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Ha3znauyeHne oleHOYHBIX MaTE€puaJaoB

OrneHouyHble MaTepualibl pa3padaThIBAIOTCS IS TEKYIIEro KOHTPOJIS YCIEBAEMOCTU
(olleHMBaHUSL XOJla OCBOEHHUS JUCHUIUIMHBI), JUIsi TPOBEACHUS MPOMEKYTOUHOU
aTTecTauu (OIEHUBAHUS MPOMEKYTOUHBIX U OKOHUATEIBHBIX PE3yJIbTaTOB O0YYEHUS TI0
TUCIUIUIMHE) oOydaronmuxcsi mo aucuuiuinHe «VHOCTpaHHBIM  A3BIK» B IEJAX
OTIpENIETICHUSI COOTBETCTBUSI WX YYEOHBIX JIOCTHKEHUN TMOATAMHBIM TPEeOOBaAHUSM
oOpasoBarenbHO# mporpamMmel Beiciiiero oopazosanus 38.03.06 Toprosoe neno, mpoduiib
«/IHTEpHET-MAPKETUHT B TOPTOBOU ACATEIBHOCTI.

OueHouHble MaTepuaibl N0 AUCUMIUIMHE «THOCTpaHHBINA S3bIK» BKJIIOYAET B CEOs
MepevyeHb KOMIIETEHLIUNA C YKa3aHUEM BHJIOB OLIEHOYHBIX CPEACTB B IPOLIECCE OCBOCHUS
JTUCUUIUIMHBI, OIMHUCAHME IIOKa3aTeliel W KPUTEPUEB OICHUBAHUS KOMIIETEHIIMM Ha
pa3IMUHBIX dTanax uXx (GOPMUPOBAHUS, ONUCAHME IIKaJl OIEHUBAHUS, TUIIOBBIC
KOHTPOJIbHBIE 3a/IaHUSI WM UHBIC MaTepHUasbl, HEOOXOAUMbBIC JJISI OLICHKU TUIAHUPYEMbBIX
pe3ynbTaToB OOYyYEeHHsS MO AMCIUIUIMHE, METOJMYECKHE MaTepHalibl, ONPENESIONne
MpOIIEAYphl OIEHWBAHMS 3HAHWM, YMEHHWI, HABBIKOB, XapaKTEPU3YIOUIUX OTaIlbl
bopMUpOBaHNS KOMIIETCHITH.

OneHouHble MaTepuaibl CPOPMUPOBAHBI HAa OCHOBE KIIIOYEBBIX MPHUHIUIIOB
OLICHUBAHUSL:

- BJIUJIHOCTH: OOBEKTHI OIIEHKU JOJKHBI COOTBETCTBOBATH MMOCTABJICHHBIM IIEJISM
o0yueHus;

- HAJEKHOCTH: HCIIOJIb30BaHUE €IUHOOOPAa3HbIX CTAHIAPTOB M KPUTEPHUEB IS
OLICHUBAHUS JTIOCTHXKCHUM;

- 0OBEKTHBHOCTH: pa3HbIe O0yYaroUIuecsl JOJDKHBI UMETh PaBHBIE BO3MOXKHOCTH
IUTSL TOCTHOKEHUS ycIiexa.

OCHOBHBIMH MapaMeTpaMy U CBOMCTBAMHU OIEHOUYHBIX MATEPUAJIOB SIBJISIOTCS:

- IpeMETHAsT HANpPaBJICHHOCTh (COOTBETCTBUE NPEIMETY HM3yUYEeHHsS] KOHKPETHOM
JTUCHUTINHBI);

-colepkaHue (CocTaB M B3aWMOCBSI3b CTPYKTYPHBIX €IMHUI], OOpa3yoLIux
COJIEp’KaHUE TEOPETUUECKON U MPAKTUUECKON COCTABIISIONINX TUCIUILINHEI);

- 00beM (KOJIMYECTBEHHBII COCTaB OLIEHOYHBIX MAaTEPUAJIOB);

- KQUeCTBO OILIGHOYHBIX MAaTE€pHaJIOB B II€JIOM, OOECHEYMBAIOIIEE TMOIYYCHHE
OOBEKTHBHBIX W JOCTOBEPHBIX PE3YyIbTATOB MPHU MPOBEACHUU KOHTPOJS C Pa3TUIHBIMU
LETISIMH.



PA3JIEJI I. IlepeyeHb KOMIETEHIMH ¢ YKAa3aHMEM BHI0B OLIEHOYHBIX CPEJACTB B
npouecce 0CBOCHUA AU CHUIIMHBI

1.1.

Iepeyens (popmMuUpyeMbIX KOMIIETECHIUM

Koo Haumenosanue komnemenyuu
Komnemenuyuu
YK YHuBepcaJbHbIe KOMIIETCHIUH
YK-4 Crioco0eH OCyIIeCTBIATh JIEI0BYI0O KOMMYHHKAIUIO B YCTHOM U
MMCBMEHHON (hopMax Ha TOCYJapCTBEHHOM si3bike Poccuiickoi
denepanuy 1 MTHOCTPaHHOM(BIX) sI3bIKe(ax).
1.2. IlepedyeHb KOMIIETEHIMI ¢ YKa3aHMEM BHU/0B OLIEHOYHBIX CPEACTB
Dopmupyem | Koou | Ilnanupyemoie | Ypoenu Kpumepuu ouenusanusn Buowi
ble HAUMEHO08 | Pe3yIbmamyl | 0C60CHU | CHOPMUPOCAHHOCHU KOMNEMEHUUTL | OUEHOUH
Komnemeny anue 00yueHus no A bIX
uu UHOUKAmMO | oucyuniune, | KOmMnem cpeocme
pa xapakmepusyio| eHuuil
oocmudice | wjue ymansl
Husn dopmuposanu
Komnemen A
yuu KOMnemeHyui
YK-4. NYK-4.1. |3Hath: [Toporos — OOyuatomuiics  cnabo  3HaeT|Baok A
Cnocoben  |Mcnonb3ye |— OCHOBHBIE | bIT CTaHJIapTHbIE hopmbl YCTHOU 1 |—3a1aHus
OCYIIECTBIS |T (doHeTHYECKHUE, | YPOBEHD |[TUCHMEHHOM KOMMYHHKAIHH Ha|penpoay
Th JICJOBYIO | pA3JINYHBIE |JICKCUYECKUE U WHOCTPaHHOM SI3bIKE; KTUBHOTO
KOMMYHUKAII | GOPMBI, rpaMMaTH4ECK — oOydJaromuiics He IIOJHO YCBOWII|ypOBHS
W10 B YCTHOM | BU/IBI ue SIBTICHHS pazuuus MEXTY CTaHJApTaMH | -
u YCTHOM ¥ |MHOCTPAHHOTO dbopmanbHOI u He(hOopMaIbHOM | TUChMEH
MUCHMEHHOW |TUCHMEHHO | SI3bIKa, KOMMYHHUKAIIMM Ha WHOCTPAHHOM SI3BIKE B|Has
dopmax Ha|i MO3BOJIAIONINE YCTHOM M NUCbMEHHOM (hopMax. pabora
TOCYyJapCTBE |KOMMYHHUK |HCHOJIB30BaTh |ba3oBoIit — OOyyaromuiics B 1I€JIOM YCIICIIHO, |—
HHOM SI3BIKC|allMM  Ha|ero KaK |ypOBEHb |HO C HEOOJIBIIMMHU 3aTPyJHEHHUSIMU 3HAET | TECTOBBIC
Pocculickoil |pycCKOM H|CpeIcTBO CTaHJIapTHbIE hopmbl YCTHOM U |3a7aHUS;
CDG,Z[GpaL[I/II/I HWHOCTpaHH | KOMMYHUKallUU NHUCHbMEHHOU KOMMYHUKAIIUA Ha|—
u oM(bIX) B MHOCTPAaHHOM  fA3bIKE,  IO3BOJISIOILUE | BOIIPOCHI
WHOCTPAHHO |s3bIKe(aX), |MpodeccrHoHal UCIIONIb30BaTh  €ro  KaKk  CPEACTBO | IS
M(BIX) UCIIONIBb3YE |BbHO-IEIOBOM KOMMYHUKAITUH; YCTHOTO
si3pIKe(ax)Ma | T chepe Ha —  3Haer paznuuus MEXY | orpoca
IIUOHHBIX SI3BIKOBBIC | HHOCTPAHHOM CTaHJIapTaMH dbopmanpHOU u
CUCTEM CpeICTBa  |SI3BIKE; HepopMaTbHON KOMMYHHKAIHH Ha
TUIst - WHOCTPaHHOM SI3BIKE, OJTHAKO
JOCTHUIKCHU | [ICPCBOAYUCCKUC HCIBITBIBACT TPYAHOCTHU IIPU OGH.[CHI/II/I Ha
s MIPUEMBI u OBITOBOM YpPOBHE.
npodeccuo | Tpancopmann |[Ipoasu — OOyuarouuiics B 1eJIOM YCIEIIHO,
HaJIbHBIX M. HYTBI |HO ¢ HEOONBIIMMHU 3aTPyJHCHHUSIMHU 3HACT
1ernei YPOBEHb |CTaHIAPTHHIC (bopmbl YCTHOM Hu
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@opmupyem| Koou | Ilnanupyemvie | Ypoeuu Kpumepuu oyenusanusn Buow
vle HAUMEHO08 | pe3yIbmamyl | 0C60EHU | CHOPMUPOBAHHOCU KOMNEMEHUUIL | OUCHOUH
KomnemeHy anue o0yuenus no A bIX
uu UHOUKAmMo | OucyuniuHne, | KOmMnem cpeocme
pa Xapakmepusyio| eHuui
oocmuoice | wjue Imanvl
HUs dopmuposanu
Komnemen A
yuu KoMnemeHyui
MUCbMEHHOM KOMMYHHKAIIHI Ha
WHOCTPAHHOM  SI3BIKE,  ITO3BOJISIFOIIHE
UCIOJIb30BaTh ~ €ro  KaKk  CPEeACTBO
KOMMYHHKAITUH;
— 3Haer paznuuus MEXY
CTaHJapTaMHU dopmanbHOU u
HedopMaIbHOM KOMMYHHKAIIH Ha
WHOCTPAaHHOM SI3BIKE, OJIHAaKO
UCIBITBIBAET TPYIHOCTU NMPHU OOUICHUM Ha
OBITOBOM ypOBHE.
YMeTh: [Toporos — OOyuarommiics  cmabo  ymeer|Bbaok B
— bIif BBIOMpATh a/ieKBaTHbIE (PYHKIMOHAILHOMY |- 33/1aHUS
pacrmo3HaBaTh U|ypPOBEHb |CTHIIIO  KOMMYHUKATUBHON  CHUTYaIlUU | pEKOHCTP
MPOJYKTUBHO S3BIKOBbIE M TEKCTOBBIE  CPEACTBA|yKTUBHOT
UCIOJIb30BaTh WHOCTPAHHOTO SI3BIKA; JIOMYCKAET OIHUOKH |0 YPOBHS
OCHOBHBIE IpU BBIPAKEHUS MBICIM U MHEHHs Ha |-
JIEKCHUKO- WHOCTPAHHOM SI3BIKE; MUCHbMEH
rpaMMaTHYeCK — UCIOBITBIBAET  TPYAHOCTH  TIPH |Has
e CpelncTBa B UCIOJIb30BAaHUM  OCHOBHBIX  JIEKCHKO-|paboTa
KOMMYHHKATHB rpaMMaTHYEeCKUX CpEICTB B|-
HBIX CUTYaIUsAX KOMMYHHMKATHUBHBIX CHUTyalMsIX OBITOBOIO|pedepat
JIEJI0BOTO OOIICHMUS. bl
o01IeHus; bazoBblit — OOyuarommiics yMeeT cl-
- BECTH | YPOBEHb | HE3HAYUTCIIbHBIMH 3aTPYTHCHHUSAMH | IPE3ECHTA
b1 (N (0):3% ) BBIOMpATh a/IeKBaTHbIC (DYHKIIMOHAIEHOMY | LU
MIEPETIHCKY. CTHJIIO KOMMYHUKATHBHOM  CHUTyalluu
S3BIKOBBIE W TEKCTOBBIE  CPEJICTBA
BBIpQXEHUSI MBICIM W  MHEHUS Ha
WHOCTPAHHOM SI3BIKE;
— TeHepupoBaTh OCHOBHbIE
S3BIKOBBIE  (POPMBI C y4eTOM 3HAHHIA
OCHOBHBIX (POHETHYECKHUX, JIEKCUYECKUX,
rpaMMaTHYE€CKUX, CIOBOOOPA30BATEIBHBIX
SBJIGHUH MHOCTPAHHOTO $3bIKA, OHAKO
JIOTIYIIIEHbI OZJHA — JIB€ HETOYHOCTH.
[TponBu — OOyuaromuiics croco0eH
HYTBIA  |BBIOMpATh aJIeKBAaTHBIC (PYHKIUOHATHHOMY
YpOBEHb |CTUIII0O  KOMMYHHKAaTHBHOM  CHUTYyalluu
S3BIKOBBIE W TEKCTOBBIE  CPEJICTBA
BBIpQXEHUSI MBICIM W  MHEHUS Ha
WHOCTPAHHOM SI3BIKE;
— TeHepupoBaTh OCHOBHbIE

