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CocraButesib - CanpikoBa Canpma 3amMMXaHOBHA, KaHAWAAT (PUIIOJIOTHYECKUX
HayK, JIOLEHT Kadeapbl aHMVIMMCKOTO W  PYCCKOro s3bIKOB JlarectaHCKOro
roCy/1IapCTBEHHOTO YHUBEPCUTETA HAPOHOTO XO3SMCTBA.

Buyrpennuii  peumenseHT - MailitueBa Paucar < AnmeBHa, KaHIMAAT
(GUITOIOTHYECKUX  HAyK, JOIEHT Kadeapbl aHIIIMHCKOTO M PYCCKOTO  SI3BIKOB
JlarecTaHCKOro rocyJapCTBEHHOTO YHUBEPCUTETA HAPOHOTO XO34iCTBA.

BHemnnii penenseHt - Myrtanu6oB Arabexk IlupunOekoBuu, KaHAWIAT
MEeJarornuyeckux Hayk, JOUEHT KadeIpbl TEOPUM U METOAUMKH OOy4YEHUST MHOCTPAHHBIM
s3bIKaM JlarecTaHCKOro rocy/1apCTBEHHOTO MEJarornueckoro yHuBEpCUTeTa.

IIpencraBurennr padoroaarens — Hyposa Caburar 3aiiupberoBHa, reHepaibHbII
nupektop OO0 «Putenby.

Oyenounvie mamepuanvl Oucyuniuusvl «MHocmpauHvlll A3bIKY paspabomanvl 6
coomeemcmeuu ¢ mpedosaHuaMU HedepanbHo20 20CY0apcmeeHH020 00pa308amMeNbHO20
cmanoapma evicuie20 00pazosarusi no Hanpasienuro noocomoexu 38.03.06 Topeosoe
oeno, ymeepxcoenHo2o npuxkazom MuHucmepcmea Hayku u 6vicuieco 00pa308aHus
Poccuiickoti @edepayuu om 12 aseycma 2020 2. N 963, 6 coomeemcmeuu ¢ npuxazom
Munucmepcmesa obpazosanus u nayku Poccutickoii @edepayuu om 06 anpens 2021e. Ne
245 «06 ymeepocoenuu llopsoka opeanuszayuu u ocyujecmeieHus 00pazo8amenbHol
0esimenrbHOCmU  no  00pA308aAMENbHLIM — NPOCPAMMAM — 8bICUIE20  00pPA308aAHUSL  —
npocpammam bakanagpuama, npocpammam cneyuanumema, npozpammam
Maz2ucmpamypbiy.

OrneHOYHBIE MaTepuaabl JUCHUILINHBI «VHOCTpaHHBIM S3BIK» pa3MEIICHBI Ha
oduiranbHOM caiite www.dgunh.ru

CappixoBa C.3. OnieHOYHbIE MaTEepUaJIbl 110 JUCHUIIIMHE « IHOCTpaHHBIN S3BIK» JJIs
HarnpasieHuss noaroroBku 38.03.06 Toprosoe neno, npoduins «MHTEpHET-MapKETUHT B
TOProBo# aearenbHOCTH». — Maxaukana: JII'YHX, 2026 r., 76c.

PexoMeH10BaHbl K YTBEpxkACHUIO YueOHO-meToanueckum coBetoM JII'YHX 10
mapra 2026 1.

PekoMeH10BaHbl K YTBEPKJEHUIO PYKOBOJIUTEIEM OCHOBHOW Mpo(dhecCHOHATbHOM
o0pa3oBaTeIbHON MpOrpaMMbl BBICHIETO O0Opa3oBaHUs — MpPOrpamMMbl OakajgaBpuaTa I0
HanpasieHuto noaroroBku 38.03.06 Toprosoe aeno, npopuinb «MHTEpHET-MAPKETUHT B
TOPrOBOM JEATEIBLHOCTU, K.3.H., I0IIEHTOM, ATacBoil A.Y.

OnoOpensl Ha 3acenanuu Kadeapbl aHTJIMICKOTO M PYCCKOTO S3BIKOB 24 (eBpaiis
2026 1., mpotokois Ne 6.


http://www.dgunh.ru/
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Ha3znauyenue OLICHOYHbLIX MaT€pHuajioB

OrneHOYHBIE MaTepHalbl pa3padaThIBAIOTCS JIJIs TEKYIIEr0 KOHTPOJS YCIIEBA€MOCTU
(oLleHMBaHHUS XO/Ja OCBOCHHS JUCUUIUIMHBI), JJs TPOBEICHUS IPOMEKYTOUYHOM
aTTecTaluy (OIEHUBAHUS MMPOMEXKYTOUHBIX U OKOHYATENIbHBIX PE3yJIbTaTOB O0YUYEHHUS IO
JTUCIUIUIMHE) oOydJaronmmxcst 1o jaucuuiinHe «MHocTpaHHBIA — S3bIK» B IEJIAX
OTIPEJICICHHUS] COOTBETCTBUS WX YUEOHBIX JOCTID)KCHHM TIOJTalHBIM TpPeOOBAHUIM
oOpa3oBaTeIpHOM MporpamMmsbl Beiciiero oopasoanus 38.03.06 Toprosoe neno, mpoduib
«/IHTepHET-MapKETHUHT B TOPTOBOM JESATEIBHOCTI.

OreHoYHBIE MaTepuaibl MO AUCIUIUINHE «VITHOCTpaHHBIN SI3BIK» BKIIFOYAET B CEOs
nepeyeHb KOMIIETCHIIMN C yKa3aHUEM BUJIOB OLICHOUHBIX CPEJCTB B MPOLIECCE OCBOEHUS
JUCUUIUIMHBIL, OMUCAHMUE TIOKa3aTejled M KPUTEPUEB OIICHUBAHUS KOMIICTCHIIMN Ha
pa3IUUHBIX dTamax uX (QOpMHUPOBAaHUS, ONHUCAHUE IIIKaJd OLECHUBAHUS; THUIIOBBIC
KOHTPOJIbHBIC 3aJIaHKs WM WHBIE MaTepUalibl, HEOOXOIUMBIE ISl OIEHKHU TJIAaHUPYEMBIX
pe3yJIbTaToB OOy4YeHHUs MO JUCHUIUIMHE, METOAWYECKHE MaTepuasbl, OMPEACIIIoNIue
IpoLEaypbl OIECHUBAHUS 3HAHWUW, YMEHUW, HABBIKOB, XapaKTEPU3YIOMIMX 3Tallbl
dbopMHUpOBaHUS KOMITETSHIIH.

OneHounble MaTepualibl CPOPMUPOBAHBI HAa OCHOBE KIIIOUEBBIX MPUHIIUIIOB
OLICHUBAHMUSL:

- BAIMJIHOCTU: OOBEKTHI OICHKU JOJIKHBI COOTBETCTBOBATH MOCTABICHHBIM IIEIISIM
oOy4eHUS;

- HAJEXKHOCTHU: HCIOJIb30BaHHE €AUHOOOPA3HBIX CTAHAAPTOB M KPUTEPUEB IS
OLICHMBAHUS IOCTHKCHU;

- OOBEKTUBHOCTU: pa3Hble 00YyYalONIUECs JOJDKHBI UMETh PaBHBIE BO3MOXHOCTH
JUISL JOCTHDKEHUS yCIexa.

OCHOBHBIMM MIapaMeTpaMU U CBOMCTBAMHU OLIEHOYHBIX MAaTEPHUAJIOB SIBJISIOTCS:

- IpeIMETHAsl HAINPaBJIEHHOCTH (COOTBETCTBHE MPEIMETY H3YUEHUs] KOHKPETHOMU
JTUCLUTUIMHBI);

-colepkaHue (CocTaB M B3aMMOCBS3b CTPYKTYPHBIX €IMHHUIL, OOpa3yroIINX
CoJIep KaHNe TEOPETUUECKON U MPAKTUYECKON COCTABIISIFONTUX TUCIUTIIINHBI);

- 00beM (KOJTUYECTBEHHBIN COCTaB OIEHOYHBIX MaTEPUAJIOB);

-Ka4eCcTBO OIICHOYHBIX MATE€pUaJOB B IIEJIOM, OOECIEUYHMBAIONIEE TIOTYUYCHUE
OOBEKTUBHBIX U JOCTOBEPHBIX PE3YJIHTATOB MPHU MPOBEACHUH KOHTPOJS C Pa3IMIHBIMU
LETISIMH.



PA3JIEJI I. IlepeyeHb KOMIIETEHUMH € YKA3aHHEM BH/I0B OLICHOYHBIX CPEJACTB B
npouecce 0CBOCHUS AMCUHUIIIMHBI

1.1.

Ilepeuens ¢popMupyeMbIX KOMIIETEHIIM I

Koo Haumenosanue komnemenyuu
Komnemenuyuu
YK YHuBepcaJbHble KOMIIETEHIIMHU
YK-4 Crioco6eH oCyIIeCTBIAThH JIEJIOBYI0 KOMMYHHUKAIIUIO B YCTHON U
MUCHEMEHHOM (hopMax Ha TOCYAapCTBEHHOM s3bIke Poccuiickoit
denepanuy 1 MHOCTPAHHOM(BIX) si3bIKe(ax).
1.2. IlepeyeHb KOMIETEHIHI ¢ YKa3aHHEM BHI0B OLIEHOYHBIX CPE/ICTB
Dopmupye Koo u | IInanupyemesie| Ypoenu Kpumepuu oyenueanusn Buowt
Mble HAUMEHO6 | pe3ynbmamsl |0C80EHU | CHOPMUPOBAHHOCMU KOMREMEHUUI | OUeHOUYH
Komnemeny anue o0yuenus no A bIX
uu UHOUKAmMO | Oucyuniune, |KOMnem cpeocme
pa xapakmepu3sy | eHuyuil
docmuice | ujue IMansvl
HUus dopmuposanu
Komnemen A
uuu KomnemeHuuil
YK-4. NYK-4.1. |3nartb: IToporo — OOyuaromuiics  cnabo  3Haer|BbJaok A
Crnocoben  |Hcnomnb3ye |—  OCHOBHBIE | BbIi CTaHzapTHble  (OpMBI  YCTHOM M |-3a1aHus
OCYIIECTBISA |T ¢dboHeTHYECKUE, | YPOBEHD | TUCHMEHHOM KOMMYHHKAIHH Ha|penpoay
Th JEJIOBYIO | pa3JIMYHbIC | IEKCUUECKUE U MHOCTPAHHOM $I3bIKE; KTUBHOT
KOMMYHHKA |(opMmsl, rpaMMaTH4eCcK — 00ydJaromuiics HE TOJIHO YCBOWJI|O YPOBHS
U0 B|BUJIBI ue SBJICHUS paznuuus MEXIy CTaHJapTaMH |-
YCTHOM M |YCTHOM U |HMHOCTPAHHOI'O dhopmanbHOU u HedopMaIbHOU | TUCBMEH
MUCHMEHHOM | TUCHBMEHH | SI3BIKA, KOMMYHMKAIIUM Ha MHOCTPAHHOM SI3BbIKE | Hast
dbopmax Ha|oif MO3BOJIAIOIINE B YCTHOM M MUCbMEHHOM (hopmax. pabota
rocyJapCcTBe | KOMMYHHMK | MCIIOJIB30BaTh |ba3oBbl — OGyuarouuiics B LEJIOM | —
HHOM $I3BIKE |allMU  Ha|ero KaK | i YCIIEIIHO, HO C HEOOJIBIIUMU | TECTOBBI
Poccuiickoii |pycckoM H|cCpeacTBo YPOBEHbB [3aTPY/IHEHUSIMU ~ 3HA€T  CTaHAApPTHbBIE|€
®denepani | MHOCTPAHH | KOMMYHHUKAIU ¢bopMBl  YCTHOM M NHHUCbMEHHOM |3aJaHusd;
u oM(bIX) " B KOMMYHHKAIlMM Ha WHOCTPAHHOM SI3BIKE, | —
WHOCTPaHHO |s3bIKe(aX), |MpodeccrHoHal MO3BOJISIOIIAE HCIIOJIB30BAaTh €ro Kak|BOIPOCHI
M(BIX) WCIIOJIB3Yy€ | bHO-/IEJIOBOM CpPEACTBO KOMMYHUKAIIWH; JUISt
s3bIKe(ax)ma | T chepe Ha - 3HaeT  pa3uuus  MEXJAy|yCTHOro
IIUOHHBIX  |S3BIKOBBIE |HMHOCTPAHHOM CTaHJapTaMH dopMmanbHOI 1| ompoca
CUCTEM CpeICTBa |S3BIKE,; HepopMalbHOW  KOMMYHHUKAllUM  Ha
Uit -TIepEeBOIYECKU WHOCTPAaHHOM  SI3BIKE, OJIHAKO
JOCTIDKEH |€ TIpUeMbl U UCTBITHIBAET TPYAHOCTH HpU OOILEHUH
us Tpanchopmau Ha OBITOBOM yYpOBHE.
npocdeccuo |H. IIponBu — OOyuarommiics B LEJIOM
HaJIbHBIX HYTBI | yCIICIIHO, HO C HEOOIBIIUMU
1esen YPOBCHbD |3aTPYAHCHUSIMM  3HACcT  CTaHIAPTHBIC
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Dopmupye Koo u |IInanupyemwie| Ypoenu Kpumepuu oyenueanusn Buow
Mble HAUMEHOG | pe3ynbmamol |0C60CHU | CHOPMUPOSAHHOCHU KOMNEMEHUUII | OUEHOUH
Komnemeny anue o0yuenus no A bIX
uu UHOUKAMO | OUCYUNIUHe, |Komnem cpeocme
pa xXapakmepu3sy | eHuuil
odocmuice | uue IMansvl
HUA dopmuposanu
Komnemen A
yuu KomnemeHyuil
(hopMbI YCTHOU 51 MMACbMEHHOU
KOMMYHHKAITU Ha WHOCTPAHHOM SI3bIKE,
MO3BOJISIIOIINE HCMOJB30BaTh €ro Kak
CPEJICTBO KOMMYHHUKAITUH;
- 3HaeT  pa3uuus  MEeXIy
CTaHAapTaMH dbopmanbHOI u
HeopManbHOW  KOMMYHUKAIlMM  Ha
WHOCTPAaHHOM SI3BIKE, OJTHAKO
WCTBITBIBAET TPYIHOCTU TPH OOIICHUU
Ha OBITOBOM yYpPOBHE.
YMeTh: [Toporo — OOyuatonmuiics  cnabo  ymeer|Bbaok B
—| BBIi BBIOMpATh aJIeKBaTHbIE | -
pacrmo3HaBaTh |ypOBEHbH |(DYHKIIMOHATEHOMY CTHUIIIO | 3aJIaHUS
u KOMMYHHKATUBHOW CHUTYyallMH S3BIKOBBIE | PEKOHCT
MPOYKTHBHO U TEKCTOBBIE CpPEJICTBA HHOCTPAHHOTO |PYyKTUBH
UCIIOJIb30BaTh A3bIKa;  JOMyCKaeT  OWIMOKM  TpH|0ro
OCHOBHBIC BBIDOKEHUS MBICIH W MHEHHS Ha|ypOBHS
JIEKCUKO- WHOCTPAHHOM $I3bIKE; -
rpaMMaTHIeCcK — UCIBITBIBAET  TPYAHOCTH  TIPU|MUCBMEH
ue CpelcTBa B WCIOJIb30BAaHUU  OCHOBHBIX  JIEKCHUKO-|Hast
KOMMYHHKATHB rpaMMaTHYEeCKIX CpE/CTB B|pabota
HBIX KOMMYHHKaTHUBHBIX CUTyaLUsX |-
CUTYaIUsIX OBITOBOT'O OOIIECHUSI. pedepar
JIETTIOBOTO bazoBbl — OOyuaromuiics yMeeT c|bl
o01IeHus; i HE3HAYUTEIbHBIMH 3aTpyTHEHUSIMHU | -IIPE3EHT
- BECTH | YPOBEHbD | BLIOUPAThH aJICKBaTHBIC | ALIUS
JIEJIOBYIO (YHKIMOHATIBHOMY CTHJIIO
MEPETIHCKY. KOMMYHHKATUBHOW CUTYallUH S3BIKOBBHIE
U TEKCTOBBIE CpPEACTBAa BBIPAKEHUS
MBICIK W MHEHHS HAa HMHOCTPAHHOM
SI3BIKE;
— TeHepupoBaTh OCHOBHBIE
SI3BIKOBBIE  ()OPMBI C Y4ETOM 3HaHUU
OCHOBHBIX (DOHETHUECKHX, JIEKCHUECKHUX,
rpaMMaTHYECKUX,
CJI0BOOOPA30BaTEIbHBIX SBJICHUY
HWHOCTPAHHOTO SI3bIKA, OJIHAaKO
JIOTYIIEHBI OJIHA — JIB€ HETOYHOCTH.
[TponBu — OOyuatomnmiics CTIIOCOOeH
HYTBII |BBIOMpATH aJIeKBaTHBIC
YpOBEHb | (QYHKIIMOHATILHOMY CTHIIIO
KOMMYHHKATUBHOW CUTYallUH S3BIKOBBHIE
U TEKCTOBBIE CPEJICTBA BBIPAKEHUS
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Dopmupye Koo u |IInanupyemwie| Ypoenu Kpumepuu oyenueanusn Buow
Mble HAUMEHO06 | pe3yIbmamosl |0C60EHU | CHOPMUPOCAHHOCIMU KOMNEMEHYUN | OUEeHOUH
Komnemeny anue o0yuenus no A bIX
uu UHOUKAmMO | OucyuniuHne, |KOMnem cpeocme
pa xXapakmepu3sy | eHuuil
odocmudice | uUe IMansvl
HUA dopmuposanu
Komnemen A
uuu KomnemeHyuil
MBICIH W MHEHHUS Ha HWHOCTPAHHOM
SI3BIKE;
— TeHepupoBaTh OCHOBHBIE
S3BIKOBBIC  ()OPMBI C yYETOM 3HAHUI
OCHOBHBIX (DOHETHUECKUX, JICKCHUECKUX,
IrpaMMaTHICCKHUX,
CIIOBOOOPA30BaTEIBHBIX SIBIICHUH
WHOCTPAHHOTO S3bIKa U B KOHTEKCTaX HUX
yHnoTpeOIeHHUS;
— BbIOMpaTh aJleKBaTHbIE (POPMBI
KOMMYHHKAIIUH,  S3BIKOBBIE  (DOPMBIL,
aQHAIM3WPOBATh WX CTPYKTYPHBIE U
(YHKITMOHATIbHBIE OCOOCHHOCTH.
Baanern: [Toporo |OOyuatomuiicst cabo BlIaeeT: Baoxk C
- BBII - HaBbIKaMHU THYECKOTO u|-
WHOCTPaHHBIM |ypOBEHb | HPABCTBEHHOTO IMOBEACHUS, MPUHATHIMH |3a1aHUS
SI3BIKOM Ha B HHOKYJIETYPHOM COITUYME; MIPAKTUK
YpOBHE, — HaBbIKaMU STUKETHOTO | 0-
MTO3BOJISIOIIEM MOBEJACHUS B TUNUYHBIX CHUTYaIUSX | OPUCHTH
OCYIIECTBIISTh YCTHOTO U TMHCbMEHHOTO OOUIEHMS [JIsl | pOBAHHO
OCHOBHBIC pemieHus 3aad  MEXKJIHYHOCTHOTO U |TO
BUJbI pEUEBOM MEXKYJIbTYPHOTO B3aUMOIEHCTBUS. YPOBHS:
JesaTenbHoCTH; |ba3zossl |OOyuaromumiicss B 1iesioM ycnemiHo, Ho ¢|— Case-
- pa3IUYHBIMHU | i HEOOJBITUMH 3aTPYJHEHUSIMHU BiiageeT: |study
criocobamu YPOBEHb |-HaBBIKAMH THYECKOTO u|-
YCTHOM u HPaBCTBEHHOT'O IOBEICHUS, MPUHATHIMHE | [IucKycc
MUCHbMEHHON B MHOKYJIETYPHOM COITUYME; usi;
KOMMYHHKAIH - HaBBIKAMHM JSTHKETHOTO TOBeicHusi B|- -Pore
U JJIS peTIeHus TUNIUYHBIX ~ CUTYyallUsX  YCTHOIO W | Bas Urpa
3aj1au MMMCBMEHHOTO OOIIeHUs] Ui pEeLICHUS
JIEIIOBOTO 3aaq MEXJIMYHOCTHOTO u
B3aMMOJICICTB MEXKYJIbTYPHOTO B3aMMO/ICHCTBUS,
usl. OJTHAKO 3aTpyIHSACTCS OIICHUTH
PE3yNbTaT CBOCH e TEIIbHOCTH.
[MpoxBu |OOywarommiics  CBOOOJHO  BIazieeT
HYTBI |HaBBIKAMU OSTUKETHOTO TOBEJCHHS B
YPOBEHB |[TUIIUYHBIX  CUTyalUsX  YCTHOTO |

