training Program for your
subordinates.

3aganue #

Use wordformation to complete the
gaps in the sentences:

A recent survey asked .... (EMPLOY)
to say what personal skills they look
for in new ... (EMPLOY). Most of the
usual qualities are mentioned, for
example ambition, enthusiasm and ...
(MOTIVATE). Near the bottom of the
list were ... (DEPENDENT) and ...
(FLEXIBLE). In contrast, a different
survey asked workers to say what
skills they think are important in a
colleague.

3ananue #
Choose the correct grammar form.
1. Before they ... the order, find
out what the problem is and fix
it!

A B C
cancel | will canceled
cancel

2. If you want your boss to raise
your salary, you ... harder.

A B C

would | will will have
have to | have to work
work worked

3. Ifyou ... the scope of your
project ahead of time, you
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YMeTh:

- aHaJIM3UPOBATh U
MIPUMECHSTH Ha
MIPAKTUKE 3HAHUS
[ICUXOJIOTHH
001IEeHHS,
aZICKBaTHOTO
JUHTBUCTUYCCKOTO
odopMIIeHUS
COOOIICHUH B
CUTYyaIHUsAX
pelIeHus
CTaHJIaPTHBIX
KOMMYHHKATHBHBIX
3a/1a4;

- BBICTPAuBAaTh
JTUAIOTUYECKYIO U
MOHOJIOTHYECKYIO
HHOSI3bIYHYIO peUb

might have a problem with
inadequate resources later on.

A B C

don't determ | won’t

determ | ine determ

ine ine
3aganue #

Critical thinking.

The supervisory and middle
management levels of your company
have been seriously affected by the
lack of promotion prospects and they
have become a soft target for head-
hunters and competing companies.

Discuss with a partner the following
issues:

What makes training effective?
What are you going to do to ensure
that your company does not lose vital
staff?

C UCIOJIb30BAHUEM 3aganue #
HauboJee Explain to your fellow student what
ynorpebutenbHbX | information is usually included in
JICKCHKO- managerial accounting and how
rpaMMaTHYeCKUX internal users can make a judgment
CPEICTB B THIOBBLIX | about the company’s affairs on the
KOMMYHUKaTUBHBIX | basis of the documents included in it?
CUTYyalluigX.
CnocobHocTh | 2. Peanusyer | 3HaTh: 3ananue #
PUMEHSATh Ha - dynkuum u Bugpl, | Talk to the class about each of the
3HAHUS MHOCTPaHHOM | COLMAJIBHO- following topics for about two
WHOCTPAHHOT | g3pike MCUXOJIOTHYecKy0 | minutes. Give arguments in favor and
0 sI3bIKa Ha KOMMyHuKatn | STPYKTYPY against the opinion.
YPOBHe, BHbBIE OOLICHIS; MOZICITH e Many people think the job of a
FOCTATOUHOM | prarenerms 3¢ (HEeKTHBHOTO manager is dull and routine.
AL YCTHO I JUYHOTO U o I\_/Ian_agement hag changed
gg;l;ﬂI/ILIHOCT THCHMeHHO, ?ﬁgggzzgnomﬂwo (sjgcry;:ecantly during the last
oOuieHus, HCTOTL3YA ro) o0IIeHUs B
y4eOHOM 1 COBPEMERHPIC | 11y ep Menmoit n Get prepared to demonstrate polite and
npodeccrona | MHOOPMAIO | yeryoii hopue; interested listening using the following
JIbHOM HHO- expressions:
nesrenpHocT | KOMMYHHKAIM Well, I hadn’t thought of that ...
u (YK-3) OHHBIC Exactly
TCXHOJIOTHH. That’s a good point

That’s interesting
I’'m not sure that’s relevant
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- c10coOBI
MTOCTPOCHHUS
BOIIPOCOB H
OTBETOB;

- IpueMbl paboThI C
TEKCTOM (UUTaTh,
aHaAJIN3UPOBATh,
CJIyLIaTh TEKCT C
pa3Hoi TITyOHHOMI
TTIOHUMAHUS ).

Ymers:

- aHAJIN3UPOBATh
COLIMAJIBHO-
NICUXOJIOTUYECKUE
(heHOMEHBI JINYHOTO
u
npodeccnoHaabHOT
0 OOIIeHMs,
MPUMEHSTH 3HAHUS
OCYILIECTBIICHUS
KOMMYHUKAIUH TTPH
MIPOBEICHUU
JIEJIOBBIX
NIEPEroBOpOB Ha
WHOCTPaHHOM
A3BIKE;

- ICMOHCTPUPOBATH
aJIeKBaTHOE
pedeBoe
MOBEJICHUE,
YYUTHIBAS

3¢ deKTUBHBIE
CTpaTeruu u
TaKTHKH BEICHHS
JEJTOBBIX
NIEPEroOBOPOB Ha
UHOCTPAaHHOM
SI3BIKE C

From my point of view

3aganue #

Write an essay (120 words) comparing
responsibilities of middle management
and senior management. Discuss the
span of control which is used for
handling day-to-day operations. Use
the Internet resources to find the
examples to support your opinion.

3aganue #

Listen to the track. A customer calls
the sales department to ask about the
terms and conditions of delivery. Use
the phrases for permission, necessity
and prohibition. Consult some delivery
companies’ websites to find the
necessary information.

3aganue #

Analyse and discuss these questions:

e In your view, what are the three main
most frequent causes of difficulties in
supply chains?

e Do you think it is better to manage the
sourcing of components and materials
internally (in house) or through external
suppliers? Is it the same for all types of
products and materials?

e Many customers use “just-in —time
management”, a system which has
material and parts arriving just before
they are needed. — why has it become so
popular?

3ananue #

The development of a marketing plan
usually begins with an audit. Can you
explain what an audit is? Work in pairs,
discuss your ideas.

Imagine you were going to negotiate
the terms on a PESTEL analyses of
Frezna Motors.

What questions would you ask in each
of the sections of the PESTEL
analyses? What internal and external
sources of information would you use
for research?
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npeaBapuTesbHON | 3amanue #
MOJITOTOBKOM | Imagine your organisation or an
CIIOHTAaHHO; organisation you know well is carrying
out the audit section of its marketing
~ KpUTHYECKH plan. Write a polite and direct email to
OHCHUBATH the marketing team, giving them
uHpopmaryiio, instructions for carrying out the
Jeath PESTEL analyses.
3aKJIIOYCHHA, BECCTHU
Oecemy Ha TEMBI,
OJIM3KHE K
N3Y4YCHHBIM TEMaM.
Croco6HocTs | 3. 3HATH: 3amanue #
[IPUMEHSATH Hcnons3yeT | - OCHOBBI Act a telephone talk between you and
3HaHUSA IIPUEMBI B3aUMOJCHCTBUSA an HR Manager.
UHOCTPAHHOT | MyOJIMYHON MEKIY YWiICHAMHU You have been looking for a job for
0 s3bIKa Ha peuu u KOJJICKTHBA B over a year. Last week you had a job
YPOBHE, JEIIOBOTO U KOMaH/IE; interview, and yesterday the company
JOCTATOYHOM | TIpodeccHoHa called you to offer you the position.
VISt JIBHOTO You went to the office, agreed to a
MEKJIHYHOCT | JUCKypca Ha salary, and signed a contract. Today
HOTO HHOCTPaHHOM another company called you and
o0rIeHus, S3BIKE. offered you a position with them. The
y4eOHOM 1 position interests you more than the
npodeccroHa one you agreed to take. It offers more
JTHHOU money and prestige. What will you
JEeSITeTbHOCT do? Why?
u (YK-3)
Phrases to use
Student A (an applicant):
Can | speak to
To begin with
It appears that
On the one hand
On the other hand
Student B (HR manager):
What can I do for you?
Well, | suppose you can always
Look here! There is nothing to worry
- IPUEMBI about!
yOeKICHUS, | was glad to help you!
apryMeHTaluu,
BBIPaKEHUS TOUKHU 3aganue #
3peHus Ha Comment on the presentation given by
MHOCTPAHHOM your groupmates. Activate useful
SI3BIKE; phrases that are demanded in the

- OCHOBBI PUTOPUKH
MyOJIMYHOM peun.

situations of commenting.

3aganue #
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Ymers:

- BBIPa3HUTh
MO3UIIHIO
KOJUIEKTUBA U
COOCTBEHHYIO
MO3HIIUIO HA
WHOCTPaHHOM
S3BIKE,

CUCTCMATHU3UPOBATH

U 00001IUTh

MO3UITAIO0 KOMAH/IbI;

- aHaJIM3UPOBATh U

Give a presentation on the following
topic using the format recommended
in your textbook.

3ananue #

Roleplay the dialogue in your office
with an angry customer who had his
on-line access to your services
blocked. Appologize for the
inconvenience but do not accept
responsibility.

3ananue #

Write a formal e-mail to your colleague
confirming the issues you’ve agreed
during the negotiations.

3aganue #

CHHTE3HPOBATh Cathryn Rees, a marketing executive,
MaTepua, has been working on the PESTEL
BBICTYIIATh analyses of Frezna Motorrs. Complete
MyOJIUYHO C the sections of her analysis:
Mpe3eHTAMSMH U Political:

IOKJIaJaMu; Economic:

Sociological:

Technological:

Environmental:

Legal:

Give a presentation on these sections.

- BEIOpaTh 3ananue #

HanboJee Choose a brand and make notes for
ONITUMAIILHOE each of these points:

pelieHue u3 - Identify who the target audience is
MPEATI0KEHHBIX and what their wishes and desires
BapuaHTOB U are.

aprymentupoBatb |- Select two unique benefits that
MPaBUIILHOCTD make the brand distinctive and
BBIOOpA. attractive to consumers.

- Explain who the main competitors
are and what advantages your
chosen brand has over their brands.

Croco6HocTs | 4. 3HATh: 3amanue #
IPUMEHAT | JIeMOHCTpUpY | - JICKCHKO- Asking for information about terms of
3HAHU €T BJIaJeHUS rpaMMaTU4YCCKUEC U payment.
HUHOCTPAHHOT | oCHOBAMMU CTUJIUCTHYECCKUE An inexperienced exporter calls trade
O A3bIKa HA akajemMuueck | PECYPCh financial department to get more
YpOBHE, oii HHOCTPAaHHOTO information about terms of payment
AOCTATOMHOM | yonvvrmicarmun | A3PIKAS used in your company. Listen to thp
st conversation and answer the questions
MESKITHYHOCT " 1 PCUCBOT'O

I9THUKETa
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HOTO
oOIIeHMS,
yueOHOU 1
npodeccuona
JIBHOM
JESITeTbHOCT
u (YK-3)

M3Yy4aeMOro
HMHOCTPAaHHOT
0 sA3bIKA.

- aKaJICMUYECKYIO
JIEKCUKY ¥ OCHOBBI
HaIlMCaHUS CTaTeH,
pedepatos,
0030poB
JTUTEPaTYpHI;

- [IpaBHJia p€YCBOIro
OTHKCTA.

Ymern:

- aHAJIM3UPOBATH U
CO3/1aBaTh YCTHHIC U
MUChbMEHHBIC
TEKCTHI Ha
WHOCTPaHHOM
SI3BIKE C OMOPOM Ha
cdepsl o0IIeHHUS,
penraeMyro
KOMMYHHUKATHBHYIO
3aaqy;

- IPEIOCTABIISTh
KOHCTPYKTHUBHYIO U
00BEKTUBHYIO
00paTHYIO CBA3b C
YYETOM PETHCTPOB
O0ILeHHUS.

below. Continue the conversation
asking more questions.

3aganue #

What is the difference between cash
payment, payment on invoice,
documents against payment (D/P),
payment by irrevocable letter of
credit?

Prepare the literature review on the
issue.

3aganue #
Practice social language in the
following situations:
e Greeting a visitor at the reception
desk
e Making a small talk after the

meeting

e Saying goodbye at the end of the
meeting

3ananue #

Complete the texts. Replace the

Russian words and phrases by the
English equivalents. Retell the text
following the certain rules of academic
style.
Forms of Promotion: Public Relations
Omo oxeamvieaem a Wide range of
Ooesmenvrocmu, ranging from mnpecc
penuszos (about a new product) which
Mooicem 6bwvimb uzodan Without cost,
nocpedcmeom cnoncopcemea Of artistic,
sporting or 006pazoeamenvHoll
oessmenvrhocmu. ILlenvio sensemcs 10
keep the company’s name in the public
eye, by attaching the name to activities
which KaXNCymcsi CoYUanNLHO
socmpebosannwvimu, Or are of particular
interest t0  ceoeco  pwinounozco
ceamenma.

3ananue #

Give a summary of your job interview
with a potential employer. If you have
not started working imagine a career
you would like to have and give a
summary of that interview.
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Cnoco6HocTh | 5. ['pamoTHO 3HATH: 3amanue #
[IPUMEHSTh u - OCHOBHBIE All the skills below can make a resume
3HAHHS apdekTuBHO | mpaBmia cuHTe3a M | MOst successful. Put these powerful
HHOCTPAHHOT | IOJIB3YETCs aHaIn3a verbs into the chart to describe
0 sI3bIKA Ha WHOS3BIYHBIM | HH(OpMaIH, management skills, communication
YPOBHE, u paBuja skills, helping skills, and financial
JIOCTATOYHOM | UICTOYHUKAMH | MCIIOJIB30BAHUS skills.
TUTS uHbOpPMALIMK. | pa3IHYHBIX analyzed, aided, administered,
MEKITUYHOCT TEXHUYECKUX assigned, acted, summarized, eased,
HOTO CPECTB C LETbI0 allocated, prescribed, attained,
o01IeHNS, W3BJICYCHUS chaired, consented, appraised,
yueOHO# u nH(OpMaLINK; audited, accommodated, balanced,
npodeccruoHa coached, reported, explained,
JBHOH budgeted, advised, contracted,
eI TETBHOCT provided
u (YK-3)
Mana | Commu | Helpi | Finan
gemen | nication | ng cial
t skills | skills skills | skills
analyz | consente |eased | alloca
ed d ted
3aganune #
- THIIRI HICTOYHUKOB | \What do the following abbreviations
uHopManuK 1 stand for?
CTHUJIIUCTUYCCKUEC SEC EBITDA
0COOEHHOCTH Ltd GAAP
TCKCTOB. A: L+C | FRS
P/L COGS
3ananue #
YMCTB. Search for the following keywords in
- U3BJICKATh the Internet to find further information
HH(OPMALIHIO 13 about one of these items and report on
pasIM4HBIX your findings: net worth, current
WHOA3BITHBIX assets, accrued liabilities, deferred
MCTOYHHKOB income, deferred income taxes,
(ayTEHTHYHBIX U admitted assets, treasury stock,
aNanTHPOBAHHEIX). | commitments, contingent liabilities.
Cnoco6HocTh | 6. 3HaTh. 3ananue #
IPUMEHSTh [Ipoxyuupyer | - TeOpeTHUECKHE Translate the following sentences
3HAHUS Ha OCHOBBI using infinitive, gerund or participles:
HHOCTpAHHOT | UHOCTPAaHHOM opraHu3anuvu 1 1.4 3HAaK, 4YTO OH ONBITHBIN MCHCIIKCP
O A3bIKA Ha S3BIKE OCYIICCTBIICHUA " CIICHUATIU3UPYETCA B
YPOBHE, IINCBbMCHHBIC KOMMYHHKAIIUU; YIIpaBJICHUYCCKOM YYCTC.
JIOCTaTOYHOM | pEYEBBIE 2.HukTO He 0XKMaj, YTO KOMIIAHUS
pInb MPOU3BCACHU OKaXCETCs HE B(I)CPeKTHBHOﬁ.
MEXINYHOCT AB
HOT'O COOTBECTCTBUHN
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001IeHUS,
yaeOHOH 1
npodeccuoHa
JIbHOM
NESTEIILHOCT

u (YK-3)

c
KOMMYHHUKaTH
BHOI1 3a/1a4eil.

- CTPYKTYpY U
0COOEHHOCTH
HaIMCaHus 3CCe,
JIEJIOBBIX ITHCEM,
OTYETOB,
MPEe3EHTAIIMOHHBIX
MaTepuasoB Ha
OCHOBE
MIPOBEICHHOTO
ITOMCKa/UCCIIEI0BAH
Ul

Ymerb:

- KpUTHYECKH
OLIEHUBATh
nH(pOpMAIHIO,
JenaTh
3aKITIOYCHUS;

3.Koro B Bareit KOMIIaHUW CUUTAIOT
JYYIITUM B OPTaHU3aIUU CUCTEMbI
KOHTpOJIsA?

3aganue #
Writing a report. One of your biggest
customers recently started purchasing
from a competitor instead of from your
organization and your Managing
Director has asked you to investigate
the reasons for this.
Write a report for the Managing
director (200-250 words)
— explaining how you investigated
the reasons
— giving details of what you
discovered
— suggesting a way of dealing with
the situation.

