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1. O61me M0JI0KEeHHUS 0 CAMOCTOATEIbHOM padoTe. AKTYAJbHOCTD, IEJIN U
3aga4uM JUCHUILINHBI «[I[pakTHKYM 10 YCTHOMY /1€J10BOMY O0IIEHHIO)

B cBs3u ¢ BBemeHneM B oOpa3oBaTeNbHBIN mporiecc HOBoro MdemepabHOTO
TrOCYJapCTBEHHOTO 00pa30BaTEIbHOTO CTaHAapTa Bce OoJiee aKTyaIbHOU
CTAaHOBHUTCS 3a/ladya OPTaHM3AIlMU CaMOCTOSITCIIBHOW pabOThl 00YyYaromuxcsl.
CamocrosiTenbHas paboTa onpeAeseTcsl Kak UHIMBUIyalbHAs WU KOJUICKTUBHAS
ydyeOHas AesTeNbHOCTh, OCYIIEeCTBisieMass 0e3 HeMoCPeICTBEHHOTO0 PYKOBOJICTBA
MpernoJiaBaTesis, HO MO €ro 3aJIaHUsAM U MO €r0 KOHTPOJIEM.

[leapto camMoOCTOATENHHON pPabOTHI OOYYAIOMUXCS SIBSETCS OBJIAJICHUE
byHIaMEHTAIBHBIMA 3HAHUSMHU, MPOPECCUOHATBHBIMA YMEHUSMH W HaBBIKAMH
JESTEIIBHOCTH 10 TPOQUIIO, OMBITOM TBOPYECKOM, Hay4dHO-HCCIEAOBATEIHCKOM
JEATEIIbHOCTH.

CamocrosiTenbHass ~ paboTa  00y4alolmUMXCsi  CIOCOOCTBYET — Pa3BUTHIO
CaMOCTOSITEIbHOCTH, OTBETCTBEHHOCTH M OPraHU30BAaHHOCTH, TBOPUYECKOTO
MO/IX0/1a K pelIeHuI0 MpobiieM yueOHOTO U Npo(hecCUOHATFHOTO YPOBHSI.

OOyyaromuiica B TMpoOLIECCE OCBOCHMS Yy4eOHOMl MporpamMmbl AODKEH HE
TOJIBKO OCBOUTH AaKaJeMUYECKYI0 JHUCIUIUIMHY, HO W TPUOOpPECTH HaBBIKU
CaMOCTOATENbHON paboThl. OOydaronmMiics MAOKEH YMETh IUIAHUPOBaTh M
BBITIOJIHATh CBOKO pPabOTy B TMOJHOM OO0beME U B CPOK, YyKa3aHHBIU
MpEenoaaBaTeieM.

Jlist  opraHuzanuu  caMOCTOSTEIBHOM paboThl HEOOXOIUMBI  CICAYIOIINE
YCIIOBUS:

— TOTOBHOCTh 00YYarOIIETrocsi K CAMOCTOSITEIIbBHOMY TPYAY;

— HaJlU4yMe€ U JOCTYIMHOCTh HEOOXOJAUMOTO Y4YEOHO-METOAMYECKOTO M
CIIPaBOYHOTO MaTepuana;

— KOHCYJIbTAlIMOHHAS! TTOMOIIIb.

@®opMBbI  CaMOCTOATENHHON PabOThI  OOYYAIOIIMXCA OMNPEACISIIOTCA TMpHU
pa3paboTke pabo4YMxX MpOrpaMM Y4YeOHBIX TUCIUILUINH, COJAEp)KAHWEM Y4eOHOU
JTUCIUTUIMHBI, YYUTHIBAS CTETICHb MOATOTOBICHHOCTH 00YJarOITUXCsl.

