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CocraButeab - CaapikoBa Caujga 3aquMxaHOBHA, KaHIUIAT (PUIOJIOTMYECKHUX
HayK, JIOUEHT Kadeapbl aHMVIMMCKOrO W  PYCCKOro  s3bIKOB JlarecTaHCKoOro
roCyapCTBEHHOI'0 YHUBEPCUTETA HAPOIHOTO X035ICTBA.

Buyrpennuii  pemenseHT - MaiitueBa Paucar < AnMeBHa, KaHIWAAT
(GUITOIOTHYECKUX HAyK, JOLEHT KadeApbl aHIJIMHCKOTO W PYCCKOTO  SI3BIKOB
JlarecTaHCKOro rocyapCTBEHHOI'0 YHUBEPCUTETA HAPOIHOTO X03SCTBA.

BuHemnuii pemenseHT - MyrtaimboB Arabek IllupuHOexkoBH4, KaHIUIAT
NEeJarornaeckux Hayk, JOIEHT Kadeapbl TEOPUU W METOAWKHA OOYYEHUS WHOCTPAHHBIM
si3bIKaM J[arecTaHckoro rocy1apCTBEHHOIO MEeAaroru4eckoro YyHUBEpCUTeTa.

IIpeacraBuresans padoroaarenss — Hyposa Caburar 3aitupberoBHa, reHepaibHbII
mupektop OO0 «Putenby.

Oyenounvle mamepuanvl OucCyuniunvl «MHocmpanHbvlll A3bIK» pa3padbomausvl 6
coomeemcmeuu ¢ mpedosaHuaMUu HeoepaibHo20 20CY0apCmeeHH020 00pa308amenbHO20
cmanoapma evicuie2o 00pazoeanusi no Hanpasienuro noocomosku 38.03.06 Topeosoe
0eno, ymeepxcoenHo2o npuxkazom MuHucmepcmea Hayku u 6vicuieco 006pa308aHus
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0esimelIbHOCMU ~ No  00pA308AMENbHLIM — NPOCPAMMAM  8bICUE20  00pA308aHUSL  —
npocpamMmam baxanaspuama, npocpammam cneyuanumema, npozpammam
Mazucmpamypboiy.

OneHoyHbIE MaTepHaibl IUCHUIUITMHBI «VHOCTpaHHBIM S3BIK» pa3MeIlleHbl Ha
opunmansHOM caifte www.dgunh.ru

CanpixoBa C.3. OueHouHble MaTepHalibl 0 aucuurinHe « M HOCTpaHHBIN S3bIK» IS
Harnpasiienus nmoarotopku 38.03.06 Toprosoe neno, npoduis «lludpoBbie TEXHOIOTHH B
TOProBJe U JorucTuke». — Maxaukana: JII'YHX, 2026 r., 76c¢.

PexoMeHni0BaHbl K yTBEpXkKIAeHUIO YueOHO-MeToaudeckuM coBetom JII'YHX 10
mapta 2026 T.
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TOPrOBJIE U JJOTUCTUKE», ATaeBoi A.Y.

OnoOpenbl Ha 3acelaHuM Kadeapbl aHTJIMICKOTO U PYCCKOTO SI3bIKOB 24 (eBpaiis
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Ha3nauenmne OLICHOYHBIX MaTepHuajioB

OrneHOYHBIE MaTepualibl Pa3padaThIBAIOTCS IS TEKYIIEro KOHTPOJS YCIIEBaEMOCTH
(OlleHWBAaHMS XOJa OCBOCHHMS JHUCHUIUIMHBI), JUIS TIPOBEICHUS IPOMEKYTOUYHON
aTTecTaly (OLEHUBAHMS MPOMEKYTOYHBIX M OKOHYATEIBHBIX PE3yJbTaTOB OOYUYEHHUS 110
IUCIUIUIMHE) oOyvatouuxcss mno jaucuuiuinHe «MHOCTpaHHBIM — s3BIK» B IEJSIX
OMpEeNeeHUs] COOTBETCTBUSI HX YYEOHBIX JIOCTHKEHUN TMOATAMHBIM TpPeOOBAHUSM
oOpazoBarenpHOI porpammel Beiciiero oopasosanus 38.03.06 Toprosoe neno, mpoduib
«lIudpoBbie TEXHOIOTUN B TOPTOBJIE U JIOTHCTHKE.

OrneHouHBIE MaTepuaibl MO AUCIUIUIMHE «THOCTpaHHBINA S3BIK» BKIIOYACT B CeOs
NEpPeUYCHb KOMIIETEHIINN C YKAa3aHWEM BHJIOB OIEHOYHBIX CPEICTB B MPOIECCE OCBOCHUS
TUCIUTUIMHBL, OMKCAHWE I[IOKa3aTelie M KPUTEPUEB OIICHUBAHUS KOMIICTCHIIMN Ha
pasIUYHBIX JTarmax wux (OPMUPOBAHUSA, OIMCAHWE IIIKal OICHUBAHUS, THUIIOBBIC
KOHTPOJIbHBIC 3aJJaHUsI WU WHBIC MaTePHUAJIbl, HECOOXOIUMBIC JJI OIEHKH TUIAHUPYEMBIX
pe3yibTaTOB OOYYEHHS IO JAWCIHMIUIMHE, METOIWYSCKHE MaTepUalibl, OINPEACIISIONIHEC
IpOLCTypbl OICHWBAHWS 3HAHWK, YMCHHH, HABBIKOB, XapaKTECPHU3YIONIUX JTarlbl
dbopMHUpOBaHUS KOMIIETSHIIH.

OueHouHble MaTepualibl CPOPMUPOBAHBI HA OCHOBE KIIIOUEBBIX MPUHIIUIIOB
OLICHUBAHUSL:

- BOJIMJIHOCTH: OOBEKTHI OIEHKU JOJIKHBI COOTBETCTBOBATH MOCTABJICHHBIM IIEIISIM
o0yueHus;

- HAJEKHOCTH: HCIIOJIb30BAHUE €IUHOOOPA3HBIX CTAH/IAPTOB M KPUTEPHUEB IS
OILICHUBAHUS JOCTHKCHHM,

- OOBCKTUBHOCTH: pa3Hble OOy4Yaromuecs: AOHKHBI UMETh PaBHBIE BO3MOXXHOCTH
JUTSI TOCTHOKEHUS yCTiexa.

OCHOBHBIMH TIapaMETPaMHU U CBOMCTBAMH OIEHOYHBIX MATEPUAJIOB SBJISIOTCS:

- IPeAMETHAsT HAMPAaBIICHHOCTh (COOTBETCTBHUE NPEAMETY H3YyYCHHsS KOHKPETHOU
JTUCITUTLINHBI);

-cofiepKaHue (CocTaB M B3aMMOCBSI3b CTPYKTYPHBIX €IIMHHUIL, O0Opa3yroIIHUX
coJiepKaHUE TEOPETUUECKON U MPAKTUUYECKON COCTABISIOMINX AUCITUTUIMHDI);

- 00beM (KOJTUYECTBEHHBIN COCTAB OIEHOYHBIX MATEpPHAJIOB);

- KaueCTBO OILICHOYHBIX MATE€pUaJOB B IIEJIOM, OOECIEYHBAIOIIEE IOTyYeHUe
OOBEKTHBHBIX U JJOCTOBEPHBIX PE3yJIbTATOB MPU MPOBEIACHUU KOHTPOJS C Pa3IUIHBIMU
EJISIMU.



PA3JIEJI I. IlepeyeHb KOMIIETEHIMH ¢ YKa3aHUEM BH/I0B OLICHOYHBIX CPEICTB B
npouecce 0CBOCHUA M CHUIINHBI

1.1.

IlepeyeHns popMupyeMbIX KOMIIETCH NI

Koo Haumenosanue komnemenyuu
Komnemenuyuu
YK YHuBepcaJbHbIe KOMIIETEHIUH
YK-4 Crioco0OeH oCyIIecTBIATh JIEJIOBYI0 KOMMYHHUKAIIUIO B YCTHON U
MUCbMEHHOM (hopMax Ha rocyJapcTBEHHOM si3bike Poccuiickoi
denepaluu 1 MHOCTPAaHHOM(bIX) A3bIKe(ax).
1.2. IlepeyeHb KOMIETEHUIMI C YKa3aHMEM BHI0B OLICHOYHBIX CPEACTB
Dopmupyem| Koou | Ilnanupyemvie | Ypoenu Kpumepuu oyenuganusn Buow
vle HAUMEHO06 | pe3yibmamyl | 0C80EHU | CHOpMUPOGAHHOCMU KOMNEMEHY UL | OUEHOUH
KomnemeHy anue o0yuenus no A bIX
uu UHOUKAMO | oucyunjiune, | Komnem cpeocme
pa xapakmepu3syio | eHyuu
docmudicen| wue Imansl
us dopmuposanu
KomnemeH A
uuu KomnemeHuui
YK-4. NYK-4.1. |3nars: IToporos — OOyuarouuiics cmabo  3Haer|baok A
Crocoben  |Hcnombiye |— OCHOBHBIE | bIiT CTaHJapTHbHIC (hopMbI YCTHOM U |—3a1aHus
OCYIIECTBIS |T dboHeTHYECKHUE, |yPOBEHD |MMCHMEHHOM KOMMYHHKAIIUU Ha |pemnpomay
Th JIEJIOBYIO | pa3iIU4HbIE |JIEKCUUECKUE U WHOCTPAHHOM SI3BIKE; KTUBHOTO
KOMMYHHKAI | GOpMBI, rpaMMaTH4eCcK — oOyyaromuiics He IIOJHO YCBOWII|ypOBHS
UIO B YCTHOM | BUJIBI ue SIBJICHUS paznuuus MEXIy CTaHJapTaMH | -
u YCTHOH W |MHOCTPAHHOI'O dbopmanbHOI u HedOopMaTbHOU | TUChMEH
MIMCbMEHHOMW |[TMCBbMEHHO |f3bIKa, KOMMYHMKAI[MM Ha UHOCTPAHHOM SI3bIKE B|Has
dopmax Ha|it MO3BOJISIOIINE YCTHOW M MUCbMEHHOM opmax. paGora
rocy1apcTBe |{KOMMYHHUK |HCIOJB30BaTh |ba3oBsrit — OOyuaroluiicss B LI€JIOM YCHEIIHO, |—
HHOM s3bIKE |alldd  Ha|ero KaK |ypOBEHb |HO ¢ HEOOJBIIMMHU 3aTPYJHEHUSMHU 3HAET | TECTOBBIC
Poccuiickoil |pycckoM U |CpeacTBO CTaHJAPTHBIE dbopmbl YCTHOM U |3a1aHu4;
denepalii |MHOCTPaHH |KOMMYHUKAIIUU MUCHbMEHHON KOMMYHHKAITUU Ha|—
u oM(bIX) B MHOCTPAaHHOM  S3BIKE,  IIO3BOJIAIOLIUE | BOPOCHI
WHOCTPaHHO |fA3bIKe(ax), |MpodeccroHat UCIIONB30BaTh  €r0  Kak  CPEACTBO | s
M(BIX) HCIIONB3YE |bHO-IEIOBOU KOMMYHHKAIUW; YCTHOTO
s3pIKe(ax)Ma | T chepe Ha —  3HaeT paznuuus MEXKIY | orrpoca
IIUOHHBIX SI3BIKOBBIE | MTHOCTPAHHOM CTaHapTaMHu (dhopmanbHOI u
CUCTEM CpeICTBa  |A3BIKE; HedopMaIbHON KOMMYHHKAITUU Ha
JUISI - MHOCTPaHHOM A3BIKE, OJIHAKO
JOCTUKEHH | IEPEBOTUECKUE UCTBITBIBACT TPYJHOCTH MPHU OOIICHUH Ha
s MPUEMBI " OBITOBOM yYpPOBHE.
npodeccuo |Tpancpopmaun |IIpoasu — OOyuaromuiicss B 1eJIOM YCIHEIIHO,
HaJbHBIX  |H. HYTBI |HO ¢ HEOOJBIIMMHU 3aTPYJHEHHUSIMH 3HAeT
uesen YPOBCHb |CTaHAAPTHBIC (hopMbI YCTHOU "
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Dopmupyem| Koou | lnanupyemvie | Ypoenu Kpumepuu oyenusanusn Buow
vle HAUMEHOG | pe3yibmampl | 0C60CHU | CHopmuposannocmu KOMnemenyuil | OYEHO4YH
KomnemeHy anue o0yueHus no A bIX
uu UHOUKaAmMo | oucyuniuHe, | Komnem cpeocme
pa xapaxkmepusyio | eHyuil
oocmudicen | ujue Imansl
us dopmuposanu
KomnemeH A
uuu KomMnemeHyuil
MUCbMEHHON KOMMYHHKAIUU Ha
WHOCTPAaHHOM  SI3bIKE,  TO3BOJISIOIINE
UCIONIB30BAaTh  €ro  Kak  CpeACTBO
KOMMYHHKAIIHH;
— 3Haer paznuuus MEeXIy
CTaHJapTaMHu ¢bopmanpHOU u
HedopMaIbHON KOMMYHHKAIUU Ha
WHOCTPaHHOM SI3BIKE, OJTHAKO
UCHBITBIBAET TPYIHOCTH NMPHU OOIICHUU HA
OBITOBOM YPOBHE.
MICH S [Toporos — OoOyuaromuiicas  cnabo  ymeet|baok B
— BIiA BEIOMpATh a/ickBaTHBIC (DYHKIIMOHAILHOMY |- 3aIaHUS
pacrno3HaBaTh M |ypPOBEHb |CTHJII0O  KOMMYHUKAaTUBHOH  CHUTyalluHl | peKOHCTP
MPOIYKTHBHO S3BIKOBBIE ¥ TEKCTOBBIE  CPEJICTBA | yKTUBHOT
HCIIOJIb30BATh MHOCTPAHHOIO f3bIKA; TOMYCKAeT OIINOKHU |0 YPOBHS
OCHOBHBIC IpU BBIPAKEHUS MBICIM W MHEHHS Ha |-
JIEKCUKO- MHOCTPaHHOM $I3bIKE; MUCbMEH
rpaMMaTHIeCcK — HWCOBITBIBACT  TPYOHOCTH  TIPH |HAS
ue CpelcTBa B UCIIOJIb30BAaHUU  OCHOBHBIX  JIEKCHKO-|paboTa
KOMMYHHKATHB rpaMMaTUYECKUX CPEICTB B|-
HBIX CUTYaIUsIX KOMMYHHMKATHUBHBIX CHUTyalUsiX OBITOBOTO |pedepar
JIETTI0BOTO 0O01LIeHHUS. bl
o01eHus; bazoBsrit — OOyuaromuiics yMeeT c|-
- BECTH | YPOBEHD | HE3HAYUTEILHBIMH 3aTpyTHEHUSIMU | [IPE3EHTA
JIEIOBYIO BbIOUpATh a/ieKBaTHbIE (DYHKIIMOHATLHOMY | LU
MIEPETIHCKY. CTIWIIIO  KOMMYHUKATHUBHOH  CHUTyalluu
A3BIKOBBIE M TEKCTOBBIE  CpENICTBa
BBIDQOKEHUS MBICIM W MHEHUS Ha
WHOCTPAHHOM $I3bIKE;
— TeHepupoBaTh OCHOBHBIC
A3BIKOBBIE  (POPMBI C y4eTOM 3HAHMIA

OCHOBHBIX (DOHETUYECKHX, JEKCUYCCKHX,
rpaMMaTHYECKUX, CI0BOOOPa30BATEIBHBIX
SABJIEHUA WHOCTPAHHOTO SI3bIKa, OJHAKO
JIOMYIIEHBI OHA — JIB€ HETOYHOCTH.

