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IMosicHuTeILHAA 3aNIUCKA

PazpaboTurku mporpammpl, omupasck Ha OOIIEEBPONECHCKYIO IIKATy KOMIICTCHITHI
BJAJICHUsI MHOCTPAHHBIM S3BIKOM, pa3paboranHyto Coserom EBpormbl, cuuTaroT, 4YTO
MUHUMAJIbHO JOMYCTUMBI YPOBEHb OCBOCHHBIX S3BIKOBBIX HAaBBIKOB HambOoOiee TOYHO
COOTHOCHTCS C MOJTHOCTHIO MPOWICHHBIM U YCBOCHHBIM B1 1o ob1eeBpomneiickoil mkae.

[lepeueHr MUIAHUPYEMBIX pPE3YyJIbTATOB OOYYEHMsI IO AUCLUUIUIMHE, COOTHECEHHBIX C

IJIaHUPYCMBIMU PC3yJIbTaTaMH OCBOCHUSA IIPOIrPaAMMBIL:

1.1. luctmmummaa b1.0.29 [lcuxonorust aenmoBoro oOmieHust / Psychology of business communication

o0ecIieuyrBaeT OBJIAJICHUE CIICTYIOIMMH KOMIIETCHITUSIMHU C YUYETOM JTarna:
Kon HaumenoBanmue Kon HaunmenoBaHue KOMIIOHEHTA
KOMIIETEHI KOMIIETEHIMH KOMIIOHEHTA KOMIIETEeHIIUH
1707 KOMIIETEeHIIUH
Crioco0eH OCyIIeCTBIAT
CrniocobeH aHaIM3UpOBaTh BO3MOKHBIE
COUHAIIbHOC MOCJICACTBUS JIMUHBIX JEHCTBUM U
VK-3 B3aMMOJEHCTBUE U VK-3.2 N
TUTAHUPYET CBOM JICUCTBHUS IS IOCTHIKCHHUS
peaIM30BbIBATh CBOIO POJIb B
3aJJaHHOT0 Pe3yJbTara
KOMaHe
CriocoOeH MpUMEHSITh
COBpPEMEHHBIE
KOMMYHUKaTHBHBIC Cnoco0eH HUCIOaL30BaThL OCHOBHEIE
TEXHOJIOTHH, B TOM YHCJIE Ha COBpPEMEHHbBIE KOMMYHHKATUBHBIC CPEIICTBA,
YK-4 HWHOCTPaHHOM(BIX) YK-4.1 B TOM YHCJIC HA HHOCTPAHHOM(BIX)

sI3bIKe(aX), HCIOJIb3YEMbIE B aKaJeMUIECKOM

s3bIKe(ax), st
1 po(heCCHOHANBHOM B3aUMOICHCTBHN

AKaJCMHYCCKOTO 1

podeCCHOHATHEHOTO
B3aMMOICHCTBHUS
CriocoOeH BocipHUMATh
CriocobeH mpuIepKUBATHCS IPUHIIUIIOB
MEXKYIbTYPHOE .
HEJIMCKPUMHUHAIIMOHHOTO B3aUMO/ICHCTBUS
pasHoobpasue 001IecTBa B
VK-5 VK-5.3 TIPH JTMYHOM ¥ MacCOBOM OOIIEHHUH B TIEIISIX
COLMAITbHO-HCTOPHYECKOM,
BBITIOJTHEHUS TIPOPECCHOHATBHBIX 33,124 U
3TUYECKOM U (ritocodckom N
YCHJICHUSI COIMATTbHON UHTErPaIlluu
KOHTEKCTax

IIpumeHsieT OCHOBHBIE
MpUEeMbI COOJTIOICHUS
[IKO-4.2 HPaBCTBEHHBIX, ’TUYECKUX U
MIPaBOBBIX HOPM B
npodeccuoHaTbHOH chepe

1.2. B PE3YJIbTAaTC OCBOCHUA NUCHUIUIMHBL Y CTYACHTOB NOJIKHBI OBITh C(bOpMI/IpOBaHLIZ




[MpodeccrnonanbHble JEHCTBUS Kon PesynbTaTel 00y4deHus
KOMITOHEHTa
KOMIICTCHIIUH
OpPraHU3yeT U yIPABIISICT YK-3.2 Ha YPOBHE 3HAHUN:
CUTYyauusiMu 0OIIeHUS, - 3HaeT OCHOBBI OPraHU3alUuHi COLUATBHOTO
COTPpYAHHNYECTBA, pa3BUBaA BSaHMOHeﬁCTBHﬂ, B T.4. C Y4e€TOM
AKTHBHOCTb, CAMOCTOSITEIILHOCTD, BO3PACTHBIX OCOOCHHOCTEH
WHHULUATUBHOCTh, TBOPUECKHUE - 3HaeT COBPEMEHHBIC  TEXHOJOIHH
CHOCOOHOCTH YYaCTHUKOB B3aMMOJICUCTBUSI, C Y4YETOM OCHOBHBIX
COLIMATILHOTO B3aMMOJICHCTBUS 3aKOHOMEpPHOCTE! BO3PacCTHOTO u
BbI6I/Ipa€T " IPpUMCHSACT WHAWBUAYAJIBHOTO pa3BUTUA, CONUAIIBHBIX,
HEOOXOMMEBIE METOJIBI U CPEICTBA STHOKOH(ECCHOHANBHBIX H KYJIBTYPHBIX
co3maHus 0e30IMacHON 1 pasIuIMii, OCOOCHHOCTEH COITHATH3AITIN
MICUXOJIOTUYECKU KOM(DOPTHOIA JINYHOCTH
Cpeapbl, 3aluIias JOCTOMHCTBO U Ha ypoBHe ymeHwmii:
WHTEPECHl yYaCTHUKOB - yMeeT OpraHW30BHIBaTh, YIIPABIATH
COLIMAJIBHOTO B3aUMOJIEHCTBUS CUTYallsIMH OOIEHUS, COTPYIHUYECTBA,
pa3BHUBast AKTHBHOCTB,
CaMOCTOSITEIbHOCTB, WHUIIMATUBHOCTb,
TBOPYECKUE  CIIOCOOHOCTH  yYacTHHKOB
COLMAJIBHOTO B3aUMOJIEHCTBHS
- yMeeT co3maBaTh 0O€30MacHyl U
TICUXOJIOTHYECKH  KOM(OPTHYIO  Cpeny,
3alMIIas JOCTOMHCTBO M WHTEPECHI
YYaCTHUKOB COLIMATBHOTO
B3aUMOJICHCTBHUS
Ha ypoBHe HaBBIKOB
- BUaZeeT METOJaMH  OpraHU3aluu
KOHCTPYKTHBHOTO COLMATTBHOTO
B3aMMOICHCTBYS;
- BIIQJICET CITIOCOOHOCTHIO OPTaHNU30BBIBATD,
YIPaBIIATh CUTYyaLUsIMH OOILIeHHS,
COTPYTHHYECTBA, C YUYETOM BO3PACTHOTO U
WHAWBUAYAJIBHOT'O pa3BUTUA, CONUAIILHBIX,
STHOKOH()ECCHOHAIBHBIX W KYJIBTYPHBIX
pa3iuyuii ero y9acTHHKOB;
Omnpenenser 1 000CHOBBIBAET b YK-4.1 Ha YpOBHE 3HAHUU:
HY6J'H/I‘IHOI‘ (0] BBICTYILJICHUSA - 3HaTh OCHOBHBIC CTPYKTYPHBIC
(mpoBeneHus 1€10BOM BCTpeun). 0COOEHHOCTH IOCTPOCHHUSI BBICKA3bIBAHHS
Breibupaer  anmexkBatHyo  ¢opmy Ha HHOCTPAHHOM SI3BIKE;
JEJIOBO KOMMYHHUKAIINH. - 3HaTh OCHOBHBIE MPABHJIa COYETAEMOCTH
PazpabarpiBaeT mmaH myOJIMYHOTO S3BIKOBBIX ~ €IMHUI] Pa3HOTO  YPOBHS:
BBICTYIUICHUS (I€TI0OBOM BCTPEUN). (OHOJIOTHYECKOTO,  MOP(OIOTHIECKOTO,
Hoz[6HpaeT aICKBATHBIC TpaMMaTU4CCKOro 1 CCMaHTUYECKOT' O
apryMeHTBl, YIIpaBiIsiE€T Ha YPOBHE YMEHHUN:
KOMMYHHKAaLIUEH. - YMETb CaMOCTOSTENbHO CIUIAHUPOBATh U
JeMoHCTpUpyeT  3HaHHME  HOPM MIPOBECTH JISIIOBYTO BCTpEUy Ha
JIEJIOBOTO ATHKETA. WHOCTPaHHOM SI3BIKE;
JenaeT 060CHOBaHHBIE BBIBOIBI. - IOHUMATh YCTHYIO U IIUCBMEHHYIO pE€Yb B
Breibupaer  anmexBatHyro  dopmy paMKax u3ydaeMou JUCIUTUIHHEI,
JIEJIOBOTO JJOKYMEHTA. - 3HaTh [IEJIOBOM OJTHKET  CTPaHbI
CoOmoaer TpeOOBaHHUS K SI3BIKY KOHTPAreHTa;
JIeTIOBOTO IOKYMEHTA. - COCTaBJIATH YCTHBIE W THCHMEHHBIE
Cobromaer TpeOOBaHMSI 1o TEKCTBHI C YIETOM TPAIUIIAN BRICTPAUBAHUS
o opMIIEHIIO JIEJIOBOTO KOMMYHHUKAIlU¥, IIPUHATBIX B CTpaHe
JOKyMEHTA. M3y4aeMoro s3bIKa
OtOupaer conepKaHUe JEJIOBOTO Ha YpOBHE HABBIKOB:
JOKYMEHTa, aJIcKBaTHOE IEIH €ro - cBOOONHO BJIaNeTh crHenupUIEcKon
HaluCcaHus. JIEKCUKOM, PacrnpoCTpaHEHHOW B JI€JI0BOM
cepe
-HE WCIBITHIBATH 3aTPYIJHEHHUH B BBIOOpE
SA3BIKOBBIX CPEACTB
Onpenenser OCHOBHbIE OTINYHA VK-53 4 Ha ypoBHe 3HaHui

MIPEACTaBICHUH KyJIbTYp APYT O

apyre.
CoOmroiaeT 3TUKET, MOpaTIbHBIE U

- 3HaeT OCOOCHHOCTH  CONMATHLHOU
OpraHM3aliyd  OOIecTBa,  CHenu(UKy
aKcuocgepsl u

MCHTAJIUTETA,




2. O0beM H MeCTO AUCHUILUIMHBI B cTpykType OIT BO

B coorBerctBuu ¢ ydeOHBIM mnaHoM guctumimHa b1.0.28 Ilcuxomorust aemoBoro
obmenus / Psychology of business communication BXOJUT B COCTaB AUCIMIUIMH 0a30BOM 4acTH
omoka b1 «JlucuurinHbl (MOIYIIN )» U H3ydaeTcs B 3 cemMecTpe.

N3yuenne naHHOW AWCIUIUIMHBI OCHOBBIBAETCS Ha 0a3e TMPEIbUIyIIEro YpOBHS
oOpa3zoBanus (Kypc MOTHOTO 001mero oopasoBanus). Ha a3tom sTamne o0yueHus: OCyIIeCTBISIETCS
MpoeCHOHAIBHO-OPUCHTUPOBAHHASA TOATOTOBKA 10 AHTJIUHCKOMY SI3BIKY, TIO3BOJISIONIAS
pemarth 3a7a4d MEKIMYHOCTHOTO M MEXKYJIBTYpPHOTO 00IIeHus. BXOAHON ypOBEeHb BiaJleHUs

MHOCTPAaHHBIM A3BIKOM Ha JaHHOM dTare cocraBisieT Bl (mpemmoporoseiii yposens)' O6Gmias
TPYJOEMKOCTh JUCHMILIMHBI MO3BOJIAET JOCTHYb YypoBHA B2 (IOporosblil ypoBeHb) MO
OKOHYaHMH Kypca.

COIIep)KaHI/IG Z[aHHOﬁ JUCHHUIIIINHBI ABJISACTCA OCHOBOM A1 U3Yy4YCHHA OUCHUILUIWH,
NpEenoAaBaeMbIX Ha aHTIMHCKOM SI3bIKE Ha MOCIEAYIOIIMX KypcaxX, W Uil CaMOCTOSTEIbHOM
pa6OTI>I C UCTOYHHUKAMMU JIUTCPATYPhI, IPCACTABJICHHBIMU aHIJIOA3BIYHBIMH aBTOPaMHU.

JluciMiiiHa ~— MOXKET ~— pealM30BBIBATBCS € NMPUMEHEHHWEM  JHCTaHIMOHHBIX
oOpazoBaTenbHbIX TexHoNorui (1anee — J10T).

JlocTynm K cHCTeMe AWMCTAHIIMOHHBIX OOpa30BaTENBHBIX TEXHOJOTHI OCYIIECTBISETCS
KOKIBIM OOYYaromMMCS CaMOCTOSTEIBHO ¢ JIF00Oro ycrpoicTBa Ha moprane: https://sziu-
de.ranepa.ru/. [Taposap 1 JOTHH K TUYHOMY KaOWHETYy / IPO(UIIIO PEIOCTaBISETCS CTYICHTY B
JieKaHare.

Bce ¢opMbl TeKymiero KOHTpOJIsl, MPOBOJUMBIE B CHCTEME JUCTAHIIMOHHOTO OOydYeHHS,
OLICHUBAIOTCA B CUCTEMEC NJUCTAaHIITMOHHOI'O O6yT~ICHI/I$I. I[OCTYH K BHUACO U MaTcpHaiaM JICKIII/II;'I
NpeIOoCTaBIsAeTCS B TEUEHHE BCEro cemecTpa. JlocTym K KaxIoMy Buay paOOT M KOJIHMYECTBO
MIOTIBITOK Ha BBHITMIOJIHEHHE 3aJaHHs MPEJOCTABISAECTCS Ha OrpaHUYEHHOE BpEMs COTJIaCHO
periiaMeHTy JUCHUIUIMHBEL, —omyOmmkoBanHoMy B CJIO. IlpemonmaBarens — oueHHBaeT
BBITIOJIHEHHBIE O0ydaromuMcsi paboTel He mo3aHee 10 pabounx aHEH mocje OKOHYaHHUS CpOKa
BBITTOJTHEHUSL.

O0beM JUCHUNIMHBI
Ounasn ¢hopma oodyuenusn
OO6mias TpyJ0EMKOCTh JUCIHUIUIMHBI COCTABIISIET 4 3a4€THBIX eauHull, 144
akajeMuueckux yacos/ 108 acTp. yacoB Ha 0uHOM PopMe 0OydeHUsI.

Bua padorsl TpynoemkocTh
(B akaj.yacax/ B aCTPOHOM. 4acax)
O0mas Tpy10eMKOCTh 144/108
KonrakTHas padora ¢ npenoaasaresiemM 48/36
2/1,5- 4. KOHCyIbTaIUS
Jlexumn 16/12
[IpakTrueckue 3aHATHs 32/24
KoHncynbTamus 2/1,5
CamocTosiTe/ibHasi padoTa 94/70,5
@DopMBbI TEKYIIETO KOHTPOJIS PEUTUHT-KOHTPOJIb, IPAKTUYECKUE
3aanus, pedepar
DopMa NPOMEKYTOUYHON ATTECTALUM 3adeT ¢ oHEeHKOI

3aounas hopma odyuenusn

OO01mast TpyA0eMKOCTh TUCIUTUTHHBI COCTABIISICT 4 3a4eTHBIX eAnHuil, 144
akagemMuueckux yacos/ 108 acTp. yacoB Ha 3a04HOU (hopme OOydeHHS.

Buna padorsl TpyaoeMKocTh
(B akaa.yacax/ B aCTPOHOM. 4acax)




O01masi TPy10eMKOCTh 144/108
KonTakTHas padora ¢ npenogasarejem 12/9
2/1,5- 4. KOHCyIbTaIUs
Jlexuyn 4/3
[IpakTHueckue 3aHATHs 8/6
KoHcynbTanus 2/1,5
CamocrosiTesibHasi padoTa 126/94.5
@DOopMBI TEKYIIETO KOHTPOJIS PEUTHHI-KOHTPOJIb, IPAKTUYECKHE
3anmanus, pedepar
DopMa NPOMEKYTOUHOM ATTECTANM 3auer ¢ OLEeHKOM

IB coorercreum ¢ OO11eeBponeicKMMU KOMITETCHIMSMY BJIaJeHUs] HHOCTPAHHBIM 3bIKOM: M3yueHue,

mpernoaBaHue, oreHka https:/www.coe.int/en/web/lang-migrants/cefr-and-profiles - Jlata moctyma 03.03.2019



https://www.coe.int/en/web/lang-migrants/cefr-and-profiles

3. Conep:xxaHue ¥ CTPYKTYPa JUCHUILTHHBI

3.1. CrpyKTypa AMCOMILIMHBI
Tabmuma 2.1
O0beM TUCHMILINHDI, Yac. dDopMa TeKylero
KonTakTHas padoTa KOHTPOJIs
Nen/m| HammeHoBaHHe TeM o0yuyauuxcs ¢ npemnojgaBarejaeM yCIIeBaeMOCTH,
(pa3nenoB) Bceero M0 BUAAM Y4eOHBIX 3aHATHI CP | npoMe:KyTO4YHOI
J/ JIP 113/ KCP arrecranuu®
A0T / JA0T
J0
T
Ounasn ¢hopma oodyuenusn
1 Crnenuguka AeI0BOTO 34 4 - 8 - 22 T, O, CII, ITP
oOmieHust B pa3HbBIX
KYJIbTypax
2 OcobenHoctu 36 4 - 8 - 24 KP, O, CJ1, I1
Iy OIMYHOTO
BBICTYTICHUS
3 Ilcuxonorudeckue 36 4 - 8 - 24 T, O, C/, ITP
0coOEHHOCTH paboTHI B
rpyIie
4 ITeperoBopsl KaK 36 4 - 8 - 24 O,KP,CJ, C
¢dhopma JICIIOBOTO
B3alMOJICUCTBUS
IIpome:xyTounas Koncyabramms —2 /1,5 3a4der ¢ OHEHKOM
aTTecTanus
| Beero (akaa/actp) 144/108 | 16/12 | - | 3224 | - |94/70,5
Tabauma 2.2
O0beM AUCHUILIHHBI, YAC. dopma TeKyLIero
KonTakTHas pabora KOHTPOJI
Nei/m| HaumeHoBaHUe TeM o0yyaluiuxcs ¢ npemnojgaBarejeM ycneBaeMoCTH,
(pa3nenoB) Bceero 10 BUJAM YUeOHbIX 3aHATHH CP | npoMe:KyTO4YHOI
J/10T JIP/ 3/ arrecTanuu™
A0T A0T
3aounan ghopma 0oyuenus
1 Crenuduka IeI0BOrO 33 1 2 30 T, O, CH, ITP
oOmeHnst B pa3HbBIX
KYJAbTYpax




2 OcobenHoctu 35 1 2 32 KP, O, CJ1, IT
MyOIMYHOTO
BBICTYIUICHUS
3 IIcuxonoruueckue 35 1 2 32 T, O, C/, ITP
0COOEHHOCTH PabOTHI B
rpymme

4 [TeperoBopst KaK 35 1 2 32 O,KP,C]I, C
dhopma IIEJIOBOTO
B3aHUMOJICUCTBUS
IIpomeskyTouHan 4/3 Koncyabrammsa —2 /1,5 3ader ¢ OEeHKOM
arrecTanus
Bcero (akaa/actp) 144/108 4/3 - 8/6 126/94,
5

Hcnonb3yemble COKpaleHus:

JI — 3aHATHA JEKIMOHHOTO THIIA (JICKLMH U HHBIE y4eOHbIC 3aHATH, IPeAyCMaTPUBAIOIIIE IPEUMYLIIECTBEHHYIO Iepeady yueOHoH
uH(pOpMaILINH NearoOTHYeCKUMHI PA0OTHUKAMH OpraHn3aiyy U (MJIn) JTULIAMH, PUBJIEKaeMbIMH OpPraHu3alMeil K peann3aiui
00pa30BaTENBHBIX IPOTPAMM Ha UHBIX YCIOBHUSX, 00yHaromumMes)';

JIP — naGopatopHble paboThI (BU/ 3aHATHI CEMUHAPCKOTO THIIA)®;

I13 — npakTHYeCcKHE 3aHATUs (BU/bI 3aHATHI CEMUHAPCKOTO THIIA 32 HCKJIIOUEHNEM J1ab0PaTOPHBIX paboT)’;

KCP — nnnuBnayanbHast pabora 00y4arommxcs ¢ nelarorrdeckuMy pabOTHUKAaMH OpPTraHn3aluy U (WJIN) JTMLAMH, TPUBJIEKaeMbIMA
OpraHu3anyeil K peanusanii 00pa3oBaTebHbIX MPOrPaMM Ha MHBIX YCIOBHAX (B TOM YMCIIE MHIMBHAYATbHBIE KOHCYIbTAINN)®,
JOT — 3ansTHS, IPOBOJMMBIE C TIPUMEHEHUEM JANCTAHIIMOHHBIX 00pa30BaTEIbHBIX TEXHOIOTHH, B TOM YHUCIIE C IPUMEHEHHEM
BUPTYaJbHBIX aHAJIOTOB IPO(YECCHOHATIBHOM IeATeNbHOCTH.