Hacrosimue pekoMeHnauu pa3padoTaHbl B COOTBETCTBUH CO CIICTYIOIIUMU
perIaMeHTUPYIOUIMMH IOKYMEHTAMU

®enepanbubiii  3akoH  Poccmiickoit  ®@enepanmu  «O6 o0OpazoBaHuu B
Poccuiickont ®@epepanun» ot 29.12.2012 r. Ne273-®3 ¢ uU3MEHEHUAMU H
JOTIOJITHEHUSIMHA OT 7 Masi, 7 utoHs, 2, 23 utons, 25 Hosops 2013 r.; 3 despans, 5,
27 mas, 4, 28 urons, 21 urons, 31 nexadbps 2014 r.; 6 anpens, 2 mas, 29 urons, 13
utoitst, 14, 29, 30 nexadps 2015 r.; 2 maprta, 2 utons, 3 utois, 19 nexadbps 2016 r.;
1 mas, 29 wurons, 5, 29 nexabps 2017 r.; 19 deBpans, 7 mapra, 27 utons, 3, 29
utoiist, 3 aBrycra, 25 aexabps 2018 r.; 6 maprta, 1 mas 2019 r.; 30 nekabps 2020 r.;
26 mas 2021 r., BctynuBmMMU B cuity ¢ 1 centsiops 2021 r.



[Ipukaz Munobpuayku Poccun «O0 yrBepxknenuu [lopsika opraHuzanuu u
OCYILIECTBICHUSI ~ 00pa30BaTENbHOM  JEATENBHOCTH IO  00pa30BaTENIbHBIM
IporpaMMam BBICIIETO OOpa3oBaHMs — IporpamMmaM OakajaBpuara, IIporpaMMam
CHELUAINTETa, IporpammaM Maructparyps» ot 05.04.2017 Ne 301;

JokymentupoBannass — mponeaypa [I1-2-31-08  «IIpoexktupoBanue u
pa3paboTka 0Opa3oBaTeNbHBIX MPOrpaMM BBICIIEr0 OOpa3oBaHus (OakalaBpHar,
CHELUAINTET, MaruCTpaTypa)», yTBEpKACHHAs pelieHueM Y4eHoro copera Yul'V
27.10.2015 r., mpotokon Ne 3/225;

JlokyMeHTHpOBaHHas nporeaypa AI1-2-01-19 «ITpoBenenue
rOCy/lapCTBEHHOM HWTOIOBOM AaTTECTallMd II0 OCHOBHBIM IPO(ECCHOHAIBHBIM
oOpa3oBaTelpbHBIM  IIpOrpaMMaM  BbICHIETO  OoOpa3zoBaHusi  (OakanaBpuar,
CHELUAINTET, MarucTpaTypa)» yTBEpKIAEHHAsI pEelIeHueM Y4eHoro copera Yiul'y
23.04.2019 r., mpotoxkoi Ne 9/209;

[Tonmoxkxenne 00 oOpraHu3alMyd CaMOCTOSITENIbHOM paboThl O0ydaromuxcs,
YTBEPKIECHHOE pelieHneM YdeHoro coBera Yal'y 26.02.2019 r., mporokon Ne
71267,

[Tonoxxenne «KonTakTHas paboTa 00ydaroOIIMXCS C MPENOAaBaTENIeM IpH
OCYILIECTBICHUH 00pa30BaTEIBHOrO IMpoliecca M0 00pa30BaTEIbHBIM IporpaMmMam
BBICIIETO 00pa30BaHUSA», YTBEPKICHHOE peleHueM YueHoro copeta Yial'y
27.10.2015 r., npotokoi Ne 3/225.

OpraHu3aluoHHbBIE ~ MEPOINpPUATHA,  OOECIEUMBAIOIINE  HOPMAJIbHOE
(YHKIIMOHUPOBAHUE CAMOCTOSITENIbHOM pabOThl, JOIKHBI OCHOBBIBATHCS Ha
CIIEYIOIIUX MPEANOCHIIKAX: CaMOCTOsATENbHAs padoTa JOHKHA ObITh KOHKPETHOM
II0 CBOEM TNPEIMETHOM HAIpPaBICHHOCTM M  JOJDKHA  CONPOBOXKIATHCA
3¢ (EeKTUBHBIM, HETIPEPHIBHBIM KOHTPOJIEM U OLICHKOW €€ pe3ybTaToB.