A3BIKOBBIE  (DOPMBI C y4eTOM 3HAHUU
OCHOBHBIX (DOHETHYECKHX, JIEKCHYECKHX,
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@opmupyem| Koou | Ilnanupyemvie | Ypoeuu Kpumepuu oyenusanusn Buow
vle HAUMEHO08 | pe3yIbmamyl | 0C60EHU | CHOPMUPOBAHHOCU KOMNEMEHUUIL | OUCHOUH
Komnemeny anue o0yuenus no A bIX
uu UHOUKAmMo | OucyuniuHne, | KOmMnem cpeocme
pa Xapakmepusyio| eHuui
oocmuoice | wjue Imanvl
HUs dopmuposanu
Komnemen A
yuu Komnemenyuil
rpaMMaTHYeCKHX, CJI0BOOOpa30BaTENIbHbIX
SBIIGHUA HMHOCTPAHHOTO s3bIKA U B
KOHTEKCTaX UX YINOTpeOJIeHuUs;
— BBIOMpaTh  aJeKBaTHbIE  (HOPMBI
KOMMYHHKAI[UH,  S3BIKOBBIE  (POPMBIL,
aHAIM3UPOBaTh WX  CTPYKTYpPHBIE U
(YHKIIMOHATILHBIE 0OCOOCHHOCTH.
Baanern: [Toporos | OGyuaromuiics cnabo BiIaaeer: Bbaok C -
- UIHOCTPAHHBIM | bIit - HaBBIKAMU 3TUYECKOTO U HPABCTBEHHOTO |3aJaHH
SI3BIKOM Ha|YypOBEHb |MOBEICHUS, MPUHSATHIMU B|IPaKTHUK
YpOBHE, WHOKYJIBTYPHOM COITUYME; 0-
MO3BOJISIFOIIEM — HaBbIKaMU 3THUKETHOT'O IOBEICHHUS |OPUEHTU
OCYIIECTBISTh B THUIWYHBIX CHTYaIUsX YCTHOTO W |POBAHHOT
OCHOBHBIE MUCBMEHHOTO OOILIEHUS [UIsl PElIeHHs |0
BUJIBI PEUEBOMA 3amaq MEXIIMYHOCTHOTO Y| YpPOBHSL:
NesITeNIbHOCTH; MEXKYJIBTYPHOTO B3aUMOJCHCTBHUSI. — Case-
- pasnuuHbIMU | Ba3oBslil | OOyyaromuiics B meioM ycremrHo, Ho c|study
criocobamu YPOBEHb | HEOOIBIIMMU 3aTPYTHEHUSIMH BIIA/ICCT: -
YCTHOM u -HaBBIKAMH 3THYECKOTO W HPABCTBEHHOTO | [IMCKyCC
MUCEMEHHOM MTOBEICHHUS, MPUHSTHIMU B|H;
KOMMYHHKAIUU WHOKYJIBTYPHOM COITUYME; - -
JUISS  pelIeHHs - HaBBIKAMH OSTUKETHOTO TMOBeACHUs B| PoneBas
3a/1a4 Je0BOro TUOUYHBIX ~ CUTyallMsIX  YCTHOTO M| Mrpa
B3aMMOJICHCTBU MUCBMEHHOTO OOILIEHUS [UIsl pellieHus
s. 3amaq MEXIIMYHOCTHOTO u
MEXKYJIbTYPHOTO B3aMMOJICICTBHYS,
OJTHAKO 3aTPYIHSAETCS OLEHUThH PE3YNIbTaT
CBOEH JIEeATEILHOCTH.
[Tpoxsu | OOyuaromuiics CBOOOTHO BJIa/I€ET
HYTBIIl |HAaBbIKAMU OSTUKETHOTO TIIOBEACHHS B
YpOBEHb |THIMUYHBIX  CHTyallMsIX  YCTHOTO |
MUCBMEHHOTO OOIIeHHs] HA WHOCTPAHHOM
SI3BIKE;
- HaBbIKAMU 3TUYECKOT0 U HPABCTBEHHOT'O
MOBE/ICHUS, MIPUHSTHIMU B
MHOKYJIBTYPHOM COIIIYME;
- 00JIajaeT MUPOKUM CIIOBAPHBIM 3aI1acoM
U MOXET BECTH JUalor Ha o0ydaeMoM
SI3BIKE.
NYK-4.2. - 3uaTh: [Toporos | OOyuaronuiicss 4aCTUYHO 3HAET: Baok A
- - TPUHIIMIIGI | B -  mpodeCCHOHANBHYI0 TEPMHUHOJOTHIO, | —3a1aHus
CBOOOJIHO |MTOCTPOECHUS YpOBEHbB |CIIOCOObI BO3IEUCTBUS HA Ay TUTOPHIO; pernpoay
BOCTIPUHUM | yCTHOTO u -KJIACCUYECKHUE U COBPEMEHHBIC METObI | KTUBHOTO
aer, MMCBMEHHOTO pelieHrs 3aj1ad 1Mo BhIOPAHHON TeMaTuKe
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@opmupyem| Koou | Ilnanupyemvie | Ypoeuu Kpumepuu oyenusanusn Buow
vle HAUMEHO08 | pe3yIbmamyl | 0C60EHU | CHOPMUPOBAHHOCU KOMNEMEHUUIL | OUCHOUH
Komnemeny anue 00yuenus no A bIX
uu UHOUKAmMo | OucyuniuHne, | KOmMnem cpeocme
pa xapaxkmepusyio | eHyul
oocmuoice | wjue Imanvl
HUs dopmuposanu
Komnemen A
uuu KomMnemenyui
AQHAJIM3HUPY |BBICKA3bIBAHUS HAy4YHBIX UCCIIEJOBAHUM. YpOBHS
eT 1| Ha -
KPUTHYECK |MUHOCTPAHHOM MUChbMEH
u SI3BIKE; Hast
OLICHUBAET |— ocHOBHbIE | ba3oBeiii | OOyuaromuiicss B I11€JI0M YCICIIHO, HO ¢|pabora
YCTHYIO ¥ | popMyIIBI U |ypOBEHb |HEOOJBIIMMU  3aTPYAHEHHUSIMH  3HAET|—
MUCHbMEHHY | KJIUIIE TUTSE npodeccrnoHabHYIO TEPMHHOJIOTHIO, | TECTOBBIE
10 JITIOBYIO | IPAKTUYECKOTO CrocoObl BO3JIEHCTBUSL HA ayIUTOPHIO; |3aJaHMs;
uH(pOpMall |OCYIIECTBICHU KIIACCUYECKHE M COBPEMEHHBIC METOMIbI |—
UI0 Ha|s  TPYyNHoOBOH pelieHrs 3ajad 1Mo BhIOPAHHON TeMaTHKe |BOIPOCHI
PYCCKOM ¥ |KOMMYHUKAIIUH HAyYHBIX HCCJICIOBAHUMN; BBICKA3BIBACTCS | IS
WHOCTpPaHH |Ha Ha MHOCTPaHHOM SI3BIKE c|ycTHOrO
OoM(BIX) WHOCTPAaHHOM HCIIOJIb30BAHUEM OCHOBHBIX | OTIPOCa
sI3bIKe(ax), |SA3bIKE rpaMMaTHYECKUX KOHCTPYKIUH 51
- - OCHOBHbIE M3YYCHHOTO JICKCHYECKOTO0 MUHUMYMA.
BBICTpauBa |IIpaBuia [Tponsu | OOy4aromnuiics BBICKA3bIBAETCS Ha
eT pedeBoro HYTBIIl |MHOCTPAHHOM S3bIKE C HCIOIb30BAHUEM
CTPaTEruio |3THKETA B|ypOBEHb |pa3HBIX IO CIOXKHOCTU TI'pPaMMaTHYECKUX
YCTHOTO U |JIel0BOM cepe KOHCTPYKIIUH " U3YYCHHOTO
MUCHEMEHHO | OOIIIEHUS; JIEKCUYECKOT0 MUHUMYMa.
ro - KYyJIbTYypy H
OOIIeHUS B|Tpaaullud
pamKax CTpaH
MEXIUYHO |HU3ydaeMOro
CTHOTO M |f3BbIKA B
MEXKYIbTY [CPABHEHHH  C
pHOTO KyJIbTYypol U
OOIIeHNS | TpaJulAsIMU
CBOETO
POJTHOTO Kpasl.
YMmerh: [Toporos | OOyuatomuiicss ymeer yactuyHo U 1oj|baok B
- HCIIOJIb30BATH | BIi PYKOBOJICTBOM TPETIOaBaTEIIs: - 3a/IaHUSA
3HaHUE YPOBEHb |- HCMOJIb30BaTh 3HAHHE HMHOCTPAHHOTO|pPEKOHCTP
MHOCTPAHHOT'O A3bIKa B MPO(ECCHOHAIFHOW W HAyYHOH | yKTUBHOT
S3bIKa B NESITeIbHOCTH; COCTaBJISITh AHHOTAIIMH, |0 YPOBHS
npodeccuoHan pedeparthbl U UcaTh TE3UCHI /WU CTaTbhU, |-
bHOI BBICTYIUICHHUSI, PELICH3UH; MUCbMEH
NS TeNbHOCTH, - MpPUHUMATh y4acTHE B JMCKYCCHUU Ha|Has
B chepe WHOCTPAaHHOM  sI3BIKE 10  HAy4YHBIM |paboTa
ounmansHo- npobiemam; -
pi (&3 (0):10)5% - 00OCHOBBIBaTh M OTCTaMBaTh CBOIO TOUKY |pedepar
KOMMYHHKAITUU 3peHUs; MPaBUIBHO CTaBUTh 3a/la4dl TIO |BI
" BBHIOPAHHOW HAyYHOW TEMAaTHKE, BHIOUPATh |-
MEKIIMYHOCTHO JUISL KCCIIeTOBaHUS HEOOXOAMMBIE METOJIBI; | IPE3CHTA
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@opmupyem| Koou | Ilnanupyemvie | Ypoeuu Kpumepuu oyenusanusn Buow
vle HAUMEHO08 | pe3yIbmamyl | 0C60EHU | CHOPMUPOBAHHOCU KOMNEMEHUUIL | OUCHOUH
KomnemeHy anue 00yuenus no A bIX
uu UHOUKAmMo | OucyuniuHne, | KOmMnem cpeocme
pa xapaxkmepusyio | eHyul
oocmuoice | wjue Imanvl
HUs dopmuposanu
Komnemen A
uuu Komnemenyuil
M OOIICHHH; - TPUMEHATh BHIOpAaHHBIE METONbBI K |IUS
- MMOHUMATH pElICHHI0 HAYYHBIX 3aj7ad, OIICHUBATH
coJiep>KaHue 3HAYUMOCTD OJIy4aeMbIX PE3yJIbTaTOB;
pa3IM4HOrO - OOBSACHATH y4UeOHBII M  HAYYHBIHA
THUMAa  TEKCTOB MaTepua;
Ha - BECTH KOPPEKTHYI JAHWCKYCCHIO B
MHOCTPAaHHOM nporecce MpeICTaBICHUS 3TUX
SI3BIKE npu MaTEpUaoB.
MEXIJIMYHOCTHO | ba3osiii | OOydaromuiics co3aaeT XopoIio
M 1| ypOBEHb |CTPYKTYPHUPOBAHHBIE, TOTUYECKHI
MEXKYJIbTYPHO MPOJyMaHHbIE YCTHBIE W MUCHMEHHBIC
M TEKCTbI,  colepkamue  (PaKTHUECKYIO
B3alMO/JICHCTBI uHQOpPMALIMIO W BBIIEISAS  BaKHBIC
. MOMEHTBI.
[TpoxBu | OOyyaromuiics co3aeT XOpoIIo
HYTBIIl | CTPYKTYpUpPOBaHHbBIE, JIOTUYECKU
YpOBEHb |IPOAYMaHHBIE YCTHBIE W MHCHMEHHBIE
TEKCTBHI 110 CJIIOKHBIM TEMaM.
Baanern: [Toporos | OOyuatomuiics: BiaieeT YaCTUIHO: Baok C -
- METOAMKOM | bIif - MHOCTpPaHHBIM S3BIKOM KaK CpEICTBOM |3aJaHUs
COCTaBJICHHS  |ypOBEHb |MEXKKYJIBTYPHOH M MEKHAIMOHAIBLHOU | TPAKTUK
CYXKICHUS B KOMMYHHKAIIUU B HAYYHOH cdepe; o-
MEXKIIMYHOCTHO - HaBBIKAMU CaMOCTOSITETHbHOW pPabOTHI|OPUCHTH
M JICJIOBOM HaJ  S3BIKOM, B TOM  YHCJE€  C|pPOBAHHOT
o0IIeHu  Ha HCIIOJIb30BaHUEM UH(POPMALMOHHBIX | O
MHOCTPaHHOM TEXHOJIOTHUH; YPOBHSI:
SI3BIKE, C - MOJITOTOBJICHHOM, a takxke|— Case-
MPUMEHEHUEM HEMOArOTOBJIECHHOM MOHOJIOTHYECKO | study
aJICKBaTHBIX peYbld B BHIE pe3loMe, COOOMICHHS, |-
SI3BIKOBBIX JOKJIaJa; Huckyce
bopm u - HaBbIKAMU  TOATOTOBKH  HAyYHBIX |HS;
CPEACTB; MyOJUKaIMi ¥ BBICTYIJICHWH Ha Hay4HBIX |-PoseBas
- HABBIKAMU CeMHUHapax; urpa
pi (i (0):10) 7 - HaBBbIKAMU BBICTYIUIEHUM Ha Hay4YHO-
MEPEerucK  C TEMaTUYECKNX KOH(EPCHIIHSIX.
y4eTOM bazogerii | OOy4varonuiicss  co3MaeTr  COOCTBEHHBIC
OCOOEHHOCTEH |ypOBEHB |XOPOILIO CTPYKTYPUPOBAHHBIC YCTHBIE H
CTHJIUCTUKU MUCBMEHHBIE TEKCThI C LENbI0 Mepeaadn
ouIHaTEHBIX OCHOBHOTO COJIepIKaHUS TeKCTa
nucem u HMCTOYHUKA B 3aBHCHUMOCTH oT
COLIMOKYIBTYPH KOMMYHHKATHBHOM YCTaHOBKH B
BIX pazIu4ui U CUTYAIUIX poheCcCUOHATILHOTO
BEJICHUS OOIICHHUS.
JICIOBBIX [Tponu |OOy4varonuiics co3MaeT  COOCTBEHHBIC
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@opmupyem| Koou | Ilnanupyemvie | Ypoeuu Kpumepuu oyenusanusn Buow
vle HAUMEHO08 | pe3yIbmamyl | 0C60EHU | CHOPMUPOBAHHOCU KOMNEMEHUUIL | OUCHOUH
KomnemeHy anue 00yuenus no A bIX
uu UHOUKAmMo | OucyuniuHne, | KOmMnem cpeocme
pa xapakmepusyr | eHyuil
oocmuoice | wjue Imanvl
HUs dopmuposanu
Komnemen A
yuu KoMnemeHyui
MEPETOBOPOB  |HYTBI | XOPOIIO CTPYKTYpUPOBaHHbIE u
Ha YPOBEHbB |JIOTUYECKH MPOAYMaHHBIE YCTHBIE W
MHOCTPaHHOM MMCbMEHHBIE TEKCThI C LENbI0 Mepeaadn
SI3BIKE. OCHOBHOTO COJIepKaHus TeKCTa-
HCTOYHUKA B 3aBHCHUMOCTH oT
KOMMYHHKATHBHOM YCTaHOBKH B
CUTYaIUsAX NPOPECCHOHATHHOTO
OOIICHHUS.