3ananue #
Write a magazine article about one of
the famous interpreters or a specialist
in management. Use the guide to help
in organizing your article. Write 150-
200 words.

Paragraph 1.

Who is this businessman and what is
he/she best known for?

Paragraph 2.

Biographical information: when and
where born/ family life/ important
points in life.

Paragraph 3.

What was his/ her message?

What were his/her influential thoughts/
findings etc.?

Paragraph 4.

Why do you think this person is
important?

List of possible characters — famous
scientists: Adam Smith, John
Maynard Keynes, Steve Jobs....
Reporting the results of a survey
Read the results of this survey on
businesses’ role in protecting the
environment and write a short
summary of the results.

Phrases to be used
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Results of the survey indicate that

The survey also revealed that ...
Only a small minority of the
respondents ....considered this factor

- IPOU3BOIUTH to be
nucbMeHHbIe/ycTHBI | Respondents attached some
€ peyeBbIe importance ...
BBICKa3bIBaHus Ha | Finally .... were in favour of the ...
WHOCTPAaHHOM while ... opposed
A3BIKE.
3aganue #
Discuss the peculiarities of verbal and
written contracts in business. Do you
think verbal and written contracts
should differ in how binding they are?
Why or why not? Do you think verbal
and written contracts should differ in
how flexible they are? Why or why
not?
Express your opinion in a written form.
Bnanenue 1.lemoHcTpu | 3HATH: 3aganue #
OCHOBHBIMHM | PyeT 3HaHHS | - Choose the correct professional
HAYYHBIMH TepmuHONIOTH | mpodeccuonansHy | terminology (a, b, ¢ or d) to complete
MIOHATHSIMHA U | H, O TEPMHUHOJIOTHIO the sentences.
KaTCropusamMu HaHpaBJ’IeHHﬁ, Ha HHOCTPAHHOM
OKOHOMHUKH H | IIIKOJI, SI3BIKE, Companies such as Apple, Amazon
yIpaBJICHYEC | COBPEMEHHBIX and Google were all * of building
KOW HayKH U | TCHJACHIIUI businesses using technology and
CIOCOOHOCTh | MEHEKMEHTA creating their own digital marketing
K UX ¥ TIO3ULUH 2 . Nowadays, the first stop for
NPUMEHEHHIO | POCCHICKON consumers tends to be the internet, so
npu yIpaBICHYECK if your company does not have the
peleHUH 0¥ MBICIH right® to target potential
npodeccroHa consumers, it is likely to fail.
JBHBIX 3aJa4 1
(TIKTI-1) a motivators

b innovators
c disruptors
d analysts

2

a platforms
b conversions
c clouds

d dumps

3

a devices

b mining

c analysis

d tools
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- aKTyaJIbHbBIE
HarpaBJICHUS
HAyYHBIX
HUCCIIEIOBAHUN B
chepe
MEHEKMEHTA.

Ymers:

- IPUMCHAITH
npogeccuoHabHY
O TEPMHUHOJIOTHIO B
Xoje
npodeccuoHaIbHON
KOMMYHUKAIMH Ha
MHOCTPAaHHOM
SI3BIKE,

- OXapaKTEPU30BaTh
OTICIIBHBIC
HarpaBJIEHUs
Hay4YHBIX
HCCIEIOBAaHUH B
chepe
MEHEIKMEHTA.

3aganue #
Feedback statistics on use of artificial
intelligence (Al) in business processes

Ques |Co |Co |[Com | Co | Co

tions [ mp | mp | pany | mp | mp
any [any | C any | any
A |B |(ma |D |F
(se | (on | nufa | (ret | (ste
rvi |lin |c- aile | el
ce |e turer |r) | wo
co |tra |) rks
mp | der )
any |)
)

Did |95 |10 [45% |94 |35

you |% |0% % | %

use

Al?

Was | 8% |[5% |10% |30 |76

ita % | %

bad

exper

ience

?

Work in groups. Analyse the feedback
statistics received while doing the
survey in different companies and
discuss what are possibilities of
implementing Al in various business
units. Which industries are the most
vulnerable to damages of Al
misusage? Which of them are likely to
succeed in using Al?

3ananue #

Plan and write a 200-word report for
your client, the owner of supermarket
chains, analysing the “Feedback
statistics on use of artificial
intelligence (Al)” and give
recommendations for future
implementation of Al in their local
chains. Use the traditional structure for
your report: Introduction, Findings,
Recommendations.

3ananmue #

Web-quest. Get acquainted with the
definitions below and surf the Internet
to find extra information about the
scientists (“founding fathers”) of these
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management scientific fields or
schools. Share your findings with the
group.

e emotional intelligence: the
ability to keep one’s emotions
under control and show
understanding for others

e competency: having reached a
level of possessing enough
skill or knowledge to do
something to a satisfactory
standard

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

Bnanenue
OCHOBHBEIMU
HayYHBIMH
MOHATUIMH U
KaTeroOpusIMHU
SKOHOMHKH U
yIpaBieHYeC
KOW HAayKH U
CIIOCOOHOCTD
K UX
MIPUMEHEHUIO
pu
pereHnn
npodeccuona
JIBHBIX 3a7a4
(TIKTI-1)

2. Peanusyer
CIIOCOOHOCTh
aJlanTHpPOBAaTh
1 006001maTh
pe3ybTaThl
COBPEMEHHBIX
Hay4HbIX
UCCIIE/IOBAaHH
U i
OCYIIECTBIICH
usl HAy4HO-
uccIe10BaTeN
BCKOM paboThI
B
OakanaBpuaTe

3HaTh:

- aKTyaJIbHbBIC
HarpaBJICHUS
HCCIEIOBAHNH B
obnactu
MEHEKMEHTA,
MPEANOCHUIKY 1
IIOCIIEACTBHUSA UX
peanu3ainm.

Ymers:

- BBISIBJISITh
B3alMOCBS3U
SIBJICHUW B XOJI€
YIIPABJIEHYECKOU
NeSITeNIbHOCTH;

3aganue #

Treasure hunt.

Work cooperatively in groups of two
or three to a computer connected to the
WWW. Use different browsers to
search for a variety of websites and
pages to make a list of sources for
analysing economic situation, different
ratios, indexes, etc. Develop the
indicators to choose the most reliable
sites.

The winner is a group who can find
and copied links to the most number of
sites for 45 minutes.

3ananue #

Read the notes.

Brazil is the tenth largest energy
market in the world and the largest
consumer of energy in South America.
There are a number of companies
providing electricity to Brazil’s homes,
businesses and public facilities. Many
still rely on oil, but the field of
renewable energy sources is growing
and Brazil can be seen today as a
positive example of what can be done
in the sector. Companies are making
use of solar, wind and hydroelectric
power to produce energy, and vehicles
are often run on ethanol made of sugar
cane.

Decide if the following sentences are
true (T) or false (F).
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1.They are in the energy business and
use renewable sources to supply

electricity.
- KpUTHYECKHU 2 They need talented university
OLICHHUBATh graduates who speak several
[IPUYUHHO- languages.
CIIC/ICTBCHHBIC 3 They have expectations about
OTHOIICHHS B appraisals, promotions and pay rises.
OOIIIEHUH C
MOJIYUHEHHBIMU. 3aganue #

Analise the management systems used
in foreign companies through the
access to their websites on the Internet.
Compare them with Russian
management systems and style of
communication. Give advice how to
cope with energy crisis that may take
place all over the world.

=

8.

9.

TunoBbie KOHTPOJIbHbIC 321aAHUA U MAaTePHUAJIbI
Bonpocsl 1J151 IOATOTOBKHU K IK3aMeHY
Hpopniun «PUHAHCOBBHIN MEHEIKMEHT», «MeHe»KMEHT U yIpaBjJeHHue
OmsHecom», «MeHeIKMEHT B CIIOPTe»

What is management? Why is it called a unifying resource?

What kind of managerial information assists the internal users? How many
functions do managers fulfill?

What types of decisions do usually managers make? How can managerial
accounting information be used?

What management levels can be identified?

What is the time horizon? How does the time horizon for planning change from
the top level to the supervisory level?

How does the organizing function at the middle management level differ from
those of supervisory and senior levels?

What types of relationship exist in management? Whose task is it to develop
horizontal relationships?

What level of management has a small span of control in performing their
directing function? Why is it so?

What skills are particularly important at all management levels?

10.What is strategic management? What are the main functions of strategic

management? Why does strategic management mean complete management of
the business?

11.What processes are essential for strategic management? In what way can

organizations attain sustainable competitive advantage?

12.How can the role of organization's Chief Executive Officer (CEO) and

executive team be defined?
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13.What are the ways the strategic management may use to help management
teams gain success?

14.What is SWOT and in what way does it relate to crisis management?

15.How can the efficiency of corporate governance be achieved?

16.What new phenomena do policy makers and regulators face today?

17.What information do the external users need? What kind of accounting
information is designed for them?

18.What is accounting? What information does financial statement contain?

19.What information does a balance sheet contain? How can a balance sheet help
the firm to spot areas of financial weakness and strength?

20.What is the name of the accounting report that may show either a net profit or a
net loss for an accounting period? How are expenses grouped?

21.What does a cash flow statement show? What are the three categories of
activities the cash flow statement breaks down? What are the reasons for cash
flow problems of a company?

22.1s cash flow statement and cash flow forecast the same thing? Why is it
important to make a good cash flow forecast in management?

23.What are the major categories of financial ratios? Which of them use the
information only from the balance sheet?

24.What kind of qualities does a good accountant need? Are they the same for a
manager?

25.What does tax accounting deal with? How are different forms of business
taxed? What is meant by saying: corporate profit is subject to double taxation?

26.What is a tax advantage? Give an example.

27.What is the difference between tax avoidance and tax evasion?

28.What is the purpose of management accounting?

29.How many steps are identified in management accounting? What is the role of
budgeting?

30.What is performance measurement and decision making aimed at?

IIpuMepHbIe TeMBbI AJIs1 MUHH-ICCE (B PAMKAX IK3aMEHAIIMOHHBIX padoT):
1. Training and knowledge enable you to pursue a career in the world of
management

1. Management theories provide the ability to analyze the complexity of
organizations and their environments

2. Learning and Development in workforce is critical for the organization

3. To enhance usefulness and eliminate limitations needs an alternative type of
organization

4. Modern organizations face learning and development challenges in today’s

changing environment

Strategic management affects the entire organization

People are encouraged to see the “whole picture” together

Strategic management is an ongoing process

Organizations should increasingly adopt the use of compliance controls.
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9. Management accounting, cost accounting and controlling are one and the
same thing.

10.Management accounting is able to help a company gain competitive
advantage.

11.There is no difference between Financial and Managerial Accounting.

12.Internal fraud threatens the life of business.

13.To be meaningful, financial ratios must be viewed in comparison with the
ratios of other entities with similar characteristics

14.Financial ratios are one of the best and simplest ways to set an objective
performance standard

15.Classifying costs correctly and separating fixed from variable ones are
necessary for valid analysis

16.0verhead analysis gives you an opportunity to affect your financial statements

17.Nowadays employers demand a combination of knowledge, skills and
behaviour, the ability to perform a specific role

18.To impress a future employer, it’s necessary to boost transferable skills,
leadership qualities being on top of these

19.Academic qualifications are only a part of what is needed to gain a
competitive edge on the labour market

TunoBnie KOHTPOJIbHBIC 3a/IaHUA U MaTECpPpHaAJbI
HpuMeprle BOIIPOCHI IJIA MOATOTOBKH K 9K3aMEHY
IHpodunu «MapkeTHHI», «YIpaBjJdeHUue IPOAYKTOM,
1. Corporate identity and logos. Company’s brand values. Strategic decisions.
2. Creating ads and working with an ad agency. Awareness of a product. Strategies
to introduce a new product.
3. Methods of market research. Data collection methods. Market research for a new
product.
4. Leadership style. Qualified staff. An innovative failure.
5. Marketing and advertising activities in a company / department. Staff
responsibilities.
6. Planning a marketing strategy. Analyzing the typical customers and their needs.
7. Research of the market for new online services. Directing and controlling.
8. Marketing through trade fairs. Attending a trade fair and participating.
Giveaways.
9. Job advertisements. Job description.
10. Marketing tools: creating websites.
11. Management functions: organizing the event (trade fairs). Methods to attract
visitors.
12. Customer profiles. The customers and their needs. Typical customer.
13. Marketing strategy for expanding business. Launch of a new product.
14. SWOT analysis. Business environment and competition.
15. Avoiding risks. Responsibilities for implementing budgets.
16. Innovations. Dealing with a new product. Expanding the range of products.
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17. Strategic planning. Opening new locations and branches.

18. The national company’s brand values. Work related activities. Team work.

19. Advertising the company’s vacancies. Job advertisements. Description of
responsibilities. Making job descriptions.

20. Planning and organizing: A market research. Online market research.

TunoBbie KOHTPOJIbHBIC 3a/IaHUA U MATCPHAJIbI
le/lMeprle BOIIPOCHI IJIA MOATOTOBKH K 9K3aMEHY
Hpodpuias «Jlorucruka»
Crisis management.
Corporate governance.
Risk management. Risk Assessment. Risk mitigation process. Risk avoidance.
Compliance risk management. Compliance risks.
Operational risk management. Operational risks.
Logistics. What is logistics? Distribution. Difference between logistics and
distribution.
Logistics elements. Transportation and delivery. Storage, packaging.
8. Transportation. Primary and secondary transportation. Cargo handling.
9. Supply chain management (SCM). SCM processes: customer service
management, demand management, order fulfillment, returns management.
10.SCM elements. Push and pull strategies.
11.Transport logistics. Major components. Types of transport.
12.Warehouse management system. Storage activities. Information technologies
applied in storage.
13.Warehouse management system.
14.Inventory management. Basic steps of inventory management. Inventory
management system.
15.Material management.
16.Modern logistics systems.
17.Logistics and Supply Chain Management: differences and similarities.
18.SWOT analysis
19.Strategic planning. Implementation of strategic plans.
20.Strategic management. Organisation’s mission, vision and objectives. Strategy
formulation.

ok wbdrE

~

IIpumep 3aganus s 3ayera
IIpodunu «PUHAHCOBBIN MEHEKMEHT», « MeHeXKMEeHT U yIpaBJIeHHe
OusHecom», «MeHeqKMEHT B CIIOPTe»

BrinonnuTe 3a1aHne, OTBETUB HA BOIIPOCHL, 3aTPOHYTHIE B HEM. [laiiTe
pa3BEpHYTHIM BapUAHT OTBETA HA OCHOBE aHAM3a TEKYIEH CUTyalnu B cepe
YIPABJICHHS M BBICKQKETE COOCTBEHHOE MHEHHE TI0 KOKIOMY U3 TPEIJI0KEHHBIX
BOITPOCOB.
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1. What is a span of control that every manager deal with? Why is it important
from your point of view?

2. What are the approaches to delegating employees? Is it possible to avoid
delegating? Why/Why not?

3. How do managers ensure that tasks are carried out and put to completion? What
methods are used and what is the best to your mind?

IIpuMmep 3agaHus 1J14 3a4era
Ipodunu «MapkeTHHI», «YIpaBjIeHUue NPOAYKTOM», «JIorucTruka»

BeInonHuTe 3a1aHUE, OTBETUB HAa BOIIPOCHIL, 3aTPOHYTHIE B HEM. J[aiiTe pa3BEpHYTHIN
BapHaHT OTBETa HAa OCHOBE aHalM3a TEKYyIleW cCUTyaluu B cepe yIpaBieHUS U
BBICKakKeTe€ COOCTBEHHOE MHEHHUE MO KAXKJIOMY U3 IPEIOKEHHBIX BOIIPOCOB.

1. Say what the time horizon is? How does the time horizon for planning change
from the top level to the supervisory level?

Name motivation theories you know and dwell briefly on each.

Define how the efficiency of corporate governance can be achieved.

