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CocraButesib - CanpikoBa Canpa 3aquMXaHOBHA, KaHIUIAT (PUIOJIOTHYECKUX
HayK, JIOLEHT Kadeaphl aHIJIMMCKOIO W  PYCCKOro s3bIKOB  JlarecTaHCKOro
roCy/1apCTBEHHOTO YHUBEPCUTETA HAPOHOTO XO3MCTBA.

Buyrpennuii  pemenseHT - MailitueBa Paucar AnumeBHa, KaHAWAAT
(GUITONIOTHYSCKUX  HAyK, JOMIEHT Kadeaphl aHIJIMHCKOrO0 MW PYCCKOTO  SI3BIKOB
JlarecTaHCKOT0 TOCYJapCTBEHHOTO YHUBEPCUTETA HAPOTHOTO XO3SICTBA.

BHemnnii penenseHT - Myrtanu6oB Arabexk [lupunOexkoBuu, KaHAMIAT
MEeJarornuyeckux Hayk, JOUEHT KadeIpbl TEOPUH M METOAUKH OOYyYEHUS WHOCTPAHHBIM
s3bIKaM JarecTaHcKoro rocy1apCTBEHHOTO MEIarorMueCKOr0 YHUBEPCUTETA.

IIpeacraBuresanr padoroaareas — Hyposa Caburar 3aiiupberoBHa, reHepaibHbII
nupektop OO0 «Putenby.

Oyenounvie mamepuanvl Oucyuniuusvl «MHocmpanHbvlll A3bIKY paspabomausl 6
coomeemcmeuu ¢ mpedosaHuaMU HeoepanbHo20 20CY0apCmeeHH020 00Pa3068amelbHO20
cmanoapma evicuie2o 00pazosarusi no Hanpasienuro noocomosku 38.03.06 Topeosoe
oeno, ymeepxcoenHo2o npuxkazom MuHucmepcmea Hayku u 8vicuieco 00pa308aHus
Poccuiickoti @edepayuu om 12 aseycma 2020 2. N 963, 6 coomeemcmeuu ¢ npuxazom
Munucmepcmea obpaszosanus u nayku Poccutickoti @edepayuu om 06 anpens 20212. No
245 «06 ymeepocoenuu llopsioka opeanuzayuu u ocyujecmeieHus 00pazo8amenbHOl
oessmenbHoCmu  no  00pA308aAMENbHLIM — NPOCPAMMAM — 8bICUIE20  00pA308AHUSL  —
npocpamMmam bakanaspuama, npocpammam cneyuanumema, npozpammam
Mazucmpamypbiy.

OrneHOYHBIE MaTepuaibl JUCHUILIUHBI «MHOCTpaHHBIM S3BIK» pa3MEIICHBI Ha
odurranbHOM caiite www.dgunh.ru

CanpikoBa C.3. OLeHOYHbIE MaTepUalIbl IO AUCHUIIMHE «THOCTpaHHBIN SA3BIK» JJIS
HampasieHus: noaroroBku 38.03.06 Toprosoe neno, npoduins «MHTEpHET-MapKETUHT B
TOProBo# fearenbHocTU». — Maxaukana: JII'YHX, 2025 r., 76c.

PexomMeHI0BaHbl K YTBEPXKICHUIO Y4eOHO-MmeTonuueckuM coserom JII'YHX 10
mapra 2025 1.

PekoMeH10BaHbl K YTBEPKIEHUIO PYKOBOJIUTEIEM OCHOBHOW Mpo(hecCHOHaNbHOU
o0Opa30oBaTeabHON MpOorpaMMbl BBICHIETO OOpa3oBaHUs — MpOrpamMMbl OakajaBpuaTa IO
HanpasieHuto noaroroBku 38.03.06 Toprosoe neno, npoduins «HTEpHET-MapKETUHT B
TOProOBOM JEATEIBLHOCTHY, K.3.H., 10LIEHTOM, ATacBoil A.Y.

OpnoOpensl Ha 3aceianuu Kadeapsl aHTIIMHCKOTO U PYCCKOTO S3BIKOB 2 24 (eBpais
2025 1., mpotokoi Ne 6.
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Ha3znauyenue OLCHOYHLIX MaTE€pHUaJI0B

OrneHOUYHBIE MaTepHUasbl pa3padaThIBAIOTCS JIJI TEKYIIEr0 KOHTPOJS YCIIEBA€MOCTU
(oLeHMBaHUS XOJa OCBOCHHMS JIMCUMIUIMHBI), JJIi TIPOBEIECHUS MPOMEKYTOUHON
aTTecTaly (OLEHUBAHUS MPOMEXYTOUHBIX U OKOHYATENIbHBIX PE3YyJIbTATOB OOyUEHHUS 110
JTUCIUIUIMHE) oOydvatomuxcst 1o jaucuuriinHe «MHOCTpaHHBIA — S3bIK» B IIEJISIX
OTIPEJICIICHHUs] COOTBETCTBUSI WX Y4YEOHBIX JIOCTM)KCHHM TOJTAlHBIM TPEOOBAHUSAM
oOpa3oBaTenpHOM MporpamMmel Beiciiero oopasoanust 38.03.06 Toprosoe neno, mpoduis
«/IHTEepHET-MAapKETHUHT B TOPTOBOU JAEATEIBHOCTI.

OneHOYHBIE MaTepHalibl MO AUCHUIUIMHE «THOCTpaHHBINA S3BIK» BKJIIOYAET B ceOA
nepeyeHb KOMIIETCHIIMN C yKa3aHUEM BUJIOB OIICHOYHBIX CPEJICTB B MPOILIECCE OCBOCHMUS
JTUCLUUIUIMHBI, ONMUCAHME IIOKa3aTelied U KPUTEPUEB OIICHUWBAHUS KOMIIETCHIMN Ha
pa3IUUHBIX dTamax uX (QOpMHUPOBaHUS, OMHCAHWE IIKajd OIICHUBAHUS; THUIIOBbIC
KOHTPOJIbHBIE 3aJIaHUsI WM WHBIE MaTepHUalibl, HEOOXOIUMBbIE ISl OLEHKHU TIJIAaHUPYEMBIX
pe3yJIbTaToOB OOy4YeHHUsI MO JUCHUIUIMHE, METOJUYECKHE MaTEepUalibl, OMPEACIISIIOIINe
IpOLEIypbl OICHUBAHUS 3HAHWM, YMEHUH, HABBIKOB, XapaKTEPU3YIOMIMX DITaIlbl
dbopMHUpOBaHUS KOMITETSHIIHH.

OneHounble MaTepuainbl CcHOPMUPOBAHBI HA OCHOBE KIIOUEBBIX IPUHIIAIIOB
OLICHUBAHUSL:

- BAIMJTHOCTH: OOBEKTHI OIEHKU JOJKHBI COOTBETCTBOBATH MOCTABICHHBIM IIEIISIM
oOy4eHUS;

- HAJEXKHOCTHU: WCIOJIb30BAHHE E€AUHOOOpPA3HBIX CTAHAAPTOB U KPUTEPUEB IS
OLICHMBAHUS IOCTHKCHU;

- OOBEKTUBHOCTHU: pa3Hble 00YyYarONIMECs JOJDKHBI UMETh PaBHBIE BO3MOXKHOCTH
JUISL JOCTHDKEHUS ycrexa.

OCHOBHBIMH MapaMeTPaMU U CBOMCTBAMHU OIEHOYHBIX MATEPHUAIIOB SIBJISIOTCS:

- IpeIMETHasl HaINpaBJIEHHOCTb (COOTBETCTBHE MPEIMETY H3YUYCHHS KOHKPETHOMU
JTUCHUTUINHBI);

-cofepkaHue (COCTaB W B3aMMOCBSI3b CTPYKTYPHBIX €IMHHII, OOpa3yroIINX
COJIep KaHNe TEOPETUUECKON U MPAKTUUECKON COCTABIISIONTUX IUCIUTIIIUHBI);

- 00beM (KOJTMYECTBEHHBIN COCTaB OIEHOYHBIX MaTEpPUAJIOB);

-Ka4eCcTBO OIICHOYHBIX MATE€pUAJOB B II€JIOM, OOECIEUYMBAIONIEE IOTYUYCHUE
OOBEKTUBHBIX W JOCTOBEPHBIX PE3YJIHTATOB MPHU MPOBEACHUH KOHTPOJS C Pa3TMYHBIMU
LETISIMH.



PA3JIEJT I. IlepeyeHb KOMIIETEHUMH € YKa3aHHEM BH/I0B OLICHOYHBIX CPEACTB B
npouecce 0CBOCHUS AMCUUIIIMHBI

1.1.

Ilepeuensb popMupyeMbIX KOMIIETEHIINH

Koo Haumenoeanue komnemenuyuu
Komnemenuyuu
YK YHuBepcajbHbIe KOMIIETEHIUN
YK-4 Crioco6eH oCyIIeCTBIATH JISJIOBYI0 KOMMYHHUKAIIUIO B YCTHON U
MUCEMEHHOM (hopMax Ha TOCYAapCTBEHHOM s3bIKe Poccuiickoit
denepanuy 1 MHOCTPAHHOM(BIX) sI3bIKe(ax).
1.2. Hepequb KOMHeTeHHI’Iﬁ C YKa3aHMEM BHI0B OLICHOYHLIX CPEACTB
Dopmupye Koo u | IInanupyemeoie| Ypoenu Kpumepuu oyenueanusn Buow
Mble HAUMEHO6 | pe3ynbmamsl |0C80EHU | CHOPMUPOSAHHOCU KOMREMEHUUII | OUeHOUYH
KomnemeHy anue o0yuenus no A bIX
uu UHOUKAmMO | OucyunIuHe, |KOmMnem cpeocme
pa xapakmepu3sy | eHuyuil
oocmuice | ouwue IMansvl
HUusA dopmuposanu
KomnemeH A
uuu KomnemeHuuil
YK-4. NYK-4.1. |3nartb: IToporo — OOyuaromuiics  cnabo  3Haet|bJaok A
Cnocoben |Hcnomnb3ye |—  OCHOBHBIE | BbII CTaHIapTHele  (QOpPMBI  YCTHOH  H|—
OCYIIECTBIIA |T (dboHeTHyeCcKuUE, | YPOBEHD | MTUCbMEHHOM KOMMYHHKAIHH Ha|3a7aHus
Thb JIEJIOBYIO | pa3JIMUHBIE | IGKCUUECKUE U WHOCTPAaHHOM SI3BIKE; penpoy
KOMMYHHKA |(OpPMBI, rpaMMaTH4eCcK — 00ydJaromuiics HE TOJHO YCBOWI|KTHBHOT
117000) B | BUJIBI ue SIBIICHHS paznyus MEXTY CTaHJaPTaMH | 0 YPOBHS
YCTHOM M |YCTHOM U |HMHOCTPAHHOI'O (dhopmanbHOU u He(hOpMaIbHOM | -
MTUCHMEHHOM | TUCBMEHH | SI3BIKA, KOMMYHHUKAI[MF HAa MHOCTPAHHOM S3BIKE | TMCHMEH
dbopmax Ha|oif MTO3BOJISIOIINE B YCTHOI M MMCbMEHHOM (hopmax. Has
rocy/1apcTBe [ KOMMYHHUK |HCIOJb30BaTh |ba3oBsl — OGyuarouiics B 1enoM | pabora
HHOM SI3bIKE |allMd  Ha|ero KaK | i YCTIEIIHO, HO c HEOOJIBIINMH | —
Poccuiickoii |[pycckoM U |cpeacTBo YPOBEHbB [3aTPYJTHEHUSIMU  3HACT  CTaHJAPTHBIC| TECTOBBI
@denepaliyi | MHOCTPAHH | KOMMYHUKAIU ¢bopMBl  YCTHOM M HHUCbMEHHOH |e
u oM(bIX) u B KOMMYHHKAIlMM Ha WHOCTPaHHOM S3BIKE, | 3a7aHU;
WHOCTPAHHO |s3bIKe(aX), |MpodeccruoHat MO3BOJISIFOIIME  HMCIIOJIB30BaTh €ro  Kak|—
M(BIX) UCIIONIB3Y€E | bHO-JEJI0BOU CPeICTBO KOMMYHHUKAITUH; BOIIPOCHI
si3bIKe(ax T cdepe Ha - 3HAeT  pasiauyus  MEXIY | A
)MAIMOHHBI |A3BIKOBBIE | MHOCTPAHHOM CTaHJIapTaMH dbopmanbHOI M |YCTHOTO
X CHCTEM CpEICTBa |SI3BIKE; HedopMalbHOW  KOMMYHHUKAllUM  Ha|ompoca
JUIs - WHOCTPaHHOM  SI3BIKE, OJTHAKO
JOCTUXKEH |TepEeBOAYECKU UCTBITBIBAET TPYAHOCTH HpPU OOILEHUH
ust € TMpUEeMbl U Ha OBITOBOM YPOBHE.
npodeccuo | Tpanchopman | [Tpoasu — OOyuarommiics B 1EJI0M
HAJIBHBIX | H. HYTBIH | yCIICITHO, HO c HEOOJIbIINMHU
1esen YPOBCHbD |3aTPYAHCHUSIMM  3HACT  CTaHIAPTHBIC
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Dopmupye Koo u | IInanupyemoie| Ypoeuu Kpumepuu oyenueanusn Buow
Mble HAUMEHOG | pe3ynbmamol |0C80EHU | CHOPMUPOSAHHOCHU KOMREMEHUUIL | OUeHOYH
KomnemeHy anue o0yuenus no A bIX
uu UHOUKAmMO | OucCyunIuHe, |KOMnem cpeocme
pa xapakmepu3sy | eHuyuil
oocmuice | oujue IMansvl
HUusn dopmuposanu
KomnemeH A
yuu KomnemeHyuil
dbopMBI  YCTHOH W TMCBMCHHOM
KOMMYHMKAIIU HAa UHOCTPAHHOM SI3bIKE,
MO3BOJIAIONINE HCIOJB30BaTh €ro Kak
CPEJICTBO KOMMYHUKAIIUU;
- 3HaeT  pa3iuuus  MEeXay
CTaHJapTaMH dopmansHOK u
HeopMambHOW  KOMMYHHKAIlMM — Ha
WHOCTPAaHHOM  SI3BIKE, OJTHAKO
WCIBITBIBACT TPYIHOCTU MPHU OOIIECHUU
Ha OBITOBOM YpPOBHE.
Ymern: IToporo — OOyuarommiics  cnabo  ymeer|biok B
—| BRI BBIOMpATH aJIeKBaTHbIE |-
pacmo3HaBaTh |ypOBEHb |(YHKIIMOHATEHOMY CTHIIIO | 3aJ1aHUS
" KOMMYHHUKATUBHOW CHUTYyallUH SI3bIKOBBIE | PEKOHCT
MIPOIYKTHBHO U TEKCTOBBIE CpPEJICTBA HMHOCTPAHHOTO |pPYKTHUBH
HCII0JIb30BATh s3blKa;  JIOMyCKAaeT  OWIMOKM  MpHU|0ro
OCHOBHBIE BBIDOKEHUS MBICIM W MHEHHUS Ha|ypOBHS
JIEKCUKO- MHOCTPAHHOM $I3BIKE; -
rpaMMaTH4eCcK — UCIBITBIBAET  TPYAHOCTH TP |MUCBMEH
ue CpelcTBa B HCIOJIb30BAHUU  OCHOBHBIX  JIEKCHUKO- | Hast
KOMMYHHKATHB rpaMMaTHYeCKHIX CpEeICTB B|paboTta
HBIX KOMMYHHKATHBHBIX CUTYyalHUsX |-
CUTYaIUsIX OBITOBOTO OOIIEHUSI. pedepar
JIEJI0BOTO bazoBbl — OGyuaromuiics yMeeT C|BI
OOIIeHHS, i HE3HAYUTEJIbHBIMU 3aTpyTHEHUSIMH | -
- BECTH | ypOBEHbB | BEIOUPATH aJICKBaTHBIC | IPE3EHTA
JIEIOBYIO (YHKIMOHATIBHOMY CTHJIIO | LIUs
MEPETINCKY. KOMMYHUKATHBHON CHTYalliU SI3bIKOBEIC
U TEKCTOBBIE CPEACTBA  BBIPAKCHUS
MBICIK W MHEHHS Ha HHOCTPAHHOM
SI3BIKE;
— TeHepupoBaTh OCHOBHBIE
S3bIKOBbIE (OPMBI C Y4YETOM 3HaHUM
OCHOBHBIX (DOHETHUECKUX, JIEKCHUECKHUX,
IrpaMMaTHYECKUX,
CJII0OBOOOPa30BaTEIBHBIX SIBJICHUI
MHOCTPaHHOIO A3bIKa, OJIHAaKO
JIOTYIIIEHbI OJIHA — JIB€ HETOYHOCTH.
[Iponsu — OOyuarommiics crioco0eH
HYTBIH |BBIOWMPATH aJIecKBaTHbBIE
YPOBEHb | QyHKIIMOHATILHOMY CTHIIIO
KOMMYHHKATUBHOW CUTYyallUH S3BIKOBBIE
U TEKCTOBBIE CPEACTBA  BBIPAXKCHUS