1 A63an 2 mynkra 31 ITopsiaka opraHu3alyy 1 OCYLIECTBICHHS 00pa30BaTEIbHON ASSTEIBHOCTH 110 00Pa30BaTeIbHBIM
IporpaMMaM BbICIIEro 00pa3oBaHus — MporpaMMaM OakaaBpuara, porpaMmam ClielHalIuTeTa, IporpaMMaM MarucTpaTypsl,
YTBEpKIeHHOTo Iprka3zoM MunoOpHayku Poccun ot 05 anpens 2017 r. Ne 301 (pex. ot 17.08.2020) (3apernctprpoBan MUHIOCTOM
Poccun 14 utons 2017r., peructparonHsiit Ne 47415)

2 Cwm. a63ar 2 myukra 31 [Mopsiika opranu3aiyi U OCYIIECTBICHUs 00pa30BaTeIbHON NEeATEILHOCTH [0 00pa30BaTeIbHBIM
porpamMMam BbICIIEro 00pa3oBaHus — MporpaMmMaM OakajiaBpuara, porpaMmmam CleldaliuTeTa, IporpaMMaM MarucTpaTypsl,
YTBEPXKICHHOTO nprka3zoM MunoOpHayku Poccuu ot 05 ampesnst 2017 r. Ne 301 (pen. ot 17.08.2020) (3apeructpupoBad MUHIOCTOM
Poccun 14 ntomst 2017r., peructparmonasiit Ne 47415)

3 Cwm. a63arn 2 mynkra 31 Tlopsizika opraHu3aIii U OCyIIeCTBICHHUS 00pa30BaTEIbHOM ASSITEIBHOCTH 110 00pa30BaTEIbHBIM
IporpaMMaM BBICIIEr0 00pa3oBaHus — MporpaMMaM OakaiaBpuara, porpaMmam ClenHaINTeTa, IporpaMMaM MarucTpaTypsl,
YTBEpKIEHHOTO nprKka3zoM MuroOpHayKH Poccum ot 05 ampens 2017 1. Ne 301 (pex. ot 17.08.2020) (3apeructpupoBad MuHIOCTOM
Poccun 14 nronst 2017r., peructpanuonsiil Ne 47415)

4 A63an 2 nynkra 31 IMopsaka opraHu3aiyy U OCYIIECTBICHHS 00pa30BaTEILHON IEATEIBHOCTH 110 00pa30BaTeIbHBIM
IporpamMMam BbICIIEro 00pa3oBaHus — MporpaMMaM OakajiaBpuara, porpaMmmam ClielialiuTeTa, IporpaMMaM MarucTpaTypsl,
YTBEpKIEHHOTO nprka3zoM MunoOpHayku Poccun ot 05 ampens 2017 r. Ne 301 (pen. ot 17.08.2020) (3apeructpupoBad MUHIOCTOM
Poccun 14 ntomst 2017r., peructparmonasiit Ne 47415)



CP — camocrosTenpHas paboTa, ocymiecTBisieMas 6e3 yJ9acTHs eIarornIecKux pabOTHUKOB OpraHU3ayy 1 (VTN JIHII,
IPHUBJIEKAEMBIX OpraHU3alHell K peann3annuy 00pa3oBaTeIbHBIX IPOrpaMM Ha HHBIX yCIOBHSX.

Ilpumeuanue:

* —  ¢hopmbr  mexywezo  koumponas — ycnegaemocmu:  onpoc (0), mecmuposanue (1),

koumpoavHas paboma (KP), cobecedosanue (C), crogapmuwiti ouxmaum (Cl]), nepesoo (IIP),
npesenmayus (11).



3.2.CoaepxkaHue JUCUUTUIMHBI

Homep
TeMbI
(pa3nena)

Coaep:xanue pasaesioB (TeM)

1

Crenmdurka nenoBoro oOMEHUsT B pasHBIX KylbTypax. Kyibrypa nemooro oOmieHusi. Twuiibr
KyJIBTYp, KyJIbTYpHBIE paznnuns. KoMMyHUKaTHBHAsI CTOpOHA JenoBoro obuienus. BepbaabHbie
M HeBepOambHBIE CpeAcTBa OOMICHWS B JeiI0BOiM chepe. Dopmbl HeBepOATHLHOTO OOIIECHUS.
3HaveHue B3TJIs1/1a M €r0 BIMSHUE Ha OBEJCHUE YesioBeKa. JKecThl U 1036l B Ipoliecce OOIICHHS.
[MpaBuia 4YTEeHUs >KECTOB W IM03. BimsHue Ha mnapTHepa OOLIEHHS C MOMOIIBIO S3bIKA
TeloABIKEHNH.  HarpoHanbHBIE  OCOOEHHOCTHM  MHMHKH, JKECTOB M 1m03. Hopwmbl
MPOCTPAHCTBEHHOW W BPEMEHHOM OpraHU3aIiK OOIIECHUSI.

OcoOeHHOCTH TyOJIMYHOTO BBICTYIUICHUs. Peub B nenoBoMm oOmenuu. [lcuxosoruueckue
TpeOoBaHMs K aprymeHtaM. KynbTypa pedn IenoBoro uenoBeka. lIpoBeneHue Npe3eHTAIIMiA.
'YMeHue crnymiath Kak OCHOBA YCIEIIHOTO JEeNIOBOTO OOIeHHs. THIbI CIyNIaHWs: MAacCUBHOE,
AKTHBHOE, SMIIATHYECKOE, PUTYaabHOE. THUIMYHBIC ONIMOKK CIYIIAHHS W PEUEBOTO MOBEICHUS.
[TpaBuia 3¢ pekTHBHOTO CIymIaHMsL.

[Mcuxonornyeckne OCOOCHHOCTH paboTHl B rpymnme. MoTuBanmust U cTUMYIsinus. JluaepcTBo u
pykoBozacTBO. CTHIM pPyKOBOACTBAa. BBIOOpP ONTHMambHOTO CTWIIS pyKoBozcTBa. Ilcmxomorus
pacropsbxkeHus BiIacTbio. OCHOBHBIE MEXaHW3MBI BIMSHHUS Ha TOBEACHHE OKPYKAIOIIHX.
Koudnukrer B penoBoMm oOmenud. CrpaTerud MOBEACHHS B KOH(IUKTHON CHUTyauuu:
CONEPHUYECTBO, MPHUCIIOCOOICHNE, COTPYIHHYECTBO, KOMIIPOMHCC, yKIoHeHHe. CrocoObl H
MeToJIbl pa3penieHus KOH(GIMKTHBIX cuTyanuid. [IpaBuina ycrenHoro o0meHns B KOHQIHUKTE.

[MeperoBopsl kak Gopma aenoBoro BaumoaeicTeus. [loaroropka k neperopopam. IloBeneHue u
MHIUBUIyaTbHbIC OCOOCHHOCTH YYaCTHHUKOB MEPEroBOPHOro mpoiiecca. HarmoHanbHble 00bIYan
M KyJbTYPHBIC TPAIHUIUK BEICHHUS CIIOPOB U AUCKyCcCcUi. DaKTOPbI, BIUSIOIINE HA YCIEHIHOCTh U
xoj1 meperopopoB. CobeceioBaHue MPH NMpHeMe Ha paboTy. BegeHue Tene)OHHBIX IEPEroBOPOBR.




4. MaTtepuaJjibl TeKylIero KOHTPOJIfA yCIeBAeMOCTH 00y4al0IMXCs
4.1. B xoae peanuzanuu jucuuiuiunbl b1.0.28 «llcuxonozus denoeozo oouienusn / Psychology of
business communication) NcnoJib3ylOTC CeAyI0IIMe MeTOAbI TEKYIIer0 KOHTPOJISI YyCIIeBAeMOCTH

00y4aKIIMXCH:
Tema n/unu pazaen MeToabl TEKYLIET0 KOHTPOJISA yCIIeBAEMOCTH
Crnenmduka IeI0BOTO  OOIIEHHS B T, O, C/1, ITP
pasHBIX KYJIbTypax
OcobeHnHoCcTH myOIMYHOTO KP, O, CH, IT
BBICTYIUICHUS
[Tcuxomornueckre 0COOEHHOCTH PabOTHI T, O, C/1, ITP
B I'pyIe
[leperoBoper  kak (Gopma JCIOBOTO O,KP,CJ, C
B3aUMO/JICUCTBUS

Texymuii KOHTpOJIb 3HAaHWM MPOBOJUTCS IMOCPEICTBOM OLEHKM pabOThl Ha 3aHSATUU, BBINOJHEHUS
JIOMAIIIHUX 3a/laHUH, TECTOB U KOHTPOJIbHBIX 3aJJaHUI B COOTBETCTBUU C IIPOTrPAMMOM Kypca.
B ciyuae peanuzanun mucuuminabl B IOT dopmar 3agannii anantupoBas s mwiatgopmbel Moodle.

4.2. TunoBbie MaTEPUAJIbI TEKYILIET0 KOHTPOJISI YCIIEBAEMOCTH 00Y4aI0IIHXCH.
Tunosble OLleHOYHbIE MaTepHAJIbI 10 TeMe 1-4

L. CIENU®UKA JTEJOBOI'O OBINIEHNUA B PABHBIX KYJIBTYPAX

1. Explain what idea you support and why, discuss

How does culture influence communication in the workplace?

a. Communication between people with different cultural backgrounds can present problems
b. All people communicate the same way

c. The only problem of communication is language.

1

2. Key vocabulary. Listen read and discuss.
Business today is international. Business people often have to travel a lot. They have to plan an itinerary for a foreign

business trip to make good use of their time. On a business trip people may meet colleagues and business partners for the first
time. It is usual for colleagues from different countries to experience cultural differences. In other words, they may be
surprised by foreign social conventions, that is the different ways that other nationalities or different cultures do things.

3. Read the questions. Talk about what happens in your country and describe any differences with other countries you
Kknow.

What happens in your country?

2. How do people greet

a family members?

B close friends?

C colleagues at work?

D visitors to their company/organization?

3. Do colleagues at work call each other by their

a first names?

B family names?

4. How punctual are people for

a business meetings?

B social events?

5. How separate are work and private life? Do employees

a take work home?

B invite colleagues or business visitors to their home?

C give their company their phone number when they’re on holiday?
6. What presents do people take when they are invited to a person’s home?

4. The words in A are in the extracts in the text. Match them with their meaning in B.
A B

1 schedule a opposite of ‘polite’

2 agenda b programme of work to do

3 interrupt c without words

4 rude d how someone looks

5 non-verbal e say something is very good

6 appearance f speak when another person is speaking



7 compliment g list of subjects to discuss at a meeting

5. Read these extracts from Understanding Cultural Differences, a book that gives advice about working in other
countries. Then discuss with a partner which country you think the author is describing.
Extract 1
... It’s important to be serious in a work situation. They don’t mix work and play so you shouldn’t make jokes as you do in the
UK and USA when you first meet people. They work in a very organized way and prefer to do one thing at a time. They don’t
like interruptions or sudden changes of schedule. Punctuality is very important so you should arrive on time for appointments.
At meetings it’s important to follow the agenda and not interrupt another speaker. If you give a presentation, you should focus
on facts and technical information and the quality of your company’s products. You should also prepare well, as they may ask
a lot of questions. Colleagues normally use family names, and titles — for example ‘Doctor’ or ‘Professor’, so you shouldn’t
use first names unless a person asks you to.

SWEDEN FRANCE GERMANY

Extract 2
... Politeness and good manners are very important and business meetings are very formal. Business cards are also important
and they exchange these at the beginning of a meeting. They always look at them carefully, so you should do the same as they
might think you’re rude if you don’t. A lot of communication is non-verbal. They are very good listeners and may ask a lot of
questions to check they understand everything. In a conversation they wait longer before they reply than westerners do, so it’s
important not to speak in those long pauses but to wait for their reply. In their culture it’s rude to ask direct questions or to say
‘No’ or ‘I disagree’. In business it takes a long time to make a decision because they have to ask everyone in the company.
When they say “Yes’ it may mean 1 understand’, not 1 agree’, and when they smile it might be because they don’t know what
to say.
INDIA CHINA JAPAN

Extract 3
... People and personal relationships are more important than time and schedules, which are flexible. People may be late for an
appointment, although they are more punctual in the north of the country than in the south. To north Europeans their way of
working may seem disorganized and inefficient. In meetings they don’t feel they have to follow the agenda or speak only in
turn. They interrupt each other a lot and often all talk at the same time. They are excellent communicators and are very
expressive in their use of body language. Appearance and good manners are important, so you should dress well and be polite,
but you don’t have to be formal. Food is a very important part of life, and is very- good, so remember to compliment them on
their cuisine.

FRANCE SPAIN ITALY

6. Were your answers correct? Do you think the descriptions of the nationalities are accurate? Do you disagree with
any of the advice? What else do you know about these countries? Say 5 sentences about one of these countries.

7. Complete the sentences. Use a modal verb which adds the meaning in brackets.

1. In California you be 21 to drink alcohol. (It’s obligatory.)

2. In the Netherlands you be 18 to buy beer, but you do to buy wine. (It’s not necessary.)

3. In Hong Kong you get a fine if you eat or drink on the subway system. (It’s possible.)

4. In Thailand you get permission before you take photos of images of Buddha. (It’s a good idea.)
5. In Turkey and Japan you blow your nose in public. (It’s a bad idea.)

8. A business colleague is coming to work in your country for a year. Prepare some tips for them using this list.
speaking the language

clothes

keeping time

talking in meetings

addressing seniors

greetings and business cards

gift giving

eating

physical contact

Example You should learn a few phrases like “Privet, kak dela?”:

VVVVVVVYY

1. Why is it important not to give an even number of flowers (e.g. 8,10,12) as a present?
2. Why shouldn’t you smoke in Red Square, Moscow?
3. Why do you have to leave your coat in the cloakroom when you go to a restaurant or a theatre?
4. Ifyou visit someone in their home in winter, why should you take a pair of indoor shoes with you?
In Japan
1.  Why shouldn’t you speak loudly or show you’re angry when speaking to Japanese people?
2. Why is it important not to pour your own drink when you are with friends or people you know?
3.  Why should westerners stand further away than is normal for them when they are in conversation with Japanese people?
4.  Why do you have to take a shower before you get into a Japanese communal bath?

Now listen to the answers. Were you right?
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10. A foreign visitor who is going to work in your company/organization for a year needs your advice. What reply
would you give to the visitor’s questions below?

Use should/’shouldn’t, have to/’don’t have to, may/might, it’s important to/not to in your answers.

Examples You don’t have to use a person’s title when you 're talking to them, but of course it’s important to use it when you
write the name on a letter or a formal list.

At a meeting you should keep to the agenda and not interrupt people because they may think you're rude. You should wait until
a person has finished speaking before yon say anything.

How should I greet people in the morning? Should I shake hands with colleagues or just say ‘hello’?

Should I use a person’s title if they have one?

At a meeting, is it important to keep to the agenda? Is it OK to interrupt or do I have to wait my turn to speak?
Should I dress formally for work? Do I have to wear a suit and tie every day?

Are people usually serious at work or is it OK to make jokes?

At a business lunch is it OK to discuss business during the meal or should I wait until after the meal?

To talk to more senior people do I have to make an appointment or can I just knock on their door?

Do people usually exchange business cards at first meetings? If so, should 1 do it at the beginning of the meeting?

PRNAINR WD

11. Lucy Taylor works in Germany, but she is back in the UK on holiday. She is talking to Sam Bridges, who is

thinking of getting a job in Germany. Read the conversation and underline the correct verb forms.
- I suppose you may / have to be very formal at work?

- Yes and no. It’s important to / important not to be formal at meetings, and you may / may not find that your boss is
quite formal. But my office colleagues are very informal. We may / don’t have to * wear business suits, for example. We just
wear jeans.

- Tell me more about formal meetings. I hear that it’s important to / important not to make jokes, and everybody has
to / shouldn 't be very serious.

- A few jokes at the beginning are fine. But when the real work starts, people may not / shouldn’t continue to laugh and
joke. I know that British visitors sometimes do, but in general, Germans don’t like it much. In fact, some Germans might /
might not even get angry!

- What about outside work? What may / should 1 do to meet people?

- I often go out with people from work. But in the north of Germany that doesn’t have to / may not happen because
people don’t usually mix work and social life. You could join one or two clubs when you move to the area.

12. National character. Match the adjectives in the box with the definitions.

AMBITIOUS ADAPTABLE CREATIVE EASY-GOING HARD-WORKING
ORGANIZED OUTGOING PATIENT SENSITIVE  SOCIABLE

A person who ... is ADJECTIVE

1. enjoys being with other people

2. waits and doesn’t get angry

3. works with energy and effort

4. is calm and relaxed

5. wants to be successful

6

7

8

9.

1

plans their work and life
adapts easily in different situations
uses their imagination to make and do new things
is interested in other people and new experiences
0. shows understanding of other people’s feelings, problems, etc.

13. Work in groups. We often use particular adjectives to describe national characteristics,
e.g. Italians are very sociable,

Brazilians are easy-going,

Japanese are very polite, etc.

Choose four adjectives which you think describe four different nationalities.

Tell the class which adjectives you chose, and which nationalities you think they describe and why.

Do vou think descriptions of national characteristics help us to understand other nationalities better, or are they too

general to be helpful?

14. Read the extract from a guide to working in Japan. Then complete the sentences below. Use the pairs of verbs in the
box.

Working in Japan
Finding work You don’t need a visa for a visit to find work in Japan.
You can go there as a tourist. When you get a job, you need a work visa before you can start work. You can’t get this in Japan.
But it isn’t necessary to return home to apply for a work visa. You just need to take a short flight to Korea, Japan’s nearest
l4eighbor. You can get a work visa there.
Doing business When you go on a business trip to Japan, it’s a good idea to take some English-Japanese business cards. These
are important, and it’s certainly not a good idea to leave them at your hotel when you go to a meeting!
It’s very possible that your Japanese colleagues won’t agree to a business deal on your first trip. They will want to get to know
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you first. It’s very possible that they will invite you out to eat or drink with them in the evening. Don’t tty to make your
Japanese colleagues complete a business deal before they’re ready. They need time to talk to everyone in the company.

