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1. Ileau ocBOeHMS JUCHUNIMHBI

[enpr0  OCBOEHMS  IUCHMIUIMHBI  «JleTOBOM  MHOCTPAaHHBIA  SI3BIK»  SABIISIETCS
dbopMUpOBaHHE KOMIICTCHIIMH, BIQJCHUE KOTOPOW TMO3BOJISIET peliaTh pa3HOoOOpa3HbIe
3a/1a4d MEXKJIMYHOCTHOIO M MEXKYJIbTYPHOIO B3aUMOJACHCTBUS B YCTHOM M NMCBMEHHOHN
dbopMax Ha UHOCTPAHHOM SI3bIKE.
2. MecTo TMCHUIIMHBI B CTPYKTYpe 00pa30BaTe/ibHOI MPOrpaMMbl

HucuummuHa «/lenoBoil MHOCTpaHHBINA S3BIK» OTHOCUTCS K 4YacTH, (QopmMupyemoi
yY4aCTHHUKaMH 00pa30BaTeNIbHBIX OTHOIIEHUH bioka 1.

JI1st ocBOeHUsT TaHHOW AUCIUIUIMHONW CTYJEHTHI TOJKHBI BJIAJIETh 3HAHUSIMHU, YMEHUSIMU
U HaBBbIKAMU, IPUOOPETEHHBIMU B Kypce OCBOEHHUA npeameTa «IHOCTpaHHBIN S3bIK» B CpelHE
LIKOJIE.

[Tonyuennsie B kypce «VIHOCTpaHHBIN S3BIK» 3HAHUS HEOOXOIUMBI Ui OCYIIECTBICHUS
JIEJIOBOM KOMMYHUKAIIUM HAa WHOCTPAHHOM S3BIKE, a TaKKe JUIS MPOJOJDKEHHUS OOydeHUsS B
MarucTparype.

3. Illlanupyemble  pe3yJbTaTbl  O0y4YeHHs] 1O JMCHUILUIMHE, COOTHECEHHbIe €
IVIAHNPYEMBbIMH Pe3yJIbTATAMM 0CBOCHHUSsI 00pa30BaTe/IbHON MPOrpaMMbl

[Tpomecc u3ydeHUs TUCIUILUIMHBI HANIPaBIIeH Ha ()OPMUPOBAHUE CIICAYIOIINX JJIEMEHTOB
komneTeHmit B coorBercTtBuu ¢ ®I'OC BO, OOII BO u npuobpereHus CleayrIux 3HAHUMH,
YMEHMM, HAaBBIKOB U (MJIM) OTIbITA IEATEIbHOCTH:

®opmupyemMasi KOMIETEHIHS Nuaukarop nocTukeHust Ilepeuennb
(xox u popmyIHpOBKA) KOMIIeTeHIIUH IVIAHUPYEMBbIX Pe3yJIbTATOB
(koa u opMyaHpoBKa) o0y4eHust
YHHBepca/lbHble KOMIIETEHIHH
IK-3 (P3) CnocobeH k MK-3 (PI) -1.1. Ymeer 3HaeT 0COOEHHOCTH KYJIbTYPBI
MOKCKY WH(OPMALIUU O BECTH JICTIOBYIO U CTpaH U3y4aeMoro s3bIKa, KIIUILE
MOTCHIMAJIbHBIX NAPTHEPAX U HpO(l)eCCI/IOHaHLHyIO JICJIOBOTO OOIIEHMUS,
aHaIN3y MOCTYTIAIONINX KOMMYHHKAIUIO HA 0COOEHHOCTHU O(I)I/ILII/IaJII)VHOFO u
KOMMEPUECKHX Mpeioxkenuii | MHOCTPAHHOM ASBIKC HPH Heoq’“““‘f‘m’Hom cruien
Ha BHEIHUX PHIHKAX 0011eHHH ¢ 3apyOeKHBIMU OOIIeHNS; OCHOBHBIE CPEICTBA U
napTHepamu 1o IpHEMBI TIEpeBOJIa JTEKCUKO-
BHEIIHE3KOHOMUYECKOM rpaMMaTHYECKHX CTPYKTYD;
JEATeIbHOCTH YMeeT BoCcIpUHUMATD

I/IHOCTpaHHyIO peqb B CI/ITya]_[I/ISIX
YCTHOTO W MIMCEMEHHOTO
JIEJIOBOT'O OOIIEHMS, BEIIOIHATH
3JI€MEHTapHbIA
MpEANEPEBOTUECKHUIN aHATU3
TEKCTOB OOIIET0 U
po¢ecCHOHANTBEHOTO
Ha3HAYCHHUS,

Baaneer HaBbIKAMU YCTHOU U
MMMCbMEHHONW KOMMYHUKAITUH B
O(i)I/IIII/IaJ'IBHBIX 158 HeO(i)I/IIII/IaJ'H)HBIX
CUTYyaIusIX OOIICHUS; HABBIKAMH
IepeBojia ¢ MTHOCTPAHHOTO Ha
PYCCKHUH S3BIK YICOHBIX U
ayTeHTI/I‘IHI)IX TCKCTOB 06mer0 nu
po(ecCHOHaTHbHOTO Ha3HAUCHUS

4. O0beM, CTPYKTYpa U coJep:KaHue TUCHUTIITUHBI
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1. | Tema: npodemsl | 3 7 12 VeTHbli ompoc,
KOMMYHUKAaLIUH. 6ecez[a 10 TEMEC.
2. | Tema: ycTpoiicTBo Ha |3 7 12 VYerHbiit onpoc,
paboty Oecena 1o Teme.
3. | Tema: B KOMaHIUPOBKY | 3 8 3 12 Pedepuposanue
TEKCTa.
4. | Tema: npuObITHE B 3 8 1 12 YcTHbI onpoc.
CTpaHy Jlokman,.
S. Tema: ontoBas u 1 12 CamocrosiTenbHas
PO3HHUYHAS TOPTOBJIS 3 8 pabora:
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7. | Tema: KOHTpaKT 3 8 8 YerHslit onpoc
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Coneprkanue pa3iesioB AUCIUIUTHHBI (pacmu@poBka 2-ro cToyi0a TabauIs):

1. IIpoGnembl KOMMYHUKAIMK: PAaBUIa MEXIIMYHOCTHOTO U MEKKYJIBTYPHOTO OOIIIEHHUS.
Discussion: what makes a good communicator?
Reading: international communication
Listening: an interview with a marketing manager for mobile media
Language work: words to describe good and bad communicators
Skills: dealing with communication breakdown
2. YcrpoiicTBO Ha paboOTy: aHKETa, CONPOBOAWUTEIEHOE MHUChMO, pestome u CV,
UHTEPBBIO, OarojapcTBeHHOE nuchbMo. [IpaBuna u Taby npu noucke padboThl.
Discussion: discuss motivation and do a quiz on stress
Reading: perks that work
Listening: an interview with the HPD of a large company
Language work: words for describing motivating factors
Skills: handling difficult situations
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3. B xomanaupoBKy: TenedOHHBIM pa3roBOp C KOMITAHHMEH, 3aka3 MeCTa B TOCTHUHHIIC,
nokynka Owiera Ha camoiyieT. OCHOBHBIE COKpAILlEHUS, MCIOJIb3yeMble B JEJIOBOU
KOppPECIIOHACHIINH. Pazmmuns MCKIOY aHTJINHACKUM H AMCPUKAaHCKUM BapHaHTaMHU
AHTJIMMCKOTO SI3bIKA.

Discussion: the world around us, business protocol

Reading: business protocols in different countries

Listening: an interview with businessmen

Language work: words for describing business rules of negotiations
Skills: dealing with international conferences

4. llpubpiTHe B CTpaHy. TaMOXCHHBIH M IACIOPTHBIM KOHTPOJIb, B a3poIoOpTy, Ha

BOK3aJie, TOpoJIcKoil TpaHcnopT. CTpyKTypa AEJI0BOr0 MUChMa.
Discussion: rules and taboos in a foreign country
Reading: moving around the world
Listening: an interview with a brand manager
Language work: words for describing work and travel
Skills: dealing with international business trips
5. OnroBas u PO3HHUYHAA TOpFOBJ’I}I: AIrC¢HTbI, pCKilaMa, MAPKCTHHI. PexnamMHoe muceMo.
Pexiiama kak kapbepa B CLLIA. 3n1paBooxpaHeHHeE.

Discussion: rules, types and investment for ads
Reading: advertise or not?
Listening: an interview with an anti-advertiser
Language work: words for describing ads
Skills: creating advertisement

6. lensru: popMbl O1UIATHI, ICHEKHBIE CPECTBA, BATIOTHL. [lmaTex Kak BaKHeWIee 3BeHO
BHeHIHeTOpFOBOﬁ OoIIcpanuru. I[Iucema 00 orutaTe M MUCbMa-HAIIOMUHAHUSL. I[GHBFI/I U 4YCKU B
Anrnuu u CILIA. Brennsis Toprosiis.
Discussion: ways of raising money
Reading: raising finance
Listening: an interview with a specialist in finance
Language work: idioms
Skills: negotiating

7. KOHTpakT: mpeIMeT KOHTPAKTa, CPOKM IOCTABKH, YCJIOBMS OIUIaThl, OTIPY304Has

AOKYMCHTAaIUd, T'apaHTHHU, YIIAKOBKA W MApPKHPOBKA, CTpaxOBAHUC, CAaHKIUH, Q)opc-Man(op,
apbutpax. Paznuuusi B aMepUKaHCKOM M aHTTIUHCKOMN JIEJIOBOM TEPMHUHOJIOTHUH.
Discussion: rules, types of business
Reading: win or loose?
Listening: an interview a negotiator
Language work: words for describing types of contracts
Skills: contracts

5. Oﬁpa3OBaTeJILHbIe TEXHOJOI'MH, B TOM YMCJI€ TEXHOJOIHHM IJJICKTPOHHOIO
Oﬁy‘leHl/lﬂ U JUCTAHIIUMOHHBIEC oﬁpasoBaTe.anble TEXHOJOIuH, UCIIOJbB3YEMBIC IIPHU
OCYIIECTBJICHUHA Oﬁpa3OBaTeJ'ILHOFO nmponecca mo IMCuMIJIinHe

B mportiecce o0yueHust HCMIOMB3YIOTCS ClEAYoNe 00pa3oBaTeNbHbIE TEXHOIOTHH:

BBoanasi 0Oecema — JaeT mMeEpBOE IIEJIOCTHOE NPEACTABICHHE O JUCHUIUIMHE H
OpUEHTHUPYET CTYJEHTa B CHUCTEME M3YYeHHUs JAaHHOW MUCIUILIMHBI. CTyIEHTHI 3HAKOMATCS C
Ha3HAYCHUEM U 3aJladaMM Kypca, ero POJIbI0 U MECTOM B CHCTEME YYeOHBIX JUCIUTUIHH, JTAeTCs
KpaTKuii 0030p Kypca, aHalW3 pEeKOMEHAYeMOW Yy4eOHO-METOAUYECKONW JHUTEepaTyphl.
OOBSACHAIOTCS OpraHU3aIMOHHBIE 0OCOOEHHOCTH padOTHI B paMKax Kypca.