MMMCbMEHHOTO OOIIEHNs HAa MHOCTPAHHOM
SI3BIKE;

- HaBBIKAMH ITHYECKOTO H
HPABCTBEHHOT'O TMOBEJCHUS, MPUHITHIMU
B HHOKYJIETYPHOM COIIUYME;

- 00jagaer HIMPOKUM  CJIOBapHbBIM
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Dopmupye Koo u |IInanupyemwie| Ypoenu Kpumepuu oyenueanusn Buow
Mble HAUMEHO06 | pe3yIbmamosl |0C60EHU | CHOPMUPOCAHHOCIMU KOMNEMEHYUN | OUEeHOUH
Komnemeny anue o0yuenus no A bIX
uu UHOUKAMO | OUCYUNIUHe, |Komnem cpeocme
pa xXapakmepu3sy | eHuuil
odocmuice | uue IMansvl
HUA dopmuposanu
KomMnemen A
yuu KomnemeHyuil
3amacoM M MOXET BECTH AHalior Ha
00yJaeMoM SI3bIKE.
NYK-4.2. |3nartb: [Toporo |O0yu4aromuiics 4aCTUYHO 3HAET: Buaok A
-- - TIPUHIUIBI | BBIHA - MpoQecCHOHANbHYI0 TEPMHUHOJIOTHIO, |=3a/1aHuUs
CBOOOJHO |MIOCTPOCHHSI | ypOBEHB |CIIOCOOBI BO3ACHCTBHS HA Ay TUTOPUIO; | pPEIPOY
BOCTIPUHU |YCTHOTO u -KJIACCUYECKUE U COBPEMEHHbIE METO]Ibl | KTUBHOT
Maer, MUCBMEHHOTO pelIeHus 3a1a4 1Mo BEIOpaHHON TeMaTHKe |0 YPOBHS
aQHAJIM3HPY | BHICKA3bIBAHUS HAYYHBIX UCCIIETOBAHHMH. -
eT U|Ha bazoBel |OOy4arommiicss B IeJIOM yCIEIIHO, HO C|IMCbMEH
KPUTHYECK | UIHOCTPAHHOM |ii HEOOJBIIMMU  3aTPYAHCHUSIMH  3HAET|Has
u A3BIKE; YPOBEHbB | TPO(HECCHOHATBHYIO TEPMUHOJIOTHIO, | paboTa
OLICHUBAET |[—  OCHOBHBIE CrocoObl BO3JICHCTBUSL Ha ayAUTOPHIO;|—
YCTHYIO U |(QOpMYyIBl U KJIACCUYECKHE M COBPEMEHHBIE METO/Ibl | TECTOBEI
MUCHMEHH | KJIMIIIE Ui pelIeHus 3a/1a4 10 BEIOpaHHON TeMaTHKe |€
VIO MPaKTUYECKOT HAy4YHBIX HCCJICIOBAHUN; BRICKA3bIBACTCS | 3aJaHHS;
JIEJIOBYIO |0 Ha MHOCTPaHHOM SI3BIKE c|—
uH(pOpMAIL | OCYIIECTBICHH HCIOJIb30BaHUEM OCHOBHBIX | BOIIPOCBI
UI0 Ha|sl TPYMIOBOI rpaMMaTHYECKUX KOHCTPYKUUUN u| i
PYCCKOM U |KOMMYHHUKAI! M3Y4YEHHOTI'O JIEKCUYECKOI0 MUHUMYMaA. | YCTHOTO
WHOCTPaHH | U Ha|[IpoaBu |OOyuaromuiicss  BBICKa3bIBae€TCs  Ha|OMpoca
oM(BIX) WHOCTPAHHOM |HYTBIM |MHOCTPAHHOM SI3BIKE C HCIOJb30BAHHEM
A3bIKE(aX), |A3BIKE YPOBEHbB |pa3HBIX MO CIOKHOCTH TPaMMaTHYECKUX
- - OCHOBHBIE KOHCTPYKIIHH " W3YUYEHHOTO
BBICTpauBa | IpaBuia JIEKCUYECKOTO0 MUHUMYMa.
eT pedeBoro
CTpaTeruio |3TUKETa B
YCTHOTO U |JIeJI0BO# cdepe
MHCHEMEHH | OOILIEHNS;
oro - KyIbTypy U
OOIIIeHUs B|TpaIUIIIN
paMkax CTpaH
MEXIJIMYHO | U3y4aeMoro
CTHOTO M |sI3bIKA B
MEXKYJIbT |CPAaBHEHUU C
YPHOTO KyJIbTypOH H
oOIIeHUs | TpagUITUsIMU
CBOETO
POJIHOTO Kpasl.
YmMmerh: [Toporo |OOyuarommiics ymeer yacTuaHo u mox|biaok B
- BbIi1 PYKOBOJICTBOM IpEMNoJaBaTeIs: -
UCIIOJIb30BaTh |YPOBEHb |- HCIOJB30BaTh 3HAHWE HWHOCTPAHHOTO |3aJaHUs
3HaHUE s3pIKa B MPO(ecCHOHANBHON U HaYyYHOU | pEKOHCT
HWHOCTPAHHOIO JESTENIbHOCTH, COCTABJIATH AHHOTAIIWH, | pYKTUBH
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Dopmupye Koo u |IInanupyemwie| Ypoenu Kpumepuu oyenueanusn Buow
Mble HAUMEHOG | pe3ynbmamol |0C60CHU | CHOPMUPOSAHHOCHU KOMNEMEHUUII | OUEHOUH
Komnemeny anue o0yuenus no A bIX
uu UHOUKAMO | OUCYUNIUHe, |Komnem cpeocme
pa xXapakmepu3sy | eHuuil
odocmuice | uue IMansvl
HUA dopmuposanu
Komnemen A
yuu KomnemeHyuil
S3BIKA B pedepaTsl M muUcCaTh TE3UCHl H/WMIIH | OTO
npodeccruoHan CTaThH, BRICTYIUICHUS, PEIICH3UH; YPOBHS
BHOM - NPUHUMATh y4yacTHe B JIUCKYCCHUHU Ha |-
TeSITETTHHOCTH, WHOCTPAaHHOM  SI3BIKE TI0  HAYYHBIM | TUCHMEH
B chepe npobiemam; Hast
oduHaIbEHO- - 000CHOBBIBATb W OTCTaMBaTh CBOIO|paboTa
JIEJI0BOI TOYKY 3pEHMS; NpPaBUIbHO CTaBUTH |-
KOMMYHUKAIIA 3aaud = MO  BBIOpaHHOW  Hay4HOM | pedepar
u u TEeMaTUKe, BBIOMpATh Ul UCCIEI0BAHMS | bl
MEXITMYHOCTH HEOOXOUMBIC METO/IBI; -TIPE3CHT
OM OOILIEHUH; - TPUMEHATH BBIOpaHHBIE METOMABI K |alus
- MMOHUMATh pEIICHUIO HAyYHBIX 3a/a4, OIICHUBAThH
CoJIepyKaHue 3HaYMMOCTb MOJy4aeMbIX Pe3yJIbTaTOB;
pa3InYHOrO - OOBACHATH Yy4eOHBII W Hay4HBII
TUNA TEKCTOB MaTepHal;
Ha - BECTH KOPPEKTHYIO IHCKYCCHIO B
MHOCTPaHHOM nporecce MIPECTABICHUS THX
SI3BIKE npu MaTepUaJIOB.
MEXIJIMYHOCTH |ba3zoBbl |OOy4arOmuUics co31aeT XOpoIio
oM u|i CTPYKTYpUPOBAHHBIE, JOTUYECKH
MEXKKYJIBTYPHO | ypPOBEHb | IPOJJyMaHHbIE YCTHbIE W THCbMEHHBIE
M TEKCThI, cojepkamye (HaKTUYECKYIO
B3aUMO/JICHCTB UHPOpPMALIMI0O W BBIJAENSAS  BaXKHbIC
uH. MOMEHTHI.
[TpoxBu |OOy4aromUiics co3/1aeT XOPOIIO
HYTBI  |CTPYKTYypUPOBAHHBIE, JOTUYECKH
YPOBEHb |IPOJAYMaHHbIE YCTHbIE W TMHCbMEHHBIE
TEKCTBI 10 CJIOKHBIM TEMaM.
Baajnern: [Toporo |O0yuarommiicst BIageeT Y4aCTUYHO: baoxk C
- METOJUKOMH | BBIi - WHOCTPAHHBIM SI3BIKOM KaK CPEJICTBOM |-
COCTABIICHUS] | YPOBEHb | MEXKKYJIbTYPHOH H MEXHAIMOHAIHHOM |3a1aHUS
CY)KICHHUS B KOMMYHHKAIIMHN B HAYYHOU cepe; MIPAKTHK
MEXITMYHOCTH - HaBBIKAMH CaMOCTOSITEJIbHOW pPabOTHI |0-
OM  JIeJIOBOM HaJ  S3bIKOM, B TOM UHCJE€ C|OpPHUEHTH
oOImeHnn  Ha WCTIOJIb30BaHUEM MH(POPMAIMOHHBIX | POBAHHO
MHOCTPaHHOM TEXHOJIOTH; ro
A3BIKE, c - MO OTOBJICHHOM, a TaKXe | ypOBHSI:
MPUMEHEHHUEM HEMOJArOTOBJICHHOMN MoHonoruueckoi |— Case-
aJIeKBaTHBIX peubio B BHIE pe3toMe, cooOrieHus, |study
S3BIKOBBIX JOKJIaJa; -
bopm u - HaBBIKAMH TIOATOTOBKM  Hay4HBIX | [lHCKycC
CpPEeICTB; nyOnuKanui ¥ BBICTYIUICHHM — Ha|us;
- HaBBIKaMU HAyYHBIX CEMHHAPAX; -Ponesas
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Dopmupye Koo u |IInanupyemwie| Ypoenu Kpumepuu oyenueanusn Buow
Mble HAUMEHOG | pe3ynbmamol |0C60CHU | CHOPMUPOSAHHOCHU KOMNEMEHUUII | OUEHOUH
Komnemeny anue o0yuenus no A bIX
uu UHOUKAMO | OUCYUNIUHe, |Komnem cpeocme
pa xXapakmepu3sy | eHuuil
odocmuice | uue IMansvl
HUA dopmuposanu
Komnemen A
yuu KomnemeHyuil
JIEJI0BOM - HaBBIKAMH BBICTYIUICHUH Ha Hay4HO- |Hrpa
MEPEernucK ¢ TEMaTHYECKUX KOHPEPEHIHUX.
y4eToM bazoBel |OOyuaromuiics co3naeT COOCTBEHHBIE
0coOeHHOCTeH | it XOpOIIO CTPYKTYpUPOBAaHHBIE YCTHBIE U
CTUIIMCTUKHA | YPOBEHb |IMCbMEHHBIE TEKCTHI C LIEJIBIO Iepeadn
opUIHATTEHBIX OCHOBHOTO coJlepKaHus TEKCTa
IIICEM " HMCTOYHHKA B 3aBUCHUMOCTH oT
COLIMOKYJIBTYP KOMMYHHKaTUBHOM YCTaHOBKH B
HBIX pa3Iuuuit CUTYaIUAX npoeCCUOHATBLHOTO
u BEICHUA oO01IeHus.
JICII0OBBIX [TpoxBu |OOywarommiics co3naeT COOCTBEHHBIE
MEPETOBOPOB | HYTHIM | XOPOIIO CTPYKTYpUPOBAHHbBIE u
Ha YPOBCHB | IOTHYCCKM MNPOAYMAHHBIC YCTHBIC H
MHOCTPaHHOM MMCbMEHHBIE TEKCTHI C LIEJbIO Mepeaavu
A3BIKE. OCHOBHOT'O coJiepKaHus TEKCTa-
HCTOYHUKA B 3aBHCHUMOCTH oT
KOMMYHHUKATUBHOU YCTaHOBKHU B

CHTYyaIHsIx MpodhecCHOoHaIBHOTO
o0LIEeHNs.

PA3JIEJI 2. 3ananusi, HeoOXOAuMble /JISi OIEHKH IUIAHUPYEMbIX Pe3yJibTAaTOB

oﬁyqemm no JTMCHMIIJIMHE

s

MpPOBEPKH

cpopMHUPOBAHHOCTH
OCYLIECTBJIAAITh /[€JOBYH) KOMMYHHUKALMI)O B YCTHOW M NHCbMEHHOHW (opmax Ha

komnerenuun OK-4:

CnocooHoCTH

rocyiapcTBeHHoOM si3bike Poccuiickoin @enepanuu ¥ HHOCTPAHHOM(BIX) sI3bIKe(AX)

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

A.1 ®oHJI TECTOBLIX 3AIAHUH MO TUCIUTIJINHE

TecTsl THIA A.
A.1 ®oHJ TeCTOBLIX 3aJAHUH MO TUCIHHUTIJIHHE

TecTbl 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
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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

Test 2

12. What's the plural of bush?
A. Bushs B. Bushes C. Bushies
13. What's the plural of wife?
A. Wifes B. Wives C. Wifies
14. What's the plural of book?
A. Bookies B. Bookes C. Books
15. What's the plural of baby?
A. Babys B. Babyes C. Babies
16. What's the plural of tooth?
A. Tooths B. Toothes C. Teeth
17. What's the plural of watch?
A. Watchs B. Watches C. Watchies
18. What's the plural of bus?