It’s possible that a Japanese colleague will invite you to his home, but this doesn’t often happen. It’s possible that he won’t
invite you to meet his family even after twenty or thirty years! Don’t worry about this, it’s normal for the Japanese to keep
their family and working lives separate.

BE IMPORTANT TO / BE IMPORTANT NOT TO

MAY / MAY NOT
MIGHT / MIGHT NOT
HAVE TO /DO NOT HAVE TO
SHOULD / SHOULDN’T
1. You get a visa for a visit to find work in Japan, but you get a work visa before you can start
your new job.
2. You get a work visa in your own country. You just fly to Korea to get one.
3. You get some business cards for a business trip, and you forget them when you go to a
meeting.
4. Your Japanese colleagues agree to a business deal on your first trip, but they invite you out
so they can get to know you.
50 It try to complete a business deal before your Japanese colleagues are ready. It give
them time to talk to everyone in the company.
6. A Japanese colleague invite you to his home, but this is not very likely. It happen

even after many years of doing business together.

15. Write sentences about doing business in the USA. Use a modal verb that adds the meaning in brackets.
1. You

wear / a business suit / at meetings (It’s obligatory)

makg / small talk / at the beginning of meetings (It’s a good ide-a)
exchz;lge / business cards / with each other (It’s not necessary)-
do bﬁéiness / on the golf course (It’s possible)

learns) the job titles of everyone in the company (It’s necessary-)
give?expensive gifts / to your host (It’s not a good idea)

16. Countries can be divided into three cultural groups: ‘Linear-active’, ‘Multi-active’, and ‘Reactive’. Match the
countries with the cultures.

e south-cast Asia and Finland
e southern Europe and Latin America
e the USA and northern Europe

Linear-active Multi-active Reactive
* do one thing at a time * do several things at the same time * are punctual
* are punctual * are unpunctual + follow the timetable of the person

they are doing business with
« follow timetables and schedules | ¢ prefer flexibility to fixed timetables and | ¢ do not express individual opinions or

schedules disagreement
« rarely interrupt * often interrupt » listen very carefully and do not
interrupt
o focus first on the job and | « think personal relationships are as | * do not speak first and pause before
finishing it in time important as the job replying

4

17. Listen to the first part of a talk about Linear-active, Multi-active, and Reactive cultures. Check your answers

5

18. Listen to the second part of the talk. Complete the table to show the differences between the three groups.
Write L (Linear-active), M (Multiactive) and R (Reactive) at appropriate points on the lines, as in the example.

Punctual unpunctual

long pauses no long pauses

in conversation in conversation

a lot of eye contact very little eye contact
stand close together .. stand further away
use gestures a lot use gestures very little

What do you think of the analysis of different cultures? How useful is it in helping to avoid cultural
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misunderstandings?

19. Work in groups. Compare your answers to the questions.
In your country

L how much eye contact is there 3 between 3. What gestures do people use to

o people talking to each other? a) indicate ‘Yes’ and ‘No’?

o strangers passing in the street? b) attract the attention of someone in a group?
1L Do people c) call a waiter?

1. stand close enough to touch each other when they are d) indicate they don’t understand?

speaking? e) show surprise?

2. show affection in public (e.g. holding hands, kissing)?

20. Describe any differences you have heard about or noticed in other nationalities. Do you think any of the differences
could cause a cultural misunderstanding?

21. Quiz Do you have good cross-cultural skills?
When you meet a someone for the first time, what should you do? True or False?
a  It’s usual to shake hands the first time you meet a British colleague.
b It’s not a good idea to call German colleagues by their first names at work.
¢ When a Japanese business person gives you his/her business card, it’s polite to say thank you and put it in your
pocket.
In the Mediterranean, embrace colleagues when you meet them.
Take off your shoes when you visit someone’s house in Poland.
In Saudi Arabia it is rude to refuse a cup of coffee.
In the UK, ask about your host’s family when you meet for the first time.
In Asian countries, it is rude to look people in the eyes.
British people like to talk about their salaries.
When you visit Poland, your host gives you flowers at the airport.

— = Tag h 0 A

22. Read these cultural tips for working and living in India. Do vou think they are true or false?
1 Generally, you don't have to wear formal clothes to work.

2 You have to get to meetings exactly on time.

3 You mustn't interrupt someone senior talking in a meeting.

4 In a traditional company, you don't have to address your boss as 'Sir' or 'Madam'.
5 In a modern company, you can call your boss by their first name.

6 If you work for a company in India, you must speak Hindi.

7 You should leave a little food on your plate at the end of a meal.

8 You shouldn't shake hands with a person of the opposite sex.

9 Don't say 'Thank you' after a clerk hands you your grocery bag.

10 You should tip hotel and train station porters.

5 Now listen and check your answers

23. Put the italicized verbs in 1 into these categories.
Meaning Example

It's necessary I important to
It's important not to

It's a good idea to

It's not a good idea to

It's not necessary to

It's OK I possible to

It's not OK I possible to

24. Match the countries with the rules and tips for exchanging business cards. One tip may match more than one
country.
INDIA JAPAN SPAIN UK
1 It is important not to write on the back of a business card.
2 It is OK to keep business cards in your pocket.
3 It is important not to use your left hand to give and receive business cards.
4 It is not necessary to translate your business cards into Hindi.
5 It is a good idea to place the business cards on the table in front of you in the order people are seated.
6 It is necessary to treat someone's card with respect and take time to read the information.
7 It is important not to put a card straight into your card case.
8 It is a good idea to include your degree or other qualifications on your card.

Explain the rules for exchanging business cards in your culture or a culture you know well.
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25. Replace the highlighted phrases in 3 with 'vou' and an appropriate verb.
Example You mustn't write on the back of a business card.

7 26. Listen to people talking about travel rules and tips. What do they say about the following?

Heathrow airport Tokyo taxi

passport cash

bottled water tipping

laptop getting out of the taxi
sharp objects map and address
bottles fare

What are your tips for taking a taxi where you live?

27. Read the text. Which country do you think is being described? Discuss the questions below.
CULTURAL UNDERSTANDING

I think it is really important to listen. People often tell quite long stories and it is polite to pay attention. It is usual for people to
listen to the older ones as well!

At meetings, don’t be surprised if quite a lot of people turn up - they like meeting visitors. People prefer speaking to writing
things down so listen carefully. Always send a follow-up email stating your understanding of the meeting.

The local people love the desert so if you get invited to sit and look at the stars, do it. They are much more relaxed in this
context.

Make sure your appointments fit in with prayer time. This means it is difficult to get many meetings in during the day so be
prepared for meetings quite late at night.

o How important is listening in your culture?
o Are there strict rules about who attends a meeting?
o Do you have any favourite customs or events?

28. What are the challenges when you relocate to another country? Think of ideas for these topics.
ACCOMMODATION EDUCATION MONEY CULTURE

8

29. Listen to the manager of an international recruitment agency, talking about working abroad. What does she say
about the topics in 7?

30. Additional text. Reading and rendering

Business Communication

The business practices discussed in this section will apply to the majority of everyday business dealings and situations.
However, it is crucial to bear in mind that these recommendations are general indicators of best practice and are subject to
contextual and regional variations within.

Part 1 Face-to-face communication

Introductions depend upon the circumstances of a particular situation. Generally, the best practice is to be introduced by a third
party, although this may not always be possible. A handshake is the typical greeting for a new introduction and should not be
expected at subsequent meetings. For example, colleagues don’t shake hands every day at work.

Beginning a conversation with someone new may be a daunting proposition because of British cultural norms and
expectations. It is generally advisable to open a conversation with a neutral topic, such as the weather or something dictated by
the immediate situation, such as asking for a recommendation on something to do, eat or drink. It is good practice to start a
conversation with open questions rather than subjective assumptions or personal points of view as the reaction of your
counterpart is not always predictable. As you will find, many British people are tolerant and open-minded. Some people may
derive their opinions from the tabloid press that often depicts the world in black and white terms.

In order to create good business relations, you should allow conversations to develop organically, following the lead of the
person you are talking you, asking permission if you’d like to talk about potentially sensitive subjects and not being overly
negative or sarcastic.

As a general observation, people tend to be more open and friendly outside of London and in the North in particular; in fact,
there is still a north-south divide in terms of cultural openness in the UK. Some exceptions exist, for example Scottish
Highlanders or Welsh farmers will hardly say a word until you get to know each other. Discussions tend to be emotionless and
may become tense, with the parties politely excusing themselves and withdrawing.

Another difficulty in verbal communication may come from the British penchant for understatement. This sometimes shows
itself in seeming self-deprecation and presents a challenge in understanding how things, people and situations are really
perceived by the British. For example, what might be described as ‘a bit expensive’ may well really mean ‘very expensive’ and
‘a little problem’ might actually constitute ‘a huge stumbling block’ for a British counterpart.

Part 2 Language Matters

English is the official and predominantly spoken language in the UK. It is unlikely that many of your British counterparts will
speak other languages and even if you speak English, there will be some linguistic differences. Although the majority,
especially the younger generation, will have had some language training at school not all of them feel comfortable making
mistakes in front of others and therefore pretend that they don’t speak other languages. However, be aware that this does not
mean that they can’t understand what you are saying.

Thus, it is important either to have at least some knowledge of the language or to ensure that appropriate interpreting facilities
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are available. Although the UK does not constitute a great land area, accents and dialects vary considerably from region to
region, which may present even native English speakers with difficulties in verbal communication. Therefore, although it is
advisable to become familiar with at least some common phrases, it is completely acceptable to ask for an explanation of
anything that you do not understand, or indeed to ask your host to speak more slowly.

Foreign language competence amongst British managers is generally poor. This characteristic seems to have its historical roots
in times when British companies traded mostly with other English speaking nations and dependencies. At that time, there was
virtually no need for knowledge of other languages. In the vast majority of British companies, this historical legacy manifests
itself as managers being reluctant to speak any language other than English. If your English language capabilities are not at a
satisfactory level, it is strongly advisable to travel with an interpreter. However, using this service deprives you of the unique
opportunity of direct contact and, in some cases, may not allow you to develop the business relationship in the way you desire.

However, there is some probability that you will encounter a business professional speaking a foreign language as their
numbers are continually increasing. More and more managers are becoming aware of the fact that ignorance of foreign
languages represents a serious barrier when attempting to expand their business abroad. Even the government realises the
importance of this issue and is concerned that poor language skills may severely hamper the country’s ability to promote and
protect interests abroad. In the current business environment, it is possible to encounter managers who speak Polish, German,
Spanish, Italian or French. Asian languages, including Bengali, Punjabi, Hindi and Gujarati, are also spoken by 2.7% of the
UK population. Chinese community is also large with many major cities having “China Towns” and many managers are now
learning Mandarin as their foreign language.

As with any other languages, when it comes to specific business, legal or technical terms especially when communicating with
people from different disciplines, misunderstandings are common. To avoid disputes, you should elaborate and clarify
meanings to the point where there can be no room for misinterpretation and no need for assumptions.

Part 3 Business Relationship

In the UK, an agreement will not normally be final and complete until a written contract has been formally signed and
witnessed. Thus, it is crucial to ensure that all the terms and conditions are included in a formal contractual document. In many
cases, depending on the size or value of the business, a contract will be subject to review and approval by a solicitor or other
expert in British contract law. This is simply a matter of procedural correctness and “due diligence”, which should not be taken
personally nor does it cast doubt on the seriousness of the proposal. In fact, having a full written contract that has been
professionally reviewed and approved demonstrates both the sincerity of the signatories and their intent to establish a
significant and often long-term agreement.

Generally, there is a strict separation of business and social matters and therefore you do not necessarily need to make
extensive efforts to establish familiarity outside of the business relationship. On the other hand, it is essential to create an
atmosphere of trust, reliability and fairness, as those are values the British appreciate.

Following established protocol is critical to building and maintaining business relationships in the UK. Verbal communications
are usually confirmed in writing where exact details are set out. Business communications can be difficult to read since the
British do not like to offend their business partners and sources of disagreements are not always obvious to detect. British
businesspeople often operate an open-door policy. People tend to work with their office door open although counterparts are
expected to knock and wait to be invited before entering.

In British business, hierarchies are becoming flatter with business units having delegated autonomy, which increases
overlapping and means loosely defined responsibilities and fewer distinctions between roles and departments. British
management style has a reputation for taking calculated risks and this mentality is at the heart of the innovation drive in many
British organisations. Professional rank and status in the UK is generally based on an individual’s achievement and expertise in
a given field. Academic titles and backgrounds are not as important in business.

Expect a great deal of written communication, both to confirm and to maintain a record of discussions and decisions. Even if
you have a friendly or casual relationship with colleagues, you should remember that on-the-job correspondence means that an
e-mail is a business letter, in which professionalism should not be forgotten. However, this varies and some individuals might
not have a greeting in the email and sign themselves with a single letter — abbreviating their first name. This is increasingly
widespread with the adoption of smartphones and tablet devices.

In The UK, it is generally not customary to state your full name including first and last name when you answer the phone. In
accordance with corporate identity trends, the customary way to answer a phone at a British company is to state the name of
the company and a greeting.

Part 4 Making Contact

For the British manager, a handshake is the usual form of greeting on introduction. However, if you are working with someone
on a project and meeting over several days, it is possible that you will not be offered a handshake each time — but would simply
be greeted verbally. In the same way, after a business meeting if you are going to meet again the next day you might not be
offered a handshake.

When introduced to someone new you would be expected to shake their hand and say “Nice to meet you” or the more formal
“How do you do?” These phrases would normally be responded to in a similar fashion: “Nice to meet you too” or “Fine thank
you, how are you?” The handshake should be firm, but take into account the hand of the person you are greeting and match the
strength of their handshake. A kiss is not an acceptable greeting in a typical business situation.

The normal greetings in the United Kingdom are “Good morning/afternoon/evening.” These are usually followed by another
common greeting “How are you?” Do not be tempted to give a full account of the state of your health, as this is simply a
courtesy greeting and not usually an actual question.

You should not be offended when people address you with a seemingly over familiar name such as “love”, “pet”, “duck”,
“chuck”, “mate” or “darling” — these terms vary across the UK. Here you are dealing with regional dialects and cultural
conventions that have no deep or hidden meanings.

Traditionally, the British are seen as an emotionally neutral nation. The “Stiff Upper Lip” is a characteristic, which is defined
by emotional restraint and courage in difficult situations. Public displays of emotion are still widely regarded as unprofessional
and unbecoming, particularly in a business environment.
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Increasingly, with the influence of North American popular culture, self-disclosure and the sharing of private and personal
information is considered to be a form of bonding. The death of the Princess of Wales in 1997 marked an unprecedented
moment in British culture, where people felt compelled to share their outpouring of grief in public. The London 2012 Olympic
Games also went a long way towards changing foreign perceptions of British culture and demonstrating the warmth and
welcoming nature of the British public.

For foreigners, it is advisable to avoid explicit gestures and physical contact such as backslapping or hugging and to maintain a
sufficient distance not to invade the personal space of anyone around you, except where this cannot be avoided (such as when
using public transport, during the rush hour). Unnecessarily long eye contact is also considered an invasion of privacy and can
be interpreted as anything from being rude to being a sign of aggression and should therefore be avoided.

Part 5 Personal Titles

People in Britain usually address each other informally in day-to-day communications using their first names. This is the result
of increasingly flat organisational structures and the encouragement of a friendly working environment which is intended to
facilitate better team work. This also depends on the culture of the individual organisation and may be dictated by situations,
such as at extremely formal events or occasions where a certain naming etiquette must be observed.

In addition to social titles (Mr, Mrs, Miss, Ms), professional and academic titles (Prof. and Dr.) the UK makes use of honorary
titles (Sir, Dame, etc.) and hereditary titles (Duke, Earl, Lady, etc.).

When meeting your business partners for the first time it is more appropriate to use their surnames following the title for
example: Mr (for men), Mrs (for women) and Miss or Ms (for unmarried women). If in doubt it is advisable to be more formal
and do not use first name terms until you have been invited to do so. Usually, you will be invited to use someone’s first name
at the first meeting; but sometimes it may not happen at all.

When referring to women and you are not aware of their marital status use “Ms”. It is worth noting that titles should be used in
conjunction with a person’s surname.

To address a man in public without mentioning their name use “Sir”. The equivalent form of address for a woman is “Madam”,
but the connotations associated with the word means it has fallen out of common usage and may not always be well-received
depending on the context.

Written correspondence tends also to start with a formal address “Dear Sirs” (if you don’t know the names) and signing with
“Yours faithfully”. If you do know the names, the form is “Dear Mr/Mrs X" and ending with “Yours sincerely”. Particularly in
email exchange if it is a follow up reply, the need to use “Dear etc.” is not as important and some might simply write the main
body of the message and end with “Best wishes” or “Kind regards”. With the increasing use of social media the use of “Dear”
and names on networks such as Twitter are not necessary.

Overall, it is good practice to keep to a formal form of address until your correspondent indicates that it is acceptable to use
first names by signing off a letter or email with their first name only or by inviting you to use their first name when meeting or
speaking in person. When sending a business email, it is important to use British English, as opposed to American or US
English. Similarly, you are encouraged to use the same format of the person’s name as they have signed in their email.

II. OCOBEHHOCTHU MYBJIWUYHOT'O BBICTYIIJIEHWSA

1) Answer the questions

1. How often do you give presentations?

Who do you normally present to?

When was the last time you gave a presentation in English?

Was it a success? If yes, why?

If not, why not? Explain your answer.

How do you feel about presenting in a foreign language?

Think of an excellent (or terrible) presentation that you have attended. What made it good (or bad)?
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2) 2C. Read the opening sentences of three presentations and complete the table:
Presentation 1

Good morning, ladies and gentlemen. First of all, let me thank you all for being here today. I'm glad that so many of you could
come, especially since I know that this time of the year is probably the busiest for you.

Let me introduce myself. My name Is Don Taylor. I'm the head of logistics here at Air Spares. Logistics is a centre of
competency dedicated to providing you with the spare parts you need, precisely when you need them. I’m here today to present
our new semiautomatic shelving system. My talk is particularly relevant to those of you who place orders for the different parts
we Supply.

Presentation 2

OK, shall we get started? Hello everyone. For those of you who don't know me. I’m Charlotte Best from IT, I’'m a team leader.

I’m happy that so many of you could make it today at such short notice. I know that you’re all extremely busy at the moment,
so I’d like to start with my presentation tight away. As you can see on the screen, our topic today is protect documentation.

We’re going to look closely at drafting, storing, archiving as well as accessing documents in our new SAP system. We’ll also
examine the much improved handling of all project documentation as well as user rights. This is extremely important for all of
us who are directly involved in international project management, right? You don't need me to spell it out... if it isn't
documented, it doesn’t exist.

Presentation 3

Good afternoon. I'm aware that you all have very tight schedules, so 1 appreciate you taking the time to come here today. As
you probably know, my name is Susan Webster. I'm the new human resources manager here at Weston Ltd. What I’d like to
present to you today is my department’s new concept for improving our incompany training and qualification programmes.
This is based on feedback From your departments. Today’s topic will be very important for you as department heads, since 1’11
need your help to evaluate and select candidates for training.
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Presentation 1

Presentation 2 Presentation 3

Presenter's name

Presenter’s position /function

Topic of presentation

Who is the presentation for?

Which presentations are formal and which less formal? How do you know that?

