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Ha3znaueHnmne OLICHOYHbIX MaTe€pHuajioB

OreHOYHBIE MaTepHUalibl Pa3padaThIBAIOTCS M1 TEKYIIETO KOHTPOJIS YCIIEBAEMOCTH
(olleHMBaHWSA XOJa OCBOCHHS JUCHHIUIMHBI), JJIS TPOBEACHHS IMPOMEKYTOUHOU
aTTecTaluy (OIEHUBAHMS MPOMEXYTOYHBIX M OKOHUYATEIBHBIX PE3yJIbTaTOB O0YUYCHUS TI0
TUCIUIUIMHE) oOydyaromuxcss 1o aucuuiuinHe «VHOCTpaHHBIM — A3BIK» B LENAX
OTpEJETCHUs] COOTBETCTBUSI HX YYEOHBIX JIOCTHKEHUH TMOATAMHBIM TpPEeOOBaAHUSM
oOpazoBarenbHOI nporpammel Beiciiero oopasoanus 38.03.06 Toprosoe neno, mpoduiib
«IudpoBbie TEXHOIOTUH B TOPTOBJIE U JIOTUCTHUKEY.

OrneHouHble MaTepuaibl Mo AuciuIUinHe « THOCTpaHHBIN SI3BIK» BKIIOYAET B CeOS
NepeueHb KOMIIETEHIIMN ¢ YKa3aHWEM BUJIOB OIEHOYHBIX CPEJICTB B MPOIECCE OCBOCHUS
JTUCITUTUIMHBL, OMHCAHWE I[IOKa3aTeliel W KPHUTEPUEB OICHUBAHUSA KOMIIETEHIIMHA Ha
pasMTUYHBIX JTamax wux (OPMHUPOBAHUSA, OINHUCAHWE IIKaJd OICHUBAHUS, THUITOBBIC
KOHTPOJBHBIC 3aJJaHUsI WU WHBIC MaTEPHAIIbl, HCOOXOIUMBIE JJIS OICHKH TUTAHHPYEMBIX
pe3ynbTaToB OOYyYECHHS IO AWCIUIUIMHE, METOJWYECKHE MaTePHAIIbl, OMPEICIISIIONTIE
NpOLECAypbl OIICHWBAHWUS 3HAHWHA, YMCHHH, HABBIKOB, XapaKTEPHU3YIONIUX JTarlbl
(bopMHUPOBAHUS KOMITCTCHITHH.

OrneHOoYHBIE MaTepHalibl CPOPMUPOBAHBI HAa OCHOBE KITFOYCBBIX ITPHHIIUIIOB
OLICHUBAHUSL:

- BJIMJIHOCTH: OOBEKTHI OIIEHKU JOJIKHBI COOTBETCTBOBATH MOCTABJICHHBIM IIENISM
o0yueHus;

- HAJEKHOCTH: HCIIOJIb30BAaHUE EIUHOOOPA3HBIX CTAHJIAPTOB M KPUTEPHUEB IS
OLICHMBAHUS TOCTUKCHU;

- O0OBEKTUBHOCTU: pa3Hble OOy4YaromIuecs JOHKHBI UMETh PaBHBIE BO3MOXHOCTH
TUTSL TOCTHOKEHUS yCTiexa.

OCHOBHBIMH TTApaMETPAMU U CBONCTBAMH OIICHOYHBIX MAaTEPUAJIOB SIBJISIOTCS:

- IpeAMETHAsT HAMPABICHHOCTh (COOTBETCTBHE NPEIMETY H3yYCHHs] KOHKPETHOU
JTACITUILINHBI);

-coiepkaHue (COCTaB M B3aWMOCBS3b CTPYKTYPHBIX CIMHHMII, OOpPa3yHOIINX
coJiepKaHUE TEOPETUUECKON U MPAKTUUECKOW COCTABISIOIUX TUCIUILIAHEI);

- 00beM (KOJTMYECTBEHHBIN COCTAaB OLEHOUYHBIX MaTEPUAJIOB);

- KaueCTBO OLICHOYHBIX MATE€pUajoB B IEJIOM, OOECIeYHrBarollee IMoIydyeHue
OOBEKTUBHBIX W JOCTOBEPHBIX PE3YyJIbTATOB MPU MPOBEACHUU KOHTPOJS C Pa3IMYHBIMU
HEJISIMU.



PA3JIEJI I. IlepeyeHb KOMIIETEHIMH € YKa3aHUEM BH/I0B OLICHOYHBIX CPEICTB B
npouecce 0CBOCHUS AMCUHUIIIMHBI

1.1.

IIepeuennb popMuUpyeMbIX KOMIIETECHIUI

Koo Haumenosanue komnemenyuu
Komnemenyuu
YK YHuBepcaJbHble KOMIIETEHIINHT
YK-4 Crnoco0OeH oCyIIecTBIATH JIEJIOBYI0 KOMMYHHUKAIIUIO B YCTHON U
MMChbMEHHOM (hopMax Ha ToCyJIapCTBEHHOM s3bIke Poccuiickoit
deneparuy 1 HHOCTpaHHOM(BIX) sI3bIKe(ax).
1.2. IlepedyeHb KOMIIETEHUUI ¢ YKa3aHHEM BH/I0B OLIEHOYHBIX CPEICTB
Dopmupyem| Koou | Ilnanupyemevie | Ypoenu Kpumepuu oyenuganusn Buow
ble HAUMEHO06 | pe3yIbmamyl | 0C60EHU | CHOPMUPOBAHHOCMU KOMNEMEHY UL | OUEHOUH
KomnemeHy anue o0yueHus no A bIX
uu UHOUKaAmMo | oucyuniuHne, | Komnem cpeocme
pa Xapakmepusyio | eHuuil
docmuodice | uwjue Imanvl
HUs dopmuposanu
KomnemeH A
yuu KoMnemeHnyuii
Y K - 4 \[UYK-4.1.(38aTb: [Toporos — OOyuaromuiics c1abo 3HaeT | baok A
Crocoben  |Hcmons3ye|— OCHOBHBIE | bII CTaH/IapTHbIE dopmMbl  yCTHOM Y |-3a/1aHus
OCYIIECTBIS |T dboHeTHueCcKUE, | ypOBEHD |MHUCHMEHHOM KOMMYHHKAIHH Ha | perpoay
Th JCJOBYIO | pa3IUYHBIC |IEKCHYECKUE U WHOCTPAHHOM SI3BIKE; KTHUBHOTO
KOMMYHUKaII | popMmbl, rpaMMaTH4eCcK — oOydJarmuics He MOJIHO YCBOWII|ypOBHS
UIO B YCTHOM | BUJIBI ue SIBIICHUS paznuuus MEXTY CTaHIapTaMH |-
u YCTHOH ¥ |MHOCTPAHHOTO dbopmanbHOU u He(hOopMaIbHOM | TUCEMEH
MACHhMEHHOM | TUCHhMEHHO | SI3BIKQ, KOMMYHHKAITUM Ha WHOCTPAHHOM SI3bIKE B |Has
dopmax Ha|it MO3BOJISIOIINE YCTHOW M MUCbMEHHOM opmax. pabota
rocy1apcTBe|KOMMYHHUK |HUCIOJIb30BaTh |ba3oBblid — OOyyarouuiicst B L€JI0M YCHEIIHO, |—
HHOM f3bIKE|alldd  Ha|ero KaK|ypOBEeHb |HO ¢ HEOOJIbIIUMH 3aTPyJAHEHUSMHU 3HAET |TECTOBBIE
Poccuiickoil |pycCKOM H|CpEACTBO CTaHJapTHBIE dopMbl  yCTHOM U |3a7aHMs;
denepali |MHOCTPAHH |KOMMYHUKAIUU MUCbMEHHOU KOMMYHHUKAIHH Ha|—
u oM(BIX) B WHOCTPAaHHOM  SI3bIKE,  IO3BOJISIOIINE | BOIIPOCHI
MHOCTPaHHO |fA3bIKe(ax), |mpodeccroHal UCIIONB30BaTh  €ro  Kak  CPEeACTBO | A
M(BIX) HCIIOJb3y€E |bHO-AEJIOBOM KOMMYHUKAaIWH; YCTHOTO
s3pIke(ax)ma|T chepe Ha —  3HaeT pasznuuus MEXTy | OITpoca
IIUOHHBIX SI3BIKOBBIC | HHOCTPAHHOM CTaHJIapTaMH dbopManbHOI u
CUCTEM CpEICTBA  |f3BIKE; HehopMaIbHON KOMMYHHUKAIHH Ha
TUTS - WHOCTPAaHHOM SI3BIKE, OJTHAKO
JTOCTH)KEHH | IEPEBOTYECKUE UCHBITBIBAET TPYAHOCTH MPHU OOIICHUH Ha
i MIPUEMBI U OBITOBOM YPOBHE.
npodeccuo | Tpanchopmanu |[Ipoasu — OOyuarouuiicst B 1[eJI0M yCHEIIHO,
HAJIBHBIX  |W. HYTBIH |HO C HEOOJBIIMMH 3aTPYTHCHUSMU 3HACT
menen YpOBEHb | CTaHAApTHBIC dbopMbI YCTHOM u
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Dopmupyem| Koou | Illnanupyemvie | Ypoenu Kpumepuu oyenusanusn Buown
vle HAUMEHOG | pe3ybmamyl | 0C60€HU | CHOPMUPOCAHHOCU KOMNEMEHYUTL | OUECHOUH
KomnemeHy anue o00yueHnus no y bIX
uu UHOUKAmMO | OucyuniuHne, | Komnem cpeocme
pa Xapakmepusyio | eHuuil
docmuoice | uwjue Imanvl
HUusA dopmuposanu
KomnemeH A
yuu KomnemeHyuil
MTUCHbMEHHON KOMMYHHKAIHH Ha
WHOCTPAaHHOM  SI3bIKE,  IO3BOJISIOIINE
UCIIOJIb30BAaTh  €ro0  Kak  CPeACTBO
KOMMYHHKAIHH,
— 3Haer pasITuaus MEX Ty
CTaHJapTaMu dbopmanbHOI u
HedopMaTbHON KOMMYHHKAITUU Ha
WHOCTPAaHHOM SI3BIKE, OJIHAaKO
WCTBITBIBACT TPYIHOCTH MPHU OOIICHUH HA
OBITOBOM YPOBHE.
YmMeThb: [Toporos — OoOyuaromuiica  cnabo  ymeet|biok B
— BIiA BBIOMpATh a/icKBaTHBIC (DYHKIIMOHAILHOMY (- 3a1aHUS
pacrno3HaBaTh U|YpPOBEHb |CTHJIIO  KOMMYHUKATHBHON  CUTyalluH |pEKOHCTP
MPOIYKTHBHO S3BIKOBBIE U TEKCTOBBIE  CPEACTBA |yKTUBHOT
UCIIOJIb30BAaTh MHOCTPAHHOIO fA3bIKA; JIOMYCKAET OIINOKM |0 YPOBHS
OCHOBHBIE IpU BBIPAKEHUS MBICIM W MHEHHS Ha |-
JICKCUKO- WHOCTPAHHOM SI3BIKE; MTUCHMEH
rpaMMaTH4eCcK — UCIOBITBIBAET  TPYAHOCTH  TIPH |Has
e CpelcTBa B UCIIOJIb30BAHUU  OCHOBHBIX  JIGKCHKO- |paboTa
KOMMYHUKATHUB rpaMMaTHYECKHIX CpEeICTB B|-
HBIX CUTYaIUIX KOMMYHHKATHBHBIX CHTYyaIMsIX OBITOBOTO [pedepar
JIEJI0BOTO oO1IeHMSI. bl
oO1eHus; bazoBwrii — OOyuaromuiics yMeeT cl-
- BECTHU | YPOBEHb |HE3HAYUTEIHHBIMU 3aTpyIHEHUSIMU |[IPE3EHTA
TIEJIOBYIO BbIOMpATh a/IeKBaTHbIE (DYHKIIMOHATEHOMY |L[Hs
MIEPETIHCKY. CTIJII0O KOMMYHUKATHUBHOW  CHTyalluu
S3bIKOBBIE U TEKCTOBBIE  CpE/CTBa
BBIDOKEHUS MBICIM W MHEHHUS Ha
MHOCTPAHHOM $I3bIKE;
— TEeHepUpoBaTh OCHOBHBIC
S3bIKOBbIE  (POPMBI C y4E€TOM 3HAHHM
OCHOBHBIX (JOHETUYECKHX, JEKCUYECKUX,
rpaMMaTHYECKHX, CI0BOOOpa30BaTebHbIX
SIBIIGHUH WMHOCTPAHHOTO $3bIKa, OIHAKO
JIOTIYIIICHBI OJTHA — JIB€ HETOYHOCTH.
[TponBu — OOyuarommiics cnocoOeH
HYTBI  |BBIOMpATH aJieKBaTHBIE (PYHKIIMOHAIBHOMY
YPOBEHB |CTUII0  KOMMYHHKATHUBHOW  CHUTYyallHH
A3BIKOBBIE U TEKCTOBBIE  CpE/ICTBA
BBIDOKEHUS MBICIM W MHEHHUS Ha
MHOCTPAHHOM $I3bIKE;
— TEeHepUpOBaTh OCHOBHBIE