IIpakTHyeckoe 3aHsAATHE — 3aHATHE, TOCBSILEHHOE OCBOEHUIO KOHKPETHBIX YMEHUH U
HaBBIKOB M 3aKPEIUICHUIO MOJTY4YEHHBIX PH 0OBACHEHUN 3HAHUH.

KoncyabTanum — BHJ y4eOHBIX 3aHSATHH, SBISIOMIMKACA OXHOW M3 (QOPM KOHTPOJIS
CaMOCTOSITENIbHOW  paboThl  cTyldeHTOB. Ha KoHCynbTanmusx 1o MpockOe CTYIEHTOB
paccMaTpuBaIOTCS HauOoJee CIOXKHBIE MOMEHTHI NP OCBOCHHHM MaTepuayia JHCLHUIUIMHBL,
IIpernojaBaTesib OTBEYaeT Ha BOIPOCHI CTYIEHTOB, KOTOPbIE BO3HHUKAKOT y HHUX B IIpoLecce
CaMOCTOSITENIEHON PaOOTHI.

B npomecce 0O0y4eHHS HCIONB3YIOTCS TEXHOJIOTHH JJIEKTPOHHOTO OOYYEHUS U
JIMCTaHIIMOHHBIE 00pa30BaTe/IbHBIE TEXHOJIOTHH, B TOM YHCIIE:

DAeKTPOHHBIH y4eOHbI Kypc mo aucuuiiune «MHocTpaHHbIi si3bIK» B LMS
DuekTpoHHbIil yHuBepcuTer Moodle SpI'Y.

6. [lepeyeHb JHIIEH3HOHHOT0 W (WJIH) CBOOOJHO PACIPOCTPAHSIEMOr0 MPOrPAMMHOIO
ol0ecrieyeHusi, HMCNOJb3yeMOr0 IPH OCYLIEeCTBJIEHUM O00pPa30BATEJBLHOIO Ipolecca 0
AUCHUILINHE

B mpouecce ocymectBieHuss o0Opa3oBaTeNpHOrO  Ipolecca MO0  JUCHUIUIMHE
UCIOJIB3YIOTCS:

JJIA (1)OpMI/IpOBaHI/I$I MaTCpruaJIOB JIA TCKYILICTO KOHTPOJIA YCIICBACMOCTU U IIPOBCACHHUA
MIPOMEKYTOUHOM aTTecTaluu, it GOpMUPOBAHUS METOAMUECKUX MATEPUAIIOB MO JTUCIUILINHE:

- nporpammel Microsoft Office;

- Adobe Acrobat Reader.

7. IlepeyeHb COBpPeMEHHBIX MNPO(PecCHOHAIBHBIX 0a3 JAHHBIX H HH(OPMAIMOHHBIX
CIIPABOYHBIX CHCTEM, MCI0JIb3YyeMbIX IPH OCYIeCTBJICHUN 00pa30BaTeILHOIO Mpolecca 1o
AUCUUINJIMHE (TPH HEOOXOAMMOCTH)

B mpomecce ocymiecTtBieHHs ~—00pa30BaTENBHOrO — Mpolecca IO  JUCIHILIINHE
UCIIOJIB3YIOTCS:

1. ABromarusupoBaHHas OubnuoreyHo-uHpopmannonHas cucrtema «bBYKU-NEXT»
http://www.lib.uniyar.ac.ru/opac/bk_cat_find.php

2. DnexTpoHHO-0MOMMoTeuHas cuctema «tOpaiiT» https://urait.ru/

8. [lepeyeHb OCHOBHOI ¥  [ONMOJHUTEJHLHOW Yy4eOHOW JHMTEepaTypbl, PpecypcoB
HHG(POPMALMOHHO-TEJIEKOMMYHUKANMOHHOI ceTn «HWHTepHeTr» (IIpM HEOOXOAMMOCTH),
PEeKOMEeHyeMbIX /ISl OCBOCHUS M CHUTIINHbBI

a) OCHOBHAasI JTUTEepaTypa

1. Jemunosa E. B., Cmeranuna M. 1O. English for Economic Studies = Anrnmiickuii nms
HKOHOMHMUYECKHUX HampaBieHuil : yued. mocodue (111 6akamaBpuaTa SKOH. HalpaBIeHUi) /
Antl'Y, MUDMUC, Kad. uHOCTp. s13. 2KOH. U Iopuia. mpodwuneit; [aBT.-coct.: E. B.
Hemunosa, M. 0. Cmeranuna). - bapuayn : U3g-so Antl'Y. - Part 1 : Functional

Aspects = OyHKIUOHAJIbHBIE  ACIEKTHI. - 2016. - 124 c. -
http://elibrary.asu.ru/xmlui/bitstream/handle/asu/4286/read.7book?sequence=1&isAllowe
d=y

2. VYBapos, B. 1. Anrnmiickuii si3eik 11711 95koHOMHUCTOB (A2-B2). English for Business :
yueOHUK M MPAKTUKYM IS akajgeMudeckoro O6akanaBpuata / B. U. YBapoB. — 2-e u3z.,
nep. u jgon. — M. : MWMsmareasctBo IOpaiit, 2018. — 393 c. —
https://mx3.urait.ru/uploads/pdf _review/97FCAFB1-0975-41D4-9235-
FB71E9EEQ759.pdf



http://www.lib.uniyar.ac.ru/opac/bk_cat_find.php
https://urait.ru/
http://elibrary.asu.ru/xmlui/bitstream/handle/asu/4286/read.7book?sequence=1&isAllowed=y
http://elibrary.asu.ru/xmlui/bitstream/handle/asu/4286/read.7book?sequence=1&isAllowed=y
https://mx3.urait.ru/uploads/pdf_review/97FCAFB1-0975-41D4-9235-FB71E9EE0759.pdf
https://mx3.urait.ru/uploads/pdf_review/97FCAFB1-0975-41D4-9235-FB71E9EE0759.pdf

0) I0MOJTHUTEJIbHAS JIATEepaTypa
1.Utoroseie TecThl st YMK (@11 cTyAeHTOB SKOHOMHYECKHX crienuanbHocTeit)=English for

Economists. Achievements Tests: VYueOHoe mocobue sl CTYAEHTOB 3KOHOMHUYECKHX
cnenuanbHocTei. / ABT.-cocT.: KuszeBa H. U., Pynnosa D.B., Tuxomuposa JI.b., XBomeBckas
JLA., Kynuc C.II., u Ip. - MHn.: BI'Y, 2006. - 95 c. -
https://elib.bsu.by/bitstream/123456789/3967/1/TESTs.pdf

9. MatepuajbHO-TeXHHYecKasi 6a3a, HeoOXoAUMas JIsl OCyLleCTBJIeHHsI 00pa30BaTEIbHOI0
npoiuecca no JTUCHUILINHE

MarepuanbHO-TeXHHUYECKass 0a3a, HeoOXoIuMas IJisi OCYIIECTBICHHS 00pa30BaTEIbHOTO
mpolecca 1o AUCUUIUIMHE BKIIIOYAeT B CBOW COCTaB ClielUalbHbIC TOMEIICHHUS:

- yueOHbIe ayTUTOPHUHU ISl IPOBEICHUS IPAKTHUECKUX 3aHATHI (CEMUHAPOB);

- yueOHBIE ayIUTOPUU AJIsl IPOBEJCHUS TPYIIIOBBIX M MHAUBUIYaTbHBIX KOHCYJIbTALIUMI;

- yueOHbIe ayIUTOPHH JUI TPOBEACHUS TEKYIIEro KOHTPOJS H IPOMEKYTOUYHOM
aTTecTaluu;

- MOMEUICHHUS JJIsl CAMOCTOSITENTIbHON pabOThI;

- IOMEIICHUsL JUIA XpaHEHUs U MPOPHIAKTUYECKOTO OOCIYKUBAHUS TEXHHUUYECKUX
CpeACTB O0yUYECHHS.

CreuuanbHble TOMEUICHUS! YKOMIUIEKTOBAHBI CPEICTBAMHU OOYUYEHUS, CIY>KaIllUMH IS
npezcTaBiIeHus yueOHoi nHpopMauy 60IBIION ayAUTOPHUH.

[Tomemienust Ajis caMOCTOSITENBHON Pa0OThl OOYYAIOMIMXCS OCHAIEHBI KOMITbIOTEPHOM
TEXHUKOH C BO3MOXKHOCTBIO TOAKIIOUCHHS K cetn «HTepHeT» m obecrneyeHneM I0CTymna K
3MeKTPOHHOU HH(pOpMaLMOHHO-00pa3oBaTenbHoi cpene Apl'Y.



https://elib.bsu.by/bitstream/123456789/3967/1/TESTs.pdf

IIpunoxenne Nel k paGoueii nporpamMme AU CHHUIIIMHBI
«Jles10BOM HMHOCTPAHHBIN A3BIK»

DoH/1 OLIEHOYHBIX CPEACTB
JJIs1 MPOBe/IeHUs] TeKYIel ¥ MPOMeKYTOUYHOI aTTeCTAIIMH CTYIeHTOB
o AUCHUILINHE

1. TunoBbIe KOHTPOJIbHBIE 32JaHUSI WJIM HHbIE MATEPHAJIbI,
HCHOJIb3yeMble B MPoliecce TEKYIero KOHTPOJIs YCIeBaeMOCTH

3ananus 1151 CAMOCTOSITEJIbHOM Pad0ThI / TEKYIIero KOHTPOJISA
(danuvie 3a0anus MO2ym GbINOIHAMBCA CIMYOEHMOM CAMOCMOSIMENbHO, 8 MAKOM Clyyae
npenodasamesiem 8 00a3amenbHOM NopsioKe He nposepsiomcs. Taxoice OanHble 3a0anusi Mo2ym
UCNOIbL308aMbCA npenooasamenem 0Jis mekyueco Konmpons cgopmuposannocmu YK-4
unouxamopwl U/1-VK-4.1 u U/]-VK-4.2)

Pazgean 1.