A. Bus's B. Buses C. Busies

19. What's the plural of foot?

A. Foots B. Footes C. Feet

20. What's the plural of wolf?
A. Wolfs B. Wolfes C. Wolves

BcraBbTe some, any, no, every njd UX NIPpOU3BOAHLIC:

. ... 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; ¢) no.

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

a) any; b) some; ¢) no.

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

a) nobody; b) anybody; c) somebody.

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

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

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

1.

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

a. Responsible

b. Responsibly

c. Responsibility

d. Response

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

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

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

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

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

senior management.
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a. Culture
b. Hierarchy
C

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

a. Efficient

b. co-operative

c. flexible

d. educated

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

a. Possibilities

b. Responsibilities

c. Peculiarities

d. Abilities

Test 4. Bb10op onpenesieHnii, XapaKTepUu3yOIuX OM3HeCMeHa

I. Iloobepume k npunazamenvuvim (1 — 10) onpedenenus, xapaxkmepusyroujue
ouznecmena (a —j):

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

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

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

6. practical f. working with care and energy
7. intuitive g. acting with or showing care and foresight
8. charismatic h. consistently good in quality or performance, and so deserving
trust
9. reliable i. able to be trusted
10. faithful j. having or showing determination or will-power
II.  Iloobepume k npunazamenvuvim (1 — 10) onpedenenusn, xapaxmepusyruiue

ouznecmena (a—j):
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1. kind

2. generous

3. intelligent

4. cheerful

5. easygoing

6. modest

7. witty

8. enthusiastic
9. professional

10. friendly

Test 5

a. having or showing power of learning, understanding and reasoning
b. relaxed in manner; placid and tolerant
c. friendly and thoughtful to others
d. free from meanness or prejudice
e. not vain or boastful
f. causing happiness; pleasant
g. full of clever humour
h. having or showing the skill or qualities of a professional person
i. behaving in a kind and pleasant way

j. feeling or showing a lot of interest and excitement about something

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 .

14
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manufacturers
marketers
distributors
consumers

5. Intermediaries play an important role in matching

.

. dealer with customer
b.
. information and promotion

d.

manufacturer to product

supply and demand
product to region channel

6. 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

© a0

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

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

d.
€.

. inventory

b.

purchasing
warehousing
information systems
marketing

8. 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.
b.
C.

d.
€.

reduction-inventory management
supply chain management
economic order quantity
just-in-time logistics

limited inventory logistics

9. Companies manage their supply chains through

. information
b.
C.

d.
€.

transportation modes
competitors

the Internet

skilled operators

10.Julie Newmar recognizes that her company needs to provide better customer
service and trim distribution costs through teamwork, both inside the company
and among all the marketing channel organizations. Julie will begin the practice

of

a.

intermediation
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customer relationship management
integrated logistics management
horizontal marketing system management
e. supply chain management
11.Today, a growing number of firms now outsource some or all of their logistics to
__intermediaries
a. competitors
b. third-party logistics providers
c. channel members
d. cross-functional teams
12.In what discipline did the supply chain concept originate?
a. marketing
b. operations
c. logistics
d. production
13.In which decade did the supply chain management philosophy emerge?
a. 1960s
b. 1970s
c. 1980s
d. 1990s
14.A  encompasses all activities associated with the flow and transformation of
goods from the raw material stage, through to the end user, as well as the
associated information flows.
a. production line
b. supply chain
c. marketing channel
d. warehouse
15.Which of the following are not key attributes of supply chain management?
a. inventory control
b. leveraging technology
C. customer power
d. long-term orientation
e. all are key attributes
16.Positive, long-term relationships between supply chain participants refer to:
f. co-opetition
g. tailored logistics
h. partnerships
1. supply chain management
17.The bullwhip effect:
a. 1s an ineffective way to motivate warehouse employees
b. applies to rodeos and has nothing to do with supply chain management
c. refers to the “swaying” motion associated with triple trailers
d. refers to variability in demand orders among supply chain participants.
18.The variability in demand orders among supply chain participants:

po o
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cannot be controlled
refers to the bullwhip effect
can be controlled with electronic order placement
1s 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
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

/e o

Test 6. Choose the English phrase corresponding to the following English one:
1. B orBer Ha Bame nucbMo o1 13 siHBapsi Mbl X0TUM Bac 03HAKOMHTS. ..
a) We thank you for your letter of 13 January and wish to inform you...
b) Answering your letter of 13 January and want to inform you...
c) In reply to your letter of 13 January, we wish to inform you...
2. CcbuLiasicb Ha HalI TeJ1e()OHHBIN PAa3roBOpP HA NMPOLLIOH HeJede. ..
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. IlpmiaraeM K NMCbLMY HAI MOCJEHUH KATAJIOT
a) We are pleased to offer you our up-to-date catalogue
b) We guarantee to send you our up-to-date catalogue
c) We are enclosing you our up-to-date catalogue
4. Panabl coodmnTh BaM yciioBust my0/iuKaANM HAYYHON CTATHH
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 ”HerepnenueM k1ém Bamero orsera
a) We will expect your immediate answer
b) We look forward to your prompt reply
c) We will wait for you quick answer
6. IIumy Bam, 4yT00BI M0KAJIOBATHCA HA HEKAYEeCTBEHHOE 00C/Iy:KUBAHM
a) [ am writing to order a product
b) I am writing to enquire service of...
c¢) [ am writing to complain about poor service
7. C yBa:xkeHUEM
a) Yours sincerely
b) Yours
17



c) Best wishes

8. Ilo Bcem Bompocam o0pamaiTecb KO MHe B JIl000e Bpems
a) If you have any questions, feel free to contact me any time

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

c) In case of questions, call me any time

Test 7

1. O6pamienne Messrs B aapece moirydaTess 0003HadaeT oOpalieHrue 1Mo OTHOIICHUIO K:
a. 3aMy>KHEH JKCHIIUHE
b. nByM mim 6oree My>KIMHAM
C. KEHIIWHE, 0 KOTOPO HEM3BECTHO, 3aMYKEM OHA WU HET
2. CokpalieHue ... yKas3bIBaeT, YTO K MHUChbMY MPUIIOKEHBI IOKYMEHTHI.
a. Enc(s)
b. cc:
C. p.p.
3. CokpallleHHE ... UCIIOJIb3YeTCs] B HEODUIIMAIBHBIX MTUChMaX AJI TOr0, YTOObI T0OABUTh
TO, YTO OBUIO YIMYIIEHO B OCHOBHOM YacTH MHUCHhMA.
a. p.p.
b. PS:
C. cc:
4. CokparieHue ... 03HadaeT (haMUiIuu TeX, KTO JOJIKEH MOIYyYUTh KOO TTHUChMA.
a. Enc(s)
b. cc:
c. Ref:
5. llpumeyanus tuna To whom it may concern HaxoIATCA:
a. TIOCJIE ajipeca MoydaTess
b. mocne aapeca oTIpaBUTENS
C. B KOHIIE MHChMa
6. [Tometku Tuma Urgent, To be called for, Private nenarorcs:
a. B BEpXHEM IIPaBOM YTy
b. B BEpXHEM JIEBOM YTy
C. B HIDKHEM IPaBOM YTy
7. Bel umuTe muchMoO moapyre, oopamasch Dear Sarah, u 3axmountenpHOU (hopmynoi
Oyner:
a. Best wishes
b. Sincerely
c. Yours truly
8. Bl numuTe oduimaabHoe TUCHMO ACIOBOMY NapTHEpY, oopamasick Dear Mr Shaw, u
3aKJTIOUUTENIbHON (popMyIioi Oyer:
a. Yours sincerely
b. Regards
c. All the best
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9. Bel numuTe HeoduUMaIbHOE TUCEMO JIEJIOBOMY HapTHEpy, oOpamasick Dear David, u
3aKJIIOYUTENIbHON (hopMyTioit OyaeT:

a. Regards

b. Yours faithfully

c. All the best
10. Bel numuTte oduIMaTbHOE TMHCHMO JIMILYy, Ybs (PaMHIIUS W TOJI BaM HEHW3BECTHBHI,
oOpamasick Dear Sir/Madam, u 3akimtounTensHON popMyIion Oy ieT:

a. Sincerely

b. Yours faithfully

c. Best wishes

Pesrome

11. B BenukoOpuTaHuu Tmpu HAMUCAHWHM pE3OME B TMYHKTE, TJI€ TOBOPHUTCS O
poeccuoHaITbHOM OTBITE Pa0OTHI, IEPBHIM YKA3bIBAETCS:
a. IlepBoe mecTo paboThI
b. Ilocnennee Mecto pabOTHI
c. He umeer 3HaueHus
[lynkTyanus

[TyHKTyarusi UMeeT TIEPBOCTEIICHHOE 3HAYCHHE, OCOOCHHO €CJIM BaM JUKTYIOT MHUCHMO
WIH aJpec.
12. Kakum 3Hakom 0003Ha4aeTCsi TEPMUH semi-colon:
a. :
b. ;
C.
13. Kakum 3Hakom o003HavaeTcsi TepMuH inverted commas:
a. “..”
b. ,
c. ;
14. Kakum 3HakoM 0003HavaeTcst TepMuH brackets:

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

15. Beibepure mpaBuiibHOE onpeaenenue. E- business:
a. economic business
b. electronic business

16. Beibepure npaBuibHOe onpenenenue. IMO:
a. international monetary organization
b. in my opinion

17. Beibepure npaBuibHoe onpeneneHue. SPAM:
a. unwanted mail
b. compacted meat

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

19. Beibepure npaBuibHoe onpeaenenue. HSIK:

a. how should I know
b. have something in kit

20. Bribepute npaBmibHOE onpeneneHue. C2B:

a. customer to business
b. client to boss

Tectnl THIA B

Test

[E—

8.

9.

Marketing, marketing people and markets

. For each definition choose the correct word or phrase.

Providing money to cultural or sporting activities in exchange for advertising
rights.
a) promotion b) grant aid c) sponsorship

. A business which specializes in giving advice and support to companies about

marketing and markets,
a) marketing consultancy b) counselling service ¢) company analysts
An economy which allows open and reasonably free exchange between private
companies.
a) command economy b) conservative economy c) free market economy
A market in which there are too many suppliers producing similar products.
a) saturated market b) buyers' market c) heavy market

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

to buy.

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

A company which sells more of a particular type of product than its competitors.
a) trend setter b) multinational ¢) market leader

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

what has happened and predict what will happen.

a) market analyst b) forecaster 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 c) orientation

10.The activity of selling goods to other countries.

a) multinational b) exporting c) exchange distribution

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

a) dominion b) market place c¢) market share

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

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

c) when an employee leaves his/her company to join a competitor

. 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

. 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

. 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

. part

a) a product

b) a component

c) aphase in the development of a product

Text 1. Foreign Languages in Our Life

Learning a foreign language isn't an easy tiling. Nowadays it's especially important

to know foreign languages. Some people learn languages because they need them for
their work, others travel abroad, for the third studying foreign languages is a hobby.
Everyone, who knows foreign languages can speak to people from other countries, read
foreign authors in the original, which makes your outlook wider.

I study English. It's a Long and slow process that takes a lot of time and efforts.

Over 300 million people speak it is as a mother tongue. The native speakers of English
live in Great Britain, the United States of America, Australia and New Zealand. English
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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. AHITIMMCKHAN S3bIK OYEHB JIETKO BBIyYHTh
b. M3ydeHre HHOCTPaHHOTO SI3bIKa — HEJIETKOE JIEJI0
c. M3ydeHne WHOCTPAHHOTO s3bIKA - 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 YCUITUI
b. DT0 o4YeHb AONTHIA POIIECC, HA KOTOPBINA HYKHO TOJIbI 00YUYEHUSI.
C. DTO OATUN U MEJJICHHBIN MPOIIECC, KOTOPhIi OTHUMAET MHOTO BPEMEHU U
YCHJIAM.
3. It's the language of ...
a. the great literature.
b. of all world
c. our country
4. I think that to know English today is absolutely
a. necessary
b. unnecessary
c. useful
5. The native speakers of English live in ...
a. Russia, Italy, Japan
b. Great Britain, the United States of America, Australia and New Zealand.
c. China, Australia, New Zealand

Text 2. Television

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

About three-fourths of the 1 500 TV stations in the US are commercial stations.
They sell advertising time to pay for their operating costs and to make profit. The rest
are public stations, which are nonprofit organizations. Commercial TV stations
broadcast mostly entertainment programs because they must attract larger numbers of
viewers in order to sell advertising time at high prices. These programs include light
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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

1. Television, also called TV, is one of our most important means of communication.
a. TeneBuIEHUE-3TO caMOe BaXKHOE CPEJCTBO KOMMYHHKAIIH
b. TeneBuaeHue KOpoTko Ha3bIBaOT TB
c. TeneBuaeHue SABISETCS OJHUM M3 HAIIMX CAMbIX BaKHBIX CPEJICTB
KOMMYHHKAITIH
2. The name "Television" comes from Greek word
a. Ha3BaHue "TeneBuieHne" npoucxXoIuT OT FPEUYECKOro ciioBa
b. HazBanue "TeneBunenune" mpoucxoauT OT JATUHCKOTO CIOBa
c. Ha3Banue "TeneBuaeHne" npoucxoauT OT UTAIBSIHCKOTO CJIOBA
3. About ...of the 1 500 TV stations in the US are commercial stations.
a. three-fourths
b. four-fifths
c. one-third
4. They sell... time to pay for their operating costs and to make profit.
a. advertising
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
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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
S50 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.
a. Socialist
b. Collective
c. Democratic
d. Marxist
8. ... managers are seen as father figures who pay more attention to employee morale and
satisfaction.
a. Paternalistic
b. Individualistic
c. Capitalistic
d. Realistic
9. .... management controls highlights, and it centers on teamwork and shared belief and
value systems.
a. Singular
b. Clan
c. Market
d. Bureaucratic
10.1f you were a manager, what kind of management control system would you .....?
a. Employ
b. Insert
c. Inherit
d. Embibe
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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:

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.
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Bussiness letters

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

Robert Stivenson
Baisy Clifford Inc
3400 Chelsey Road
Houston, TX 78451

main paragraph

Faithfully yours,

salutation

R.Stivenson
Export-Import Manager

closing salutation

We have seen your advertisement in the Business Weekly
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.

sender’s address

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

6539, 71th Street
Los Angeles, LA 84733

Our company specializes in distributing cameras in Italy.
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.

closing paragraph

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

3 We would be grateful to receive a prompt reply.

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

5 Dear Dr Smith,

6 If you think our work is worth being spoken about, we would like to
ask you to give us a chance to present it. We would appreciate your
attention to our research.

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

8 13 May 2014

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

10 Swansea University

Singleton Park
Swansea

SA2 8PP
Wales

IIpoBenenne nMCLMEHHON PAOOTHI

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

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

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

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

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

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

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

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

Formal email Informal email
1. Dear Mr Braitwaite

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

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

I look forward to your reply

Yours sincerely

Euan Davis

2. Dear Carol

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

Best regards
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David Burns

3. Hi

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

See you in Venice.

Take care

Danielle Torri

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

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

See you next week.

Michelle Debois

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

Thanks you for your letter from February 18 and for your interest in our products.

I am sorry to hear that you won’t be able to attend our presentation on March but I hope
we can to arrange a later date. We’re planning another presentation for April 11. I attach a
copy of our latest catalogue & prize list.

Contact me again if you need any more informations.

I look forward to hear from you.

Your faithfully
Paul Kominsky

IlpoBenenne nucLMEeHHOM Pa0dOTHI.

HpaKaneCKne 3aJaHudA

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
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the opportunities and threats facing it. Strengths and weaknesses refer to the product
itself and are considered as internal factors. The external factors, referring to the
marketplace, are opportunities and threats.

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

STRENGHTS WEAKNESSES

Superior distribution network | Undifferentiated offer in terms of basic

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

distance petrol needs for Ineffective leverage of specialist image —

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

and skill. communicate better.

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

programme that’s

unique in the market.

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

A global brand.

OPPORTUNITIES THREATS

Developing market for Our main competitor is strong.

service station Price war in the fuel market is becoming
shop (confectionery, car more threatening — all our competitors
maintenance are cutting prices.

products, etc.). Emerging trend towards hybrid cars and
Gap in the market: hybrid electric cars.

cars and Consumer fears about environment and

electric cars will need fuel. | pollution.
Huge potential for growth —
there is a lot of room to
expand into new markets.

B — SWOT and marketing strategy

Pat Albright is the senior marketing manager for PetraServe. She’s presenting her
marketing strategy to the board. The strategy was shaped by the SWOT analysis above.

‘We need to exploit our strengths by making the most of our distribution network and
loyalty programme. If we can also build on strengths such as our brand image and current
profitability, then it’ll be easier to address, or deal with, weaknesses such as the lack of
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new products. We need to anticipate the threat of new hybrid cars and seize the
new opportunities this will bring in terms of providing service points for these cars.