4. Say if there is any difference in implications of Herzberg’s work and Maslow’s?

W N

IIpuMep IK3aMEHAILIMOHHOI0 OWJIeTa
deaepanbHOE rOCyIapCTBEHHOE 00pa3oBaTe/ibHOE 0I0/IZKeTHOE YUpPeKIeHHe
BbICIIEro 00pa3oBaHus
«®PuHaHcoBblil yHuBepcuTeT npu Ilpasurenscree Poceniickoin deaepannm»
(PuHAHCOBBIN YHUBEPCUTET)
JdenmapraMeHT A3bIKOBOM MOATOTOBKH

JucuuruinHa «/IHOCTpaHHBIH SI3bIK B PO ECCHOHATIBHOM cepe»

@axkynsrer BITY

®opma 00ydyeHus: ouHast

Cemectp 6

Hamnpasnenus 38.03.02 MenemxmMeHT

[Tpodunn «DuHAHCOBBIN MEHEHKMEHT», «Y IpaBlieHHe Ou3HECOM», «MEeHEHKMEHT B
croprTe»

3K3AMEHAIIMOHHBINA BUJIET Ne
1. BeimomHuTE 3K3aMEHAIMOHHYIO MUChbMEHHYI0 padoTy (30 6amioB)
2. IlpounTaiiTe M mNEpPEBEIUTE TEKCT «........... ». Cnenaiite kpatkoe pedepupoBaHue
MPOYUTAHHOTO MaTepuasa. OTBEThTE Ha BOMPOCHI MPETOIABATENS 110 COAEPKAaHUIO TeKCTa U
3aTPOHYTHIM B HeM mpobiemam. (15 6ansos)

3. BemmonHuTe yCTHOE 3aJ]aHKe, PelinB MUHU-KENC 110 TEME «........ » (15 GamioB)
IloaroroBuna:

JoueHt OUO
YTBepxkaaro:

3amMecTUTeNb PYKOBOIUTEIS

JlenapramMeHTa sI3bIKOBOM IIOATOTOBKHU 0)5(0)

«  »amnpensa 20__r.
Yr1BepxaeHo Ha 3acenanuu CoBera JlenapramMeHTa siI3bIKOBOM MOATOTOBKHU
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‘ ITporokomn Ne OT«__ » 20_r.

IIpuMep 3K3aMeHANMOHHBIX 3aJaHUI
Mpodpuin «PUHAHCOBBIA MEHEIKMEHT», « MeHeI)KMEHT U yIpaBJIeHUe
On3HecoM», «MeHeKMEeHT B CIIOpTe»
Bonpoc 1. I[Ipouumatime u nepesedoume mexcm «Motivation theoriesy. Coeraiime
Kpamkoe peghepuposanue mamepuara mexkcma. Omeemvme HA BONPOCHL
npenooasamelisi N0 COOEPHCAHUI0 MeKCMa U 3ampoHYMbIM 8 HeM NPoOIeMam.

Motivation is at the heart of your success. Because management is all about
getting things done through others, the ability to get others to perform is critical. A
crucial driver of organizational performance, motivation refers to the processes that
determine how much effort will be expended to perform the job in order to meet
organizational goals. A lack of motivation costs the company money — in terms of
lost productivity and missed opportunities.

With downsizing and restructuring becoming commonplace in organizations,
employee morale has become negatively impacted. This has made the motivation of
the workforce even more important.

The old command-and-control methods of motivating are not suitable for today’s
environment of empowerment and teams. Providing one-size-fits-all rewards does
not work with diverse workforce.

No single theory captures the complexity of motivation in its entirety. It’s
necessary for management to understand multiple theories, and then integrate them
to get a more comprehensive understanding of how to better motivate employees.

David McClelland’s Learned Needs Theory is referred to as the Acquired Needs
Theory. According to the theory developed in the 1970s, needs are developed or
learned over time. McClelland suggested that there are three needs — for
achievement, power, and affiliation — that are important to the workforce. While all
three are present in everyone, one need is dominant.

People who have a dominant need for achievement are proactively seeking ways
to improve the way things are done, like challenges and excel in competitive
environment. An employee who has a dominant need for achievement should be
provided with challenging jobs with lots of feedback on his or her progress.

The need for power is the need to control others. Those with a dominant need
for power like to be in charge and enjoy jobs with status. You should allow such
employees to participate in decisions that impact them and give them some control
over their jobs.

The need for affiliation is the need to have close relationships with others and to
be liked by people. Individuals with the dominant need for affiliation generally do
not desire to be the leader because they want to be one of the group. They should be
assigned to teams because they are motivated when working with others. You might
also let them train new employees or act as mentors because this addresses more of
their need for this interaction that is dominant within them.
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Bonpoc 2. Beinonnume ycmuoe 3adanue, peuius munu-xetic no meme «Evaluating
the potential of a new ideay. (15 6annos)

Background: You are a deputy director in a division of an industrial chemicals
firm. The company is in the business of manufacturing fibers and have had sales of
$1 billion. The objective is to identify three to five new lines of business with total
revenues of $300-500 million utilizing existing capacity in the fiber manufacturing
facilities.

Available Information:

e A company is an established industrial products manufacturer, the fibers are
specifically used in the fashion industry and for the manufacture of cigarette filters.
e The company has come up with a new fiber that has very good absorbency and
wants to manufacture pet care pads for pets.

e The brand is pretty well-known, but not necessarily directly by the end customer.

Choose one of the lines and support your choice with risk analysis. Use knowledge
of both financial and managerial accounting to make final decision. Dwell on
corporate social responsibility that your company is following.

Your decision:
(oral explanation)

IIpumep 3K3aMeHALIMOHHBIX 3aIaHUI
Mpopuiau «MapkeTHHI», «YIpaBJIeHHUE POIYKTOM
Bonpoc 1. IIpouumaiime u nepeseoume mexcm «Finding sponsors for the eventy.
Coenaiime kxpamrxoe peghepuposanue mamepuaia mexcma. Omeemvme Ha 60ONPOCHL
npenooasamelisi N0 COOEPAHCAHUIO MEKCMA U 3aMmpoHYmMbIM 8 HeM NPoOIeMaM.

Finding sponsors for the event

Financing an event can be a challenge. Many groups rely on corporate sponsors
to provide services, money and products for their event. In return, the business or
corporation receives advertising and exposure for their brand. There are some ways
to find quality sponsors for the event.

Firstly, you should identify the individuals, businesses, and organizations that
may benefit most from sponsoring your event. For example, if you are hosting a
fashion show, you will want to contact clothing retailers, shoe retailers, hair and
make-up experts and modeling coaches in the area that have an interest in the fashion
industry. You will need to create and design an event that will be attractive to them
so that they will want to be a part of it. They must see the event as being beneficial
to them and their goals before they will commit to sponsorship.

Secondly, try to choose a venue that will give your sponsors maximum
exposure. You will want to walk though potential sites and visualize where your
sponsors will be able to place banners, signs and other promotions. They will want
to put their brand and logo in places where they will be visible and receive the most
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exposure. If there is not a lot of wall space, be creative. You could even project the
sponsor's name and logo on the outside of the building. The more creative the
advertisement, the more noticeable it will be.

Then you should offer different type of sponsorship levels and opportunities.
Those sponsors who are at a higher level receive more exposure than those who
donated less. Low-level sponsors may receive their logo on the program or website
while high level sponsors may have a large banner displayed at the entrance.

If you have a website for your event, include a page that features your
sponsors. For high-level sponsors you could include info about their company and
a link to their website. You should also include information for those businesses or
individuals who may be interested in becoming a sponsor.

Securing sponsors for any type of event can be a challenge. Be sure to properly thank
all of your sponsors. This is especially important if you think that you may need
them for future sponsorships.

Bonpoc 2. Buvinonnume ycmmuoe 3adanue, pewius munu-xeic no meme «Gazprom
prestigious status ”

You are a participant of a scientific conference dedicated to the oil and gas industry.
You need to represent Gazprom, a major player in Russia. Please emphasise the
company’s prestigious status.

Points to consider:
e Marketing budget, its importance for the company’s image
e What can a company do to survive in difficult economic conditions? (market
research, advertising spending, distribution, pricing)
e what impact does the fuel and energy market have on the country's economy?

Use the tips below

1. The company's contribution to Russia's GDP — 109 242 and 106 967 billion
rubles in 2019-2020.

2. Investments in the fixed capital of Russia — 19 329 and 20 118 billion roubles
in 2019-2020.

3. Gazprom entered the top 5 companies in the world ranking of the consulting

company Boston Consulting Group (BCG) among oil and gas companies that

provided their shareholders with the highest total income over the past three

years. BCG evaluated the total shareholder return. The rating included 76

companies with a capitalisation of at least $6 billion and a free float of at least

20%.

Gazprom owns 60% of Russian and 17% of world gas reserves.

5. Gazprom holds a monopoly position in the transportation of natural gas in the
gaseous state. The company owns the Unified Gas Supply System (UGSS),
which includes all the main gas pipelines of the country. The access of
independent gas producers to Gazprom's gas transmission system is regulated
by government agencies.

B
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IIpumep 3x3aMeHALMOHHBIX 3aJaHUH
Mpoduas «Jlorucruka»
Bonpoc 1. Ilpouumaiime u nepesedume mexcm «Recent trends in 3PLy. Coenaiime
Kpamkoe peghepuposanue mamepuara mekcma. Omeemvme HA BONPOCHL
npenooasamelisi N0 COOEPAHCAHUIO MEKCMA U 3aMpPOHYMbIM 8 HeM NPOOIeMAM.

Recent trends in 3PL

There’s no doubt the third party logistics (3PL) landscape has altered
significantly within the last decade. As mobile technologies and ‘smart’ working
practices continue to develop, further growth, and potential benefits, are inevitable.

A greater consumer demand for 24/7 services and reduced costs means
efficiency and accuracy are going to be a crucial points for successful 3PL
providers. Businesses will remain focused on the goal to drive down their own
operational and labor costs by outsourcing logistics to 3PL service providers. But
success will also depend on their willingness to adopt new technologies.

The following are the most influential changes predicted within the next 7
years. There’s a very good likelihood they will become common among most third
party logistics companies.

1. Extended Collaboration Between Shippers and 3PL Companies

Third party logistics companies will rely heavily on technology to collaborate,
connect, and interact with customers. Electronic data exchange services are going to
be critical, not just for the performance and integrity of the info, but also to
accommodate the speed of change.

Vendor managed inventory, where the supply chain vendor monitors the buyers
inventory and makes periodic resupply decisions, are going to be commonplace and
allow smaller 3PL services to operate via web-based portals and user-friendly access
systems.

2. Mobile Application Expansion

Dependency on paper records in warehouses is becoming a continually diminishing
memory. Everything will be focused around agility through mobility. As we’re
already seeing, mobile devices are becoming more commonplace and will eventually
be used by all third party logistics firms.

3. Dedicated Smart Technology from Third Party Logistics

Third party logistics providers will see the advantages of investing in smarter IT and
software systems which may deliver a quick and solid ROI. By decreasing
inefficiencies, software like Transportation Management Systems (TMS), will drive
down costs and save time. As voice recognition becomes more accurate, voice
prompts and commands are going to be standard within the supply chain process,
like stock inquiries or freight tracking.

Bonpoc 2. Buinoanume ycmuoe 3adanue, peuius munu-ketic no meme “How to chose
the best supplier?”
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Discuss the advantages and risks of

a) Single sourcing,

b) Dual sourcing

c) Multiple sourcing key components and services for a minimum of

three different types of products.
Points to consider.

1. what are the early warning signs that a supplier is in difficulties, e.g. late
deliveries, attempts to change payment terms?
2. What are the risks for a company and its supply chain if a main supplier gets into
financial difficulties?
3. What can companies do to detect as early as possible if a supplier is in trouble?

Edscha, a German manufacturer o sun roofs and other car parts, filed for insolvency
early in 2009. It presented BMW with a crisis. The luxury carmaker was about to
introduce a new modal- and Edscha supplied its roof. Today Edscha is still in
business, because of the support offered by its leading clients, including BMW.
However, BMW is still worried about disruptions to its supply chain and increased
the number of staff in its risk-monitoring department with responsibility for
components makers. They established a rating system for the company’s primary
suppliers. It is based on financial information, with cashflow more important in
many cases than profitability. BMW looks at a variety of issues, including the
ownership structure. It also maintains close contact with Audi and Mercedes, its
main competitors, to swap information on suppliers.

IIpuMep TecTa NPOMEKYTOYHOI0 KOHTPOJIS
Ipodunu «PUHAHCOBBIN MEHEIKMEHT», K MHEI:KMEHT U YIpaBJIeHHe
On3HecoM», «MEeHeKMEHT B CIIOpTe»

FINAL TEST
Variant A
PART 1. LISTENING
Task 1. Listen to the extract and fill in the gaps with a word or a word
combination. You will hear the recording twice.

My aim s ...1... some techniques which will help you to use your time more
efficiently. Time is like money, people and equipment. It's a limited resource.
What are the basic concepts of time management? Today we're going to look at
three...2... . The first step is to analyse how you use your time now. The next step
IS to prioritise Take the tasks which genuinely require your attention and put them
in order of priority - which are the most important, which are ...3... needs. Lastly,
organise your time and your tasks. The right amount of pressure brings speed and
high....4... , but on the other hand, too much pressure means things can go wrong.
When possible, organise your work so as to have large blocks of time for top
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priority tasks like problem analysis and...5.... Discover the time of day when you
are at your best and assign the most difficult tasks to it.

Task 2. You will hear a conversation between two managers, Neil and Satoshi.
Listen to it attentively and decide whether the following statements are TRUE
(T) or FALSE (F). You will hear the recording twice.

1. The managers are having a meal.

2. They are talking about hardware for HR department.

3. Neil supposes the program being discussed is the best one for reselling on

the market.
4. The software may save up to 40% if it is installed.
5. The program on the question has competitive advantage.

PART 2. USE OF ENGLISH

Task 1. Read the text below. Choose the correct word from A, B or C. For
each question 1-5, mark one letter on your answer sheet.

In a business or organization, management refers to the function that coordinates
everybody’s efforts ...1... goals using available resources effectively and
efficiently. Management can refer to either the people who manage, or the function
of managing.

Management includes leading or directing, staffing, organizing, planning and
controlling a company to achieve a goal or reach a target.

The basic function of management in business is to get the employees ..2... together
so that goals and objectives can be achieved.

For example, a manager who is in charge of building a bridge has ...3... the efforts
of his or her team and ensure all members get the resources required to get the job
done. The manager is held responsible if the goal is not met.

Management is said to have four basic functions:

Planning: selecting the tasks that need to be done to meet goals, outlining how these
tasks are carried out, and when they should .. .4... .

Organizing: this involves deciding who does what (in the tasks outlined in the
planning stage). It is the creation of mechanisms to put a plan into action.
Influencing: motivating the team members, guiding their activities so that the goals
are more likely to be achieved. Influencing is a vital component of effective
leadership and improving productivity.

Controlling: involves ...5... performance by gathering and examining data,
comparing how well employees and resources (such as machinery) are performing
with what was planned, and determining what to about it if there are discrepancies.
Nowadays, hard (i.e. professional) skills are very important as well as soft skills that
remain a critical measure of one’s overall abilities, whether in the workplace or at
unitversity. Three of the most important soft skills are time management, work ethic
and self-guidance.
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A B C
1 |toachieve achieving to be achieved
2 | worked for having worked to work
3 | to coordinating being coordinated to coordinate
4 |do be done doing
5 | to measure measuring measurement

Task 2. Reread the above text and decide if the following statements are true
(T) or false (F).
1. Management can refer to the people who manage, but the function of
managing belongs to the category of manual workers.
2. One of the major management functions is to achieve goals that a company
has got.
3. Planning doesn’t include the time horizons for the work to be done.
4. To put a plan into action is the creation of mechanisms in the frames of
influencing function.
5. Both hard and soft skills are demanded in a contemporary business world.

Task 3. Match the notions 1-10 with the definitions. There is one extra
definition.

1 authorize | A | to control and direct the public business of a country or
a group of people, etc.
2 govern B | to start using a plan or system
3 implement | C | very important
4 incentive | D | something that encourages a person to do something
5 supervise | E | to give official permission to do something
6 account F | how well an activity or job is done
7 skill G | a person employed by a company
8 perk H | an ability to do an activity or job well
9 bankrupt I | arecord or statement of financial costs and receipts
relating to a particular period
10 | report J | something that you get legally from your work
in addition to your wages
K | to be in financial difficulties
L | awritten or spoken description of a situation or event,
giving people the information they need

Task 4. Choose one letter (A, B or C) to complete the sentence.
1.We suggest ... of company finance and legislation, but also approachable.
A. to invite an accountant with a good knowledge
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B. inviting an accountant with a good knowledge
C. you to invite an auditor with a thorough knowledge

2. After the company was about ... last year, specialists advised him to give up his
business.

A. to go bankrupt

B going bankrupt

C to be bankrupted

3.He is known ... for the state of affairs in the company.
A. being cautious and concerning

B. being caring and concerning

C. to be prudent and concerned

4. ... the price of the company's stock due to information asymmetry is fairly easy
for CEOs.

A. Raising

B. Reducing

C. Reduced

5. The summary of assets and liabilities needs ....
A. reconsidering

B reconsidered

C being reconsidered

6. Under one of tax provisions the taxpayer is ... a dividend exemption up to $50
for dividends.

A. permitting to get

B allowed getting

C allowed to get

7. The CFO suggested ... to a more complicated system of recording the financial
information.

A. moving

B to move

C being moved

8.If you don’t have good experience it is particularly hard .... for the best mutual
fund.

