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1. Ilesn ocBOeHHS TUCHUILINHBI

[lenpt0  OCBOEGHMS  JUCUMIUIMHBI  «Jl€TOBOM  WHOCTPAaHHBIA  S3BIK»  SIBJISETCS
¢dbopMupoBaHHE KOMIIETCHIIMH, BIAJCHHE KOTOPOH TMO3BOJIAET pemaTh pa3zHooOpa3Hble
3a/1a4d MEKJIIMYHOCTHOIO M MEXKYJIBTYPHOTO B3aUMOJCHCTBHUS B YCTHOM M IHCbMEHHOU
(dhopMax Ha UHOCTPAHHOM SI3bIKE.
2. MecTO THCHMIJIMHBI B CTPYKTYpe 00pa3oBaTe/IbHOM NMPOrpaMmbl

JucturuimHa «JleoBoi MHOCTPAHHBIN SI3BIK» OTHOCHUTCS K 4YacTH, (popMupyemoit
y4acTHUKaMU 00pa3oBaTesIbHBIX OTHOIIEHUH bioka 1.

JInst 0cBOEHUs JaHHOWM JUCLUILIMHOM CTYIEHTHI IOJDKHBI BIAJECTh 3HAHUSAMU, YMEHUAMU
U HaBbIKaMH, IPUOOPETEHHBIMU B Kypce OCBOEHHMs IpenMera « IHOCTpaHHBIN S3bIK» B cpeiHen
LIKOJIE.

[Tonyuennsie B Kypce «/IHOCTpaHHBIN A3bIK» 3HAHUS HEOOXOAMMBI JJI OCYILIECTBICHUS
JIEIOBOI1 KOMMYHHMKAllUd Ha WHOCTPAaHHOM S3bIKE, a TaKXke s MpPOJOJDKEHUs oOydeHHs B
Marucrparype.

3. HJIaHI/IpyeMbIe PE3yJdbTaThbl Oﬁy‘-lel-[l/lﬂ mo JAUCHHUIIIMHE, COOTHECCHHBIEC C
INIAHUPYEMBIMHU peE3yjJbTaTaMHU O0CBOCHUS 06pa30BaTeJ'l])H0]71 NnmporpaMmmabl

[Ipouecc n3yyeHus: TUCIUIUIMHBI HaIlpaBJieH Ha (GOpPMUPOBAHHE CIEIYIOIIUX AJIEMEHTOB
koMmrereHiuil B coorserctBun ¢ GI'OC BO, OOII BO u npuoOpereHus cieayromux 3HaHHM,
YMEHHH, HaBBIKOB U (WJIM) OTIBITA IEATEIbHOCTH:

®opMupyeMasi KOMIIETeHIUS HMHaukaTop K0CTHKEHUSsI IlepeueHnb
(xox u popMyIHPOBKA) KOMIIeTeHIIMH NJIAHUPYEMBbIX Pe3yJIbTaTOB
(ko1 u (hopmMyJIMPOBKA) 0o0yueHust
YHuBepcalbHble KOMIIETeHIIHH
IIK-3 (PJ) Cnocoben k IMK-3 (PJ) -1.1. Ymeer 3HaeT 0COOCHHOCTH KYJIbTYpPbI
MOMCKY MH(MOpPMAIUHU O BECTH JIETIOBYIO H CTpaH M3y4aeMoro s3bIKa, KINIIIe
HOTEHIMAIBHBIX TapTHEPaX U | NPODECCHOHANBHYIO JICIIOBOT'O OOIICHMS,
aHATH3Y TTOCTYMAOLINX KOMMYHHKAIIHIO Ha 0COOEHHOCTH ocbnunam,z{oro u
KOMMEPUECKHX MpeiokKenunii | WHOCTPAHHOM S3BIKE IIpH HCO(bI/II_II/I.aJ'IBHOFO CTHIICH
HA BHEIIHHUX PHIHKAX O6H_IeHI/II/I C 3apy6e)1(H},1MH OGH.ICHI/I?I, OCHOBHBIC CPEIICTBA U
HapTHEPAMH T10 IPUEMBI TIEPEBO/IA JIEKCHKO-
BHELIHEIKOHOMHYECKOMN TpaMMaTHICCKUX CTPYKTYD;
JeATeTbHOCTH YMeeT BocIpUHIMATD

WHOCTPAHHYIO PE€Yb B CUTYyaIHsIX
YCTHOTO U ITUCEMEHHOTO
JIEJIOBOr'O OOIIEHHS; BEIITOIHATH
3JIEMEHTapHBII
MIpeepEeBOTIECKUI aHaATTN3
TEKCTOB OOIIIEr0 U
po¢eCCHOHATBHOTO
Ha3HAYEHUS;

Baageer HaBbIKaMu YCTHOU U
MMMCbMEHHON KOMMYHHKAIIUH B
opUIHaTBHBIX U HEODUITHATBHBIX
CUTYaIUsX OOIICHNS; HABBIKAMHU
TepeBojia ¢ MHOCTPAHHOTO Ha
PYCCKHUH S3BIK y4eOHBIX U
ayTEHTHUYHBIX TEKCTOB O0IIEro u
po)eCCHOHAIBHOTO Ha3HAYCHUS

4. O0beM, CTPYKTYPA U cO/iep:KaHue TUCIHUTLTUHBI




OO0mast TpyA0eMKOCTh TUCIHUIUIUHBI “‘/[€I0BOM MHOCTpPaHHBINA SI3BIK” COCTABJISET S5 3a4€THBIX
ennuuipl, 180 akan. yaca.

Ne Tembl (pa3aesibl) Buabl yueOHBbIX 3aHATHI, DopMbI TEKYLIETr0
n/ JAMCHUIINHBL, - BKJII0YAsi CAMOCTOSITEJILHYIO KOHTPOJIst
n HX Co/lepIKaHne 5 paGoTy CTYIEHTOB, yCreBaeMoCcTH
S U UX TPYI0EMKOCTh ®opma
3 (B aKajieMHYeCKHX Yacax) MPOMEKYTOUHOI
aTTecTAlHH
(no cemecmpam)
KonrakTHasi padora
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1. | Tema: mpoonemsl | 3 7 12 VerHBIi ompoc,
KOMMYHHUKAITUH. Oecema o TeMe.
2. | Tema: ycrpoiicTBO Ha |3 7 12 VerHbIi onpoc,
paboty Oecena 1o Teme.
3. | Tema: B KOMaHIUPOBKY | 3 8 3 12 PedepupoBanue
TEKCTa.
4. | Tema: nmpuObITHE B 3 8 1 12 YcTHBIM ompoc.
CTpaHy Joxkna.
5. Tewma: onToBas u 1 12 CamocrosTenbHas
pPO3HHUYHAS TOPTOBJIS 3 8 pabora:
AHHOTHPOBAHHUE
TEKCTa.
6. Tema: neHpru 3 8 13 VerHsiit ompoc.
7. | Tema: KOHTpaKT 3 8 8 YcrHblit orpoc
HUrorosas arrecrauust | 3 0,3 | 3,7 3auer
Bcero: 54 5 |03 |120, | 180
7