1. Answer the questions.

1) What means of communication exist?

2) What makes a good communicator?

3) What communication problems can arise and how can people solve them?

4) Speak about the main rules and taboos while communicating with other people.
5) Do you stick to these rules?

6) Should children be taught to cooperate rather than to compete?

7) How to achieve an effective communication a) in studying 2) at work?

2.Comment on the following sayings.

1)"There are two kinds of people, those who do the work and those who take the credit. Try to
be in the first group; there is less competition there.” - Indira Gandhi

2)"I'm in competition with myself and I'm losing." - Roger Waters, English Musician and
Songwriter

3) "Do your work with your whole heart, and you will succeed - there's so little competition."” -
Elbert Hubbard

4) "The ultimate victory in competition is derived from the inner satisfaction of knowing that
you have done your best and that you have gotten the most out of what you had to give." -
Howard Cosell, Sports Journalist and Broadcaster

Pa3znen 2.
1. Read the following texts and write a resume and a covering letter:
Resume
An excellent resume may help you get the job of your dreams and a poor resume may mean a

lost opportunity. Since this is the first piece of information a company will receive about you, it
7



is critically important that your resume, be well-written. It should be presented at the beginning
of any interview that you have with a company. Ideally, resume should .not be-longer than one
page. The contents of a resume can be roughly categorized as: 1) PERSONAL INFORMATION
(address and telephone number), 2) JOB OBJECTIVE, 3) EDUCATION, 4) EXPERIENCE, 5)
SKILLS, 6) EXTRACURRICULAR ACTIVITIES, 7) REFERENCES. The resume begins with
PERSONAL INFORMATION, name, address, telephone number centered at the top page. After
your address, a statement of intent or JOB OBJECTIVE should be written. This objective should
be well thought out from the very beginning since it will influence how you will write the rest of
the resume. After the statement of intent, describe your EDUCATION. List the universities,
institutes and colleges you have attended in reverse chronological order. Any studying you have
done abroad should be included and courses that you have taken that are relevant. Your working
EXPERIENCE is the next section. List your experience starting with your most recent place of
employment and work backwards. Spell out the exact dates of employment, your position, and
the name of the company you worked for. Following experience, you should list your special
SKILLS. These include your language skills, computer abilities, and any other talent that relates
to your statement of intent. When describing your language abilities, it is best to be honest about
assessing your level, "Fluent English”, "native Russian", "intermediate German", and "beginning
French™ are all ways to describe your language abilities.

EXTRACURRICULAR ACTIVITIES should be included in the next section. Student or
professional organizations you belong to, travel, sports and hobbies should be listed here. The
last section of your resume is the REFERENCE section. List at least two people, not related to
you, who can describe your qualification for the job. Their names, titles, places of work, and
telephone numbers should be included. The style and format of a resume are extremely
important. Your resume must be typed, preferably on a computer in order to format it most
effectively. A neat and well-written resume with no spelling mistakes will give an employer the
impression that you are accurate and take care of details. A resume will not get you a job. An
interview with a company will get you a job. In order to have the opportunity of interviewing
with a company you should send your resume with a cover letter.

HOW TO WRITE A COYER LETTER.

Read the text about a supporting letter which should usually accompany your CV or Resume.
Pay attention to the differences in the-content between the first, two documents and the
following one.

When you use a resume to apply for a job, you also need a short cover letter. The cover letter
should not simply repeat information given in the resume; instead, it should begin by identifying
the job for which you are applying and telling how you heard about it. You can then add any
other information not included in the resume which might be important-for this particular job.
Finally, request an interview; include your phone number, and when you can be reached.
Address the letter, to a specific individual whenever possible. Develop a bridge between yourself
and employer at the very beginning -tell how you learned of the vacancy. Give a brief statement,
emphasizing your qualifications for this position. Use words directly from the job ad to describe
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what you. can do. Emphasize what you can do for an employer rather than what he can do for
you. Show enthusiasm throughout your letter.

2. Answer the questions:

When examining your skills, ask yourself these questions: 1. What have | accomplished
in my work experience? 2. What skills and personal strengths were necessary for those
accomplishments? 3. What have | enjoyed doing most?

3. Discuss the following topics.

1. What are people seeking for when taking a job? (Security, appreciation, money, power,
prestige or something else) 2. What hiring criteria are important and why? (Education,
experience, intelligence, appearance, being a leader/a team player, marital status, modest
payment expectations or something else) 3. What do you think advantages and
disadvantages of working from home are? (Feeling isolated, less commuting, not being
supervised or something else) 4. What can be the reasons for dismissal? (Personal
reasons, being passive, being too initiative, being late or something else)

4. In job ads you will see lists of qualifications (i.e. skills, abilities, etc. that fit a person for a
position) required of a candidate for different jobs. Some of them are used with the verb “to be”,
others with the verb “to have”. Match the words in A and B with the verb “to be” to form a verb
phrase. Model 1: - To be able to use your own car. - To be 25-40 years of age. A Not afraid of;
fully aware of; experienced in; familiar with; responsible for; strong in; able to; fluent in; highly
competent in; willing to; apt to; proficient in. B Interpersonal relations; hard work;
English/Spanish; travel/ing extensively; defending an effective marketing strategy; all work
concentrated on advertisement; develop positive staff attitude to health and safety at work; work
connected with contracts; travel on short notice to crisis regions; use your own car; break into
international market; do routine work; meeting deadlines; work extra hours; doing volunteer
work. Match the words in A and B with the verb “to have” to form a verb phrase. Model 2: - To
have the ability to cope under pressure - To have familiarity with bookkeeping A Background in;
ability to; experience in; inclination for; talent for/in; attitude for; understanding of;
qualifications for; education in; gift for. B Learn and apply ideas and concepts; non-profit
organizations; cope well under pressure; IT field; establish good relations with banks; a law firm
in that field; developing countries; budgeting practices; health and care industry; dealing with tax
authorities.

5. Look at the examples of job-ads, write effective resume in response to one of them. Public
Relations Manager — will be responsible for developing, implementing and managing product,
market and corporate plan that complements communication programs and helps drive corporate
strategy. Built interest and awareness within the investment community and increase company
and brand recognition within the market. Aggressively pursue all corporate efforts and activities,
both internally and externally, driving messaging through all media. Write and/or provide
editorial services for white papers, editorial, presentations, sell sheets. Must have 3-5 years solid

experience, excellent verbal, written and phone communication and presentation skills. Able to
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interact effectively with all levels of management, staff and partners; demonstrate writing
abilities. Detail oriented, enthusiastic and able to function well in fast paced environment. To be
considered for this position , please call Peter Johnson 123-4567890. Database Administrator.
Provide full-cycle consulting cervices from analysis, design, developing to programming from
initial to final stages. Design and develop logical and physical databases using Oracle, SQL
Forms, UNIX, Windows NT and C languages. Set parameters for databases based on system
specifications and user needs. Analyze, review and alter programs to enhance program objectives
and increase operating efficiency. Provide system integration w/mail/exchange servers.
Coordinate flow between databases. Document all steps from development and coding through
installation and operation. Refine aspects of databases before final release. Required: BS in
Comp. Applications, Comp. Programming, Comp. Sci., Comp. Eng’ing. 4 yrs of exp in job
offered, or 4 yrs of exp as Comp. Programmer Analyst. Experience w/BMPC, LAN, UNIX,
Windows NT, Oracle 7.0, SQL Server, SQL Forms, C, C++, Pro*C. Salary negotiable. Business
and Worker Development, ER 1997806549312, PO Box 553, Trenton, NJ 086754. Graphic
Designer: Design printed pattern for cloths, art. Studies fashion, consults with customers. Sketch,
paint, design by hand and with computer. Studies illustrations, photographs to plan presentation.
Determines size and style of type, uses computer to arrange type and create layout based on
available space. Knowledge of layout principles and esthetic design concepts. Submits to art
director for approval. Prepares written instructions to specify details including final layout for
printer. Required Bach.’s Degree in Graphic design, 2+ yrs of exp in job offered or 2 yrs as
textile designer designing for printing onto cloth. 35 hours/week, M-F, 9:30-5:30. Basic salary +
commission. Send resume in duplicate to # RSCT 488, Box 503, NY 1007-0703.

Pasnen 3.

Analize the text according to a plan:
How to analyze a text (an article)

1. Information and structure

— The text (article), entitled ... is taken from the magazine (newspaper, book)...
— The text deals with (concerns, touches upon) the question (problem)...
— The text contains information about ...

— The article (text) opens with the statement...

— The author stresses (underlines) that...

— Such fact(s) as ... is (are) mentioned

— In the first (second, next) paragraph (abstract) it goes about...

— In addition we can say that ...

— The author reports, describes, mentions, argues, gives an example...
— The text is written for... (whom)

— In conclusion we can say...

2. Language

— The text mostly contains short (long), simple (complicated) sentences
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— Such nouns (verbs, adjectives...) are used to...
— The language is rather simple (difficult)
— The text is full of (economic) terms

3. Personal attitude

a. How much does it agree or clash with your view of the world, and what you consider right and
wrong? Why or why not? How much were your views challenged? How well does it address
things that you, personally, care about and consider important in the world? How much new did
you learn from it?

b. How did you like or enjoy the text overall, and (most importantly) why or why not? Keep in
mind that some texts.

— The text makes us think about (understand)...