A to start working

B starting to work

C to be started work

9. They offer ... of internal control.
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A. hiring a specialist with a good knowledge
B. inviting an expert with a deep knowledge
C. to invite a consultant with a good knowledge

10. If I had all the necessary information, I would ... the risk.
A. take

B to take

C taking

Task 5. Make up a correct form from the words in capital letters on the right
to complete the text.

1 | Since the .... of the internet, businesses have CREATE
increasingly relied on the accessibility, speed and ease
2 | of .... that the digital world can provide. Every COMMUNICATE
3 | industry, from .... to computer software, accesses the | FARM
digital world to improve its working practices. If an
4 | organisation fails to ... the impact of technical ANTICIPATION
5 | ... taking place within its industry, it is likely to lose INNOVATE
6 | opportunities to ... . To promote their business, COMPETE
... now need to have exposure on a digital marketing
7 | platform or create their own. ... businesses can joina | ORGANISE
8 | platform which allows ... to access their product and SMALL
9 | leave reviews and feedback which then influence CONSUME
potential new customers of an ...
10 ENTREPRENEUR

PART 3. WRITING
Your company wants to set up some training courses for staff. As a Marketing
manager you have been asked to write a report recommending the type of training
people in your department need most.
Write the report, describing the training you most recommend.
Write about:
e The type of courses.
e \Why these courses are necessary.
e Which staff should attend them.
e Any other points which you think are important.
Write 180-200 words on your answer sheet.

IIpumep TecTa NPOMEKYTOYHOI0 KOHTPOJISA
popuiau «MapkeTHHI», «YIpaBJeHHUE IPOIYKTOM

| THIRD YEAR | FINAL TEST | TERM VI
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| | Variant A

Part I. Listening
Task 1. Listen to the extract and fill in the gaps with the missing word
combinations. You will hear the recording twice.

So the subject of my talk today is how to make your website into an effective
marketing 1) . Let me ask you: is your website something you just let the
people in IT deal with? It shouldn’t be. A home page is the face you show the world.
If you don’t have a clear, easy-to-navigate site, you might lose 2) clients.
A good site map and search function can make it much easier for visitors to the site
to find the information they need. A good rule is that they shouldn’t need to click
more than three times to get to where they want to go. At the same time, a lengthy
Flash 3) Is probably a waste of money. Surveys show that the majority of
visitors simply skip these to get to the main site. The same goes for 4)

windows, which nearly all web users find very irritating. And remember to keep
images small so that visitors don’t have to wait ten minutes for the site to download.
Your website should offer complete information on all the products and services you
offer. As more and more people shop from home, visitors should be able to find out
all they need to know about cost and 5) . A “look inside” option, which
was made popular by Amazon, is worth including: this can be anything from product
photographs from several angles or a detailed 6) of the consulting
services you offer. And finally, you need either a simple shopping interface or
information on how visitors can 7) your goods.

Naturally, creating a website in a foreign language can pose an extra 8)

It’s important to have a native speaker check all 9) . However, if you’re
dealing with many non-native speakers, it’s also essential that the content isn’t too
difficult to understand. If most of your customers aren’t native speakers, a style
which is too complicated will 10) , Not impress.

Task 2. Listen to the extract and decide whether the following statements are
TRUE (T) or FALSE (F). You will hear the recording twice.

1. Tracy thinks that they should concentrate on traditional channels like print media.
2. Banner ads will encourage people to check out Germany.

3. TV ads are very expensive and will eat up the whole budget very quickly.

4. Tracy thinks that postcards will work out as well as they highlight different
themes.

5. The trick is to come up with a good slogan.

Part I1. Use of English

Task 1.

Read the text and say whether the statements below are true (T) or false (F).
Effective global campaigns must start like any other campaign, with sound creative
materials and by understanding consumers. Those who make the case for centralized
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global advertising often seem to be swimming against the tide. Strong central
planning, with head office telling its subsidiaries how they should talk to their
consumers, is an approach that has become unfashionable. Global advertising
campaigns, the thinking goes, are creatively hamstrung by the need to be all things
to all men. The resulting adverts are functional but forgettable, inoffensive but
uninspiring, and a safe option for the risk-averse. And of course local offices are
much happier creating their own ideas than implementing someone else’s.

From the advertiser’s point of view, the global approach is not completely without
its merits. From a financial point of view, it is obviously cheaper to develop one set
of creative material and then roll it out worldwide. A global approach is also faster,
and simpler to implement. And as people travel the world more and more —
physically or virtually — they are exposed to the same brand in different markets,
and they should get the same advertising experience. If you want to build a global
brand, a global campaign seems the most obvious way to do it.

Every ad starts with an insight (that is, a consumer need) and a proposition (that is,
a way that the product meets this need). If the planners, market researchers and
marketing strategists can find an insight and develop a proposition that is relevant to
potential customers around the world, then a single creative concept should be able
to convey this to all their potential customers around the world. In other words,
effective global advertising starts, just like any effective advertising does, with
understanding your consumers.

1. It is clear from the text that to make up an effective advertising campaign you
need first of all understand your consumers.

2. There is not much difference between a global and a local campaigns.

3. Global advertising campaigns tend to be unforgettable and inspiring because they
need to be all things to all men.

4. From a financial point of view a global approach is simpler and cheaper.

5. Every ad is a combination of an insight and proposition.

Task 2. Read the text below. Fill in the gaps with an appropriate word from the
list.

As the first point of contact for new customers, a company website is one of, if not
the most important ...1... to market. To be noticed in an increasingly ...2..
marketplace, e-businesses need to introduce a wide variety of ...3. to their websites
to improve their customers’ shopping experience. The development of a
multichannel marketplace is having a big ...4.. on the retail market. Customers can
balance their ...5. between the online and the offline world. They are becoming more
demanding as they search for greater ...6. and value online. Retailers increasingly
...7.. next generation e-commerce functionality, they are able to market their
products in more exciting ways. Now they don’t suffer from limited ...8.. space as
they can display their full range of products online. They can also use scarcity
tactics: for example, they can put products into limited-edition categories or limited
availability only,
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A B C D
1 | channel way path direction
2 | intense competitive demanding confusing
3 | traits characteristics | features choices
4 | effects effecting stress impact
5 | buying purchasing acquiring shopping
6 | facility ease comfort convenience
7 | adopt take adapt bring
8 | store shelf platform floor

Task 3. Match a term in the left-hand column with its definition in the right
hand column. There are two extra definitions, you do not need. Do not use any
letter more than once.

3.1
1. consumption A | the extent of a company’s influence around the
world
2. incomes B | small sheets of paper advertising something
3. | global reach C | the act of buying and using products
4. | fliers D | money people earn from their work
E | meeting other people involved in the same type
of work to share information and support each
other
F | something that causes an important change
3.2
1. primetime A | how much a brand is worth in terms of income,
reputation, etch
2. prospects B |comments customers make to each other
informally
3. | word of mouth C |the time in the evening when the maximum
number of people watch TV
4, reciprocal D | having benefits for two groups- customers and
the company
E | people who could become customers
F | pay someone money because something is lost or
damaged
3.3
1. | motivation A | keeping customers and not losing them
2. | mindset B | further business from satisfied customers
3. | missed C | understand and deal with
opportunity
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4. | customer D | enthusiasm for doing something
retention

E | achance to do something that wasn’t taken
F | way of thinking

Task 4. Choose the correct form. There is only one correct option.

1. You surely realize the importance of regular check-ups to ensure healthy eyes, but
unfortunately many people in Britain ....

A don’t

B aren’t

C doesn’t

D isn’t

2. Question marks, as you might guess, are products where no one is positive what

A is going on
B goes on

C are going on
D went on

3.1 ... in Japan a few years ago and was shocked to see how many famous
Hollywood stars ... everyday products like cars and bath soap.

A was ... advertised

B was ... were advertising

C were ...had advertised

D was...are advertising

4. Annette was very excited when she first .... Collin. He was extremely professional
and ... with a number of luxury food sellers.

A had met ... had worked

B met ...worked

C met ...had worked

D was meeting ...was working

5. Claudia .... about Chris and how much he likes Vandi Vision because he ... her
an email.

A found out ... had written

B found out ... wrote

C had found out... had written

D had found out ... wrote

6. You ... all them: the press releases that would put any reader to sleep.
A saw
B have seen
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C see
D are seeing

7.Remember, once you .... brand loyalty in your customers, you can’t betray them
and change the story of your brand.

A inspires

B inspired

C have inspired

D inspire

8. When Apple ... its next new idea, millions of people ... attention, ready to fall in
love again.

A introduces ...will be paying

B will introduce... will pay

C will introduce ...will be paying

D introduce... pay

9. Although it .... that the self-service nature of the web would make customer
service and the costs associated with it obsolete, the opposite ..... true.

A was assumed ... has proven

B were assumed ... was proven

C assumed... proved

D is assumed ...proved

10. Product placement in online videos ... around for a while and 1s a good way of
raising brand awareness.

Alis

B was

C has been

D have been

Part I11. Writing. Essay
Comment on the statement your teacher provides:
What is your opinion?
Write approximately 200 words.
Use the following plan:
« make an introduction (state the problem)
« express your personal opinion and give 2-3 reasons for your opinion
« express an opposing opinion and give 1-2 reasons for this opposing opinion
« explain why you don’t agree with the opposing opinion
« make a conclusion restating your position

Essay Topic
Creating a sense of scarcity is a useful tactic to get more customers to buy more.
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IIpuMep TecTa NIPOMEKYTOYHOTO KOHTPOJIS
Mpoduias «Jlorucruka»

THIRD YEAR FINAL TEST | TERM VI
Variant A

Part I. Listening
Task 1. Listen to the extract and fill in the gaps with the missing word
combinations. You will hear the recording twice.
Today I’'m going to tell you something about CRP. I’ll also explain how it can be
used to lower 1) and to shorten product lead times. Let me start by
explaining what CRP means. It is a system which is activated by consumer demand
and which coordinates information and goods in the logic 2) .CRPis a
sales-based ordering system which works like this: first of all, you decide what
products you want to order at what 3) level. The system will use this
information at the point of sale in the stores. Then the order is processed at the
4) . And finally the goods are delivered to the store. To illustrate how this
works in practice, I’ll give you an example. The leading Russian clothes retailer
Young Fashion 5) such system three years ago. With the new system, all
orders are 6) by computers, which process data received from cash
registers. The computer program, is called Retail Ordering Assistant. The orders are
sent to the warehouse by electronic data interchange, where they are 7) .And
finally the goods are timely delivered to the different 8) . Since the 9)
of the CRP system, Young Fashion have managed to cut costs by 15 %
and have reduced lead time to only 18 hours. Moreover, 10) in order
processing have been reduced considerably by using scanning technology and EDI.

Task 2. Listen to the extract and decide whether the following statements are
TRUE (T) or FALSE (F). You will hear the recording twice.
Shipping
1.There are only two shipping options available.
2. Waterways is not the most flexible way of shipping because there are barges to
Shanghai twice a week only.
3. Shipping by rail is the fastest because you can use an express train.
4. The cost of the rail shipping varies depending on what train you chose.
5. The speakers decided to choose shipping by rail because it is the fastest.

Part I1. Use of English

Task 1.

While transport equipment is now highly sophisticated, the delivery of fresh fruit
and vegetables also relies on extremely complex logistics systems which are
designed to cut every last hour out of the “cool chain”. Nowadays refer technology
can control everything from temperature and humidity to ventilation and gas levels.

94




Microprocessors in reefers detect temperature or other problems and fix them during
the voyage, sending alerts to the vessel’s bridge or to a website through which
shippers can make adjustments remotely. These new technologies are increasingly
important, as the demand for organic food grows. To satisfy demand, retailers are
looking beyond national borders — and organic food is more time sensitive than
conventional produce. Speed is crucial for perishable produce. In the past five years,
UK retailers have dramatically reduced the time it takes to get fresh produce on the
supermarket shelf. Today, an order placed by a retail chain might be sent that
evening to the suppliers, who start the picking and packing the following morning
and send the produce to the distribution center that evening, allowing the goods to
appear on the shelves the following morning. That is a very condensed supply chain.
The use of aviation has also speeded up the perishables supply chain and brought
new items to the supermarkets, particularly high-value produce such as soft fruit
from the US, South Africa. Many of these and other airfreighted fruit and vegetables
are processed at the British Airways World Cargo Perishables Handling Center at
Heathrow Airport. It is a chilled facility of almost 70 000 square feet that processes
more than 90 000 tones of perishable cargo each year. At the center, bulk shipments
are broken into individual orders and sorted by product type or according to the
regional distribution center for which they are destined. Machines at the center print
branded labels for each retailer, including the weight, sell-by date and price,
allowing supermarkets to change their prices at the last minute.

1. It is clear from the text that transport equipment is very simple nowadays.

2. Refer technology helps customers get fresh fruit and vegetables every day on the
shelves of supermarket.

3.A condensed supply chain means that the goods are transported through its links
very quickly.

4. The use of aviation simplified the delivery of goods with a short shelf life.

5. Only bulk shipments are processed at Heathrow Airport.

Task 2. Read the text below. Fill in the gaps with an appropriate word from the
list.

Zara’s manufacturing systems are similar in may ways to those developed so
successfully by its 1... Benetton, but improved using ideas developed together with
car manufacturer Toyota. Only those business activities that .2.. cost efficiency
through economies of scale are carried out ...3 . All other manufacturing activities,
including labour ...4.. finishing, are done by small sub-contractors, each specializing
in one particular part of the production process or garment type. These sub-
contractors work exclusively for Zara’s ..5.., Inditex SA. In return, they receive any
technological, financial and logistical support necessary to meet Zara’s strict ..6...s
for time and quality. Zara keeps ...7 costs to a minimum because they only pay for
the complete garments. Finished goods are sent to the company’s two .. 8.. centers
in La Coruna and Zaragoza, where they are labelled, price-tagged and packed.
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A B C D
1 | supplier competitor distributor enemy
2 | improve better promote energize
3 | inside the house | out-house in-house inside
4 | required full extensive intensive
5 | parent daughter brother father
6 |aims targets demands claims
7 | inventory stock warehouse share
8 | supply warehouse distribution contractors

Task 3. Match a term in the left-hand column with its definition in the right
hand column. There are two extra definitions, you do not need. Do not use any
letter more than once.

3.1
1. |sell-outs A not easy to find or obtain
2. must- have B when products have sold so well that there are
products none left
3. | withhold C information given in advance about when
something is happening
4, run out (of) D use up all of something
E products that everybody wants
F deliberately keep something back
3.2
1. | quick response A financial advantage gained from producing in
logistics large quantities and therefore selling more
cheaply
2. economies of B transport goods by air
scale
3. contractors C organisations working under contract to
produce goods
4. | air freight D a strategy for reducing order lead times,
increasing frequency of delivery and reducing
average order size.
E process of sharing stock, e.g. among a group
of stores
F when something desirable is limited in
availability
3.3
1. PDA A an advance warning that something is going to
happen
2. | expiry date B controlled precisely, through the use of
computer technology
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3. |alert C the date on which something can no longer be
used or is no longer safe to eat

4, pallets D short for personal digital assistant, a very
small computer for storing information, often
with a touch screen

E flat wooden or metal surfaces for moving or
storing heavy goods

F particular uses that something has

Task 4. Choose the correct form. There is only one correct option.

1. Soaring energy prices ..... P&G, the world’s biggest consumer goods company,
to rethink how it ..... products and to consider shifting manufacturing sites closer
to consumers to cut its transport bill.

A 1s forcing .... are distributing

B are forcing ... distributes

C forces ... distribute

D forces ... is distributing

2. We .... anew era where different supply-chain strategies ... to produce high
performance.

A have entered ... are needed

B enter... is needed

C is entering ...needs

D entered ... needed

3. Every year at Christmas much advertised products ... from the shelves long
before most people ... their Christmas shopping, leaving consumers disappointed
and frustrated.

A disappear ... have done

B disappears ... done

C will disappear ...did

D disappears ... has done

4. About 20 per cent of its merchandise — items with the widest and longest-lasting
appeal - ... as finished goods from low-cost manufacturing countries, the rest ... by
quick response.

A are imported ... are produced

B is imported ...is produced

C imported ...produced

D import ... produce

5. RFID, radio frequency identification, is a technology that ... radio waves to
automatically identify objects, ... now well and ready to replace conventional bar
codes.
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A is used ... is working
B uses ... iIs working

C use ... woks

D uses ... works

6. It is difficult to calculate, but we ... this basis for several years, and it ... into
account both the financial and environmental implications of global sourcing.

A used ...take

B uses ... takes

C use ...took

D have used... takes

7.Using ships ... generally as the most carbon-efficient means of freight
transportation.

A is seen

B are seen

C see

D saw

8. While eco-campaigners ... drivers of large vehicles for some years, the spotlight
. towards companies and their technology.

A have been criticizing ... is turning

B were criticizing... turned

C were criticized ...turn

D criticize ... was turning

9. Speed is crucial for perishable produce, particularly given the growing popularity
of “fresh-cut” produce — pieces of fruit, vegetables and salad that ... and ready to
eat, but which ... a far shorter shelf life than whole produce.