MBICJIM W  MHCHHUA Ha HWHOCTPAHHOM
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Dopmupye Koo u | IInanupyemoie| Ypoeuu Kpumepuu oyenueanusn Buow
Mble HAUMEHOG | pe3ynbmamol |0C80EHU | CHOPMUPOSAHHOCHU KOMREMEHUUIL | OUeHOYH
KomMnemeHy anue 00yueHus no a bIX
uu UHOUKamo | oucyuniumne, |Komnem cpeocme
pa xapakmepu3sy | eHuuil
oocmuice | oujue IMansvl
HUusn dopmuposanu
KomnemeH A
yuu KoMnemeHyuil
SI3BIKE;
— TeHepUpoBaTh OCHOBHBIE
SI3BIKOBBIE  ()OPMBI C Y4ETOM 3HaHUM
OCHOBHBIX (DOHETHUYCCKHX, JICKCHUCCKHUX,
rpaMMaTHYECKHUX,
CJIOBOOOPA30BATEIHHBIX SIBJICHU
WHOCTPAHHOTO S3bIKa U B KOHTEKCTaX HUX
yIOTpeOIeHHS;
— BBIOMpaTh aJcKBaTHBIC (HOPMBI
KOMMYHHKAIIUU,  SI3BIKOBBIE  (DOpMBL,
aHAIM3UPOBaTh HMX CTPYKTYpHBIE H
(YHKIMOHATIBHBIE OCOOCHHOCTH.
Biaanern: [Toporo |O6yuarommiicst cnabo BiaaeeT: baok C
- BBII - HaBBIKAMHU ATUYECKOTO u|-
WHOCTPaHHBIM |ypOBEHb |HPABCTBEHHOTO IMOBEACHUS, MPUHSATHIMH |3a/1aHuUS
SI3BIKOM Ha B UHOKYJIbTYPHOM COITMYME; MPaKTUK
YpOBHE, — HaBBIKaMU STUKETHOTO | O-
MTO3BOJISIOIIIEM MOBEJIEHNST B THUIHUYHBIX CHUTYalUsIX | OPUEHTH
OCYIIECTBIISATH YCTHOTO ¥ THCHbMEHHOTO OOIICHHs [JIs|POBAHHO
OCHOBHBIE pemieHus 3ama4  MEXJIMYHOCTHOTO M |TO
BUJIBI PEUYEBOM MEXKYJBTYPHOTO B3aUMOICHCTBHUS. YPOBHSI:
nesaTenbHOCTH; |Ba3oBel |OOyuaromuiicss B 1iesioM ycnemHo, Ho ¢|— Case-
- pPAa3NUYHBIMHU | i HEOOBITUMH 3aTPYIHEHUSIMHU BiiageeT: |study
crocobamu YPOBEHB |-HaBbIKAMU ATUYECKOTO u|-
YCTHOM u HPABCTBEHHOT'O TOBEJIEHUS, MPHUHITHIMU |J{HCKycC
MMHCbMEHHOM B UHOKYJIBTYPHOM COITMYME; us;
KOMMYHHUKaIU - HABBIKAMHM JTHKETHOTO IOBEJIEHUS B| — -
Y JUTsl peleHus TUIIUYHBIX ~ CUTyallUsX  ycTHoro u| PoyeBas
3ama4y MUCBMEHHOTO OOILEHUs JJIs pelleHHs | urpa
JIEJI0BOTO 3a1a4 MEXJIMYHOCTHOTO u
B3aMMOJICICTB MEKKYJIbTYPHOIO B3aUMOJICICTBUS,
U, OJTHAKO 3aTpyaHAETCS OIICHUTH
pE3yJbTAT CBOEH JIEATEIbHOCTH.
[Iponsu |OOyuarommiics  cBOOOAHO  BIIAJEET
HYTBhIi |HaBbIKAMHM O3THUKETHOTO TOBEICHHUS B
YPOBEHbB |TUMTUYHBIX  CUTyalUsX  YCTHOTO U

MUCEMEHHOTO OOIICHUS Ha HHOCTPAHHOM
SI3BIKE;

- HaBLIKAMHU TUYECKOTO U
HpaBCTBeHHOFO IIOBCIACHMUAA, HpI/IHSITI)IMI/I
B HHOKYJIETYPHOM COIIUYME;

- o0namaer MIUPOKUM  CJIIOBAPHBIM
3aIacoM M MOJKET BECTH JHAaJIor Ha
00yJaeMoM sI3bIKE.
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Dopmupye Koo u | IInanupyemoie| Ypoeuu Kpumepuu oyenueanusn Buow
Mble HAUMEHOE | pe3ynbmamol |0C60€HU | CHOPMUPOSAHHOCHU KOMNEMEHUUII | OUEHOUH
KomnemeHy anue o0yuenus no A bIxX
uu UHOUKAmMO | OucCyunIuHe, |KOMnem cpeocme
pa xapakmepu3sy | eHuyuil
oocmuice | uue Imansvl
HUusn dopmuposanu
KomnemeH A
yuu KomnemeHyuil
NYK-4.2. |3uHaTthb: [Toporo |O0yuaromuiics 4aCTUYHO 3HAET: Biaok A
-- - NPUHIMIBI | BBIH - mpo¢eCCHOHATBFHYI0 TEPMHUHOJIOTHIO, |—
CB0OOHO |MIOCTPOEHUSI | YPOBEHB |CIOCOOBI BO3ACHCTBHS HA AyAUTOPUIO;  |3amaHus
BOCIIPUHHU | YCTHOTO u -KJIACCUYECKUE U COBPEMEHHBIE METOJIBI | pEMIPOLY
Maer, IIMCBMEHHOTO pelIeHus 3a1a4 1Mo BEIOpaHHON TeMaTHKE | KTUBHOT
AQHAJINU3HPY | BBICKA3bIBAHUS HAyYHBIX UCCIIEJOBAHUM. 0 YpPOBHS
eT u|Ha ba3zoBel |OOyuaronuiics B 11eJI0M YCIELIHO, HO C|-
KPUTHYECK | MHOCTPAHHOM | HEOOJBIIMMHA  3aTPYAHCHHUSMH  3HAET | IMChbMEH
u A3BIKE; ypOBEHB |TpOo(hecCHOHATEHYIO TEPMHUHOJIOTHIO, | Hast
OLICHUBAET [—  OCHOBHBIE crocoObl BO3JEHCTBUS Ha ayIUTOPUIO;|paboTa
YCTHYIO U |(QOpMyNIBl  H KJIACCUUECKHE U COBPEMEHHBIE METOMbI |—
NUCBbMEHH | KJIMIIE JUIS perieHust 33124 110 BEIOPAHHOW TEMAaTHKE | TECTOBEI
VIO IIPAKTUYECKOT HAy4YHBIX HCCJIEI0BAaHUH; BHICKA3bIBACTCS | €
JIEIIOBYIO | O Ha MHOCTPaHHOM SI3BIKE C|3a1aHuS;
UH(pOpMALl | OCYIIECTBICHU HCIOJIb30BaHUEM OCHOBHBIX | —
U0 Ha|si TpYNIOBOI rpaMMaTHYeCKHX KOHCTPYKUUHI U | BOIIPOCHI
PYCCKOM M |KOMMYHHUKAIH M3YYEHHOT'O JISKCHUYECKOT0 MUHUMYMA. | JUIs
UHOCTPaHH |H Ha|[Ipoasu |OOywaromuiicss  BBICKA3bIBA€TCA  Ha|YCTHOIO
OM(BIX) MHOCTPAaHHOM |HYTBIiI |MHOCTPAHHOM SI3bIKE C HCIIOJIb30BAHHEM | OIIPOCa
A3bIKe(ax), |SA3bIKE YPOBEHbB |pa3HBIX IO CIOKHOCTH I'PpaMMaTHYECKUX
- - OCHOBHBIE KOHCTPYKLHUHI " U3Y4EHHOT O
BBICTpauBa | IpaBuia JIEKCUYECKOT0 MUHUMYMa.
eT pedeBoro
CTpaTEeruio |3TUKETa B
YCTHOTO U |JIeN0BOM cepe
MUCHEMEHH | OOLIEHNUS;
oro - KyJbTYypy H
oOuIeHus B|TpajAuLIun
pamKax CTpaH
MEXJINYHO | U3y4aeMoro
CTHOTO M |s3BbIKa B
MEXKYJIbT |CPAaBHEHUU C
YPHOTO KylIbTYypOH U
oOUIeHsT | TpaAULUAMHU
CBOETO
POJIHOTO Kpasl.
Ymern: [Toporo |Obyuaroumiics ymeer yactuuHo U nox|biaok B
- BBIN PYKOBOJCTBOM IIPENIOAABATEIIA: -
UCIOJIb30BaTh |ypPOBEHb |- MCIIONB30BaThb 3HAHUE WHOCTPAHHOIO |3aJaHus
3HAHUE si3pIKa B MPO(ECCHOHAIBHON M HAYYHOH | pEKOHCT
MHOCTPaHHOI'O JEATEIBHOCTH; COCTABJIATh AHHOTALUU, | pyKTUBH
SI3bIKA B pedepaTsl W THUCATh TE3UCHl H/HIIH | OTO
npodeccuoHan CTaTbH, BBICTYIUICHHUS, PELICH3HH; YPOBHs
bHOM - NPUHUMATh y4acTU€ B JHUCKYCCUHU Ha|-
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Dopmupye Koo u | IInanupyemoie| Ypoeuu Kpumepuu oyenueanusn Buow
Mble HAUMEHOG | pe3ynbmamol |0C80EHU | CHOPMUPOSAHHOCHU KOMREMEHUUIL | OUeHOYH
KomMnemeHy anue 00yueHus no a bIX
uu UHOUKamo | oucyuniumne, |Komnem cpeocme
pa xapakmepu3sy | eHuuil
oocmuice | oujue IMansvl
HUusn dopmuposanu
KomnemeH A
yuu KoMnemeHyuil
NeSITeNIbHOCTH, WHOCTPAaHHOM  SI3bIKE€ TI0  HAy4YHBIM | TUCbMEH
B chepe npoGyieMam; Hasi
oduIHranTBEHO- - 000CHOBBIBAaTb W OTCTauMBaTh CBOIO|paboTa
JIeI0BOM TOYKY 3pCHHS; TPABUIBHO CTaBUTH |-
KOMMYHHKAII 3aJa4yd MO  BbIOpaHHOW  Hay4HOH|pedepaT
" " TEMaTHKE, BBIOUPATH IS WUCCIICIOBAHUS | BI
MEXJIMYHOCTH HE00XOIUMBbIE METO/IBI; -
OM OOIIeHUY; - TPUMEHSTH BBIOpaHHBIE METOMABI K|TPE3CHTa
- MMOHUMATh pEIICHHI0 HAayYHBIX 3a/1ay, OLEHUBATH |IUI
coJiepKaHue 3HAYUMOCTD TOJTy9aeMbIX PE3yJIbTaTOB;
Pa3IM4YHOTO - OOBsACHATH, y4eOHBII W Hay4HBII
THUTIAa TEKCTOB MaTepua;
Ha - BECTH KOPPEKTHYIO TUCKYCCHIO B
WHOCTPAaHHOM mporecce MIPEICTaBICHUS ITHUX
SI3BIKE npu MaTepHasIoB.
MEXJIMYHOCTH |ba3oBbl |OOy4aromuiics co3aaeT XopoIio
oM u|i CTPYKTYypHUPOBAHHBIE, TOTUYECKH
MEXKYJIBTYPHO | yDOBEHb | TIPOJIyMaHHBIC YCTHBIE W IMHCHMEHHBIC
M TEKCThI, cofepKammue (aKTUIECKYIO
B3aMMOJICHCTB MHQOPMALIMI0O U BBIACHAS  BaKHbIE
17078 MOMEHTHI.
[Iponsu |OOyuaromumiics co3aeT XopoIo
HYTBI  |CTPYKTYypUPOBAHHBIE, TOTUYECKH
YPOBEHbB |ITPOJyMaHHbIC YCTHBIE W THCHMCHHBIC
TEKCTHI [0 CIOKHBIM TEMaM.
Baanern: [Toporo |OOyuatomuiicst BiaieeT YaCTHIHO: Baok C
- METOJUKOMH | BBIi - WHOCTPAHHBIM SI3BIKOM KaK CPEIICTBOM |-
COCTaBJICHUS |YPOBCHb | MEXKKYJIBTYPHOH W MEKHAIMOHATLHOM | 3a)TaHUS
CY)KICHHS B KOMMYHHKAIIUU B HAYIHOH cepe; MIPAKTUK
MEXIJTMIHOCTH - HaBBIKAMH CaMOCTOSITEIIBHOH pPabOTHI|0-
OM  JIeJIOBOM HajJ  S36IKOM, B TOM UHCJE€ C|OpPUCHTH
oOmeHNH  Ha HCIOJIb30BaHUEM MH(OPMAITMOHHBIX | POBAHHO
WHOCTPAaHHOM TEXHOJIOTH; ro
SI3BIKE, c - MTO/ITOTOBJICHHOM, a TaKXe | ypOBHS:
MIPUMEHEHHUEM HEMOJITOTOBJICHHOM MoHojoruueckoi |— Case-
aZICKBATHBIX pedybio B BHJE pe3loMe, cooOmeHus, |study
SI3BIKOBBIX JOKJIaJa; -
dbopMm " - HaBBIKAMHU TIOJTOTOBKH  Hay4HBIX | J{uckycc
CPEICTB; nyOnuKanuié W BBICTYIUICHHM — Ha|us;
- HaBBIKaMH HAyYHBIX CEMUHAPAX; -PoneBas
JIEIIOBOM - HaBBIKAMH BBICTYIUICHUH Ha Hay4HO- |Hrpa
MEPETHCKH ¢ TEMATHYCCKUX KOH(PEPEHITUSX.
y4eToM bazoBel |OOyuarommiicss co3qaeT COOCTBEHHBIE
OCOOCHHOCTEH | i1 XOpOIIO CTPYKTYpUPOBAaHHBIE YCTHBIE U
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Dopmupye Koo u | IInanupyemoie| Ypoeuu Kpumepuu oyenueanusn Buowt
Mble HAUMEHOG | pe3ynbmamol |0C80EHU | CHOPMUPOSAHHOCHU KOMREMEHUUIL | OUeHOYH
KomMnemeHy anue 00yueHus no a bIX
uu UHOUKamo | oucyuniumne, |Komnem cpeocme
pa xapakmepu3sy | eHuuil
oocmuice | oujue IMansvl
HUusn dopmuposanu
KomnemeH A
yuu KoMnemeHyuil
CTHJIUCTUKUA | YPOBEHb |TMCbMEHHBIE TEKCTHI C IENIbI0 Mepeaadn
o UIHATTEHBIX OCHOBHOTO co/iepKaHus TEKCTa
UCEM u HCTOYHUKA B 3aBHCHUMOCTH oT
COILIMOKYJIBTY]D KOMMYHHUKATUBHOU YCTaHOBKH B
HBIX pa3Inuuit CUTYaIUsAX npodeccrnoHalbHOTO
u BEJICHUS oOI1IeHuS.
JIEIIOBBIX [Iponsu |OOyuarommiicss co3maeT COOCTBEHHBIE
IIEPETOBOPOB  |HYTHIM | XOPOIIO CTPYKTYpHUPOBaHHBIE u
Ha YPOBEHB |JIOTHUECKH MPOJyMaHHbIE YCTHBIE U
WHOCTPAHHOM MUCbMEHHBIE TEKCTHI C LEJbI0 Tepeaaun

SA3BIKC.