CamocrosiTenbHass paboTa SBISETCS BAXKHOM COCTAaBHOM YacThiO y4eOHOM
paboThl OOYYAIOIIMXCS U UMEET LENbI0 3aKPEIICHUE U YIIIyOJICHHE MOJyYEHHbIX
3HAHWI M HABBIKOB, a Takke (POpMUpOBAHUE KYyJIbTypbl YMCTBEHHOTO TpyAa U
CaMOCTOATENILHOCTH B TOMCKE M NPHOOPETEHUM HOBBIX 3HAHUM, pa3BUTHE
MO03HABATEJIbHBIX CIOCOOHOCTEH, (OPMUPOBAHUE IMOJIOKHUTEIBHON MOTHBALMU K
npoiieccy oOy4eHwusl.

OCHOBHBIMH BHJIAMHU CaMOCTOSITEJIbHOM pabOThl CTYJIEHTOB SBIISIOTCS:
MOATOTOBKAa K YYE€OHBIM 3aHATHSAM, MNPOCMOTP U MPOCIYIIMBAaHUE BUIECO- U
ayJIMOJICKIUH, OCMBICJIEHUE yueOHOMI uH(popmarm, cooburaemMoit
npenojaBaresieM, €€ oO00O0IeHue U KpaTkas 3aluch, HW3yYCHHE, aHalIu3 W
KOHCIIEKTUPOBAHUE  PEKOMEHJOBAHHOW  JIMTEPATypbl,  KOHCYJIbTAUS  C
IpernoAaBaTesieM MO CIOXHBIM BOIpPOcCaM, MOATOTOBKA M SK3aMEHAM U 3ayeTam,
BBIMIOJTHEHHE TEOPETUYECKMX U MPAKTUYECKUX 3aJaHUM, Yy4yacTHE B Hay4dHO-
UCCIIEIOBATENbCKON paboTe, CUCTEMAaTHUYECKOE O3HAKOMJIEHHE C MaTepualaMu
NEePUOJIMYECKON [eYaTH, MOUCK M aHalIu3 JOMOJHUTENbHOW HHPOPMALMUU TIO
y4€OHBIM AUCIUIUIMHAM.



CamocrosiTenbHas paboTa MPOBOAUTCS C LIETBIO:

— CUCTEMATH3alllM W 3aKPEIUICHUS MOJYYEHHBIX TEOPETUUYECKUX 3HAHUM U
MPAKTUYECKUX YMEHHUM 00y4aroInuXCs;

— YIIIyOJIeHUS! ¥ pacCIIMPEHUs] TEOPETUUECKUX 3HAHUI;

— (opMUpOBaHHUS YMEHUU HCIOJIB30BAaTh CIPABOYHYIO M CHEIHAIBHYIO
JUTEPATYPY;

— pa3BUTHUS TO3HABATEIBHBIX CIHOCOOHOCTEH M aKTMBHOCTH OOYYarOIIHUXCS:
TBOPYECKOW MHUIIMATHBBI, OTBETCTBEHHOCTH U OPTAHU30BAHHOCTH;

— (opmupoBaHHs CaMOCTOATENLHOCTH  MBIIIJIEHUS, CIIOCOOHOCTEH K
CaMOpPa3BUTHIO, CAMOCOBEPIICHCTBOBAHHIO U CaAMOpEaInu3alluu;

— pa3BUTHS UCCIIEIOBATEIbCKUX YMEHUM.

OCHOBHBIMM 33Jja4aMH CAMOCTOSITEIBHOU PAOOTHI SIBISIOTCS:

— OpTraHU3alMs CUCTEMATHUYECKOT0 U3YUYEHUS yUeOHBIX TUCIUIUINH;

— 3aKpeIICHUE U YIiIyOJIeHUE MOTYyYEeHHbIX 3HAHUN, YMEHUN U HaBBIKOB;

— MOJTrOTOBKA K IPEACTOAIIUM YUEOHBIM 3aHATHAM U NIPAKTUKAM;

— U3YYECHHE JIONOJIHUTEIBHOTO MaTepHalIa 1o MPOHACHHBIM TEMAM;

— CaMOCTOATEJIBHOE U3YYEHHE OTAEIIBHBIX BOIPOCOB;

— IproOpeTeHNE HaBBIKOB pabOThI C HAYUHOH JIMTEPaTypoil;

— BbIpabOTKa yMeHHUs (popmMupoBaTth U (HOpMyIUpOBaTH COOCTBEHHOE MHEHUE
110 U3y4aeMbIM BOIIPOCAM;

— BOCIIUTaHUE MOTPEOHOCTH B CAaMOOOpPa30BaHUHU, MAKCHMAaJbHO Pa3BUBATh
N03HABATEJIbHBIE U TBOPUYECKUE CIOCOOHOCTH JIMYHOCTU 00yUaroUIerocs;

— pa3BUTUE CHOCOOHOCTH NPUMEHATH IIOJIyYEHHbIE 3HAHUS MAJI1 PEIICHUs
IIPaKTUYECKHUX BOIIPOCOB U T.JI.