[Iponsu
HYTBIN
YpOBEHb

— OOyuaromuiics CIIOoCOOCH
BBIOMPATH a/ICKBATHBIC ()YHKIIMOHATLHOMY
CTHUIIIO KOMMyHHKaTHBHOfI CUTyaluuun
S3bIKOBBIE M TEKCTOBBIE  CpEJICTBA
BBIPpAXKCHUA MBICIIN n MHCHUA Ha
HUHOCTPAHHOM SI3BIKE;

— TICHEepUpOBaThH OCHOBHBIE
S3bIKOBbIE (DOPMBI € y4ETOM 3HAHHIA

OCHOBHBIX (bOHeTI/I‘-IeCKI/IX, JICKCUYCCKUX,
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Dopmupyem| Koou | lnanupyemvie | Ypoenu Kpumepuu oyenusanusn Buow
vle HAUMEHOG | pe3yibmampl | 0C60CHU | CHopmuposannocmu KOMnemenyuil | OYEHO4YH
KoMnemeny anue o0yuenus no A bIX
uu UHOUKaAmMo | oucyuniuHe, | Komnem cpeocme
pa xapaxkmepusyio | eHyuil
oocmudicen | ujue Imansl
us dopmuposanu
KomnemeH A
uuu KomMnemeHyui
rpaMMaTHYECKUX, CI0BOOOpPA30BaTEIbHbIX
SIBJICHUA HWHOCTPAHHOTO S3bIKA U B
KOHTEKCTaX UX YHOTpeOIeHus;
— BbIOMpaTh  ajgeKBaTHbIE  (HOPMBI
KOMMYHHKAIIMM,  S3BIKOBbIE  (POPMBI,
AHAM3UPOBATh WX  CTPYKTYpHBIE U
(G YHKIIMOHAJILHBIE OCOOCHHOCTH.
Baajern: [Toporos | OGyuaromuiicst cna®o BiajaeeT: Baoxk C -
- UHOCTPAHHBIM | bIit - HaBbIKAMU 3TUYECKOT0 W HPABCTBEHHOTO |3aJJaHUs
SI3BIKOM Ha|ypPOBEHb |TIOBEIICHUS, MPUHSITEIMU B | IPAKTHK
YpOBHE, WHOKYJIBTYPHOM COIIMYME; o-
MTO3BOJISIOIIEM — HaBBIKAMHU 3THUKETHOTO IOBEICHHUS | OPHECHTHU
OCYUIECTBIIATH B TUIUYHBIX CHUTyallMsIX YCTHOTO U |POBAHHOT
OCHOBHBIC MUCBMEHHOTO OOIIEHUS [UIsl PEIICHUs |0
BUJBl PEUYEBOM 3a1au MEXIINYHOCTHOTO U | ypOBHSI:
JIESITENBHOCTH; MEXKYJIBTYPHOTO B3aUMO/ICHCTBUSI. — Case-
- pasznuuHbIMU | Ba3oBelil | O0yJaromuiics B IEIOM yCIelHo, HO c¢|study
crocobamu YpOBEHb |HEOOJIBITUMU 3aTPYAHCHUSIMH BIIAJICET: -
YCTHOM U -HaBbIKAaMH 3THYECKOT0 M HpaBCcTBeHHOTO | [{HCKycC
MUCHbMEHHOU MOBE/ICHUS, MIPUHSITHIMU B | U,
KOMMYHHKAINH WHOKYJBTYPHOM COIIMYME; - -
JUTSL  pelIeHUs - HaBBIKAMU JTUKETHOTrO TMOBeJeHUs1 B| PomeBas
3aja4 JAe0BOTO TUIMYHBIX ~ CUTyalMsX  YCTHOTO M| Wrpa
B3aUMOJICUCTBU MUCbMEHHOTO OOIICHUS JJisi PEIICHUs
a. 3a/a4 MEXIINYHOCTHOTO u
MEXKYJIETYPHOTO B3aMMOJICHCTBUYS,
OJIHAKO 3aTPyAHSETCA OLEHUThH PEe3yNbTar
CBOEM JIESITEIbHOCTH.
[Tponsu |OOGyuaromuiics cBOOOHO BJIa/IC€T
HYTBIH |HAaBBIKAMHU OTHKETHOTO TIOBEJCHUS B
YPOBEHb |TUIUYHBIX  CHUTyallUsIX  yCTHOTO U
MUCHBMEHHOTO OOIICHHS Ha WHOCTPAHHOM
A3BIKE;
- HABBIKaMU 3TUYECKOTO U HPABCTBEHHOTO
MOBE/ICHUS, MPUHSTHIMU B
WHOKYJIbTYPHOM COITUYME;
- o0yaaeT MUPOKUM CIIOBAPHBIM 3a11acoM
U MOXET BECTH JUaJIor Ha oOydaeMom
A3BIKE.
NYK-4.2. |3uarth: [Toporog | OOy4aronuiicss 4aCTUYHO 3HACT: Baok A
- - TPUHLUIIBI | bII - MmpoQecCHOHANbHYI0 TEPMHUHOJIOTHIO, | —3a1aHus
CBoOOAHO |MOCTpOCHUS YPOBEHB |CIIOCOOBI BO3ICUCTBUS Ha ayIUTOPHIO; penpoay
BOCTIPUHUM | yCTHOTO u -KJIaCCUYECKHUE U COBPEMEHHBIE METOJbI | KTUBHOTO
aer, MTUCEMEHHOTO pelIeHHs 3a/1a4y 10 BBIOPAHHOW TEMATHKE

7




Dopmupyem| Koou | lnanupyemvie | Ypoenu Kpumepuu oyenusanusn Buow
vle HAUMEHOG | pe3yibmampl | 0C60CHU | CHopmuposannocmu KOMnemenyuil | OYEHO4YH
KoMnemeny anue o0yuenus no A bIX
uu UHOUKaAmMo | oucyuniuHe, | Komnem cpeocme
pa xapaxkmepusyio | eHyuil
oocmudicen | ujue Imansl
us dopmuposanu
KomnemeH A
uuu KomMnemeHyui
aQHAJIM3HPY |BBICKA3bIBAHUS HAyYHBIX MCCIIEOBAHUM. YpOBHS
eT U |Ha -
KPUTUYECK |MHOCTPaHHOM MUCbMEH
u SI3BIKE; Hast
OIICHMBAET |— ocHoBHbI€E | ba3oBelii | OOyuaronmiicss B 1eJI0M YCIEIIHO, HO c|pabora
YCTHYIO ¥ |(popMyIbl U |ypOBCHH |HEOONBIIMMU  3aTPYAHCHHSMH  3HAET|—
MUCbMEHHY | KJIMIIE JULSE PO ECCHOHATBLHYIO TEPMHUHOJIOTHIO, | TECTOBBIE
0 JIETIOBYIO | IPAKTUYECKOTO CrocoObl BO3JICHCTBUS HA ayJUTOPHIO; |3aJaHMs;
nH(popMall |OCYIIECTBICHH KJIACCUYECKHE M COBPEMEHHBIE METObI|—
U0 Ha|s  TPyNIoBOU pelieHns 3a/1a4 M0 BBIOPAHHOH TEMATHKE | BOIIPOCHI
PYCCKOM ¥ |KOMMYHUKAIIUU HAYYHBIX HCCJIEIOBAaHUI; BBICKA3bIBACTCS | AJIA
WHOCTpaHH |Ha Ha WHOCTPAaHHOM SI3BIKE C|yCTHOrO
oM(bIX) MHOCTPaHHOM HCITOJIb30BaHUEM OCHOBHBIX | OIIpOCa
SI3bIKE(aX), |S3bIKE rpaMMaTHICCKUX KOHCTPYKIIAN "
- - OCHOBHBIE M3YYEHHOTO JIGKCHUECKOT0 MUHIUMYMa.
BBICTpavBa |MpaBuia [Tponsu | OOyuaromuiics BBICKA3bIBACTCS Ha
eT pedeBoro HYTBI |MHOCTPAHHOM SI3bIKE C HCIIOJIb30BAHHEM
CTpaTeruio |dTUKETa B|ypOBEHb |pPa3HBIX IO CJIOXHOCTH TI'PAMMATHYCCKUX
YCTHOTO U |JIel0BOM cepe KOHCTPYKLHUN u W3YYEHHOTO
MUCHMEHHO | OOLICHHUS; JIEKCUYECKOT0 MUHUMYMa.
ro - KyJIbTypy H
OOIICHHSI B |TpaaUIIUU
pamKax CTpaH
MEXJIMYHO |HU3y4aeMoro
CTHOIO U |f3BIKA B
MEXKYJIbTY |CPAaBHEHUU  C
pHOTO KyJbTYpOl U
OOIIeHHsT | TpaUIIUIMU
CBOETO
POJIHOTO Kpasi.
YMeTh: [Toporog | OOy4aromuiicss ymeer dacTuuHo W 1oj|bJjaok B
- WCIIOJIb30BATh | BIi PYKOBOJICTBOM IIPETOIaBATEISI: - 3Q/IaHUSA
3HaHUE YPOBEHb |- HCIMONb30BaTh 3HAHHWE MHOCTPAHHOTO |PEKOHCTP
MHOCTPAHHOTI'O A3bIKa B MPO(GECCHOHATBFHON M HAay4HOM | yKTUBHOT
A3bIKa B NESTEIbHOCTH; COCTaBJIATh AaHHOTAIMH, |0 YPOBHS
npodeccroHan pedeparsl U MUcaTh TE3UCH U/ WU CTaThH, |-
BHOM BBICTYIUICHHUS, PELICH3HH; MUCbMEH
JESITEIILHOCTH, - MpPUHUMATh Y4YacTHE B JUCKYCCHUU Ha|Has
B chepe WHOCTPAaHHOM  SI3bIKE  TI0  HAY4YHBIM |paboTa
odunanbHO- npobiaemam; -
JIeTI0BOM - 000CHOBBIBATh M OTCTAWBATh CBOIO TOUKY | pedepar
KOMMYHHKAIHH 3peHUs; TMPaBWIBHO CTaBUTh 3aJa4Ml TIO |bI
u BBIOpAaHHOW HAYyYHOUH TeMaTHKe, BHIOUPATH |-
MEXJIMIHOCTHO JUTSL KCCTIEIOBAHUSI HEOOXOAMMBIE METOJIBI; | TPEe3eHTA
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Dopmupyem| Koou | lnanupyemvie | Ypoenu Kpumepuu oyenusanusn Buow
vle HAUMEHOG | pe3yibmampl | 0C60CHU | CHopmuposannocmu KOMnemenyuil | OYEHO4YH
KoMnemeny anue 00yyeHus no a bIX
uu UHOUKaAmMo | oucyuniuHe, | Komnem cpeocme
pa XxXapakmepu3syr | eHuyui
oocmudicen| ujue Imansl
us dopmuposanu
KomnemeH A
yuu KomMnemeHyui
aHAIM3HUPY |M OOLICHUH; - TNpUMEHATh BbIOpaHHBIE METONbI K |IUs
eT u|- MOHUMATh PELICHUI0 HAay4YHBIX 3a7a4, OLIEHUBAaTh
KPUTHYECK |COAEPIKAHUE 3HAYUMOCTbD ITOJIy4aEMBbIX PE3YJIbTaTOB;
u pa3IM4HOTO - OOBACHATH y4eOHbIM W  HAyYHBIH
OLICHMBAET |THUNA TEKCTOB MaTrepua;
YCTHYIO W |Ha - BECTHU KOPPEKTHYI0 JHUCKYCCHIO B
MIACbMEHHY | THOCTPAHHOM nporecce MIpEACTaBICHUS ITUX
10 JICJIOBYIO | SI3bIKE npu MaTepHUaoB.
uHpopMall |MeXJINYHOCTHO | ba3oBbIii | OOyUarOMIMIACA CO3aCT XOPOIIO
U0 Ha M U |ypOBEHb |CTPYKTYpUPOBAHHBIC, TOTUYECKU
PYCCKOM M |MEXKYJIbTYPHO IIPOJIyMaHHbIE YCTHBIE W TNHCbMEHHBIE
WHOCTPAHH |M TEKCThI,  colepkamme  (paKTHIECKyIo
oM(bIX) B3aMMOJICICTBU uHGOPMALMI0O UM BBIACNSISL  Ba)KHbIC
sI3pIKe(ax), |H. MOMEHTBHI.
- [TponBu |OOy4aronIuiicss CO37aET XOPOIIO
BBICTpauBa HYTBIM  |CTPYKTYpUPOBAHHBIE, IOTHUECKU
eT YPOBEHb |IPOAYMAHHbIE YCTHbIE M IHMCbMEHHBIE
CTpaTeruto TEKCTHI 10 CJIOKHBIM TEMaM.
YCTHOTO ¥ |Baajaers: [Toporog | OOy4aronuiicss BaajeeT YaCTUYHO: Baok C -
IIMCbMCHHO |- METOJIUKOM | BIA - MHOCTpPAHHBIM S3BIKOM KaK CpPEACTBOM |3aJaHUs
ro COCTaBJICHUSl |YpOBEHb |MEXKYJIbTYPHOH M  MEXKHALHUOHAIbHOM | IPAKTUK
oOuieHus B CYXKACHUA B KOMMYHHKAIIMH B HAY9HOH cdepe; o-
paMKax MEXIMYHOCTHO - HaBBIKAMHU CaMOCTOSITENILHON pPaOOTHI|OPUEHTH
MCXKJIMYHO |M IE€II0OBOM HaJ A3BIKOM, B TOM YuCJlie C|pOBaHHOT
CTHOTO M |QOIeHuu Ha HCIIOJIB30BAaHUEM UH(})OPMAITMOHHBIX | O
MEXKKYJIbTY | FHOCTPaHHOM TEXHOJIOTU; YPOBHS:
pHOTO SA3BIKE, C - ITOITOTOBJICHHOM, a takxke|— Case-
OOLIECHUs  |mpUMEHEHHEM HEIOATOTOBJICHHOU MOHOJIOTHYECKOi | study
aJIeKBATHBIX peubl0 B BHJE pe3loMe, COOOIICHHUS, |-
SI3bIKOBBIX JIOKJIaJ1a; Huckycce
bopm u - HaBbIKAMM  TOJATOTOBKM  HAYYHBIX | HS;
CpEICTB; nyOauKanuil U BBICTYIIJICHUI Ha HayuyHBIX |-PoneBas
- HaBbIKAMU CEMHUHApax; urpa
JIeJI0BOM - HaBBIKAMHU BBICTYIUICHHI Ha Hay4YHO-
MEPENUCKH  C TEMaTHYECKHX KOH(DEPECHIIUSIX.
y4eTOM bazogsrii | OOyuvaromuiicss  co3maer  COOCTBEHHBIE
0COOEHHOCTEH |ypOBEHB |XOPOIIO CTPYKTYPUPOBAHHBIE YCTHBIC H
CTUJIUCTUKU MMCbMEHHBIE TEKCTHI C LEJBI0 TMepeaadn
OopUIHATEHBIX OCHOBHOT'O coJiepKaHus TEKCTa
rceM 51 HMCTOYHMKA B 3aBUCUMOCTH oT
COLIMOKYJIBTYPH KOMMYHHUKaTUBHOM YCTaHOBKH B
BIX Pa3IMYUNA U CUTyalusaxX po(hecCuOHANBHOTO
BEJICHUS OOIIeHMSI.
JEJIOBBIX [Tponsu |OOyuatomuiicss  co3maer  coOCTBEHHBIE
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Dopmupyem| Koou | lnanupyemvie | Ypoenu Kpumepuu oyenusanusn Buow
vle HAUMEHOG | pe3yibmampl | 0C60CHU | CHopmuposannocmu KOMnemenyuil | OYEHO4YH
KomnemeHy anue 00yuenus no A bIX
uu UHOUKaAmMo | oucyuniuHe, | Komnem cpeocme
pa xXapakmepusyro | eHyuil
oocmudicen | ujue Imansl
us dopmuposanu
KomnemeH A
yuu KomMnemeHyuil
MIEPErOBOPOB  |HYTHIH | XOPOIIO CTPYKTYypHUPOBAHHbIE u
Ha YPOBEHb |JIOTUYECKH MPOJYMAaHHBIE YCTHBIE U
MHOCTPaHHOM MUCbMEHHBIE TEKCThl C LENbIO Mepeaauu
SI3BIKE. OCHOBHOTO CoJIepIKaHUs TeKcTa-
HCTOYHHKA B 3aBHCHUMOCTHU oT
KOMMYHHKATUBHOM YCTaHOBKH B
CUTYalUsAX NpOPECCUOHATBHOIO
OOIICHMSI.

PA3JIEJI 2. 3ananusi, HeoOXoAuMble /ISl OLUEHKH IJIAHUPYEMbIX Pe3yJbTATOB
00y4eHHs 10 JTUCHHUIIHHE

Jasa  mnpoBepku  chopmupoBanHocTH  Kommerenumu OK-4:  CnocodHocTh
OCYHIECTBJIATH [1€JIOBYH) KOMMYHUKAIMI0O B YCTHOM M NMHCbMEHHOHM (opmax Ha
rocyaapcrseHHoMm si3bike Poccuiickoit @enepanyy U HHOCTPAHHOM(BIX) SI3bIKe(aX)

Baok A. 3ajanus penpoAyKTHUBHOTO YPOBHA («3HATDHY)

A.1 ®oHJ TECTOBLIX 3aJJaHUH MO AUCIUIIJINHE

TecTnl THIIA A.
A.1 ®oHJ TECTOBBIX 3aIaHUH M0 TUCIUTLJINHE

TecTsl THHA A.

Test 1

1. What's the plural of child? A. Knifes B. Knifies C. Knives
A. Children B. Childs C. Childrens 8. What's the plural of potato?
2. What's the plural of sheep? A. Potatos B. Potatoes C. Potats
A. Sheep B. Sheeps C. Ship 9. What's the plural of woman?
3. What's the plural of dog? A. Womans B. Womanes C. Women
A. Dig B. Dogs C. Dogues 10. What's the plural of mouse?
4. What's the plural of lady? A. Mice B. Mouses C. Mousies
A. Ladys B. Ladyes C. Ladies 11. What's the plural of shop?
5. What's the plural of boy? A. Shopps B. Shopes C. Shops
A. Boys B. Boyes C. Boies 12. What's the plural of bush?
6. What's the plural of box? A. Bushs B. Bushes C. Bushies
A. Boxs B. Boxes C. Boxies 13. What's the plural of wife?