PA3JAEJI 2. 3aganusi, HeoOXOAMMBbIE /sl OLEHKH IUIAHMPYEMBIX Ppe3yJbTaTOB

OﬁyquHﬂ o JIuCHMIIJIMHE

Jnsa

NMpPOBEePKHU

chopmupoBaHHOCTH
OCYLIECTBJATH [1€J10BYI0 KOMMYHHMKALMIO B YCTHON M NHCbMEHHON ¢opmax Ha

komuerenuun YK-4:

rocyapcrBeHHOM si3bike Poccuiickoit @egepauuu 1 MHOCTPAHHOM(bBIX) fA3bIKe(ax)

Baok A. 3ajanusi penpoaAyKTHBHOIO YPOBHS («3HATHY)

A.1 ®oHJI TECTOBLIX 3AJJAHUN MO TUCIUIIJINHE

TecTsl THHA A.
A.1 ®oHJI TECTOBLIX 3AJIAHUN MO TUCIHUIJINHE

TecThl THIIA A.

Test 1

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

10
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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 njl UX NMNIPpOU3BOJAHLIC:

. ... 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; c¢) 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; c) no.

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

a) nobody; b) anybody; ¢) somebody.

8. ... 1s all right, the patient is much better
today.

a) nothing; b) anything; ¢) 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

l.

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. Bo10op onpeaeieHnil, XapaKTepu3yOnux OM3HeCMeHa

1. Iloobepume k npunazamenvnvim (1 — 10) onpedenenusn, xapaxmepusyroujue
ousznecmena (a —j):

1. hard-working  a. concerned with practice and action rather than theory

2. harmonious b. possessing intuition
3. purposeful ¢. 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
1.  Iloobepume k npunazamenvuvim (I — 10) onpedenenus, xapaxmepusyrujue

ousznecmena (a—j):

1. 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
TestS

1. Which of the following is not a typical supply chain member?
retailer’s creditor
wholesaler
reseller
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

/o o

14



. 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
controlling the physical flow of goods, services, and information
gathering customer's ideas for new products
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

o a0

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

oo o |

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

___intermediaries
15



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
1. supply chain management
17.The bullwhip effect:
a. 1s 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

po o
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c. dovetailing
d. relationship marketing
20.What is a perfect order?
a. 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

Test 6. Choose the English phrase corresponding to the following English one:
1. B orBer Ha Bame nucsmo ot 13 sitnBaps mbl xoTuM 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...

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

2. Ccbuiasich Ha HalI TeJIe(POHHBIM PA3rOBOP HA MPOIILJIOH HexelIe. ..
a) In reply to our telephone dialogue last week

b) Further to our telephone conversation last week

c¢) Thank you for our telephone conversation last week

3. Ilpuaaraem K nucbMy Hall NMOCJEAHUI KATAJIOT

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. Paabl coodmuTh Bam ycnoBus ny0JMKanun HAY4YHOH CTATHU

a) We are pleased to inform you the publication terms

b) We are glad to receive your prompt reply

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

5. C HerepnenueMm xk1ém Bamero orBera

a) We will expect your immediate answer

b) We look forward to your prompt reply

¢) We will wait for you quick answer

6. IIumy Bam, 4T00BbI M0KAJIOBATHLCH HA HEKAYECTBEHHOE 00CIyKMBAHUE
a) [ am writing to order a product

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

c¢) [ am writing to complain about poor service

7. C yBa:xkeHUEM

a) Yours sincerely

b) Yours

c) Best wishes

8. Ilo Bcem Bompocam o0pamaiTech KO MHe B JIl000e Bpems

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

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

c) In case of questions, call me any time

Test 7

1. OGpamenne Messrs B afgpece moiydaress 0003HadaeT oOparieHune mo OTHOMIEHHUIO K:
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a. 3aMy>KHEU JKCHIIMHE
b. nByM unu 6osee My>XKUuHAM
C. KEHUIMHE, 0 KOTOPOH HEM3BECTHO, 3aMYEM OHA WJIK HET
2. CokpallleHHE ... YKa3bIBAET, YTO K MUCHMY MPUIIOKEHBI JOKYMEHTHI.
a. Enc(s)
b. cc:
C. p.p-
3. CokpailleHHe ... UCTIOIb3YyeTCsl B HEOUIIUAIBHBIX MUChbMaX JJIsl TOTO, YTOOBI J0OABUTH
TO, 4TO OBLIO YIYIIEHO B OCHOBHOMW YaCTH MHUChMa.
a. p.p.
b. PS:
C. ccC:
4. CokpallieHue ... 03HadaeT (aMUIIuU TeX, KTO JOJKEH MOJyYUTh KOTHIO TUChMA.
a. Enc(s)
b. cc:
c. Ref:
5. Ilpumeuanus Tuna To whom it may concern HaxoaATCA:
a. TocJje ajpeca nojiydarens
b. moce aapeca OTpaBUTENS
C. B KOHIIE MChMa
6. ITomeTku Tuna Urgent, To be called for, Private nenarorcs:
a. B BEpPXHEM IIPaBOM YTy
b. B BEpXHEM JIEBOM YTy
C. B HIDKHEM IPABOM yTITy
7. Bbl numumTe nmuckMo nozapyre, obpamasice Dear Sarah, u 3akimtountensHON hopMynoi
Oyner:
a. Best wishes
b. Sincerely
c. Yours truly
8. Bel mummTe odunmanibHOe TUCHMO JISJIOBOMY TapTHEpY, obpamiasick Dear Mr Shaw, u
3aKJTFOYUTEIBHON (hopMyToi OyaeT:
a. Yours sincerely
b. Regards
c. All the best
9. Bbl nuimmTe HeopuUIIMaILHOE MUCHMO JIETIOBOMY MapTHEpy, oOpamasice Dear David, u
3aKIIIOUUTEIHLHON (hopMysioi OyieT:
a. Regards
b. Yours faithfully
c. All the best
10. Bel numure opuuuaibHOE MUCHMO JHILY, Ybs (aMUIUS M MOJ BaM HEU3BECTHBI,
obpamasice Dear Sir/Madam, u 3akiIrouuTeIbHON opMyIion OyaeT:
a. Sincerely
b. Yours faithfully
c. Best wishes
Pesrome
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11. B BenuxkoOpuTaHuM TNpu HANUCAaHUH pPE3IOME B IYHKTE, I/I€ TOBOPUTCS O
npo(deccuoHaTbHOM OMBITE PA0OTHI, IEPBHIM YKa3bIBACTCA:
a. IlepBoe Mecto paboOTHI
b. Ilocnegnee Mecto paboOThHI
c. He umeer 3HaueHus
ITyHkTyanus

[TyHkTyarus ¥MeeT NMEepBOCTEIICHHOE 3HA4YeHUE, OCOOCHHO €CIM BaM JUKTYIOT IHCHMO
WJIH aJpec.
12. Kakum 3HaKoM 0003Ha4aeTCs TEPMUH semi-colon:
a. :
b. ;
C.
13. Kakum 3Hakom ob603HavyaeTcs TepMuH inverted commas:
a. “..”
b. ,
C. ;
14. Kakum 3HakoM 0003Ha4aeTcst TepMuH brackets:

a (13 29
b. (...)
C. :
DIEKTPOHHOE COOOIICHUE

15. Beibepute mpaBuiibHOE orpesenienue. E- business:
a. economic business
b. electronic business

16. Beibepure npaBunbsHoe onpeaenenne. IMO:
a. international monetary organization
b. in my opinion

17. Beibepure npaBunbHoOe onpeaenenue. SPAM:
a. unwanted mail
b. compacted meat

18. Bribepute npaBuiibHOE onpeaencHue. TTYL:
a. talk to you later
b. the time you left

19. Beibepute npaBuiibHOE onpeneneuue. HSIK:
a. how should I know
b. have something in kit

20. BeibepuTte npaBuibHOE onpeaencuue. C2B:
a. customer to business
b. client to boss

TecTtul THIIA 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 ¢) 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
c) 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

c) 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) aproduct

b) a component

c) 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.

I 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
1s 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.

I 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.
a. AHITTUHCKHM SI3bIK OYEHb JIETKO BBIYYUTh
b. HM3ydyeHue HHOCTPAHHOTO SI3bIKa — HEJIETKOE JIEJI0
c. M3ydeHne MHOCTPaHHOTO SI3bIKA - JIETKOE JEJI0
2. It's a long and slow process that takes a lot of time and efforts.
a. DTO OBICTPHII NpOLECC, KOTOPBIM HE OTHUMAET MHOTO BPEMEHU U YCUITUHN
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b. DTO oueHb AOATUN TPOIECC, HA KOTOPBIA HY>KHO TOJIbl 00YUYECHHS.
C. OTO JOJITMI ¥ MENJIEHHBIN NPOLECC, KOTOPBIM OTHUMAET MHOTO BPEMEHU U
YCUJIUU.
3. It's the language of ...
a. the great literature.
b. ofall world
C. our country
4. I 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. TeneBumeHNE-3TO caMOe BaXKHOE CPEJICTBO KOMMYHHUKAITUN

b. TeneBuaeHne KOpoTko Ha3piBatOT TB

c. TeneBuaenue ABIsSETCS OJHUM U3 HAIITUX CAMbIX BaXKHBIX CPEJICTB
KOMMYHHUKAIIMH

. The name "Television" comes from Greek word

a. Hazeanue "TeneBuaeHne" NpoUCXOIUT OT IPEUECKOrO CJIOBA

b. HazBanue "TeneBuaeHue" mpouCcXoauT OT JJATUHCKOTO CJI0OBa

c. HazBanue "TeneBuaeHne" npouCXoIUT OT UTATBIHCKOTO 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.
a. Maintain
b. Monitor
c. Mandate
d. 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
c. 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 .....7
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

| 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

IIpoBeneHne NUCLMEHHOH PA0OTHI

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
32c.
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?

I 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? I 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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I 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.

I look forward to hear from you.

Your faithfully
Paul Kominsky

IIpoBenenne NUCLMEHHOU PA0OTHI.

IIpakTHyeckue 3a1aHus

A — SWOT analysis

Before entering the marketplace it is essential to carry outa SWOT 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 asinternal 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 threatof 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 I 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 plan is 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
is, 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

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

o Measurable —  Quantify
objectives.

o 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 2015?)

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 o Product

into the marketing mix, o 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.

IIpoBenenune onpoca.

A2. Bonpocshl 11 00CYKICHUS

l.

2.

A e

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 kind 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?
KoppekTuBHBIii Kypc — BOIPOCHI JIs1 TUCKYCCHH

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 I 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?
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9.

Can you take our orders now?

10.Do you serve meals?

11.Is 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?

N —

.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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. 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.

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

. 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?

. 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 logistics.istz!

4. Discuss the role of a financial manager in a company.iske

5. Explain the importance of financial management.

6. Define the various sources of ﬁnancing.[s}}] Discuss their advantages and
disadvantages.

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?

9. 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?

AN

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?

Nk e=

baok B. 3aganusi peKOHCTPYKTUBHOI'0 YPOBHA («KYMETb»)

B1. [IlucLmMenuas padora (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 pedepatoB
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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 npe3eHTAIMN

l.

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

2. 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. TemaTuka poJeBbLIX HI'P

l.

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?

SN il
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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?

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

] 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.
] 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.

o 1 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:

3. + English newspapers

4. « English radio

5. « English television programmes

6. Tell him what television programmes you like.

Baok C. 3aganns npakTHKOOPUEHTHPOBAHHOTO YPOBHS 1JIf1 IMATHOCTUPOBAHMS
c¢hopMHPOBAHHOCTH KOMIIETEHIIM («BJIAJAETh)

C1. Keiic-3agaua (Case-study).

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

Information on the
. Current market )
Analysis . . competitors and the
situation
marketplace.

The competition in the
Competitor | marketplace. You will also
analysis need to
include information on their
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positioning how
control
the way the customers see

the products or services.

they

What you sell or provide,
and your Unique Selling
Point

(USP) — that 1is, what
Product / distinguishes your pI’Odl.J.C'[
. or service
;ilrz:ilycseis from 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).
Objectives | Marketing goals What you Want to achieve,
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
Set
SMART resources to make the
L objective happen
objectives
(manpower, money,
machines,
materials, minutes)?
Timed — When will you
achieve  the  objective?
(Within
a month? By February
20157)
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
Tactics strategy into the Price
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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C2. BoInnoJiHeHNE MPOEKTA.

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

ANl

baox /1. 3axanus 19 HCNOJIb30BaHMS B PAMKAX MPOMEKYTOYHOM aTTeCcTAlUU

JI1.I1epedyeHnb 3a49eTHLIX BOITPOCOB

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?

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

SN =

Sl

JI2.11lepedyeHb YK3aMEeHAIIMOHHLIX BOIPOCOB

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?
9. 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?

i AR e
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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 satisty 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.
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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. 'paMMaTHyecKue M JeKCHYeCKHe TeCThI:

Test 1. [Ton6epurte k npodeccusim (1 - 10) coorBeTCTBYIOIIME UM OnpeAeeHus (a -

J:

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. an insurer 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- a wholesale trader, especially one who trades with
foreign countries

Test 2. ITocTtaBbTe Ha3BaHUE Npodeccuu (a - j) B COOTBETCTBHE KAXKIOMY
pekjaMHoMy 00bsiBjeHu0 (1 —10):

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

¢) assembly person h) receptionist

d) salesperson i) personnel officer
e) clerk i) 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 mecmoi:

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 [ 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. asl
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. in a hard 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
c. inside
14.I’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
c. -
19.As a child, I was afraid of traveling

a. in the air
b. by the air
c. byair
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. 1is
b. will be
23.Do you know when the Production
manager ...from his business trip?
a. 1is back
b. will be back
24 If 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. on
3. The BBC is showing this program ...Friday.
a. at
b. in
c. on
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
Cc. 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
c. 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. to go
c. go
15.I 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. to inherit
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. to go down
19.You should use the money to make your home ...lovely.
a. tolook
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. her to be
b. her be
c. in her to be
22 Mary hated her boyfriend ...
a. laugh at
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b. to be laughed at
c. laughed at
23.1’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. ..., do you?
3. I met my (good) friend yesterday.
a. goodest
b. better
c. best
4. Dorothy is (young) in her family.
a. the youngest
b. the younger
c. young
5. Nowadays Bob 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. am smelling
b. smell
c. do the smelling
25. Someone ... to speak to you on the phone.
a. 1s wanting
b. want
c. wants

Test 6. Choose the correct versions.