3) Complete the sentences:

1. let me thank you all for being here today.

2. Letme myself. My name is ...

3. I'm here today to our new semi-automatic shelving system.

4. My talk is relevant to those of you who for the different parts we supply.
5. I’m happy that so many of you could today at such short

6. Asyou can see on the , our today is project documentation.

7. This is extremely
management, right?

8 I'm that you all have very tight
come here today,
As you know, my name is . I’'m the new

10. Today’s topic will be very important for you as
candidates for training.

4) Put the sentences from above in the correct category (a-d).

a saying what the topic is:

b welcoming the audience:

¢ saying who you are:

d saying why the topic is relevant for the audience:

for all of us who are directly

international prefect

, | appreciate you taking the time to

manager here at Weston Ltd.
since your help to evaluate and select

Now put a-d in the order you would use to start a presentation.

5) Match these less formal phrases with the more formal phrases in the table.

What I want to do today is

I know you are all very busy
As you know, I'm ...

OK. shall we get started?

It’s good to see you all here.
Hi, everyone.

Today I’'m going to talk about...
In my talk I’1l you about

More formal
Good afternoon, ladies and gentlemen.
Today I would like to...
Let me just start by introducing myself. My name is...
It’s a pleasure to welcome you today,
In my presentation I would like to report on...
The topic of today's presentation is
I suggest that we begin now.
I'm aware that you all have very tight schedules...

Less formal
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6) Practice the opening of a presentation. Use phrases from the box.

Welcoming the audience
Good morning /afternoon, ladies and gentlemen.
Hello/Hi, everyone.
First of all, let me thank you all for coming here today.
I'm happy/delighted that so many of you could make it today.
Introducing yourself
Let me introduce myself. I'm Dave Elwood from
For those of you who don’t know me, my name'’s ...
As you probably know, I'm the new HR manager.
I’'m head of logistics here at Air Spares.
I'm here in my function as the Head of Controlling.

7. Fill in the missing words:

Saying what your topic is
As you can sec on the screen, our topic today is...
Today's topic is...
What I'd like to present to you today is...
The subject of my presentation is...

Explaining why your topic is relevant for your audience
My talk is particularly relevant to those of you/us who...
Today's topic is of particular interest to those of you/us who
My /The topic is very important for you because
By the end of this talk you will be familiar with ...
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1. Good afternoon. I'm that you all have very tight , and I'm glad that so many of you could come,

As you know, my name is Lily Lol. My talk is very short so please your questions for the end.
As you can see on the screen, our today is business success. This is extremely for all of us
who are directly involved in international project management, right?

2. Good afternoon. First of all, let me you all for being here today. 1 appreciate you taking the to
come here today Let me myself. My name is Lolo Lil. I’'m here today to present a pharmaceuticals company. It
develops and manufactures a wide range of medicines. I know that you’re all busy at the moment, so I’d like
to start with my presentation away. My talk is particularly to those of you who specialises in
medical products

3. Hello everyone, shall we get ? Thank you all for coming here today. As you probably know, my name is Olli
Lyly. Our topic today is company structure. We’re going to look at parent companies and subsidiaries.
Today’s topic will be very important for you as department heads, since I’ll need your to evaluate the
advertising campaign.

4. Good morning, ladies and .I'm that so many of you could make it today. I'm
in my function as the Head of Finance. What I’d like to to you today is financial performance of our
subsidiaries and the profit they are making. Today's topic is of particular to those of you who is
committed to creating and delivering value - value to its customers, value to its employees and value to the region.

8. Now make the opening lines of the following presentations:
Name Position Topic Target audience
1. | Nel Gwin PR Director Advertising campaign Those who are focused on product launch
Pam Stale Project Manager Focusing on public reaction Those who are committed to customer needs

3. | John Pool Head of Finance Pre-tax profit Those who are interested in financial

performance

4. | Sam Pickle | Head of | Other brands in the group Those who value retailing success

Controlling

5. | Ron Chang | HR manager Commitment of its staff Those who keep loyal to the company

6. | Deil North Business analysis How to stay ahead of the | Those who are aware of new trends

competition

7. | Matt Glad Sales Director Difficult market Those who specialize in outlets

8. | Pete Potter | Line manager Moving towards your goal Those who are directly involved in high

quality service

9. | Lima Grass | Vice President Strong culture in the company Those who appreciate new ways of meeting

the customer needs

9. STRUCTURE OF A PRESENTATION
Most formal - and many informal - presentations have three main parts and follow this simple formula:

1. Tell the audience what you are going to say = Introduction

2. Say it = Main part

3. Tell them what you said = Conclusion
There are several ways you can tell the audience what you are going to say
would like + infinitive will + infinitive
Today I'd like to tell you about our new plans. I'll begin by explaining the function.
This morning I'd like to bring you up to date on our I'll start off by reviewing our progress.
deportment. After that, I'll move on to my next point.
going to + Infinitive will be + verb -ing
I'm going to talk to you today about new developments in the I'll be talking about our guidelines for Internet use.
R8D Deportment. During the next hour we’ll be looking at the advantages of
This afternoon I'm going to be reporting on the new division. this system.

10) Complete sentences 1-8 with the correct form of the verb and a sentence ending from below.

1. you on the proposed training project give Today I'd like to

2. you up to date on SEKO’s investment plans show I’ll be

3. you how the database works talk During the next two hours we’ll be
4. you an overview of our present market position bring I’d like to

5. at business opportunities in Asia report This afternoon I’'m going to

6. on our financial targets for the division update Today I'd like to

7. Dby telling you about what Jane’s group is look This morning we’ll be

working on
8. about EU tax reform begin Today I'll

11. STRUCTURE OF A PRESENTATION

21




The purpose of the introduction is not only to tell the audience who you are, what the talk is about, and why it is
relevant to then; you also want to tell the audience (briefly) how the talk is structured, here are some useful phrases to
talk about the structure.

e I’ve divided my presentation into three (main) parts:

e In my presentation I'll focus on three major issues.

o  First (of ail). I'll be looking at.... second.... and third...

e T'll begin/start off by explaining ...
Then/Next/After that. I'll go on to ...

e Finally, I'll offer some solutions.
The most common way to structure a presentation is to have three main parts, and then subdivide them into (three)
smaller sections.

12) The project manager of a construction company is giving a presentation to his colleagues. Put the sentences in the

right order.
a) This morning I’d like to update you on the current status of work at the construction site. The information I give you

today should help you with planning your next steps,

b) For those of you who don't know me, my name is Gordon Selfrfdge. Let me just write that down for you, OK. I'm the
protect manager in charge of the Bak lower building project in Dubai.

¢) [I’ve divided my presentation into three parts,

d) Hello, everyone.

e) Then I’ll move on to the problems we’re facing with our local suppliers.

f) First of all, let me thank you for coming here today. I'm aware that you’re all busy preparing for the annual meeting
this week, so I really appreciate you taking the time to be here.

g) I’ll start off by showing you some photos of the building site and discussing the progress we’ve made Since January,

h) My talk should take about 30 minutes. Please feel free to interrupt me at any time with questions.

i) I'll end with some ideas for reducing labour costs that we've been looking into.

j)  Oh, and don t worry about taking notes. I’1l be handing out copies of the PowerPoint slides

13) Look again at these sentences from the presentation and paraphrase using the words or phrases below
AFTER THAT * BEGIN * I'M * REALIZE * RESPONSIBLE FOR * SECTIONS * TURN

I’1l Start off by showing you ....

I've divided my presentation into three parts.

For those of you who don’t know me, my name is Gordon Smith.

Then I’ll move on to the problems ...

I'm the project manager in charge of our Dubai building project.

I’m aware that you’re all busy preparing for the annual meeting
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14. STRUCTURE OF A PRESENTATION

The final part of the introduction deals with the organization of the talk: how long it will last, whether there will be
handouts, and how questions will be handled.

Timing

My presentation will lake about 20 minutes.

1t should take about 30 minutes to cover these issues.

Handouts

Does everybody have a handout/brothuee/report? Please lake one. and pass them on.
Don’t worry about taking notes. I’ve put all the important statistics on a handout for you.
I'll be handing out copies of the PowerPoint slides at the end of my talk.

I’ll email the PowerPoint presentation to you.

Questions

There will be time for questions after my presentation.

If you have any questions, feel free to interrupt me at any time.

Feel free to ask questions at anytime during my talk.

15) Match the two parts to make typical sentences.
For those of you who don’t know me

Feel free to

This won’t take more

I'll be passing out

This part of the presentation will take

Il start, off by giving you

There’s no need

There will be time

to take notes. Everything is on the handout.
about 10 minutes.

I’'m Bob Kay in charge of the software division,
ask questions at any time.

for questions after my talk.

an overview of our product range.

handouts in a few minutes.

than 20 minutes of your time.
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16). Put the words in the right order to make sentences.
1. shall OK get we started

2. my today subject presentation of satisfaction is the customer
3. will presentation thirty my about take minutes
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4. issues on three focus I’ll
5. by looking of status will the current project we the start at
6. that did know popular China car is this very in you

17) Answer the questions:

1. Do you prefer questions during or after the presentation? Why?

How do you feel about the question period at the end of a presentation?

How do you prepare for the question period?

How do you deal with questions you don't want to answer?

What do you do if you can’t answer the question?

How do you deal with dominant participants?

Do you remember a presentation in which questions were handled well/badly? What do you think went right/wrong?

A A

18) Listen to the 4 dialogues
1) And now I'll be happy to answer any questions you may have. Yes?

You were talking about software problems. What exactly do you mean by that?

Well, I mentioned earlier that the new Software is being tested at the moment. In the trial runs we’ve had more than 150 bugs
so far and at the moment we’re not sure how long it will take us to solve all these problems. Does that answer y our question?
Yes, thank you.

2) Are there any more questions? Mr Lee?

Would you mind telling us whether the new software will help to improve our company's image?

I'm afraid I don’t quite understand your question. Could you be a bit more specific?

Yes, I’d like to know whether we will also use the new software to make our company more attractive for the customer. I'm
talking about a new website, interactive applications, and so on.

Oh, 1 see, Yes, well, as t said earlier

3) I have another question. It's about the piloting stage. Which division will start piloting the software first?

If you don't mind. I'd prefer not to discuss that today. Actually, there will be a meeting next week where that will be decided.
4) Mr Martinez, you have a question?

Yes. You spoke about special training courses earlier. Could you tell us how they will be organized?

Sorry, I'm afraid that’s not my field. But I'm sure Linda Cole from (he training department could answer that question. I’ll ask
her to get in touch with you on that. Well, if there are no more questions, all that remains for me to do is to wish you a nice
evening!

19) How does the presenter deal with the questions? Find the correct strategy for each dialogue.
She answers the question

She doesn’t answer

She doesn't know the answer

She doesn’t understand the question

20) Listen again and complete the sentences from the presentation

1) And now I'll be any questions you may have. Yes?
You were talking about software problems. What exactly by that?
Well, 1 that the new Software is being tested at the moment. In the trial runs we’ve had more than

150 bugs so far and at the moment. Does that answer y our question? Yes, thank you.

2) Are there any more questions? Mr Lee?

telling us whether the new software will help to improve our company's image?

I'm afraid I don’t your question. Could you be a bit more specific?

Yes, I’d like to know whether we will also use the new software to make our company more attractive for the customer. I'm
talking about a new website, interactive applications, and so on.

Oh, 1 see, Yes, well, as t said earlier

3) I have . It's about the piloting stage. Which division will start piloting the software first?

If you . I'd prefer not to discuss that today. , there will be a meeting next
week where that will be decided.

4) Mr Martinez, you have a question?

Yes. You spoke about special training courses earlier. how they will be organized?

Sorry, that’s not my field. But I'm sure Linda Cole from (he training department
that question. I’1l ask her to get in touch with you on that. Well, if there are no more questions, all
that remains for me to do is to wish you a nice evening!

21) Match the two parts to make sentences.
Good point, but I'd prefer

Perhaps we could

Could you repeat

I’m afraid that’s

*m sure Ms Major

Sorry, i don't

I'm afraid 1 don't know that
I’'m afraid I’'m not

your question please?

deal with this at some other time.
off the top of my head.

not to discuss that today-

answer your question?

not my field.

could answer that question for you.
in a position to comment on that.
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9 Does that i quite understand your question.

22) Complete the dialogue with phrases from the box. Then listen and check.
Could you give us

Does that mean

Are there any questions

Go ahead

Excuse me

No, no, not at all

I suggest you speak to

I'd be interested

Would you mind
May I ask
- ?
—  Yes. | have a question. some background information on Track Ltd?
— Certainly. They’re one of the leading manufacturers of outdoor equipment in the UK with more than 35 factories
worldwide.

- telling us why you've chosen them as partners?

- The answer's quite simple. We were very impressed with the quality of
their products and their prices are very attractive.

- a question?

—  Yes, of course..

- to know what their terms of payment are,

— I'm afraid I can’t answer that question, Sylvia Baker -she would be the
right person to ask.

- You mentioned a London office.

we do business through them?

— That’s right. We need to discuss the details though.

23) You can face several problems while making your presentation, Read the short dialogues and see how to deal with
interruptions to your talks.

Interruptions to your talk

So, there are a number of changes to be introduced and I am sure they will have a positive effect on staff and customers.

How are you going to introduce these changes?

That's @ good question and one that I'1 1 be answering later in my talk.

You don't understand a question

Your projected figures seem to presuppose a booming economy. Is that correct?

I'm sorry, could you rephrase your question please?

The figures in your graph seem to be based on a booming - a very strong economy.

Yes, that's right. Shall I explain what I've based my figures on?

Yes please. That would be very helpful.

A question that is not on the topic

Could you tell me why the management got such a large pay rise this year ?

1‘m sorry, but that's not really part of today's discussion and I'm afraid it's not a question I can answer. 1 suggest you speak to
one of the Directors about that.

You don't know the answer to a question

What are your projections for the second term?

Erm .. .. I'm afraid 1 can't give you a full answer right now. I'll look into it and get back to you later.

An aggressive or difficult question to answer

Where did you get your facts from? 1 cannot believe that what you are saying is true! 0:/Well. actually, all my facts are from
company records You're welcome to come and check the figures after the presentation if you wish,

No questions

So, does anyone have any questions?

Any questions at all?

No? No questions?

That's fine. If anyone wants to ask anything, please feel free to speak to me individually.

OTHER EXPRESSIONS AND USEFUL PHRASES:

That's a good question and one that I'll be answering later in my talk.

Thank you for your question. Can I answer it at the end?

That's a useful/interes ting question. If you don't mind, I'd prefer to answer it at the end.
I'm sorry, could you rephrase your question please?

I'm sorry, could you simplify your question?

I'm sorry, I didn't understand the question.

Could you repeat/rephrase it?

Shall I explain what I've based my figures on ?
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Shall I... can be used to make a suggestion.

Shall I repeat my last point?

Shall I find more examples and get back to you?

... that's not really part of today's discussion ...

I'm sorry, but I'm afraid that is not really what I have been asked to talk about today.

We're not really covering that topic today.

That's not really what we are discussing today

That's not really what 1 meant

... I'm afraid it's not a question I can answer. I suggest you speak to one of the Directors about that
That is not actually within my area. You should probably speak to the Finance Director.

That's a good question, Isuggest you raise it with senior management

.. I'm afraid I can't give you a full answer right now.

I’'m sorry.I can't answer your question right now but I'd be happy to email you an answer later.
That's an interesting point. Can I answer that after the presentation?

Well, actually, all my facts are from company records.

I'm sorry. I'd rather not answer that question right now. Shall we talk at the end?

I'd be glad to discuss that with you later. As time is short, may 1 continue and we can discuss it later
Thank you for your question. Could we discuss it at the end?

You're welcome to come and check the figures after the presentation ...

I'd be happy to show you the figures after the presentation.

Please feel free to come and see the figures after the presentation.

So, does anyone have any questions ?

Are there any questions?

Any question?

Any more questions ?

24) Match a phrase on the left with the appropriate phrase on the right
1. I'm afraid it's not a topic later in my talk.
Could you rephrase to describe the details of the graph,
I should have said earlier in English?
Let me go back and explain for me to discuss.
Unfortunately time won't allow me that we have already found an answer to that question,
How do you say that Let me summarise the main points before I continue,
Where was [? how we solved the problem,
I'll be answering that your question please?
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25) Answering strategies. Choose the best response (a, b or ¢) for questions 1—8. Then define the question and the
strategy the presenter uses to answer each question.
1. When you say ‘pay freeze’, what do you mean exactly?
aldon’t know.
b So, you’re asking me about the worsening of your employ ment conditions,
¢ Let me put it in another way, ...
2. Why did you spend so much money on marketing? What was the budget for the spring catalogue? And what is the
total budget for this year?
a What is your question exactly?
b You’ve raised three points there. Let me take them one by one. First, the marketing budget,
¢ So, you want to know how much money we spent. Well, that’s a difficult question.
3. 1It’s too expensive.
a What’s your question exactly?
b So, you’re asking me about pricing structure,
¢ No, it’s not.
4. T’'m really not happy with the way you went about this. What went wrong?
a So, you’re asking about what errors we have identified in the system,
b I’m sorry you’re not happy,
¢ Nothing went wrong actually.
5. Don’t you agree that the second option is actually better?
a No, I don’t.
b So, you would like me to run through the advantages of the second option in more detail,
¢ You're asking me whether I agree with you or not.
6. I’d like to ask a question about your third option.
a I’ll be addressing that point later in my presentation,
b That’s not relevant at the moment,
¢ I don't want to answer that now.
7. So, that’s the engineering plan, but what about the budget?
a The budget’s not my job.
b I don’t know anything about money,
¢ Our financial director Michael Braun is probably the best person to answer that, Michael?
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8. Could you tell me about your company’s differential edge?
a No, I can’t understand you.
b I didn’t get that. Could you repeat your question in other words?
¢ Sorry, no, my English is not good enough.

26) Watch video — Presenters answering questions.
1) Q: Are we talking about the whole of Ukraine here’ How many people are we going to train?

Svitlana: Thank you very much for your question So, you’re asking horn many people we’re going to train. We’re ...

2) Q: So, what does a person normally earn in Ukraine?

Svitlana: You're asking what is the salary of average person in Ukraine. It's a very low salary. But, we’re not speaking about
ordinary people ....

3) Q: Could you tell us a little bit more about the kind of training that you’re envisaging giving these people? And hou' it
would benefit companies?

Svitlana: Your question is about how ... what is the training we are going to provide to these specialists and hou' the companies
would benefit. Let me take your question in two parts. So, the first question is what is the training about. This training will be
provided by a very well-recognised company in Germany ... And, let me come back to your second question, how the
companies would benefit. The thing you do, the companies would pay only £100,000 which 1 believe you will agree with me is
nor a very big amount for such a big company .but after that you can have as many specialists as you want.

4) Q: I was wondering how are you going to convince these people to work for half a salary?

Svitlana: Thank you for your question. Your question is about why would these people agree to work for half a salary.

5) Q: So, in your opinion, how many genes cause disease.

Zhan: Horn many genes cause disease. Well, that's a very good question and it's also a very difficult question to answer
because the answer is we don’t know.

6) Q: I’ve got a question. How do you know a gene is a disease gene?

Zhan: How do we know a gene is a disease gene. Well, as 1 say, after this analysis we have a list of candidate genes that could
be a disease gene. We then send off these results to biologists who will confirm our findings,

7) Q: Can I first ask a question about these pills? I mean, are they expensive to produce! Are they likely to be available to
everybody who has this kind of genetic gene!