ITpumep TekcTa

Business trip

o Business trips are just part of doing business. A company tries to choose only its best
people to represent it. Trips can happen in or out of the country. And there are as many reasons
to go on a business as there are places to go: to sign contracts, to discuss terms of delivery,
payment or shipment, to have tests, to consult, to improve one’s professional skills, to provide
support. Representatives of the companies involved usually make preliminary arrangements in
order to meet. Whether a long-term or short-term trip, the itinerary must be carefully planned by
the head of a department or another executive. After the trip, an employee is ordinarily expected
to give a full financial accounting of the trip to his boss. Sightseeing, cultural events and just
plain relaxing are a regular part of every business trip. And no businessman would dare forget to
buy gifts for relatives, friends and colleagues while on a business trip to an interesting, new
location. These trips are important because they contribute to the expansion of a company’s
business relationships and help that company succeed in the competitive world market.

o Business today is international in character, and business people often have to travel. On
a business trip people might meet colleagues and business partners for the first time. Often,
colleagues from different countries experience cultural difficulties, that is, they are surprised by
strange, to them, social conventions in a new place. Different cultures do things differently!
Management styles also differ from country to country. It’s often useful when doing business in
a foreign land, to get some advice from a special agency which consults on questions of
international business. These days business trips are very important because face to face
meetings are more valuable to profitable business than any other type of strategy.

o 1. READ AND TRANSLATE THE DIALOGUE.

o 2. LEARN THE DIALOGUE BY HEART.

o Preparing a trip.Flying out. Arriving

o Isabell Dussart is a publisher. She works in London for Hachette, the French publishing
company. Next month, she has a meeting in New York. She doesn’t know New York, so she ask
an American colleague, Larry, about it.

o Isabell: Larry, could you tell me a little about New York?

o Larry: Sure. What would you like to know?
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o Isabell: It is expensive?

o Larry: It depends of what is your budget?

o Isabell: $ 520 a day. How much is hotel room?

o Larry: Between $ 150 and $ 300. How many days are you staying there?
o Isabell: Three.

o Larry: Where are you working?

o Isabell: At the Rockefeller Centre — 5th Avenue and 51st street. Are there any hotel in
that part of town?

. Larry: Of course. But Rockefeller Centre is a business Centre. It’s not very interesting at
night. What do you want to do in the evenings?

o Isabell: Go to restaurant, go swimming or maybe go to the ballet.

o Larry: There are some great restaurants in New York and there is usually a ballet at
Lincoln Centre. Choose hotel in that area.

o Isabell: Where is that?

o Larry: Mit down. Just off Central Park.

o Isabell: That is dangerous, isn’t it?

o Larry: Not at all. During the day it’s full of people having lunch, jogging, horseback
riding. It’s a great place.

o Isabell: Where can | find a list of hotels? Is there a quide?

o Larry: There are several. | will lend you one.

o Isabell: What about getting around?

o Larry: Don’t use the subway. It’s not very safe or clean. There are lots of yellow cabs.
They are not very expensive.

o Isabell: Thank for your help.

. Larry: It’s a pleasure.

o Isabelle Dussart goes to the travel agent to get information on flights to New York. She

wants to arrive on Tuesday evening. Her meeting is on Wednesday at 10 a.m. Isabelle Dussart is
waiting for her plane. British Airways flight 651 for New York leaves from gate 17 at thirteen-
fifty. Will passengers with tickets please proceed to gate 17 immediately? That’s gate 17 for BA
flight 651 to New York departing at thirteen — fifty.

At the Airport

o 1. READ AND TRANSLATE THE TEXTS.
o 2. RETELL THE TEXT.

o When preparing to fly, passengers are requested to arrive at the airport 2 hours before
departure time. They must register their tickets, get a seat assignment, and weigh and check their
luggage.

o Most airlines have at least 2 classes of travel, first class and economy class. Economy
class tickets are much less expensive. Each passenger more than 2 years old gets a free luggage
allowance. Generally this weight limit is 20 kg of checked baggage for economy class
passengers and 30 kg for first class passengers. If you check excess luggage you’ll have to pay a
fee calculated by the number of extra pieces and the extra weight. Every passenger is also
allowed one small carry-on bag, for instance a laptop computer or small suitcase.

o The rules for passengers who are traveling abroad are similar in most countries but there
are, sometimes, slight differences. Here are some things to remember: if, for instance, you need
to go through Customs, try to fill in the customs declaration before you talk to the customs
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officer. He will ask every passenger the same, routine questions about whether he is carrying
anything he wants to declare: like tobacco, alcohol, presents, and sums of money.

o At the check-in counter, your ticket is looked at, your things are weighed and labeled
with their destination. The next formality is filling in the immigration form and going through
passport control. Remember to have a black or blue pen with you because the immigration form
has to be filled in block letters. You write your name, nationality, permanent address and the
purpose of your trip. In most countries there is also a security check when your carry-on-luggage
is inspected.

o After fulfilling all these formalities you go to the departure lounge where you can have a
snack, read a paper or buy something in the duty-free shop and wait for the announcement to
board the plane.

o When you arrive at your destination, some of these same formalities will undoubtedly be
repeated. Often while on board the plane you will be given a customs declaration and
immigration form to fill in. At the airport you may be met by a specially trained dog whose job it
Is to make sure that no passengers are carrying any illegal drugs. In addition, the immigration
officer might want to inspect your visa, your invitation and even your return ticket.

Read and retell the text

o 2. Airport formalities

o When preparing to fly, passengers are requested to arrive at the airport 2 hours before
departure time. They must register their tickets, get a seat assignment, and weigh and check their
luggage. Most airlines have at least 2 classes of travel, first class and economy class. Economy
class tickets are much less expensive. Each passenger more than 2 years old gets a free luggage
allowance. Generally this weight limit is 20 kg of checked baggage for economy class
passengers and 30 kg for first class passengers. If you check excess luggage you’ll have to pay a
fee calculated by the number of extra pieces and the extra weight. Every passenger is also
allowed one small carry-on bag, for instance a laptop computer or small suitcase. The rules for
passengers who are traveling abroad are similar in most countries but there are, sometimes, slight
differences. Here are some things to remember: if, for instance, you need to go through Customs,
try to fill in the customs declaration before you talk to the customs officer. He will ask every
passenger the same, routine questions about whether he is carrying anything he wants to declare:
like tobacco, alcohol, presents, and sums of money. At the check-in counter, your ticket is
looked at, your things are weighed and labeled with their destination. The next formality is
filling in the immigration form and going through passport control. Remember to have a black or
blue pen with you because the immigration form has to be filled in block letters. You write your
name, nationality, permanent address and the purpose of your trip. In most countries there is also
a security check when your carry-on-luggage is inspected. This is an anti-terrorism measure, and
anything in your luggage that might be dangerous or disturbing to other passengers must be
handed over to one of the crew and will only be returned to the owner after the plane has reached
its destination. After fulfilling all these formalities you go to the departure lounge where you can
have a snhack, read a paper or buy something in the duty-free shop and wait for the announcement
to board the plane. When you arrive at your destination, some of these same formalities will
undoubtedly be repeated. Often while on board the plane you will be given a customs declaration
and immigration form to fill in. At the airport you may be met by a specially trained dog whose
job it is to make sure that no passengers are carrying any illegal drugs. In addition, the
immigration officer might want to inspect your visa, your invitation and even your return ticket.
There is one inconvenience you have to be prepared for when you’re traveling long distances by
plane. It's a difference between the time you are accustomed to and the time of the place you’re
traveling to, especially if it’s far from home. At first you won't feel very well because of that
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difference in time, - that’s called “jet lag” - but don't worry about it, shortly you’ll be as good as
new!

Paznen 4.
Read some examples of business protocol in different countries. Speak a business protocol in
Russia.

Business Protocol
UNITED KINGDOM

o Business dealings tend to be quite formal in the UK and the British are usually reserved
on first meeting.
[}

o Ensure you are punctual for meetings - it is considered rude to keep people waiting. A
firm handshake on meeting is customary, not the continental style of kissing on both cheeks.
Men and women tend to dress conservatively in business suits. Business cards are usually
exchanged at the beginning or end of a meeting.

o The British will not hesitate to speak their minds so be prepared for some straight talking.
Avoid the hard sell in negotiations and do not flatter your counterparts, as it will make them
uncomfortable. The British sense of humor can be quite sarcastic, though no offence will be
meant and none should be taken.

[

MALAYSIA
o In multi-cultural Malaysia, establishing the ethnic identity of a business partner is crucial
o A diverse, multi-racial country, Malaysia has three major ethnic groups and more than 50

smaller indigenous groups.
[}

o Though most people will identify themselves as Malaysians first and a member of a
particular race second, foreign businessmen should be careful to respect customs distinct to each
ethnic group. When addressing an ethnic Malay, for example, use the honorific "Encik" (Mr)
before a man's first name, and "Puan” (Mrs) or "Cik™ (Miss) before a woman's. This protocol
does not apply to Chinese and Indian Malaysians, who may be addressed as "Mr", "Mrs", or
"Miss".

INDIA

o The traditional Indian greeting is the namaste, (hold your hands in prayer position at chest
level and bend your head towards your fingertips). However, Westerners are likely to be greeted
with a handshake (women should not initiate a handshake with a man). In formal situations,
senior figures may be welcomed with a garland of flowers.

[ ]

o Meetings usually start with tea and small talk. Building personal relationships is a vital
part of doing business in India as subjective feelings weigh heavily in the decision-making
process. Bring plenty of business cards and be flexible about timing - itineraries often change at
the last minute.

[ ]
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o A deal is often sealed with a celebratory meal. Most business meals are lunches, although
you may be invited to an associate's home for dinner. Indians enjoy entertaining - “"Serving a
guest is like serving God" is a commonly-held belief. Leave a little food on your plate to avoid
offending your host (an empty plate may suggest you are still hungry).

FRANCE

[}

o In France, be prepared for a passionate business encounter.

[}

o Protocol plays a central role in the business culture. Courtesy and formality play a

significant role in defining the structure of working relationships. French business culture is
intensely hierarchical - always observe business titles and use the more formal "vous”, rather
than the familiar "tu", unless invited to do so.

o The French consider it vulgar to mention money at the start of a meeting so leave this
until negotiations are nearing an end. The highest-ranking individual will make the final decision
and bring the session to a close. Even though lower-ranking intermediaries may not hold any
decision-making power, do not neglect them; effective communication with all levels of an
organization is the key to business success in France.