Copepxanue pa3esioB AUCUUIUINHBI (pacuindpoBka 2-ro cToI0Ia TaA0IHIIbI):

1. HpO6J'I€MLI KOMMYHUKaUU: IIpaBujia MCXKJIIMIHOCTHOT'O U MEXKKYJIIbTYPHOI'O O6IJ_ICHI/I}I.
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 paboTy: aHKeTa, CONPOBOAMUTENIbHOE MHUCbMO, pe3tome u CV,
UHTEPBBIO, O1aroapcTBeHHOE MUchbMoO. [IpaBuna u Taby npu noucke padboThI.
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 xoManamMpoBKy: Tene(OHHBIH pa3roBOp ¢ KOMIAHHMEW, 3aKa3 MeCTa B TOCTHHHIIE,
MOKynka Owiieta Ha camoiieT. OCHOBHBIE COKpAIEHUS, UCIOJIb3yeMbIe B JIEIOBOM
KOPPECIIOHACHIIUU. Paznuuus MCKAY aHTIUICKUM U AMCPUKAHCKHUM BapUaHTaMU
AHTJIMICKOTO 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. IlpuOpiTHe B CTpaHy. TaMOXE€HHBIM M NACIOPTHBI KOHTPOJIb, B a’poNOpTy, Ha

BOK3aJie, TOpoJCKOr TpaHcropT. CTpyKTypa JeJI0BOTO MHUChMa.
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. OmnroBas M po3HUYHAs TOPIOBJIS: areHThl, peKiIaMa, MapKeTUHT. PekiaMHOe MHUChMO.
Pexnama kxak kapsepa B CILIA. 3apaBooxpaHeHue.

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. Jlenpru: ¢hopMbI OTUIATHI, ICHEKHBIC CPEACTBA, BATIOTHI. [1naTex Kak BakKHEHIIee 3B€HO
BHCI.HHCTOpFOBOfI oIcpanuu. ITucema 00 omutaTe ¥ MHUCHBMa-HAIOMHHAHUSL. I[GHI:FI/I N 4Y€KU B
Anrnuu u CIIA. BaeniHss Toprosisi.
Discussion: ways of raising money
Reading: raising finance
Listening: an interview with a specialist in finance
Language work: idioms
Skills: negotiating

7. KOHTpaKT: NpEAMET KOHTpaKTa, CPOKM IIOCTAaBKH, YCJIOBHA OINIATBI, OTTPY304YHaA

JOKYMCHTAllUA, TIapaHTUH, YIIAKOBKAa H MAPKHPOBKA, CTpPAXOBAHUEC, CAHKIWH, (bOpC-M&)KOp,
apOutpax. Pa3nmnuus B aMepruKaHCKOHM M aHTJIUHCKOM JCIOBOM TEPMHUHOJIOTHH.
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. OﬁpaSOBaTeﬂbele TEXHOJOIr'HHM, B TOM 4YHMCJIE€ TEXHOJOI'HHM IJIECKTPOHHOIO
oﬁyqemm U JUCTAHIMUOHHBbIC 06p33OBaTe.]IbHLIe TEXHOJOI'id, UCNOJIb3yEeMbI€ NMPHU
OCYyIIECTBJICHUHA 06p330BaTeHLHOFO nmpoumecca mo TMCHMIIJINHE

B npornecce o0ydeHust NCTONB3YIOTCS cielylolue 00pa3oBaTeIbHble TEXHOJIOTHH:

BBoanasa Oecema — 1aeT mepBO€ IIEJIOCTHOE INPEACTABJICHHE O JUCUUIUIMHE U
OPUEHTHPYET CTYJEHTAa B CUCTEME M3y4EHUS NAHHON MUCHMIUIMHBL. CTYIOEHTBI 3HAKOMSTCS C
Ha3HAUYE€HUEM M 3aJjayaMM Kypca, €ro poJibl0 M MECTOM B CHCT€ME y4eOHBIX TUCLHUIUIMH, JaeTCs
KpaTkuii 0030p Kypca, aHaiM3 pPEeKOMEHIyeMOoW y4eOHO-METOJWYECKOH JUTepaTyphl.
OOBACHSIOTCSA OpraHU3alMOHHBIE 0COOEHHOCTH padoThI B paMKax Kypca.



IIpakTHYecKoe 3aHATHE — 3aHATHE, NOCBAIIECHHOE OCBOCHUIO KOHKPETHBIX YMEHHUHU U
HABBIKOB U 3aKPETJICHUIO IOJTYYEHHBIX MPU 0ObICHEHUH 3HAHUH.

KoncyabTauum — B y4eOHBIX 3aHSATHH, SBISIOMIMNACA OJHOM M3 (OPM KOHTPOJISA
CaMOCTOSTENIbHOW ~ paboThl  cTyAeHTOB. Ha KoOHCynmpTamuMsx 1O HTpock0e CTYACHTOB
paccMaTpuBaloTCsl HauOoJiee CIIOKHBIE MOMEHTHI MpPH OCBOCHHUH MaTepHajja JWCIHUILIHHEI,
IIPENOAABaTENb OTBEYACT HA BOIIPOCHI CTYIEHTOB, KOTOpPbIE BO3HMKAKOT Y HHUX B IIpoLEecce
CaMOCTOSITEJIbHOM pabOTHI.

B npomecce o0OydeHHS HCIONB3YIOTCS TEXHOJIOTHMM JJIEKTPOHHOTO OOydeHHs W
JMCTaHLIMOHHBIE 00pa30BaTENbHbIE TEXHOJIOTHH, B TOM YHCIIE:

DJIEKTPOHHBI Yy4eOHBIH Kypc nmo aucuuniaune «UHoctpanublii si3pik» B LMS
DaexkTpoHHblil yuuBepcuter Moodle SpI'Y.

6. [lepeyeHsb JIMIEH3MOHHOTO M (MJH) CBOOOJHO PACHPOCTPAHSIEMOr0 NPOrPaAMMHOIO
ol0ecrieyeHns, HMCNOJb3yeMOr0 IPH OCYILIECTBJIEHUM O00pPa30BaTeJLHOIO Ipolecca 1o
AUCHMILINHE

B mpouecce ocymectBieHuss o0pa3oBaTeNbHOTO — Mpoliecca IO JAUCHUIUIMHE
HCIIOJIb3YOTCS:

I (bOpMI/IpOBaHI/ISI MaTCpruajIoB I TCKYIIECTO KOHTPOJIA YCIIEBACMOCTHU U MPOBCACHUA
MIPOMEXYTOYHOM aTTecTaluu, JUisi POPMUPOBAHUS METOJUUECKUX MAaTEPHAIIOB MO TUCIUIINHE!