OCHOBHOI'O COACPpIKaHUA TCKCTa-
HCTOYHHUKA B 3aBHCHUMOCTH oT
KOMMYHHKaTHBHOP’I YCTaHOBKU B

CUTYyalusax nMpodheccuoHaIbHOTO
oO0LIeHuS.

PA3JIEJI 2. 3aganusi, HeoOXOoAUMbIe /ISl OLUEHKH IUIAHUPYEMbIX Pe3yJbTATOB

Oﬁyqemm o IMCIOMIIJIMHE

s

MPOBEPKH

chopMUPOBAHHOCTH
OCYLIECTBJIATh JA€J0BYH0 KOMMYHHKAIMIO B YCTHOM M NMCbMeHHOHM ¢opmax Ha

komnerenuuun OK-4:

Cnoco0HOCTH

rocyiapcTBeHHoM si3bike Poccuiickoil @enepanum 1 HHOCTPAHHOM(BIX) sI3bIKe(aX)

baok A. 3aiaHus penpoayKTUBHOIO YPOBHS («3HATHY)

A.1 PoHJ TECTOBLIX 3AIAHUM MO AMCIUIIJINHE

TecTnl THIIA A.
A.1 PoHJ TECTOBLIX 3AIAHNM O TUCIHILJINHE

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
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https://www.proprofs.com/discuss/q/1511373/whats-the-plural-of-child-3c2

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
14. What's the plural of book?

Test 2

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?
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 Wjid UX IMNIPpOU3BOAHLIC.

. ... people are early risers.

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

2. Have you got ... objections?

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

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

4.1 don’t know about it, ask ... else.

a) nobody; b) anybody; ¢) somebody.

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

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

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

7. It 1s 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; c) everything.

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

1.

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

a. Responsible

b. Responsibly

c. Responsibility

d. Response

. Trade Unions need to help to solve problems in the relations between the company

management and:
a. Employees
b. Employable
c. Employment
d. Unemployed

. We are working hard to increase the  of our products.

a. Competition
b. Competitiveness
c. Competitive
d. Compete
The company is looking for an experienced  manager for our Singapore office.
a. Big
b. High
c. VIP
d. Top
Middle and junior managers in our company take regular training courses to
increase their:
a. Unqualified
b. Qualify
c. Qualified
d. Qualification
Good time management requires a disciplined  to planning your working day.
a. Decision
b. Relations
c. Measure
d. Approach
___ long-term and short-term goals provides for a stable company development in
the future.
a. Setting
b. Involving
c. Deciding
d. Delegating

. The staff at lower levels of the company  carry out the decisions taken by the

senior management.
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a. Culture
b. Hierarchy
C

. Environment
d. Team
9. Beinga(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 onpenesieHnid, XapaKTepU3yOIUX OU3HeCMeHAa

1. Iloobepume k npunazamenvuvim (1 — 10) onpedenenus, xapaxmepuzyrouiue
ousznecmena (a — j):

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

2. harmonious b. possessing intuition
3. purposeful c. having confidence in oneself, one’s abilities
4. prudent d. free from disagreement or ill feeling

5. self-confident  e. having power to inspire devotion and enthusiasm

6. practical f. working with care and energy
7. intuitive g. acting with or showing care and foresight
8. charismatic h. consistently good in quality or performance, and so deserving
trust
9. reliable i. able to be trusted
10. faithful j- having or showing determination or will-power
II.  Iloobepume k npunazamenvnuvim (I — 10) onpedenenusn, xapaxmepusyroujue

ouznecmena (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
Test S

1. Which of the following is not a typical supply chain member?
a. retailer’s creditor
b. wholesaler
c. reseller
d. customer
e. producer
2. When suppliers, distributors, and customers partner with each other to improve
the performance of the entire system, they are participating ina .
a. channel of distribution
b. value delivery network
c. supply chain
d. supply and demand chain e. demand chain
3. A company's channel decisions directly affect every .
customer's choices
a. employee in the channel
b. channel member
c. competitor's actions
d. marketing decision
4. From the economic system's point of view, the role of marketing intermediaries is
to transform the assortment of products made by producers into the assortment of
products wanted by .
a. manufacturers
b. marketers
c. distributors
d. consumers
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. Intermediaries play an important role in matching
a. dealer with customer
b. manufacturer to product
c. information and promotion
d. supply and demand
e. product to region channel
. Marketing logistics involves getting the right product to the right customer in the
right place at the right time. Which one of the following is not included in this
process?
implementing the plan for the flow of goods and services
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

© a0 o

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
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competitors
third-party logistics providers
channel members
d. 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

coe
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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 situBaps Mbl X0THM Bac 03HAKOMMUTS. ..
a) We thank you for your letter of 13 January and wish to inform you...

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

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

2. Ccbuiasicb HA HAlI TeJIe(D)OHHBIH PA3roBOP HA NMPOLJIOH HeaeJIe. ..
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. IlpuiaaraeM K mMHCbMY Hall MOCJETHUHA 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. Panabl coodmnTh BaM yc1oBus ny0MKaAuM HAYYHOH CTATBH

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 k1émM Bamrero orsera

a) We will expect your immediate answer

b) We look forward to your prompt reply

c) We will wait for you quick answer

6. IImmy Bam, 4T00BbI M0KAJT0BATHCH HA HEKAYECTBEHHOE 00C/IyKMBAHNE
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 JIl000€ 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. O6pamenune Messrs B agpece moaydarens 0003Ha4aeT OOpalieHne 1Mo OTHOMICHUIO K:
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a. 3aMy>KHEU JKCHIIUHE
b. nByM miam 6onee My KIMHAM
C. KEHIIWHE, 0 KOTOPO HEM3BECTHO, 3aMYKEM OHA UJTU HET
2. CokpallieHue ... yKa3bIBaeT, YTO K MUChbMY MPHUIOKEHBI IOKYMEHTHI.
a. Enc(s)
b. cc:
C. p.p.
3. CokpallleHHE ... UCTOJIb3YeTCsl B HEO(UIIUATBHBIX MUChMaX JJIsi TOr0, YTOObI J0OABUTH
TO, 4TO OBUIO YMYIIEHO B OCHOBHOM YaCcTH MHUCHhMA.
a. p.p.
b. PS:
C. cc:
4. CokpariieHue ... 03HadaeT (aMUiuu TeX, KTO JOJHKEH MOTYyYUTh KOIUIO MHChMa.
a. Enc(s)
b. cc:
c. Ref:
5. [lpumeyanus tuna To whom it may concern HaXOsATCSA:
a. TIOCIIe ajipeca MmoxyJarens
b. mocne agpeca oTIpaBUTENs
C. B KOHIIE MHChbMa
6. [Tometku Tuma Urgent, To be called for, Private nenatorcs:
a. B BEpPXHEM IIPaBOM YTy
b. B BEpXHEM JIEBOM YTy
C. B HIDKHEM IPaBOM YTy
7. Bel ummTe muchMo mojapyre, oopamasck Dear Sarah, u 3akmounTenbHOM Gopmyion
Oyner:
a. Best wishes
b. Sincerely
c. Yours truly
8. Bl numuTe oduimasibHOe TUCHMO JEI0OBOMY MapTHEpY, oopamasick Dear Mr Shaw, u
3aKJTIOUNTENIbHON (popMyIoit OyeT:
a. Yours sincerely
b. Regards
c. All the best
9. Bl nummuTe HEOPUITMATBHOE MUCHMO JIEIOBOMY NapTHEpy, obpamasck Dear David, u
3aKJTIOYUTENbHON (hOopMyIioit OyaeT:
a. Regards
b. Yours faithfully
c. All the best
10. Bel mumute oduIManbHOE MUCHMO JIHIY, Ybs (aMUIUS W TOJ BaM HEU3BECTHBI,
oOpamasice Dear Sir/Madam, u 3akntountensHol hopmysoit Oyaer:
a. Sincerely
b. Yours faithfully
c. Best wishes
Pesrome
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11. B BemukoOputanHuu Tmpu HAMWCAHWH pPE3IOME B TYHKTE, TJI€ TOBOPHUTCS O
po(hecCHOHATFHOM OMBITE pabOThI, IEPBHIM YKa3bIBACTCS:
a. IlepBoe mecTo paboThI
b. Ilocnennee mecTo paboThI
c. He nmeer 3Hauenus
ITyHkTyanus

[TynkTyaiuss ©MeeT MEepPBOCTENEHHOE 3HAYECHHE, OCOOCHHO €CIM BaM TUKTYIOT MHUCHMO
WIIH afIpec.
12. Kakum 3HakoM 0003HavaeTcsi TepMUH semi-colon:
a. :
b. ;
c.
13. Kakum 3HakOM 0003HavaeTcs TepMuH inverted commas:
a. “..”
b. ,
c. ;
14. Kakum 3HakoM 0003Ha"aeTcst TepMuH brackets:

a (13 29
b. (...)
c. :
DJIEKTPOHHOE COOOIICHUE

15. BriGepure npaBuiibHOe onpenenenue. E- business:
a. economic business
b. electronic business

16. Beibepure npaBuibHoe onpeaenenue. IMO:
a. international monetary organization
b. in my opinion

17. BeiGepute npaBmiibHOE onpenencHue. SPAM:
a. unwanted mail
b. compacted meat

18. Beibepure mpaBuibHOe onpenenenue. TTYL:
a. talk to you later
b. the time you left

19. BriGepure npasunbHoe onpenenenne. HSIK:
a. how should I know
b. have something in kit

20. Beibepure npaBusibHOe onpeaenenue. C2B:
a. customer to business
b. client to boss

TecTsl THHA B

Marketing, marketing people and markets

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

9.

Providing money to cultural or sporting activities in exchange for advertising
rights.
a) promotion b) grant aid c) sponsorship
A business which specializes in giving advice and support to companies about
marketing and markets,
a) marketing consultancy b) counselling service ¢) company analysts
An economy which allows open and reasonably free exchange between private
companies.
a) command economy b) conservative economy c) free market economy
A market in which there are too many suppliers producing similar products.
a) saturated market b) buyers' market c¢) heavy market
A market in which there are few suppliers producing goods that a lot of people want
to buy.
a) weak market b) sellers' market c¢) light market
A company which sells more of a particular type of product than its competitors.
a) trend setter b) multinational ¢) market leader

. A person who uses their specialist knowledge of a specific market to try to explain

what has happened and predict what will happen.

a) market analyst b) forecaster ¢) market broker

A specific promotional activity over a limited period of time,

a) campaign b) season c) trend

The activity of moving goods from the producer to the consumer,
a) selling b) distribution c) orientation

10.The activity of selling goods to other countries.

a) multinational b) exporting c) exchange distribution

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

a) dominion b) market place c) market share

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

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

Product marketing

Choose the best definition for each of the words or phrases.

. augmented product

a) aproduct 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
is one of the official languages of the United Nations Organization and other political
organizations.

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

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. AHIJIMICKUN A3BIK OYEHB JIETKO BBIYYHUTH
b. M3yueHue MHOCTPAHHOTO SI3bIKa — HEJIETKOE JIEJI0
c. M3ydeHne MHOCTPAaHHOTIO fA3bIKA - JIETKOE JIEI0
2. It's a long and slow process that takes a lot of time and efforts.
a. DTO OBICTPBII MPOLECC, KOTOPBIM HE OTHUMAET MHOT'O BPEMEHU U YCUITUI
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b. DTO oueHb AONTHI MpoOIleCcC, HA KOTOPBIH HYHO T'0Jibl 00y4YEHHUS.
c. OTO JOJTUI U MEIJIEHHBII MPOLECC, KOTOPBIM OTHUMAET MHOTO BPEMEHU U
YCUJIUH.
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. TeneBuaeHNE-3TO CaMOE BaXKHOE CPEACTBO KOMMYHHKAIIUU

b. TeneBunenue KOpoTko Ha3piBatoT TB

c. TeneBuaeHue SBISETCS OJHUM M3 HAIIMX CAMBIX BaXKHBIX CPEJICTB
KOMMYHUKAIAH

. The name "Television" comes from Greek word

a. Ha3Banue "TeneBuneHne" npouCcXoauT OT FPEYECKOro CIIOBA

b. HazBanue "TeneBunenue" npoucxoauT OT JATUHCKOTO CI0Ba

c. Ha3Banue "teneBuaeHne" npoucxXoUT OT UTAIBIHCKOTO CI0Ba

. 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 .....7
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

1 Daniel Hatchette
Chemistry Department
2 We write to inform you that we developed a new device at our

University (Loughborough) that can identify tiny amounts of explosive
particles — invisible to the naked eye. It could provide the solution to
better protecting the travelling public from acts of terrorism.

3 We would be grateful to receive a prompt reply.

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

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

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

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

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

10 Swansea University
Singleton Park
Swansea

SA2 8PP

Wales

IIpoBeneHue NUCHLMEHHOM PadOThI

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

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

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

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

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

5 Subject:

I am writing to confirm your order of 1000 coffee mugs with logo (see attached), colour
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 note to 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

IIpoBeneHne NUCHLMEHHOM PA0OTHI.

IIpakTH4yeckue 3a1aHUsA

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 as internal factors. The external factors, referring to the
marketplace, are opportunities and threats.

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

STRENGHTS WEAKNESSES

Superior distribution network | Undifferentiated offer in terms of basic

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

distance petrol needs for Ineffective leverage of specialist image —

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

and skill. communicate better.

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

programme that’s

unique in the market.

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

Highly recognizable brand.

A global brand.

OPPORTUNITIES THREATS

Developing market for Our main competitor is strong.

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

Gap in the market: hybrid electric cars.
cars and Consumer fears about environment and
electric cars will need fuel. | pollution.

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

B — SWOT and marketing strategy

Pat Albright is the senior marketing manager for PetraServe. She’s presenting her
marketing strategy to the board. The strategy was shaped by the SWOT analysis above.
‘We need to exploit our strengths by making the most of our distribution network and
loyalty programme. If we can also build on strengths such as our brand image and current
profitability, then 1t’ll be easier to address, or deal with, weaknesses such as the lack of
new products. We need to anticipate the threat of new hybrid cars and seize the
new opportunities this will bring in terms of providing service points for these cars.

