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1 Hessp, nuiannpyemMble pe3yabTaThl 00y4eHHs 110 AUCHHUIINHE (MOLYJII0)

OCHOBHOUW II€IBI0 JAUCIHUININHEI

«MHOCTpaHHBIN

SA3BIK

MOIYJIb 3»  ABIAETCH

dbopMUpOBaHUE HABBIKOB OOIICHUS B chepe AeNoBO U MpodecCHOHATLHOW KOMMYHUKAIIMHA H
YMEHUS CBOOOTHO OPHEHTUPOBATHCS B JINTEPATYpe MPOPECCHOHATTLHON HAIIPABICHHOCTH.
Jnist TOCTHKEHUS ATOH 1M B 3 ceMecTpe OCYIIECTBISIFOTCS CIEYIONINE 3aJauu:

1. pacumupenue 3anaca TEpMUHOIOIMUECKOM JIEKCUKH (0 150 HOBBIX JEKCUYECKUX €AUHMIL

B PaMKaXx M3y4aeMbIX TEM);

2. COBCPHICHCTBOBAHUC HABBIKOB ITPOCMOTPOBOI'0 U U3Yy4arOUICTro YTCHUA, B T.4.
HpO(l)CCCI/IOHaJ'IBHO OPHUCHTHPOBAHHBIX TEKCTOB,

ook w

HapOJIOB;
7. GdopMHpOBaHHE TOTOBHOCTH K CAMOCTOSTEILHON TBOPUYECKOMN ACATEIHBHOCTH U OCO3HAHUS
[IEHHOCTH y4eOHO-TI03HaBATEIbHOM NESITEIbHOCTH.

pa3BUTHE HABBIKOB IIOHUMAaHMsI pe4U Ha CilyX (ayIMpOBHHUS);
pa3BUTHE HABLIKOB IOBOPEHUS B paMKaX U3y4aeMBbIX TEM;

pa3BUTHE HABBIKOB NMCbMA (HAIIMCAHUE PE3IOME);
BOCIIUTAHUE TOJIEPAHTHOCTH U YBAXKEHUS K NYXOBHBIM LICHHOCTSAM Pa3HbIX CTPaH U

[TnaaupyeMbIMu pe3ysbTaTaMi O0YYCHHUS 10 TUCIUIUIHHE (MOIYIIIO), SIBJISIFOTCS] 3HAHUS,
yMeHHUsl, HaBbIKU. [lepeueHp MiIaHupyeMbIX pe3ysbTaToOB OOyYeHUS MO JUCHUILUIMHE (MOIYIIO),
COOTHECEHHBIX C IUIAHUPYEMBIMH pe3yJbTaTaMH OCBOCHHUS O0pa30oBaTEIbHOM MPOrPaMMBbI,
npeJcTaBieH B Tabnuie 1.

Tabmuna 1 — Komnerenun, popMupyeMbie B pe3ylibTaTe W3Y4EeHUS TUCIUIITHHBI (MOTYJIs )

Pe3ynbTaThl 00y4eHUs MO TUCIIUTUTHHE

Kon u Konn
HazBanue (dhopMyIHpOBKa
OMOM BO, | ®opmymiposka HHHKATOpA Kon
COKpaIllEeHHOE KOMIIETEHIIUH JOCTHIKEHUS pe3yib DopMyNnHpOBKa pe3ynbTaTa
KOMITETCHIINU
TaTa
21.05.04 YK-4 : Criocoben VK-4.1B : P/l 3HaHue | HOPM aHTIIUICKOrO
«I"opHoe NIPUMEHSATH Bribupaer Ha JIUTEPATYPHOTO A3bIKA,
JIEIIO» COBpPEMEHHBIE rOCyJapCTBEHHOM HEOOXOUMOTO JUIS
T o) KOMMYHUKATHBHBIE | ¥ HHOCTPaHHOM OCYILECTBIICHHS
TEXHOJIOTUH, B TOM SI3BIKAX MEXIIMYHOCTHOTO U
yucie Ha KOMMYHHKAaTHBHO JIETIOBOTO OOIIEHUS
MHOCTPAHHOM(BIX) MPUEMIIEMBIH CTUIIb P13 YMeHue | agantupoBath peub, CTHIIb
sI3bIKe(ax), IS JIEIIOBOTO OOIIEHNS U SA3BIK )KECTOB K
aKaJeMUIECKOro 1 o01menns, CUTYyallMsIM B3aUMOJEHCTBUS
npodeccHoHanbHOro | BepOabHbIe 1 PS5 | YMmeHue | npuMeHseT mpaBuia u
B3aUMOJIeHCTBUSA HeBepOaIbHBIE IPHEMBI YCTIENTHOTO
cpencraa pe4eBoro B3auMOIEHCTBUS
B3aHMOJICHCTBHS C Ha HHOCTPAHHOM SI3bIKE
HapTHEPOM yepe3 MOJEIMPOBaHNE BUIOB
npodeccuoHATLHOM
JIeSITeTbHOCTH
PJ16 HaBpik | BnageeT (hOHETHKOM,

JIEKCUKOHN U TPaMMATUKON
AHTJIMUCKOTO SI3BIKA B
00bEMe, HEOOXOJUMOM IJIS
TOTO, YTOOBI MTPEIOCTABIIATH
WHPOPMALIUIO JIHIHOTO U
JIEJIOBOTO XapakTepa,
aJIeKBaTHO pearupoBarh Ha
nH}popMmanuio,




MOCTYIAIONUIYIO OT MapTHepa
110 KOMMYHHKAIIUH.

YK-4.5B: P2 3HaHUE | AEMOHCTPHpPYET 3HaHUE
VYygactByer B BHJIOB COBPEMEHHBIX
aKaJIeMUIeCKON 1 KOMMYHHUKaTHBHBIX
npodeccuoHaTbHOM TEXHOJIOTHIA
KOMMYHHKalUU Ha P14 | YmMeHue | cocTaBisTh Ha aHIIIMHCKOM
HHOCTpaHHOM(BIX) S3bIKE O(UIIATTBHBIC 1
sI3pIKE(ax), Heo(HITHaTBEHBIC TEKCTHI B
HCIOJB3YS COOTBETCTBHH C IIPUHITHIMH
COBPEMEHHBIE HOpMaMH JICJIOBO#
KOMMYHHUKATHBHBIC TIEPEITUCKU

TCXHOJIOIU PJI6 HaBeik | BnameeT hOHETUKOM,

JICKCUKOHN ¥ IPAMMAaTUKOU
AQHITIMHCKOTO A3bIKa B
00BEMe, HEOOXOUMOM IS
TOT0, YTOOBI IPEIOCTABIATH
nH(pOpPMALHUIO JTMYHOTO U
JEIIOBOTO XapaKTepa,
aIeKBaTHO pearupoBaTh Ha
WHPOPMALIHIO,
MOCTYMAIOUIYIO OT apTHEPA
110 KOMMYHUKAIHH.

B mpomecce ocBoeHWS TUCIMIUIMHBI PEMIAIOTCS 3aadll BOCIHTAHUS TapMOHUYIHO
pPa3BHUTOM, MATPUOTUYHONW M COIMAIBLHO OTBETCTBEHHOM JUYHOCTH HA OCHOBE TPAIMIIMOHHBIX
POCCHICKHX JTyXOBHO-HPABCTBEHHBIX U KYJIbTYPHO-UCTOPUICCKUX IICHHOCTEH, TPEICTABICHHBIC
B TaOnuie 1.2.

Tabmuua 1.2 — I{eneBbie OpueHTHPHI BOCTIUTAHHS

@®opMuUpOBaHUE IEHHOCTe

BocnurareabHble 3a1a41 HeJ’[eBLIe OPUMEHTUPBLI

(I)OpMI/II)OBaHI/Ie rpamaﬂcxoifl MO3UIUU U NTATPUOTU3MA

I'ymanuzm
I'pasknaHCTBEHHOCTD
dopMupoBaHUE TOJICPAHTHOCTH U P
Bricokne HpaBCTBEHHBIE
YBaKEHUS K MPEACTaBUTEISIM PA3ITHMIHBIX .
njeasl VYBaxkeHne K APYroi KyJabType

HallMOHAJIbHOCTEN U KYJIBTYD,

IIpaBa 1 cBOOOABI UeIOBEKA
IpoxuBarouux B Poccun

Bs3aumonomoris u
B3aMMOYBa)KCHUE

(I)OpMI/II)OBaHI/Ie AYX0BHO-HPABCTBE€HHBLIX IIeHHOCTeﬁ

JMcnuImImHIPOBaHHOCTh
Tpynomooue

HacroiiunBocTh U ynopcTBO B
JOCTHXKCHUU LICIIN

Oco3HaHue IEHHOCTH
npodeccun
JIro603HaTETHHOCTD

AKTHBHAS KU3HEHHAS TIO3ULINS
Camoo0yueHne

CozunaTenbHbIi TPy
Bsaumonomoris u
B3aNMOYBa)KCHHE

DopMUPOBAHUE OTBETCTBEHHOI'O
OTHOLICHHUS K TPYLy

®opMHpOBaHHe HAYYHOT0 MHPOBO33PEHHS M KYJbTYPbI MbIIILICHHUSA

Pa3BuTHe M03HABATEIBHOTO HHTEPECA 1 . JIro603HaTETHHOCTD
Co3upmaTensHBIN TPy
CTpEeMJICHUS K 3HAHUSIM Camoo00yuenne
OTBETCTBEHHOCTD

Pa3BuTHE TBOpUECKUX CIIOCOOHOCTEN U

Co3upmaTensHBIN TPy
yMeHHs peliaTh HECTaHIaPTHBIE 3a/1a41

JMcuIIMHIpOBaHHOCTh
MoOTHBHPOBAaHHOCTh




HacroituuBocTh U ynopcTBo B
IOCTHOKCHUH LICITH
Llenenomaraaue u

EeNIey CTPEMIICHHOCTh
BHUMAaTEIBHOCTD K IETAISM
I'nOKOCTH MBIIITIEHAS
KpeaTuBHoe MblIeHNE
CriocoOHOCTh HAXOINT,
aHAIU3UPOBAThH U
CTPYKTYpUPOBAThH
nndopmanuio

YMmenue paboTaTh B KOMaHIe U
B3aMMOIIOMOIIb
KommyHnunkaGenbHOCTh
WHauBuayanbHOCTh

AXTHBHas )KU3HEHHAS TTO3UIHS
NHnnuaTtuBHOCTH

JlupepcTBo

(I)OpMI/II)OBaHI/Ie KOMMYHHMKATHUBHBIX HABBIKOB M KYJbTYPbI OﬁlIIeHI/Iﬂ

IMupoxuii Kpyrozop
YBaxkeHue K Apyroul KyJabType
JlobpoxenaTenbHOCTD U
OTKpPBITOCTh
KommyHuKabensHOCTE
YBakeHHE K CTapIIuM
YBaxeHue Tpaiunui

Bocmnuranune KYJbTYPhbI AHUaJiora n Bricokue HpPaBCTBCHHBIC
YBAXXCHHS K MHCHUIO JPYTUX HIO,Z[efI nacalibl

2 Mecto aucuuniuHbl (MoayJisi) B ctpykrype OIIOIT

JucuuruinHa «VIHOCTpaHHBIN SI3bIK MOJYJb 3» BXOIUT B 0053aTENbHYIO YacTh Y4€OHOIro
IUIaHa B COOTBETCTBUM ¢ DenepalibHbIM TOCYJapCTBEHHBIM 00pa30BaTENbHBIM CTaHIAPTOM
BhICIIETr0 00pa3oBaHusl.

N3ydyeHne nHOCTpaHHOTO fA3bIKa MPU3BAHO OOECIEUNTH:!

e TIOBBIIIEHUE YPOBHS Y4eOHOI aBTOHOMHH, CIOCOOHOCTH K CaM000pa30BaHUIO;
e pa3BUTHE KOTHUTHBHBIX M UCCIIEOBATEILCKUX YMEHUH;

e pa3BHUTHE HH(OPMALMOHHON KYJIbTYpHI;

e pacuIMpeHHe Kpyro3opa U MOBBIIEHHE OOIIEH KyIbTYpPhl CTYIEHTOB.

B pe3ynbrare ycnemHoro OCBOEGHHS AUCHUIUIMHBI «/HOCTpaHHBIN S3BIK MOAYJIL 3»
CTYIEHT JOJDKEH:

e 3HATh JIEKCUKY [TOBCETHEBHOTO OOIIEHUS;

e 3HATh IPAMMATHUYECKHE CTPYKTYPHI U MpaBUiia, HEOOXOAUMBIE JIJIsl OBJIAI€HUS YCTHBIMU
U MUCbMEHHBIMH (hopMaMH OOIIEHHS: CUCTEMY BPEMEH TJ1arojia, TUIbI IPOCTOrO U
CJIOKHOTO MPEIIOKEHNS], 3HAMEHATEIbHbIE U CITy>)KEOHBIE YaCTU Peuu;

e yMETh JIeaTh YCTHBIE COOOIIEHUS 110 TEMaM IOBCEIHEBHOTO OOIIEHUS U 10
COJIEp’KaHUIO TPOYNUTAHHOTO TEKCTA;

e yMETh BOCIIPMHHUMATh Ha CIyX COOOIIEHUS MMOBCEIHEBHO-OBITOBOTO XapaKTepa

e YMETbh BBIJENSTH TEMY U IVIABHYIO MBICIIb TEKCTa MPU O3HAKOMHUTEILHOM YTEHUH 0€3
CcJI0Baps;



. YMCTD JIOTUYHO U I'PAMMATUYICCKH NPABUJIbHO CTPOUTH BBICKA3bIBAHUC B IIPCACIaxX
M3YYEHHBIX TEM MTOBCETHEBHOTO OOIIEHUsI, 0OMEHUBATHCSI HH(POPMAIIHEH,
JEMOHCTPHUPOBATH PEUCBOEC MOBEICHUE, ICKBATHOE CUTYAIIUU OOIICHHUS,

e BJIaJICTh HABBIKaAMU CaMOCTOSATEILHON pa6OTBI;

e BIJIAJICTh KYJIbTYPOU MBIIIJICHUS, CIIOCOOHOCTHIO K OOIIEHUI0, aHAIN3Y, BOCTIPUSATHIO

I/IH(i)OpMaHI/II/I Ha HHOCTPAHHOM S3BIKE;

e yMETh IPaMOTHO ¥ 3()(HEKTUBHO MOIB30BATHCSA UCTOUHUKAMHU HUH(OpMAIHHU (CTIPAaBOYHOM

JUTEPATypou, pecypcamu MHTEpHET).