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

Test 2

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

A. Bus's B. Buses C. Busies

19. What's the plural of foot?

A. Foots B. Footes C. Feet

20. What's the plural of wolf?

A. Wolfs B. Wolfes C. Wolves

BcraBbTe some, any, no, every nJil HX INIPOU3BOJAHLIC.

. ... people are early risers.

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

2. Have you got ... objections?

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

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

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

a) nobody; b) anybody; ¢) somebody.

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

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

a) any; b) some; ¢) no.

7. It 1s so dark here! Can you see ... in
front of us?

a) nobody; b) anybody; ¢) somebody.

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

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

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

I.

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

a. Responsible

b. Responsibly

c. Responsibility

d. Response

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

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

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

a. Competition

b. Competitiveness
c. Competitive

d. Compete

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

a. Big

b. High

c. VIP

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

a. Unqualified

b. Qualify

¢. Qualified

d. Qualification

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

a. Decision

b. Relations

c. Measure

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

a. Setting

b. Involving

c. Deciding

d. Delegating

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

senior management.
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a. Culture
b. Hierarchy
c

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

a. Efficient

b. co-operative

c. flexible

d. educated

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

a. Possibilities

b. Responsibilities

c. Peculiarities

d. Abilities

Test 4. Bb10op onpenesneHnii, xapakTepu3yOmmnx Ou3HeCMeHa

1. Iloooepume k npunazamenvnvim (I — 10) onpedenenusn, xapaxmepusyroujue
ouznecmena (a —j):
1. hard-working  a. concerned with practice and action rather than theory
2. harmonious b. possessing intuition
3. purposeful ¢. having confidence in oneself, one’s abilities
4. prudent d. free from disagreement or ill feeling
5. self-confident  e. having power to inspire devotion and enthusiasm
6. practical f. working with care and energy
7. intuitive g. acting with or showing care and foresight
8. charismatic h. consistently good in quality or performance, and so deserving
trust
9. reliable i. able to be trusted
10. faithful j. having or showing determination or will-power
1.  Iloobepume k npunazamenvuvim (1 — 10) onpedenenun, xapaxkmepusyroujue
ouznecmena (a-—j):
1. kind a. having or showing power of learning, understanding and reasoning
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2. generous b. relaxed in manner; placid and tolerant

3. intelligent c. friendly and thoughtful to others
4. cheerful d. free from meanness or prejudice
5. easygoing e. not vain or boastful
6. modest f. causing happiness; pleasant
7. witty g. full of clever humour
8. enthusiastic h. having or showing the skill or qualities of a professional person
9. professional i. behaving in a kind and pleasant way
10. friendly j. feeling or showing a lot of interest and excitement about something
Test 5

1. Which of the following is not a typical supply chain member?
a. retailer’s creditor
b. wholesaler
c. reseller
d. customer
e. producer
2. When suppliers, distributors, and customers partner with each other to improve
the performance of the entire system, they are participating ina .
a. channel of distribution
b. value delivery network
c. supply chain
d. supply and demand chain e. demand chain
3. A company's channel decisions directly affect every .
customer's choices
a. employee in the channel
b. channel member
c. competitor's actions
d. marketing decision
4. From the economic system's point of view, the role of marketing intermediaries is
to transform the assortment of products made by producers into the assortment of
products wanted by .
a. manufacturers
b. marketers
c. distributors
d. consumers
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. Intermediaries play an important role in matching
a. dealer with customer
b. manufacturer to product
c. information and promotion
d. supply and demand
e. product to region channel
. Marketing logistics involves getting the right product to the right customer in the
right place at the right time. Which one of the following is not included in this
process?
a. implementing the plan for the flow of goods and services
. planning the physical flow of goods and services
controlling the physical flow of goods, services, and information
gathering customer's ideas for new products
planning the flow of logistics information to meet customer requirements
at a profit
. Which of the following is not an area of responsibility for a logistics manager?
a. inventory
b. purchasing
c. warehousing
d. information systems
e. marketing
. To reduce inventory management costs, many companies use a system called
which involves carrying only small inventories of parts or merchandise, often
only enough for a few days of operation.
a. reduction-inventory management
b. supply chain management
c. economic order quantity
d. just-in-time logistics
e. limited inventory logistics
. Companies manage their supply chains through
a. information
b. transportation modes
c. competitors
d. the Internet
e. skilled operators

°opo o

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

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

intermediation

customer relationship management

integrated logistics management

horizontal marketing system management

supply chain management

o oo o]

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

___intermediaries
15



competitors
third-party logistics providers
channel members
cross-functional teams
12.In What discipline did the supply chain concept originate?
a. marketing
b. operations
c. logistics
d. production
13.In which decade did the supply chain management philosophy emerge?
a. 1960s
b. 1970s
c. 1980s
d. 1990s
14.A  encompasses all activities associated with the flow and transformation of
goods from the raw material stage, through to the end user, as well as the
associated information flows.
a. production line
b. supply chain
c. marketing channel
d. warehouse
15.Which of the following are not key attributes of supply chain management?
a. inventory control
b. leveraging technology
C. customer power
d. long-term orientation
e. all are key attributes
16.Positive, long-term relationships between supply chain participants refer to:
f. co-opetition
g. tailored logistics
h. partnerships
1. supply chain management
17.The bullwhip effect:
a. 1s an ineffective way to motivate warehouse employees
b. applies to rodeos and has nothing to do with supply chain management
c. refers to the “swaying” motion associated with triple trailers
d. refers to variability in demand orders among supply chain participants.
18.The variability in demand orders among supply chain participants:
a. cannot be controlled
b. refers to the bullwhip effect
c. can be controlled with electronic order placement
d. is more pronounced in relational exchanges
19.Cooperative supply chain relationships developed to enhance the overall business
performance of both parties is a definition of:
a. third-party logistics
b. supply chain collaboration

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

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

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

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

2. Ccpuiasich Ha Hall TeJie)OHHBIM PA3roBOP HA MPOILJIOH Heaele. ..
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. IlpuiaraeM K MUCbMY Halll NMOCJEIHUNA 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. Paapbl coo0muTh, BaM yciioBusi ny0JMKanuuy HaAy4HOl CTAaTbU

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 xaém Bamero orBera

a) We will expect your immediate answer

b) We look forward to your prompt reply

c) We will wait for you quick answer

6. IImmy Bam, 4TOOBI 110:KAJI0BATHCSI HA HEKAYECTBEHHOE 00C/IY)KMBAHHE
a) [ am writing to order a product

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

c¢) I am writing to complain about poor service

7. C yBa:xkeHneM

a) Yours sincerely

b) Yours

c) Best wishes

8. Ilo Bcem Bompocam ob0pamiaiiTech KO MHe B JIl000€e BpeMs

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

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

¢) In case of questions, call me any time

Test 7

1. O6pamenue Messrs B agpece moydaress 0003HayaeT oOpalieHue Mo OTHOLIEHHUIO K:
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a. 3aMy’>KHEH >KEHIIUHE
b. aByM uau 6ojiee MyKUYnHaAM
C. JKEHIIMHE, 0 KOTOPOH HEU3BECTHO, 3aMY>KEM OHA HJIA HET
2. CokpallleHHe ... yKa3bIBaeT, YTO K MUChMY MPHUIIOKEHBI JOKYMEHTHI.
a. Enc(s)
b. cc:
C. p-p-
3. CokpallleHHE ... UCTII0JIb3YETCS B HEO(PUIMATBLHBIX TUCbMaX JJIsl TOTO, YTOOBI 100aBUTH
TO, YTO OBUIO YIYIIIEHO B OCHOBHOM YacTH MHUCHMA.
a. p.p.
b. PS:
C. cc:
4. CokpallleHH€E ... 03HaYaeT (HpaMHIIUU TeX, KTO JOJDKEH MOJYYUTh KOTHIO MTUChMA.
a. Enc(s)
b. cc:
c. Ref:
5. [lpumevanus Tuna To whom it may concern HaXOIATCS:
a. IocJje ajapeca nojryqaresns
b. mocine agpeca oTopaBUTEINS
C. B KOHIIEC MHChMa
6. [Tometku Tuna Urgent, To be called for, Private nenatorcs:
a. B BEPXHEM IIPaBOM YTy
b. B BepXHEM JIEBOM YTy
C. B HIDKHEM IPABOM YTy
7. Bbl nummTe nmuceMo nojpyre, odpamiasick Dear Sarah, u 3axntountenbHol popmynoi
Oyner:
a. Best wishes
b. Sincerely
c. Yours truly
8. Bel mummuTe odunmanbHOe TUCHMO JIETI0BOMY MapTHeEpyY, oOparasice Dear Mr Shaw, u
3aKIOYUTENBHON (hopMyJToil OyaeT:
a. Yours sincerely
b. Regards
c. All the best
9. Bbl nummTe HeoPUIMATbHOE MUCHMO JIEJI0BOMY NapTHepy, oOpaiasck Dear David, u
3aKJIFOUUTENIBHOM (opMyJIoi OyIeT:
a. Regards
b. Yours faithfully
c. All the best
10. Ber numure oduiMaabHOe MUCHMO JHUIYY, Ubsi (aMUIUsS U TIOJ BaM HEU3BECTHBI,
oOpamasice Dear Sir/Madam, u 3axmrountensHON HopMyToi Oyaer:
a. Sincerely
b. Yours faithfully
c. Best wishes
Pesrome
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11. B BenukoOpuTaHuu TMpu HaNMCaHUM pPE3IOME B TNYHKTE, TIJ€ TOBOPUTCS O
po¢eCCHOHAILHOM OITBITE PaOOTHI, IEPBBIM YKa3bIBACTCS:
a. IlepBoe MecTo paboTHI
b. Tlocnemnee mecTo paboOThHI
c. He umeer 3naueHns
IlynkTyanus

[lynkTyarus uMeeT MepBOCTENIEHHOE 3HayeHUEe, OCOOCHHO €CIU BaM JUKTYIOT MHChbMO
WIH aJipec.
12. Kakum 3HaKOM 0003Ha4YaeTCs TEPMHH semi-colon:
a. :
b. ;
C.
13. Kakum 3Hakom o603HavaeTcss TepMuH inverted commas:
a. “...”
b. ,
c. ;
14. Kakum 3Hakom o003Ha4aeTcsi TepMUH brackets:

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

15. Beibepure npaBmibHOe onpenencHue. E- business:
a. economic business
b. electronic business

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

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

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

19. Beibepute npaBuibHoe onpeaenenue. HSIK:
a. how should I know
b. have something in kit

20. Beibepure npaBunbHOe onpeaeneaue. C2B:
a. customer to business
b. client to boss

Tectsl THIIA B

Marketing, marketing people and markets

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

9.

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

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

marketing and markets,

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

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

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

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

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

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

to buy.
a) weak market b) sellers' market c) light market

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

a) trend setter b) multinational c) market leader

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

what has happened and predict what will happen.

a) market analyst b) forecaster c¢) market broker

A specific promotional activity over a limited period of time,

a) campaign b) season c) trend

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

10.The activity of selling goods to other countries.

a) multinational b) exporting ¢) exchange distribution

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

a) dominion b) market place c) market share

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

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

Product marketing

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

. augmented product

a) a product now selling at a higher price

b) a product that is no longer made

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

generic

a) not known by a special brand name

b) for general use

c) popular with all types of consumers

. cannibalism

a) when a product eats into the competitors' market share
b) when a product reduces sales of other products made by the same manufacturer
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c) when an employee leaves his/her company to join a competitor
4. sell-by date

a) the limit placed on sales representatives to meet targets

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

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

a) when a product is taken off the market

b) when a product is tested before being sold

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

a) the normal pattern of sales for a product

b) the process of development of a new product

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

a) aproduct

b) a component

c¢) aphase in the development of a product

Text 1. Foreign Languages in Our Life

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

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

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

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

1. Learning a foreign language isn't an easy tiling.
a. AHTTUNCKUI SI3bIK OUYEHb JIETKO BBIYYUTh
b. W3ydyeHne HHOCTPAHHOTO SI3bIKA — HEJIETKOE JIEIIO
c. M3ydeHne MHOCTPAHHOTO SI3bIKA - JIETKOE JIEJI0
2. It's a long and slow process that takes a lot of time and efforts.
a. DTO OBICTPHII MPOIECC, KOTOPHIM HE OTHUMAET MHOTO BPEMEHHU U yCHIIUN
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b. DTo o4eHb JOJTHI MPOIEeCC, Ha KOTOPBIN HY>KHO IOkl 00yUCHHS.
C. DTO NOJTUN U MEJJICHHBIM MPOIIECC, KOTOPbIA OTHUMAET MHOT'O BPEMEHU U
YCHUJIUM.
3. It's the language of ...
a. the great literature.
b. of all world
c. our country
4. 1 think that to know English today is absolutely
a. necessary
b. unnecessary
c. useful
5. The native speakers of English live in ...
a. Russia, Italy, Japan
b. Great Britain, the United States of America, Australia and New Zealand.
c. China, Australia, New Zealand

Text 2. Television

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

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

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

a. TeneBumeHNE-3TO CaMOe BaKHOE CPEJCTBO KOMMYHHUKAIIUA

b. TeneBuaenue KopoTko Ha3biBaOT TB

c. TeneBuneHue ABISETCS OJJHUM U3 HAIIIUX CAMbIX BaXKHBIX CPEJICTB
KOMMYHHKAIIHH

. The name "Television" comes from Greek word

a. Ha3zBanue "TeneBuaeHue" NpoUCXOAUT OT IPEUECKOro CI0Ba

b. Hazpanue "teneBuaenne" mpoucXoauT OT JATHHCKOTO CIIOBa

c. HazBanue "TeneBuyieHre" MpOMCXOAUT OT UTAIBSIHCKOTO CJIOBA

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

a. three-fourths

b. four-fifths

c. one-third

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

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

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

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

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

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

What’s Your Decision-Making Style?

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

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

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

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

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

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

B. Are suspicious about the increase.

C. Laud the division manager for turning things around.

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

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

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

A. Choose the option you think your management team 1s most likely to make work.

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

C. Commission more market research before making a decision.

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

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

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

If most of your answers are:

* A- You're an informed skeptic.

* B- You're a visceral decision maker.

* C- You're an unquestioning empiricist.

Bussiness letters

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

Robert Stivenson main paragraph
Baisy Clifford Inc

3400 Chelsey Road

Houston, TX 78451

Faithfully yours, salutation
R.Stivenson closing salutation

Export-Import Manager

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

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

6539, 71th Street
Los Angeles, LA 84733

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

15 March 2015 Signature
(sender’s
information)

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

Daniel Hatchette
Chemistry Department

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.

We would be grateful to receive a prompt reply.

3
Created by Professor John Tyrer from the University’s Wolfson School
4 of Mechanical and Manufacturing Engineering, along with colleagues from
the Department of Chemistry, the device is currently undergoing field trials
at a number of undisclosed locations across the country.
Dear Dr Smith,
5
If you think our work is worth being spoken about, we would like to ask
6 you to give us a chance to present it. We would appreciate your attention to
our research.
In the recent issue of Chemical Review we have found information on
7 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.
13 May 2014
8
Chemistry Department
9 Loughborough University
Epinal Way, Loughborough
Leicestershire LE11 3TU
Telephone: +44 (0)1509 223 522
http://www.lboro.ac.uk/
Swansea University
10 Singleton Park
Swansea
SA2 8PP
Wales
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IIpoBenenne NMUCHLMEHHOM PadOThI

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

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

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

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

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

5 Subject:

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

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

Formal email Informal email

1. Dear Mr Braitwaite

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
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planned ...
Best regards
David Burns

3. Hi

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

See you in Venice.

Take care

Danielle Torri

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

See you next week.

Michelle Debois

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

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

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

Contact me again if you need any more informations.

I look forward to hear from you.

Your faithfully
Paul Kominsky

IIpoBeneHne NuCbMEHHOM padoThI.

IIpakT4eckue 3agaHus

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

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

STRENGHTS WEAKNESSES

Superior distribution network | Undifferentiated offer in terms of basic

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

distance petrol needs for Ineffective leverage of specialist image —

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

and skill. communicate better.

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

programme that’s

unique in the market.

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

A global brand.

OPPORTUNITIES THREATS

Developing market for Our main competitor is strong.

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

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 threatof new hybrid cars and seize the
new opportunities this will bring in terms of providing service points for these cars.

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

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

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

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

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

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

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

Verb Noun Adjective

————————————————————————— opportune

strenghten

threaten

weaken

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

3 We need to minimize and :

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

increased raw material costs.
3.3. Correct the mistakes using words and expressions from A and B opposite.
1 The brand is very strengthened.
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2 Today, competitor fears about health are one of the biggest threats to the processed food
sector.

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

4 A clear opportunity is a gape in the market.

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

6 A war of prices has weakened our profitability.

OVER to YOU

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

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

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

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

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

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.

Product/service What you sell or provide, and
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analysis

your Unique Selling Point (USP) — that
1s, what distinguishes your product or
service from others on the
market. Originally USP stood for Unique
Selling Proposition, a concept developed
by Rosser Reeves in the 1940s.