The potential price war in the fuel market poses a serious threat and we will need
to minimize the weaknesses this may create. Our sector is also under threat from the
trend
towards greater consumer concerns about the environment, but 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 objective
S

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 o Place
o 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.

IIpoBenenue onpoca.

A2. Bonipochl s 00CYKACHUSA

1.

2.

i I O ad

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?
KoppeKkTuBHBIN KypC — BOIPOCHI 1JIsl AUCKYCCUU

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

Is there anyone who can get me a glass of water?
Is there anything else 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?

11.1s there anything I can get for you?

12.Did you save the time?

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

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

19.Did you see any lion?

20.Is 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.

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

5. Explain the importance of financial management.

6. Define the various sources of financing. 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?

e il

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=

Bbaok B. 3agannsi peKOHCTPYKTUBHOIO YPOBHS («yMeTb»)

B1. [IucbmenHnas pa6ora (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 pedeparoB
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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 npe3eHTaAIMM

1.

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 poJjieBbIX UID

1.

2.

3.

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

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

What is your business?

Has your business been successful? Why?

What isn’t working in your business?

What your ideas were hard to execute?

Are you making your business more complicated? Why?

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

A e
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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
e You meet your team leader to discuss your performance at work. You are unhappy
for the following reasons:

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

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

e 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 o 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.

i

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.

N
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Cl1. Keiic-3apaua (Case-study).

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

Information on the
. Current market .
Analysis DR competitors and the
situation
marketplace.
Competitor | The competition in the
analysis marketplace. You will also
need to

include information on their

38



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 is, what
Product distinguishes your prodgct
service or service
analysis fro.m. others on the market.
Originally USP stood for
Unique Selling Proposition,
a
concept  developed by
Rosser Reeves in the 1940s.
Your customer groups or
Target segments — for example,
market teenagers or business people
(see Unit 19).
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
- 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 nto t_he 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. BoinoJiHeHH e IIPOEKTA.

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

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

Which statement completely discounts the importance of selling?

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

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

Which definition of marketing do you like most? Why?

What would be your own definition of marketing?

How does your working day begin?

. Why is marketing a powerful force in our society?

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

ﬂZ.Hepequb IK3AMEHAINIMOHHLIX BOIIPOCOB

PN B W=

9.

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

What are the reasons for studying marketing?

What are your plans for future?

What do you think about your Institute?

What’s your favourite subject?

Do you like to write letters?

Do you like to read articles in different newspapers in original?

What does the UK mean?

10.Where is the UK situated?

11.What parts does Great Britain consist of?
12.What places of interest in England do you know?
13.What do you come to know about your future profession?
14.What are you and who are you?

15.Where are you from?

16.Where do you study?

17.What is your hobby?

18.What can you say about your native town?
19.What can you say about your family?

20.What is your favorite book?

21.What was the last book you read?
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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"?

.2 YcTHBIE pPa3roBOpHbIE TEMbI:

Text 1. What is Marketing?

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

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

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

Text 2. Products and Services

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

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

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

Text 3. The Product Concept

Another important concept guiding sellers, the product concept, holds that
consumers will favour products that offer the most quality, performance and innovative
features, and that an organization should thus devote energy to making continuous product
improvements. Some manufacturers believe that if they can build a better mousetrap, the
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world will beat a path to their door." But they are often rudely shocked. Buyers may well
be looking for a better solution to a mouse problem, but not necessarily for a better
mousetrap. The solution might be a chemical spray, an exterminating service or something
that works better than a mousetrap. Furthermore, a better mousetrap will not sell unless the
manufacturer designs, packages and price-s it attractively; places it in convenient
distribution channels; and brings it to the attention of people who need it and convinces
them that it 1s 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 II 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 i1dea 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.

3. FpaMMaanecmle H JEKCNYICCKHE TCCTHI:

Test 1. [Tondepure k npodeccusm (1 - 10) coorBercTByOIIME 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 ¢. 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. [locTtaBbTe Ha3BaHHe NMpodeccuu (a - j) B COOTBETCTBHE KAKIAOMY
pexkiaMHOMYy o0bsiBJeHHI0 (1 —10):

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

¢) assembly person h) receptionist

d) salesperson i) personnel officer
e) clerk j) R&D Manager *

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

Test 3. I pammamuueckue mecmol:

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. Ann s ...girl [ have ever met.
a. the most beautiful
b. a more beautiful
c. the beautifulest
8. You can’t run as fast...
a. asme
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. is
b. will be
23.Do you know when the Production
manager ...from his business trip?
a. is 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
C. since
6. They went to London ... Friday morning.
a. in
b. on
c. at
7. Tusually wake up ... 7 o’clock ... weekdays.
a. in... at
b. at...on
c. on...in
8. She was born ...1999.
a. in
b. during
c. at
9. Kate and Ted are getting married ... this July.
a. in
b. ...
c. at
10.They met again ...the spring of 2005.
a. on
b. at
c. in

53



11.Jane heard ... into the table.
a. that he bumped
b. him bump
¢. him bumping
12.Some firms expect ... twelve hours ...?
a. the guards to work
b. that the guards work
c. the guards work
13.Don’t you feel the house ...?
a. to shake
b. shaking
c. shook
14.The crowd parted to let the happy couple ... through.
a. going
b. to go
c. go
15.1 saw him ... the road and... down a staircase that led to the Underground.
a. crossing ... disappeared
b. crossed ...disappearing
c. crossing...disappearing
16.What kind of world do we want our children ...from us?
a. 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.Y ou should use the money to make your home ...lovely.
a. to look
b. looking
c. look
20.Did I hear you... would like to sell your car?
a. said
b. say
c. saying
21.1 believed ... the most reliable person.
a. 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.I’d like ... with us for another week.
a. you to say
b. that you will say
C. you say
24.1 could feel the earth ... as the earthquake began.
a. that shook
b. to shake
c. shake
25.1 expect ... her test this time.
a. Anna pass
b. Anna to pass
c. Anna passing

Test 5. Choose the correct versions.

1. He can play golf well, ...?

a. ...,doesn’t he?
b. ..., can he?
c. ...,can’t he?
2. You like black coffee, ...?
a. ..., aren’t you?

b. ..., don’t you?
C. ...,doyou?
3. I met my (good) friend yesterday.
a. goodest
b. better
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. next to
c. with
10.Last year he spent a lot of time traveling ... London and Liverpool.
a. between
b. from
Cc. in
11.Everyone ... that women are equal to men.
a. know
b. knows
c. 1s 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. is wanting
b. want
c. wants

Test 6. Choose the correct versions.

1. ... strange began to happen.
a. Anything
b. Something
c. Nothing
. I believed ... the most reliable person.
a. her to be
b. her be
c. in her to be
. Mary hated her boyfriend ... .
a. laugh at
b. to be laughed at
c. laughed at
4. T’dlike ... with us for another week.
a. you to say
b. that you will say
C. you say
. Itried to get her on the phone but she ... .
a. already left

\S]

(O8]

9,
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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. hasrisen
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

58



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. 1is 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

PA3JAEJI 3. Onucanue nokasaresjaed 1 KpUTepUeB OLCHUBAHUS KOMIIETEHIMI Ha
Pa3JIMYHBbIX 3Tanax ux GopMHUpPOBaHUSA, ONIMCAHME IIKAJ OLlCHUBAHUS

banneHO-peliTUHrOBass cuctema sBIsSIeTCS 0a30BOM  CHCTEMON  OLICHMBAHUS
c(hOpMHUPOBAHHOCTH KOMIIETEHIIMN 00yJaroumxcsi O4HOU PopMbI 00yUeHHUs.

Htorosas oueHka chOpMUPOBAHHOCTH KOMIETEHUUHU (i) 0Oydaromuxcss B paMkax
OaJUIbHO-PEUTUHIOBOM  CHCTEMBI OCYIIECTBISIETCS B  XOJA€ TEKYLIEro KOHTPOJIs
yCIEBAaEMOCTH, IPOMEXKYTOUHOM aTTeCTalMM W OIpejaesseTcss Kak cymMMa 0aJuios,
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MOJIYYCHHBIX O0YYAIOIIMMHUCS B PE3YJIBTATE MMPOXOKIACHUS BCeX (POPM KOHTPOJIS.

Omnenka cHOpMUPOBAHHOCTH KOMMETEHIMHU(I1) MO TUCIUILINHE CKJIABIBACTCS W3
JIBYX COCTaBIISIOLIUX:

v mepBasi  COCTaBJISAIONIAs — OICHKA MperojaBareieM ChOPMHUPOBAHHOCTH
KoMIeTeHInu(i) B TEYCHHE CEMEeCTpa B XOJE TEKYIIEro KOHTPOJS YCIIEBaeMOCTH
(makcumym 100  GammoB). CrpykTypa TMEpBOM  COCTABISIIOUIEH  OmpenensieTcs
TEXHOJIOTHYECKON KapTOH NIMCIUIUIMHBI, KOTOpas B Hadaje ceMecTpa TOBOJIUTCS [0
CBEJICHUSI 00yYaroUuXcs;

BTOpasl  COCTaBISIOIIAasi —  OLEHKa CHOPMHPOBAHHOCTHU
oOy4arommxcs Ha 3auere (MakcumyM — 20 6asioB).

JIJ1st CTYIEHTOB OYHO-3a0YHOM U 3204HOM (hopM 0OydeHHS TPUMEHSTCS 4-0aibHas
u OuWHapHas WIKaJdbl OICHUBAHUS PE3YJIbTATOB TEKYIIETO KOHTPOJISI YCIEBAEMOCTH M
MIPOMEKYTOUYHOM aTTeCTAIlK 00yYarOIIUXCS.

KOMMeTeHIu (i)

YPOBHH IIPOJABUHYTHIN 0a30BbIii ITOPOTOBBIN JOTIOPOT OBBIN
OCBOCHMS YPOBEHB YPOBEHb YPOBEHB YPOBEHB
KOMIIETEeHIH
i
100 — 85u> 70 — 84 51-69 0-50
O0a/uIbHAs
KA1
4 — 0aJuIbHAA |  «OTJIIMYHO» «XOPOLLO» «YIOBJIETBOPHU | «HEYIOBJIETBO
KA/ TEJILHO» PUTEIILHO
bunapuas 3auTeHo He 3aureno
KA

IlIkaJjia OLIEHOK IPH TEKYIEM KOHTPOJIe YCIIeBaeMOCTH
110 Pa3/IMYHBIM MOKA3aTeJIAM

Hoxkazamenu ouenusanusn Bbannwt Ouenka
chopmuposannocmu KomnemeHyuil

BrinonHeHre npakTUYECKUX 3aJaHui

0-20 | «HEyAOBIETBOPUTEIHHO
«YZIOBJICTBOPUTEITHHOY
«XOPOIIIO»
«OTJIMYHOY
«HEYIOBJIETBOPUTEIHLHOY
«yAOBIETBOPUTEIHHOY
«XOPOIIIOH
KOTJIMIHOY
«HEYJIOBJIETBOPUTEIHHOY
«YJIOBJIETBOPUTEITHHOY
«XOPOIIIO»

«OTJIHNYHO»

OTBETHI HAa YCTHBIE BOIIPOCHI 0-20

TectupoBaHue 0-30
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[IpoBeneHne ponaeBoO UTPhI

0-10 | «<HEeyHOBIETBOPUTEIBHO»
«YJOBJIETBOPUTEIBHO
«XOPOULIO»

«OTJINYHO» ...

Penrenue xelicoB

0-20 | «HEyAOBIECTBOPUTEITHHO
«YJIOBJIETBOPUTEIHHOY
«XOPOLLIOY»

«OTIHNYHO»

Brimonnenne u myonuyHas 3amura pedepara

0-4 «HEYHOBJIETBOPUTEIBLHO
«YJIOBJIETBOPUTEIHHO
«XOPOILIOY

«OTJIHUYHO»

Yyactue B AUCKYCCHH, lle6aTaX, «KpYTJIOM

CTOJIC»

0-10 | «<HEeyZOBIETBOPUTEIBHO
«yAOBJIETBOPUTEIILHO
«XOpOILIO»

«OTIHNYHO»

Brimonaenue U

MIPE3EHTALUU

nmyOnuyHas

3aluTa

«HEYIOBJIETBOPUTEIBHO
«YJIOBJIETBOPUTEIILHOY
«XOpOUIO»

«OTJIMYHOY

CooTBeTCcTBHE KPUTEPHEB OLIECHUBAHUS YPOBHIO OCBOEHUSI KOMIIETEHIIMI 110
TeKyllleMy KOHTPOJII0 YCIIeBAeMOCTH

bannw Ouenka Ypoeenw Kpumepuu oyenusanusn
0C60€eHUsA
KomnemeHuyu
i
0-50 | «neynosnerBop | Jomoporossiii | OOyuaromumiics He NPUOOPEN 3HaHUA,
UTEIBHO» YPOBEHb YMEHUS U HE BIAJEET KOMIIETCHLMSIMU
B 00beMe, 3aKperieHHOM paboueit
IPOrpaMMON TUCHUILIIUHBI
51-69 | «ynosnerBoput | [loporossiit He menee 50% 3amanuii, momiexamniux
eJIBHOY YpOBEHb TEKyLIEMY KOHTPOJIIO YCIIEBAaE€MOCTH,
BBITIOJIHEHBI 0e3 CYIIIECTBEHHBIX
OIIMO0K
70-84 | «xopomio» bazoBb1it OOyuarolmuMcs BBITIOJIHEHO HE MEHEe
YPOBEHb 75% 3anaHuil, TOMNEXKAIIUX TEKYLIEMY

KOHTPOJIIO yCIEBAEMOCTH, WA TIpU
BBITIOJTHEHUU BCEX 3aJIaHUM JIOMYIIEHbI
HE3HAYMTECIILHBIC OIIINOKHU;
oOyyaromuiicss  mokaszaj  BJIaJICHUE
HaBBIKAMU CHUCTEMAaTH3aIlMU MaTepuasia
M TNPUMEHEHUS €ro MNpu pEHICHHH
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MMPaKTHYCCKHUX SaI[aHI/Iﬁ ; 3aJaHus

BBITIOJTHEHBI 0€3 OIIMOOK

85-100 | «oTnnuHOY

[IpoaBuHYyTHII
YPOBEHb

100% 3aJIaHUH, MO UJIEKAIIIX
TEKyIIEMy KOHTPOJIFO YCIIEBACMOCTH,
BBITIOJIHGHBI ~ CAMOCTOSITEIbHO W B
TpeOyemMoM o0beMe; 0Oydaromuiics
MIPOSIBIISICT yMEHHUE 0000111aTh,
CUCTEMaTU3UPOBATh MaTtepual u
OPUMEHSATh  €r0  TpH  pelIeHUU
MPAKTUYECKUX  3aJlaHui;  3aJaHus
BBITIOJTHCHBI C 0 IpOOHBIMU
MOSICHEHUSIMA ¥ apTYMEHTHUPOBAHHBIMU
BBIBOJIAMH

IlIkajia OLEHOK N0 MPOMEKYTOYHON ATTECTALMH

Haumenosanue gpopmot bannn Ouyenka
HPOMENHCYMOUHOU
ammecmayuu
DK3aMeH 0-30 «HEYIOBJIETBOPUTEIILHO»
«YJIOBJIETBOPUTEIHHO
«XOPOIIIOY
«OTIIUYHOY
3ayeT 0-20 «3aYTEHO»

«HE€ 3a4TCHO»

CooTBeTCTBHE KPUTEPHUEB OLICHNBAHUS YPOBHIO OCBOCHUSI KOMIIeTeH Ui
10 NMPOMEKYTOYHOM aTTecTaluy 00yYaroumuxcd (3a4er)

bannwv Ouenka Yposenw Kpumepuu ouenueanusn
0ceoenus
KomnemeHyu
i
0-10 «He3auTeHo» | JlomoporoBel | OOyuaromuiics He MpUOOpeNT 3HAHMS,
1 ypOBEHB YMEHHUS U HE BIAJEET KOMIETEHUNUSIMU
B 00beMe, 3aKpeIruieHHOM paboueit
MIPOTrpaMMoit JTUCUUTUIAHBL
oOyyJaromuiicss He CMOT OTBETHTh Ha
BOITPOCHI
11-14 «3a4TEHO» [Toporoseiit OOyyaromuiics 1aja HEMOJIHbIE OTBETHI
YpPOBEHb Ha BOINPOCHl, C  HEAOCTATOYHOMU
apryMeHTaIueH, MPAKTUYECKUE
3a/laHus BBINIOJIHEHbl HE MOJHOCTBIO,
KOMITETEHIINH, OCBaMBaeMbIe B
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MpOIECCe  M3YYEHUS  JUCUUILIAHBI
chopMHUpOBaAHBI HE B TTOJTHOM 00BEME.

