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CocraBurenab - CanpikoBa Canpa 3aqMMXaHOBHA, KaHAUAAT (PUIOIOTHYECKUX
HayK, JOLEHT Kadeapbl aHIIMHUCKOIO U  PycCKoro  s3bIKOB  JlarectaHcKoro
rOCYJapCTBEHHOTO YHHUBEPCUTETA HAPOJHOTO X031 CTBA.

Buyrpennuii  peuenseHT - MaiitueBa Paucar AsmeBHa, KaHaMaar
¢unonornyeckux Hayk, JOLEHT Kadeapbl aHIJIMICKOTO U PYCCKOrO  S3bIKOB
JlarecTaHCKOro TOCyAapCTBEHHOI'O YHUBEPCUTETA HAPOJHOTO X031 CTBA.

BHemnuii pemenzeHT - MyrtamuboB Arabexk [llupunGexoBuu, KaHaUAAT
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OyenouHnvlie mamepuanvl OUCYUNIUHBL « MHOCMPAHHBLIL A3bIK» pa3zpabomansl 6
coomeemcmeuu ¢ mpedosanusaMuU GeoepanbHoz0 20Cy0apCm8eHH020 00pA308amebHO20
cmanoapma evicuieco 06pazosanus no Hanpasienuro noocomosxku 38.03.06 Topeosoe
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npocpammam bakanaspuama, npocpamMmam cneyuanumema, npozpammam
Mazucmpamypuly.

OrcHOYHBIC MAaTepuajbl IUCHUIUINHBI «MHOCTpaHHBIA S3BIK» pa3MEIICHBl Ha
oduIMatbHOM caiite WWw.dgunh.ru

CappixoBa C.3. OneHoYHbIe MaTEepUalIbl 0 TUCHUILIUHE «THOCTpaHHBIN SA3bIK» IS
HarpaBieHus noarotoBku 38.03.06 Toprosoe neno, nmpoduib «MapKeTHHT B TOPrOBOMH
nesTenbHocTY. — Maxaukana: JII'YHX, 2022 r., 76c¢.

PexomenoBaHbI K yTBEpKACHUIO YueOHO-MeToauueckuM coBetoM JII'YHX 28 mas
2022 1.
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Ha3znauyenmne OLCHOYHbIX MaTE€pHUaJI0B

OueHouHble MaTepuaibl pa3padaThIBAIOTCS ISl TEKYLIEr0 KOHTPOJSI YCIEBAEMOCTH
(oueHUMBaHMS XOJAa OCBOCHMS JUCUUIUIMHBI), JJI1 TPOBEICHUA MPOMEKYTOUHOU
aTTecTalMy (OLEHUBAHUS NMPOMEXYTOUHBIX U OKOHYATEJIbHBIX PE3yJIbTAaTOB OOyUYEHHUS I10
OUCIUIUIMHE) oOydarommxca 1o aucuuiiuHe «MHOCTpaHHBIA — S3BIK» B LEJAX
ONpEJENEeHUs] COOTBETCTBUS HX Y4YEOHBIX JOCTHXKEHHMHM TIOJTalHbIM TpeOOBAHUIM
oOpazoBaTebHOM nporpamMmel Beiciiero oopazoanust 38.03.06 Toprosoe aeno, npodib
«MapKeTUHT B TOPrOBOU E€ATEIBHOCTU.

OueHouHble MaTepuanbl Mo aucuuminHe « MHOCTpaHHBIN SI3bIK» BKIIOYAET B ceOs
nepeueHb KOMIETEHIUN ¢ YKa3aHWEM BUIOB OIIEHOYHBIX CPEJCTB B MPOIECCE OCBOCHUS
JUCUUIUIMHBI; OINKCAaHME ToKazaTreled M KpUTEpPUEB OLEHUBAHMS KOMIIETEHLIMH Ha
pa3IUYHBIX JTanax uXx (QOpMUPOBaHUS, OINUCAHWE ILIKaJl OLICHUBAHUS; THUIIOBBIE
KOHTPOJIbHBIEC 3aJ]aHUSl WM MHbIE MaTepuajbl, HEOOXOAUMbBIE JIJISl OLIEHKU IMJIAHUPYEMbIX
pe3yNbTaToOB OOyYeHUS MO JUCUMIUIMHE, METOJWYECKHE MaTepuaibl, ONpeaessoine
Ipoleayphl OICHWBAHUS 3HAHWM, YMEHHH, HAaBBIKOB, XapaKTEPHU3YIOIIUX JTaIlbl
(dbopMUpoBaHUS KOMIIETEHIIUHA.

OueHounble MaTepuanbl CQOPMUPOBAHBI HAa OCHOBE KIIIOUEBBIX IPUHIIUIIOB
OLICHUBAHUSI:

- BJIUJTHOCTH: OOBEKTHI OLICHKU JOJIKHBI COOTBETCTBOBATH MOCTABICHHBIM ILIEISM
oOyJeHus;

- HAJIe)KHOCTH: HCIIOJIb30BaHUE €AMHOOOPA3HBIX CTAaHAAPTOB U KPUTEPUEB IS
OLICHUBAHUS JOCTHKEHUM;

- OOBEKTUBHOCTH: pa3Hble OOydarmuecs AOHKHBI UMETh paBHbIE BO3MOXKHOCTH
JUTSL TOCTHDKEHMSI yCIiexa.

OCHOBHBIMH TTapaMeTpPaMU U CBOMCTBAMHU OIIEHOYHBIX MaTEPHAIIOB SIBIISIIOTCS

- TIpeIMETHAs] HAMpPaBICHHOCTh (COOTBETCTBUE MPEAMETY H3Y4YeHHUS KOHKPETHOM
JTUCIUTIINHBI );

-cojepxkaHue (CocTaB M B3aUMOCBA3b CTPYKTYPHBIX €IUHUIL, 00pa3yromux
coJiepKaHNe TEOPETHUECKOM U MPAKTUYECKON COCTABIISIFOIINX JUCIUTIINHBI);

- 00beM (KOJTMYECTBEHHBI COCTAB OIICHOUYHBIX MAaTEPHAJIOB);

- KayeCTBO OLEHOYHBIX MAaTepuajoB B LEJOM, OOecrneuuBarouiee MOoJyYeHHe
OOBEKTUBHBIX U JOCTOBEPHBIX PE3YJIHTATOB MPHU MPOBEACHUH KOHTPOJS C Pa3IMYHBIMU
LETISIMH.



PA3JIEJI |. IlepevyeHb KOMIIETEHIUIA C YKa3aHUEM BHA0B OLICHOYHBIX CPEJACTB B
npouecce 0CBOCHUS AUCHMIIIHHBI

1.1. TIlepedenn popMmupyemMbIX KOMIETEHIUMH
Koo Haumenosanue komnemenuyuu
Komnemenuuu
YK YHuBepcajbHble KOMIIETEHIUNT
YK-4 Cnoco0OeH oCcyIecTBIATh J€I0BYI0 KOMMYHHMKAIMIO B YCTHOM U
NUCbMEHHOU (hopMax Ha TOCYJapCTBEHHOM si3blke Poccuiickoit
@denepaliid 1 MHOCTPAHHOM(BIX) sI3bIKE(AX).
1.2. TlepeyeHb KOMIETEHIMI ¢ YKa3aHHMEM BHU/0B OLIEHOUYHBIX CPE/ICTB
Dopmupyem | Koo u | Ilnanupyemoie | Yposenu Kpumepuu ouenusanusn Buow
ble HAUMEHO08 | Pe3yIbmamsl | 0C60€HU |  CHOPMUPOSAHHOCHU KOMNEMEHY UL | OUeHOUH
Komnemeny anue o00yueHnus no A bIX
uu UHOUKAmMO | OucyuniuHne, | KOmnem cpeocme
pa xapakmepu3syio | eHyuil
docmudice | wjue ymanst
HUus ¢opmupoeanu
Komnemen A
yuu KoMnemeHyuil
YK-4. NYK-4.1. |3HaTh: [Toporos — OO6yyaromuiics cinabo 3HaeT | baok A
Cnocoben  |Hcmomnbiye |— OCHOBHBIC | BIH CTaHJIapTHHIE hopmbI YCTHOU 1 | —3aJaHUS
OCYIIECTBIIS |T (doHeTHYECKHE, |YPOBEHD |MMCHMEHHOMN KOMMYHHKAIIUU Ha|penpoy
Th JICJIOBYIO | Pa3JINYHBIC |JICKCHUECKUE H UHOCTPaHHOM SI3BIKE; KTUBHOTO
KOMMYHHUKAI | GOPMBI, rpaMMaTH4YecK — oOyyaroluiicss He IOJHO YCBOMI|ypOBHS
WIO B YCTHOW | BUIIBI ue SIBIICHUS pazingus MEXTY CTaHJApTaMH | -
u YCTHOW M |MHOCTPAHHOTO dbopmabHON u HehOpPMaTBHOH | MUChbMEH
MUCHbMECHHOW |TUCHBMEHHO | S3bIKa, KOMMYHHKAIIMA HA WHOCTPAHHOM S3bIKE B |Has
dopmax Ha|i TI03BOJISIOIINE YCTHOM Y MUCBMEHHON (opMax. paboTa
rocyJIapcTBe [KOMMYHHK |HCIOJB30BaTh |ba3oBkIii — OOyuaromuiicsi B 1eJIOM YCIEITHO, [—
HHOM SI3bIKE |allMM  Ha|ero KaK | ypOBEHb |HO C HEOOJBIIMMH 3aTPYJHCHHSIMH 3HACT | TECTOBBIE
Poccuiickoil |pycckoM U |cpeacTBO CTaHJApTHbHIC dopMbl  YCTHOH M |3amaHuS;
denepanyy  |MHOCTPAaHH | KOMMYHHUKAIIMH MUCHbMEHHOM KOMMYHHKAIIUU Ha|—
u oM(bIX) B MHOCTPAaHHOM  5I3bIKE,  ITO3BOJISIOIINE | BOIIPOCHI
WHOCTpPaHHO |s3bIKe(ax), |mpodeccroHal UCTOJIB30BaTh  €M0  KaK  CPEJCTBO | s
M(BIX) HCIOJIb3Ye |bHO-IENOBOM KOMMYHHKAIIUH; YCTHOTO
s3pIke(ax)ma | T chepe Ha — 3HaeT pazinuus MEX]y | orpoca
IIUOHHBIX SI3BIKOBBIE | HHOCTPAHHOM CTaHJapTaMH (hopmanpHO u
CUCTEM CpeICTBa  |S3BIKE; HeQOpMaITLHON KOMMYHHKAIIUU Ha
TSt - WHOCTPaHHOM SI3BIKE, 0JIHAaKO
JOCTHIKEHH | TIEPEBOIUECKUE UCTBITHIBAET TPYIHOCTH MPHU OOIICHUH Ha
s TIPUEMBI u OBITOBOM YPOBHE.
npogeccuo | Tpanchopmanu |IIpogsu — OOyyaromuiicst B 11€JIOM YCIIEUTHO,
HAJIBHBIX | H. HYTBIl |HO C HEOOJBIIMMHU 3aTPYAHCHUSIMH 3HAET
Henei YPOBEHb |CTaHOAPTHHIC (dopmbl YCTHOU Hu
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Dopmupyem | Koo u | Ilnanupyemoie | Ypoenu Kpumepuu oyenusanusn Buowt
vle HAUMEHO08 | Pe3yIbmampl | 0C60CHU |  CHOPMUPOSAHHOCHU KOMNEMEHY Ul | OUEHOUH
Komnemeny anue o0yuenus no A bIX
uu UHOUKAmMo | Oucyuniune, | Komnem cpeocme
pa xXapakmepu3syio | eHyuil
odocmudice | ujue ymanst
Hus dopmuposanu
Komnemen A
yuu KoMnemenyuil
NUCbMEHHOU KOMMYHUKaIUHU Ha
WHOCTPAHHOM  SI3bIKE,  IO3BOJISIFOIINC
UCTOJB30BaTh €0 KaKk  CPElCTBO
KOMMYHUKaIINH,
- 3HaACT pasiiniunsa MCKIAY
CTaHJapTaMH (hopmanpHO u
HedopMaTbHOU KOMMYHUKAIUU Ha
WHOCTPaHHOM SI3BIKE, OJTHAKO
HCIIBITBIBACT TPYAHOCTHU IIPU O6HICHI/II/I Ha
OBITOBOM YPOBHE.
YmeTh: [Toporos — OOyyaromuiicss  cmabo  ymeet|baok B
- BIN BbIOMpATh a/IeKBaTHbIE (DYHKIIMOHATLHOMY |- 3a/1aHUS
pacro3HaBaTh U | YPOBCHL | CTUIIIO KOMMyHHKaTHBHOﬁ CUTyalluu | pEKOHCTP
MMPOAYKTHUBHO SA3BIKOBBIC u TEKCTOBBIC CpeacTBa | YKTUBHOT
WCIIONH30BAaTh WHOCTPAHHOTO SI3BIKA; JIOMYCKAET OIIMOKH |0 YPOBHS
OCHOBHBEIC IIpyU BBIPpAXXCHHUA MBICIM W MHCHUA Ha |-
JIEKCHKO- WHOCTPAHHOM SI3BIKE; MTUCHbMEH
IrpaMMaTHUYCCK — HCIBITBIBACT TPYAHOCTH IIpH | HadA
e Ccpeactsa B UCIIOJIb30BAHUU  OCHOBHBIX  JIEKCHKO-|paboTa
KOMMYHHKaTHB rpaMMaTUYECKUX CPEICTB B|-
HBIX CUTYaIUsIX KOMMYHHUKATUBHBIX CUTYyalUsX OBITOBOTrO |pedepar
JIEIIOBOTO 0oOIIIeHNUS. Bl
001IeHHUS; bazoBsrit — OOyyaroruiics yMEET cl-
- BECTH | YPOBEHb | HE3HAYHTEIIHHBIMH 3aTPyTHCHHSMHU | IPE3EHTA
JIEJIOBYIO BBIOMpATh a/IeKBaTHbIE (DYHKIIMOHATLHOMY | LU
HEPETUCKY. CTHWJII0O KOMMYHUKAaTUBHOW  CUTyalluu
A3BIKOBbIE U TEKCTOBBIE  CPE/ICTBA
BBIDAKEHUSI MBICIIM W MHEHUS Ha
MHOCTPAHHOM $I3BIKE;
— TeHepupoBaTh OCHOBHBIE
A3BIKOBBIE  (POPMBI C y4E€TOM 3HAHHA

OCHOBHBIX (I)OHGTI/I‘IGCKI/IX, JICKCHUYCCKHX,
I'paMMAaTH4YCCKHX, CJ'IOBOO6p2130BaTeJ'II>HHX
SIBJICHUI HHOCTPAHHOI'O s3bIKd, OJHAKO
AOIIYIICHBI OAHA — IBC HCTOYHOCTH.

IIpoasu
HYTBII
YPOBEHb

— OO6yuaromuiics coco0eH
BBIOMPATH a/IeKBaTHBIC ()YHKIIMOHAILHOMY
CTHJII0O KOMMYHUKAaTUBHOW  CHUTYyalluu
S3BIKOBBIE W TEKCTOBBIE  CPEJICTBA
BBIDOKEHUST MBICIIMK W MHEHHUs Ha
WHOCTPAHHOM $I3BIKE;