SI3BIKOBBIC  ()OPMBI C Y4YETOM 3HAHUU
OCHOBHBIX (POHETHYECKHX, JICKCHUCCKHUX,
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Dopmupyem| Koou | Illnanupyemvie | Ypoenu Kpumepuu oyenusanusn Buown
vle HAUMEHOG | pe3ybmamyl | 0C60€HU | CHOPMUPOCAHHOCU KOMNEMEHYUTL | OUECHOUH
KomnemeHy anue o00yueHnus no y bIX
uu UHOUKAmMO | OucyuniuHne, | Komnem cpeocme
pa Xapakmepusyio | eHuuil
docmuoice | uwjue Imanvl
HUusA dopmuposanu
KomnemeH A
yuu KomnemeHyuil
IrpaMMaTHYECKHX, CJI0BOOOpa30BaTEIIbHBIX
SBIIGHUH HMHOCTPAHHOTO sI3bIKA U B
KOHTEKCTaX UX YIOTPEOJICHUS;
— BBIOMpaTh  ajeKBaTHbIE  (OPMBI
KOMMYHHKAITUH,  S3BIKOBBIE  (POPMBI,
aHAIM3UPOBaTh HMX  CTPYKTYpPHBIE U
(YHKIIMOHATBLHBIE OCOOCHHOCTH.
Baanern: [Toporos|OO0yuatomuiics cnado BrajaeeT: Baoxk C -
- UHOCTPAHHBIM | bII - HaBbIKAMU 3TUYECKOT0 U HPABCTBEHHOTO |3aJjaHUs
SI3BIKOM Ha|YpPOBEHb |TIOBENICHUS, MPUHSITHIMU B |[IPAKTHK
YpOBHE, MHOKYJITYPHOM COLILYME; o-
MTO3BOJISTFOIIIEM — HaBbIKAMHU 3TUKETHOTO IOBEICHHS |OPUEHTH
OCYIIECTBIISATh B TUIUYHBIX CHUTyallUsIX YCTHOTO U |pOBAaHHOT
OCHOBHBIE MUCBMEHHOTO OOIIEHUS [UIsl PEIICHUs [0
BUJBl PEUEBOIl 3aj1a4 MEXJIMYHOCTHOTO U | YPOBHSI:
JeSITeIbHOCTH; MEXKYJIbTYPHOTO B3aUMO/ICHCTBUSI. —  Case-
- pa3nuuHbIMU | ba3oBelii | O0yJaromuiicss B IEIOM yCIenHo, Ho c¢|study
criocobamu YPOBEHB |HEOOBIINMHE 3aTPyIHEHUSIMH BIIa/ICeT: -
YCTHOU u -HaBbIKAaMH 3THYECKOTO W HpaBCTBEeHHOTO | [{HCKyCC
MUCHhMEHHOU MOBE/ICHUS, MPUHSITHIMU B | M,
KOMMYHUKAITIH MHOKYJITYPHOM COLIIYME; -Ponesas
JUIS  pelIeHHs - HaBBIKAMH JTHUKETHOTO TIOBEJEHUS B| MIPa
3a7a4 JIEIOBOTO TUMUYHBIX ~ CUTyallUsIX  YCTHOTO  H
B3aUMOJICHCTBU MUCBMEHHOTO OOIICHUsS [UIsl peIleHus
s, 3a1aq MEXJINYHOCTHOTO u
MEXKYIJIbTYPHOTO B3aMMO/ICHCTBUS,
OJIHAKO 3aTPYAHSIETCS OLIEHUTh Pe3yibTar
CBOEM JIESITEIbHOCTH.
[Tpoxsu |OOy4varomnuiics CcBOOOIHO BJIAIEET
HYTBI |HAaBBIKAMH OTHUKETHOTO IIOBEJACHHUS B
YPOBEHb |TMIMYHBIX  CHUTyalUsIX  yYCTHOTO U
MUCHPMEHHOTO OOIICHHUS Ha WHOCTPAHHOM
A3BIKE;
- HABBIKAMHU 3TUYECKOTO U HPABCTBEHHOTO
MOBE/ICHUS, MPUHSTHIMU B
WHOKYJETYPHOM COITUYME;
- o0yaaeT MUPOKUM CIIOBAPHBIM 3a11acoM
U MOXET BECTH IHAIIOT Ha 00ydaeMoM
A3BIKE.
HNYK-4.2. -|3HaTh: [Toporos | O0y4aromuiicss 9aCTUIHO 3HALT: Baok A
- - TPUHILIHUIIBI | bIA - npodecCHOHANbHYI0 TEPMHUHOJIOTHIO, |-3a/1aHus
CBOOOJIHO |TOCTPOCHHUS YPOBEHB |CIIOCOOBI BO3JICHCTBUS HA ayAUTOPHIO; penpoay
BOCIIPUHUM | yCTHOTO u -KJIACCUYECKHUE U COBPEMEHHBIE METO/bI | KTUBHOIO
aer, MUCbMEHHOTO pelIeHUs 3aJa4 M0 BBIOPAHHON TEMAaTHKE | ypOBHS
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Dopmupyem| Koou | Illnanupyemvie | Ypoenu Kpumepuu oyenusanusn Buown
vle HAUMEHOG | pe3ybmamyl | 0C60€HU | CHOPMUPOCAHHOCU KOMNEMEHYUTL | OUECHOUH
KomnemeHy aHue o0yuenus no A bIX
uu UHOUKAMO | oucyuniune, | Komnem cpeocme
pa Xapakmepusyio | eHyuil
docmuoice | uwjue Imanvl
HUusA dopmuposanu
KomnemeH A
yuu KOoMnemeHnyuil
aHAJM3UPY |BBICKA3bIBAHUS HAy4YHBIX UCCIICJOBAHUM. -
eT U |Ha MUCbMEH
KPUTHYECK |MHOCTPAHHOM Hast
U A3BIKE; pabota
OLICHUBAET |— ocHOBHBIC | bazoBrblit | OOyuaromuiics B IEJNOM YCIENIHO, HO C|—
YCTHYIO ¥ |(popMyJIbl U |ypOBEHb |HEOOJBIIMMU  3aTPYJHEHMSIMH  3HAET [TECTOBBIE
NUCHMEHHY | KITUIIIE IS npodeccuoHalbHY IO TEPMHUHOJIOTHIO, | 3 JaHHS;
10 JIEJIOBYIO | [IPAKTHYECKOTO CrocoOBl  BO3JIEHCTBHUS Ha ayIUTOPHIO; |—
uHbopMall |OCYLIECTBICHU KJIACCUYECKHE M COBPEMEHHBIE METO/IbI | BOIIPOCHI
U0 Ha|sd  TPYIIOBOM pemeHns 3aqad M0 BBIOpAaHHOW TEMaTHKE | I
PYCCKOM ¥ |KOMMYHHKAIIUU HAyYHBIX MCCJIEIOBAaHUMN; BBICKA3bIBAETCS |yCTHOTO
MHOCTpPaHH |Ha Ha WHOCTPaHHOM SI3BIKE c|ompoca
OM(BIX) WHOCTPaHHOM HCIOJIb30BaHUEM OCHOBHBIX
a3bIKke(ax), |sI3bIKe rpaMMaTHYECKHX KOHCTPYKLHH u
- - OCHOBHBIE M3YYEHHOT'O JIEKCHUYECKOT0 MUHIUMYMa.
BBICTpauBa |IIpaBUIIa [Mpoxsu | OOyuarommuiics BBICKA3bIBAETCS Ha
eT pedeBoro HYTBI |MHOCTPAHHOM SI3bIKE C HCIIOJIb30BAHHEM
CTPaTEruio |3TUKETA B|ypOBEHb |pa3HbIX IO CJIOXKHOCTU TIPAMMATUYECKUX
YCTHOTO M |JIel0BOM cepe KOHCTPYKIIUH u U3yYEHHOT0
NUCHMEHHO | O0IIEeHUS; JIEKCUYECKOT0 MUHUMYMa.
ro - KyIbTYpy H
OOUICHHsI B |TpaaulluU
pamKax CTpaH
MEXJIMYHO |HU3y4aeMOro
CTHOIO M |f3BIKA B
MEXKYJbTY [CPABHEHUH  C
pHOrO KyJbTypoH U
oOIIeHusT | TpaguLMUAMU
CBOETO
POJIHOTO Kpasl.
YMerh: [Toporos |OOyuaromuiicss ymeer vacTuuHo u moj|buaok B
- HCHOJb30BATH | bII PYKOBOJICTBOM IpenogaBaTess: - 3a/1aHUs
3HaHUE YPOBEHb |- HCIOIb30BaTh 3HAHWE HMHOCTPAHHOTO |pPEKOHCTP
MHOCTPaHHOI'O A3bIKa B MPO(ECCHOHAILHOW W HAy4YHOH | YKTHBHOT
S3bIKA B JeSITEIbHOCTH; COCTaBJISATh AHHOTALUH, |0 YPOBHS
npodeccuoHan pedepaTbl U mucaTh TE3UCHl W/HUIU CTAaTbU, |-
BHOU BBICTYIUICHHS, PELICH3UH, MUCHMEH
NesITeIbHOCTH, - NPUHMMATh YYacTHE B JUCKYCCHU Ha|Has
B chepe MHOCTPAaHHOM  SI3pIKE€ 110  HAay4HBIM |paboTa
ourmansHo- npobiaemam; -
pi () (0):10) - 000CHOBBIBATh U OTCTAWBATh CBOIO TOUKY |pedepar
KOMMYHHMKAaIUH 3peHMs; TMPaBWIBHO CTaBUTh 3aJlaud IO |bl
" BbIOpaHHOW Hay4YHOW TeMaTuKe, BIOUpATH |-
MEXJIMYHOCTHO JUISL UCCIIEIOBaHMsI HEOOXOAUMBIE METOBI; | IPE3EHTA
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Dopmupyem| Koou | Illnanupyemvie | Ypoenu Kpumepuu oyenusanusn Buown
vle HAUMEHOG | pe3ybmamyl | 0C60€HU | CHOPMUPOCAHHOCU KOMNEMEHYUTL | OUECHOUH
KomnemeHy anue 00yueHus no A bIX
uu UHOUKAmMO | OucyuniuHne, | Komnem cpeocme
pa Xapakmepusyio | eHyuil
docmuoice | uwjue Imanvl
HUusA dopmuposanu
KomnemeH A
yuu KOoMnemeHyui
M OOIIIeHNH; - TMPUMEHATH BBIOpaHHBIE METONBI K |IUS
- MMOHUMATh pEIICHHI0 HAyYHBIX 3a7a4, OIICHUBAThH
coJiepKaHue 3HAYUMOCTD TMTOJTy4ae€MBbIX PE3YJIbTaTOB;
Pa3IUuYHOTO - OOBSICHATH y4YeOHBII ¥  Hay4HBIN
TAMA  TEKCTOB MaTrepua,
Ha - BECTHU KOPPEKTHYIO JHUCKYCCHUIO B
WHOCTPAaHHOM mpoiiecce MIpeACTaBICHUS ITUX
SI3BIKE npu MaTepHUaoB.
MEXINIHOCTHO | bazoBblil | OOy4aromuiicss co3/1aeT XOpoIIo
M U |ypOBEHb |CTPYKTYPUPOBAHHBIE, TOTUIECKHI
MEXKKYJIBTYPHO MPOJyMaHHbIE YCTHbIE W MHUCHbMEHHbBIE
M TEKCTBI,  coaepkamue  (PaKTUIECKYIO
B3aWMO/ICHCTBU uHGOpMaLMI0O W BBIIENSS  Ba)KHbIE
178 MOMEHTHI.
[Tpoxsu |OOy4Jaronuiicss CO31a€T XOPOIIO
HYTBI  |CTPYKTYpPHPOBaHHbBIE, JIOTUYECKU
YPOBEHb |pOJAyMaHHble YCTHBIE M MHCbMEHHbBIE
TEKCTHI 10 CJIOXKHBIM TEMaM.
Baanersn: [Toporos | OOy4aromuiicss BIajeeT YaCTUYHO: Baok C -
- METOIMKOWM | bIif - WHOCTPAHHBIM SI3BIKOM KakK CpPEJICTBOM |3aJaHus
COCTaBJICHUSI  |ypOBEHb |MEXKKYJIbTYPHOH M MEKHALMOHAJIBHOM | IPAKTUK
CYXKICHHS B KOMMYHHKAIIIH B HAYIHOH cdepe; o-
MEKJIUYHOCTHO - HaBBIKAMH CaMOCTOSITEIbHONH PaOOTHI |OPUEHTH
M JIEJIOBOM HaJ  S3bIKOM, B TOM  4YHUCJE  C|pOBAaHHOT
o [8)11(:070% Ha HUCII0Ib30BAHUEM MH()OPMAITMOHHBIX | O
WHOCTPAHHOM TEXHOJIOTH; YPOBHSI:
SI3BIKE, c - IMOATOTOBIICHHOM, a taoke |— Case-
MIPUMEHEHUEM HETMOATOTOBICHHOM MOHOJIOTHYeCcKOH |study
a/IeKBaTHBIX peubl0 B BHJE pe3loMe, COOOICHHUS, |-
SI3BIKOBBIX JOKJIaaa; Huckycce
bopm u - HaBbIKAMU  TOATOTOBKM  HAYYHBIX |HS;
CPEICTB; nyOnuKanuil 1 BBICTYIUICHUI Ha Hay4yHBIX |-PoneBas
- HaBbIKaMU CEMUHapax; urpa
pi (N (0):10) - HAaBbIKAMH BBICTYIUICHMM Ha HAy4HO-
MEPEernucK ¢ TEMaTH4YECKUX KOH(GEpEeHLIHSIX.
Y4ETOM ba3zoBerii | OOyuatomuiicss co3maer  COOCTBEHHBIC
0COOEHHOCTEH |ypOBEHb |XOPOIIO CTPYKTYPHPOBAHHBIE YCTHBIC U
CTHIIUCTUKU MMCbMEHHBIE TEKCThl C LETbI0 Mepeaadn
opUIHATBEHBIX OCHOBHOTO coJiep>KaHus TEKCTa
MUCEM u HMCTOYHHKA B 3aBUCUMOCTH oT
COLIMOKYJIBTYPH KOMMYHHUKATUBHON YCTaHOBKH B
BIX pa3IUYHiA U CUTYyaIUsX npodeccrnoHaILHOTO
BEIICHUSI oO1eHus.
JETIOBBIX IIpoxsu |OOyuaromuiics CcO31a€T  COOCTBEHHBIE
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Dopmupyem| Koou | Illnanupyemvie | Ypoenu Kpumepuu oyenusanusn Buown
vle HAUMEHOG | pe3ybmamyl | 0C60€HU | CHOPMUPOCAHHOCU KOMNEMEHYUTL | OUECHOUH
KomnemeHy anue o00yueHnus no A bIX
uu UHOUKAmMO | OucyuniuHne, | Komnem cpeocme
pa Xapakmepusyio | eHyuil
docmuoice | uwjue Imanvl
HUusA dopmuposanu
KomnemeH A
yuu KomnemeHyuil
MIEPETOBOPOB  |HYTBHIA | XOPOIIIO CTPYKTYypPHUPOBAHHBIE u
Ha YPOBEHB |JIOTUYECKH TPOAYMAaHHBIE YCTHBIE W
WHOCTPAaHHOM MMUChMEHHBIC TEKCTHI C IENBI0 Tepeaadn
SI3BIKE. OCHOBHOTO COJIep>KaHus TEKCTa-
HUCTOYHUKA B 3aBUCHMOCTH oT
KOMMYHHKATUBHOM YCTaHOBKH B
CUTYalLUsAX MPOPECCHOHATBHOTO
OOIICHHSI.

PA3JIEJI 2. 3aganusi, HeoOXoAuMbIe /ISl OLEHKH IUIAHUPYEMbIX Pe3yJbTaTOB

Oﬁy‘-leHI/Iﬂ o IMCIOMIIJIMHE

s

MPOBEPKH

chopMHUPOBAHHOCTH
OCYLIECCTBJIATH [1€JIOBYH) KOMMYHUKAIMI0O B YCTHOM M MNUCbMEHHOM ¢opmMax Ha

xkomnerenuun OK-4:

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

Baok A. 3aganus penpoAyKTHUBHOTO YPOBHA («3HATHY)

A.1 PoHJI TECTOBLIX 32JAHUM O TUCHUIIJIHHE

TecTnl THHA A.
A.1 ©DoHJI TECTOBLIX 3AIAHUM MO TUCIUILJINHE

TecTnl THIA A.

Test 1

1. What's the plural of child?

A. Children B. Childs C. Childrens

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

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

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

A. Knifes B. Knifies C. Knives
8. What's the plural of potato?
A. Potatos B. Potatoes C. Potats
9. What's the plural of woman?
A. Womans B. Womanes C. Women
10. What's the plural of mouse?
A. Mice B. Mouses C. Mousies
11. What's the plural of shop?
A. Shopps B. Shopes C. Shops
12. What's the plural of bush?
A. Bushs B. Bushes C. Bushies
13. What's the plural of wife?
A. Wifes B. Wives C. Wifies

10
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14. What's the plural of book?
A. Bookies B. Bookes C. Books
15. What's the plural of baby?
A. Babys B. Babyes C. Babies
16. What's the plural of tooth?
A. Tooths B. Toothes C. Teeth
17. What's the plural of watch?

Test 2

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

A. Bus's B. Buses C. Busies

19. What's the plural of foot?

A. Foots B. Footes C. Feet

20. What's the plural of wolf?

A. Wolfs B. Wolfes C. Wolves

BcraBbTe some, any, no, every njin ux NPpOU3BOIHbI

. ... 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. 1 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

I.