3. O0beM JUCHMILIMHBI (MOXYJISA)

O0beM JUCHMIUIMHBI (MOAYJSl) B 3a4ETHHIX CIWHUIIAX C YKa3aHUEM KOJIMYECTBA
aKaJEeMUYECKNX YacOB, BBIIICJICHHBIX Ha KOHTAaKTHYI padoTy ¢ oOydaromumucs (10 BUIaM

y4eOHBIX 3aHATHI) U HA CAMOCTOSATEILHYIO paboTy, MPUBEICH B Ta0IUIIE 2.

Tabmuua 2 — O6mas TpyJ0eMKOCTh AUCHUIUINHBI

Tpyno- OO0beM KOHTAKTHOM paboThl (4ac)
€MKOCTb
Cemectp
Hazpanue dopma Yacts (0D0) BHeayu- dopma
OIIOIT o0yue- WIIN Kype AynuropHas YA CPC aTTec-
VII TOpHast
BO HUS (3P0, G.E) Beer Taluu
0300) = cero
nek. | mpak. | Jsad. A | KCP
21.05.04
T'oproe 300 CLBb 2 3 13 0 0 12 1 0 95 €]
JIETIO

4 CTpyKTypa U coiepKaHue M CUMILIHHBI (MO1YJIs1)

4.1 CtpykTrypa nucuuiuidabl (Moayas) aiast 300

TemaTnueckuil miaH, OTpakarOUIM COAEpXKaHUE TUCUUIUIMHBI (IEpEeYeHb pa3/iesioB U
TEM), CTPYKTYPUPOBAHHOE 110 BUJaM YUEOHBIX 3aHATUHN C YKa3aHUEM UX 00BEMOB B COOTBETCTBUU

¢ y4eOHBIM IJIaHOM, TIpUBEAEH B Tabmuie 3.1

Tabnuma 3.1 — Paznens! JUCHUIUIMHBL (MOAYJS), BUABI yU€OHOU NeATEeIbHOCTH U (POPMBI

TeKymero Koutpos st 300

Kon pe- Kos-Bo yacoB, 0TBeIcHHOE Ha Do
Ne HasBanue Tembl 3yJbTara p
Y — Jlex Ipakt JIa6 CPC TEKYILETO KOHTPOJIS
PAL,
P2 TpEHaXep, KOJUIOKBUYM,
1 | Working Environment. P3, 0 0 4 30 PasHOYPOBHEBBIC
PI[4 3aJaHus, KOHTPOJIbHaA
PIIS P’I[ 6 pabora
PA1,
P2 TpEeHaXeP, KOIUIOKBUYM,
2 | How to Get a Job. P13, 0 0 4 30 | Pa3HOYPOBHCBBIC
Pﬂ4 3a/laHus1, KOHTPOJIbHAsA
PIIS P’}] 6 pabora
PAL,
PA2, eHaxep, KOJUIOKBUYM
3 | Negotiations PI3, 0 0 2 23 P P, KO M,
PI[4 PasHOYPOBHEBLIC 3aJaHUA
PJI5, PJ16
PAI,
. PJ12,
4 What Ma_kes an Effective P 0 0 2 12 KOJUTOKBHYM,
Presentation? PIL 4’ Hpe3eHTaInsI
P15, P16




Hroro no tadmmue | 0 | 0 | 12 | 95 |

4.2 Copep:xanue pa3aejoB U TeM JUCHUITUHBI (Moayas) aasa 300

Tema 1 Working Environment.

Conepxanme Tembl: Jobs, Professions & Workplaces. Organizational structure. Job
responsibilities.

@®opMbl U METOZBI IMPOBEACHUS 3aHATUH MO TeMe, MPUMCHSIEMbIC 00pa3oBaTEIbHbBIC
TEXHOJIOTUH: TPUMEHSIOTCS TEXHOJOTHH CMEIIAHHOTO OOYUYeHHs «IIEPEeBEPHYTHIH Kiaccy,
TEXHOJIOTUH TPOOJIEMHOT0 00YYCHHUs, UTPOBBIC TEXHOIOTUHU (POJIEBBIC UIPhI), HHPOPMAIIMOHHO-
KOMMYHHKAIIHOHHBIE TEXHOJOTUU (TPE3CHTAIlNN, WHTCPAKTHUBHBIC YIPaXXHCHUsS, TECThI), Ha
3aHATUAX MPE00IaNaOT 3aaHus, BRIOJHICMbIC B rpymmax (pabora B mapax, paboTa B MajbIX
rpyImmax, T. IL.).

Bupl caMOCTOSATEIIBHOM MOATOTOBKHU CTYACHTOB 110 TEME: B paMKaX peain3aiiis MOJCIH
«IEPEeBEPHYTHIN KJIacC» CTYACHTHI PadOTAIOT C 3JIEKTPOHHBIMH 00pa30BaTEIbHBIMH pECypcaMu
(M3y4aroT yueOHbIC BHICO W HHBIC MaTEPUAIIbI, BBIMOJIHIIOT MPEIBAPUTEIIbHBIC 3aaHUs) IS
NOJArOTOBKM K  aQyJAUTOPHOMY 3aHSATHIO, B XOJE€ KOTOPOTO CTYICHTHI  pabOTaroT
PEUMYIIECTBEHHOTO B IPYIINax HaJ PEIICHUEM 3a/1a4 C UCII0JIh30BAHUEM MTPOPAOOTAHHOIO IOMa
Marepuaa.

Tema 2 How to Get a Job.

Conepxanme Tembl: Hard and Soft Skills. Resume (CV) Writing. Job Interviews.

@opMbI U METOABI MPOBEACHUS 3aHATUN O TeMe, MPUMEHsEMble 00pa3oBaTeIbHBIE
TEXHOJIOTUM: TPUMEHSIOTCS TEXHOJOTUU CMEIIAHHOTO OOy4YeHHUs «IIepeBEpHYTHIN Kiaccy,
TEXHOJIOTHUH TIPOOJIIEMHOT0 00yUYEHUS, UTPOBBIC TEXHOJOTUH (POJIEBBIE UTPHI), MH()OPMAIIMOHHO-
KOMMYHHKAITUOHHBIE TEXHOJOTUH (TPE3CHTAIlMN, MHTEPAKTUBHBIC YIPAXXHEHHS, TECThI), Ha
3aHATHUSIX MPeo0IIaatoT 3aJaHus, BBIIIOJIHAEMbIE B Ipymnmnax (padora B mapax, padoTa B MaJlbIX
rpynnax, T. IL.).

Bunbl camocTosTeNbHOM MOATOTOBKM CTYJEHTOB 110 TEME: B paMKax peaau3alus MOAeIn
«TIEepPEeBEPHYTHIN KJacc» CTYAEHTHI PabOTaAIOT C 3JIEKTPOHHBIMH 00pa3oBaTeIbHBIMH pecypcaMu
(u3yyaroT y4yeOHbIE BUJEO U WHBIE MaTe€pHalibl, BBHIIOJIHAIOT MPEABAPUTENIbHbBIE 3aaHMsI) JUIS
HNOArOTOBKM K  ayAUTOPHOMY 3aHATHIO, B XOJ€ KOTOPOTO CTYJEHThl paboTaroT
IPEUMYIIECTBEHHOTO B IPpyIIax HaJ PelIeHUEeM 3a/1a4 ¢ UCIOIb30BaHUEM NTPOPAOOTAaHHOTO JJOMa
MaTepuana.

Tema 3 Negotiations.

Conepxxanne Tembl: Types of Negotiations. Successful Business Negotiations in English.

@opMBl U METOJBI TPOBEACHHS 3aHITUN MO TeMe, MpUMEHseMble 00pa3oBaTeIbHbIC
TEXHOJIOTUH: TIPUMEHSIOTCS TEXHOJIOTHM CMEIIAHHOTO OOYYeHUS <«IePEeBEpPHYTHIH Kiaccy,
TEXHOJIOTUH MPOOJIEMHOr0 00Y4YeHUs, UTPOBbIE TEXHOJIOTUHU (POJIEBbIE UIPhI), HHPOPMALIMOHHO-
KOMMYHHKAIIMOHHBIE TEXHOJOTUU (TPEe3eHTAIllNN, WHTEPAKTHUBHBIC YIPAXXHEHHUs, TECTHI), Ha
3aHATHSIX MPeoOsIaaroT 3aJaHusl, BBIMIOIHIAEMbIE B Tpymmnax (padora B mapax, paboTa B MallbIxX
rpynnax, T. IL.).

Busl caMOCTOSATENBHOM MOATOTOBKHU CTY/IEHTOB 110 TEME: B paMKaXxX peau3aliis MOJeIu
«TIEePEeBEPHYTHIN KJIacCc» CTYAEHTHI PadOTAIOT C JIEKTPOHHBIMH 00pa30BaTEIbHBIMH peCypcaMu
(M3y4aroT yueOHbBIE BUIEO U WHBIE MATEPUAIIbI, BBIOJHSAIOT MpEABAPUTEIbHBIC 3aTaHUs) IS
MOJATOTOBKM K  QyAWTOPHOMY 3aHATHIO, B XOA€ KOTOPOTO CTYICHTHI  pabOTaroT
PEUMYIIECTBEHHOTO B IPYIINAaxX HaJ PELUICHUEM 3a]1a4 C UCII0Ib30BAHUEM ITPOPAOOTAaHHOIO I0Ma
Marepuaa.

Tema 4 What Makes an Effective Presentation?.



Conepxxanne reMbl: How to make and deliver a strong presentation. Successful techniques.
How to deal with nerves. Presenting in practice.

@opMbl U METOABI MPOBEACHUS 3aHATUI MO TeMe, MPUMEHsSEMble 00pa3oBaTeIbHBIE
texHosoruu: [Ipenogasarens pacckaspiBaeT 0 MOOK.

Buasl caMOCTOSATENBHOM MOATOTOBKH CTYIEHTOB IO T€ME: CTYACHTBI CaMOCTOSITEIBHO
BBIMOJIHSIOT 3aJIaHKsI HA Pa3BUTHE HABBIKOB BBICTYIUICHHUS C MPE3CHTAIMEH, pa3MEIICHHBIC 110
ajzipecy https://www.futurelearn.com/courses/what-makes-an-effective-presentation. ITo
3aBEpIICHUIO OHJIAWH Kypca, CTYIEHTHl CaMOCTOSTEIIEHO TOTOBSIT MHHHU-TIPE3CHTAIMIO JUIS
MOCJIEIYIOIIETO BHICTYIUICHUS HA 3aHSATHH.

5 Meroauyeckne YyKazaHus sl OOYYAOIIMXCH MO M3YYEHHI0 M PpPeau3aluu
AMCUUIJIMHBI (MOIYJIs1)

5.1 Meroanueckue peKOMeHIAUMH O0YYAKIIUMCH M0 M3YYEHUIO IMCUMIVIMHBI M IO
o0ecIeYeHNI0 CaMOCTOSITeJIbHOM padoThI

[Ipu peanuzanuu AUCUMIUIMHBI (MOIYJsl) TPUMEHSETCS SJICKTPOHHBIA Y4eOHBIH Kypc,
pa3MenIEHHbIN B cucTeMe 3ieKTpoHHOro o0yuenust J0C.

W3yuenne mepBBIX TpexX TEM HEOOXOJMMO HauyaTh C O3HAKOMIICHHS W OCBOCHHS
aekcuuyeckoro marepuana. CHavana HEOOXOAMMO IOBTOPHUTH CJIOBA, BBEAEHHBIE HAa 3aHATHH
npenonaasareneM. [lanee cTyneHTy mpepjiaraetcsi paborath ¢ mporpammoin-tpeHaxépom VCB
Tutor a7s 3aOMHHAHUS CJIOB M BBIPQXEGHUN CHayajga B PEXHME CaMOCTOSATENIbHOW paboThl B
HaIIPaBJIEHUU C PYCCKOTO A3BIK HA aHIVIMMCKHUH, a 3aT€M C aHTJIMHCKOr0 Ha pycCKui. JlanpHenee
OBJIa/IEHUE JIEKCUKOM ITPOUCXOIUT B MpoLecce paboThl ¢ TEKCTAMU JJIsl YTEHUs, MaTepralaMu JJ1s
ayIupoOBaHUs, B JIUCKYCCHSIX IO BompocaM Hu3ydaeMbIX TeM. CTyAeHT HMEeT BO3MOXKHOCTh
BBINOJIHUTB 3a/1aHKsI TECTOBOT'O XapakTepa, IPOCMOTPETh Pe3yibTaThl CBOEH PaOOTHI.

B xojze u3yueHus Kax0il TeMbl CTyI€HTbI 3HAKOMSATCS C HOBBIM MaTE€pHUaIOM, Pa3BUBAIOT
YMEHHUS M COBEpIICHCTBYIOT HAaBBIKM YINOTPEOJEHHUS JIEKCUYECKOIO M IpaMMaTU4YecKOro
MaTepuaia, pa3BUBAIOT HABbIKM ayJIMpOBaHUA, paboTas C ayauo M BUAEO MaTepuajaMu, U
BBITNOJIHAIOT TBOPYECKHUE 3aJaHUS 110 PA3BUTHIO HABBIKOB TOBOPEHUS U IIMChMA.

B kauectBe camocTosiTeNbHONM paOOTBl MIPEANOJSIAraeTCs BHIIOJHEHUE 3aJaHMM,
pasMelIeHHbIX B 3JeKTpoHHOM Kypce OOC, MOAroToBKa KOPOTKUX COOOIIEHUH, MOUCK
uHpopMauuu B cetu VHTepHer, rpymnmoBas paboTa HaJ CHUTYAlMOHHBIMH IPOEKTAMH,
Ipe3EHTalNEN.

Jns w3ydenuss derBeproir Tembl "What Makes an Effective Presentation?" crymenTsl
BBIMOJIHSIOT 33aHUSI M TOTOBSIT HEOOJBIIYIO IPE3EHTALHMIO 110 BBIOPAaHHON UMHU TeMe, UCTIONb3Ys
M3YYEHHbIE MaTepHaIbl, I MOCIEAYIOIIEro BEICTYIUICHNS Ha 3aHATUH.