[

TURKEY

o Turkish body language may prove confusing for some foreign delegates. For example,
Turks usually indicate "no" by raising their eyebrows, while making the sound "tsk". Equally, if
a Turkish associate wags his head from side to side, it does not mean "no", but "I don't
understand”. Use the phone, not e-mail, to follow up meetings, as Turks prefer to communicate
directly.

OOcyxeHne TOKIaA0B U OLIEHUBAHUE X CTYICHTaMH.
[TpumepHas 1mIKana OlleHUBAHUS MTPE3CHTAINH:

Kpurepuit Ouenka
5 4 3
Conepxanue B npe3eHranuy | B npesenTanuu Hapymena
Mpe3eHTallMU. | OTPAXKEHBI BCE OTpakeHbI BCE JoruyecKast
KJIIOUEBBIE  TO3MIMM | KJIIOUEBBIE  IO3ULHHU | TIOCIEN0BATEIBHOC
paboThl, 4eTKo | paldoThl, UMEIOTCS | Th U3JI0KEHUS
IIPOCIIEKUBAETCS HeboubIIHe Marepuana,
CTPYKTypa, JIOTUYHAsl | HETOYHOCTH, HEe | HeueTKas
MOCJIEA0BATENBHOCTD | MEMIAIOIINE CTPYKTYypa.
U3JI0KEHUS BOCHPUSATHIO
MaTepuaia. uHpopMaluu.
Odopmnenne | OdpopmieHue B opopmienun | OdopmieHue
[IpesenTanuu. | npe3eHTalUH IIPE3EHTALMH €CTh IIPE3EHTALMH
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JaKOHWYHOE,  TEKCT | HapymieHus (M30BITOK | MeIIaeT

yA0OHO CUUTHIBAETCA. | TEKCTA, HE  OYEHb | BOCIPHUATHUIO ee
ynoOHas MJig YTEHUs | COACpIKaHUS.
rnojayva Marepuaia)

Beictynienne | Peub oTueTiuBas,  Peub noHsATHasA; | Peur He Bcerna
MOHSITHAS, JIOCTaTOYHBII MOHSATHAS,
Pa3HOOOpa3HBIHA CJIOBapHBIM 3amac; CKYJIHBIN
CJIOBapHbIN 3amac; BJIAJICHUE  TPOCTBIMU | CJIIOBAPHBIN 3aI1ac;
BJIQJICHUE NIPOCTBIMU | FPAMMAaTHYECKUMHU BCTPEYAOTCS
u CJIOXHBIMH | CTPYKTYpaMHU. rpaMMaTH4eCcKue
rpaMMaTH4eCKUMHU JlomyckaeTcsi He 6osee | OIIMOKH.
CTPYKTYpaMHU. 4-5 JIeKCUKoO- | Jlommyckaercs  He
Honyckarorcst 2-3 | rpaMMaTHYECKUX Oonee 7 JIEKCUKO-
JIEKCUKO- OInOOK, HE | TpPaMMAaTHYECKUX
rpaMMaTH4eCcKue 3aTPyAHSIOLIUX OIIMO0K
OIINOKH, HE | HOHUMaHNue
3aTpyAHSIOLIME
MMOHUMAaHUE

Paznen 5. Camocmosmenvuas pa6oma: aHHoOmupoeaHue mexkcma

Listen to the text and write its abstract:

Wholesaling is a part of marketing system. It provides channels of distribution which help
to bring goods to the market.

Wholesales is often a field of small business, but there is a growing chain movement in the
western countries.

About a quarter of wholesaling units account for the one-third of total sales.

Two-thirds of the wholesaling middlemen are merchant wholesalers who take title to the
goods they deal with. Wholesalers simplify the process of distribution.

Retailing is selling goods and service to the ultimate consumer. The retailer is the most
expensive link in the chain of distribution. The retailers operate through stores, mail-order
houses, vending-machine operators.

The retailer performs many necessary functions. First, he may provide a convenient
location. Second, he often guarantees and services the merchandise he sells. Third, the retailer
helps to promote the product through displays, advertising or sales people. Fourth, the retailer
can finance the customer by extending a credit. Also the retailer stores the goods in his outlet by
having goods available.

The wholesale trade sector comprises establishments engaged in wholesaling
merchandise, generally without transformation, and rendering services incidental to the sale of
merchandise. The wholesaling process is an intermediate step in the distribution of merchandise.
Wholesalers are organized to sell or arrange the purchase or sale of (a) goods for resale (i.e.,
goods sold to other wholesalers or retailers), (b) capital or durable nonconsumer goods, and (c)
raw and intermediate materials and supplies used in production. Wholesalers sell merchandise to
other businesses and normally operate from a warehouse or office.

The retail trade sector comprises establishments engaged in retailing merchandise,
generally without transformation, and rendering services incidental to the sale of merchandise.
The retailing process is the final step in the distribution of merchandise; retailers are, therefore,
organized to sell merchandise in small quantities to the general public. This sector comprises two
main types of retailers: store and nonstore retailers.
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Pa3nea 6.

Read the text and continue this list

Some of the major types of money are:

1. Commodity Money:
Whenever any commodity is used for the exchange purpose, the commodity becomes equivalent
to the money and is called commodity money. There are certain types of commaodity, which are
used as the commodity money. Among these, there are several precious metals like gold, silver,
copper and many more. Again, in many parts of the world, seashells (also known as cowrie
shells), tobacco and many other items were in use as a type of money & medium of exchange.

2. Fiat Money:
The word fiat means the ""command of the sovereign. It is the type of money that is issued by
the command of the sovereign. The paper money is generally called as the fiat money. This type
of money forms a monetary standard. It has been made mandatory by law to accept the fiat
money, as an exchange medium, whenever it is offered to anyone.

3. Fiduciary Money:
Today's monetary system is highly fiduciary. Whenever, any bank assures the customers to pay
in different types of money and when the customer can sell the promise or transfer it to
somebody else, it is called the fiduciary money. Fiduciary money is generally paid in gold, silver
or paper money. There are cheques and bank notes, which are the examples of fiduciary money
because both are some kind of token which are used as money and carry the same value.

4. Commercial Bank Money:
Commercial Bank money or demand deposits are claims against financial institutions that can
be used for the purchase of goods and services. A demand deposit account is an account from
which funds can be withdrawn at any time by cheque or cash withdrawal without giving the bank
or financial institution any prior notice.

Pazgen 7.

Different types of statements

Whether a statement is a term of a contract is important because only if a promise is a term of the
contract can a party sue for the breach of the contract. Statements can be split into the following

types:

. Puff (sales talk): If no reasonable person hearing this statement would take it
seriously, it is a puff, and no action in contract is available if the statement proves to be
wrong. It may also be referred to as "puffery.”

. Representation: A representation is a statement of fact made to induce another
person to enter into a contract and which does induce them to enter into a contract, but it is
one that the maker of the statement does not guarantee its truth. If the statement proves to
be incorrect, it cannot be enforced, as it is not a term of the contract, but it may prove to be
a misrepresentation, whereupon other remedies are available.

. Term: A term is similar to a representation, but the truth of the statement is
guaranteed by the person who made the statement. The test is an objective test.

Factors that a court may take into account in determining the nature of a statement include:

. Timing: If the contract was concluded soon after the statement was made, this is a
strong indication that the statement induced the person to enter into the contract.
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. Content of statement: It is necessary to consider what was said in the given context,
which has nothing to do with the importance of a statement.

. Knowledge and expertise: In Oscar Chess Ltd v. Williams,?? a person selling a car to
a second-hand car dealer stated that it was a 1948 Morris, when in fact it was a 1939
model car. It was held that the statement did not become a term because a reasonable
person in the position of the car dealer would not have thought that an inexperienced
person would have guaranteed the truth of the statement.

The parol evidence rule limits what things can be taken into account when trying to interpret a

contract.

Terms implied in fact

The Privy Council proposed a five stage test in BP Refinery Western Port v. Shire of
Hastings:

1. Reasonableness and equitableness: The implied term must be reasonable and
equitable.
2. Business efficacy: The implied term must be necessary for the business efficacy

of the contract. For instance, if the term simply causes the contract to operate better, that does
not fit this criterion.

3. Obviousness: The term is so obvious that it goes without saying. Furthermore,
there must be one and only one thing that would be implied by the parties. For example, in
Codelfa Construction Pty Ltd v. State Rail Authority of New South Wales, > a term regarding the
inability of construction company to work three shifts a day could not be implied because it was
unclear what form it would have taken.

4. Clear expression: The term must be capable of clear expression. No specific
technical knowledge should be required.
5. Consistency: The implied term may not contradict an express term.

In Australia, the High Court has ruled that the test in BP Refinery applies only to formal
contracts, while the test in Byrne and Frew v. Australian Airlines Ltd 2% shall apply to informal
contracts:

« Necessity: The term must be necessary to ensure reasonable or effective operation of a
contract of the nature before the court.

« Consistency: The implied term may not contradict an express term (same as for formal
contracts).

 Clear expression: The term must be capable of clear expression (same as for formal
contracts).

« Obvious: McHugh and Gummow JJ have stated that it must also be obvious.

Terms implied in law

These are terms that have been implied into standardised relationships. The other
difference between this and terms implied in fact is that the test is one of necessity; ! a necessary
term is one where the contract is rendered worthless or nugatory if it is without it.

Terms implied by custom or trade

You are generally bound by the custom of the industry that you are in. To imply a term due
to custom or trade, you must prove the existence of the custom, which must be notorious, certain,
legal and reasonable.

Course of dealing

If two parties have regularly conducted business on certain terms, it may be reasonable to
presume that in future dealings where there is no contract, the parties wish to incorporate the
terms of the previous contracts. However, if a party wishes to incorporate terms by course of
dealing, the original document must have been contractual in nature, and delivery receipts may
not fit this description. In Australia, there is a further requirement that the document was
procured after formation.
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Good faith

It is common for lengthy negotiations to be written into a heads of agreement document
that includes a clause to the effect that the rest of the agreement is to be negotiated. Although
these cases may appear to fall into the category of agreement to agree, courts nowadays (at least
in Australia) will imply an obligation to negotiate in good faith provided that certain conditions
are satisfied.?