1. ... strange began to happen.
a. Anything
b. Something
c. Nothing
2. Ibelieved ... the most reliable person.
a. her to be
b. her be
c. in her 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.
a. rose
b. raised
c. has risen
No one of my classmates has ... London.
a. been to
b. been in
c. gone to
Since I ... 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

PA3JIEJI 3. Onncanue nokaszarejei 1 KpuTepueB OLEHNBAHUSA KOMIIETCHIUI HA
Pa3JIMYHBIX 3Tanax ux GopMUPOBaAHMS, ONIUCAHNE IKAJ OlleHUBAHUSA

bannpHO-peliTuHTOBas cucremMa SBJseTCs 0a30BOM  CHCTEMOW  OIICHUBAHUS
c(OpMUPOBAHHOCTH KOMITETEHIIUI 00y4aronuxcs 04HOi popmMbl 00yUeHHUS.

HtoroBas oueHka chpopMHUpOBAaHHOCTU KOMIETEHIMU(H) OOydaroUMXcs B paMKax
OaIbHO-PEUTUHTOBOM  CHUCTEMBl  OCYLIECTBIISIETCA B XOJ€ TEKYIIEro KOHTPOJIS
yCIIeBaeMOCTH, IPOMEKYTOUHOM aTTecTallid M OIpeAesieTcss Kak CyMMma OaJuioB,

59



MOJIy4YE€HHBIX O0YUYaIOIUMUCS B pe3yJIbTaTe MPOXOXKACHUS BceX (OPM KOHTPOJIA.

Omnenka cHOpMUPOBAHHOCTA KOMITETEHIIMU(H) MO MUCIUIUIMHE CKJIAABIBACTCS W3
JIBYX COCTaBJISIOIINX:

v mepBasi  COCTaBJsIONIass — OIEHKA MpernojaBaTeaeM C(HOpMHUPOBAHHOCTH
KOMIIETEHIIMM(IA) B TEYEHHE CeMecTpa B XOJ€ TEKYIIEro KOHTPOJIS YCIIEBAEMOCTH
(makcumym 100  GamioB). CrpykTypa TMepBOM  COCTaBJSIONIEH  Ompenensercs
TEXHOJOTHYECKON KapTOW AMCUMIUIMHBI, KOTOpas B Hadale ceMecTpa IOBOIUTCS M0
CBEJICHUS 00yYaroIuxcs;

BTOpas  COCTaBJAAIOIIAsi —  OLIEHKAa C(HOPMHUPOBAHHOCTHU
oOy4aroruxcs Ha 3auete (Makcumym — 20 6aioB).

JIJ1st CTyIEHTOB OYHO-3a0YHOM U 3209HON (PopM 0O0yueHUs TpUMEHSTCS 4-0abHas
U OWHapHAas UIKAJIbl OIEHUBAHUS PE3YyIbTATOB TEKYIErOo KOHTPOJS YCIEBAEMOCTH H
MIPOMEKYTOUHOM aTTeCTAIlMN 00yYarOIINXCS.

KOMMETeHIIUU (i)

YPOBHH IIPOJABUHYTHIN 0a30BbIii IIOPOTOBBIN JIOTIOPOTOBBIN
0CBOCHMS YPOBEHb YPOBEHb YPOBEHB YPOBEHB
KOMIIETCHIH
i
100 - 8Su=> 70 — 84 51-69 0-50
O0a/IbHaA
IKaJja
4 — 0ansIbHASl | OTJIMYHO» «XOpOLIO» «YJIOBJIIETBOPHU | «HEYAOBJIETBO
IKaJja TEJIbHO PUTEIIBHO
bunapuas 3a4TeHo He 3auteno
HIKaJja

Ikana oueHOK NpH TEeKyleM KOHTPOJIe YCIIeBAeMOCTH
10 Pa3JIMYHBIM MOKA3ATEJIAM

Hokazamenu ouyenusanus Bbannw Ouenka
chopmuposannocmu Komnemenyuil

BrinonHeHne npakTUYECKUX 3a1aHul

0-20 | «HEyAOBIIETBOPUTEIBHO»
«YAOBIETBOPUTEIHLHO
«XOPOLIO»
COTIIMIHO
«HEYJIOBJIETBOPUTEIHHOY
«yJIOBJIETBOPUTEIHLHOY
«XOPOLIO»
COTIIMIHO
«HEYIOBJIETBOPUTEIILHO
«YAOBIETBOPUTEIHLHO
«XOPOILIO»

«OTIHUYHO»

OTBETHI HA YCTHBIE BOITPOCHI 0-20

TectupoBanue 0-30
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[IpoBeneHne poaeBoO UTPbI

0-10 | «HEyAOBIETBOPUTEIBHO»
«yJIOBJIETBOPUTEIHLHOY
«XOPOLIO»

«OTIIUYHO»...

Perienue kercon

0-20 | «HEyAOBIETBOPUTEIBHO»
«YAOBIETBOPUTEIHLHO
«XOpOILIO»

«OTIHUYHO»

Brinonnenue u myonuuHas 3amura pedepara

0-4 «HEYAOBIECTBOPUTEIBHOY
«YJOBJIETBOPUTEIHHOY
«XOPOUIO»

«OTJIIMYHO»

VYyactue B auckyccuu, aedartax, «Kpyriom

CTOJIC»

0-10 | «HEyAOBIETBOPUTEIBHO»
«YAOBIETBOPUTEIHLHO
«XOPOILIO»

«OTIHUYHO»

BreinmosHenue u

MMpE3CHTAINH

nmyoIM4Has

3aluTa

0-4 «HEYAOBIECTBOPUTEIBHOY
«YJOBJIETBOPUTEIHHOY
«XOPOUIO»

«OTIHUYHO»

CooTBeTCcTBHE KPUTEPHEB OLICHUBAHNS YPOBHIO OCBOCHUSI KOMIIETEHIMA 10
TeKylleMy KOHTPOJIIO YCIIEeBAeMOCTH

bannn Ouenka Yposens Kpumepuu ouenueanusn
0ce0eHuUA
KomMnemenuyu
u
0-50 | «aeynomietBop | Jomoporoseiii | OOy4yaromuiics He mnpuoOpen 3HaHUS,
UTEIILHO» YPOBEHb YMEHHUSI U HE BJIAJICET KOMIETEHUUSIMU
B 00beMe, 3aKperuieHHOM paboueit
IPOrpaMMON TUCIUIUINHBI
51-69 | «ynosnerBoput | [loporossiii He menee 50% 3aganuii, moajiexxamimux
eJILHOY YPOBEHD TEKYIIEeMy KOHTPOJIIO YCIIEBA€MOCTH,
BBITTOJTHEHBI 6e3 CYIIECTBEHHBIX
OImMO0K
70-84 | «xopouio» bazoBbrit OOy4aronuMcsi BBITIOJIHEHO HE MEHee
YPOBEHb 75% 3amaHui, NOMJICKAIIMX TEKYIIEMY

KOHTPOJIKO yCIEBAEMOCTH, WA IIPU
BBITIOJITHEHUH BCEX 3aJaHUM JOITYLIEHBI
HE3HAYUTEIbHBIE OIIUOKH;
oOydJaromuiicss  ToKa3al  BJIaJICHUE
HaBBIKAMU CHUCTEMAaTHU3allMU MaTepuasa
W TPUMEHEHUS €ro Npu pelIeHUuU
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MPAKTUICCKUX 3a] aHHﬁ, 3adaHus

BBITIOJTHEHBI 0€3 OIIHOO0K

85-100 | «oTINYHOY»

[IponBuHYyTHIN
YPOBEHb

100% 3aJaHuH, M1OJIJIEKAIINX
TEKYLIEMY KOHTPOJIO YCIIE€BAEMOCTH,
BBINIOJIHEHBI ~ CAMOCTOSITEIBHO W B
TpeOyemMoM o0beMe; OoOydaromuics
MIPOSIBIISIET yMEHUE 00001aTh,
CUCTEMaTU3HPOBATh MaTepua u
NPUMEHSATh  €ro  TNpU  pElIeHUU
MPaKTUYECKUX  3aJaHuid;  3aJaHus
BBITIOJTHEHBI C MOAPOOHBIMU
MOSICHEHUSIMA ¥ apTYMEHTUPOBAHHBIMU
BBIBOJIAMU

IIIkana OLEeHOK MO MPOMEKYTOYHOU aTTeCTALMM

Haumenosanue ghopmot bannwu Ouyenka
nPOMENHCYMOUHOU
ammecmayuu
OK3aMeH 0-30 «HEYAOBJIETBOPUTEIBHO

«YJOBJIETBOPUTEIHHO
«XOPOILIOY
«OTJIMYHO

3auer 0-20 «3aYTEHO»

«HE 3a4YTCHO»

CooTBeTCcTBHE KPUTEPHEB OLICHUBAHNS YPOBHI0 OCBOCHUS KOMIIETEHIM A
10 MPOMEKYTOYHOM aTTecTanum ody4yarommuxcs (3a4er)

bannw Ouenka Yposens Kpumepuu oyenusanusn
oceoeHus
KomMnemenuu
u
0-10 «He3auTeHo» | JlomoporoBel | OOyyaromuiicss He MPUOOPENT 3HAHUS,
i ypOBEHb YMEHUS U HE BIAJEET KOMIETEHIUSIMU
B 00beMe, 3akperyieHHOM pabouei
porpamMmoit JTUCIUTUTNHBL
oOydJaronuiics He CMOT OTBETHTHh Ha
BOIPOCHI
11-14 «3aYTCHO» [Toporoserit OOyuaromuiics 1aja HETIOJTHBIC OTBETHI
YPOBEHD Ha BOMOPOCHl, C HEAOCTATOYHOMU
aprymeHTaIuen, paKTUYECKUE
3a/1aHMs BBITMOJHEHBI HE MOJHOCTHIO,
KOMITETEHLIUH, OCBauBaeMbIe B
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mpoIecce M3YYCHHs  JUCITUTUTMHBI
c(opMUpOBaHBI HE B IMOJHOM 00BEME.

15-17

«3a4YTCHO»

bazosBrsiit
YPOBEHD

OOyuaromuiicas B LEJIOM Mpuolpen
3HAHUS W YMEHHS B pPaMKax
OCBaWBaeMBIX B Tporecce OOydeHUs
N0  JUCHUIUIMHE  KOMIICTCHIIH;
oOydJaroruiics OTBETWJ HA  BCE
BOIIPOCHI, TOYHO 1Al ONpEIeNICHUs U
HIOHSTHS, HO 3aTpyAHSETCS
TIOJITBEP/IUTh TEOPETHUYECKUEC
TIOJIOXKCHHS NPAKTUYCCKUMHU
npuMepamMu; OO0ydYaroluics MoKasal
XOpOIIMe 3HAHHWA TI0 MPEAMETY,
BJIaJICHIC HAaBBIKAMH CHCTEMAaTH3aIUH
MaTepualia U TOJHOCTHIO BBHITIOTHIUI
NPaKTUICCKHE 33 aHHsI

18-20

«3a4TCHO»

[IponBHUHYTHI
1 YPOBEHbD

OOGyuaronuiicss MpuoOpeNT 3HaHUA,
YMEHUSI U HaBBIKM B TMOJHOM 00bEME,
3aKpeIJICHHOM pabodeil mporpaMMon
JUCUUIUIMHBL,  TEPMHUHOJOTUYECKUN
anmapar UCIOJIb30BaH IPABUIIBHO;
OTBETHl  TOJHBIE, OOCTOSITEIBHEIE,
apryMEHTHPOBAHHBIE, TOJTBEPKICHBI
KOHKPETHBIMU IpUMepamu;
oOy4aroluiicss TMPOSIBISIET  yMEHUE
0000111aTh, CHUCTEeMaTU3UPOBAThH
MaTepuaj U BBIIOJHAET IPAKTHUECKHE
3aJlaHus C OJIPOOHBIMU MOSICHEHUSIMU
U apTyMEHTHPOBAHHBIMU BBHIBOJIAMU

CooTBeTCTBHE KPUTECPHEB OLICHUBAHUA YPOBHIO OCBOCHH KOMIIeTeHIIU

10 MPOMEKYTOYHOM aTTecTAlUN 00y4aromuxcs (IK3aMeH)

bannwt

Ouenka

Yposenw
0ceoenus
Komnemenuyu

«~

u

Kpumepuu oyenusanusn
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0-9

«HCYIOBJICTBOD
HUTCIIBHO»

Jlonoporossiit
yYpOBEHb

OObyuaromuiicst He IPUOOpeEN 3HAHUS,
YMEHUS u HE BJIAJICET
KOMIIETEHIUSIMU B o0beMme,
3aKperyieHHOM pabouei mporpaMMon
JUCUUIUIMHBL,  OOydaroluiicss  He
CMOT OTBETUTH HA BOIIPOCHI

10-16

«YIOBJIETBOPUT
EIbHOY

[Toporoseiii
YPOBEHb

OOyuaromuiics  Jal  HETMOJHBIC
OTBETHI Ha BOTIPOCHI, c
HEJIOCTaTOYHOU apryMeHTaluen,
MIPAKTUYCCKHUE 3aJIaHUsl BBITIOJTHCHBI
HE  TIOJHOCThIO,  KOMIICTCHIIUH,
OCBaMBaeMbl€ B IMPOLECCE HU3YUCHHUS
TUCIHIUTAHBI  C(OOPMUPOBAHBI HE B
MOJIHOM 00BEME.