Zhan: Eight. So, first of all, are they expensive to produce. Well, I'm afraid I'm first involved in discovering these disease
genes. So, this is something that the pharmaceutical companies will have to come up with and, I'm afraid, that I can’t answer
that question. The second pan of the question is ... sorry, remind me, what is the second part of your question!

8) Q: If I understand you correctly, you're promoting IP as a positive thing to teach in schools, But, what are the negative
effects?

Cesar: So, the question is the negative effects of IP teaching in schools. Wei!, I’'m glad you asked the question because it’s a
very interesting question, but at the same rime it’s a bit -1 would say - highly topical at the moment. It's more to do with the
philosophy of IP.

9) Q: That was my question actually. I understand ... How can we finance, this The extra cost.

Cesar: So, the question is budget.

10) Q; So, are you saying that teaching IP is a good thing!

Cesar: If I understand you correctly, you’re saying if 1 am advocating the positive things of IP. I haven't actually got to that
point. I think at this stage I’m actually giving you the facts. I'm actually giving you the whole picture. I'm going to come down
to that point later on. So, if you could just hold onto that, I would really appreciate it.

27) What strategies do the presenters use to answer the questions? Match the number of the dialogue and the strategy.

a The presenter paraphrases by using the original wording of the question and makes it clear he / she can’t answer the question,
b The questioner interrupts and uses a sequence of questions. The presenter accepts the question and answers it non-
defensively even though he / she is at a critical point in the presentation. The presenter paraphrases and answers the first
question. He / She asks for repetition of the second question. (If the second question was difficult, the presenter might be lucky
as the questioner could have forgotten the second or even third question!)

¢ The questioner uses a sequence of questions. The presenter paraphrases and answers the second question. The questioner is
responsible for the sequence and the presenter can't be expected to remember the whole sequence. The presenter clearly gives
the answer to the whole audience.

d The presenter paraphrases the question. He / She switches the emphasis from ‘convincing’ to ‘agreeing’ in the paraphrase.

e The presenter paraphrases by using the original wording of the question and answers it by referring back to an earlier point.

f The questioner uses a sequence of questions. The presenter separates the questions and points out that there are two
questions. He / She paraphrases and answers both fully.

g The presenter paraphrases the question and answers it very briefly but goes on to point out that the question is not relevant.

h The presenter paraphrases and asks for clarification. He / She then refers the question forward to a later point in the
presentation, demonstrating effective management of the presentation.

i The presenter paraphrases and takes the question in the direction the presenter feels is necessary. He / She gives himself /
herself thinking time with the paraphrase and some standard phrases.

j The presenter paraphrases and uses more positive vocabulary in the paraphrase.

28) PRESENTATIONS TASKS
Student A:

STEP 1
Think of a subject you know quite a lot about but your study partners don't. It could be something to do with your job or a
personal interest. Spend 15-20 minutes preparing a S-minute talk on this subject.
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STEP 2

Give your talk. Make sure you speak for at least 5 minutes. Speak as fast as you can and imagine that you are talking to a
group of experts in your subject. Don't worry about your grammar, your vocabulary or your pronunciation. Just keep talking!
Your partners should interrupt you as often as necessary to check they understand.

STEP 3

Answer the questions from your group-mates.

Student B:

Listen to the presentation of Student A. Prepare the questions:

What exactly did you mean by ?

Could we go back to what you were saying about ?

How did you arrive at the figure of ?

I think I misunderstood you. Did you say ?

You spoke about Could you explain that in more detail?

Going back to the question of Can you be more specific?

You didn't mention Why not?

If I understood you correctly, Is that right?

I'm not sure 1 fully understood Can you run through that again, please?

10. There's one thing I'm not clear about: Gould you go over that again, please?

II1. ICUXOJIOIT'NYECKHUE OCOBEHHOCTH PABOTHI B I'PYIINE

1. Key Vocabulary
Most people work because they need to earn a salary, but money is not the only motivation or reason why people work. People

get job satisfaction from different factors, such as social interaction with colleagues. Status, that is your professional position,
and achievement, doing something well, can be important. Some companies really value their employees and see them as the
company's main asset. Managing people well can lead to better results and higher productivity for the company, but this can be
difficult to do. People respond differently to different styles of management. Some organisations give their workers freedom to
develop their roles and others don't.

2. Look at the survey below, then choose six factors which are important for you. Compare them with a partner.

Factors considered when choosing your first job

I want to: % of graduates I want to: % of graduates

enjoy my job 72 be passionate about the industry I work in 30
like the people I work with 70 have job security* 30
have enough money to afford the things I enjoy 64 be in control of what I do 27
receive training 63 have a lot of freedom at work 21
find the work stimulating 57 work for a well-known company 18
have an inspirational* boss 41 not have to work overtime or at weekends 17
have a good social life 40 have a job that will take me abroad 16
have the opportunity to take professional 39 have an excellent salary 15
qualifications

work for a respected* company 35 have other people think what I do sounds good 11
have a position of responsibility 30

inspirational: motivating
respected: people think well of [the company]
job security: no worry about losing your job
3. Managers have to learn how to be teachers, counsellors and friends ... Charles Handy (Management specialist)
Work in pairs and discuss these questions.
1 Do you agree with Handy's view?
2 What is the main role of managers in companies in your country?
3 How much control should employees have over their own work ?
4 How much should the manager control what the employee does?

4. Dan Goldman has a performance appraisal with his line manager, Philippa. They discuss his performance since the

last meeting and set targets for the next meeting in six months' time. Listen and complete Philippa's notes.
1) Appraisee’s performance in the past six months

Dan is getting on well. He the work, particularly pleased with
2) Areas where appraisee needs to improve

Time-

3) Action to improve performance in these areas

Intentions

He is going to ,

Definite

He is doing . Mr Hensman the course.
Compare your notes with a partner.

5. In the second part of the interview Dan talks about:
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a) Difficulties with his boss

b) Optimistic ideas about his future in the company
¢) Time-management course

d) Unrealistic deadlines set for the team

PT: Right, Dan. You know that the aim of this appraisal is to look at how you're doing and to

identify any areas where you need to make some changes. So, what's your ? How are you getting on?

DG: Pretty good, I guess. I'm really enjoying the work here.

PT: That's good to hear. Is there anything you're particularly pleased with?

DC: Erm, yeah. I was very with the way things went on the Silverton project. It was a great team - really
to work with them, and to learn from them.

PT: Good, yes, I think you worked really well on that project ...

PT: OK. So now are there any aspects of the job where you think there is room for ?

DC: Well I'm still having some difficulties with my time

PT: Why do you think that is?

DG: I guess I'm a bit too optimistic about how much I can do in a day! But I really do want to get better at organising my time.

PT: OK. So what are you going to do about that?

DC: Well, I'm going to try to more, to deal with the things that are really important. I'm also

going to set myself more realistic

PT: Good, OK, that sounds sensible.

DG: And, I've finally got a place on a time management course and I'm doing that next month.

PT: Excellent. Who's it this time?

DG: It's Scott Henman.

PT: Oh, he's good. I think that will be very useful.

6. Answer the questions:
1 When are you going to spend time in an English-speaking country?

2 What time are you going to leave today?

3 What are you going to do this evening?

4 When are you going to apply for a new job?
5 What type of job are you going to apply for?

7. Work in pairs. Juan, Aleka and Chan each have a different objective. They write a list of action points to meet their

objective. Decide which points belong to which person.
Objectives

» Chan: spend more time with my family
» Aleka: buy a new computer because I want to work from home
» Juan: get a new job
Action points
buy magazines to get more information
talk to a careers consultant
consider what gives me job satisfaction
decide exactly what I need and find a product that matches my needs
do research to see what jobs and companies match my values
leave work earlier
not take work home at the weekends
start work earlier
talk to people who have different kinds of computers
Now write sentences to describe Juan, Aleka and Chan's intentions.
Example: Chan is going to leave work earlier to spend more time with his family.

O 00 1O DNk~ W~

8. Now think of three objectives which are important to you and write an action plan to reach each objective. Compare
your objectives and action plan with a partner.

9. Read the recruitment advertisement and answer these questions.
1 Who is advertising?

2 Who do they want to recruit?
3 What is the name of the programme they want the recruits to join?
4 What is the main quality they are looking for?

Graduates/Final Year Students

Priceless training. Free thinking
Bring us free thinking and we'll give you invaluable training for a unique career.
Our 4 year Fast Stream Programme will give you an insight into the development of government policy, the complexities of
tax law and practice, and how a major organisation is managed. You will learn how different types of business operate and
develop your skills so that you can take on the wide range of career opportunities we offer.
Determined, with excellent interpersonal and communication skills, a strong analytical mind and the confidence to make
critical decisions, you'll need the drive and self-discipline to take on growing responsibilities and demanding exams at the
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same time. You'll also need to have, or be expecting, a first or second class honours degree, and be free to join us in July in
London or a range of locations in southern England and the Midlands.
In return, as well as exceptional training, you can expect a starting salary between around £14,000 and £21,000 depending on
location, qualifications and experience. If you meet our expectations you can expect to be earning £30,000 in 4 years.
For further information and an application form, write to Inland Revenue, Fast Stream Development Programme, HR Division,
PO Box 55, Mowbray House, Castle Meadow Road, Nottingham, NG2 I BE quoting reference FS/G2. Telephone 01150974
0696. We must have your completed application form by 6 November.
The Inland Revenue is an Equal Opportunities Employer.

Development Programme

10. Read the advertisement again and complete the sentences with a verb.

1 We will you invaluable training for a unique career.

2 TheFast Stream Programme will you insight into government policy.
3 You will how different types of business operate.

4 You will drive and self-discipline.

5 We will not on grounds of gender or race.

6 They accept applications after 6 November.

11. Use these prompts to write six sentences.
Example: Inland Revenue/give/training = Inland Revenue will give you training.

1 You/learn/management skills
we/offer/excellent training

you/earn/£14,000 - £21,000 per year
you/take/exams

Inland Revenue/not/discriminate against you
you/live/Southern England

2
3
4
5
6

12. Phone to find out about the job. Ask about:

Fantastic Job

Opportunity
In 1T

to find out more.

o opportunities to use my languages?
o work abroad?

. receive training?

] date of interviews? ( When ...?)

13. Listening:
Morna Lawson talks about various aspects of work. Listen and complete the notes.

Job satisfaction

1 Three things that are important to Morna in a job:
Management styles

2 She likes a manager to be a , but at the same time to be In other words the
manager allows her to get on with it, but is there to her.

Workplace culture

3 Spain and Britain are probably similar now, but when Morna worked in Spain she noticed that

Managers
4 Morna's favourite manager was a . She allowed her to get on with the work and to
(it wasn't the end of the world) and Morna

14. How would you like your manager to be? Choose three descriptions.
SUPPORTIVE HANDS-OFF AVAILABLE

A GOOD TEACHER UNDERSTANDING INSPIRATIONAL

15. Morna talks about the workplace cultures in Britain and Spain. Look at your notes and choose a sentence that
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matches what she says.

a The Spanish live to work and the British work to live,
b The British live to work and the Spanish work to live.
What is the workplace culture in your country like?

16. Look at the cartoons and say which figures you think represent men and which represent women?

confrontational, competitive

personal
achievement
comes first

share credit for success
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collaborative

forceful, self-protective, challenging, direct

in control

Hew's your
g{.wghter?

i

welcome contributions talk about personal matters

hysterical

Men Women

17. Read the text. The text has eight main sub-sections. Match the cartoons on page 88 to the sections.
Men and women do things differently. There are, of course, exceptions to every generalisation, including this one.

Cristina Stuart is a managing director of Speakeasy Training, a consultancy that runs courses for men and women working
together. Here she describes a few key differences between the sexes in the workplace.

1 Working together

The male approach to business is competitive, direct and confrontational. The end justifies the means.* Personal status and a
focus on the individual are important.

The female method is collaborative. Collective action and responsibility are more important than personal achievement. Lateral
thinking*, as well as goodwill and the well-being of the individual, are also of great importance.

2 Tackling problems

The male approach is to go to the heart of the problem, without taking into account secondary considerations. The female
preference is to look at various options.

3 Body language

Male body language tends to be challenging. Female body language tends towards self-protection. A stereotypical female pose
is sitting cross-legged; the male sits with legs apart to give an impression that he is in control.

Male behaviour can include forceful gestures for example banging a fist on the desk for effect. The female style does not
usually include aggressive gestures.

4 Language

The male way of speaking does not encourage discussion. Women tend to welcome others' opinions and contributions more.

5 Conversation

Men like to talk about their personal experiences and achievements or discuss 'masculine' topics such as cars or sport. Women
tend to talk about staff problems and personal matters.

6 Meetings

If a woman does not copy the male confrontational style, she is often ignored.

7 Self-promotion

Men find it easy to tell others about their successes. Women tend to share or pass on the credit for a success.

8 Humour
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Men's humour can be cruel - a man’s joke usually has a victim. Female
humour is less hurtful. A woman often jokes against herself.

CAVEAT

Many men have a female style of working. Equally many women have a male approach.
As Ms Stuart says many of the current management theorems - flatter organisations*, empowerment, managing by consensus*
- have a female style to them.

* the end justifies the means: it doesn’t matter what methods you use; success is the only important thing
* lateral thinking: thinking in a creative way, making unusual connections

* flatter organisations: organisations in which there are fewer managers and people have equal status

* managing by consensus: managing by getting everyone to agree

18. According to the text, which of these phrases are typically used by men and which by women?
Example: 'It's very simple. The point is ..." = Men because 'the male approach is to go to the heart of the matter'.

1 'But we need to take account of
2 'You look worried. What do you think about the new plan?'

3 'That's rubbish!'

4 '] built the department from nothing.'
5 'Thanks for your kind words, but this really was a team effort.'
6 'It was so funny. He looked ridiculous!'

19. Work in groups and discuss the questions.
1 What is the style of male and female managers in companies in your country? Are they similar to the ones outlined in the

text?

2 Do you think there is a difference in style between men and women or is any difference usually because of personality?

3 Do you know any men who have a 'female' style of working? or women who have a 'male’ style of working?
4 Do you find it easier to work with men or women? Why?

6 Choose a spokesperson in the group to make a presentation to the whole class, summarising the opinions in the group.

20. Word building. Complete the table with words from the text then mark the stress

VERB NOUN ADJECTIVE
1. to compete (with) competition competitive
2. to confront confrontation
3. to collaborate collaboration
4. to control controlling
5. encouragement encouraging
6. to achieve achieving

21. Complete the following sentences using one of the words from the table.

1. It was a great

5. It's impossible to

22. WorKk in pairs. Look at the cartoon and d

to win the company's prize for excellence.
2. This is a really difficult job at times. I'd like a bit of

3. I hate having meetings with Alan. He's always aggressive and
4. TIdon't like working on my own, I need other people to
events, but you can influence them.

from my boss occasionally.

with.

iscuss what you think the job of a tour representat

WILL BE
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23. Listen and complete the gaps.
Name: Lisa Crawford

Job title: Tour representative
Company she works for:
Perks:

Ratio of men to women:
The job involves
I'm responsible for
I have to deal with
It also involves

24. Look at the list of jobs. Listen and identify which of these jobs the speaker describes.
&

Customer Services Manager Shoe Designer

Personnel Officer Shop Assistant

»
Managing Director ‘ Advertising Executive

25. Work in pairs. Choose one of the other jobs and describe it to your partner. Your partner has to guess which job it

is.

26. Think of a job; vour own job. or one vou would like in the future. Write a list of:

J the responsibilities
J the perks or extra benefits
J details such as the ratio of men and women colleagues

IV. MIEPETOBOPBI KAK ®OPMA JIEJIOBOI'O B3AUMO/JIENCTBUS

1) Work with a partner. Ask him or her the questions below and make a note of the answers. Then tell the class what
you found out.

1. How often do you make phone calls in English?

2. When was the last time you made or received phone call in English? How was it?

3. Who do you normally speak English to on the phone? Are they native speakers or non-native speakers of English?

4. What do you find most difficult about telephoning in English?

5. Describe your worst experience with an English phone call.

2) Three people are calling the company Micah Information Systems. Listen to the three dialogues and complete the
table.

Calll Call2 Call3

Who is calling?

Who does he/she want to speak
to?

Does he/get through?
If not, why not?

What will happen next?

3) Listen again and complete the sentences from the dialogues.

1 Micah Information Systems. Sylvia

2111 Mr. Seide you

3 It's Karen Miller

4 1 actually to speak to Maria.
5 Just on a moment while I make the

6 I'm Maria's line is

7T try later.
8 Let me just a pen.
9 Nice to from you.
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10 I'm actually talking to someone on the other

Which sentences (1-10) can be used:

ato say who you are? 1,3

b to open a conversation politely?

¢ to say who you want to speak to?

d to put a caller through to another person?

e to say that somebody (or you) can't talk now?
f to say you will call again later?

g to take or leave a message?

4) Match the two parts to make questions from the dialogues.

1 Could I speak a my mobile number?

2 Can I take b through to her?

3 Could you ask ¢ have your number?

4 Could you tell me d back in ten minutes?
5 Does Mr. Seide e your name again?

6 Is she there f a message?

7 Shall I put you g ask what it's about?

8 Can I just h at the moment?

9 Can I call you ito Jorg Seide, please?
10 Have you got j him to call me back?

Now match these answers with the questions. Sometimes more than one answer is possible.
A Certainly.

B Yes, he does.

C Sure, no problem.

D My name is John Ellis.

E Yes, I have. F That would be great

G Yes, she is.

H I'm afraid he's in a meeting.

I Ineed to ask her about the project meeting next week.
J Yes, please.

5) There are usually two ways of saving the same thing: a formal way. or a less formal way. Find pairs of expressions
with the same meaning and complete the table.

Can I speak to Bob, please  Certainly Could I speak to Bob, please?
Thanks What's it about? Could you please hold? Hang on a moment.
Can I just ask what it's about? Shall I put you through to her? Sure.
Do you want to speak to her?  Thank you.

MORE FORMAL LESS FORMAL
Could I speak to Bob, please? Can I speak to Bob, please?
USING FIRST NAMES

Whether we use first names or surnames (family names) with people in English normally depends on the relationship we have
with them. Here are some tips.

. As a general rule, do what the other person does. So if the other person uses your first name, use their first name when
you speak to them. One important exception: if the other person has a much higher status than you (for example if you are a
secretary and they are a manager) then sometimes it is better to use their surname, even if they use your first name. It depends
on the company culture.

. If it is the very first time you speak to a person, you should probably use their surname.
. If you have had contact with the person before (even if it was only on the phone), you can normally use first names.
. If the person is an important business contact you should definitely try to use appropriate. It is a sign of a close

working relationship.

6) There are different ways to give our names on the telephone. Match the sentences with the explanations. (Careful:

one sentence below is not used on the telephone!)

1 This is Gordon Wallis. a You say this when you answer the phone.

2 It's Gordon (Wallis) here. b You say this when you call a company and you
3 Here is Gordon Wallis. Don’t know the person who answers the phone.

4 Gordon (Wallis) speaking. ¢ You say this when you call someone you know.
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7) Listen to the three phone calls again and answer who uses surnames? Why? Who uses first names?

GIVING 'BAD' NEWS

It is very common for native speakers to use /'m afraid or I'm sorry when giving 'bad' news, for example when saying someone
is not available.

I'm afraid Mr. Seide is in a meeting.

I'm sorry, but Mr. Seide is in a meeting.

If you do not use I'm afraid or I'm sorry, the sentence sounds very direct and impolite to a native speaker.
The word is also often used to make a statement more polite. For example, it can be used:

+ instead of saying the word rno.

A: Does he have your phone number? B: Actually, I don't think he does.

» when we change the subject (e.g. when we change from small talk to talking business).

Your holiday sounds fantastic. Listen, Sandra, I actually wanted to speak to Maria.