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

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

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

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

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

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

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

Verb Noun Adjective

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

strenghten

threaten

weaken

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

3 We need to minimize and :

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

increased raw material costs.
3.3. Correct the mistakes using words and expressions from A and B opposite.
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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 neceded (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,

Objectives, Strategies, Tactics and Control).

ANALYSIS |Current market | Information on the competitors and the
situation 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.
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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  your
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?)

STRATEGIES | The  approach  to|Which market segment?
meeting the objectives | How will we target the segment?
How should we position within the
segment?
TACTICS Convert your strategy « Product
into the marketing mix,| « Price
including the 4 Ps « Place
« Promotion
CONTROL Tracking How the success of the marketing plan

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

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

match the word combinations with the definitions below.
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IIpoBenenune onpoca.

A2. Bonpocshl 1J1s 00CVKIeHUS

l.

2.

NN B DD =

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?
KoppekTuBHBI Kypc — BONPOCHI JJIsI AUCKYCCHH

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?

11.1s there anything I can get for you?

12.Did you save the time?

13.Do you stock any fashion magazine?

14.Are you a sober (serious and calm) driver?
15.Can we talk?

16.Did you say anything to my friend?

17.Are you just going to stand there whole day?
18.Do you require a security deposit?
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19.Did you see any lion?
20.Is there any restaurant available?

N —

What is management?

Discuss the following questions.

. Planning is looking ahead, and control is looking backl. Comment.
. If planning involves a rational approach to selected goals, how can goals or objectives

be a type of plan?

. Since people must occupy organization positions, and since an effective organization

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

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

. The "assessment center" is a technique for selecting and promotingl managers. The

candidates take various psychological tests, engage in management games, participate
in a leaderless group discussion of some problem and are observed by their evaluators
who also interview them from time to time.

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

. Performing the function of evaluating, how would you measure the productivity of

managers and other knowledge workers?

Time management and planning

. What values do the cultures of Northern Europe and the USA attach to time

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

. What aspects of culture should Europeans be aware of when dealing with Japanese or

South Korean businesses?

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

What is the starting point for time allocation? What does your time cost the
organization? Why do you think so?

. Are establishing goals and setting priorities the basic items of time management? Why

do you think so? Arrange the items on the list in order of their importance and then try
to divide them into specific tasks in accordance with the following situation: Imaging,
you are the project manager (superintendent) and you may see 4 goals and priorities
within your project: information, money, time, and scope of work. Let it be a long-
term project.

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

35



SNk

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?

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?
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7. What factors are important to you when choosing a book to read?
8. What is the funniest article you have ever read?

9. Do you often read newspapers before go to bed?

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

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

NownkLh =

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?

Bbaok B. 3agaHusi peKOHCTPYKTHBHOIO YPOBHA («KyMeTb»)

B1. IIncomenHast padora (dcce)

l.

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) 1s opposed to stealth marketing. Find three

arguments for and three arguments against stealth marketing.

B2. Temaruka pedeparon

1.

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

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

own values?

. Think about yourself. Which market segment(s) are you in? Is it the same for your

friends and colleagues? List some products or brands that are targeted at you.
37



4. 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. TemaTruka npeseHTanui

l.

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

2. Imagine you are talking to Steve Jobs at Apple about his next i-product. Think of three

questions to ask him about the product. Think of three more questions you could use to
screen his ideas.

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

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

. Think about your favourite brand. Prepare a presentation of its brand image. Use

information from the company's website.

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

What kinds of needs were you satisfying with each purchase?

. Think about an organization or company you know well. What kind of team building

event would work best for the staff? Prepare some notes to present your idea to the
head of the company.

. Select a product or service to promote. Which trade fair would you attend? Design your

stand. Think about staffers, displays, etc.

B4. TemaTuka poJieBbIX HI'D

1.

2.

3.

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

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

What is your business?

Has your business been successful? Why?

What isn’t working in your business?

What your ideas were hard to execute?

Are you making your business more complicated? Why?

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

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?

12.Where is the fence line of risk for you?
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13.What are your business objectives?
14.Are you trying to be all things to everyone? Why?

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

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

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

P

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.

Bbaok C. 3agjanusi NpAKTHKOOPHEHTHPOBAHHOIO YPOBHA Il IMATHOCTHPOBAHUS
chopMHUPOBAHHOCTH KOMIIETEHIIUM («BJIAIETH))

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

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

Information on the
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.
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What you sell or provide,
and your Unique Selling
Point

(USP) — that 1is, what
Product distinguishes your prodgct
service or service
analysis fro'm. others on the market.
Originally USP stood for
Unique Selling Proposition,
a
concept developed by
Rosser Reeves in the 1940s.
Your customer groups or
Target segments — for example,
market teenagers or business people
(see Unit 19).
Objectives | Marketing goals What you yvant 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
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including the 4 Ps Promotion
How the success of the
marketing plan will be
. measured (see
Control Tracking Unit 24). How each
marketing activity will be
assessed.

CASE STUDY: Woody Pens — Designed for the Environment

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

CASE STUDY

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

Entrepreneurs

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

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

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
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(description, name, key features,
sales/profit potential); the market
you are, targeting (nature, size,
competition);  your'  marketing
approach;  financing;  business
structure/location; your expertise
etc., but do no worry too much

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

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.
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C2. BuinnojiHeHne MPOEKTA.

INDIVIDUAL AND GROUP ACTIVITIES Nel

Importance of Team and Team Work

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

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

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

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

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

INDIVIDUAL AND GROUP ACTIVITIES Ne2

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

INDIVIDUAL AND GROUP ACTIVITIES Ne3

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

INDIVIDUAL AND GROUP ACTIVITIES Ne4

Speaking
Answer the questions and discuss your answers with other students.
1. What payment methods do you know?
2. What factors influence the choice of a particular payment method?
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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
a friend or colleague
a member of your family
a loan shark
a credit card company
another source

AN ol

baok I[. 3aIlaHI/Iﬂ AJIA UCTIOJIb30BaHUA B paMKax IIpOMe)KyTO‘IHOﬁ arrecranmuu

J11.11lepedyeHb 3a4€THBLIX BOIPOCOB

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 1s marketing a powerful force in our society?

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

Nk

SweNo

J12.11epedyeHb YK3aMEeHAIIHOHHBIX BOIIPOCOB

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

What are your plans for future?

What do you think about your Institute?

What’s your favourite subject?

Do you like to write letters?

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

9. What does the UK mean?

10.Where 1s 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?

PN B DD =
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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?

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

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

29.What do you want to be?

30.What are your plans for future?

31.What do you think about your Institute?

32.What’s your favorite subject?

33.Do you like English language?

34. What do you think about your Institute?

35. What’s your favorite subject?

36. Do you like English language?

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

38. What was your longest telephone conversation?

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

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

43.Why did you decided to become a marketer?

44,What is money?

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

JI.2 YcTHBIE pa3rOBOPHbIE TEMbI:

Text 1. What is Marketing?

What does the term marketing mean? Marketing must be understood not in the old
sense of making a sale - 'selling' - but in the new sense of satisfying customer needs. Many
people think of marketing only as selling and advertising. And no wonder, for every day
we are bombarded with television commercials, newspaper ads, direct mail and sales calls.
Someone is always trying to sell us something. It seems that we cannot escape death, taxes
or selling! Therefore, you may be surprised to learn that selling and advertising are only
the tip of the marketing iceberg. Although they are important, they are only two of many
marketing functions, and often not the most important ones.
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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
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
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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
manufacturer designs, packages and price-s it attractively; places it in convenient
distribution channels; and brings it to the attention of people who need it and convinces
them that it 1s a better product. A product orientation leads to obsession with technology
because managers believe that technical superiority is the key to business success. The
product concept also can lead to 'marketing myopia'. For instance, railway management
once thought that users wanted trains rather than transportation and overlooked the
growing challenge of airlines, buses, trucks and cars. Building bigger and better trains
would not satisfy consumers' demand for transportation, but creating other forms of
transportation and extending choice would.

Text 4. The Marketing Concept

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

The selling concept takes an inside-out perspective. It starts with the factory,
focuses on the company's existing products and calls for heavy selling and promotion to
obtain profitable sales. It focuses on customer conquest - getting short-term sales with
little concern about who buys or why. In contrast, the marketing concept takes an outside-
in perspective. It starts with a well-defined market, focuses on customer needs, co-
ordinates all the marketing activities affecting customers and makes profits by creating
long-term customer relationships based on customer value and satisfaction. Under die
marketing concept, companies produce what consumers want, thereby satisfying
consumers and making profits. Many successful and well-known global companies have
adopted the marketing concept. IKEA. Marks & Spencer, Procter & Gamble, Marriott,
Nordstrom and McDonald's follow it faithfully (sec Marketing Highlight 1.2). Toyota, the
highly successful Japanese car manufacturer, is also a prime example of an organization
that takes a customer- and marketing-oriented view of its business.
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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,
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 1s 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
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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
utility (form, time, place, and possession) are inseparable: there can be no «complete»
product without incorporating all four into any given object, idea, or service.

Text 7. GENERALITIES

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

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

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

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

Text 8. The evolution of management thought

Management thought has evolved in bits and pieces over the years. Although the
practice of management dates back to the earliest recorded history, the systematic study of
management is largely a product of the twentieth century. An information explosion in
management theory has created a management theory jungle. Five conventional
approaches to management are: (1) the universal process approach, (2) the operational
approach, (3) the behavioral approach, (4) the systems approach, and (5) the contingency
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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,
whereas closed systems do not. General systems theory, an interdisciplinary field based on
the assumption that everything is systematically related, has identified a hierarchy of
systems and has differentiated closed and open system.

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

Text 9. Organizing

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

The idea behind contingency design is to structure the organization to fit situational
demands. Consequently, contingency advocates contend that there is no one best
organizational setup for all situations. Diagnosing the degree of environmental uncertainty
is an important first step in contingency design. Field studies have validated the
assumption that organiza tion structure should vary according to the situation. Burns and
Stalker discovered that mechanistic (rigid) organizations are effective when the
environment is relatively stable and that organic (flexible) organizations are best when
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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.

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.
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J1 3. 'paMmMaTHyecKkue M JeKCHYeCKHe TeCThI:

Test 1. [Tondepure k npodeccusim (1 - 10) coorBercTBYIOIIME UM OnpeAeeHUus (a -

J:
1. a cashier a. an employee in an office, usually working for another
person, dealing with letters, typing, filing etc. and
making appointments and
arrangements
2. a lawyer b. a person whose job is to receive and pay out money in a
bank, shop,
hotel etc.
3. an insurer c. a person who is trained and qualified in legal matters
4. a secretary d. a person who writes programs for a computer
5. a scientist e. someone who works or is trained in science
6. a receptionist f. a person undertaking to make payment in case of loss etc.
7. a solicitor g. a person to whom money is owed
8. a programmer h. a person employed to make appointments for and receive
clients at a hotel
9. a creditor i. a lawyer who prepares legal documents, advises clients
on legal matters, and speaks for them in the lower courts
10. a merchant j- @ wholesale trader, especially one who trades with

foreign countries

Test 2. ITocTtaBbTe Ha3BaHUe Npodeccuu (a - j) B COOTBETCTBHE KAKIOMY
pekjiaMHoMy o0bsiBjaeHn0 (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.
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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. ' pammamuueckue mecmel:

Test I. Choose the correct versions.
1. He had to spend about six months
in a class with...students.
a. more younger
b. younger
c. the youngest
2. It was absolutely the...food I have
ever had.
a. worst
b. worse
c. most had
3. She’s...I am.
a. elder than
b. older then
c. more old then
4. Nowadays Bob is eating more and
exercising ... than he used to.
a. little
b. less
c. the least
5. It’s not the ...place to live if you
want a quiet life.
a. better
b. good
c. best
6. You should practice speaking
English...
a. most
b. more
c. the most
7. Ann s ...girl [ have ever met.
a. the most beautiful
b. a more beautiful
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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 I ...late, wait for me a little bit.
a. am
b. will be
21.Do you think they...our terms?
a. accept
b. will accept
22.1 wonder if the weather...fine
tomorrow.
a. is
b. will be
23.Do you know when the Production
manager ...from his business trip?
a. 1s back
b. will be back
24 If you ...to the countryside
tomorrow, let me know.
a. go
b. will go
25.Do you know when they...house
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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
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22 Mary hated her boyfriend ...
a. laugh at
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 ....
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too
also
. either
8. She’s ... work from 9 a.m. to 6 p.m.
in
. 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 ... .

o op

o
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a. too
b. either
C. SO
19.Mrs. Potts wants to live in the country. ... does Mr. Potts.
a. either
b. so
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. I believed ... the most reliable person.
a. her to be
b. her be
c. in her to be
3. Mary hated her boyfriend ... .
a. laugh at
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b. to be laughed at
c. laughed at
I’d like ... 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 ... .

10.

11.

12.

13.

14.

a. already left
b. already had left
c. had already left
Please be quite! Don’t say ... !
a. nothing
b. anything
c. something
He ... his wallet on the train.
a. lost
b. had lost
c. has lost

The boy ... his hand because he knew the right answer to the question.

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

a. ago
b. before
c. before long
16. Charles said that he hadn’t seen the office manager ....
a. last night
b. the night before
c. yesterday in the evening
17.1... give up algebra because it got difficult for me.
a. was able to
b. was allowed
c. hadto
18. Nobody ... Charlie Chaplin completely.
a. knew
b. has known
c. was know
19. When ... from his business trip?
a. has he returned
b. did he return
c. was he returning
20. How long ago ...?
a. did they marry
b. have they married
c. they married
21. Letters ... sent to all our clients every week.
a.are
b.have been
c.are been
22. Nothing can ... done about this.
a. be
b. be being
c. have been
23. Ann ... taken to hospital only tomorrow.
a. will be
b. is
c. 1is being
24. When she was young, she ... people. Nobody liked it.
a. had always criticized
b. was always criticizing
c. always criticizing
25. Everybody ... the party when the police arrived.
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a. were leaving

b. was leaving
c. had left

PA3JIEJI 3. Onucanue noka3arejied 1 KpuTeprueB OLEHUBAHUS KOMIIETEHIMH HA
Pa3JIMYHBbIX 3Tanax ux GopMHUpPoOBaHUSA, ONIMCAHHUE IIKAJ OLlEeHUBAHUS

banmnbHO-peliTUHrOBass cucTemMa sBIsieTCS 0a30BOM  CHUCTEMOM  OIICHUBAaHHS
chOpMHUPOBAHHOCTH KOMIIETEHITUH 00yJaroNuXcst 0OYHOU (POPMBI 00yUEHHS.

Urorosast ornieHka chOpMHUPOBAHHOCTH KOMMETEHIMHU (i) 00ydJarommXcs B paMKax
OAJIIbHO-PEUTUHIOBOM  CUCTEMBI  OCYLIECTBJISIETCS. B  XOJ€ TEKYILIEro KOHTPOJIsS
YCIEBAEMOCTH, MPOMEXYTOUHOW aTTECTAalMM M OIpeAesercd Kak cymma OaJuioB,
MOJIYYEHHBIX O0YYAIOMIMMUCS B PE3YJIbTATE MIPOXOXKIECHUS BCEX (POPM KOHTPOJIS.

Ouenka chOpMUPOBAHHOCTU KOMMETEHIMU(H) MO TUCHMIUIMHE CKJIAJbIBACTCA U3
JIBYX COCTaBJISIOLINX:

v mepBas COCTaBJIAIONIAs — OIEHKAa IMperojaBaresieM CPOPMUPOBAHHOCTH
KOMIETeHIMHU(H) B TEUYEHHE CEMECTpa B XOJE TEKYIIEro KOHTPOJIs YCIIEBAEMOCTH
(makcumym 100 GammoB). CrpykTypa TIEpBOM  COCTABIISIIOIICH  OmMpenensieTcs
TEXHOJIOTUYECKOM KapTOMl AUCHUIUIMHBI, KOTOpash B Hayaje CEMECTpa JIOBOJUTCA [10
CBEICHUA 00yYaIOIINXCS;

BTOpasi  COCTaBJAIONIass — ONEHKAa CPOPMUPOBAHHOCTH  KoMmeTeHUIUHU(ii)
oOyyaromuxcs Ha 3a4ete (MakcumyM — 20 6aioB).

JUIst CTYIEHTOB OYHO-3a04YHOM M 3a04HOI (hopM 00yUeHUs! MpUMEHATCs 4-0aibHast
u OMHapHas WIKajabl OLIEHUBAHUS PE3YJIbTATOB TEKYLIEro KOHTPOJS YCIIEBAEMOCTH U
MPOMEKYTOUHOM aTTecTalli 00yUYaroIuXCs.