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

a. Responsible

b. Responsibly

c. Responsibility

d. Response

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

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

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

a. Competition

b. Competitiveness
c. Competitive

d. Compete

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

a. Big

b. High

c. VIP

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

a. Unqualified

b. Qualify

c. Qualified

d. Qualification

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

a. Decision

b. Relations

c. Measure

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

a. Setting

b. Involving

c. Deciding

d. Delegating
The staff at lower levels of the company  carry out the decisions taken by the
senior management.
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a. Culture
b. Hierarchy
c

. Environment
d. Team
9. Being a(n)  worker you will easily adapt to a new environment.

a. Efficient

b. co-operative

c. flexible

d. educated

10.Your __ include preparing publicity materials and maintaining relations with
customers.

a. Possibilities

b. Responsibilities

c. Peculiarities

d. Abilities

Test 4. Bo10op onpenesieHnid, XapaKTepU3yOIUX OM3HeCMEHAa

1. Iloooepume k npunaczamenvnvim (I — 10) onpedenenusn, xapaxmepusyrouiue
ouznecmena (a —j):
1. hard-working  a. concerned with practice and action rather than theory
2. harmonious b. possessing intuition
3. purposeful ¢. having confidence in oneself, one’s abilities
4. prudent d. free from disagreement or ill feeling
5. self-confident  e. having power to inspire devotion and enthusiasm
6. practical f. working with care and energy
7. intuitive g. acting with or showing care and foresight
8. charismatic h. consistently good in quality or performance, and so deserving
trust
9. reliable i. able to be trusted
10. faithful j. having or showing determination or will-power
II. Iloobepume k npunazamenvuoim (1 — 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?
a. implementing the plan for the flow of goods and services
b. planning the physical flow of goods and services
controlling the physical flow of goods, services, and information
gathering customer's ideas for new products
planning the flow of logistics information to meet customer requirements
at a profit
. Which of the following is not an area of responsibility for a logistics manager?
a. inventory
b. purchasing
c. warehousing
d. information systems
e. marketing
. To reduce inventory management costs, many companies use a system called
which involves carrying only small inventories of parts or merchandise, often
only enough for a few days of operation.
a. reduction-inventory management
b. supply chain management
c. economic order quantity
d. just-in-time logistics
e. limited inventory logistics
. Companies manage their supply chains through
a. information
b. transportation modes
c. competitors
d. the Internet
e. skilled operators

o oo

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

© a0 o |

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

___Intermediaries
15



competitors
third-party logistics providers
channel members
cross-functional teams
12.In What discipline did the supply chain concept originate?
a. marketing
b. operations
c. logistics
d. production
13.In which decade did the supply chain management philosophy emerge?
a. 1960s
b. 1970s
c. 1980s
d. 1990s
14.A _ encompasses all activities associated with the flow and transformation of
goods from the raw material stage, through to the end user, as well as the
associated information flows.
a. production line
b. supply chain
c. marketing channel
d. warehouse
15.Which of the following are not key attributes of supply chain management?
a. inventory control
b. leveraging technology
c. customer power
d. long-term orientation
e. all are key attributes
16.Positive, long-term relationships between supply chain participants refer to:
f. co-opetition
g. tailored logistics
h. partnerships
i. 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

a0 o
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c. dovetailing
d. relationship marketing
20.What is a perfect order?
a. simultaneous achievement of relevant customer metrics
b. an order that arrives on time
c. an order that arrives undamaged
d. an order that is easy for the receiver to fill

Test 6. Choose the English phrase corresponding to the following English one:
1. B orBer Ha Bame nucsmo ot 13 sitHBapst Mbl X0TUM Bac 03HAKOMMUTD. ..
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. Ccpuiasich Ha Hall TeJle(OHHBINA PA3roBOP HA MPOULJIOH HeJeJIe. ..
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. IIpuiaaraeM K MUCbMY Hall NOCJIEHUNA 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. Panbl coo0muTh, Bam yciioBusi ny0JMKanuy HAY4YHOM CTATHU

a) We are pleased to inform you the publication terms

b) We are glad to receive your prompt reply

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

5. C HetrepneHueM k1éM Bamero orBera

a) We will expect your immediate answer

b) We look forward to your prompt reply

c) We will wait for you quick answer

6. IIumy BaMm, 4T00BbI 110KAJI0BATHCS HA HEKAYECTBEHHOE 00C/Iy/:KUBAHHE
a) [ am writing to order a product

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

c¢) I am writing to complain about poor service

7. C yBa:xkeHHUEM

a) Yours sincerely

b) Yours

c) Best wishes

8. Ilo Bcem Bompocam o0pamiaiiTech KO MHe B JIl000€e BpemMs

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

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

¢) In case of questions, call me any time

Test 7

1. Obpaienne Messrs B ajipece moydaresis 0003HadaeT 00paiieHue o OTHOIMIEHUIO K:
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a. 3aMy>KHEH >KeHIIMHE
b. nByM unu 60jee My>KUnHAM
C. KEHIIMHE, 0 KOTOPOH HEU3BECTHO, 3aMY>KEM OHA WJIA HET
2. CokpallleHHE ... yKa3bIBAET, YTO K MUChbMY MPUIOKEHBI IOKYMEHTHI.
a. Enc(s)
b. cc:
C. p-p-
3. CokpallleHHE ... UCIIOJIb3YETCS B HEO(PUIIMATBHBIX TUCbMaX JJIsl TOTO, YTOOBI 100aBUTH
TO, YTO OBUIO YIYIIIEHO B OCHOBHOM YaCTH MHUCHMA.
a. p.p.
b. PS:
C. cc:
4. CokpallileHH€e ... 03Ha4aeT (paMHUIIMU TeX, KTO JOJKEH MOJIYYUTh KOTHIO MUChMA.
a. Enc(s)
b. cc:
c. Ref:
5. [Ipumedanus tura To whom it may concern HaXOaATCS:
a. TOCJe aapeca moyqarens
b. mocine agpeca OTIpaBUTENs
C. B KOHIIE TUChMa
6. [Tometku Tuna Urgent, To be called for, Private nenarorcs:
a. B BEPXHEM IIPaBOM YTy
b. B BepXHEM JIEBOM YTy
C. B HIDKHEM IIPABOM yTITy
7. Bel numuTe nuchbMo mnoapyre, oopamasice Dear Sarah, u 3akimrounTtenbHOU GopMysoi
Oyner:
a. Best wishes
b. Sincerely
c. Yours truly
8. Bel numuTe odunmanbHOe MUCHMO JEI0BOMY mapTHepy, oOpariasicek Dear Mr Shaw, u
3aKIIIOUUTENBHON hopMyIioil Oyaer:
a. Yours sincerely
b. Regards
c. All the best
9. Bel numuTe HeodUIMaIbLHOE TUCHMO JIEIOBOMY MapTHEpY, oOpamasick Dear David, u
3aKIIOYUTENBHON (hopmyItoit OyaeT:
a. Regards
b. Yours faithfully
c. All the best
10. Bl numure opuuuaibHOE MUCHMO JHILY, 4bsi (aMUIUS U TOJ BaM HEU3BECTHBI,
oOpamasice Dear Sir/Madam, u 3aximtountensHol GhopmyIioit Oyaer:
a. Sincerely
b. Yours faithfully
c. Best wishes
Pesrome
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11. B BenukoOpuTaHuu TMpu HAMHCAHUM pPE3IOME B TYHKTE, IJ€ TOBOPUTCS O
npodeccruoHanbHOM OTbITE PAOOTHI, TEPBHIM YKa3bIBACTCS:
a. IlepBoe MecTo paboThI
b. Tlocnemnee mecTo paboThI
c. He nmeer 3Hauenus
Ilynkryanus

[lynkTyarus ¥MeeT NMEepPBOCTENEHHOE 3HAYEHUE, OCOOEHHO €CIM BaM AUKTYIOT MHCbMO
WIH aJipec.
12. Kakum 3HaKoM 0003HAYaeTCsl TEPMUH semi-colon:
a. :
b. ;
C.
13. Kakum 3Hakom ob603HavaeTcsi TepMuH inverted commas:
a. “...”
b. ,
c. ;
14. Kakum 3HakoM o603HavyaeTcs TepMuH brackets:

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

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

16. Beibepure npaBunsHoe onpezaenenue. IMO:
a. international monetary organization
b. in my opinion

17. Bribepute npaBuiibHOE onpenenenue. SPAM:
a. unwanted mail
b. compacted meat

18. Bribepute npaBuibHOE onpenenenue. TTYL:
a. talk to you later
b. the time you left

19. Bribepute npaBmibHOe onpenenenue. HSIK:
a. how should I know
b. have something in kit

20. Beibepure npaBunbsHoe omnpezenenue. C2B:
a. customer to business
b. client to boss

TecTrsl 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 ¢) 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 c) 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 c) 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 ¢) orientation

10.The activity of selling goods to other countries.

a) multinational b) exporting c) exchange distribution

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

a) dominion b) market place c) market share

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

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

Product marketing

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

. augmented product

a) a product now selling at a higher price

b) a product that is no longer made

c) a core product plus additional benefits such as brand name, quality styling and
design features, extended warranty, aftersales service, etc.

. generic

a) not known by a special brand name
b) for general use
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 OQur 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. AHIVIMICKHI SI3bIK OYEHB JIETKO BBIYYUTh
b. W3ydyeHne HHOCTPAHHOTO SI3bIKA — HEJIETKOE /IO
c. M3yueHne MHOCTPAHHOTO SI3bIKA - JIETKOE JIEJI0
2. It's a long and slow process that takes a lot of time and efforts.
a. DTO OBICTPHII MPOIECC, KOTOPBIM HE OTHUMAET MHOTO BPEMEHU U YCUITUH
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b. DTo o4eHb JOJTHH MPOIECC, HA KOTOPBIM HY>KHO T'0JIbl 00yUYEHHUS.
C. DTO NOATUN U MEJJICHHBIN MPOIIECC, KOTOPbIA OTHUMAET MHOTO BPEMEHH U
YCUJIAM.
3. It's the language of ...
a. the great literature.
b. of all world
C. our country
4. 1 think that to know English today is absolutely
a. necessary
b. unnecessary
c. useful
5. The native speakers of English live in ...
a. Russia, Italy, Japan
b. Great Britain, the United States of America, Australia and New Zealand.
c. China, Australia, New Zealand

Text 2. Television

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

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

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

a. TeneBuaeHne-3T0 caMoe BaKHOE CPEJCTBO KOMMYHUKAIIMU

b. TeneBunenne KopoTko Ha3biBaOT TB

c. TeneBunenue ABISACTCS OAHUM M3 HAIITMX CAMBIX BaKHBIX CPEJICTB
KOMMYHUKAITH

. The name "Television" comes from Greek word

a. Ha3zBanue "TeneBuaeHne" nNpouCXOIUT OT IPEUYECKOr0 CJIOBa

b. Ha3Banwue "teneBuaeHue" npoucXoauT OT JJATUHCKOTO CII0Ba

c. Ha3zBanue "teneBuaeHne" npouCXoIUT OT UTATBIHCKOTO 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

22



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.If 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.

Created by Professor John Tyrer from the University’s Wolfson School
4 | 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.

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

8 | 13 May 2014

9 | Chemistry Department

26




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

IIpoBeaeHue 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:

[ am writing to confirm your order of 1000 coffee mugs with logo (see attached), colour
32 c.
Your order no. is 66193 F/2. Please quote this number in all future correspondence.

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

Formal email Informal email

1. Dear Mr Braitwaite
IPm writing to enquire about the
monitors you informed us of last month
(April). Please could you sendus a
brochure and price list?
We would also appreciate a visit from
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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 [ won’t be able to
attend your workshop in
Stockholm. Could you please send me
some information on future workshops
planned ...

Best regards

David Burns

3. Hi

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

See you in Venice.

Take care

Danielle Torri

4. Just a quick noteto confirm our
appointment on May 11. My flight gets
in about 11 a.m.. Any chance

somebody could pick me up at the
airport? I attach a file that I promised to
send.

See you next week.

Michelle Debois

Ex. 4 Find and correct 15 mistakes in the business letter:
February 21th
Dear Alan Green

Thanks you for your letter from February 18 and for your interest in our products.
[ 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.
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I look forward to hear from you.

Your faithfully
Paul Kominsky

IIpoBenenne NMCLMEHHON PA0OTHhI.

HpaKaneCKne 3aJaHuA

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 skaill. 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.

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

B — SWOT and marketing strategy

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

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

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

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

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

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

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

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

Verb Noun Adjective

....................... opportune

strenghten
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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.

B - Developing the marketing plan

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

ANALYSIS

Current market

situation

Information on the competitors and the
marketplace.

Competitor analysis

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

Product/service
analysis

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

Target market

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

groups or segments —

OBJECTIVES

Marketing goals

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

Set SMART objectives

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

« Measurable —  Quantify
objectives.

« Achievable — Are you attempting
too much?

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

« 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?

TACTICS

Convert your strategy
into the marketing mix,
including the 4 Ps

e Product
e Price
« Place
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e 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. Bonpochl sl 00CY:KIeHUS

1.

2.

NN R LD =

9.

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?

KoppekTHBHBII Kypc — BONPOCHI ISl AUCKYCCHU

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?

Can you take our orders now?

10.Do you serve meals?
11.Is there anything I can get for you?
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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 —

N

What is management?

Discuss the following questions.

. Planning is looking ahead, and control is looking backll. 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?

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,
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you are the project manager (superintendent) and you may see 4 goals and priorities
within your project: information, money, time, and scope of work. Let it be a long-
term project.

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

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

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

Supply Chain Management

Read the following statements and answer the questions.

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

- What is a supply chain?

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

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

- What is the essence of each element?

- How are these elements interconnected?

- Why does supply chain start and end with customers?

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

- What is SCM?

Financial flow

1. What is finance? Define business finance.

2. Define the types of finance.

3. Discuss objectives of financial management in 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

. 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?
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Do you read newspapers based on recommendations?

Have you ever tried to read a newspaper in English?

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

Do you often read newspapers before go to bed?

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

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

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?

baok B. 3agannsi peKOHCTPYKTHBHOIO YPOBHA («KyMeTb))

B1. ITucbmennasi pagora (3cce)

I.

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.

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

telemarketing firm.

. 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.

. Imagine that you are participating in a conference about branded content. Write a short

speech entitled: 'Is branded content the future?'

. The Federal Trade Commission (FTC) is opposed to stealth marketing. Find three

arguments for and three arguments against stealth marketing.

B2. TemaTuka pedeparon

I.

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?
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. 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 npe3eHTALMM

I.

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 poJieBbIX TP

I.

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?

Are you setting the trends? Give examples.

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?

XN R W=
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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
W You meet your team leader to discuss your performance at work. You are unhappy
for the following reasons:
i You feel you are working harder than everyone else. You are always the last to
leave work.
i Your hard work is not recognised and appreciated by the team.
i You recently married and are missing your partner and young child.
W 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.
« i 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
6

N

. * English television programmes
. Tell him what television programmes you like.

Baok C. 3agannsi NpaKTUKOOPHEHTHPOBAHHOTO YPOBHSA ISl AMATHOCTHPOBAHMS
chopMHUPOBAHHOCTH KOMIIETEHUUH («BJIAAETH))

C1. Keiic-3amaua (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
competitors and the
marketplace.

Current market

Analysis situation

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

the way the customers see
the products or services.

Product /| What you sell or provide,
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service and your Unique Selling
analysis Point
(USP) — that 1is, 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.
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?
Convert your | Product
Tactics strategy into the Price
marketing mix, | Place
including the 4 Ps Promotion
Control Tracking How the success of the

marketing plan will be
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measured (see
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
planned product/service
(description, name, key features,
sales/profit potential); the market

you are, targeting (nature, size,
competition);  your'  marketing
approach;  financing;  business

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,
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
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structure/location; your expertise might need to provide the bank with
etc., but do no worry too much adequate security for any money you might
about specific detail at this stage. 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.

C2. BolnioJiHEHH € TIPOEKTA.
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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?

1. abank

2. afriend or colleague

3. amember of your family

4. aloan shark
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5. acredit card company
6. another source

Baok /1. 3ananus 1y MCNoJIb30BaHUS B paMKaxX MPOMEKYTOYHOM aTTeCcTalNu

J1.11epevyeHb 3a4€THBIX BONIPOCOB
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Sweo

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 IKIAMEHAIIMOHHBLIX BOIIPOCOB

S AR .

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?

22.Have you got many friends?

23.Have you got a close friend?