« Negotiations were well-advanced and the large proportion of terms have been worked out

« There exists some mechanism to resolve disputes if the negotiations broke down

The test of whether one has acted in good faith is a subjective one; the cases suggest
honesty, and possibly also reasonableness.

"Subject to" contracts

If a contract specifies "subject to contract,” it may fall into one of three categories: >

1. The parties are immediately bound to the bargain, but they intend to restate the
deal in a formalized contract that will not have a different effect

2. The parties have completely agreed to the terms, but have made the execution of
some terms in the contract conditional on the creation of a formalized contract

3. It is merely an agreement to agree, and the deal will not be concluded until the
formalized contract has been drawn up

If a contract specifies "subject to finance," it imposes obligations on the purchaser: =

« The purchaser must seek finance

« When offers of finance arrive, the purchaser must make a decision as to whether the
offers of finance are suitable

Once again, there is an element of good faith involved.

This may also refer to contingent conditions, which come under two categories: condition
precedent and condition subsequent. Conditions precedent are conditions that have to be
complied with before performance of a contract. With conditions subsequent, parties have to
perform until the condition is not met. Failure of a condition does not void the contract, it is just
regarded as voidable.

Statutory implied terms

The rules by which many contracts are governed are provided in specialized statutes that
deal with particular subjects. Most countries, for example, have statutes which deal directly with
sale of goods, lease transactions, and trade practices. For example, most American states have
adopted Article 2 of the Uniform Commercial Code, which regulates contracts for the sale of
goods.

Ilpakmuueckue 3a0anus 011 camoCmoameabHoul padomsvt CmyOeHmos

Buvibop mamepuanog 0ns nepesoda 3agucum om npogheccUOHATbHO20 uHmepeca Uil
YuebHOU HeoOX00uMocmu cmyoeHma uiu pekomenoayuu npenooaeamens. Ha ocnoge nepesooa
comosumcs coobujerue (00k1ao) 6 ooveme 20 npednoxiceHutl.

Chnmcok 3agaHuil K 3a4eTy
Ha 3auere mnpoBepsiercs cdhopmupoBanHocTh kommerennun YK-4, WI-YK-4.1
(ocyIiecTBiIsIeT AEIOBYI0 KOMMYHMKAIIMIO HAa MHOCTPAHHOM SI3bIKE C Y4E€TOM OCOOEHHOCTEeH
OQUIMATEHOTO ¥ HEO(UIINATBHOIO CTUJIEH OOLIEHUS M COUMOKYIbTYpPHBIX paziuuuii), MJ{-YK
4.2. (mepeBOJUT TEKCTHI 00IIEero M MpoeCCHOHATBLHOIO Ha3HAYEHUSI C MHOCTPAHHOT'O S3bIKa Ha
rOCY/IapCTBEHHBIN).

becena no o1HOM U3 MPONJAEHHBIX TEM.
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1. ITpoGrieMbl KOMMYHHUKAIMH: ITPABHUIIA MEKIUMIHOCTHOTO U MEKKYJIBTYPHOT'O OOIIEHUSI.

2. YerpoiicTBO Ha paboTy: aHKETa, COMPOBOIUTENBHOE MUCHMO, pe3tome u CV, HHTEpBbIO,
6nmaromapctBeHHoe ncbMo. [IpaBuna u Ta0y mpu moucke padoTHI.

3. B xomaHaupoBKy: TenedOHHBIH pa3roBOop ¢ KOMIIaHWEH, 3aKa3 MecTa B T'OCTHUHHUIIE,
nokynka Owmiera Ha camosieT. OCHOBHBIE COKpALICHHs, HWCIOJb3yeMble B JEJIOBOM
KOppecnoHIeHIH. Pa3nuuus Mexny aHriauiickuM U aMepUKaHCKUM BapUaHTaMU aHTJIHIICKOTOo
A3BIKA.

4. TTpubbiTHE B CTpaHy: TAMOXKEHHBIN M MAaCHOPTHBIN KOHTPOJIb, B a3pOINOPTY, Ha BOK3aJe,
ropoJickoi TpancnopT. CTpyKTypa J1€J0BOr0 NUChbMa.

5. OnToBast U PO3HUYHAS TOPrOBIIS: areHTHI, pekjiama, MapKeTUHT. PekiamHoe muceMmo.
Pexiiama kak xapbepa B CLIIA. 3n1paBooxpaHeHHeE.

6. lenbru: popmbl OMIIATHL, JEHEXKHbBIE CPEICTBA, BAIIOTHI. [laTex Kak BakHelIIIee 3BEHO
BHEITHETOProBoii omnepanuu. [lucekMa 00 orare W mucbMa-HaNOMUHAHMS. J[EHBIW M YeKH B
Anrnuu u CIIA. Baennsis Toprosisi.

Kpumepuu oyenusanus 3auema.

3auéT BBICTABISIETCS O UTOraM padoOThl B CEMECTPE M UTOrOBOW IPE3EHTALMU CTY/ACHTA.
CognepxaHue 3aueTa OLEHUBAETCS M0 IIKAJIE «3a4T€HO — He3auyTeHo». OlEeHKa «3auyTeHOo»
BBICTABIIIETCS CTYJEHTY, Y KOTOPOrO KOMMYHHMKAaTHUBHAsi KOMIIETEHIMS (IIOJHOCTHIO WU
4acTU4HO) c(hOpMHUpPOBaHA HE HUXKE, YEM Ha IIOPOrOBOM YPOBHE, T.€. HpOIIEAIIEMY BCe
3aIJIaHUPOBaHHbIE B ceMecTpe (OpMbI Ha MOJOKHUTEIbHYIO OLEHKY (He MeHee «3»). OueHka
«HE3a4YTE€HO» BBICTABJIAETCS CTYIEHTY, Yy KOTOPOrO KOMMYHMKATHUBHAs KOMIIETEHLIUS
(IOMHOCTRI0O WJIM YaCTUYHO) CPOpMUPOBaHA HHUKE, YEM Ha IOPOrOBOM YPOBHE, T.€. HE
UMEIOILEMY MOJOXKHUTEIbHBIX OLIEHOK 110 BceM (hopMaM KOHTPOJIS TEKYIIEeH yCIIeBaeMOCTH.

Conep:xanue 3a4era:
B paMKax M3YUCHHBIX 3a CEMECTP TCM CTYACHT AOJIKCH IMTOATOTOBUTH YCTHOC BBICTYIIJICHUC C
ucronas3oBanueM PowerPoint mpesenranmu. [Ipeamaraemsrii 171st paboThI pecypc:

3AYET

Orenka

Peun IIOHATHAaA, Oernas. BeickasniBaHus YCTKHUEC, COOTBETCTBYIOT
MMOCTaBJICHHOU 3aaadc. AXTHUBHAad JIEKCUKa HCIIOJIB3YCTCA NMTPAaBUJIBHO U B 5
MOJIHOM 00beMe. BBICKa3bIBaHUS JIOTHYHEI. I[OHYCTI/IMLI CIANHUYHBIC OIJ_II/I6KI/I,
HC NPCIATCTBYIOIINEC KOMMYHUKAIIVH.

EcTb He3HaunTeNbHBIE HAPYILIEHUS B BBISIBICHUU (DAKTOB BOCIIPUHUMAEMOTO
Matepuana. Peub moHsATHasA. AKTUBHAs JIEKCUKA UCTIOJIb3YETCS B OCHOBHOM 4
MpaBUJIBHO. JlOMyIeH psa rpaMMaTHYECKHX, JIEKCUIECKUX WIIH
(doHemMaTHYECKUX OMIMOOK, HE MPEMATCTBYIOIUX KOMMYHHUKAIMH. JlomycTHMO
HE3HAUYNUTEJIbHOE HapYNIEHUE JIOTUKH M N1ay3bl B BBICKA3bIBAHUSX.

Bricka3piBanus COACPIKAT 3HAYUTCIIBHOC KOJIMUCCTBO OIINOOK U nmays3, HO
COOTBETCTBYIOT TCMATHKE. OCHOBHBIE q)aKTI)I W COOBITHSA BBISIBJIIEHEI YACTHYHO. 3
AXTuBHAaA JIEKCUKaA HCIOJIB3YCTCA B OIPAHUYCHHOM o0beme. Jloruka HapyuIcHa.

OcHoBHbI€ (aKThl HE BBISBICHBI. Peakiuu Ha periuKy OTCYTCTBYIOT. AKTUBHAs
JICKCHKa He ucnoib3yercs. OOIIeHne CBOJUTCS K OTJCIBLHBIM CIIOBAM MIPH 2
6OJ'IBHIOM KOJIMYCCTBEC q)OHeMaTI/I‘—IeCKI/IX, JICKCUYCCKHUX U FpaMMaTI/I‘—IeCKI/IX
OIINOOK.

IIpunoxenne Ne2 k paGoueil nporpamMme AU CHHUIIIMHBI
«J1eJ1I0BOM MHOCTPAHHBIN A3BIK»
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MeToanyeckue yKa3aHUs JJIsA CTY/IEHTOB 110 OCBOEHHIO JUCIIHIIMHBI

B nporiecce u3ydeHnss ”HOCTPAHHOTO SI3bIKA B BY3€, CTYJCHT JOJDKEH:

OCYIIECTBISITh CEPbE3HYI0, CUCTEMAaTHUECKYIO U YIIOPHYIO padOTy IO OBJIAJCHUIO SI3BIKOM,
pEryJIsIpHO Moceniasi IPaKTHYECKUE 3aHSATHUS;

HOMHHTB, YTO CAMOCTOSITEIbHAs paboTa — HEOTheMIIeMasi YaCTh OCBOCHUS TUCLUILIUHEI, 0e3
KOTOpOH ayauTopHas paboTa Moja pyKOBOJACTBOM IpemnojaBarens Oyaer MeHee 3(dexTuBHa.
PerynsipHoe wucnonb3oBaHue pecypcoB MHTEepHeTa W TEPUOTUYECKUX H3JIaHUN TTO3BOJIUT
HOBBICUTH COOCTBEHHYIO SI3BIKOBYIO KYJIBTYPY.