- mporpammbl Microsoft Office;

- Adobe Acrobat Reader.

7. IlepeyeHb COBpeMEHHbIX NPO(ecCHOHAIBHBIX 0a3 JAaHHBIX U HHGOPMAIMOHHBIX
CIPABOYHBIX CHCTEM, HCIOJIb3YyeMbIX NIPH OCYLLeCTBIEHUH 00pa30BaTeIbHOIO MpoLecca mno
AUCUUIJIMHE (IPU HE00X0AMMOCTH)

B mpomecce ocymectBieHuss 0o0Opa3oBaTeNbHOTO  Mpollecca IO AUCHUIUIMHE
HCIOJIb3YIOTCS:

1. ApTtomatu3upoBaHHasi OuOmmoTeuno-uHpopmarmonHas cucrema «bBYKU-NEXT»
http://www.lib.uniyar.ac.ru/opac/bk_cat_find.php

2. DineKTpoHHO-0MbaroTeuHas cuctema «FOpaiit» https://urait.ru/

8. IlepeyeHb OCHOBHOWi M  IOMOJHHUTEJNbHOW Yy4eOHOIi JIMTepaTypbl, pecypcoB
UH(GOPMANIMOHHO-TEJIEKOMMYHUKANIUOHHOM ceTH «HMHTepHeT» (NIPU HEOOXOAUMOCTH),
pPeKoMeHAyeMbIX /1JIsl OCBOCHHS TMCIUIIIHHbI

a) OCHOBHAf1 JIUTEpaTypa

1. Jemunona E. B., Cmeranuna M. 1O. English for Economic Studies = Anrnmiickuii mmis
SKOHOMMYECKUX HaIpaBJIeHUH : yueb. mocodue (i GakanaBpuaTa SKOH. HAIIPaBJICHUH) /
Antl'Y, MUOMUC, Kad. unoctp. s3. 5Kk0H. U ropun. mnpoduieit; [aBT.-cocT.: E. B.
Hemumoa, M. 0. Cmeranunal. - bapuayn : Usn-so Antl'Y. - Part 1 : Functional
Aspects = ~ ODyHKIMOHAIBHBIE  ACIIEKTHI. - 2016. - 124 c. -
http://elibrary.asu.ru/xmlui/bitstream/handle/asu/4286/read.7book?sequence=1&isAllowe
d=y

2. VYBapos, B. M. Anrmmiickuii s3pik as 3koHOMUCTOB (A2-B2). English for Business :

y4eOHUK M MPAKTUKYM Ui akageMuuyeckoro 6akanaspuata / B. W. YBapos. — 2-e u3n.,
nep. u gon. — M. : HWspgarensctBo IOpaiit, 2018. — 393 c¢. —
https://mx3.urait.ru/uploads/pdf_review/97FCAFB1-0975-41D4-9235-
FB71E9EEQ0759.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) A0MOJIHUTEIbHASA JINTepaTypa
1.Utoroseie Tecthl anst YMK (st cTyieHTOB 3KOHOMHYECKHX crenuanbHocTeid)=English for

Economists. Achievements Tests: YueOHoe mocoOue aisi CTYACHTOB HKOHOMHYECKHX
cnenuanbHoCTel. / ABT.-cocT.: KuszeBa H. U., Pyrmosa D.B., Tuxomuposa JI.b., XBomeBckas
JLA., Kynauc C.II1,, u Ip. - MHn.: BI'Y, 2006. - 95 c. -
https://elib.bsu.by/bitstream/123456789/3967/1/TESTs.pdf

9. MaTepuajbHO-TeXHHYeCKasn 0a3a, HeoOXoAUMas /ISl OCYLIeCTBJIeHUsI 00pa30BaTEIbHOI0
npouecca no JAUCHUIINHE

MarepuanbHO-TeXHHUECKas 0a3a, HEOOXOAMMAast TSl OCYIIECTBICHUSI 00Pa30BaTEIHHOTO
rpolecca Mo JUCHUILIMHE BKIIOYAET B CBOM COCTaB CleMaIbHbIE TOMEIEHUS:

- yueOHbIE ayIUTOPUH IS TPOBECHUS MPAKTUUECKUX 3aHITHH (CEMUHApPOB);

- yueOHbI€ ayIUTOPUHU JJIs1 TPOBEACHUS TPYIIIOBBIX M MHIUBUYAIbHBIX KOHCYJIbTAIU;

- yueOHbIE ayAUTOPUM JUISI TPOBEIACHMSI TEKYHIEro KOHTPOJISI U IMPOMEKYTOUHOUN
aTTecTaluu;

- IIOMEIIEHHUSI [T CaMOCTOSTENbHON pabOThI;

- IOMEIICHNs U XpaHEHUs U MNPOPHIAKTUYECKOTO OOCIY)KUBAHUSA TEXHUYECKUX
CpeacTB 0Oy4YeHHUsI.

CriennanbHble TOMELIEHUS! YKOMIUIEKTOBAHbI CPEACTBAMH OOYYEHHUS, CIYXKAIIUMH JUIsS
npecTaBieHus yueOHOM nHpopMay GOIbIION ayAUTOPHH.

[Tomemienus uis caMOCTOSATENbHON pabOThl 00YYArOMIMXCS OCHAILEHBl KOMITBIOTEPHOU
TEXHUKOM C BO3MOXKHOCTBIO MOAKIIOUEHUs: k ceTu «MHTepHeT» M olecreyeHueM JocTyna K
ANIEKTPOHHOU MH(POPMaIMOHHO-00pa3oBaTeabHOM cpeae Spl'Y.

ABTOpP(BI) :

JOLIEHT Kadeapbl HHOCTPAHHBIX S3bIKOB
r'yMaHUTapHbBIX (PaKyIbTETOB, K.().H. ”} AnexceeBa B.H.


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

IIpunoxenne Nel k padoueil nporpaMmme JHCHUATIIHHBI
«JleI0BOM MHOCTPAHHBIN A3BIK»

D oHI OLIEHOYHBIX Cpeacre
AJIsl MPOBECACHUSA Telcymeﬁ u l'[pOMe)KyTO‘{HOﬁ arTTeCcTaluu CTYACHTOB
mo JTMCHUIIJIMHE

1. TunoBble KOHTPOJIbHBIC 3a/laHUS] UJIM UHBIC MaTEpHaAJIbI,
HCII0JB3YEMBIE B IPOLECCE TEKYIIEI0 KOHTPOJIA YCIIEBAEMOCTH

3agaHus AJ1s1 CAaMOCTOSITE/ILHOI padoThl / TeKYIero KOHTPOJIA
(dannvle 3a0anus Mocym 8bINOTHAMbBCA CIMYOEHMOM CAMOCMOAMENbHO, 8 MAKOM Clyude
npenooasamenem 8 0053amenbHOM NOPsOKe He nposepsaomcs. Taxoce OanHble 3a0aHUsl MO2YMm
UCNOIb308aMbCsL Npenodasamenem 0Jisk meKywe2o KOHmpos cgopmuposannocmu YK-4
unouxamopwt UJ]-VK-4.1 u U/[-VK-4.2)

Pazgen 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

Pazgen 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
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
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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
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
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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
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.