24.Do you like your Institute?

25.Where were you born?
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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 YcTHBIC PA3rOBOPHBIE TEMbI:

Text 1. What is Marketing?

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

If die marketer does a good job of identifying customer needs, develops products that
provide superior value, distributes and promotes them effectively, these goods will sell
very easily. Everyone knows something about 'hot' products. When Sony designed its first
Walkman cassette and disc players, when Nintendo first offered its improved video game
console, and when The Body Shop introduced animal-cruelty-free cosmetics and toiletries,
these manufacturers were swamped with orders. They had designed the 'right' products;
not 'me-too' products, but ones offering new benefits. Peter Drucker, a leading
management thinker, has put it this way: '"The aim of marketing is to make selling
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
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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
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
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manufacturer designs, packages and price-s it attractively; places it in convenient
distribution channels; and brings it to the attention of people who need it and convinces
them that it is a better product. A product orientation leads to obsession with technology
because managers believe that technical superiority is the key to business success. The
product concept also can lead to 'marketing myopia'. For instance, railway management
once thought that users wanted trains rather than transportation and overlooked the
growing challenge of airlines, buses, trucks and cars. Building bigger and better trains
would not satisfy consumers' demand for transportation, but creating other forms of
transportation and extending choice would.

Text 4. The Marketing Concept

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

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

Text 5. The Information Technology Boom

The explosive growth in computer, telecommunications and information technology
has had a major impact on the way companies bring value to their customers. The
technology boom has created exciting new ways to learn about and track customers, create
products and services tailored Co meet customer needs, distribute products more
efficiently and effectively, and communicate with customers in large groups or one-to-one.
For example, through videoconferencing, marketing researchers at a company's
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,
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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
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
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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 satisty 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
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,
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whereas closed systems do not. General systems theory, an interdisciplinary field based on
the assumption that everything is systematically related, has identified a hierarchy of
systems and has differentiated closed and open system.

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

Text 9. Organizing

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

The idea behind contingency design is to structure the organization to fit situational
demands. Consequently, contingency advocates contend that there is no one best
organizational setup for all situations. Diagnosing the degree of environmental uncertainty
is an important first step in contingency design. Field studies have wvalidated 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.

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.
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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.

I 3. 'paMmmaTuyeckue M JeKCHYeCKHe TeCThI:

Test 1. [Tondepure k npodeccusim (1 - 10) coorBeTcTBYIOIIME UM ONpeAeieHHs (a -

)k
1. a cashier a. an employee in an office, usually working for another
person, dealing with letters, typing, filing etc. and
making appointments and
arrangements
2. a lawyer b. a person whose job is to receive and pay out money in a
bank, shop,
hotel etc.
3. an insurer c. a person who is trained and qualified in legal matters
4. a secretary d. a person who writes programs for a computer
5. a scientist e. someone who works or is trained in science
6. a receptionist f. a person undertaking to make payment in case of loss etc.
7. a solicitor g. a person to whom money is owed
8. a programmer h. a person employed to make appointments for and receive
clients at a hotel
9. a creditor i. a lawyer who prepares legal documents, advises clients
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
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Test 2. ITlocTaBbTe HA3BaHUE NMpodeccuu (a - j) B COOTBETCTBHE KAKIOMY
pexjaMHoMy 00bsiBaeHn0 (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 mecmei:

Test I. Choose the correct versions.

1. He had to spend about six months 4. Nowadays Bob is eating more and
in a class with...students. exercising ... than he used to.
a. more younger a. little
b. younger b. less
c. the youngest c. the least
2. It was absolutely the...food I have 5. It’s not the ...place to live if you
ever had. want a quiet life.
a. worst a. better
b. worse b. good
c. most had c. best
3. She’s...Iam. 6. You should practice speaking
a. elder than English...
b. older then a. most
c. more old then b. more
c. the most
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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. thanI 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.’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
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 1 ...late, wait for me a little bit.
a. am
b. will be
21.Do you think they...our terms?
a. accept
b. will accept
22.1 wonder if the weather...fine
tomorrow.
a. 1is
b. will be
23.Do you know when the Production
manager ...from his business trip?
a. 1is back
b. will be back
24 1f you ...to the countryside
tomorrow, let me know.
a. go
b. will go
25.Do you know when they...house
a. move
b. will move
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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
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11.Jane heard ... into the table.
a. that he bumped
b. him bump
c. him bumping
12.Some firms expect ... twelve hours ...?
a. the guards to work
b. that the guards work
c. the guards work
13.Don’t you feel the house ...?
a. to shake
b. shaking
c. shook
14.The crowd parted to let the happy couple ... through.
a. going
b. to go
C. g0
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

54



b. to be laughed at
c. laughed at
23.1’d like ... with us for another week.
a. you to say
b. that you will say
C. you say
24.1 could feel the earth ... as the earthquake began.
a. that shook
b. to shake
c. shake
25.1 expect ... her test this time.
a. Anna pass
b. Anna to pass
c. Anna passing

Test 5. Choose the correct versions.

1. He can play golf well, ...?
a. ...,doesn’t he?
b. ..., can he?
c. ...,can’t he?
2. You like black coffee, ...?
a. ..., aren’t you?
b. ..., don’t you?
C. ..., 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
C. in
11.Everyone ... that women are equal to men.
a. know
b. knows
c. is knowing
12.Too ...people still smoke.
a. many
b. much
c. alotof
13.She doesn’t speak...English.
a. many
b. much
c. alotof
14.(3) were absent from the lecture.
a. Three
b. Third
c. thirty
15.The (2) lesson begins at eleven o’clock.
a. two
b. second
c. twenty
16.... of students were present at the meeting.
a. Hundreds
b. The hundred
c. A hundred
17.... of people greeted the Russian representatives.
a. The thousand
b. Thousand
c. Thousands
18.We aren’t rich. We aren’t poor ... .
a. too
b. either
C. SO
19.Mrs. Potts wants to live in the country. ... does Mr. Potts.
a. either
b. so
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c. neither
20.In most countries you ... a special license to hunt wild animals.
a. have to need
b. can have
c. may have
21.My aunt leaves for work at (8.30).
a. half past eight
b. thirty to seven
c. quarter past eight
22.1 usually get up at (7.10).
a. ten minutes to six
b. ten minutes to seven
c. ten minutes past seven
23. My father likes driving ....
a. really fast
b. very fastly
c. fastly
24. “What are you doing?” — “I ... the fish to see if it’s all right.”
a. am smelling
b. smell
c. do the smelling
25. Someone ... to speak to you on the phone.
a. 1s wanting
b. want
c. wants

Test 6. Choose the correct versions.

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

1.

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. beento
b. been in
c. gone to
Since I ... university, I’ve been interested in sociology.
a. have been met
b. was at
c. has gone to
After leaving school, James ... it very difficult to get a good job.
a. has found
b. found
c. had found
When ... her new fur coat?
a. did she buy
b. has she bought
c. did she bought
When we finally got to the airport, the plane ... yet.
a. hadn’t landed
b. didn’t land
c. wasn’t landing
Christina said that ... week had been the longest one in his life.
a. that night
b. tonight
c. last night
My neighbour said that her nephew had been killed in a skiing accident a few
days ....
a. ago
b. before
c. before long
Charles said that he hadn’t seen the office manager ....
a. last night
b. the night before
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c. yesterday in the evening
17.1 ... give up algebra because it got difficult for me.
a. was able to
b. was allowed
c. hadto
18. Nobody ... Charlie Chaplin completely.
a. knew
b. has known
c. was know
19. When ... from his business trip?
a. has he returned
b. did he return
c. was he returning
20. How long ago ...?
a. did they marry
b. have they married
c. they married
21. Letters ... sent to all our clients every week.
a.are
b.have been
c.are been
22. Nothing can ... done about this.
a. be
b. be being
c. have been
23. Ann ... taken to hospital only tomorrow.
a. will be
b. is
c. is being
24. When she was young, she ... people. Nobody liked it.
a. had always criticized
b. was always criticizing
c. always criticizing
25. Everybody ... the party when the police arrived.
a. were leaving
b. was leaving
c. had left

PA3JIEJI 3. Onucanue nokasareJjied U KpuTeprueB OLEHUBAHUS KOMIIETEHIIMH HA
Pa3JIMYHBbIX 3Tanax ux GopMUpPoOBaHUSA, ONIMCAHHE IIKAJ OLlEHUBAHUS

banmnbHO-peliTUHrOBass cucTemMa SBISETCS 0a30BOM  CHCTEMOM  OIICHHWBAHUS
c(hOpMHUPOBAHHOCTH KOMITETEHIIUNA 00YyYaIONUXCsl OUHON (POPMBI OOyUEHHUS.

HroroBas oreHka chOpMHPOBAHHOCTH KOMITETEHIIUU(H) OOyJaronmxcsi B pamMKax
OQITLHO-PEUTUHTOBOM  CHUCTEMBI  OCYIIECTBISIETCS B  XOJI€ TEKYIIETO KOHTPOJIS
yCIIEBAEMOCTH, NPOMEXYTOYHOM aTTeCcTallud U OMNpeNeseTcss Kak cymMma OaioB,
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HOJIyYEHHBIX O0YUYaIOLUIMMUCS B pE3yJIbTaTe MPOXOKACHUS BCeX (OPM KOHTPOJIS.

Onenka cOpMHUPOBAHHOCTH KOMIMETEHUMHU(I) MO AMCLUMIIMHE CKJIAJbIBACTCS W3
JBYX COCTaBJISIOIINX:

v/ 1lepBasi  COCTaBIIsIONIass — OLECHKA IperojgaBarejeM C(HOPMHUPOBAHHOCTH
KOMITETEHUMH(I) B TEUYEHHE CEMECTpPA B XOJ€ TEKYIIEro KOHTPOJS YCIEBAEMOCTU
(makcumyM 100 GammtoB). CrpykTypa TEpBOM  COCTaBJISIOIIEH  ONpenessercs
TEXHOJOTMYECKON KAapTOMl NHUCLUMIUIMHBI, KOTOpas B Hayajle ceMecTpa JOBOJIUTCS 0
CBEJICHUS 00YyYaIOIUXCS;

BTOpas  COCTaB/AAIOIIAsl —  OLEHKa C(HOPMUPOBAHHOCTHU
oOyuatromuxcs Ha 3auere (MakcumyM — 20 6asuioB).

JUJist CTYyJIEHTOB OYHO-3a04HOM M 3a04HOM (popM 00yueHus: npuMensTcs 4-0amibHas
U OuHapHas IIKalbl OLEHUBAHUS PE3yJbTaTOB TEKYILIETO KOHTPOJS YCIEBAEMOCTH U
IPOMEXYTOUHOM aTTeCTalli 00yJaromnXCs.

KOMIeTeHIu (i)

YPOBHU IIPOJABUHY THIN 0a30BbIii IIOPOTOBBIM JOTIOPOT OBBIN
O0CBOCHUA YPOBEHb YPOBEHb YPOBEHb YPOBEHb
KOMIIeTeH U
i
100 - 8Su=> 70 — 84 51-69 0-50
O0a/sIbHasA
IKAJIa
4 — 0anabHAsA |  «OTJIMYHO» «XOPOLLO» «YIIOBJIETBOPHU | «HEYJIOBIIETBO
HIKaJjaa TEJILHO» PUTEIBHO
bunapuas 3a4TeHo He 3aureno
IKAaJIa

Ixana OIICHOK IPH TEKYIIEM KOHTPOJIC YCIIEBAEMOCTH
Mo pa3s/inYHbIM IIOKa3aTECJIAM

Hokazamenu ouenueanus bannwvt
cihopmuposannocmu KomMnemeHuyuil

Breimonnenue IMPAaKTHYCCKUX SaHaHI/Iﬁ

Ouenka

0-20 | «HEYOBIECTBOPUTEIHLHO
«YJIOBJIETBOPUTEIBHO
«XOPOLLIO»
«OTIIUYHO
«HEYJIOBIIETBOPUTEIIHHO»
«YJIOBJIETBOPUTEIHHOY
«XOPOIIIO»
«OTIIUYHO
«HEYJOBJIETBOPUTEIHHOY
«YJOBJIETBOPUTEIHHO
«XOPOUIO»

«KOTIIUIHO»

0-20

OTBeETHI HA YCTHBIE BOIIPOCHI

TecTtupoBanue 0-30
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IIpoBenenune posieBOM UTPhI

0-10 | «HEyZOBIETBOPUTEIHHO
«YJIOBJIETBOPUTEIHHO
«XOPOILIO»

«OTIHUYHO»...

Penienue kenicos

0-20 | «HEyAOBIETBOPUTEIBHO
«yZAOBJIETBOPUTEIILHO»
«XOPpOILIO»

«KOTIUYIHO»

Brimonnenne n my6andHas 3ammTa pedepara

«HEYIOBJIETBOPUTEIIBHO»
«YIOBJIETBOPUTEIILHO»
«XOPOLIO»

«OTIINYHO»

VYyactue B JauCKyccuu, ne0arax, «Kpyriom

CTOJIC»

0-10 | «HEYOBIETBOPUTEIHLHO
«YIIOBJIETBOPUTEITHHO
«XOPOLLIO»

«OTIHUYHO»

Brimonaeane "

MPE3CHTALNU

nmyonuyHas

3amuTa

0-4 «HEYIOBJIETBOPUTEIBHO»
«YJIOBJIETBOPUTEIBHO
«XOPOLLIO»

«OTIUYIHO»

CooTBeTCcTBHE KPUTEPHEB OLIECHUBAHUS YPOBHIO OCBOEHUSI KOMIIETEHIIMIA 10
TeKylleMy KOHTPOJII0 YCIIeBAeMOCTH

bannw Ouenka Ypoeenw Kpumepuu oyenusanusn
0ceoeHUsA
KomnemeHyu
i
0-50 | «aeynoBietBop | [lomoporoseiii | O0yuaromuiics He TPHOOPEN 3HAHUS,
UTEITHLHO» YPOBEHB YMEHHSI M HE BJIAJICET KOMIETCHIUSIMU
B 00beMe, 3aKperuieHHOM palodeit
POrpaMMOM TUCIUTLINHBI
51-69 | «ynoBnerBoput | [Toporoseiii He menee 50% 3amanuii, momjiexanmx
eJIbHOY» YPOBEHb TEKYyIIeMy KOHTPOJIIO YCIIEBAEMOCTH,
BBITIOJIHEHBI 0e3 CYILIECTBEHHBIX
OLINOOK
70-84 | «xopomo» bazoBsiit OOyuaromuMcsi BBITIOJTHEHO HE MEHee
YPOBEHb 75% 3amaHuil, MOAJICKAMKUX TEKYIIEMY

KOHTPOJIIO  yCTIIEBAEMOCTH, WM TMPHU
BBITIOJITHGHUH BCEX 3aJaHUM JTOMYIICHBI
HE3HAYUTEIHHBIC OINOKH;
oOyyaromuiicss  ToKazald  BJIaJICHUE
HaBBIKAMHM CHCTEMAaTH3aIliu MaTepuasa
U TPUMCHEHHUS €ro  TIpH  pelICHUHU
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MPaAKTUIECKUX 3aIaHUM; 3aIaHus

BBITIOJTHEHBI O0€3 OIIMOOK

85-100

«OTJIHNYHO»

[IponBuHYTHIN
YPOBEHD

100% 3aJIaHUH, MO UIEXKAIINX
TEKyIIEeMy KOHTPOJIO YCIIEBa€MOCTH,
BBITIOJTHEHBl ~ CAMOCTOATEIBHO H B
TpeOyeMoM o0beme; 0O0yvarolmuics
MPOSIBIISIECT yMEHHE 000011aTh,
CHUCTEMAaTHU3UPOBATh MaTepua U
NPUMEHATh  €r0  TpH  pEHICHUU
NPAaKTHUECKUX  3aJaHWi;  3aJaHus
BBITIOJTHCHBI C 0IPOOHBIMHU
MOSICHCHUSIMH ¥ apTyMEHTHPOBAHHBIMHU
BBIBOJIAMH

IIkaJia OLEHOK O MPOMEKYTOYHOM aTTECTALUM

Haumenosanue gpopmot bannwi Ouenka
HPOMEINCYMOUHOU
ammecmayuu
DK3aMeH 0-30 «HEYJOBIECTBOPUTEIHLHO

«YJIOBJIETBOPUTEIBLHO
«XOPOLLO»
«OTIIMYHO

3auer 0-20 «3a4TEHO»

«HC 3a4TCHO»

CooTBeTCTBHE KPUTEPHEB OLIECHUBAHMS YPOBHIO OCBOECHUSI KOMIIeTEeHIIM A
10 MPOMEKYTOYHOI aTTecTaluu 00yyaromuxcs (3a4er)

bannn Ouenka Yposens Kpumepuu oyenusanusn
0c60eHUsA
KomMnemenyu
u
0-10 «He3zauteHo» | Jlomoporossl | OOydaromuiicss He mMpuUoOpes 3HaHUS,
1 ypOBEHb YMEHHUSI ¥ HE BJIaJIe€T KOMIETECHIUSIMU
B o0ObeMe, 3aKperyieHHOM paboueit
porpaMmMon JACHUIUINHBI,
00yyaromuiicss He CMOT OTBETUTh Ha
BOIIPOCHI
11-14 «3aUTECHO» [ToporoBeii OOy4aromuicst Jaja HEeTOJIHbIE OTBETHI
YPOBEHb Ha BONPOCHl, C HEAOCTATOYHOMU
aprymMeHTanueu, IIPAKTUYECKUE
3a/1aHUsl BBITIOJHEHBI HE MOJHOCTBIO,
KOMIIETEHIIUH, OCBarBaeMbIe B
IpOIIECCE€  M3YYEHHUS  JAUCHHUILIAHBI
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c(hopMUpOBaHBI HE B IMOJTHOM 00BEME.