MOCTOSIHHO TIOTIOJIHATh COOCTBEHHBIN CJIOBapHBIM 3amac IO CHEIMaTIbHOCTH, 3aHHUMAThCS
COCTaBJICHUEM CIEIMATHU3UPOBAHHOTO CJIOBHUKA (MUHUMYM 30 CIIOB IO K0 TeEMeE);

YUATATh XY/JOKECTBEHHYI0 U CHCHUAIM3UPOBAHHYIO JIUTEPATYpy Ha HMHOCTPAHHOM S3BIKE,
U3BICKUBATh BO3MOKHOCTH OOIICHUS C HOCHUTENISIMH 53bIKa (CEMHHAphl M BCTpeud B Jlomax
npyxO0bl, mepenucka, yuactue B MluTepuer-popymax);

pa3BuBaTh B ceOe CTPEMJICHHE K CIOHTAaHHOMY TOBOPCHHIO, JOOMBASsCh SICHOIO M YETKOTO
BBIPAXKCHUS MBICJIH;

NPOSIBJIATH YBAKCHHE K CBOMM IPEIOABATENISIM U MOJJCPKUBATh C HUMH JICJIOBOM KOHTAKT,
BBINOJIHSISL UX COBETHI M PEKOMEH/IAIINH.

yYMETh pad0oTaTh B KOMaHJIC B PAMKaX BBIOJHEHUS! KOMMYHUKATUBHBIX M IPYIIIOBBIX 33JaHUH.

3afaHus Ui CaMOCTOSTENILHOTO pelieHus (POpMYIUPYIOTCS Ha MPAKTUYECKUX 3aHATHSX.
B xauectBe 3amaHuil 111 CaMOCTOSTENILHON pabOTHI JOMa CTYIEHTaM IpeaaralTcs JEKCUKO-
rpaMMaTHYecKHe YIpakKHEHUs, a TAKKe TEKCThI IS UTeHUs U 3aJjaHus 1o HuM. [loyHbli cricok
3a/IaHUH JJI CAaMOCTOSTENILHON paboThI IO pa3zesiaM (TemMam) IUCHUILUIMHGI TpuBeneH B OYK B
LMS Moodle «MHocTpaHHBIN 53bIK». BOMpockl, BO3HUKAMOLIME B HPOLECCE MM [0 HUTOTaM
pelIeHus 3TUX 3a/1a4, MOKHO 33/1aTh Ha KOHCYJIbTaNUsAX Wik B ¢opyme (date) B DYK B LMS
Moodle.

JInst caMOCTOSITENIbHOW pabOThl PEKOMEHYETCS MCIOJb30BaTh y4eOHO-METOAMYECKUE
nocoOusi, H3JIaHHBIE TMPenojaBaTeNIIMU Kadeapbl HHOCTPAHHBIX S3bIKOB T'YMaHHMTapHBIX
(bakynbTETOB.

B koHIle BTOpOro cemecTpa M3ydeHUs AMCLMILIMHBI CTYACHTHI CHAIOT 3auem, B KOHIIE
TPETHETO CEMECTPa — dK3aMEH.

K 3auery nomyckarTcs CTyIEHTBI:

1) nmoceruBmme Gonee 60% 3aHATHII M BBHINOJHUBIIKE BCE MPAKTUYECKHE 33JaHUS B
TE€4YEHHE NIEPBOrO, BTOPOTO CEMECTPOB;

2) BomonHuBLIME Oonee 51 % 3amaHuii TeKCUKO-TPAMMAaTUYECKUX TECTOB;

3) NMoMy4rBLIME «3aUTEHO» 3a PAcCKa3 MO MPONUEHHBIM TEMaM B TEKYIIIEM CEMECTpe

B koHI1Ie TpeTbero cemecTpa U3y4yeHUs JUCUUILTUHBI CTYJIEHTHI CAAI0T 9K3aMeH. JK3aMeH
NPUHUMAETCS 10 SK3aMEHAIMOHHBIM OWjeTaM, KaKIbli M3 KOTOpBIX BKIJIIOYaeT B cels TpHu
3aJJaHus:

a) MUCbMEHHBIN TIepeBo/I Co clioBapeM TekcTa oobemoM 1800 mey. 3H.

0) mepecka3 Tekcta 6e3 cmoBapsi oobremom 1500 rmeu.3H.

B) pacckas 10 OJHOM U3 MPOMIEHHBIX TEM.

Ha camocrosiTenbHyl0 MOATOTOBKY K SK3aMEHY BbIAENseTcs 3  JHSA, B 3TO BpeMs
IIPEyCMOTPEHA U IPYIIOBasi KOHCYJIbTALIMSL.

Texyuyuii KOHTPOJIb OCYIIECTBISIETCS B TCYCHHE CEMECTpPa B BUJIE:
YCTHOTO M3JIOKEHHS TI0 TeMe (pacckas, coolienue, JoKIa)
Mpe3eHTaIH, JOKIaaa

KOHTPOJISI HUHIUBUIYaTHHOTO YTCHUS

JIEKCHUKO-TPaMMAaTH4eCKOH paboThI

NS
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o

ayIMpOBaHUS
6. TecroB B Moodle

1. TpeGoBaHusI K YCTHOMY M3JI0KEHHUIO IO TeMe (pacckas, Coo0IIeHHe, JOKIa):

CTyneHTbl TOTOBST YCTHOE M3JI0)KEHUE MO TeMe, cocrosdmue u3 13-15 mpemioxeHuil.
Tema HOKHBI OBITH OCHOBAaHA HA 3apaHee MPOWIEHHOM TeKCTe. [Ipu OTBETEe CTYIACHTHI MOTYT
MOJIb30BAThCA MOAPOOHBIM MJIM KpaTKUM IUIaHOM. CTyIEHT OCYIIECTBISET JAENOBYIO
KOMMYHHUKAIIMIO Ha WMHOCTPAHHOM S3bIKE€ C YYETOM OCOOCHHOCTeH OQHUIMAIBHOIO |
HEO(PUIMATBHOTO CTUJIEH OOIICHHUS U COLMOKYIBTYPHBIX pa3iauuuid. CTyIeHThl JOKHBI OBbITh
TOTOBBI OTBETUTH HA OJIMH-/[BA JOTIOJHUTEIBHBIX BOIIPOCA IO TEME.

2. TpeOoBaHus K Npe3eHTALUU

CTyneHTbl TOTOBST NpPE3CHTAllMM 10 BBIOpaHHOW TeMme, ucnoib3ys Power Point
uHauBUAyanbHo (7-10 criaiiioB, KOTOpbIE BKJIIOYAIOT HE3HAKOMYIO JIEKCHKY, MHUHH-TECT MJIsi
KOHTPOJII TTOHUMaHUsl MaTepHualia OJHOTPYNITHUKAMHU, CIIHCOK MCIOJIb3YEMBIX JIUTEPATYPHBIX
UCTOYHUKOB). OTBET JOHKEH BKIIOYATh HE MeHee 15 mpeuioKeHnit Ha TeMY MHIMBUYaTbHOTO
YTeHMsI B CBOOOJHOM M3n0keHuH. [locie npe3eHranuu npenojaBaTelib 3a/1aeT JBa-TPU BOIPOCa
Ha TIOHUMAaHHUeE.

[lepen co3manneM npe3eHTalMU Ha KOMIIBIOTEPE BaXKHO ONPEIEIINTh:

- Ha3Ha4YCHHE MPE3EHTAIINH, €€ TEMY, IPUMEPHOE KOJIUYECTBO CIIAMI0B

- KaK MPeICTaBUTh HHPOPMAIHIO HanboJee yJauHbIM 00pa3oM

- coJiep:KaHue CIIaiI0B

- rpadudeckoe opopmIIeHHE KOKIOTO claiiia.

Kpumepuu oyenxu npezenmayuu

Cooeporcanue npezenmayuu:

- PacKpBITHE TEMBI

- nojgaya marepuia (0OOCHOBaHHOCTb pasjeneHus Ha ciaiael: 10(7+3) craiinos,
BKJIFOYAs YaCTU MPE3CHTAINH, OTJIABJICHHE, MTPEACTaBICHUE TEMbI U OJMH 0000IIAOIINIA CTIaii])

- HaJlnuue M 0OOCHOBAaHHOCTH rpaduyeckoro opopmienus (pororpaduii, cxem,
PUCYHKOB TUarpamm)

- IPaMOTHOCTb M3JI0)KEHUS

- HAJIMYHe UHTEPECHOU JIOMOTHUTEIHHON HH(OPMAIIH IO TeMe MPOeKTa

- CCBUIKHM Ha MCTOYHUKHU MH(pOopMaIu (B T.4. pecypcsl IHTEpHET).

Odghopmnenue npezenmayuu.

- €/IMHCTBO JM3aiiHa Bcell Mpe3eHTauu

- 000CHOBaHHOCTH MTPUMEHSIEMOTO Tn3aliHa

- €/IMHCTBO CTHJISl BKJIFOUYAEMbIX B IIPE3CHTALIMIO PUCYHKOB

- MIPUMEHEHNE COOCTBEHHBIX (aBTOPCKHUX ) JIEMEHTOB 0()OpMIICHUS

- ONTUMM3AIMS rpaduKu

- 000CHOBAaHHOE HCIMOJIb30BaHHE 3()PEKTOB MynbTHUMeIua: rpaduKu, aHUMAIHH,
BUJICO, 3BYKA.

Hasueayus: Hanmame oriaBiieHHsI, KHOTIOK TIEPEMEISHHSI IO CIaliJaM MITH THITEPCCHIIOK.

Hoxnao na 3a0annylo memy c UCnONb306AHUEM NPE3EHMAYUU.