Pasnea 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...
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2. Language
— The text mostly contains short (long), simple (complicated) sentences

— 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)...

Ilpumep Tekcra

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.

. 1. READ AND TRANSLATE THE DIALOGUE.

. 2. LEARN THE DIALOGUE BY HEART.

o Preparing a trip.Flying out. Arriving
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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.

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

Larry: Sure. What would you like to know?

Isabell: It is expensive?

Larry: It depends of what is your budget?

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

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

Isabell: Three.

Larry: Where are you working?

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.

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

. 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 1 find a list of hotels? Is there a quide?

o Larry: There are several. |1 will lend you one.

o Isabell: What about getting around?

. 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

. 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
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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
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 snack, 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
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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
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.

[ ]
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J 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.

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.

O6CY)KI[CHI/IC AOKJIAAOB U OIICHUBAHUEC UX CTYACHTAMU.
HpI/IMepHaH [IKajJla OOCHHUBAHUWA ITPE3CHTALIUU

Kpurepuit OueHka
5 4 3

Conepxanue B npes3eHTanuy | B mpeseHTanuu Hapymena

MIPE3CHTAMU. | OTPaXKCHBI BCE OTpPa’KEHBI BCE JIOTHYECKas
KJIIOYEBBIE  IO3UIMM | KIKOYEBBIE  IO3HULMU | IIOCIEAOBATEIBHOC
paboTHI, 4eTKO | paboThI, UMEIOTCS | Th U3JI0KCHUS
IIPOCIIEIKUBACTCS HeOoJIbIINe Marepuana,
CTPYKTypa, JIOTMYHAsl | HETOYHOCTH, HE | HEeYeTKas
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[IOCJIEOBATEIBHOCT | MEILIAIOLIUE CTPYKTYypa.
U3JI05KEHUS BOCIPUATHIO
Marepuarna. uH(bOpMAITUH.

Odopmiienne | Odopmienue B opopmnennu | Odopmienue

[IpesenTanuu. | npe3eHTalUU IIPE3EHTALMH €CTh IIpE3EHTALNN
JTaKOHMYHOE,  TEKCT | HapyuieHus (M30BITOK | Memaer
yI0OHO CUMTHIBAECTCS. | TEKCTa, HE  OYEHb | BOCHPUATHIO ee

ynoOHas Ml YTEHUs | CONEPIKaHUA.
nojla4ya Marepuara)

BeicTyruienne | Peub oTueTnuBas, | Peun noHsATHas; | Peur He Bcerna
HOHSITHAS, JIOCTaTOYHBII HOHSITHAS,
pa3zHooOpa3HbIi CJIOBapHBIN 3aI11ac; CKYIHBIN
CJIOBApHBI 3ar1ac; BJIQJICHHE  TPOCTHIMH | CIIOBAapHBIH 3amac;
BJIQJICHUE MPOCTBIMH | FPAMMAaTUYECKUMU BCTpEYaroTCs
u CIIOKHBIMU | CTPYKTypamHu. rpaMMaTH4YecKue
rpaMMaTUYECKUMU JomyckaeTcst He 6osee | OMINOKU.
CTPYKTYpaMH. 4-5 nekcuko- | Jlomyckaercss — He
Homyckarorcs 2-3 | rpaMMaTHYECKHUX Oosee 7 JEKCHUKO-
JIEKCUKO- OIINOOK, HE | rpaMMaTHYeCKUX
rpaMMaTHYEeCKUe 3aTPyIHSIONINX OImnOoK
OITMOKHU, HE | IIOHUMaHHUE
3aTpyIHSIOUINE
MMOHNMaHHe

Pa3pen 5. Camocmosmenvuas pa6oma: aHHomupoearnue 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.
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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.

Pasgean 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 commodity, 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.

Pasznen 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.
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. 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.

. 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 I 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).

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

e 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
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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.

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

o 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 camoCmoAmMENIbHOU Padomovl CmyoeHmoe

Buvibop mamepuanos onsi nepesoda 3asucum om RpoheccUOHATbHO2O uHmepeca Uil
YuebHOU HeobxoouMocmu cmyoeHma uiu pekomenoayuu npenooaeamens. Ha ocnoge nepesooa
2omosumcs coobujerue (0oxknao) 6 oowveme 20 npednodxiceHull.

Cnmcok 3agaHuil K 3a4eTy
Ha 3awere mnpoBepsiercs chopmupoBanHocTh komnereHuun YK-4, HNJ-VK-4.1
(ocymiecTBisieT JENOBYH0 KOMMYHMKALMIO HAa MHOCTPAHHOM SI3bIKE C Y4E€TOM OCOOEHHOCTEH
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OPUITMAIEHOTO ¥ HEO(UIIUATBHOTO CTHJICH OOIICHHSI M COIMOKYIBTYPHBIX pasznuumii), MJ[-VK
4.2. (mepeBOIUT TEKCTHI 00IIero u mMpo(ecCUOHATHHOTO HA3HAYCHHS C HHOCTPAHHOTO s3bIKAa Ha
rOCY/IapCTBEHHBIN).

becena o oaHOM U3 NPONICHHBIX TEM.

1. ITpoGieMbl KOMMYHHKAIIUU: TTPABHUIIA MEKINIHOCTHOTO U MEXKYIBTYPHOTO OOIICHHSL.

2. YcrpoiicTBo Ha paboTy: aHKETa, COMPOBOAUTEIHHOE MUCHEMO, pe3tome u CV, HHTEepBEIO,
OnaroapcTBeHHOE MUChMO. [IpaBuina u Taby mpu MOMCKe pabOTHL.

3. B xomaHIupoBKy: Teiae(OHHBIH pa3roBOp ¢ KOMIAHWEH, 3aKa3 MecTa B TOCTHHHIIC,
nokynka Owmiera Ha camoner. OCHOBHBIE COKpAIleHHs, HCIOJIb3yeMble B JICIIOBOM
KOpPECHOHACHIIMY. Pa3znuunst Mexay aHIVIMICKUM M aMEPUKAaHCKUM BapHaHTaMHU aHTJIMACKOTO
SI3BIKA.

4. ITpubbiTHE B CTpaHy: TaMOXEHHBIN U MAaCHOPTHBINA KOHTPOJIb, B a3pOTIOPTY, HAa BOK3aJle,
ropoJickoi TpancnopT. CTpyKTypa /1€J0BOro MuchMma.