15-17 «3aYTEHO ba3zoBebiit OOyudaronuiics B 1ejIoM TpuoOpen
YpOBEHb 3HaHHS W YMEHUS B paMKax
OCBaMBaEMbIX B TIpoliecce OOydCHHS
Mo  JUCHHMIUIMHE  KOMIICTCHIIUH;
oOydaromuiicss OTBETWJI Ha  BCe
BOIIPOCHI, TOYHO JaJI ONpPEICICHUS U

IIOHATHA, HO 3aTPpYAHACTCA
IIOATBCPANUTD TCOPCTUUCCKHUC
ITOJIOXKCHUA IMPAaKTH4YCCKHUMU

IpUMeEpaMH; OO0yYaroluica MOKa3all
XOpOIIME 3HaHUS 1O  MPEeAMETY,
BJIaJICHUE HABbIKAMH CHCTEMaTH3aluu
Marepuana U MOJHOCTHIO BBITOJIHUI
MPaKTUYECKHE 3aJaHUS

18-20 «3a4TEHO» [IponBuHyTHI OOyuaromuiics TpUOOpeN 3HAHWS,
1 ypOBEHB YMEHUSI U HaBBIKM B TMOJHOM 00BEME,
3aKperieHHOM pabodeil mporpaMmon
JUCUUIUIUHBL,  TEPMHUHOJOTUYECKUU
amnmapar MCIOJIb30BaH  IPaBWIBHO;
OTBEThl  TOJIHBIE, OOCTOSITEILHBIE,
apryMEHTUPOBAHHBIE, TMOJTBEPKICHbI

KOHKPETHBIMU MIPUMEPAMH;
oOy4Jaromuiicss MposBISAET yMEHUE
00001aTh, CHUCTEMATU3UPOBATH

MaTcpuall U BBIITOJHACT IMMPAKTHYCCKHC
3aJaHusa C HOI[pO6HBIMI/I IOACHCHHAMUA
U apryMCHTUPOBAHHBIMHU BBIBOAAMHU

CooTBeTcTBHE KPUTEPHEB OLIEHUBAHUS YPOBHIO OCBOEHH KOMIIETEHIIUIl
M0 MPOMEKYTOYHOM aTTecTalnu o0yyarmmnxcs (IK3aMeH)

Bannu Ouenka Ypoeseno Kpumepuu ouenusanusn
0ceoeHus
KomnemeHyu
u
0-9 | «aeynosnerBop | Jomoporoseiii | OOydaromuiics He mpuoOpes 3HAHMUS,
UTCITHHOY YpOBEHb YMEHUS u HE BIIAJICET
KOMIIETEHIUSIMU B o0BeEME,

3aKpEMICHHOM paboyeil mporpamMmoi
OUCHMIUIAHBL,  OOydJalomuics  He
CMOT OTBETUTH Ha BOIIPOCHI

10-16 | «ynonerBoputr | [loporosbiii OOyuaronuiics  Jad  HEMOJHbIE
€JIbHO» YPOBEHb OTBETHI Ha BOIIPOCHI, c
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HEJIOCTaTOYHOU apryMeHTaluex,
MPAKTUYECKUE 3aJaHUSI BBHITOJHEHBI
HE  TOJHOCTBhIO,  KOMIIETEHIUH,
OCBaMBaeMbI€ B IPOLIECCE H3YUYEHUS
JTUCHUIUIUHBL C(OOPMUPOBAHBI HE B
MOJIHOM 00BeEME.

17-23 | «xopomio» ba3oBblii OOyuaromuiics B LIEJIOM TpHOOpen
YPOBEHB 3HaHUS U YyMEHUS B paMKax
OCBaMBaeMbIX B TIpoliecce 00yueHus
0  JUCUUIUIMHE  KOMIIETEHIUH;
oOydJaromuiicss OTBETUJ Ha BCE
BOIIPOCKI, TOYHO Jaj] ONpEAeSICHUs U

IIOHATHA, HO 3aTPYAHACTCA
IMOATBCPANTD TCOPECTUUCCKUC
IIOJIOXKCHHUA MPaKTHUYICCKUMU

npuMepamMu; oOydarouuiicss mokasaln
XOpOIlIME 3HAHUS 1O MPEeaMETY,
BJIaJICHUE HaBbIKaMH
CUCTEeMAaTH3allUl  MaTepuana |
[IOJIHOCTBIO BBIITOJIHWII IPAKTUYECKHE

3aJIaHusl
25-30 | «OTIIMYHO» [IponBunyThiii | OOyuatomuiics mpuoOpen 3HAHUSA,
YpOBEHb YMEHUS ¥ HAaBBIKU B TIOJTHOM 00BEMeE,

3aKpEMIEHHOM paboydeid mporpamMmoi
IUCHMIUIAHBL, TEPMUHOJIOTUYECKHI
amnmapaT HCIOJb30BaH MPABUIIHHO;
OTBETHl TOJHBIE, OOCTOSITENBHEIE,

apryMEHTUPOBAHHBIE,
NOATBEPKACHBI KOHKPETHBIMU
IpUMEpPaMHU; oOyyJaronuics

OposIBJIsIET  yMeHHe  00001aTh,
CUCTEMAaTHU3UpPOBATh  MaTepual u
BBITIOJTHSCT MPAKTUUCCKHUE 3aJIaHHS C
OAPOOHBIMU MTOSICHCHUSIMH U
apryYMEHTHUPOBAHHBIMHU BBIBOJIAMH

PA3AEJI 4. MeToau4eckue MaTepuaJibl, ONpeAe/Jaoue Npoueaypbl OLeHUBAHUS
3HAHMH, YMEHUH, HABBIKOB, XapAKTEPHU3YOLIHE 3TANBI ()OPMHUPOBAHMS
KOMIIeTeH U

[Iponienypa OLEHMBAHUS — MOPANOK ACHCTBHM MPU MOATOTOBKE W IPOBEICHUU
aTTECTAIIMOHHBIX UCTIBITAHUN U (POPMUPOBAHUU OLEHKH.

IIpouenypa mHpPOMEXKYTOUHOW AaTTECTAllMM MPOXOAUT B  COOTBETCTBUU C
[TonoxeHneM 0 IPOMEKYTOYHOM aTTECTAlMU 3HAHUU CTYNeHTOB U yuyamuxcs A1 YHX.
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- ATTeCTauMOHHBIE MCIBITAHHUS MPOBOJATCA NPENOJABATEIEM, BEAYLIUM JIEKIIMOHHBIE
3aHATHUS [0 JAHHOW AMCIMIUIMHE, WIA MPENnofaBaTeIsIMU, BEAYIIUMH MPAKTUYECKHE U
nabopaTopHble 3aHATHA (KpOME€ YCTHOro 3k3ameHa). [IpucyTcTBHE MOCTOPOHHUX JUI B
XO0JIe TPOBEJCHMSI ATTECTALIMOHHBIX HWCHBITAHUNM ©0€3 pas3pellieHHus peKkTopa WId
IpopeKkTopa He JomycKaercss (3a HCKJIIOYEHHWEM pPaOOTHUKOB  YHHMBEPCHUTETA,
BBINIOJIHAIOMIMX KOHTPOJUPYIOIIKE (PYHKIIMA B COOTBETCTBUU CO CBOMMU JOHKHOCTHBIMU
oOsi3aHHOCTSIMHM). B ciiyyae OTCyTCTBUSI BeayllIero MpernojaaBaTess aTTeCTallMOHHBIE
WCIIBITAaHUSI TIPOBOJATCS IMPENOAABATEIEM, Ha3HAYEHHBIM MHCbMEHHBIM PAaCIOPSKEHUEM
o xkadenape.

- HBanuipl 1 1Ma ¢ OrpaHUYEHHBIMU BO3MOKHOCTSIMU 3/10POBbS, UMEIOIINE HAPYLIECHHUS
OIOPHO-JBUTATEIBHOTO anmapara, AONYCKAIOTCS Ha aTTECTAllMOHHBIE HCIBITAaHUS B
COINPOBOXJIEHUH aCCUCTEHTOB-COMPOBOKIAOIIMX.

- Bo BpemMs arTecTalMOHHBIX HCHBITAHUN OOyYaroUIMecss MOTYT IOJIb30BAThCA
IpPOrpaMMON JTUCHUIUIMHBL, a TaKXe€ C pa3pelleHus MpernojaBareiiss CIPaBOYHOH U
HOPMATUBHOM JIUTEPATYPOU, HETPOTPAMMUPYEMBIMU KAJIBKYJIITOPAMH.

- Bpems moaroroBku OTBETa MpU CAAve 3a4eTa/3K3aMeHa B YCTHOM (OpMe JIOJKHO
cocTaBiATh He MeHee 40 MUHYT (IO >KEJIaHWIO OOYYaroIIerocsi OTBET MOXKET ObITh
ocpouHbIM). Bpemst orBeTa — He 6osee 15 MUHyT.

- [Ipu moaroToBKe K yCTHOMY 3K3aMEHY 3K3aMEHYEMbIW, KakK MpaBUjIO, BEJET 3allUCH B
JIUCTE YCTHOTO OTBETA, KOTOPBIN 3aTeM (110 OKOHYAHUU SK3aMEHa) CAAETCs 9K3aMEHATOPY.
- Ilpum mpoBeaeHHH YCTHOIO 53K3aMeHa OHK3aMEHAIMOHHBIM OWJIeT BBHIOMpAET cam
DK3aMEHYEMBIN B CIIy4alHOM MOPSIAKE.

- DK3aMeHaTopy MpeaoCTaBiIsIeTCs MPaBO 3aJaBaTh OOYYAIOIIKMMCS JIOTOJIHUTEIbHBIE
BOIIPOCHI B paMKax IMPOTrpaMMbl JHUCLHMIUIMHBI TEKYIIEr0 CEMECTpPa, a TAKXKe, TOMUMO
TEOPETUYECKUX BOIIPOCOB, J1aBaThb IMCbMEHHBIE 3aJlaHUs, KOTOpbIE H3Yy4YalUCh Ha
MPAKTUYECKUX 3aHATHSIX.

- OneHka pe3yJbTaTOB YCTHOTO  aTTECTAlMOHHOTO  HUCIBITAaHUS  OOBSIBISIETCS
oOy4aromumcs B JIeHb ero nposefeHus. [lpu npoBeieHnr MTUChbMEHHBIX aTTECTAMOHHBIX
UCIIBITAHUIN WJIM KOMIIBIOTEPHOTO TECTUPOBAHMS — B ICHb UX MPOBEJACHUS WU HE MO3HEE
clIelyIolero paboyero AHs MOciae UX MPOBEACHUS.
- Pe3ynbTaThl BBINOJHEHUS ATTECTALIMOHHBIX HMCHBITAHUN, NMPOBOJAUMBIX B MUCHMEHHOM
dbopme, dopme HUTOTOBOM KOHTPOJBHOW pabOThl WIM KOMIIBIOTEPHOT'O TECTUPOBAHMS,
JOJIKHBI OBITH OOBABICHB 00YYAIONUMCS U BHICTABIICHBI B 3a4€THBIE KHIDKKU HE TTO3/IHEE
CJIEYIOILEero paboyuero JHs MOCIE UX MPOBEACHHUS.

HUroroBeiMu opMamu KOHTpoJsi mo aucuuruinae spiasercsa 3ader (I, II, III
cemectp), ak3aMeH (IVcemectp).

Ha tecrupoBanue orBoautcs 30 MuHyT. Kaxknplli BapuaHT TECTOBBIX 3aJaHUN
BKIt0YaeT 30 BompocoB. 3a KaxKIbli MPaBUWIbHBIN OTBET Ha BONpoc faetcst 1 Oan.

TecTupoBaHHe MOMKET MPOBOAUTCS C IMTOMOIIBIO aBTOMAaTU3UPOBAHHOM MPOrpaMMBbl
«Cropyt». Pe3ynbrar TecTMpOBaHMs YCTaHABIMBAETCA C YYETOM BbIOOpa anropuTMma
pacudera oueHKH. TecT cjaH mpu YCIOBUH, €CJIM HaOpaHHbIe 0aJuIbl CTY/IEHTOM HE MEHBIIIE
npoxoaHoro Oasma (mopora caauu Tecta). [lo okoHYaHUM PabOTHI C TECTOM CTYACHTY
MPEAOCTABISAETCA BO3MOKHOCTh MPOCMOTPETh PE3YJIbTAThl TECTUPOBAHUS - KOJIMYECTBO
HaOpaHHBIX 0aJIOB, MEpEYEHb BOMPOCOB, HA KOTOPHIEC JaHbl PABUIIbHBIC, HEPABUIIbHbBIE
Y HEIIOJIHBIE OTBETHI.
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MeTomea OLICHUBAaHUHA PE3YyJbTAaTOB TECTUPOBAHUS

Baww | OUenxa Ilokazamenu Kpumepuu

25-30 «ommmyHo» |1.  TlomHora BbImoNHEHUs| BeimomneHno 6onee 85 % 3amanuii mpeyioKeHHOTO
TECTOBBIX 3aJIaHH; TeCTa, B 3aJaHUSIX OTKPBITOrO THIIA JaH MOJHBIH,
2.  CBOECBPEMEHHOCTH pa3BepHYTHII OTBET Ha MMOCTABICHHBIH BOIPOC

20 -24 «xopomioy  [BPITOTHCHU, Beimonaeno 6onee 70 % 3amaHuil TpeaioKeHHOTO
3. IIpaBUIBHOCTh OTBETOB| 1ecra, B 3aMaHUAX OTKPBITOIO THIA JaH MOJHBIN,
Ha BOMPOCHI; pa3BepHYTHI OTBET Ha MOCTABJICHHBIA BOMPOC;
4. CamocCTOATeNBHOCTD OHAKO  ObUIM  JONYINEHHI  HETOYHOCTH B
TCCTUPOBAHNSL, OIIPE/ICIICHUH MTOHSTHI, TEPMUHOB U JIP.

15-19 «YIIOBJIETBO S HTA. Brimonneno 6onee 54 % 3amaHuil npeiioKEHHOTO

PUTEITEHO TeCTa, B 33J]aHUAX OTKPHITOTO THIIA JaH HETOJIHBIH
OTBET Ha TIIOCTABJICHHBIA BOMPOC, B OTBETE HE
NPUCYTCTBYIOT JTOKa3aTEIbHBIC MPUMEPBI, TEKCT CO
CTHJIMCTUYECKUMU 151 oporpapuyeckumu
OIIMOKaMHu.

