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

OCHOBHON  1ENbI0 JUCHUIUIMHBL  «HOCTpaHHBIA  A3BIK  MOAYJIb 3»  SABJISETCA
dbopMUpOBaHHE HABBIKOB OOIICHUS B chepe ACIOBOM U MPOPECCHOHATBHON KOMMYHHKAITUH U
YMEHUS CBOOOJIHO OPUEHTUPOBATHCA B JIUTEpaType NpodecCHOHaTbHON HAITPaBICHHOCTH.

JI1st HOCTHKEHUS ATOM 1IeTIK B 3 CEMECTPE OCYILIECTBIISIIOTCS CIASAYIONINE 3a1a4Uu:

1. pacumupenue 3anaca TEpMUHOIOIMUECKOM JIEKCUKH (0 150 HOBBIX JEKCUYECKUX €AUHMIL
B PaMKax U3y4aeMbIX TEM);

2. COBEpIIECHCTBOBAHUE HABBIKOB ITPOCMOTPOBOTO U M3YYAIOIIETO YTCHHUS, B T.4.

po¢eCCHOHATIBHO OPUEHTUPOBAHHBIX TEKCTOB,;

pa3BUTHE HABBIKOB IIOHUMAaHMsI pe4U Ha CilyX (ayIMpOBHHUS);

pa3sBUTHE HABBIKOB TOBOPEHUS B PAMKAX M3YYaE€MBbIX TEM;

pa3BUTHE HABBIKOB NMCbMA (HAIIMCAHUE PE3IOME);

BOCIIUTaHHE TOJIEPAHTHOCTU M YBa)KEHUS K JTyXOBHBIM LIEHHOCTSIM pa3HbIX CTPaH U

HapoJI0B;

7. (hopMupoBaHHE TOTOBHOCTH K CAMOCTOSITEIbHON TBOPUECKON AEATEIbHOCTH U OCO3HAHUS
LICHHOCTH y4eOHO-I103HABATEIBHOMN JeSATEIbHOCTH.

ook w

[InanupyembIiMu pe3ysibTaTaMu 00y4€HHUs MO AUCHUIUIMHE (MOAYIIIO), SIBISIFOTCS] 3HAHUS,
yMeHUs, HaBbIKU. [lepeueHb MmiIaHUpPYEeMBIX pe3ysbTaTOB OOyUeHHs MO AUCLUILIUHE (MOIYIIO),
COOTHECEHHbIX C IUIAHUPYEMBIMH pe3yJIbTaTaMU OCBOEHUS 00Opa30BaTENbHOM IpOrpaMMsl,
npezcTaieH B Tabnuue 1.

Tabmuna 1 — Komnerenun, popMupyeMbie B pe3ylibTaTe W3Y9EeHUS TUCIUIITHHBI (MOTYJIs)

PesynbraTbl 00y4YeHus 110 AUCIUIUINHE
Konu Kon n
Haspanue OITOII hopMmyIrpoBKa
BO, (bopmynmposka WHIMKATOpa Koz
COKpaIIeHHOE KOMIIETEHIIHH JOCTHIKEHUS pesyb DopMyJIIPOBKa pe3ynbTaTa
KOMITETEHIINU
TaTa
38.05.01 YK-4 : Cnocoben YK-4.1B: P1 3HaHHe | HOPM QHIJIMICKOTO
«OKOHOMHYECKas | MPUMEHSATH Bribupaer Ha JIUTEPATYPHOTO S3bIKa,
0€30IacHOCTE» | COBpeMEHHBIE roCyIapCTBEHHOM HEO0OX0AUMOT0 ISt
(3b) KOMMYHHUKATHBHBIC | ¥ HHOCTpaHHOM OCYILIECTBIICHUS
TEXHOJIOTHH, B TOM SI3BIKAX MEXIIMYHOCTHOTO U
YHCcIe Ha KOMMYHHUKATHBHO JIEIIOBOTO OOIICHUS
MHOCTPAHHOM(BIX) MIPUEMIIEMBIH CTHIIb PJI3 YMeHue | agantupoBath peub,
A3bIKe(ax), st JIEII0BOTO CTUIIb OOLICHHUS U A3BIK
aKaJIeMHUYIeCKOTO U oOrmIeHus, JKECTOB K CHTYaIUsIM
npo¢ecCHOHAIBHOTO | BepOabHEBIE U B3aUMO,IENCTBUS
B3aUMOJICHCTBUS HeBepOalibHbIE PJI5 | Vmenne | npumensier npaBmma u
cpeacrsa MpUEMBI YCIIEITHOTO
B3aUMOJICICTBUS C pedeBoro
apTHEPOM B3aMMOJICUCTBHUS Ha
WHOCTPAaHHOM SI3bIKE
gepe3 MOJeTUPOBAHNE
BUJIOB
npodeccrnoHanTbHOM
JIeSITEIbHOCTH
PJ16 HaBpik | Bnameer ¢hoHETHKOH,
JIEKCUKOH U
rpaMMaTUKOH
AHIJIMICKOTO SI3bIKA B
00BEMe, HEOOXOIUMOM
JUIA TOTO, YTOOBI




MPEI0CTABIISTh
MHGOPMALIIO TUIHOTO U
JIENIOBOTO XapakTepa,
aJICKBaTHO PEearupoBaTth
Ha HH(OPMAIIHIO,
MOCTYMAIOIIYIO OT
napTHepa 1o
KOMMYHUKAIHH.

VYK-4.5B: P2 3HaHUE | JEMOHCTPUPYET 3HAHUE
VYyacTtByer B BUJIOB COBPEMEHHBIX
aKaJeMu4ecKoil u KOMMYHHUKaTUBHBIX
poeCCHOHATBHOM TEXHOJIOTUH
KOMMYHUKaIUK Ha P14 | YmMeHue | cocTaBisATh Ha
WHOCTPaHHOM(BIX) AQHTJIMICKOM SI3BIKE
sI3pIKe(ax), oduIraNbHBIC U
HCIIOJIB3YS Heo(pHULUATbHBIE TEKCTHI
COBPEMEHHBIE B COOTBETCTBHH C
KOMMYHUKaTUBHBIE MIPUHATHIMA HOPMaMH
TEXHOJIOTUHU JIEIIOBO TIEPETIHCKH
PJ16 HaBpik | BrameeT (POHETHKOM,
JIEKCUKOH 1
rpaMMaTUKON

AHTTIMHCKOTO SI3bIKa B
00BEME, HEOOXOIUMOM
TSI TOTO, YTOOBI
MPEI0CTaBIISTh
nH(popMaLuUIO TMYHOTO U
JIEJIOBOTO Xapakrepa,
aJICKBaTHO PearupoBaTth
Ha HH(OPMAIIHIO,
MOCTYMAOIIYIO OT
napTHepa 1o
KOMMYHHKAIIUH.

B nmponecce OCBOCHUA OJUCHUINIMHBI PEIOAOTCA 3adadd BOCIIMTAHUA TapMOHUYHO
pa3BHTOﬁ, HanHOTHqHOfI 1 CoOHUaJIbHO OTBETCTBEHHOM JIMYHOCTH HAa OCHOBE TpaAUuIIUOHHBIX
pOCCHfICKHX AYXOBHO-HPABCTBCHHBIX U KYJIBTYPHO-UCTOPUUCCKHUX IIGHHOCTGI\/'I, MMpEaACTaBJICHHLBIC

B Tabimie 1.2.

Tabmuna 1.2 — [{eneBbie OpueHTHPHI BOCTTUTAHUS

BocnurTareabHbIe 321244

®opMuUpOBaHUE LIEHHOCTel

[eneBble OpUEHTHPHI

(I)OpMHI)OBaHI/Ie rpamancxoifl MO3UIUU U TTATPUOTU3MA

dopMupoBaHHUE TOJICPAHTHOCTH U
YBaKEHUS K MPEACTaBUTEISIM PA3ITHMIHBIX
HallMOHAJILHOCTEH U KYJBTYD,
npokuBatomux B Poccnu

I'ymanuzm
I'paxxmaHCTBEHHOCTH
Bricokue HpaBCTBEHHBIC
HJIeabl

[IpaBa 1 cBOOOIBI YeITOBEKA
Bzaumomnomorp u
B3aMMOYBaXKCHHE

YBaxxeHHe K Ipyrou KyJabType

(I)OpMI/IPOBaHI([e AYX0BHO-HPABCTBCHHLIX HeHHOCTeﬁ

DopMHPOBaHUE OTBETCTBEHHOI'O
OTHOLICHHUS K TPYLy

CozunaTenbHblil TPy
Bzanmomomonis u
B3aUMOYBaKCHHE

JMCIUTUIMHUPOBAHHOCTh
Tpynomooue
HacroituuBocTh U ynopcTBo B
JOCTHXKCHUU LICITIN
Oco3HaHue HEHHOCTH
npodeccun
JIr0603HaTEIHLHOCTD




AXTHBHAs )KU3HCHHAS TTO3HLIUS
Camoo0yueHue

®opMHpoOBaHHe HAYYHOT0 MHPOBO33PEHHS M KYJbTYPbI MbIIIJICHHUSA

Pa3BuTHe N0O3HAaBATENBLHOTO UHTEPECA U . JIro603HATETHHOCTD
Co3unmaTensHBIN TPy
CTpEeMJICHUS K 3HaHUSIM Camoo0yuenne
OTBETCTBEHHOCTh
JMcnumImHIPOBaHHOCTh
MoOTHUBHPOBAaHHOCTh