— TeHepupoBaTh OCHOBHBIE

A3BIKOBbIE  (DOPMBI C y4eTOM 3HAHUH
OCHOBHBIX (DOHETHYECKHX, JIEKCHUYECKUX,
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Dopmupyem | Koo u | Ilnanupyemoie | Ypoenu Kpumepuu oyenusanusn Buowt
vle HAUMEHOG | pe3yibmamyl | 0C60CHU | CHOPMUPOCAHHOCMU KOMNEMEHY UL | OUEHOUH
Komnemeny anue o0yuenus no A bIX
uu UHOUKAmMo | Oucyuniune, | Komnem cpeocme
pa XxXapakmepu3syio | eHuuil
odocmuoice | wjue Imansl
Hus dopmuposanu
Komnemen A
uuu KomnemeHnyui
rpaMMaTHYECKHX, CIIOBOOOPA30BATEIBHBIX
SBIICHU HMHOCTPAHHOTO s3bIKA W B
KOHTEKCTaX UX yIMOTPEOICHHUS;
— BBIOMpaTh  aJeKBaTHBIC  (HOPMBI
KOMMYHHKAIIH,  SI3BIKOBBIE  (DOPMBI,
AQHAIM3UPOBATh WX  CTPYKTYPHBIE U
(GyHKIIMOHAJIbHbIE OCOOEHHOCTH.
Baanern: [Toporos | O6y4aromiuiicst ciabo BiiajeeT: Baok C -
- MHOCTPAHHBIM | bI - HaBBIKAMHU 3TUYECKOTO W HPABCTBEHHOTO |3aJaHUS
SI3BIKOM Ha|ypOBEHb |TIOBEJICHUS, MPUHATHIMA B | IPaKTHK
YpPOBHE, WHOKYIITYPHOM COILIUYME; o-
MTO3BOJISIOIIEM — HaBBIKAMH 3THKETHOTO ITOBEICHHS | OPUCHTH
OCYIIIECTBIISATH B TUIWYHBIX CHUTYallUSIX YCTHOTO ¥ |POBAHHOT
OCHOBHBIE NUCHPMEHHOTO OOINEHUS Uil  pEIIeHHs | O
BUJBl PEUEBOM 3ama4 MEXITUMIHOCTHOTO Y| YpPOBHS:
JCATCIIBHOCTH, MEXKYJIBTYPHOTO B3aUMOJCHCTBUS. — Case-
- pa3nuuHBIMH | Ba3oBbiii | OGy4aromuiics B eloM ycrenrHo, Ho c|study
crocob6amu YPOBEHb |HEOOJIBIINMU 3aTPYIHEHUSIMH BIIAJICET: -
YCTHOM u -HaBBIKaMH STHYECKOTO W HPaBCTBEHHOTO | JIMCKyCC
MMCbMEHHOM TIOBEICHHS, MPUHATHIMU B|us;
KOMMYHHKAITIH UHOKYJIBTYPHOM COIIYME; - -
JUIA  peuieHus - HaBBIKAMH DJTUKETHOTO TOBeAeHUs B| PoneBas
3a/1a4 Je0BOTO TUNUYHBIX ~ CUTYallUsIX  yCTHOTO M| MTrpa
B3aUMO/JICHCTBU MUCbMEHHOTO OOLIEHUS [UIsl pelleHus
s1. 3a7a4 MEXJIMYHOCTHOTO U
MEXKYJIbTYPHOTO B3aUMO/ICHCTBHYS,
OJIHAaKO 3aTPYyJHSETCS OLEHUThH PEe3yabTaT
CBOEH J1eATEIbHOCTH.
[TpoaBu |OOy4arommiics CcBOOOHO BJIaJIEET
HYTHIIl |HaBbIKAMU STHUKETHOIO TMOBEACHUA B
YPOBEHb |TUMHUYHBIX  CHUTyallUIX  yCTHOTO H
MUCHbMEHHOTO OOIIeHHUs Ha MHOCTPaAaHHOM
A3BIKE;
- HaBbIKAMU 3TUYECKOTO U HPABCTBEHHOTO
MOBE/ICHUS, NPUHITHIMU B
UHOKYJIBTYPHOM COIIMYME;
- 00alaeT MHUPOKUM CIIOBAPHBIM 3aI1acoM
U MOXET BECTH JAUalor Ha o0ydyaeMoM
SI3BIKE.
NYK-4.2. -|3naTth: [Toporos | OOyuaronuiicss 4aCTUYHO 3HAET: Baok A
- - TPUHILUIIBI | bII - Npo(eCcCHOHAIBHYI0 TEPMUHOJIOTHIO, |—3a1aHHsI
CB0OOAHO |MOCTPOEHUS YPOBEHb |CIIOCOOBI BO3/IEHCTBHS Ha ayIUTOPHIO; penpoy
BOCITPUHUM | YCTHOTO u -KJIACCUYECKHE M COBPEMEHHBIE METO/Ibl | KTUBHOTO
aer, MMCEMEHHOTO pelieHrs 3a/1a4 1Mo BBIOPAHHOUW TeMaThKe
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Dopmupyem | Koo u | Ilnanupyemoie | Ypoenu Kpumepuu oyenusanusn Buowt
vle HAUMEHOG | pe3yibmamyl | 0C60CHU | CHOPMUPOCAHHOCMU KOMNEMEHY UL | OUEHOUH
KomnemeHy anue o0yuenus no A bIX
uu UHOUKamo | oucyuniune, | Komnem cpeocme
pa XxXapakmepu3syio | eHuuil
odocmuoice | wjue Imansl
Hus dopmuposanu
Komnemen A
uuu KomnemeHnyui
AQHAIM3UPY | BBICKA3BbIBAHUS HAy4YHBIX UCCIIEIOBAHUML. YpOBHS
eT Y |Ha -
KPUTUYECK |MHOCTPAHHOM MUCbMEH
u SI3BIKE; Has
OIlICHUBAET |— ocHoBHbIE | ba3oBrrii | OOy4aromuiicss B IEJIOM YCIEIIHO, HO c|pabora
YCTHYIO ¥ |(hOpPMYIIBI U |ypOBEHb |HEOONBIIUMH  3aTPYJHEHUSMU  3HAET|—
MMUCbMEHHY | KITHIIIE TUTSt poeCCHOHAIBHYIO TEPMUHOJIOTHUIO, | TECTOBBIE
10 JIETIOBYIO | IPAKTUYECKOTO crocoObl  BO3JICHCTBUSI HA AayAUTOPHIO; |3aJaHUs;
nH(popmall |OCyIIECTBICHU KJIACCUYECKUE U COBPEMEHHBIC METOJIbI|—
U0 Ha|s  TPYyNInoBOH pelieHus 3aaad Mo BhIOpAHHOM TeMaTHKE | BOIPOCHI
PYCCKOM ¥ |KOMMYHUKAIIHH Hay4YHBIX HCCJIEJIOBAaHUMN; BBICKA3BIBACTCS | IS
WHOCTpaHH |Ha Ha WHOCTPAHHOM A3BIKE c|ycTHOrO
OoM(BIX) WHOCTPAHHOM WCTI0JIb30BAHUEM OCHOBHBIX | OIIpOCa
A3bIKe(ax), |sI3bIKE rpaMMaTHYECKUX KOHCTPYKIHN "
- - OCHOBHbIE M3YYEHHOTO JIEKCHYECKOTO MUHUMYMa.
BBICTpanBa |IIpaBUiia [Ipoasu | OOyvaronuiics BBICKa3bIBACTCA Ha
eT pedeBoro HYTBIM |MHOCTPAHHOM $I3BIKE C HCIIOJIb30BAHUEM
CTPaTEruio |3THUKETA B|ypOBEHB |pa3HBIX IO CIIOKHOCTH TPaMMaTHYECKHUX
YCTHOTO M |JIeJI0OBOH cdepe KOHCTPYKITUH u W3Y4EHHOTO
MUCBMEHHO | 00IIeHNUS; JIEKCUYECKOTO MUHUMYMa.
ro - KYIbTypy H
OOIIIeHHs B|TPAIUITUN
pamKax CTpaH
MEXJIMYHO |HM3y4aeMoro
CTHOTO M |fA3bIKa
MEXKYJIbTY |CPAaBHEHUU  C
pHOTO KyJIbTYypol |
oOLIeHUsT | TpaJuLIUAMHU
CBOETO
POJIHOTO Kpasl.
Ymern: [Toporos | OOGyuatoniuiicss ymeer vactuyHo u 1oj|Baok B
- HCIIOJB30BATh | bIi PYKOBOJICTBOM IPEMNOIaBaTeIs: - 33/1aHUs
3HaHHE YPOBEHbB |- HCIOIb30BaTh 3HAHHWE MHOCTPAHHOTO |pEKOHCTP
UHOCTPAHHOTO A3blKa B MPO(ecCHOHANBHON M HAyYHOM | yKTHBHOT
SI3BIKA B NESITeIbHOCTH; COCTaBJISATh AHHOTAIUH, |0 YPOBHS
npodeccruonan pedepaTsl U nMUcaTh TE3UCHl U/UIH CTAThH, |-
BHOM BBICTYIUICHUS, PELICH3UH; MUChbMEH
JeSATEIbHOCTH, - TNpUHUMATh y4yacTHe B JAHUCKYCCHHM Ha|Has
B chepe WHOCTPAHHOM  sI3pIKE€ TI0  HAY4YHBIM |paboTa
oduHanbHO- npobiemam; -
JIEI0BOM - 000CHOBBIBATh U OTCTAWBATh CBOIO TOUKY |pedepar
KOMMYHHKAIIHH 3peHus; MPaBWIBHO CTaBUTh 3a/Ia4M IO | bl
u BBIOpAHHOM Hay4YHOW TeMaTuKe, BBIOMPATH | -
MEKIIMYHOCTHO JUISL UCCTIeIOBAaHMUsI HEOOXOAMMbBIE METO/IBI; | TPE3EHTA
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Dopmupyem | Koo u | Ilnanupyemoie | Ypoenu Kpumepuu oyenusanusn Buowt
ble HAUMEHO068 | pe3yibmamol | 0C60EHU | CHOPMUPOBAHHOCHIU KOMNEMEHUUIL | OUYEeHOUH
KomnemeHuy aHue 00yueHusn no A bIX
uu UHOUKamo | oucyuniuHne, | KOMnem cpeocme
pa Xapakmepu3syw | eHuuil
oocmudice | wue IManvl
Hus dopmuposanu
Komnemen A
uuu KomnemeHnuyuu
M OOIICHUH; - TPUMEHSATh BBIOpAaHHBIE METOJBI K |IIHS
- IIOHUMATh pPEUICHUIO HAYYHBIX 3aj7ad, OICHHBAThH
CoJIepKaHue 3HAYUMOCTH IOJTy4aEMbIX PE3y/IbTaTOB;
Pa3InYHOTO -  OOBSICHATH Y4yeOHBIM M  HAy4HbIN
TANA TEKCTOB MaTepHa;
Ha - BECTH KOPPEKTHYIO JINCKYCCHIO B
WHOCTPaHHOM mporecce IPEICTABICHUS 9TUX
SI3BIKE pu MaTEpPHUAJIOB.
MEXIMYHOCTHO | ba3oBsiil | O0y4aromuiicss Co3JaeT XOPOIIIOo
M 1| YPOBEHb |CTPYKTYPHUPOBAHHBIE, JIOTHYCCKU
MEXKYJIbTYPHO POJyMaHHBIC YCTHBIE W THCHbMCHHBIC
M TEeKCTBI,  cojepamme  (HaKTHIECKYIO
B3aUMOJICHCTBU UHQOpMALIMI0O W BBIACHAS  BaXKHbIC
H. MOMEHTHI.
[Ipoasu |OOyvaronuiicss coO3/1a€T XOPOIIIO
HYTBIH | CTPYKTYPHPOBAHHBIC, JTOTHUCCKU
YPOBEHB |IPOJYMAaHHBIE YCTHBIE M ITHCHMCHHBIC
TEKCTHI IO CJI0KHBIM TEMAaM.
Baanersn: [Toporos | OGy4aromuiics BjIaJeeT 4aCTUIHO: Baok C -
- METOJUKOM | bIi - WHOCTPAaHHBIM SI3BIKOM KaK CPEICTBOM |3aJaHUs
COCTaBJICHUS |YpPOBEHb |MEXKYIbTYPHOH ¥  MEKHAIIMOHAJILHOM | IPAKTHK
CYXKJICHUS B KOMMYHHUKAIIMHU B HAy4HOU cdepe; 0-
MEKJINYHOCTHO - HaBbIKAMH CaMOCTOATEILHON pPaOOThI | OPUEHTH
M JIEJIOBOM HaJ  S3BIKOM, B TOM  YHCJIE  C|pOBaHHOT
OOIllEHHH  Ha HCIOJIb30BaHUEM MH(POPMAITMOHHBIX | O
WHOCTPAHHOM TEXHOJIOTHIi; YPOBHSI:
SI3BIKE, c - IIOArOTOBJIEHHOM, a takke|— Case-
MPUMEHECHHUEM HENOArOTOBJIECHHOM MOHOJIOTHYECKOiA | study
aJeKBaTHBIX peubl0 B BHIEC pe3toMe, COOOIIeHus, |-
SI3BIKOBBIX JOKIaaa; Huckycc
dhopm u - HaBbIKAMU  [OATOTOBKH  HAYYHBIX |HS;
CPEJICTB; nyOnMKaIuil ¥ BBICTYIUICHHI Ha Hay4yHBIX |-PoneBas
- HaBBIKAMU CEMHUHApax; urpa
JIeJIOBO - HaBbIKAMH BBICTYIUICHUH Ha HAy4YHO-
NEPEUCKA  C TEMAaTHYECKHX KOH(PEPCHIIHSIX.
y4EeTOM bazosrrii | OOyuatomuiicss  co3gaeT  COOCTBEHHBIE
0COOCHHOCTEH |ypOBEHB |XOPOILIO CTPYKTYPHPOBAHHBIC YCTHBIC H
CTUJICTHKH MUChbMEHHBIE TEKCTHI C IENbI0 Tepefadu
OoUITATEHBIX OCHOBHOTO COJIep>KaHus TEeKCTa
MIHCEM u HMCTOYHHKA B 3aBHCUMOCTHU oT
COIIMOKYIBTYPH KOMMYHHKATHBHOM YCTaHOBKHU B
BIX pazNU4Ui U CUTYaIUsIX npodeccnoHaIbHOTO
BCACHHUS OOIICHUS.
JICIOBBIX IMponsu |OOyuatomuiicss co3qaeT  COOCTBEHHBIE
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Dopmupyem | Koo u | Ilnanupyemoie | Ypoenu Kpumepuu oyenusanusn Buowt
vle HAUMEHO08 | Pe3yIbmampl | 0C60CHU |  CHOPMUPOSAHHOCHU KOMNEMEHY Ul | OUEHOUH
Komnemeny anue o0yuenus no A bIX
uu UHOUKAmMo | Oucyuniune, | Komnem cpeocme
pa xXapakmepu3syio | eHyuil
odocmudice | ujue ymanst
Hus dopmuposanu
Komnemen A
yuu KoMnemenyuil
IIEPErOBOPOB  |HYTBIM  |XOPOLIO CTPpYKTYpUPOBAaHHEIE U
Ha YPOBCHb |JIOTUYCCKHA MpOAyMAaHHBIC YCTHBIC u
HHOCTpaHHOM IMUCbMCHHBIC TCEKCThI C LECJIbIO IEpCaadun
SI3BIKE. OCHOBHOTO coJep KaHuUs TEKCTa-
HUCTOYHHKA B 3aBUCUMOCTHU oT
KOMMYHI/IKaTHBHOﬁ YCTaHOBKH B
CUTYalUsX MPOPECCUOHATBLHOTO
0O01IIeHMSI.

PA3JIEJI 2. 3ananusi, HeoOXoaAuMble /JIfl OLEHKH IUIAHHUPYEMBIX Pe3yJbTATOB

Oﬁy‘lEHI/Iﬂ o ATMCIIMIIJINHE

Host

NPOBEPKHU

chopMHUPOBAHHOCTH
OCYLIECTBJIATH [1€J0BYH0 KOMMYHHKALUHUI0 B YCTHON M NHMCbMEHHOH (opmax Ha

komnerenuuu OK-4:

rocy1apcTBeHHOM si3bike Poccuiickoii @egepaniuu 1 HHOCTPAHHOM(BIX) fI3bIKe(AX)

Baok A. 3ajanus penpoayKTHBHOIO YPOBHS («3HATHY)

A.1 ®OoHJI TECTOBBIX 3ATAHUN MO TUCIHUNIJIHHE

TecTnl THHA A.
A.1 ®OHI TECTOBBIX 3ATAHUN MO TUCIUNIJIHHE

TecTnl THHA A.

Test1

1. What's the plural of child?
A. Children B. Childs C. Childrens
2. What's the plural of sheep?
A. Sheep B. Sheeps C. Ship
3. What's the plural of dog?
A. Dig B. Dogs C. Dogues

4. What's the plural of lady?
A. Ladys B. Ladyes C. Ladies
5. What's the plural of boy?
A. Boys B. Boyes C. Boies

6. What's the plural of box?
A. Boxs B. Boxes C. Boxies
7. What's the plural of knife?

A. Knifes B. Knifies C. Knives
8. What's the plural of potato?
A. Potatos B. Potatoes C. Potats
9. What's the plural of woman?
A. Womans B. Womanes C. Women
10. What's the plural of mouse?
A. Mice B. Mouses C. Mousies
11. What's the plural of shop?
A. Shopps B. Shopes C. Shops
12. What's the plural of bush?
A. Bushs B. Bushes C. Bushies
13. What's the plural of wife?
A. Wifes B. Wives C. Wifies
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14. What's the plural of book?
A. Bookies B. Bookes C. Books
15. What's the plural of baby?
A. Babys B. Babyes C. Babies
16. What's the plural of tooth?
A. Tooths B. Toothes C. Teeth
17. What's the plural of watch?

Test 2

A. Watchs B. Watches C. Watchies
18. What's the plural of bus?

A. Bus's B. Buses C. Busies

19. What's the plural of foot?

A. Foots B. Footes C. Feet

20. What's the plural of wolf?

A. Wolfs B. Wolfes C. Wolves

BcraBbTe SOme, any, no, eVery ujim ux npou3BoAHbIE:

. ... people are early risers.

a) any; b) some; c) no.

2. Have you got ... objections?

a) no; b) some; c) any.

3. You can buy stamps at ... post offices.
a) any; b) some; c) no.

4. 1 don’t know about it, ask ... else.

a) nobody; b) anybody; ¢) somebody.

5. I got the passport without ... difficulty.
a) any; b) some; c) no.

6. There are ... schools in that street.

a) any; b) some; ¢) no.

7. Itis so dark here! Can you see ... in
front of us?

a) nobody; b) anybody; ¢) somebody.

8. ... is all right, the patient is much better
today.

a) nothing; b) anything; c) everything.

9. Has ... in this group got a dictionary?
a) somebody; b) anybody; c) everybody.
10. Can ... of you help us? - ...problem.
a) somebody; b) anybody; c)
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Test 3

1.

The top management is  for making an effective strategy of the company’s
development.

a. Responsible

b. Responsibly

c. Responsibility

d. Response
Trade Unions need to help to solve problems in the relations between the company
management and:

a. Employees

b. Employable

c. Employment

d. Unemployed
We are working hard to increase the_ of our products.

a. Competition

b. Competitiveness

c. Competitive

d. Compete
The company is looking for an experienced __ manager for our Singapore office.

a. Big

b. High

c. VIP

d. Top
Middle and junior managers in our company take regular training courses to
increase their:

a. Unqualified

b. Qualify

c. Qualified

d. Qualification
Good time management requires a disciplined ___ to planning your working day.

a. Decision

b. Relations

c. Measure

d. Approach
____long-term and short-term goals provides for a stable company development in
the future.

a. Setting

b. Involving

c. Deciding

d. Delegating
The staff at lower levels of the company _ carry out the decisions taken by the
senior management.
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a. Culture
b. Hierarchy
c. Environment
d. Team
9. Being a(n) ___ worker you will easily adapt to a new environment.
a. Efficient
b. co-operative
c. flexible
d. educated
10.Your __ include preparing publicity materials and maintaining relations with
customers.
a. Possibilities
b. Responsibilities
c. Peculiarities
d. Abilities

Test 4. Boi0op onpenenennii, XapakTepu3yommnx OU3HeCMeHa

Iloobepume k npunacamenvnuvim (I — 10) onpedenenus, xapaxkmepusyrouiue
ousnecmena (a —|):

1. hard-working  a. concerned with practice and action rather than theory
2. harmonious b. possessing intuition
3. purposeful c. having confidence in oneself, one’s abilities
4. prudent d. free from disagreement or ill feeling
5. self-confident  e. having power to inspire devotion and enthusiasm
6. practical f. working with care and energy
7. intuitive g. acting with or showing care and foresight
8. charismatic h. consistently good in quality or performance, and so deserving
trust
9. reliable I. able to be trusted
10. faithful J. having or showing determination or will-power
Iloooepume «k npunazamenvnuvim (1 — 10) onpedenenusn, xapakmepuzyrwuiue

1.

ousnecmena (a—j):

kind a. having or showing power of learning, understanding and reasoning
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2. generous b. relaxed in manner; placid and tolerant

3. intelligent c. friendly and thoughtful to others
4. cheerful d. free from meanness or prejudice
5. easygoing e. not vain or boastful

6. modest f. causing happiness; pleasant

7. witty g. full of clever humour

8. enthusiastic h. having or showing the skill or qualities of a professional person

9. professional I. behaving in a kind and pleasant way
10. friendly J. feeling or showing a lot of interest and excitement about something
Test 5

1. Which of the following is not a typical supply chain member?
a. retailer’s creditor
b. wholesaler
c. reseller
d. customer
e. producer
2. When suppliers, distributors, and customers partner with each other to improve
the performance of the entire system, they are participating ina __.
a. channel of distribution
b. value delivery network
c. supply chain
d. supply and demand chain e. demand chain
3. A company's channel decisions directly affect every .
customer's choices
a. employee in the channel
b. channel member
C. competitor's actions
d. marketing decision
4. From the economic system's point of view, the role of marketing intermediaries is
to transform the assortment of products made by producers into the assortment of
products wanted by .
a. manufacturers
b. marketers
c. distributors
d. consumers
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. Intermediaries play an important role in matching __

a. dealer with customer

b. manufacturer to product

c. information and promotion

d. supply and demand

e. product to region channel

. Marketing logistics involves getting the right product to the right customer in the
right place at the right time. Which one of the following is not included in this
process?

a. implementing the plan for the flow of goods and services

b. planning the physical flow of goods and services

c. controlling the physical flow of goods, services, and information

d. gathering customer's ideas for new products

e. planning the flow of logistics information to meet customer requirements
at a profit

. Which of the following is not an area of responsibility for a logistics manager?
a. inventory

b. purchasing
c. warehousing
d. information systems
e. marketing
. To reduce inventory management costs, many companies use a system called
which involves carrying only small inventories of parts or merchandise, often
only enough for a few days of operation.
a. reduction-inventory management
b. supply chain management
c. economic order quantity
d. just-in-time logistics
e. limited inventory logistics
. Companies manage their supply chains through
a. information
b. transportation modes
C. competitors
d. the Internet
e. skilled operators

10.Julie Newmar recognizes that her company needs to provide better customer

service and trim distribution costs through teamwork, both inside the company
and among all the marketing channel organizations. Julie will begin the practice
of

intermediation

customer relationship management

integrated logistics management

horizontal marketing system management

supply chain management

11. Today a growing number of firms now outsource some or all of their logistics to
___intermediaries

® o0 o]
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competitors
third-party logistics providers
channel members
. cross-functional teams
12.In what discipline did the supply chain concept originate?
a. marketing
b. operations
c. logistics
d. production
13.In which decade did the supply chain management philosophy emerge?
a. 1960s
b. 1970s
c. 1980s
d. 1990s
14.A __ encompasses all activities associated with the flow and transformation of
goods from the raw material stage, through to the end user, as well as the
associated information flows.
a. production line
b. supply chain
c. marketing channel
d. warehouse
15.Which of the following are not key attributes of supply chain management?
a. inventory control
b. leveraging technology
C. customer power
d. long-term orientation
e. all are key attributes
16.Positive, long-term relationships between supply chain participants refer to:
f. co-opetition
g. tailored logistics
h. partnerships
I. supply chain management
17.The bullwhip effect:
a. is an ineffective way to motivate warehouse employees
b. applies to rodeos and has nothing to do with supply chain management
c. refers to the “swaying” motion associated with triple trailers
d. refers to variability in demand orders among supply chain participants.
18.The variability in demand orders among supply chain participants:
a. cannot be controlled
b. refers to the bullwhip effect
c. can be controlled with electronic order placement
d. is more pronounced in relational exchanges
19.Cooperative supply chain relationships developed to enhance the overall business
performance of both parties is a definition of:
a. third-party logistics
b. supply chain collaboration

o0 o
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c. dovetailing
d. relationship marketing
20.What is a perfect order?
simultaneous achievement of relevant customer metrics
b. an order that arrives on time
c. an order that arrives undamaged
d. an order that is easy for the receiver to fill

L

Test 6. Choose the English phrase corresponding to the following English one:
1. B orBer Ha Bame nucbmo ot 13 ssHBapst Mbl X0TUM Bac 03HAKOMUTS. ..
a) We thank you for your letter of 13 January and wish to inform you...

b) Answering your letter of 13 January and want to inform you...

¢) In reply to your letter of 13 January, we wish to inform you...

2. Cchbuiasich Ha HAalll TeJIe(DOHHBIN Pa3roBOpP HA MPOULIOH Hejele. ..
a) In reply to our telephone dialogue last week

b) Further to our telephone conversation last week

¢) Thank you for our telephone conversation last week

3. IlpuaaraemM Kk mUCbMY Hall NMOCJeTHUNA KAaTAJIOT

a) We are pleased to offer you our up-to-date catalogue

b) We guarantee to send you our up-to-date catalogue

c) We are enclosing you our up-to-date catalogue

4. Paapl coobmnTh BaM yc10Bus Ny0auMKAIIUM HAYYHOH CTATHH

a) We are pleased to inform you the publication terms

b) We are glad to receive your prompt reply

¢) We are thankful for your sending us you the publication terms

5. C HerepneHnueM xk1éM Baiero orsera

a) We will expect your immediate answer

b) We look forward to your prompt reply

c¢) We will wait for you quick answer

6. ITumy Bam, 4T00BI MOKAJT0OBATHCSI HA HEKAYeCTBEHHOE 00CTyKMBaHHUe
a) | am writing to order a product

b) I am writing to enquire service of...

c¢) I am writing to complain about poor service

7. C yBaxkeHueM

a) Yours sincerely

b) Yours

c) Best wishes

8. Ilo Bcem Bompocam obpamiaiiTech KO MHe B JIl000€e BpeMsi

a) If you have any questions, feel free to contact me any time

b) If you have any questions, ask me any time

¢) In case of questions, call me any time

Test 7

1. O6pamenue Messrs B aapece noiiydaresisi 0003Ha4aeT oOpalieHue 1Mo OTHOLICHUIO K:
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d. 3aMY>KHEHU JKCHILUHE
b. nBy™m wim G6ojee My>KUnHAM
C. JKEHIIHMHE, O KOTOPON HEM3BECTHO, 3aMY>KEM OHA WJIA HET
2. CokpallleHHE ... YKa3bIBA€T, UTO K MUChbMY MPHUIIOKEHBI JOKYMEHTHI.
a. Enc(s)
b. cc:
c. p.p.
3. CokpailleHHe ... UCTIOJIB3YETCS B HEO(PUITMATBHBIX TUChMAaX JJISI TOTO, YTOOBI 100aBUTH
TO, UTO OBLIO YIYIIIEHO B OCHOBHOW YacCTH MHUCHhMA.
a. p.p.
b. PS:
C. CC.
4. CokpallieHue ... o3HayaeT (GaMuiInm TeX, KTO JIOJHKEH MOJYYUTh KOTHUIO MUChMA.
a. Enc(s)
b. cc:
C. Ref:
5. [lpumeuanwust Trma TO whom it may concern HaxoasTcs:
a. mocJie ajgpeca MnoixyyaTens
b. mocne angpeca otTmpaButes
C. B KOHIIEC MHChMa
6. [TomeTku Tuna Urgent, To be called for, Private gemarorcs:
d. B BEpXHEM IIPaBOM YTy
b. B BepXHEM JIEBOM yIiTy
C. B HMXKHEM IIPABOM YTy
7. Bl nummuTe MHUCHMO Toapyre, obpariasck Dear Sarah, u 3akimounTebHOR GopMyIToi
Oyner:
a. Best wishes
b. Sincerely
c. Yours truly
8. Bol numuTe opuIHanibHOe MHChMO JISIOBOMY MapTHEpy, ooparasce Dear Mr Shaw, u
3aKJIIOYNTENIbHON (hopMyIoit OyaeT:
a. Yours sincerely
b. Regards
c. All the best
9. Bel numuTe HeoduuaabHOE MUCHMO JIEIIOBOMY MapTHepy, obpamasce Dear David, n
3aKJTIOYUTENbHON (hOopMyIIoii OyneT:
a. Regards
b. Yours faithfully
c. All the best
10. Bel mumute ouIMaNbHOE MUCHMO JHILY, 4bs (aMUIUS M TOJ BaM HEW3BECTHBI,
obpamasice Dear Sir/Madam, u 3akimrountensHOU GopMyIioi OyaeT:
a. Sincerely
b. Yours faithfully
c. Best wishes
Pesrome
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11. B BenukoOpuTaHMM T@pU HANHCAHUM PE3IOME B NYHKTE, I/€ TOBOPUTCS O
po(ecCUOHaTBEHOM OMBITE pabOThI, NEPBBIM YKA3bIBAETCS:
a. IlepBoe mecTo paboThI
b. Tlocrneanee mecto pabOTHI
C. He nmeer 3HaueHus
IlyHkTyanus

[TyHKTyaIuss UMeeT MEPBOCTEIICHHOE 3HAYCHUE, OCOOCHHO €CIIM BaM JHUKTYIOT MMHCHMO
WK aJIpec.
12. Kakum 3HakoM 0003Ha4yaeTcst TepMuH Semi-colon:
a. .
b. ;
C.
13. Kakum 3HakoM 0003Ha4yaeTcst TepMuH Inverted commas:
a. “...”
b. ,
C. ;
14. KakuMm 3HakoM 0003HavaeTcs TepMuH brackets:

a. “...”
b. (...)
cC. .