YPOBHHU MIPOJIBUHY ThI 0a30BbIH MOPOrOBBIN JIOTTIOPOTOBBIN
OCBOCHUA YPOBEHb YPOBEHb YPOBEHb YPOBEHb
KOMIIETEeH U
i
100 - 8Su> 70 — 84 51-69 0-50
OaJIbHAA
IKAJIa
4 — 0anJIbHASA | «OTJIMYHO» «XOPOLLIOY» «YIOBJIETBOPHU | «HEYIOBJIETBO
HIKaJjaa TEJILHO PUTETBHO
bunapuas 3auTeHo He 3aureno
HIKaJjaa

IlIkaJia OleHOK NPH TEeKYyLeM KOHTPOJIe YCIIeBaeMOCTH
10 Pa3JIMYHBIM MOKA3aTeJIAM

Hokazamenu ouenusanusn bannwn Ouenka
chopmupoeannocmu KomnemeHyuil
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BrinonHeHnne npakTUYECKUX 3a1aHUN

0-20 | «<HEyAOBIETBOPUTEIBHO
«yZAOBJIETBOPUTEIILHO
«XOpOILO»
KOTJIINYHOY»

OTBeTHI HA YCTHBIC BOITPOCHI

0-20 | «HEyAOBIECTBOPUTEIHHO
«YJIOBJIETBOPUTEIHHOY
«XOPOLLOY»
«OTIIUYHO

TectupoBaHue

0-30 | «HEYAOBIETBOPUTEIHHO
«YZOBJICTBOPUTEITHHOY
«XOPOIIIO»
COTJIMYHOY

[IpoBenenue poyieBOM UTPHI

0-10 | «<HEyZOBIETBOPUTEIBHO
«yZAOBJIETBOPUTEIILHO
«XOpOILIO»

COTIINYHOY ...

Penienue kencon

0-20 | «HEyAOBIETBOPUTEILHOY
«yAOBJIECTBOPUTEIHLHO
«XOPOIIIO»
«OTIIMIHOY

Brinonnenue u nyonunyuHas 3amura pedepara

0-4 «HEYIOBJIETBOPUTEIIHHO
«YJIOBJIETBOPUTEIHHO
«XOPOLLIOY»

«OTIINYHOM

VYyactue B OUCKyccHH, nedaTax, «KpyIJIoM

CTOJIE»

0-10 | «<HEyZOBIETBOPUTENBHO
«yZAOBJIETBOPUTEIILHO
«XOpOILO»

«OTJIINYHO»

Beimonnenne u myOauuHas

IMPpC3CHTAINU

3aluTa

0-4 «HEYIOBJIETBOPUTEIIHLHO
«YJIOBJIETBOPUTEIHHO
«XOPOUIO»

«OTIIUYHO

CooTBeTCTBHE KPpHUTEPHUEB OLICHUBAHHUSA YPOBHIO OCBOCHUSA KOMIIeTEeHIIUH MO
TEKYIIEMY KOHTPOJIIO YCII€EBAEMOCTHN

Bannu Ouenka Ypoesens Kpumepuu ouenusanusn
0c60eHUs
KomnemeHuyu
u
0-50 | «aeynoBnerBop | Jomoporoseiii | OOyuaromuiicss He TPHOOpEN 3HAHUS,
UTEIHHOY» YpOBEHb YMEHUSI U HE BIAJCET KOMIETCHIIUSIMU
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B 00beMe, 3aKperuieHHOM palodeit
IPOrPAMMOM JTUCITUTIIINHBI

51-69 | «yZ0oBIETBOPUT

CJIBHO»

[Toporosei

YpOBEHb

He menee 50% 3amanwuii, moieKaImx
TEKYyIIeMy KOHTPOJI YCIIEBA€MOCTH,
BBITIOJTHEHBI oe3 CYIIECTBEHHBIX
OIIINOOK

70-84 | «xopormio»

bazoBrlit
YPOBEHb

OOyyaromuMcs BBITIOJTHEHO HE MeHee
75% 3agaHuil, TOMIEKAIIUX TEKYLIEMY
KOHTPOJIIO yCIIEBAEMOCTH, WIH IpHU
BBINIOJIHEHUH BCEX 3aJaHUM JIOMYILEHbI
HE3HAYUTEIIbHBIE OILITNOKHY;
oOyyJaronuiicss  mokazajd  BJIaJICHUE
HaBbIKAMM CHUCTEMAaTH3allMi MaTepuaia
U TPUMEHEHHMs €ro IpHU pPELICHUU
NPaKTUUECKUX  3aJaHUN;  3aJaHus
BBINOJIHEHbI 0€3 OIMO0K

85-100

«OTIHUYHO»

[IponBuHyTHIN

YPOBEHb

100% 3aJIaHUMH, IO JIEKALIIX
TEKyIIeMy KOHTPOJIO YCIEBAaEMOCTH,
BBIMIOJTHEHBI ~ CaMOCTOSITEIBHO U B
TpeOyeMoM 00beMe; oOydaroniuiics
MPOSIBIISICT YMEHHE 0000111aTh,
CHUCTEMAaTHU3HPOBAThH maTepuail  u
NPUMEHATh  €r0  TpH  pElICHUU
NPaKTHYECKUX  3aJaHUN;  3aJaHus
BBITIOJTHCHBI C OIPOOHBIMHU
MOSICHEHUSIMA ¥ apTyMEHTHPOBAHHBIMHU
BBIBOJIAMH

IIIkajia OLIEHOK MO MPOMEKYTOYHON aTTeCTAlMU

Haumenosanue gpopmot bannwv Ouenka
nPOMEINCYMOUHOU
ammecmayuu
DK3aMeH 0-30 «HEYHOBJIETBOPUTEIIHHO

«YJIOBJIETBOPUTEIBHO
«XOPOLLOY
«OTIIUYHO

3auet 0-20 «3a4TECHO»

«HC 3a4TCHO»

CooTBeTCTBHE KPUTEPHEB OLIEHUBAHUS YPOBHIO OCBOEHUSI KOMIIeTEHIIM A
10 NMPOMEKYTOYHOM aTTecTaluu 00yyaromuxcs (3a4er)
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bannwt

Ouenka

Yposenw
0cé0eHUA
Komnemenuu

<~

u

Kpumepuu oyenuganusn

0-10

«HEC3aYTCHO»

Jlormoporossl
1 YPOBEHb

OOyuaromuiics He TpUOOpeN 3HAHUS,
YMCHHSI M HE BJIaJICeT KOMIICTCHITHSIMH
B o00beMe, 3aKpeIUICHHOM pabodeid
IPOrpaMMOi JUCIMILTAHBL;
OOydJaromuiicss He CMOT OTBETUTh Ha
BOIIPOCHI

11-14

«3a4TCHO»

[Toporossii
YPOBEHB

OOyuaronuiics aajl HEMOJIHBIE OTBETHI
Ha  BOIIPOCBL, C  HEAOCTATOYHOM
apryMeHTaIueH, MPAKTUYCCKUC
3aJIaHUs BBITTOJTHCHBI HE IOJIHOCTBIO,
KOMITCTCHIIHH, OCBauBacMbIe B
porecce M3y4eHUs  JUCHUTUIUHBI
chopMHUPOBaHbI HE B ITOJTHOM 00BEME.

15-17

«3a4YTCHO»

ba3oBbIit
YPOBEHb

OOyuaromuiics B IEIOM MPUOOpen
3HaHWUSI U YyMEHUS B paMKax
OCBaMBaeMbIX B TIporecce OOydeHUs
Mo  JAWCIUIUIMHE  KOMIIETEHITN;
oOydaroluiicss OTBETWJI Ha  BCe
BOIIPOCHI, TOYHO JaJl ONPEACICHHUS U
MTOHSATHS, HO 3aTpyaHSICTCS
MOJITBEPAUTD TEOPETUIECKHE
TIOJIO’KEHUS PAKTHYECKUMU
npuMepaMu; OO0yYaroluica ToKa3al
XOpOIllUe 3HAHUS TO  MPEAMETY,
BIIaJICHUE HaBBIKAMU CHCTEMAaTH3allun
MaTepralia W TOJHOCTBHIO BBITIOJHUI
MPAKTUIECKUEC 3aTaHUSI

18-20

«3a4TCHO»

[IponBUHYTHI
1 YPOBEHb

OOyuaromuiicas npuOOpeNn 3HaHMUS,
YMEHHsI ¥ HaBBIKH B MOJIHOM OO0BEME,
3aKperieHHOM pabodell mporpaMmoii
TUCUUIUIMHBL,  T€PMUHOJIOTHYECKUH
anmapaT UCIOJb30BaH IPaBUIBHO;
OTBETHl  TOJIHbIE, OOCTOSITENbHBIE,
apryMEHTUPOBAHHBIE, TOJTBEPKICHBI

KOHKPETHBIMU pUMeEpaMu;
OOy4aroluiicss TMPOSIBISIET yMEHHE
0000111aTh, CUCTEMATU3UPOBATh

MaTepuajl U BHIMOJHAET NPAKTUYECKUE
3a/IaHusl ¢ OJPOOHBIMU TTOSICHEHUSIMU
1 apryMEHTUPOBAHHBIMHU BBIBOJAAMHU
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CooTBeTCcTBHE KPUTEPUEB OLICHUBAHUA YPOBHIO OCBOCHH KOMHeTeHHHﬁ

110 MPOMEKYTOYHOM ATTeCTAUNH 00yYAIIMXCcs (IK3aMeH)

bannwt

Ouenka

Ypoesens
0ceéoeHus
KomnemeHyu
i

Kpumepuu oyenusanusn

0-9

«HCYHOBJICTBOD
HUTCJIBHO»

Jlonmoporosslit
YPOBEHb

OOyuaromuiics He TPUOOPEI 3HAHUS,
YMEHHUS u HE BJIAQJICET
KOMIIETECHIIUSIMH B o0BeMe,
3aKpemIEeHHOM pabouel mporpaMMon
OUCHMIUINHBL,  OOydJarlomuics  He
CMOT OTBETUTH Ha BOITPOCHI

10-16

«YHAOBJICTBOPHUT
CJIBHO»

[ToporoBeii
YPOBEHB

an  HEMOJIHbIE
OTBETHI Ha BOIIPOCHI, c
HEJIOCTATOYHOU apryMeHTalnueu,
MPAKTUYECKUE 3aJaHUs BBIIOJHEHbI
HE  MOJIHOCTBIO,  KOMIIETCHIIUH,
OCBAMBAEMbIE B IPOLECCE H3YUYECHHUS
JUCUUIUIMHBL C(OOPMUPOBAHBI HE B
MIOJIHOM 00BEME.

OO6yuaronuiics

17-23

«XOPOULIO»

bazoBbein
YPOBEHb

OOyuaronuiics B 1eJOM TIpuoOpesn
3HaHUSA W YMEHHsI B paMKax
OCBaMBAaE€MbIX B Iporiecce OO0y4IeHUS
No0  JUCHUIUIMHE  KOMIICTCHIINN;
oOyJaromuiicss OTBETHJI Ha BCE
BOIPOCHI, TOYHO Jlajl OIpeneIeHUs U
MOHSTHS, HO 3aTpyIHAETCS
MOJITBEPAUTD TEOPETHUUECKHE
MOJIOKEHUS MPAKTHYECKUMHU
npuMepamu; oOydaroluics moKas3ail
XOpOIINe 3HAaHUS 10 TPEAMETY,
BJIa/ICHUE HaBBIKAMH
CUCTeMAaTH3allud  Marepuana |
MOJTHOCTBIO BBITTOTHHJIT
PAKTHYECKHE 3aIaHUs

25-30

«OTIHUYHO»

[IponBuHYTHIN
YPOBEHb

OOyuaromuiics npuoOpen 3HaHUs,
YMEHUS U HaBBIKU B TIOJIHOM 00bEMe,
3aKpETIEHHOM pabouel mporpaMMon
TUCIUTUIMHBL,  TEPMHHOJIOTUYECKUN
ammapar WCIOJb30BaH TPABWIBHO;
OTBETHI TIOJHBIE, OOCTOSITEIHHBIC,
apryMEHTHUPOBAHHBIC,
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MIOJITBEPKICHBI KOHKPETHBIMU
IIPUMEPAMU,; oOyyJaronuiics
MposIBIIIET  yMEHHe  0000IaTh,
CUCTEMATU3UpPOBaTh  MaTepual U
BBITIOJIHAET MPAKTHUYECKUE 3aJIaHus C
HOJPOOHBIMU  MOSICHEHUSIMH |
apryMEHTHPOBAHHBIMH BBIBOJAMHU

PA3/IEJI 4. MeToau4eckue MaTepuaJibl, ONpeaeJaolue Npoueaypbl OeHUBAHUS
3HAHUI, YMEHUI, HABbIKOB, XapaKTepU3youue 3Tanbl GopMupoBaHUS
KOMIIeTeH Uil

[Ipouenypa oneHuBaHUA — MOPALOK IACUCTBUM IPU IIOATOTOBKE U IPOBEICHUHU
aTTECTAILIMOHHBIX UCTIBITAHUN U (POPMHUPOBAHUU OLICHKH.

[Ipouenypa mHpOMEXKYTOUHOW AaTTECTAlMM TMPOXOJUT B  COOTBETCTBUU  C
[Tosio)keHHEM O MPOMEKYTOUYHOM aTTECTALIMU 3HAHUM CTYIeHTOB U ydyamuxcs I'YHX.
- ATTeCTallMOHHBIE HCHBITAHUS MPOBOJATCS IPENOJABATENIEM, BEAYLIUM JEKIIHMOHHbBIC
3aHATHS 1O JAHHOW IHUCUMIUIMHE, WK IPENOJaBaTeNAMU, BEAYLIMMU IMPAKTUYECKUE U
JabopaTopHble 3aHATHS (KpOME YCTHOro 3k3ameHa). [IpucyTcTBHE MOCTOPOHHMX JIMII B
XO0JIe TPOBENCHUs AaTTECTAllMOHHBIX HWCHBITAaHUNH Oe3 paspelieHuss peKTopa WiIH
OpopekTopa He Jomyckaercs (3a HCKIIOYEHHEM pab0OTHUKOB  yHHBEpPCUTETA,
BBIMOJIHSIOMINX KOHTPOJIUPYIONUE (PYHKIIMA B COOTBETCTBHH CO CBOMMHU JIOJDKHOCTHBIMHU
oOsi3aHHOCTSIMHM). B cilydae OTCyTCTBUS BEIyIIEro NpENnofaBaTeis AaTTECTAllMOHHbIE
WCIIBITAaHUSI TPOBOJATCS NPENOAABATEIEM, Ha3HAYEHHBIM IMHCbMEHHBIM PaCIOPSKEHUEM
o xkademape.
- HBanuapl 1 mMua ¢ OrpaHMYEeHHBIMU BO3MOKHOCTSIMU 3/10POBbs, UMEIOIINE HAPYLIECHUS
ONOPHO-JABUTATEIBHOIO anmapara, JOIMYyCKAlTCs Ha AaTTECTAallMOHHBIE HCIIBITAaHUSA B
COIIPOBOXJIECHUHU ACCUCTEHTOB-COIPOBOKIAIOIIUX.
- Bo BpeMmMs arTecTallMOHHBIX HCHBITAHUNA OO0ydYarolmuecs MOTYT TIOJIb30BaThCs
IIPOrpaMMON JTMCUMIUIMHBI, @ TaKXe C pa3pelieHus] IperojaBaTess CIPaBOYHOU H
HOPMAaTUBHOU JINTEPATYPOU, HETPOTPAMMHUPYEMBIMU KaIbKYJIATOPAMMU.
- Bpewms moaroroBku oTBeTa HpU cAaue 3ayeTa/sK3aMeHa B YCTHOW (hopMe JOJHKHO
cocTaBisiTb He MeHee 40 MHUHYT (IO JKEJTAHHUIO OOYYaloIIEerocs OTBET MOXET ObITh
TOCpOYHBIM). Bpems oTBeTa — He OGomee 15 MuUHYyT.
- [Ipn moATrOTOBKE K YCTHOMY DK3aMEHY DK3aMEHYEMBbIH, KAK IPAaBUJIO, BEAET 3allUCH B
JIMCTE YCTHOTO OTBETA, KOTOPBIN 3aTeM (110 OKOHYaHUH SK3aMEHa) CAAETCS 3K3aMEHATOPY.
- Ilpm mpoBeseHHH YCTHOIO 53K3aME€Ha HK3aMEHAUMOHHBIA OWJIET BBIOMpAET cam
DK3aMEHYEMBIN B CIIy4allHOM MOPSIIKE.

- DK3aMeHaToOpy MPEeJOCTABISIETCS MPaBO 3a/laBaThb OOYYAOUIMMCS JTOTIOJHUTEIbHBIC
BOIIPOCHI B paMKax IPOrpaMMbl JUCLMIUIMHBI TEKYIIEr0 CEMECTpa, a TaKXKe, IOMUMO
TEOPETUYECKUX BOIIPOCOB, JaBaTh NMCbMEHHBIE 3aJaHUs, KOTOpPbIE U3YYAIWCh Ha
MIPAKTUYECKUX 3aHATUSIX.