A are washed, peeled, trimmed ... have

B washed, peeled, trimmed ... has

C is washed, peeled, trimmed ... is having

D wash, peel, trim ...has

10. Primark, the clothing retailer, last month announced it ... three suppliers in India
after it was discovered they ... work to home workers who used child labour.

A had fired ... had subcontracted

B fired ... subcontracted

C were firing ... were subcontracting

D had fired ... subcontracted

Part I11. Writing. Essay
Comment on the statement your teacher provides:
What is your opinion?
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Write approximately 200 words.
Use the following plan:
. make an introduction (state the problem)
« express your personal opinion and give 2-3 reasons for your opinion
« express an opposing opinion and give 1-2 reasons for this opposing opinion
« explain why you don’t agree with the opposing opinion
. make a conclusion restating your position

Essay Topic

In the current economic climate, do you think the trend for shifting production to
countries with lower costs in Eastern Europe, Asia and Latin America will grow or
decline?

IIpumep NMCbMEHHOI0 3aJaHUS /ISl TECTA IPOMEKYTOYHOI0 KOHTPOJIS
Hpopniun «PUHAHCOBBIN MEHEIKMEHT», «MeHeI»KMEHT U ynpaBjJeHHue
OusHecom», «MeHeIKMEeHT B CIIOPTe»

MANAGEMENT TERMYV
FINAL TEST

WRITING
You are an HR manager of a big manufacturing company. Write a report (180-200
words) on allocating a €100.000 budget from a parent company for training
programs to improve hard and soft skills of your employees in branches A, B, C.
Use the following plan:
Introduction
Findings
Conclusion
Recommendations

IIpumep NMCbMEHHOI0 3aJaHUS /ISl TECTa IPOMEKYTOYHOI0 KOHTPOJISI
popuiau «MapkeTHHI», «YIpaBJIeHUE IPOTYKTOM)
You work in a marketing department of a big company. Your boss asked you
to conduct a survey about the popularity of your 4 major products — shampoo ,
shower gel, lip balm, soap- and write a report
Your report should :
«give the sales data
« provide the reasons for popularity
«explain the need of the increase in sales of the certain product
Write your answer in 150-200 words in an appropriate style

IIpumep NMCHLMEHHOI0 3aJaHUS JJIS1 TECTA MPOMEKYTOYHOTO KOHTPOJISI
Hpodpuias «Jlorucruxka»
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. You work in a logistics department of a big company. Your boss asked you to
conduct a survey about the popularity of your 4 major logistic routes and write
a report

Your report should :

«Qive the data

« provide the reasons for popularity

- explain the need of the increase in the usage of a certain route
Write your answer in 150-200 words in an appropriate style

HpnMep MUCbMEHHOT0 3aIaHUs VIS TECTA IMTPOMEKYTOYHOI0O KOHTPOJIA
(3K3aMeHAUMOHHOM MUCbMEHHO# PadoThI 1151 BceX opM 00yueHus)
MANAGEMENT
FINAL TEST

Writing
Write an opinion essay on the provided topic (200 words). You have 40 minutes to
do this task.
Use the following plan:
e make an introduction (state the problem)
express your personal opinion and give 2-3 reasons for your opinion
express an opposing opinion and give 1-2 reasons for this opposing opinion
explain why you don’t agree with the opposing opinion
make a conclusion restating your position

HpI/IMeprIe TEMbI JIF HAIITUCAHUA OTUYCTOB
Jungles is a children’s indoor activity center in London. In your role as Manager of
the centre, you produce a regular quarterly report on sales for the key members of
staff. In your report you comment on:

e the monthly sales;
e comparison with the previous years;
e the quarter’s profit.
Look at the figures below and write your report. Write 150-200 words.

Sales (%) Quarter’s
profit ($)
January February March
This year 75,432 52,814 74,958 24,675
Last year 70,161 68,004 71,384 25,340

IIpumepHBIe TEMBI MUHH-ICCE
(KaK yacT IK3aMeHAUMOHHOI MUCHbMEHHOH PadoThI
AJ1s1 BeexX nmpoduieii MOArOTOBKH)
Topics for essay writing
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1. Almost all employees are motivated by paying more money for their work done.
2. If you have a brilliant idea, you’ll be able to set up and manage a profitable
company.

3. Management is viewed as the art of getting things done through the efforts of
other people.

4. The unique access to information places the manager at the center of
organizational decision making.

5. The only disadvantage of reorganization is redundancy of employees.

6 The responsibility of the Marketing Department is to make sure that the company
has a customer focus in everything that it does.

7 Raising brand awareness helps to increase the market share.

8 Improving the product offering helps the company to convert customers of
competing brands.

9 Product shortages aren't a serious risk for companies.

10 The principles of quick response logistics are applicable to other sectors and
indusrties.

Kpurepuu 0amibHOM OIIEHKH Pa3IMYHbIX (POPM TEKYIIEro KOHTPOJIS yCIIEBAEMOCTH
COJZIEpKATCSI B COOTBETCTBYIOIIMX METOJMYECKUX PEKOMEHJIALMIX JIeapTaMEHTa
A3bIKOBOW MOJATOTOBKHU.

8. IlepeyeHb OCHOBHOM M IONOJHUTEILHON YUeOHOM JIMTEpaTypHI,
HE00X0AMMOM 1JIsl 0CBOCHUS AUCUMILIUHBI
Ipodunu «DUHAHCOBBIN MEHEIKMEHT», « MEeHeXKMEeHT U yIpaBJIeHHe
OuzHecom», «MeHeqKMEHT B ciopre», « MapKeTHHI», «YIpaBJIeHHe
NPOAYKTOMY», «Jloructuxka»

OcHoBHas auTeparypa

1. AHrmuiickuii s3Ik B TpodeccuoHanbHOM cdepe. MeHEeHKMEHT: ydeOHoe
nocobue s Hamp. OakamaBpuara "Menemxment" / M.A. benoram [u 1p.];
dunynuBepcutet; noj pen. I'.A. lyoununoii. - Mocksa: Kaopyc, 2018, 2021.
- 278 c. - bakanaBpuar. - TekcT : HenmocpeacTBeHHBIH. - To xe. - 2021. - ObC
BOOK. - URL: https://book.ru/book/936544 (nata obpamenus: 28.11.2022).
— TEeKCT : AIIEKTPOHHBIMN.

2. benoram M.A. Economics. Finance. Management. AHIJIHICKUI SI3bIK B cepe
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o0yyJaromuxcsi Mo HanpasjiaeHUsIM "OkoHoMuKa U "Menemxment" / MLA.
benoram, M.B. Menpunuyk; @unyHuBepcurer ; nox pea. M.B. MenbHu4yK -
Mocksa: Knopyc, 2017, 2021. - 231 c. - bakanaBpuar. - Tekcr :
HerocpeacTBeHHsbI - To xe. - 2021. — 3bC BOOK.ru. - URL.:
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3JIEKTPOHHBIN.

3. Menbanuyk M.B. Anrnuiickuii s3pik. COpTUBHBIA MeHeKMEHT = English
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O.A. Kanyruna, ; mox obmr. pen. M.B. Menpanayk. — Mocksa : KaoPyc,
2023. — 183 ¢. — 3BbC BOOK.ru. — URL: https://book.ru/book/946257
(mara obopamenus: 28.11.2022). — TeKCT : 3JEKTPOHHBIMH.
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9. IlepeueHns pecypcoB HHPOPMAIMOHHO-TEJIEKOMMYHUKALIMOHHOM ceTH
«HTEepHET», HEOOXOAUMBIX /1JI51 OCBOECHHUS TUCUMILINHBI

1. Anrno-pycckuii JeJI0BO#H clioBaphb OH-JaitH https://en-rus-bussiness-
dict.slovaronline.com/

2. OdunuansHbIl caiiT n3marenabcTBa «Financial Timesy» www.ft.com

3. Odwunmanpubiii callT usnarenbctBa BBC g u3ydaronyx aHTIIMHCKUM SI3bIK
http://www.bbc.co.uk/learningenglish

4. CaWt 11 pa3BUTHS TPAMMATHYECKIX HABBIKOB HA aHTJIMICKOM SI3BIKE
https://www.englishgrammar.org

5. CallT AJi1 caMOCTOSITEIBHOTO U3YyYEHHUS aHIJIMICKOTO S3bIKa
http://www.memrise.com

6. CalT co cTaThsIMH JIJIsl U3YJAIONTUX JISJTOBOU U (DMHAHCOBBIN aHTIIMHCKUIT
https://www.investopedia.com/

7. Hooctu Mapketunra https://www.marketingweek.com/marketing-news/

8. CallT ¢ pyKOBOJICTBOM MO OpraHU3aI|H JIOTHCTHYECKOTO MEHEIP)KMEHTA
https://bestlogisticsguide.com/basics/what-is-logistics/

9. Caiit ayig pabOTHI C MPE3CHTALMSIMHU U IPOTPAMMHBIM 00€CTIEUEHUEM T10 UX
co3manmio http://www.prezi.com

10. Dnexrponnsie pecypcbl BUK:
* DnektpoHHas 6ubnmoTexka GunancoBoro ynusepcurera (9b) http://elib.fa.ru/
* DnekTpoHHO-OMOnoreyHas cucreMa BOOK.RU http://www.book.ru
* DJEKTPOHHO-OMOIMOTEYHAs cucTeMa « Y HUBEPCUTETCKask OMOJIMOTEKa
OHJIAMH» http://biblioclub.ru/
* DIeKTpOHHO-OMOIMoTeyHas cuctema Znanium http://www.znanium.com
« OGpa3oBarenbHas mwiathopma u3narenscra «FOPAWTY https://urait.ru/
* DJEKTPOHHO-OUOIMOTEYHAs cUcTeMa u3narenbeTBa [IpocnekT
http://ebs.prospekt.org/books
* DIeKTpoHHO-OMOIMoTeyHas cucteMa usnareiabctBa Jlans https://e.lanbook.com/
 Jlenosas onnaitH-Oubnunoreka Alpina Digital http://lib.alpinadigital.ru/
* DnektpoHHas oubnmoteka Uznarensckoro noma «I peOCHHUKOBY
https://grebennikon.ru/
» Hayunas snexkrponHas 6ubnuoteka eLibrary.ru http://elibrary.ru
» HanmonanpHas snexkrponHas oubanoreka http://H36.pd/
» Academic Reference http://ar.cnki.net/ ACADREF
* [Taker 6a3 nanawix komnanuu EBSCO Publishing, kpynueiimiero arperatopa
HAy4YHBIX PECYpCOB BEAYIINX U3aTeNbCTB MUpa http://search.ebscohost.com
* DJIeKTpOHHBIE MPOAYKTHI M3narenbcTBa Elsevier http://www.sciencedirect.com
« Emerald: Management eJournal Portfolio https://www.emerald.com/insight/
* Henry Stewart Talks: bubnuorexa Onnaiin Jlekuuii no busnecy u Mapketunry
https://hstalks.com/business/
 Scopus https://www.scopus.com
* DeKTpoHHAas KOJUICKITUSI KHUT U3JlaTeabcTBa Springer: Springer eBooks
http://link.springer.com/
 Iludposoit apxuB Hay4YHBIX KypHaIoB: http://arch.neicon.ru/xmlui/

103



https://en-rus-bussiness-dict.slovaronline.com/
https://en-rus-bussiness-dict.slovaronline.com/
http://www.ft.com/
http://www.bbc.co.uk/learningenglish
https://www.englishgrammar.org/
http://www.memrise.com/
https://www.investopedia.com/
https://www.marketingweek.com/marketing-news/
https://bestlogisticsguide.com/basics/what-is-logistics/
http://www.prezi.com/

10. MeToan4yeckue yKazaHusi 1Jsi 00y4aOIIUXCHA M0 OCBOCHHUIO TN CIUILIMHBI
s Beex (hopM MOATrOTOBKH

Meroauueckue ykazaHusi JJjisi OOy4aromIMXCs MO HU3YYEHHUIO TUCIUTIIMHBI
«MHOCTpaHHBIH A3bIK B TPOQPECCHOHAIBHOM c(hepe» — ITO KOMIUIEKC PEKOMEHTalui
U pa3bsICHEHUH, MO3BOJISIIONINX CTYACHTY OakajaBpuaTa ONTHMAaJbHBIM 00pa3zoM
OpraHM30BaTh MPOIECC MOATOTOBKM K 3a4eTy WM DK3aMEHY, OOECIEUHTh
HABHUTAIIMI0 OOYYarONIUXCsl B MPOIECCEe M3YYCHHs TUCIUIUIMHBL. PexomeHmaruu
OpUEHTHpOBaHBl Ha obecriedeHne H(PEPEKTUBHOCTH Y4eOHOTO IMpolecca Io
W3YYCHUIO JUCHUIUIMHBI W TOATOTOBKY CTyJIE€HTa K KOMMYHHUKAallUd B
OOIIEKYIBTYPHOM, OOIIES3EIKOBOM U TIPO(HECCHOHATLHOM TIOJIE ICSITEIIBHOCTH.

CtyaeHTaM TpH TOATOTOBKE CJIEAYeT HCIIONB30BAaTh HOPMATHBHBIC
JTOKyMEHThI (DUHAHCOBOTO YHUBEpPCHUTETa, MeETOAMYECKHE PEKOMEHIAINH TI0
IUTAHUPOBAHUIO W OPraHU3AlMM BHEAYJIUTOPHOW CaMOCTOSITENIBHOU pPabOThI
CTYJIEHTOB 1O 00pa30BaTeIbHBIM IMporpaMmaM OakanaBpHaTa U MarucTpaTyphl B
DUHAHCOBOM YHHUBEPCUTETE, YTBEpPKIEHHBbIC MpuKkazoM OUHYHUBEpPCUTETa OT
11.05.2021 r. Ne 1040 (cm. caiit duHaHCOBOrO YHHUBEpPCUTETAa: Ha TJIABHOMN
ctpanuiie pasnen «Ham yHuBepcuter»; pganee «Eaunas mnpaBoBas 0aza
OUHYHUBEPCUTETAY ), UCTIOIH30BATh METOJMYECKUE PEKOMEHIAIINH JIeTIapTaMEHTa.

Pemienue keiicoB 1 MMHHU-KeHCOB

Keiicbl 0a3upyroTcs Ha NPUHIATHM PEHIEHUH C aHajJu30M [apaMeTpoB
KOHKPETHBIX CHUTYyalWW, B3ATBIX U3 MPAKTUYECKOW JeATeNbHOCTH. CyllecTByeT 2
BHA KEHCOB:

1) MuHu-kelicbl (ONMUCHIBAIOT TpoOIeMy B KpaTKOH ¢GopMe U MOryT
IPUMEHATHCA B KauyeCTBE «MHTEJUIEKTyaJIbHOW pPa3MUHKW» [UJISl CTYJEHTOB
(MHAHCOBO-?KOHOMUYECKUX HAMNpaBJIEHUI MOATOTOBKH; KaK MpPaBHJIO, B MUHU-
Keicax HeT JAOMOJHUTEIbHON HH(GOPMAIIKN O KOMITAHUHN);

2) wMacrtep-Keuchl (MoApOOHBIE KEWMCHI, COJEpKallue JAOMOTHUTEIbHYIO
/moapoOHy0 MHGOPMAIMIO; HCIOJIB3YIOTCS B KOMAaHJHBIX COPEBHOBAaHUSX I10
KeiicaM B Ou3Hec-1kojax u B BY3ax).

Pemenue keiica HaunHaeTcs ¢ popmMupoBaHue pabourx MOATPYII (KOMaH.).
Pacnipenenenue Tem s oOCYKIEHUSI MPOU3BOJIUTCS MPENOJABATEIEM C YUETOM
MOYKEJAHUM KaXJI0W NMOArpynibl. Ecinu Tema st BceX MOATrpyIN OAUHAKOBAs!, TO
MpernojlaBaresib 03BYYMBAECT €€ 4YJIeHaM Y4YeOHOW Tpynmbl U OOBSBISET CPOK
MPEICTABIICHUSI UTOTOBOTO PEIICHUS/pe3yIbTaTa KOJJIEKTUBHOW PabOThI MO MOUCKY
BbIXOJa M3 MpoOieMHON cutTyanuu. Ha »stame 3HakoMmcTBa ¢ mpoOiemMoin
BBISICHSIFOTCS 11€JIM M BUJI UTOTOBOTO pElIeHUs keica (oT4eT o pabore B dopme
Ipe3eHTaly, MUCbMEHHOI0 aHanu3a kekca u T.1.). Kaxnas rpynmna o0cyxnaer u
aHAJIM3UPYET CUTYallMI0, TOCJIE€ Yero BbIpadaThIBAET CBOIO TOUYKY 3pEHUS Ha
npobJieMy, TeHEpUPYET pa3IUUHbIE UJIEH 110 MIOBOAY PELICHHs JaHHOU MpOoOIeMbl U
3aTeM OOPMIISET PELICHUE B BUIE MPE3CHTALIMN/TIHCbMEHHOTO OTYETA.