15-17

«3a4YTCHO»

bazoBrIit
YPOBEHb

OOyuaromuiicst B 1IeJIOM TIPUOOpen
3HaHUSA W YyMEHHsI B  paMKax
OCBaMBAaEcMbIX B TIpoliecce OOydeHUs
0  JTUCIHUIUIMHE  KOMIICTCHIIHIA;
oOyJaromuiicss OTBETWJI Ha  BCe
BOMNPOCHI, TOYHO JAajl ONPEIENICHUs U
HOHATHUS, HO 3aTpyIHAETCS
HOJITBEPAUTD TEOpETHUUECKHE
MIOJIOKEHUS MPAKTUYECKUMHU
npuMepamu; OOyYaroIIUNCS TMOKa3al
XOpOILIUEe 3HaHHWS [0 MPEAMETY,
BJIa/ICHWE HaBBIKAMHU CHCTEMAaTH3alUU
MaTepuansa W TIOJHOCTHIO BBITIOTHUII
NPaKTHYECKUE 3aJaHuUs

18-20

«3a4YTCHO»

[IponBuHyTHI
1 YPOBEHb

OOyuatomuiics TpHOOpeN 3HAHUA,
YMEHUS U HABBIKM B TIOJTHOM 00BEMe,
3aKpeTUICHHOM pabodeil mporpaMMmon
TUCITUTUTMHBL,  TEPMHUHOJIOTUYCCKUN
ammapaTr HMCIIOJIb30BaH  MPABHIBHO;
OTBETHI  TIOJNHBIC, OOCTOSATEIHHBIC,
apryMEHTHPOBAaHHBIC, TOJITBEPKICHBI
KOHKPETHBIMHU IpUMEPaMH;
oOyyJarouuiicss TposABISIET yYMEHHUE
0000111aTh, CHUCTEMaTU3UPOBAThH
MaTepHall U BBIOIHIET IPAKTUUECKUE
3a/1aHusl C MOJPOOHBIMU MOSICHEHUSIMU
U apTryMEHTUPOBAHHBIMU BBHIBOJAMU

CooTBeTCcTBHE KPHUTEPHUEB OLICHUBAHUA YPOBHIO OCBOCHH KOMHeTeHlII/Iﬁ

10 MPOMEKYTOYHOM ATTeCTANNH 00yYaArIuXcs (IK3aMeH)

bannwt

Ouenka

Yposenw
0ceoeHuA
Komnemenuyu

o

u

Kpumepuu oyenueanusn
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0-9

«HCYOOBJICTBOP
HUTCIBHO»

JlonmoporoBeIi
YPOBEHB

OOyuatomuiics He TPUOOPEN 3HAHUS,
YMCHHSI u HE BJIaJICCT
KOMIIETEHIIUSIMHU B o0BeEME,
3aKpETUICHHOM pa0odeil mporpamMmoit
JTUCHMIUIAHBI,  OOydYaroIuidics  He
CMOT OTBETUTH Ha BOIIPOCHI

10-16

«yHOBIIETBOPUT
CJIBHO»

[Toporoseiii
YPOBEHB

OOyuarouuiicst ~ Jaa  HEMOJIHbIE
OTBETHI Ha BOIIPOCHI, C
HEJIOCTaTOYHOU apryMeHTaluen,
[IPAKTUYECKUE 3aJaHUs BBIIOJHEHBI
HE  IIOJIHOCTBIO,  KOMIICTCHIIUH,
OCBaMBaeMbI€ B IIPOLIECCE HU3YyYECHUS
JUCLMIUIUHBL C(OPMUPOBAHbI HE B

[IOJIHOM O0OBEME.

17-23

«XOpOoIIo»

bazoBrlit
YPOBEHD

OOyuaromuiics B IEIOM TPHOOpEI
3HAHUS W YyMEHUS B paMKax
OCBaMBaeMbIX B TIpOIlecce OOyUYeHUS
M0  JUCIMIUIMHE  KOMIICTCHIIHH;
oOydaromuiicss OTBETHJI Ha BCe
BOIIPOCHI, TOYHO JIaJl ONPEICICHUS U
TOHSATHS, HO 3aTpyaHICTCS
TIOJITBEPAUTH TEOPETUIECKHE
TIOJIOKEHUS PaKTHYECKUMU
npuMepamMu; OoO0ydJarolUics ToKa3al
XOpOIlIME 3HAHUA TO MPEaMETY,
BJIAJICHUE HaBBIKAMH
CHUCTEMATH3allMK  Marepuaisa U
MOJIHOCTBIO BBITIOJTHUJT
MIPAKTUYECKHE 3aaHMS

25-30

«OTJIHUYHO»

IIponBUHYTHIN
YPOBEHb

OOyuaromuiica npuoOpen 3HaHWUS,
YMEHHSI M HAaBBIKU B TOJTHOM 00BbeMeE,
3aKpEIIEeHHOM padoyeil mporpamMmmoit
TUCIHIUTAHBL, TEPMUHOIOTUYECKUIN
amnmapar HUCHOJb30BaH MPAaBUIIBHO;
OTBETHl TOJIHBIE, OOCTOSATENbHEIE,
apryMeHTHPOBaHHBIE,
HOJITBEPKI€HBI
npUMepamu;

KOHKPETHBIMU
oOy4Jaromuiics
NposSIBISICT  yMeHHe  0000IaTh,
CHUCTEMATU3MPOBAaTh  MaTepHal U
BBITTOJTHACT MPAKTUYICCKUE 3aaHUS C
MOJPOOHBIMH  TOSCHEHUSIMH U
apryMEHTUPOBAHHBIMM BBIBOJJAMU
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PA3JIEJI 4. MeToan4uecKkue MaTepuaJibl, onpeaeasaomue npoueaypbl OleHuBAHUSA
3HAHUH, YMEHUI, HABBIKOB, XapaKTepu3youue 3ranbl GopMupoBaHus
KOMIIeTeHIIU

IIpouenypa ouneHMBaHHS — TOPSAAOK JCUCTBUM MPU IOATOTOBKE W MPOBEACHUU
aTTECTAI[MOHHBIX HCTIBITAHUN U (DOPMUPOBAHUH OIEHKH.

[Ipouenypa mNpOMEXKYyTOUHOM aTTECTAlMA MPOXOAUT B  COOTBETCTBUH C
[TonoxeHneM 0 IPOMEKYTOYHOM aTTECTAMK 3HAHUM CTYIEeHTOB M yyanuxcsa I YHX.
- ATTECTAllMOHHBIC HWCHBITAHUSA TMPOBOMAITCA MPENOAABATENIEM, BEIYIIMM JICKIUOHHBIC
3aHATUSL TIO JIAHHOM NMCUUIUIMHE, WIM MPENoAaBaTEIsIMU, BEAYIIMMU MPAKTUYECKUE U
nabopaTopHble 3aHATUS (KPOME YCTHOTO dK3aMeHa). [IpucyTcTBHE MOCTOPOHHUX JIMI] B
XO0JIe TPOBENCHMSI AaTTECTALIMOHHBIX HCMBITAHUNH 0€3 pa3pelieHHs peKTopa WIH
OpopeKkTopa He Jomyckaercss (32 HCKIIOYeHHMEM pabOTHUKOB  YHHMBEPCHUTETA,
BBITIOJIHSAIOIIMX KOHTPOJIUPYIOMIKUE (GYHKIIMH B COOTBETCTBUU CO CBOMMU JOJIKHOCTHBIMU
o0s3aHHOCTSIMU). B cilywae OTCYyTCTBHSA BemylIero mpernojaBarelisi aTTECTAIMOHHbBIC
VICTIBITAHUS TIPOBOISATCS ITPEINOaBaTeNIeM, Ha3HAYCHHBIM MMHCbMEHHBIM PACIOPSIKEHUEM
o xKademape.
- luBanuapl 1 1vna ¢ OrpaHUYEHHBIMU BO3MOYKHOCTSIMH 3/I0POBbSI, UMEIOIINE HAPYLIEHUS
ONOPHO-/IBUTATEIIBHOTO armapara, JAOMYCKAITCS Ha AaTTECTAMOHHBIE HWCIBITAaHUS B
COITPOBOXJICHUHU aCCUCTEHTOB-COMPOBOKIAIOIINX.
- Bo BpeMs aTTecTallMOHHBIX WCHOBITAHUN OOydaronmecs MOTYT TOJIb30BaThCs
IpOrpaMMON JUCUHUIUIMHBI, a TaKXe C pa3pelIeHUs MNPenoaaBaresisi CIPaBOYHOM U
HOPMATUBHOMW JINTEPATYPOM, HETPOTPAMMUPYEMBIMHU KaIbKYJISITOPAMU.
- Bpemsa moarotoBku oTBeTa MpH cAade 3auera/sK3amMeHa B YCTHOU (opMe JOTKHO
coctaBisiTh He MeHee 40 MHUHYT (O >KEJaHUI0 OO0YYarollerocsi OTBET MOXKET ObITh
IocpouHbIM). Bpemst orBeTa — He 6omee 15 MUHyT.
- IIpy moAroTOBKE K YCTHOMY 3K3aMEHY SK3aMEHYEMbIil, KaKk MPaBWJIO, BEAECT 3aIlHCH B
JUCTE YCTHOTO OTBETA, KOTOPBINA 3aTeM (110 OKOHYAHUH PK3aMEHa) CAACTCS IK3aMEHATOPYy.
- Ilpm mpoBeneHHH YCTHOTO 3JK3aMeHa OHK3aMEHAIMOHHBIM OwWiieT BBIOMpAET caMm
3K3aMEHYEMBIN B CIIy4YalHOM MOPSIKE.
- DK3aMeHaToOpy NPEIOCTaBISETCS MPaBO 3aJaBaTh OOYYAIOIIMMCS JTOTIOJHUTEIHHBIC
BOIIPOCHI B paMKax NPOTrPaMMbl JUCHUIUIMHBI TEKYLIErO CEMECTpa, a TaKke, MOMHUMO
TEOPETHUYECKUX BOIPOCOB, JaBaTh IHMCbMEHHBIE 3aJaHHS, KOTOPBIE H3y4aJIuCh Ha
MPAKTUYECKUX 3aHATHUSX.
- OueHka pe3yibTaTOB YCTHOTO  aTTECTAllMOHHOIO  UCIBITAHUS  OOBSIBIACTCS
oOyyaromumcs B JIeHb €ro mpoBejeHus. [Ipu npoBeeHNN MUCHMEHHBIX aTTECTAIIMOHHBIX
UCTIBITAHUWA WJIM KOMIIBIOTEPHOTO TECTUPOBAHUS — B JI€Hb UX MPOBEACHUS WU HE TTO3/IHEE
CJIeIyIoIero paboyero AHs MOCe UX MPOBEIACHUS.
- Pe3ynbraThl BBINOJIHEHUSI aTTECTALMOHHBIX HCIBITAHWM, MPOBOAUMBIX B MUCHbMEHHOM
dopme, dhopme HUTOTOBOM KOHTPOIBHOM pabOThl WM KOMIBIOTEPHOTO TECTHUPOBAHUA,
JIOJIKHBI OBITH OOBSBICHBI 00YUYAIOIIMMCS M BBICTABJICHBI B 3a4ETHBIC KHUKKH HE TIO3/IHEE
clenyromero pabo4ero AHs Mocie UX MpoBEACHUS.

UtoroBeiMu ¢Gopmamu KoHTposis 1o auciurmiune ssiusercs 3ader (I, II, III
cemectp), ak3ameH (IVcemectp).
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Ha TectupoBanue otBomutcs 30 muHyT. Kaxkaplii BapuaHT TECTOBBIX 3aJlaHUN
BKI0o4aeT 30 BOmpocoB. 3a KaXK/blil MPAaBUIIbHBIN OTBET HA BOIIPOC faercs 1 6ani.

TectupoBaHre MOXXET IPOBOAUTCS C TIOMOIIBIO aBTOMAaTU3WPOBAHHOMN MPOTrpamMMbl
«CnopyTt». Pe3ynpTaT TeCTHpOBaHHUS YCTaHABJIMBAETCA C Y4YE€TOM BbIOOpa alropuTma
pacuera OLleHKH. TecT C1aH MpH YCIOBHHU, €CIIM HaOpaHHbIe 0alIbl CTYJACHTOM HE MEHbIIIE
npoxogHoro Oamna (mopora caauu Tecta). [lo oxoHuaHuM pabOTHI C TECTOM CTYACHTY
PEIOCTABISAETCS BO3MOXXHOCTh MPOCMOTPETh PE3YyJbTaThl TECTUPOBAHMS - KOJIUYECTBO
HaOpaHHBIX 0aJIOB, IEPEYEHBb BOMIPOCOB, HA KOTOPBIE JaHbl MPAaBUJIbHBIC, HEITPABUIBHEIC
Y HETIOJTHBIE OTBETHI.