HacroituuBocTs 1 ynopcTBo B
JIOCTHUKEHUU LETU
llenenonaranue u
LENeYCTPEMIIEHHOCTh
BHumaTenpsHOCTh K JeTansam
I'MOKOCTh MBIIIUTCHHUS
KpeaTuBHoe MbleHne
CozunaTenbHblil TPy CrocoOHOCTh HAXOTUTb,
aHAIU3UPOBATH U
CTPYKTYpHUPOBATh
HHPOPMALIUIO

YMmenne paboTaTh B KOMaH/E H
B3aUMOITOMOIIb
KommynmnkabenbHOCTE
NHnuBuayanbHOCTh

AKTHBHAs )KU3HCHHAS MIO3UIUS
MHunmaTuBHOCTH

JlunepctBo

Pa3BuTHe TBOpUECKUX CIOCOOHOCTEN U
YMEHUS pelIaTh HeCTaHIAPTHBIC 3a0aul

®opmMupoBaHUE KOMMYHMKATHBHBIX HABBIKOB M KYJIbTYPbl 001LEHMSI

IMupoxuii Kpyrozop
YBaxeHue K Ipyrou KyiabType
J106poskenaTebHOCTh U
OTKPBITOCTh
KommyHnHKaGenbHOCT
YBaxeHue K CTapIiuM
YBaxxeHue Tpaauuui

Bocnutanue KynbTypsl Auanora u Bbicokue HpaBCTBEHHBIE
YBa)XCHUsI K MHEHHIO IPYIHUX JIIOAEH uzeasl

2 Mecto aucuuniaunbl (MoayJsi) B ctpykrype OIIOIT

Juctunnuaa « THOCTpaHHBIN 361K MOAYJH 3%» BXOIUT B 00s13aTEIBHYIO YaCTh y4eOHOTO
IJIaHa B COOTBETCTBUHM ¢ DelepalibHBIM TOCYIapCTBEHHBIM 00pa30BaTENbHBIM CTaHIAPTOM
BBICIIETO 0OpPa30BaHMUS.

N3ydyeHne nHOCTPAHHOTO s3bIKa MPU3BAHO OOECTICUNTH:

e TOBBIIIEHUE YPOBHS y4eOHONH aBTOHOMUH, CIOCOOHOCTH K CaMOOOPa30BaHMIO;
e pa3BUTHE KOTHUTHUBHBIX U UCCIIEJOBATEIbCKUX YMEHUM;

e pa3BUTHE UHPOPMALMOHHOW KYIbTYPHI;

e pacIIMpeHHe Kpyro3opa U MOBBILIEHHE 001eH KyIbTyphl CTY/I€HTOB.

B PE3YIbTATC YCICHIHOIO OCBOCHHUA IUCHHUIIIMHBI ((I/IHOCTpaHHLIﬁ SA3BIK MOIYJIb 3»
CTYACHT JOJIZKCH:

e 3HATH JIEKCUKY ITOBCETHEBHOTO OOIIEHNS;



3HATh TPAMMAaTHYECKUE CTPYKTYPHI U MPaBHIIa, HEOOXOAUMBIE Il OBJIAICHUS YCTHBIMU
U MUCbMEHHBIMH (pOpMaMH OOLIEHUS: CUCTEMY BPEMEH TIJ1aroJia, TUIbI IPOCTOrO U
CJIO’KHOTO TPEIOKEHUS], 3SHAMEHATEIIbHBIE U CITY>)KEOHbBIC YaCTH PEUH;

YMETb JIe1aTh YCTHBIE COOOIIEHUS 110 TEMaM IOBCEHEBHOTO OOIIEHUS U 10
COJICPKAHUIO TPOUYUTAHHOTO TEKCTA;

YMETb BOCIIPMHUMATh Ha CIIyX COOOIIEHUS OBCEIHEBHO-OBITOBOIO XapaKkTepa

YMETh BBIJICIIATh TEMY U TJIABHYIO MBICIIb TEKCTA IIPU 03HAKOMHUTEIILHOM YTEHUH 0e3
cJloBaps;

YMETh JIOTUYHO U TPaMMaTUYEeCKH MIPABUILHO CTPOUTH BBICKA3bIBAaHHE B Ipeesiax
U3y4EHHBIX TEM ITOBCEIHEBHOIO OOIEH!s, 0OMEHUBaThcs HHpOpMaLuei,
JIEMOHCTPHPOBATh PEYEBOE TIOBECHUE, aJICKBATHOE CUTYallMU OOIICHHS,;

BJIaJICTh HABbIKAMU CaMOCTOSATEILHON padoThI;

BJIAJICTh KYJIbTYPOW MBILIUIEHUS, CIOCOOHOCTHIO K OOIIEHUIO, aHAIN3Y, BOCIPUSTHIO
UH(POPMALIMU Ha HHOCTPAHHOM SI3bIKE;

YMETb TPaMOTHO ¥ 3()()EeKTUBHO MOJIB30BATHCSA UCTOUHUKAMHU HH(OpMAIHHU (CTIPaBOYHOM
JUTEPATYpOu, pecypcamu MHTEpHET).

3. O0bem AUCHUNIMHBI (MOAYJIS)

O0bem JUCIUITIINHBI (MO,Z[y.]'ISI) B 3a4CTHBIX CIHHUIAX C YKAa3aHUCM KOJINYCCTBA

aKaJeMUYECKUX YacoB, BBIJCICHHBIX Ha KOHTAKTHYIO paboTy ¢ oOydarommumucs (10 BHIAM
y4eOHBIX 3aHATHI) U HAa CAMOCTOSITENbHYIO paboTy, IPUBE/IEH B Ta0uuUIE 2.

Tabmuna 2 — O61as TpyI0eMKOCTh JUCIHILTAHBI

c Tpyno- O0beM KOHTAKTHOH paboThl (yac)
emectp | emkocTh
dopma (020) : dopma
Haspanue vie. Yacts i AVIHTODHAS Bueaynu CPC rTec-
OIIOIT BO OH};;e VII Kypc YAHTOpHA TOpHast ia ?:H
(300, (3.E) | Beero 1
0300) nex. | npak. | na6. | TIA | KCP
38.05.01
DKOHOMHYECKAs (0])]e] Cl.b 3 3 37 0 0 36 1 0 71 2
06e301MacHOCTh

4 CTpyKTypa U coiepKaHue M CUMILIHHBI (MO1YJIs1)

4.1 CTpykTypa aucuuiimHbl (MoayJs) nist OPO

Temaruueckuit I1J1aH, 0Tpa>1<a}01111/1171 COACPIKAHUC AUCHUIIIINHBI (Hepequb pa3aciioB u

TEM), CTPYKTYPUPOBAHHOE 110 BUJaM YUEOHBIX 3aHATUN C YKa3aHUEM UX 00BEMOB B COOTBETCTBUU
C Y4eOHBIM IJIaHOM, TIpHBEIEH B Tabnuie 3.1

Tabnuma 3.1 — Paznens! JUCHUIUIMHBL (MOAYJIS), BUABI yUeOHOU NeATeIbHOCTH U (POPMBI

TeKymero KouTpois aiust OPO

Kon pe- Koi-Bo yacoB, OTBEIEHHOE Ha Dopma
Ne HasBanune TeMbl 3yJbTara P
obyems Jlex [Tpakt Jla6 CPC TEKYyLIEro KOHTPOJIS
P11,
PI2 TpeHaxep, KOJUIOKBHUYM,
1 | Working Environment. P13, 0 0 14 23 PasHOYPOBHCBBIC
P14 3aJjaHusl, KOHTPOJIbHAS
PIIS P’}]6 pabora
P,
P2 TPEHAXEP, KOJUIOKBUYM,
2 | How to Get a Job. PJ13, 0 0 12 23 | PAsHOYPOBHEBRIC
P4 3aJjaHus, KOHTPOJIbHAs
PJIS P’}]6 pabora




PAI1,
P12,
3 | Negotiations PJI3, 0 0 6 15
PJi4,
P/I5, PJ16
PAI1,
, PI12,
4 \F/)\:L\:;nl\t/;?il;er??an Effective PIB. 0 0 4 10
' PJi4,
P/I5, PJ16
HWToro mo radauime 0 0 36 71

TpEeHaXKep, KOJUIOKBUYM,
Ppa3HOYPOBHEBBIE 3aJJaHUS

KOJIJIOKBUYM,
Ipe3eHTalus

4.2 Conep:xxaHue pa3aejioB U TeM JUCHUILTUHBI (Moay.as) nias ODO

Tema 1 Working Environment.

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

@®opMbl U METOZIBI MPOBEACHUS 3aHATUH O TEMe, MPUMEHsSEMbIe 00pa3oBaTeIbHbBIC
TEXHOJIOTUH: TIPUMCHSIOTCS TEXHOJIOTHH CMEIIAHHOTO OOYYCHHUS «IEPEeBEPHYTHIA KIIACCH,
TEXHOJIOTUH TPOOJIEMHOT0 00YYEHUs, UTPOBBIC TEXHOJIOTUHU (POJIEBbIC UIPhI), HHPOPMAIIMOHHO-
KOMMYHHKAITIOHHBIC TEXHOJOTHH (MPE3CHTAI[NM, WHTEPAKTHUBHBIC YIIPAXXHCHHS, TECThI), Ha
3aHATUAX TPeo0sIaaloT 3a/1aHusl, BHIIOJIHICMbIC B rpymmax (pabora B mapax, paboTra B MajbIX
rpynnax, T. IL.).