Pemenne kelcoB peKOMEHYETCS TPOBOAUTDH B HECKOJIBKO JTAIIOB:
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|. N3ydyenne martepuana — CTYAEHTHI 3HAKOMSTCS C MOJy4YeHHOW HH(OpMalueH,
OTIpeJIEIIsIET OCHOBHYIO Mpo0ieMy
I1. OGcyxneHre n aHanu3 IpPaKTUYECKON cuTyauuu B noArpymnmne (3-4 yenoseka, 40
MUHYT) — CTYJEHTbI 00CYXIal0T MPUYUHBI CIIOKHUBIICICS CUTYyallMH, BBIABUTAIOT
UJIEH TI0 PEIICHHUIO CYIIECTBYIOIIUX TPOOIIEM.
1. IIpeacraBieHue pe3ynbTaToB 0OCYKACHUS KaKIOM Pyl B COOTBETCTBUU
CO CIIEAYIOIIUM IJIAHOM:
1) kpaTkoe u3noxkeHue curyaruu (SUMMary) — CTyJIeHTHI ONUCHIBAIOT U3YYCHHYIO
CUTYaLIHIO;
2) mpooOsiemaruka (Statement of the Problem/Issues) — cTynenTsl mpemcTaBisioT
BBISIBJICHHBIE MU TIPOOJICMBI;
3) BapuanThl jgerictBus (Options) — cTyAEHTHI NpeJIaraloT BO3MOKHBIC PEIICHUS,
pacckaspiBas o mnpeumyiiectBax (Advantages) m Hemocratkax (Disadvantages)
KaXJIOTO U3 HUX;
4) pexkomenaaiuu (Recommendation) — cTyaeHTBI PEACTABISAIOT HAWIYYIIUH, 10
WX MHCHUIO, BAPUAHT JICHCTBUM;
5) mnan gerictuit (Plan of Action) — ctymeHTsl TOPOOHO paccKa3bIBAIOT O Mepax,
KOTOpbIE HEOOXOIMMO PUHSTH B pAMKaX pEUICHUs 3asiBJICHHON MPOOJIEMBbI
V. Bo Bpemsi mnpe3eHTallMu Jpyrue TPYIIbl CTYJECHTOB HE HUMEIOT MPaBo
o0CyX/1aTh CBOU 3a/IaHMUSI.
V.V xaxaoil rpynmnsl ecTh 4-5 MUHYT Ha NPEJICTABIIEHUE CBOUX PE3YyJbTAaTOB U 2
MUHYTBI, YTOOBI OTBETUTH Ha BOIIPOCHI.
[Ipennaraercst paboTa Mo CAEAYIOIIEMY AITOPUTMY:
1. mpenBapuTenbHOE O3HAKOMJIEHHE C COAEpKaHWEeM Keica JUisi (OpMHUpPOBAHUS
o0111ero MpeICcTaBICHUs 0 TpodJieMe;
2. 3HAKOMCTBO C BONPOCAMU K KEUCY;
3. 3HAaKOMCTBO C TEKCTOM Keiica U BceMH (pakTaMu Win mpodieMamMu, UMEIOIIUMHU
OTHOIIIEHUE K TTOCTABJICHHBIM BOIIPOCAM;
4. ompenenieHre MPUUUHBI TPOOIEMBbI UJIH MPOOJIeM, pacCMaTPUBAEMBIX B Keiice.
Korma pemenue mnpobimeMbl B paMkax Keiica HalIeHO, TOTOBUTCS
Mpe3eHTaIns, Tpecc-KOH(GEPEHIUS UM MUChbMEHHBIN OTYET.
Pexomenmyetcs ciemyromas CTpyKTypa Mpe3eHTalluu:
- CUTyallMOHHbBIN aHamu3 - 30% BpeMeHu:
o SWOT wn/umu STEP-ananus;
® aHaJMU3 MPOOJIEMBI;
® aHaJIMU3 OIMHOOK.
- MpaKTUYECKue pexoMeHnaanuu - 60% BpemeHu:
® CTpaTerys U TAaKTHUKa;
® HEOTJIOXKHBIC MEPBhI U MEPOTIPUATHSI B JIOJTOCPOYHOM ITEPCIICKTURE.
- pe3roMe pyKOBOJMTEIISI, OOpaTHas CBs3b - 10% BpemeHH.
Pemenve u mpencraBieHrue TOM WM WHOW OW3Hec-cutyaruu (IpoOIeMbl)
MOKET MPOXOAWTh W B MHAUBUAyaTbHOM (popMare, TO €CTh KaK MpE/ICTABICHUE
peleHns MUHU-Kelca.
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IMoaroroBka nmpe3eHTANUM U IOKJIA/L M0 TeMe

VYcTHas npe3eHTalus o TeMe AUCIUIUIMHBI PEJCTaBIseT co00i myOanyHoe
BBICTYIUICHHE Ha HWHOCTPAHHOM SI3bIKE, OPHUEHTHPOBAHHOE HA O3HAKOMJICHHE
ayJUTOPUU CIIYLIATEIEH C ONIPEICIICHHON TEMOM.

[Ipe3enTarnus npeacTaBiseT coooi oauH u3 3P HEeKTUBHBIX CITIOCOO0B 0OMEHa
uHdopmaiuert, B KOTOPOM COYETAaeTCs TEKCTOBas M BHU3yallbHas Iojaya
uH(pOpMAaIUU MOCIIe €€ MOUCKA, PAHKUPOBAHUS 10 BAXKHOCTU U JJOCTOBEPHOCTH, U
aHanu3a. Busyanmmzanus uHoOpManuy BKIOYaeT B ceOs omMcaHue TaOnHIl U
rpauKOB, IPEICTABICHUE CTATUCTUYECKUX JAHHBIX U T.II.

Kowmnonenmoi npezenmayuu:

- TurynbHas 4acTh (Ha3BaHUE, 3aCTaBKa).

- OTkpbIBaroIIas 4acTh (AHHOTAIHS, JICIAIOIIast Ay TATOPUIO BOCIIPUHUMYHBOK ).

- BseneHue (IpeIBOCXUIAET OCHOBHBIC MOTHBHI ITPE3EHTAIIMH U CBSA3BIBACT UX
C OCHOBHOM YaCThI0).

- OcHOBHas yacTh (Ipe/icTaBIsAeT COOOM COOOIICHHE).

- KitoueBbie MyHKTHI (TJIaBHBIC UIEH OCHOBHOW YacTH).

- TlomnepkuBaromuit ~ marepuasn  (mHPOpMarus,  OOBSACHSAOMAS |
IOJI/ICPYKUBAIOIIAsT OCHOBHBIC ITyHKTHI).

- Ilepexon (IMOABOAUT WTOT OJHOMY KIFOUEBOMY ITYHKTY M TIPEICTAaBIISICT
CJICAYIOIIHHA).

- O030p (BHOBB MEPEUUCTSAET KIKOYEBBIC TYHKTHI COOOIIICHHUS).

- 3axnroueHue (TIOJBOJUT YePTY CKa3aHHOMY B KPATKHX YTBEPKICHHUSX ).

Crnocob u3noocenus mamepuana:
- B XpPOHOJIOTMYECKOM HOPSIAKE,
- B IOPSIIKE IPUOPUTETA,
- B TEPPUTOPUAIILHOM MOPSIKE,
- B TEMaTHYECKOM MOCJIEeI0BATENBHOCTH,
- CTPYKTYpHUPYS €T0 MO MPUHIUITY «ITPOOIeMa-PEIICHUE.

Ocnognoe codepaoicanue u cmpykmypa npe3eHmayuu:

- (opmynupoBKa TEMBI, IIEJIU U TIJIaHa BBICTYIUICHHUS;

- OMpeaeseHue MPOAOJDKUTEIBHOCTH MPEACTABICHUS MAaTEPUAIIA;

- y4eT OCOOCHHOCTEH ayIUTOPUH, aAPECHOM MMOJauu MaTeprana;

- HWHTEPAKTHUBHBIE JIEWCTBUS  BBICTYNAIOIIETO, HANpUMEp, BKIIOUYEHUE B
o0OCcyXeHue ciymaTenei;

- COOJIIOICHHE 3PUTENIbHOIO KOHTAKTa C AayJIWTOpHeH; JKecTbl, MHUMHUKaA
BBICTYIIAIOIIETO;

- HaJIM4Yue WUIIOCTpauui (He NeperpyXamlux Hn300paxkaeMylo Ha 3SKpaHe
uH(GOPMAIIUIO), KITIOUYEBBIX CJIOB;

- HYKHBIN 1000p BETOBOW r'aMMBI.

- HCHOJIb30BAHME HATJIAIHBIX U TEXHUYECKUX CPEICTB.
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PeKOMeHOauuu no n1906€()€HL{IO npezermayuu.

- HC YUTATh IIOATOTOBJICHHYIO I/IH(bOpMaHHIO;

- IpCaAyCMOTPCTh HpO6JI€MHLIC, CJIOXXHBIC M1  IIOHHMMAaHMHA q)paFMCHTI)I
BBICTYIUICHUA U IIPOKOMMCHTUPOBATH HX|

- NOpCABUACTL BO3MOIKHBIC BOIIPOCHI, KOTOPBIC MOT'YT OBITH 3aJ1aHbl 110 XO04y U B
PEIYILTATC ACMOHCTpAIH IIPE3CHTALIUN.

Obwue pexkomenoayuu Nno _GKIIOYEHUIO 6 MeKCMOBYI0 4acmb Npe3eHmayuu
BU3VANLHOU UHDOPMAYUU:

1. Kaxnplil cnaiin qomkeH HeCTH (QYyHKIIMOHATBHYIO Harpy3Ky (A7 4ero o
HYKEH, KaKylo 3HauMMylo HH(opmamuio oH HeceT). Ha cmalin BbIHOCHTCS Ta
uH(popmanus, KoTopas 0e3 3pUTeIbHOI OMOPbl BOCIPUHUMAETCS XYXKE.

2. Cnaiipl JOHKHBI IONOJIHATH WM 0000IIATh COJIEp>KaHUE BBICTYIUICHHS
WIH €To YacTeil, a He 1yOaupoBath €ro (T.e. TEKCT UM U300paKeHUsI, BBIHOCUMBbIE
Ha CJaiJ, JOKHBI HE OYKBAJbHO IOBTOPSTH COJEpKAHUE KaKOW-TMOO dYacTu
BBICTYIUIEHHUSI, @ 000011aTh, CTPYKTYPUPOBATH WM UIUTFOCTPUPOBATH €€).

3. Ayautopus AOJDKHA YETKO IIPEACTABIATh, K KakOd WMEHHO 4YacTu
BBICTYIUICHHS. OTHOCUTCSA CJAiJ, MO3TOMY KaXKIbIM Clai] JOJDKEH HMETh
3aroJIOBOK. 3aroJIOBOK JOJDKEH OTpa)kaTb OCHOBHOE COJEp)KaHME claiaa, a He
CTPYKTYPHYIO 4acTh INPE3EHTALMM U COCTOSATh M3 3-5 CJIOB, COCTABIIIIOIIUX HE
3aKOHYEHHOE IPEJIOKEeHuE, a (pa3y.

4. Nudopmanusa Ha ciiaidiax JOJDKHA ObITh M3JI0KEHA KPAaTKO M YETKO, €e
CJIelyeT IPaMOTHO CTPYKTYPUPOBATb.

5. He pekomeHyeTcs meperpykarh ciaii uHGopmaimed, Ho3ToMy CJI0KHbIE
CXEMBbl U CIHUCKHU LiesiecooOpa3Hee pa30ouTh HAa HECKOJBKO CIANWJ0B, IPU 3TOM Ha
BTOPOM Claiijiec HEOOXOIMMO TMOBTOPUTH 3arojOBOK IEPBOIO C IMOMETKOU
“npoiomKeHue” Uiy MPOHYMEPOBaTh 3TH JIBa cilaija.

6. Tekcr, Brmouarommid nepeuncienus (bullet points) gomken cocrosTs u3
OHOPOJHBIX  I'PaMMAaTHYECKUX  CTPYKTYp, Hampumep, IJIArojioB  WIH
CYILECTBUTEIIbHBIX.

Texcmosble caiiowl

TekcToBbIE CIIAABI CONEPKAT TEKCT, KAK MPABUIIO, B BUAE CIUCKOB. [Ipu
COCTaBJICHUHU CJIalJIOB PEKOMEHAYETCs COOJII0IaTh CICAYIONIME paBua;

I. Ha crnaiimax cienyer HCIOJIb30BaTh HE TIOJHBIE MPEIJIOKEHUS, a
CJIOBOCOYCTAHMUS.

2. OnTUMabHOE KOJIMUECTBO CTPOK Ha Cliaiijie — He 0oJsiee 7 CTPOK, BKJIIOUas
3aroJIOBOK.

3. KonuuecTBo CJIOB B CTPOKE HE JIOJKHO MPEBBIIIATE 7 CIOB.

4. JlomyckaeTcsi BBIHECEHHE Ha CJIaiiJibl MOJHBIX MNPEIJIOKEHUN, €ClId 3TO
IATATHl WJIM OIIPEACIICHNUS, 0€3 KOTOPBIX HEIb3sI 00ONTHUCH IS IIOJTHOTO PACKPHITHS
Hay4YHOU TeMbl. [{uTaTel u onpeneneHrs He JOKHBI OBITH CIIMIKOM JJIMHHBIMU U
CJIMIIIKOM CJIO)KHO C(OPMYITHPOBaHHBIMUA. ONTUMAIbHO, YTOOBI TaKWX CIIAWI0B
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ObU10 He Oounbiie 1 B TeueHue 5-7 —MUHYTHOW Mpe3eHTAallH, U 2-X — B TedeHue 12-
15-MuHyTHOIA.

Crnauiovl ¢ uzobpasicernuem epaghuyeckux OanHblx

Ha cnaiimax He peKOMEHAYETCS WCIIONIb30BaTh CJIOKHBIC TaOMUIBI C
MHO>XECTBOM KOJIOHOK W CTpOK. KOJWYECTBO KOJIOHOK W CTPOK B TaOJuUIlEe HE
JOJDKHO TIPEBBINIATh 4, BEIWYMHA MPOOEITIOB MEXAY KOJOHKAMHU JOJKHA OBITh
MPUMEPHO paBHA BEJIMYHHE KOJOHOK, YTOOBI TEKCT 3pUTEIHHO HE ciuBaics. K
HanOOoJIee YacTO MCIOIB3YEMbBIM THIIAM CXEM OTHOCATCS TUCTOTPaMMbI, KPYTOBBIE
JTUarpaMMbl, TOYCUHBIE TUArpaMMbl (IUarpaMMbl pacceuBaHUs) W KpuBbie. J[is
NPUBJICUCHUSI W YACp)KAaHWUS BHHUMAHHUS ayJUTOPUA HEOOXOAMMO HAYYHTHCS
11E7I€CO00Pa3HO MPUMEHATH KOMOWHAITHIO Pa3IHBIX TUITOB CIAWIOB, €CIIA MaTEpHAIT
9TO MO3BOJISIET.

Kaxnaplii M3  NEpPEYMCIICHHBIX  BBIINIE  Pa3HOBUJIHOCTEH  CIalI0B
11e71eco000pa3Ho MPUMEHSATH B ONMPEICICHHBIX CITyJasX:

1. TekcTOBBIE ClIaiiIbl MCHOJB3YIOTCS JJIA OTpaKeHHUs KiaccupuKaruid u
CIUcKoB. MX y1o0HO HCTIONIb30BaTh, €CIIM Ha CIaibl HY>)KHO BBIHECTH COJIEpKaHUE
MpEe3CHTAIlMN, IIeJIM HMCCJICAOBAHUS, MCIOIb30BaHHBIE METOJbI, BO3MOKHBIC
pe3yJbTaThl, BBIBOJIBI U T.JI.