3. TpeboBanus K IMCbEMEHHON padoTe (pedepupoBanme, aHHOTAIUS, DCCE)
Kputepun orieHKU MUCHbMEHHOMN paOOTHI:

o JIMYHAas1 OICHKAa HpO6J'IeMI)I (HpHBO}IfITCfI pa3J’II/I'—IHI)Ie TOYKHU 3peHI/I$[ U uX JINMYHaig
OIICHKA);

o 3HAHUEC U ITOHUMAHHC MaTepI/Iana (onpenenﬂeTcsf I-IéTKOCTBIO, SICHOCTBIO HOCTpO@HHBIX
CYXKICHHM, TOIHOTON PACKPBITHS TEMBI, JIOTUKOW CTPYKTYpUPOBaHHUS JOKA3aTelbCTB,
HaJIMYMEM COOTBETCTBYIOLIUX IPUMEPOB);

e CTPOrO€ COOTBETCTBHE TEME BCEX MCIOIb3YEMbIX MOHSATHUH;
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e COIPOBOXKJECHHUE TE3UCOB TPAMOTHOM apryMEHTALUEH;
e yMeJIO€ HCIOJIb30BaHUE MPUEMOB aHaIN3a, CPABHEHUS U 0000IICHNUS;
e  CIIOCOOHOCTH OOBSICHUTH ATBTEPHATHBHBIC B3MJISIBI HA PACCMATPUBAEMYIO MPOOIEMY U

MPUNTH K cOalaHCUPOBAHHOMY 3aKIIOUEHUIO;

e COOMIOJIEHUE JIEKCUYECKHX, (DPa3eOIOTUYECKUX, TPAMMATUYECKUX U CTHIIMCTUYCCKUX

HOPM aHTJIMICKOTO JIMTEPATypPHOTO SI3bIKA;

e JIMama3oH WCHOJb3YeMOro HWH()OPMAIMOHHOTO TMPOCTPAHCTBA - HCIOJIb30BaHUE
00JIBIIOr0 KOJIMYECTBA PA3TUYHBIX HCTOYHUKOB HHGOpMAIUY;
e  CaMOCTOSITENILHOCTH BBHITIOJIHEHUS paOOTHI;
e COOTBETCTBHE OCHOBHBIM TPEOOBaHUSAM K 0(OPMIICHUIO MUCbMEHHOMN pabOTHI.
Ilonesnvie cogemul

1. OnHa U3 caMbIX OOJBIIMX OMIMOOK, KOTOPHIE COBEPIIAIOT MPU HAITUCAHUU 3CCE, — ITO
HaTOJTHEHUE ero (hakTamH, KOTOPHIE HE OTHOCSTCS K 3a/JaHHOUM Teme. | 1aBHas Tema BaIlero
3cce JIOJDKHA MPOXOIUTh KPACHOM JIMHUEH 1o Bcel Bamieil pabore. A Bce OCTalbHbIE MBICIH,
KOTOpble OyIyT B HEH, JODKHBI JOMOJHATH M TOATBEPXKAaTh 3Ty Temy. B mporecce
MOCTPOCHHUS 3¢Ce HEOOXOAMMO MOMHUTb, YTO OAMH maparpad JOHKEH COAepKaTh TOIbKO OJHO
YTBEPXKJICHHE M COOTBETCTBYIOIIEE JIOKA3aTEIbCTBO, MOAKPEIUICHHOE HWJUTIOCTPATHBHBIM
MaTepuaIoM.

2. BaxHo Hawanmo kaxmoro maparpada, T. €. mepexoa ot maparpada k maparpady.
ViMeHHO TU1aBHBIE TIEPEXO0/Ibl JEMOHCTPUPYET Ballle YMEHHUE SCHO U MHTEPECHO MU3JIaraTh CBOIO
MBICJTb.

3. IIpoBeprTe Bce Tharoibl. ['7aronbl - OCHOBHBIE MHCTPYMEHTBI B JIOOOM SI3BIKE,
MIO3TOMY OHH JIOJDKHBEI OBITh, BO-TIEPBBIX, MPABHWILHBIMH (IIPOBEPHTE BPEMEHA), a BO-BTOPHIX,
UHTEPECHBIMH, TO3TOMY UCIOJIB3YITE OOJbIIIE CHHOHUMOB.

4. TpeOboBaHus K MHIMBUAYAILHOMY UYTEHHIO:

NuauBuayanbHOe yTeHue - 3T0 (popmMa caMOCTOSTENbHON paboThl, KOTOPYIO CTYACHTHI
BBITIOJIHSIIOT BHE Y4€OHOW ayIMTOPUHU, OPUEHTUPYACH Ha PabOTy Ka)XJO0ro CTYIACHTA. 3aJaHus
M0 MPOYUTAHHOMY TEKCTY MOTYT BapbHpPOBAThCS B 3aBUCUMOCTHU OT IeJei yueOHBIX 3aHSATHIA.
J1st *HOUBUIYJIBHOTO YTEHHS UCIIONIB3YETCSl OpUTMHAbHAS JIMTEpaTypa Mo CIeNUaTbHOCTH B
obmeM o6wseme ot 10000 mo 15000 meu.3H. Beibop marepuanoB Juisl MepeBOAa 3aBUCUT OT
MpoECCHOHAIBHOTO MHTEpeca WM yuyeOHON HEoOXOJAMMOCTH CTYACHTA WJIM PEKOMEHJIAlUU
npenogaBarens. Ha ocHoBe mepeBoja TOTOBUTCS cooOmieHue (goknan) B oobeme 15-20
IIPEIIOKEHU .

5. TpeboBaHUs K JIEKCHKO-TpaMMaTHYECKOHN padore:

OreHka o pe3ysibTaTaM JIGKCUKO-TPaMMaTHIeCKOW paboThl omnpesensercss B 0amiax 1o
CJEAYIOIIEMY TMPUHIMUITY: MPABWIBHO BBINOJHEHHOE 3a/laHUE OLIEHMBAETCS B YCTAHOBJICHHBIN
6amn. Kaxnoe u3 3agaHuil MOXET OBITh OLIEHEHO IOJIOBHUHOMN 3asBJICHHBIX 10 HEMY OaJuIOB, B
cly4ae, KOrJa TpH €ro BBIOJHEHWU TMPaBWIBHO YKa3aHa ¢(opMa clioBa, HO HUMEIOTCS
opdorpaduyeckne OnmoOKy.

[ToHOCTBIO HEMPAaBUIBLHO BHITIOTHEHHOE 3a1aHue - () GaysioB.

6. TpeboBanus K ayIUPOBAHUIO:

AynupoBaHHE€ — 93TO TIOHMMaHHWE Ha CIIyX OCHOBHOTO COJICP)KAaHUS ayauo- H
BUJICOTEKCTOB, BBHIOOPOUYHOE U3BIICUCHHE HHTepecyromeld uHpopmaruun. OCHOBHON pedeBoit
3aja4eid pH TOHMMAHWW 3BYYAlIMX TEKCTOB HA CIYX SBJSICTCS W3BJICUYCHHE OCHOBHOM HITH
3a/IaHHOM CTYIeHTY HMH(OpMAaIMK ¢ TOCTaBICHHOW 3apaHee 1eNblo. BpeMs 3ByuaHus TEKCTa: 10
5 MuHyT. PekoMeHIyeTCs Ipy MOITOTOBKE MPOCITYIIMBATh TEKCT MHOTO pa3.

YuyeOHO-MeTOANUECKOE O0ecTeueHne
CaMOCTOSITE/IbHOI PadOThI CTYIEHTOB 10 JUCHUIJINHE

23



Jljist caMoCTOsATeNhbHON PaboThl PEKOMEHIYETCS HCIIOIh30BaTh JINTEPATYPY, YKa3aHHYIO B
paszeine 8 HacTOSIIECH TPOrpaMMBbl.
JIJist caMOCTOSITETFHOTO TOA00pa JIMTEPATyphl MO JUCIHMIUIMHE, TTOMHMO PEKOMEHIOBAaHHOMN
npenojaBaTesieM JUTepaTypbl A Oojiee TNIyOOKOro H3y4YeHHUsS pas3iesioB TUCIUILUIMHBI, B
oubmuoreke SApl'Y pekoMeHIyeTC s HCIIOIb30BATh:

1. JInynerii kabunet (http://lib.uniyar.ac.ru/opac/bk_login.php) maer Bo3MOXHOCTH TOIYyYCHHUS
on-line noctyna K CIMCKY BbIIaHHON B aBTOMaTH3UPOBAHHOM PEXHUME JIMTEPATyphl, IPOCMOTpa
U KONMPOBAHMS 3JEKTPOHHBIX BEPCHI M3IaHHHM COTPYAHHMKOB yHHBepcutTeTa (y4ued. M METO.
nmocoOus, TeKCThl JeKIuid 1 T.1.) g paboTel B «JInuHOM KaOmHETE» HEOOXOIWMO 3alTH Ha
caifr Hayunoii 6ubnmorexu Spl'Y ¢ mo0oii Touku, nMerommei JocTyn B Internet, B MyHKT MEHIO
«DNEeKTPOHHBIN KaTanor»; MpONTH MpoLeNypy aBTOPU3alUU, BbIOpAB BKIAAKY «ABTOpU3ALUI,
¥ 3aT0JHUTH MPEICTaBICHHBIE OIS HH(POPMAIIHH.

2. JaekTpoHHasi OMbIHOTeKa yueOHbIX MaTepuasoB Spl'y
(http://www.lib.uniyar.ac.ru/opac/bk_cat find.php) coxepxutr 6Gonee 2500 mMOMHBIX TEKCTOB
y4eOHbIX U y4yeOHO-METOJUYECKUX MAaTepUaloB IO OCHOBHBIM H3Yy4aeMbIM JAMCLUIUIMHAM,
W3JJAaHHBIX B YHUBepcUTeTe. JloCTyI B CETH YHUBEPCUTETA, JINOO 110 JIOTUHY/TIApPOJTIO.

3. DnexkTpoHHas kaproreka «KHUroobecneueHHOCTbY
(http://www.lib.uniyar.ac.ru/opac/bk_bookreq_find.php) packpsiBacT y4eOHbIl (OHI HaydHOH
oubmuoreku  Spl'Y, nmpenocraBiser — OHNEpaTHUBHYHO  MH(OpMAnmuild O  COCTOSHUU
KHUT000ECIIEYeHHOCTU TUCLUIUIMH OCHOBHOW M JONOJHUTENIBHOMN JIUTEpaTypoOi, a TaKkKe LUKIIa
JUCLHUIUIMH M CHelMaIbHOCTEH. DIIeKTpOoHHas KapToTeka «KHUTrooOecrneyeHHOCTb» JOCTYIHA B
CETH yHUBeEpcUTeTa 1 uepe3 JInuHblil KaOMHeT.

yepe3 JInunblii KaOUHET.
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