OCHOBHBIMH KOMIIOHEHTaMH CaMOCTOSATEIbHOM paboThl 00yyaroumxcs
SBJISFOTCSI:

— yMeHue paboTaTh C JIMTEpPaTypoil, HOPMATUBHBIMU IPABOBBIMH aKTAMH U
MaTepuatamMy MpaBOPUMEHUTEIBHON MPAKTUKY;

— OJITOTOBKA K TEKYLIUM TPYNIOBBIM 3aHATHUSM;

— MOJTrOTOBKA K y4€OHOMY KOHTPOJIIO (TEKYIINI KOHTPOJIb, 3a4€T, IK3aMEH);

— BBINOJHEHUE MUCBMEHHBIX PAa0OT M 3aJaHuil B XOJE€ CAMOIOJATOTOBKU —
BaXXHOTO 3Tama mpouecca oOyueHHus, MPU3BAaHHOTO (OPMUPOBATH y YYaIIUXCS
HaBBIKM  CaMOCTOSATENIbHOCTH, aKTHUBHOCTH, pa3BUBAaThb  I103HABAaTEJIbHbBIE
CIIOCOOHOCTH, IPUBUBATH KYJIbTYPY YMCTBEHHOTO TpyAa.

OO0OpazoBateyibHOE  YUPEXKJACHUE  CAMOCTOSITENIbHO  IUIAHUPYET  00BbeM
BHEAYJIUTOPHON CaMOCTOSITEILHON pabOThI, HCXO/s1 U3 00HEMOB MaKCUMAJIbHOU U
00s3aTeIbHON y4eOHOM HArpy3Ku 00y4aromerocs.

AynuropHas caMOCTOSITeNIbHAsi paboTa BBIMIOJHSAETCS Ha YYEOHBIX 3aHATHUSX
IIO0J1 HETIOCPEICTBEHHBIM PYKOBOJICTBOM IPENOAABATEINS U 110 €0 33JaHUIO.

BueaynuTopHas caMocTosITeNbHAsE pabdoTa BBINOJHSIETCS IO  3aJaHHIO
npenojiaBaress 6e3 ero HermoCpeICTBEHHOTO Y4acTHsl.



O0beM BpeMEHHU, OTBEJCHHBI Ha BHEAYJUTOPHYIO CAMOCTOSTEIbHYIO
paboTy, HaxOJUT OTpaX€HUWE B y4eOHOM IUIaHE M B MporpamMmax y4eOHBIX
JUCLUIUIMH C PaclpeIeIEHUEM MO pa3/iesiaM WIH TEMaM.

AKTyaJbHOCTh JucHHMIUIMHBI  «IIpakTUKymM 10 yCTHOMY J€JIOBOMY
OOIIEHNIO», HAPABICHHON Ha Pa3BUTHE KOMMYHHKATUBHOW KOMIIETEHTHOCTH, TO
€CTh CIIOCOOHOCTH O0YYalOIIerocsl pearh SA36IKOBBIMH CPEICTBAMU T€ WJIM UHBIC
KOMMYHHMKATHBHBIC 3a/ladyll B Pa3HBIX chepax U CUTyalUsx OOIICHHs, SBIACTCS
oueBugHOM.  IlpmoOpereHne  oOywaromMMHUCA  HABBHIKOB 3¢ (EKTUBHOTO
KOMMYHUKATUBHOIO TIOBEJEHUS B TPOLIECCE JEIOBOTO B3aWMMOJEUCTBUA B
TUIIOBBIX CUTYyalUsX JeJI0BOWM cdephl HalleIEeHO Ha TO, YTOOBI IMPEOa0JIeBaTh
Oapbephl B OOIIEHUH, HICKYCHO BECTH JIETIOBOM pa3roBOp, MEPErOBOPHI, COBEIIAHUS,
yOexaaTh eIOBOr0 MapTHepa, HE TMO3BOJIATH COOECETHUKY MaHUITYyJIUPOBATH
co00M, yCIIemHO BBICTYNIaTh NEPET ayAUTOPHUEN.