2. Ilpu otoOpaxxeHHH MPOICHTHBIX COOTHOIICHHWH JIydIlle HCIIOJIb30BaTh
KpPYTOBBIE THArPaMMBI.

3. T'mctorpamMmbl XOpOIIO WIIIOCTPUPYIOT CPaBHEHUS, HW3MCHECHHS BO
BPEMEHU WJIM YacTOTY.

4. JlmarpaMMbl pacceBaHHs (TOUCYHBIC JHATPAMMBbI) TOAXOMAT IS
JEMOHCTPAIIMHA COOTHOIIECHUS U COTIOCTABIICHUS JTaHHBIX.

5. Kpusple, a Takke TpapuKd XOpOIIO HJUTFOCTPHPYIOT H3MEHEHHUS BO
BPEMCHH.

Obwue npakmuyeckue peKoMeHoauuu no 0emMoHCmpayuy Ciauoos

1. Cnaiipl TOJKHBI yIpoIIaTh U obJierdaTh MOHMMaHue WH(popMalum, a He
nyOIupoBaTh ee.

2. Ilpe3eHTamuio He cieAyeT HAauMHATh C IIOKa3a CJalJIoB, MOCKOJIBbKY
BHUMAaHHE ayIUTOPHUH JOJIKHO OBITh CKOHIICHTPUPOBAHO HA JOKIATUYUKE; KaXKIbIN
Claiii HYXXHO TPEICTABIATh CBOECBPEMEHHO, KOMMEHTHPYS €ro MeCTO B
MPE3CHTAIMU, U CBOEBPEMEHHO MEHSTh Ha CJICTYIOIIHIA.

3. AyIuTOpUM HYKHO J1aTh BpeMs Ha OCMBICIIEHHE UH(OpMaIuu ciaita.

4. O0bsiCHEHHE COJIepKaHUS CIIAlI0OB JOJDKHO OBITh YETKUM U MIOHSITHBIM.

5. Ilpu pemoHCTpamuu criaiifa 1enecoo0pa3Ho coOJIIOAaTh CIIEAYIONIYIO
MOCJIEA0BaTEILHOCTh JICMCTBUM: Ha3BaTh ClalJl, OTMETUTh MECTO COJEp KaHUs
ciaiiia B CTPYKType Mpe3eHTaluu (BBECHUE, OCHOBHAS YacCTh, 3aKIIFOUCHUE), 1aTh
CIIyIIATeNIIM BpPEMS OCMBICIUTh HMH(POPMAIMIO, M TOJBKO 3aTeM HAYaTh
KOMMEHTUPOBATH CJHAMN/I.
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6. He pexomenayetcsi cunThiBaTh HH(pOpManuio co crnaiga. Crnaiig 1omKeH
coJiepkaTh He Oouiblie 24 CIIOB, IPEICTABICHHBIX CIIOBAMU UJTU CJIOBOCOYETAHUSIMU
B BUJIE CIIHCKA, CXEMbI WIH Ipaduka.

OcobenHocmu UcnoIb308aKUsl C1A008 HA NPe3eHmayuy

1. Cnaiinpl, B cpeAHEM, MOKHO MOKA3bIBaTh C UHTEPBAJIOM B 1 — 2 MUHYTBHI.

2. “HeoObIunble”, 3a0aBHBIC CJIAMABI MOTYT “pa30yIUTh’ ayIUTOPHIO, HO CHIKAIOT
YpOBEHb YCBOCHHUSI MaTepuaa.

Kommenmuposanue craiioos

1. ITpu mepexoie OT TEKCTA K ClIaiiaM HY>KHO YIIOMSHYTb TEMY CJIali/1a, 3aTEM
MOKa3aTh Claij, JaTh ayAUTOPUM BpeMs Ha OCMBICIICHUE 3arojioBka, a 3aTeM
MIPOKOMMEHTHPOBATh €TO.

2. JluarpamMmmpl ¥ Tpaduku HEOOXOJAMMO IOAPOOHO KOMMEHTHPOBATh,
Harmpumep, “Ha stom rpaduke nokazano nsmeHenue A u B 3a nepuon c ... mo....
Kenras nuHus oKa3bIBacT U3MEHEHHE A, a 3eJicHas — u3MeHenue B u T.71.

Cmpwcmvpa npeszermayuu u «noJjiesHnvie) Cbl?af)’bl

Greeting, Ladies and gentlemen. It’s an honour to have the opportunity to address such
Name, a distinguished audience. My name is...
Position Good morning. Let me start by saying just a few words about my own

background. I started out in ...
Signposting The topic I'd like to talk (to you) today about ...
phrases In my presentation I’d like to review ...
Title/Subject | I'm going to present the recent ...
explain ...
brief you on ...
inform you about ...
describe ...
The subject of my presentation is ...
My presentation is entitled ...
I’d like to give you an update on ...
Reference to | | can see many of you are aware of ...
the audience | You all look as though you've heard this before.
Duration My presentation will last for about five minutes.
I know that time is short, so I intend to be brief.
I’11 talk for about three minutes.
Main points I’ve divided my presentation into four parts. They are ...
I’m going to develop three main points in my presentation:
Firstly, ...
Secondly, ...
Thirdly, ...
Finally, ...
The subject can be looked at under the following headings: ...
We can break this area down into the following fields:...
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Questions Please, stop me if you have any questions.
If you have any questions, I’d be pleased to answer them at the end of the
presentation.
If you have any questions, please feel free to interrupt.

Signaling Introducing your first point:

phrases To start with..., then, I’d like to consider...

First of all, I’d like to look at...
Finishing the point:
That’s all I have to say about...
These are the main points on ...
So that’s the general picture for... and now let’s look at...
Starting a new point:
Now let’s turn to...
I’d like now to consider...
Next we come to...
The next point I’d like to make is...
Referring to what you have said:
As I said at the beginning...
I told you a few minutes ago that...
In the first part of my talk I said...
Rhetorical questions:
What’s the explanation for this?
What can we do about it?
How will this affect us?

Summarizing
phrases

Let me just run over the key points again.

I’ll briefly summarize the main issues.

To sum up...

So now I’d just like to summarize the main points.

Conclusion

As you can see, there are some very good reasons...
In conclusion...

I’d like to leave you with the following thought / idea.
That brings me to the end of my presentation.

Questions

I’d be glad to try and answer any questions.
So, let’s throw it open to questions.
If there are any questions, 1’1l be pleased to answer them.

Thanking

Thank you for your attention
Thank you for listening
I hope you have gained an insight into ...

MeToauka npoBeaeHs POJIeBOM UJIH [1eJ10BOH MTPbI

PoneBast urpa MokeT IpoOXOAUTh Kak B (popMare ayTuTOPHOU pabOTHI, TaK U B
dbopmare 3adera.

[IpenomaBarens JOMTKEH:

1. OOBSACHUTD LENb 3aHITUS U HEMOCPEICTBEHHO POJIEBOM UTPBHI.

2. [lomoub ¢ popmMHupoOBaHUEM TPYII AJIs1 IPOBEACHUS POJIEBOM UTPBHI.

3. Pa3narh KpaTkue ONMMCAHMS POJIEBOM UIPbI, NAMSATKH JUJISl yYACTHUKOB, €CIIU
3TO TpeOyeTcs, U OTBECTHU JOCTATOYHO BPEMEHU HA NOJTOTOBKY.

4. Y0eaurtbcst, 4TO KaXX10My ITOHATHA €0 POJb ¥ 33]1a4a, OTBEYATh Ha BOIIPOCHI
Y 1aBaTh PA3bsICHEHUS.
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X0 pOJIEBOU UIPBI:

1. CTyneHTbl BHUMATENbHO YHUTAIOT ONMUCaHWE MPOOJIEMbI U CBOEH pOJIH,
00CYXX/Ial0T CHOCOOBI B3aMMOJCHCTBUS B paMKax CYIIECTBYIOUIEH CHUTYyaluu
(oOcyxJieHre BeleTCA Ha aHTJIMICKOM SI3bIKE B MaJbIX rpyrmimax). CTy/IeHTbl MOTYT
M0JIb30BATHCS CJIOBApEM Ha CTAIUU MOJITOTOBKH JJII COCTaBJICHUS CITUCKA CIIOB U
BBIPKEHUI, KOTOPbIE MOTYT IIPUTOJAUTHCS BO BPEMSI POJICBOM UTPBHI.

2. CryneHTbl HayMHAIOT poJieBylo wurpy. Mrpa 3akaHumBaercs, Korja
JOCTUTHYTBHl ~ TIPUEMJIEMBIE  PE3YJIbTAThI. OcranbHble  CTYACHTHI, HE
3a/ICKICTBOBAHHBIE B ATOM CIIEHE, CIYIIAI0T, OTMEYAIOT OIIMOKM W HETOYHOCTH,
MOJIOKUTEIIbHBIC U OTPUIIATEIIbHBIE MOMEHTBI B PEUX BBICTYIAIOIINX.

3. I'pynmoBoe oOcyxaeHue pe3yiabTaroB. I[lepBbIMH  BBICKA3bIBAIOTCS
YYaCTHHKH, 3aT€M HAOIIOAATEIN.

4. IlpenogaBareib MOABOJAUT WMTOTH, YKa3blBas Ha YJayHblE MOMEHTBHI,
OCHOBHBIEC YPOKH, KOTOpbI€ OBLIM HM3BICYECHBI, © T€ OCOOCHHOCTH, Ha KOTOpPHIE
HY’KHO 00paTUTh BHUMAHHE B MOCIEAYIONIEM Y4eOHOM IpoIiecce.

Bo3MOXHO  HCHONB30BaHWE  BHJIEO- M JIPYrOro  3alMCHIBAIOIIETO
o0opya0BaHus, T.K. BO BpeMs OOCYXJICHHS MOKHO BO3BpalIaThCsi K OTIEIbHBIM
MOMEHTAaM UTPbI, YTO MMO3BOJIUT YYACTHUKAM HAOII0JaTh 32 CBOMM MOBEICHUEM CO
CTOPOHBI W J€JaTh BbIBOABL. Ha 3ammcu Takke 4YeTKO MNPOCIEKUBAETCS OYEHb
BKHOE C TOYKHU 3PEHHS TMepenadnd uHpopMalud HeBepOadbHOE MOBEIACHUE, T. €.
A3BIK )KECTOB, MUMHUKA U T.II.

MeToauka BbINOJHEHHUS NPAKTUKO-OPUEHTUPOBAHHBIX 3aIaHUM
(MopesMpoBaHHE CUTYallUil U MX AHAJIH3)

[IpakKTUKO-OpUEHTUPOBAHHBIE 3aJaHU — JTO IPAKTUYECKHWE CUTYyaluH,
OMKCHIBAIOIINE B CXKATOM W €MKOM (opme pa3nuuHble MNpoOJIeMbl, 3aJaud U
HEOJIHO3HAYHbIE CUTYyaIlMH 0€3 OUE€BUIHBIX OTBETOB.

Pemenuss mo HMM NpPUHUMAIOTCS, Kak MpaBWJIO, B YCIOBUAX JepuUIUTA
uHbopMaluu U BpeMeHU. [Ipu 3TOM BaXHO €ClIM HE NPEIJIOKHUTH pEIICHHE
npobsieMbl, TO BbIpabOTaTh, KaKk MUHUMYM, CTpaTeTHI0 aHalu3a, HEKUl ero
anroput™. llpu BBIOJHEHUU MPAKTUKO-OPUEHTUPOBAHHOIO 3a/laHusi HamOoJee
MHTEPECHO HE CaMO PEILICHHME KAaK TAKOBOE, a XOJ MBICIEH, MOAXO0J K aHaIu3y
CUTyal1H, HA OCHOBE KOTOPOTO CTYACHT IIPUILIEN K TOMY WJIM HHOMY 3aKJIIOUYEHHUIO.
[Ipy BBINOJHEHHWHM MPAKTUKO-OPUEHTUPOBAHHBIX  3aJaHUM  0Oydaromemycs
HEOOXOJMMO TPUMEHUTHh TOJYYEHHbIE TEOPETUYECKUE 3HAHUA B paMKax
MIPOMACHHON TEMATUKH JJISI PEILICHUS IPAKTUYECKUX 3a/1a4.

[IpakTHKO-OpUEHTUPOBAHHBIE 3a]]a4H BKIIOYAIOT B CEO0s:
® HaJWYKMe COLMAIBHO 3HAUMMOM 3a7auu (IIPoOIeMbl) — HCCIIEeI0BATEIbCKOM,
nH(OPMAITMOHHON, TPAKTUIECKOM;
® aHAJIW3 U TUIAHUPOBAHUA JEHCTBUI M0 Pa3pEIICHUIO MPOOIIEMBI;
e ompeneneHrue (GopMbl MPE3ECHTAUU U KOHTEKCTHO 3HAYMMOIO CJIOBapHOIO
3araca ¥ rpaMMaTHYeCKUX CTPYKTYp JUIsl BEpOaIbHOIO BBIPAKEHUS UJIEH.
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XaDaKTeDHBIe YCPTHI Da6OTBI Haad MPAaKTUKO-OPHUCHTUPOBAHHBIMHU 3aJa4YaMM

BKJIIOYAroT:

JMYHOCTHBIN TIOJXO0/ B 00€CTICYCHIUH MOTHBAITHH;

NEeATEeTLHOCTHBIN TTOIXOT;

MPUHITUTIBI TPOOJIEMHOTO OOYICHMS;

YMEHHsI CAMOBBIPAXCHHSI, CAMOTIPE3CHTAIINN U pedIIeKCHH;

HABBIKM CAMOCTOSITCIIBHOCTH B MBICIUTEIBHON, TMPAKTHUECKONH W BOJICBOU
chepax;

WHUIIMATUBHOCTh U TBOPUYECKOE OTHOIIICHUE K JIETTy.

KoMnoHEHTEI V‘-I66HO-MGTOI[I/I‘-ICCKOI‘/II ACATCIBbHOCTH BKJIIOYAKOT CJICAVIOIINC

HABBbIKH.

aHAIUTHYECKHE (BBIABIDKEHUE HACH U (DOpMYJIUpOBaHUE 3aJayM, IMOUCK
TUI0TE3bl, 000CHOBAHHBIN BHIOOP crI0c00a perieHus)

MpEe3eHTAIMOHHbBIE (BBIOOP CMOCOOOB W (OPM HAIISIAHOW Mpe3eHTaIluu
pe3yJbTaTOB)

KOMMYHUKATHBHBIE (yMEHUE MOA00paTh MPAaBWIBHBINA psii BepOaTbHBIX
€AMHUI] OOIIICHUS)

MOMCKOBBIE (KOHTEKCTHBIN MOUCK, B IHTepHEeTe, 10 KITIOYEBBIM CJIOBAM)
nH(popManMoHHbIE (CTPYKTYPUPOBAHHE HH(DOpPMALIUN).

KDI/ITCDI/II/I OLICHUBAHUA YCIICITHOCTH BBIITOJIHCHU S IIPAKTHKO-

OPHUCHTHUPOBAHHOI'O 3aJaHM.

CTETNIEHb CAMOCTOSATEILHOCTH;
KOJMYECTBO HOBOM MH(pOpMAlUU, WCHOJIb30BAHHOM ISl BBIOJTHEHUS
3aJlaHus;

CTETICHb OCMBICIICHUS UCITOJIb30BAaHHON HH(POPMAIIHH;

OPUTHHAIBHOCTD HJIEH, CTIOCO0a peIIeHHUs TPOOIIEMBI,

OCMBICITIEHUE TIPOOJIEMBbI U (HOPMYITUPOBAHKE 1IEIIH;

YPOBEHb CAaMOOPTAaHU3AIUN U YCTHOTO COOOITICHUS;

TBOPUYECKHUI MOAXOI;

COIMAJIbHOE W TIPUKJIATHOE 3HAYEHUE TIOJTyICHHBIX Pe3yJIbTaTOB.

MeToanuyecKue peKOMeHIaluu 10 OPraHu3auiy rpynnoBoi TUCKYCCHH /

nedaToB
Jluckyccust  —  3TO  YETKO  CTPYKTYPUPOBAHHBIM M CIELHUAIBHO

OpPraHMU30BAHHBIN MyOJUYHBII OOMEH MBICISIMU MEXIY ABYMs CTOPOHAMH IIO
aKTyaJbHBIM TeMaM. JTa pa3HOBUAHOCTH ITyOJIMYHON TUCKYCCUM, HATIPABJICHHAS Ha
nepeyOexaeHre B CBOEH MpaBOTe TPEThE CTOPOHBI, a HE IPYT Apyra.

Jluckyccusi mpu3BaHa pa3BUBaTh JIOTUYECKOE MbIILIEHUE, (HOPMUPOBATH

yMEHHUSI 3a]1aBaTh BOIIPOCHI, OTBEUATh B AIMOIIMOHAIBHO-HAIIPSIAKEHHON 00CTaHOBKE,
o0y4aTh YBaKUTEIHLHOMY OTHOIICHHUIO K ONIMOHEHTY MPHU PAa3HbIX TOYKAX 3PEHUS.
Juckyccust cuutaercsi 0COOCHHO 3(PPEKTUBHBIM METOJOM YYE€OHOTO U HAyYHOTO
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ITIOMCKAa B MOMCHTBI BO3HMKHOBCHU CJIOKHBIX HpO6H€MHBIX CHTyaHHﬁ. B mponecce
AUCKYCCHUH ITOABJIACTCA MHOT'O aJIbTCPHATHUBHBIX I/I,I[eﬁ, HpGI[HOJ'IO)KeHI/Iﬁ H THUIIOTC3.