5. OnroBast U pO3HMYHAs TOPTOBJIS: areHTHI, pekjama, MapKeTUHT. PekiaMHOe MuchMO.
Pexnama xak xapnepa B CIIIA. 3apaBooxpanenue.

6. Jlenpru: ¢opMbI OTUTATHI, JCHEXKHBIE CPEACTBA, BATIOTHI. [ImaTexx Kak BaKHEHIIIEe 3BEHO
BHEIIHETOProBoi omeparuu. [lucema o0 omate W muchbMa-HanmoMuHaHUA. J|eHbIM U 4Yeku B
Anrnuu u CIIIA. BHenHss Toproiis.

Kpumepuu oyenusanus 3auema.

3auéT BBICTABISETCS MO WUTOTaM palOTHl B CEMECTpPEe M WTOTOBOM Mpe3eHTAallMH CTYACHTA.
CopnepxaHue 3aueTa OLIEHMBAETCS MO IIKalle «3auT€HO — He3adTeHo». OLEeHKa «3auTeHO»
BBICTABJISIETCS CTYAEHTY, Y KOTOPOrO KOMMYHHMKATHBHasi KOMIETEHIMS (MOJHOCTHIO WU
4acTU4YHO) cQOpMHpOBaHA HE HUXKE, YeM Ha IOPOrOBOM YpOBHE, T.€. MpOIIEIIIEMY Bce
3aIlUIaHUPOBAHHBIE B ceMecTpe (OPMBI Ha TMOJIOKHUTEIBHYIO OICHKY (He MeHee «3»). OreHka
«HE3aYTEHO» BBICTABISIETCA CTYIEHTY, Y KOTOPOTO KOMMYHUKAaTHBHAs KOMIIETEHIUS
(MOJTHOCTHIO WM YacTHYHO) c(hOPMHUpOBAHA HUXKE, YeM Ha IOPOrOBOM YpOBHE, T.€. HE
HUMEIOLIEMY TOJIOKUTEIFHBIX OLIEHOK 10 BceM opMaM KOHTPOJIS TEKYILEeH yCIIeBaeMOCTH.

Conep:xanue 3a4era:
B paMkax n3y4eHHBIX 3a CEMECTP TEM CTYACHT JIOJDKCH MOJTOTOBUTh YCTHOE BBICTYIUICHHE C
ucnoss3oBanuem PowerPoint mpesenraruu. [Ipemaraemslii a7st paboThl pecypc:

3AUYET

OrueHka

Peun IIOHATHAs, Oernas. Beicka3bpIBaHMS YCTKUEC, COOTBCTCTBYIOT
MOCTaBJICHHOM 3ajaue. AXTHBHas JIEKCHKa HCIIOJIb3YCTCH IIPABUJIBHO U B 5
IMOJIHOM 00beMe. BhICKa3bIBaHMS JIOTUYHBI. I[OHYCTI/IMH CINHUYHBIC OIJ_II/I6KI/I,
HC IPCIIATCTBYIOINNEC KOMMYHUKAIINH.

Ecth HE3HAUNTENLHEIC HapyHi€HUs B BBISABJIICHUU (baKTOB BOCIIpUHUMACMOT'O
Marepuaia. Peun monsTHAs. AKTUBHAS JICKCHKA HCIIOJIB3YETCAd B OCHOBHOM 4
IIpaBHJIbHO. I[OHYH_IGH pAA rpaMMaTHYCCKUX, JICKCHYCCKUX U
(I)OHeMaTI/I‘-ICCKI/IX OIJ_II/I6OI(, HC NPCHATCTBYIOIUX KOMMYHUKAIIUH. I[OHYCTI/IMO
HC3HAYUTCIIbHOC HAPYHICHUC JIOTUKHU U 11ay3bl B BBICKA3bIBAHUAX.

Bricka3piBaHus COACPIKAT 3HAYUTCIIBHOC KOJIMYCCTBO OIIIMOOK U nays, HO
COOTBCTCTBYIOT TCMATHKE. OcHOBHbBIC (I)aKTBI 1 COOBITHS BBISIBJICHBI YACTUYHO. 3
AKTHBHas JIEKCHKa HCIOJIB3YCTCA B O'paHNUYCHHOM o0beme. Jloruka HapylmicHa.

OcHoBHEBIC (I)aKTLI HE BBISBJICHBI. Peakiiuu Ha PCIUIMKU OTCYTCTBYIOT. AKTHBHas
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JIEKCUKa He Ucnojb3yercs. OO0IIeHne CBOIUTCS K OTJEIbHBIM CJIOBAaM IIpU 2
00JIBIIIOM KOJINYECTBE (POHEMATUUECKUX, TEKCUYECKHX U TPaMMaTHYECKUX
OIINOOK.

IIpunoxxkenne Ne2 k padoueilt mporpaMmMe JUCHUIINHBI
«/les1I0BOM MHOCTPAHHBIN A3BIK»

MeToauueckue YKazaHnus 1Jist CTYACHTOB 110 OCBOCHHUIO TUCHUIIJIUHBI

B mpornecce n3y4eHunst ”HOCTPAHHOTO SI3bIKa B BY3€, CTYJCHT JOJDKEH:

OCYLIECTBJIATh CEPHE3HYI0, CUCTEMAaTHUYECKYI0 U YIIOPHYIO padOoTy IO OBJIQJICHHIO SI3BIKOM,
PETYISPHO Tocemas MPaKTHYECKUE 3aHATHUS;

MMOMHHUTB, YTO CAMOCTOSITENIbHAS Pad0Ta — HEOTheMJIeMasi YaCTh OCBOCHUS JUCIUIUIIHEI, 0e3
KOTOpO#l ayauTopHas paboTa IMoJ PYKOBOJICTBOM IpemnojiaBaTens OyaeT MeHee 3(pQeKTUBHA.
Perynmsiproe wucnonp3oBanue pecypcoB HVHTepHeTa W TEPUOTUYECKUX W3JAHWHA ITO3BOJIUT
MOBBICUTH COOCTBEHHYIO SI3BIKOBYIO KYJIBTYPY.

MOCTOSTHHO TIOTIOJTHATh COOCTBEHHBIN CJIOBapHBIA 3amac 1Mo CHENHaJbHOCTH, 3aHUMAaThCS
COCTaBJIEHUEM CIIELIUATU3NPOBAHHOTO CIOBHUKA (MUHUMYM 30 CJIOB 1O Kaxa0H TeMe);

YUTaTh XYAO0KECTBEHHYI0 W CIICIHAIM3APOBAHHYIO JUTEpATypy Ha WHOCTPAHHOM SI3BIKE,
M3BICKMBATh BO3MOXHOCTH OOIICHWS C HOCHUTENSIMH s3bIKa (CeMHHaphl M BCTpedn B Jlomax
Npyx0bl, epenucka, yuactue B UuTepuer-dopymax);

pa3BuBaTh B cebe CTpEeMJICHHE K CIIOHTAHHOMY TOBOPEHHIO, JOOWBAasCh SICHOTO W YETKOTO
BBIPAXKEHUS MBICIIH;

IPOSBJIATh YBAXKEHHE K CBOMM IPENoJaBaTessiM U MOJAEPKUBATh C HUMHU AEJIOBOH KOHTAKT,
BBITOJIHSAS UX COBETHI U PEKOMEHJAlIHH.