C nenpro KOHTPOJIS YCBOEHUS MaTepHualla B X0/1€ U3y4eHHUs AMCUMILINHBI " HOCTpaHHbIN
A3BIK MOJIYJIb 3" CTYAEHTHI BBIIOJHSIOT 2 KOHTPOJIbHBIE Pa0OTHI, B KOTOPbIE BXOJAT 33/aHUS 110
YTEHUIO TEKCTa C M3BJICYEHUEM IMOJHOM MHpopManuu B ¢opMme MUCbMEHHOro mnepesoja. [lo
3aBEpLICHUH YETBEPTOU TEMBI CTYI€HTHI BBICTYHAIOT ¢ pe3eHTauueil. Kypc "MHocTpaHHBIi S3bIK
Moayib 3" 3aBepliaeTcsl 3K3aMEHOM (MTOrOBOM KOHTPOJBHOM paboToif), B X0J€ KOTOPOro
OLICHUBAETCS YPOBEHb CPOPMUPOBAHHOCTU KOMIETEHIIUH.

B cnywae 3arpyqHeHMIl NpH NPOXOKACHUM MAHHOM IUCLUIUIMHBI, CTYIAEHTHI MOTYT
3aJaBaTh BOMNPOCHl TPENOJaBaTeNI0 WM JpYr JpYyry, MOJb3yiach (OPYMOM OCHOBHOTO
aneKkTpoHHOro Kypca B D0C, a Takke 00CyKaaTh BO3HUKAIOIIUE BOIPOCH C IPENnoiaBaTeeM B
pamMKax KOHCYJIbTallHOHHBIX YaCOB.

bazoBeiM yueOHBIM MOCOOMEM NUCHUIINHBI «VIHOCTpaHHBINA S3BIK MOJYJb 3» SBISAETCA
laneeBa T.U. Anrmmiickuii s3eik. JlemoBoe obmienue : yueonuk / T. W. NameeBa. — Mocksa :
Pycaiinc, 2022. — 243 C.



[Ipu BBIIOTHEHHE J1a0OPATOPHBIX pabOT CTYAGHTHI MOTYT MCIONB30BaTh "MeToauueckue
PEKOMEH/IAITMU K BBIMOJTHEHUIO TAOOPATOPHBIX paOdOT 10 MHOCTPAHHBIM SI3bIKaM "

5.2 OcobenHocTH opraHu3anuu oO0y4YeHHs JJs JHI ¢ OrPAaHUYEHHBIMH BO3MOKHOCTAMH
3/10pOBbSl U HHBAJU/0B

[Tpr HEOOXOMMMOCTH OOYJAIOIIUMCS U3 YUCIIA JIUI C OTPAHHYEHHBIMHA BO3MOYKHOCTSIMU
3JI0POBBS U HHBAIHIOB (I10 3asBJICHHIO 00YYArOIIErocs) MPeI0CTaBIIsIeTCs yueOHas
uH(pOpMAaIIKs B JOCTYIMHBIX (pOpMax ¢ yI€TOM MX WHAMBUAYAIbHBIX ICUXO(DU3HUECKUX
0COOEHHOCTEH:

- JUIS JIULL C HAPYLIEHUSIMU 3PEHUS: B TIeUaTHOU (hopMe yBeTMUeHHbIM IPUPTOM; B hopme
JIEKTPOHHOI'O  JOKYMEHTAa; UHJUBUAYaJIbHbIE KOHCYJIbTallu1 c MIPUBJICYCHUEM
TU(dI0CYpIOTIEPEBOIUNKA; MHANBUAYAIbHbBIC 3aJJaHHs], KOHCYJIbTAI[UN U JIP.

- 17151 JIMII C HAPYIICHUSIMU CIIyXa: B TIeYaTHOH (hopme; B popmMe 3IEKTPOHHOTO IOKYMEHTA;
WHJIUBUlyaJIbHbIE KOHCYJbTAallUW C NPHUBJICUYECHUEM CYpPAONEPEBOIUNKA; HWHANBUIYAIbHbIE
3a/laHusl, KOHCYJIbTALUU U JIp.

- 17151 JIUI] C HAPYIIEHUSIMU OMIOPHO-JIBUTATENILHOTO armapaTta: B ne4atHoi oopme; B hopme
AJIEKTPOHHOI'O JJOKYMEHTA; UH/IMBUyaJIbHbIE 3aJIJaHUs, KOHCYJIbTALlUU U JIp.

6 ®@oH/ OLEHOYHBIX CPEACTB JIfl MPOBeIeHUs] TEKYIIero KOHTPOJISI U MPOMeKYTOYHOI
arrecTauMu 00y4aroIMXCcH M0 JUCUMILINHE (MOTYJIIO0)

B cootBerctBum ¢ tpeboBanusmu PI'OC BO pans arrectanuu 0oOydaroIIUXcs Ha
COOTBETCTBUE WX IEPCOHATBHBIX JIOCTIIKCHUH IUIAHUPYEMBIM pe3yJibTaTaM OOYYCHHS TI10
JTUCIUILIMHE (MOJIYJI0) CO3/aHbl (JOH/IBI OLIEHOUHBIX CPEICTB. THUMIOBBIE KOHTPOJIbHBIC 3a/1aHNUS,
METOJIMYECKUE MaTepUalibl, OINPEACIAIONIME NPOLUEAYPhl OLUCHHBAHUS 3HAHWUN, YMEHUH U
HABBIKOB, & TAKXKE KPUTEPUU U MOKA3aTeNU, HEOOXOANUMBIE [Tl OLIEHKH 3HAaHUHM, yMEHUH, HAaBBIKOB
M XapakTepu3ywinue dTanbl (HOPMUPOBAHMS KOMIIETEHUIUMH B  MPOLECCE OCBOCHUS
00pa3oBaTenbHON MTPOrpamMMBl, TipeAcTaBieHsbl B [Ipunoxennn 1.

7 Y4eOHO-MeTOAMYECKOEe U HH(POpMALMOHHOE o0ecieYeHrue TUCIHILIMHBI (MOAYJIs1)

7.1 Ocnoenaa numepamypa

1. Kocc, E. B. IlpodeccroHanbHblii aHTTIMACKAN SI3BIK: MPAKTUKYM IO TOBOPEHUIO :
yuebHoe nocobue / E. B. Kocc. — Tompsattu : TI'Y, 2022. — 80 c. — ISBN 978-5-8259-1531-
9. — Tekcr: onexTpoHHBINH // JlaHp : JIEKTpOHHO-OMOMMorewnass cucrema. — URL:
https://e.lanbook.com/book/243284 (mata oOpamenus: 25.05.2026). — Pexum poctyma: ans
aBTOPH3. NIOJI30BATEIICH.

2. KpamenunnukoBa, A. E. JlenoBoii anrnuiickuii s3bik (Business English) : yuebnoe
nocobue / A. E. Kpamenunnukosa, A. A. Cokk, E. B. ®unonenko. — Kpacnosipck : KI'TIY nm.
B.I1. ActadneBa, 2023. — 85 c. — ISBN 978-5-00102-677-8. — Tekcrt : anekTpoHHbIH // JIaHb :
ANEKTPOHHO-OMOMMoTeunast cucrema. — URL: https://e.lanbook.com/book/399491 (mara
obpamenus: 25.05.2026). — Pexwum moctyna: Ui aBTOPU3. MOJIH30BATEICH.

7.2  Jlononanumensvhas numepamypa

1. Krantz, Caroline. Navigate B1 Pre-intermediate. Coursebook / C. Krantz, J. Norton -
UK : Oxford University Press , 2015 - 167 p.

2. 3omorapeBa C. A., Prumesa O. B. JlenoBoii MHOCTpaHHBINA S3BIK (QHTIUHCKUIA):
npaktukym : [lpakTtukymbl, mnaGopaTopHble paOOThl, COOPHHMKHM 33Jady M YHOpaKHEHUUH



[DnexTponHbIii pecypc] : KemepoBckuii rocyapcTBeHHBI UHCTUTYT KyIbTypsl , 2020 - 142 -
Pexxum nmoctyma: https://e.lanbook.com/book/174750

3. WudbopmaninoHHO-CIIpaBOYHAS cucreMa «KoncynpTant [Tmrocy» —
http://www.consultant.ru/

4. Jlununaa, FO. A. AHMHIACKHUI SI3BIK JIEIOBOTO M MPOQPECCHOHATBHOTO OOIICHHS :
yaeOHnoe nocobue / F0. A. Jluruna, O. A. I'ypesinoBa. — Owmck : OMI'TY, 2022. — 116 ¢. —
ISBN 978-5-8149-3413-0. — TexkcT : »neKTpoHHbIH / JlaHb : 31eKTpOHHO-OMOIMOTEYHAS
cucrema. — URL.: https://e.lanbook.com/book/343565 (nata obpamienus: 25.05.2026). — Pexum
JOCTYTIA: JIJIsl aBTOPU3. TIOJIH30BATEIIECH.

5. ®umman, JI. M. Professional English : yueOnux / JLM. ®@umman. — Mocksa :
NHOPA-M, 2022. — 120 c. — (Bsiciiee obpa3oBanue: bakanaBpuar). - ISBN 978-5-16-014339-
2. - Tekcr : snexrponnsii. - URL: https://znanium.com/catalog/product/1723355 (nmata
oOpatuenus: 31.05.2026)

7.3 Pecypcol unghopmayuonno-menekommynuxayuonnou cemu '""Hnmepnem',
6KII04an npogeccuonanvhvle 06a3vl OAHHLIX U UHPOPMAUUOHHO-CRPABOUHDIE
cucmembsl (npu HeoOX00UMOCMU):

1. HanuonanbHbI KOpIyC pycckoro si3pika. [lapannenbHblil Kopryc (QHITIMHCKHIN)

https://ruscorpora.ru/new/search-para-en.htmi

2. Ownnaiin cnoBaps Mynbtutpas https://www.multitran.com/

3. DnextpoHHO-0MbMMOTeyHas cucteMa "ZNANIUM.COM"

4. DnextpoHHO-OnOMMoTeuHas cucrema "JIAHB"

5. DnextpoHo-6mbnuoreuHas cucrema "Jlanp" - Pexxum noctyna: https://e.lanbook.com/

6. Open Academic Journals Index (OAJI). [Ipodeccronanbnas 6a3a maHHBIX - Pexxum

noctyna: http://oaji.net/

7. Ilpesunmenrtckass OuOmmoreka wuM. b.H.Enpuuna (6a3a [JaHHBIX —pa3IMYHBIX

npodeccuoHanpHbIX o0nacteit) - Pexxum noctyna: https://www.prlib.ru/

8 MarepuajibHO-TeXHHYECKOe ofOecrnedeHHe IUCHUIUIMHBI (MOAYJIsI) WU IepevyeHb
HH(OPMALMOHHBIX TEXHOJIOTHH, MCIOJb3yeMbIX IPH OCYLIECTBJCHHH 00pPa30BaTeJbHOIO
npouecca 1no AUCHUILINHE (MOAYJ/II0), BKJIKYAas NepevyeHb IPOrPpaMMHOro odecneyeHunst

OcHOBHOE 000pYIOBaHUE:

e KommyraTop SuperStack 3 (16*10/100 19")

e MonuTop Samsung 152T 15"

e MounwuTtop obnaunbiit 23" LG23CAV42K/mbime Geniu

e O6uaunsiii Mmorutop 23" LG CAV42K

e O6maunbiit Moautop LG 24CKS550Z-BP/knaBuatypa/Mbliib

e [I/K DNS Office T300, mpime Genius NetScroll 100, knaBuarypa Genius KB-06X,
monutop AOC919 19"

e [Ipoekrop Casio XJ-V1

e CereBoii MonuTop:Hynesoii kinent Samsung SyncMaster NC240

e Ycumutenb-pactpeaenutelib VGA/XGA Kramer VP-200

¢ Ycr-Bo Oecn.nutanust UPS-3000

IIporpaMmmHOE 0bO€ecCIIEUEeHHE:

e ABBYY Lingvo 12 English
e Microsoft Office 2010 Standart
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1 Ilepedennb (popMHEpyeMbIX KOMIIETEH M

Haszsanne OITOII BO,
COKpalleHHOe

Kon u popmynupoBka KoMHeTeHIN

nu

Kon u popMynrpoBka HHANKATOPA TOCTIKCHUS
KOMITCTEHITHU

21.05.04 «"opHoe men
o»

T

YK-4 : Cnoco0OeH puMeHSITh COBP
€MEHHbIe KOMMYHHKATUBHbIE TEXHO
JIOTHH, B TOM YHCJI€ HA HHOCTPAHHO
M(BIX) sI3bIKE(aX), VI aKaJeMUYECcK
oro 1 npoecCHOHAIILHOTO B3aUMO
JIEUCTBUSA

VYK-4.18 : BeiOupaeT Ha TocyZapCTBEHHOM U HH
OCTPaHHOM S3bIKaX KOMMYHHKATHUBHO ITpUEMJIC
MBIH CTHJIb JIEJIOBOTO OOIIEHUS, BepOaIbHbIE U H
eBepOanbHbIe CPeACTBAa B3aNMOACHCTBUS C TIapT
HEpOM

YK-4.5B : YuacTByeT B akaJieMUICCKOM U ipode
CCHOHAJIbHON KOMMYHHKAIIUU Ha UHOCTPAHHOM(
BIX) SI3bIKE(aX), UCTIONIB3YSI COBPEMEHHBIC KOMMY

HUKATHUBHBIC TCXHOJIOI'MH

Komnerenmus cuntaercs: chopMUPOBAHHOM Ha TaHHOM 3Tarie B CiIydae, eCiIM MOoTy4YeHHbIE
pe3yibTaTtel OOydYeHHMs [0 JUCLUIUIMHE OLICHEHbl IOJOXHUTEIbHO ([IUarna3oH KpUTEpUEB
OLICHUBAHMSI PE3YIbTATOB O0YUEHUS «3aUTEHO», «YIAOBIETBOPUTEIBHOY, «XOPOILI0Y», KOTIUIHOR).
B ciydae oTcyTcTBUS MOJIOKUTEIHHOM OLIEHKM KOMIIETEHIMS Ha JAHHOM 3Tale CUUTAeTCs

Hec(OPMUPOBAHHOM.