0- 14 « Bemomneno He  Oomee 53 %  3amanumit
HCY/IOBJICTB NPEITI0KEHHOT0 TECTa, Ha TIOCTABJICHHBIC BOMPOCHI
OPHUTEIHHOY OTBET OTCYTCTBYET WJ/IM HEMOJHBIN, JOMyIICHBI

CYIIECTBEHHBIE  OMIMOKH B  TCOPETHYCCKOM
MaTepuaie (TepMHHAX, OHATHUSIX).

YCTHBI ONPOC TPEAIoNaracT yCTHBIA OTBET CTYAEHTa HAa OJWH OCHOBHOM U
HECKOJIBKO JIONIOJTHUTENBHBIX BONPOCOB IpenoaaBarensa. OTBET CTyIEHTAa JTOJKEH
MPEACTaBIATh CO0OW pa3BEPHYTOE, CBSI3aHHOE, JIOTMYECKH BBICTPOEHHOE COOOIEHUE.
Y cTHBIE ONPOCHI TPOBOISATCS BO BpeMs MMPAKTUUECKUX 3aHATHN, U MOTYT HCIOJIb30BaTHCS
B KauyecTBE JOMNOJIHUTEIBHOTO WCIBITAHWS TMPU HEJAOCTATOYHOCTU PE3YyJIbTATOB
TecTUpoBaHus. Bompockl ompoca HE JOJMKHBI BBIXOJUTH 32 PaMKU OOBSIBICHHOM st
JTAHHOTO 3aHATUS TEMBI.

IIpu BbICTaBIIEHMM OLIEHKM NPEIOJAaBaTElb YUYUTHIBAECT MPABUIBHOCTH OTBETA II0
COAEPKAHUIO, €ro MOCIEA0BATEIBHOCTh, CAMOCTOSITEIIBHOCTh CYXICHHM W BBIBOJIOB,
YMEHUE CBS3bIBATh TEOPETUUYECKUE TMOJIOKEHHUS C MPAKTHKOW, B TOM YUCIE U C Oyaymien
po(heCcCUOHATIBHON S TEIbHOCTHIO.

MeTonmca OLICHMBAHUS OTBETOB HA YCTHBLIC BOIIPOCHI (OIIpOC)

bajbl Ounenka Hokazamenu Kpumepuu
16- 20 «otauyHo» | 1. ITonnota nauubixX | 1) [MonHO ¥ apryMeHTUPOBAHHO OTBEYAET IO
OTBETOB; COJIePKaHUIO 3a/IaHus;
2. AprymenTupoBaHHOCTb | 2) OOHapykuBaeT IOHMMAHHE MaTepuaa,
JAaHHBIX OTBETOB; MOXXET  OOOCHOBaTh  CBOU  CYXKICHHS,
3. IlpaBuibHOCTH OTBETOB HA | IPUMEHUTh 3HAHMS Ha MPAKTUKE, MPUBECTU
BOTPOCHI; HEOOXOJMMbIE TMPUMEPHl HE TOJBKO IO
4. [lonumanue Marepuana | y4eOHUKY, HO u CaMOCTOSTEIIBHO
COCTaBJICHHBIE;
3) wm3jmaraeT MaTepuana IMOCJICAOBATEIbHO H
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11-15 «XOpOIIO»

6-10 «YIOBJIETBO
PUTEIBHOY

0-5 «
HEYJOBJIETB
OPUTEITEHOY

PaBUIBHO.

CTyzneHT 1aeT OTBET, YIOBIETBOPSIOMIUN TEM
e TpeOOBaHMSIM, UTO U JJIS OLIEHKH «5», HO
nomyckaer 1-2 omubOku, KOTOpbIE caM XKe
HCITPaBJISIET.

CryneHr 0oOHapy’KUBaeT 3HaHWE u
NIOHUMaHHE OCHOBHBIX ITOJIOKEHUI TaHHOTO
3a7aHusl, HO:

1) uznaraer marepuall HEMOJIHO U JOIyCKaeT
HETOYHOCTH B OINpPEICNICHHH MOHSATHH WU
(hOpMYIHPOBKE MPABHIT;

2) He yMmeeT [OCTaTOYHO TJIyOOKO W
JI0Ka3aTeIbHO O0OOCHOBATH CBOM CYXKACHHUS U
IPUBECTH CBOH IIPUMEPHI;

3) u3naraet mMaTepual HEMoOCJeA0BaTeNbHO U
JIONYCKAeT OLIHOKH.

Crynent oOHapyXKMBaeT HE3HAHUE OTBETA Ha
COOTBETCTBYIOIIEE  3a/JlaHHe,  JIOMYCKAaeT
OomuOKH B (POPMYJIMPOBKE OMpEICICHUN U
npaBu, HCKaXKarolme ux CMBICII,
OecropsiIouHO0 W HEYBEPEHHO  H3JIaraer
MaTepual; OTMEYAKTCS TAKUE HEJOCTATKU B
MOJATOTOBKE CTYJIEHTa, KOTOPBIC SBJISIFOTCS
CEpPbE3HBIM MPEHSATCTBUEM K YCHEUIHOMY
OBJIAJICHUIO MOCIEAYIOUIMM MaTEPHAIIOM.

1100

3aKperuieHHe,

IIpakTnuyeckoe 3ananue (MMCbMeHHAs pab0Ta) BKIIOUYECHO B TEKYIIUH KOHTPOJIb,
MPEINOaaracT WHAUBUAYAIBHYIO WU
IIPEANOJIATaeT

rpynmnoByto paboty. Ilucemennas pabota
au00  TOBTOPEHUE  MNPOUIEHHOM  TEMBI,

COOTBETCTBYIOIIEH COAEPHKAHUID KOMIIETCHUHUH. BpeMsi BBIIIOJHEHUS 3aBUCUT OT
CJIO’KHOCTH 3aJ1aHUA OT 5 10 15 MuH.

MeToaMKa OLCHUBAHUA NMPAKTHYECKUX 3aTaHU U

bannn Ouenka Hokazamenu Kpumepuu

18-20 | «Otnuuno» | 1. Pemenue KomMmyHukaTuBHasi 3amada pemieHa  MOJIHOCTBIO.
KOMMYHHMKaTUBHOU 3ajaHue  TOJHOCTBIO  BBIIIOJIHEHO:  COJEpPIKaHUE
3aJ1auH. OTpa)kaeT BCE acMeKThbl, yKa3aHHblE B 3aJlaHUH,
2.Coneprxanue U | BBICKa3bIBaHUE JIOTUYHO. Jlexcuueckue,
OopraHu3aius TeKCTa. | rpaMMmaTuyeckue u  opdorpaduueckue  OmHOKU
3. JIekcuxka. OTCYTCTBYIOT.

11-17 | «Xopomro» | 4. I'pammaTuka KoMmmyHHKaTHBHAA 3a1a4da penieHa,
5. Opdorpadus wu

Kayuurpadust

HEMHOTOYHUCJIEHHBIE  SI3BIKOBBIE IOTPELIHOCTH HE
MPENSITCTBYIOT HOHUMAHHIO.

3ajaHue BBIMOJHEHO: HEKOTOPbIE ACIIEKThI, yKa3aHHBIC
B 3a/IaHUU, PACKPBITHI HE MOJHOCTHIO, BHICKa3bIBAaHUE
B OCHOBHOM JIOTUYHO.

Hcnonp3yeMblii  CIIOBapHBIM  3amac  COOTBETCTBYET
IIOCTABJIICHHOM 3aJade, Yy4YalllMiCsAd TIOKa3al 3HaHue
JIEKCUKH M YCTEITHO UCIIOJIb30BAJI €€.
I'pammaTHueckue  CTPYKTYpbl — HCIIOJB3YIOTCS B
COOTBETCTBUH C MOCTABJICHHOW 3aJa4ei, MPaKTUYECKU
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OTCYTCTBYIOT OINMOKH, COOJIIOIAETCS TPaBUIBHBIN
TIOPSIJIOK CIIOB.

Opdorpaduueckue omunOKu MPAaKTUYECKH
OTCYTCTBYIOT, TEKCT HAIlUCaH C COOIIOJICHUEM TIPABHUIT
KaJTUrpadum.
8-10 «Y noBIICTB KommyHukaTuBHasi 3ajada pelieHa, HO JIEKCHKO-
OpUTETHEHO rpaMMaTHYECKUE MOTPEUTHOCTH MPENSITCTBYIOT
MMOHUMAaHHUIO.

3amaHre BBIIIOJHEHO HE TOJHOCTBIO: COJIEpKAHHE
OTpaKaeT HE BCE AacCIeKThl, YKa3aHHbIC B 3aJlaHUH,
BBICKa3bIBAaHUE HE BCET/Ia JIOTUYHO.

Hcnonb3yemMblii  CIIOBapHBIA  3amac  COOTBETCTBYET
MOCTABJICHHOH 3a/1a4e, OJJHAKO CITyYalOTCsl OT/ICIIbHBIC
HETOYHOCTU B YNOTPEOJICHUU CJIOB, TUOO CIIOBapHBIN
3arac OrpaHMYeH, HO UCTIOIb30BaH MPaBUIIBHO.
WNmeercss  psjg rpaMMaTHYECKUX — OMIMOOK,  HE
3aTPYIHSIONNX MOHNMAHHUE TEKCTA.

Nmeercs  psan  opdorpapuyecknx  OmMMOOK |

HE3HAYUTEIIbHOE OTKJIOHEHHE oT MpaBUJI
KaJUIUrpaQuu, 4To He 3aTPYyIHSAIOT TOHUMaHUE TEKCTa.

0-7 «Heynosne KoMMmyHHKaTHBHAs 3a1a4a HE pelieHa
TBOPUTEJIbH 3alaHue HE BBINOJHEHO: COJEP/KaHNUE HE OTPAXaeT Te
o» aCIEeKThl, KOTOpPbIE yKa3aHbl B 3aJJaHUU, OTCYTCTBYET

JIOTHKA B IOCTPOCHUU BBICKa3bIBaHUS.
KpaiiHe orpaHudYeHHBI  CIIOBApHBIM  3amac  He
IIO3BOJIAET BBINOJHUTH IIOCTABJIECHHYIO 3aJady WU
oOydaromuiicss HE CMOr MPaBUIBHO HCHOJIb30BaTh
CBOM JIEKCMYECKUH 3amac Uil BBIPAKEHUS CBOUX
MBICJIEH.

["'pammMaTuyeckue npaBuiia He coOI01al0TCSl.

PosieBasi urpa HampapjieHa Ha yTJIyOJICHUE TEOPETUUYECKUX 3HAHUMU, MOJYYEHHBIX
CTYJE€HTAMHU B XOJI€ MPAKTUYECKUX 3AHSATUM M WU3YyUYEHUS OCHOBHOW M JOMOJHUTEIBLHOU
JUTEPATYpbl MO AUCIMIUIMHE;, PA3BUBAET CIOCOOHOCTH K CaMOCTOSITEIbBHOMY OTOOpY,
aHAIM3y M CUCTEeMaTu3aluu HHpopManuu;, (GopMUPYET KOMMYHUKATHBHBIE HAaBBIKH,
YMEHHE JIOTUYECKH BEPHO, APTYMEHTUPOBAHO U SICHO CTPOUTH YCTHYIO PE€Ub; CTUMYJIHPYET
TOTOBHOCTh K KOOTIEPAIIMH C KOJIJIeraMu, paboTe B KOJUIEKTUBE.

1. TlogroroBka K mMpoOBeAeHWIO WUTphl. Bemymmii OOBSACHAET CyTh METOJa, WIPOBBIE
IpaBWia M 33/1a4¥ YYaCTHUKOB. Ha TaHHOM 3Tame uziaraercsi CUeHapui U OPraHu3yeTcs
WUTPOBOE MPOCTPAHCTBO.

2. HenocpencTtBeHHOE NPOBEICHUE WIPHl. YUACTHUKM B WIPE BOIUIOMIAKOT CIEHAPUI,
MPOUCXOJIUT «IPOKUBAHUE) YUYACTHUKAMHU MPOOJIEMHON CUTyalluh B €€ UIPOBOM
BOIUIOIICHUH, T.€. B POJICBOM HIpe O0Oyuaemble OBJIAJEBAIOT OMBITOM JEATEIIBHOCTH U
COOTBETCTBYIOIIMX €My TMEPEeKUBAHHUM, CXOAHBIX C TEM, YTO OHMU IMOJY4YUSId OBl B
JICUCTBUTEIBHOCTH.

3. IlonBenenue wutoroB urpel. CyTh MAaHHOTO 3Tana — OCMBICICHHE «IEPEKUTOTOY.
HauunaTte »xenmaTenbHO ¢ BepOanu3alMi y4aCTHUKAMHM HWIPbl CBOMX MEpPEeKUBaAHUMN
(ommmcaHusl CJIOBaMH CBOMX OINYIIEHWM, BO3HHMKABIIMX IO XOJy HWIPhl) M OOMEHa
AMOIMOHAIBHBIM ONBITOM MEXIY YYaCTHUKAMU UTPBHI.
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MeToanka OUEeHUBAHUS Y4aCTHS B POJIEBOM UIpe

bannw Ouyenka Ilokazamenu Kpumepuu

9-10 COTIUIHOY 1. Tlomnora conepxanus | Comepxanue BBICTYTUICHHS MOJTHOE,
BBICTYIUICHHUS. UCTIONB3YIOTCS KOHKpETHBIE (bakThI,
2. OCO3HaHHOCTh  TEMBI | OCO3HAHHOCTh TEMBI HIPBHI. BBIPasuUTEIHHOCTDH
UTPBI. pedd, yMEHHE  YBAXKHUTEIBHO  OTBEYaTh
3. BeipazutenbHOCTh peun. | coOeceqHuKaMm, CcBOOOIHOE BIIQJICHUE
4. BnageHue MaTepuaaoM. MaTepUaIoM

6-8 «XOpOLIO» 5. Panmonansnocts | Conmepkanue BBICTYTUICHHS IIOJIHOE,
UCIOJIb30BAHUS BPEMEHH. UCTIONB3YIOTCS a0CTpaKTHBIC (bakThI,

OCO3HAHHOCTb TEMBI HIPHBI. BBIpaBI/ITeJ'IBHOCTI)
pcuu, CB060,Z[HOC BJIAICHUC MaTCprUaJIOM

3-5 «yJIOBJIETBOP ConepkaHue  BBICTYIUIEHHS  HE  TOJIHOE,
UTEJILHO» UCIOJIB3YIOTCS abCcTpaKTHbIE (baxThl,
OCO3HAHHOCTb TEMBI UTPBI.

HesbipazurensHocTs peun. HepaumonanbHoe
UCIIO0JIb30BaHUE BPEMEHH.