Bupl caMOCTOSTEIIBHOM MMOATOTOBKHU CTYAICHTOB 110 TEME: B paMKaX pealiu3aliis MOJCIN
«TIEPEBEPHYTHIN KJIacC» CTYAEHTHI PadOTAIOT C JIEKTPOHHBIMH 00pa30BATEIbHBIMH pECypcaMu
(M3y4aroT ydeOHbIC BHJCO U MHBIC MATEPUAIIbI, BBITOJIHSIOT MPEIBAPUTEIILHBIC 3aJaHUs) IS
MOJATOTOBKA K  ayJAUTOPHOMY 3aHSITHIO, B XOJ€ KOTOPOTO CTYJIEHThI paboTaroT
IPEUMYIIECCTBEHHOTO B IPYIINAX HaJ PEIICHUEM 3a]1a4 C UCII0JIh30BaHUEM MTPOPAOOTaHHOTO IOMa
Marepuara.

Tema 2 How to Get a Job.

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

@®opMBl U METOJbI NPOBEACHMS 3aHITUH MO TeMe, NMpPUMEHseMble 00pa3oBaTeIbHbIC
TEXHOJIOTUU: TPUMEHSIOTCS TEXHOJOTHM CMEIIAHHOTO OOYyYeHUs <«IepeBEpHYTHIH Kiaccy,
TE€XHOJIOTHUH IPOOJIEMHOr0 00yUY€HUs, UTPOBBIE TEXHOJOTUH (pOJIEBbIE UTPHI), HH(DOPMALIMOHHO-
KOMMYHHUKAIIMOHHBIE TEXHOJOTUU (Tpe3eHTallul, WHTEpAaKTUBHBIC YHNPAXXHEHUs, TECThl), Ha
3aHATHUSIX Mpeo0siaatoT 3aJaHus, BBIIOJIIHAEMbIE B Tpynmnax (padora B mapax, padoTa B MaJlbIX
rpynnax, T. IL.).

Bunbl camocTosTenbHOM MOATOTOBKU CTYJEHTOB 110 TEME: B paMKax peau3alus MOAeIn
«TIepPEeBEPHYTHIN KJacc» CTYAEHTHl PabOTaIOT C 3JEKTPOHHBIMH 00pa3oBaTeIbHBIMH peCypcaMu
(u3yyaroT y4yeOHbIE BUJEO U WHBIE MaTe€pHallbl, BBHIIOJIHAIOT MPEABAPUTENIbHbBIE 3aaHMsI) IS
NOJATOTOBKM K  ayAUTOPHOMY 3aHSTHIO, B XOJ€ KOTOPOrO CTYIEHThl paboTaroT
IPEUMYIIECTBEHHOI0 B IPYIIaxX HaJ PELIEHUEM 3a/1a4 C UCIO0Ib30BAHUEM MTPOPAOOTAaHHOIO JIOMa
MaTepuaia.

Tema 3 Negotiations.

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

@®opMbl 1 METOJBI NPOBEACHHS 3aHITUH MO TeMe, MpUMEHseMble 00pa3oBaTeIbHbIC
TEXHOJIOTUHU: TPUMEHSIOTCS TEXHOJIOTUM CMEIIAHHOTO OOYyYeHUsS <«IepeBEpHYTHINH Kiaccy,
TE€XHOJIOTHUH TPOOJIEMHOT0 00yUYeHHs, UTPOBBIE TEXHOJOTUH (pOJIEBbIE UTPHI), HH(DOPMALIMOHHO-
KOMMYHHKAIIUOHHBIE TEXHOJOTUM (TPE3E€HTAllMM, WHTEPAKTHUBHBIE YIPAXHEHMs, TECThI), Ha
3aHATUAX TpeodsafaroT 3aJaHus, BBIIOJIHAEMbIE B Tpymnmnax (padora B mapax, padoTa B MaJlbIX
rpynnax, T. IL.).



Bunbl camocToATEIbHOM MOATOTOBKU CTYJEHTOB 110 TEME: B paMKax peaau3anus MOAeIn
«TIEPEBEPHYTHIA KJIaCC» CTYAEHTHI PabOTalOT C 3JIEKTPOHHBIMU 00pa30BaTENbHBIMHU peCypcamMu
(u3y4aroT y4yeOHbBIE BHUJCO M HHBIE MaTEpUabl, BBHIIOIHIIOT MPEIBAPUTEIBHBIC 3aJaHUs) IS
MNOJATOTOBKM K  ayAUTOPHOMY 3aHSTHIO, B XOJ€ KOTOPOrO CTYIEHThl paboTaroT
PEUMYIIECTBEHHOTO B IPYIIAX HAJ PEUICHUEM 3a/1a4 C UCTI0IH30BAHNEM ITPOPAOOTaHHOTO TI0Ma
MaTepuaia.

Tema 4 What Makes an Effective Presentation?.

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

@opMBI ¥ METOJBI TPOBEACHHS 3aHITUH 1O TeMe, MPUMEHSIeMble 00pa30BaTeIbHBIC
TEXHOJIOTHM: Ha MIEPBOM 3aHIATHU IIpenogaBarelib pacckaspiBaer 0 MOOK.

Bunbsl camMoCTOSTENTbHOM MOATOTOBKU CTYJACHTOB IO TEME: CTYAEHTBHI CaMOCTOSTEIHHO
BBIMOJIHSIOT 3a/IaHKsI HA PAa3BUTHE HABBIKOB BBICTYIUICHHUS C MPE3CHTAIMEH, Pa3MEIICHHBIC 110
ajzipecy https://www.futurelearn.com/courses/what-makes-an-effective-presentation. Ilo
3aBEpIICHUIO OHJIAWH Kypca, CTYIEHTBl CAaMOCTOSTEIILHO TOTOBST MHHU-TIPE3CHTAIMIO JUIS
MOCIICAYIOMIETO BBICTYIUICHUS Ha 3aHSATHH.

5 Meroauyeckne YyKazaHusl sl OOY4YAIOIIMXCH MO M3YYEHHI0 M PpPeau3aluu
AUCHUILIMHBI (MOZYJIs1)

5.1 Meroanueckue peKOMeHAAUMH OOYYAWIIUMCH M0 M3YYEHUI0 [AUCHMILUIMHBI M IO
o0ecIeYeHN 0 CaMOCTOSITeJIbHOM padoThI

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

W3yuenne mepBBIX Tpex TEM HEOOXOJMMO HauyaTh C O3HAKOMIICHHS W OCBOCHHS
aekcuuyeckoro marepuana. CHavajga HEOOXOAMMO IOBTOPUThH CJIOBA, BBEAEHHBIE HA 3aHATHU
npenonaasareneM. [lanee cTyneHTy mpemjaraercsi paborath ¢ mporpammoin-tpeHaxépom VCB
Tutor a7s 3aMOMHHAHUS CJIOB M BBIPQXKEHUN CHayaja B PeXHME CaMOCTOSATENbHOW paboThl B
HaIIPaBJIEHUU C PYCCKOTO A3bIK Ha aHIVIMMCKUM, a 3aT€M C aHIJIMHCKOro Ha pycCKui. JlanpHenee
OBJIa/IEHUE JIEKCUKOM MTPOUCXOIUT B MpoLiecce paboThl ¢ TEKCTAMHU JJIsl YTEHUsI, MaTepraaMu s
ayIupOBaHUs, B JIUCKYCCHSIX IO BompocaM u3ydaeMbiX TeM. CTyAeHT HMMeeT BO3MOXKHOCTh
BBINOJIHUTB 3a/1aHUs TECTOBOTO XapakTepa, MPOCMOTPETh Pe3yIbTaThl CBOEH PaOOTHI.

B xone n3yyeHus KaxJ10i TeMbI CTYI€HTbBI 3HAKOMATCS C HOBBIM MaTEpHUAIIOM, Pa3BUBAIOT
YMEHHUSI M COBEPIICHCTBYIOT HAaBBIKM YMOTPEOJEHHUS JIEKCHYECKOTO M IpaMMaTU4YecKOro
MaTepuaia, pa3BUBAIOT HABbIKM ayJIMpOBaHHA, paboTas C ayauo M BUAEO MaTepuajaMu, U
BBITOJIHAIOT TBOPYECKHUE 3aJaHUS 110 PA3BUTHIO HABBIKOB TOBOPEHUS U IIMUCbMA.

B kauectBe camocTosTeNbHOM paOOTBHl MIPEANOJSIAaraeTCs BHIIOJHEHUE 3aJaHMM,
pasMeLICHHbIX B 3JeKTpoHHOM Kypce OOC, MOAroToBKa KOPOTKUX COOOIIEHUH, MOUCK
uHpopmanuu B cetu VHTepHeT, rpymnmoBas paboTa HaJ CHUTYAlMOHHBIMH IPOEKTAMH,
IIpe3EHTalNEN.

Jlns w3ydenuss derBeproir Tembl "What Makes an Effective Presentation?" crymenTsl
BBITIOJIHSIOT 33aHUSI M TOTOBSIT HEOOIBIIYIO MIPE3EHTALHIO 110 BHIOPAaHHON UMHU TeMe, UCTIONb3Ys
W3Yy4YEHHbIE MaTEepUabl, JUIs OCIEAYIOIIETO BEICTYIIJICHUS HA 3aHATHH.