- OumeHka pe3yJbTaTOB YCTHOIO  aTTECTAllMOHHOTO  HCHBITAHUS  OOBSBISETCS
oOyuaroummcs B JIeHb €ro nposeneHus. [Ipu npoBeneHnn MUCbMEHHBIX aTTeCTAI[MOHHBIX
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UCIIBITAHUM WJIM KOMITBIOTEPHOTO TECTUPOBAHUS — B JICHb UX MPOBEJICHUS WM HE MO3/IHEE
CJIeAYIONIeTro pabouero JHs MOCe UX MTPOBECHUS.
- Pe3ynbTaThl BBINOJIHEHUSI aTTECTAIlMOHHBIX HCIBITAHUM, TMPOBOJUMBIX B MUCHMEHHOU
dbopme, GopMe HUTOrOBON KOHTPOJBHOW pPabOThl WM KOMIIBIOTEPHOTO TECTUPOBAHUSA,
JOJIKHBI OBITH OOBSBICHBI 00YYAIOLIMMCS U BBICTABIICHBI B 3a4ETHBIC KHIDKKU HE MO3/THEE
CJIeIyIoIIero pabovero AHs MOocie UX MPOBEACHUS.

UtoroBeiMu ¢gopmamu KOHTpoOJA 1o aucuuiuimHe siisercs 3adet (I, 11,
cemectp), ak3aMeH (IVcemectp).

I1I

Ha tectupoBanue orBoautcs 30 MuHyT. Kaxkaplii BapuaHT TECTOBBIX 3aJaHUM
BKiIO4aeT 30 BompocoB. 3a KaxKblil MPAaBUJIbHBII OTBET Ha BOIIpoC Jaercs 1 Oam.

TecTupoBaHre MOXET MPOBOAMUTCS C MOMOIIbIO aBTOMAaTU3UPOBAHHOMN MPOrpaMMBbl
«Cropyt». Pesynbrar TecTMpOBaHHS YCTaHABIMBAETCS C YYETOM BbIOOpa ainropuTMma
pacuera oueHKH. TecT cjaH npH yCI0BUH, €CJId HaOpaHHbIE 0aJuIbl CTY/IEHTOM HE MEHbIIE
npoxoaHoro Oamna (mopora caauu Tecta). [lo okOHYaHMM PabOTHI C TECTOM CTYAEHTY
MPEAOCTABISAETCS BO3MOKHOCTh ITPOCMOTPETh PE3YJIBTAThl TECTUPOBAHUS - KOJIMYECTBO
HaOpaHHBIX 0aJIOB, IEPEYEHb BOIIPOCOB, HA KOTOPBIE AAHbI IIPaBUWIIbHbIE, HENIPABUIIbHBIE
Y HETIOJIHBIE OTBETHI.

MeToauka OleHUBAHUS Pe3yJIbTATOB TECTHPOBAHUS

Baww | Ouenka Ilokazamenu Kpumepuu
25-30 «ormimmuHo» (1. TlomHoTa BhIMONHEHUs| BeimonHeHo 6osee 85 % 3amaHuil mpeI0KESHHOTO
TECTOBBIX 3a/IAHUIA; TECTa, B 3aJaHHUAX OTKPHITOIO THUIA JaH IOJIHBIMH,
2. CBOEBPEMEHHOCTH Pa3BEpPHYTHIA OTBET HA TIOCTABJIEHHBIN BOIPOC
20 -24 «xopomroy (BPITOTHCHUS, Brionneno 6onee 70 % 3amaHuil IPEIIOKEHHOTO
3. llpaBMIBHOCTH OTBETOB TecTa, B 3aJaHUSX OTKPBHITOIO THIA JaH MOJHBEIA,
Ha BOIPOCHI, pa3sBEpHYTBI OTBET HAa MOCTABJIEHHBIA BOIPOC;
4. CaMOCTOATENBHOCTE | orpaxo  Gpumd JOMYIIEHbl ~ HETOYHOCTH B
TCCTUPOBAHIA, OIIPE/IETIEHUHU OHATHI, TEPMHUHOB H JIp.
15-19 «YJIOBJIETBO > HTA Brinonneno 6onee 54 % 3amaHuii mpensioKeHHOTO
PUTENBHOY TECTa, B 3aJAHUSIX OTKPBITOTO TUIA JAH HEMOJIHbIN
OTBET HA IIOCTABJICHHBIA BOIPOC, B OTBETE HE
HPHUCYTCTBYIOT JIOKA3aTENIbHBIE TIPUMEPBI, TEKCT CO
CTHJINCTUYECKUMHU u opdorpadudeckumu
OIIMOKaMHU.
0- 14 «HEYJIOBJIET Bremmonaeno  He  OGonmee 53 %  3amaHuid
BOPUTENLHO IPEIOKEHHOTO TECTa, Ha TIOCTABJIEHHBIE BOIPOCHI
» OTBET OTCYTCTBYET WIJIM HEIOIHBIN, JOMyIIEHBI
CYLIECTBEHHBIE  OIIMOKM B  TEOPETHYECKOM
MaTepuaie (TEpMHUHAX, TOHATHUSIX).

YCTHBIH ONPOC TPEAINOTIAracT yCTHBIM OTBET CTYJEHTa HAa OJWH OCHOBHOM U

HCCKOJIBKO JOIIOJHUTCIBHBIX BOIIPOCOB IIPCIIOJABATCIIA.

OTBeT CTyJeHTa [OJIKEH

MNpCaACTaBJIATh coOoi paSBépHYTOG, CBA3aHHOC, JIOTHYCCKU BBICTPOCHHOC COO6HICHI/IG.
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YcrHbIe OITPOCHI IMTPOBOAATCA BO BPEMA IHPAKTUICCKUX 33H5[THI>1, U MOT'YT HUCIIOJIb30BaTbCA

B Ka4dCCTBC

AOINOJIHUTCIIBHOI'O  HMCIIBITAHHUA ITIpWM  HEAOCTATOYHOCTH  PC3YJIbTATOB

TecTUpOoBaHMs. Bompockl ompoca HE JOKHBI BBIXOJWTH 32 PAaMKU OOBSBICHHOW IS
JTAHHOTO 3aHATUS TEMBI.

[Ipy BBICTaBIEHHHM OLIEHKM MPENOJaBaTeNlb YYUTHIBAET NMPABUIBHOCTH OTBETA IIO
COJIEp’KAaHHIO, €r0 IOCJIEA0BATENbHOCTh, CAMOCTOSITEIBHOCTh CYXIEHUI UM BBIBOJOB,
YMEHUE CBA3BIBATh TEOPETUUYECKUE TMOJIOKEHHUS C MPAKTUKOW, B TOM YHUCIE U C Oyaymien
poeccHoHambHOM 1eITeNTbHOCTBIO.

MeToauka olleHUBAHHUSA OTBETOB HA YCTHbIE BONPOCHI (0MPOC)

Bajaasl

Onenka

Ilokazamenu

Kpumepuu

16- 20

KOTIIUYIHO»

11-15

«XOopouIo»

«YIOBJIETBO
PUTEIBHO»

«HEYIOBJIET
BOPUTEJIBHO
»

1. ITonnoTa
OTBETOB;

2. ApryMeHTHpOBaHHOCTb
JAaHHBIX OTBETOB;

3. IlpaBuiBbHOCTH OTBETOB Ha
BOIIPOCHI;

4. [lonnmanue Marepuana

JaHHBIX

1) ITonHO M apryMeHTHPOBAHHO OTBEYAET IO
COZICPIKaHMIO 3a/1aHS;

2) OOnapyxHBaeT MOHMMaHHE MaTepuaa,
MOXXeT  OOOCHOBaTh  CBOM  CYXKJEHUS,
IPUMEHUTh 3HAHUS HA TNPAKTHKE, MPUBECTH
HEOOXOIUMBbIE TPUMEPHl HE TOJBKO 11O
y4eOHUKY, HO u CaMOCTOSITENILHO
COCTaBJICHHBIC;

3) u3naraer marepuan IMOCIelOBaTeIbHO H
MIPABHJIBHO.

CTyaeHT aet OTBET, YAOBIETBOPSIOMIUNA TEM
e TpeOOBaHMSIM, UYTO U JJI OLEHKH «5», HO
nomyckaeT 1-2 ommOKH, KOTOphIE caM XKe
WCTIPABJISICT.

CryneHt 00Hapy>KUBaeT 3HaHHE "
MMOHMMAaHHUE OCHOBHBIX TOJIOXKEHUI TaHHOTO
3aJjaHus, HO:

1) uznaraer mMarepuaj HEMOJHO U JIOMYyCKaeT
HETOYHOCTA B OMPEICIICHUU TOHATHH WIH
(hopMyITUPOBKE TIPaBUIT;

2) He yMeeT [OCTaTOYHO TJIyOOKO W
J0Ka3aTeIbHO 000CHOBATh CBOU CYXJICHUS U
MIPUBECTH CBOU MPUMEPBHL;

3) u3naraeT mMatepuall HEMocleA0BaTeIbHO U
JIOTTYCKAeT ONTHOKH.

CryneHt oOHapy>KMBaeT HE3HAHUE OTBETA Ha
COOTBETCTBYIOILIEE  3aJlaHUE,  JIOIyCKaeT
ommOKu B (POPMYIMPOBKE OMpENeiIeHU U
MpaBui, HCKaXKaroIe ux CMBICII,
OecropsiIoyH0 W HEYBEPEHHO  H3Jlaraer
Marepuai; OTMEUYalOTCs TaKue HEJOCTaTKU B
MOATOTOBKE CTYIEHTA, KOTOpPBIE SBIISIOTCS
CEPbE3HBIM TNPEMATCTBUEM K  YCHEHTHOMY
OBJIAJICHUIO MOCIEAYIOIINM MaTePHAIIOM.

IIpakTuyeckoe 3aganue (MUCbMEHHAasi pad0Ta) BKIIOYEHO B TEKYIIUN KOHTPOJIb,
npejarnojiaraeT MHAUWBUAYAJbHYIO WM TpynmnoByto pabotry. Ilucekmennas pabota
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npeanonaraer OO  3aKpemieHue, JUMO00  TMOBTOPEHUE  MPONAEHHOW  TEMBI,
COOTBETCTBYIOIIEH COACPKAHUIO KOMIETCHIIMU. BpeMs BBIOJHEHUS 3aBUCUT OT
CJIOJKHOCTH 3aJ1aHUA OT 5 10 15 MuH.

MeToauKa OLICHUBAHUA MPAKTHYECKUX 3aAHUM

bannv Ouenka Hoxkazamenu Kpumepuu

18-20 | «Otnuuno» | 1. Pemenue KommyHuKkaTuBHasi 3ajada pemnieHa  MOJHOCTBIO.
KOMMYHHKATHBHOU 3amaHue  TONHOCTBIO  BBIMOJIHEHO:  COJEpKaHue
3aJlauM. OTpaKaeT BCE aCMeKThl, yKa3aHHbIC B 3a/aHUH,
2.Copnepxanue U | BBICKa3bIBAaHUE JIOTUYHO. Jlexcuueckue,
OpraHM3alnys TeKCTa. | rpaMMmartuyeckue u  opdorpaduyeckue  OmUOKU
3. Jlekcuka. OTCYTCTBYIOT.

11-17 | «Xopomoy» | 4. I'pammaTnka KommyHukaTuBHas 3aza4a pelieHa,
5. Opdorpadust ¥ | HEMHOTOUYHCICHHBIC SI3BIKOBBIE  IOTPEITHOCTH  HE
Kayutarpadust MPENATCTBYIOT TOHUMAaHHUIO.

3ajaHue BHIMOJHEHO: HEKOTOPbIE ACIEKThI, yKa3aHHbIC
B 3aJIaHUH, PACKPBITHI HE MOJHOCTHIO, BHICKa3bIBAHUE
B OCHOBHOM JIOTHYHO.

Ucnonb3yeMblii  CIIOBapHBIM  3amac  COOTBETCTBYET
MIOCTaBJIICHHOM 3aJayde, Yy4allMiCsd TMOKa3aJl 3HaHue
JIEKCUKH U YCHENIHO MUCIOJIH30BAI €€.
I'pammaTnueckue  CTPYKTYphl — UCIOJIB3YIOTCS B
COOTBETCTBUM C NIOCTaBJICHHOW 3a7a4yeil, MPaKTUYECKU
OTCYTCTBYIOT OIIMOKH, COONIOJAETCS TPaBUIBHBIN
MOPSZOK CJIOB.

Opdorpaduueckue OLINOKH NPaKTUYECKH
OTCYTCTBYIOT, TEKCT HAaIlUCaH C COOIIOJICHUEM TIPABHII
KaJuurpadum.
8-10 «YIOBIIETB KommyHukaTuBHasi 3ajada pelieHa, HO JIEKCHKO-
OpHUTEIIHLHOY rpaMMaTH4YeCcKue MOTPEUTHOCTH MPENsTCTBYIOT
IMOHMMAaHHUIO.

3ajaHue BBIIIOJIHEHO HE IOJHOCTBIO: COJEp)KaHuE
OTpakaeT HE BCE acCIeKTbl, yKa3aHHble B 3a/laHUH,
BBICKA3bIBAaHUE HE BCET/a JIOTUYHO.

Hcnonb3yeMblii  ClIOBapHBIM  3amac  COOTBETCTBYET
IIOCTaBJICHHOW 3aJaue, OJJTHAKO CIy4aroTCs OTIEJIbHbIE
HETOYHOCTU B YHOTPEeOJEHUH CJIOB, JINOO CIOBAapHbBIN
3arac orpaHuu€eH, HO UCIOJIb30BaH MPABUIILHO.
WNmeercss  psg rpaMMaTU4YecKuX  OMIMOOK,  He
3aTPYAHSIONIMX TOHUMaHUE TEKCTa.

Nmeercs  psan  opdorpadpuyeckux  ommOOK |

HE3HAYUTEIIbHOE OTKJIOHEHHE oT IIPaBUII
KaJUIUrpaguu, 4To He 3aTPYIHIIOT IOHUMaHUE TEKCTa.

0-7 «Heynosne KommyHMKaTHBHas 3a7a4a HE pelIeHa
TBOPUTEIBH 3aaHue HE BBINOJIHEHO: COAECP)KaHUE HE OTpa)kaeT Te
o» aCIEKThl, KOTOpPbIE YKa3aHbl B 3aJlaHUHU, OTCYTCTBYET

JIOTHKA B IOCTPOECHUU BBICKa3bIBaHUS.
KpaiiHe  orpaHudeHHBIM  CIIOBApHBIM  3amac  He
MO3BOJIACT BBINOJIHUTH IOCTABJICHHYIO 3a7ady WU
oOyyaromuics HE CMOr MPaBWIbHO MCIOJIb30BATh
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CBOM JICKCMYECKMHA 3amac i BBIPAKECHHS CBOMX
MBICJIE.
['pamMMaTrueckme mpaBuiia He COOJI0IAr0TCSI.

PosnieBasi urpa HampapjieHa Ha YIIIyOJI€HUE TEOPETUUECKUX 3HAHUM, MOIYUYEHHBIX
CTYJAEHTAMHU B XOJI€ MPAKTHYECKUX 3aHATUM U U3YUYECHUS OCHOBHOW W JIOMOJHHUTEIBHOU
JUTEpaTypbl MO JUCHUIUIMHE, PAa3BUBACT CIIOCOOHOCTH K CaMOCTOSITEIBHOMY OTOOpY,
aHaau3y W cucrtemartusanuu uHopManuu; (GOpMUPYET KOMMYHHMKATUBHBIE HaBBIKH,
YMEHUE JIOTUYECKU BEPHO, APTYMEHTUPOBAHO U SICHO CTPOUTH YCTHYIO PEYB; CTUMYJIUPYET
TOTOBHOCTh K KOOIEpaIlUU ¢ KoJIJIeraMu, paboTe B KOJUICKTHBE.

1. TloaroToBka K TpOBEAECHUIO WUIrphl. Bemynmuii OOBACHIET CyTh METO/a, UIPOBBIC
MpaBWJIa M 33/1a4d y4acTHUKOB. Ha 1aHHOM 3Tame u3naraercsi CUEHAapuid U OpraHu3yeTcs
UTPOBOE MPOCTPAHCTBO.

2. HenocpeACTBEHHOE NPOBEACHUE WIPhbl. YYACTHUKU B WUIPE BOIUIOLIAIOT CLEHAPHIA,
MPOUCXOJIUT «IPOKUBAHUE» YYACTHUKAMH TIPOOJIEMHOW CHUTyalldd B €€ HWIPOBOM
BOIUIONIEHUH, T.€. B POJIEBON HMrpe OOydaeMble OBIIAJEBAIOT OMBITOM JACSATEIHHOCTU U
COOTBETCTBYIOIIUX €My TNEPEKUBAHUM, CXOIHBIX C TEM, YTO OHHM TOJYyYWJIA OBl B
JICUCTBUTEIBLHOCTH.