MeTO}II/lKa OLCHUBAHMA PE3YyJbTAaTOB TCCTUPOBAHUSA

Bannol Ouenka Hokazamenu Kpumepuu
25-30 «oimmuHo» (1. TlomHoTa BhIMONHEHUs| BeimonneHno 6osee 85 % 3amaHuil mpeaIOKEHHOTO
TECTOBBIX 3a/IaHHIA; TECTa, B 3aJaHUAX OTKPBITOTO THIA JaH TIOJHBIMH,
2.  CBOEBpPEMEHHOCTh pa3BEpHYTHIM OTBET Ha MOCTABJICHHBIN BOIPOC
20 -24 «xopomioy (BPIIOTHCHHS, Beinonneno 6Gosnee 70 % 3amaHuil MPENIOKEHHOTO
3. llpaBWILHOCTb OTBETOB| ecry, B 3aaHMAX OTKPHITOTO THIA AAH MOJHBIA,
Ha BOTPOCHI, Pa3sBEPHYTHI OTBET Ha MOCTABIEHHBIH BONPOC;
4. CaMOCTOATENBHOCTD | onyako  Gpimu JOMYIIEHBl ~ HETOYHOCTH B
TCCTUPOBAHNA, OIpeIEeNICHUU NOHATHIA, TEPMHHOB U JIP.
15-19 «YZIOBJIETBO > MTA Brimonneno 6osee 54 % 3amanHuil npeasioKEHHOTO
PUTEIIEHOY TeCTa, B 33JJaHUSAX OTKPHITOrO THUIA JAH HETOJHBIH]
OTBET Ha TMIOCTaBJICHHBIA BONPOC, B OTBETEC HE
NPUCYTCTBYIOT JJOKa3aTeJbHbBIC MPUMEPHI, TEKCT CO
CTHJIUCTUYCCKUMU u opdorpadpudeckumu
omuoOKamu.
0- 14 «HEYHOBJIET Breimonneno  He  Oonmee 53 %  3amaHuid
BOPUTEILHO NPEJIO’KEHHOTO TeCTa, Ha IMOCTAaBJICHHBIC BOIPOCHI
» OTBET OTCYTCTBYET WJIM HEIOJHBIH, JIOMYIICHBI
CYIIECTBEHHBIE  OMIMOKH B  TEOPETUYECKOM|
MaTepuaie (TEpMHHAX, TOHATHUSIX).

YCTHBIA ONPOC NPEanonaracT YCTHBIA OTBET CTyACHTAa HAa OJWH OCHOBHOU U
HECKOJIBKO JIONOJIHUTEIBHBIX BONPOCOB mpenojaBarens. OTBET CTyAeHTa JOJIKEH
IPEICTABIATh COOOM pa3BEPHYTOE, CBSI3aHHOE, JIOTMYECKH BBICTPOEHHOE COOOILEHUE.
VY cTHBIE ONPOCHI MPOBOJATCS BO BPEMS ITPAKTUUECKUX 3aHATUH, U MOTYT MCIIOJIb30BATHCS
B KauyecTBE JOMNOJIHUTEIBHOTO HCHOBITAHUS TPH HEJOCTATOYHOCTH PE3YJIbTATOB
TeCTUpOBaHUsA. Bompockl ompoca HE JOJIKHBI BBIXOAWTH 32 PaMKH OOBSBICHHON IS
JAHHOT'O 3aHSATHS TEMBI.

[Ipy BBICTABICHNWN OLICHKHU IIPENOAABATENb YYHUTHIBACT IPABWIBHOCTH OTBETA IIO
COJIEPKAHUIO, €r0 MOCIEAOBATEIBHOCTh, CAMOCTOSATEIBHOCTh CYXIACHWM W BBIBOJOB,
YMEHHE CBSI3bIBaTh TEOPETUUECKUE TOJOKEHUS C MPAKTUKOW, B TOM YHUCIE U ¢ Oyayuien
po¢heCCUOHATILHON e TENIbHOCTbIO.

MeToauKka OLleHMBAHUS OTBETOB HA YCTHBIE BONMPOCHI (0MPOC)
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Banasl

OueHka

Ilokazamenu

Kpumepuu

16- 20

«OTIIUNYHO»

l. [Tonnora
OTBETOB,;

2. ApryMEHTHPOBaHHOCTb
JAaHHBIX OTBCTOB,

3. IlpaBWIBHOCTH OTBETOB Ha
BOIIPOCHI;

4. [Tonnmanue maTepuana

MaHHBIX

11-15

«XOopouio»

6-10

«YIOBJIETBO
PUTEIIBHO»

«HCYIOOBJICT
BOPHUTCIBbHO
»

1) IlomHO W apryMEHTHPOBAHHO OTBEYAET IO
COJICpKAHUIO 3aJaHUS;

2) OOnHapyxuBaeT TOHMMaHHE MaTepuaa,
MOXET  OOOCHOBAaTb  CBOM  CYXKACHUS,
MPUMEHUTh 3HAHUSA Ha TPAKTHUKE, MPHUBECTH
HEOOXO/JUMBIE TMpPHUMEPHl HE TOJBKO IO
y4eOHUKY, HO u CaMOCTOSITENTEHO
COCTaBJICHHBIE;

3) uznaraer MmaTepuan IOCIENOBaTeIbHO U
IIPaBUJILHO.

CrTyneHT naer OTBET, YIOBIETBOPSAIOMIUN TEM
ke TpeOOBaHUSAM, YTO U IS OICHKHU «5», HO
nomyckaeT 1-2 omuOKH, KOTOpBIE caM JKe
WCIIPaBJISIET.

CryneHt oOHapy>KUBaeT 3HaHUE "
MIOHWMaHHE OCHOBHBIX TOJOXEHUH TaHHOTO
3aJ]aHus, HO:

1) u3naraer marepuasl HEMOJIHO U JOITYCKAeT
HETOYHOCTH B OIPEIEIICHUN TOHATHH WU
(bopMyIHPOBKE MPABHIT;

2) He yMeeT JOCTaTOYHO TJIYyOOKO H
JI0Ka3aTeIbHO 00OCHOBATH CBOM CYXJICHUS U
MIPUBECTH CBOM ITPUMEPHI;

3) uznaraetr mMaTepual HEMoCIeI0BATEIbHO U
JOMYCKaeT ONIMOKH.

CryneHT 0OHapy’KMBaeT HE3HAHUE OTBETA HA
COOTBETCTBYIOILIlEE  3aJlaHHe,  JIOIMYyCKaeT
OmMUOKH B (POPMYITUPOBKE OIMPEACICHUA H
IIpaBUJI, HCKa)KalolIHe ux CMBICII,
Oecropsi/IOUHO M HEYBEPEHHO  H3JIaraeT
MaTepHuall; OTMEYAIOTCsl TaKMe HEeIOCTAaTKU B
MOJAFOTOBKE CTYZEHTa, KOTOpPbIE SBIISIOTCS
CEpbE3HBIM MPEMATCTBUEM K YCHEIIHOMY
OBJIAJICHUIO MOCJIEAYIOIIMM MaTEPUAIOM.

IIpakTHyeckoe 3agaHue (MUCbMeHHasi pad0Ta) BKIIOYEHO B TEKYILIHI KOHTPOJIb,
npeanosaraeT HMHAUBUAYAJIbHYIO WM TPYNNoBylo paboty. Ilucebmennas pabora

peArnoJiaraet
COOTBETCTBYIOIIEH COJEPHKAHUIO KOMIICTCHIINH.

100

3aKperieHue, 0o

CJIIOKHOCTH 3aJ1aHudg OT 5 10 15 MuH.

IIOBTOPEHUE  IPOMAEHHON  TEMBI,
BpeMs BBINONHEHUS] 3aBUCHUT OT

MeTozuma OIICHUBAHUSA MPAKTUYICCKUX 3az[aHm“4

bannw Ouenka Hokazamenu Kpumepuu
18-211. 1. Pemienue KomMyHuKaTMBHaAs 3ajada peuieHa  IOJHOCTBIO.
KOMMYHHKAaTUBHOU 3aaHre  TOJIHOCTHIO  BBIMIOJIHEHO:  COJEPIKaHHE
3a/1auu. OTpa)kae€T BCE aCMEKThl, YKa3aHHbICE B 3aJaHUH,
2.Conepxanue Y | BBICKa3bIBaHUE JIOTUYHO. Jlekcuueckue,
OpraHu3aiys TeKCTa. | rpaMMaTHyeckue u  opdorpaduyeckue  OmMUOKH
2. 3. JIekcuka. OTCYTCTBYIOT.
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11-17 | «Xopouio»
8-10 «Y 1OBIETB
OpPUTEITEHOY

0-7 «Heynoie
TBOPHUTETHH

o»

4. I'pammaTuka
5. Opdorpadus
Kayuurpadus

u

KoMMmyHuKaTuBHAS 3amava pelieHa,
HEMHOTOUYHNCJICHHBIE  SI3BIKOBBIC TIOTPEIIHOCTH  HE
MPEMSTCTBYIOT TOHUMAHHUIO.

3aanne BHIMOTHEHO: HEKOTOPHIE aCMEKThl, yKa3aHHBIC
B 3aJ]aHHMH, PACKPBITHI HE MOJHOCTHIO, BHICKA3bIBAHUE
B OCHOBHOM JIOTHYHO.

Ucnonb3yeMblil  caoBapHbId  3amac  COOTBETCTBYET
MOCTABJICHHOM 3aJaye, ydJauluics IoKa3ajl 3HaHHE
JIEKCUKH U YCIIEIIHO UCIOJIb30BAI €€.
I'pammaTudeckue  CTPYKTYpPBI — HCIONB3YIOTCS B
COOTBETCTBUM C MOCTaBICHHOMN 3a7auei, MPaKTUIECKU
OTCYTCTBYIOT OIIMOKH, COONIOACTCS TPABUIHHBIN
MOPSIIOK CJIOB.

Opdorpaduueckue OIMOKHU MPAKTUYECKU
OTCYTCTBYIOT, TEKCT HAlUcaH ¢ COOJIIOICHUEM MPaBUIT
Kajurpadum.

KomMmyHuKaTHBHas 3ajaya pelieHa, HO JIEKCHUKO-
rpaMMaTH9YeCKHe  IOTPEITHOCTH  TIPETSTCTBYIOT
MTOHUMAaHHIO.

3agaHue BBIIOIHEHO HE TIOJHOCTBIO: COAEp)KaHHe
OTpa)kaeT HE BCE AacleKThl, YKa3aHHbIE B 3aJ1aHUH,
BBICKa3bIBaHUE HE BCETA JIOTHYHO.

Hcnonb3yeMblil  CIOBapHBI  3amac  COOTBETCTBYET
MIOCTABJICHHON 3a/1a4e, OJHAKO CIYYalOTCS OTICIbHbIC
HETOYHOCTH B YNOTPEOJICHUH CIIOB, JIMOO CIOBAPHBIN
3amac OrpaHUYeH, HO HCIOIb30BaH MPAaBUIIBHO.
HNmeercs  psa rpaMMaTH4eCKUX  OIMOOK,  He
3aTPYAHSIONIUX TOHUMAaHHUE TEKCTA.

Umeercs  psan  opdorpaduyeckux — ommbOOK U
HE3HAYUTEIEHOE OTKJIOHEHHE oT paBUIT
KaJuiurpaguu, 4To He 3aTPYyAHSIOT TOHUMAHUE TEKCTa.

KomMyHuKkaTHBHasA 3a7ja4a HE penieHa

3ajaHue He BBIIIOJIHEHO: COACPKAHUE HE OTPAXKAET Te
aCIIeKThI, KOTOPBIE yKa3aHbl B 3a/JIaHUHU, OTCYTCTBYET
JIOTUKA B HOCTPOEHHUH BBICKA3bIBAHUSI.

KpaiiHe  orpaHu4eHHBId  CIIOBApHBIM  3amac  He
IO3BOJISIET BBINOJHUTH ITOCTABICHHYIO 3ajadyy WIA
oOydJaronuics HE CMOT TPaBUJIBLHO HCIIOJIB30BATh
CBOM JIGKCUYECKMU 3amac Uil BBIPAXKEHUS CBOMX
MBICTICH.

['paMMaTHYEeCKHE paBUjIa HE COOIIOIAIOTCS.

PosieBasi urpa HamnpamsieHa Ha yriIyOJeHHE TEOPETUUYECKUX 3HAHWH, MOJTYyUYCHHBIX

CTYJEHTAMHU B XOJI€ MPAKTUYECKUX 3aHATUN W U3YUYEHHS OCHOBHOM U JIONOJHUTEIHHOU
JUTEPATypbl MO AUCIMIUIMHE, PAa3BUBAET CIIOCOOHOCTH K CaMOCTOSITEIBHOMY OTOOpY,
aHanu3ly M cucremaruzanuu uHbopmaiuu; GOpMHUPYET KOMMYHHKATHBHBIE HABBIKH,
YMEHHE JIOTUYECKH BEPHO, APTYMEHTUPOBAHO U SICHO CTPOUTH YCTHYIO PE€Ub; CTUMYJIUPYET
TOTOBHOCTH K KOOTIEPAIIMH C KOJIJIETaMH, paboTe B KOJUICKTUBE.

1. TlonmroroBka K TpOBEIEHUIO WTPbl. Benmymmii 0oOBACHSIET CyTh METO/a, WUTPOBHIC
IpaBWia M 33/1a4¥ y4acTHUKOB. Ha naHHOM 3Tane m3naraercs CUEHApUuil U OpraHu3yeTcs
UIPOBOE IPOCTPAHCTBO.
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2. HenocpenCTBEHHOE IPOBENCHHE WUIPhbl. YUYACTHUKUM B WIPE BOIUIOLIAIOT CLEHAPHM,
IPOUCXOANT «IIPOKUBAHUE» YUYACTHUKAMU TMPOOJIEMHOM CHUTyalluh B €€ WIPOBOM
BOIUIOILIEHUH, T.€. B POJIEBOM Wrpe oOyuaeMble OBIIAJEBAIOT OINBITOM JACSITEIBHOCTH U
COOTBETCTBYIOIIUX €My IMEPEKMBAHUN, CXOJHBIX C TEM, YTO OHM MOJYy4YWIH Obl B
JNENCTBUTEIBHOCTH.

3. IlogBenenue wuroroB urpel. CyTh JAHHOIO 3Talna — OCMBICICHHE «IIEPEKUTOTOM.
Haunnate jxemaTenbHO ¢ BepOanu3aluy YYacTHUKAMHM WIPhl CBOMX NEPEKUBAHUUN
(omucaHusg CIIOBaMH CBOMX OIIYIIEHHWH, BO3HUKABIIMX [0 XOAYy HWIPbl) U OOMEHa
AMOIIMOHAJIBHBIM ONBITOM MEXIY YYaCTHUKAMU UTPHI.

MeToauKa OLCHUBAHUA YYACTHS B POJICBOM Urpe

bannwt Ouenka Hokazamenu Kpumepuu

9-10 «OTJIUYHO» 1. Ilomnora coxepxanus | Conepxanue BBICTYIUICHUS IIOJIHOE,
BBICTYIUJICHHS. UCIOJIB3YIOTCS KOHKPETHbIE (bakThI,
2. OcCO3HaHHOCTb  TEMbI | OCO3HAHHOCTh TEMBI WUIpPbl. BBIpasuTEIHLHOCTDH
UTPBI. pedn, yMEHHE  YBAXKWUTEIbHO  OTBEYATh
3. BeIpa3utensHOCTh peun. | coOeceHuKaM, cBOOOIHOE BIIAJICHUE
4. BnageHue MaTepuaioMm. MaTepHUaIOM

6-8 «XOpOILO» 3. PanuonansHocTs | Cosepixkanue BBICTYIIJICHUS IOJIHOE,
WCIIOJIb30BaHUS BPEMECHH. HCTIONB3YIOTCS a0CTpaKTHBIC (bakThI,

OCO3HaHHOCTb TE€MBI WUIpbl. BBIpa3UTEIbHOCTH
peun, cBOOOIHOE BiIa/IeHHUE MaTepHalloM

3-5 «YZIOBJIETBOP CopepxaHve  BBICTYIUIEHHUS HE  IOJHOE,
UTEIIbHO» UCTIOJb3YIOTCS abCTpaKTHBIE (baxThl,
OCO3HAaHHOCTbH TEMBI HI'PBI.

HeBBIpa3I/ITeJ'ILHOCTB peuu. HepaI_[I/IOHaJ'ILHOC
HCIIOJIB30BAHHUEC BPECMCHMU.