C nenpro KOHTPOJIS YCBOEHUS MaTepHuala B X0/1€ U3y4eHUs AUCUMILINHBI "M HOCTpaHHbIN
A3BIK MOJIYJIb 3" CTYAEHTHI BBIIOJHSIOT 2 KOHTPOJIbHBIE PaOOThI, B KOTOPbIE BXOJAT 33aHUS 110
YTEHUIO TEKCTa C M3BJICYEHUEM IOJHOM MH(popManuu B ¢opMme MUCbMEHHOro nepesoja. [lo
3aBEPIICHUH YETBEPTON TEMBI CTYJIEHThI BBICTYNAIOT C ITpe3eHTanuen. Kypc "MHocTpaHHbIN SA3bIK
Moayiab 3" 3aBepliaeTcsl IK3aMEHOM (MTOrOBOM KOHTPOJBHOM paboToif), B X0J€ KOTOPOro
OLICHUBAETCS YPOBEHb CPOPMUPOBAHHOCTU KOMIETEHIIUH.



B cmywae 3arpynHeHHMI TpH MPOXOXKIACHUHM ITAHHOW IUCIUIUIMHBI, CTYICHTHI MOTYT
3a/1aBaTh BOIPOCH TMPEMOJABATEII0 WU JPYr APYry, TMOJB3YysACh (OPYMOM OCHOBHOTO
anekTpoHHoro kypca B D0C, a Takke 00CyX/1aTb BOZHUKAIOIINE BOMPOCHI C IIPENO/IaBaTesieM B
paMKax KOHCYJIbTAI[MOHHBIX YacOB.

bazoBbIM ydeOHBIM MOcOOMEM MUCIUIUIMHBI «VITHOCTpaHHBINA SI3BIK MOJYJb 3% SIBISCTCS
l'aneeBa T.U. Anrmmiickuii s3wik. JlemoBoe obmienue : yueonuk / T. . "'ameeBa. — Mocksa :
Pycaiinc, 2022. — 243 C.
[Ipu BBIMONHEHHE JA0OPATOPHBIX PaOOT CTYJAEHTHI MOTYT HCIOJL30BaTh "MeToauvecKue
PEKOMEH/IAIIMH K BHITIOJTHEHHIO JTAOOPATOPHBIX pabOT MO0 MHOCTPAHHBIM SI3bIKaM".

5.2 OcoOeHHocTH oOpraHu3anuu oOO0y4YeHHs JJIS JMI C OrPAHWYEHHBIMH BO3MOKHOCTAMH
310POBbSI H HHBAJIH/I0B

[Tpr HEOOXOIUMOCTH OOYYAIOIIUMCS U3 YUCIIA JIWI] C OTPAHHYCHHBIMHA BO3MOXKHOCTSIMHU
3JI0POBbS U MHBAITHJIOB (I10 3asBICHUIO O0YUAIOMIETOCs ) MPEAOCTABISIETCS yaeOHas
uH(pOpMaIKs B JOCTYIHBIX (pOpMax ¢ yIETOM MX UHAMBUAYAIbHBIX MCUXO(U3HUECKUX
OCOOCHHOCTEH:

- TS JTUI] C HAPYIICHUSIMU 3pEHUS: B TIeYaTHOH (hopMe yBETMYSHHBIM IPH(PTOM; B hopme
JJICKTPOHHOIO  JIOKYMEHTa; HMHUBHyaJIbHBIE KOHCYJIbTAllUU c [IPUBIICYCHUEM
TU(DI0CYpAOTIEPEBOIUNKA; MHANBUAYAIbHbBIE 3aJJaHNs], KOHCYJIbTAIL[UU U JIp.

- 17151 JIMLL C HApYIICHUSIMU CIIyXa: B IeyaTHOH (hopme; B popMe 31EKTPOHHOTO IOKYMEHTA;
WHJVBHyaJIbHbIE KOHCYJIbTAallUW C IIPUBJIICYCHHEM CYpAONEPEBONUYNKA; HWHAVBUIYAIbHbIE
3a/laHus], KOHCYJIbTAllUU U JIP.

- IUTsI JTUT] C HApYIICHUSIMU OTIOPHO-/IBUTATEIIBHOTO allliapaTa: B eyaTHo# popme; B hopme
3JICKTPOHHOI'O TOKYMEHTA; NHIUBUYaJIbHBIC 3a1aHNs, KOHCYIbTALUU U OP.

6 ®oH/ OLEHOYHBIX CPEACTB JIfl MPOBeIeHUs] TEKYIIero KOHTPOJISI M MPOMeKYTOYHOI
arTecTalMu 00y4aroIMXCcH M0 JUCUMILINHE (MOTYJIIO0)

B coorBerctBun ¢ TpeboBanmsmu OI'OC BO nns arrectanuu oOydarolmiuxcs Ha
COOTBETCTBUE MX IE€PCOHAIbHBIX JOCTHKEHUN IUIAHUPYEMBIM pe3ylbTaTaM OOYy4eHHs 110
JUCLHUIUIMHE (MOAYIIO) cO37aHbl (POHIBI OLIEHOUHBIX CPEACTB. THIOBBIE KOHTPOJIBHBIE 33 JaHUS,
METOJMYECKUE MaTepHuasbl, ONPEACISIIONIME MPOLEAYPbl OLECHMBAaHUA 3HAHWM, YMEHMM U
HaBBIKOB, a TAK)Ke KPUTEPUH U IIOKa3aTeIH, He0OOXO0AUMBIE [T OLICHKH 3HAaHUH, yMEHUH, HABBIKOB
U XapakTepu3ymoluue dTanbl (HOpMHUPOBaHHMS KOMIIETEHUMH B  IPOLIECCE OCBOEHUS
o0Opa3oBaTenbHON MPOrpaMMBl, ipeacTaBieHsl B [Ipunoxenun 1.

7 Y4eb6HO-MeTOAMUYECKOE M HH(POPMALIMOHHOE 0O0ecieyeHue TUCIHIIIMHBI (MOIYJIs1)

7.1 Ocnoenas numepamypa

1. Kocc, E. B. IlpodeccroHanbHblii aHIIMUCKUAN S3BIK: MPAKTUKYM IO TOBOPEHHUIO :
yuebnoe nocobue / E. B. Kocc. — Tompstru : TI'Y, 2022. — 80 ¢. — ISBN 978-5-8259-1531-
9. — Tekcr: »nexTpoHHbI // JlaHp : »1MeKTpoHHO-OmOmmoreunas cucrema. — URL:
https://e.lanbook.com/book/243284 (mara oOpamenus: 25.05.2026). — Pexum goctyna: s
aBTOPH3. MTOJIb30BATENEH.

2. KpamennnnukoBa, A. E. JlemoBoii anrnwmiickuii si3eik (Business English) : yueOHOe
nocobue / A. E. Kpamennunnukosa, A. A. Cokk, E. B. ®unonenko. — Kpacnosipek : KI'TIY um.
B.I1. Acradnena, 2023. — 85 c. — ISBN 978-5-00102-677-8. — Tekcrt : aneKkTpoHHBIH // JIaHb :
ANIeKTpOHHO-OuOMMoTeunass cucremMa. — URL: https://e.lanbook.com/book/399491 (mara
obpamienns: 25.05.2026). — PexxuM gocTyma: 11 aBTOPH3. MOJIb30BaTEIICH.



7.2  Jonoanumenvnas numepamypa

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

2. 3onorapeBa C. A., Prumesa O. B. JlenoBoil MHOCTpaHHBIA S3BIK (QHTIUHACKHI):
npaktukyMm : llpaktukymsl, nabopaTopHble palOoThl, COOpHUKM 3a7a4 W YHpPaKHEHUH
[DnexkTponHbIit pecypc] : KemepoBckuii rocyaapcTBEHHBI HHCTUTYT KYJIbTyphl , 2020 - 142 -
Pexxum noctyna: https://e.lanbook.com/book/174750

3. HudopmaninoHHO-CripaBoYHast cucrema «KoHncynpTant [Troc» —
http://www.consultant.ru/

4, Jlununa, 0. A. AHIUHCKHIA SI3BIK JEIOBOTO U MPOQECCHOHAIBHOTO OOIICHHS :
yuebnoe nocoobue / 0. A. Jlununa, O. A. I'yppsiHoBa. — Omck : OMI'TY, 2022, — 116 ¢. —
ISBN 978-5-8149-3413-0. — Texkcr : a5ekTpoHHBIHN // JlaHb : 3JIEKTpOHHO-OMOIMOTEUHAS
cucrema. — URL: https://e.lanbook.com/book/343565 (nata oOpamienus: 25.05.2026). — Pexum
JOCTyMa: JIJIsl aBTOPU3. MOJIb30BaTENEH.