DNEeKTPOHHOE COOOIIEHUE

15. Beibepute npaBuiibHOE onpeseneHue. E- business:
a. economic business
b. electronic business

16. Bribepute npaBuiibHOE onpeneneHue. IMO:
a. international monetary organization
b. in my opinion

17. Beibepute npaBuiasHOe onpeaencaue. SPAM:
a. unwanted mail
b. compacted meat

18. Beibepute npaBuiasHOe onpeaeneHue. 1 1YL:
a. talk to you later
b. the time you left

19. Bribepute npaBuiibHOE onpeneneHue. HSIK:
a. how should I know
b. have something in Kit

20. Beibepure npaBunsHOe onpezeneane. C2B:
a. customer to business
b. client to boss

TecTnl THHA B

Marketing, marketing people and markets

Test. For each definition choose the correct word or phrase.
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8.

9.

Providing money to cultural or sporting activities in exchange for advertising
rights.

a) promotion b) grant aid c¢) sponsorship

A business which specializes in giving advice and support to companies about
marketing and markets,

a) marketing consultancy b) counselling service ¢) company analysts

An economy which allows open and reasonably free exchange between private
companies.

a) command economy b) conservative economy c) free market economy

A market in which there are too many suppliers producing similar products.

a) saturated market b) buyers' market c) heavy market

A market in which there are few suppliers producing goods that a lot of people want
to buy.

a) weak market b) sellers' market c) light market

A company which sells more of a particular type of product than its competitors.

a) trend setter b) multinational ¢) market leader

A person who uses their specialist knowledge of a specific market to try to explain
what has happened and predict what will happen.

a) market analyst b) forecaster ¢) market broker

A specific promotional activity over a limited period of time,

a) campaign b) season c) trend

The activity of moving goods from the producer to the consumer,

a) selling b) distribution c) orientation

10.The activity of selling goods to other countries.

a) multinational b) exporting c) exchange distribution

11. The proportion of the total market which one company controls,

a) dominion b) market place c) market share

12.What a company or organization says it intends to do for its customers/clients and

the community.
a) corporate mission b) strategic plan c) corporate image

Product marketing

Choose the best definition for each of the words or phrases.
augmented product
a) a product now selling at a higher price
b) a product that is no longer made
c) a core product plus additional benefits such as brand name, quality styling and
design features, extended warranty, aftersales service, etc.
generic
a) not known by a special brand name
b) for general use
¢) popular with all types of consumers
cannibalism
a) when a product eats into the competitors' market share
b) when a product reduces sales of other products made by the same manufacturer
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c) when an employee leaves his/her company to join a competitor
4. sell-by date

a) the limit placed on sales representatives to meet targets

b) the date by which a food or drug must be sold

c¢) the date on which a product is sold
5. launch

a) when a product is taken off the market

b) when a product is tested before being sold

¢) when a product is first released onto the market
6. product life cycle

a) the normal pattern of sales for a product

b) the process of development of a new product

c) the different stages of improvement in an old product
7. part

a) a product

b) a component

¢) aphase in the development of a product

Text 1. Foreign Languages in Our Life

Learning a foreign language isn't an easy tiling. Nowadays it's especially important
to know foreign languages. Some people learn languages because they need them for
their work, others travel abroad, for the third studying foreign languages is a hobby.
Everyone, who knows foreign languages can speak to people from other countries, read
foreign authors in the original, which makes your outlook wider.

| study English. It's a Long and slow process that takes a lot of time and efforts.
Over 300 million people speak it is as a mother tongue. The native speakers of English
live in Great Britain, the United States of America, Australia and New Zealand. English
is one of the official languages of the United Nations Organization and other political
organizations.

English language is a wonderful language. It's the language of the great
literature. It's the language of William Shakespeare, Charles Dickens and others. Half
of the world's scientific literature is in English. It's the language of computers
technology. The great German poet Goette once said, "He, who knows no foreign
language, doesn't know his own one". That's why in order to understand oneself and
environment one has to learn foreign languages.

| think that to know English today is absolutely necessary for every educated
man, for every good specialist.

1. Learning a foreign language isn't an easy tiling.
d. AHIIMKUCKHM S3BIK OYEHD JIETKO BBIYYUTH
b. M3ydeHue MHOCTPAHHOTO SI3bIKa — HEJIETKOE JIEJI0
C. M3ydeHue HHOCTPAHHOIO SI3bIKA - JIETKOE JIEJIO
2. It's a long and slow process that takes a lot of time and efforts.
a. OTo0 OBICTPBIN IpoliecC, KOTOPbI HE OTHUMAET MHOTO BPEMEHH U YCUITUN
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b. DT0 OYeHb HoNTHil Mporece, Ha KOTOPBIA HYKHO TOJIBI OOyUEHUS.
C. OTO IOATUHI ¥ MEIJIEHHBIN IPOLIECC, KOTOPBI OTHUMAET MHOTO BPEMEHHU U
YCUJIUHN.
3. It's the language of ...
a. the great literature.
b. of all world
C. our country
4. 1 think that to know English today is absolutely
a. necessary
b. unnecessary
c. useful
5. The native speakers of English live in ...
a. Russia, Italy, Japan
b. Great Britain, the United States of America, Australia and New Zealand.
c. China, Australia, New Zealand

Text 2. Television

Television, also called TV, is one of our most important means of communication. It
brings moving pictures and sounds from around the world into millions of homes. The
name "Television" comes from Greek word meaning "far", and a Latin word meaning
"to see", so the word "television™ means "to see far".

About three-fourths of the 1 500 TV stations in the US are commercial stations.
They sell advertising time to pay for their operating costs and to make profit. The rest
are public stations, which are nonprofit organizations. Commercial TV stations
broadcast mostly entertainment programs because they must attract larger numbers of
viewers in order to sell advertising time at high prices. These programs include light
dramas called situation comedies; action packed dramas about life of detectives, police
officers, lawyers and doctors; shows featuring comedians, dancers and singers; movies;
quiz shows; soap operas; cartoons

. Television, also called TV, is one of our most important means of communication.

a. TeneBuneHne-3To camoe BaXKHOE CPEACTBO KOMMYHHUKAIIUH

b. TeneBuaenune KOpoTko HasbiBalOT TB

C. TeneBuneHue sABIAETCS OJHUM U3 HAIIMX CAMBIX BaKHBIX CPEICTB
KOMMYHHKAIIUH

. The name "Television" comes from Greek word

a. Hazpanue "TeneBuaeHne" mpoucXoauT OT IPEUYECKOro CiIoBa

b. Ha3zBanue "TeneBuueHne" MPOUCXOIUT OT JIATUHCKOTO CIIOBA

C. HazBanue "TeneBugeHue" mpoucXoauT OT UTATBSIHCKOTO CJI0Ba

. About ...of the 1 500 TV stations in the US are commercial stations.

a. three-fourths

b. four-fifths

c. one-third

. They sell... time to pay for their operating costs and to make profit.

a. advertising
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b. different goods
C. programs
5. Commercial TV stations broadcast mostly... because they must attract larger numbers
of viewers in order to sell advertising time at high prices.
a. cartoons
b. political programs
C. entertainment programs

Test. Please choose the most appropriate answer for each sentence.

1. What traits should an effective manager .....?
a. Possess
b. Exude
c. Portray
d. extrol
2. Although there are different ways to manage employees, all managers seek to ..... the
goals that are set out by the company in advance.
a. Allure
b. Monitor
c. Arrive
d. Achieve
3. Managers are also supposed to ..... employees' performance and behavior while on the
job.
Maintain
Monitor
Mandate
. Model
4. At the same time, effective managers also try to increase ..... for their companies.
a. properties
b. expenditures
c. inventories
d. profit
5 .. management control stresses rules and regulations and closely adheres to authority
factors found in the chain of command.
a. Clan
b. Materialistic
c. Bureaucratic
d. Group
6. On the other hand, ..... management control is a a type of control that focuses on
external factors such as the competition that exists in an industry.
a. Material
b. Mixed
¢. Mandated
d. Market
7. .. management control emphasizes employee empowerment by encouraging staff
members to partake in the decision-making process.
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a. Socialist
b. Collective
c. Democratic
d. Marxist
8. .. managers are seen as father figures who pay more attention to employee morale and
satisfaction.
a. Paternalistic
b. Individualistic
c. Capitalistic
d. Realistic
9. ... management controls highlights, and it centers on teamwork and shared belief and
value systems.
a. Singular
b. Clan
c. Market
d. Bureaucratic
10.1f you were a manager, what kind of management control system would you .....?
a. Employ
b. Insert
c. Inherit
d. Embibe

Business decision-making - the thought process of selecting a logical choice from the
available options. When trying to make a good decision, a person must weight the
positives and negatives of each option, and consider all the alternatives. For effective
decision-making, a person must be able to forecast the outcome of each option as well,
and based on all these items, determine which option is the best for that particular
situation.

2. What styles of business decision-making do you know? Complete the test and
identify what your decision-making style is.

What’s Your Decision-Making Style?

1. Your boss asks you to develop a proposal to launch a new product. You:

A. Dig up data to generate some initial ideas, talk with your colleagues and write the
proposal.

B. Draft the proposal, add some supporting charts and get it to the boss as soon as
possible.

C. Find your group's last product launch proposal, take a look at recent data and model
the new proposal on the old one.

2. Reviewing recent sales figures, you notice a spike in a division that's been struggling.
You:

A. Look up some data, run some numbers and make a couple of calls to figure out why
sales are up.

B. Are suspicious about the increase.

C. Laud the division manager for turning things around.

3. You're leading the search for a new team member and must develop guidelines for
evaluating candidates. You:
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A. Pull the résumés of past top performers to help you define an ideal candidate profile.
B. Talk to several people you think might be interested in the job and try to understand
what their profiles would look like.

C. Check the criteria previously used to fill similar positions.

4. You're evaluating options for a product redesign, and your market research is
inconclusive. You:

A. Choose the option you think your management team is most likely to make work.

B. Rely on your best sense of what your customers will like.

C. Commission more market research before making a decision.

5. Your boss asks you to prepare the department budget for the coming year. You:

A. Review recent department budget trends and meet with team leaders to learn whether
forecasts need to be adjusted for changing conditions.

B. Ask your team leaders to provide their budget expectations and aggregate the results.
C. Project the budget on the basis of an extensive analysis of historical trends.
Interpreting the results

If most of your answers are:

* A- You're an informed skeptic.

* B- You're a visceral decision maker.

* C- You're an unquestioning empiricist.

Bussiness letters

Task 1. Match the parts of the letter with their names

Robert Stivenson main paragraph
Baisy Clifford Inc

3400 Chelsey Road

Houston, TX 78451

Faithfully yours, salutation
R.Stivenson closing salutation

Export-Import Manager

We have seen your advertisement in the Business Weekly | sender’s address
Journal, and we shall appreciate it if you send us more detailed
description of your cameras. We would also like to know the
discounts that you provide.

Dear Sirs: receiver’s address
We are looking forward to hearing your reply. introductory
paragraph
Stenley Brothers Inc date

6539, 71th Street
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Los Angeles, LA 84733

Our company specializes in distributing cameras in Italy. | closing paragraph
For your information we may add that our company was
established five years ago. If your goods meet our
requirements, and we receive a favourable offer, we will be
able to represent your cameras in Eatsern Europe.

15 March 2015 Signature
(sender’s
information)

Task 2. Compose the letter below placing its parts in the proper order

1 Daniel Hatchette
Chemistry Department

2 We write to inform you that we developed a new device at our
University (Loughborough) that can identify tiny amounts of explosive
particles — invisible to the naked eye. It could provide the solution to
better protecting the travelling public from acts of terrorism.

3 We would be grateful to receive a prompt reply.

4 Created by Professor John Tyrer from the University’s Wolfson
School of Mechanical and Manufacturing Engineering, along with
colleagues from the Department of Chemistry, the device is currently
undergoing field trials at a number of undisclosed locations across the

country.
5 Dear Dr Smith,
6 If you think our work is worth being spoken about, we would like to

ask you to give us a chance to present it. We would appreciate your
attention to our research.

7 In the recent issue of Chemical Review we have found information on
the scientific conference New Discoveries in Science to be held in
Swansea. We are looking forward to reporting our new discovery and
discussing it with the scientific public.

8 13 May 2014
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9 Chemistry Department
Loughborough University
Epinal Way, Loughborough
Leicestershire LE11 3TU
Telephone: +44 (0)1509 223 522
http://www.lboro.ac.uk/

10 Swansea University
Singleton Park
Swansea

SA2 8PP

Wales

IlpoBeaeHue MUCLMEHHON PadOThI

Exercise 3. Look at the following excerpts from emails and write appropriate subject
lines.

1 Subject:
Just a quick note to see if you’ve heard from Production about the new schedule. We need
the info for tomorrow’s meeting.

2 Subject:
Many thanks for your email. The handbook for the XL20 motor is now available online at
www.hardysgardensupplies.com

3 Subject:
I have to change our meeting to 3 pm instead of 12/00 Sorry!

4 Subject:
Could you send me those staff guidelines asap? Our dept hasn’t seen them yet. Thx.

5 Subject:
I am writing to confirm your order of 1000 coffee mugs with logo (see attached), colour
32 c.

Your order no. is 66193 F/2. Please quote this number in all future correspondence.

Task 4. Rewrite the formal email into informal email and vice versa.

Formal email Informal email

1. Dear Mr Braitwaite

I’m writing to enquire about the
monitors you informed us of last month
(April). Please could you sendus a
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brochure and price list?

We would also appreciate a visit from
your rep in order to get more
information about the products. Could
you ask one of themto contact
us please?

| look forward to your reply

Yours sincerely

Euan Davis

2. Dear Carol

Thank you for your letter of October
13. Unfortunately I won’t be able to
attend your workshop in
Stockholm. Could you please send me
some information on future workshops
planned ...

Best regards

David Burns

3. Hi

Thanks for your email received last
night. Sorry for the delay in replying.
This email isto confirm we have
reserved five single rooms for Friday
October 14 and 15.

See you in Venice.

Take care

Danielle Torri

4. Just a quick noteto confirm our
appointment on May 11. My flight gets
in about 11 a.m.. Any chance
somebody could pick me up at the
airport? | attach a file that I promised to
send.

See you next week.

Michelle Debois

Ex. 4 Find and correct 15 mistakes in the business letter:

February 21th

Dear Alan Green

Thanks you for your letter from February 18 and for your interest in our products.
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[ am sorry to hear that you won’t be able to attend our presentation on March but I hope
we can to arrange a later date. We’re planning another presentation for April 11. I attach a
copy of our latest catalogue & prize list.

Contact me again if you need any more informations.

| look forward to hear from you.

Your faithfully
Paul Kominsky

IIpoBeaeHHe NMUCLMEHHOM PA0OTHI.

IIpakTnyeckue 3agaHus

A — SWOT analysis

Before entering the marketplace it is essential tocarry outaSWOT analysis.
This identifies the strengths and weaknesses of a product, service or company, and
the opportunities and threats facing it. Strengths and weaknesses refer to the product
itself and are considered as internal factors. The external factors, referring to the
marketplace, are opportunities and threats.

This is a SWOT analysis of PetraServe, a company which runs motorway service stations.

STRENGHTS WEAKNESSES

Superior distribution network | Undifferentiated offer in terms of basic

— we have one of the best. product — petrol is the same whatever the brand.
We are the specialist in long- |Lack of new products — we need more.

distance petrol needs for Ineffective leverage of specialist image —

lorry and truck drivers —we |we don’t use our specialist image well.
have experience, knowledge |Inferior communication — we could

and skill. communicate better.

Consumers see us as Damaged reputation for petrol and fossil
a quality brand. fuels — they have a bad image.
Innovative loyalty Consumer loyalty is weak.

programme that’s

unique in the market.

We are a profitable company
— we’re making money.
Highly recognizable brand.

A global brand.

OPPORTUNITIES THREATS

Developing market for Our main competitor is strong.

service station Price war in the fuel market is becoming
shop (confectionery, car more threatening — all our competitors
maintenance are cutting prices.
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products, etc.). Emerging trend towards hybrid cars and
Gap in the market: hybrid electric cars.

cars and Consumer fears about environment and
electric cars will need fuel.  |pollution.

Huge potential for growth —
there is a lot of room to
expand into new markets.

B — SWOT and marketing strategy

Pat Albright is the senior marketing manager for PetraServe. She’s presenting her
marketing strategy to the board. The strategy was shaped by the SWOT analysis above.
‘We need to exploit our strengths by making the most of our distribution network and
loyalty programme. If we can also build on strengths such as our brand image and current
profitability, then it’ll be easier to address, or deal with, weaknesses such as the lack of
new products. We need to anticipate the threat of new hybrid cars and seize the
new opportunities this will bring in terms of providing service points for these cars.

The potential price war in the fuel market poses a serious threat and we will need
to minimize the weaknesses this may create. Our sector is also under threat from the
trend
towards greater consumer concerns about the environment, but | believe we can create an
opportunity by strengthening our communication and informing consumers about
what we’re doing to preserve the environment.’

3.1. The extracts below are from a SWOT analysis. Do they describe strengths,
weaknesses, opportunities or threats? Look at A opposite to help you.

1. Competition is growing in this market, which could lead to a price war. There are now a
lot of sites that offer the same service and product categories as Amazon. Amazon is a
global brand but in some local markets the main competitor could be stronger and
preferred by consumers.

2. Amazon has added a lot of new categories, but this may damage the brand. For
example, offering automobiles may be confusing for customers. Due to increased
competition, the offer is undifferentiated.

3. In 2004 Amazon moved into the Chinese market. There is huge potential here. In 2005
Amazon launched a new loyalty programme, AmazonPrime, which should maximize
purchases from the existing client base.

4. Amazon is a global brand, operating in over ten countries. It was one of the first online
retailers and today it has an enormous customer base. It has built on early successes with
books, and now has product categories that include jewellery, toys and games, food and
more. It has an innovative Customer Relationship Management programme.

3.2. Complete the table with words from A and B opposite and related forms. Then
complete the sentences below using words from the table.
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Verb Noun Adjective

------------------------- opportune

strenghten

threaten

weaken

1 Currently, the company is under from its main competitors.
2 In order to grow, the company will have to create new , not just
exploit existing :

3 We need to minimize and :

4 To remain ahead of the competition we will need to anticipate such as

increased raw material costs.

3.3. Correct the mistakes using words and expressions from A and B opposite.

1 The brand is very strengthened.

2 Today, competitor fears about health are one of the biggest threats to the processed food
sector.

3 An undifferentiated offer will weakness the company in the short term.

4 A clear opportunity is a gape in the market.

5 We may be threated by the emerging trend towards online shopping.

6 A war of prices has weakened our profitability.

OVER to YOU

Think about the company you work for, or one you would like to work for. Carry out a
SWOT analysis of the company. Do the same for a company you would never want to
work for.

Marketing strategy and the marketing plan
A — Marketing strategy vs. marketing plan

A company’s marketing strategy describes how it will position itself and
the products it sells or the services it provides in the competitive marketplace. The
strategy includes a discussion of target markets, product and pricing policies, and proposed
marketing and promotional initiatives (see Units 1-2 for more about the marketing mix).

The company’s marketing planis the written document which details the marketing
methods selected (advertising, price promotions, etc.) and specific marketing
actions or marketing activities (for example, a back-to-school promotional offer). It also
examines  the resources needed (both  financial and human) to achieve
specified marketing objectives, such as an increase in sales or a successful product
launch, over a given period of time.
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B - Developing the marketing plan

You can develop a marketing plan using the stages known as AOSTC (Analysis,

Objectives, Strategies, Tactics and Control).

ANALYSIS

Current market

situation

Information on the competitors and the
marketplace.

Competitor analysis

The competition in the marketplace. You
will also need to include information on
their positioning — how they control the
way the customers see the products or
services.

Product/service
analysis

What you sell or provide, and
your Unique Selling Point (USP) — that
iIs, what distinguishes your product or
service from others on the
market. Originally USP stood for Unique
Selling Proposition, a concept developed
by Rosser Reeves in the 1940s.

Target market

Your customer
for example,
teenagers or business people (see Unit
19).

groups or segments —

OBJECTIVES

Marketing goals

What you want to achieve, in terms of
image and sales.

Set SMART objectives

« Specifi ¢ — Be precise about what
you are going to achieve.

o Measurable —  Quantify
objectives.

« Achievable — Are you attempting
too much?

o Realistic— Do you have the
resources to make the objective
happen  (manpower, money,
machines, materials, minutes)?

o Timed - When will you achieve
the objective? (Within a month?
By February 20157?)

your

STRATEGIES

The  approach to
meeting the objectives

Which market segment?

How will we target the segment?

How should we position within the
segment?
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TACTICS Convert your strategy « Product

into the marketing mix, « Price

including the 4 Ps « Place
« Promotion
CONTROL |Tracking How the success of the marketing plan

will be measured (see Unit 24). How
each marketing activity will be assessed.

4.1. Make word combinations with market and marketing using words from the box. Then
match the word combinations with the definitions below.

IIpoBeaeHue onpoca.

A2. Bonpoch! 11t 00CYKICHUS

1.

2.

LNk wbDE

Think about the brands you buy. How does ethical marketing influence your
purchasing decisions?

Think about the company you work for, or one you would like to work for. Carry out a
SWOT analysis of the company. Do the same for a company you would never want to
work for.

Think about an expensive brand and a less expensive alternative — for example, Bang &
Olufsen compared to Sony. What are the differences in the marketing mix for the two
brands?

Think about intellectual property owned by your business, school or family. What is it,
and how is it protected?

Think about how you would carry out market research for a
completely new product (for example, a light bulb that works
without  electricity). =~ What  kind of research would you conduct
during the development phase of the product, and what Kkind just
before the product launch?

Open your wallet or purse. How many loyalty cards are you carrying? What advantages
do these cards give you?

Find three offers that you have received from companies by email or post. Were these
offers tailored to you? If so, how did the company obtain your personal information?

KoppeKTuBHBIil Kypc — BOIIPOCHI ISl AUCKYCCUU

Can you just introduce yourself to other guests?
Are you looking for anything in particular?

Is there anyone who can get me a glass of water?
Is there anything else | can help you with?

Did you attend the seminar?

Can you spell words?

Can you do something about this?

Are you still eating that chocolate?

33


http://netenglish.ru/conversationitem70.html#e
http://netenglish.ru/conversationitem70.html#e

9.

Can you take our orders now?

10.Do you serve meals?

11.1s there anything I can get for you?

12.Did you save the time?