3. IlonBenenne wutoroB urpbl. CyTh AAHHOTO 3Tana — OCMBICIEHUE «IIEPEKUTOTON.
HauuHath »xenatenbHO C BepOaau3alMd yYacTHUKAMHU WIPbl CBOUX NEPEKUBAHUI
(omucaHUs CIIOBaMHM CBOMX OLIYIIEHWW, BO3HUKABIIMX [0 XOJIy HIPbl) U OOMeHa
SMOLIMOHAIBHBIM OINBITOM MEXIY YYACTHUKAMH UTPHI.

MeToauka OLEHUBAHUA YYACTHSA B POJICBOM UIpe

bannwt Ouenka IHokazamenu Kpumepuu

9-10 «OTIIUYHO» 1. Ilomnora coxnepxanus | Conepxanue BBICTYIUICHUS IIOJIHOE,
BBICTYIUJICHHUS. UCTIOJIB3YIOTCS KOHKpETHbBIE (bakTsl,
2. OCO3HaHHOCTb  TEMbI | OCO3HAHHOCTh TEMBI MIpPbl. BBIpasuTeIbHOCTH
UTPBI. peud, yMEHHEe  YBAXKUTEIbHO  OTBEYATh
3. BeIpa3utensHOCTh peun. | coOeceTHuKaM, cBOOOHOE BIIQJICHUE
4. BnageHue MaTepuaioMm. MaTepuaioM

6-8 «XOPpOILO» 3. PanyonansHocts | ConmeprkaHue BBICTYIUICHUS IIOJIHOE,
MCIIOJIb30BAaHUsI BPEMEHH. UCIIOJIB3YIOTCS abcTpaKkTHBIE (baxThl,

OCO3HAHHOCTb TEMbI HIPBI. BLIpaBI/ITeJIBHOCTB
peun, CBO60,I[HO€ BJIAICHUEC MaTCpraIOM

3-5 «YIOBIIETBOP CopepxaHue  BBICTYIUIGHUS HE  IOJHOE,
UTEIILHOY UCTIOJIb3YIOTCS abCTpaKTHBIE (baxThl,
OCO3HAaHHOCTb TEMBI UTPBL.

HCBLIpﬁBPITGJ'IBHOCTL pcyu. HepaL[I/IOHaJ'ILHOC
HCITIOJIB30BAHUC BPCMCHHU.

0-2 «HCYHOOBJICTB Henonnoe COJACPpIKaHUC BBICTYIIJICHUA,
OPHUTCIBHO» HCOCO3HAHHOCTE TEMBI UTI'PbI, HEPATHUOHAIBEHOC
HCITOJIb30BAHUC BPCMCHHU
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UCIIOJIB30BaHHBI B pedepare,

Pedepar

— 9TO KpaTKuil 0030p MaKCHUMaJIbHOTO KOJUYECTBA JOCTYIHBIX
nyOJIMKalui 1Mo 3aJaHHOM TeMe, C DAJIEMEHTAMH COIMOCTABUTEILHOIO aHaliu3a JaHHBIX
MaTepuagoB W C MOCJIEAYIOIIMMU BbIBOJaMH. TpeOoBaHMS K COJEpKaHUIO: MaTepual,

JIOJKEH OTHOCUTCA CTPOTrO K BBIOpaHHOW TeMe;

HEOOXOMMO H3JI0KUTh OCHOBHBIE AaCHEKThl MPOOJIEMbl HE TOJIBKO TpaMOTHO, HO WU B
COOTBETCTBUH C TOW WJIM MHOM JIOTMKOHN (XPOHOJOTHYECKOHN, TEMAaTHUECKOU, COOBITUMHON
U Jp.); TPU U3JIOKEHUU CJEAYyeT CrPYIIUPOBaTh UIEH Pa3HbIX aBTOPOB IO OOIIHOCTH
TOYEK 3PEHUS WA M0 Hay4YHBIM IIKOJIaM; pedepar H0mKEeH 3aKaHYUBaThCS MOABEICHUEM
UTOTOB TIPOBEJIEHHON HCCIIEOBATEIbCKON pabOThI: COAEPKAaTh KPATKUM aHaIu3-
00OCHOBaHME MPEUMYIIECTB TOW TOYKHA 3PEHHUS IO PACCMATPUBAEMOMY BOIIPOCY, C
KOTOpOU BbI commmapHsl.

1.

3agadamu pedepara SBISIIOTCS:
DopMUPOBAHUE YMEHUU

CaMOCTOATENBHON  paboThl  O0y4aroIUXC C

HCTOYHHUKAMU JINTCPATYPhI, UX CUCTCMATHU3AIHA;

2.
3.

Pa3BuTue HaBLIKOB JIOTMYECKOTO MBIIIJICHUSA,
yI‘HY6HeHI/Ie TCOPCTUUCCKUX 3HAHUU 110 HpO6JI€MC HNCCIICAOBAHM:.

MeToauka oLleHUBAHUA BbINOJHEeHUs pedepaToB

bannwt

Ouenka

Iloxkazamenu

Kpumepuu

«OTJIHUYHO»

1. TlomHOoTa BBIMOJIHEHHUS
pedepatos;

2. CBOEBpEMEHHOCTH
BBITIOJTHEHUS;

3. IlpaBUIBHOCTH OTBETOB
Ha BOTIPOCHI;

U T.]I.

«XOpouIo»

«YZOBJIETBO
PUTEIILHO»

«HEYIOBJIET
BOPHUTEJIBHO

BrimmonHeHBI Bce TpC6OBaHI/I$I K HaIllMCaHUIKO M 3alIuTe
pedeparta: obo3HaueHa mpobiemMa W 0OOCHOBaHa €&
AKTYaJIbHOCTb, CACJIaH KpaTKI/If/’I AHAJIN3 Pa3JIMYHbIX
TOYCK 3pEHUS Ha paccMaTpuBaeMyl TpoljeMy u
JIOTUYHO HN3JI0KEHAa CO6CTB€HHa$I IIO3UIIHUA,
chOpMyYITHPOBAHEI BBIBOJIbI, TEMa  PacKpbITa
MOJTHOCTHIO, BBIJICpKaH 00BEM, COOJTIO/ICHBI
TpeOOBaHUSI K BHEIIHEMY OQOpPMIICHHIO, JIaHbI
MPAaBUJIbHLIC OTBCTHI Ha JOTIOJHUTCIIbHBIC BOIIPOCHL.

OcHOBHBIE TpeOOBaHHs K pedepaTy M ero 3aiiuTe
BBITIOJIHCHBI, HO IIPU 3TOM JOMYIICHBI HCIOYCTHI. B
YACTHOCTH, WMEIOTCS HETOYHOCTH B  HU3JIOKCHUH
MaTepHana; OTCYTCTBYET JOTUYeCcKast
[OCIICIOBATEIFHOCTE B CYXKACHHSAX; HE BBIJICPKaH
00BeM pedepara; UMEIOTCS yIyIIeH!s! B 0hOpMIICHUH;
Ha JONOJIHUTENIbHBIC BONPOCHI IPH 3alIUTe TaHbI
HCIIOJIHBIC OTBCTHI.

VIMeroTCs CyIIeCTBEHHBIC OTCTYIUICHUS OT TPeOOBaHUM
K pedepupoBanuio. B dYacTHOCTH: Tema OCBeEIEHA
JIMIIb YaCTHYHO; JOMYIICHBI (PaKTHUYECKUE OMIMOKU B
cojepaHuuW  pedepara UIM  TOpU  OTBETE HA
NTOTIOJTHUTEIIHHBIC BOIIPOCHI.

Tema pedepara He packpelTa, OOHapyKMBaeTCs
CYILLIECTBEHHOE HEMIOHUMaHue MpoOIeMBbI
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Case-study mnpencraBiser coO0W METOJ aKTUBHOTO IMPOOJIEMHO-CUTYAIIMOHHOTO
aHaJgu3a, OCHOBAaHHBIM Ha OOYYCHHHM IYTEM pCIICHHs KOHKPETHBIX 3aJlau-CUTyaIlui
(BeImOTHEHUST KeWc-3amanuii). Kelic mpexacraBisger coOoi MPOOJIEMHYIO CHUTYaIUIo,
npeJjiaraéMyro CTyJIeHTaM B KaueCTBE 3aJlauu JIJIsl aHAJIM3a U TTIOMCKa PEIIeHUs.

OOBIYHO KEWC COACPKUT CXEMATHUYECKOE CIIOBECHOE OIHMCAHWE CHUTYaIluH,
cTaTucThueckue aaHHbie. Kelic gaeT BO3MOXKHOCTh MPUOIU3UTHCS K MPAKTUKE, BCTATh Ha
MO3UIIMIO0 YEJIOBEKAa, peajbHO MpUHUMArolero pemieHus. O3HaKOMJIEHUE CTYJEHTOB C
TEKCTOM Kelca W TMOCIEIYIOIUM aHaln3 Kehca MOXXET OCYIIECTBISTBHCS 3apaHee (3a
HECKOJIbKO JHEH 10 ero oOCyXJAeHHUs) KaK CcaMOCTOsITelbHas paboTa CTYACHTOB.
OOcyxeHrue HEOOJbIIUX KEHMCOB MOXXET OBITh BKJIIOUYEHO B YYEOHBIM Mporecc,
CTYJICHTBI MOTYT 3HAKOMUTBHCSI C HUMHU HETOCPEJICTBEHHO HA 3aHATHSIX.

Amnanu3 kerica JOJIDKCH OCYIICCTBIIATHCA B OI'[pCI[CJICHHOﬁ IMOCJIICAOBATCIbHOCTH .

1. Boinenenue npo6ieMsl.

2. ITouck ¢axToB 1o TaHHOM TpoOIEME.

3. PaccmMoTpeHue anbTepHATUBHBIX PEIICHUM.
4. Br160p 000CHOBAaHHOTO PEIIICHHUS.

MeToauka OIEeHUBAHUSA Kelc-3a1a4

Ouenka Hokazamenu

bannw

Kpumepuu

[Tonnora
Kelc-3aad;
CBOEBPEMEHHOCTh
BBIITOJIHCHU A,
[IpaBuiIBbHOCTH
OTBETOB Ha BOIMPOCHI;
U T.J.

18-20 «OTJIMYHO» 1. pelLIeHHs]

OcHoBHBIE TpeOOBaHUSA K pPEIICHUI0 KeHhc-3a1ay
BbIMOJIHEHBL.  [IposeMOHCTpUpOBaHBI  yMeEHHE
aHaJIM3UPOBATh CUTYaLUIO u HaXOJUTh
ONTUMAJILHOE  KOJIMYECTBA pELICHUH, YyMEHHE
paborath ¢ umH(pOpMaIeld, B TOM YHCIE yMEHHUE
3aTpe0OBaTh  JOMOJHUTEIbHYIO  HH(POpPMAIHIO,
HEOOXOUMYIO U1l YTOUHEHUS! CUTYyallud, HaBbIKU
YETKOTO M TOUHOTO HU3JIOKEHHUS COOCTBEHHOM TOUKH
3peHHss B YCTHOW MW MNHChbMEHHOW (dopwme,
yOeaUTENbHOTO0 OTCTAauBAHMSI CBOCH TOUKHU 3pPEHUS;

11-17 «XOpOUIO»

OcHoBHBIE TpeOOBaHUSA K pEIICHUI0 Kekc-3amay
BBITTIOJIHCHBI, HO TP 3TOM AJOMYIICHBI HECAOYCTHI. B
YACTHOCTH, HEIOCTATOYHO PACKPBITHI HABBIKH
KPUTHYCCKOI'O0 OLNCHUBAHHA  PA3JIMYHBIX TOYCK]
3peHus, OCYIIECTBIICHUE camoaHaju3a,
CaMOKOHTPOJII W CaMOOIICHKH, KPEaTUBHOCTH,
HECTaHJIaPTHOCTH MpeJiaraeéMbIX pelieHui

8-10  |«yIOBIETBOPUT

CJIIBHO»

Nmerotcs CYHICCTBCHHBIC OTCTYILJICHUSA OT]
pemieHus Keiic-3amad. B gacTHOCTH OTCYTCTBYIOT|
HaBBbIKH YMCHUA MOZACIIMPOBATH pPeIICHUA B
COOTBETCTBUH 3aJaHUeM,  IIPEICTaBIATh
pas3IuuHbIe K pa3paboTKe IUIAaHOB

C
nIoaxoabl
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JICHCTBUM, OPHEHTHUPOBAHHBIX HAa  KOHEYHBIN
pe3yJibTaT
0-7  |«HEyHOBIETBOP 3amaya Keiica HE packpbiTa, OOHApPYKHBAeTCS
UTEIIHO CYIIIECTBEHHOE HETIOHMMaHHUEe MPOOJIeMbI
JMuckyceusi (1e0aThl, KPYIJblii €TOJ) — 3TO IIeJICHANIPaBIEHHOE OOCYXXKJICHHE

KOHKPETHOI'O BOITPOCA, COMPOBOKAAIOIIECECsS, 0OMEHOM MHEHUSAMH, UACIMH MEKIY ABYMS
u Oojee ymmamu. JIJisi MpoOBEACHUS JUCKYCCUU HEOOXOJMMO: BBIOpATh TEMY JUCKYCCHUU;
BBIJICJIUTh TPOOJIEMAaTHKYy; OOO3HAYHUTHh OCHOBHBIC CIIOPHBIC BOIIPOCHI, PACCMOTPETh
HUCTOPUYCCKHE U COBPEMEHHBIC IOJXOJBI IO BHIOPAHHOH TeMe; Moao0paTh JIMTEpaTypy;
BBINKCATh TE3UCHI, TPOAHAIM3UPOBATh MAaTEPHANl M ONPEICIIUTh CBOIO TOYKY 3PCHHS 10
JTAHHOM MPOOJIeMaTHKE.

MeToanka oneHNBaHUA yYiacTus B ITUCKYCCHMH, )IeﬁaTax, KpYIJoMm CToJie

bannn Ouenka Ilokazamenu Kpumepuu
9-10 | «Otnuuno» | 1. Pemenue KoMmMmyHMKaTHBHAs 3ajada IIOJIHOCTBIO BBINOJIHEHA!
KOMMYHHUKaTUBHOM | LIeJIb OOILEHHs YCIIEHIHO JOCTUTHYTA, TeéMa PACKphITa B
3a/1a4H. 3aJJaHHOM O00beMe. YYacTHHUK JEMOHCTPUPYET yMEHHE
2. JIorn4HOCTb pa3BepHyTO, JIOTMYHO M TOYHO BBICKAa3bIBAaThCS Ha
BbICKA3bIBaHUS. 3aJIaHHYIO0 TEMY. YYaCTHUK BbICKA3bIBAET HHTEPECHBIE U
3. YMeHue 3a/1aBaTh | OPUTMHAJIBHBIE MBICIH, OTHOCSIIUECS K 00CYKIaeMoi
BOIIPOCBI. teme. [pamMoTHO cTaBUT mTpoOIEeMy, aHAIU3HPYET,
4. Copneprxanue. CpaBHUBAeT U 0000LIAeT JaHHBIE, NPEICTABICHHbIC B
5. JIexcuueckoe 3a/laHUM, APTyMEHTUPYET CBOIO TOUYKY 3PEHMs, AEJIaeT
oopmieHue peud. | BBIBOABI.
6. 'paMmMaTHueckoe | YYaCTHHK CIIOCOOCH JIOTUMHO U CBSI3HO 33J1aBaTh
oopmieHHe peuH. | HHTEPECHbIE BOIIPOCHI I10 TEME. YUACTHUK MPABUIIBHO U
7. IlponsHouicHKE. OpPUTMHAJILHO OTBEYAET Ha BCE BOIIPOCHI COOECETHHKA.
B peunm ywacTHMKAa HET JIEKCMYECKMX OLIMOOK;
CIIOBapHBIA 3amac y4JacTHUKa Oorart, pazHooOpaseH H
aJIeKBaTeH MOCTABJICHHOH 3a/1aye.
B peun yyacTHuKa HET rpaMMaTHYECKHX OIMNOOK; pedb
y4acTHHKa Oorata pasHOOOpa3HbIMM I'PaMMAaTHYECKUMHU
KOHCTPYKLIHSMH.
B peun yuactauka HeT poHeTHUecKHX OmMOOK. bermbrit
TEMI PEYH.

6-8 «Xopomo» KomMmyHuKaTHBHas 3aja4a BBINOJIHEHA HE MOJHOCTbBIO:
1[eJ1b OOILIEHUS! B OCHOBHOM JIOCTUTHYTA, OJTHAKO TE€Ma
packpbiTa He B MOJHOM oObeMe. Brinenena npobiema,
€CTb BBIBOJI.

B menom ydacTHMK CIIOCOOEH JIOTUYHO M CBSI3HO
3aJlaBaTh BOIIPOCHI U J1aBaTh NpaBUIIbHBIE OTBETHL. Bce
BOIPOCHI 3a/1aHbl.

B peunm ywacTHMKAa HET JEKCHYECKHX OIIMOOK;
CJIOBapHBIN 3amac y4JacTHUKa Oorart, pa3HooOpaseH U
aJIcKBaTEH MOCTAaBJICHHOM 3aaye.
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4-5 «Y 1OBIIETB
OpPHUTEITLHOY
0-3 «Heynosne
TBOPHUTEIHH

o»

B peun yvyacTHHKa HET rpaMMaTHYECKUX OIIMOOK; pedb
ydacTHUKa Oorara pasHOOOpa3HbIMH IPaMMaTHYECKIUMHU
KOHCTPYKIHUSIMHU.