* to say something which is inconvenient or annoying for the other person, in a polite way.

Can I call you back? I'm actually talking to someone else on the other line.

Careful: actually is not the same as current(ly) !

8) Rewrite the underlined sentences below with I'm afraid or actually.

1. I'm trying to get through to Jake Woodward. He asked me to call him this morning.
I'm actually trying to get through.

2. Marie Dupont. You're from France, aren't you? - No, I'm from Belgium.
3 Can I talk to Kevin Shields? - He's not here.

4 Would you like to leave a message? - No, I'll call back later.

5 Can I call you tomorrow? - I won't be in the office tomorrow.

6 Heather's line is engaged. Shall I tell her to call you back?

9) Often when we telephone we have to deal with communication problems. Listen to the dialogues and match them

with the problems. Sometimes more than one answer is possible.
CALL

a The caller is speaking too qUICLLY. .......c.ouiitiiitii e

b The person called didn't understand what the caller said ..................ccoooiiiinn.

¢ The person called wants the caller to say something again. ..................ooooiiin.n.

d The caller is speaking t00 faASt. .......cccereririirireniieiet ettt

e The caller has called someone by mistake. ............coooviiiiiiiiiiiiiiiii e

f The person called doesn't know how to write @ WOrd. ............ccovvviiriiiiineiiiiiiiinenns
g The phone itself is making a 1ot 0f N0ISE. ........ooviviiiiiiiii e,
h The previous call was cut off and the caller has to call the other person back. ...............

10. Now complete the extracts from the dialogues with words from the box.

slowly up cut line catch spell could wrong

1 Sorry, I didn't that.

2 Sorry, you repeat that, please?

3. Sorry, can you speak a bit, please?

4 Sorry, I think you have the number.
5 Sorry, this is a really bad

6 Sorry, we got off.

7 Sorry, could you that for me, please?

11) Read this telephone conversation. Choose the correct words or phrases in italics. Focus on the Modals.

Ms Green Could/couldn’t 1 speak to Mr. Boutin please?

Mr. Boutin Speaking.

Ms Green Hello. I am/This is Sarah Green from London. I understand you would /ike me
to/that I make a few changes to your itinerary.

Mr. Boutin Yes, that’s right. I prefer/would prefer to see Ms Watson and Mr. Flavell before I
meet Mr.Trigg. Would you mind/Would you like arranging that for me?

Ms Green Yes, of course/No, not at all. I’1l set up a meeting with Ms Watson at eleven o’clock
and Mr. Flavell at twelve.

Mr. Boutin Perfect.

Ms Green And do/would you still like to go to the seafood restaurant for lunch? Perhaps at
one instead of twelve?

Mr. Boutin Yes, I will/that would be nice.

Ms Green Good. There’s just one other thing though. Mr. Trigg won’t be able to see you until
four o’clock. That doesn’t give you much time to so would you mind if 7 booked/
me to book you on a later flight back?

Mr. Boutin Yes/No, that’d be OK.

Ms Green There’s one at 8.15. I’ll try to book you a seat.
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Mr. Boutin Thanks. I’ll leave it to you then. Would you/Would you mind give me a ring later on
to confirm everything?
Ms Green Yes, of course.

12) Role-play. Work with a partner to practise the dialogue below.
A

Answer phone.

Respond.

Person is unavailable.

Say why and offer to take message.

Take message

B

Say hello and make some small talk.

Change subject and ask to speak to somebody.
Leave message.

Say thank you and goodbye.

USEFUL PHRASES

Giving your name

Gail Jones speaking.

This is Robert Smith from ABC Enterprises.
Hello, Jane. It's Elena Gonzalez here.

Getting through to the right person
Could/Can I speak to Mark, please?
I'd like to speak to Ellen Baker, please.
I actually wanted to speak to Pat.

Is Pascal there at the moment?

Making the connection

Shall I put you through to him/her?

Can I just ask what it's about?

Could you please hold?

Just hang on a moment while I make the connection.

When the person isn't available

I'm afraid his/her line is engaged.

I'm afraid Pat isn't available at the moment.
I'm afraid she is in a meeting.

Can I take a message?

Would you like to call back later?

12) What advice would vou give to someone to help them telephone successfully? Work with a partner to make a list of
tips. Then read the article and discuss it.

Successful telephoning
Phone calls can often be challenging in your own language, but when you're speaking a foreign language they are even more
difficult. There's no body language to help you, the audio quality is not always perfect, and there is more time pressure than in
a face-to-face conversation. Below
are some tips to make telephoning in English less stressful.
1. If you have to make a difficult phone call, spend a few minutes preparing first. Think about what you want from the phone
call. What might the other person say? Make notes of English phrases you can use during the call.
2. Try to relax. Make sure you have enough time for the call, and don't hurry. It's better to have a successful ten-minute call
than an unsuccessful five-minute call.
3. Sometimes receiving an unexpected call can be very stressful. To give yourself some time to prepare for the call, you might
want to tell a 'white lie' (I'm sorry, I'm actually in a meeting right now. Can I call you back in ten minutes?) and call back when
you feel more confident.
4 It's important to make a little small talk with the other person before you talk business, but don't spend too long chatting. Get
to the point of the call quickly. If you're talking to a native English speaker, listen for words like well, so, and anyway these are
signals that it's time to talk business.
5. Speak more slowly and at a lower pitch than you would during a face-to-face conversation. It makes you sound confident,
helps the other person to understand you, and calms you down if you are nervous.
6. Don't be afraid to ask a caller to repeat something (I'm sorry, I still didn't catch that. Could you say it again more slowly?).
It's better for the caller to repeat a piece of information five times than for you to write down the wrong information.
7. Smile! Although it sounds strange. the other person can hear if you are smiling - it makes your voice sound friendlier.
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14. What is the thing vou find most difficult on the telephone? How could vou make it easier?
Can vou think of five things vou could do to improve vour telephone skills in English?

15.) Memorize the following telephone phrasal verbs and make up sentences of your own.

Telephone phrasal verbs

Cut off Han

tointerrupta
telephone
conversation

to succeed ir;
speaking tosb on
the telephone

to wait for a short
time

/ Hang up
toend a telephone
conversation and
% putthe phone

Call back

toanswer a to connect by
telephone call telephone

totelephone sb
again orin
return

Hold on

to wait fora
shorttime

Break up
to become
inaudible over
the telephone

Speak up

tospeak louder

vk.com/English_ - _Fun

16) Use the verbs below in their correct form to complete the paragraph.

* run ¢ cut * switch ¢ get « hang (x2) ¢ call « put
I tried to call him on his mobile several times, but he had 1) it off, so I tried his office. His secretary told me to hold the line
and she would try to 2)  me through. I had been 3) on for about five minutes, when my card 4) out and I got 5) off. [ went
to a public phone box and tried again, but this time I just couldn't 6) through to his company at all. I had given up, when my
mobile phone rang. It was him! "Mark," I said, "at last." "Sorry, Fred," he said - "can I 7) you back in five minutes?" Before I
could say anything he just 8) up. I'm still waiting to talk to him.

17) Read the text, choose the correct verb forms in italics.

Get active with your listening
Imagine you are calling an important business contact. The person says/said he is in a hurry and only has five minutes for the
call. While you talking/are talking, you hear/are hearing him typing on his computer keyboard, and he continually interrupts
you while you are trying/tried to talk. How would you feel?
The above description is an example of a bad listener. Everyone learns at school how to read and write, but normally we are
never taught how to listen. However, effective listening is one of the most important communication skills.
Here are some things you can/can to do to improve your active listening skills.
1. Remove distractions. Make sure the place where you are telephoning/telephoning isn't too hot, too cold, too noisy or too
uncomfortable.
2. When you're on the phone, don't type/type, tidy your desk or organize your papers. The noises you make will tell/won’t tell
your partner that you're not listening.
3. Forget/don’t forget about your own problems and tasks while talking to your partner. You concentrate/can't concentrate on
what someone else is saying if you think/are thinking about your 'to do' list.
4. Regularly summarize what your conversation partner has fold/told you, to show that you are listening ('So what you mean
is .. .!, 'If I understood you correctly, you want to ... '). This cant/can also help your partner to move forward in the
conversation.
5. Be honest with your partner. If you aren t/weren't paying attention to what they said, or if their English is/isn ’t too difficult,
tell them and ask them to repeat what they said (‘Sorry, could you say that again?', 'I'm sorry, but I'm finding/I finding you
difficult to understand. Could you maybe try to talk in simpler English, please?" ).
6. Wait until the other person has stopped/stopped talking before you will decide/decide what to say next. If you are constantly
thinking about your response, you won't be able/will be able to concentrate on what they are saying. Use phrases like 'let me
see', ' see what you mean', or 'I just need to think for a moment' to give yourself time to think about what to say next.
7. Learn listening skills from other people. Pay attention to how other people (especially native speakers) show you that they
are listening/were listening.

18) Arno Maier works in a small import/export company in Hamburg. Listen to the two calls Arno makes and receives

and complete the sentences and questions below.

Call 1.

I have a question (1) your relay switches.

Are you the (2) person to ask?

What (3) your question?

Could you (4) me what the unit price would be for orders over a thousand units?
That was the RS 877, (5) ?

Sorry, I didn't (6) the second price.
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Call 2.

I'm (1) about the order you faxed us yesterday.
I just wanted to (2) it.
Do you have a (3) ?
Would you like me to (4) that for you?
Let me just (5) that back to you.
Sorry, what was the post code (6) ?
HOW TO BE LESS DIRECT

Generally in English, the less direct a sentence is, the more polite it is. For example, we often use

the past tense (was, wanted) instead of the present tense (is, want). The past tense is more polite, because it's less direct.
What was your question?

1 just wanted to check .. .

I'wanted to ask about .. .

Similarly, we often use could and would to make questions or statements less direct.

Could you tell me what the price would be? (instead of Can you tell me what the price is ?)

What would be your preferred means of payment? (instead of What is your ... 7)

19) Rewrite the sentences below to make them less direct, as in the example.

1 What is your question?
2 Can you tell me your name?
3 1 just want to check the address.
4 What is your name again?
5 What do you want to know?
6 What is your charge for delivery?
7 How long does it take to send it?

ACTIVE LISTENING STRATEGIES

Active listening strategies can help you to communicate more effectively on the telephone.
When listening, say words like right, uh huh, got you, yeah every few seconds to show that you are paying attention. The other
person feels more relaxed because it's clear that you are there and actively listening to them.
Check each piece of information that the other person gives you - even if you think you have understood everything perfectly,
you might have actually misunderstood something the other person said.

You can do this by:
* Echoing, in other words by repeating what the other person said, to make sure you understood correctly:
A We can deliver on Tuesday. B Tuesday. Right.
* Asking for clarification:
A Our address is 40 George Street. B Sorry, did you say 40 or 14?7
* Reading numbers and other important pieces of information back to the other person:
A My number is 2389 5354. B Let me just read that back to you. So that's 23895354 .
You can also ask the other person to read a number back if they don't do it themselves:
Can you just read that back to me?

20) Complete these extracts from a telephone conversation with words from the box.

And your name was Did you say Let me just read that back to you
So that's Sorry, was that ~ To Poland

1 Iwona Well, first of all, how long would it take to ship a consignment to Poland?
George (1) ? I would say between a week and ten
days by sea. We could also send a shipment via air freight, but that would naturally
be more expensive.
Iwona (2) a week to ten days?
George Yes, that's right.

2 Iwona So that's 58 for Gdansk, then 61 345 3.

George (3) 3453 or 24537
Iwona It's 34 53.
George Right. (4) It's 00 48 5861 3453.
Iwona Yes, that's right.
3 George Great. (5) Iwona ... ?
Iwona Jakubik. That's spelt J-A-K-U-B-I-K.
George (6) Iwona Jakubik. J-A-K-U-B-I-K. Got you.




one answer is possible each time.

1. I would like to order 50 units. Sorry, did you say '50 or 1'5 units? I OK so that's '50 units.
2. Our address is 98 King Street, Hull.
3. My phone number is 0912103885.
4. The meeting is on Thursday.
5. My name is Oliver Prentice.
6. The new price is €72.90.

22) Put the words in the right order to make sentences

1. have you pen do a?

2. six order A is elephant for Venice two zero E V the for number for apple.

3. D for Bob that B was or David for?

4. address D Tom at his hyphen dot Baker E mail is Martins (tom-baker@martins.de).
5. didn't that sorry I catch , thirteen did thirty say or you?

23) Match each polite question on the left with a sentence from the right that has a similar meaning.

Modals.

1. Would you mind if I went to the bank?  a) Do you want to go to the bank?

2. Would you mind going to the bank? b) Go to the bank, please.

3. Would you like me to go to the bank? c) Please may I go to the bank?

4. Would you like to go to the bank? d) Do you want me to go to the bank for you?

Rewrite these sentences as polite questions.
1. We can pay you in advance if you want.

Would you ?
2. 1d like a day off next week. Is that OK?

Would you ?
3.1 can send you our latest annual report. Do you want me to?

Would you ?
4. Do you want to fly Business Class?

Would you ?
5. Please wait a few minutes. The manager is busy at the moment.

Would you ?
6. May I pay by credit card?

Would you ?

24) Read the telephone conversation.
Mr. Lopez Could you put me through to Mrs. Clark, please?

Receptionist Who are you?

Mr. Lopez Jorge Lopez

Receptionist What?

Mr. Lopez Jorge Lopez.

Receptionist Wait.

Mr. Lopez  Hello. This is Jorge Lopez.

Mrs. Clark What do you want?

Mr. Lopez Could we arrange the meeting to discuss our contract? Are you free this Thursday?
Mrs. Clark No.

Mr. Lopez Oh, that’s a pity. How about Friday then, or next Monday?
Mrs. Clark Friday or Monday is OK. I don’t care which.

The two people Mr. Lopez talked to were not polite. Write what they should have said.
1. Who are you?

2. What?

3. Wait.

4. What do you want?
5. No.

6. 1 don’t care which.

25) Role-play. Use the Useful Phrases below and make a phone call with you partner.
Student A — CEO assistant — answers the questions
Student B — a manager of the company — asks questions to find out the following information:
1. Find out the time of the company meeting
Find out who will be present
Find out what issues will be discussed
Find out what documents you need to prepare for the meeting
Find out if you can bring a foreign colleague to the meeting (and explain why you want to invite
him/her)

AN
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USEFUL PHRASES

Opening the call

I'm calling about ...

I have a question about ...

I wanted to ask about ...

Are you the right person to ask?
Exchanging information

What was your question?

What would you like to know?
Could you tell me ... ?

Checking information

Would you like me to spell that for you?
Did you say ... ?

Sorry, I didn't catch that.

Let me just read that back to you/
Let me just check that.

26) Role-play. Make up a phone conversation on any business topic.

5. OueHo4YHbIe MaTEepPUAJIBI MPOMEKYTOUHON ATTECTANMM 0 JUCHUILIIHHE

5.1. 3a4ér ¢ oUeHKOl NPOBOAUTCH ¢ NMPUMEHEHUEM CJEAYIIIUX MeTOA0B (CpeacTB): 3adeT C
OLIGHKOM BBINIOJHAETCS B YCTHOH ¢opme. JIOMyCKOM K 3adeTy SBISETCS BBINOJIHEHUE 3a/JaHUil B
JTUCTAaHIIMOHHOM opme Oosiee ueM Ha 85 %.
B cnyuae mnpoBeneHuss INpOMEXKYTOYHOU
miaTdopma Moodle u Teams.

arrectaiuiu B AOUCTAHIOUOHHOM PCXKUMC HCIOJIb3YyCTCA

5.2. OneHOYHbIE MATEPHUAJIBLI IPOMEKYTOYHOM aTTECTAIIMHU

KoMmoneHnT
KOMITETEHIIHH

IIpoMeskyTOYHBII/KITI04EBOI1
HHIUKATOP

Kpurepuii onenuBanus

YK-3.2: Criocoben
aHAIU3UPOBATh
BO3MO’KHBIE ITOCJIEICTBUS
JIMYHBIX JEHCTBUM U
TUIAHUPYET CBOM JIEUCTBUS
JIJISE TOCTYOKEHUS
3a/IaHHOTO pe3yybTaTa

AHanu3upyeT BO3MOXKHBIE
IIOCIICICTBUS JINYHBIX ACHCTBUN
U TUTAaHUPYET CBOM EHCTBUS IS
JOCTIDKEHUS 3aJaHHOTO
pe3yibTara

OcymiecTBisieT 0OMeH
uHpopManuei, 3SHAHUSIMH U
OIBITOM C WICHAMH KOMaH/IbI;
OIICHUBAET UJICU JIPYTHX YICHOB
KOMaHJIBI JJTs JOCTHKCHHS
ITOCTaBJICHHOH 1eIH
Co0mro1aeT yCTaHOBIICHHBIC
HOPMBI U ITPaBUJIa KOMaHTHON
paboThI, HECET INYHYIO
OTBETCTBEHHOCTH 32 OOIIIHIA
pe3yJIbTaT

Hemonctpupyer OCMBICJIEHHE
TEOPETHYECKUX OCHOBAX U
MPAaKTHYECKOH AEATEIHbHOCTH.
AJICKBaTHO OLIEHMBAET COLMANIBbHYIO OOIIHOCTH U €€
COLIUAJIBHO-TICUXOJIOTHUECKUE XapaKTEPUCTUKH.

TIOJTYYCHHBIX
MNpUMCHACT HUX B

YK-4.1: Cnocoben
UCTIOJIB30BaTh OCHOBHBIC
COBpEMEHHBIC
KOMMYHHUKATHBHBIC
Cpe/CTBa, B TOM YHUCIIE HA
MHOCTpaHHOM(BIX)
s3bIKe(ax), UCTIONIb3YEeMbIe
B aKaJICMUYECKOM U
npoQeCcCHOHATBHOM
B3aUMOJICHCTBHU

3HaeT OCHOBHBIE COBPEMEHHBIE
KOMMYHHUKaTHBHBIE CPE/ICTBA, B
TOM YHCJIe HA HTHOCTPaHHOM(BIX)
A3bIKe(ax), UCIIOJIb3YEMbIC B
aKaZIeMIIECKOM U
npodeccnoHaTbHOM
B3aUMO/ICHCTBUH

‘YMeer co31aBaTh HAa pyCCKOM U
MHOCTPAHHOM SI3bIKE
MICEMEHHBIE TEKCTHI HAYIHOTO
1 0(UIHATIEHO-ICTIOBOTO CTHIICH
peur 1o npoecCuoHaTBLHBIM
BOIIPOCAM; IPOU3BOANTH
PEIaKTOPCKYIO U
KOPPEKTOPCKYIO MPaBKy TEKCTOB
HAYYHOTO M O(PHUIIHAITBEHO-
JISJIOBOTO CTUJIEH pedyn Ha

[ToHnMaeT U 3HaeT OCHOBHBIE ITPAaBUJIa COBPEMEHHOTO
PYCCKOTO sI3bIKa W KYyJbTYpHl pE€YH, IPHUMEHSET
OCHOBHBIC NPHHLUUIBI IOCTPOCHUS MOHOJOTHUECKUX
TEKCTOB W  JIMAJIOTOB, XapaKTepHbIE CBONCTBA
PYCCKOTO sI3bIKa KaK CpEICTBA OOLICHUS U Iepenadn
nH(pOpMaILINK; TEOPETHUECKYIO CrelM(DUKY YCTHOH H
MMCbMEHHOW, KHI)KHOM W  pasroBOPHOM  peuu;
MpaBHiIa MPOLYUPOBAHHS TEKCTOB.
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KoMmmnoneHnT
KOMITETEHI[HH

I[IpoMe:kyTOUHBIIH/KII04eBOii
HHIUKATOP

Kpurepuii onenuBanus

PYCCKOM U MHOCTPAHHOM SI3bIKE
Bnageet cucremoit Hopm
PYCCKOTO JIUTEPAaTypHOTO U
HHOCTPaHHOT'O(bIX) SI3bIKA(OB);
HaBBIKAMH HCIIOB30BAHNUS
SI3BIKOBBIX CPEICTB IS
JTOCTIKEHHS
po¢eCCHOHATBHBIX IETEH ,
BEJICHUS J1€JI0BOM MEPEnUCKU

YK-5.3: Cniocoben
NPUAECPIKABATHCS
MIPUHIUIIOB
HEJMCKPUMUHALIMOHHOTO
B3aUMO/ICHCTBUS ITPpH
JIMYHOM U MacCOBOM
OOILEHNH B LEISX
BBITIOJTHEHHS
npodeccroHaNbHBIX 3a/1a4
U YCUJIEHUS COLMAJIBHOM
HHTETpaluH

[IpunepxuBaeTcs MPUHIIUIIOB
HEUCKPUMUHAIIHOHHOTO
B3aMMOJICHCTBUS TIPH THIHOM U
MacCOBOM OOIIEHNH B IEIIX
BBITTOJTHCHUS
po¢eCCHOHATBHBIX 3a7a4 ’
YCUJICHHUS COLIMATbHOM
HHTErpaIiH

JleMOHCTpUpYET NOHUMaHUE
001ero 1 0co0eHHOTO B
Pa3BUTHH IIUBILTU3AIIHIA,
PETUTHO3HO-KYIBTYPHBIX
OTJIMYMM U HEHHOCTEH
JIOKATTBHBIX [TUBIITA3AIIHA
Hcnonb3yeT HaBBIKOB aHaJIM3a U
MPOTHO3UPOBAHUS CUTYalluU
KOMMYHHKAIIHU C YICTOM
(haKTOPOB MEKKYJIBTYPHOTO
MHOT000pa3us.