0-2 « Henomnnoe COZIepKaHue BBICTYIUICHMS,
HCYIOBJICTBO HCOCO3HAHHOCTb TEMbI HUI'PbI, HCPAIIMOHAJIBHOC
PUTCIILHO» HCITOJIb30BAaHUC BPCMCHU

Pedepar — 5710 Kkparkuif 0030p MaKCUMaJIbHOTO KOJUYECTBA JOCTYMHBIX

nyOMuKalMil 1Mo 3aJaHHON Teme, C 3JeMEHTaMHU COIMOCTABUTEIBLHOTO aHalu3a JAHHBIX
MaTepHaioB U C TOCIEAYIONIMMHU BbIBOJaMU. TpeOoBaHUS K COJEPKAHHUIO: MaTepHal,
UCIIOJIb30BAaHHBIM B pedepare, [TODKEH OTHOCHTCS CTPOro K BBIOpAaHHON TeMme;
HEOOXOMMO HM3JI0KUTh OCHOBHBIE ACMEKThl MPOOJIEMbl HE TOJBKO TPaMOTHO, HO M B
COOTBETCTBHH C TOW WJIM MHOM JIOTUKON (XPOHOJIOTHYECKOM, TEMATHUECKON, COOBITUHHOMN
U Jp.); TIPU U3JIOKEHUU CJEAyeT CrPYIIUPOBATh WJEU Pa3HbIX aBTOPOB IO OOIIHOCTH
TOYEK 3PEHUS WJIN M0 HAYYHBIM IIKOJaM; pedepar JoKEeH 3aKaHUYMBATHCS MOJBEICHUEM
UTOTOB TPOBEICHHOM HCCIIEIOBATEIIbCKOM pabOThl: CoOJAepKaTh KpaTKU aHalu3-
000OCHOBaHME MPEUMYIIECTB TOM TOYKM 3pPEHUS MO PACCMATPUBAEMOMY BOIPOCY, C
KOTOpOU BbI commmapHsl.

3agauamu pedepara BISIOTCS:

1. dopMupoBaHME YMEHUUA CaMOCTOATENBbHON paboThl O0y4YaloIUXC C
UCTOYHUKAMHU JINTEPATYPHI, X CHCTEMAaTHU3aIINS;

2. Pa3BuTHE HaBBIKOB JIOTUYECKOTO MBIIIJICHHS;

3. VYrayOGieHue TEOpEeTUUECKUX 3HAHUI 10 MpobdaemMe UcCaea0BaHus.

MeToauka oueHUBAHUA BbINOJHEHU pedepaToB

bannwvt| Ouenka Hlokazamenu Kpumepuu
4 «omimyHoy (1. [lomHoTa BBIMONHEHUABHIIONHEHBI BCE TPeOOBaHMS K HAMMCAHUIO M 3aIUTE
pedepatos; pedeparta: obo3HaueHa mnpobiemMa W oOOCHOBaHA €&
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2. CBOEBpEMEHHOCTH
BBITIOJTHEHUS;
3. IlpaBUIBHOCTH OTBETOB
Ha BOTIPOCHI;
U T.J.
3 «XOpOIIO»
2 «YIOBJIETBO
PHUTEIBHOY
1 «
HEY/IOBJIETB
OpHUTEIHHO

aKTyaJlbHOCTb, CJH€NaH KPaTKUW aHaIu3 pPa3IUdHbIX
TOYEK 3pEHUsl Ha paccMaTpUBaeMyl0 MpoOieMy H

JIOTMYHO U3JI0KEHA COOCTBEHHAs MO3HIINA,
copMyTHPOBAHbBI BBIBOJIBI,  T€Ma  PacCKphITA
MOJTHOCTHIO, BBIICPIKAH 00BEM, COOJTFO/ICHBL

TpeOOBaHUS K BHEIIHEMY O(OPMIICHHIO, JIaHBI
[paBUJIbHBIC OTBETHI HA JIOTIOJHUTENIbHBIE BOITPOCHI.

OcHoBHble TpeOoBaHMs K pedepary U ero 3aiiuTe
BBITIOJTHEHBI, HO IPH 3TOM JONYILIEHBbl HeJo4yeThl. B
YaCTHOCTH, HWMEIOTCSI HETOYHOCTH B  HU3JIOKEHUU
MaTepuaia, OTCYTCTBYET Joru4ecKasy
[IOCJIEIOBATEILHOCTh B CYXJICHHSX; HE BbIIEpPkKaH
o0beM pedeparta; UMEIOTCS YIyIIEHHS B 0(OPMIICHUH;
Ha JOINOJHUTENIbHBIE BOIMPOCH MPH 3alIUTE JIaHbI
HEIOJHBIE OTBETHI.

IMeroTCsl CyIeCTBEHHbBIE OTCTYIUIEHHUS OT TPeOOBaHHIA
K pedepupoBaHuio. B dYacTHOCTH: Tema OCBelleHa
Wb YaCTHYHO; JOMYIICHbI (DAaKTHUECKHE OIIMOKU B
colepkaHuu  pedepara WIM TNPU  OTBETE HAa
TOTIOTHUTEIbHBIE BOITPOCHI.

Tema pedepara He packpeiTa, OOHapyKHMBaeTCs
CYLLECTBEHHOE HENIOHUMaHUeE PoOIeMbl

Case-study mnpezacraBisieT co00il METOJ aKTUBHOTO MPOOJIEMHO-CUTYaIIMOHHOTO
aHaJIu3a, OCHOBAHHBIM HAa OOYYEHUM MYTEM pPEIICHUS KOHKPETHBIX 3a/1au-CUTyalluid
(BeImOTHEHUST  Kelic-3amanmii). Kelic mpeacraBmsier co0oil MpoOJEMHYIO CHUTYAIHIo,
[IpeUIaraeéMyro CTyIeHTaM B Ka4eCTBE 3aJa4M I AaHAJIN3a U ITIOMCKA PEIICHMUS.

OOBIYHO KEHC COAEPKUT CXEMATHYECKOE CIIOBECHOE OINKMCAHHE CUTYyaluH,
craTuctuueckue aaHubie. Kelic qaeT BO3MOKHOCTD MPUOIU3UTHCS K MIPAKTUKE, BCTATh HA
MO3ULIMIO YEJIOBEKA, PEAJbHO MPUHUMAIOLIEro pemeHus. O3HaKOMIIEHHE CTYIAEHTOB C
TEKCTOM Kelca W TMOCHeQyIOUA aHadu3 Keiica MOXKET OCYIIECTBISAThCA 3apaHee (3a
HECKOJIBKO JHEH 10 ero oOCyX AeHHs) KakK CaMOCTosiTelbHas padoTa CTYJEHTOB.
OO6cyxkneHue HEOONBIIMX KEWCOB MOXET OBITh BKJIIOYEHO B Y4YEOHBIM Mpolecc, U
CTYJI€HTBI MOTYT 3HAKOMUTBHCSI C HUIMHU HETIOCPEACTBEHHO HA 3aHATHSX.

AHanu3 keica 10JKEH OCYIIECTBIATHCS B ONPEIEICHHOMN MOCIe10BaTEIbHOCTH
1. Boinenenue npoOieMsl.

2. ITouck dakToB 1o 1aHHOM TIpoOIEME.
3. PaccmoTpenune anpTepHATUBHBIX PELICHUN.
4. BpiO0p 000CHOBaHHOI'O PEILICHHUS.

MeToauKa OEeHUBAHUA Kerc-3a/1a4

bannw

Ouyenka Iloxazamenu

Kpumepuu
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18-20

«OTJIMYHO»

11-17

«Xopouio»

8-10

«YOOBJICTBOPUT
CIIBHO»

0-7

«
HEYJIOBJIIETBOPH
TEJILHO

[lonnora  peweHus
Kelc-3a/1ady;
CBOEBPEMEHHOCTD
BBIIIOJIHEHHUS,
IIpaBunbpHOCTB
OTBETOB Ha BOIPOCHI;
U T.J.

OcHoBHblE TpeOOBaHUS K PEIIEHUIO Kelc-3a1a4
BBINIOJIHEHBI.  [IpoeMOHCTpUPOBaHBI  yMEHHE
aHAIM3UPOBATh CUTYaLUIO u HaXOAUTb
ONTHMAJIBHOE KOJMYECTBA PEUICHUH, YMEHHE
paborate ¢ uMHpOpMaLUEl, B TOM YHUCIIE YMEHHE
3aTpe0oBaTh  JOMOJHUTEIbHYIO  HMH(OpPMAIHIO,
HEOOXOJUMYIO ISl YTOUHEHUS! CUTyalluu, HAaBBIKU
YETKOI'0 M TOYHOT'O U3JI0KEHUSI COOCTBEHHOM TOUKU
3peHHs B YCTHOH H TNHCBMEHHOH  Qopme,
yOeaUTEeNbHOI0 OTCTauBaHMsI CBOEH TOUKHU 3PEHUS;

OcHoBHbIE TpeOOBaHUS K PEIIEHUIO Kelc-3a1au
BBINOJIHEHBI, HO NPH 3TOM JOIYLIEHbI HeloueThl. B
YaCTHOCTH, HEJIOCTaTOYHO PACKpPBITBI HABBIKU
KPUTUYECKOTO OLEHMBAHUS PA3IUYHBIX TOUYEK
3peHHUs, OCYILECTBIICHUE camMoaHalu3a,
CaMOKOHTPOJISI W CaMOOLICHKH, KpPEaTUBHOCTH,
HECTaHIaPTHOCTH MpeJIaraéMbIX peIIeHUN

HNmeroTcss  CyIIECTBEHHBIE  OTCTYIUIEHUS  OT
penieHus Keic-3agad. B 4acTHOCTH OTCYTCTBYIOT
HaBbIKM YMEHHS MOJEIMPOBaTb pEUICHUS B
COOTBETCTBUM  C  3aJlaHHEM,  IPEACTABIATH
pasiuyHble MOAXOAbI K pa3paboTKe IUIaHOB
JICUCTBUM, OPHEHTHUPOBAHHBIX HAa  KOHEYHBIN
pe3yJibTar

3ajaya Kelica He packpbiTa, OOHapy>XKMBaeTcCs
CYILIIECTBEHHOE HETIOHUMaHUEe MPOOJIeMbl

Muckycceusi (1e0aThl, KPYIJblii €TOJ) — 3TO IIeJICHANIPaBIEHHOE OOCYXKJICHHE

KOHKPETHOTO BOMPOCA, COMPOBOKIAIOINICECS, 0OMEHOM MHEHUSMH, UICIMHU MEXKIY JBYMS
u Oosee nuuamu. s mpoBeeHUs] AUCKYCCUU HEOOXOJIMMO: BBIOpaTh TEMY TUCKYCCHUU;
BBIICNIUTh TMPOOJIEMATHKY; OOO3HAUYUTh OCHOBHBIE CIIOPHBIE BOMPOCHI, PACCMOTPETH
HUCTOPUYECKUE W COBPEMEHHBIEC MOJXOJbI MO BBHIOPAHHOW Teme; Moa00paTh JUTEPaATypy;
BBIIMCATh TE3UCHI, MPOAHAIU3UPOBATh MAaTEpUaIl U ONPENAECIUTH CBOK TOUYKY 3PEHHUS IO

JAHHOM MpoOJIeMaTHKeE.

MeTOI[I/IKa OLCHUBAHUA YIaCTUdA B ITMCKYCCHH, neﬁaTax, KPpYIJIOM CTOJI€E

| bannn |

Ouyenka |

Hokazamenu |

Kpumepuu
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9-10

«OTInyHO»

6-8

«XOopouro»

4-5

«YIIOBJIETB
OpPUTETILHOY

0-3

«Heynosne

1. Pemenue
KOMMYHUKATHBHON
3aJ1a4H.

2. JlormuHOCTH
BBICKA3bIBaHU.

3. YmMmenue 3a1aBaThb
BOIPOCHI.

4. ConepxaHue.

5. JIekcudeckoe
ohopMIICHHE PEYUH.
6. 'pammaTHueckoe
ohOopMIICHHE PEYUH.
7. IlpousHomeHue.

KoMmmyHukaTuBHasE 3ajada TMOJHOCTHIO BBIMOJHEHA!
1eJb OOIIEHUS YCIEIIHO TIOCTUTHYTa, TeMa PAcKphITa B
3aIaHHOM O0BbeMe. YYacTHUK JIEMOHCTPUPYET YMEHUE
pa3BepHYTO, JOTUYHO U TOYHO BBICKA3BIBATHCS Ha
3a/IaHHYIO0 TeMY. Y YaCTHUK BBICKa3bIBACT HHTEPECHBIC U
OpPUTHHAJIbHBIE MBICIIH, OTHOCAIIUECS K OOCYyKIaeMoin
teme. [pamMOoTHO cTaBUT HpoOIeMy, aHAIU3HPYET,
CpaBHMBaeT W 000OIIAeT JaHHbBIE, MPEACTaBICHHbIC B
3a/IaHUM, ApPTYMEHTUPYET CBOIO TOYKY 3pEHHS, JeJIaeT
BBIBOJIBI.

Y4acTHUK CcHOCOOEH JIOTMYHO U CBSI3HO 3a/aBaTh
MHTEPECHbIE BOMPOCHI 10 TeME. YUaCTHUK MPABUIBHO U
OpPUTMHAJILHO OTBEYAET Ha BCE BOIIPOCHI COOECETHHKA.
B peun ywacTHMKa HET JIEKCMYECKHUX OILIMOOK;
CIIOBapHBIM 3amac y4yacTHHKa Oorat, pa3HooOpaseH H
aJIeKBaTEH IMOCTABJICHHOM 3a/1ay4e.

B peun yyacTHHKa HET rpaMMaTHYECKUX OLUIMOOK; peyb
ydacTHUKa Oorara pasHOOOpa3HBIMH I'paMMaTHUYECKUMHU
KOHCTPYKIUSMH.

B peun yvactauka HeT poHeTHUecKnX omuoOoK. berbrit
TEMII PEUH.

KoMmMmyHMKaTHBHAs 3a/1aya BBINOJHEHA HE MOJIHOCTHIO:
11eJb OOICHUSI B OCHOBHOM JOCTHTHYTA, OJJHAKO TeMa
packpsiTa He B MOJHOM oOBeme. BrineneHa mpobiema,
€CTbh BBIBOJ.

B 1menoMm yd4acTHHK CMOCOOEH JIOTMYHO M CBSI3HO
3a7aBaTh BOINPOCHI U JaBaTh MPAaBUIbHBIE OTBETHL. Bce
BOIIPOCHI 3a/1aHBbI.

B peunm yuacTHMKa HET JIEKCHMUYECKHX OIIUOOK;
CIIOBapHBIM 3amac ydacTHUKa Oorat, pasHooOpaszeH u
aJICKBATEH IOCTABICHHOM 3a/1a4e.

B peun yyacTHHMKa HET rpaMMAaTUYECKUX OIIMOOK; peyb
ydacTHUKa Oorara pasHOOOpa3HBIMH TPaMMATHYCCKHMH
KOHCTPYKLHUSAMH.

B peun ygactHuka HeT (poHETHUECKHX OMMUOOK. bermprii
TEMII PEUH.

KomMmyHuKaTHBHAS 3a7jaua BBITOJHEHA YaCTUYHO: IIEJh
OOIIeHHs TOCTUTHYTA HE MOJIHOCTHIO, TEMa PACKphITa B
OrpaHMYEHHOM 00BbeMe: pobiieMa He MOCTaBJIeHa.
VYyacTHUK criocoOeH 3a/1aBaTh BOIMPOCH U OTBEUaTh Ha
BOMPOCHI  COOECEAHMKA, OJHAKO 3aaeT BOIPOCHI,
OTBETHl Ha KOTOpbIE MPO3BYYaJIH B pedyH coOeceqHuKa
00 Tpu TmonAepKaHWU Oecelpl JaeT He BIIOJIHE
COOTBETCTBYIOIIIME COAECPKAHUIO U JIOTHKE OTBETHI. Miun
JIOTTyCKaeT OTAeNIbHbIE (PAKTHUECKHUE OIINOKH. 0
B peun yyacTHMKa TPHUCYTCTBYIOT JIEKCUYECKHE
omuOku (6onpiie 3x). CroBapHOro 3amaca HE XBaTaeT
JUIS OOIIEHUS] B COOTBETCTBHH C 33/JaHUEM.
B peunm ydwacTHMKA NPHUCYTCTBYIOT TpaMMaTHYECKUE
omuOku (Oosbie 3X).