13.Do you stock any fashion magazine?
14.Are you a sober (serious and calm) driver?
15.Can we talk?

16.Did you say anything to my friend?
17.Are you just going to stand there whole day?
18.Do you require a security deposit?

19.Did you see any lion?

20.1s there any restaurant available?

o

What is management?
Discuss the following questions.

Planning is looking ahead, and control is looking backl. Comment.

If planning involves a rational approach to selected goals, how can goals or objectives
be a type of plan?

Since people must occupy organization positions, and since an effective organization
depends on people, it is often said that the best organization arises when a manager
hires good people and lets them do a job in their own way. Comment.

List and evaluate external factors affecting staffing. Which ones are most critical
today? Explain.

The "assessment center" is a technique for selecting and promotingl managers. The
candidates take various psychological tests, engage in management games, participate
in a leaderless group discussion of some problem and are observed by their evaluators
who also interview them from time to time.

Would you like to participate in such a center? Why, or why not?

Performing the function of evaluating, how would you measure the productivity of
managers and other knowledge workers?

Time management and planning

What values do the cultures of Northern Europe and the USA attach to time
management? What aspects are cultures in the Middle East and Latin America focused
on regarding time management and business relationships? Which style of time
management do you prefer?

What aspects of culture should Europeans be aware of when dealing with Japanese or
South Korean businesses?

What does the term time management mean? Why is it a key element of managerial
success today? Prove your opinion.

What is the starting point for time allocation? What does your time cost the
organization? Why do you think so?
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5. Are establishing goals and setting priorities the basic items of time management? Why
do you think so? Arrange the items on the list in order of their importance and then try
to divide them into specific tasks in accordance with the following situation: Imaging,
you are the project manager (superintendent) and you may see 4 goals and priorities
within your project: information, money, time, and scope of work. Let it be a long-
term project.

6. What do you think about the principle of tasks or authorities delegation to your
subordinate? Is it a key question of time management?

7. Why should we do most important work when most alert. In what part of your working
time do you prefer to develop highpriority items? Does your mentally alert influence on
your efficiency?

8. Why should you group activities together? Do you set aside a period of time to read all
your mail and answer all your phone calls or not? Does this help you make the most
efficient use of your time? Comment your opinion, please.

Supply Chain Management

Read the following statements and answer the questions.

1. If your company makes a product from parts purchased from suppliers, and those
products are sold to customers, then you have a supply chain.

- What is a supply chain?

- What does the complexity of the supply chain depend on?

2. A simple supply chain is made up of several elements that are linked by the
movement of products along it. The elements of the Supply Chain include customer,
planning, purchasing, inventory, production and transportation.

- What is the essence of each element?

- How are these elements interconnected?

- Why does supply chain start and end with customers?

3. To ensure that the supply chain is operating as efficient as possible and generating
the highest level of customer satisfaction at the lowest cost, companies have adopted
Supply Chain Management.

- What is SCM?

Financial flow

1. What is finance? Define business finance.

2. Define the types of finance.

3. Discuss objectives of financial management in 10gIS'[ICS.Ls_E_PJ
4. Discuss the role of a financial manager in a company.isgp!

5. Explain the importance of financial management

6. Define the various sources of financing.st» Discuss their advantages and

disadvantages. B

Newspapers
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1. Do you think that the internet and television will eventually make books/newspapers
obsolete?

Is there a newspaper that you have read more than once?

What newspapers have you recommended for other people?

Do you read newspapers based on recommendations?

Have you ever tried to read a newspaper in English?

What are some of the newspapers that were recommended to you?
What factors are important to you when choosing a book to read?
What is the funniest article you have ever read?

Do you often read newspapers before go to bed?

10 Do you have any ideas for a story for you to write?

11.How do you choose the books/an article you are going to read?
12.What genre of book do you enjoy most?

CoNoOkwDN

Letter writing

What can you say about letter writing in the UK?

What can you say about letter writing in the USA?

What can you say about letter writing in Russia?

What do you know about the structure of business letters?
Can you give an example of resume?

Can you give an example of CV?

Can you give an example of enquiry?

Noa~wNE

Baok B. 3agaHusi peKOHCTPYKTUBHOTO YPOBHS (KYMeTb»)

B1. ITucsMennast paéora (3cce)

1. Think of a popular personality or character (film star, pop star, children's character,
sports personality, etc.). What kind of merchandising would or would not be
appropriate for them? Give reasons for your choices.

2. Choose a product or service you would like to promote. Write a brief for a
telemarketing firm.

3. You are organizing an award event to reward innovative and effective media planning.
Think about advertising and communication campaigns you have seen recently and
make a shortlist of recipients for the award.

4. Imagine that you are participating in a conference about branded content. Write a short
speech entitled: 'Is branded content the future?'

5. The Federal Trade Commission (FTC) is opposed to stealth marketing. Find three
arguments for and three arguments against stealth marketing.

B2. TemaTuka pedeparon
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An interesting theory is that you can brand people. Think of a politician or a famous
person in your country. How would you advise this person on his / her brand platform?
What changes would you suggest to the brand strategy?

Think about a brand you buy. What are the brand's values and how do they reflect your
own values?

Think about yourself. Which market segment(s) are you in? Is it the same for your
friends and colleagues? List some products or brands that are targeted at you.

Imagine that you are preparing a marketing budget for a non-profit organization.
Explain the different possible approaches to setting the marketing budget to the
organization's members.

B3. TemaTuka npeseHranvi

=

Prepare a STEP analysis for the country or region you live in.

Imagine you are talking to Steve Jobs at Apple about his next i-product. Think of three
questions to ask him about the product. Think of three more questions you could use to
screen his ideas.

Present the different stages of product development or real product to illustrate your
talk.

Create a sales pitch for a small business. Think about how to package the service and
the selling points.

Think about your favourite brand. Prepare a presentation of its brand image. Use
information from the company's website.

Think about some products you have bought recently and plot them on the line below.
high involvement low involvement

What kinds of needs were you satisfying with each purchase?

Think about an organization or company you know well. What kind of team building
event would work best for the staff? Prepare some notes to present your idea to the
head of the company.

Select a product or service to promote. Which trade fair would you attend? Design your
stand. Think about staffers, displays, etc.

B4. TemaTnka poJieBbIX UI'D

1.

2.

3.

Brainstorm a new product for the silver market. Use a random word generation from
the internet to help you get your creative juices flowing.

Collect some newspapers and magazines, and select an ad. Which format has the
advertiser used? Why do you think they have selected this publication and this format?
Role play an interview about decision-making process in the restaurant industry.
Work in pairs and ask each other the following questions:

What is your business?

Has your business been successful? Why?

What isn’t working in your business?

What your ideas were hard to execute?

Are you making your business more complicated? Why?

Are your innovations easy for your clients to understand? Why?

ok wbdrE
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7. Are you setting the trends? Give examples.

8. What are the needs of your clients?

9. How do you differentiate yourself from other brands?
10.How can you appeal to your guests?

11.What business activities are priorities for you?
12.Where is the fence line of risk for you?

13.What are your business objectives?

14.Are you trying to be all things to everyone? Why?

Student B. Team Member
1 'You meet your team leader to discuss your performance at work. You are unhappy
for the following reasons:

1 You feel you are working harder than everyone else. You are always the last to leave
work.

1 Your hard work is not recognised and appreciated by the team.
1 'You recently married and are missing your partner and young child.

1 You do most of the boring paperwork for letting the apartments while your
colleagues are given more face-to-face contact with clients. You are not happy with
how the workload is being distributed.

« L[] You think the team leader is too young and inexperienced, and is not managing
the team well. This is the main reason why you are unhappy.

Role play

Imagine you are speaking with an English businessman. Ask him a few questions
about:

» English newspapers

* English radio

* English television programmes

Tell him what television programmes you like.

Bbaok C. 3aganusi NpakKTHKOOPUEHTHPOBAHHOIO YPOBHSA ISl AUATHOCTHPOBAHUS
c¢hopMHUPOBAHHOCTH KOMIIETEHIIUI («BJIAIETH))

C1l. Keiic-3apaua (Case-study).

Developing the marketing plan

You can develop a marketing plan using the stages known as AOSTC (Analysis,
Objectives, Strategies, Tactics and Control).

Analysis

Information on the
competitors and the
marketplace.

Current market
situation

Competitor | marketplace. You will also
analysis need to

The competition in the

include information on their
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positioning
control
the way the customers see
the products or services.

how they

What you sell or provide,
and your Unique Selling
Point

(USP) - that is, what
distinguishes your product
Sperrcz/diggt / or service
analysis fro_m_ others on the market.
Originally USP stood for
Unique Selling Proposition,
a
concept  developed by
Rosser Reeves in the 1940s.
Your customer groups or
Target segments — for example,
market teenagers or business people
(see Unit 19).
— : What you want to achieve,
Objectives | Marketing goals in terms of image and sales.
Specific — Be precise about
what you are going to
achieve.
Measurable — Quantify
your objectives.
Achievable — Are you
attempting  too  much?
Realistic — Do you have the
gle\jl ART resources to make the
sl objective happen
objectives
(manpower, money,
machines,
materials, minutes)?
Timed — When will you
achieve  the  objective?
(Within
a month? By February
2015?)
Which market segment?
The approach | How will we target the
Strategies |to meeting the | segment?
objectives How should we position

within the segment?
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Convert your | Product
: strategy into the | Price
Tactics marketing mix, | Place
including the 4 Ps Promotion
How the success of the
marketing plan will be
. measured (see
Control Tracking Unit 24). How each
marketing activity will be
assessed.

CASE STUDY': Woody Pens — Designed for the Environment

Instead of making its pens from plastic, Goodkind Pen Company uses wood scraps from
local furniture makers, and its pens are designed to be refillable. By carefully designing its
product to be eco- (8) and of high quality, it is mutually (9) for the environment and the
consumer. Goodkind has made a product with a super-green profile and, in the process,
enjoys a high level of satisfaction from environmentally conscious consumers and
companies with a responsible (10) policy. Goodkind embraces environmental (11) .

CASE STUDY

Work in groups of four as two pairs, taking it in turns to play the entrepreneurs and
the small business advisers. Read your role-cards and prepare for your meetings

Entrepreneurs

Decide on an idea (product or
service) for a new business that you
would like to start up.

Draw up an outline business
proposal, inventing any information
you wish; and decide how you will
present it to your bank. Your bank's
small business advisers have agreed
to meet you and provide some
preliminary feedback on your ideas,
an opinion - in principle — on the
feasibility of raising finance to get
your business off the ground, and
some advice on how. to proceed.
Try to present your case
persuasively and expert to face
some probing questions. You should
be prepared to provide some basic
information on the following: .your

carefully.

Small business advisers
You have an appointment — an informal
exploratory meeting — with two bank

customers to discuss an idea they have for a
new business. You role is to provide some
preliminary feedback, an opinion — in
principle — on the feasibility of raising
finance, and some advice on how to
proceed. Ask pertinent questions about
their planned product/service (description,
name, key features, sales/profit potential);
the market they are targeting (nature, size,
competition); their marketing approach;
they business structure/ location etc. Try to
probe their determination/capacity to
succeed, but don‘t worry too much about
specific detail at this stage. If you think the
idea has merit and they have the
experience/ability to make a go of it
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planned product/service
(description, name, key features,
sales/profit potential); the market
you are, targeting (nature, size,
competition);  your'  marketing
approach;  financing;  business
structure/location; your expertise
etc., but do no worry too much
about specific detail at this stage.

suggest they draw up a more detailed
proposal, providing more information on
e.g. projected start-up costs and overheads;
turnover and profit forecasts; loan
requirements/anticipated repayment
terms/period and anything else you feel you
might need to provide the bank with
adequate security for any money you might
advance.

Case Study
What is Marketing?

Read the case and discuss the following questions in groups. Come up with a
solution to the problem:

1. What do you think “Pull a Partner” could have done differently?

2. “Pull a Partner” thought they had a winning idea, but failed to succeed due to a
number of reasons. If “Pull a Partner” had better matched the four elements of the
marketing mix, would it have been successful?

3. What else could “Pull a Partner” have done to better promote themselves in light of
the 4Ps?

Pull a Partner is a new speed dating business based in Leicester. Speed dating is where
you have up to 30 dates in one night where each date lasts approximately 3-4 minutes.
As you finish each speed date, you decide whether you want to meet that person again
or not. If you like the person, you put X' on your sheet. You can leave it blank if you
did not like that person. For every person you have a match with, your details will be
shared with one another.

The venture is the love child of a Business Studies teacher and a friend who runs a
marketing business, who spotted a gap in the market. There is a large number of single
people out there with limited opportunities to meet their one true love. Speed dating is
arguably a low cost-high returns venture. So what can go wrong?

Pull a Partner believed it had thought of everything. Speed dating is a service that
appeals to both males and females, regardless of age, religion, culture and so on. It is a
non-discriminatory service open to all as long as they are single.

The business thought it was on to a winner when it secured a free booking to use a large
area of a famous pub in Leicester. Given the low costs faced by the business, competitor
pricing seemed the best strategy. With competitors in the region having prices ranging
from £20 to £45, Pull a Partner believed that in undercutting the competition at a rate of
£10 per person it had the ingredients of success. When it came to promotion, it used
everything from social network advertising to classified sites like Gumtree. However,
the event ended in disaster. With only 9 females and 3 males, the event met an
embarrassing end.
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C?2. BoinoJiHeHHE TPOEKTA.

INDIVIDUAL AND GROUP ACTIVITIES Nel

Importance of Team and Team Work

Teams are formed when individuals with a common taste, preference, liking, and attitude
come and work together for a common goal. Teams play a very important role in
organizations as well as our personal lives.

“Coming together is a beginning. Keeping together is progress. Working together is
success-Henry Ford”

The above proverb by Henry Ford can very well highlight the importance of working
together in teams.

1. Summarize the information of the Unit to be ready to speak on Importance of Team and
Team Work.

2. Choose any question (problem, topic) relating to Importance of Team and Team Work
and make a 10-12 minute report in class. Refer to different additional sources to make
your report instructive, interesting and informative.

INDIVIDUAL AND GROUP ACTIVITIES Ne2

Work in small groups. Discuss these questions.
1. There is a proverb, _When in Rome, do as the Romans do.* What does the proverb
mean? Do you agree with this advice?
2. Would you continue to do business with someone if you disapproved of their private
life? Explain why or why not.
3. Give examples of behaviour which would cause you to stop doing business with
someone

INDIVIDUAL AND GROUP ACTIVITIES Ne3

Working in groups of four, identify the challenges and rewards of entrepreneur-ship. Do
you think it is preferable to be solely responsible for a business or to share responsibility
with a partner or within a corporate structure? Share this information with the whole class.

INDIVIDUAL AND GROUP ACTIVITIES Ne4

Speaking
Answer the questions and discuss your answers with other students.
1. What payment methods do you know?
2. What factors influence the choice of a particular payment method?
3. What might be the greatest differences between domestic and international trade in
terms of payment methods?
4. What are the advantages and disadvantages for a private individual of borrowing
money from the following sources?
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a bank

a friend or colleague

a member of your family
a loan shark

a credit card company
another source

ouhsrwhE

baok /. 3axanns 1ig HCNOJIb30BAHUA B PAMKAaX NPOMeKYTOYHOMH aTTecTaluu

JI1.11lepeyeHb 32a4eTHLIX BOIIPOCOB

Which statement suggests that everybody in a company is a marketer?

Which statement completely discounts the importance of selling?

Which statement emphasises the role of product, price, place and promotion (4Ps)?
Which statement sees marketing more in a sociological role?

Which statement sees marketing as activities that direct the flow of goods and services
from producer to consumer.

Which definition of marketing do you like most? Why?

What would be your own definition of marketing?

How does your working day begin?

. Why is marketing a powerful force in our society?

0 Are advertising and selling the most important functions of marketing? Why not?

abrwbE
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J12.11epedyeHb IK3AMEHAIMOHHBIX BOIIPOCOB

How do you understand the statement that marketing is responsible for creating jobs?
In what way are you going to market yourself to a potential employer?
What are the reasons for studying marketing?

What are your plans for future?

What do you think about your Institute?

What’s your favourite subject?

Do you like to write letters?

Do you like to read articles in different newspapers in original?
. What does the UK mean?

10 Where is the UK situated?

11.What parts does Great Britain consist of?

12.What places of interest in England do you know?

13.What do you come to know about your future profession?
14.What are you and who are you?

15.Where are you from?

16.Where do you study?

17.What is your hobby?

18.What can you say about your native town?

19.What can you say about your family?

20.What is your favorite book?

21.What was the last book you read?

CoNoaRrODNE
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22.Have you got many friends?

23.Have you got a close friend?

24.Do you like your Institute?

25.Where were you born?

26.Do you like to go to the café or to the cinema?

27.Do you like to play sports games? What is your favorite sports game?
28.What’s your favorite season? Why?

29.What do you want to be?

30.What are your plans for future?

31.What do you think about your Institute?

32.What’s your favorite subject?

33.Do you like English language?

34. What do you think about your Institute?

35. What’s your favorite subject?

36. Do you like English language?

37. Do you like to speak to your friends by the phone?

38. What was your longest telephone conversation?

39.How do you think, what does the proverb “Money is power” mean?
40. What is marketing?

41.Do you know what a marketer is responsible for, his duties?
42.Do you know what means «marketing company»?

43.Why did you decided to become a marketer?

44.What is money?

45.What is "marketing organizations", "marketing individuals™?

JI.2 YcTHBIE PA3rOBOPHBIE TEMbI:

Text 1. What is Marketing?

What does the term marketing mean? Marketing must be understood not in the old
sense of making a sale - 'selling’ - but in the new sense of satisfying customer needs. Many
people think of marketing only as selling and advertising. And no wonder, for every day
we are bombarded with television commercials, newspaper ads, direct mail and sales calls.
Someone is always trying to sell us something. It seems that we cannot escape death, taxes
or selling! Therefore, you may be surprised to learn that selling and advertising are only
the tip of the marketing iceberg. Although they are important, they are only two of many
marketing functions, and often not the most important ones.

If die marketer does a good job of identifying customer needs, develops products that
provide superior value, distributes and promotes them effectively, these goods will sell
very easily. Everyone knows something about 'hot' products. When Sony designed its first
Walkman cassette and disc players, when Nintendo first offered its improved video game
console, and when The Body Shop introduced animal-cruelty-free cosmetics and toiletries,
these manufacturers were swamped with orders. They had designed the 'right' products;
not 'me-too’ products, but ones offering new benefits. Peter Drucker, a leading
management thinker, has put it this way: The aim of marketing is to make selling
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superfluous. The aim is to know and understand the customer so well that the product or
service fits ... and sells itself.

This does not mean that selling and advertising are unimportant. Rather, it means that
they are part of a larger marketing mix - a set of marketing tools that work together to
affect the marketplace. We define marketing as: a nodal and managerial process by which
individuals and groups obtain what they need and want through creating and exchanging
products and value with others:" To explain this definition, we examine the following
Important terms: needs, -wants and demandsproducts; value and satisfaction; exchange,
transactions and relatitmships; and markets. Figure 1.1 shows that these core marketing
concepts are linked, with each eoneept building on the one before it.

Text 2. Products and Services

People satisfy their needs and wants with products. A product is anything that can he
offered to a market to satisfy a need or want. Usually, the word product suggests a
physical object, such as a car, a television set or a bar of soap. However, the concept of
product is not limited to physical objects - anything capable of satisfying a need can be
called a product. In addition to tangible goods, products include services, which are
activities or benefits offered for sale that are essentially intangible and do not result in the
ownership of anything. Examples are banking, airline, hotel and household appliance
repair services. Broadly defined, products also include other entities such as persons,
places, organizations, activities and ideas. Consumers decide which entertainers to watch
on television, which political party to vote for, which places to visit on holiday, which
organizations to support through contributions and which ideas to adopt.

Thus the term product covers physical goods, services and a variety of other vehicles
that can satisfy consumers' needs and wants. If at times the term product does not seem to
fit, we could substitute other terms such as satisfier, resource or offer. Many sellers make
the mistake of paying more attention to the physical products they offer than to the
benefits produced by these products. They see themselves as selling a product rather than
providing a solution to a need. The importance of physical goods lies not so much in
owning them as in the benefits they provide. We don't buy food to look at, but because it
satisfies our hunger. We don't buy a microwave to admire, but because it cooks our food.
A manufacturer of drill bits may think that the customer needs a drill bit, but what the
customer really needs is a hole. These sellers may suffer from 'marketing myopia'.

They are so taken with their products that they focus only on existing wants and lose
sight of underlying customer needs. They forget that a physical product is only a tool to
solve a consumer problem. These sellers have trouble if a new product comes along that
serves the need better or less expensively. The customer with the same need will -want the
new product.

Text 3. The Product Concept

Another important concept guiding sellers, the product concept, holds that
consumers will favour products that offer the most quality, performance and innovative
features, and that an organization should thus devote energy to making continuous product
improvements. Some manufacturers believe that if they can build a better mousetrap, the
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world will beat a path to their door." But they are often rudely shocked. Buyers may well
be looking for a better solution to a mouse problem, but not necessarily for a better
mousetrap. The solution might be a chemical spray, an exterminating service or something
that works better than a mousetrap. Furthermore, a better mousetrap will not sell unless the
manufacturer designs, packages and price-s it attractively; places it in convenient
distribution channels; and brings it to the attention of people who need it and convinces
them that it is a better product. A product orientation leads to obsession with technology
because managers believe that technical superiority is the key to business success. The
product concept also can lead to 'marketing myopia'. For instance, railway management
once thought that users wanted trains rather than transportation and overlooked the
growing challenge of airlines, buses, trucks and cars. Building bigger and better trains
would not satisfy consumers' demand for transportation, but creating other forms of
transportation and extending choice would.

Text 4. The Marketing Concept

The marketing concept holds that achieving organizational goals depends on
determining the needs and wants of target markets and delivering the desired satisfactions
more effectively and efficiently than competitors do. Surprisingly, this concept is a
relatively recent business philosophy. The selling concept and the marketing concept are
frequently confused.

The selling concept takes an inside-out perspective. It starts with the factory,
focuses on the company's existing products and calls for heavy selling and promotion to
obtain profitable sales. It focuses on customer conquest - getting short-term sales with
little concern about who buys or why. In contrast, the marketing concept takes an outside-
in perspective. It starts with a well-defined market, focuses on customer needs, co-
ordinates all the marketing activities affecting customers and makes profits by creating
long-term customer relationships based on customer value and satisfaction. Under die
marketing concept, companies produce what consumers want, thereby satisfying
consumers and making profits. Many successful and well-known global companies have
adopted the marketing concept. IKEA. Marks & Spencer, Procter & Gamble, Marriott,
Nordstrom and McDonald's follow it faithfully (sec Marketing Highlight 1.2). Toyota, the
highly successful Japanese car manufacturer, is also a prime example of an organization
that takes a customer- and marketing-oriented view of its business.