Henn ocBoeHuss AUCHMIUIAHBI «IIpakTHKyM 1O yCTHOMY J€JIOBOMY
OOIICHUION:

- (opmMupoBaHUE 3HAHUH, COBPEMEHHBIX NPEJCTABICHUNH O CYLIHOCTH U POJIH
MEXKYJIbTYPHOM KOMMYHHMKAllMd B COBPEMEHHOW IOJMKYJIBTYpPHOM Cpele,
HOJIFOTOBKA BBICOKOKBAJIU(UIIMPOBAHHBIX CHEIHAINCTOB, CHOCOOHBIX YCIEIIHO
pemiath 1po(deccHOHaIbHbIE 3aJadyd B YCJIOBHUSX TIJIOOQIM3AlMM PBIHOYHOU
HPKOHOMMKHU Ha YPOBHE MUPOBBIX CTAaHAAPTOB;

- O3HAaKOMJIEHME CTYJIEHTOB C OCHOBHBIMU IpoOJeMaMu IEpeBOAa JEIOBOU
JOKYMEHTAallud U BEJCHUS TEPEroBOpoB B cdepe [eJI0BOro OOIICHHUS,
(dbopMupoBaHUE y 0OYYAIOIIMUXCS COOTBETCTBYIOLIUX OOIIENPO(ECCHOHATBHBIX U
1po(heCcCUOHATIBHBIX KOMIIETEHLUH.

3agaum  ocBoeHus AUCHUIUIMHBL «lIpakTMKyM 1O YCTHOMY J€JI0BOMY
OOLIEHUION:

- CaMOCTOATENLHOE MOTNOJHEHUE, KPUTUYECKUNA aHAIIU3, TPUMEHEHUE MOTYYEHHBIX
3HAHMM JIJIS1 IPOBEJIEHUS COOCTBEHHBIX HAYUHBIX HCCIIEOBAHUM;

- CO3/1aHME, pEJaKTUPOBAHUE, pePEpPUPOBAHUE U CUCTEMATU3UPOBAHUE BCEX TUIIOB
JIEJIOBOW IOKYMEHTALUU;

- YCTaHOBJIEHHE M TOJJCpXKaHHE JIE€JIOBBIX KOHTAKTOB W KBAIM(PHUIMPOBAHHBIN
NEPEBOJ] PA3JIMYHBIX TUIIOB TEKCTOB JIEJIOBOTO MPOQUIIS;

- OpraHuzalMs MepeBOAYECKOro oOecrneueHus pa3iaudHbIX (OPM COBELIAHUM,
KOHCYJIBTALIM, IEJIOBBIX IEPETOBOPOB;

- pa3paboTka TMpPOEKTOB B cdepe  MEXKYyIbTYpHOH  KOMMYHHKAIUH,
MEXHAIMOHAIBHOTO PEYEBOT0 OOUIEHUS, PEYEBOr0 ATUKETAa B MOJMKYJIBTYPHOU

cperne.



2. [lmaHupoBaHue U OPraHU3aNMs CAMOCTOSITEILHOM PadoThI

MeTonuka OpraHu3anuyd CaMOCTOATENbHON pabOThl 3aBUCUT OT CTPYKTYPHI,
XapakTepa U 0COOEHHOCTEN M3ydyaeMOW AUCIUIUIMHBI, 00bEMa 4acOB, OTBOJAUMBIX
Ha W3Yy4YCHHWE, BUAA 3aJaHUN I CaMOCTOSITEIBHOW padOThl, WHIMBHUIYaTbHBIX
Ka4yeCcTB 00y4aIOUIMXCs U YCIOBHM y4eOHOM e TEIbHOCTH.