2 [loka3aTe/iu OlleHUBAHUS NJIAHUPYEMBbIX Pe3yJIbTATOB 00y4YeHHUs

Komnerennus YK-4 «Crioco6eH npuMeHsATh COBpEMEHHbIE KOMMYHUKAaTHUBHbBIE
TEXHOJIOTUH, B TOM YHCJI€ HA UHOCTPAHHOM(BIX) A3bIKe(ax), 1JIs aKaJIeMUYeCKOro U

MpOPECCHOHAIBHOTO B3aUMOJICHCTBUS

Ta6muma 2.1 — Kpurepuu OlleHKH WHIUKATOPOB JIOCTHKEHUS KOMITCTCHIINH

PeSyJ’ILTaTBI 06y‘leHI/I$I IO TUCHHUITTIMHE

Koy u gopmymupoka unankar | Ko | Tu
opa JOCTUKEHHS KOMIIETEHIIUU s o

Kputepun oneHHBaHMS Pe3yabT
aToB O0yJYCHUS

pencTBa B3auMozneicTeug c map | 1

OCYIIECTBICHHUS MEKIHUYHOCTH
Oro M JIEJIOBOTO OOIIECHUS

pe | pe Pesynbrar

3- | 3-

Ta | Ta
VYK-4.1B : BeiOupaet Ha rocyna [IpaBMIIBHOCTH BOCIIPOU3BENEH
PCTBEHHOM U MHOCTPAHHOM SI3bI Usl JIEKCUYECKOr0 MaTepuala B
Kax KOMMYHUKATHBHO IIpHEMIIE YCTHOH W IMCbMEHHOH (hopmax,
MBIH CTHJIb JIEIOBOTO OOIICHHUS, 34 | HOPM AHIIMHACKOTO JIUTEPAaTypH | TPaMOTHOCTDH MCIIONB30BAaHUS a
BepOanbHbIe U HeBepOanbHble ¢ | P A OTO SI3bIKa, HEOOXOIUMOTO ISl | KTUBHOU JIEKCUKH B YCTHBIX U T

HCbMEHHBIX OTBETaX; IPAMOTHO
CTb UCIIOJIb30BaHUS U3YUEHHBIX
IrpaMMaTH4YECKUX KOHCTPYKLUI
B YCTHBIX U IUCbMEHHBIX OTBET
ax;

ue
THEPOM
v
PI | me
3 HU

aIanTHPOBATh PeYb, CTHIH 00
€HUS U A3BIK )KECTOB K CUTyal{
sIM B3aHUMOJIEHCTBUSI

ITonHOTa M TOYHOCTH HIEpeBOa
TEKCTOB ITPOQECCHOHAIBLHON Ha
MPaBIEHHOCTHU C aHTTIUICKOTO s
3bIKa Ha PYCCKUI S3BIK; CIIOCO0
HOCTbh UHTEPIPETUPOBATH ay 1
0 W/WJIM BUJIE0 COOOIIECHUS U aJ
€KBaTHO PearnpoBaTh Ha YCIIbI
[IAHHOE; TIOJTHOTA, JIOTHYHOCTh
U CBSI3HOCTH YCTHBIX M TUCBMEH
HBIX BBICKa3bIBaHUI, TPAMOTHO
CTh BEIOOpA M3yUICHHBIX JIEKCHK
1 ¥ TPAMMAaTHKH;




PI

MC
HHU

MIPUMEHSET TpaByiIa U MPUEMBI

YCIEITHOTO PEYEeBOr0 B3aHMOJIe
HCTBUS Ha HHOCTPAHHOM SI3bIKE
Yyepe3 MOJEIMPOBAHHE BUIOB 1T
podeccrnoHansHON IeATENFHOC

TH

[TpaBUIBHOCTB MCIIOJIB30BAHUS
JIEKCUUECKUX U IPaMMaTHYECKH
X CPEACTB HHOCTPAHHOTO SI3BIKa
IIPU PETIPOAYKINH U TIOCTPOCHU
1 TEKCTOB C IIEJIBI0 COXPAHEHUS
PaBHO3HAYHOCTH COAEPKAHUS O
pHUrHHAJIA

Pl

BbI

BianeeT GOHETHKOM, JIEKCUKOM
Y TPaMMAaTUKOH aHIJIMUCKOTO 5
3bIKa B 00bEME, HEOOXOTUMOM
JUTSL TOTO, YTOOBI MPETOCTABIISAT
b UH()OPMAIUIO TUIHOTO U TSI
OBOT'O XapaKTepa, aJ[cKBaTHO pe
arupoBaTh Ha MH(OOPMAIIHIO, O
CTYIAIOIIYIO OT MapTHEPa 10 KO
MMYHUKAIUH.

JIoru4HOCTH U CBSI3HOCTD PEuH,
[IPaBWIBHOCTH IPOU3HOLIEHMUS,
IPaMOTHOCTh BEIOOpA M3yYCHH

bIX JIEKCUKHU U TPaMMaTHKHU [IPU
OCYILIECTBJIIEHNY KOMMYHHUKAIIH
U B YCTHO# U MUChMEHHO# (op
Max B paMKaX U3YYEHHBIX TEM.

YK-4.58 : YuacTByeT B akajieM
MYECKOH 1 PO eCcCHOHATBHOM
KOMMYHHKAIIMXA Ha HHOCTPAHHO
M(BIX) sA3BIKE(aX), UCTIONB3YS CO
BpEMEHHBIC KOMMYHHUKAaTHBHBIE
TEXHOJIOTHH

PI

3H
aH
ne

JEMOHCTPHUPYET 3HAHHE BUIIOB
COBPEMEHHBIX KOMMYHUKATHBH
BIX TEXHOJIOTUH

[IpaBUIBHOCTH OTBETOB HA BOII
POCHI; OTCYTCTBUE KOMMYHHUKAT
MBHO-3HAYMMBbIX OIIMOOK B MPO
ecce oOIEHUS

PIl

ME
HHA

COCTaBIIATh HA AHTJIHHCKOM 53bI
Ke ouIranbHbIe 1 Heouua
BHBIE TEKCTHI B COOTBETCTBUH C
NPUHATEIMA HOPMaMH JeI0BOM
HePEnUCKU

I'pamoTHOCTH BEIOOpA ITUKETH

BIX JOPMYII B YCTHOH H ITUCHME
HHOM J1€I0BOI1 KOMMYHUKALUU

C Y4€TOM HOPM [ICIIOBOH ITeperr
VICKH Ha aHTJINHCKOM SI3BIKE.

PI

BbI

BlazeeT QOHETUKOM, JIEKCHKOH
Y TPaMMaTUKOM aHIJIMICKOTO 5
3bIKa B 00BbEME, HEOOXOJUMOM
JUTSL TOTO, YTOOBI MPETOCTABIISIT
b MH(GOPMAIHIO JINYHOTO H JIeI
OBOTO XapaKTepa, aJleKBaTHO pe
arupoBaTh Ha HHPOPMAIIHIO, 110
CTYMAIOIIYIO OT MapTHEPA MO KO
MMYHUKAIUH.

JIOru4HOCTH U CBS3HOCTH PEYUH,
MPaBUIBHOCTD TPOU3HOIIICHHUS,
IPaMOTHOCTh BBIOOpA H3yYCHH

BIX JICKCUKU M TPAMMATHKH MPU
OCYIIECTBJICHUM KOMMYHUKAITH
U B YCTHO# 1 MUChMEHHO# (op
Max B paMKax U3YYCHHBIX TEM.

TaOnuia 3amosiHgeTCs B COOTBETCTBUM ¢ pazzaenom | Paboueil mporpaMmbl IUCHUTIIMHBI

(Momyst).

3 IlepeyeHb OLIEHOYHBIX CPE/ICTB

Tabnuua 3 — [lepeyeHb OLIEHOYHBIX CPEJCTB MO0 TUCHMILIMHE (MOIYIIIO)

YJIBTaThl O0ydeHHS

KonTponupyemble muiaHupyeMble pe3

KoHTponupyemble TeMBI

HammeHOBaHME OIECHOYHOTO CPENICTBA U TP
encrasieHue ero B ®OC

HUCIUIIIINHBI

Texkylmuil KOHTPOJIb

IIpomexxyTouHas aT
TeCTalus

3aouHas Gpopma 00ydeHuUs

P/

3HaHUE : HOPM aHTITUHCKO
'O JINTEPATYPHOTO SI3bIKA,
HE0OXOIUMOTO IS OCYIIT
€CTBJICHUS MCXKJIMYHOCTH
Or0 H JIEJIOBOTO OOIIEHUS

1.1. Working Environmen

t.

Konnoksuym

Konrpomnbnas pador
a

a

Konrponbnas pabor

Konrpomnbnas pador
a

e)

[Mpezenranus (my6
UYHOE BBICTYIJICHU

Konrpomnbnas pabor
a

Pa3HoypoBHEBEIE 32
Jlau¥l U 3aJlaHus a

Konrpomnbnas pador




Tpenaxep

Konrpomnbnas pabor
a

1.2. How to Get a Job.

Komnoxsuym

KontponsHas pador
a

Kontponsuas padot
a

KontponsHas pador
a

[pesenramus (ry6n
MYHOE BBICTYIUICHA

e)

KontponsHas pador
a

Pa3HoypoBHEBEIE 3a
Jla9¥ U 3aJaHNs

KontponsHas pador
a

Tpenaxep

Kontponbnas pabor
a

1.3. Negotiations

Konnoksuym

Kontponbnas pabor
a

KonTpomnbuas pabor
a

KonrponbHas padot
a

[pesenramus (ryon
WYHOE BBICTYIUICHA

©)

KonrponbHas padot
a

Pa3zHOypoBHEBEIE 32
Jlaudl U 3aJJaHNs

KonrponbHas padot
a

Tpenaxep

KontpomnbHas pabor
a

1.4. What Makes an Effec
tive Presentation?

Komnoksuym

KontponbHas pador
a

Kontponbnas pabor
a

KonrpomnbHas padot
a

[pesenramus (ryon
WYHOE BBICTYIUICHA

e)

KonrpomnbHas pador
a

Pa3zHoypoBHEBEIE 32
Jlau¥l U 3aJlaHus

KonrpomnbHas pador
a

Tpenaxep

Kontpomnsnas pabor
a

PJ12

3HaHUE : JEeMOHCTPHPYET
3HAaHUEC BUJI0B COBPECMCHH
BIX KOMMYHUKaTHBHBIX T€
XHOJIOTHI

1.1. Working Environmen
t.

Komnoksuym

KontpomnsHas pabor
a

Konrpomnbnas pador
a

KonrpomnbHas pador
a

[pesenramus (ryon
WYHOE BBICTYIUICHU

e)

KonrpomnbHas pador
a

Hp€3€HTaIII/I$I 10 UT
oraM MHUHH-HCCIICI0
BaHUA

Kontponsnas pador
a

Pa3H0ypOBHeBLI€ 3a
Ja4H U 3a1aHUA

Konrpomnbnas pabor
a

1.2. How to Get a Job.

Konnoksuym

Konrpomnbnas pador
a

Kontpomnsnas pador
a

Kontponsnas pador
a




IMpezenrauus (my6n
UYHOE BBICTYIJICHU

e)

Konrpomnbnas pabor
a

Hpe?,eHTaHI/Iﬂ 10 UT
oraM MHUHH-HCCJICI0
BaHMA

Kontponbnas pabor
a

PasHOoypoBHEBEIE 32
a4y Y 3aJaHus

Kontponbnas pabor
a

1.3. Negotiations

Konnoksuym

Kontponbnas pabor
a

Kontponpuas padot
a

KontponsHas pador
a

[pesenramus (ry6n
MYHOE BBICTYIUICHA

e)

KontponsHas pador
a

[IpesenTanus no ut
oraM MHHHU-HCCIIENO
BaHUA

KontponsHas pador
a

Pa3zHOypoBHEBEIE 32
Jlaud U 3aJJaHus

KonrponbHas padot
a

1.4. What Makes an Effec
tive Presentation?

Komnoksuym

KonrpomnbHas padot
a

Kontpomnbnas pador
a

KontponbHas pador
a

[IpesenTarust (my6ma
HYHOEC BBICTYILUICHH

e)

KontpomnbHas pabor
a

[Ipe3enTarus mo ut
oraM MHHHU-HUCCIEI0
BaHUSA

KontpomnbHas pabor
a

Pa3HoypoBHEBEIE 3a
Ja4dyH U 3a1aHuA

KontponbHas pabor
a

PI3

YMeHue : ajanTupoBaTh p
€4b, CTHJIb OOIIEHMS U 53
BIK )KECTOB K CUTYaIUsIM
B3aMMOJACHUCTBUSA

1.1. Working Environmen
t.

Komnokesuym

Kontponsnas pabor
a

Konrpomnbnas pabor
a

KonrpomnbHas pador
a

[pesenramus (ryon
WYHOE BBICTYIUICHU

e)

KonrpomnbHas pador
a

Pa3zHoypoBHEBEIE 32
Jlau¥l U 3aJlaHus

KonrpomnbHas pador
a

Tpenaxep

Kontpomnsnas pabor
a

1.2. How to Get a Job.

Komnoxsuym

Kontponsnas pabor
a

Konrponbnas pabor
a

Konrpomnbnas pador
a

IMpezenranus (my6n
UYHOE BBICTYIJICHU

e)

Konrpomnbnas pabor
a

Pa3HoypoBHEBEIE 32
Jlau¥l U 3aJlaHus

Konrpomnbnas pador
a




Tpenaxep

Konrpomnbnas pabor
a

1.3. Negotiations

Komnoxsuym

KontponsHas pador
a

Kontponsuas padot
a

KontponsHas pador
a

[pesenramus (ry6n
MYHOE BBICTYIUICHA

e)

KontponsHas pador
a

Pa3HoypoBHEBEIE 3a
Jla9¥ U 3aJaHNs

KontponsHas pador
a

Tpenaxep

Kontponbnas pabor
a

1.4. What Makes an Effec
tive Presentation?

Konnoksuym

Kontponbnas pabor
a

KonTpomnbuas pabor
a

KonrponbHas padot
a

[pesenramus (ryon
WYHOE BBICTYIUICHA

©)

KonrponbHas padot
a

Pa3zHOypoBHEBEIE 32
Jlaudl U 3aJJaHNs

KonrponbHas padot
a

Tpenaxep

KontpomnbHas pabor
a

P4

YMeHue : cocTaBIATh Ha
AHIJIMACKOM SI3BIKE O(HUIT
HaJIbHBIC U HEOPHUIIUATBEH
bI€ TEKCTHI B COOTBETCTBH
U C IPUHSATHIMH HOPMaMH
JICTIOBOM TEPENUCKU

1.1. Working Environmen
t.

Komnoksuym

KontponbHas pador
a

Kontponbnas pabor
a

KonrpomnbHas padot
a

[pesenramus (ryon
WYHOE BBICTYIUICHU

e)