B peun yyactHuka HeT poHeTHUECKHX OMMOOK. bermbiii
TEMII PEYH.

KoMMyHHMKaTHBHAsS 3a7ja4a BHITIOJHEHA YaCTUYHO: IIENb
OOIICHHSI TOCTUTHYTA HE MOJIHOCTHIO, TEMa PACKphITa B
OTrpaHHMYEHHOM 0OBeMe: TIpobiieMa He MOCTaBJICHA.
Y4acTHUK CHIOCOOCH 3a/1aBaTh BOMPOCH W OTBEYATH HA
BONPOCHI  COOECEIHUKA, OJHAKO 3a/JaeT BOIPOCHI,
OTBETHl Ha KOTOPBIC MPO3BYYAIH B peuH COOECETHHKA
nub0 TpU TOANEpKaHUU Oecelbl JaeT HE BIIOTHE
COOTBETCTBYIOIIHE COJICPKAHUIO M JIOTHKE OTBETHI. i
JIOTMyCKaeT OTAeNbHbIC (PaKTHUECKHUE OINOKH. 0
B peun ydYacTHMKA TIPUCYTCTBYIOT JICKCUYECKHE
ommOku (6ombire 3x). CaoBapHOro 3amaca HE XBaTaer
JUTSL OOIIIEHUSI B COOTBETCTBHH C 33JJAHUCM.
B peun ydacTHHMKAa MPUCYTCTBYIOT TpaMMaTHYECKHE
omnOku (Oosbie 3x).

B peun ywacTHHMKa TpPUCYTCTBYIOT (POHEMATHYECKHE
omn6Oku (Oosbie 3x).

KommyHukaTuBHast 3ajadya HE BBINOJHEHA: 1IEJb
oOmieHusi  He  JOCTUTHYTAa, collep’kaHue  He
COOTBETCTBYET KOMMYHHUKATHBHOM 3amauye. 3aMETHO
OTKJIOHEHHE OT TEMBI.

VYyacTHuk 3agaeT mano BorpocoB. He MoxeT oTBETUTH
Ha BCE BOIMPOCHI COOECETHUKA.

Wnu: YdacTHUK HE CITIOCOOEH CaMOCTOSITENTFHO 33/1aBaTh
BOIIPOCHI M OTBEYATh Ha BOIMPOCHI MapTHEPa aJeKBaTHO.
B 3HauuTenpbHOM CTENEHW 3aBHCUT OT IOMOLIM CO
CTOPOHBI COOECETHHKA.

B peun ywacTHUKA OPHUCYTCTBYIOT MHOTOYHMCIICHHbBIE
nekcudeckue omuoku (Oompire 3X), B TOM YHCIIE
3aTpyAHsione noHumanue. CroBapHOro 3amaca He
XBaTaeT JyIsl OOILIEHUSI B COOTBETCTBHUH C 3a/IaHUEM.

B peun yuacTHUKA OPHUCYTCTBYIOT MHOTOYHMCIICHHbBIE
rpaMmaTudeckue omuoku (Oompire 3X), B TOM YHCTE
3aTpyAHSIONIME TOHUMAHUE.

[lonnmanue peud ydyacTHMKa 3aTpyJHEHO U3-3a
OOJNBIIOTO  KOJMMYECTBa (DOHEMAaTHUECKUX OIIUOOK,
MEIJICHHBI TEMI PEYH.

[Ipouenypa 3aliUTHl NPe3eHTAMHU [TPEACTABIISIET COOOM:
1. Coueranue yCTHOrO JICKIMOHHOTO MaTepuralia ¢ IEMOHCTPALIMEN CIai/10B
2. OTBeThl 00y4aroIIerocs: Ha BOMPOCHI MPETo1aBaTesl.

MeToanKa OeHUBAHUA MPe3eHTALUN

bannvt

Ouenka

Ilokazamenu

Kpumepuu
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4 «oTanaHo» |1.
2.
3 «XOPOIIO»
3.
4.
2 | «yIOBJIETBOP
HUTCIBbHO»
0-1 |«HEYIOBIETBO
pHUTEIBHOY

IlonHoTa
BBIIIOJIHCHUS
MpE3EHTaLNM;
CBOEBPEMEHHOCT

BoinonHensl Bce TpeOOBaHMS K COCTABIIEHUIO MPE3EHTALUI:
IU3aiiH ClailoB, JIOTMKAa W3JI0KEHHUsS MaTepuana, TEKCT,
XOpOILIO HaIucaH, U ¢OPMUPOBAHHbBIE UJIEU SICHO U3JI0KEHBI
U CTPYKTYPUPOBAHbI

b BBINIOJIHCHUS;
[IpaBunbHOCTB
OTBETOB
BOIIPOCHI;

CrtpyKTypHpoBaH

Ha

OcHOBHEIE Tpe60BaHI/I$I K INPE3CHTAUAM BBIIIOJTHCHBI, HO ITPU
9TOM JIOMYIIEHBl HEAOYeThl. B  YacTHOCTH, WMEIOTCS
HETOYHOCTH B  W3JIOKCHUH  MaTepuana, OTCYTCTBYET
JoTUYEcKas MOCIeI0BATEIbHOCTD B CYXKJACHUSX; HE BhIIEPKaH
00BeM MPE3CHTAINH

HOCThB.

NmeroTcst cyliecTBEHHBIE OTCTYIUIGHHS OT TpeOOBaHMA K
MpE3CHTAUAM. B HYaCTHOCTHU: TEMa OCBCIICHA  JIUIIb
YaCTUYHO; JOMyIIeHbl (haKTUYECKUE OLIMOKH B COJEp>KaHUY
HpGBGHTaLII/If/’I WJIN TIPpU OTBCTC HA JOIMOJHUTCIIBHBIC BOIIPOCHI.

Tema mpe3eHTaMM HE  PACKPHITA,
CYIIECTBEHHOE HETIOHMMAaHUE MPOOJIEMBI

oOHapy KHBAETCS

IHopsinok npoBeaeHUsI OLCHUBAHUSA C(POPMHUPOBAHHBIX KOMIIETEHUUI NIPHU
MPOBEACHUH 3a4eTa

3ayer — sBiISETCA 3aBEPIIAIOIIMM 3BEHOM B H3yYeHHHM Kypca «HOCTpaHHBIM
A3bIK». L[enpro 3auera sBIsieTCs, MPEkKIE BCETO, OLICHUBAHUE JOCTUTHYTOTO CTYAEHTAMU
YPOBHSI OCBOCHHOCTH KOMIIETCHIIMM, a TakXe KOHTPOJIb OCBOCHHUS OOyYarOUIUMHUCS
y4eOHOro Marepuasa no JUuciuIuinHe. Pe3ynbTaT 3aueta B OrpOMHOM CTETIEHU 3aBUCUT OT
TOTr0, HACKOJIbKO TMPaBWJIHHO CTYJEHT OPraHU30Bajl CBOIO CAMOCTOSTEIbHYIO paldoTy B
TEUECHUE CEMECTPA, HACKOJIBKO CEPHE3HO OH 3aHMMAJICSI HA MIPAKTUYECKOM 3aHSTHUH.

3adeT MpOBOJIUTCS B YCTHOM (opMe Ha MOCIAETHEM IMPAKTUYECKOM 3aHSITHH IO
JTUCHUIUIMHE. 3a4eT MOXXET MpOXOJAUTh B (opMe TecTa, JEeJTOBOM HWIpPbl, OTBETOB IIO
OwneraMm JuOO 3amUTHI MpoekTa. Ha moaroroBky oTBeTa CTyIeHTy oTBomutcs 15-20
MUHYT. 3a OTBET Ha BOMNPOCHI CTYJEHT MOXET MOJYy4YUTh MakcuMmaibHO 20 OaiioB.
CTyneHTbl, KOTOpBIE PETYJISIPHO MOCEMIAIOT 3aHATUS U UMEIOT XOPOUIYH YCIEBAaeMOCTb,
MOTYT TOJYYUTh 3a4€T «aBTOMATOM» Ha IMOCJIEIHEM 3aHITHH. B OamibHO-pEeUTHHTOBOM
CUCTEME “aBTOMAT’ MOJKHO TOJYUYUTh 3a CUeT HAOpaHHBIX 0aJIIOB.

MeTOaNKA oneHNBAHNE OTBETA HA 3a4éTe

bunapnasn
bannn wKana Ilokazamenu Kpumepuu
10- «3aureHo» | 1. IlomHoTa JIEKCHUKO-IPaMMATHUYECKOE  3aJaHHE  BBIIOJHEHO
20 BBIIIOJIHEHUS BEPHO. Jlag OJIHBIN, B JIOTHYECKOU
3aJJaHMI; IOCJIEIOBATENLHOCTH  PA3BEPHYTLIM  OTBET  HA

2. CBoeBpeMeHH

NOCTaBJICHHBIA BOOPOC, TAE MOPOJEMOHCTPHUPOBAI

OCTb BBIIIOJTHCHUA

3HaHHUA IIpcaAMETa B IIOJHOM 00BeMe V'—IC6HOI\/JI
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3. IlpaBWILHOCT | OPOrpaMMbl, AOCTATOYHO TJIYOOKO OCMBICIHMBAET
b OTBETOB Ha | OUCUMILIMHY, CaMOCTOSTCILHO, M HCUYSPIBIBAIOINIC
BOIIPOCHI; OTBEYaeT Ha JOMOJHHUTEILHEIC BOIIPOCHI, IIPUBOJINT
4. Pemenue COOCTBEHHBIE  IPUMEPLL IO IpOOJIEMATHKE
KOMMYHHMKATHBHOHN | IOCTaBIESHHOTO BOIIPOCA,.
3aJ1a4H;
5. JlaH OTBeT, CBHJICTEABCTBYIONIMM B OCHOBHOM O
KO€ ¥ JEKCUYECKOE | 3HAHUM  TPOIECCOB  HM3yYaeMOH  JTUCIHIIUHEI,
odhopmiIcHHE OTJIMYAIOIINICA  HEAOCTATOYHOH  TIyOMHOU H
3aJIaHAM U T.J. IIOJJHOTOM PACKPBITHS TEMBI, 3HAaHMEM OCHOBHBIX
BOIIPOCOB _ T€OpHH, ¢J1abo  copMHUpPOBAHHBIMU
HaBBIKAMH aHajJn3a SIBJICHHI MPOIIECCOB,
HEJIOCTATOYHBIM YMEHHEM J1aBaTh
AprYMEHTUPOBAHHBIE  OTBETHI M NIPUBOAUTH
NPUMEPEL, HEJIOCTATOYHO CBOOOIHBIM BIIaJCHUEM
MOHOJOTHYECKOM peUbIo, JIOTHYHOCTBIO )4
IIOCISIOBATEILHOCTHIO OTBETA. JlommyckaeTcst
HECKOJILKO OINMMOOK B COAEPKAHHU OTBETa U
pEIIEHUN TPAKTHYECKHUX 3aJaHU.
0-9 «HE3aYTECHO OTBeT Ha BOOpOC He paaH. PelieHue JIEKCHKO-
» rpaMMaTHYECKUX  3aJaHUA  HE  BBINOJHEHO.
KoMMyHUKATHBHAS 3a7a4a HE pEeIICHA.
HOpSI}IOK MPOBECACHUA OCHUBaAHUA C(l)Ole/IpOBaHHLIX KOMHeTeHHl/Iﬁ Ha
IK3AMCHC
B 3k3aMeHANMOHHBIA OWJIET BKJIIOYEHO JBAa NMPAKTUYECKUX 3aJaHUsl U YCTHas
TeMa, COOTBETCTBYIOIIME COACPXKAHUIO (OPMUPYEMBIX KOMIIETCHIIMH. DK3aMeH

MPOBOJUTCS B YCTHOM (opMe. 3a OTBET HAa YCTHYIO TEMY CTYJIEHT MOXKET MOJIYYUTh
MakcuMaiibHO 10

YIIPA)KHCHUA m GaJIJIOB, 3a IICPCBOJ TCKCTA m 0aaI0B. UMnm mo HWTOraM BBICTABISETCS
g depeHIMpoBaHHAas OIICHKA ¢ YUETOM IIKAIIbI OI[CHUBAHUS

0asoB, 3a

BBIITOJIHCHHUC

JICKCUKO-TPAMMATHYCCKOT'O

MeToauKAa OLIEHUBAHUS OTBETA HA DK3aMeHe

Banner| Onenka Ioka3sarenn Kpurepun

24-30 | «orimuuHo» |l. [lonmHoTta BhimosnHeHus CTyJeHT TiTyOOKO U MPOYHO YCBOMJI MPOTPaMMHBIN
3a/1aHUN; MaTepuaj, HCYEPIBIBAIOLIE, IOCIEA0BATEIBHO,
2.CBOEBPEMEHHOCTh YETKO M JIOTHYECKH CTPOMHO €ro M3JIaraer, yMeeT
BBIIOJHEHUS; TECHO YBS3bIBATh TEOPUIO C MPAKTHKOH, CBOOOJHO
3.ITpaBUABHOCTb OTBETOB HA CIIPABIISIETCS € 3a/Ja4aMH, BONPOCAMHU U JPYyTUMHU
BOIPOCHI; BUJAMU TPUMEHEHMs] 3HAHMUH, TpPUYEM  HeE
4.Pemenue 3aTPyAHAETCS C OTBETOM IpU BHUIOM3MEHEHUU
KOMMYHMKaTUBHOW  3aJlau| 3aJlaHUH, HUCIOJB3yeT B  OTBETE  MaTepuall
OPU  PacKpbITUM _ YCTHOW| Pa3IM4YHOM JUTEPaATyphl, IPABHILHO 0OOCHOBBIBAET
TEMBI; IIPUHSITOE  HECTaHJAPTHOE  pEIICHHE, BIAACET
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S.I'pammaTrueckoe Y| pa3HOCTOPOHHMMH  HAaBBIKAMM W [PHUEMAMMU
ekcuyeckoe  oopMieHre BBIOIHEHHS IIPAKTUYECKHUX 3az1a4 1o
3aJIaHHH; hopMUPOBaHHIO oOmenpodeccuoHaIbHBIX|
6.11paBUIILHOCTD U/WM| KOMIIETEHIUH.

17-23 | «xoporo» [apryMEHTHPOBAHHOCTh OH TBEpAO 3HAeT MaTepuajg, TPpaMOTHO U IO
M3JI05KEHUS; CYLIECTBY  H3JlaraeéT  €ro, He  JIoImycKas
7.CaMOCTOSITEIbHOCTD CYIIECTBEHHBIX HETOYHOCTEH B OTBETE Ha BOIPOC,
OTBETA; IIPABWJIBHO MPUMEHSET TEOPETUUECKUE TIOJIOKEHUS
8.BpInoaHEeHNE KEHC-| IpU PEIICHNH TPAaKTHYEeCKUX BOIPOCOB M 3ajad,
3a1aHuA U T.J1. BJaJIeeT HEOOXOAMMBIMU HaBBIKAMU M TpHEMaMH

X BBIMOJIHEHUSA, a TaKKe HMEET JIOCTaTOYHO
MIOJIHOE TIPEACTABIEHUE O 3HAYMMOCTH 3HAHUM 110
JUCIUIUIUHE.

10-16 | «ynoBneTB OH uMmeeT 3HaHUSA TOJIBKO OCHOBHOI'O Marepuala,
OpPHUTENBHO HO HE YCBOWJI €r0 JETalIeH, OIyCKaeT HETOYHOCTH,
» HEIOCTaTOYHO  TpaBUJIbHBIE  (POPMYJIHMPOBKH,
HapylLICHHs JIOTHYECKOM IIOCIENOBAaTEIBHOCTH B
U3JI0)KEHUU IIPOrPaMMHOT0 MaTepuaa,
UCHBITBIBAET  CJIOXKHOCTH P BBINOJIHEHNU
NPaKTUYECKUX paboT M 3aTPyAHSETCS CBA3aTh

TEOPHUIO BOIIPOCA C MPAKTUKOM.
0-9 «HEYAOBJIE HE 3HAeT 3HAYMTEIbHOW YacTU MPOrpaMMHOIO
TBOPUTEIb MaTepuanga, HEYBEPEHHO OTBEYaeT, JOIyCKAaeT
HO» cepbe3HbIe OUIMOKM, HE MMEET MPEACTABICHUH I10

METOJMKE BBITIOJHECHUS MPAKTHUYECKOW pPabOTHI.
Kak mnpaBuno, oleHKa «HEYJIOBICTBOPUTEIHLHO
CTaBUTCA OOyYalOIIMMCS, KOTOpPbIE HE MOTYT
MPOJOKUTE  O0y4YeHHe ©0e3 JIOMOJHUTEIbHBIX
3aHSITHH 110 JAaHHON JUCLIUILINHE.
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