5. ®umman, JI. M. Professional English : yue6nuk / JL.M. ®umman. — Mocksa :
NH®PA-M, 2022. — 120 ¢. — (Bricmee o6pa3oBanue: bakanaspuar). - ISBN 978-5-16-014339-
2. - Tekcr : osmekrponnbii. - URL: https://znanium.com/catalog/product/1723355 (mara
obpamenus: 31.05.2026)

7.3 Pecypcol ungpopmayuonno-menekommynuxayuonnou cemu '""Hnmepnem',
eKn0Yan npogeccuonanvuovie 06a3vl OAHHLIX U UHPOPMAUUOHHO-CHPABOUHbIE
cucmemsl (npu HeobX00UMOCMU):

1. HamuonanbHBIA KOPIYC pyCCKOro si3bika. [lapannenbHblit Kopryc (QHTIUHCKHINA)

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

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

3. DnekrponHO-OMOMMOTEeYHAs cucteMa "ZNANIUM.COM"

4. DnexTpoHHO-OMOMMoTeyHas cucrema "JIAHB"

5. DnekTtpoHo-Oubnoreunas cucrema "Jlanp" - Pexxum gocryna: https://e.lanbook.com/

6. Open Academic Journals Index (OAJI). [Ipodeccuonanbnas 6a3a naHHbBIX - Pexxum

noctyma: http://oaji.net/

7. TIlpesunmentckas Oubnuoreka wuMm. b.H.Enpimna (0a3a [maHHBIX —pa3iHuHBIX

npodecCHOHANIBHBIX o0acTeil) - Pexxum nocryna: https://www.prlib.ru/

8 MarepuajbHo-TeXHHYECKOe oO0ecrevyeHHe IUCHUIUIMHBI (MOAYJs])) W IepeveHb
MH(POPMALMOHHBIX TEXHOJIOTHI, MCNOJb3yeMbIX NPH OCYLIECTBJICHMH 00Pa30BATEJHLHOIO
npouecca no JUCHUIVINHE (MOAYJII0), BKJIIOYAasl epeYeHb NPOrpaMMHOro odecrev4eHust

OcHOBHOE 000pYIOBaHUE:

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

e MonuTop Samsung 152T 15"

e Monurop obnaunsiif 23" LG23CAV42K/Mbies Geniu

¢ O6maunbrii morutop 23" LG CAV42K

e O0naunblii MonuTop LG 24CK550Z-BP/knaBuarypa/Mpliib

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

e [IpoexTop Casio XJ-V1

e CereBoil MonuTop:Hynesoii kimeHT Samsung SyncMaster NC240

e Ycemnurens-pacupenenutenb VGA/XGA Kramer VP-200

e Ycr-Bo 6ecn.mutanust UPS-3000




IIporpamMmmHoOe o0ecIieyeHue:

e ABBYYY 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

38.05.01 «DOxoHOMUYE
cKas 0e30I1aCHOCTD»
(9B)

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

VYK-4.18 : BeiOupaeT Ha TocyZapCTBEHHOM U HH
OCTPaHHOM S3bIKaX KOMMYHHKATHUBHO ITpUEMJIC
MBIH CTHJIb JIEJIOBOTO OOIIEHUS, BepOaIbHbIE U H
eBepOaNbHbIE CPEACTBA B3AUMOACHCTBUS C TTapT
HEpOM

YK-4.5B : YuacTByeT B akaJieMUICCKOM U ipode
CCHOHAJIbHONH KOMMYHHKAIIUU HA HHOCTPAHHOM(
BIX) SI3bIKE(aX), UCTIONIB3YSI COBPEMEHHBIC KOMMY

HUKATHUBHBIC TCXHOJIOI'MH

Komnerenmus cuntaercs: chopMUPOBAHHOM Ha TaHHOM 3Tarie B CiIydae, eCiIM MOoTy4YeHHbIE
pe3yibTaTtel OOyuYeHHMs [0 JUCLUIUIMHE OLICHEHbl IOJOXKHUTEIbHO ([IUama3oH KpUTEpUEB
OLICHUBAHMSI PE3YIbTATOB O0YUEHUS «3aYTEHO», «YAOBIETBOPUTEIBHOY, «XOPOILO0Y», KXOTIUYHOR).
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

Ta6mmma 2.1 — Kpurepun OlleHKH WHAUKATOPOB TOCTHYKCHHUS KOMITETCHIIUH

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

Koy u gopmymupoka unankar | Ko | Tu
0opa JOCTUKEHHS KOMIIETEHIIUH 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 $I3bI Usl JIEKCUYECKOr0 MaTepuala B
Kax KOMMYHUKATHBHO IIpHEMIIE YCTHOH W IMCbMEHHOH (hopmax,
MBIH CTHJIb JIEIOBOTO OOIICHHUS, 34 | HOPM AHIIMHACKOTO JIUTEPAaTypH | TPaMOTHOCTDH MCIIONB30BAaHUS a
BepOanbHbIe U HeBepOanbHbie ¢ | 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.

Tabnuia 3amosHAeTcs B COOTBETCTBUU C pazzaenoMm 1 PaGodeil mporpaMmbl TUCHUIUIHHBI

(Momyst).

3 IlepeyeHb OLIEHOYHBIX CPE/ICTB

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

YJIBTaThl O0ydeHHS

KonTponupyemble muiaHupyeMble pe3

KoHTponupyemble TeMBI

HammeHOBaHHE OLIEHOYHOTO CPENICTBA U TIP
encrasieHue ero B ®OC

HUCIUIIIINHBI

Texkylmuil KOHTPOJIb

IIpomexxyTouHas aT
TeCTalus

Ounast popma oOyueHUst

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

Pa3HoypoBHEBBIE 3a
a4y ¥ 3a1aHus

Konrpomnbnas pabor
a

Tpenaxep

Konrpomnbnas pador
a

1.2. How to Get a Job.

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

1.3. Negotiations

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

1.4. What Makes an Effec
tive Presentation?

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

P/3

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

1.1. Working Environmen
t.

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

1.2. How to Get a Job.

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




1.3. Negotiations

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

1.4. What Makes an Effec
tive Presentation?

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

PJI4

YMeHue : COCTaBIATh Ha
AHTITHACKOM S3BIKE O(HUIT
HalbHBIC U HEO(PHUIIHATEH
BI€ TEKCTHI B COOTBETCTBHU
U C MIPUHATHIMH HOpMaMH
JIETTOBOH TTePETUCKU

1.1. Working Environmen
t.

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

1.2. How to Get a Job.

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

1.3. Negotiations

Konnoksuym

Konrpomnbnas pador
a

Kontpomnsnas pador
a

Kontponsnas pador
a

[IpesenTarust (my6m
WYHOE BBICTYILICHH

e)

Kontponsnas pador
a




PasHoypoBHEBEBIE 32
a4y ¥ 3aaHus

Konrpomnbnas pabor
a

Tpenaxep

KontponsHas pador
a

1.4. What Makes an Effec
tive Presentation?

Komnoxsuym

KontponsHas pador
a

Kontponbnas pabor
a

Kontponbnas pabor
a

[Mpezenranus (my6n
UYHOE BBICTYIJICHU

e)

Kontponbnas pabor
a

Pa3zHoypoBHeEBBIE 32
Jlau¥l U 3aJlaHus

Kontponbnas pabor
a

Tpenaxep

Kontponbnas pabor
a

PJI5

YMeHne : IpuMEeHsET mmpa
BMJIA U IPUEMBI YCIIELTHO
IO peYeBOro B3aUMOJEHCT
BUA HAa MHOCTPAHHOM A3bL
Ke 4epe3 MOJCIHPOBaHUE
BUJIOB ITPO(ECCHOHAIBHO
1 NesATeIbHOCTH

1.1. Working Environmen
t.

Komnoksuym

KonrponbHas padot
a

Kontponbaas pabor
a

KonrponbHas padot
a

[IpesenTarust (my6ma
MYHOE BBICTYIUICHH

©)

KontpomnbHas pabor
a

Pa3HoypoBHEBEIE 3a
Ja4du U 3aJaHuA

KontpomnbHas pabor
a

Tpenaxep

KontponbHas pador
a

1.2. How to Get a Job.

Komnoksuym

KonrpomnbHas padot
a

Konrpomnbnas pabor
a

KonrpomnbHas pador
a

[pesenramus (ryon
WYHOE BBICTYIUICHU

e)

KonrpomnbHas pador
a

PasHoypoBHEBEIE 3a
Jlauu ¥ 3aJaHus

Kontpomnsnas pabor
a

Tpenaxep

KontpomnsHas pabor
a

1.3. Negotiations

Komnoksuym

KonrpomnbHas pador
a

Konrpomnbnas pador
a

KonrpomnbHas pador
a

[Mpezenranus (my6
UYHOE BBICTYIJICHU

e)

Konrpomnbnas pabor
a

Pa3HoypoBHEBBIE 3a
a4y ¥ 3aaHus

Konrpomnbnas pador
a

Tpenaxep

Kontponsnas pador
a

1.4. What Makes an Effec
tive Presentation?

Komnoxsuym

Kontponsnas pador
a




Konrponbnas pabor
a

Konrpomnbnas pabor
a

[Mpesenranus (my6n
UYHOE BBICTYIJICHU

e)

Kontponbnas pabor
a

Pa3zHoypoBHeBBIE 32
Jlau¥l U 3aJlaHus

Kontponbnas pabor
a

Tpenaxep

KontponsHas pador
a

PJI6

Hagrik : B1ageer honern
KOH, JIEKCUKOW U rpaMmar
HKOH aHTJIMICKOTO SI3hIKa
B 00bEéMeE, HEOOXOTMMOM
JUTS TOTO, YTOOBI MPEIOCT
aBJIATH MH()OPMAITHIO JTUY
HOTO U JICJIOBOTO XapaKTe
pa, aJicKBaTHO pearupoBa
Th Ha HH(POPMAIHIO, TTOCT
YMAIIYI0 OT MapTHEpa I
0 KOMMYHUKAITUH.