KonrpomnbHas pador
a

Pa3zHoypoBHEBEIE 32
Jlau¥l U 3aJlaHus

KonrpomnbHas pador
a

Tpenaxep

Kontpomnsnas pabor
a

1.2. How to Get a Job.

Komnoksuym

KontpomnsHas pabor
a

Konrpomnbnas pador
a

KonrpomnbHas pador
a

[pesenramus (ryon
WYHOE BBICTYIUICHU

e)

KonrpomnbHas pador
a

Pa3HoypoBHEBBIE 3a
a4y ¥ 3a1aHus

Konrpomnbnas pabor
a

Tpenaxep

Konrpomnbnas pador
a

1.3. Negotiations

Komnoxsuym

Kontponsnas pador
a

Kontpomnsnas pador
a

Kontponsnas pador
a




IMpezenrauus (my6n
UYHOE BBICTYIJICHU

e)

Konrpomnbnas pabor
a

PasHoypoBHEBEIE 32
a4y ¥ 3aJaHus

Kontponbnas pabor
a

Tpenaxep

Kontponbnas pabor
a

1.4. What Makes an Effec
tive Presentation?

Komnoxsuym

KontponsHas pador
a

Kontponpuas padot
a

KontponsHas pador
a

[Mpesenranus (my6n
WYHOE BBICTYIUICHH

e)

Kontponbnas pabor
a

PasHoypoBHEBEIE 32
a4y ¥ 3aaHus

Kontponbnas pabor
a

Tpenaxep

KontponbHas pabor
a

PS5

YMeHue : IpuMeHseT npa
BUJIA U IPUEMBI YCIICLITHO
T0 peYeBOro B3aUMOJEHCT
BHS Ha HHOCTPAHHOM SI3BI
Ke 4epe3 MOJCIHPOBaHUE
BUJIOB ITPO(ECCHOHAIBHO
1 JeSITeNbHOCTH

1.1. Working Environmen
t.

Komnoksuym

KonrponbHas padot
a

Kontponbnas pabor
a

KonrponbHas padot
a

[pesenramus (ryon
WYHOE BBICTYIUICHA

e)

KonrponbHas padot
a

Pa3HoypoBHEBEIE 3a
Jla4u ¥ 3aJaHHs

KontponbHas pador
a

Tpenaxep

KontpomnbHas pabor
a

1.2. How to Get a Job.

Komnokesuym

KonrpomnbHas pador
a

Kontponbnas pabor
a

KonrpomnbHas pador
a

[pesenramus (ryon
WYHOE BBICTYIUICHU

©)

KonrpomnbHas pador
a

Pa3zHoypoBHEBEIE 32
Jlau¥l U 3aJlaHus

KonrpomnbHas pador
a

Tpenaxep

Kontponsnas pabor
a

1.3. Negotiations

Komnoxkesuym

Kontponsnas pabor
a

Konrponbnas pabor
a

Konrpomnbnas pabor
a

[Mpezenranus (my6
UYHOE BBICTYIJICHU

e)

Konrpomnbnas pador
a

PasHoypoBHEBBIE 3a
JIaY4 ¥ 3aJaHus

Konrpomnbnas pador
a

Tpenaxep

Kontponsnas pador
a




1.4. What Makes an Effec
tive Presentation?

Konnoxksuym

Konrpomnbnas pabor
a

Kontponpuas padot
a

KontponsHas pador
a

[pesenramus (ry6n
MYHOE BBICTYIUICHA

e)

KontponsHas pador
a

Pa3HoypoBHEBBIE 3a
Jla9¥ U 3aJaHNs

KontponsHas pador
a

Tpenaxep

KontponsHas pador
a

PLi6

Haspik : Brageer goneru

KOH, JIEKCUKOW U rpaMmar
HKOH aHTJIMICKOro sI3bIKa
B 00BEéMeE, HEOOXOTMMOM

IUTSL TOTO, YTOOBI TIPEIOCT
aBIIATH HH(OOPMALIUIO JTHT
HOTO H JICJIOBOTO XapaKTe
pa, aleKBaTHO pearupoBa

Th Ha HH(POPMAIHIO, TTIOCT
YMAoIyIo OT MapTHepa I
O KOMMYHHKaIUH.

1.1. Working Environmen
t.

Konnoksuym

Kontponbnas pabor
a

KoHntpomnbnas pabor
a

Kontponbnas pabor
a

[pesenramnus (ryon
WYHOE BBICTYIUICHH

e)

KonrponbHas padot
a

Pa3zHOypOBHEBEIE 32
Jlau¥ U 3aJJaHus

KonrponbHas padot
a

Tpenaxep

KonrponbHas padot
a

1.2. How to Get a Job.

Komnoksuym

KontpomnbHas pabor
a

Kontpomnbnas pador
a

KontponbHas pador
a

[IpesenTarust (my6ma
HYHOEC BBICTYILUICHH

e)

KontpomnbHas pabor
a

Pa3zHoypoBHEBEIE 32
Jlauu ¥ 3aJJaHus

KonrpomnbHas pador
a

Tpenaxep

KonrpomnbHas pador
a

1.3. Negotiations

Komnoksuym

Kontpomnsnas pabor
a

Kontponsnas pador
a

KontpomnsHas pabor
a

[IpesenTarust (my6ma
HYHOE BBICTYILICHH

e)

Kontponsnas pabor
a

Pa3HoypoBHEBEIE 3a
Ja4Hu U 3a1aHuA

Kontponsnas pabor
a

Tpenaxep

Konrpomnbnas pabor
a

1.4. What Makes an Effec
tive Presentation?

Konnoksuym

Konrpomnbnas pador
a

Kontpomnsnas pador
a

Kontponsnas pador
a

[IpesenTarust (my6m
WYHOE BBICTYILICHH

e)

Kontponsnas pador
a




PasznoypoBHeBbie 3a | KontpospHas padot
Jlau¥l U 3aJlaHus a

KontponsHas pador

Tpenaxep a

4 Onucanue npoueaypbl OCHUBAHUA

KauectBo copmupoBaHHOCTH KOMIETEHIMM Ha JaHHOM OJTale OICHUBACTCS 110
pe3ynbTaTaM TeKYIIMX U MPOMEXKYTOUHBIX aTTECTAIMI MPHU MOMOIIM KOJIWYECTBEHHON OIICHKH,
BBIpOKEHHOW B Oaymax. MakcuMmainbHas cymma 0ayuioB 1o aucuuruimae (Moaynio) paBHa 100
Oamnam.

Pacripenenenue 6amioB mo Bugam yueOHoit nestenproct 11 ODO, 300 u 0300

O1EHOYHOE CPENICTBO
Komnoxsuym no v | Pasnoyposre | Ko
\ eMam BBIC 3a7aHHs | HT
cC|vC|VC po | Konr Teopucck HUtoro
Bup yuebnoii nest | B | B B Ib | poib Bas KO
€JIBHOCTH T | Te | Te Ha | Hasgp 1(/)12 E?aH HTposs | HToro
es|st |st [1]2]3 |4 1|2 |3 |sap |abora PEC | pas pa
t |2 |3 a6 |2 HTAUHA) | Gorg
1 oTa
1
JlaGopatopHsie
3|3 3 4 (44 |4 25
3aHATUA, B TO
M 4HUCJIC B:
-20C 15 [ 15 30
CamocTosTenbHas
paboTa, B TOM YHC
Je B:
-200C 51515 15
- MOOK 10 10
IIpomexyTouHas
20 20
aTTeCTalud
HUtoro 100

CYMMa 68.J'IJ'IOB, Ha6paHHBIX CTYACHTOM II0 BCEM BHIaM yqe6H0171 ACATCIIbHOCTH B paMKax
JUCHUIIIIMHBI, ICPEBOAUTCA B OLICHKY B COOTBECTCTBHHU C Ta6J'II/IH€I\/'I.

CyMMi bao OneHka 1o npoMex
YTOYHOM aTTecTalu XapakTepucTrKa KauecTBa cHOPMUPOBAHHOCTH KOMIICTCHIIUH
MO JUCIUTLIN
HE "
CryzeHT IeMOHCTPHUPYET CPOPMHUPOBAHHOCTH JUCIMILTHHAPHBIX KOMITCTEHIIH, 00Ha
PY’KHBAET BCECTOPOHHEE, CHCTEMATHYECKOE U TITy0OKOe 3HaHUE y4eOHOTO MaTepuala
o1 91 10 100 «3a4TeHOY / » YCBOMIT OCHOBHYIO JIHTEPATYPY H 3HAKOM C JIOTIOJTHUTENIBHOMN JINTEPATypOii, pekoMe
«OTIINYHOY HJ/IOBAHHOU TIPOTPaMMOii, yMeeT CBOOOIHO BBIMOJIHSATH MPAKTUYECKHE 3aJaHusI, [IPEJT
YCMOTpEHHBIE TPOrPaMMOi, CBOOOIHO ONIEPHPYET NPHOOPETEHHBIMH 3HAHUSAMH, YME
HUAMH, TPUMCHACT UX B chyaume MOBBIIIIEHHOM CJIOKHOCTH.
CTyzieHT IeMOHCTPUPYET CPOPMHUPOBAHHOCTD JUCIUILTMHAPHBIX KOMIIETEHIHI: OCHO
o176 110 90 «3a4TeHOY / BHBIEC 3HAHUS, YMEHHUS OCBOCHBI, HO JIOIYCKAIOTCSl HE3HAYHTEIIbHBIE ounm61<1/1, HETOUH
«XOPOIIIO» OCTH, 3aTPYAHCHUSI TIPH aHATTHYECKUX OTIEPAIUsX, IEPEHOCe 3HAHUI U YMEHUI Ha H
OBbI€, HECTAH/IAPTHBIE CUTYAIIHH.
«3a4TeHO» / CTyneHT IeMOHCTPUPYET CPOPMUPOBAHHOCTH MUCHUILTHHAPHBIX KOMIIETECHIIAI: B X0
oT 61 o 75 «yIOBJIETBOPUTEND | /i€ KOHTPOJIBHBIX MEPONPUATUI JOMYCKAIOTCS 3HAUUTENIbHbIE OLIMOKH, IPOSBIAETCS O
HO» TCyTCTBI/Ie OTACIBHBIX 3HaHPIl>’I, yMeHHﬁ, HaBbIKOB 10 HCKOTOPBIM IUCIHUILIMHAPHBIM K




OMIIETEHIUAM, CTYACHT HUCIBITBIBACT 3HAYUTCIIBHBIC 3aTPYAHCHUSA IPU ONIEPUPOBAHN
1 BHAHUAMHU U YMEHUAMU PU UX IEPEHOCE HA HOBBLIC CUTYallUU.

«HE 3aUTEeHO» /

oT 41 o 60 «HEYIOBJIETBOPUTE
JIBHO»

«He 3a4TeHO» /

ot 0 1o 40 «HEYJOBJIETBOPHUTE

JIBHO»

VY cryneHrta He cOPMUPOBAHBI TUCIUILTHHAPHBIC KOMIICTECHIINH, IPOSBIICTCS HEOC
TaTOYHOCTb 3HAHUM, YMEHUH, HABBIKOB.

JlucuumnHapHbIe KOMIIETEHIIMU He copMupoBaHsl. [IposBiseTcs mojaHoe MM Ipak
TUYECKU IIOJHOE OTCYTCTBHUE 3HAHUN, yMEHHUH, HABBIKOB.

5 IlpumepHbIe OlIEHOYHBbIE CPeACTBA

5.1 Ilpumep pa3HOYPOBHEBBIX 32124 U 3aJaHMI

1 3apanus penpoayKTHBHOIO YPOBHS

3ananue 1. [Ipennoxute mepeBo1 CIOBa/BRIPAKEHUSI.

3amanue 2. CooTHECUTE HAYal0 M KOHEIT ¢pa3s.

3amanue 3. BeiOepute rinaroa B npaBuiIbHON (opme.

3ananue 4. Bnummre B TEKCT clIoBa B HEOOX0AUMOM (opMme.

2 3ajaHus peKOHCTPYKTHBHOIO YPOBHS

3amanue 1. IlpouwnraiiTe/mpocnymaiTe TEKCT. YKaXUTE BEPHO/HEBEPHO KaXI0€ U3
YTBEPKJICHUM.

3ananue 2. [IpounTtaiiTe/mpociymiaite TEKCT U OTBETHTE Ha BOIIPOCHI K TEKCTY.

3ananue 3. IlepeBenurte npemsioKeHUs Ha AHTTUMNCKUN SI3BIK, UCIOJBb3YI0 HM3yYCHHbIE
rpaMMaTH4YeCKUE KOHCTPYKIIMH U JICKCUKY.

3 3ajanus TBOPYECKOr0 YPOBHS

3amanue 1. CocTaBbTe MPEINIOKEHUS/TEKCT HA PYCCKOM SI3BIKE, MCIONb3YsI W3YYCHHbBIC
rpaMMaTU4ecKre KOHCTPYKIUHU U JIEKCUKY, IS IOCIIEAYIOIETO IepeBo/ia Ha aHTIIMICKHIA S3bIK.

3ananue 2. [loaroroBsTe cooOIIeHHE HA TPEIOKEHHYIO TEMY.

3amanue 3. [lepeckakure TEKCT.

3ananue 4. Hanuiure pesrome.

Kpamkue memoouueckue ykasanus

e U3YYMTE JIEKCUKY U TPAMMAaTHUKY IO TEME;

e MpOCIyILIAiiTe PeKOMEHI0BaHHbIE ayIM0/BUIC03aMUCH (HEOOX0IMMOE YUCIIO pa3);

e U3yuHTe AOJOHBI/00pA3LIbl BHITOJHEHUS MTUCHbMEHHBIX 3a/1aHUN U UCTIONB3YHTE U3 32
OCHOBY IIpH BBIIIOJIHEHUH 33JaHUS;

e BHHMMATEJBHO NIPOYUTANTE 3a/JaHHBIE TEKCThI U BBITIOJHUTE YIPAXKHEHUS K HUM
(BbIOEpHTE MPABUIIbHBIM BapUaHT OTBETA U3 MPEUIOKEHHBIX );

e mpoBepbTe ceOs (MCIOIb3YS CIOBAapU, U3YUYEHHBIE A0JOHbBI, TPAMMATUYECKHE
CIIPABOYHHKN).

3a 3amaHue, BXOHAIIEe B KOMIUICKT 3aJIaHUl 1O TEMe CTYIEHT MOXET IIOJIydUTh
OMPCACIICHHOC KOJIMYCCTBO ICPBUYIHBIX 0asI0B. BaHaHI/IH B TECTOBOM (bopMe OLICHUBAKOTCA II0
KOJIMYCCTBY IIPAaBUJIBHBIX OTBCTOB, JIsI OCTAaJIbHBIX 33I[aHHI>i npeayCMOTpPCHbI CBOW IIIKaAJIbI
ouenuBanus™ (cm. [punoxenue 1,2,3). OO1iee KOIMUECTBO MEPBUUHBIX 0AJIIOB IPHUPABHUBAETCS
kK 100% u onieHUBaeTCs MO MIKajie, MPUBEACHHON HITKE.