YMETb paboTaTh B KOMaH/I€ B paMKaX BbINOJHEHHS] KOMMYHUKaTUBHBIX U IPYNIIOBBIX 3aJaHUM.

3amaHus A5 CaMOCTOSITENIBHOTO pelieHUsT POPMYTUPYIOTCS Ha MPAKTUYECKUX 3aHSATUSX.
B kauecTBe 3aaHuii 11 CAaMOCTOSITENBHON pabOTHl OMa CTyAEHTaM IpeaaraiTcs JIEKCUKO-
rpaMMaTUYECKUE YIPAKHEHUS, a TAKKe TEKCTHI JJIs YTeHUS U 3a/1aHus 1o HUM. [TonHblii crincok
3aJIaHUM JIJI CaMOCTOSATEIILHOM paboThI 1O pazzaenaM (TeMaM) IUCHUILIMHBI TpuBeaeH B DYK B
LMS Moodle «MHocTpaHHbIi s1361K». BOTpPOCkl, BO3HUKAIOIINE B MPOIECCE MM 10 UTOram
pelieHust 3TUX 3a/1a4, MOKHO 3a7aTh Ha KOHCY/IbTAlUAX Wiau B ¢opyme (yate) B OYK B LMS
Moodle.

Jlis camMocCTOSITeNbHOM pabOThl PEKOMEH]IyeTCSl MCIOJb30BaTh Y4eOHO-METOIMYECKHE
MocoOus, W3JaHHBIE TMpenojaBaTesIMu Kadeapbl HHOCTPAHHBIX S3bIKOB T'YMaHHTAPHBIX
(bakynbTeTOB.

B koHIle BTOpOro cemectpa M3ydeHUs AWCUUIUIMHBI CTYACHTHI CHAIOT 3auent, B KOHIIE
TPETHETO CeMecTpa — IK3aMEH.

K 3auery nomyckarTcs CTyIEHTHI:

1) moceruBme Oonee 60% 3aHATHII W BBINOJHUBIIKE BCE MPAKTUYECKHE 3aJaHUS B
TE€UEHHUE MEePBOT0, BTOPOTO CEMECTPOB;

2) BeimonHuBIIHEe Oonee 51 % 3amaHuil TEKCUKO-TPAMMATUYECKUX TECTOB;

3) MOJIyYUBIINE «3aYTEHO» 3a PacCKa3 MO MPONACHHBIM TeMaM B TEKYII[EM CEMECTPE

B koHIle TpeThero cemectpa U3ydeHHs AUCIUILTUHBI CTYJCHTHI CAAIOT 9K3aMeH. JK3aMeH
MPUHUMAETCS MO SK3aMEHAIIMOHHBIM OuieTaM, Ka)Abli M3 KOTOPBIX BKJIIOYAaeT B ceds Tpu
3a/laHus:

a) MMCbMEHHBIN NepeBoI co cloBapeM TekcTa oobemoM 1800 med. 3H.

0) mepecka3 Tekcta 6e3 cioBaps oobsemom 1500 med.3H.

B) paccka3 Mo OJIHOM U3 MPOMIEHHBIX TEM.
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Ha camocTosATEnbHYIO MOArOTOBKY K 3K3aMEHY BblIENsAeTcs 3  JHA, B 3TO Bpems
IIPEyCMOTpPEHA U IPYIIIOBasi KOHCYIbTALIMSL.

Texyuyuit KOHTPOJIb OCYIIECTBISICTCS B TCUCHHE CEMECTPa B BHJIE:
YCTHOTO U3JIOKEHUS TI0 TeMe (paccka3, COOOIIeHUEe, TOKIa)
MpEe3eHTAINH, JJOKIIaaa

KOHTPOJISI HHINBUTyaTbHOTO YTCHHS

JICKCUKO-TPAaMMaTHIECKOH pabOThI

ayJMPOBAHUS

tectoB B Moodle

oakrwdE

1. TpeGoBaHUs K YCTHOMY M3J0KEHUIO IO TeMe (paccka3, CoOOIIeHne, I0KIa):

CryneHThl TOTOBST YCTHOE H3JIOKEHHE M0 Teme, cocrosimue u3 13-15 mpennoxeHuil.
Tema nomKkHBI OBITH OCHOBAHA Ha 3apaHee NMpoaeHHOM TekcTe. Ilpu oTBeTe CTYAEHTHI MOTYT
MOJIb30BAaThCcsl MOAPOOHBIM WJIM KpaTKUM IUIaHOM. CTyIeHT OCYILECTBISET JAEJOBYIO
KOMMYHHMKAIIII0O Ha MHOCTPAHHOM f3BIKE C YYETOM OCOOEHHOCTEH OQHUIMAIbHOTO U
HEO(UIMAIBHOTO CTUJIEH OOIIEHUS U COUMOKYIbTYPHBIX pa3inuuuil. CTyIeHTbl AOKHBI OBITH
TOTOBBI OTBETUTH HA OJIMH-/IBA IOTIOJHUTENIBHBIX BOIPOCA MO TEME.

2. TpeOoBaHUS K IPE3CHTAINN

CryneHTbl TOTOBAT Mpe3eHTAllMM IO BbIOpaHHOW TeMme, wucmnonb3dys Power Point
uHauBuAyanbHo (7-10 crmaiiioB, KOTOpbIe BKIIIOYAIOT HE3HAKOMYIO JIEKCHKY, MUHHU-TECT JUIS
KOHTpPOJISl MOHUMAaHMsI MaTepuajia OJHOTPYNIHUKAMHU, CIHCOK HCHOJb3YEMbIX JMTEPATYPHBIX
ncToYHNKOB). OTBET JOJDKEH BKIIIOYATh HE MEeHee 15 mpeaiokeHuil Ha TeMy UHIANBUYaTbHOTO
YTeHUsI B CBOOOJHOM M3i10keHHH. [locie mpe3eHTauy mpenojaBaTesb 3a/1aeT JBa-TPHU BOIpoca
Ha MOHUMAaHHe.

[Iepen co3gannem npe3eHTaly Ha KOMIIBIOTEPE BAXKHO ONPENETUTD:

- Ha3Ha4YCHME MPE3EHTALUH, €€ TEMY, IPUMEPHOE KOJINYECTBO CIIANI0B

- Kak TpeacTaBuTh HH(popMaInio Hanboee yaadHbIM 00pa3oM

- CoZiep>KaHueE CIIaii/IoB

- rpaduueckoe ohopmIiIeHUE KaXI0TO claiaa.