1.1. Working Environmen
t.

Komnoxsuym

KontponsHas pador
a

Kontponbnas pabor
a

Kontponbnas pabor
a

[Mpezenranus (my6n
HUYHOE BBICTYIJICHU

e)

Kontponbnas pabor
a

Pa3HoypoBHEBEIE 3a
Ja4du U 3aJaHuA

KontponbHas pabor
a

Tpenaxep

KonrponbHas padot
a

1.2. How to Get a Job.

Komnoksuym

KonrponbHas padot
a

Kontpomnbnas pador
a

KontpomnbHas pabor
a

[IpesenTarust (my6ma
HYHOEC BBICTYILICHH

e)

KontponbHas pabor
a

PasHoypoBHEBEIE 3a
Ja4du U 3a1aHuA

KontpomnbHas pabor
a

Tpenaxep

KonrpomnbHas pador
a

1.3. Negotiations

Komnoxksuym

KonrpomnbHas pador
a

Kontponsnas pador
a

Kontpomnsnas pabor
a

[IpesenTarust (my6ma
HYHOE BBICTYILICHH

e)

Kontponsnas pabor
a

Pa3HoypoBHEBEIE 3a
Ja4Hu U 3a1aHuA

Kontponsnas pabor
a

Tpenaxep

Kontponsnas pabor
a

1.4. What Makes an Effec
tive Presentation?

Konnoksuym

Konrpomnbnas pabor
a

Konrponbnas pabor
a

Konrpomnbnas pador
a

[IpesenTarust (my6ma
WYHOE BBICTYIUICHH

e)

Konrpomnbnas pador
a

Pa3HoypoBHEBEIE 3a
Jlayy Y 3aJaHusl

Kontponsnas pador
a




Konrpomnbnas pabor

Tpenaxep a

4 Onucanue npouexypbl OlleHUBAHUS

KagectBo copMuUpOBaHHOCTH KOMMETEHIMI Ha JAaHHOM JTale OICHHUBACTCS II0
pe3ysbTaTaM TEeKYIIMX W IMPOMEKYTOYHBIX aTTECTAI[MH MPH IMOMOIIY KOJMYECTBEHHOH OIIEHKH,
BhIpa)KEHHOU B Oayutax. MakcumarnbHas cymMma 0ayuioB 1o JucuuiuinHe (Momyiro) paBHa 100
Oamiam.

Pacnipenenenne 6amioB nmo BugaMm yueOHoi aestenbHocTH 111 ODO, 300 u O3DP0

O1eHOYHOE CPENICTBO
Komnoxksuym mo T | Pasnoyposue | Ko
\ eMaMm BBIC 33JaHHsl | HT
c |vC|VC po | Kont Teopaeck Hroro
Bupn yuebnoit nest | B | B B Ib | poib Basi KO
€JIbHOCTH T | Te | Te Ha | Hasip 0¢ 3azamn HTposs | HUToro
es|st [st [1]|2]3 |4 102 |3 [ap|acora | "€ | Lospa
t |2 |3 a6 |2 HTAUHA) | Gorg
1 ora
1
JlaGoparopHsie
313 3 41414 |4 25
3aHATHA, B TO
M 4HUCJIC B:
-30C 15 |15 30
CamocTosiTenbHas
paboTa, B TOM YHC
Je B:
-30C 51515 15
- MOOK 10 10
IIpomexyrounas
20 20
aTTeCTaluid
Hroro 100

CyMmMma 6aioB, HAOpaHHBIX CTYJIEHTOM IO BCEM BUJIaM YUY€OHOH ACSATEIHHOCTH B paMKax
JTUCITUTIMHBL, IEPEBOJUTCS B OIIEHKY B COOTBETCTBUHU C TaOIHUIICH.

CyMMi bao OneHka 1o npoMex
YTOYHOH aTTecTalu XapakTepucTrKa KauecTBa cHOPMUPOBAHHOCTH KOMIICTECHIINH
0 TUCIAILTA "
HE
CTyIeHT IeMOHCTPUPYET CHOPMUPOBAHHOCTD JUCIUILTMHAPHBIX KOMITETCHIHIA, 00HA
PY)XHBaeT BCECTOPOHHEE, CHCTEMAaTHYECKOe U NITy00KOoe 3HaHHe y4eOHOro MaTepraia
o1 91 10 100 «3a4TeHO» / » YCBOMIT OCHOBHYIO JIHTEPATYPY H 3HAKOM C JIOTIOJTHUTENIHON JINTEPATypOii, pekoMe
«OTIINIHOY HJ/IOBaHHOU TIPOTPAMMOii, yMeeT CBOOOIHO BBIMOIHATH MPAKTUYECKHE 3aJaHUsI, TPl
YCMOTpEHHBIE TPOTPAMMOi, CBOOOIHO OMEPUPYET MPHOOPETEHHBIMH 3HAHUAMH, YME
HUSIMH, TIPUMEHSIET MX B CHTYAIHSIX TOBBIIICHHON CIIOKHOCTH.
CTyzieHT IeMOHCTPUPYET CPOPMHUPOBAHHOCTD JUCIUILTMHAPHBIX KOMIIETEHIMI: OCHO
76 90 «3a4YTCHO» / BHBIC 3HAHUA, yMeHI/Iﬂ OCBOCHBI, HO JlOl'lyCKa}OTCﬂ HE3HAYUTCIbHBIC OLUI/IGKI/I, HCTOYH
ot o «XOopomo» OoCTH, Sany)I[HeHI/Iﬂ IpH aHAJIUTUYCCKUX ON€paluiax, NEPeHOCE 3HAHUH U yMeHI/lI\/'I Ha H
OBbI€, HECTAH/IAPTHBIE CUTYAIHH.
CTyneHT IeMOHCTpUPYET ChOPMUPOBAHHOCTH MUCHUILTHHAPHBIX KOMIIETECHIIAI: B X0
«3a4TeHOY / 1€ KOHTPOJIBHBIX MEPOTIPHUATHH JHOMYCKAIOTCS 3HAYUTENbHbBIE OIIHUOKH, TPOSIBIISIETCS O
ot 61 10 75 «yIIOBJIETBOPHUTENIb | TCYTCTBHE OTHEIbHBIX 3HAHU, YMEHHH, HABBIKOB IT0 HEKOTOPHIM JUCIUATLUTHHAPHBIM K
HO» OMIIETCHUUAM, CTy}leHT HUCIIBITBIBACT 3HAYUTCIbHBIC SHprﬂHeHl/lﬂ Ipu ONIEPUPOBaAHU
W 3HAHUSIMU U yMeHI/IﬂMI/I IpH UX NIEPEHOCE Ha HOBBIC CI/ITyaL[I/II/I.
or 41 10 60 «HE 32UTCHOY / VY cryneHra He cd)c:pMMpOB%HbI JUMCHUIIIMHAPHBIE KOMIIETEHIINH, IIPOSIBJIAETCS HEIOC
TATOYHOCTH 3HAHUH, YMEHHH, HABBIKOB.




«HEYOBJIETBOPUTE
JIBHO»

ot 0 10 40 «HEYOBJIETBOPUTE

«HE 3a4TCHO» /
JlvciuIHapHbIC KOMIIETEHIIMU HEe COPMUPOBAHEL. [IpOSBISIETCS MOTHOE HITH MPaK

TILHOY THYECKU ITOJHOE OTCYTCTBUE 3HaHPII>’I, yMCHHﬁ, HABBIKOB.

5 HpI/IMepHLIe OLICHOYHBIC CpEeACTBA

5.1

IIpumep pa3HOYPOBHEBBIX 32124 U 3aaHUI

1 3aganusi penpoayKTHUBHOIO YPOBHA

3amanue 1. [Ipennmoxxute mepeBo;| CII0Ba/BhIPAKEHUS.

3ananue 2. CooTHeCUTE HaYaIO U KOHell (pas.

3amanue 3. Beibepure rinaron B npaBuIbHOM GopMe.

3ananue 4. Boumure B TEKCT ¢I0Ba B HEOOX01uMOH opme.

2 3ajaHuA PEKOHCTPYKTHBHOIO YPOBHA

3amanue 1. IlpoumraiiTe/mpociymiaiiTe TEKCT. YKaKHATE BEPHO/HEBEPHO KaxkI0e U3

YTBEPKICHUM.

3ananue 2. [IpounrtaiiTe/mpoCayIaiTe TEKCT U OTBETHTE Ha BOIIPOCHI K TEKCTY.
3amanue 3. IlepeBenuTe MpenyioKEHUS HA AHTIMMCKUI S3BIK, HCIONb3YH) W3YYECHHBIE

TpaMMAaTHYCCKUC KOHCTPYKIHUU U JICKCHUKY.

3 3agaHus TBOPYECKOr0 YPOBHS
3amanue 1. CocraBbTe TPEUIOKCHHS/TEKCT Ha PYCCKOM SI3BIKE, MCIIONB3YsI M3YUCHHBIC

T'paMMAaTHYCCKUC KOHCTPYKIHUU U JICKCUKY, IUIS IOCICAYOLICTO MEPCBOJa HA AHTJIMACKUH S3BIK.

3amanwue 2. [loaroToBeTe COOOIIEHNE HA IPEATIOKECHHYIO TEMY.
3ananue 3. [lepeckaxure TEKCT.

3amanue 4. Hanumure pesome.

Kpamkue memoouueckue ykazanus

U3Y4YUTE JEKCUKY U TPaMMaTHKY 110 TEME;

IpOCITyIIaiiTe peKOMEHI0OBaHHbIE ayIU0/BUI€03aIINCH (HEOOX0AMMOE YUCIIO Pa3);
U3y4uTe 11a0JI0HBI/00pa31bl BHIIOIHEHNS TMCbMEHHBIX 3aJaHUH U UCTIONIB3YHTE U3 3a
OCHOBY TIpH BBITIOJTHEHUHN 33[aHHUS;

BHUMATEIbHO MPOYUTANTE 3a/JaHHBIE TEKCThI U BHIIIOJHUTE YIPAXXHEHUS K HUM
(BbIOEpUTE PABUIILHBIM BApUAHT OTBETA U3 MPEI0KEHHBIX );

npoBepbTe ceOst (MCOb3Ys CIIOBapH, U3YUEHHBIE 1a0JIOHbI, FpaMMaTHYeCKUe
CIIPAaBOYHUKN).