Text 5. The Information Technology Boom

The explosive growth in computer, telecommunications and information technology
has had a major impact on the way companies bring value to their customers. The
technology boom has created exciting new ways to learn about and track customers, create
products and services tailored Co meet customer needs, distribute products more
efficiently and effectively, and communicate with customers in large groups or one-to-one.
For example, through videoconferencing, marketing researchers at a company's
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headquarters in Mew York can look in on focus groups in Chicago or ljaris without ever
stepping on to a plane. With only a few clicks of a mouse button, a direct marketer can tap
into online data services to learn anything from what car you drive to what you read to
what flavour of iee cream you prefer. Using today's vastly more powerful computers,
marketers create detailed databases and use them to target individual customers with offers
designed to meet their specific needs and buying patterns. With a new wave of
communication and advertising tools - ranging from eel! phones, fax machines and CD-
ROMS to interactive TV and video kiosks at airports and shopping malls - marketers can
zero in on selected customers with carefully targeted messages. Through electronic
commerce, customers can design, order and pay for products and services - all without
ever leaving home. From virtual reality displays that test new products to online virtual
stores that sell them, the boom in computer, telecommunications and information
technology is affecting every aspect of marketing.

Text 6. Channels of marketing

Individual consumers and corporate/ organizational buyers are aware that thousands
of goods and services are available through a very large number of diverse channel outlets.
What they may not be well aware of is the fact that the channel structure, or the set of
institutions, agencies, and establishments through which the product must move to get to
them, can be amazingly complex.

Usually, combinations of institutions specializing in manufacturing, wholesaling,
retailing, and many other areas join forces in marketing channel arrangements to make
possible the delivery of goods to industrial users or customers and to final consumers. The
same is true for the marketing of services. For example, in the case of health care delivery,
hospitals, ambulance services, physicians, laboratories, insurance companies, and
drugstores combine efforts in an organized channel arrangement to ensure the delivery of a
critical service. All these institutions depend on each other to cater effectively to consumer
demands.

Therefore, marketing channels can be viewed as sets of interdependent organizations
involved in the process of making a product or service available for use or consumption.
From the outset, it should be recognized that not only do marketing channels satisfy
demand by supplying goods and services at the right place, quantity, quality, and price, but
they also stimulate demand through the promotional activities of the units (e.g., retailers,
manufacturers' representatives, sales offices, and wholesalers) comprising them.
Therefore, the channel should be viewed as an orchestrated network that creates value for
the user or consumer through the generation of form, possession, time, and place utilities.

A major focus of marketing channel management is on delivery. It is only through
distribution that public and private goods can be made available for consumption.
Producers of such goods (including manufacturers of industrial and consumer goods,
legislators framing laws, educational administrators conceiving new means for achieving
quality education, and insurance companies developing unique health insurance coverage)
are individually capable of generating only form or structural utility for their «products*.
They can organize their production capabilities in such a way that the products they have
developed can, in fact, be seen, analyzed, debated, and. by a select few perhaps, digested.
But the actual large-scale delivery of the products to the consuming public demands
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different types of efforts which create time, place, and possession utilities. In other words,
consumers cannot obtain a finished product unless the product is transported to where they
can gain access to it, stored until they are ready for it, and digested, exchanged for money
or other goods or services so that they can gain possession of it. In fact, the four types of
utility (form, time, place, and possession) are inseparable: there can be no «complete»
product without incorporating all four into any given object, idea, or service.

Text 7. GENERALITIES

One of the areas of management is marketing. Marketing is the process of planning
and executing the conception, pricing, promotion and distribution of ideas, goods, and
services to create exchanges that satisfy individual and organizational objectives.

Marketing makes products available where customers want them by transferring the
ownership of products to buyers. The entire business organization is involved in a dual
process of satisfying customer needs and achieving organizational goals.

Implementation of marketing concept begins and ends with marketing information
about customers — first to determine what customers need, and later to evaluate how well
the firm is meeting those needs.

A market consists of people with their needs, the ability to buy, and the desire and
ability to sell. Markets are classified as consumer and industrial markets.

Text 8. The evolution of management thought

Management thought has evolved in bits and pieces over the years. Although the
practice of management dates back to the earliest recorded history, the systematic study of
management is largely a product of the twentieth century. An information explosion in
management theory has created a management theory jungle. Five conventional
approaches to management are: (1) the universal process approach, (2) the operational
approach, (3) the behavioral approach, (4) the systems approach, and (5) the contingency
approach. A modern unconventional approach centers on Peters’ and Waterman's
attributes of corporate excellence.

Henri Fayol's universal process approach assumes that all organiza tions, regardless
of purpose or size, require the same management process. Furthermore, it assumes that this
rational process can be reduced to separate functions and principles of management. The
universal process approach, the oldest of the various approaches, is still popular today.

Dedicated to promoting production efficiency and reducing waste, the operational
approach has evolved from scientific management to opera tions management. Frederick
W. Taylor, the father of scientific manage ment, and his followers revolutionized
industrial management through the use of standardization, time and motion study,
selection and training, and pay incentives. Largely a product of the post-World War Il era,
operations management has broadened the scientific pursuit of efficiency to include all
productive organizations. Operations management specialists often rely on sophisticated
models and quantitative techniques.

Management has turned to the human factor in the human relations movement and
organizational behavior. Emerging from such factors as unionization, the Hawthorne
studies, and the philosophy of industrial humanism, the human relations movement began
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as a concerted effort to make employees' needs a high management priority. Today,
organizational behavior tries to identify the multiple determinants of job performance.

Advocates of the systems approach recommend that modern organiza tion, he
viewed as open systems. Open systems depend on the outside environment for survival,
whereas closed systems do not. General systems theory, an interdisciplinary field based on
the assumption that everything is systematically related, has identified a hierarchy of
systems and has differentiated closed and open system.

The contingency approach is an effort to determine through research which
managerial practices and techniques are appropriate in specific situations. It is
characterized by an open-system perspective, a practical research orientation, and a
multivariate approach to research.

Text 9. Organizing

Organizing is an important managerial function that translates strategy into a
systematic structure of authority relationships and task responsibilities. Contingency
organization design has grown in popularity as environmental complexity has increased.
Organization charts are helpful visual aids for organizers. Representing the organization’s
structural skeleton, organization charts delineate vertical hierarchy and horizontal
specialization.

The idea behind contingency design is to structure the organization to fit situational
demands. Consequently, contingency advocates contend that there is no one best
organizational setup for all situations. Diagnosing the degree of environmental uncertainty
is an important first step in contingency design. Field studies have validated the
assumption that organiza tion structure should vary according to the situation. Burns and
Stalker discovered that mechanistic (rigid) organizations are effective when the
environment is relatively stable and that organic (flexible) organizations are best when
unstable conditions prevail. Lawrence and Lorsch found that differentiation (division of
labor) and integration (cooperation among specialists) increased in successful
organizations as environmental complexity increased.

There are four basic departmentalization formats, each with its own combination of
advantages and disadvantages. Functional departmentalization is the most common
approach. The others are product-service, geographic location, and customer
departmentalization. In actual practice, these pure types of departmentalization usually are
combined.

Design variables available to organizers are span of control (the number of people
who report directly to a manager), decentralization, line and staff, and matrix. As
organizers have come to realize that situational factors dictate how many people a
manager can directly supervise, the notion of ideal span of control has become obsolete.
Decentralization, the delegation of decision authority to lower-level managers, has been
praised as being democratic and criticized for reducing top management’s control.
Strategic business foster a high degree of decentralization. Line and staff organization
helps balance specialization and unity of command. Functional authority serves to make
staff organization more organic by giving staff specialists temporary and limited line
authority. Matrix organizations are highly organic because they combine vertical and
horizontal lines of authority to achieve coordinated control over complex projects.

49



Delegation of authority, although generally resisted for a variety of reasons, is
crucial to decentralization. Effective delegation permit managers to tackle higher-priority
duties while helping train and develop lower-level managers. Although delegation varies
in degree, it never means abdicating primary responsibility.

Text 10. Market and Command Economies

Economics is a science that analyses what, how, and for whom society produces.
The central economic problem is to reconcile the conflict between people’s unlimited
demands with society’s ability to produce goods and services. In industrial Western
countries markets are to allocate resources. The market is the process by which production
and consumption are coordinated through prices. In a command economy, a central
planning office makes decisions on what, how, and for whom to produce. Economy cannot
rely entirely on command, but there was extensive planning in many Soviet bloc countries.
A free market economy has no government intervention. Resources are allocated entirely
through markets. Modern economies in the West are mixed and rely mainly on the market
but with a large dose of government intervention. The optimal level of government
intervention remains a problem which is of interest to economists. The degree of
government restrictions differs greatly between countries that have command economies
and countries that have free market economies. In the former, resources are allocated by
central government planning. In the latter, there is not any government regulation of the
consumption, production, and exchange of goods. Between the two main types lies the
mixed economy where market and government are both of importance.

J1 3. 'paMMaTHYeCKHE M JJeKCHIECKHE TeCThI:

Test 1. ITondepute k mpodeccusim (1 - 10) coorBeTcTBYIOIINE UM ONpeaeeHns (a -

)

1. a cashier a. an employee in an office, usually working for another
person, dealing with letters, typing, filing etc. and
making appointments and

arrangements
2. a lawyer b. a person whose job is to receive and pay out money in a
bank, shop,

hotel etc.
3. aninsurer c. a person who is trained and qualified in legal matters
4. a secretary d. a person who writes programs for a computer
5. a scientist e. someone who works or is trained in science
6. a receptionist f. a person undertaking to make payment in case of loss etc.
7. a solicitor g. a person to whom money is owed
8. a programmer h. a person employed to make appointments for and receive

clients at a hotel

9. a creditor I. a lawyer who prepares legal documents, advises clients
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on legal matters, and speaks for them in the lower courts
10. a merchant J. awholesale trader, especially one who trades with
foreign countries

Test 2. IloctaBbTe Ha3BaHMe npodeccuu (a - j) B COOTBETCTBHE KAMKIAOMY
pexiaaMHoMYy o0bsiBiaenno (1 — 10):

a) accountant f) computer operator
b) advertising executive g) chauffeur

c) assembly person h) receptionist

d) salesperson 1) personnel officer
e) clerk J) R&D Manager *

e R&D Manager — research and development manager
1. You will be in charge of a team of highly creative individuals delivering new quality
products and enhancing our existing range.
2. Reporting directly to Managing Director. You will take over financial control for all
aspects of daily operation. 3. Successful applicant will be articulate and presentable.
Remuneration includes retainer and car allowance plus commission structure.
4. Duties include filling, mailing, reception and other general office work.
5. Needed for night shift. Clean modern factory. Varied work. Good eyesight essential.
6. You will be an essential member of an agency responsible for some of the country’s top
accounts. You will be responsible for the administration of local and national promotions.
7. Some experience in the above-mentioned software is essential but training will be given
to the successful applicant.
8. Sober habits, clean driving licence, able to be on call 7 days per week at times. Uniform
supplied.
9. You are the first person our clients will meet so you need to be friendly, stylish and
efficient.
10. With particular responsibilities for recruitment and selection. Communication skills
and a pragmatic approach to solve essential problem.

Test 3. I pammamuueckue mecmut:

Test I. Choose the correct versions.

1. He had to spend about six months a. elder than
in a class with...students. b. older then
a. more younger c. more old then
b. younger 4. Nowadays Bob is eating more and
c. the youngest exercising ... than he used to.
2. It was absolutely the...food I have a. little
ever had. b. less
a. worst c. the least
b. worse 5. It’s not the ...place to live if you
c. most had want a quiet life.
3. She’s...I am. a. better
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b. good
c. best
6. You should practice speaking
English...
a. most
b. more
c. the most
7. Annis ...girl I have ever met.
a. the most beautiful
b. a more beautiful
c. the beautifulest
8. You can’t run as fast...
a. as me
b. than I can
c. as |l
9. Dick was ... of the three brothers.
a. the eldest
b. the oldest
c. elder
10.She speaks French...
a. very good
b. very well
c. very goodly
11.Peter will pass the exam if he
works...
a. hard
b. hardly
c. inahard way
12.At about 5 o’clock the executive
director arrived ... the office.
a. at
b. in
c. to
13.They decided to spend an evening
... the cinema.
a. in
b. at
Cc. inside
14.T’ve lost my key! How are we
going to get ... the flat?
a. into
b. to
c. through
15.They arrived ... Spain about two
hours ago.
a. at
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b. in
c. to
16.The house is on fire! We’d better
get ...!
a. out
b. off
c. from
17.1 really hate walking ...!
a. on feet
b. on foot
c. by foot
18.His wife wasn’t feeling too well
and she wanted to go ... home.
a. to
b. for
Cc. -
19.As a child, I was afraid of traveling

a. inthe air
b. by the air
c. by air
20.If I ...late, wait for me a little bit.
a. am
b. will be
21.Do you think they...our terms?
a. accept
b. will accept
22.1 wonder if the weather...fine
tomorrow.
a. Iis
b. will be
23.Do you know when the Production
manager ...from his business trip?
a. is back
b. will be back
24.1f you ...to the countryside
tomorrow, let me know.
a. go
b. will go
25.Do you know when they...house
a. move
b. will move



Test 4. Choose the correct versions.

1. ... that time my knowledge of English was minimal.
a. in
b. at
C. ...
2. My father comes home so tired that he can do little work ... the evening.
a. in
b. at
C. oOn
3. The BBC is showing this program ...Friday.
a. at
b. in
C. oOn
4. A lot of people were killed ... the war.
a. for
b. at
c. during
5. They’ve been building the house ... March.
a. during
b. for
c. since
6. They went to London ... Friday morning.
a. in
b. on
c. at
7. Tusually wake up ... 7 o’clock ... weekdays.
a. in ... at
b. at...on

C. on...in
8. She was born ...1999.
a. in
b. during
c. at
9. Kate and Ted are getting married ... this July.
a. in
b. ...
c. at
10.They met again ...the spring of 2005.
a. on
b. at
c. in
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11.Jane heard ... into the table.
a. that he bumped
b. him bump
¢. him bumping
12.Some firms expect ... twelve hours ...?
a. the guards to work
b. that the guards work
c. the guards work
13.Don’t you feel the house ...?
a. to shake
b. shaking
c. shook
14.The crowd parted to let the happy couple ... through.
a. going
b. togo
c. go
15.1 saw him ... the road and... down a staircase that led to the Underground.
a. crossing ... disappeared
b. crossed ...disappearing
C. crossing...disappearing
16.What kind of world do we want our children ...from us?

a. toinherit
b. inherit
c. inheriting
17.Experienced teachers help you ... quickly.
a. learn
b. to learn
c. learning

18.1 was sitting on my windowsill, eating bread and cheese and watching the sun ...

a. going down
b. go down
c. togodown
19.You should use the money to make your home ...lovely.
a. to look
b. looking
c. look
20.Did I hear you... would like to sell your car?
a. said
b. say
c. saying
21.1 believed ... the most reliable person.
a. herto be
b. her be
C. inher to be
22.Mary hated her boyfriend ...
a. laugh at
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b. to be laughed at
c. laughed at
23.I’d like ... with us for another week.
a. you to say
b. that you will say
C. you say
24.1 could feel the earth ... as the earthquake began.
a. that shook
b. to shake
c. shake
25.1 expect ... her test this time.
a. Anna pass
b. Anna to pass
c. Anna passing

Test 5. Choose the correct versions.

1. He can play golf well, ...?
a. ...,doesn’t he?
b. ..., can he?
C. ...,can’t he?
2. You like black coffee, ...?
a. ..., aren’t you?
b. ..., don’t you?
C. ..., doyou?
3. I met my (good) friend yesterday.
a. goodest
b. better
Cc. best
4. Dorothy is (young) in her family.
a. the youngest
b. the younger
c. young
5. Nowadays Bab is eating more and exercising ... than he used to.
a. little
b. less
c. the least
6. It’s not the ...place to live if you want a quiet life.
a. better
b. good
C. best
7. Diana can’t ski and she can’t skate ....
a. too
b. also
c. either
8. She’s ... work from 9 a.m. to 6 p.m.
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a. in
b. at
c. on
9. She sat down ... him on the sofa.
a. alongside
b. nextto
c. with
10.Last year he spent a lot of time traveling ... London and Liverpool.
a. between
b. from
c. in
11.Everyone ... that women are equal to men.
a. know
b. knows
c. is knowing
12.Too ...people still smoke.
a. many
b. much
c. alotof
13.She doesn’t speak...English.
a. many
b. much
c. alotof
14.(3) were absent from the lecture.
a. Three
b. Third
c. thirty
15.The (2) lesson begins at eleven o’clock.
a. two
b. second
c. twenty
16.... of students were present at the meeting.
a. Hundreds
b. The hundred
c. A hundred
17.... of people greeted the Russian representatives.
a. The thousand
b. Thousand
c. Thousands
18.We aren’t rich. We aren’t poor ... .
a. too
b. either
C. SO
19.Mrs. Potts wants to live in the country. ... does Mr. Potts.
a. either
b. so
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C. neither
20.In most countries you ... a special license to hunt wild animals.
a. have to need
b. can have
C. may have
21.My aunt leaves for work at (8.30).
a. half past eight
b. thirty to seven
C. quarter past eight
22.1 usually get up at (7.10).
a. ten minutes to six
b. ten minutes to seven
c. ten minutes past seven
23. My father likes driving ....
a. really fast
b. very fastly
c. fastly
24. “What are you doing?” — “I ... the fish to see if it’s all right.”
a. amsmelling
b. smell
c. do the smelling
25. Someone ... to speak to you on the phone.
a. is wanting
b. want
c. wants

Test 6. Choose the correct versions.

1. ... strange began to happen.
a. Anything
b. Something
c. Nothing
2. 1believed ... the most reliable person.
a. herto be
b. her be
c. inher to be
3. Mary hated her boyfriend ... .
a. laugh at
b. to be laughed at
c. laughed at
4. I’dlike ... with us for another week.
a. you to say
b. that you will say
C. you say
5. Itried to get her on the phone but she ... .
a. already left
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10.

11.

12.

13.

14.

15.

16.

b. already had left
c. had already left
Please be quite! Don’t say ... !

a. nothing
b. anything
c. something
He ... his wallet on the train.
a. lost
b. had lost
c. has lost

The boy ... his hand because he knew the right answer to the question.
da. rose
b. raised
c. hasrisen
No one of my classmates has ... London.
a. beento
b. beenin
C. gone to
Since | ... university, I’ve been interested in sociology.
a. have been met
b. was at
c. has gone to
After leaving school, James ... it very difficult to get a good job.
a. has found
b. found
c. had found
When ... her new fur coat?
a. did she buy
b. has she bought
c. did she bought
When we finally got to the airport, the plane ... yet.
a. hadn’t landed
b. didn’t land
c. wasn’t landing
Christina said that ... week had been the longest one in his life.
a. that night
b. tonight
c. last night
My neighbour said that her nephew had been killed in a skiing accident a few days

a. ago

b. before
c. before long
Charles said that he hadn’t seen the office manager ....
a. last night
b. the night before
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c. yesterday in the evening
17.1 ... give up algebra because it got difficult for me.
a. was able to
b. was allowed
c. hadto
18. Nobody ... Charlie Chaplin completely.
a. knew
b. has known
c. was know
19. When ... from his business trip?
a. has he returned
b. did he return
c. was he returning
20. How long ago ...?
a. did they marry
b. have they married
c. they married
21. Letters ... sent to all our clients every week.
a.are
b.have been
c.are been
22. Nothing can ... done about this.
a. be
b. be being
c. have been
23. Ann ... taken to hospital only tomorrow.
a. will be
b. is
c. is being
24. When she was young, she ... people. Nobody liked it.
a. had always criticized
b. was always criticizing
c. always criticizing
25. Everybody ... the party when the police arrived.
a. were leaving
b. was leaving
c. had left

PA3JEJI 3. Onucanue noka3sareJieid 1 KpUTEpHeB OLICHUBAHMS KOMIIETEHIIUI Ha
Pa3JIMYHBIX 3Tanax UX (POPMUPOBAHUSA, ONIMCAHUE IIKAJ OLCHUBAHMS

bamneHO-pelfiTuHTOBasE cHUcTeMa  SBASETCS 0a30BOM  CHCTEMOW  OIICHUBAaHMS
c(hOpMHUPOBAHHOCTH KOMIETEHITUH 00yJaronuxcst 09HOM (GOpMbI OOyICHHS.

HtoroBast oreHka c(hOpPMHUPOBAHHOCTH KOMMETEHIMHU (i) 00ydJaromuxcsi B paMKax
OQITbHO-PEUTUHTOBOM  CHCTEMBI  OCYIISCTBIISIETCS B XOJE€ TEKYIEro KOHTPOJISA
YCIIEBAEMOCTH, MNPOMEKYTOYHOM aTTecTallud W ONpeAessieTcss Kak cyMMa Oalios,

59



MOJyYEHHBIX 00YUYaAIOUIIMICS B PE3yIbTaTe MPOXO0KACHUS BceX (POPM KOHTPOJIS.

Ouenka chOpMUPOBAHHOCTH KOMIIETEHIMHU(M) MO JUCHUIUIMHE CKJIaJbIBACTCS U3
JBYX COCTaBJISIIOUIUX:

v/ mepBas  COCTaBISIONIAsT — OIEHKA MperojaBaresieM CHOPMUPOBAHHOCTH
KoMIeTeHunnu(ii) B TEUYCHHE CEeMEeCTpa B XOAE TEKYIIEro KOHTPOJS YCIIEBaeMOCTH
(makcumym 100  OammoB). CTpykTypa TIEpBOM  COCTaBIAIONIEH  ONpenessercs
TEXHOJOTMYECKOW KapTOW AUCLMIUIMHBI, KOTOpas B Hayajle CeMecTpa IOBOIUTCS [0
CBEJIeHUSI 00y4arOIINXCS;

BTOpas  COCTaBJsOIlass —  OIEHKa Cc(HOPMUPOBAHHOCTH
oOyyaromuxcs Ha 3auete (MakcuMyM — 20 0assioB).

JUIst CTYZI€HTOB OYHO-3a0YHOM M 3a04HOM (hopm 00yueHus IpuMeHsTcs 4-0auibHast
u OuHapHas MIKaJdbl OLEHUBAHUS PE3yJNbTaTOB TEKYIIETO KOHTPOJS YCIIEBAEMOCTH H
NPOMEXKYTOUHOW aTTeCTalluN 00yJarOIIUXCS.