0-2 «HCYHNOBJICTB Henonnoe COJACPpIKaHUC BBICTYIIJICHUA,
OPHUTECIIBHO» HCOCO3HAHHOCTb TEMBI UT'PbI, HCPALIUMOHAIBHOC
HCIIOJIb30BAHHUEC BPCMCHHU

Pedepar — 510 Kpartkuii 0030p MaKCUMaJIbHOTO KOJHMYECTBA JOCTYIHBIX
nyOMuKalMii 1Mo 3aJlaHHOM TeMe, C JJEMEHTAaMU COMOCTABUTENILHOTO aHaju3a JaHHBIX
MaTepPHaAIOB U C TOCIEAYIONIMMHU BBhIBOJaMU. TpeOOBaHMS K COJEPKAHHUIO: MaTepHual,
UCIIOJIb30BAaHHBIM B pedepare, TOJDKEH OTHOCHTCS CTPOro K BHIODAaHHOW TeMe;
HEOOXOIMMO H3JI0KHUTh OCHOBHBIE ACIMEKTHhl MPOOJEMBI HE TOJIHKO T'PAaMOTHO, HO U B
COOTBETCTBHUH C TOW WJIM WHOM JIOTUKOU (XPOHOJOTUYECKON, TEMATUUECKON, COOBITHITHON
U JIp.); IIPU HU3JO0KEHUU CIEAYEeT CrPYNMIUPOBATh UJIEU PA3HBIX ABTOPOB MO OOIIHOCTHU
TOYEK 3PEHHS WIM MO HAy4YHBIM IIKOdaM; pedepar JOJDKEH 3aKaHUMBATHCS MOJIBEICHUEM
UTOTOB TPOBEJICHHOM HCCIIEIOBATEIbCKOM PaOOThI: COAEPKATh KpaTKUM aHaIU3-
000CHOBaHUE MPEUMYIIECTB TOM TOYKH 3pEHHUs IO paccMaTpUBAEMOMY BOIPOCY, C
KOTOpOM BrI conumapHsl.

3amauamu pedeparta SIBISIOTCA:
1. dopMUpOBaHUE YMEHHUM CaMOCTOSITENIbHOM paloThl OOydarommxcs ¢

HCTOYHHUKAMM JINTCPATYPhI, UX CUCTCMATHU3aAllUA,
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2. Pa3BuTHe HaBBIKOB JIOTUYECKOTO MBILLICHUS,
3. VYriy6sieHre TeopeTUuecKIX 3HaHUH 10 MpoOIeMe UCCIIeI0BAHMS.

MeToauka oueHMBAHUS BbINOJHEHUS pedpepaToB

bannvt| Ouenka Ilokazamenu Kpumepuu
4 «otmmaHoy (1. IlomHOTa  BBINIOTHEHUSBHIONHEHB Bce TPEOOBAHUS K HANMCAHHWIO M 3aIINUTE
pedepaTos; pedepara: obOo3HaueHa mpobiema M 0OOCHOBaHA €€
2. CBOEBpEMEHHOCTHAKTYAJIbHOCTh, CAEJNAH KPAaTKUM aHalIu3 pa3IudHbIX
BBITTOJIHEHMS, TOYEK 3pEHUs Ha paccMaTpuBaeMylo mpobiemy u
3. IlpaBUIBHOCTH OTBETOBJTIOTHYHO W3J105KEHA coOcTBeHHAs MO3UIHA,
Ha BOIIPOCHI; c(OpMyIMPOBAHBI BBIBO/IbI, TemMa PacKpbITa
U T.J. MOJIHOCTHIO, BBIJICPIKaH 00BEM, cOOJTI0IEHBI

Tpe6OBaHI/IH K BHCHIHCMY O(I)OpMJ'ICHI/IIO, JaHbI
[MPpaBUJIbHBIC OTBCTHI HA JOIMOJHUTCIBHBIC BOIIPOCHI.

3 «XOPpOILO»

OcHOBHBIE TpeOOBaHUS K pedepaTy U €ro 3aliuTe
BBITIOJIHEHBI, HO TMPHU 3TOM JOMYIIEHBbI HEAOYETHl. B
JACTHOCTH, MMEIOTCS HETOYHOCTH B  H3JI0XKECHUU
MaTepuana; OTCYTCTBYET JIOTHYECKast
[OCJIEI0BATEIbHOCTh B CYXJEHUSX; HE BbIIEpIKaH
00BbeM pedepara; UMEIOTCS YIYLIEHUS B 0OPMIICHUN;
Ha JIOMOJHUTEIbHBIE BOMPOCHI MpPU 3aIIUTE JaHbI
HCIIOJIHBIC OTBETHI.

2 «YIOBJIETBO
PHUTEILHO

MMmeroTcst cyIiecTBEHHbIE OTCTYIUIEHUS! OT TpeOOBaHUN
K pedepupoBaHuio. B dYacTHOCTH: Tema OCBeEIIEHA
JMIIb YaCTHYHO; JOMYIIEHB! (haKTHUECKUue OUIMOKU B
colepaHuW  pedepara WIM TpH  OTBETE HA
TOTIOJTHUTEIIbHBIE BOIIPOCHI.

1 «HEYJOBJIET
BOPUTEIBHO
»

Tema pedepara He packpeiTa, OOHapYKHBAETCH
CYIIECTBEHHOE HETOHUMAaHHUE MPOOIeMBbI

Case-study mpezacraBmsier co00il METOJ AaKTUBHOTO MPOOJIEMHO-CUTYaIIMOHHOTO
aHanwM3a, OCHOBAaHHBIM Ha OOYYEHHWH WYTEM pEIICHUS KOHKPETHBIX 3aad-CUTyallun

(BeImoOJIHEHUST Keilc-3amanuii). Keilic mp

€ACTaBISIET €000 MPOOJEMHYIO CHUTYAIHIO,

npeajaraéMyro CTyJIeHTaM B KaueCTBE 3aJau sl aHAJIM3a U MOKUCKa PEeLIEHUS.

OOBIYHO KEHC COJEPKUT CXEeMAaTHYECKOE CJIOBECHOE ONUCAHUE CHUTYallHH,
cTaTUcTUUecKue AaHHbIe. Kelic maeT BO3MOXKHOCTh MPUOIU3UTHCS K MPAaKTUKE, BCTaTh Ha
NO3UIMI0 YEJIOBEKa, peajbHO MpUHUMAIOLEro peuieHus. O3HaKOMJIEHHE CTYJIEHTOB C
TEKCTOM Kelca M MOCJIEIYIOMN aHallu3 Keiica MOKET OCYIIECTBISAThCA 3apaHee (3a
HECKOJBKO JHEH J0 ero oOCYXXIeHHUs) KaK CcaMOCTOATeNbHas paboTa CTYACHTOB.
OO6cyxaenne HEOONBIINX KEMCOB MOXET OBITh BKIIOUYEHO B Y4YeOHBIM IMpoliecc, U
CTYJEHTBI MOTYT 3HAKOMUTHCSI C HUMU HETIOCPEICTBEHHO Ha 3aHSTHUSX.

Amnanu3 keiica JOJIDKCH OCYIICCTBJIATHCA B onpeneneHHoﬁ IIoCJICA0BATCIIbHOCTH:
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1. Beirenenue npoOiemsl.
2. [Touck daxToB 1o 1aHHOM TpodIIEME.

3. PaccmoTpeHue anbTepHATUBHBIX PEIICHUM.

4. BeiOOp 000CHOBAaHHOTO PEIICHHUS.

MeToauka oilecHUBAaHHUA Kelc-3a1a4

Ouenka Hokazamenu

bannwt

Kpumepuu

[Tonnora
Kelc-3a1ad;
CBOEBPEMEHHOCTh
BBIINTOJIHCHU A,
[IpaBunbHOCTH
OTBETOB Ha BOIMPOCHI;
U T.J.

18-20 «OTJIMYHO» 1. peleHus

OcHoOBHBIE TpeOOBaHMSI K PEIICHHUIO Kelc-3a/1a4
BBIMOJIHEHB.  [IpogeMOHCTpUpOBaHBI  yYMEHHE
aHAIU3UPOBATh CUTYaLUIO u HaXOAUTh
ONTUMAJIbHOE  KOJMYECTBA PELICHUH, YMEHHE
pabotath ¢ umH(pOpManuel, B TOM YHCIIC yMEHHUE
3arpe0oBaTh  JIOMOJIHUTENBHYI0  HH(OpMAaIuIio,
HEOOXOJUMYIO ISl YTOUHEHUS! CUTYyalluu, HaBBIKU
YEeTKOTO M TOUHOTO HU3JIOKEHHUS COOCTBEHHOM TOUKH
3peHUss B YCTHOM U TNHChbMEHHOH (Qopme,
yOeaUTeNbHOTO OTCTauBAHMsI CBOCH TOUKU 3PECHUS;

11-17 «XOpOIIO»

OcHOBHBIE TpeOOBaHMSI K PEIICHHUIO KeWc-3a/1a4
BBITIOJIHCHBI, HO TIPHU 3TOM JOMYIICHBI HEAOYCTHI. B
YaCTHOCTH, HEJOCTAaTOYHO PACKPBITHI  HaBBIKY
KPUTHYCCKOI'0  OLCHUBAHHA  PA3JIMYHBIX TOYCK|
3peHus, OCYIIECTBIICHUE camoaHaju3a,
CaMOKOHTPOJII W CaMOOLICHKH, KpPEaTUBHOCTH,
HECTaHJIaPTHOCTH MpeJiaraeMbIX peleHui

8-10 |«yIOBIETBOPUT

CJIBHO))

HNmerotcs CYHICCTBCHHBIC OTCTYIIJICHUSA 0T
pelieHusi Keic-3amad. B 4acTHOCTH OTCYTCTBYIOT
HaBBbIKU YMCHUA MOZACIIMPOBATH pemicHud B
COOTBETCTBUM  C  3aJaHHeM,  HpPEICTaBISThH
pa3iuuHbIe MOAXOIbI K pa3paboTKe IUIAHOB
JICUCTBUN, OPUECHTHUPOBAHHBIX HA  KOHEYHBIM
pe3yJibTaT

0-7  |«HEYIOBIETBOP

HUTCIBHO»

3amaya Keiica HE packpbiTa, OOHApPYXHUBaeTCS
CYyIIECTBEHHOE HETIOHUMAaHHE MPOOJIeMbI

Juckyccusi (1e0aTbl, KPYIJbIidi CTOJ) — 3TO IEJCHANpPABICHHOE OOCYXKICHHE

KOHKPCTHOI'O BOIIPpOCA, COIIPOBOKAAOIICCCA,

00MeHOM MHCHHAMH, UACAMU MCKIAY ABYMA

u Oonee nunamu. s mpoBeneHUs TUCKYCCUM HEOOXOAMMO: BBIOpaTh TEMY TUCKYCCUU;
BBIICNIUTh TMPOOJIEMATHKY; OO0O03HAYUTh OCHOBHBIE CIIOPHBIE BOMPOCHI; PACCMOTPETH
UCTOPUYECKUE U COBPEMEHHBIC MOJXOJBI MO0 BHIOPAHHOW TEME; MO00paTh JIUTEPATYPY;
BBINKCATh TE€3UCHI, MPOAHATU3UPOBATh MATEPUAIl U OIPEICIUTh CBOKO TOUYKY 3PCHMS 110

JAHHOM MpoOJIeMaTHKeE.

MeToauka oneHUBaHUA ydyacTuda B ITMCKYCCHMH, )IeﬁaTax, KpYIJoM CToJi¢e
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bannwu

Ouenka

Ilokazamenu

Kpumepuu

9-10

«OTIHYHO»

6-8

«Xopo1o»

4-5

«YIIOBJIETB
OPUTEILHO

1. Pemienue
KOMMYHHMKaTUBHOU
3aJ1auH.

2. JlornuHoCTH
BBICKa3bIBaHUSI.

3. YMeHnue 3a7aBaTh
BOITIPOCHI.

4. ConepxaHnue.

5. Jlekcuueckoe
odopmIleHHE peyH.
6. I'pammaTnaeckoe
odopmIleHHE peun.
7. IlpousHonieHue.

KoMMmyHHKaTHMBHAs 3adada IOJHOCTBIO BBINOJHEHA:
1eJTb OOIIEHUS YCIEIIHO TOCTUTHYTa, TeMa PAcKphITa B
3aJJaHHOM O0beMe. YYacTHHUK JAEMOHCTPUPYET yMEHHE
pPa3BEpHYTO, JIOTMYHO W TOYHO BBICKA3bIBAThCA HA
3a/IaHHYIO TEMY. YYaCTHUK BBICKa3bIBAET UHTEPECHBIE U
OpPUTHHAIILHBIE MBICIH, OTHOCSIIUECS K 00CYyXIaeMoii
Teme. ['paMOTHO cTaBUT TpoOOJIEMy, aHAJIU3UPYET,
cpaBHHMBaeT U 0000IIAeT NaHHBIC, MPEICTABICHHLIC B
3aJlaHiM, aApPTYMEHTHUPYET CBOIO TOUKY 3pECHHS, JC/IaeT
BBIBOJIBI.

YyacTHUK CMOCOOCH JIOTMYHO ¥ CBSI3HO 3aJ]1aBaTh
MHTEPECHBIE BOIIPOCHI 110 TeME. YUACTHUK MPABUIIBHO U
OpPUTHHAJILHO OTBEYAET Ha BCE BOIPOCHI COOECETHUKA.

B peunm ywacTHMKa HET IJIEKCHUYECKHUX OIIUOOK;
CJIOBapHBIM 3amac y4acTHHKa Oorart, pasHooOpazeH U
aJIeKBaTeH MOCTaBIICHHOM 3a1aye.

B peun yvyacTHHKa HET rpaMMaTHYECKUX OIIMOOK; peUb
y4acTHUKA Oorara pasHOOOpa3HBIMHU IPaMMaTHYECKUMU
KOHCTPYKITUSIMH.

B peun yyactHuka HeT oHETHYECKHX OMUOOK. bermprii
TEMIT PEUH.

KoMMyHHKaTHBHAs 3a/1aya BBITIOJHEHA HE TMOJIHOCTHIO:
1elb OOILIEHUSI B OCHOBHOM JOCTHUTHYTa, OJIHAKO Tema
packpbiTa HE B TOJTHOM oOBbeme. BrineneHa mpobiiema,
€CTh BBIBOJI.

B 1menoMm yd4acTHHK cmOCOOEH JIOTHYHO H  CBSI3HO
3a/1aBaTh BOIPOCHI M JaBaTh MPaBUJIBHBIE OTBETHL. Bce
BOTIPOCHI 33]IaHBI.

B peunm yuacTHMKa HET JEKCHYECKHX OIIUOOK;
CIIOBapHBI 3amac y4YacTHHKa Oorar, pa3HOOOpazeH u
aJIeKBaTEeH MOCTaBJICHHOM 3aj1aye.

B peun yyacTHHKa HET rpaMMAaTUYECKUX OIIUOOK; pedb
y4acTHHKaA Oorata pasHOOOpa3HBIMH IPaMMaTHYECKUMU
KOHCTPYKILHUSMHU.

B peun yyacTHuKa HeT POHETHUECKUX OMUOOK. berbrii
TEMII peyH.

KomMmyHMKaTHBHAs 3ajja4ya BBIIIOJHEHA YaCTUYHO: LENb
OOIIEHHUS TOCTUTHYTA HE MOJHOCTBIO, TEMa PacKpbITa B
OTpaHUYEHHOM O0BeMe: MpobsIeMa He TIOCTABJICHA.
VYyacTHUK criocoOeH 3a7aBaTh BOIPOCHI U OTBEYATh Ha
BONIPOCHl  cOOECEIHMKA, OJHAKO 33aJaeT BOIPOCHI,
OTBETHl Ha KOTOpBIE MPO3BYYAId B pedyH coOeceTHUKa
aubo mpu mnojajepkaHuu Oecelbl JaeT HE BIIOJHE
COOTBETCTBYIOIIME COACPIKAHUIO U JIOTMKE OTBETHI. Miu
JIOITYCKaeT OTJENbHbIE (PaKTUUECKHE OIMIMOKH. 0

B peun ydyacTHMKa TPUCYTCTBYIOT JIEKCHUECKUE
ommOku (6onbme 3x). CroBapHOTO 3amaca HE XBaTaeT
JUIs OOIIEHUS! B COOTBETCTBHUHU C 3a/IaHUEM.