Target market

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

groups or segments —

OBJECTIVES | Marketing goals What you want to achieve, in terms of
image and sales.
Set SMART objectives o Specifi ¢ — Be precise about what
you are going to achieve.

o Measurable — Quantify  your
objectives.

« Achievable — Are you attempting
too much?

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

o Timed — When will you achieve
the objective? (Within a month?
By February 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 o Product
into the marketing mix, o Price
including the 4 Ps o 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.

IlpoBenenne onpoca.

A2. Bonipochl [Jist 00CYyKaeHMSsI
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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?
KoppekTuBHBII Kypc — BONPOCHI 1JIs1 TUCKYCCUH

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

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

Did you attend the seminar?

Can you spell words?

Can you do something about this?

Are you still eating that chocolate?

Can you take our orders now?

10.Do you serve meals?

11.Is there anything I can get for you?

12.Did you save the time?

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

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

19.Did you see any lion?

20.Is there any restaurant available?

What is management?
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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?

. Why should we do most important work when most alert. In what part of your working

time do you prefer to develop highpriority items? Does your mentally alert influence on
your efficiency?

. Why should you group activities together? Do you set aside a period of time to read all

your mail and answer all your phone calls or not? Does this help you make the most
efficient use of your time? Comment your opinion, please.
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9.

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 loglstlcs.hs_s_pd
4. Discuss the role of a financial manager in a company..ise!

5. Explain the importance of financial management.

6. Define the various sources of ﬁnancing.[s}:p] 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?
What factors are important to you when choosing a book to read?
What is the funniest article you have ever read?

Do you often read newspapers before go to bed?

10.Do you have any ideas for a story for you to write?
11.How do you choose the books/an article you are going to read?
12.What genre of book do you enjoy most?

Letter writing
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What can you say about letter writing in the UK?

What can you say about letter writing in the USA?

What can you say about letter writing in Russia?

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

Can you give an example of CV?

Can you give an example of enquiry?

Baok B. 3ajaHnsi peKOHCTPYKTHBHOIO YPOBHS («YMeTh»)

B1. Ilucbmennasi pabora (3cce)

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

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

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

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

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

B2. TemaTuka pedepatoB

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?

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

3. 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.

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. TemaTuka npe3eHTanuii

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

2. Imagine you are talking to Steve Jobs at Apple about his next i-product. Think of three
questions to ask him about the product. Think of three more questions you could use to
screen his ideas.
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3. Present the different stages of product development or real product to illustrate your
talk.

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

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

6. Think about some products you have bought recently and plot them on the line below.
high involvement O low involvement
What kinds of needs were you satisfying with each purchase?

7. 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.

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

B4. TemaTuka poJjieBbIX HI'P

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

2. 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?

3. 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?

13.What are your business objectives?

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

XN R W=

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

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

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

e - 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:

* English newspapers

 English radio

 English television programmes

Tell him what television programmes you like.

N
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Baok C. 3aganusi NPaKTHKOOPHEHTHPOBAHHOIO YPOBHA /IVIsl AMATHOCTUPOBAHMS
chopMHUPOBAHHOCTH KOMIIETEHIUI («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.

What you sell or provide,
and your Unique Selling
Point

(USP) — that 1is, what
distinguishes your product
or service
from others on the market.
Originally USP stood for
Unique Selling Proposition,
a

concept  developed by
Rosser Reeves in the 1940s.

Product /
service
analysis
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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
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,
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enjoys a high level of satisfaction from environmentally conscious consumers and
companies with a responsible (10) policy. Goodkind embraces environmental (11) .

CASE STUDY

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

Entrepreneurs

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

Draw up an outline business
proposal, inventing any information
you wish; and decide how you will
present it to your bank. Your bank's
small business advisers have agreed
to meet you and provide some
preliminary feedback on your ideas,
an opinion - in principle — on the
feasibility of raising finance to get
your business off the ground, and
some advice on how. to proceed.
Try to present your case
persuasively and expert to face
some probing questions. You should
be prepared to provide some basic
information on the following: .your
planned product/service
(description, name, key features,
sales/profit potential); the market
you are, targeting (nature, size,
competition);  your'  marketing
approach;  financing;  business
structure/location; your expertise
etc., but do no worry too much
about specific detail at this stage.

carefully.

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

customers to discuss an idea they have for
a new business. You role is to provide
some preliminary feedback, an opinion — in
principle — on the feasibility of raising
finance, and some advice on how to
proceed. Ask pertinent questions about
their planned product/service (description,
name, key features, sales/profit potential);
the market they are targeting (nature, size,
competition); their marketing approach;
they business structure/ location etc. Try to
probe their determination/capacity to
succeed, but don‘t worry too much about
specific detail at this stage. If you think the
idea has merit and they have the
experience/ability to make a go of it,
suggest they draw up a more detailed
proposal, providing more information on
e.g. projected start-up costs and overheads;
turnover and profit forecasts; loan
requirements/anticipated repayment
terms/period and anything else you feel
you might need to provide the bank with
adequate security for any money you might
advance.

Case Study

What is Marketing?

Read the case and discuss the following questions in groups. Come up with a

solution to the problem:

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

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

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

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

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

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

C2. BolnoJiHeHN e NPOEKTa.

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

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

INDIVIDUAL AND GROUP ACTIVITIES Ne2

Work in small groups. Discuss these questions.

1. There is a proverb, _When in Rome, do as the Romans do.® What does the proverb
mean? Do you agree with this advice?

2. Would you continue to do business with someone if you disapproved of their private
life? Explain why or why not.

3. Give examples of behaviour which would cause you to stop doing business with

someone
INDIVIDUAL AND GROUP ACTIVITIES Ne3

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

INDIVIDUAL AND GROUP ACTIVITIES Ne4

Speaking

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

1. abank
a friend or colleague
a member of your family
a loan shark
a credit card company
another source

SRRl N

baok JI. 3apanus 15 HCNOJb30BAHMSI B PAMKAaX NMPOMEKYTOYHOM aTTecTaluu

Jl1.11lepeueHb 3a4eTHBIX BONPOCOB

1. Which statement suggests that everybody in a company is a marketer?
2. Which statement completely discounts the importance of selling?
3. Which statement emphasises the role of product, price, place and promotion (4Ps)?
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4. 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.

6. Which definition of marketing do you like most? Why?

7. What would be your own definition of marketing?

8. How does your working day begin?
9.
1

()]

Why is marketing a powerful force in our society?
0.Are advertising and selling the most important functions of marketing? Why not?

J12.11epeueHb IK3aMeHALIMOHHBIX 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 is the UK situated?

11.What parts does Great Britain consist of?

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

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

15.Where are you from?

16.Where do you study?

17.What is your hobby?

18.What can you say about your native town?

19.What can you say about your family?

20.What is your favorite book?

21.What was the last book you read?

22.Have you got many friends?

23.Have you got a close friend?

24.Do you like your Institute?

25.Where were you born?

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?

Al
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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"?

J1.2 YcTHBIE pa3roBOpHbIE€ TEMbI:

Text 1. What is Marketing?

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

If die marketer does a good job of identifying customer needs, develops products that
provide superior value, distributes and promotes them effectively, these goods will sell
very easily. Everyone knows something about 'hot' products. When Sony designed its first
Walkman cassette and disc players, when Nintendo first offered its improved video game
console, and when The Body Shop introduced animal-cruelty-free cosmetics and toiletries,
these manufacturers were swamped with orders. They had designed the 'right' products;
not 'me-too’ products, but ones offering new benefits. Peter Drucker, a leading
management thinker, has put it this way: 'The aim of marketing is to make selling
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
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People satisty their needs and wants with products. A product is anything that can he
offered to a market to satisfy a need or want. Usually, the word product suggests a
physical object, such as a car, a television set or a bar of soap. However, the concept of
product is not limited to physical objects - anything capable of satisfying a need can be
called a product. In addition to tangible goods, products include services, which are
activities or benefits offered for sale that are essentially intangible and do not result in the
ownership of anything. Examples are banking, airline, hotel and household appliance
repair services. Broadly defined, products also include other entities such as persons,
places, organizations, activities and ideas. Consumers decide which entertainers to watch
on television, which political party to vote for, which places to visit on holiday, which
organizations to support through contributions and which ideas to adopt.

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

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

Text 3. The Product Concept

Another important concept guiding sellers, the product concept, holds that
consumers will favour products that offer the most quality, performance and innovative
features, and that an organization should thus devote energy to making continuous product
improvements. Some manufacturers believe that if they can build a better mousetrap, the
world will beat a path to their door." But they are often rudely shocked. Buyers may well
be looking for a better solution to a mouse problem, but not necessarily for a better
mousetrap. The solution might be a chemical spray, an exterminating service or something
that works better than a mousetrap. Furthermore, a better mousetrap will not sell unless the
manufacturer designs, packages and price-s it attractively; places it in convenient
distribution channels; and brings it to the attention of people who need it and convinces
them that it is a better product. A product orientation leads to obsession with technology
because managers believe that technical superiority is the key to business success. The
product concept also can lead to 'marketing myopia'. For instance, railway management
once thought that users wanted trains rather than transportation and overlooked the
growing challenge of airlines, buses, trucks and cars. Building bigger and better trains
would not satisfy consumers' demand for transportation, but creating other forms of
transportation and extending choice would.
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Text 4. The Marketing Concept

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

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

Text 5. The Information Technology Boom

The explosive growth in computer, telecommunications and information technology
has had a major impact on the way companies bring value to their customers. The
technology boom has created exciting new ways to learn about and track customers, create
products and services tailored Co meet customer needs, distribute products more
efficiently and effectively, and communicate with customers in large groups or one-to-one.
For example, through videoconferencing, marketing researchers at a company's
headquarters in Mew York can look in on focus groups in Chicago or ljaris without ever
stepping on to a plane. With only a few clicks of a mouse button, a direct marketer can tap
into online data services to learn anything from what car you drive to what you read to
what flavour of iee cream you prefer. Using today's vastly more powerful computers,
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.
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Text 6. Channels of marketing

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

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

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

A major focus of marketing channel management is on delivery. It is only through
distribution that public and private goods can be made available for consumption.
Producers of such goods (including manufacturers of industrial and consumer goods,
legislators framing laws, educational administrators conceiving new means for achieving
quality education, and insurance companies developing unique health insurance coverage)
are individually capable of generating only form or structural utility for their «products®.
They can organize their production capabilities in such a way that the products they have
developed can, in fact, be seen, analyzed, debated, and. by a select few perhaps, digested.
But the actual large-scale delivery of the products to the consuming public demands
different types of efforts which create time, place, and possession utilities. In other words,
consumers cannot obtain a finished product unless the product is transported to where they
can gain access to it, stored until they are ready for it, and digested, exchanged for money
or other goods or services so that they can gain possession of it. In fact, the four types of
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 1s 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.
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Marketing makes products available where customers want them by transferring the
ownership of products to buyers. The entire business organization is involved in a dual
process of satisfying customer needs and achieving organizational goals.

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

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

Text 8. The evolution of management thought

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

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

Dedicated to promoting production efficiency and reducing waste, the operational
approach has evolved from scientific management to opera tions management. Frederick
W. Taylor, the father of scientific manage ment, and his followers revolutionized
industrial management through the use of standardization, time and motion study,
selection and training, and pay incentives. Largely a product of the post-World War 1II 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.
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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
1s an important first step in contingency design. Field studies have validated the
assumption that organiza tion structure should vary according to the situation. Burns and
Stalker discovered that mechanistic (rigid) organizations are effective when the
environment is relatively stable and that organic (flexible) organizations are best when
unstable conditions prevail. Lawrence and Lorsch found that differentiation (division of
labor) and integration (cooperation among specialists) increased in successful
organizations as environmental complexity increased.

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

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

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

J1 3. I'pamMmaTHUecKue 1 JeKCHYECKHE TeCThl:

Test 1. [Tondepurte k npodeccusim (1 - 10) coorBeTCTBYOIINE UM ONpeAeieHus (a -

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

foreign countries

Test 2. [ToctaBbTe Ha3BaHue Mpodeccuu (a - j) B COOTBETCTBHE KAKIOMY
pekjiaMmHomy 00bsiBaeHn0 (1 —10):

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

¢) assembly person h) receptionist

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

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

Test 3. I pammamuueckue mecmoi:

Test I. Choose the correct versions.

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

a. in the air
b. by the air
c. byair
20.If 1 ...late, wait for me a little bit.
a. am
b. will be
21.Do you think they...our terms?
a. accept
b. will accept
22.1 wonder if the weather...fine
tomorrow.
a. 1s
b. will be
23.Do you know when the Production
manager ...from his business trip?
a. is back
b. will be back
24.If you ...to the countryside
tomorrow, let me know.
a. go
b. will go
25.Do you know when they...house
a. move
b. will move



Test 4. Choose the correct versions.

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

c. on...in
8. She was born ...1999.
a. in
b. during
c. at
9. Kate and Ted are getting married ... this July.
a. in
b. ...
c. at
10.They met again ...the spring of 2005.
a. on
b. at
C. in
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11.Jane heard ... into the table.
a. that he bumped
b. him bump
c. him bumping
12.Some firms expect ... twelve hours ...?
a. the guards to work
b. that the guards work
c. the guards work
13.Don’t you feel the house ...?
a. to shake
b. shaking
c. shook
14.The crowd parted to let the happy couple ... through.
a. going
b. to go
C. g0
15.1 saw him ... the road and... down a staircase that led to the Underground.
a. crossing ... disappeared
b. crossed ...disappearing
c. crossing...disappearing
16.What kind of world do we want our children ...from us?
a. to inherit
b. inherit
c. inheriting
17.Experienced teachers help you ... quickly.
a. learn
b. to learn
c. learning

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

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

Test 5. Choose the correct versions.

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

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

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

Test 6. Choose the correct versions.

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

11.

12.

13.

14.

15.

16.

b. already had left
c. had already left
Please be quite! Don’t say ... !
a. nothing
b. anything
c. something
He ... his wallet on the train.
a. lost
b. had lost
c. has lost
The boy ... his hand because he knew the right answer to the question.
a. rose
b. raised
c. hasrisen
No one of my classmates has ... London.
a. been to
b. been in
c. gone to
Since I ... university, I’ve been interested in sociology.
a. have been met
b. was at
c. has gone to
After leaving school, James ... it very difficult to get a good job.
a. has found
b. found
c. had found
When ... her new fur coat?
a. did she buy
b. has she bought
c. did she bought
When we finally got to the airport, the plane ... yet.
a. hadn’t landed
b. didn’t land
c. wasn’t landing
Christina said that ... week had been the longest one in his life.
a. that night
b. tonight
c. last night
My neighbour said that her nephew had been killed in a skiing accident a few days

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

b. was leaving
c. had left

PA3EJI 3. Onucanue nokasarejel 1 KpUTepueB OLCHUBAHUA KOMIIETEHUMH HA
Pa3JIMYHBIX 3TANaX UX POPMHUPOBAHUS, ONIMCAHUE LIKAJ OLCHUBAHUSA

bainbHO-peliTUHrOBast cuctemMa ABJsIeTCS 0a30BOM  CUCTEMOM  OLICHUBAaHMS
c(hOpMHUPOBAHHOCTH KOMIIETEHLIUN 00YYarOIUXCs OUHON (POpMBbI OOYUEHHUS.

NtoroBas oneHka cPopMUPOBAHHOCTH KOMIMETEHIMU(M) O00ydaroIIuXCcsi B paMKax
OQJITbHO-PEUTUHIOBOM  CUCTEMBI  OCYILUECTBISIETCS B  XOJI€ TEKYIIEro KOHTPOJIs
YCIIEBAEMOCTH, MPOMEXKYTOYHOM aTTECTallMd M OIpeAeNsercss Kak cymma Oaios,
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MOJIYYEHHBIX O0YYAIOIIMMUCS B PE3YJIbTATE MPOXOKACHUS BCEX (POPM KOHTPOJIS.

Onenka cHOpMUPOBAHHOCTH KOMIETEHIMHU(H) MO NUCHUIUIMHE CKJIAAbIBACTCS W3
JIBYX COCTaBJISIOIINX:

v IlepBas  COCTaBJIAIOIIAs — OLEHKAa IpernojaBarelieM CPOPMUPOBAHHOCTH
KOMIETeHIIMH(H) B TEYEHHE CEeMecTpa B XOJ€ TEKYIIEero KOHTPOJS YCIEeBAEMOCTH
(makcumym 100  OamnoB). CTpykTypa TEpBOM  COCTaBISIONIEH  ONpeaeseTcs
TEXHOJIOTMYECKON KapTOM IUCHMIUIMHBI, KOTOpAas B HAYaje CEMECTpa JIOBOJIMTCS JI0
CBEJIEHUs1 00yYaroOLUXCsl;

BTOpasi  COCTaBJAIOIIasl —  OIEHKAa CPOPMUPOBAHHOCTU
oOyuaromuxcs Ha 3auere (MakcumyM — 20 0asioB).

JUJist CTYIEHTOB OYHO-3a0YHOM U 3a04HOM (hopM 00ydeHUs puMeHsTcs 4-0aibHast
u OuWHapHas WIKajgbl OIICHUBAHUSA PE3YJIbTATOB TEKYLIErOo KOHTPOJS YCIEBAEMOCTH U
IPOMEKYTOUYHOM aTTeCTalli 00y4YarOIINXCA.