Omnpenensier 00beKT  (COOBITHS WM
apryMEHTHPOBAHHOIO BO3CICTBUA.

Joka3piBaeT COOCTBEHHYIO IMO3MIHMIO MO BOIPOCAM
TOJICPAHTHOCTH W  AWCKPUMHHALNH, HCIOJb3Ys
apryMeHThI, PAaCCMOTPEHHBIE B  TEOPETHYCCKHX
KOHLETIMAX  JUCKPUMHHAMA H B paMKax

MEXTyHapOJAHOM MPAaKTUKH.

SIBJICHUSA)

Tumnosbie OLleHOYHBbIE MATEPUAJBI IPOMEKYTOUHOMN aTTECTAIIUU
3aueT ¢ OLIEHKOW BBHINOJHSETCS B yCTHOM (opMme. JIOMyCKOM K 3a4yeTy SBISETCS BBIIOJHEHHE
3a/laHuil B IUCTaHIIMOHHOHN dopMme Oosee yem Ha 85 %.

Twuiel 3a1aHUNA Ha 3a4ETeE:

A) OtBetnth Ha 5 wiu OoJjiee BOIMPOCOB MperojaBaTess, MpoBecTH Oeceny Ha Temy Bompoca (06e3
noaArotoBku). OIIEHUBAETCS CIOHTAHHAS PEYb.
B) Cnenate cooOmienue Ha Temy (63 moAroToBku). O1eHUBAETCs MOATOTOBIICHHAS PEYb.

Bomnpock! npemnoiaBaress

(HpI/IBC,Z[CHHBIC HHUIKC BOIIPOCHI YKa3aHbl OPUCHTUPOBOYHO H TOJIBKO IJid IIpUMCEpPA. HpeHO,Z[aBaTCJ'IB
CaMOCTOATECIIBHO IO CBOEMY YCMOTPCHUIO OIPEACTIACT COACPKAHUC BOIIPOCOB M HUX KOJIMYECTBO HaA

3a4dere):

1. "Cultural differences cause problems. It is better for people to stay in their own countries rather than to
migrate to other ones." Do you agree?
2. "It is better to study major international languages like English rather than to spend time on minority
languages for the sake of regional identity." Do you agree?
Can culture, gender, nationality or social class have an effect on communication?

How do conflicts appear?

How do styles of management differ depending of age?

How do styles of management differ depending of sex?

3
4
5.
6. How do styles of management differ depending of ethnical background?
7
8

How does personal space differ in cultures?
9. How important are negotiations in business?
10. How important is listening in communication?
11. How important is non-verbal communication?
12. How to listen to your partner correctly

13. How would you describe good/effective communication?
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14. Is there a way we can measure or assess effective communication?
15. What are best ways to resolve conflicts?

16. What are features of a good leader?

17. What are some questions that are frequently asked in a job interview?
18. What are strengths and weaknesses?

19. What are the greatest challenges to good communication?

20. What do you know about attitude to time in different cultures?

21. What factors make negotiations effective?

22. What is a conflict?

23. What is a linear active culture?

24. What is a multi-active culture?

25. What is a retroactive culture?

26. What is effective listening

27. What is motivation?

28. What national and cultural ways of negotiations do you know?

29. What psychological features of team work do you know?

30. What recommendations can you give to a person going to a job interview?
31. What rules of making presentations do you know?

32. What types of negotiations do you know?

33. What ways of motivation do you know?

34. Whose duty is it to resolve conflicts in a team?

35. Would you prefer to live in a monoculture or a multi-racial society? Why?

Tembl ans 3aueTa:
(ITpuBeneHHbBIC HIDKE (HOPMYITHPOBKU YKa3aHbI OPUEHTUPOBOYHO M TOJIBKO IS ipuMepa. [IpenonaBarens
CaMOCTOSITEIIHO 110 CBOEMY YCMOTPEHHIO ompeeiiseT (GOpMYIHPOBKY Ha 3a4eTe):
1. Challenges to communication

2. Conflicts at work

3. Cultural differences

4. Cultural shock

5. Cultural values
6. Effective communication
7
8
9

Good leader
Linear active culture
. Listening in communication
10. Motivation
11. Multi-active culture
12. Negotiations in business
13. Non-verbal communication
14. Retroactive culture
15. Rules of making presentations
16. Rules of telephoning
17. Styles of management
18. Successful job interview
19. Team work
20. Time and personal space in different cultures

Tpebosanus k cocmagneHHbIM MeMam:

- O6beM TeMbl — He MeHee 15 MOJHBIX, pa3BEePHYTHIX MPEUIOKEHUH (BpeMsi B HOPMAJIbHOM TEMIIE peun
HE MeHee 3 MUHYT Ha yAOBJIETBOPUTENIbHO, Ha XOPOIIO U OTIUYHO — COOTBETCTBEHHO, 4 U 5 MUHYT).

- KOMHO3I/ILII/I}I — JIOTUYCCKOC U IMOCJICAOBATCIIbHOC U3JIOKCHUC, HCT NNCPCCKAKMBAHUSA C ITYHKTA HA IMYHKT,
Nepexo/ JIOrMuecku oO0OCHOBAH, HET MOJAMEHBI OJHOW TEMBI JAPYroi, MOXKET IIyOOKO pacKphITh €e, B
KOHLIE — pa3BEPHYTOE 3aKIIOYECHHE.

- Manepa u3510XeHHUs - HE 3alIUHACTCS, peUb TE€UET IIaJIKO, IJIABHO, HET CJIOB-MAapa3UTOB, HE CIpAIINBACT
CJIOBa 110 HOHFOTOBHGHHOI\/'I TEMC U T.II.

- 3HaHUE JIGKCMYECKUX CIUHUIl - B KKIOW TeMe NMpHUCYTCTBYIOT He MeHee 10 HOBbIX cios, (20 u 30,
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COOTBETCTBEHHO Ha 4 U 5)

- 'paMoTHOCTB peun — OTCYTCTBYIOT IpaMMaTH4ECKHE OIIMOKH

Tpebosanus k beceoe:

- YMmenue noanepkath Oecedy Ha IMpenajaraeMble mpernojaBaTesieM BapUaHThl TEMbI, HE MIPUIEPKHUBASICH
TOJILKO HAIMCAHHOTO TEKCTa, YMEET CaMOCTOSTEIBHO MEePEBOIUTh Oecely Ha CMEXHBIC TEMbI, CTYACHT
BeJeT Oecely pacKpemolleHO, MCIOJIb3YeT MPUEMbl AKTHUBHOTO CIyIIAHUS - BHUMATEIbHO CIYIIAET
co0OecelHNKa, pearnupyer Ha CKa3aHHOE, MOXET TMPOJOJDKUTH MBICTH, mepedpa3upoBarh €€, yMeeT
3aJ]aBaTh BCTPEYHbIE BOMPOCHI, HE TA€T OJJHOCIOKHBIX OTBETOB,

- 3HaHHWE pEYeBOr0 JTHKETa - CTYICHT HE TNepeOMBaeT pedyb coOeceqHUKa, HE IKECTHKYIUPYET,
UCIIOJIb3YET BEPHBIN perucTp o0IeHus.

- c(hOpMHUPOBAHHBIE HABHIKM OINEPHPOBAHUS IMPABUIAMH, TTOCPEICTBOM KOTOPBIX S3BIKOBBIC €IUHUIIBI
BBICTPAUBAIOTCS B OCMBICIICHHbIE BHICKA3bIBAHUS,

- pa3BUTBIC CIIOCOOHOCTH K OOIIECHHUIO, T.€. CIIOCOOHOCTHU TNIAHUPOBATH PEYEBOEC MOBECHUE, TIOHUMATh H
neperaBaTh HHPOPMAIUIO B CBA3HBIX, JOTHYHBIX U apTYMEHTHPOBAHHBIX BBICKA3bIBAHUSX, TOCTPOUTH U
OpPTraHU30BaTh BHICKA3bIBAHUE B COOTBETCTBUM C (DYHKIIMOHAILHOM 3a1aueii OOIIeHNUS;

- pa3BUTBIE CIIOCOOHOCTU OCYILECTBISATh Pa3Hble BUABI PEUEMBICIUTEIBHON NEATEIBHOCTH U BBHIOMPATH
JTUHTBUCTUYECKUE CPEICTBA B COOTBETCTBHM C MECTOM, BpeMeHeM, cdepoil OOIIeHUs, aaeKBaTHO
COLIMAJILHOMY CTaTyCy MapTHepa Mo 0OLICHHIO;

- chopMUpOBaHHBIE TOTPEOHOCTH K CAMOCOBEPIICHCTBOBAHMIO B HMHOCTPAHHOM SI3BIKE, TO €CTh
CIOCOOHOCTH 00yYaroIerocs Mpeoa0aeBaTh 1e(OUIMT CBOUX 3HAHUI B 00JIACTH JTMHTBUCTHYECKOTO KO/a,
HAJIMYUE JTUHTBUCTUYECKUX U OOIICKYIbTYPHBIX MHOS3BIYHBIX YMEHHUH, MO3BOJISIONINX HAXOIUTH ITyTH
BOCITOJIHEHHSI TIPOOEIIOB B SI3bIKOBOM, pEYEBOM M COIIMOKYILTYPHON KOMITETCHIIHSX.

- BIAJICHUE CUCTEMOW JTMHTBUCTUYECKUX 3HAHUMN, BKITIOYAIOIICH B ce0s1 3HAHUE OCHOBHBIX (JOHETUYECKUX,
JEKCUYECKNX,  TIPaMMAaTUYECKUX,  CIIOBOOOpA3OBaTeNbHBIX  SBICHHM M 3aKOHOMEPHOCTEH
(GYHKIIMOHUPOBAHUS U3Y9aeMOT0 HHOCTPAHHOTO SI3bIKa, €r0 (PYHKIIMOHATHHBIX PA3HOBUIHOCTEMN

- TpeJCcTaBiIeHHE OO0 3TUYECKUX M HPABCTBEHHBIX HOPMAax MOBEACHUS, MPHUHATBHIX B HHOKYJIBTYPHOM
COIIMYME, O MOJIEIISIX COIIMATBHBIX CHUTYAIMi, THTUYHBIX CLIIEHAPHUSIX B3aUMOICHCTBHS

- BIIQJICHHE OCHOBHBIMU JHCKYPCUBHBIMHM CIIOCOOAMHU peaju3alud KOMMYHUKATHUBHBIX LieJeil
BBICKA3bIBAaHUSI MPUMEHUTEIHFHO K OCOOCHHOCTSIM TEKYIIET0O KOMMYHHUKATHBHOTO KOHTEKCTa (BpeMs,
MECTO, IeJIU U YCJIOBHSI B3aUMOICHCTBUS)

- BJAJICHUE OCHOBHBIMHU CIIOCOOAMH BBIPKEHHUS CEMAaHTHYECKOW, KOMMYHHKATHBHOW M CTPYKTYpPHOI
MIPEEMCTBEHHOCTH MEX]y YaCTSMHU BbICKAa3bIBAHUSA - KOMIIO3ULIMOHHBIMU 3JIEMEHTaMU TEKCTa (BBElIEHUE,
OCHOBHAs 9acTh, 3aKJIFOUEHUE), CBEPX(PPa30BBIMU €TUHCTBAMHU, MPEITOKEHUIMHU

- yMEHHE CBOOOIHO BbIPa)KaTh CBOM MBICIIH, a/IEKBATHO UCIOJIB3YS Pa3HOOOpA3HbIE SI3bIKOBBIE CPEJICTBA C
[ENTBbIO BBIJICJICHUS PEeJIeBaHTHOM MH(OpMALIUN

- BJIaJICHUE OCHOBHBIMH OCOOEHHOCTSIMH O(PHUIIMAIBLHOTO, HEUTPAILHOTO U HEOPHUIIMATBEHOTO PETUCTPOB
0OIIeHUS -

- TOTOBHOCTH IPE0/I0JIEBATh BIUSHHUE CTEPEOTUIIOB M OCYIIECTBISATh MEXKKYJIBTYPHBIN Anaior B o0ei u
npodeccroHaIbHOM chepax oOmeHus

- YMEHHUE HCIOJb30BaTh dTUKETHbIE (POPMYJIbI B YCTHOM M MHUCbMEHHON KOMMYHMKAIMH (IPUBETCTBUE,
MpOoIIaHKe, TI03IpaBJICHIE, U3BHHEHUE, TIPOCK0A)

5.3. Iloka3are/ M M KPUTEPHUH OLICHUBAHUSA TEeKYILIHUX U MPOMEKYTOYHBIX (popm

KOHTPOJIA
5.3.1 Ouenka nmo bPC

Pacuer TKY (TKVY — Texymuii KOHTpOJIb yCIIEBAEMOCTH )

CyMma Bcex Kod(pPHUITMEHTOB IO TEKYyIIeMy KOHTPOJIO ycreBaemocTu - 0,6.

MaKCHUMaJIbHOE KOJI-BO 0aJIIOB 3a cemecTp 3a pertunr-kontpois (PIN) =100 x 0,10 =10
MaKCUMaJIbHOE KOJI-BO 0aJIIOB 3a cemecTp 3a mpaktudeckoe 3aganue (I13) = 100 x 0,20 =20
MaKCHMaJIbHOE KOJI-BO 6auioB 3a cemectp 3a pedepat (P) = 100 x 0,30 = 30

MakcuMasbHas cymma 6asioB 3a cemectp mo TKY = 100 x 0,6=60

Pacuer ITA (ITA — mpoMexyTouHas aTTecTanys) 3a4eT ¢ OLICHKOU
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Koadduuuent no npomexxyrounoii arrecraruu- 0,4

MakcumanbHOe KoJ-BO 6amioB 3a cemectp mo [1TA = 100 x 0,4 =40

Ounenounsie | Koappunuent | Makcumanb Iloxa3zarenu Kpurepun
cpeacrsa Beca HOE KO0JI-BO OneHku OuneHku
(dbopmet KOHTPOJIbHOM | 0a/UI0B 3a
TeKyIIero TOYKH cemecTp
KOHTPOJIST)

Peiitnar- 0,10 10 e IIPABIIBHOCTD Oabl

KOHTPOJIb peLLEeHNS; Ha4YUCIAOTCS OT 1
® KOPPEKTHOCTb A0 2B
BLIBOJOB 3aBUCUMOCTH OT

CJIO)KHOCTH
e 00OCHOBaHHOCTb 3aa4H/BONPOCA
PCHICHIA (ue 6omee 10
0ayIoB 3a
ceMecTp)

IpakTtiaeckoe | (2 20 - TTonnoe KoppekrHoe u

3ajanne COOTBETCTBUE TEME | IOJIHOE
1 TpeOOBaHUIM BBITIOJTHCHHE
3a71aHus; 3a71aHus
- Hanuume Bcex
HEOOXOMMBIX
pa3aesoB u
MMyHKTOB, KOTOpPbIE
PAaCKpBIBAIOT TEMY;

- Ucnionp3oBanue
HaJIe)KHBIX
HWCTOYHHUKOB U
KOPPEKTHBIX
JTAHHBIX
-Hanmuuue
COOCTBEHHBIX
BBIBOJIOB U
000CHOBAHUM;

- OOcyxaeHune
aNbTEPHATUBHBIX
MHEHHH U
apryMEHTOB.

Pedepar 0,3 30 ® aKTyaJlbHOCTH e HOBH3HA
npoOJIEMBI U TEMBI npobaeMsl max - 5
® [OJIHOTA U OanoB
rITyOMHA PaCKPBITHS ® CTCIEHb
OCHOBHBIX MMOHSATHH PacKphITHS
IPOOIEMBI CYIITHOCTH
e yMeHue paborarp | MPOOIEMBI max - 5
C IUTEPaTypoH, baios
CHCTEMAaTHU3UPOBATh M | ® 0OOCHOBAHHOCT
CTPYKTYypHUpPOBATh b BeIOOpa
Marepuan MCTOYHHUKOB Max. —
® TIPaMOTHOCTb U 5 GannoB
KyJbTypa U3J0XKCHHs | ® coOIroieHue
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TpeOOBaHUI K
odopmIIeHHO. max
- 5 bamioB
Bcero 0,6 60
3auer ¢ 0,4 40 B cooTBeTcTBHH C Obyuaromuiics
OLICHKO OaJIbHO- OOHapY KT
PEUTHHTOBOM BCECTOPOHHEE,
CHUCTEMOM Ha CHCTEMATHYECKOE
MIPOMEKYTOUHYIO u Tmy0oKoe
aTTEeCTaINIO 3HaHUE y4eOHO-
oTBOoaUTCA 40 MPOTPAMMHOTI0
0aIoB. MaTepuana.
B Guere
COACPIKUTCS 2
BOIIpOCA U
CUTYaIlMOHHAS
3amava (Keic).
Bomnpocs! - o 10
0aJI0B KaXKIbIN
CuryanmonHas
3amayva (Keic)-
20 6amtoB
MaKCUMaJIbHOE
JlomonHuTeNb KOJI-BO 0aJioB 3a
HOE ceMecTp 3a
(kommeHcupy JIOTIOJIHUTEIHHOE
1o11ee) 3amanue — 30
3a7aHue OaJUI0B

5.4.