B peunm ywacTHHWKa TpPUCYTCTBYIOT (hOHEMaTHUECKHE
omuOkH (6osbie 3X).

KOMMyHI/IKaTI/IBHaH 3aJadya HE BbIIIOJHCHA: 1CJIb
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TBOPUTCIILH
o»

oOlmeHusT  HEe  JIOCTUTHYTa,  COJCpXKaHHWE  He
COOTBETCTBYET KOMMYHHUKaTHBHOH 3aaauye. 3aMeTHO
OTKJIOHEHHE OT TEMBI.

VY4acTHHK 3a/1aeT Majo BomnpocoB. He MoxeT oTBETUTH
Ha BCE BOIIPOCHI COOECEIHUKA.

Wnu: Y4acTHUK He CIOCOOEH CaMOCTOATENbHO 3a/1aBaTh
BOIPOCHI U OTBEUaTh Ha BOMPOCHI MapTHEpa aJeKBATHO.
B 3HauMTenbHOM CTEmeHM 3aBUCUT OT IOMOIIM CO
CTOPOHBI COOECEIHHKA.

B peunm yuacTHHKAa HPUCYTCTBYIOT MHOTOYHCIICHHbBIE
nekcuueckue omuoOku (OGomnpme 3X), B TOM 4YHUCIE
3arpyAHsaone noHnmanue. CroBapHOro 3amaca He
XBaTaeT JUIs OOIICHUSI B COOTBETCTBHH C 33/I1aHUEM.

B peunm yuacTHHKAa HPUCYTCTBYIOT MHOIOYHCIICHHbBIE
rpamMmarndeckue omuoOku (Oosbmie 3x), B TOM 4YHCIe
3aTpyAHSAOLNE TOHUMaHUE.
[lonuMaHue peyun  ydacTHHKA
OO0JIBLIIOTO  KOJIMYECTBA
MEJJICHHBIN TEMIT PEYH.

3aTpyZIHEHO U3-3a
(hoHEMATHYECKUX  OIIHUOOK,

[Ipouieypa 3amuThl Npe3eHTANMHU MIPEACTABISIET COOOM:
1. Coueranue yCTHOTO JIEKIMOHHOTO MaTepuaia ¢ IEMOHCTpAIUEe claaigoB
2. OTBeTHl 00YYAIOIIETOCs Ha BOMPOCHI MPEToaBaTesl.

MeTOIll/IKa OoOIcHuUBaHUA npe3eHTauHi71
Bawwwl Ouenka Ilokazamenu Kpumepuu
4 «otauudo» (1. TlomHoTa BrimonHeHsl Bce TpeOOBAaHUS K COCTABIICHUIO IMPE3CHTAIIHI:
BBITIOJTHEHHUSI IU3aiiH  ClaiiioB, JIOTMKAa W3JIOXKEHHUS MaTepuasia, TEeKCT
IIPE3EHTALIN; XOPOIIO HAMUCaH, ¥ chOPMUPOBAHHBIE HICH SICHO M3JIOKECHBI
2. CBOEBPEMEHHOCT | U CTPYKTYPHPOBaHbI
3 «XOpOILIO» b BBINIOJHEHHUS; | OCHOBHBIE TPeOOBaHMs K MPE3CHTAIUSIM BBITOJHEHBI, HO TIPU
3. IIpaBUIBHOCTH |3TOM JONYNICHBI HEMOYETH. B  YacTHOCTH, WMEKTCS
OTBETOB HA) HETOYHOCTH B M3JI0KEHUM  MaTepuana; OTCYTCTBYET
BOIPOCHI; Joru4ecKas MocieI0BaTeIbHOCTh B CYXK/ICHUSAX; HE BBIJEPKaH
4. CTpyKTypHUpOBaH | 00beM Ipe3CHTAIIMH
2 | «yoOBJIETBOP HOCTb. Nmerorcs cyliecTBEHHbIE OTCTYIUIEHUS OT TpeOOBaHHM K
UTEJILHO Ipe3eHTauyMsM. B yacTHOCTM: TeMa OCBELICHA JIMIIb,
YaCTUYHO; JOMyUIeHbl (PaKTUYECKUE OLIMOKU B COJEp>KaHUY
IIPE3EHTALMN WM NIPU OTBETE Ha TOTIOJIHUTEIbHBIE BOIIPOCHI.
0-1 « Tema  mpe3eHTanMM HE  pacKpbiTa, OOHAPYKHUBACTCS
HEYI0BJIETBOD CYLIECTBEHHOE HETIOHUMaHHUE MPOoOIeMbl
UTEJIbHO

IHopsinok npoBeaeHus OLeHUBAHUSA CPOPMUPOBAHHBIX KOMIIETEHIUI NIPH
NPOBEACHUH 3a4yeTa
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3auer — sBISETCS 3aBEpPLIAIOIIMM 3BEHOM B H3yueHHH Kypca «HOCTpaHHBIM
sa3bIK». Llenbro 3adeTa sBJISIETCS, MPEkK/E BCErO, OLIEHUBAHUE JOCTUTHYTOTO CTYJIEHTAMHU
YPOBHSI OCBOCHHOCTH KOMIIETCHIIUM, a TakKXe KOHTPOJIb OCBOEHHUSA OOyYarOolUUMUCS
y4eOHOro Marepuasa no AuciuIuinie. Pe3ynbpTaT 3aueTa B OrpOMHOM CTETIEHHU 3aBUCUT OT
TOTr0, HACKOJIbKO TMPaBWJIHHO CTYJEHT OPraHu30Bajl CBOIO CaMOCTOSATEIbHYIO paldoTy B
TEUEHUE CEMECTpPa, HACKOJBKO CEPbE3HO OH 3aHUMAJICS Ha MPAKTHUYECKOM 3aHSTHHU.

3auer MPOBOJIUTCSA B YCTHOM (popMe Ha MOCIEIHEM MPAKTUYECKOM 3aHSATHU TI0
JTUCIUIUIMHE. 3a4eT MOXKET MPOXOoJuTh B (GOpMe TecTa, JEIOBOW WUIPhI, OTBETOB IO
OowneraMm JuOO 3amUTH MpoekTa. Ha moAroroBky oTBeTa CTYIEHTy oTBojuTcs 15-20
MUHYT. 3a OTBET Ha BONPOCHI CTYJEHT MOKET MOJYy4YUTh MakcuMmaibHO 20 OGamnos.
CTyneHTbl, KOTOpBIE PEryJISIPHO MOCEMIAIOT 3aHATUS U UMEIOT XOPOUIYH YCEeBAaeMOCTbh,
MOTYT ITOJYYHTh 3a4eT «aBTOMATOM» Ha IOCIETHEM 3aHATHH. B OalIbHO-pEHTHHTOBOM
CUCTEME “‘aBTOMAT”’ MOKHO TIOJTyYHTh 32 CUeT HAOpaHHBIX OAJIIOB.

MeTOANKA oneHnBanne 0TBETA HA 3a4éTe

bunapuasn
bannn wKana Ilokazamenu Kpumepuu
10- «3aureHo» | 1. Ilommora JIeKCHKO-TpaMMaTHYECKOE  3aJIaHUE _ BBIMOJIHEHO
20 BBLIITOJTHEHHUS BEPHO. aH ITOJTHBIA B JIOTHYSCKOM
3aJIaHWM; IIOCIEI0BATEIbHOCTH _ PAa3BEPHYTHIA  OTBET _ HA
2.  CBOEBpEMEHH | MOCTABJCHHBIA BOMPOC, TAE€ MPOJIEMOHCTPUPOBAI
OCTb BHIIOJHECHHS; | 3HAHWS TNPEAMETa B TMOJHOM O0beMe yYeOHOWA
3. IIpaBWJIBHOCT | MIPOTrPaMMBbl, JIOCTATOYHO TIYOOKO OCMBICTMBAET
b OTBETOB  Ha HCIUIUINHY, CAMOCTOSTCILHO, W KWCUYCPILIBAIOIIC
BOIIPOCHI; OTBEYaeT Ha JIOMOJHHUTEILHBIE BOMPOCHI, IPUBOJIHUT
4. Pemenue COOCTBEHHBIC _ MPHMEPLI [0 TIpoOIeMaATHKE
KOMMYHUKATHBHOW | IOCTABAESHHOI'O BOIPOCA..
3a/1a4H;
5. JlaH OTBET, CBUICTCIBCTBYIOIIMH B OCHOBHOM O
KO€ U JICKCHUYECKOE | 3HAHWM  MPOILECCOB  M3YVYACMOM ACIMUIIIAHBI
odbopmiieHne OTIMYAIONINKCS _ HEJAOCTATOYHOW  TIAYyOMHOUW W
3aJIaHKM U T.1. IIOJTHOTOW PACKPBITHUSI TEMBI, 3HAHUEM OCHOBHBIX
BOIIPOCOB _ TE€OPUH, ¢Ja00  cHOpMUPOBAHHBIMU
HaBBIKAMH aHajgnza SIBIICHUH, IIPOLIECCOB,
HEJIOCTATOYHBIM MEHUEM aBaTh
apryMEHTUPOBAHHBIE  OTBETHL M NPUBOAUTH
IPUMEPBI, HEOCTAaTOYHO CBOOOJIHBIM _BJIaJICHHEM
MOHOJIOTUYECKOU PEYDBIO, JIOTUYHOCTBIO 51
IIOCIEIOBATETLHOCTHIO OTBETA. Jonyckaercs
HECKOJBKO OHIMOOK B COJIEPKAHUU _OTBETa W
pPEICHUN TPAKTHYSCKHUX 3aJaHUHN.
0-9 «HE3aYTEHO OtBer Ha Bompoc He JaH. PellleHWe JEKCHKO-
» rPAMMaTUYECKUX  3aJIaHWW __ HE _ BBINOJHEHO.
KomMyHHKaTHBHas 3a7a4a HE PENICHA.
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IMopsiiok npoBeaeHNsi OUECHUBAHMS C(POPMUPOBAHHBIX KOMIIETEHIIMI HA
JIK3aMeHe

B 3k3aMeHANMOHHBIA OWJIET BKJIIOYEHO JBA IMPAKTUYECKUX 3aJaHUS U YCTHad

TeMa,

COOTBCTCTBYIOIIIHC

COJICPIKAHUIO

dbopMUpPYEMBIX  KOMIIETCHIIUN. DK3aMeH

MPOBOJUTCS B YCTHOM (opMe. 3a OTBET HA YCTHYIO TEMY CTYJIEHT MOXET IMOIYYUTh

MakcumanabHo 10

0aJlJIoB, 3a

BBITTOJIHCEHUC

JICKCUKO-TPaMMaTHYCCKOT' O

ynpaxkHenuss 10 OamioB, 3a mepeBoj Tekcrta 10 OaioB. Mim mo wWroram BBICTaBISETCS
muddepeHImpoBaHHas OIEHKA ¢ YI€TOM KTl OIICHUBAHIIS

MeToanka onleHUBaHNS O0TBeTAa HA IK3aMeHe

banabl| Ownenka Ioka3zaTenn Kpurepun

24-30 | «orimuuHo» |l. IlonHoTta BeimonHeHud CTyJeHT ITTyOOKO M MPOYHO YCBOMJI IPOTPaMMHBIN
3aJ1aHUM; Marepuai, HCUEpIbIBAIOIIE, IOCIIEeI0BATEIbHO,
2.CBOEBPEMEHHOCTh YETKO M JIOTMYECKH CTPOMHO €ro M3JjiaraeT, yMeeT
BBIIOJIHEHHS ; TECHO YBS3BIBATh TEOPHUIO C MPAKTHUKOM, CBOOOIHO
3.1IpaBHJIbHOCTb OTBETOB HA| CIIPABIISIETCS C 3aJlayaMu, BONPOCAMU U JIPYTUMU
BOIIPOCHI; BUJIaMU  TNPUMEHCHUS  3HAHWUW, TIPUYEM  HE
4. Permenne 3aTpyAHSIETCS C OTBETOM MpPHU BUIOU3MEHEHUU
KOMMYHUKATUBHOW __ 3a/lau| 3aJlaHUM, HCHOJIB3YyeT B  OTBETE  MaTepual
[pPH___ PACKPBITUU __YCTHOW| pa3IUYHOMN JTUTEPATyPhl, PABIIEHO OOOCHOBBIBAET)
TEMBI; MPUHATOE HECTAHJIAPTHOE PEIICHHE, BIAJCET]
5.I'pamMaTiyeckoe Y| pa3HOCTOPOHHUMH  HaBBIKAMM U MpUEMaMU
Jekcudeckoe  0odhopMIIeHHE| BHITOJIHEHUS MPaKTUYECKHUX 3a1a4 o
3aJIaHH; (hopMHUPOBAHHUIO o0menpodeccCuoHaTbHBIX]
6.I1paBUIBHOCTD W/WIH| KOMITETEHIINHN.

17-23 | «xoporio» [apryMEHTUPOBAHHOCTD OH TBEpPJIO 3HAET MaTepual, TPaMOTHO U MO
M3J10KEHUA; CYIIIECTBY H3J1araet €ero, HE JIOIyCKast
7.CaMOCTOSTENLHOCTD CYLIECTBEHHBIX HETOYHOCTEW B OTBETE Ha BOIPOC,
OTBETA; MPaBUIILHO TMPUMEHSET TCOPETUUECKHUE TTOJIOKCHHUS
8.Brlnonsenue KEWC-| IpU pEIICHUU INPAKTUYECKUX BOINPOCOB M 3ajad,
3aJaHug U T.J0. BJIaJicCT HEOOXOIUMBIMU HaBBIKAMH W TIpHUEMaMU

UX BBINOJHEHHS, a TaKkKe HMEET JOCTaTOYHO
TOJTHOE TIPEACTABJICHUE O 3HAYMMOCTH 3HAHHUH TI0
JUCIUTLINHE.
10-16 | «ynoBneTs OH uMeeT 3HaHMS TOJIBKO OCHOBHOI'O MaTepHala,
OpUTETEHO HO HE YCBOWJI €T0 JIeTaJled, JOIMyCKaeT HETOUYHOCTH,

»

HEJIOCTaTOYHO  MpaBUJIbHBIE  (OPMYJIHUPOBKH,
HapyLIEHHs JIOTUYECKOM IIOCIIEI0BATEIBHOCTH B
U3JI0KEHUU IIPOrpaMMHOTO MaTepuana,
HUCIIBITHIBACT CJIOKHOCTHU npu BBITIOJTHEHUHN
NPAaKTUYeCKUX padoT M 3aTpyAHSETCsl CBSI3aTh
TEOPHIO BOIPOCA C IPAKTUKOU.
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0-9

«HEYJOBIIE
TBOPUTEIb
HO»

HE 3HAaeT 3HAYUTEIBHOM 4YacTH MPOrPAMMHOIO
Marepuaiga, HEYBEpEHHO OTBEYaeT, JOIyCKaeT]
Cepbe3HbIC OIIMOKU, HE UMEET MPEACTABICHUIN IO
METOJMKE BBHITIOJHCHHUSI TPAKTHUYECKOW pPadOTHI.
Kak mnpaBuiio, OlLleHKa «HEYJIOBJIECTBOPHUTEIHLHO
CTaBUTCA OOYyYaOIIMMCS, KOTOpbIE HE MOTYT
MPOJOJDKUTh  O0y4YeHHe 0e3 JIOMOJHUTEIbHBIX
3aHSITHU 10 TaHHOW JUCIUIUINHE.
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