Illxana oyenku

OneHka bassl Onucanue
KOHTpOJbHas padora BeimosHeHa Ha 91% - 100%
KOHTpOJbHas pabora BeimosiHeHa Ha 71% - 90%
KOHTpOJIbHAsl paboTa BhimoaHeHa Ha 46% - 70%
KOHTpOJIbHAsl paboTa BhInoaHeHa Ha 16% - 45%
KOHTpOJbHas paboTa BHIIOJIHEHA MeHee, YeM Ha 16%

RIN(w| o
RIN(w| o




5.2 BOl'lpOCLl mo TeMaM/pa3z[eﬂaM AUCHUIUVIMHBI 1JId TPOBEICHUA KOJJIOKBUYMa

Noakown

mo teme 1:

What kind of jobs have you had (part-time and full-time)? How many jobs do you think
you’ll have in your life?

What is your dream job?

Avre there jobs that are only for women or only for men?

How many jobs do you think you’ll have in your life?

Are there any jobs you would refuse to do, regardless of the pay?

Who has the best job in the world? Why do you think so?

Which of the business sectors would you like to work in? Why? Can you name a
company in each sector?

Is it important for you to have benefits that show a person’s status in an organization?

mo reme 2:

Do you often check the jobs ads in newspapers or on the Internet? 2) What kinds of jobs
interest you most and least?

10. What do you think of job interviews? What do you do before a job interview? What

experience do you have of job interviews?

11. What\'s the best way to pass a job interview? What should you wear to a job interview?
12. Why do people get nervous in job interviews? What difficult questions have you in an

interview?

13. What are your strong points in job interviews? What are your weak points in job

interviews?

bbb

14. Is it important to ask questions in interviews?

no teme 3:

15. What is negotiation? Why do we negotiate? Can you think of three reasons?
16. When and where can (could) you negotiate? Did you negotiate?
17. Why are negotiation skills important?

18. What can help you to succeed in negotiations?

19. Was there a time when someone offered you a great deal?

20. What are some good negotiation tactics?

21. What is the best outcome of a negotiation?

22. Do you think men or women are better at negotiations? Why?
no teme 4:

What are the features of a great presentation?

What techniques can help you to improve your presentation skills?
How can one design and develop presentations?

How to deal with nerves?

What makes your presentation strong?

Kpamkue Memoouyeckue YKaszanus

u3ydnrte HHGOpPMaIUIO MO TeMe (MCToNb3yiTe MaTepual yueOHHKa, IeKTPOHHOIO Kypca
Moodle, nuadopmaruro u3 cetn MHTEpHET, a TakKe U3 IPYTUX UCTOYHHUKOB);

MOBTOPUTE aKTUBHYIO JICKCHKY 110 U3YUYEHHOH TeMe;

MOJTrOTOBBTE OTBETHI HAa BONIPOCHI, IPEAJIOKEHHBIE K 00CYKICHHIO;

MOJITOTOBBTE CBOM BOIIPOCHI 110 TEME.



OTBeTHI Ha BONIPOCHI AOJKHBI COJIEPKATh Ballle MHEHUE (IPUMEPBI), @ TAKKE apryMEHTHI
B 3aIIUTY MHEHHS 10 KaXI0MY BOIIPOCY.

IIxana oyenku

OneHka Bbann Onucanue

BBICTABIISICTCS CTYJICHTY, €CJIH CTY/ICHT aKTHBHO BBIpaKall CBOC MHCHHE, YOSTUT
€JIbHO apryMEHTHPOBAJ CBOM OTBET

BBICTABIISICTCS CTYJCHTY, €CJIM CTY/ICHT B II€JIOM Y4acTBOBaJ B 0OCYKICHUH, apT
«XOPOILO» 3 YMEHTalus HEOCTaTOYHO yOeuTeIbHa, B OTBETAaX JOIMYIICHB HE3HAYUTEILHBI
€ OIMOKH

BBICTABIISICTCS CTYJICHTY, €CJIH CTY/ICHT HEAKTUBHO YYaCTBOBAN B 00CYKICHUH,
«YIOBJIETBOPUTEIHHO» 2 HE CMOT apryMEHTHPOBATh CBOI OTBET W / WM B OTBETaX / apryMeHTaX JOIYIIE
HBI CYIIICCTBEHHBIC ONTHOKH

BBICTABIISICTCS CTYJICHTY, €CJIH CTY/ICHT MPAKTHYCCKH HE y4acTBOBAJ B 1 00CY)K
JICHUH, HE UMEET COOCTBEHHOT'O MHEHHS OTHOCUTEIHHO 00CYKIaeMbIX BOIIPOCO
B, B OTBETax JOMYILEHBHI rPpyOble OMUOKH, 3HAaUUTEIBHO 3aTPyIHSIIONIIE TOHIM
aHMe OTBETa CTYJCHTA.

BBICTABIISICTCS CTYJICHTY, €CJIH CTY/ICHT MIOYTH HE YYaCTBOBAI B OOCYK/ICHHH, HE
“MeeT COOCTBEHHOTO MHCHHSI OTHOCHTEIEHO 00CYKIaeMBIX BOIIPOCOB, B OTBET
ax JIOMYIIEHBI IpyObIe OMMOKH, H3-32 KOTOPBIX HE MPEACTABISACTCS BO3MOKHBIM
BBIIIOJTHEHHE TIOCTABJICHHOTO 3aJaHUS.

«HEYJIOBJICTBOPHUTEIHHO)» 0 BBICTABIISICTCS CTYJICHTY, €CJIM CTYACHT HE Y4acTBOBAJ B 0OCYKICHHH.

«OTJIUYHO» 4

«HCYHOOBJETBOPUTCIBHO» 1

«HEYIOBJIETBOPUTEIHEHO» 0,5

5.3 Ilpumepsl 3agaHnii A1 BBINOJHEHHS KOHTPOJIbHBIX padoT

KonTpouabnas pa6ora Ne 1

BapuanTt 1

3amanue 1. BeibepuTe npaBmiibHOE CIOBO WK (pasy, YTOOBI 3aBEPUINTD AHAJIOT.

3aganue 2. [Ipocnymaiite ayTMOTEKCT Ha aHTTIMICKOM S3bIKE M BBIOEPHUTE IPABUIIbHbBIC
BAapHaHTBI OTBCTA HA BOIIPOCHI.

3ananue 3. IlepeBenuTe TEKCT € AHIVIMHCKOrO fA3bIKa Ha PYCCKUM C HCHOJIb30BaHHUEM
cioBaps.

3ananue 4. Pacckaxute 0 KOMIAHUU, B KOTOPOH Bbl XOTeNu Obl paboTaTh (OMMIIUTE €€
OpPraHU3aLMOHHYIO CTPYKTYPY U OOBSCHUTE, T04eMY Bbl BEIOpanu KIMEHHO 3Ty KOMIIAHHUIO).

Bapuant 2

3amanue 1. 3anmoaHUTE MPOIMYCKH B TEKCTE MPaBUILHOM (OpMO¥ Tiiarosa.

3ananue 2.IlpocnymaiiTe ayinoTeKCT Ha aHIVIMHCKOM SI3bIKE M BbIOEpUTE NpaBHIIbHBIE
BAapHUAHTBI OTBCTA HA BOIIPOCHI.

3ananue 3. IlepeBeauTe TEKCT ¢ aHIIMHCKOTO SI3bIKa HA PYCCKUH C HCIIOJIb30BAaHHEM
cioBaps.

3ananue 4. [IpounTaiiTe TEKC 0 KOMIIAHUU M PACCKAKUTE O TOJKHOCTHBIX O0S3aHHOCTSX,
KOTOPBIC ITPUXOAUTCS BBIIIOJIHATE COTPYAHHUKAM 9TOM KOMIIAHHUM.

KonTtpouabHnas paGora Ne 2

Bapmuanr 1

3amanue 1. [Ipocnymaiite quanor ¥ OTBETHTE Ha BOMPOCHI.

3ananue 2. IlepeBennure TEKCT C aHITIMICKOrO SI3bIKa Ha PYCCKUH C MCIIOIb30BAaHUEM
cioBaps.

3ananue 3. BHuMarenabHO NpouuTaiiTe pekjiaMHoe OObSBICHNE U HAIIMILIUTE PE3IOME.

3amanne 4. V3ydaere mpemioKeHHYIO CHTYallUIO W pasbirpaidiTe Auayior (Bama 3ajada:
MOJIyYUTh CKUJKY Ha 3aKa3 TOBAPOB).

Bapmuanr 2

3ananue 1. [Ipocnymiaiite Auanor ¥ OTBETHTE Ha BOIIPOCHI.

3amanue 2. [lepeBennTe TEKCT C aHIIIMKUCKOrO SI3bIKA HA PYCCKHM C MCIOJB30BaHUEM
cioBaps.

3ananue 3. BHUMaTenbHO NpovYnuTaiiTe pekiiaMHOE O0BSBIEHUE U HAMTUIIUTE PEIIOME.

3ananue 4. M3yuyaere npejIoKEHHYIO CUTYallMI0 M pasblrpaiiTe Auajor (Bamla 3ajaada:
MPEIOCTaBUTh CKUJIKY MPU YCIOBUM YBEIMUYEHUS 00bEMOB MIEPBOHAYATIBLHOTO 3aKa3a).



Kpamkue Memoouyeckue yKasaHus

IIOBTOPUTE JIEKCUKY U TPAMMATUKY 10 U3YYEHHBIM TEMaM, J0 BBIIIOJHEHUS 3a4aHMUs,
BHUMATEJIbHO MPOYUTANTE CaMO 3aJJaHUE;

BHUMATEJIbHO IPOYUTANTE 3aJaHUE U 3aTE€M IPOCIIyIIalTe ay JMOBUIE€03aIIUCh;
IPEJIOKUTE CBOM BApHAHT OTBETA;

BBITIOJIHUTE MMCbMEHHO 3aJJaHHe, UCIIOJIb3YS H3yUeHHbIE NIa0IOHbI, TPAMMATHKY U
JIEKCUKY; OTPEJAKTUPYUTE CBOM OTBET;

BHUMATEJIbHO IPOYUTANTE KOHTPOJIBHBIN TEKCT 11 epeBoja (1-2 pas3a) U BBIIOJIHUTE
nepeBoJl (MCIOJIb3Ysl CI0Baph IIPU HEOOXOAUMOCTH); OTPEAAKTUPYHTE CBOI IEpPEBO;
COCTaBbTE IUIAH YCTHOI'O OTBETA (IPOAYyMaTe CoAepKAHUE OTBETA, & TAKKE BCIIOMHUTE
JIEKCUKY ¥ TPaMMaTHKYy, KOTOpPbIE Bbl OyJIE€TE UCIOJIb30BaTh B CBOEM OTBETE).

3a KaXXJ0€ 3aaaHuc KOHTpOJ’IBHOﬁ pa6OTBI CTYACHT MOXCT IIOJIYYHUTH OIIPEACICHHOC

KOJINYECTBO MEPBUYHBIX OamoB. 3afaHus B TECTOBOW (pOpME OLIEHUBAIOTCS MO KOJIUYECTBY
NPaBIIBHBIX OTBETOB, [UISl OCTAJBHBIX 3aJaHUN TPEyCMOTPEHBI CBOH LIKAJIbI OLICHUBAHUS* (CM.
[Mpunoxenne 1,2,3). OOmee KOTUYECTBO NEPBUYHBIX OauioB mpupaBHuBaerca k 100% wu
OLICHUBAETCS 110 IIKAJIC TIPUBEICHHON HIXKE.

IlIxana oyenku

OrneHka Basmer Onwncanne
5 15-13,6 KOHTpOJIbHAs paboTa BbinosHeHa Ha 91% - 100%
4 13,5-10,6 KOHTpOJIbHAsI paboTa BhimosiHeHa Ha 71% - 90%
3 10,5-6,9 KOHTpOJIbHAsI paboTa BhimosHeHa Ha 46% - 70%
2 6,8-2,4 KOHTpOJIbHAsI paboTa BhImosHeHa Ha 16% - 45%
1 0-2,3 KOHTpOJbHas paboTa BHIIOJIHEHA MeHee, 4eM Ha 16%
5.4 Tembl rpynnoBbIX U/WIH HHANBHAYAJIbHBIX TBOPYECKHUX 3aJaHUI

ITo pe3synbraTam npoxoxxaeHus kypca MOOK "What Makes an Effective Presentation?"

CTYJCHTBI TOTOBST HEOOJBIIIYIO MPE3SHTAIUIO 10 OJTHOM M3 TEM (CM. CITMCOK HIIKE) WIIU 10 APYTOH

TeMe, C

OIJIAaCOBAHHOM C MMpernoaaBaTCIICM.
Cnucok Tem IJIA npe3eHTauuﬁ:

. My Dream Job.

. The Best Company to Work for.
. Hard and Soft Skills.

. How to Get a Job.

. To Negotiate or Not Negotiate.

. How to Kill Your Resume

. How to Get a Job Interview

. Job Interview: Dos and Don\'ts

. The Skill of Presenting Idears.
Kpamxue memoouueckue yxazanus

O©OoOo~NOoO Ol WwWwN -

MOJIFOTOBBTE U MPOBEINTE MPE3EHTALIMIO 110 OHOM U3 IpeIokKEeHHBIX TeM. [IpencraBbre
caMylo BaKHYIO HH(opMaluio B Buje npe3entanuu Microsoft Power Point. Bamma
Ipe3eHTalNs JOJDKHA coaepxarh 6-10 cnaiinos;

MOBTOPHUTE JIEKCUKY HEOOXOAUMYIO JJIsl BHICTYIUICHHUS,

COCTaBHTb IUIaH BBICTYIJICHHUS;

IIPU MOATOTOBKE K NMPE3EHTAMH UCTIONIb3yHTE WILTIOCTPATUBHBIN MaTepual u
3HaHUS/yMEHUs, OTyYeHHbIe IpH mpoxoxaeHnu kypca MOOK "What Makes an
Effective Presentation?" , a Takxe MaTepHalibl U3 IPYTrUX HCTOUHUKOB.