17-23

«XOopouro»

bazosrIit
YPOBEHD

OOyuaronuiicsi B I1€JI0M TPUOOpe
3HaHUA U YMEHHsI B paMKax
OCBaMBACMBIX B TIPOIECCE OOYUCHHS
Mo  JUCIHIUIMHE  KOMIICTEHITUH;
oOydJaromuiicss OTBETWJI Ha BCE
BOITPOCHI, TOYHO JaJI ONPEACIICHUS U
MIOHSITHS, HO 3aTpyAHSIETCS
MOATBEPIUTH TEOPETHUECKUE
MTOJIOKEHUS MPAKTUICCKUMHU
npuMepamMu; 00yJaronuics MmoKas3al
XOpOIIME 3HAHUS TO TPEIMETY,
BJIQ/ICHHE HaBbIKaMHU
CUCTEMAaTH3allMK  Marepuajga u
MOJIHOCTBIO BBITIOJTHUJT
PAaKTHYECKUE 3aJaHUS

25-30

«OTJINYHO»

[IponBuHYyTHIN
YPOBEHD

OOyuaronuiics npuoOpen 3HaHuS,
YMEHHS U HAaBBIKU B MOJHOM 00beMe,
3aKpEeIJICHHOM paboueil mporpaMmon
OUCLMIUIAHBL, TEPMUHOJIOTUYECKUIN
anmnapaT MCHOJb30BaH MPaBUIIBHO;
OTBETHl TOJIHBIE, OOCTOSATEIbHBIC,

apryMEHTUPOBAHHEIE,
MOATBEPAKACHBI KOHKPETHBIMU
MIPUMEPAMH; oOyuaronuics

MpOSIBJIIET  yMEHHE  00001aTh,
CHUCTEMATU3UPOBATh  MaTepHal U
BBITIOJTHSICT MPAKTHYCCKUE 3aJIaHUS C
MOAPOOHBIMA  TIOSICHCHUSIMH |
apTryMEHTHPOBAHHBIMH BBIBOJAMHU
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PA3JIEJI 4. MeToanuecKkue MaTepuaJibl, ONpeaeasioinme Nnpoueaypbl OleHHBaHUSA
3HAHUH, YMEHU, HABBIKOB, XapaKTepu3ylolue 3Tanbl (pOpMUPOBAHUA
KOMIIeTeH LU

[Ipouenypa oueHUBaHUS — MOPSAOK JIEMCTBHM MPH MHOATOTOBKE U IPOBEICHUU
aTTECTAIIMOHHBIX UCIIBITAHUM U (POPMHUPOBAHUHU OICHKHU.

[Iporegypa TPOMEKYTOUHOM  aTTECTAlMM  MPOXOJUT B  COOTBETCTBUU C
[TosoxkeHneM 0 MPOMEKYTOUHOM aTTECTAMU 3HAHUM CTYIeHTOB U yyamuxcsa I YHX.
- ATTecTallMOHHbIE WCIBITAaHUS MPOBOAATCS IpenojaBareiieM, BEIyIIUM JICKIIMOHHbIC
3aHSATUSA MO JTAHHOW AUCHUIUIMHE, WIM MPENoJaBaTelisiMU, BEAYIIUMHU MPAKTUYECKHE U
nabopaTopHbIe 3aHATHS (KPOME YCTHOTO 3K3ameHa). [IpucyTcTBrHe MOCTOPOHHUX JIWII B
XO0J/Ie TPOBENCHMS] AaTTECTAIIMOHHBIX HWCMBITAHUNH 0€3 pa3pelieHus peKTopa WA
mpopeKkTopa HE JOomycKaeTcss (32  HCKIIOYEHHEM paOOTHUKOB  YHUBEPCHUTETA,
BBITIOJIHSFOIINX KOHTPOJUPYIOIIKE (PYHKITMH B COOTBETCTBUU CO CBOMMHM JIOJDKHOCTHBIMU
oOs3aHHOCTSIMU). B cilydae OTCYTCTBUS BEOyIIEro IPernojaBarelisi aTTeCTallMOHHBIC
WCTIBITAHUSI TIPOBOJISITCSl TIPEINojaBaresieM, Ha3HAYCHHBIM MUCBMEHHBIM PACHOPSKEHUEM
o kademape.
- uBanupl 1 nunia ¢ orpaHUuYEeHHBIMUA BO3MOKHOCTSIMU 37I0POBbsI, UMEIOIIUE HAPYIICHUS
OTIOPHO-ABUTATEILHOIO allfapara, JAOMYCKAIOTCS Ha aTTeCTallMOHHbIE WCIBITAaHUS B
COITPOBOX/JICHUHU aCCUCTEHTOB-COMPOBOKIAIOIINX.
- Bo BpeMss arTecTallMOHHBIX WCHBITAHUNH OOydYarolMecss MOTYT TOJIb30BAThCS
MpOTPaMMON JIHUCIUIUIMHBI, a TaKK€ C pa3pelIeHHs] NPEnoJaBaTelisi CIPaBOYHOM U
HOPMAaTUBHOM JINTEPATYyPOl, HENPOrPaMMUPYEMBIMHU KaIbKYISTOPaAMHU.
- Bpems moarotoBku oTBeTa MpU clade 3ayeTa/HsK3amMeHa B YCTHOW (opme JOIKHO
coctaBisiTh He MeHee 40 MUHYT (MO JKEJaHUI0 OO0YYarolerocs OTBET MOXET ObITh
nocpouHbIM). Bpemst otBeTa — He 6osiee 15 MUHYT.
- IIpu moAroToBke K yCTHOMY 3K3aMEHY SK3aMEHYEMbI, KaK MPaBUJIO, BEIET 3alUCU B
JIMCTE YCTHOTO OTBETA, KOTOPHKIN 3aTeM (M0 OKOHYAHUH PK3aMEHa) CJIAeTCsl HK3aMEHATOPY.
- Ilpm mpomegeHMM YCTHOTO »HK3aMeHA HK3aMEHAIIMOHHBIM OWJIET BBIOMpAET caM
DK3aMEHYEMBIN B CIIy4YalHOM IMOPSJIKE.
- DK3aMeHaTopy NPEIOCTaBISETCS MPaBO 3a7aBaTh OOYYAIONTUMCS JOTIOJHUTEIHHBIC
BOIPOCHI B paMKaxX MPOTPaMMbl JHUCIUIUIMHBI TEKYIIErO0 CEMECTpa, a TakKe, MOMHMO
TEOPETUYECKUX BOIMPOCOB, JaBaThb IHMCbMEHHBIE 3aJaHus, KOTOpPbIE H3YyYAIUCh Ha
MPAKTUYECKUX 3aHSATHUSIX.
- OueHka pe3ylbTaTOB YCTHOTO  AaTTECTAIIMOHHOTO  HCHBITAaHUS  OOBSBISETCA
oOy4Jaroniumcs B JIeHb €ro nposenieHusd. [Ipu nmpoBeaeHUH MUCbMEHHBIX aTTECTAllMOHHBIX
WCTIBITAHUM WM KOMITBIOTEPHOTO TECTUPOBAHUA — B J€Hb UX MPOBEICHUS WM HE MO3JHEE
CJIeIyIOLIEro paboyero AHs MOCIe UX MPOBEACHUSI.
- Pe3ynbraThl BBINIONHEHUS ATTECTALIMOHHBIX HCIBITAHUM, NMPOBOAUMBIX B NMHUCbMEHHOMN
dbopme, dopme HTOrOBOM KOHTPOJIHLHOM palbOThl WM KOMITBIOTEPHOTO TECTUPOBAHMS,
JOJIKHBI OBITH OOBSBICHBI 00YYAIOUIMMCS U BBICTABJICHBI B 3a4ETHBIE KHUKKU HE MO3/IHEE
CJIEIYIONIEro pabovyero JHS MOCIe UX MPOBEICHUS.

UrtoroBeimu dopmamu KOHTposisl 1o aucturmuimae ssisiercs 3ader (I, 11, 11T
cemectp), ak3ameH (IVcemectp).
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Ha TectupoBanme orBoautcs 30 muHyT. Kakaplii BapuaHT TECTOBBIX 3aJlaHUN
BKuTFO9aeT 30 BOmpOCOB. 3a KaK bl MPaBUIIbHBIN OTBET Ha BOMPOC aaetrcs 1 Oa.

TecTupoBaHre MOXET MPOBOAUTCS C MOMOIIbIO ABTOMAaTU3UPOBAHHON MPOrPaMMBbI
«Cropyt». Pe3ynbrar TECTUpOBAaHMS YCTaHABIMBAETCS C YYETOM BbIOOpa airoputrMa
pacyeTa oueHkH. TecT cliaH Mpu yCIIOBUM, €CTTU HAOpaHHbIE OAJTbl CTYJIEHTOM HE MEHBIIIE
npoxojHoro 6ayma (mopora caauu Tecra). [lo okoH4aHWMU PabOTBI C TECTOM CTYJCHTY
MPEAOCTABIISACTCA BO3MOKHOCTh MPOCMOTPETh PE3yJbTAaThl TECTUPOBAHUS - KOJIUYECTBO
HaOpaHHBIX 0aJUIOB, MEpeYEHb BOMPOCOB, HA KOTOPHIE JIaHbI MIPaBUJIbHbIE, HEMPABUIIbHBIC
Y HEMOJIHBIE OTBETHI.

MeToauKa OlleHUBAHUSA Pe3yJbTaTOB TCCTUPOBAHUA

Baww | OueHka IHokazamenu Kpumepuu
25-30 «oTtiauuHo» 1.  TloaHora BbIMONMHEHUS BeimonHeHo Oonee 85 % 3amaHuii IpeIIoKeHHOTO
TECTOBBIX 3a/IaHUH; TECTa, B 3a/JaHUSAX OTKPBITOTO THIIA JaH TIOJHBIMH,
2.  CBOEBpPEMEHHOCTh pa3BEpHYTHII OTBET Ha MOCTABJICHHBII BOIIPOC
20 -24 «xopomioy BPITOTHCHHS, Brinonneno 6onee 70 % 3amaHuil IPeaIoKeHHOTO
3. llpaBUIBHOCTH OTBETOB TecTa, B 3aJaHUSAX OTKPHITOTO THUIA JaH IOJIHBIMH,
Ha BOTIPOCHI; Pa3sBEPHYTBIl OTBET HAa MOCTABIECHHBIA BOIPOC;
4. CaMOCTOATENBHOCTD | orpago  GBUTH JONyIIEHbl  HETOYHOCTH B
TCCTHPOBAHMA, OIIPE/IETIEHUHU TIOHATHIH, TEPMHUHOB H JIp.
15-19 «yZOBJIETBO > HTK Brimonneno 6onee 54 % 3amaHuil npeasioKeHHOTO
PUTETHHOY TeCTa, B 33JaHUAX OTKPBITOIO THUIMA JIaH HEMOJHBIN
OTBET Ha TMOCTABJICHHBIM BOMPOC, B OTBETC HE
NPUCYTCTBYIOT JTOKa3aTelbHbIE MPUMEPHI, TEKCT CO
CTHJINCTUYECKUMU U opdorpapuyeckumy
OLIMOKaMHU.
0- 14 «HEYJIOBJIET Bemonneno He Oomee 53 %  3amaHuif
BOPUTEIILHO NPE/JIOKEHHOTO TECTa, Ha MOCTABJICHHBIC BOIPOCHI
» OTBET OTCYTCTBYET WJIM HEINOJIHBIH, IOIMYyIICHB]
CYIICCTBEHHBIC  OIMMOKH B  TCOPETUYCCKOM|
MaTtepuaie (TepMUHaX, OHITHSIX ).

YceTHBIM ONPOC MPEAIIONAracT yYCTHBIM OTBET CTYJIEHTA HAa OJWH OCHOBHOM W
HECKOJIbKO JIOTIOJIHUTENIbHBIX BONPOCOB TMpenojasaTtens. OTBET CTyAeHTa JOJIKEH
MPEACTABIATh COO0OM pa3BEPHYTOE, CBSA3AHHOE, JOTMYECKHM BBICTPOCHHOE COOOIICHHE.
Y cTHBIE ONMPOCHI TPOBOISATCS BO BPEMS MPAKTUUECKUX 3aHSATHUM, U MOTYT MCIIOJIb30BaThCS
B KA4yeCTBE JIONOJHUTEIBHOTO HWCIBITAHUS NPU HEJOCTATOYHOCTH PE3YJIbTAaTOB
TecTUpoBaHUs. Bompochl ompoca HE OJDKHBI BBIXOJIUTH 32 PAMKH OOBSBICHHOW JIJIS
JAHHOTO 3aHATUS TEMBI.

[Ipu BpICTaBIEHMH OLEHKH IMPENOJABATENb YUUTHIBAET MPABWIBHOCTH OTBETA IO
COAEPkKAHHIO, €r0 IOCIEAOBATEIBHOCTh, CAMOCTOSATEIBHOCTh CYXKJICHUW W BBIBOJOB,
YMEHHUE CBSI3bIBATh TEOPETUUECKHE TOJIOKEHUS C TIPAKTUKON, B TOM YHCIIE U ¢ Oyaymiei
PO eCCUOHATILHOM IESITEIbHOCTHIO.

MeToauka oueHMBAHUSA 0TBETOB HA YCTHBIE BONPOCHI (OMPOC)
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Banapl

Onenka

Hokazamenu

Kpumepuu

16- 20

«OTJIHUYHO»

1. ITonnoTta
OTBETOB;

2. ApryMeHTUpOBaHHOCTb
JAHHBIX OTBETOB;

3. IlpaBunbHOCTH OTBETOB Ha
BOIIPOCHI;

4. ITonnmanue marepuana

JaHHBIX

11-15

«XOopoHo»

6-10

«YIOBJIETBO
PUTETBLHO

«HEYIOBJIET
BOPUTEIILHO
»

1) IlonHO M apryMEHTHPOBAHHO OTBEYAET II0
COJIEP’KAHUIO 3aJaHHUS;

2) OOnapyxHBaeT NOHHMMaHHE MaTepuaa,
MOXET  OOOCHOBAaTb  CBOM  CYXKAEHUS,
IIPUMEHUTH 3HAHMSI HA TPAKTHKE, NPUBECTH
HEOOXOAMMBIE TpPUMEPbl HE TOJBKO IO
YueOHHUKY, HO U CaMOCTOSITEIILHO
COCTaBJICHHBIE;

3) uznaraer MmaTtepuan IOCIEIOBATEIbHO H
IIPABUJIBHO.

CTyneHT naeT OTBET, YAOBIETBOPSIOLIUN TEM
&Ke TpeOOBaHUAM, YTO U JJISl OLEHKHU «5», HO
nomyckaer 1-2 omuOKH, KOTOpBIE caM e
UCIPABIISIET.