IlIkana ouyenueanusn

OneHka pe3yabTaToB MPOU3BOIUTCS Ha OCHOBE OaimbHO-peiituaroBoii cuctemsl (BPC).
Ucnons3oBanue BPC ocymectsisiercst B coorBeTcTBHM ¢ [Ipukazom PAHXul'C Ne02-2531 ot
12.12.2024 r "O0 ytBepxaenuu [lonoxxeHus o equHOM OaTbHO-PEUTUHIOBON CUCTEME OIICHUBAHHUS
YCIIEBAEMOCTH CTYICHTOB AKAJEMHUU U €€ UCTIOIb30BaHUH TPU MMOBEICHUU TEKYIIEH U TIPOMEKYTOUHOMN

arrecranun"

Cxema PacuCTOB JOBOAUTCA 10 CBEACHHA CTYACHTOB HA IICPBOM 3aHATHHU 10 )I&HHOﬁ JUCHUITIIINHE,

SBIISICTCS COCTABHON YacCThIO paboueil mporpaMMBbl AUCHUIUIMHBI U COACPKUT UH(OPMAIIHIO 10

M3YUYEHUIO TUCIUTUIMHEI, YKa3aHHyo B [lonokeHnn o 6aIbHO-PEUTHHTOBOM CHCTEME OLIEHKH 3HAaHUM
obyuaromuxcsi B PAHXul'C.

B cooTBercTBHM ¢ OaNIBHO-PEUTHHTOBOM CUCTEMON MaKCHUMAaJIbHO-PACUETHOE KOJTHMYECTBO

0amioB 3a cemecTp cocrapinsieT 100, 3 HUX B paMKax TUCIUTUIMHBI OTBOIUTCS:

60 OayI0B — Ha TEKYIIUH KOHTPOJIb yCIIEBAEMOCTH;
40 6aymI0B — HA MPOMEKYTOUHYIO ATTECTAIHIO.

@opmyJa pacueTa HTOrOBOI 0AVILHOI OIEHKHU MO AUCHUTIIHHE
Urorosas 6amnsHas orieHka o gucruiummae = Pesynerar TKY + Pesynbsrat [TA

B cliydya€ €CJIM CTYACHT B TECYECHUE CEMECTpA HE Ha61/1paeT MHWHHUMAaJIbBHOC YHCJIO 63.J'IJ'IOB, H606X0,Z[I/IMOC I cavdn
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MPOMEXYTOYHOM aTTECTallMH, TO OH MOXKET 3apaboTaTh JONOJHHUTENbHBIE OaJlIbl, 0TPadOTaB COOTBETCTBYIOLIHNE
pa3aensl JUCHUIUIMHBI, TOIYYHB OT IPENoAaBaTel st KOMISHCHPYIOIIUE 3a1aHHsI.

B CJIydac 1oJIyd€Husa Ha HpOMe)KYTO‘IHOI‘/'I aTrecrainuu HCYI[OBHCTBOpHTeHBHOﬁ OIICHKHU CTYACHTY NPCAOCTABIIACTCA
mpaBo HOBTOpHOfI aTTCCTAalluU B CPOK, YCTaHOBJ'IeHHI)II‘/'I JUIA JJUKBU ALl aKaI[eMH‘IeCKOﬁ 3a0JI2)KEHHOCTH I10
UTOTaM COOTBETCTBYIOIIeH ceccnu. CTyaeHT, HaOpaBIINii B TEYEHHE CEMeCTpa CyMMy OaJlIOB, TOCTATOYHYIO IS
MONTy4eHMsI OIIEHKH "3a4TeH0" U "yIoBIeTBOPUTENHHO" (55 0aIOB) MOXKET MOIYYUTh OIIEHKY 0€3 MPOXO0KACHHUS
HpOMC)I(YTOqHOﬁ aTTecTaluu. B Takom cj1ydac CTyJCHT O6H3aH BBIPA3uThb CBOC COIIaCHC HA MOJYUCHHNE OLICHKU
0e3 MPOXO0KACHHUS MPOMEKYTOUHOH arTectaiiui. CTy/IEHT BIIpaBe OTO3BATh CBOE COTNIACHE Ha MOMYUYCHUE OLICHKU
0e3 IPOXO’KAECHHS IIPOMEKYTOUHOH aTTeCTalMy He 0oJIee OHOTO pa3a M He MO3JHEee, YeM 32 OAWH JeHb 10 HaJyaja
MPOMEXKYTOUHOHN aTTecTanuy. ECIM CTyIeHT XOUeT MOy4UuTh O0siee BEICOKYIO OIIEHKY, OH JOJDKEH TMPONTH
NPOMEXYTOUHYIO aTrTecTannio. CTyAeHT UMEET IPaBO BEIPA3UTh CBOE COTJIACHE Ha MOyUYCHUE OLICHKU 0e3
MPOXO>KACHUS TPOMEKYTOUHOH aTTeCTallii U 0TO3BaTh COOTBETCTBYIOILEE COTTIACHE TOJIBKO B IIEPUOJ TIOCIIE
IMOJIy4YCHUA 0OaJlJIoB 3a BCe KOHTPOJIBHBIC TOYKH B paMKaX TCKYHICT'O KOHTPOJIA YCIIECBAEMOCTH U HE IMMO3JHEC 1
(omgHOTO) pabodero IHS 0 AaThl HaYalla MPOMEKYTOYHON aTTeCTAIMU 110 TUCIUTUINHE.

Pacuem umoczosoii peiimuncosoii oyenku.

HTorosas 0a11bLHAs OLEHKA

no BPC PAHXuI'C TpaguuMOHHASA CHCTEMA bunapHas cucrema
95-100
Orariro 3a4YTCHO
85-94
75-84
Xopouio
65-74
55-64 VI0BIETBOPUTENHHO
0-54 HeynoBneTBOPUTEILHO [ES SRR

6. MeToauueckue yKazaHus J1Jis 00y4alOUIUXCSI 10 OCBOEHHIO JUCIIUNIMHBI

CamocTtodarenbHast paboTa B BbICIIEM y4eOHOM 3aBEJCHHUM SIBISETCS Ba)KHOW OpPTraHMU3allMOHHOU
¢dopMOil MHIMBUIYATBHOTO W3YyUYEHHsI CTYJEHTaMHU IMPOrpPaMMHOI0 Marepuaia. JTH CJIoBa 0COOEHHO
aKTyaJIbHbl B Hallle BpeMs, KOTJa B IEeJaroruke BBHICOKOKBATH(QHUIMPOBAHHBIX CIIEIIMAIUCTOB LIMPOKO
UCTIONIb3YeTCsl JUCTAHIIMOHHOE 00ydeHHue, Mperoiararoiee 3HaYuTeIbHYI0 CaMOCTOSTENbHYIO0 paboTy
CTyJI€HTa Ha OCHOBE PEKOMEHIalIui PENO1aBaTeNs.

Llenbi0 caMOCTOATENbHON (BHEAYIUTOPHOM) pabOThI CTYJICHTOB SIBJISETCSI 0Oy4YeHUE HaBbIKaM paboThI ¢
Hay4YHO-TEOPETUYECKON, MEPUOJNIECKON, HAYYHO-TEXHUYECKON JINTEpaTypold M MHOW JOKyMEHTAIUeH,
HEOOXOMMOW /sl yriyOJIEHHOrO W3y4YeHHs IUCHUUIUIMHBL, a TakXe pa3BUTHE Y HHUX YCTOWYMBBIX
CIOCOOHOCTEN K CaMOCTOSITETLHOMY M3YUEHHUIO U U3JI0KEHUIO NOJy4YeHHOU HH(OpMalnu.

OCHOBHBIMH 33/1a4aMH CaMOCTOSITEIbHONW PaOOTHI CTYJICHTOB SIBIISIOTCS:

3aKpEIUICHNE 3HAaHUH, TIOJyYEHHBIX CTYJIEHTAMH B IPOIECCE MPAKTUIECKNX 3aHATH;

(dbopMHpOBaHUE HABBIKOB pabOTHI C JIUTEPATYpPOH

MPUOOpPETEHHUE ONBITAa MPAKTUUECKON AESITETbHOCTH;

pPa3BUTHE TBOPYECKON MHULIMATUBBI, CAMOCTOSTEIIBHOCTU U OTBETCTBEHHOCTH CTYIEHTOB.

Camocmoamenvuas paboma ciywiamenei:

e JlucTaHIIMOHHBIN KypC

® YCTHBIE BUJbI KOHTPOJIS (YCTHBIN OTBET Ha ITOCTABJIEHHBIM BOIIPOC; Pa3BEPHYTHIM OTBET MO 3aJaHHOU
TEeMe; YCTHOE cooOIlleHne mno u30paHHON Teme, cobecepoBaHHE; TECTUPOBaHHE (C TOMOIIBIO

46



TEXHUYECKUX CPEJICTB 0OYUEHUSs ), YTEHUE TEKCTa Ha MHOCTPAHHOM SI3bIKE, ayJUPOBAHNUE);

® [UCbMEHHBIE BHJbl KOHTPOJI (IMCbMEHHOE BBHIMOJIHEHHE TPEHHUPOBOYHBIX  YIPAXKHEHUH,
NpakTUYEeCKUX  pabdoT;  HamWCaHWe  JMKTAHTA,  M3JI0KEHUS, COYMHEHUsS;  BBIOJIHEHHE
CaMOCTOSITENIbHOM paboThl, MUCHbMEHHON IMPOBEPOUYHOM pabOThI, TBOPUECKOW pabOThI, MOATOTOBKA

pedepara).

Xapaxkmepucmuka camocmoamenpHvlx paoom:
CamocTtosTenpHas paboTa 1O Pa3BUTHIO aKaJCMHUYECKHUX SI3BIKOBBIX HABBIKOB IPEAYCMATPHUBACT
pa3HooOpa3HbIe BUIBI PA0OTHI, a TAK)KE TMOJATOTOBKY K MPOMEKYTOYHOMY TECTUPOBAHUIO U K SK3aMEHY.
B xoje camocTosiTensHOM paboThI TPOBEPSIOTCS HABBIKU
1. dreHus (CTPYKTYp TEKCTa; MOMCKOBOE U IPOCMOTPOBOE UTCHHUE; JTOTHUECKUIA TOPSAIOK);
2. ONEepUpOBaHUS U3YYECHHBIMH JIEKCUUYECKUMU €AUHULIAMU;
3. BIaJeHUs JIGKCUKOW B paMKaX MEXJIMYHOCTHOTO M MEKKYJIbTYPHOTO OOIICHUS;
4. JAYHOrO NHChMA.

TGKYHII/Iﬁ KOHTPOJIb OCYHICCTBIIACTCA B BHIAC JICKCUKO-TPaMMAaTHYCCKUX TCECTOB OLCHUBACTCA 11O
KOJIMYCCTBY BBIITOJIHCHHBIX 3a,I[aHHI>i, ayAUpOBaHHUC — IO MPABUIIBHOCTH YCHBImaHHOﬁ I/IH(1)OpMaI_II/II/I, npu
66C€I[C OIICHUBACTCSA KaK MOATOTOBJICHHOC U3JIOKCHUE MaTCpHralia, TaK U CIIOHTaAHHAss MOHOJIOTHYCCKAad U
AUajIornvuecCkas peub CTyACHTA.

7. YueOHas quTepaTypa U pecypcbl HHPOPMAIHOHHO-TEJIeKOMMYHHKANMOHHOM CeTH
"UHTepHeT", BK/IIOYas MepedeHb y4eOHO-MeTOAUYeCKOro odecnevyeHus: As
CaMOCTOSITEILHOI padoThl 00Yy4aAKOIIMXCH MO0 JMCHHUIINHE

7.1.  OcHoBHas JMTEpaTYypAa.
1. JlokTrommua, Enena AnexcanmpoBHa. Introduction into Business y4e0. mocobue [DneKTpoHHBIH
pecypc] 2016  CapatoB:  By3zoBckoe  oOpasoBanme, 166 c., [Joctyn B OBC
http://idp.nwipa.ru:2239/epd-reader?publicationld=38927

2. VBapos, Banepuii Uropeuu. English for business yueOHMK M NpPakTUKyM JUIsl NPHKJIATHOTO
OakanmaBpuata [OnekTpoHHbI pecypc] 2018 M.:KOpaiit 356 c., Hoctym B DOBC
https://idp.nwipa.ru:2180/viewer/angliyskiy-yazyk-dlya-ekonomistov-cd-413364#page/l

7.2 JlonotHUTEIbHAS JIUTEpaTypa.

1. AkmaeBa, AnpOuna Pammnosna. Wnbunbix, Tarbsna BanentmHoBHa. Business English for Public
Administrators and Managers: yueOHO-MeToqMUecKOe mocodue u padboyas terpaap, 2019, CI16.:C3NY
PAHXul'C

2. Mycaes, Penap AGapaxmanoBuy, Myprazuna 3. M. JlenoBoi aHTTIMICKHIA SI3bIK TOCY1apCTBEHHOTO U
MYHUIMTIAJIBLHOTO CITy’Katero [DnekTpoHHsblid pecypc], 2016, Kazans: Kazan. Hall. uccien. TeXHOJIOT.
yH-T, 207 c., Jloctyn B OBC http://idp.nwipa.ru:2239/epd-reader?publicationld=61841

3. llleBenéna, CBernana AnexcaHapoBHa. J[eqoBoOi aHIIUHCKUM, yued. nmocoOue A CTyJIEHTOB BY30B,
2-e u3n., nepepabd. u gom 2017, M.:IOHUTU, 382c., Joctyn B OBbC
http://idp.nwipa.ru:2239/71767.html

Y4eOHo-MeTOoAMYECKOE 00ecieYeHHe CaMOCTOATEIbHOIH padoThl.

[Tonoxenune 00 OpraHu3alil CaMOCTOSITEIbHONH  pabOThI CTYJCHTOB benepambHOTO
rOCyJJapCTBEHHOTO OIO/PKETHOrO 00pa30BaTENBbHOIO YUpPEXIeHUs BbICIIEro obpazoBanus «Poccuiickas
aKaJgeMHust HapOJHOTO  XO3SIMCTBA M TOCYAAPCTBEHHOU CITyXKOBbI npu [Ipe3unenre

Poccuiickoii @eneparumn» (B pen. npukaza PAHXul'C ot 11.05.2016 1. Ne 01-2211)
http://www.ranepa.ru/images/docs/prikazy-ranhigs/Pologenie_o_samostoyatelnoi_rabote.pdf

7.3. HopmaTuBHbBIE NPABOBbI€ JOKYMEHTHI.
Hacrosmas mporpamma pa3paboTaHa B COOTBETCTBUU C HOPMaMH JIEHCTBYIOIIETO 3aKOHOAATEIhCTBA
Poccuiickoit denepanuu:
o ®denepanpHpiM 3aK0OHOM OT 29.12.2012 1. No 273-®3 «0O06 o6pazoBanuu B Poccuiickoit
Denepauuny;
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http://www.ranepa.ru/images/docs/prikazy-ranhigs/Pologenie_o_samostoyatelnoi_rabote.pdf
http://www.ranepa.ru/images/docs/prikazy-
http://idp.nwipa.ru:2239/71767.html
http://idp.nwipa.ru:2239/epd-reader?publicationId=61841
https://idp.nwipa.ru:2180/viewer/angliyskiy-yazyk-dlya-ekonomistov-cd-413364#page/1
http://idp.nwipa.ru:2239/epd-reader?publicationId=38927

[Tpukazom MunucrepctBa obpazoBanust u Hayku oT 01.07.2013 r. Ne 499 «OO6 yTBepkaeHUN
[Topsinka opraHu3alnyy U OCYIIECTBICHHUSI 00pa30BaTEIbHOMN J1€ATEIbHOCTH 10 JIONOJHUTEIbHBIM
pohecCHOHANBEHBIM MTPOTPAMMaM»;

YcraBoMm (enepanbHOr0 TrocyJapCTBEHHOTO OMOKETHOrO 00pa30BaTENbHOTO  yUPEKICHUS
BBICIIETO oOOpa3zoBanmsi «Poccuiickasi akameMusi HApOJAHOTO XO3SMCTBA M TOCYJIapCTBEHHOU
ciyx0b1 ipu [Ipesunente Poccuiickoit @enepanumy (nanee — AKageMun),

[Tpuka3om MunucrepctBo oOpa3oBanus u Hayku Poccuiickoit ®eneparuu ot § utons 2017 r. Ne
516. «Ob YTBEPXIEHUN OEJIEPAJIBHOI'O I'OCYJAPCTBEHHOI'O
OBPA3OBATEJIbHOI'O CTAHJAPTA BBICILIET'O OBPA3OBAHUA - BAKAJIABPUAT T10
HAIIPABJIEHUIO ITIOATI'OTOBKHU 43.03.02 TYPU3M.»

" IPYIr'UMH HOPMATHBHBIMU IIPABOBBIMH aKTaMH

PN R =

10.
11.
12.
13.
14.
15.

7.4. HNHTepHeT-pecypcebl.

https://eslbrains.com/business-english/
https://www.linguahouse.com/esl-lesson-plans/business-english
https://www.teachingenglish.org.uk/resources/adults/english-business
https://www.linguahouse.com/ru/esl-lesson-plans/topic/telephoning
https://www.thoughtco.com/teaching-telephone-english-1210130
https://eslbrains.com/telephone-english-phrases/
https://www.linguahouse.com/esl-lesson-plans/general-english/attending-a-job-interview

http://www.onestopenglish.com/community/lesson-share/winning-lessons/speaking/speaking-the-
job-interview/154560.article

https://www.thoughtco.com/job-interview-lesson-for-esl-1211722

https://www.linguahouse.com/ru/esl-lesson-plans/business-english/leadership-and-management

https://englishpost.org/lesson-plans-leadership-skills/
https://www.linguahouse.com/ru/esl-lesson-plans/business-english/motivation
https://www.englishhints.com/esl-lesson-plan.html

https://study.com/academy/topic/conflict-in-the-workplace-lesson-plans.html
https://www.txcte.org/resource/lesson-plan-can%E2%80%99t-we-all-just-get-along-conflict-

resolution-strategies

7.5. HNHbie HCTOYHUKH
He ucnouans3yrorcs

8. MaTepuanbHo-TexHn4YecKkas 6a3a, MHGOPMALMOHHbIE TeXHOJIOTHH, IPOrPAMMHOE
obecnieyeHue M HHGOPMALIMOHHBIE CIPABOYHbIE CHCTEMbI

JIeKIIMOHHBIE ayJUTOPUN C KOMIBIOTEPHBIM W MPOEKIIMOHHBIM O0OpYNOBaHHEM Ui JIEMOHCTPAINH
npe3eHTanui. Jlocka niam (Gaun-4apTel M JIMCTHI K HUM, (oMacTepshl.

Heo0xonumbl IpOEKTOp U HOYTOYK IS AEMOHCTPAIINN:

ayJl0- BUJIEO-MaTepHaJIOB,

Ipe3eHTalui ¢ moMolIbto nporpammsl MicrosoftPowerPoint.

B yuebHOM nporecce gonyckaercst npuMeHeHne onnaitn-argopm Teams, Zoom, Skype for Business,
a TaKKe CUCTEMBI AUCTaHIIMOHHOTO 00yueHus LMS Moodle.
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https://www.linguahouse.com/ru/esl-lesson-plans/business-english/motivation
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https://www.linguahouse.com/ru/esl-lesson-plans/business-english/leadership-and-management
https://www.thoughtco.com/job-interview-lesson-for-esl-1211722
http://www.onestopenglish.com/community/lesson-share/winning-lessons/speaking/speaking-the-job-interview/154560.article
http://www.onestopenglish.com/community/lesson-share/winning-lessons/speaking/speaking-the-job-interview/154560.article
https://www.linguahouse.com/esl-lesson-plans/general-english/attending-a-job-interview
https://eslbrains.com/telephone-english-phrases/
https://www.thoughtco.com/teaching-telephone-english-1210130
https://www.linguahouse.com/ru/esl-lesson-plans/topic/telephoning
https://www.teachingenglish.org.uk/resources/adults/english-business
https://www.linguahouse.com/esl-lesson-plans/business-english
https://eslbrains.com/business-english/
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