3a 3aJaHuC, BXOOAIICC B KOMIIJICKT 3aJJaHuil TI0 TEME CTYACHT MOXKCT IIOJYYUTH

OIpENIENIEHHOE KOJIMYECTBO NMEPBUYHBIX OaIoB. 3aJaHMs B TECTOBOM (pOpME OLIEHMBAIOTCS IO
KOJIMYECTBY IPABWIBHBIX OTBETOB, IUI1 OCTaJbHBIX 3aJaHUN INPEAYCMOTPEHBI CBOU ILKAJIbI
ouneHuBanus™* (cM. [Ipunoxenue 1,2,3). O611ee KOIUYECTBO EPBUUYHBIX OaJIJIOB TPUPABHUBAETCS
Kk 100% u oueHuBaeTcs Mo mKajie, IPUBEIEHHON HUXKE.

Ilxana oyenku

OreHka

banner Omnucanue

KOHTpOJIbHAsl paboTa BhimoaHeHa Ha 91% - 100%

KOHTpOJbHas pabora BeimosiHeHa Ha 71% - 90%

KOHTpOJbHas pabora BeimosHeHa Ha 46% - 70%

KOHTpOJIbHAsl paboTa BhImoaHeHa Ha 16% - 45%

RIN|[Ww|A|Oon

RIN|[w|A|on

KOHTpOJIbHAs paboTa BRINOJIHEHAa MeHee, 4eM Ha 16%

5.2

BOHpOCbI mo TeMaM/pa3Z[e.]'laM AUCHHUIUVIMHBI 1JIS MPOBEACHUA KOJIJIOKBUYMa

mo teme 1:




Noakown

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?

Are 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?

o remMe 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?

arONE

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?

Kpamxue memoouueckue yxazanus

U3y4uTe NHPOPMAIIHIO [0 TeMe (KCTIONb3YiTe MaTepuall yueOHUKa, 3JIEKTPOHHOTO Kypca
Moodle, nndopmanuto u3 cetu lHTepHeT, a Takke U3 APYruX HCTOUHUKOB);

MOBTOPUTE aKTUBHYIO JIEKCUKY 110 U3yUYEHHOH TeMe;

MIOJITOTOBBTE OTBETHI HAa BOTIPOCHI, TIPEJIOKEHHBIE K 00CYKICHHIO;

MOJTrOTOBBTE CBOM BOIIPOCHI 110 TEME.

OtBeThI HA BOIIPOCHI JOJIKHBI COACPIKATH BAalllC MHCHUC (HpI/IMepBI), a TAKIKC apryMCHTEBL

B 3alIUTY MHEHHS IO KaKJIOMY BOITPOCY.

Llxana oyenku



Onenka Bbaun Onncanue

BBICTABIISICTCSI CTYICHTY, €CJIM CTYJCHT aKTHBHO BBIPAaXKasl CBOC MHEHHE, YOSAUT
€JIbHO apr'yMEHTHPOBAJ CBOW OTBET

BBICTABIISICTCS CTYJICHTY, €CJIH CTY/ICHT B IIEJIOM YYacTBOBAJ B 0OCYKIICHHUH, apT
«XOPOIIO» 3 YMEHTAIIU HEJIOCTATOYHO YOeIUTENbHA, B OTBETAX JOMYIICHBI HE3HAYUTEIILHBI
€ OIMOKH

BBICTABISICTCSI CTYICHTY, €CIIM CTYCHT HEaKTHBHO Y4acTBOBAI B 00CYKICHHH,
«yIOBJICTBOPHUTEIILHOY» 2 HE CMOT apryMEHTHPOBAaTh CBOM OTBET U / WK B OTBETaX / apryMeHTaXx JIOIyIle
HbI CYIIECTBEHHBIE OLIHOKH

BBICTABIISICTCS CTYJICHTY, €CJIH CTY/ICHT MPAKTHYCCKH HE y4acTBOBAJ B 1 00CY)K
JICHUH, HE IMEET COOCTBEHHOT'O MHEHHSI OTHOCHUTEIBHO 00CYKIaeMBIX BOIIPOCO
B, B OTBETax JOMYIIEHBI rPpyOble OMIMOKH, 3HAYUTEIBHO 3aTPYTHSIFONIIIE TTOHIM
aHMe OTBETa CTYJICHTA.

BBICTABISICTCSI CTYICHTY, €CIIM CTYJCHT MOYTH HE Y4aCTBOBAI B 0OCYKACHUH, HE
HUMeeT COOCTBEHHOT'O MHEHHSI OTHOCHUTENBHO 00CYKIaeMbIX BOIIPOCOB, B OTBET
ax OMYIIEeHbI TPyOble OUIMOKH, U3-3a KOTOPBIX HE MPEICTABISIETCS BO3MOXKHBIM
BBITIOJIHEHHE TIOCTABJIEHHOTO 3aIaHMs.

«HEYJIOBJICTBOPHUTEIHHO) 0 BBICTABIISICTCS CTYJICHTY, €CIIH CTYACHT HE YYaCTBOBAI B 00CYK/ICHHHU.

«OTIIUIHOY 4

«HEYIOBIETBOPUTEIHHOY 1

«HEYJIOBIECTBOPHUTEIIBEHO» 0,5

5.3 Ilpumepsl 3a1aHUI 17151 BHITOJHEHHS KOHTPOJIbHBIX padoT

KounrpoabsHnas padora Ne 1

Bapuanr 1

3ananue 1. Beibepure mpaBuiibHOE CIIOBO UM (Ppa3y, UTOOBI 3aBEPIIUTH AUAJIOT.

3amanue 2. [IpocnymaiiTe ayIMOTEKCT Ha aHTJIMACKOM SI3bIKE M BBIOEPUTE MpaBUIIbHBIC
BapHaHTHI OTBETA HA BOIIPOCHI.

3ananue 3. IlepeBenure TEKCT C AHIJIMICKOrO sI3bIKa Ha PYCCKUI C MCIOIb30BAaHHEM
cioBapsl.

3ananue 4. PacckaxuTe 0 KOMIaHUM, B KOTOPOW BbI XOTENU Obl padoTaTh (ONMUIIUTE €€
OpPraHHU3aIMOHHYIO CTPYKTYPY U 00BSICHUTE, T0YeMy BbI BEIOpain HIMEHHO 3Ty KOMITAHUIO).

Bapuanr 2

3ananue 1. 3amonHuTEe NPOMYCKH B TEKCTE MPAaBUILHOM (popmoii rnarosna.

3anmanue 2.IlpociymraiiTe ayquoTEeKCT Ha aHTJIMHACKOM SI3BIKE W BBIOEPHUTE TPABHIILHBIC
BapHaHTHI OTBETA HA BOIIPOCHI.

3ananue 3. IlepeBenuTe TEKCT C aHIVIMICKOrO sI3blKa Ha PYCCKHM C MCIOJIB30BAaHUEM
cJoBaps.

3ananue 4. [IpounTaiite TeKC 0 KOMIIAHUU U PACCKAXKUTE O JTOJKHOCTHBIX 00SI3aHHOCTSX,
KOTOpBIE TPUXOANUTCS BBIIOIHATH COTPYAHUKAM 3TOM KOMITAHUH.

KonTtpouabnas padora Ne 2

Bapmuanr 1

3ananue 1. [Ipocnymaiite Auanor ¥ OTBETHTE HA BOIIPOCHI.

3ananue 2. IlepeBenuTe TEKCT C aHIVIMICKOrO sI3blKa Ha PYCCKHM C MCIOJIB30BaHUEM
cJoBaps.

3ananue 3. BHUMaTenbHO NpoYHUTaliTe peKIaMHOE OOBSBICHUE U HAITUIIUTE PEIIOME.

3ananue 4. M3yuyaere mpelyIoKEHHYIO CUTYallMI0 M pasblirpaiiTe Quajor (Balla 3aaada:
MOJIYyYUTh CKUJKY Ha 3aKa3 TOBAPOB).

Bapmuanr 2

3aganue 1. [IpocnymiaiiTe 1uanor 1 OTBETHTE HA BOIIPOCHI.

3ananue 2. IlepeBennure TEKCT C aHIJIMIICKOrO sI3bIKa Ha PYCCKHIl C MCIIOJIB30BaHUEM
cioBaps.

3ananue 3. BHuMarenabHO NpoYUTaiiTe pekjIaMHOe OOBSBICHUE U HATIMILIUTE PE3IOME.

3amanne 4. V3ydaere mpemioKeHHYIO CHTYallUI0 W pasbirpaidiTe Auayior (Bama 3ajada:
NPEOCTaBUTh CKUIKY IPU YCIOBUH YBEIUYEHHUS 00BEMOB IIEpBOHAYAILHOTO 3aKa3a).