KoMIeTeHIuu (i)

YPOBHH IIPOJABHUHYTHIN 0a30BbIN IIOPOTOBBIN JIOIIOPOTOBBIN
O0CBOCHUA YPOBEHb YPOBEHb YPOBEHb YPOBEHb
KOMIIeTeH N
i
100 — 85u=> 70 — 84 51 -69 0-50
O0aJIbHaA
IKaJIa
4 — pannbHAs |  COTIIMYHO» «XOPOLLIO» «YIOBJIETBOPH | «HEYIOBIIETBO
IKAJIa TEJILHO» PUTEIIBLHO
bunapuas 3auTeHo He 3aureno
IKaJ1a

IlIkasa oueHOK NMpPH TEKyIeM KOHTPOJIE YCIeBAeMOCTH
10 PA3JIMYHBIM MOKA3ATEJAM

Iokazamenu ouenueanusn bannwi Ouenka
chopmuposannocmu KomnemeHyui

BrinonHeHre npakTUYECKUX 3aJaHuI

0-20 | «HEYIOBJIETBOPUTEIHHOY
«yIIOBJICTBOPUTEILHOY
«XOPOIIIO»

«OTIIMYHOY
«HEYIOBIIETBOPUTEIHHOY
«yIOBIIETBOPUTEIHHO
«XOPOIIIO»

COTIIMYHOY
«HEYIOBIIETBOPUTEIHHOY
«yIOBIIETBOPUTEIHHOY
«XOPOTIIIO»

COTIIMYHOY

0-20

OTBeTHI HAa YCTHBIE BOIIPOCHI

TectupoBaHue 0-30
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[IpoBenenue poaeBoOr UTPbI

0-10 | «HEeymOBIETBOPUTEIHLHOY
«yIIOBIIETBOPUTEIHHOY
«XOPOIIIOY

«OTJIIMYHO»...

Pemmenue xericoB

0-20 | «HEyIOBIETBOPUTEIHLHO
«yZIOBJIETBOPUTEIHLHOY
«XOPOIIO»

«OTJIMYHO»

Brinonnenue u my6iaudHas 3amura pedepara

0-4 «HEYIOBJIETBOPUTEIBHO»
«yOBIIETBOPUTEIHHO
«XOPOILIO»

«KOTIIUYHO»

Yuyactue B JAUCKYCCHH, I[€6aTaX, «KpYTJIOM

CTOJIC»

0-10 | «HEeyIOBIETBOPUTEIHLHO
«yJIOBJIETBOPUTEIHHOY
«XOPOIIOH

KOTIIUYHO»

BrinosHnenue "

PE3CHTALINU

nyoJIMaHas

3alnTa

CHCYHOOBJICTBOPUTCIIBHO»
«YAOBJICTBOPUTCIIBHO»
«XOpomo»

KOTIIUYHO»

CooTBeTCTBHE KPUTEPHEB OLIEHMBAHUA YPOBHIO OCBOEHUSI KOMIIETEHIHIi 110
TeKylleMy KOHTPOJII0 YCIIeBAeMOCTH

bannmn Ouenka Ypoeenw Kpumepuu oyenusanusn
0Cc80eHUsA
KomnemeHyu
u
0-50 | «meynosnerBop | Jomoporoseiii | OO0yuatomuiicas He TpUOOpeN 3HaAHWUS,
UTEIBHOY ypOBEHb YMEHHUS M HE BJIaJICeT KOMIIETCHIIHSIMU
B 00BeMe, 3aKperuieHHOM paboueit
IPOrPaMMON TUCITUTUTUHBI
51-69 | «ymosnerBoput | [loporosiii He menee 50% 3amanuii, nmojjexammx
[13: (O ypOBEHb TEKYIIEeMy KOHTPOJIO YCIEBAEMOCTH,
BBITIOJTHEHBI oe3 CYIIIECTBEHHBIX
(01105 ( ) 3
70-84 | «xoporo» bazoBbiii OOyyaronuMcsi BBITIOJTHEHO HE MEHee
YPOBEHD 75% 3anaHuii, MOJJIEKAIMNX TEKYIIEMY

KOHTPOJIFO  yCTIICBAaGMOCTH, WJIH TIPH
BBITIOJITHCHUW BCEX 3aJIaHWK JIOMYIICHBI
HE3HAYHUTEIIbHBIE OIIINOKH;
oOyJaronMiicss  TMoka3zall  BJaJCHUE
HaBBIKAMHU CHCTEMAaTH3allMM MaTepuaia
U TPUMCHCHHS €ro TMpH PEHICHUH
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MMPaKTUYCCKUX BaI[aHHfI; 3aJaHus

BBIIIOJIHEHBI 0€3 OIIHOOK

85-100

«OTIHUYIHO»

IIponBunyTHII
YPOBEHb

100% 3aJaHui, MO JICKAIIIX
TEKYIIEeMy KOHTPOJIO YCIEBAEMOCTH,
BBITIOJTHEHBI ~ CAMOCTOSITEIBHO W B
TpeOyeMoM o00beme; 0Oydaromuiics
MPOSIBISIECT yMEHUE 0000111aTh,
CUCTEMaTU3UPOBATh MaTepHua u
NPUMEHATh  €r0  TpH  PCIICHHH
NPAKTHYCCKUX  3aJaHul;  3a7aHus
BBITIOJTHEHBI C 10 IpOOHBIMU
MOSICHEHUSIMA M apTYMEHTHPOBAaHHBIMHU
BBIBOJIAMH

IIIkajia OLEHOK MO NPOMEKYTOYHON ATTECTALMU

Haumenoeanue popmut bannn Ouenka
nPOMEIHCYMOUHOU
ammecmayuu
DK3aMeH 0-30 «HEYIIOBJIETBOPUTEILHO

«YOBIIETBOPUTEIHHOY
«XOPOIIIO»
«OTJIIMYHOY

3auer 0-20 «3aUTEHO»

«HC 3a4YTCHO»

CooTBeTcTBHE KPHTEPHEB OLICHUBAHUSA YPOBHIO OCBOCHHMS KOMIIETeHIIUI
10 MPOMEKYTOYHOM aTTecTAllUM 00y4Yaromuxcs (3a4er)

bannwi Ouenka Ypoesenw Kpumepuu ouyenusanun
0CB80eHUA
KomnemeHuyu
u
0-10 «HezauteHo» | Jlomoporossl | OOyuaromuiics He mpuoOpen 3HaHUS,
1l ypOBEHb YMEHUA U HE BIAJEET KOMIETEHUUSIMU
B 00BEMe, B3aKperieHHOM paboueit
porpaMMon TUCITUTUTAHBL;
oOydJaromuiics He CMOT OTBETHTh Ha
BOIPOCHI
11-14 «3a4TCHO» [Toporossiit OOyJaronuics JaJI HEMOJIHBIC OTBETHI
YPOBEHb Ha BONPOCHl, C  HEJAOCTATOYHOI
apryMeHTalue, MPaKTHYECKUE
3a71aHUsl BBITIOJTHEHBI HE MOJIHOCTHIO,
KOMIIETEHIUH, OCBaMBaEeMbIe B
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npoiecce HM3y4eHUs  JAUCIUTUIMHBI
c(hopMHUpOBaHbI HE B MOJTHOM 00BEME.

15-17

«BadYTCHO»

bazoBrbIit
YPOBEHbD

OOyuyaroumuiics B LEJIOM MpUOOpen
3HAHUS W YMEHUS B paMKax
OCBaMBAaE€MbIX B TpoIlecce OOyuUeHUs
N0  JOUCHUIUIMHE  KOMIICTCHIIUH;
oOyyaromuiicss OTBETWJI Ha  BCE
BOTPOCHI, TOYHO Jall ONPEICICHUs U
TIOHATHS, HO 3aTpyAHsIeTCS
TIOJITBEPIUTH TEOPETHUECKHE
TIOJIOKEHUS NPaKTHYECKUMU
npuMepamMu; OOydYaroIuics ToKa3al
XOpoIIe 3HAHUSA [0  MPEAMETY,
BJIaJICHUE HaBBIKAMH CHCTEMaTH3aIlluU
MaTepuania W TOJTHOCTHIO BBITTOTHIII
NPaKTUYECKUE 3aaHusI

18-20

«BaduTCHO»

[IpoaBuHYTHI
1 ypOBEHD

OOyuvatomuiicss npuodpen 3HaHMUS,
YMEHUS W HAaBBIKH B TIOJTHOM O0BEME,
3aKperieHHOM pabodeil mporpaMMoi
JTUCIHMIUTAHBL,  TEPMHHOJIOTHYECKUMA
anmapaT MCIOJb30BaH IPaBUJIBHO;
OTBETbl  IOJIHBIE, OOCTOSITEIBHBIE,
apryMEHTUPOBaHHbIE, MOATBEPKICHbBI
KOHKPETHBIMU npUMepamu;
oOyyaroluiicss MposIBISIET yMEHUE
00001aTh, CHUCTEMAaTH3UPOBAThH
MaTepual U BBIIOJIHAET NPAKTUYECKUE
3aJlaHus C OJPOOHBIMU MOSICHEHUSAMHU
U apryMEHTHUPOBaHHBIMU BbIBOJIAMU

CooTBeTCcTBHE KPUTEPHEB OIIEHMBAHUS YPOBHIO OCBOEHH KOMIIeTeHIIMii

10 MPOMEKYTOYHOM aTTeCTAUMHU 00yYAIIUXCH (IK3aMeH)

bannwm

Ouenka

Ypoeenw
0C80eHUs
KomMnemenyu

«

u

Kpumepuu ouyenueanusn
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0-9

«HCYIOBJICTBOP
HUTCIBHO»

Jlormoporosblit
YPOBEHD

OOyuaronuiicss He MpuoOpesN 3HAHUS,
YMECHUS u HE BIIaJICET
KOMIICTCHIIUSIMH B o0BeMe,
3aKpeIJIEHHOM paboyel mporpaMMoi
TUCIUIUTMHBI;,  OOyJalomuics  He
CMOT OTBETHUTH Ha BOTIPOCHI

10-16

«YIOBJIETBOPUT
EIBHOY

[Toporoseii
YPOBEHb

OOyuaromuiics  Jad  HEMNOJIHbIE
OTBETHI Ha BOTIPOCHI, C
HEJI0CTaTOYHOU apryMeHTalueu,
MIPAKTUYCCKUE 3aJIaHUsI BBITOJTHCHBI
HE  TOJHOCTHIO,  KOMIICTEHIIHNH,
OCBaMBaEeMbIE B TPOIECCE W3YYCHUS
JTUCITUTUTHHBL  COOPMHPOBAHBI HE B
MIOJITHOM O0BEME.

17-23

«XOpomo»

bazoBblit
YPOBEHbD

OOyuaromuiics B 1eJ0M Tpuodpen
3HaHUS U YMCHHS B paMKax
OCBaMBaeMbIX B TIpollecce O0YYCHUS
M0  JUCHUIUIMHE  KOMIICTCHIUN;
oOyJaromuiicss OTBETHJ Ha  BCE
BOTIPOCHI, TOYHO JIaJl ONPEJCICHUS U
TIOHSITHSI, HO 3aTpyIHSACTCS
TIOJITBEPIUTH TEOPETUYECKUE
TIOJIOXKCHHUS PAKTUYECKUMH
IpUMepamMu; OO0yYarOIIHIiCs TToKa3al
XOpOIINe 3HAHUS 10 TIPEIMETY,
BJIaJICHUE HaBBIKAMHU
CUCTeMAaTH3allud  Marepuajia W
TIOJTHOCTBIO BBITTOJTHHIT
NPaKTHYECKUE 3aJaHVsI

25-30

«OTIHNYIHO»

[IponBuHYTHIN
YPOBEHb

OOyyvaromuiicss mpuoOpen 3HaHUS,
YMEHHS U HaBBIKU B TIOTHOM 00beMe,
3aKperyieHHOM pabodeit mporpaMmmMoin
JNUCLUUIUIMHBL, TEPMUHOJIOTUYECKUI
anmapaT HCIIOJIb30BaH MPAaBUIBHO;
OTBETHl TIOJHBIE, OOCTOSITEIBHBIC,

apryMeHTHPOBaHHBIC,
MTOATBEPIKICHBI KOHKPETHBIMHU
pUMepaMu; oOyJaromuics

IpOSIBISIET  yMeHHe  0000IIaTh,
CHUCTEMATU3UPOBaTh  MaTepHal U
BBITIOJHACT MPAKTHYCCKHUE 3aJaHus C
HOJAPOOHBIMH  MOSCHEHHSIMH U
apryMEHTHUPOBAHHBIMHU BBIBOJIAMHU
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PA3JIEJI 4. MeToanueckue MaTepuaJibl, onpeae/siioiiie nNpoueaypbl OUeHUBAHMS
3HAHUI, YMEHHUI, HABBIKOB, XapaKTepu3ywuue 3tanbl GopmMupoBaHus
KOMIIeTeH N i

[Ipouenypa oueHUBaHUS — MOPSAOK IEUCTBUU IIPU IOATOTOBKE W IPOBEIAECHUU
aTTECTAllMOHHBIX UCTIBITAHUN U (DOPMUPOBAHUU OLICHKHU.

[Ipouenypa mNpOMEXKYTOUYHOW AaTTECTALlMM MPOXOJUT B  COOTBETCTBUU  C
ITonoxeHnem 0 IPOMEKYTOYHOM aTTECTAllMU 3HAHUU CTYIEeHTOB U ydamuxces AI'YHX.
- ATTECTallMOHHBIE MCIHBITAHUS MPOBOJATCS MPENOJaBaTEIEM, BEAYIIUM JEKIMOHHbIC
3aHATHS MO JaHHOW NIHCUUIUIMHE, WIH MPENoJaBaTeNIIMU, BEIYIIMMHU MNPAKTUYECKUE U
nabopaTtopHbie 3aHATUS (KpOME YCTHOro »k3aMeHa). [IpucyTrcTBuEe MOCTOPOHHMX JIUIl B
XO0Jle TPOBEJCHHUS aTTECTAlMOHHBIX HCHOBITAHUM O0€3 pa3pelieHus: pekTopa Wiu
npopeKkTopa HE JIONyCKaeTcss (3a  HMCKIIOYEHHEM pa0OTHUKOB  YHUBEPCHUTETA,
BBITIOJIHSIFOIIUX KOHTPOJIMPYIOIIKE PYHKIMH B COOTBETCTBUU CO CBOMMHU JOJKHOCTHBIMHU
oOsi3aHHOCTSAMU). B ciydae OTCYTCTBUSL BEAYIIEro MperojiaBaTelsl aTTeCTallMOHHBIE
UCIIBITAHUSI TPOBOJSATCA MPENOJaBaTeeM, HA3HAYEHHBIM MUCBMEHHBIM PACIOPSAKEHUEM
o xkadenape.
- THBasIMBI ¥ MIIA C OTPAHUYEHHBIMU BO3MOXKHOCTAMU 370POBbs, UMEIOIIME HAPYIICHUS
OTMOPHO-/IBUTATEIIBHOTO alapara, JOMYCKAaIOTCd Ha AaTTECTAllMOHHBIE UCIBITAHUS B
CONPOBOXJIECHUHN aCCUCTEHTOB-COMPOBOMKIAIOIINX.
- Bo Bpems aTTeCTallMOHHBIX UCIHBITAHUM O0OYyYaloImMecss MOTYT IOJIb30BaThCSA
IporpaMMOM JIMCUUIUIMHBI, a TaKXe C pa3pelieHus] MpernojaBaTes CHOPaBOYHOM H
HOPMATUBHOM JIUTEPATYPOU, HEIPOTPAMMHUPYEMBIMU KAJIBKYJIATOPAMH.
-  Bpemsa moarotoBkud OTBETa MpH cjaade 3ayeTa/sK3aMeHa B YCTHOH (opMme TOIKHO
cocTaBisiTh He MeHee 40 MUHYT (IO KeJaHWIO OOYYalomIerocs OTBET MOXKET OBITh
JOCpOYHBIM). Bpems oTBeTa — He 60see 15 MUHYT.
- [Ipy mOArOTOBKE K YCTHOMY DK3aMEHY 3K3aMEHYEMbIW, KaK ITPaBUJIO, BEIET 3aIllUCU B
JIUCTE YCTHOTO OTBETA, KOTOPBIM 3aTEM (10 OKOHYAaHUM DK3aMEHA) CAAETCS SK3aMEHATOPY.
- Ilpm mnpoBeaeHUMHM YCTHOTO OHK3aMEHa »SK3aMCHAIMOHHBIN OWJIET BBIOMpAET cam
AK3aMEHYEMBIN B CIIYYaHOM TOPSJIKE.
- DK3aMEHATOpy NPEJOCTABISETCS IMPaBO 3aJaBaTh OOYYAIOMIUMCS JOTIOJHUTEIIbHBIC
BOIIPOCHl B paMKax MPOTrpaMMbl JUCHMILJIMHBI TEKYIIEr0 CEMECTpa, a TAKXKE, MOMHUMO
TEOPETUYECKUX BOMPOCOB, [1aBaTh IMMCbMEHHBIC 3aJ[aHUs, KOTOPHIE M3Y4AJIUCh Ha
MPAKTUYECKUX 3aHATUAX.
- OmneHka pe3yJbTaTOB YCTHOTO  aTTECTAI[MOHHOTO  WCIBITAHUS  OOBSBIACTCS
oOydJaromumMcs B JCHb €ro npoBeacHus. [Ipu mpoBeeHN MMChbMEHHBIX aTTeCTAIMOHHBIX
WCTIBITAHUN WJIM KOMIBIOTEPHOTO TECTUPOBAHUS — B JICHb X IPOBEJACHUS WU HE MO3IHEE
cleayroIero paboyero JTHs MOCIE UX ITPOBEICHHUS.
- Pe3ynbTarhl BBINOJTHEHUS AaTTECTAIMOHHBIX HCIBITAHWN, MPOBOAUMBIX B MUCHbMEHHOU
dbopme, GopmMe HTOrOBOM KOHTPOJBHOW pPadOTHl WM KOMIIBIOTEPHOTO TECTHPOBAHHS,
JOJKHBI OBITH OOBSBICHBI 00YYAIONMIUMCS U BHICTABIICHBI B 3aU€THBIC KHM)KKHM HE MO3/THEE
CJIEYIOLIETO paboyvero JHs MOCie X MPOBEACHUS.

HUtoroBeiMu ¢gopmMamu KOHTpoJs mo aucuurmiaude spiasercs 3audetr (I, 1, I
cemectp), ak3ameH (IVcemectp).
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Ha TectupoBanme otBomutcss 30 muHyT. Kaxknplii BapmaHT TECTOBBIX 3alaHUMN
BKuTtoyaeT 30 BompocoB. 3a KaXK/bIi MpaBUJIbHBINA OTBET Ha BOMpoc gaercs 1 Gam.

TecTupoBaHrue MOXET MPOBOAMUTCS C MOMOIIbIO aBTOMaTU3UPOBAHHOM MPOTrpaMMBbl
«Cnpyt». Pe3ynbrar TecTHpOBaHHSA YCTaHABIMBAETCS C YYE€TOM BBIOOpA aiaropurMa
pacuera oueHKH. TecT cjaH MpH yCIO0BUM, €CIM HaOpaHHbIE OAJIJIbI CTYIEHTOM HE MEHbILIE
npoxonHoro Oamia (mopora caauu Tecta). Ilo okOHUaHMM pabOTHI C TECTOM CTYAEHTY
MPEIOCTABISETCS BO3MOKHOCTh NMPOCMOTPETh pPEe3yJIbTaThl TECTUPOBAHUS - KOJIUYECTBO
HaOpaHHBIX 0aJIOB, MEPEYEHb BOIPOCOB, HA KOTOPHIE AaHbl MPAaBWIbHBIC, HEMPABUIIbHbIE
Y HEMOJIHbIE OTBETHI.

MCTOI[I/IKa OLICHUBAHUS PE3YyJbTATOB TCCTUPOBAHUSA

Banne | Ouenka IHokazamenu Kpumepuu
25-30 «otmuaHo» (1. TlomHora BeIMONHEHUs| BeimomHneHo Gonee 85 % 3amaHuii MpemioKeHHOTO
TECCTOBBIX 3a)]aHI/II\/JI; TECTA, B 3aJaHUAX OTKPBLITOIO THIIA OaH HOJ'IHBIf/i,
2.  CBOEBpPEMEHHOCTh Ppa3BEpHYTHIM OTBET Ha IIOCTABJICHHBIN BOIIPOC

BBITNIOJIHCHHUS;
3.  IIpaBHJIBHOCTH OTBETOB
Ha BOIIPOCHI;

4.  CaMOCTOSITETLHOCTD

20 -24 «XOPOIIIO» Bremonaeno 6onee 70 % 3amaHuil peIoKEHHOTO
TeCTa, B 3aJaHMUSIX OTKPBITOTO THMNA JaH MOJHBIN,
pa3BEpHYTHII OTBET HA ITOCTaBJIEHHBIM BOIPOC;

OJHaKoO ObLIN JOITyHICHBI HETOYHOCTHU B

TCCTHPOBAHIA, ONpeJieJI€HNH HOHATHIA, TEPMHUHOB H [Ip.
15-19 «YIOBJIETBO 0. HT.A. Brimonneno Gonee 54 % 3amaHuil IpeAsIOKEHHOTO
PUTEITEHOY TECTa, B 3aJaHUAX OTKPBITOTO THIIA JaH HEMOJIHBIH
OTBET Ha TIIOCTaBJICHHBIA BOMPOC, B OTBETE HE
MPUCYTCTBYIOT JOKa3aTelIbHbIE MPUMEPHI, TEKCT CO
CTUITUCTUICCKUMHU u opdorpabudeckumMu
OIINOKAMU.
0-14 «HEYIOBJIET Beimonneno He  Oomee 53 %  3amaHuid
BOPHTEIHLHO MPEII0KEHHOTO TECTa, HA MOCTABJICHHBIE BOIIPOCHI
> OTBET OTCYTCTBYET WM HEIOJHBIN, JOMYIICHBI

CYIIECTBEHHBIE  OMIMOKM B  TEOPETUYECCKOM
Marepuaie (TepMUHAX, TOHITHSX).

YCTHBIM ONPOC MPEANOIaraeT yCTHBIM OTBET CTYACHTAa HAa OJWH OCHOBHOM U
HECKOJIbKO JIOTIOJHUTEIBHBIX BOMPOCOB ImpenogaBarensi. (OTBET CTyIOEHTa JOJDKEH
MPEACTaBIATh CO0O0M pa3BEPHYTOE, CBSI3aHHOE, JIOTMYECKH BBICTPOCHHOE COOOIIEHUE.
VY cTHBIE OITPOCHI MPOBOAATCA BO BpEMS TPAKTUYECKUX 3aHITUN, U MOTYT HCIIOJIb30BaThCS
B KA4eCTBE JIONOJHUTEIIBHOTO MCHBITAHUS IPU HEIOCTATOYHOCTH PE3YJIbTAaTOB
TEeCTUpOBaHUs. Bompockl ompoca HE JOJKHBI BBIXOJHWTH 3a PaMKH OOBSBICHHON st
JAHHOTO 3aHSATHS TEMBI.