LIxana oyenku

| Ouenka | Bann | Onucanue




«OTJIUYHO»

BBICTABIISIETCSI CTYJICHTY, €CIIM CTYJEHT MOJHOCTBIO PACKPBIT TEMY, IIPE3EHTa
10-9 IS COIEPKUT HEOOXOJUMOE KOJTMYECTBO CIIalI0B, TOATOTOBIEH IJIaH BBICTY
TUICHUS], BBICTYTUICHUE HE COEPKUT CYIIECTBEHHBIX OLTHOOK

BBICTaBJIICTCA CTYACHTY, €CJIKM CTYACHT IIOJIHOCTBIO PACKPLUI TEMY, IPE3CHTA

«XOPOILIOH 8-7 IUSI COZIEPIKUT HEOOXOTUMOE KOJIMIECTBO CIIAi/IOB, IOJTOTOBIICH TUIAH BHICTY
TUICHYS, JIOMYIICHBI He3HAYUTENbHBIC OIMMOKH B PEUU
BBICTABIISIETCS CTYJIEHTY, €CJIH CTYJIEHT He IMOJHOCTBIO PACKPBUI TEMY, IPE3eH
«yIIOBIIETBOPUTEIIHHOY 6-5 TaIys COACPKUT HEOOXOJMMOE KOJMYECTBO CIAII0B, YACTUYHO MTOJTOTOBIICH

TUTaH BBICTYIUICHUS], IOMYIIEHBI TPYOble OIIHOKH B peUH

«HCYHOOBJETBOPUTCIBHO»

BBICTABIISIETCSI CTYJEHTY, €CIIM CTYJEHT HE PAaCKpBLI TeMy, TIPE3EHTAIHs HE CO
4-3 JIEPKUT HY)KHOTO KOJIMYECTBA CIIAHIOB U /MM He IOATOTOBIICH IUIaH BBICTYII
JICHHS, TONYIIESHBI TpyOble ONIMOKH B pedH

BBICTABJISICTCA CTYICHTY, €CJIK CTYACHT HE pAaCKPbUI TEMY, IPE3CHTAIU HE CO

«HEYJIOBIECTBOPHUTEIILHO» 2-1 JICPKUT HYKHOTO KOJIMYECTBA CJIAII0B, CTYIEHT HE BajeeT TeMOH, He TOJro
TOBUJI IIJTaH BHICTYIIJICHHSI.
«HEYIOBIETBOPUTEIHHO» 0 BBICTABIISICTCSI CTYJICHTY, €CIIM CTYJEHT He MPeCTaBUII IPE3ECHTAIIHIO.

5.5 Ilpumepnl 3a1aHU 17151 BHITOJHEHHS KOHTPOJIbHBIX padoT

Effective Presentation?

OTBCTa Ha BOIIPOCHI.

WroroBasi KOHTpOJbHAS pa0bOTa BKJIIOYACT B ceOs 3aJaHMs 10 TeMaM, MPOMICHHBIM B
teuenue cemectpa: Working Environment. How to Get a Job. Negotiations. What makes an

TunoBbie KOHTPOJIbHbIE 3aJaAHUSA:
1. BeiGepuTte npaBuiIbHYyIO (pasy, YTOOBI 3aBEPLIMTh JUAJIOT.
2. IlpocnymaiiTe ayIHOTEKCT HA aHTJIMHCKOM S3bIKE U BbIOEpPUTE MPABUIIbHBIE BAPUAHTHI

3. IIpounTaiiTe TEKCT U BbIOEpUTE MPaBUIbHBIE BAPHAHTHI OTBETA HAa BOIIPOCHI K TEKCTY.
4. W3yuute aHKETy KaHIWJIaTa Ha JIOJDKHOCTh B Ballleil KOMIIAHWHM, IPOBEIHUTE
co0eceloBaHuE O IIpHUEME Ha padoTy.

Kpamxue Memoouyeckue YyKasaHus

MOBTOPUTE JIEKCUKY M TPAMMATHKY 10 U3YYEHHBIM TE€MaM, IO BBITIOJHEHUS 3aJaHMs,
BHUMATEJIBHO IPOYUTANTE CaMO 3aaHHE;

nepe/1 NpoCIyIIMBaHUEM ayAHMOBHUACO3AITMCH I BBIMOJIHEHUEM 3a/IaHUE Ha YTCHHE,
BHUMATEJIbHO MPOYUTANTE 3aJaHHE; IPEATIOKUTE CBOM BapHAHT OTBETA,

COCTaBbTE TJIaH YCTHOTO OTBETA (MPOAyMaiTe COAepKaHUe OTBETA, a TAK)KE€ BCTIOMHUTE
JIEKCUKY M TPAMMATHKY, KOTOPBIE BbI Oy/IeTE HCIOIh30BaTh B CBOEM OTBETE).

HtoroBass koHTpoibHass paboTa MOATOTOBJIEHA C MpUMEHEHHEM HHCTpyMeHTOB DOC
Moodle (kpome yctHOTO 0TBeTa). B D0C pazmernieHa noapoOdHass HHCTPYKIIHS 1O BBITOJTHEHUIO
TecTa. TecT BBIMOIHACTCS B KOMIBIOTEPHBIX ayIUTOPUSIX C OTPAaHUYCHHEM BO BPEMEHHU.

Ilxana oyenku

OneHka Bamsr Omnucanne

5 19-20 TecT BhINMOJHEH HA 91% - 100%

4 16-18 TecT BBINMOJHEH HA 71% - 90%

3 12-15 Tect BeImoNHeH Ha 46% - 70%

2 7-11 TecT BeIONHEH Ha 16% - 45%

1 0-6 TECT BBITIOJHEH MeHee, 4eM Ha 16%




kiroun K poc MHOCTpanHbIi 1361k MOayih 3 (id = 48201)

Ilpumep paznoypoenegvix 3a0au u 3a0anuil

1. 3ajanus penpoayKTUBHOIO YPOBHS

3aganue 1. [Ipeanoxxure mepeBo/1 CI10Ba/BHIPAKEHUS.

Knuenroopuentupoannocts — client-oriented approach / customer-centricity

Pazpemenue kondmukros — conflict resolution

JlenoBas nepenucka — business correspondence

[Tokazarens ynosnersopenHocTr kineHToB (CSAT) — Customer Satisfaction Score (CSAT)
Komannast pabora — teamwork

3aganue 2. CooTHeCHTE HAYaJI0 U KOHEI pa3.

Hauvano ¢pazbr Komner ¢passr

1. Always be nice... C. ...to clients.

2. Listen to what... A. ...the client wants.

3. Answer questions clients... E. ...have.

4. Help... B. ...clients with their problems.
5. Say thank... D. ...you to clients.

Knouu: 1-C, 2-A, 3-E, 4-B, 5-D.
3aganue 3. BriOepute raaron B npaBuiIbHON GopMe.
____English well, you need to practice every day. a) To learn (Bepuo) b) Learn
She wants __ Paris next summer. a) to visit (Bepuo) b) visit
He seems __tired after the long trip. a) to be (Bepno) b) be
It's important ___ the basics. a) to remember (Bepuo) b) remember
They decided ___ to the party because of the rain. a) not to go (Bepuo) b) not going
Knrouu: a, a, a, a, a.
3ananue 4. Brinmmre B TEKCT clioBa B HEOOX0AUMOM (opme. 3aroHUTe MPOITYCKH CIIOBAMHU:
communicate, listen, solve, friendly.
"To provide good service, it is essential to actively listen to the client's needs. You should always
remain calm and friendly, even if the client is upset. The main goal is to understand the problem
and solve it effectively. Clear communication helps build trust.”
2. 3a1aHHA PEKOHCTPYKTHBHOIO YPOBHS
Baganmne 1. Ykaxure BepHO/HEBepHO Kaxmoe u3 yrBepkacHuid. (Tekcr toT sxe: "Good
communication is key when dealing with clients...")

1. Good communication is key when dealing with clients.
Otgert: True (3To nepBoe NpeiokKeHne TEKCTa).

2. If aclient has many questions, you should ignore them.
Ortser: False (B tekcre ckazano obparHoe: "...you should answer each of them™).

3. It's very important to thank the client for their cooperation.
Ortser: True (ITpsimas rurata u3 cosetoB: "Thank the client for their cooperation and feedback™).
3aganue 2. [IpounTaiiTe TeKCT U OTBETHTE HA BOMPOCHI K TEKCTY. (TOT e TeKcT)

1. What should you do if a client is unhappy?
Otgert: You should listen to what they want and try to solve the problem.

2. Name two tips from the text on how to deal with clients.
Ortser:

1. Smile and be friendly, even if you're on the phone.
2. Ask questions to understand the client's needs better.

3aganue 3. [lepeBenure npenoKeHUs HA AaHIVIMACKUN A3BIK.

1. BaxHo 3a1aBaTh BOIPOCHI, YTOOBI JIy4Ille IOHATH MOTPEOHOCTH KIHEHTA.
Ortser: It is important to ask questions to understand the client's needs better.

2. DddexTrBHAST KOMMYHHKAIHAS MOXET MTPUBECTH K JIOJITOCPOYHBIM OTHOIIICHHSIM.
Ortger: Effective client communication can lead to long-term relationships.



3. 3agaHus TBOPYECKOr0 YPOBHS
3ananme 1. CocTaBbTe NMPEITIOKEHUS HA PYCCKOM f3bIKe. VICnonb3ysh M3ydeHHbIE KOHCTPYKIIUHU
(It is important to..., | think that..., My dream job is...), cocraBebTe 3 npeanoXeHus o cBoeH
Oynyiei padore.
IIpumep BBINOIHEHUS:
1. S nymaro, uTo paboTa MOEH MEUThI TOJKHA ObITh MHTEPECHOU U XOPOIIIO OTIAYUBACMOM.
2. Jlnst MeHs BaKHO paboTaTh B IPYKHOM KOMaH/IE.
3. Mue xoTeoch ObI IOMOraTh JIFOIAM p€IaTh UX HpO6J'IeMBI.
3aganme 2. [loaroroBpre cooOmieHne Ha mpeiokeHHYl0 Temy. Tema: "Kak cmpaButhesi
BOJIHEHUEM TIepe1 coOeceoBaHreM .
[TpumepHBIii TU1aH COOOIIEHUS:
1. Bcerymienue: BoHeHue nepes BaXXHBIM COOBITHEM — 3TO HOPMAJIBHO.
2. OcHOBHAas 4acCTh:
HOI[FOTOBKaZ TH_IaTeJ'IBHO HU3Yy4YHUTC I/IH(l)OpMaHI/II-O O KOMITAaHMHM W BaKaHCHH. OTO npuaacTt
YBEPEHHOCTH.
HpaKTI/IKaZ HpOFOHI/ITe OTBCThHI HA CTAHAAPTHBIC BOIIPOCHI BCIYX WJIH IIEPEA 3CPKATIOM.
Ouznyeckoe coctosiHue: l[lepen BCTpedel crenaiTe HECKOIbKO TIYOOKHX BJIOXOB, YTOOBI
YCIIOKOUTBCH.
3. 3axmouenwue: [TomHuTe, uTo cobecemoBanne — 3TO auanor. byapre coboi, U y Bac Bce
MMOJIY4YHTCH.
3aganue 3. [Tepeckaxure TEKCT.
Summary of the Text: "Good communication is key when dealing with clients."
The text emphasizes that effective client communication is fundamental for business success. It
provides several practical tips for interacting with customers to build long-term relationships.
Firstly, it highlights the importance of active listening and being friendly, even during phone
conversations. When a client has questions or is unhappy, one should listen carefully to their needs
and try to offer solutions or alternatives. The main goal is to understand the problem fully before
attempting to solve it. Finally, the text advises always thanking the client for their cooperation and
feedback, as this fosters loyalty and contributes to the overall success of the business.
3aganue 4. Hamummre pesome.
Sample Resume (CV)
Anna Pyotrva Moscow, Russia | +7 (999) 123-45-67 | anna.petrova@email.com
Professional Summary
Dedicated Customer Success Specialist with [X] years of experience in building strong client
relationships and resolving complex issues. Proven ability to increase customer satisfaction
through effective communication and proactive support. Fluent in English and Russian.
Key Skills
o Client Relations: Account Management, Conflict Resolution, Client Retention
e Communication: Active Listening, Verbal & Written Communication, Cross-cultural
Collaboration
e Technical Proficiency: CRM Software (Zendesk, Salesforce), MS Office Suite
Work Experience
Customer Success Manager [Company Name] | Moscow, Russia [Month, Year] — Present
e Managed a portfolio of over 50+ key accounts, ensuring high levels of client satisfaction
and retention.
o Acted as the primary point of contact for escalated issues, successfully resolving them
while maintaining positive rapport.
e Analyzed client feedback to identify trends and collaborated with the product team to
suggest improvements.
e Achieved a consistent CSAT (Customer Satisfaction Score) rating above 90%.
Customer Support Representative [Previous Company Name] | Moscow, Russia [Month, Year] —
[Month, Year]



« Handled inbound calls and emails from customers regarding technical support and billing
queries.
« Provided accurate information about products/services and assisted customers in selecting
optimal plans.
« Documented all interactions in the company database to track issue resolution progress.
Education
Bachelor's Degree in Business Administration [University Name], Moscow [Year of Graduation]
Languages
e Russian: Native
o English: Fluent (C1 Level)

Bonpocwet no memam/pazoenam oucyuniunvl 011 nPoeeodeHUs KOAN0KEUYMA

Tema 1: PaGota u kapbepa

What kind of jobs have you had (part-time and full-time)? | haven't had any formal work
experience yet. However, I've done some volunteer work that helped me develop teamwork skills.
How many jobs do you think you'll have in your life? It's hard to say exactly, but | expect to have
several different roles throughout my career as | gain new skills and interests change over time.
What is your dream job? My dream job would be a Business Analyst or Product Manager in an
international IT company, where | can combine analysis with creative problem-solving.

Are there jobs that are only for women or only for men? No, I don't believe so. Any person should
be able to pursue the career they want based on their skills and passion, not their gender.

Are there any jobs you would refuse to do, regardless of the pay? Yes, | wouldn't accept a job that
involves unethical practices or goes against my personal values of honesty and integrity.

Who has the best job in the world? Why do you think so? That's subjective. Some might say travel
bloggers because they see the world, while others prefer researchers who make discoveries. For
me, it's someone whose work feels meaningful and impactful.

Which of the business sectors would you like to work in? Why? Can you name a company in each
sector? I'm interested in the Technology sector because it's innovative and fast-paced. Also,
Consulting is appealing for its variety of projects (e.g., McKinsey & Company).