KOMMeTeHInu (i)

YPOBHU MIPOJABUHY ThIN 0a30BbIit IIOPOTOBBIMN JOTIOPOT OBBI
OCBOCHUA YPOBEHb YPOBEHb YPOBEHb YPOBEHb
KOMIIeTeH U
i
100 - 8 u=> 70 — 84 51-69 0-50
O0a/sIbHasA
IIKAaJIa
4 — 0anJbHAsA |  «OTJIMYHO» «XOPOLLIO» «YIIOBJIETBOPHU | «HEYJIOBIIETBO
IKaJIa TEJIbHO» PUTEIILHO
bunapuas 3auTeHo He 3aureno
HIKaJa

IIIkana oEeHOK MPH TEKYyIeM KOHTPOJIe YCIIeBAeMOCTH
10 Pa3JIMYHbIM MOKA3ATEJIAM

Hokazamenu ouenueanusn bannw Ouenka
chopmuposannocmu Komnemenyuil

BrimmonHeHre mpakTUYECKUX 3aJJaHu i

0-20 | «HEyAOBIETBOPUTEIHHO
«YJIOBJIETBOPUTEIHHO
«XOPOLLIO»
«OTIIMYHO
«HEYIOBIIETBOPUTEIILHO
«YJIOBJIETBOPUTEIHHO
«XOPOIIIOY
COTIUYHOY
«HEYJOBJIETBOPUTEIHHOY
«YJOBJIETBOPUTEIHHOY
«XOPOIIO»
«OTIIMYHO»

OTBeThI Ha YCTHBIE BONPOCHI 0-20

TecTtupoBaHue 0-30
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IIpoBeneHue poaeBoi Urpsl

0-10 | «HEeyZOBIETBOPUTEIHHO
«YJIOBJIETBOPUTEIHHO
«XOPOLLIO»

«OTIHUYHO»...

Pernienue kencon

0-20 | «HEyZOBIETBOPUTEIBHO
«YAOBJIETBOPUTEIILHO
«XOPpOILIO»

«KOTIIUYIHO»

Brimonaenne u myoimyHas 3amura pedepara

«HEYIOBIIETBOPUTEIIBHO»
«YIIOBJIETBOPUTEIIBLHO»
«XOPOLIO»

«OTIIUYHO»

Yyactue B JQuCKyccuu, nebaTax, «KpyrjioMm

CTOJIC»

0-10 | «HEYIOBIECTBOPUTEIHLHO
«YJIOBJIETBOPUTEIHHOY
«XOPOLLIO»

«OTIHUYIHO»

Brimonaeane "

MpE3CHTALUU

nyonuyHas

3aluTa

0-4 «HEYIOBJIETBOPUTEIBLHO»
«YJIOBJIETBOPUTEIBHO
«XOPOLLIO»

«OTIUYHO»

CooTBeTCcTBHE KPUTEPHEB OLIECHUBAHNS YPOBHIO OCBOCHUSI KOMIIETEHIMIA 1O
TeKylleMy KOHTPOJII0 YCIIeBAeMOCTH

bannn Ouenka Yposenw Kpumepuu oyenusanusn
0C80€HUA
KoMnemenyu
i
0-50 | «aeynosnerBop | Jomoporoseiii | OOyvaromuiics He NPHOOpEN 3HaHUS,
UTETHLHO YPOBEHB YMEHHSI U HE BJIaJIe€T KOMIETEHIIUSIMU
B 00beMe, 3aKperieHHOM paboueit
POrpaMMOM TUCIUTUIUHBI
51-69 | «ynosnetBoput | [Toporoseiii He menee 50% 3amanuii, mojieKaimx
eJIBHOY» YPOBEHb TEKYILIEMY KOHTPOJIIO YCIIE€BAE€MOCTH,
BBITIOJIHEHBI 0e3 CYIIIECTBEHHBIX
(01115 3
70-84 | «xopouo» ba3oBsiit OOyuaromuMcs BBITIOJIHEHO HE MEHee
YPOBEHb 75% 3amaHuil, NOAJICKAIIUX TEKYIIEMY

KOHTPOJIIO  yCTIEBAEMOCTH, WM TPHU
BEITIOJITHCHUH BCEX 3aJaHUM JTOMYIICHBI
HE3HAYUTEIbHBIC OIINOKH;
oOyyarolmuiicss  ToKa3ajd  BIIaJICHUE
HaBBIKAMM CHCTEMAaTH3alliy MaTepuaia
M TPUMEHEHHUS €ro TMpH pelIeHUH
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MPaKTUYECKUX 3aaHUi; 3aJaHusd

BBITIOJTHEHBI 0€3 OIIMO0K

85-100

«OTJIHNYHO»

[IponBuHyTHIN
YPOBEHb

100% 3aJIaHUH, IO JJIEKaIX
TEKyIIEeMy KOHTPOJIO YCIIEBa€MOCTH,
BBITIOJTHEHBl ~ CAMOCTOSATEIBHO H B
TpeOyeMoM o00beme; oOydaromuics
MPOSIBIISICT yYMEHHE 000011aTh,
CHUCTEMAaTHU3HPOBATh maTepuail  H
OPUMEHATh  €r0  MNpPU  PEIICHUHU
NPAaKTHYECKUX  3aJaHWN;  3aJaHus
BBITIOJTHCHBI C 0IPOOHBIMU
MOSICHEHUSIMU U apTyMEHTUPOBAHHBIMHU
BBIBOJIAMU

IlIkaJia OLEHOK MO MPOMEKYTOUYHOM aTTECTALUM

Haumenosanue gpopmwt bannwi Ouenka
HPOMENHCYMOUHOU
ammecmayuu
DK3amMeH 0-30 «HEYJOBJIECTBOPUTEIHLHO

«YJIOBJIETBOPUTEIBHO
«XOPOLLIO»
«OTIIMYHO»

3auet 0-20 «3aYTEHO

«HC 3a4TCHO)»

CooTBeTCTBHE KPUTEPHEB OLIEHUBAHUS YPOBHIO OCBOCHHS KOMIIeTEHIUii
MO0 MPOMEKYTOYHOI aTTecTaluu 00yyarouuxcs (3a4er)

bannn Ouenka Ypoeenw Kpumepuu oyenueanusn
0Cc60eHUsA
KomMnemenyu
u
0-10 «He3auteHo» | JlomoporoBel | OOyuaromuiicsi He MpUOOpea 3HAHUA,
i ypOBEHb YMEHHUSI ¥ HE BJIaJIeeT KOMIETECHIIUSIMU
B o0beMe, 3aKperyieHHOM pabodeit
pOrpamMMon JUCIUTLIAHBI,
00yyJaromuiicss He CMOT OTBETHTh Ha
BOIIPOCHI
11-14 «3aUTECHO» [ToporoBeii OOy4arontuiicst Jaa HEeMOJIHbIE OTBETHI
YPOBEHB Ha BONPOCHl, C  HEIOCTATOYHOU
apryMeHTaluen, MPaKTHYECKUE
3a/laHUsl BBITIOJHEHBI HE MOJHOCTBIO,
KOMIIETEHIIUH, OCBarMBaeMbIe B
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mpolecce  HM3yYeHHsS  JAMCIUILUIMHBI
chopMHUpOBaHbI HE B IMOJTHOM 00BEME.

15-17

«3a4YTCHO»

bazoBrIit
YPOBEHD

OOyuaronuiicss B 1ea0oM TpuoOpen
3HaHUS W YyMEHHsI B  paMKax
OCBamMBaeMbIX B IIpoliecce OOydeHUs
N0  JUCHMIUIMHE  KOMIIETEHIUH;
oOyJaromwuiics OTBETHJI Ha  BCE
BOIIPOCHI, TOYHO JaJl ONpPEICICHUs U
MOHSATHS, HO 3aTpyaHSIETCS
MOJITBEPIUTH TEOPETUUECKHE
TIOJIOKCHUS MPAKTUIECKUMH
npuUMepaMH; OOydYaroluica MOoKa3all
XOpOIINe 3HAHUS TI0 TPEAMETY,
BJIAJICHUC HaBBIKAMU CHCTEMAaTH3aIluU
MaTepualia W TOJHOCTHIO BBITTOJHHIIT
MPAKTUYECKUE 3aTaHUS

18-20

«3a4YTCHO»

[IponBuHyTHI
1 YPOBEHb

OOyuatomuiics TpHOOpeN 3HAHUA,
YMEHHSI 1 HaBBIKH B IOJTHOM OOBEME,
3aKpeTuIeHHOM pabodeil mporpaMMmon
TUCIUTUIMHBL,  TEPMHHOJIOTHICCKUN
ammapaTr HMCIIOJIb30BaH  MPABHIBHO;
OTBETHI  IOJHBIC, OOCTOSATEIIBHEIC,
apryMEHTHPOBAaHHBIC, TOITBEPKICHBI
KOHKPETHBIMHU MIPUMEPAMH;
0oOy4Jaronuiicss TPOSBIICT yMEHHUE
000011aTh, CHUCTEMaTU3UPOBATH
MaTepuall U BBIMOJHACT MPAKTHUYECKUE
3a1aHUs C MOJIPOOHBIMH TOSICHEHUSIMU
U apTYMEHTUPOBAHHBIMHU BBIBOJIAMH

CooTBeTCTBHE KPUTEPHUEB OLICHUBAHUA YPOBHIO OCBOCHH KOMHeTeHHI/Iﬁ

M0 NMPOMEKYTOYHOI aTTecTaluu 00y4aromuxcs (IK3aMeH)

bannwt

Ouenka

Yposeno
0Cc60eHUsA
KomnemeHuyu

«~

u

Kpumepuu oyenueanusn
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0-9

«HEYJIOBJIETBOP
UTEITHHOY

Jlonoporosslii
YPOBEHb

OOyuaromuiics He TPUOOPEN 3HAHUSA,
yMEHUS u HE BJIaJICET
KOMIIETEHIIUSIMH B o0BeEME,
3aKPETUICHHOM pa0odeil mporpaMmoin
TUCIUTUIMHBL,  OOyJaloIuiics  HE
CMOT OTBETUTH HA BOTIPOCHI

10-16

«YAOBJICTBOPUT
CJIBHO»

[Toporoseiii
YPOBEHD

OOyuarouuiicst  Jajd  HEMOJIHbIE
OTBETHI Ha BOTIPOCHI, C
HEJIOCTaTOYHOU aprymMeHTanueu,
NPAKTUYECKUE 3a/laHUs BBIOTHEHBI
HE  TMOJHOCTBbIO,  KOMIIETCHIIUH,
OCBamBaeMbl€ B MpOIECCE HU3YUYEHUS
JUCLMIUIMHBL C(OPMUPOBAHBI HE B
IOJTHOM 00BEME.

17-23

«XOpOouIo»

bazoBrlit
YPOBEHB

OOyuaromuiics B IIeJIOM TpUOOpen
3HaHUS U YMEHUSI B paMKax
OCBaMBaeMbIX B IpoIllecce OOydeHUs
N0  JTUCIMIUIMHE  KOMIICTCHIINN;
oOydJaroumuiicsi OTBETHJ Ha BCE
BOIIPOCKI, TOYHO JaJl ONPEICICHUS U
TOHSTHS, HO 3aTpyIHSICTCS
TIOATBEPIUTH TEOPETUUECKHE
TIOJIOXKEHUSI NPaKTHYECKUMHU
npuMepaMu; OO0yYaroIuics TOoKa3al
XOpOIIMe 3HAaHUS 10 TPEAMETY,
BJIAJICHHC HaBBIKAMH
cUCTeMaTH3allid  MaTepuaia |
TIOJTHOCTBIO BBITTOJTHUIT
NPaKTUYCCKHE 33 IaHHsI

25-30

«OTJIUYHO»

[IponBuHyTHIM
YPOBEHb

OOyuaromuiica npuoOpen 3HaHUA,
YMEHHsSI M HaBBIKU B TIOJTHOM 00BbeMe,
3aKperuieHHOM pabouell nmporpammoi
IUCUUIUIMHBL, TEPMHUHOJIOTUYECKUN
anmapar HUCHOJb30BaH NPaBUIBHO;
OTBETbl IMOJIHBIE, OOCTOSITENbHBIE,

apryMEHTUPOBaHHbIE,
HOJTBEPKIACHBI KOHKPETHBIMU
IIPUMEPaMHU; oOyyJaronuiics

NpoSIBJIIET  yMEeHWe  00001marh,
CHUCTEMAaTH3MpPOBaTh  Marepual M|
BBITMOJIHACT MPAKTUYCCKUE 3aJaHUS C
HOJPOOHBIMA  TMOSICHCHHSIMH |
apryMEHTHPOBAHHBIMH BBIBOJAMH
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PA3JIEJI 4. MeToan4ecKkue MaTepuaJibl, ONpeaeasouue npoueaypbl OeHuBAHUSA
3HAHUH, YMEHUI, HABBIKOB, XapaKTepu3youue dranbl GopMUpPOBaHUS
KOMIIeTeHIIU

[Iponienypa oneHuBaHHWS — MOPSAOK JEMCTBHM MPU MHOATOTOBKE W IPOBEIACHUU
aTTECTAIMOHHBIX UCTIBITAHUA U (POPMUPOBAHUH OIICHKHU.

[Ipouenypa mNpOMEXKYTOUHOM aTTECTAMA MPOXOAUT B  COOTBETCTBUH C
[TonoxeHneM 0 IPOMEKYTOYHOM aTTECTAllMKU 3HAHUM CTyneHTOB U ydamuxca JI'YHX.
- ATTECTAallMOHHBIC HWCMBITAHUSA TPOBOMAITCA MPENOAABATEIIEM, BEAYIIUM JIEKIMOHHbBIC
3aHATUS N0 JTAHHOM NMCUUIUIMHE, WIM MPENoAaBaTeIsIMU, BEAYIIMMU MPAKTUUYECKUE U
nabopaTopHble 3aHATUS (KpoMe YCTHOro 3k3ameHa). IIpucyTcTBHE MOCTOPOHHUX JIUIL B
XO0Jle TPOBENCHMSI AaTTECTAlMOHHBIX HCHBITAHUN ©0€3 pa3pellieHus peKkTopa WId
OpopeKkTopa He Jomyckaercss (32 HCKIIOYeHMEM pabOTHUKOB  YHHMBEPCHUTETA,
BBITIOJTHAIOIIMX KOHTPOJIUPYIOINUE (QYHKIIMU B COOTBETCTBUU CO CBOMMHU JOJIKHOCTHBIMU
o0s3aHHOCTSIMU). B cilywae OTCyTCTBHSA BeOyIIero NperojaBarelisi aTTECTAI[MOHHbBIC
VCTIBITAHUS TPOBOISATCS IPEINOJaBaTeeM, Ha3HAYEHHBIM ITHUCbMEHHBIM PaCIOPSKEHUEM
o kadeape.
- UuBanuapl 1 nmuna ¢ OrpaHU4eHHBIMU BO3MOXKHOCTSIMU 3J0POBbsl, UMEIOIIME HAPYLICHUS
ONOPHO-/IBUTATEIIbHOTO armapara, JOMYCKAKTCS Ha AaTTEeCTAlMOHHBIC WCHBbITAHUS B
CONPOBOKJICHUH aCCUCTEHTOB-CONPOBOKIAOIINX.
- Bo Bpems aTTeCTallUOHHBIX HCMBITAHUN OOYy4YarIIMecs MOTYT TOJb30BaThCS
IpOrpaMMON JHCUUIUIMHBI, a TaKXe C pa3pelieHHs] MPenojiaBaresis CIPaBOYHOU U
HOPMaTUBHOMW JINTEPATY PO, HENPOrPaMMUPYEMBIMU KaIbKYJIATOPAMU.
- Bpems moaroroBku oTBeTa MpU cAade 3adera/sK3aMeHa B YCTHOM (hopMe OKHO
coctaBisiTh He MeHee 40 MUHYT (MO KeJTaHUI OO0YyYarolerocs OTBET MOXKET ObITh
nocpouyHbIM). Bpemst orBeTa — He 60see 15 MUHYT.
- IIpy moAroTOBKE K YCTHOMY 3K3aMEHY JK3aMEHYEMbIM, KaK ITPAaBUJIO, BEAECT 3aIIMCH B
JIUCTE YCTHOTO OTBETA, KOTOPBIN 3aTeM (M0 OKOHYAHHUH 3K3aMEHA) CIAETCs SK3aMEHATOPYy.
- Ilpm mpoBemeHMH YCTHOTO 5K3aMEHa OJK3aMEHAIMOHHBIM OWJIET BBIOMpAET cam
9K3aMEHYEMBIN B CIIy4alHOM MOPSJIKE.
- DK3aMeHaTopy NpeIOCTaBIseTCs MpaBO 3a7aBaTh OOyYarOLIUMMCS JONOJHUTEIbHBIC
BOIIPOCHI B paMKax MHPOrpaMMbl AUCHMIUIMHBI TEKYIIEr0 CEMECTpa, a TaKXKe, MOMHUMO
TEOPETUYECKUX BOIPOCOB, JaBaTh NHCbMEHHBIC 3aJaHUs, KOTOPHIE HW3YyYAINCh Ha
MPAKTUYECKUX 3aHATUSX.
- Onenka pe3yJbTaTOB YCTHOTO  aTTECTAlMOHHOTO  HUCIBITAaHUS  OOBSIBISIETCS
oOyyJaroniumcs B JIeHb €ro nposefeHus. [lpu nmpoBeneHnH MMCbMEHHBIX aTTeCTAllMOHHBIX
UCIIBITAHUN WJIM KOMIIBIOTEPHOTO TECTUPOBAHUS — B ICHb UX MPOBEJCHUS WU HE MO3/IHEE
CJIeIyIoIIEero paboyero JHsS MOCiie UX MPOBEICHUS.
- Pe3ynbTaThl BBINOJIHEHUSI aTTECTALMOHHBIX HCIBITAHHWM, MPOBOJAUMBIX B MUCHMEHHOU
dopme, dopme HUTOTOBOM KOHTPOIHHOM DPAOOTHI WM KOMIBIOTEPHOTO TECTUPOBAHUS,
JIOJIKHBI OBITH OOBSBIICHBI 00YUYAIOIMMMCS M BBICTABJICHBI B 3a4ETHBIC KHUKKU HE TTO3/THEE
CJIEIYIOLIEro paboyero JHs MOcie X NPOBEACHUS.