Kpamkue memoouueckue ykasanus



MOBTOPUTE JIEKCUKY ¥ TPAMMATHKY 10 U3yUYEHHBIM T€MaM, JI0 BBIIIOJIHEHUs 3a/laHMs,
BHUMATEJIbHO MPOYUTANTE CaMO 3aJaHUE;

BHUMATEJIbHO IPOYUTANTE 3aJaHUE U 3aTE€M IPOCIIyIIalTEe ay JMOBUIE03aIIUCh;
IPEJIOKUTE CBOM BaApHAHT OTBETA;

BBITOJIHUTE MMCHbMEHHO 3aJJaHHe, UCIIOJIb3YS H3yUeHHbIE NIa0IOHBI, TPAMMATHKY U
JIEKCUKY; OTPEJAKTUPYUTE CBOM OTBET;

BHHUMATEJIbHO IPOYUTANTE KOHTPOJIBHBIM TEKCT 11 nepeBoja (1-2 pas3a) U BBIIOJIHUTE
nepeBoJl (MCHOJIb3Ysl CI0Baph MIPU HEOOXOAUMOCTH); OTPEAAKTUPYHTE CBO IEpEBO;
COCTaBbTE IUIAH YCTHOI'O OTBETA (IPOAYyMaTe cofepKaHUE OTBETA, & TAKXKE BCIIOMHUTE
JIEKCUKY ¥ TPaMMaTHKYy, KOTOpPbIE Bbl OYyJIeTE UCIOJIb30BaTh B CBOEM OTBETE).

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

KOJINYECTBO MEPBUYHBIX OamoB. 3afaHus B TECTOBOW (hOpMeE OLIEHUBAIOTCS MO KOJIUYECTBY
NPaBIIBHBIX OTBETOB, [UISl OCTAJIBHBIX 3a/JaHUN TPEyCMOTPEHBI CBOH LIKAJIbI OLICHUBAHUS® (CM.
[Tpunoxenue 1,2,3). OOmee KOTUYECTBO NEPBUYHBIX OauioB mpupaBHuBaerca kK 100% wu
OLICHUBACTCS 110 IIKAJIC IPUBEICHHON HIXKE.

Ilxana oyenku

OrneHka Bamnbr Onucanue
5 15-13,6 KOHTpOJIbHAsI paboTa BhimosHeHa Ha 91% - 100%
4 13,5-10,6 KOHTpOJIbHAsI paboTa BhimosiHeHa Ha 71% - 90%
3 10,5-6,9 KOHTpOJIbHAst paboTa BeimosiHeHa Ha 46% - 70%
2 6,8-2,4 KOHTpOJIbHAsI paboTa BhImosiHeHa Ha 16% - 45%
1 0-2,3 KOHTpPOJIbHAs paboTa BINOJHEHA MEHee, yeM Ha 16%
5.4 Tembl rpynnoBbIX U/WJIH HHANBHAYAJIbHBIX TBOPYECKUX 3aJaHUI

ITo pe3ynbraTam npoxoxaenus kypca MOOK "What Makes an Effective Presentation?"

CTYJCHTHI TOTOBST HEOOJBIIIYIO MPE3SHTAIUIO 10 OJTHOM M3 TEM (CM. CIIMCOK HIIKE) WIIU 10 APYTOM

TeMe, C

OTJIAaCOBAHHOM C MMpernoaaBaTCIICM.
Cnucok Tem IJIA npe3eHTaum7i:

. 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 ykazanus

O©oOo~NOoO ol WwWwN -

MOJITOTOBBTE M IPOBEANUTE MPE3SHTAIIMIO TI0 OJJHOM M3 MpeIoKEeHHBIX TeM. [IpencTaBpre
camylo BakHYI0 HHGOpMaIuio B Bujie npe3eHtanuu Microsoft Power Point. Bama
MpEe3eHTalns I0JDKHA coAepKaTh 6-10 ciaiiios;

HOBTOPUTE JIEKCUKY HEOOXOMMYIO JJIsl BBICTYIUICHHUS;

COCTaBHTH TUTaH BHICTYIIJICHHUS;

IPY TOJATOTOBKE K MPE3EHTAIMU UCTIONb3YITe MILTIOCTPATUBHBII MaTepua u
3HaHUS/yMEHHUS, TOTy4YeHHbIE Tpu npoxoxaeHnn kypca MOOK "What Makes an
Effective Presentation?" , a Takyxe MaTepuanbl U3 IPyTUX UCTOYHHUKOB.

LIxana oyenku

Onenka Baan Onucanue

«OTIIHYHOY 10-9 ST COJCPIKUT HEOOXOIMMOE KOJTMUECTBO CIIaiI0B, IOATOTOBIICH TUIAH BBICTY

BBICTABJISICTCA CTYACHTY, €CJIM CTYACHT IIOJIHOCTBHIO PACKPBII TEMY, IIPE3CHTA

JICHHS, BBICTYIIJICHHUE HE COACPIKUT CYHIECTBEHHBIX OIIMO0K




«XOPOLIO»

8-7

BBICTABIISIETCSI CTYJIEHTY, €CIIM CTYJEHT MOJTHOCTBIO PACKPBLT TEMY, IIPe3eHTa
IS COIEPKUT HEOOXOJUMOE KOJTMYECTBO CIIalI0B, TOATOTOBIEH IJIaH BBICTY
TUICHUS], IOMYIIEeHbl HE3HAUUTENbHbIE OIINOKH B peUH

«YOOBJIETBOPUTECIBHO»

6-5

BBICTaBJISICTCA CTYICHTY, €CJIM CTYACHT HE NMMOJIHOCTBIO PACKPBIIT TEMY, IIPE3CH
Talust COACPIKUT HCO6XOZ[I/IMO€ KOJMYECTBO CHafIZ[OB, HYaCTUYHO IMMOATOTOBJICH
TJIaH BBICTYTIJICHUSI, JOITYIICHBI pr6BIe OIIMOKHU B peun

«HEYOOBJIETBOPUTECIIBHO»

4-3

BBICTABIISICTCSI CTYZICHTY, €CIIH CTYJCHT HEe PAaCKpBUI TeMY, IIPE3EeHTaIHs He CO
JEPXKUT HYKHOTO KOJIMYECTBA CJIali/IOB U /MIIH HE OATOTOBJIEH IIaH BBICTYII
JICHUS1, JOMYIIEHBI TpyOble OUTMOKHU B PeUH

«HCYHOOBJETBOPUTCIBHO»

2-1

BBICTABIISIETCSI CTYJEHTY, €CIIM CTYJEHT HE PAaCKpBLI TeMy, TIPE3EHTAIHs HE CO
JICPKUT HYKHOTO KOJIMYECTBA CJIAII0B, CTYIEHT HE BajieeT TeMOH, He ITOJro
TOBIJI IIJTaH BEICTYIIJICHHSI.

«HCYHOOBJIECTBOPUTCIBHO»

BBICTABJISICTCSA CTYJICHTY, €CJIM CTYACHT HE NNPECACTaBUJI NPE3CHTAILUIO.

5.5 Ilpumepsnl 3agaHNii 11 BBINOJTHEHHS KOHTPOJIbHBIX padoT

HroroBasi KoHTpoJIbHAs paboTa BKIOYAeT B ceOs 3a/laHus MO TeMaM, IPOHICHHBIM B
teuenue cemectpa: Working Environment. How to Get a Job. Negotiations. What makes an

Effective Presentation?

TunoBble KOHTPOJIbHBIE 32 TAHUS
1. BeiGepute npaBuiibHyI0 (hpasy, 4TOOBI 3aBEPIIUTH TUAIIOT.
2. [IpocnymiaiiTe ayIMOTEKCT HA aHTIIMICKOM SI3bIKE U BBIOEPHUTE NPABUIBHBIC BAPHAHTHI

OTBCTA Ha BOIIPOCHI.

3. HpO‘IHT&fITC TCKCT U BH6epI/ITC IMPAaBUJIBHBIC BApUAHTBI OTBETA Ha BOIIPOCHI K TCKCTY.
4, I/I3yq1/1Te AHKCTY KaHAuJaTa Ha AJOJDKHOCTHL B BaIlIeH KOMITaHUH, IIPOBCAUTC

CO6€C€I[OB8.HI/IG O IIPUEMC Ha pa60Ty.

Kpamkue Mmemoouyeckue YKaszaHus

. IMOBTOPHUTC JICKCUKY U I'PaMMAaTUKYy 110 U3YYCHHBIM TCMaM, 10 BBIIIOJIHCHUA 3a1aHUA,
BHHMMATEJIBHO IIPOYUTANTE CaMO 3aaHuUE;

e [epej NPOCIyIIMBAaHUEM ayTUOBHU/ICO3AIIMCH UM BHINOJIHEHUEM 3a/laHie Ha YTCHUE,
BHHUMATCJIbHO HpO‘II/ITaﬁTe 3alaHuC; MPCATIOXKUTC CBOM BapHaHT OTBCTA,

e COCTaBbTE IUIAH YCTHOI'O OTBETA (IIPOAYyMaiiTe copepKaHue OTBETa, a TAK)Ke BCIIOMHUTE
JIEKCUKY U TPAMMAaTHUKY, KOTOpbIE Bbl OyJIeTe HCIOIb30BaTh B CBOEM OTBETE).

HrtoroBasi koHTpoJsibHasE paboTa MOATOTOBJIEHA C MpUMEHEHHeM HHCTpyMeHTOB DOC
Moodle (kpome yctHoro otBeta). B 30OC pa3merieHa nogpoOHasi HHCTPYKIHUS 110 BBIMOJIHEHUIO
TecTa. TecT BBIMOJIIHAETCS B KOMIBIOTEPHBIX ayIUTOPUSX C OTPAaHUYEHUEM BO BPEMEHHU.

Llkana oyenxu

OrieHKa Bass Onucanue

5 19-20 Tect BeInmoyHeH Ha 91% - 100%

4 16-18 Tect BeImoyHeH Ha 71% - 90%

3 12-15 TecT BhINoJIHEH Ha 46% - 70%

2 7-11 TeCT BhINOJIHEH 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!



	rpd61_0.pdf
	rpd61_2.pdf
	rpd61_4_0.pdf