Crynent oOHapyKHBaET 3HaHHE u
MMOHMMAaHUE OCHOBHBIX TOJIOKEHUH TaHHOTO
3aJlaHusl, HO:

1) uznaraer marepuall HEMOJIHO U JOIMYyCKaeT
HETOYHOCTH B ONPEICICHUU TOHATUH WU
(hopMyTUPOBKE TIPaBUIT;

2) HE yMeeT [OCTaTOYHO TJIYyOOKO W
JI0Ka3aTeIbHO 000CHOBATh CBOM CYXACHUS U
MIPUBECTH CBOU TIPUMEPBHL;

3) u3naraer mMatrepuall HEMoCleI0BaTeIbHO U
JIOTTYCKAET OIMIMOKH.

CryneHT oOHapy)XHBaeT HE3HAHHWE OTBETa Ha
COOTBETCTBYIOIIEE  3a/laHue,  JIOMyCKaeT
OomuOKH B (POPMYJIMPOBKE OMpPENCICHUN W
IpaBull, HCKaXXaromuume ux CMbICII,
OecropsiIoUHO ¥ HEYBEPEHHO  H3JIaraeT
MaTepua; OTMEYAIOTCs TaKUe HEIOCTATKH B
MOJITOTOBKE CTYNIEHTA, KOTOPBIC SIBIISIOTCS
CCPBC3HBIM MPCIATCTBUEM K  YCIICHIHOMY
OBJIAJICHUIO TIOCJICAYIONIMM MaTEPHAIIOM.

IIpakTH4yeckoe 3aganne (MMCbMeHHasi pad0Ta) BKIFOUYEHO B TEKYLIUH KOHTPOJIb,

MpEeanoiaraeéT HWHIWBUAYAIBHYIO WIIU
npearnoJiaraet
COOTBETCTBYIOIICH COJEPKAHUIO KOMITETCHIIUH.

Rj05(070)

3aKperieHde,  JMoo

CJIIO’KHOCTH 3aJIaHud OT 5 10 15 MuH.

rpynnoByto paboty. Ilucemennas pabota

IOBTOPEHUE  MNPOUIAEHHOM  TEMBI,
Bpemsi BBINOJNHEHUST 3aBUCHAT OT

MGTO}]I/IKa OLCHUBAHMA MMPAKTHYECCKUX 3az[aHm“1

bannn Ouenka Iloxazamenu Kpumepuu

18-20 | «Otnuuno» | 1. Pemenue KommyHukaTuBHasi 3ajada pelieHa MOJHOCTBIO.
KOMMYHHKATHBHOM 3amaHue  TOMHOCTHIO  BBIMIOJIHEHO:  COJEp)KaHUE
3a/1a4i. OTpa)kaeT BCE AacCMeKThl, YyKa3aHHbIE B 3a/IaHUU,
2.Coneprxanue U | BBICKa3bIBaHUE JIOTUYHO. Jlexkcuueckue,
OpraHu3amus TeKCTa. | rpaMMathyeckue W opdorpaduueckue  OMIMOKH
3. JIekcuka. OTCYTCTBYIOT.
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11-17 | «Xopouio»
8-10 «Y 10BJIETB
OPUTEITLHOY

0-7 «Heynosne
TBOPUTEJBH

o»

4. I'pammaTuka
5.  Opdorpadus
Kayuurpadpus

n

KommynukatuBHas 3aja4a pelieHa,
HEMHOTOUYHUCJICHHBIE  SI3BIKOBBIE  IOTPEHIHOCTH  HE
MPENSTCTBYIOT MOHUMAHUIO.

3aaHue BBIMOJIHEHO: HEKOTOPBIE aCMEeKThl, YKa3aHHbIE
B 3aJJaHUU, PACKPBITHl HE MOJHOCTHIO, BHICKA3bIBAHHE
B OCHOBHOM JIOTUYHO.

Hcnonb3yeMblid  CIOBapHbI  3alac  COOTBETCTBYET
MOCTABJIICHHON 3ajaye, ydalluicid TMoKa3ajdl 3HaHUe
JIEKCUKU U YCTICIIHO UCIOJIb30BaJ €€.
['pammaTHyeckue  CTPYKTYphl — HCHOJB3YIOTCA B
COOTBETCTBUU C NIOCTABJICHHOM 3aJa4yei, NPaKTHUYECKU
OTCYTCTBYIOT OIIMOKH, COOIIOJAETCS TPABUIBHBINA
MOPSIIOK CIIOB.

Opdorpaduueckue OIIMOKHU MIPaKTUYECKH
OTCYTCTBYIOT, TEKCT HAIlMCaH C COOJIOJCHUEM TPaBUI
Kasurpadum.

KoMMyHuKaTHBHAsT 3a7ada pelIieHa, HO JIEKCHKO-
rpaMMaTH4YecKue MOTPEIIHOCTH MPEMSITCTBYIOT
MOHUMAHUIO.

3amaHue BBIMIOJIHEHO HE TMOJHOCTBIO: COJEp)KaHue
OTpakaeT HE BCE acCIeKThl, YKa3aHHbIE B 3a/J[aHUH,
BBICKa3bIBaHUE HE BCET/1a JIOTUYHO.

Hcnonb3yeMblid  CIOBapHbI  3alac  COOTBETCTBYET
MOCTaBJICHHOW 3aJlaye, OJTHAKO CIy4alOTCs OTJCJIbHbIE
HETOYHOCTH B YMOTPeOJICHUH CJIOB, MO0 CIIOBApHBIN
3arac orpaHu4eH, HO UCMOJIb30BaH MPaBUIBHO.
Nmeercs  psinq rpaMMaTUYecKuX — OMIMOOK, HE
3aTPYIHSIOUINX TOHUMaHHUE TEKCTa.

Nmeercs  psan  opdorpaduveckux  OmUOOK U
HE3HAYUTEIbHOE OTKJIOHEHHE oT MIPaBUII
Kayurpaduu, 9To HE 3aTPYAHSIOT TOHUMAaHHUE TeKCTa.

KoMMyHHKaTHUBHAs 3a7a4a HE pelIeHa

3aJlaHuE HE BBIIOJHEHO: COJIEPKAHUE HE OTPaXKaeT Te
aCIeKThl, KOTOPbIE YKa3aHbl B 3a/IaHUH, OTCYTCTBYET
JIOTHKA B IOCTPOECHUH BBICKA3bIBAHUSI.

KpaitHe orpaHuuYeHHBIA  CJIOBapHbBIA  3amac  He
MO3BOJIIET BBINOJHUTH IIOCTABJICHHYIO 3a7ady WU
oOydaromuiicss He CMOr MPaBUIBHO HCIOIb30BaTh
CBOM JICKCUYECKHM 3amac Il BBIPAKEHUS CBOMX
MBICIIEH.

I'pammarnyeckue npaBuia He COOIIOAAIOTCS.

PosieBasi urpa HampaBieHa Ha yriayOJeHHUE TEOPETUUYECKUX 3HAHUH, MOTYYSCHHBIX

CTyJICHTaMU B XOJI€¢ MPAKTUYECKUX 3aHATUM M U3YYEHUS OCHOBHOM W JIOMOJHUTEIHLHOU
JUTEPATYphl TIO AWCIIUIUIMHE, Pa3BHBAET CIIOCOOHOCTH K CaMOCTOSITEIHHOMY OTOOpY,
aHanu3y W cucteMmaru3anuu uHbopmarmu; GOpMHUPYET KOMMYHHKATUBHBIC HABBIKH,
YMEHHE JIOTUYECKH BEPHO, APTYMEHTUPOBAHO U SICHO CTPOUTH YCTHYIO PE€Ub; CTUMYIUPYET
TOTOBHOCTh K KOOIIEpAIINH C KOJJIETaMH, pabOTe B KOJIJIEKTUBE.

1. TlonroroBka K mpoBeneHHUIO WIpbl. Benymmuii oOBACHSET CyThb METOJla, WUTPOBbBIC
npaBuia U 3a/1a4yd y4yacTHUKOB. Ha JaHHOM 3Tarne m3naraercst ClieHapuil U OpraHusyercs
UTPOBOE IPOCTPAHCTBO.
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2. HemnocpencTtBeHHOE MPOBEAECHUE WUIPbl. YUACTHUKA B WIPE BOIUIOLIAIOT CLIEHAPUIA,
MPOUCXONUT «IPOKUBAHUE)» YYACTHUKAMH TPOOJEMHOM CHUTyallui B €€ HIPOBOM
BOIUIOLLIEHUH, T.€. B POJIEBOM HUrpe oOydaemble OBJIAJCBAIOT OMBITOM JEATEILHOCTH U
COOTBETCTBYIOIIUX €My NEpPEeKUBAaHUM, CXOJHBIX C TE€M, YTO OHHM MOIYYWIH OBl B
JIECTBUTEIHHOCTH.

3. Tloasenenue wutoroB urpbl. CyTh JAHHOTO JTama — OCMBICIICHUE «IIEPEKUTOTON.
Hauunate >xematenbHO ¢ BepOanu3alid y4YaCTHUKaAMU WIPhl CBOMX IMEpEKUBaHUU
(omucaHusg CJIOBaMU CBOMX OIIYIICHWH, BO3HUKABIIUX [0 XOAYy HIPbl) U oOOMeHa
AMOIMOHAJILHBIM OIBITOM MEXIY YYaCTHUKAMU UTPHI.

MeToanka OLEHUBAHUA YYACTHSA B POJIEBOM UIpe

bannn Ouyenka Iloxazamenu Kpumepuu

9-10 «OTIIMYHOY 1. Tlonmnora coaepxanus | Comepkanue BBICTYIIJICHUS MOJTHOE,
BBICTYIIJICHHUSL. HCIIOIB3YIOTCS KOHKPETHBIE (axThl,
2. OCO3HaHHOCTb  TEMBI | OCOBHAHHOCTh TE€Mbl UIPbl. BBIpa3UTEILHOCTD
HT'PEL pedr, yMEHHE  YBaOXHUTEIBHO  OTBEYATh
3. Belpa3utenbHOCTh peun. | COOCCeTHHUKAM, cB0OOHOE BJIaJICHUE
4. Bnanenue MatepuaioM. MaTepuaioM

6-8 «XOPOIIIO» 5. Panmonanenocts | Conepikanue BBICTYIIJICHUS IIOJIHOE,
HCIIOJIb30BaHHA BPCMCHU. HCIIOJIB3YIOTCHA aGCTpaKTHBIC q)aKTBI,

OCO3HAHHOCTb TEMbI HIPBI. BblpaSI/ITeJ'IBHOCTB
pcuu, CBO60,Z[HO€ BJIAAICHUC MAaTCprUaJIOM

3-5 «YJIOBJIETBOP ConepxaHve  BBICTYIUIEHHS HE  IIOJIHOE,
UTEIBHO» HCIOJIb3YIOTCS abCTpaKTHbIE (axThl,
OCO3HAaHHOCTb TEMBI UTPBI.

HessIpazurensHocTs peun. HepanuonanbHoe
HCIIOJIb30BaHNE BPEMEHH.

0-2 «HEYJOBJIETB Henonnoe colepxKaHue BBICTYILJICHUS,
OPHUTEIBHO» HEOCO3HAHHOCTb TEMbI MI'Pbl, HEPALMOHAIBHOE
HCII0JIb30BAHNE BPEMEHU

Pedepar — 5310 KpaTkuii 0030p MaKCUMaJIbHOTO KOJMYECTBA JOCTYITHBIX
nyOJauKaui Mo 3aJaHHOW TeMme, C 3JIEMEHTAaMH COIMOCTABUTEIBHOTO aHaiu3a JIaHHBIX
MaTEpUaJoB U C MOCIEAYIONIMMH BbIBOAAMU. TpeOoBaHMS K COAEPKAHMIO: MaTepHUall,
UCIIOJIb30BAaHHBIM B pedepare, JOJDKEH OTHOCUTCS CTPOro K BBIOpAaHHOM TeMe;
HEOOXOIUMO H3JIOKHUTh OCHOBHBIE ACMEKThl MPOOJEMbl HE TOJIBKO I'PAaMOTHO, HO U B
COOTBETCTBHUH C TOW WJIM MHOM JIOTUKOU (XpOHOJIOTHYECKOM, TEMAaTHYECKON, COOBITUHON
U Jp.); MPU U3JIOKEHUU CIEAYeT CrPYNIUPOBATH HUJIEM PA3HBIX ABTOPOB MO OOIIHOCTU
TOYEK 3PEHUsI WIM [0 HAYyYHBIM IIKoJIaM; pedepaT OJKEH 3aKaHYMBAThCS MOABEACHUEM
UTOTOB TIPOBEJICHHON HCCIIEJOBATEIbCKONM paboOThl: CcoJepKaTh KpAaTKUW aHallu3-
00OCHOBaHHE TMPEUMYIIECTB TOM TOUKH 3PEHHsS IO PacCMaTpUBAEMOMY BOIIPOCY, C
KOTOpOU BBl commmapHsl.

3amauamu pedeparta SIBISIOTCS:
1. dopMHUpOBaHUE YMEHHH CaMOCTOSITENbHON paboThl OOyyarommxcs C
VMCTOYHHKAMU JIUTEPATYPHI, UX CUCTEMATHU3ALMUS;
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Pa3BuTHE HABBIKOB JIOTUYECKOTO MBIIIICHHUS;
VYrny0ieHue TeopeTHIeCKIX 3HaHU| 10 MPOoOJIeMe UCCIIEIOBAHMS.

MeToauka OLleHUBAHUA BbINOJHEHUs pedepaTos

bannwt

Ouenka

Tlokazamenu

Kpumepuu

«OTIHUYIHO»

1. IlomHOoTa BBINOJIHEHHUS]
pedepatos;

2. CBOEBPEMEHHOCTH
BBIITOJIHCHU A,

3. IlpaBUIBHOCTH OTBETOB
Ha BOITPOCHI;

U T.JI.