NUtoroBeiMu ¢dopmamMu KOHTpodss mo aucuuruinHe spasercs 3ader (I, I, III
cemecTtp), ak3ameH (IVcemectp).
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Ha TectupoBanume otBoautcs 30 munyT. Kakaplii BapuaHT TECTOBBIX 3aJlaHUN
BKIO4aeT 30 BOpocoB. 3a KaXK/blil MPAaBUIBHBIN OTBET HA BOIIpOC faercs 1 Oanmi.

TectupoBaHre MOXXET IPOBOAUTCS C MOMOILBIO aBTOMATU3UPOBAHHOM MPOTrpaMMBbl
«CnopyTt». Pe3ynpTaT TeCTHpOBaHHUS YCTaHABJIMBAECTCA C YYE€TOM BbIOOpa airoputma
pacuera OLeHKH. TecT CIaH MpH YCIOBUHU, €CIIM HaOpaHHbIe Oaibl CTYACHTOM HE MEHbIIIE
npoxoaHoro Oamna (mopora caauu tecta). [lo oxkoHuaHUM PabOTHI C TECTOM CTYACHTY
[PEIOCTABISAETCS BO3MOXKHOCTh MPOCMOTPETh PE3yJbTaThl TECTUPOBAHUS - KOJIMYECTBO
HaOpaHHBIX 0aIOB, IEPEYEHb BOMPOCOB, HA KOTOPHIE AaHbI MPaBUIbHBIC, HEMPABUIbHBIC
Y HETIOJTHBIE OTBETHI.

Mertoanka oueHUBaHUS Pe3yJIbTATOB TECTUPOBAHUS

Bannw | OueHka Ilokazamenu Kpumepuu
25-30 «oTimmuHo» (1.  TlomHoTa BhIMONHEHUs| Beimonneno 6onee 85 % 3amaHuil mpenIoKEHHOTO
TECTOBBIX 3a/IaHHIA; TecTa, B 3aJaHUSIX OTKPBITOrO THIA JIaH TOJHBIH,
2.  CBOEBpPEMEHHOCTh Pa3BEpPHYTHI OTBET Ha MOCTABJICHHBIH BOIPOC
20 -24 «xopomioy (BPIIOTHCHHA, Brinonneno 6onee 70 % 3amaHuii MpemiIokKeHHOro
3. llpaBUILHOCTb OTBETOB| tecry, B 3aaHMAX OTKPHITOTO THIA AaH MOJHBI,
Ha BOTPOCBI, PasBEPHYTHI OTBET Ha MOCTABJIEHHBIA BOIPOC;
4. CaMOCTOATENBHOCTD | onpako  Gpimw JOMYIIEHBl ~ HETOYHOCTH B
TCCTHPOBAHM, ONPE/IETIEHUH TIOHATHI, TEPMHUHOB M JIp.
15-19 «YZLOBJIETBO > HTA Brimonneno 6onee 54 % 3amaHuil npesioKEHHOTO
PUTETHHOY TECTa, B 33JJaHUSAX OTKPHITOIO THIIA JAH HEMOJHBIN
OTBET Ha IIOCTaBJICHHBIH BONPOC, B OTBETEC HE
NPUCYTCTBYIOT JIOKa3aTelbHbIE MPUMEPHI, TEKCT CO
CTWJINCTUYECKUMU u opdorpadudeckumu
omKrOKaMu.
0- 14 «HEYJIOBJIET Bemmonmneno He OGomee 53 %  3amanuit
BOPUTEILHO NPEJUIOKEHHOTO TeCTa, Ha MOCTABJICHHBIE BOIPOCHI
» OTBET OTCYTCTBYET WJIHM HETOJHBIH, JOMYyIICHBI
CYIIECTBEHHBIE  OMIMOKK B  TEOPETUYECKOM
MaTepuase (TEpMHUHAX, IOHATHUSX).

YCTHBIN ONMPOC TPEAIonaraeT yCTHbIM OTBET CTYAEHTA Ha OJMH OCHOBHOW H
HECKOJIBKO JIONIOJHUTEIBHBIX BOMNPOCOB Ipenogasarend. OTBET CTyAeHTa JOJKEH
OPEACTaBIATh CO0O0WM pa3BEPHYTOE, CBSI3aHHOE, JIOTMYECKU BBICTPOEHHOE COOOILEHHUE.
YcTHBIE ONMPOCHI TPOBOASATCS BO BPEMS MPAKTUYECKUX 3aHATHI, U MOTYT MCIIOIb30BaThCS
B KAQ4eCTBE JIOMOJHUTEJIBHOIO HCHOBITAHUS TMPHU HEIOCTATOYHOCTH PE3yJbTATOB
TeCTUpOBaHUs. Bompockl ompoca He JOJKHBI BBIXOAWTHh 32 PaMKHU OOBSABICHHOW s
JAHHOT'O 3aHATHS TEMBI.

[Ipy BBICTABIEHHHM OLEHKU MNPENOJaBaTENb YUYUTHIBAET IMPABHIBHOCTh OTBETA IO
COAEPKAHUIO, €r0 IMOCIEAOBATEIBHOCTh, CAMOCTOSTEIIBHOCTh CYXKICHUHM W BBIBOJOB,
YMEHHUE CBA3BIBATH TEOPETUUYECKUE TMOJOKEHHUS C MPAKTUKON, B TOM 4YHUCIe U C Oyayiien
npoecCHOHanbHOM AESITENBHOCTHIO.

MeTomea OLICHUBAHUS OTBETOB Ha YCTHBLIC BOIIPOCHI (Ol'lpOC)
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Banasl

OuneHnka

Iloxkazamenu

Kpumepuu

16- 20

«OTIIUYHO»

1. [TonnoTa
OTBETOB;

2. ApryMeHTHPOBaHHOCTh
JAaHHBIX OTBCTOB,

3. IlpaBWJIBHOCTH OTBETOB Ha
BOITPOCHI;

4. [Tonnmanue maTepuana

IAHHBIX

11-15

«XOopouio»

6-10

«YZIOBJIETBO
PUTEIBHO»

«HEYIIOBJIET
BOPUTEIHHO
»

1) IlomHO M apryMEHTUPOBAHHO OTBEYAET TIO
COJICpKAHUIO 3a[aHNUS;

2) OOnapyxuBaeT TNOHMMaHHE MaTepHuaa,
MOXET  OOOCHOBAaTb  CBOM  CYXKJACHUS,
MPUMEHUTh 3HAHUSA Ha MPAKTHUKE, MPHUBECTH
HEOOXOIUMBIE MpPHUMEPHl HE TOJBKO IO
y4eOHUKY, HO u CaMOCTOSITENIbHO
COCTaBJICHHBIE;

3) uznaraer MmaTepuan IOCIEI0BATeIbHO H
IIPaBUIIbHO.

CTyneHT naer OTBET, YAOBIETBOPSIOIIUN TeEM
e TpeOOBaHMSIM, UYTO U JJISI OLEHKH «5», HO
nomyckaer 1-2 omubOku, KOTOpbIE caM XKe
WCIIPaBJISIET.

CryneHt OOHapyKHBaeT 3HAHHE u
MIOHMMaHNE OCHOBHBIX IIOJIOKEHUH TaHHOTO
3a7aHusl, HO:

1) uznaraer marepuasl HEMOJIHO U JOIyCKaeT
HETOYHOCTH B ONPEJICICHUH IOHATHH WIN
(hOpMYIHPOBKE MPaBUIT;

2) He yMeeT [OCTaTOYHO TJIyOOKO H
JI0Ka3aTeIbHO 00OCHOBATH CBOM CYXJICHUS U
NPUBECTU CBOM MIPUMEPHI;

3) u3naraetr mMartepuan HEMoCIeI0BaTeNbHO U
JONYCKAaeT OUIMOKHU.

CryneHT oOHapyKMBaeT HE3HAHUE OTBETA Ha
COOTBETCTBYIOILIEE  3aJaHUE,  JIOIYCKAeT
omuOKu B (POPMYJIHPOBKE OMpeaeiIeHUN |
MIpaBUII, HCKa)Kalollue ux CMBICII,
OecropsiIouH0 W HEYBEPEHHO  HU3JIaraer
MaTepHal; OTMEYAKTCsl TAKUE HEIOCTATKH B
MOJATOTOBKE CTYIEHTA, KOTOpPbIE SBISIOTCA
CepbE3HBIM MPEMIATCTBUEM K YCHEIIHOMY
OBJIAJICHUIO TOCIEAYIOUIMM MAaTEpHAJIOM.

IIpakTHyeckoe 3a1aHue (MUCbMEHHasi pad0Ta) BKIIOUYECHO B TEKYLIUHA KOHTPOJIb,
npenanonaraeT HMHAWBUAYAJbHYI0 WM TpymnmoBylo pabory. Ilucemennas pabora

Mpeanoiaraet
COOTBETCTBYIOIIEH COJEPHKAHUIO KOMIICTCHIIUH.

R105(010)

3aKperieHne, 0o

CJIOKHOCTH 3aJaHusd OT 5 10 15 MuH.

IMOBTOPEHUE  MPOUAEHHOM  TEMBI,
BpeMs BBINONHEHHS 3aBUCHT OT

MCTOIII/IKa OLCHUBAHMA IMPAKTHYCCKHUX 3anaHm71

bannu Ouenka IHokazamenu Kpumepuu

18-20 | «Otnuuno» | 1. Pemenue KomMyHuKaTvBHAs 3ajada penieHa  MOJHOCTBIO.
KOMMYHHMKAaTUBHOM 3ajaHre  TOJIHOCTBIO  BBINOJIHEHO:  COAEpP)KaHHE
3aJ1a4H. OTpa)kaeT BCE AacleKThl, yKa3aHHble B 3a/laHuUM,
2.Conepxanue U | BBICKa3bIBaHUE JIOTUYHO. Jlexcuueckue,
OpraHM3anys TeKCTa. | rpaMMmaruyeckue u  opdorpaduueckue  OmMUOKU
3. Jlekcuxka. OTCYTCTBYIOT.
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11-17 | «Xopouo»
8-10 «Y 10BIETB
OPUTEILHOY

0-7 «Heynoie
TBOPUTEIBH

o»

4. I'pammaTuka
5. Opdorpadus
Kamurpadus

n

KoMMyHuKaTuBHas 3amava pelieHa,
HEMHOTOUYHNCJICHHBIE  SI3BIKOBBIC TIOTPEIIHOCTH  HE
MPEMSITCTBYIOT MOHUMAHHUIO.

3aaHrie BHIMIOTHEHO: HEKOTOPHIE ACTIEKTHI, YKa3aHHBIC
B 33JIaHUU, PACKPBITHI HE TMOJIHOCTHIO, BHICKA3bIBAHUE
B OCHOBHOM JIOTHYHO.

Ucnonbs3yeMblii  ciaoBapHbId 3amac  COOTBETCTBYET
MOCTABJIEHHON 3ajaye, ydJalluics NOoKa3ajdl 3HaHUE
JIEKCUKH U YCIICIIHO MUCIOJIb30BAal €€.
I'pammaTudeckue  CTPYKTYphl — HCIIONB3YIOTCS B
COOTBETCTBUU C MOCTaBIECHHOU 3a7aueid, MPaKTUIECKU
OTCYTCTBYIOT OIIMOKH, COOIIOJAETCS TPABUIBHBIN
MOPSIAOK CIIOB.

Opdorpaduueckue OIMOKHU MPaAKTUYECKHU
OTCYTCTBYIOT, TEKCT HAIlMCaH C COOJIOICHUEM TPaBUI
Kayuturpadum.

KommyHuKaTHBHas 3ajaya pelIeHa, HO JIEKCHUKO-
rpaMMaTH4YecKHe HOrPEIIHOCTH IPENATCTBYIOT
MIOHUMAHHIO.

3ajaHue BBIIIOJHEHO HE IOJHOCTBIO: COJEpIKaHHE
OTpa)kaeT HE BCE AacleKThl, YKa3aHHbIC B 3a/IaHUM,
BBICKa3bIBAaHUE HE BCETA JOIMYHO.

Hcnonp3yeMblil  CIOBapHbIA  3amac  COOTBETCTBYET
[IOCTaBJIEHHOM 3ajjaue, OJTHAKO CIIy4arOTCsl OT/AEIbHbIE
HETOYHOCTHU B YHOTPEOJIECHUH CJIOB, MO0 CIIOBAPHBIN
3arac OrpaHU4YeH, HO UCIOJIb30BaH MPaBUIIBHO.
HNmeercs  psag  TrpaMMaTH4ecKux — OMMOOK,  He
3aTPYAHSIOIMX IOHUMaHUE TEKCTA.

Umeercs  psang  opdorpaduyeckux  ommbOOK U
HE3HA4YUTEIIbHOE OTKJIOHEHHE oT IIPaBUII
KaJuiurpaduu, 4YTo He 3aTPYAHSAIOT HOHUMAHHUE TEKCTa.

KommyHMKaTHBHAs 3a7a4a HE pelieHa

3alaHue HE BBIIOJIHEHO: COJIEP/KaHUE HE OTpa)kaeT Te
aCIIeKThl, KOTOpPbIE yKa3aHbl B 3aJaHUU, OTCYTCTBYET
JIOTHKA B IOCTPOEHUHU BBICKA3bIBAHUSI.

Kpaiitne orpaHMuYeHHBI  CIOBAapHBIA  3amac  He
MIO3BOJISIET BBINOJHUTH IIOCTABJICHHYIO 3a7ady WU
oOydaromuiicss He CMOr MPaBUIBHO HCHOJIb30BATh
CBOM JICKCMYECKMM 3amac Il BBIPAXKEHHS CBOMX
MBICJIEH.

['paMMaTHyeckue NpaBuiia He COOIIOAAOTCSL.

PosneBasi urpa HampapieHa Ha yriayOJeHHE TEOPETHUYECKUX 3HAHUM, MOTYyUYEeHHbIX

CTYJIEHTaMH B XOJi€ NPAKTHYECKUX 3aHATUH U U3y4YCHUS OCHOBHOW W JOIOJIHUTEIBHON
JIUTEpaATypbl MO IUCUUIUIMHE; Pa3BUBACT CIHOCOOHOCTH K CaMOCTOSITEILHOMY OTOODY,
aHaJIM3y M cuUcTeMaTu3aluuu HHPopManuu; (GOopMHUPYeT KOMMYHHKAaTHUBHBIE HaBBIKH,
YMEHHE JIOTUYECKHA BEPHO, APIYMEHTHUPOBAHO U SICHO CTPOUTH YCTHYIO p€Ub; CTUMYJIUPYET
TOTOBHOCTB K KOOTIEpAIlUH C KOJUIeTaMH, paboTe B KOJIJICKTUBE.

1. TlogrotoBka K mpoBeneHUIO Wrpbl. Bemymuii oOBSCHSET CyThb METOJAA, WUIPOBBIC
IIpaBWJIA U 3a1a4M YYaCTHHUKOB. Ha maHHOM »Tame m3iaraercsi CLieHapui U OpraHu3yeTCs
UT'POBOE IPOCTPAHCTBO.
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2. HemnocpencTBEHHOE IPOBEAECHHME WUIPhHl. YUYACTHHKM B WMIPE BOIUIOLIAIOT CLECHAPHM,
OPOUCXOAUT «IPOKUBAHUE» YYACTHUKAMU MPOOJEMHOM CHUTyallud B €€ HWIPOBOM
BOILUIOILIEHUH, T.€. B POJIEBOM Urpe oO0ydyaeMble OBJIAJIEBAIOT OIBITOM JAEATEIBHOCTH U
COOTBETCTBYIOIIUX €My MEPEeKMBAHUN, CXOJHBIX C TEM, YTO OHHM MOJy4YWIH Obl B
JNEUCTBUTENBHOCTH.