IIpn BBICTaBIEHUM OLIEHKM NPENOAABATEIb YYUTHIBAET NMPABUIBHOCTH OTBETA IIO
COAEPKAHUIO, €ro MOCIENOBATEIBHOCTh, CAMOCTOSITEIBHOCTh CYXIECHUU W BBIBOJIOB,
YMEHHUE CBS3BIBATH TEOPETUUYECKHUE MOJIOKEHHS C MPAKTUKON, B TOM 4HUCIIEe U ¢ Oyayuien
po(ecCHoHaIbHOM eI TeTEHOCTBIO.

MeToauka ouleHUBAHHUSL OTBETOB HA YCTHBIE BONPOCHI (0OMpPOC)
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Bbaniabl Onenka

Iloxkazamenu

Kpumepuu

16- 20 «otauyHo» | 1. TTomnora

OTBCTOB;

JaHHBIX OTBCTOB,

BOIIPOCHI;

11 -15 «XOPOLIO»

6 -10 «Y/IOBJIETBO

PUTEIBHOY

«HEYNIOBJIET
BOPUTEIHHO
»

2. ApryMeHTHpOBaHHOCTh
3. IlpaBUIBHOCTH OTBETOB Ha

4, [Tonumanue matepuana

naHHbIX | 1) IlosiHO M apryMeHTUPOBAHHO OTBEYAET I10
COJIEPKAHMIO 3aJ[aHMS;

2) OOHapyXHuBaeT IOHMMaHUE MaTrepuala,
MOXET  OOOCHOBaTb  CBOM  CYXKJCHHS,
OPUMEHUTh 3HAHUS HA TMPAKTHKE, MPUBECTH
HEOOXO/JMMBIE TMPHUMEPHl HE TOJBKO IO
Y4EOHUKY, HO u CaMOCTOATEIIBHO
COCTaBJICHHBIE;

3) umznaraer martepuan IOCJIEIOBAaTEIbHO U

IIPABUJIBHO.

CrTyzeHT aaeT OTBET, YAOBJIETBOPSIOMIUNA TEM
e TpeOOBaHMSIM, YTO U Ui OLEHKU «5», HO
nomyckaer 1-2 ommOKu, KOTOpBIE caM XKe
VCIIPABJISIET.

CryneHt 0OHapyXuBaeT 3HAHHE u
NIOHMMaHHE OCHOBHBIX TIOJIOKEHUH JTAaHHOTO
3aJlaHus, HO:

1) uznaraer Marepuajg HENOJHO U JOMYCKaeT
HETOYHOCTH B OIPEICIICHUH TOHATHHA I
bopMynupOBKE PaBUIT;

2) He yMeeT JOCTaTOYHO TIyOOKO W
JI0Ka3aTeIbHO 000CHOBATh CBOM CYXKJEHUS U
IIPUBECTH CBOM MTPHMEPHI;

3) m3maraeT MaTepHaa HEHOCJIEAOBATEIBHO U
JIOTTYCKAeT ONUOKH.

CryneHT 0OHapYy)KMBaeT He3HAHHE OTBETa Ha
COOTBETCTBYIOIIIEE  3alaHue,  JOIYCKaeT
omuOK B (OPMYIUPOBKE OMpPEHCICHUN U
TIpaBHII, MCKa)KAIOIIHE 170 CMBICII,
OecropsiIoYHO W HEYBEPEHHO  H3JIaraeT
MaTepHuall; OTMEYAIOTCsl TaKue HEIOCTATKU B
MOJITOTOBKE CTYIICHTa, KOTOPBIC SIBIISIOTCS
CEpbE3HBIM TIPEHSATCTBUEM K YCHCITHOMY
OBJIAJICHUIO TIOCJICYIOIIHM MaTEPUAJIOM.

IIpakTHyeckoe 3ajanne (MUCbMeHHasi padoTa) BKIIOYEHO B TEKYIIUM KOHTPOJIb,

mpeamojaract HWHANBUAYAJIbHYIO HIIH
3aKPCIJICHUC,
COOTBGTCTBYIOIHCﬁ COACPKAHUIO KOMIICTCHIIHNH.

npeanojaraer  Jubo

CJIO’KHOCTH 3aJIaHus OT 5 10 15 MuH.

rpymnmnoByto  pabory. Ilucemennas pabora
aub0  TOBTOpPEHHE  TPOUAEHHON  TEMBI,
BpeMms BBIMOTHEHUST 3aBHCHT OT

MeToauka oueHMBAHHUS MPAKTHYECKUX 3aJaHUM

bannv Ouenka Hokazamenu Kpumepuu

18-20 | «Otnuuno» | 1. Pemenue KoMMyHMKaTHBHas 3ajada peEIIeHa IOJHOCTBIO.
KOMMYHHKaTHBHOM 3ajaHie  TOJHOCTBIO  BBINOJHEHO:  COJIEpXKaHHe
3aauu. OTpakaeT BCE aCHeKThl, YyKa3aHHblE B 3aJaHUH,
2.Conepxanue U | BBICKa3bIBaHHE JIOTUYHO. Jlekcuueckue,
OpraHu3aius TeKCcTa. | rpaMMaTHdeckue u  opdorpaduueckue  OMUOKH
3. JIekcuka. OTCYTCTBYIOT.
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11-17 | «Xopomio»

8-10 «Y noBiers
OPHUTEIILHO

0-7 «Heynosmne
TBOPHUTEIBH
o»

4. I'pamMaTuka
5.  Opdorpadus
Kayuurpapus

n

KommyHukaTuBHas 3a7a4a perieHa,
HEMHOTOYHMCJICHHBIE  SI3bIKOBBIE TMOTPEIIHOCTH  HE
MPENSTCTBYIOT TOHUMAHHUIO.

3ajaHue BBINIOJHEHO: HEKOTOPHIE aCIEKThI, YKa3aHHbIC
B 3aJIaHUU, PACKPBITHI HE TMOJHOCTHIO, BHICKA3bIBAHHE
B OCHOBHOM JIOTHYHO.

Hcnonb3yeMblid  CHOBapHbI  3amac  COOTBETCTBYET
MOCTABJICHHOW 3ajade, YydYallluiics II0Kas3ajd 3HaHue
JIEKCUKH U YCIICITHO MCIIOJIb30Ba €€.
I'pammaTtmdeckne  CTPYKTYpbl — HCHOJIB3YIOTCS B
COOTBETCTBUHU C MOCTABJICHHOW 3aJa4eil, NPaAKTUYECKU
OTCYTCTBYIOT OINHUOKH, COOJIFOJIACTCSl TPaBUIIBHBIN
MOPSIIOK CIIOB.

Opdorpaduueckue OIIMOKH MPaKTHYCCKH
OTCYTCTBYIOT, TEKCT HAIlMCaH C COOIIOCHUEM TIPABHUI
KaJuIurpaQuu.

KoMmMmyHuKaTHBHAS 3ajada pelIieHa, HO JIGKCHKO-
I'paMMAaTHYCCKHUE MOrpCIIHOCTHU MPEIATCTBYIOT
IIOHUMAHHUIO.

3amaHne BBITIOJHEHO HE TMOJHOCTBIO: COJIEpIKAHHE
OTpakaeT HE BCE AacCIleKThl, yKa3aHHBIC B 3aJIaHUH,
BBICKA3bIBAHUEC HC BCEraa JIOTUYHO.

Hcnonb3yeMblid  CHOBapHbI  3amac  COOTBETCTBYET
TIOCTaBJICHHOW 3a/1a4e, OJTHAKO CIIyJarOTCs OT/IENbHBIC
HETOYHOCTH B YMOTPEOJECHUU CIIOB, JIMOO CIOBAPHBINA
3arac orpaHlyeH, HO UCTIOIh30BaH MPABUIIEHO.
Nmeercs  psan  rpamMmaTHyecKux — OMIMOOK,  HE
3aTPYIHSIONINX TOHUMaHHE TEKCTa.

Nmeercs  psan  opdorpaduueckux  OMHOOK |
HE3HAYUTEIbHOE OTKJIOHEHHUE oT MIPaBUII
KaJuIurpaduu, 4yTo He 3aTPYAHSAIOT TOHUMaHUE TeKCTa.

KoMmmyHuKaTHBHAs 3a/1a4a HE pPeIIeHa

3amanne HE BBITOJTHEHO: COACPKAHUE HE OTPAXKAET T
aCIeKThl, KOTOPBIC YKa3aHbl B 3a/JIaHHH, OTCYTCTBYET
JIOTHKA B TIOCTPOEHUHU BBICKAa3bIBAHUSI.

Kpaline orpanmyeHHBI CJIOBapHBIM  3amac  He
MO3BOJISICT BBITIOJIHUTHh TOCTABJICHHYIO 3a/ayy WIH
oOydJaronuics HE CMOT MPaBUJIBHO HKCIOJb30BATh
CBOM JICKCMYECKHMW 3amac JjIsi BBIPAKECHHUS CBOMX
MBICIICH.

I'pammaTndeckue rmpaBuiia He COOTIOIAIOTC.

PoJieBasi urpa HampaBiieHa Ha YIUIyOJICHHE TEOPETUYECKUX 3HAHUH, MOTYUYEHHBIX
CTyICHTAMHU B XOJ€ NMPAKTUYECKUX 3aHSITUUA U U3YUYCHHS] OCHOBHOM U JTONMOJHHUTEIIHLHOU
JTUTEPATyphl 1O AUCIUIUIMHE, Pa3BUBAECT CIIOCOOHOCTH K CaMOCTOSITEIIBHOMY OTOOpY,
aHaJIu3y U cucTemMaTusaluu uHopManuu; (GopMUpPYeT KOMMYHUKATHBHBIE HAaBBIKH,
YMEHHE JOTUYECKU BEPHO, APTYMEHTUPOBAHO U SICHO CTPOUTH YCTHYIO P€Yb; CTUMYIUPYET
TOTOBHOCTh K KOOIEPAIUH C KOJUIETaMU, padoTe B KOJJICKTHBE.

1. TloaroToBKa K MpOBEAEHUIO Wrphl. Benymuii OOBACHSET CyThb METOAA, WIPOBbBIC
IpaBwiia M 3aJa4u y4acTHUKOB. Ha maHHOM 3Tane m3naraercs CLEHAapUil U OpraHu3yeTcs
WUTPOBOE MTPOCTPAHCTBO.
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2. HenocpeAacTBEHHOE NPOBEIECHHUE WIPhbl. YUACTHUKM B WIPE BOIUIOIIAIOT CLEHApUH,
MIPOUCXOJIUT «IIPOKUBAHUE» YYACTHUKAMHM NPOOJIEMHONW CHUTyalldkd B €€ HWIPOBOM
BOIUIOUIEHUH, T.€. B POJIEBOM HUIpe oOydaemble OBIIAJIEBAIOT OMBITOM JEATEIBHOCTH U
COOTBETCTBYIOLLIUX €MY IEPEKUBAHUM, CXOOHBIX C TE€M, YTO OHU NOJy4YWJIud Obl B
JNEUCTBUTEIBHOCTH.

3. TlogBenenue wutoroB wurpbl. CyTh [aHHOTO 3Tama — OCMBICIEHUE «IEPEKUTOrON.
Hauunate >xenaTenbHO C BepOanu3allMM YYaCTHHUKAMU WIPbl CBOUX MEpPEKUBAHUN
(omucaHusg CIIOBaMHM CBOMX OLIYIIEHWW, BO3HUKABIIMX [0 XOAYy HUIPbl) U oOOMEHa
HMOIIMOHATILHBIM OIBITOM MEXYy YYaCTHUKAMH UTPBIL.

MeToauka OLCHUBAHUA YYACTHA B POJICBOM UIpe

bannwn Ouyenka Ilokazamenu Kpumepuu

9-10 COTJIMYHOY 1. Tlomumora conepxanus | Comepxanue BBICTYTUICHUS TMIOJTHOE,
BBICTYIUICHHUSI. UCTIOJTB3YIOTCS KOHKPETHBIC (haxThI,
2. OCO3HaHHOCTh  TEMBI | OCO3HAHHOCTh TEMBI HIPBL. BBIpasuTeIbHOCTD
UTPBI. peud, yYMEHHE  YBOKHTEIBHO  OTBEUYATh
3. BeIpa3uTenbHOCTh peun. | coOeCeaHUKaM, CBOOOTHOE BIIQJICHUE
4. BriasieHre MaTepruaioM. MaTepHaIioM

6-8 «XOPOIIO» 5. PammonansHocTh | Comepkanue BBICTYIUICHUS MOJTHOE,
WCTIOJIb30BAHUS BPEMEHH. UCTIOJTB3YIOTCS aOCTpaKkTHBIC (haxThI,

OCO3HAHHOCTb TEMbI HIPBI. BI)IpaSI/ITeJ'II)HOCTI)
peun, CBO60)IHOG BJIAICHUEC MaTCprajIoM

3-5 «YIIOBJIETBOD Cozmepxkanue  BBICTYIUICHHS HE  IIOJIHOE,
WUTEITLHOY HCITOJIB3YIOTCS a0CTpaKTHBIC (hakThl,
OCO3HAaHHOCTb TEMBI UTPBIL.

HeswipazurenbHocTh peun. HepanumonanbHoe
MCII0JIb30BaHUE BPEMEHHU.

0-2 «HEYNIOBJIETB Henonnoe coJiep)KaHue BBICTYIUICHUS,
OpUTEIHHO HEOCO3HAHHOCTh TE€MbI UT'PbI, HEpPAIIOHATIHHOE
HCIO0JIb30BAHNE BPEMEHU

Pedepatr — »53T0 KpaTkuii 0030p MaKCHMMaJIbHOTO KOJMYECTBAa JOCTYITHBIX
nyOnauKanuidi Mo 3aJaHHON TeMme, C AJIEeMEHTaMH COIMOCTaBUTEIBHOTO aHaiu3a JaHHBIX
MaTEpHUAJIOB M C TMOCJIEAYIOIMMU BbIBOJAaMU. TpeboBaHUS K COAEpXKaHUIO: Matepual,
WCIIOJIb30BAaHHBIM B pedepare, MODKEH OTHOCHTCS CTPOTO K BBIODAHHOW TEME;
HEOOXOIUMO W3JI0KUTh OCHOBHBIE AaCHEKThl MPOOJEMBbI HE TOJBKO TPAMOTHO, HO M B
COOTBETCTBHH C TOW HJIM MHOU JIOTUKON (XPOHOJIOTHYECKOM, TEMATHIECKOM, COOBITUHHOMN
U Jp.); TIPU HU3JIOKEHUU CIEAYeT CTPYIIHUPOBATh WJEU Pa3HBIX aBTOPOB IO OOIIHOCTH
TOUYEK 3PCHHsI WM M0 HAYYHBIM IIKOJIAaM; pedepar JoKeH 3aKaHUYMBATHCA MOABEIACHUEM
WUTOTOB TIPOBEJIECHHON HCCIEAOBATEIIbCKON pabOThI: COAEpKaTh KPATKUM aHaIU3-
000CHOBaHHME TMPEUMYIINECTB TOW TOYKH 3PEHUS 1O PAacCMATPUBAEMOMY BOIIPOCY, C
KOTOpoU BrI conmmapHsl.

3amauamu pedepara SBISIOTCS:
1. dopMUpOBaHHUE YMEHHUW CaMOCTOSATENHLHON pabOThl O0ydYarOIUXCS C
WMCTOYHUKAMHU JINTEPATYPhI, ©X CUCTEMATHU3AIINS;
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Pa3BuTHE HABBIKOB JIOTUYECKOTO MBIIILJICHUS;
VYriybneHrue TeopeTHYECKUX 3HAHUH MO MpoOIeMe UCCIIeI0BaHuU.

MeToauka OueHMBAHUSA BbINOJTHEHUA pedepaToB

bannw

Ouenka

Ilokazamenu

Kpumepuu

«OTJIUYHO»

1. TlomHOTa BBITIOJIHEHMUS]]
pedeparos;

2. CBOEBpEMEHHOCTH,
BBITIOJTHCHHS;

3. IlpaBUJIBHOCTH OTBETOB
Ha BOTIPOCHI,

U T.JI.

«XOopouio»

BrimonHeHsl Bce TpeOOBaHHUS K HAMMCAHUIO U 3aIIUTE
pedepara: obo3HadeHa mpobiema W 0OOCHOBaHA &
AKTyalbHOCTb, CJEJNaH KpPaTKUH aHalIu3 pPa3IHIHBIX
TOUEK 3pEHUsI Ha paccMaTpuUBaeMylo mpolieMy u
JTOTHYHO U3JI0’KEeHA coOcTBeHHas MO3HIINSA,
cOpMyYITMPOBAHBI BEIBO/IBI, TeMa  PacKphITa
MOJTHOCTHIO, BBIJIEPKaH 00BEM, COOJTIOICHBI
TpeOOBaHUS K BHEIIHEMY OQOpPMIEHHIO, JIaHBbI
NpaBUJIbHBIC OTBETHI HA JIOTIOJTHUTEIBHBIE BOTIPOCHI.

«YHOBJICTBO
PUTEIILHO»

OcHoBHbIE TpeOoBaHuS K pedepaTy MU €ro 3ammure
BbIIIOJIHCHBI, HO IIpM 3TOM JOMMYIICHBI HCIOYCTHI. B
qJaCTHOCTH, HWMCIOTCA HCTOYHOCTH B H3JIOKCHHU
MaTepHaa, OTCYTCTBYET JoruyecKast
[OCJIEZIOBATEILHOCTh B CYXJACHUSAX; HE BBIIEp)KaH
00beM pedepara; UMEIOTCS YIYyIIeHUS B 0(OPMIICHUN;
Ha JIOIIOJTHUTCJIBHBIC BOIPOCHI IIPpU 3alUTC JaHbI
HCIIOJIHBIC OTBETHI.

«HEYOOBJIET
BOPUTCIIBHO
»

IMeroTcs cylecTBEHHbIE OTCTYIJICHUS OT TpeOOBaHUM
K pedepupoBanuo. B yacTHocTH: Tema oOcCBelleHa
UMb YaCTHUYHO; JOMYLIEHb! (aKTHUECKHE OLIMOKU B
colepkaHUM pedepara MIM TpU  OTBETE  HA
TOTIOJTHUTEIIbHBIE BOIIPOCHI.

Tema pedepata He packpbiTa, OOHAPYKHUBACTCS
CYIIECTBEHHOE HETIOHMMAaHUE MPOOJIEMBI

Case-study mpeacraBisier co0Oif METOJ aKTHBHOI'O IPOOJIEMHO-CHTYAI[HOHHOTO
aHanM3a, OCHOBAaHHBI Ha OOYYEHHUM TyTeM pEIICHUS KOHKPETHBIX 3a7a4-CUTYalui
(BeIOTHEHUST Kelc-3amanuii). Keiic mpexacraBiser coOoii MpoOJEMHYIO CHUTYaIHIO,
MpeyiaraéMyro CTyJIeHTaM B KaueCTBE 3a/1aui JIJIsl aHaJIM3a U MOUCKa PEIICHUS.

OOBIUHO Keiic COACPKUT CXCMATHUCCKOC CJIIOBCCHOC OIIMCAHHC CHTyaAlluu,

cTaTucTuueckue nanHele. Kelic gaeT BO3MOXHOCTh MPUOJIU3UTHCS K MPAKTUKE, BCTATh Ha
MO3ULIMIO YEJIOBEKA, pPeajbHO MpUHUMAIOLIEro pemieHus. O3HAKOMIIEHUE CTYIEHTOB C
TEKCTOM Keiica M TOCIEHYIOIIMi aHalu3 Keiica MOXET OCYIICCTBIATHCA 3apaHee (3a
HECKOJIBKO JHEH 70 ero OOCYXJeHHUs) KaK CcaMOCTOATENIbHas paboTa CTyICHTOB.
OO6cyxnenne HEOONBIIMX KEWCOB MOXXET OBITh BKJIIOYEHO B YYE€OHBIH Tporiecc, u
CTYIEHTBI MOT'YT 3HAKOMUTHCA C HUIMU HEMOCPEACTBEHHO Ha 3aHATUAX.

AHanu3 Kerca JOKEH OCYIIECTBISATHCA B ONPEACICHHOMN MOCIeA0BATEIbLHOCTH
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1. Beinenenue npoOaeMBl.

2. Tlouck ¢akToB 10 TaHHOH NpobdiIeMe.

3. PaccmoTpenue anbTepHATUBHBIX PEIICHHA.
4. BpiO0p 000CHOBaHHOTO PEILICHHUS.

MeToauka OLleHMBAHUA Kelic-3a1a4

Ouenka IHlokazamenu

bannw

Kpumepuu

18-20 [TomrOTa
Keiic-3a1ad,
CBOEBPEMEHHOCTh
BBITIOJTHCHHS;
IIpaBunbHOCTH
OTBETOB Ha BOTIPOCHI;

UT.nO

«OTJIUYHO» peIcHuAd

OcHoBHbIE TpeOOBaHMS K PEIICHUIO KeWc-3ama4
BBITIOJIHEHBI.  [IpoJIeMOHCTpUpPOBAHBI  yMEHHUE
AHAIIM3UPOBATH CUTYaLIUIO u HaxOJIUTh
ONTHUMAJIbHOE KOJMYECTBA pPEIICHUH, yMEHHUE
pabotarth ¢ MHpOpMaLMEW, B TOM YHCJIE YMEHUE
3aTpeboBaTh  JOMOJIHUTENIBbHYI0  HMH(QOpMAaIUIO,
HEOOXOJAUMYIO /I YTOUHEHMSI CUTYyallud, HABBIKU
YETKOTO M TOYHOTO U3JI0KEHHSI COOCTBEHHOM TOUKHU
3peHHsi B YCTHOM W THUCBMEHHOW  dopme,
yOeIUTEeTLHOTO OTCTANBAHUSI CBOCH TOUKU 3PEHUS;

11-17 «XOPOIIO»

OcHOBHBIE TpeOOBaHHS K pENICHHIO Kekc-3amad
BBITIOJIHEHBI, HO HpI/I 3TOM )IOHyHICHI)I HCIOYCTHI. B
YaCTHOCTH, HEOAO0CTATOYHO PACKPBIThI HaABBIKH
KpHTI/IquKOFO OILICHUBAHUS paB.]'II/I‘—IHI)IX TOYCK
3peHUS, OCYVIIIECTBIICHHE caMOaHaJIn3a,
CaMOKOHTPOJII Y CaMOOIICHKH, KpPEaTUBHOCTH,
HECTaHJAPTHOCTHU MPEJIaraeMbIX PEIICHUIN

8-10 |«ymoBieTBOPUT

CJIIBHO»

HmeroTcss  cylllecTBEHHbIE  OTCTYIUJICHHS  OT|
peleHusl Kelc-3ajad. B 4acTHOCTH OTCYTCTBYIOT
HaBbIKM yMEHHUS MOJEIMpPOBAaTH pEUICHHUS B
COOTBETCTBUM  C  3aJaHUeM,  HIPEJCTaBIISThH
pa3IUYHbIE TMOAXOAbI K pa3paboTke IUIaHOB
JIEWCTBUMA, OpPUECHTHUPOBAHHBIX HA  KOHECYHBIN
pe3yabTaT

«HEYOOBJIECTBOP
HUTCIBHO»

3amaua Keiica HE pPacKpbITa, OOHAPYKHUBACTCS
CYIIIECTBEHHOE HETIOHUMAaHHKE MPOOJIeMbI

Juckyceusi (1ed0aThl, KPYIJblii €TOJ) — 5TO ICJICHANIPaBICHHOE OOCYXXKJICHHE

KOHKPCTHOI'O BOIIPpOCA, COIIPOBOKAAIOIICCCA,

0o0MeHOM MHCHHAMU, UACAMU MCIKIAY ABYM:A

u O6onee numamu. {1 mpoBeeHusT JUCKYCCUU HEOOXOIMMO: BRIOpaTh TEMY TUCKYCCHH,
BBIICNIUTH TPOOJIEMATHKYy; OOO3HAYWTH OCHOBHBIE CIIOPHBIE BOIMPOCHI, PACCMOTPETH
HUCTOPUYECKHE W COBPEMEHHBIC IMOJXOMBI TI0 BHIOPAHHOW TeMe; MOI00paTh JIHUTEpaATypy;
BBINKCATh TE3UCHI, MPOAHAIU3UPOBATH MATEPUAl U ONPEAECIUTH CBOIO TOUYKY 3PEHHUS 1O

JTAHHOM MpoOJieMaTHKeE.