Is it important for you to have benefits that show a person’s status in an organization? Not really.
While competitive salary and health insurance are important, I'm more motivated by interesting
tasks, opportunities for growth, and a positive work environment than by status symbols.

Tema 2: [Touck paboTsl 1 cobece0BaHUs

Do you often check the jobs ads in newspapers or on the Internet? What kinds of jobs interest you
most and least? | regularly check online job boards to stay updated on market trends and required
skills. I'm most interested in analytical and creative roles, and least interested in monotonous
manual labor.

What do you think of job interviews? What do you do before a job interview? What experience do
you have of job interviews? | view them as a two-way conversation. Before one, | research the
company culture and practice answers to common questions using the STAR method.

What's the best way to pass a job interview? What should you wear to a job interview? The best
way is thorough preparation and showing genuine enthusiasm. You should dress professionally,
typically in smart casual or business attire depending on the company's culture.

Why do people get nervous in job interviews? What difficult questions have you heard in an
interview? People get nervous due to fear of rejection or being judged. A classic difficult question
is "Tell me about your weaknesses."

What are your strong points in job interviews? What are your weak points in job interviews?
Strength: Good communication and structured thinking. Weakness: Sometimes | speak too quickly
when I'm excited, which I try to control.

Is it important to ask questions in interviews? Absolutely. It shows your engagement and helps
you decide if the company is the right fit for you.

Tema 3: HaBblku BeieHUS IEPETOBOPOB



What is negotiation? Why do we negotiate? Can you think of three reasons? Negotiation is a
dialogue to reach an agreement. We negotiate to find a win-win solution, resolve conflicts, and
build long-term relationships.

When and where can (could) you negotiate? Did you negotiate? You can negotiate at flea markets,
when discussing project deadlines at work, or even deciding what movie to watch with friends.
Yes, | negotiated a group project plan recently.

Why are negotiation skills important? They help achieve goals without damaging relationships
and ensure all parties feel satisfied with the outcome.

What can help you to succeed in negotiations? Preparation, active listening to understand the other
side's needs, and staying calm under pressure.

Was there a time when someone offered you a great deal? Yes, a tutor once offered me a discount
for committing to multiple lessons upfront, which was very beneficial.

What are some good negotiation tactics? Aiming for a win-win outcome, asking open-ended
questions, and knowing your BATNA (Best Alternative To a Negotiated Agreement).

What is the best outcome of a negotiation? A win-win situation where both sides leave the table
feeling they have gained something valuable.

Do you think men or women are better at negotiations? Why? Skill depends on the individual, not
gender. Both can be effective; styles may differ, but results depend on preparation and emotional
intelligence.

Tema 4. HaBblku npe3eHTaIIuu

What are the features of a great presentation? Clarity, engaging storytelling, confident delivery,
and visually clean slides that support the speaker, not distract from them.

What techniques can help you to improve your presentation skills? Practice out loud, record
yourself for self-review, know your audience, and focus on body language and eye contact.

How can one design and develop presentations? Start with a clear structure (introduction, main
points, conclusion), use minimal text on slides, and incorporate visuals like charts and images
instead of bullet points.

How to deal with nerves? Take deep breaths before starting, focus on delivering value to the
audience rather than on your own anxiety, and arrive early to familiarize yourself with the room.
What makes your presentation strong? Its relevance to the audience and how well it addresses
their specific problems or interests.

Ilpumeput 3a0anuii 013 6blNOJIHEHUA KOHMPOTAbHBIX PAOOM
KonTposbnas padora Ne 1
Bapuanr 1
3amanmne 1
(1) — a) meeting
(2) — a) a team
(3) — a) experience
3ananme 2 (IIpennonaraercs mpocnymuBanue Tekcrta "How to Prepare for Your Future
Interview")
1. Is it very important to prepare for the interview?
Answer: Yes.
2. What should you remember to do when you go to the interview?
Answer: You should remember to dress professionally and come on time.
3. What may be polite to do after the interview?
Answer: It also may be polite to send a thank-you email after the interview.
3amanue 3 (LLlabnon nepeBoaa. TekcT OyAeT naH MpenoaBaTesieM)
The original text will be provided by your instructor. A sample translation based on our previous
example would look like this:



"CobecemoBaHUSI UTPAIOT BAXHYIO POib Mpu moucke paboTel. CobOecemoBaHne — 3TO Ba)KHas
BCTpeda, rie paboromarens 3ada€T BOMPOCHI, YTOOBI HAWTH TOAXOSIICTO YelIOBeKa Ha
JIOJDKHOCTD. JIJIsl KaHaMaaTa 3To MaHC MOKa3aTh CBOW HABBIKM M OIIBIT..."
3ananmue 4 (I[Tpumep pacckasa o kommanuu Google) "'l would like to work for Google because it's
one of the world's leading technology companies known for its innovation and unique corporate
culture. Google's organizational structure is complex but effective. As part of Alphabet Inc., it has
several key departments. There are engineering teams that develop products like Search and
Android, product managers who oversee development cycles, and sales & marketing divisions. |
chose this company because it offers immense opportunities for professional growth and allows
employees to work on projects that impact billions of users worldwide."
Bapuanr 2
3amanue 1
To learn English well...
She wants to visit Paris...
He seems to be tired...
It's important to remember...
They decided not to go...
3aganue 2 (Kitoun naentuynsl Bapuanrty 1, Tak Kak TEKCT TOT Xke).

1. Yes.

2. Dress professionally and come on time.

3. Send a thank-you email.
3aganue 3 (LLIaGnon nepeBona. TexcT OyAeT AaH mpenoiaBaTesieM)
The original text will be provided by your instructor.
3aganmne 4 (IllabmoH oTBeTa MO JOKHOCTHBIM oOs3aHHOCTSM) "Based on the text about
[Company Name], the employees have several key responsibilities. Firstly, they are responsible
for [Duty 1, e.g., developing new software solutions]. Secondly, their role involves [Duty 2, e.g.,
analyzing market data] to make strategic decisions. Finally, they must [Duty 3, e.g., communicate
effectively with clients] to ensure customer satisfaction."
KonTpoubnas pa6ora Ne 2
Bapmuanr 1
3aganue 1 (OTBETHI 3aBUCAT OT KOHKPETHOT'O 1MAjIora, KOTOPbIM MPO3BYUHT).
3ananme 2 (Ilabnon nepeBona. TekcT OyaeT JaH MpernoaaBaTesieM)
The original text will be provided by your instructor.
3ananue 3 (IIpumep pe3romMe Ha aHTTTUHCKOM SI3bIKE)
ANNA VOLKOVA Moscow, Russia | +7 (900) 000-00-00 | anna.vol.kova@email.com
PROFESSIONAL SUMMARY A highly motivated recent graduate seeking a Junior Business
Analyst position to apply strong analytical skills and theoretical knowledge in a dynamic
environment.
SKILLS

« Data Analysis, SQL (basics), MS Excel

 Critical Thinking, Problem-Solving

e Communication, Teamwork
WORK EXPERIENCE Intern | IT Department [Company Name], Moscow | June 2025 — Aug
2025

e Assisted in documenting user requirements for a new CRM system.

« Participated in daily stand-up meetings and project planning sessions.

o Created basic data reports using SQL queries.
EDUCATION [Bachelor's Degree Title] [University Name], Graduated 2025
3aganue 4 (Cuenapuii nuajnora: Baiia 3aja4a — IMOJIYYUTh CKUIKY)
You (Customer): Hello! I'm ready to place my order for [Product]. Seller: Good morning! Great,
let's get that set up for you. You: Before we finalize, could you tell me if there are any discounts
available? This is quite a large initial purchase for us. Seller: Our standard policy doesn't include



discounts for first-time orders. You: | understand. Perhaps there's some flexibility? Maybe a small
percentage off or free shipping would help seal the deal today. I'm eager to start working with you.
Bapuanr 2

3ananue 1 (OTBETHI 3aBUCAT OT KOHKPETHOTO JIUAJIOTa, KOTOPHIN ITPO3BYYHT).

3ananme 2 (Illabmon nepesona. Texct OyneT AaH MpemnojaBaTeieM)

The original text will be provided by your instructor.

3ananme 3 (Pe3tome anaornyno 3ananuio B Bapuante 1).

3ananmue 4 (CreHapuii 1uanora: Baiia 3aj1ada — MpPeJ0CTaBUTh CKUJIKY)

You (Sales Manager): Thank you for your interest in our products. | see you're looking at an initial
order for [Initial Quantity]. Client: That's correct, but we're concerned about the unit price being
high for a trial batch. You: | completely understand. Let me propose something. If you increase
your initial order volume by just 20%, we can provide you with a 10% discount on the entire
shipment. This significantly lowers your cost per unit from day one.

Temwt 2pynnoevix u/unu UHOUBUOYATbHBIX MEOPUECKUX 3A0AHUTL
Munu-nipesenTanus Ha Temy My dream job (mpumep).
(Slide 1: Title) Topic: My Dream Job
For me, the ideal career path is to become a Business Analyst at an international IT company. This
role represents a perfect blend of analytical thinking and creative problem-solving. It allows you
to have a direct impact on product development by bridging the gap between client needs and
technical execution.
(Slide 2: The Core Function) Key Point: Turning ideas into reality.
The primary function of this job is to act as a translator. You listen to the client's business problems
and translate them into clear, actionable tasks for developers. I find the process of taking a complex
idea and breaking it down into specific features that create a working product incredibly rewarding.
(Slide 3: Required Skills & Growth) Hard Skills:

« Data analysis tools (e.g., Excel, Tableau).

« Basic SQL knowledge.

« Understanding of project management methodologies (Agile/Scrum).
Soft Skills:

o Critical Thinking.

o Empathy and Active Listening.

o Presentation and Communication skills.
This field requires continuous learning due to rapidly changing technologies. This ensures constant
professional growth and guarantees that no two days are ever the same.
(Slide 4: Conclusion) Final Thought: Creating Value.
In conclusion, my dream job is more than just a title; it's an opportunity to solve challenging
puzzles, collaborate with talented individuals, and see the tangible results of your work used by
thousands of people around the world.

le/IMepl)I 3a)]al-ll/[l7[ AJISl BBINIOJTHEHHUA KOHTPOJBHBIX paﬁoT

3ananme 1. Boibepurte npaBuiibHyto ppa3sy, 4ToObI 3aBEpIIUTh AUATIOT

Huanor: A: | heard we have a (1) next week so that we can discuss the new project. Do you
know what it's about? B: Yes, we're going to talk about how we can work together as a team to
achieve our project goals.

a) meeting

b) scientists

Kmiou: (1) — a) meeting (Jloruka: Peub umeT o coObITHHM JUis OOCYXKIACHHS MPOCKTA, 4YTO
MOAPa3yMeBaET BCTPEUY).

33}13HI/I€ 2. HpocnymaﬁTe AYAUOTCKCT Ha AHTJIMMCKOM SI3BIKE U BLI6epI/IT € IIPABUJIBHBIC BApUAHTBI
OTBC€TA Ha BOIIPOCHI

[Ipennonaraercst mpocinymmBanue Tekcra "How to Prepare for Your Future Interview".



Tekct: "Hello everyone, today | want to give you some tips on how to do well in your future
interview. It is very important to prepare for the interview. Firstly, get some information about the
company... Practice common interview questions and answers. When you go to the interview,
remember to dress professionally and come on time..."
Bonpocsr:
1. What should candidates practice before an interview?
a) Dancing skills
b) Common interview questions and answers
c¢) Cooking recipes
Knrou: b) Common interview questions and answers
2. How should candidates dress when they go to the interview?
a) Professionally
b) Casually, like at home
c) In sportswear
Kniou: a) Professionally
3. What may be polite to do after the interview?
a) Send a thank-you email
b) Call every day to ask for results
c) Forget about it
Kmiou: @) Send a thank-you email
3aganue 3. [IpounTaiite TeKcT U BrIOEpUTE MTPABUIIbHBIE BAPUAHTHI OTBETA HA BONPOCHI K TEKCTY
Texkcr: "Good communication is key when dealing with clients. It's important to listen carefully.
If a client has many questions, you should answer each of them. If a client is unhappy, it's very
important to listen to what they want and try to solve the problem."
Bompocsr:
1. s listening carefully important when dealing with clients?
a) True
b) False
Kmiou: @) True (It's important to listen carefully.)
2. Should you ignore a client's questions if there are too many?
a) True
b) False
Kmiou: b) False (you should answer each of them)
3. What should you do if a client is unhappy?
a) Argue with them
b) Listen to what they want and try to solve the problem
Kmiou: b) Listen to what they want and try to solve the problem
3ananme 4. V3yuute aHKeTy KaHAuAaTa Ha JOJDKHOCTh B Balledl KOMIIAHMM, MPOBEINTE
co0eceloBaHuE O ITpHEME Ha paboTy
Hwxe npeacrasien cueHapuii posneBoit urpsl «CobeceioBaHue.
Ponu:
Nntepsrroep (HR Manager): 3agaet Bompochl.
Kannunar (Applicant): OTBeyaeT Ha BOIPOCHI.
Cuenapuii nuanora:
(UuTepsbroep) Good morning! Please, take a seat. Thank you for coming today. My name is Anna,
I'm an HR manager. Could you tell me a little bit about yourself?
(Kanaumar) Good morning! Thank you for inviting me. My name is [Mwms]. | recently graduated
from [HasBanue ynuBepcurera] with a degree in Business Administration. During my studies, |
developed strong analytical skills and learned how to work effectively in a team. I'm looking for
an opportunity to apply my knowledge in a practical environment.
(Mutepsoroep) That's great. You mentioned teamwork. Why did you choose our company? What
do you know about us?



(Kangunat) I've been following your company's growth for a while. 1 know you specialize in
[Chepa mesrenprocTn kommanumm], Which aligns perfectly with my career interests. I am
particularly impressed by your recent project on [[Ipumep npoekTa Win JOCTHKEHHS KOMITAHHH].
I believe this role is an excellent fit for my skills.

(UuTepsoroep) Excellent. One last question. Could you please tell me about your greatest
weakness?

(Kangumat) Well, sometimes | can be a bit of a perfectionist. | pay very close attention to detail,
and occasionally I might spend more time than necessary to make sure everything is perfect.
However, | am learning to manage my time better and prioritize tasks to meet deadlines efficiently.
(MuTepsrioep) Very good answer. That will be all for now. We will contact you soon regarding
our decision. Thank you again for your time.

(Kangumat) Thank you very much for the interview. | look forward to hearing from you. Have a
great day!
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