3. IlogBenenue wurtoroB urpsl. CyTh [JaHHOIO 3Tala — OCMBICIECHUE «IIEPEKUTOIO».
HauyunaTte >xemarenbHO € BepOaJM3alMy YYaCTHUKAMHM WIPbl CBOMX MEpPEKUBAHUN
(omucaHUsg CIIOBAaMHM CBOMX OIIYIIEHHWH, BO3HUKABIIMX IO XOAYy HWIpbl) U OOMEHa
AMOIIMOHAJIHBIM ONBITOM MEXAY YYaCTHUKAMU UTPHI.

MeToauKa OLCHUBAHUA YYACTHS B POJIEBOM UTpe

bannw Ouenka Hoxazamenu Kpumepuu

9-10 «OTIIUYHO» 1. Tlomnora coapepxanus | Conepxanue BBICTYIUICHUS II0JIHOE,
BBICTYIUJICHHUS. HCIOJIB3YIOTCA KOHKpETHbIE (bakThI,
2. OCO3HaHHOCTb  TEMBbI | OCO3HAHHOCTh TEMBI WUIPBL. BBIpasuUTeIbHOCTDH
UTPBI. peund, yMEHHE  YBAXKUTENbHO  OTBEYATh
3. BeIpa3uTensHOCTh peun. | coOeceTHuKaMm, cBOOOHOE BIIQJICHUC
4. BnageHue MaTepuaaoMm. MaTepHaJIOM

6-8 «XOpOILO» 3. PanuonansHocTs | Cosepxkanue BBICTYIIJICHUS MIOJIHOE,
MCIIOJIb30BaHUs BPEMEHH. UCTIONB3YIOTCS abCcTpaKkTHBIE GbaxThl,

OCO3HAHHOCTbL TEMBI WUIPBI. BblpaBI/ITeJIBHOCTB
peuu, CBO60,Z[HO€ BJIAICHUC MAaTCpHUaAJIOM

3-5 «YZIOBJIETBOP CopepxaHue  BBICTYIUIEHHUS HE  IIOJHOE,
UTEJIBHO HCIOJIB3YIOTCSA abCTpaKTHBIE (baxThl,
OCO3HAHHOCTH TEMBI HI'PBI.

HeBpra3I/ITeHBHOCTB peUu. HepauHOHaanoe
HCITI0JIb30BAHNUE BPCMCHU.

0-2 «HEYJOBJIETB Henonnoe coJlepKaHue BBICTYIICHHS,
OPHUTEIIBHO HEOCO3HAHHOCTb TEMbI UI'Pbl, HEPAL[IOHAJILHOE
HICII0JIb30BaHUE BPEMEHU

Pedepar — 510 KpaTkuii 0030p MaKCHUMAaJIbHOTO KOJIMYECTBA JOCTYMHBIX
nyOMuKaluii 1Mo 3aJlaHHON TeMe, C BJIEMEHTAaMU COMOCTABUTEIHHOTO aHaju3a JaHHBIX
MaTEepPHAIOB U C TOCIEAYIONIMMH BBIBOJaMH. TpeOOBaHUS K COJCPKAHHIO: MaTepHual,
UCIIOJIb30BAaHHBIM B pedepare, TODKEH OTHOCUTCS CTPOro K BBEIODAaHHOW TeME;
HEOOXOJMMO H3JIOKUTh OCHOBHBIE aCHEKThl MPOOJEMbI HE TOJIBKO T'PAMOTHO, HO U B
COOTBETCTBHUH C TOW WJIM MHOM JIOTUKON (XPOHOJIOTHYECKOU, TEMATUUECKOM, COOBITUITHOM
U JIp.); TIPU U3JI0KEHUM CIEAYeT CrPYNMHUPOBATh UJIEU PA3HBIX aBTOPOB IO OOIIHOCTH
TOYEK 3PEHUS WIM MO Hay4YHBIM IIKoJaM; pedepaT JOJDKEH 3aKaHUUBATHCS MOJIBEICHUEM
UTOTOB TPOBEIICHHOM HCCIIEIOBATEIbCKOM pPaOOTHI: COJAEp)KaTh KpaTKUM aHaJIU3-
000CHOBaHUE MPEUMYIIECTB TOM TOYKH 3pPEHHUS IO PacCMaTpUBAEMOMY BOIPOCY, C
KOTOpOM BrI conumapHsl.

3amauamu pedeparta sIBIASIOTCS:
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1. dopMUpOBaHUE YMEHHM CaMOCTOSITENIbHOW paldoThl OOydYarommxcs ¢
UCTOYHUKAMHU JINTEPATYPhI, UX CUCTEMATU3AIINS;
2. Pa3BuTHE HABBIKOB JIOTUYECKOTO MBIILICHHUS;

3. VYriy6iieHne TeopeTuIecKuX 3

HaHUH 10 MPoOIeMe UCCIeAOBAHMS.

MeTOIlI/IKa OLICHUBAHHUA BBINNOJIHCHUA peq)epaTOB

bannvet | Ouenxa Ilokazamenu Kpumepuu
4 «otauyHo» (1. TlomHoTa BBIOJHEHUS|BEITIONHEHB! BCe TPeOOBaHMs K HANTMCAHUIO W 3aIHUTE
pedeparos; pedepara: obo3zHaueHa mnpoOiema U OOOCHOBaHA €&
2. CBOEBPEMEHHOCTBH[AKTYaIbHOCTh, CHEIaH KpPAaTKUM aHalIu3 pa3IMYHbIX
BEITIOJTHEHUS; TOYEK 3pEHUs Ha pacCMaTpUBaeMyl0 MpoOieMy Hu
3. IlpaBUIBHOCTH OTBETOBIOTHYHO U3JI0KEHa coOCTBEHHas MO3UIIHS,
Ha BOIIPOCHI; chopMyITUPOBAHBI BEIBO/IBI, TeMa PacKpbITa
U T.]I. [MOJIHOCTBIO, BBIJICPKaH 00BEM, COOJIFOIEHBI

TpeOOBaHMS K BHEIIHEMY O(GOpPMIICHHUIO, JIaHBI
NpaBIJIBHBIE OTBETHI HA JIOTIOJIHUTEIBHBIE BOIIPOCHL.

3 «XOpOILO»

OcHoBHBIE TpeOOBaHUS K pedepary U €ro 3amuTe
BBIIIOJIHEHBI, HO TP 3TOM JONYIIEHBI HeIoueThl. B
YACTHOCTH, HWMEIOTCS HETOYHOCTH B H3JIOKCHHUH
MaTepHana, OTCYTCTBYET JIOTHYECKast
MOCIIEAOBATEIHLHOCTh B CYXKICHHUSIX, HE BBIICpPKaH
00beM pedepara; UMEIOTCS YITyIICHUS B 0(DOPMIICHHH;
HA JIOTIOJHUTEILHBIC BOMPOCHI TPH 3aIIUTE JIAHBI
HETIOJIHBIC OTBETHIL.

2 «YIOBJIETBO
PUTEIBHO»

1 «HEYIOBJIET
BOPUTEIHHO
»

MMetoTes CylecTBEHHbIE OTCTYIUIEHUSI OT TpeOOBaHMM
K pedepupoBanuto. B dyacTHOCTH: Tema OCBelleHA
JIMIITb YaCTHYHO; JOMYIIEHB! (paKTHUECKUE OMIMOKU B
coaepkaHUM pedepaTa MIM OpU  OTBETE  HA
TOTIOJIHUTEIIbHBIE BOIIPOCHI.

Tema pedepara He packpbiTa, OOHAPYKHBACTCS
CYIIECTBEHHOE HETIOHMMAaHHUE MPOOJIEMBI

Case-study mpejacraBiser coOOW METOJ aKTUBHOTO MPOOJIEMHO-CUTYAI[MOHHOTO
aHajgu3a, OCHOBAHHBIM Ha OOYy4YEHUH IIyTEM pEIICHUS KOHKPETHBIX 3aJad-CUTYaluil

(BeIMOJIHEHUST Keic-3amanuii). Keiic mp

€/CTaBISIET €000 MPOOJEMHYIO CHUTYAIHIO,

npejaraéMyro CTyJICHTaM B KaueCTBE 3aJ1auy JIJIs aHaIu3a U MOMCKa PELICHMUS.

OOGBIYHO KEHC COAEPKUT CXEMAaTHUYECKOE CJIIOBECHOE OIKMCaHWE CHUTYyalluH,
cTaTUCTHYECKHEe MaHHble. Kelc maeT BO3MOXKHOCTh MPUOIU3UTHCS K MPAKTHUKE, BCTaTh Ha
MO3ULIMIO0 YEJIOBEKAa, pPeajbHO MpUHUMAoLIEro pemeHus. O3HAKOMJIIEHUE CTYJEHTOB C
TEKCTOM Kelca M TOCHCAYIONIMN aHaliu3 Keiica MOXKET OCYIISCTBIISITHCS 3apaHee (3a
HECKOJIBKO JHEH /0 ero oOCYXIeHHUs) KaK caMoCTOsTelIbHas paboTa CTyICHTOB.
OO6cyxneHrne HEOONBIIUX KEWCOB MOXET OBITh BKIIOUEHO B YUYEOHBIN mpolecc, |
CTYACHTBI MOTYT 3HAKOMUTHCSI C HUMU HEMIOCPEJICTBEHHO HA 3aHSATHUSAX.
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AHanu3 Keica JOJDKEH OCYIIECTBIISITHCS B ONPEICICHHOM MOCIEI0BATEILHOCTH

1. Brigenenue npooiieMsl.

2. [Touck daxToB 1o 1aHHOM TIpOOIEME.

3. PaccmoTpeHue anbTepHATUBHBIX PELICHUI.
4. BpiOOp 00OCHOBAHHOI'O PELICHUS.

MeToauka OleHUBAHUA KeHc-321a4

Ouenka Ilokazamenu

bannw

Kpumepuu

ITonxora
Kelic-3aa4;
CBOEBPEMEHHOCTD
BBIIIOJITHCHMUS,
[IpaBUIBLHOCTH
OTBETOB Ha BOIMPOCHI;
U T.[I.

18-20 «OTJIMYHO» 1. peuieHust

OcHoBHbIE TpeOOBaHUS K PELICHUIO Kelc-3a1ad
BBIITIOJTHCHHEI. HpOHeMOHCTpI/IpOBaHBI YMCHUC
aHAJM3UPOBATH CHUTYaIUIO " HaXOJINTh
OIITUMAJIBHOC KOJIHN4YECTBa pemeHHﬁ, YMCHUC
pabortate ¢ mH(OpManuei, B TOM YUCIE yMEHHE
3aTpe0oBaTh  JOMOJHUTENBHYI0  HH(OpMAIHIo,
HEOOXOAMMYIO JJISl YTOUHEHUSI CHUTYAlluH, HAaBBIKU
YETKOr'0 M TOUHOTO U3JI0KEHUA COOCTBEHHOM TOUKH
3peHMsI B YCTHOM M THUCBMEHHOH (opme,
yOeIUTENpHOTO OTCTANBAHUS CBOCH TOUKU 3PCHHUS;

11-17 «XOPOLIO»

OCHOBHBIE Tpe6OBaHI/I${ K PpCHICHUIO KCI>’IC—3a,Z[a‘l
BBITIOJITHCHBI, HO IIPHU 3TOM AJOIMYIICHBI HECAOYCTHI. B
YaCTHOCTH, HCAOCTATOYHO PACKPLITBI HABBIKH
KPUTHYECKOI'0  OLCHUBAHHA  PA3JIMYHBIX TOYCK]|
3pCHUA, OCYIICCTBJICHUEC caMOaHaJIM3a,
CaAMOKOHTpPOJIA MW CaMOOLICHKH, KpPCaTHuBHOCTH,
HCCTAHAAPTHOCTHU IIPCJIaraCMbiX pemeHHﬁ

8-10 |«yZnOBIETBOPHUT

CJIBHO»

Nmerorcst  CylIecTBEHHBbIE  OTCTYIUICHHS  OT)
peleHust Kehc-3ajilad. B 4acTHOCTH OTCYTCTBYIOT
HaBbIKM YMEHUA MOJCIMPOBATh pELICHHS B
COOTBETCTBHUU c 3aJaHuEM, MPEACTABIATh
pasIMYHBIE TMOAXOJAbI K pa3paboTKe IUIAHOB
JICUCTBUN, OPUECHTHUPOBAHHBIX HA  KOHEYHBIN
pe3yJIbTaT

«HCYHOOBJICTBOP
UTCIBHO»

3amaua Kkelica HE pacKkpbiTa, OOHapy>KHUBaeTCA
CYILIECTBEHHOE HEMTOHUMAaHNE TPOOIIEMbI

Juckyccusi (1e6aTbl, KPYIJblii CTOJ) — 3TO IICJICHANPABICHHOE OOCYXKIEHUE

KOHKPECTHOI'O BOIIPOCA, COIMPOBOXKAAOIICCCA,

00OMEHOM MHCHUWSIMU, UACAMU MCIKAY ABYM

u Oonee nmuuamu. s mpoBeAeHUsT JUCKYCCUU HEOOXOIHMMO: BBIOPATh TEMY AUCKYCCHUU;
BBIICJIUTh MPOOJIEMATHKY; OOO3HAUYUTh OCHOBHBIE CIIOPHBIE BOMPOCHI; PACCMOTPETH
UCTOPUYECKHE U COBPEMEHHBIE MOAXOJbl MO BHIOPAHHOW TEME; MOJI00paTh JUTEPATYPY;
BBINIUCATh TE3UCHI; MPOAHAIM3UPOBATh MATEpUAT U ONPENEIUTh CBOIO TOYKY 3PEHHS IO

JAHHOU MpoOJIeMaTHKE.
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MeTtoanka oueHNBaAHMUS Y4ACTHUS B JUCKYCCUM, 1e0aTaxX, KPYIJIOM CTOJIe

bannw

Ouenka

Iloxkazamenu

Kpumepuu

9-10

«OTINYHO»

6-8

«Xopomo»

«YIOBIIETB
OPUTEITBHO

1. Pemenue
KOMMYHHMKaTUBHOU
3a/lauH.

2. JlornuHoCTh
BBICKa3bIBaHUSI.

3. YMeHue 3aaaBathb
BOTIPOCHI.

4. ConepxaHnue.

5. Jlekcuueckoe
odopmIIeHHE peun.
6. 'pamMmmaTuyeckoe
odopmIIeHHE peun.
7. IlpousHouieHue.

KomMMmyHUKaTHBHAs 3ajada TOJHOCTHIO BBITIOJHEHA!
1eJIb OOIEHHs! YCIICUIHO JOCTUTHYTA, TeMa PacKpbiTa B
3aJJaHHOM O0beMe. YYacTHUK JIEMOHCTPHUPYET yMEHHUE
pa3BepHYTO, JIOTMYHO M TOYHO BBICKAa3bIBAThCS Ha
3aJJaHHYIO TeMy. Y YaCTHUK BbICKa3bIBaE€T HHTEPECHBIC U
OpPUTHMHAIBHBIE MBICITH, OTHOCSIIMECS K 00CYXIaeMoi
TeMe. [paMOTHO cTaBUT TPOOIEMy, aHAITU3UPYET,
CpaBHUBAeT W 000OIIAET JaHHBIE, MPEACTABICHHBIC B
3aJJaHWU, apPTYMEHTHUPYET CBOIO TOYKY 3PEHUS, JeNIaeT
BBIBOJIBL.

YdacTHHK CcnocoOeH JIOTMYHO M CBSI3HO 3a/1aBaTh
MHTEPECHbIE BOIIPOCHI 10 TeME. YYaCTHUK MPAaBUIBHO U
OPUTHHAIBHO OTBEYAET HA BCE BOMPOCHI COOECETHUKA.
B peun ywacTHMKAa HET JIEKCMYECKHX OIIMOOK;
CJIOBapHBIN 3arac y4yacTHHKa Oorar, pa3sHOOOpa3eH u
aJIeKBaTEeH IMOCTABJICHHOH 3a/1a4e.

B peun yyacTHHKa HET rpaMMaTHYECKUX OMIMOOK; PeUb
y4acTHHMKa O6orata pasHOOOPa3HBIMH T'PaMMAaTHYECKUMHU
KOHCTPYKIIASIMHU.

B peun yyactHrka HeT OHETHYECKHX OMMOOK. bermbrii
TEMII PeuHu.

KOMMYHI/IKaTI/IBHaSI 3aJada BBIIIOJIHEHA HC IIOJIHOCTBLIO:
1eNb OOILIEHUS B OCHOBHOM JIOCTHUTHYTA, OJTHAKO TeMa
packpeITa He B MOJIHOM oObeMe. Briienena npobiema,
€CTb BBIBOJI.

B 1menoMm y4acTHMK CmOCOOEH JIOTMYHO U CBSI3HO
3a/laBaTh BOIIPOCHI U JaBaTh MpaBUJIbHBIE OTBETHL. Bce
BOTIPOCHI 3a]IaHbI.

B peun yyacTHMKa HET JEKCUYECKUX OLIMOOK;
CJIOBApHBIN 3amac y4yacTHHKa Oorar, pasHOOOpazeH u
aJIeKBaTEH IMOCTABJICHHOM 3aaue.