MeToauka oneHUBaAHUSA yY4acTus B JUCKYCCHH, neﬁaTax, KPYIJOM CTOJI€
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bannw

Ouyenka

Ilokazamenu

Kpumepuu

9-10

«OTIUIHO»

6-8

«Xopo1mio»

45

«Y 10BIETB
OPHTEIILHOY

1. Pemenue
KOMMYHUKaTUBHON
3a/1a4m.

2. Jlorn4aHOCTH
BBICKa3bIBAHUS.

3. YMmenue 3a7aBath
BOTIPOCHI.

4. Conepxanue.

5. Jlekcuueckoe
opopMIICHHE peUHn.
6. I'pammaTuyeckoe
opopMIICHHE pPEUH.
7. ITpon3HoLIECHHE.

KommyHukaTuBHas 3ajjada MOJIHOCTBIO BBINOJHEHA!
1eNb OOIIEHUs YCIEIHO JOCTUTHYTA, TeMa PacKphiTa B
3aJaHHOM OObeMe. YYacTHUK JIEeMOHCTPUPYET yMEHHE
pa3BepHyTO, JIOTUYHO W TOYHO BBICKA3bIBATHCS Ha
3aJJaHHYIO TEMY. YYaCTHUK BbICKa3bIBAE€T HHTEPECHBIC U
OpUTHMHAIBHBIE MBICTH, OTHOCAIIMECS K 00CYKIaeMoi
TemMe. ['paMOTHO CTaBHT MPOOIEMy, AaHAIU3UPYET,
CpaBHUBaeT W 00OOIIAET JaHHBIE, MPEACTABICHHBIC B
3aJJaHUH, apPTYMEHTHUPYET CBOIO TOUYKY 3pEHHS, NeNIaeT
BBIBO/IBI.

YdacTHUK CcHocoOeH JIOTHYHO | CBSI3HO 3a7aBaTh
UHTEPECHBIE BOIIPOCHI 10 TeME. YYACTHHUK NPAaBUIBHO U
OPUTHMHAIBHO OTBEYAET HAa BCE BOIIPOCHI COOECETHHKA.
B peunm ywacTHMKAa HET JIEKCHYECKHX OIIHOOK;
CJIOBApHBIN 3amac ydacTHHUKa Oorar, pa3HoOOpa3eH H
aJIeKBaTeH TOCTABICHHOH 3a/1a4e.

B peun ygacTHUKa HET rpaMMaTHYECKUX OMIMOOK; Pedb
y4JacTHHKa Oorara pa3HOOOpa3HBIMU I'PaMMaTHYECKUMHU
KOHCTPYKITUSIMH.

B peun yyactHuKka HeT POHETHYECKUX OMUOOK. bermpii
TEMII peuHu.

KoMMyHHKaTHBHAs 3ajada BBITIOJHEHA HE IOJTHOCTHIO:
[[eJTb OOIIEHUS B OCHOBHOM JIOCTHUTHYTA, OJTHAKO TeMa
packpbiTa HE B TIOJHOM oObeme. Brijenena mpobiema,
€CTh BBIBOJI.

B memom ydJacTHHK CrmOcOOEH JIOTUYHO U CBSI3HO
3aJaBaTh BOIPOCHI U J1aBaTh MpaBUJIbHBbIE OTBETH. Bce
BOIIPOCHI 33IaHBbl.

B peun ydacTHHKa HET JIEKCHYECKUX OILIMOOK;
CJIOBapHBIM 3amac ydacTHHMKa Oorar, pa3HOOOpa3eH W
aJIeKBaTeH IMOCTaBJICHHOH 3ajaye.

B peun ydacTHUKa HET rpaMMAaTUYECKUX OIIMOOK; peyb
ydacTHUKa Oorata pasHOOOpa3HbIMH IPaMMAaTHYECKUMHU
KOHCTPYKIUSIMHU.

B peun ydactHuka HeT poHETHUECKHX OMMOOK. berpiii
TEMII PEeYHU.

KoMMyHHKaTHBHAs 33ja4a BBIOJIHEHA YACTUYHO: IIEITh
OONICHHUs IOCTUTHYTA HE MOJHOCTHIO, TEMa PAcKphITa B
OTpPaHUYCHHOM O00BbEeMe: TPOOIIEeMa HE TOCTABJICHA.
VYdacTHHK criocoOeH 3a7aBaTh BOIPOCHI M OTBEYATh Ha
BOMPOCHI  COOECEJHMKA, OJHAKO 3aJIaeT  BOIPOCHI,
OTBEThI Ha KOTOPBIC TPO3BYYAd B peud COOECETHHKA
au00 TpU TOJACPKaHUU Oecelbl JaeT HE BIIOJIHE
COOTBETCTBYIOIIUE COJCPKAHUIO U JIOTHKE OTBETHI. M
JIOTIYCKAeT OT/IeIbHbIC (PaKTUUECKHUE OIITHOKH. 0

B peun yyacTHHKa TPHUCYTCTBYIOT JIEKCHYECKHE
omunbku (Gomnpine 3x). CroBapHOTO 3amaca HE XBaTaeT
JUIsS OOIIIEHUSI B COOTBETCTBUH C 3a/IaHUEM.

B peun ydacTHHKa NPUCYTCTBYIOT TpaMMaTHYeCKHe
omn6ku (Oonbie 3x).

B peun yuacTHMKa TPHUCYTCTBYIOT (pOHEMaTHUECKHE
omnOku (6osbie 3x).
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«Heynosne
TBOPUTENIBH
o»

KoMMmyHuKaTHBHAST 3alaya HE BBIOJHEHA: IENb
oOmieHnss  He  JOCTUTHYTA, COJIEp)KaHUE  HE
COOTBETCTBYET KOMMYHHUKATHUBHON 3ajade. 3aMETHO

OTKJIOHCHHUE OT TEMBI.
VYyacTHuK 3a7aeT mMano BorpocoB. He MoxeT oTBETUTH
Ha BCE BOIIPOCHI COOCCETHUKA.

Win: YyacTHHK HE CIIOCOOCH CaMOCTOSTEIILHO 3a/1aBaTh
BOIIPOCHI M OTBEYATh HA BOIPOCHI ITApTHEpPA aJIeKBATHO.
B 3HaumTenpbHOM CTEINEHH 3aBHCUT OT IIOMOINH CO
CTOPOHBI COOECeHHKA.

B peun ywyacTHMKA TPHUCYTCTBYIOT MHOTOYHMCIICHHBIC
nekcudeckne ommoOku (Oosibmie 3X), B TOM YHCIE
3aTpyasstonme noHuManue. ClIOBapHOro 3amaca He
XBaTaeT JJIsI OOIICHHS B COOTBETCTBUH C 3aJaHHCM.

B peun ywyacTHMKA TPHUCYTCTBYIOT MHOTOYHMCIICHHBIC
rpamMmaTtuyeckue omuOku (0ompiie 3X), B TOM 4HCIIE
3aTPYAHSIONIME TOHUMAaHHE.
Ilonumanne peyn ydacTHUKA
0OJBIIOr0  KOJIHYECTBA
MEJIJICHHBIN TEMIT PEYH.

3aTpyJIHEHO H3-3a
(hoHEMATHYECKUX  OIIUOOK,

[Ipouenypa 3amMTH Npe3eHTAUMHU MIPEACTABISET COOO:
1. CoueraHue yCTHOTO JICKIIMOHHOTO MaTepuasa ¢ JeMOHCTpaIUel Claii10B
2. OtBeTbl 00yYaroNIerocsi Ha BOMPOCHI MPErogaBaTeNsl.

MeToauka OeHUBAHUSA MPe3eHTALUN

Bannsl Ouenka Hokazamenu Kpumepuu
4 «otmmuaoy» |1. IlomHoTa BrimonHeHBI Bce TpeOOBAaHMS K COCTABJIICHUIO IPE3CHTAIIHM:
BBITIOJTHEHUS JMU3aifH  CIIalJI0B, JIOTMKA W3JI0KEHUS MaTepualia, TEKCT
MIPE3CHTAIINH; XOpOIIIO HANKMCaH, U CPOPMUPOBAHHBIC UJICH SICHO W3JIOKCHBI
2. CBOEBPEMEHHOCT | i CTPYKTYPHUPOBAHbI
3 «XOPOIIO» b BBINOJIHEHMS; | OCHOBHBIE TPEOOBAHMS K MPE3EHTAIMSAM BBITIOJIHEHBI, HO TIPH
3. I[IpaBUIBHOCTH |3TOM JOMYyIIEHBI HEAOYETh. B  YaCTHOCTH, HMEIOTCS
OTBETOB H3 HETOYHOCTH B  M3JIOKCHMHM  MaTepHayia, OTCYTCTBYET
BOIIPOCHI; JIOTUYECKasl TIOCIISIOBATEIbHOCTD B CYXKCHUIX; HE BhIJCPIKAH
4. CTpyKTypupOBaH | 00beM IIPE3EHTAL[HH
2 | «yIOBIIETBOD HOCTb. Nmerotcs cyiiecTBEHHbIE OTCTYIUIEHUSI OT TpeOOBaHUU K
HUTEITLHOY npe3eHTanusiM. B 4yacTHOCTM: Tema OCBelIeHa JIMIIb
YaCTUYHO; JIOMYIIEHBI (DaKTUYECKUE OIIMOKU B COJCPYKAHUH
MPE3CHTALIMIA WM TIPH OTBETE HA JIOTIOJHUTEIHHBIC BOIIPOCHI.
0-1 |«HEeymoBIETBO Tema mpe3eHTaMM  HE  PacKpbITa, OOHAPYKUBAETCS
PUTEIBHOY CYIIECTBEHHOE HEMTOHUMAaHUE TIPOOIEMBI
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HOpﬂ)]OK NMpoBE€ACHUA OLICHUBAHUA C(l)Ole/lpOBaHHbIX KOMHeTeHIII/Iﬁ npu
IMPOBECACHUMN 3a19€Ta

3aver — sBISETCS 3aBEepUIAIONIMM 3BEHOM B HW3Yy4YeHHU Kypca «MHOCTpaHHBIH
sa3bIKk». Llenpro 3adera siBseTCA, MPEX/IE BCEro, OICHUBAHNUE JOCTHUTHYTOTO CTyIEHTaMHU
YPOBHS OCBOGHHOCTH KOMIIETCHIIM, a TakXe KOHTPOJb OCBOCHHUS OOYyUYaIOUIUMUCS
y4eOHOro mMarepuaia 1o AUCUUIUIMHE. Pe3ynbraT 3a4eTta B OFPOMHOI CTENEHH 3aBUCHUT OT
TOrO, HAaCKOJIBKO MPaBUJIBHO CTYAEHT OPraHM30BaJl CBOIO CAMOCTOSITENbHYIO PaboTy B
TeUeHHE CeMeCTpa, HACKOJIBKO CEPbE3HO OH 3aHUMAJICS HAa MPAKTUYECKOM 3aHATHH.

3ayeT MPOBOJAUTCS B YCTHOW (hopMe Ha TOCICIHEM MPAKTHUYECKOM 3aHSATHHU TI0
AUCIMIUIMHE. 3a4eT MOXKET MPOXOAWTH B (opme TecTa, AETOBOHW WIPHI, OTBETOB IIO
Ouneram nuOO 3amMTHI MpoekTa. Ha moAroToBKy oTBeTa CTymeHTy oTBoautcs 15-20
MHUHYT. 3a OTBET Ha BOMNPOCHI CTYJACHT MOXXET MOJYyYUTh MakcuMaibHO 20 OaioB.
CTyneHThl, KOTOPBIE PETYISIPHO MOCEMIAIOT 3aHSATHS U UMEIOT XOPOIIYI0 YCIIeBaeMOCTb,
MOTYT TIOJyYUTh 3a4€T «aBTOMATOM» Ha MOCIEAHEM 3aHITHU. B OamibHO-PEUTHHTOBOM
cUcTeMe “aBTOMaT’ MOKHO MOJYUYUTh 3a cUeT HAaOpaHHbBIX 0aJUIOB.

MeTOIHUKA onleHNBaHKE OTBETA HA 3a4éTe

bunapnasn
bannw wKana Ilokazamenu Kpumepuu
10- «3aureno» | 1. IlomHoTa JIeKCHKO-TpaMMaTHYeCKOE  3aJaHH€  BBIIOJIHEHO
20 BBINIOJTHEHUS BEPHO. Jan IOJIHBIN, B JIOTHYECKON
3aJIaHHM; IIOCJIEIOBATEALHOCTH  Pa3BEPHYTHIA  OTBET  Ha
2.  CBoeBpeMEHH | IIOCTaBICHHBIM BOIIPOC, TAE IIPOJEMOHCTPHPOBAI
OCTh BBINIOJIHEHHUS; | 3HAHHWA TpeAMETa B IIOJHOM 00beMe YYEOHOM
3. IlpaBMIBHOCT | OPOrpaMMbl, JOCTATOYHO IJIYOOKO OCMBICIHBACT
b OTBETOB  HA | AUCLUMINIAHY, CAMOCTOSATENLHO, M HCYEPIBLIBAIOIIE
BOIIPOCHI; OTBEYAET HA JIOMOJHUTEIbHBIE BOIPOCHI, TPUBOIUT
4, Pemenne COOCTBEHHBIE  NpHUMEPHL 110 IPoOIeMaTUKe
KOMMYHHMKATUBHOM | IOCTAaBJIECHHOI'O BOIIPOCA,.
3aJa4H;
5. I'pammaruyec | JlaH OTBET, CBUJETEILCTBYIOIIMIA B OCHOBHOM O
KO€ U JIEKCUYECKOE | 3HAHMM  MPOLIECCOB  M3YYAEMOW  JAUCLMILINHGI,
odopMmIleHHE OTJHMYAIOIIMICS  HEAOCTATOYHON TIJIYOMHOH U
3aJaHUH U T.J. IOJIHOTOM PACKPBLITUS TEMbI, 3HAHHEM OCHOBHBIX
BOIIPOCOB  TeopuH, cj1abo  chopMHUpPOBAHHBIMHU
HaBBIKAMU aHaIM3a SIBJICHUH, IIPOLIECCOB,
HEIOCTATOYHBIM YMEHHUEM JaBaTh
apryMEHTHPOBAHHBIE  OTBETHl WM NIPHUBOJUTH
OPHUMEPBL, HEIOCTATOYHO CBOOOAHBIM BJIaJEHHUEM
MOHOJIOTHYECKOH  PEYbI0, JIOTUYHOCTBIO 51
MOCIIEAOBATEIHLHOCTRIO OTBETA. Jlomyckaercs
HECKOJIbKO OIIMMOOK B COAEP)KAHHU OTBETA U
pEIICHUH TPAKTHYSCKHUX 3aJaHMH.
0-9 «HE3a4YTEHO OTBeTr Ha Bompoc He jgaH. PelieHue JIeKCHKO-
» rpaMMAaTHYECKMX  3aJaHUM  HE  BBINOJHEHO.
KoMMyHMKaTHBHAs 3ajla4a HE pellcHa.
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IHopsinok npoBeaeHusi OeHMBaHUSA CGOPMHUPOBAHHBIX KOMIICTEHIIMHA HA
JK3aMeHe

B 3K33MeHaHHOHHLIﬁ OMJIeT BKJIIOUCHO ABa TPAKTUUYCCKUX 3aJJaHuA M YyCTHasd

TeMa,

COOTBCTCTBYIOIITUC

COJICPKAHUIO

dbopMupyeMbIX KOMIETEHIMM. DK3aMeH

MPOBOJUTCS B YCTHOM (opMme. 3a OTBET HA YCTHYIO TEMY CTYAEHT MOKET MOJYYUTh

MakcumanbHo 10

0aJuIoB, 3a

BBIIIOJIHCHHUC

JICKCUKO-TpaMMaTH4YCCKOT' O

ynpaxuenuss 10 OGamio, 3a mnepeBoa Tekcta 10 OayuioB. Mnm mo wurtoram BhiCTaBiseTcs
g depeHIMpoBaHHAs OIIEHKA C YUYETOM LIKAJIbl OLICHUBAHUS

MeToauka OlleHMBAaHHUS OTBETAa HA YK3aMeHe

Banabl| Ounenka IHokazarenu Kpurepun

24-30 | «ornmmuHO» (1. IlomHora BhIMoJHEHMsA| CTYyIEHT TIYOOKO M NMPOYHO YCBOWJI POTPAMMHBIN
3aJIaHUH; Marepuai, HCUEPIBIBAIOINIE, IOCJIEI0BATEILHO,
2.CBOEBPEMEHHOCTD YETKO W JIOTUYECKH CTPOWHO €ro M3Jjlaraet, ymMeeT
BBITIOJTHCHUS; TECHO YBSI3BIBaTh TEOPHUIO C MPAKTUKOM, CBOOOHO
3.11paBUIHHOCTE OTBETOB HA| CIIPABIISIETCS C 3a/JadyaMU, BOTPOCAMU U JIPYTUMU
BOIPOCHI; BHJAMU  TPUMEHCHHWS  3HAHWHA, TpUYeM  He
4.Pemienue 3aTPYIHSETCS C OTBETOM MPH BUIAOU3MEHEHUU
KOMMYHUKATUBHOM  3a/laud| 3aJlaHWii, HCMOJIb3YeT B  OTBETE  MaTepuai
[PU__ PACKPBITUU _ YCTHOW| pa3IUYHOMN JIUTEPaTyphl, IPABHILHO 00O0CHOBBIBACT
TEMBI; OPUHIATOE HECTaHAApTHOE peIleHHe, BIaJeeT
5.I'pamMaTtuyeckoe Y| pa3HOCTOPOHHUMH  HaBbIKAMM U MpUEMaMu
nexkcuueckoe  ohopMIIeHHe| BHITOJIHEHUS MPaKTUYECKUX 3aga4 no
3aJIaHHH; bopMUPOBAHHIO obmenpodecCHOHATBHBIX
6.]IpaBUILHOCTD /M| KOMITETEHIIUA.

17-23 | «xopomio» [apryMEHTUPOBAHHOCTD OH TBEpPJIO 3HACT Marepuaj, T'PaMOTHO H TIO
M3JI05KEHUS; CyHUIECTBY  HW3JlaraeT  ero, He  JOIycKas
7.CaMOCTOSITENILHOCTD CYLIECTBEHHBIX HETOUHOCTEW B OTBETE Ha BOIIPOC,
OTBETA; MPAaBWIBHO MPUMEHSET TEOPETUUYECKUE TOJIOKEHUS
8.BoinosiHeHue KEHC-| IPH pEIICHUH TMPAKTHYECKUX BOIPOCOB M 3aj1ad,
3a/laHus U T.JI. BJIajieeT HEOOXOMUMBIMU HaBbIKAMU U TMpUEMaMU

UX BBIOJHEHUS, a TaKKe HMEeT JIOCTaTOYHO
MOJIHOE TPEACTaBICHUE O 3HAYMMOCTH 3HAHHI 10
JCIUILINHE.
10-16 | «ymoBueTB OH umeeT 3HaHUS TOJBKO OCHOBHOIO Marepualia,
OPUTEIBHO HO HE YCBOMWJI €r0 JeTaliel, 10MyCKaeT HETOUHOCTH,

»

HEIOCTaTOYHO  MpaBUJIbHbIE  (OPMYIUPOBKH,
HapyLICHUs JIOTUYECKOH IOCIIe0BAaTEIILHOCTH B
U3JI0KEHUU IIPOrPpaMMHOTO MaTepuaa,
UCTIBITBIBAET  CJIOXKHOCTHM  NPH  BBIIOJHEHUU
NPaKTUYECKUX pPabOT M 3aTpynHseTcs CBS3aTh
TEOPHIO BOIIPOCA C NPAKTUKOM.
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0-9

«HEYNIOBIIE
TBOPUTEIH
HO»

HE 3HAeT 3HAYUTEIBHOM YaCTH MPOrPpaMMHOIO
MaTepuaia, HEYBEPEHHO OTBEYAET, JIOIMYCKAET
CEpbE3HbIC OIIMOKU, HE UMEET MPEACTABICHUN IO
METOJIUKE BBITIOJTHEHHUS MPAKTHYECKOH paOOTHI.
Kak mpaBuio, oOuEHKa «HEYJOBJIECTBOPUTEIHHO)
CTaBUTCS OOy4arommmcsi, KOTOpble HE MOTYT
NPOJOIKUTE O0y4eHHe 0e3 JIOTIOJHUTEIbHBIX
3aHATHH 0 TaHHOW JUCITUILIMHE.

76




		Бучаев Ахмед Гамидович
	2022-09-04T10:42:52+0300
	Махачкала
	ГОСУДАРСТВЕННОЕ АВТОНОМНОЕ ОБРАЗОВАТЕЛЬНОЕ УЧРЕЖДЕНИЕ ВЫСШЕГО ОБРАЗОВАНИЯ "ДАГЕСТАНСКИЙ ГОСУДАРСТВЕННЫЙ УНИВЕРСИТЕТ НАРОДНОГО ХОЗЯЙСТВА"
	Подпись документа