BrimonHeHB! Bce TpeOOBaHUS K HAMCAHHIO U 3aINTE
pedepata: obOo3HaueHa mpobiemMa W 0OOCHOBaHA €€
AKTYaJbHOCTh, CHETAaH KpPAaTKUH aHaJIN3 pa3IndHBIX
TOYCK 3pEHUS Ha paccMaTpUBaeMyl0 IpoOiieMy U
JTOTUYHO U3JI0KEHA coOCTBEHHAs TIO3HITHS,
c(OpPMYyIHpPOBAaHBl  BBIBOJIBI, TeMa  PacKpbITa
MOJTHOCTEIO, BBIZICpKaH 00BEM, COOJIIOIEHBI
TpeOOBaHUS K BHEUIHEMY O(GOPMIICHHUIO, JIaHBbI
NpaBIJIBHBIC OTBETHI HA IOTIOJIHUTENHGHBIC BOIPOCHL.

«XOopouro»

OcHoBHBIE TpeOOBaHUSI K pedepaTy M €ro 3aliuTe
BBIITOJIHEHBI, HO TIPM 3TOM JOIYIIEHBI HEIouYeThl. B
JACTHOCTH, HMEIOTCS HETOYHOCTH B HU3JIOKECHUU
MaTepuaa; OTCYTCTBYET JIOTHYECKast
MOCJIEI0BATEIbHOCTh B CYXKJIEHUSAX; HE BBLACPIKaAH
00beM pedepara; UMEIOTCS YIyIIeHUs B 0pOopMIICHUY;
Ha JIOMOJHUTEIbHBIC BOMPOCHI MpPHU 3aIIUTE JaHbI
HETIOJTHBIC OTBETHI.

«yIOBJIETBO
PUTETLHO

VIMeroTcst CyIiecTBEHHbIE OTCTYIUIEHUSI OT TpeOOBaHUN
K pedepupoBanuio. B wacTHOcTHM: Tema oOcCBelIeHA
JIMIIB YaCTHYHO; JOMYIIEHBI (haKTHUYECKHUE OUIMOKU B
comepkaHun  pedepara WIM  OpU  OTBETE  HA|
NTOTTOJTHUTEIBHBIC BOIIPOCHI.

«HEYIOBJIET
BOPUTEIILHO
»

Tema pedepata He packpbiTa, OOHAPYKHBAETCS
CYIIIECTBEHHOE HEMOHUMAaHUE TTPOOJIEMBI

Case-study mnpezacraBisier coO00M METOJ AKTUBHOIO MPOOJIEMHO-CUTYallMOHHOTO

aHaJM3a, OCHOBAaHHBIM Ha OOYYCHHH IyTeM pEIICHUS KOHKPETHBIX 3aad-CUTyallui
(BeImosTHEHUsT Kekc-3amanuit). Kelic mnpencraBiaseT coOoM MpOOJEMHYIO CHUTYaIHIO,
npeiaraeMyro CTyICHTaM B KaueCTBE 3a7auu JJIs aHAINU3a U TTOMCKA PEIICHHSI.

OOBIYHO Ke€liC COACPIKUT CXEMATHYCCKOC CJIOBECCHOC OIMMCAaHUC CHUTyalluu,

cTaTucTuyeckue naHHbie. Keiic 1aeT BO3MOXHOCTh MPUOIHU3UTHCS K MPAKTHUKE, BCTATh Ha
MO3ULIMI0 YEJIOBEKA, PEAIbHO MPUHUMAroLEro pemeHus. O3HaAaKOMJIEHUE CTYJIEHTOB C
TEKCTOM Kelica W TOCIENYIOIUM aHalu3 Kelca MOXKET OCYIIECTBIATHCS 3apaHee (3a
HECKOJIbKO JHEH 10 ero oOCyXJeHHs) KaK CcaMOCTOsATeIbHas paboTa CTYICHTOB.
Ob6cyxnenre HEOONbIIUX KEMCOB MOXET OBbITh BKIIOUEHO B Yy4€OHBIM NpoIecc, U
CTYJEHTbI MOTYT 3HAKOMUTBHCSI C HUMH HETIOCPEACTBEHHO HA 3aHATHUSAX.

Amnanu3 keiica HOJIKCH OCYIICCTBIIATHCS B OHpCHCHCHHOﬁ IIoCJICA0BATCIIbHOCTH:

70



1. Boigenenue npoOaemsl.
2. Ilouck ¢akToB no JaHHOU podieMe.

3. PaccMoTpeHre albTEpHATUBHBIX PEIICHUI.

4. Be160p 000CHOBAaHHOT'O PEIIEHUS.

MeToauKka OleHUBAHUA Kelc-3a1a4

Ouenka Ilokazamenu

bannw

Kpumepuu

18-20 [TonHoTa
Kekc-3a1ay;
CBOEBPEMEHHOCTh
BBITIOJTHEHHUS;
[IpaBunpHOCTH
OTBETOB Ha BOIIPOCHI;

U T.AO.

«oTimyHo» | 1. peuieHus

OcHoBHBIE TpeOOBaHUS K PEIICHUIO Kelic-3a1ad
BBIMOJHEHbI.  [IpoIeMOHCTpUPOBAHBI  yMEHHE
AHATU3UPOBATH CUTYaIIUIO u HAXOJUTh
ONTUMAJIbHOE KOJUYECTBA pEIICHUH, yMEHHE
pabotath ¢ uH(pOpMaNUEH, B TOM YHUCIEC YMEHUE
3aTpe0oBaTh  JOMOJHUTEIBHYIO  HHGOPMAIIHIO,
HEOOXOMUMYIO ISl YTOUHEHHUS CUTYaIluu, HABBIKH
YETKOT0 Y TOYHOT'O U3JI0KEHUSI COOCTBEHHOM TOUKHY|
3peHussT B YCTHOM W TNHCBMEHHOW (opme,
yOeIUTENILHOTO OTCTAUBAHUS CBOCH TOUKH 3PEHUS;

11-17 «XOpOoUIO»

8-10  |«ynOBIETBOPUT

CJIIBHO»

«HCYHOOBJICTBOD
HUTCIBHO)

OcHOBHBIE TpeOOBaHMS K pELICHHIO KeHc-3a/1au
BBITNOJIHEHBI, HO IIPU 3TOM JOIYIIEHBI He04YeThl. B
YaCTHOCTH, HEJOCTaTOYHO PACKPBITHI  HABBIKY|
KPUTHYECKOIO OLICHUBAHMS PA3JIUYHBIX TOYEK
3peHus, OCYILIECTBIICHUE camMOaHaJIn3a,
CaMOKOHTPOJISI M CaMOOLEHKH, KpEaTHUBHOCTH,
HECTaHIaPTHOCTH NpEeJUlaraéMbIX pelICHUN

HmeroTcss  CyIIEeCTBEHHBIE  OTCTYIUICHHS  OT
pelieHust Keic-3anad. B 4acTHOCTH OTCYTCTBYHOT
HaBBIKM YMEHHUS MOJEIMPOBaTh PpELICHUS B
COOTBETCTBUM €  3aJaHUEM,  IPEACTaBIIAThH
pa3nuuHble MOAXOABl K pa3paboTKe IIIAHOB
JNEUCTBUM, OPUCHTUPOBAHHBIX HAa  KOHECYHBIN
pe3yJIbTar

3amaya Keiica HE pacKpbiTa, OOHAPYKHUBAETCA
CYILIECTBEHHOE HEMOHUMAaHKE TPOOIIEMBI

Juckyccusi (1e0aTbl, KPYIJbIH €TOJ) — 3TO LEJCHANPABICHHOE OOCYKICHHUE

KOHKPETHOT'O BOIIPOCA, COITPOBOXKAAOIICCCA,

0OMeHOM MHCHUWAMU, UJACAMU MCIKAY ABYM:

u 6onee nuamu. s mpoBeAEHUS IUCKYCCHU HEOOXOAMMO: BbIOpaTh TEMY JAMCKYCCHUU;
BBIJICIUTh TPOOJEMATHKy; OO0O3HAYUTh OCHOBHBIE CIOpPHBIE BOIPOCHI; PACCMOTPETH
HMCTOPUYECKHE U COBPEMEHHBIE MOAXOAbI MO BHIOPAHHOW TeMe; MOA00paATh JTUTEPATYPY;
BBINIMCATh TE3UCHI; MPOAHAIU3UPOBATh MaTepual U ONpPENeTUTh CBOK TOUYKY 3pPEHUS IO

JaHHOU MpoOJIeMaTHKeE.

MeToauka OLeHUBAHUS YUACTHUS B TUCKYCCHH, e0aTax, KPyIrJjaoM CToJIe
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bannw

Ouyenka

Ilokazamenu

Kpumepuu

9-10

«OTInYHO»

6-8

«Xopo1Io»

4.5

«Y IOBICTB
OPUTEITBHO»

1. Pemenue
KOMMYHUKATUBHOMN
3a/1auu.

2. JlornuHOCTB
BBICKA3bIBAHUSI.

3. YMmenue 3anaBaTh
BOITIPOCHL.

4. CoaepxaHue.

5. Jlekcnuueckoe
odopmIiieHHE peun.
6. I'pammaruyeckoe
odopmiieHHE peun.
7. IlpousHouieHue.

KomMMmyHHMKaTHBHAs 3ajada IIOJTHOCTBIO BBHINIOJHCHA:
11eJTh OOIIEHUS YCIICIIHO JOCTUTHYTA, TEMa PACKphITA B
3a/laHHOM O0BheMe. YUYACTHHK JEMOHCTPUPYET YMCHHE
pa3BEepPHYTO, JIOTHYHO W TOYHO BBICKA3hIBATHCS Ha
3a/IaHHYI0 TeMY. YYaCTHUK BBICKA3bIBACT HHTEPECHBIE U
OPUTHMHAJILHBIE MBICIIH, OTHOCAIIMECS K 0OCyKIaeMoun
teMe. ['paMOTHO cTaBUT mTPOOIEMy, aHATU3UPYET,
CpaBHMBaeT M 0000IIaeT JaHHBIC, IMPEACTABICHHLIC B
3aJlaHUM, apPTYMEHTHPYET CBOIO TOUYKY 3PEHHS, JCiIaeT
BBIBOJIBL.

YyacTHUK CMOCOOCH JIOTUYHO W CBSI3HO 33J]1aBaTh
WHTEPECHBIC BOMPOCHI MO TeME. YUACTHUK MPABUIHHO U
OPUTHMHAJILHO OTBEYAET Ha BCE BOIIPOCHI COOECETHHKA.
B peun ywacTHWKa HET JIEKCHYECKHX OINHUOOK;
CJIOBapHBIM 3amac ydJacTHHKa Oorar, pa3HooOpa3eH Hu
aJICKBaTEH MOCTaBJICHHOM 3a/1a4e.

B peun ydacTHHKa HET rpaMMaTHYECKUX OIIMOOK; pedb
y4acTHHKa Oorata pasHOOOPa3HBIMH I'PaMMaTHYECKUMU
KOHCTPYKITUSIMH.

B peun yuactHuka HEeT pOHETHYECKUX OMMOOK. bermbrii
TEMIT PEYH.

KomMmyHMKaTHBHAS 3a7ada BBIMOJIHEHA HE IMOJIHOCTHIO:
eib O6H_I€HI/I}I B OCHOBHOM JI0OCTHIHYyTa, OJHAKO TCMa
packpbITa HE B MOJHOM 0oObeMe. Brigenena mpobiema,
€CTh BBIBOI.

B 1enoM y4acTHHK CHOCOOEH JIOTUYHO M CBS3HO
3aJaBaTh BOMPOCH W JlaBaTh NpaBUIIbHBIC OTBETH. Bce
BOIIPOCKHI 3aaHbI.

B peunm ydacTHHMKa HET JIEKCHYECKHX OIIMOOK;
CIIOBapHBIH 3amac y4acTHHKa Oorar, pasHOOOpazeH u
aJICKBaTEH IOCTABIICHHOH 3a/1a4e.

B peun ygacTHHKa HET TpaMMAaTUYECKUX OMIMOOK; pedb
y4acTHHKaA OoraTa pa3HOOOpa3HBIMH IPaMMaTHYECKUMU
KOHCTPYKLHUSIMH.

B peun ydactHuKa HeT poHETHUECKNX OMUOOK. bermpii
TEMII PEYH.

KoMMyHuKaTHBHAS 3a/1a4a BBITIOJHEHA YaCTUYHO: 1LEJh
OOIIEHUs TOCTUTHYTA HE MOJHOCTBIO, TEMa PAcKphITa B
OTpaHHYEHHOM 00beMe: TpoldiieMa He MOCTaBJICHA.
VYyacTHUK criocoOeH 3a7aBaTh BOTPOCH M OTBEYATh Ha
BOTIPOCHI  COOECETHUKA, OJHAKO 3a7aeT BOIPOCHI,
OTBETHI Ha KOTOPBIC TPO3BYYAIM B PEYHM COOCCETHUKA
aub0 TIpU TMOJJACp)KaHWU Oecelbl JaeT HE BIIOJIHE
COOTBETCTBYIOIIINE COACPKAHUIO U JIOTUKE OTBETHI. Wn
JOTTyCKaeT OTJeNbHbIC (PAaKTUUECKHE OITHOKH. 0

B peun yyacTHMKa TPHUCYTCTBYIOT JICKCUYECKUE
ommOku (Gosbmie 3x). CiioBapHOTO 3armaca HE XBaTaeT
JUTSE OOTIIEHUSI B COOTBETCTBHH C 3a/IaHUEM.

B peunm ydacTHHKA NPHUCYTCTBYIOT TpaMMaTHUECKHE
omunOku (6onbie 3x).

B peun ydacTHHKA NPHUCYTCTBYIOT (POHEMATHYECCKHE
omn6Oku (6onbiie 3x).
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«Heynosne
TBOPUTEIIbH
o»

KomMMmyHHMKaTHBHas 3ajada HE BBINOJHEHA: IIENb
o0IIEeH S He JIOCTUTHYTA, coJiepKaHue He
COOTBETCTBYET KOMMYHUKATHUBHOM 3ajade. 3aMETHO

OTKJIOHCHHE OT TEMBEI.

Y4yacTHUK 33/1a€T Majio BONPOCOB. He MOXKeT OTBETUTH
Ha BCE BOMPOCHI COOECETHUKA.

Wnn: YyacTHUK He crTocOOEH CaMOCTOSTENILHO 3aaBaTh
BOIIPOCHI M OTBEYATh HA BOMPOCHI MAPTHEPA aJIEKBATHO.
B 3HaunTennHOM CTENMEeHW 3aBHCHUT OT IIOMOIIU CO
CTOPOHBI COOECeTHUKA.