Llenp JAWCKYCCUM: pa3BUTHE YMEHUH CBOOOJHO M apryMEHTUPOBAHHO
u3JlaraTh CBOIO TOUYKY 3pEHHUS [0 TEME HAYYHOTO HCCIIEJOBAaHUSI HA MHOCTPAHHOM
S3BIKE.

3ajJauM JUCKYCCHU:

— JOCTWMIKEHUE OIPEACIICHHON CTETICHH COTJachsi YYaCTHUKOB JTHCKYCCHH
OTHOCHUTEJIHHO TUCKYTUPYEMOTO TE€3HCa;

— JIOCTHXKEHUE yOeIUTEeTLHOTO OOOCHOBAaHMS CONEP)KaHHS, HE WMEIOIIETO
MIEPBOHAYAIILHOMN SICHOCTH JIJIS1 BCEX YYACTHUKOB JTUCKYCCHU;

— ¢opmupoBaHre MPOPECCHOHATHPHOTO MOHATHHHO-TEPMUHOIOTHIESCKOTO
amrapara Ha OCHOBE ayTEHTUYHBIX NICTOYHHKOB 10 TEME HAYYHOTO UCCIICIOBAHMS;

— 3aKpeIUICHHWE HaBBIKOB OpPraHM3alliM YCTHOTO BBICTYIUICHHS II0 TEMeE
HAay4YHOTO MCCJIEAOBAHUS C MCIIOJIb30BaHUEM OOIICHAYYHOU U MPOoQeCcCHOHaATLHON
TEPMUHOJIOTHH;

— 3aKpeIUICHHE KOMMYHHUKATHBHBIX YMEHHH B 00JacCTH HWHOS3BIYHOTO
BOCIIPUSATHS PEUH HaA CITyX.

Mertonvka npoBEACHUSA:
l. I'pynna nenurcs Ha MUHU-TPYNNBI N0 3-4 yenoBeka. B rpyrme onpenensroTcs
CIIUKED, ONIOHEHTHI, YKCIEPTHI.
Cnukep 3aHMMaeT JUAMPYIOUIYIO MO3MIIMIO, OPraHu3yeT OOCYKJIEHHE Ha YpPOBHE
rpynimsl, Gopmynupyer o011ee MHEHHE MaJIOM TPYTIIbI.
ONIOHEHT BHUMATENBHO CIIYLIAET MPEeAIaracMble MO3UIIMU BO BPEMS JUCKYCCUU U
dbopmyIupyeT BOIPOCHI MO MpeajiaracMoi HHPpOpMaIluu.
OkcnepT (OpMHUPYET OLEHOUHOE CYXKJEHHE IO MpeajaraéMoil Mo3ULUU CBOEH
MaJioi IPYIIIBI U CPABHHUBAET C MpelaraéMbIMU MO3ULUSAMHU JIPYTUX TPYIIIL.
2. Kaxnas rpymnma o06cyk/aeT MOo3ULHUI0 10 MpeiaraeMon sl JUCKYCCUU TeEME B
TEYEHHUE OTBEJICHHOTO BPEMEHH.
3amaya AaHHOrO 3Tana — cHOpMyIMpPOBaTh I'PYMNIOBYIO MO3MLHIO MO TeMe AJis
JMCKYCCHH.
3. IIpoBeneHue NUCKyCCUu. 3acayIMBaACTCs PAI CYKACHUMN, IPEIaracMbIX KK 101
rpynmnoi. [locme  kakmoro  CyXIE€HHMST  ONNOHEHTHl  3aJal0T  BOIIPOCHI,
BBICITYIIMBAIOTCS OTBETHl AaBTOPOB NpEMJIaracMbIXx NO3ULMi. B 3aBepmieHun
JTUCKYyCCUU (pOpMYJIHpPYETCS 00111ee MHEHUE, BbIpaXKatolIee COBMECTHYIO MO3UIUIO
10 TEME JUCKYCCHH.
4. llomBeneHrss WUTOTOB. OKCIEPTHl MPEMJIATAIOT OLEHOYHBIE CYXKICHHUS IO
BBICKA3aHHBIM IO3ULKSAM CBOUX TPYII, OCYIIECTBIISIIOT CPaBHUTEIBHBIN aHAIU3
IIEpBOHAYAJILHOW M OKOHYATEJIbHOM MO3ULIMH, IPEICTABIICHHON CBOEH I'PYIIIION BO
BpEMsI TUCKYCCHH.
5. IlpenogaBaTenb JaeT OLEHOYHOE CY)KIEHHE OKOHYATENIbHO C(POPMHUPOBAHHOM
IIO3ULIMHU BO BPEMS IUCKYCCHUMU.
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Kpurepnuu onenku:

— IIOJIHOTA PACKPBITHS TEMBI;

— IIPaBUJILHOCTH MCIOJB30BAHUS TPAMMATUYECKHUX U JIEKCUIECKUX KOHCTPYKIIMIA;
— YMEHUE apryMEHTUPOBATh CBOKO TOUKY 3PEHUS;

— YMEHUE 3a]1aBaTh BOIIPOCHI ONIIOHEHTAM U ONIIOHUPOBATH;

— YMEHHUE JeIaTh BBIBOBI.

MeTtoauyeckue pekoMeHAANHU 10 pedpepUPOBAHUIO TEKCTOB / cTATEI

PedepupoBanue (nart. reffere - moxmagsiBaTh, cO00mATh) — 3TO KpaTKOE
U3JI0’KEHUE COJEpXKaHHsl OpurMHana-nepBoucrtounuka. [lonroroBka pedepara —
CJIOHBIA BHUJ] CaMOCTOSITEIbHON paboThl. PedepupoBaHue mpenctaBisier coOoit
MHTEIJICKTYalIbHBI TBOPYECKUH MPOIIECC, BKIIOYAIOIINI OCMBICTICHHE UCXOAHOTO
TEKCTa, AHATUTHKO-CUHTETHYECKOe TmpeoOpazoBaHue HH(DOpPMAINH: OMHCAHHE
TEKCTa, LEJEeBOE  HU3BJIIeUeHHE  HauOoyiee  BaXXKHOM  MHpOpMauu, ee
nepepacnpe/iesieHue U CO3JaHue HOBOTO TEKCTA.

B 3aBucumocTu ot TOrO, AJI KaKUX Lenel numercs pedepar, BbIIEISIOTCS:
® WHIUKATUBHBIA pedepar (pedepar-pe3rome), KOTOpPbIi MaKCUMalIbHO KpaTKO
U3JIaraeT BBIBOJIBI, PE3yJbTaThl MPOBEIEHHOW PabOThl, BCE BTOPOCTEIICHHOE IS
MHTEPECYIONIel peepeHTa TeMbI OITyCKaeTCs;
¢ uH(}OPMATUBHBIN pedepart (pedepar-KOHCIEKT), KOTOPBI MOXKET
ObITh MOHOTpa(UUYECKUM (IT0 OJHOMY HCTOYHHMKY) WM O030pHBIM (IO JBYM WJIU
HECKOJBKUM HMCTOYHUKAM), OH COJEPKUT B OOOOIIIEHHOM BHJI€ BCE OCHOBHBIE
MOJIO’KEHUS IEPBUYHOTO IOKYMEHTA.

OcnogHnuvle mpebosanus Kk pechepamy

o MH()OPMATUBHOCTD, MOJHOTA U3I0KEHUS,

o OOBEKTHUBHOCTb,  HEHCKaXEHHOE€  (PUKCUpPOBAHUE  BCEX  MOJOKEHHM
MIEPBUYHOIO TEKCTA,

o KOPPEKTHOCTbH B OLICHKE MaTepuaa.

Cmpykmypa pegpepama

Pedepat oTiinuaeTcst mOCTOSIHCTBOM CTPYKTYPHI:
1) 3aroyioBOK (BBIXOJIHBIEC TaHHBIE, (POPMYITHPOBKA TEMBI);
2) cobcTtBeHHO pedepaTuBHAsT YacTh, BKIIOYANOIIAs H3JI0KEHHUE OCHOBHBIX
MOJIOKEHUH TeKCTa-NEPBOMCTOYHHUKA,
3) aHanu3, W3JOXKEHUE PE3yJbTaTOB M BBHIBOJIOB; YKAa3aHWE HA HaJuyue
WJUTIOCTPATUBHOrO Matepuaia (Taliuil, CXeM, pUCYHKOB U JIp.).
4) 3aKJIIOUnTENbHAS YaCTh (KPATKU KOMMEHTapHUi, B KOTOPOM PePEPEHT BhIpaKaeT
CBOE OTHONIEHHE K MpoOjeMaM, 3aTPOHYThIM B MEPBOMCTOYHUKE, UM K MO3UIIMH
aBTOpa MO ATUM BOIIpOCam).

MeTtoauyeckue ykazaHus /151 HANMCAHUS OTYETA HA AHIVIMHCKOM sI3bIKe
CyTb 1100010 0TYeTa, CBA3aHHOTO C AHAJIM30M JIaHHBIX — 3TO MPEIOCTABICHNE
YUTATENI0 UYETKO OpraHU30BaHHOW (QakTuueckoi wuHpopmanuu. Jleranu
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OTJIMYAK0TCA B 3dBUCHMMOCTH OT THUIIA OTUYCTA W KOHKPCTHBIX TpGGOBaHHﬁ,
YKa3aHHbIX B 3aJldHUH.

Obwas cmpykmypa omuema

Otver, Kak MpaBWJIO, COCTOMT M3 TPEX YacTeil: BCTyIUIEHHE, OCHOBHAs
qyacTh 1 3aKitoueHre. OCHOBHasi 4acTh JIEJUTCS, B CBOIO OuYepe/b, €IIe Ha
HECKOJIbKO yacTel (kak mpaBuiio, 2—3). [Ipu 3TomM U caM OTYeT, U BCE €ro 4acTu
JIOJKHBI UMETh 3arojloBKU. Takyke MOXKHO BKJIFOUHUTH JIaTy, PACHOJIOKUB €€ TOJ
3aroJIOBKOM OTYETa.

LIpumep pacnonodicenus yacmeu 6 omueme:
Subject:
Date:
Purpose / Introduction
(o1 ATUM 3aroJIOBKOM pacrojiaraeTcsi BCTYIUICHUE)
Findings
(«Teno» oTueTra ¢ yKa3aHHEM M aHAJIM30M BCEX CYIIIECTBEHHBIX JIAHHBIX 110 TEME)
Changes (emecmo cnosa 'changes’ nyscno noocmasums c6oii 3a201060k)
(Mo ATUM 3aroJIOBKOM pacroJjiaraeTcs neppasi HoJIOBUHA OCHOBHOM YacTH)
Reasons (emecmo cnosa 'reasons' nysicrno noocmasums c80il 3a2071080K)
(o 5TUM 3aroJIOBKOM PacrojaraeTcsi BTopasi MOJ0BHHA OCHOBHOM YacTH)
Conclusion
(o1 5TUM 3aroJIOBKOM PacroJiaraeTcsl 3aKIF0YEHNE)

Bmecto cmoBa 'purpose’ MoxHO mnmcarth 'introduction'. BwmecTto ciioBa
'conclusion’ MokHO nucath 'recommendation’ (€CJIM 3TO OTYET-PEKOMEHIALINS).

Beryruienne

['maBHas 3amaya BCTYIUICHUS B OTYETE 3aKJIIOYAETCsl B TOM, 4YTOOBI J1aTh
YUTATEIIO MOHATh, O YeM OyJIeT JaHHBIM OTYET U C KaKOH 1eTbi0 OH HamucaH. Eciu
B OTYET OyAyT BKJIFOUCHBI KaKWe-HUOYIb MEHSIONIUECS MTOKa3aTeNId U MOTpeOyeTcs
OOBSCHUTH MPUYUHY(BI) U3MEHEHUM, TO HYKHO OTPA3UTh 3TO BO BCTYIUICHHH:
«Ilenb oTuera - 0603HAYNTH U3MEHEHUS U OOBSICHUTH UX IPUUUHBI). AOCTpPaKTHBIC
pacCykJIeHUsl HE HYXKHBI, CJIeyeT MaKCUMAJIbHO CKAaTO U YE€TKO OMKCATh 11eJb (OHa
yKazaHa B 3a/IaHUH), UCTOJIb3Yys Tiepedpas (HeoOXoauMo M30erath KOMUPOBAHUS
IIEJIM COCTABIICHUS OTYETA U3 MPEATOKEHHOTO B 331aHUN ).

OcHOBHas 4acTh

B OCHOBHOW YacTH BBITIOJHSIOTCS H3JIOKCHHBIC B 3aJaHUU TPEOOBAHUS
(HanpuMep, CpaBHEHHE JAHHBIX JBYX (MJIM HECKOJIbKMX) TaOiul, OObsICHEHUE
NPUYMHBI M3MCHCHWM, aHaliu3 JAuarpaMMbl B T.1.). [Ipu 3TOM HEOOXOIUMO HE
MIPOCTO MEPEUUCTIAT (PAKTHI, @ CTPYKTYPHPOBATh, TPYIITUPOBATH HHPOPMAIIHIO.

3akIroueHue

3amaua 3aKIIOUYCHUS - TOJBECTH WTOTH, CYMMHPOBATh BCIO H3JI0KEHHYIO
uHpopmaruio. B 3aBHCMMOCTH OT THTA OTYETa, MOXKET TaKXKe MOTPEeOOBATHCS
BBIPA3UTh CBOE MHEHUE WM JIaTh PEKOMEHIAITHIO.
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Ctuiab

Hoxnan mnumercs B (opmanbHOM cTmiie. CreayeT 3aMEHsSTh IPOCThIC
CTPYKTYpPBI 00JIee CIIOKHBIMH, MCIIOJIb30BaTh JICKCUKY TEKYIIEro Troja oOydeHHs,
CTpaJlaTeIbHBIN 3aJI0T, MOIXOISAIINE CPEACTBA JIOTHUSCKON CBs3U. He T0mKHO OBITh
Pa3rOBOPHBIX BBIPAKCHUH U COKPAIIICHUH.

11. Ilepeyenb MHPOPMANUOHHBIX TEXHOJIOT U, HCIIOJIb3YeMbIX NIPH
OCYLIeCTBJICHMH 00Pa30BaTeJILHOI0 NMPoLecca M0 JUCHUILUIUHE, BKIKYAS
nepeyb HEOOXOAUMOI0 MPOrPaAMMHOI0 o0ecneyeHus 1 MHPOPMAIUOHHBIX
CIIPABOYHBIX CHCTEM

11.1. KoMIJIeKT JIMIIEH3MOHHOT0 MPOTPAMMHOI0 00ecreYeHus:

1. Windows, Microsoft Office.

2. AutuBupyc Kaspersky

3. O0pazoBarenpHas MmiuaTdopma JJid H3yUYeHHsT MHOCTPAHHOTO s3bika Rosetta
Stone.

11.2.CoBpeMeHHbIe MPpOo(eccuoHaIbHbIE 0a3bl JaHHBIX U HH(POPMALIMOHHbBIE
CIIPaBOYHbIE CHCTEMbI

1. Dnextponnas sHIMKIONenus: http://wikipedia.org

2. DNEKTpOHHAs  DHIMKIONEAWS MO  JCJIOBOMY  AQHTIUICKOMY  SI3BIKY:
https://www.investopedia.com/

3. AreHTCTBO (PMHAHCOBO-PKOHOMHYECKUX HOBOCTEM: http://www.bloomberg.com

11.3.CepTudmumnpoBaHHbIe MPOrPAMMHbIE U ANlNIAPpaTHbIE CPEICTBA 3aAIUTHI
uHpopManMHU
VYkazaHHbIE CpEJICTBA HE UCTIOJIb3YIOTCSI.

12.0nucanne MaTeprajbHO-TEXHUYECKOH 0a3bl, HEOOXOAUMOM 115l
OCYyILIeCTBJIEHHSI 00pa30BaTEJILHOI0 MpoLecca Mo AMCIUIIHHE,

OcBoeHue MAHMCHUIUIMHBI TPOU3BOJAUTCA Ha 0a3ze ydeOHbIX ayAuTOpUi
dunyHuBepcuteTa. JJisl BBHIOTHEHUS MPAKTUYECKUX WHIWBHUAYAJIbHBIX 3aJaHUN
MOT'YT HCIIOJIb30BaThCsl KOMITbIOTEPHBIE KiIacchl. JJisl MpoBeeHUs TPAKTUYECKUX
3aHATUNA HEOOXOUM KOMIBIOTEP MYJIbTUMEAUNHBIN C MPUKIAIHBIM POrPAMMHBIM
obecrieueHUEeM U nepuepuitHbIMU yCTPOUCTBAMU: MPOCKTOP, KOJIOHKH, CPEICTBA
JUTsl pocMoTpa Tpe3eHTaiuii B PowerPoint, a Takyke aynno-BujeoMaTepragoB BO
BpeMsl 3aHITUH IO TUCIUILIINHE.
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