B peun ywyacTHHMKa HET rpaMMAaTUYECKUX OIINOOK; peyb
y4acTHUKa O6orara pasHOOOpa3HbIMH I'PaMMaTHYECKHUMHU
KOHCTPYKIHSIMU.

B peun yyactHuka HeT oHeTHUECKHX OMUOOK. bermbrii
TEMII pEYH.

KoMMmyHUKaTHBHAS 33a[ja4a BBIMOJIHEHA YAaCTUYHO: IICITh
OOIICHHUS TOCTUTHYTA HE MOJHOCTBIO, TeMa PACKphITa B
OTpaHUYCHHOM 00BEMeE: TTPOOIIEMa He TIOCTaBIICHA.
VYyacTHUK crocoOeH 3a7aBaTh BONPOCH M OTBEYATh HA
BONPOCHl  cOOECEeHMKA, OJHAKO 3aJaeT BOIPOCHI,
OTBETHI Ha KOTOpBIC TPO3BYYAIM B peUd COOECETHHKA
b0 Tpu TOIACpPKaHWUU Oecelbl JaeT HE BIIOJIHE
COOTBETCTBYIOIIIME COJCPKAHUIO U JIOTHKE OTBETHI. Min
JIOITyCKAeT OTACIbHbIC (PAKTHYSCKUE OIIUOKH. 0

B peun yyacTHMKA TPHCYTCTBYIOT JICKCUYECKHE
omunbOku (6omnpiie 3x). CroBapHOTo 3amaca He XBaTaeT
JUTsE OOIICHUSI B COOTBETCTBHH C 33/IaHUEM.

B peun ydacTHHMKAa NPUCYTCTBYIOT TpaMMaTHYECKHE
omnOku (Oosblie 3x).

72




«Heynosne
TBOPUTEIIBH
o»

B peun ydacTHMKa NPHUCYTCTBYIOT (pOHEMAaTHUECKHE
omnOku (Oosble 3x).

KoMMyHHKaTHUBHAsT 3ajJaya HE BBINOJIIHEHA: IENb
oO0IIEeHNs HE JIOCTUTHYTA, COJIep)KaHue He
COOTBETCTBYeT KOMMYHHUKAaTUBHOM 3ajade. 3aMETHO

OTKJIOHCHHE OT TEMBI.

YuacTHuK 3a1aeT Majno BOonpocoB. He MOXKeT OTBETUTH
Ha BCE BOIIPOCHI COOECETHUKA.

Wnu: YuacTHHK HE criocOOEH CaMOCTOSTENIHLHO 3a4aBaTh
BOIIPOCHI U OTBEYaTh Ha BOIPOCHI MMAPTHEPA aJI€KBATHO.
B 3HauuTenpHON CTEIMEHM 3aBUCUT OT IIOMOIIM CO
CTOPOHBI COOECeTHUKA.

B peun yyacTHUKA NOPUCYTCTBYIOT MHOTOYHMCIICHHbBIE
nekcudeckue omuoku (Oombmie 3X), B TOM YHCIHE
3arpyAHsiome noHumanue. CroBapHOro 3armaca He
XBaTaeT )11 OOIIECHMS B COOTBETCTBUU C 3aJJaHUEM.

B peun yyacTHUKA NOPHUCYTCTBYIOT MHOTOYHUCIICHHbBIE
rpaMmaTudeckue omuoku (6ombine 3X), B TOM 4YHCIIE
3aTpyAHSIONIME TOHUMAHUE.
[loHnmanue pedyr ydacTHUKaA
OOJIBIIIOr0  KOJIHYECTBA
MEIJICHHBIA TEMI PEYH.

3aTPyZIHEHO W3-3a
(dhoHEMATUYECKUX  OMIMOOK,

[Tponienypa 3amuThl MPe3eHTANNM IPECTABISET COOOM:
1. Coueranue yCTHOTO JEKIIMOHHOTO MaTepuaia ¢ JEMOHCTpalMen CllaiiIoB
2. OTBeThl 00yUaIOIIETocs Ha BOMPOCHI TPEnoaaBaTels.

MeToauka oueHUBAHMSA NPeE3eHTALMI
Bawisl Ouenka Hokazamenu Kpumepuu
4 «otimuuHo» (1. IlosmHoTa BrinonHensl Bce TpeOOBaHUS K COCTABICHMIO NPE3EHTALUIL:
BBITIOJTHEHUS JU3aiH  CIaiA0B, JIOTMKA HW3JIOKEHUS MaTepuasa, TEKCT
IIPE3EHTALINT; XOPOIIO HamucaH, ¥ cOpMUPOBAHHBIE UJEH SCHO U3JIOKEHBbI
2. CBOEBPEMEHHOCT | M CTPYKTYPHPOBaHbI
3 «XOPpOILO» b BBINOJNHEHHS; | OCHOBHBIE TPEOOBAaHUS K MPE3CHTALMSIM BBIIOJIHEHBI, HO IPU
3. IlpaBuiabHOCTH 3TOM JOMNYIIEHbl HEAOo4YeThl. B  4YacTHOCTH, HUMETCS
OTBETOB HA) HETOYHOCTU B M3JI0KEHUM  MaTepuana, OTCYTCTBYET
BOIIPOCHI; JIoTU4ecKasi ociae10BaTeIbHOCTh B CYKACHUSIX; HE BbIJIEp:KaH
4. CTpyKTypHpOBaH | 00beM IPE3CHTAIIMH
2 | «ynoBieTBOp HOCTb. HmeroTcst CylecTBeHHbIE OTCTYIUIEHHS OT TpeOoBaHUN K
UTEIBHOY nmpe3eHTanussM. B yacTHOCTM: Tema OCBelIeHa JIMIIb
YaCTUYHO; JIOMYILEHbl (PaKTUUECKHUEe OIIMOKU B COZAEp)KaHUU
MIpe3eHTAlNI UM PU OTBETE Ha JIONOJHUTENbHBIE BOIIPOCHI.
0-1 |«HEYIOBIIETBO Tema mpe3eHTauMu HE  pacKkpbITa, OOHAPYKHUBAETCS
PUTEIIBHO CYLIECTBEHHOE HETIOHMMaHUE MPOoOIeMbl
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IHopsinok npoBeaeHNsi OLEHUBAHHUSA C(POPMUPOBAHHBIX KOMIIETEHIUH NPU
MPOBEICHUH 3a4eTa

3ayer — sBiISETCS 3aBEpLIAIOIIMM 3BEHOM B H3ydeHUU Kypca «MHOCTpaHHBIN
A3bIK». Llenbro 3auera sIBISIETCS, NPEXK]IE BCETr0, OLICHUBAHUE JTOCTUTHYTOIO CTYJEHTAMH
YPOBHSI OCBOEHHOCTHM KOMIIETEHLMH, a TakK€ KOHTPOJb OCBOEHHUS OOydaromuMucs
y4eOHOro Marepuania no AucuMIuiiee. Pe3ynbrar 3aueta B OrpOMHOM CTENEHU 3aBUCUT OT
TOT0, HACKOJIbKO MPaBWJIBHO CTYAEHT OPraHW30BaJl CBOI CaMOCTOATEIbHYIO paldoTy B

TCYCHUC CEMECTPA, HACKOJBbKO CCPHE3HO OH 3aHUMAJICA Ha IIPAKTUYICCKOM 3aHATHU.

3ader MPOBOJAUTCA B YCTHOM (opMe Ha MOCJHEAHEM MPAKTHUYECKOM 3aHSATHUU IO
TUCIUIUIMHE. 3a4eT MOXXET MpOXOAuTh B (opMe TecTa, JETOBOM HWIpPbI, OTBETOB IIO
Owieram JauOO 3amUTHI MpoekTa. Ha moAroroBky oTBeTa CTYIEHTYy oTBomutcs 15-20
MUHYT. 3a OTBET Ha BONPOCHI CTYJEHT MOKET MOJY4YHTh MakcuMaiabHO 20 Oasios.
CTyIIeHTBI, KOTOpPBIE PETYJSIPHO MOCEHIAIOT 3aHATHUS U UMEIOT XOPOIIYI0 yCIEBAEMOCTD,
MOTYT TOJYYUTh 3a4eT «aBTOMATOM» Ha IMOCJIEIHEM 3aHSATHU. B OamibHO-peHTHHTOBOM

CHUCTEME “aBTOMAT” MOXKHO MOJYUYUTh 32 CUET HAOpaHHBIX OAJIOB.

MeTOaHUKA oueHnBaHNe 0TBETA HA 3a4éTe

bunapnan
bannv wKana Ilokazamenu Kpumepuu
10- «3aureno» | 1. Ilommora JIGKCHKO-TpaMMaTHYSCKOE  3aJaHHE  BBIIOJIHEHO
20 BBIIIOJIHEHUS BEPHO. Jan TOJIHBIHA, B JIOTUYECKOH
3aIaHUM; MOCISIOBATEIbHOCTH  Pa3BEPHYTHI  OTBET  Ha
2.  CBOeBpeMEHH | MOCTaBJCHHBIM BOIPOC, TJIe MPOJAEMOHCTPUPOBAI
OCTb BBITIOJTHEHHMSI; | 3HAHHS TIpEeaMETa B TIOJHOM oO0BbeMe y4eOHOU
3. IIpaBHJIBHOCT | MPOTPaMMBbl, JIOCTATOYHO TJIYOOKO OCMBICIIMBAET
b _OTBETOB  HA | AWCIHUINIMHY, CAMOCTOSTEIBLHO, M HMCUYCPIBLIBAIOIIC
BOIIPOCHI; OTBEYAET Ha JOMOJHUTEJIbHBIE BOMPOCHI, MPUBOIUT
4.  Pemienue COOCTBEHHBIC  TNPUMEPHl 10 TpoOJIeMaTHKE
KOMMYHUKATUBHOM | MOCTaBJIEHHOI'O BOIPOCaA,.
3a/1a4H; >
E— JlaH OTBET, CBHJIETEJILCTBYIOIIMHA B OCHOBHOM O
5. I'pamMmaruuec =
3HAHWM _ MPOLIECCOB  M3YyYaeMOW  JTMCIUILUIMHBI,
KO€ M JICKCHIECKOE = " =
OTJIMYAIONIMKACA  HEJAOCTAaTOYHOW  TIyOMHOHW W
obopmiIeHHE -
- MOJHOTOM PACKPBITUS TEMbl, 3HAHHMEM OCHOBHBIX
3aaHUN | T.JI.
- BOIIPOCOB  TeOpHUH, cnabo  chHopMUPOBAHHBIMH
HaBBIKAMH aHalM3a  sBJICHUH, MPOIECCOB,
HEJIOCTaTOYHBIM YMEHHUEM JlaBaTh
APTYMEHTHPOBAHHBIC  OTBETHl WM TPUBOJIUTH
MIPUMEPBI, HEJIOCTATOYHO CBOOOJHBIM BJIaJICHUEM
MOHOJIOTHYECKOM  peYbl0,  JIOTUMHOCTBIO |
MOCJIE0BATEIbHOCTHIO OTBETA. Honyckaercs
HECKOJIbKO OIIMOOK B COJICp)KAHUU OTBETA M
pPELICHUH TPAKTUYECKUX 3aIaHUMH.
0-9 «HE3a4TCHO OtBeTr Ha Bompoc He paH. PereHue JIEKCHKO-

»

rpaMMaTHYEeCKUX  3aJIaHUH  HE
KoMmyHHKaTHBHAs 3aj1a4a HE pPelieHa.

BBITNIOJTHCHO.
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IHopsiniok npoBeeHNsi O CHUBAHNUSA C(POPMHUPOBAHHBIX KOMIIETEHIIMH HA
IK3aMeHe

B 3K3aMeHaHHOHHBIl7[ OMJIET BKJIIOYCHO ABa IIPAKTHYCCKHUX 3adaHUA H YCTHasa

TeMa,

COOTBCTCTBYIOIIIHC

COJICPKAHUIO

dbopMuUpyEMBIX  KOMIIETCHIIMH. ODK3aMeH

OPOBOJUTCS B YCTHOM (popMe. 3a OTBET HA YCTHYIO TE€MY CTYIEHT MOXET IOIYYUTh

MakcumanabHo 10

0aJuIoB, 3a

BBITTOJIHCHUC

JICKCUKO-TPaMMaTHICCKOI'O

ynpaxknenus 10 Oamno, 3a nepeBoj Tekcta 10 OamioB. Mmm mo wurtoram BhicTaBisieTcs
HH(I)(l)epeHHI/IpOBaHHaH ONCHKA C y4€TOM MIKAJIbl OLICHUBAHU

MeToauka OlleHMBAHHUS OTBETA HA YK3aMeHe

banabl| Ouenka IMoka3aTenun Kpurepun

24-30 | «ornmuuHO» |l. TlomHoTta BhImosiHEHUs| CTyJEHT ITTyOOKO M NMPOYHO YCBOMJ IPOrPaMMHBIN
3aJIaHUM; MaTepuaj, HCYepIbIBalole, MOCIeA0BaTEIbHO,
2.CBOEBPEMEHHOCTD YETKO W JIOTUYECKU CTPOMHO €ro M3JIaraer, yMeer
BBITIOJTHEHMS; TECHO YBSI3bIBaTh TEOPHUIO C MPAKTUKON, CBOOOIHO
3.I1paBUJILHOCTh OTBETOB HA| CIIpaBIISIETCA C 3aJadyaMM, BONPOCAMHU M JPYTHMMH
BOIIPOCHI; BUJAMU  TNPUMEHEHHs] 3HAHWHA, TpUYeM  He
4.Perienue 3aTpyHAETCS C OTBETOM IIpU BUJOU3MEHEHHUU
KOMMYHHKAaTUBHOW  3ajau| 3alaHUl, HCMOJB3yeT B  OTBETE  Marepual
[IpY___ PacKpbITUU __ YCTHOW| pa3IU4HOM JIUTEPaTypbl, IPAaBUIBHO OOOCHOBBIBAET]
TEMBI; NPUHATOE HECTaHJAapTHOE pelIeHHe, BIAJeeT
S.I'pammaTugeckoe Y| pa3HOCTOPOHHMMM  HaBBIKAMM U [PUEMAMHU
nexcuyeckoe  ohopMIIeHHUE| BBIMOTHEHUS MPAKTUYECKHUX 3a/aq 1o
3a1aHUN; (hOpMHUPOBAHUIO o0menpodeccuoHaNbHBIX]
6.I1paBUABLHOCTH /WY KOMIIETEHITNN.

17-23 | «xoporio» [apryMEHTUPOBAHHOCTb OH TBEPJO 3HAaeT Marepuaj, I'paMOTHO U IO
M3TI0KEHUS; CyLIECTBY  M3JlaraeT  ero, He  JOIycKas
7.CaMOCTOSITEILHOCTD CYUIECTBEHHBIX HETOYHOCTEW B OTBETE HA BOIPOC,
OTBETA; MPAaBUJIBHO MPUMEHSET TEOPETUYECKUE TOJOKEHUS
8.BrinosnHeHue KEUC-| IpU peIIeHUN IPAKTUYECKUX BOIPOCOB M 3ajad,
3aJlaHus U T.J. BJIa/ieeT HEOOXOJUMBIMU HABBIKAMU U TpUEMaMu

UX BBIOJHEHUSA, a TaKXKE MMEET JIOCTATOYHO
MOJTHOE TPEACTaBICHUE O 3HAYMMOCTH 3HAHUI 1O
JUCIUIIMHE.
10-16 | «ynoBnetrB OH uMeeT 3HaHMUS TOJIBKO OCHOBHOIO Marepualna,
OpUTEIIBHO HO HE YCBOMWJI €ro JeTajiel, 10MyCKaeT HETOUHOCTH,

»

HEIOCTaTOYHO  NpaBUiIbHBIE  (DOPMYJIMPOBKH,
HapyLICHHs JIOTUYECKOM IIOCIIEN0BATEIbHOCTH B
U3JI0)KEHUU IIPOrPaMMHOTO MaTepuaia,
HUCIIBITBIBACT CJIOKHOCTHU npu BBIITOJTHEHUHN
NPaKTUYEeCKUX paboT M 3aTpyAHSETCS CBsA3aTh
TEOPHI0 BOIIPOCA C MMPAKTUKOM.
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0-9

«HEYJIOBJIE
TBOPUTEIIb
HO»

HE 3HAeT 3HAYMUTENBHOM YaCTH MPOrPaMMHOIO
Marepuaia, HEYBEPEHHO OTBEYAET, JOIMYCKaeT
Cepbe3HbIe OIIMOKU, HE UMEET MPEACTABICHUN IO
METOJMKE BBHITIOJHEHUS] TPAKTHUYECKOW pabOTHI.
Kak mnpaBuio, OLEHKa «HEYIOBJIETBOPUTEIHLHO
CTaBUTCS OOyYarONIMMCS, KOTOPbIE HE MOTYT)
OPOJOKUTE O00ydeHHe 0e3 JIOMOJHUTEIbHBIX
3aHATHHN 110 JaHHOH TUCIIUININHE.
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