B peun ywacTHMKa TPUCYTCTBYIOT MHOTOYHCJICHHBIC
nekcuueckue omuoku (Oompmie 3X), B TOM YHCIE
3aTpyaHstomue noHuManue. CloBapHOro 3amaca He
XBaTaEeT IJIs OOIICHHS B COOTBETCTBHH C 3aJaHUCM.

B peun ywacTHMKa TPUCYTCTBYIOT MHOTOYHCJICHHBIC
rpaMmaTu4eckue omuOku (Oompie 3X), B TOM YHCIE
3aTPYIHSIONINE TOHUMAaHHE.

[lonnmanue peuyd ydYacTHUKA 3aTPyJHEHO U3-3a
O0NBIIOr0  KOJMMYecTBa (HOHEMAaTHUECKUX  OIIUOOK,
MEJIJICHHBIA TEMIT PEYH.

[Ipouienypa 3amUTH MPe3eHTANMH MIPEICTABISAET COOOI:
1. Coueranue yCcTHOrO JEKIIMOHHOTO MaTepHalia ¢ AeMOHCTpaluei ciaiios
2. OTBeTHl 00yUaIOIIETocs Ha BOMPOCHI IIPEnoaBaTers.

MeToauKa OLlEHUBAHUSA NPe3eHTAIMI
Bawuwl Ouenka IHokazamenu Kpumepuu
4 «otauuno» (1. IlomHoTa BreimonHeHsl Bce TpeOOBaHMS K COCTABJICHUIO TPE3CHTALIUN:
BBIITOJIHEHUS TU3aiiH  CIAiJoB, JIOTMKA HW3JI0KEHUS MaTepuana, TEeKCT
MPE3CHTAIIHI; XOpOIIIO HAMUCaH, U chOpMHUPOBAHHBIC UACH SCHO H3JIOKCHBI
2. CBOEBPEMEHHOCT | M CTPYKTYPHUPOBAHBI
3 «XOPOUIO» b BBIIOJAHEHKS; | OCHOBHBIC TPEOOBAHUS K MPE3CHTAIMSIM BBITIOIHEHBI, HO TIPH
3. IlpaBUIBHOCTE |3TOM JONMYIIEHB HEJAOYETHl. B  YacTHOCTH, HMeEITCS
OTBETOB Hal HETOYHOCTH B M3JIOKEHMM  Marepuana; OTCYTCTBYET
BOITPOCHI; JIOTUYECKAas OCIE0BATENbHOCTD B CYKJIEHUAX; HE BBIJCPIKAH
4. CTpyKTypHUpOBaH | 00beM MpE3CHTAIINN
2 | «yIOBJIETBOp HOCTB. Nmerorcst  CymecTBEHHBIE OTCTYIUICHHS OT TpeOOBaHUU K
UTEIBHO» npe3eHTanussM. B yacTHOCTM: Tema OCBeleHa JIMIIb
YaCTUYHO; JTOMYIICHBI (haKTUYECKUE OIIUOKU B COJIEPKaHUU
MPE3EHTALMI WK IIPU OTBETE HA TIONOJHUTEIBbHBIE BOIPOCHI.
0-1 |«HEyHoBIETBO Tema  mpe3eHTalM HE  pacKphiTa, OOHAPYKUBAETCSH|
PUTETBHO» CYLIECTBEHHOE HEMIOHUMaHUE IPOOIeMBbI
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IHopsinok npoBeaeHUs1 OLEHUBAHUSA C(POPMHPOBAHHBIX KOMIIETCHIUH NIPHU
NPOBEJACHNH 3a4eTa

3ayer — SBISETCA 3aBEPIIAIOIIMM 3BEHOM B HM3ydYeHHMH Kypca «VHOCTpaHHBIM
a3bIK». Llenbio 3auera siBsieTCs, MPEXIE BCEro, OLEHUBAHKUE JOCTUTHYTOIO CTYIACHTaMU
YPOBHSI OCBOCHHOCTH KOMIIETCHIIUM, a TaKXe KOHTPOJb OCBOCHHUSI OOYyYaroIIMMUCS
y4eOHOro Marepualia 1o AUCIuIInHe. Pe3ynpTaT 3aueTa B OrpOMHOM CTEIEHU 3aBUCUT OT
TOTO, HACKOJIbKO MPaBUJIBHO CTYAEHT OPraHMW30BaJl CBOIO CaMOCTOSATENbHYIO paboTy B

TCUCHUC CCMECTPA, HACKOJBbKO CCPHE3HO OH 3aHUMAJICA Ha INPAKTUUCCKOM 3aHATHUH.

3aueT MpOBOAUTCSA B YCTHOM (opMe Ha MOCIETHEM MPAKTUYECKOM 3aHSATHH T10
AUCHMIUTAHE. 3a4eT MOXKET NPOXOAUTh B (GopMe TecTa, JEIOBOM HUIPbI, OTBETOB IO
Oouneram nuO0 3amuUTHl NpoekTa. Ha moaroroBky orBera cTyAeHTy oTBoauTtcs 15-20
MUHYT. 3a OTBET Ha BOIPOCHI CTYJIEHT MOXET MOJIYYUTh MakcuMmaibHO 20 0asios.
CryaeHTbl, KOTOpPBIE PETYJSIPHO MOCEIIAIOT 3aHATHS U MMEIOT XOPOIIYHK YCIIEBAEMOCTb,
MOTYT TIOJIyYUTh 3a4€T «aBTOMATOM» Ha MOCIEAHEM 3aHATUU. B OaTbHO-pEUTUHTOBOM

cUCTEeMe “aBTOMAaT’ MOKHO IOJYYUTh 3a CUET HAOpaHHBIX 0aJIIoB.

MeTOMKA oneHnBaHNeE OTBETA HA 3a4éTe

bunapnasn
bannu wKana Ilokazamenu Kpumepuu
10- «3aureno» | 1. Ilommora JIEKCUKO-ITpaMMaTHYECKOS  3aJIAHKME  BBINOJHEHO
20 BBIITOJTHEHUS BEPHO. Jan MMOJIHBIH, B JIOTUYECKOM
3aJIAaHUM; IIOCJICIOBATEILHOCTH  Pa3BEPHYTHIM  OTBET  Ha
2. CBoeBpeMEHH | IIOCTaBJICHHBIA BOIPOC, TJAE IPOJEMOHCTPUPOBAI
OCTb BBHINIOJHEHUS; | 3HAHUA IIpEeIMETa B IOJHOM 00beMe y4eOHOMU
3. IIpaBWIBHOCT | HPOrpaMMBI, AOCTATOYHO TIIYOOKO OCMBICIHBAET
b OTBETOB _ HA | OUCHHIIMHY, CAMOCTOSTEIHHO, M HCUECPIBIBAIOIIC
BOIIPOCHI; OTBEYAET Ha JIONOJHHUTEJILHBIE BOIPOCHI, IIPHUBOJIHUT
4. Pemenue COOCTBEHHBLIC  IPHMEPLl IO NpoOJEeMaTHKE
KOMMYHHKATUBHOM | IIOCTaBJICHHOI'O BOIIPOCA,.
3aJIa9M;
5. I'pammarudec | JlaH OTBET, CBUIETEILCTBYIOIINKA B OCHOBHOM O
KO€ ¥ JEeKCUYECKOE | 3HAHMM _ IPOIECCCOB  M3YyYaeMOWl  AWCIHUIIMHEI,
ohopMICHUE OTIMYAIOINMICS  HEOOCTATOYHOM  TIIYOMHOH U
3aJIAaHUH U T.J0. IOJJHOTOW PAacKpLITUS TEMbI, 3HAHHEM OCHOBHBIX
BOIIPOCOB __ TeopuH, ci1abo  chopMUpOBAaHHBIMU
HaBBIKAMH agaam3a SIBIICHHH, IIPOIIECCOB,
HEAOCTATOYHBIM YMEHHUEM J1aBaTh
apryMEHTUPOBAHHBEIC  OTBETHl WM NPHUBOAUTH
[IPUMEPEL, HEIOCTATOYHO CBOOOMHLIM BIIAJEHHEM
MOHOJIOTHYECKOH  peYbio, JIOTHIHOCTRIO )il
IIOCIIEIOBATEIILHOCTRIO OTBETA. Jomyckaercs
HECKOJIbKO OIIMOOK B COACPKAHMU OTBETA U
pEIICHUH TPAKTHUYSCKHUX 3aJaHUH.
0-9 «HE3a4TCHO OTBeT Ha BONpOC HE JdaH. PemeHme JEeKCHKO-

»

Ir'paMMaTHUYECKUX 3aJIAHUN HE
KoMMyHUKaTHBHAa 3a7a4a HE penicHa.

BBITNTOJTHCHO.
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Iopsinok npoBeaeHUs1 OLEHUBAHUSA C(POPMHPOBAHHBIX KOMIIETEHIUH HA
IK3aMeHe

B 3kx3aMeHanMOHHBII OMJIET BKIIOYEHO ABa IIPAKTHYCCKHUX 3adaHUs M YCTHas

TeMa,

COOTBCTCTBYIOIIIHC

COACPIKAHNIO

dbopMHUpyeMBIX ~ KOMMETEHIMH. JK3aMeH

MPOBOJUTCA B YCTHOU ¢opme. 3a OTBET HA YCTHYIO TE€MY CTYIEHT MOXET MOJy4YUTb

MakcuMmanbHO 10

0ayIoB, 3a

BBITIOJTHCHHC

JICKCUKO-IPpaMMaTH4YCCKOT'O

ynpaxHenuss 10 OamioB, 3a mepeBoj Tekcta 10 06amioB. Mmm mo wuroram BhICTABIsSETCA
muddepeHIpoBaHHAS OIIEHKA C YIETOM IMKANbl OICHHBAHUS

MeToauKa OIEHMBAHUA OTBETA HA DK3aMeHe

Baaasl| Onenka IlokazaTenu Kpurepun

24-30 | «ormmunoy» |l. TlomHoTta BbImosHEeHMs| CTYACHT TJIYOOKO M MPOYHO YCBOMJI MPOTPAMMHBIN
3aIaHUi; MaTepuan, HCYEpIBIBAIOLIE, IOCIEAOBATEIBHO,
2.CBOEBPEMEHHOCTh YETKO M JIOTUYECKH CTPOMHO €ro M3JIaraeT, yMeeT
BBITIOJIHCHMUS; TECHO YBSI3bIBATh TEOPHUIO C MPAKTHKOH, CBOOOTHO
3.[IpaBUILHOCTh OTBETOB Hal CIIPABIISIETCA C 3aJayaMH, BOMPOCAMH U JPYTHMMH
BOIIPOCHI; BUJIaMU  TNPUMEHEHMsS] 3HAHUW, TPUYEM  HE
4.PelieHne 3aTPYOHAETCS C OTBETOM IMPU BHUJIOU3MEHEHUU
KOMMYHUKATUBHOW  3aJlayy| 3aJlaHUi, HCHOJB3YyeT B  OTBETE  MaTepHall
OpPU _ PacKPBITUU  YCTHOMW| pa3IU4HOM JIUTEPaTypbl, IPABHUIBHO OOOCHOBBIBAET)
TEMBI; IPUHIATOE HECTaHJApTHOE pEIICHHE, BIAACET
S.I'pammaTuyeckoe Y| pa3HOCTOPOHHUMH  HaBbIKAMM M IpUEMaMU
nexcuyeckoe  0hopMIIEHUE BBITTOTHEHUS MPaKTUYECKUX 3a1au 1o
3aIaHUi; (dbopMUPOBaHUIO o0menpodeccuoHaIbHBIX]
6.I1paBHIBHOCTE W/7IH| KOMIIETEHIINH.

17-23 | «xoporo» [apryMEHTUPOBAHHOCTD OH TBEpPAO 3HAET MaTepHUall, I'PaMOTHO U IIO
M3JI0KEHUS; CyLIECTBY  H3Jlara€T  €ro, He  JOIycKas
7.CaMOCTOSITEILHOCTD CYILIECTBEHHBIX HETOYHOCTEN B OTBETE Ha BOIPOC,
OTBETA; IIPABWJIBHO MPUMEHSET TEOPETUUECKUE TIOJI0KEHUS
8.BrinonHeHue KEHC-| TPH pEIICHUH TMPAKTHYECKUX BOIPOCOB M 3aj1ad,
3aIaHus U T.JL. BJIaJICeT HEOOXOJUMBIMU HAaBBIKAMU U TIPHEMaMU

UX BBIMOJIHEHUS, a TaKKe HMeeT JAO0CTaTOYHO
IIOJIHOE IPEACTABICHUE O 3HAYMMOCTH 3HAHUM 110
JUCIUIINHE.
10-16 | «ynoBiers OH nMeeT 3HaHMS TOJIBKO OCHOBHOI'O MaTepuaina,
OpUTEIBHO HO HE YCBOMJI €ro AeTajeil, 10nycKaeT HETOYHOCTH,

»

HEIOCTaTOYHO  MpaBWIbHBIE  (POPMYJIHUPOBKH,
HapyIICHHUs JIOTHYECKOM IIOCIENOBAaTENIBHOCTH B
U3JI0KCHUHU IIPOrPaMMHOTO MaTepuana,
UCIBITBIBACT  CIIO)KHOCTH  IIPUM  BBIIOJIHEHHUU
NPaKTUYeCKUX padoT | 3aTpynHSETCS CBS3aTh
TEOPHUIO BOIIPOCA C MPAKTUKOM.
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0-9

«HEYAOBIE
TBOPUTEIH
HO»

HE 3HACT 3HAYMTEIHHOW YacTH MPOTPAMMHOIO
Marepuaia, HEYBEPEHHO OTBEYaeT, JOIYCKaeT,
Cepbe3HbIC OIIMOKH, HE WMEET MPEACTAaBICHUN IO
METOJMKE BBITOJHEHHSI TPAKTUYECKOH pPabOTHI.
Kak mnpaBuio, OIEHKA «HEYAOBICTBOPUTEIHLHOY
CTaBHTCS OOYYarOIUMCS, KOTOpbIE HE MOTYT,
OPOJOIKUTE  O0ydeHHe ©0e3 JIOMOJHUTEIbHBIX
3aHSITHH 10 TAaHHON JUCIIUIIINHE.
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