Kpumepuu oyenxu npezenmayuu

Cooepoicanue npezenmayuu:

- PaCKpBITHE TEMBI

- nojgavya marepuiia (0O0OCHOBAHHOCTh pasjenieHus Ha cianael: 10(7+3) cnainos,
BKJIIOYAsl YaCTH MPE3CHTAIINY, OTJIaBJICHHUE, IPEACTABICHNUE TEMbI U OJJMH 0000IIAFONINIA CI1aiiT)

- Haguyue U 00O0CHOBAaHHOCTH Tpaduueckoro odopmienus (dororpaduii, cxem,
PUCYHKOB JTHarpaMm)

- IPaMOTHOCTh M3JIOKEHUS

- HAJIMYME UHTEPECHOU JIOTIOJTHUTEILHONU HHPOPMAIUH 110 TEME MPOSKTa

- CCBUIKHM Ha MCTOYHUKYU MH(MOopMalyu (B T.4. pecypchl IHTEepHET).

Odgopmnenue npezenmayuu:

- €IMHCTBO JM3aifHa Bceil Mpe3eHTalnu

- 000CHOBAHHOCTh MMPUMEHSIEMOTO TU3aiiHa

- €IMHCTBO CTHJIS BKIIFOYAEMBIX B MPE3CHTAIIUIO0 PUCYHKOB

- MpUMEHEeHHE COOCTBEHHBIX (aBTOPCKHUX) IIEMEHTOB 0(OPMIICHUS

- ONTUMM3AIHS TPAPUKU

- 000CHOBaHHOE HCIMONb30BaHue A(P(HEeKTOB MylbTUMeHa: TpaduKd, aHUMAIIHH,
BHJIEO, 3BYKA.

Hasuzayus: nanuurie oriaBieHHs], KHOMIOK MEPEMEIICHUS M0 claiiiaM UIH TUTIEPCCHUIOK.

Joknao na 3a0annyio memy ¢ UCHOIb30BAHUEM NPE3CHMAYUU.
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3. TpeGoBaHus K MICbMEHHOU paboTe (pedeprpoBaHre, AHHOTAIIHS, ICCE)

Kpurepun o1ieHKH TUCHBMEHHON PabOTHI:

e IIMYHAs OILIEHKA MPOOJEeMBbl (MPUBOMAATCS pa3IMYHBIC TOYKH 3PEHUS W WX JIMYHAS
OIICHKA);

e 3HAHHWE U NMOHUMAHUE Marepuaina (onpenensercs YETKOCThIO, SICHOCThIO MOCTPOCHHBIX
CY)KJEHUH, MOJHOTOM PACKPBITUS TEMBI, JIOTUKOW CTPYKTYPUPOBAHUS JOKA3aTEIbCTB,
HaJUYMEM COOTBETCTBYIOIIUX TPUMEPOB);

e CTPOTrO€ COOTBETCTBHUE TEME BCEX UCIOJIb3YEMbIX TOHITHH;

e  CONIPOBOXKICHHUE TE3UCOB I'PAMOTHOM apryMeHTALMEM;

e  yMeEJIO€ UCIIOJIH30BAaHUE MTPUEMOB aHAIN3a, CPABHEHUS U 0000IICHMS;

e  CIIOCOOHOCTH OOBSCHUTH ATBTEPHATHUBHBIC B3IJISIBI HA PACCMATPUBAEMYIO TIPOOJIEMY U
MPUNTH K cOATAaHCUPOBAHHOMY 3aKJIFOUCHHUIO;

e CcOOMO/IeHNE JIGKCUYECKUX, (DPA3COJTOTUUECKUX, TPAMMATUYECKUX W CTHIIMCTUYECKUX
HOPM aHTJIUHCKOTO JINTEPATYPHOTO SI3bIKA;

e JMamna3oH HCMOJB3YeMOTO HMH(POPMAIIMOHHOTO TMPOCTPAHCTBA - HCIOJb30BaHUE
OOJIBIIIOTO KOJMYECTBA PA3IMYHBIX HUCTOYHUKOB WH(MOPMAIUH;

e  CaMOCTOSITEJILHOCTD BBITIOJTHEHUS PaOOTHI;

e COOTBETCTBHE OCHOBHBIM TPeOOBaHMSIM K 0()OPMIICHUIO MUCbMEHHOMN pabOTHI.

Ilonesznvie cogemoi

1. OgnHa u3 caMbIX OOJBIITUX OMTMOOK, KOTOPHIE COBEPIIAIOT MPH HATMCAHUH ICCE, — ATO
HaroJHeHue ero (akTamu, KOTOpbIe HE OTHOCSTCS K 3a/JJaHHOW Teme. [ 1aBHast TemMa Bariero
acce JO0JDKHA MPOXOANTH KPaCHOW JIMHUEHW MO BCeW Barieil paboTe. A BCe OCTaJIbHBIC MBICIIH,
KOTOpbIe OyayT B HEW, MOJDKHBI JOTOJNHITH W TOATBEPXKAATh 3Ty Temy. B mporecce
MIOCTPOCHHUS 3cCe HE0OXOUMO MOMHUTB, UTO OJUH Maparpad J0JDKeH CoAepkKaTh TOIbKO OJTHO
YTBEPKJACHHE U COOTBETCTBYIOIIEE JIOKA3aTEIbCTBO, IOAKPEIUIEHHOE WIIIIOCTPATUBHBIM
MaTepUaAIOM.

2. Baxno Hawano kaxmaoro maparpada, T. €. mepexon oT maparpada k maparpady.
HNMeHHO mutaBHBIE MTEPEXObl AEMOHCTPUPYET Ballle YMEHHUE SICHO U MHTEPECHO M3JIaraTh CBOIO
MBICJIb.

3. IlpoBepbTe Bce rarojbl. [7arosibl - OCHOBHBIE WHCTPYMEHTHI B JIIOOOM SI3BIKE,
[I03TOMY OHU JIOJDKHBI ObITh, BO-TIEPBBIX, MIPABMWILHBIMU (IIPOBEpbTE BpEMEHA), a BO-BTOPHIX,
UHTEPECHBIMH, T03TOMY UCHOJIB3YiTe 00JIbIlIE CHHOHUMOB.