B peunm ydwacTHMKA TPHUCYTCTBYIOT TpPaMMaTHYCCKHE
omunOku (Oonble 3x).

B peunm ydwacTHHKA NPHUCYTCTBYIOT (OHEMATHUYECKHE
ommOku (OosbIe 3X).
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«Heynosne
TBOPUTCIIBH
o»

KommyHuKaTHBHas 3agadya He BBINOJHEHA: IIeJb
oOumieHusT  He  JOCTUTHYTa,  COJAEpKaHHE  He
COOTBETCTBYET KOMMYHUKATHBHOM 3ajaye. 3aMETHO

OTKJIOHEHHE OT TEMBI.
VYyacTHHK 3a7aeT Majao BonpocoB. He MOXeT OTBETUTH
Ha BCE BOIMPOCHI COOECETHUKA.

Wnu: Y4acTHUK He CIOCOOEH CaMOCTOATENNBHO 33/1aBaTh
BOIPOCHI M OTBEYATh Ha BOIPOCHI MapTHEPa aJeKBATHO.
B 3HaunTenbHOM CTENEHM 3aBUCUT OT IOMOIIM CO
CTOpPOHBI COOECEeTHUKA.

B peunm yuacTHHKa NPUCYTCTBYIOT MHOTOYHCIIEHHBIE
nekcuyeckue omubku (Oosbuie 3X), B TOM 4HCIE
3arpyJHsAomue noHumanue. CIIOBapHOro 3amaca He
XBaTaeT JyIsl OOILEHUSI B COOTBETCTBUH C 3a/IaHUEM.

B peunm yuacTHHKAa NPUCYTCTBYIOT MHOTOYHCIIEHHBIE
rpamMMarudeckue omubku (Oospuie 3X), B TOM 4HCIE
3aTpyIHAIOLIUE IOHUMAHUE.
[lonumanue peud ydacTHHUKA
OOJIBIIIOTO  KOJIMYECTBA
MEIJICHHBIA TEMIT PEYH.

3aTpyJIHEHO W3-3a
(dboHEeMaTUYECKUX  OMIMOOK,

[Ipouienypa 3amuThH Mpe3eHTANMHU TIPECTABISAET COO0:
1. Coueranue yCTHOro JIEKIIMOHHOTO MaTepuaia ¢ IeMOHCTpaIue ciaaioB
2. OTBeTHI 00yYaIOIIErocs Ha BOIPOCHI MTPETIO1aBaATEIIs.

MeTOI[I/IKa OIcHUBaHUA npeseHTaunifl
Bannw Ouenka Ilokazamenu Kpumepuu
4 «otimuHoy» |1. IlomHoTa BrimonHeHsl Bce TpeOOBaHUS K COCTABJICHHUIO TMPE3CHTAIIUMN:
BBITIOJIHCHUS TU3aiiH  clIalifoB, JIOTMKA W3JIOKEHUS MaTepuaia, TEeKCT
MIPE3CHTALINI; XOpOIIO HamucaH, U cOpMHUPOBAHHBIE MU SCHO M3JI0KEHBI
2. CBOEBPEMEHHOCT| U CTPYKTYPHUPOBAHBI
3 «XOPOLIOY» b BEINOJHEHHs; | OCHOBHBIE TPEOOBAHUS K NPE3CHTALUAM BBIMOJIHEHBI, HO MPH
3. IlpaBunbHOCTH 3TOM JOMNYILIEHbl HEAOYEThl. B  4YacTHOCTH, HMEITCS
OTBETOB Ha) HCTOYHOCTH B M3JI0KEHUM  MaTepuana; OTCYTCTBYET
BOIPOCHI; JIOTUYECKas TOCIEIOBATEILHOCTD B CYXK/ICHUSX; HE BBIIEPKAH
4. CTpyKTypHpOBaH| 00bEM MPE3CHTAIMH
2 | «yZIOBJIETBOP HOCTb. HNMeroTcst cyliecTBEHHbIE OTCTYIUIGHHS OT TpPEOOBaHUH K
UTEIHHOY npeseHTanusiM. B yacTHOCTM: Tema OCBelleHa JIUIb
YaCTUYHO; JOMyIIeHbl (haKTUYECKUE OLIMOKU B COJEp>KaHUY
MPE3EHTALNM W TTPU OTBETE HA JOTIOJHUTEIBHBIE BOIPOCHI.
0-1 |«HEYynOBIETBO Tema mpe3eHTaMM  HE  PAacKpbITa, OOHAPYKUBAETCH
PHUTEITBHOY CYILIECTBEHHOE HETIOHMMAaHUE MPOOIEMBI
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ITopsinox mpoBeaeHUsI OEHUBAHUS C(POPMHUPOBAHHBIX KOMIIETEHIUN NIPH
NPOBEACHUH 3a4eTa

3adyer — sBIsSETCA 3aBEpIIAIONIMM 3BEHOM B H3yuYeHHH Kypca «HOCTpaHHBIH
sa3bIk». Llenbro 3ayeTa sBisSETCA, NPEXKIE BCETO, OLIEHUBAHUE TOCTUTHYTOTO CTYJEHTAMHU
YPOBHSI OCBOCHHOCTH KOMIIETCHIIMM, a TaKXe KOHTPOJIb OCBOCHHUSI OOyYarolIMMUCS
y4eOHOro Marepuaia no AMCUMIUIMHE. Pe3ynbrar 3aueTa B OrpOMHOM CTENEHU 3aBUCUT OT
TOT0, HACKOJIBKO MPaBUJIBHO CTYAECHT OPraHMW30Ball CBOIO CaMOCTOATENbHYIO PaboTy B

TCUYCHUC CEMECTPA, HACKOJBKO CEPHE3HO OH 3aHUMAJICA HA IMPAKTUYICCKOM 3aHATHH.

3adyeT mpoBOAUTCS B YCTHOM (opMe Ha MOCIEIHEM MPAKTUYECKOM 3aHSITHUU 10
JTUCHUIUIMHE. 3a4eT MOXKET MPOXOJIUTh B (OpMe TecTa, JEJOBON WIPHI, OTBETOB IO
OwieraMm auOO 3amUTHl MpoekTa. Ha moarotoBky orBera cTyaeHTy otBojautcs 15-20
MHUHYT. 3a OTBET Ha BOIPOCHI CTYJEHT MOKET MOJYYUTh MakcuMaibHO 20 OaioB.
CTyIeHTbl, KOTOpPBbIE PETYJISIPHO MOCEHIAIOT 3aHATHUS U UMEIOT XOPOIIYI0 YCIIEBAEMOCTD,
MOTYT MOJYYUTh 3a4€T «aBTOMATOM» Ha IMOCJIEIHEM 3aHsATHUU. B OamibHO-pEeHTHHTOBOU

cucTeMe “aBToMaT’ MOKHO TIOJyYHTh 3a CUET HAOpaHHBIX OaJIOB.

MeTOoAMKA oneHNBaHNe 0TBETA HA 3a4éTe

bunapnasn
bannu wKana Ilokazamenu Kpumepuu
10- «3aureno» | 1. IlomHora JIekcHKo-rpaMMaTUYecKOe  3aJIaHWE  BBINOJHEHO
20 BBIIIOJIHCHUS BEPHO. aH ITOJIHBIN B JIOTHYSCKOM
3aJIAHWIM; IIOCIE0BATEIbHOCTH _ PAa3BEPHYTBHIA  OTBET _HA
2.  CBOCBpPEMEHH | IOCTABJICHHBIH BOMPOC, TAE MPOJIEMOHCTPUPOBAI
OCTb BBIMIOJHEHHUS; | 3HAHWA MpEIMeTa B TMOJHOM o0ObeMe y4YeOHOU
3. IIpaBHIBHOCT | HIPOTPaMMBI, JIOCTATOYHO TIYOOKO OCMBICTMBAET
b OTBETOB  HA | AMCIUINIAHY, CAMOCTOSTEIBLHO, M HCYCPIBLIBAOIIE
BOIIPOCHI; OTBEYACT HA JIOMOJHHUTEIbHBIE BOMPOCHI, TPUBOJINT
4. Pemenue COOCTBEHHBIC _ MPHWMEPBI [0 TPoOIeMaTHKE
KOMMYHHUKATHBHOW | HOCTABJICHHOT'O BOIPOCA,.
3a[24H;
5. I'pamMmMarudec | JIaH OTBET, CBUJICTEIBCTBYIOIIUN B OCHOBHOM O
KO€ W JICKCHUYECKOE | 3HAHWM  MPOLIECCOB  M3YVYACMOM ACIUIUINHEL
obopmiieHne OTIMYAIONMIMNCA  HEAOCTATOYHOW  TIyOMHOW U
3aJIaHUHN W T.JI. IOJIHOTOW PACKPBLITHS TEMBbI, 3HAHHEM OCHOBHBIX
BOIIPOCOB _ TE€OpHH, ¢J1abo  chOPMHUPOBAHHBIMU
HaBBIKAMH aHaIm3a SIBIICHHH, IIPOLIECCOB,
HEI0CTATOYHBIM MEHUEM aBaTh
apryMEHTHUPOBAHHBIE  OTBETHL WM [PUBOIWTH
IIPUMEPBI, HEJIOCTATOYHO CBOOOJIHBIM _BJIQJICHUEM
MOHOJIOTHYECKON  PEYblo, JIOTUYHOCThIO u
IIOCJIEIOBATENHHOCTRIO OTBETA. Jonyckaercs
HECKOIBKO OINMOOK B COJNEPKAHWM OTBETA U
pElIEHNH TPAKTUYECKUX 3aIaHUH.
0-9 «HE3aYTECHO OtBer Ha BOHpOC He JiaH. PellleHWe JIEKCHKO-
» rPAMMaTUYCCKUX  3aJIaHWW ___ HE __ BBINOJHEHO.
KomMyHrKaTHBHas 3aa4a HE PEIICHA.
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IHopsinok nmpoBeaeHHsI OLEHUBAHUSA C(POPMHUPOBAHHBIX KOMIIETCHIIUI HA
IK3aMeHe

B 3K3aMeHaHHOHHLIﬁ OMJIET BKJIIOYCHO JABa IIPAKTUYICCKUX 3adaHUsA W YCTHasd

TeMa,

COOTBCTCTBYIOIIINC

COJICPKAHUIO

dbopMHpYyEMBIX  KOMIMETCHIMH. JK3aMeH

IPOBOAUTCA B YCTHOM ¢opMe. 3a OTBET Ha YCTHYIO TE€MY CTYACHT MOKET MOJIy4YUTh

MakcumanabHo 10

0aJuIoB, 3a

BBIITOJIHCHUEC

JICKCUKO-TPaMMAaTHYCCKOT O

ynpaxkHenus 10 OamioB, 3a mepeBoj TekcTa 10 OamaoB. Mim mo uroram BbICTaBiseTcs
muddepeHInpoBaHHas OI[EHKA C YIE€TOM Kbl OI[EHHBAHUS

MeTomea OLICHUBaAHHUA 0TBETA HA IK3aMCHE

bamabl| Ounenka IMoka3zarenu Kpurepun

24-30 | «ornumyao» (1. IlomHora BhlmoaHeHus CTyAeHT TiyOOKO U MPOYHO YCBOWI MPOTrPAMMHBIN
3a/IaHNN; Marepuana, MCUEpIbIBAOIIE, IOCJIEI0BATEIBHO,
2.CBOEBPEMEHHOCTD YEeTKO U JIOTUYECKU CTPOMHO €ro M3J1araer, yMeeT
BBIITOJIHCHHSI; TECHO YBSI3bIBaTh TEOPHUIO C MPAKTUKOWU, CBOOOIHO
3.11paBUIbHOCTL OTBETOB HA| CIIPABIISIETCA C 3aJadaMM, BONPOCAMH U JPYTMMH
BOITPOCHL; BUJIaMH  TPUMEHEHHsI  3HAHUW, @pPUYEM  HE
4.Pemienue 3aTpyIHSAETCS C OTBETOM IpU BHUJOU3MEHEHHUH
KOMMYHHMKATUBHOW  3aJ1a4yW| 3alaHAN, HCIOJB3YyeT B  OTBETE  Marepuall
OpPH___ PACKPBITUU __YCTHOW| pa3TUYHOMN JIUTEPATYPhl, IPABHILHO OOOCHOBBIBAET)
TEMBI; IIPUHATOE HECTAHJAPTHOE PEIICHHE, BIAJCET)
S.I'pammaTuyeckoe Y| pa3HOCTOPOHHUMM  HaBblKaMM M IpUEMaMu
jgekcndeckoe  0(OpMIIEHHE BBITOTHEHHS MIPaKTUYECKUX 3a1a4y 1o
3aJIaHH; (hOopMUPOBAHUIO obmienpodeccuoHanbHbIX]
6.11paBUIBLHOCTD W/WIIHA| KOMIIETEHIIUH.

17-23 | «xopomio» [apryMEHTUPOBAHHOCTD OH TBEpAO 3HACT Marepuana, I'PaMOTHO H IO
M3II0KEHUS; CyLIECTBY  M3JlaraeT  ero, He  JOIycKas
7.CaMOCTOSITENLHOCTD CYLIECTBEHHBIX HETOYHOCTEW B OTBETE HA BOIPOC,
OTBETA; MPABWJIBHO MPUMEHSET TEOPETUUECKUE MOJ0KEHUS
8.BrinonHeHue KEWC-| IPU pEIICHUH TMPaKTHUYECKUX BOMPOCOB M 3ajad,
3a/1aHUS U T.J. BJIa/ieeT HEOOXOJUMBbIMU HAaBbIKAMU U TpHUEMaMU

UX BBIOJIHEHUSA, A TAaKXE HMEET JOCTaTOYHO
MIOJIHOE IPEACTABJICHUE O 3HAYMMOCTH 3HAHUM IO
JUCIUILIMHE.
10-16 | «ynoBieTB OH uMeeT 3HaHUs TOJIKO OCHOBHOTO MaTepuana,
OpUTEIILHO HO HE YCBOWJI €r0 AeTajel, T0MyCKaeT HETOUHOCTH,

»

HEJOCTAaTOYHO  MpaBWiIbHBIE  (DOPMYIHPOBKH,
HapyILICHUs JIOTHYECKON IMOCJIeI0BATEIbHOCTH B
U3TI0KEHU U MIPOrPaMMHOTO MaTepuaa,
UCTIBITBIBAET  CJIOKHOCTH  TPH  BBINOJHEHUU
MPAKTUYECKUX pabdoT M 3aTpylnHSETCS CBS3aTh
TEOPHIO BOIIPOCA C MPAKTUKOM.
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0-9

«HEYIIOBJIE
TBOPUTEIIb
HO»

HE 3HAeT 3HAYUTEIBHOM YacTU MIPOTrPaMMHOTO
Marepuaia, HEYBEPEHHO OTBEYAET, JOIMYCKaeT
Cepbe3HbIC OIIMOKH, HE WMEET MPEACTAaBICHUN IO
METOJMKE BBHITIOJHEHUS TPAKTHUYECKOW pabOTHI.
Kak mnpaBuio, OLEHKa «HEYIOBJIETBOPUTEIHHO
CTaBUTCSI OOYYarONIMMCSI, KOTOPBIE HE MOTYT]
MPOJOKUTE O0ydeHHe ©0e3 JIOMOJHUTEIbHBIX
3aHATHH 110 JAaHHOM TUCIIUIIINHE.
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