4. TpeboBaHus K MHAWBUIYATbHOMY YTEHUIO:

NnnuBuayanbHoe uTeHUe - 3T0 popmMa caMOCTOSATEIBHON paboThl, KOTOPYIO CTYAEHTHI
BBITIOJIHSAIOT BHE Y4EOHON ayJqUTOPUH, OPUEHTUPYACh HAa pabOTy KaXJOro CTyAeHTa. 3aJaHus
[0 MPOYUTAHHOMY TEKCTY MOTYT BapbHUPOBATHCSA B 3aBUCUMOCTH OT LIeJei Y4eOHBIX 3aHITHA.
JI1sl MHOAMBUTYalIbHOTO YTEHMS UCIIOJIb3YETCS OpPUTMHAIbHAS JIUTEpaTypa Mo CIEeUUaTIbHOCTH B
obmem o6beme ot 10000 no 15000 meu.3H. BbiOOp MaTepuanoB AJid MEpeBOJia 3aBUCUT OT
podeccHoHAIbHOTO MHTepeca WM y4eOHOW HEOOXOIMMOCTH CTYICHTAa WU PEKOMEHIAINH
npenoaaBatens. Ha ocHoBe mepeBoga TOTOBUTCS cooOmieHue (Aokman) B oobeme 15-20
MPEIJIOKEHUM.

5. TpeboBaHUs K JEKCUKO-TpAMMaTHUECKOH paboTe:

Ornenka mo pe3yibTaTaM JIEKCUKO-TpaMMaTH4YecKoi paboThl ompesensercs B O6amiax mo
CJIEIYIOLIEMY MPUHLUITY: MPABUJIBHO BBINOJHEHHOE 3aJaHUE OLIEHWBAETCS B YCTAHOBIIEHHBIN
6amn. Kaxmoe u3 3agaHuii MOXeT ObITh OIIEHEHO TMOJIOBUHOMW 3asBJICHHBIX MO HeMy 0aslioB, B
cllydyae, KOrJa TMpH €ro BHIMIOJHEHWU TMPaBUIBHO YyKazaHa ¢opMa clIoBa, HO HMEIOTCS
opdorpaduyeckue omuOKH.

[ToHOCTBIO HEMPAaBUIBLHO BHITIONHEHHOE 3aqanue - () GayioB.

6. TpeboBaHUA K ayIUPOBAHUIO:
AynupoBaHHe — 0OTO TIOHMMaHHE Ha CIyX OCHOBHOTO COJIEp)KaHUs ayauo- W
BHUJICOTEKCTOB, BBIOOPOUHOE U3BIeUeHHE WHTepecyomeid uHpopmaimu. OCHOBHON pedeBoi
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3aaueid IIpU MOHMMAHMM 3BYYalIUX TEKCTOB HA CIIyX SBJISETCS WM3BJICUYEHUE OCHOBHOM WU
3aJJaHHOM CTyJeHTY HH(OpPMAIUK C IOCTABICHHON 3apaHee 1eNblo. BpeMs 3BydaHus TeKCTa: 10
5 MuHyT. PekoMeHyeTcs Ipu NOAr0TOBKE MPOCIYIIMBATh TEKCT MHOTO pa3.

Y4eOHO-MeTOANYECKOE 00ecTIeueHrue
CaMOCTOSITE/IbHOI PadOThI CTY/IEHTOB 110 TUCIUILIHHE

Jist caMOCTOATENBHOM paboThl PEKOMEHTyeTCsI HCIIOJIb30BaTh JINTEPATypy, YKa3aHHYIO B
pazzaeine 8 HacTosIIEeld IPOrpaMMBl.
Jlist caMOCTOATENBHOTO TOAOOpa JIMTEPATyphl MO JAWCHUILIMHE, MOMHUMO PEKOMEHIOBAHHOU
MperoIaBaTesieM JIUTEpaTypbl it Oojiee TIIyOOKOTO H3y4eHHs pas3zeiioB JWCHUILINHBI, B
oubnuoteke Apl'Y pexomeH yeTcs: UCIOIb30BaTh:

1. Jlnunerit kabuner (http://lib.uniyar.ac.ru/opac/bk_login.php) maer Bo3MOXHOCTH TOIy4CHHUS
on-line gocTyna K CIUCKY BbIJAHHOW B aBTOMAaTU3UPOBAHHOM PEKUME JIMTEPATyphl, IPOCMOTpa
U KOIMPOBAHUS AIEKTPOHHBIX BEPCUN W3JaHUI COTPYIHUKOB yHHBepcurera (yueOd. U MeTO.
nmocooust, TeKCThl Jekuuit u T.4.) st paboTsl B «JIuuHoM kaOuHeTe» HEOOXOIMMO 3alTH Ha
caift Hayunoii 6ubmuotexu Apl'Y c nro60it Touku, uMeromen noctyn B Internet, B MyHKT MEHIO
«DNEeKTPOHHBIN KaTaJIor»; MPOUTH MpOLEAYypY aBTOpPU3allMH, BBIOPAB BKIAJKY «ABTOpU3ALIUY,
1 3aII0JIHUTH TPEJCTABJICHHBIE M0JII HH()OPMALIUH.

2. dnekTpoHHAas OUOJIMOTEeKA YUueOHBIX MaTepuasioB SApl'yY
(http://www.lib.uniyar.ac.ru/opac/bk_cat_find.php) comepkut 6Gomee 2500 TONHBIX TEKCTOB
y4eOHBIX M Y4yeOHO-METOJAMYECKUX MaTepUualioB IO OCHOBHBIM H3y4aeMbIM JUCIMILIHHAM,
W3JIaHHBIX B yHUBepcuTeTe. JIoCTyn B CETH YHHUBEPCUTETA, JIMOO O JIOTUHY/IapoJIio.

3. DnekTpoHHas KapToTeka « KHUroo6ecrneueHHOCTbY
(http://www.lib.uniyar.ac.ru/opac/bk_bookreq_find.php) packpsiBaer yueOHbIN (oHI HayIHOMH
oubnmuorekn  SApl’Y, mpemocraBiser — omepaTMBHYIO — MHQOpMamMiO O  COCTOSTHUU
KHUT000ECTIeYeHHOCTH JAUCUUIUIMH OCHOBHOM M JIOTIOJTHUTEIBHON JIMTEPATypOid, a Tak)Ke IHKIa
JUCLMIUIMH U CIIeUUaNbHOCTEH. DNeKkTpoHHas kaproTeka «KHUroo0ecne4eHHOCThY) JOCTYIHA B
CeTH yHHBepcuTeTa U uepe3 JInuHblii KaOuHeT.

yepe3 JInuHbIi KaOWHET.
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	Раздел 1.
	Раздел 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 is critically important that your resume, be well-written.  I...
	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 peopl...
	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 hea...
	2. Answer the questions:
	When examining your skills, ask yourself these questions: 1. What have I accomplished in my work experience? 2. What skills and personal strengths were necessary for those accomplishments? 3. What have I 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...
	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 word...
	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...
	Раздел 3.
	Analize the text according to a plan:
	Business trip
	Раздел 5. Самостоятельная работа: аннотирование текста
	Listen to the text and write its abstract:
	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 ...
	Раздел 7.

	Different types of statements

	Выбор материалов для перевода зависит от профессионального интереса или учебной необходимости студента или рекомендации преподавателя.  На основе перевода готовится сообщение (доклад) в объеме 20 предложений.