[Ipu pa3paboTke y4eOHBIX MpPOrpaMM O00pa30BaTEIbHOE YUPEKICHHUE
OTIpeIeIseT:

— o0mmii o0BeM  BpPEMEHHM, OTBOJUMBI Ha  BHEAYJIUTOPHYIO
CaMOCTOATENbHYIO Pa0OTYy B 1IEJIOM IO TEOPETHUECKOMY 00YUEHHIO;

— 00BeM BpEMEHHM, OTBOJAMMBIA Ha BHEAYJUTOPHYIO CaMOCTOSITEIIbHYIO
paboty mo y4eOHOM AMCIMUIUIMHE C Y4€TOM TpPeOOBaHMI K YPOBHIO MOATOTOBKHU
OOyJaroIIMXcsl, CI0)KHOCTH ¥ 00BheMa U3y4aeMOoro MaTepuara;

— o0BeM BpEMEHH, OTBOJAMMBIA Ha BHEAYJIUTOPHYIO CaMOCTOSITCIBHYIO
paboTy mo npodeccuoHAIbHOMY MOJIYJIO0 B 3aBHCHMOCTH OT YPOBHSI OCBOCHUS
CTyJeHTaMu y4eOHOro wmatepuana, GOPMHUPYEMBIX  NPOGECCHOHATBHBIX
KOMITETEHIHH (TIpHoOpeTeHe MPAKTHYCCKOTO OIbITa, 3HAHUM, YMEHUH, HABBIKOB).

[InanupoBanrie oObeMa BpPEMEHH, OTBEJACHHOIO Ha BHEAYJUTOPHYIO
CaMOCTOATENbHYI0 pabOTy 1O TeMaM U pasleiaM Y4YeOHOW JAUCIUIUIMHBI,
OCYIIECTBISIETCS TPEMOAaBaTeNieM, KOTOPBI IMIHMPUYECKH OIpEnemseT 3aTpaThl
BPEMEHH Ha CAMOCTOATEIHHOE BBIMTOJHEHUE KOHKPETHOTO COJAEPKaHUS Y4eOHOTO
3aJlaHUsl  HA  OCHOBAaHWU  HAOIIOJNICHUM 32  BBINOJHEHUEM  ayJAUTOPHOMU
CaMOCTOATENLHOM paboThI, OIIpoca O0yYaIOIIMXCS O 3aTpaTax BPEMEHH Ha TO WIH
WHOE 3aJ]JaHue, XPOHOMETpaxka COOCTBEHHBIX 3aTpaT BPEMEHH Ha PEIICHUE TOW WU
WHOM 3a/laud ¢ BHECEHHMEM IOMPAaBOYHOTO KO3(PUIIMEHTAa HA YPOBEHb 3HAHUN U
ymenuii. Kak mpaBmino, o0beM BpeMEHHM Ha BHEAYJIUTOPHYIO CaMOCTOSITEIIbHYIO
paboty cocrtaBmsier ©Oonee 50% oT oObemMa BpEeMEHHM, OTBEJACHHOTO Ha
00s13aTeNIbHYI0 YU4eOHYI0 HArpy3Ky MO JaHHOW JTUCIUIUIMHE.

[Ipu pazpaboTke paboueit mporpaMMbl y4eOHONU TUCIUIUIMHBI TPENO1aBaTehb
ONpENENsIeT CoAepKaHue W OOBEM TEOPEeTUUYECKOM YyuyeOHOW HHpopMauuu u
MPAKTUYECKUX 3aJaHuM, BBIHOCUMBIX Ha BHEAYJAUTOPHYIO CaMOCTOSTEIbHYIO
paboty, GOpMBI 1 METOIBI KOHTPOJIS PE3YIHTATOB.

KoHTposnb caMocTosITeNIbHON paObO0ThI U OIICHKA €€ Pe3yIbTaTOB OPraHU3yeTCs
KaK €IMHCTBO JIBYX (opM:

— CAaMOKOHTPOJIb U CAMOOIIEHKa 00y4JaroIIerocs;

— KOHTPOJb M OIIEHKa CO CTOpPOHBI IMpemnojaBaTelis, TOCyAapCTBEHHBIX
9K3aMEHAITMOHHBIX U aTTCCTAIIMOHHBIX KOMUCCHH U JIp.



3. AyIuTOpHasi caMOCTOsITeIbHAsI padoTa

AynuropHas caMocToATenbHas pabora mo gucuumuimHe «lIpakTukym 1o
YCTHOMY JI€JIOBOMY OOILEHUIO» BBINOJHAETCS HA YYEOHBIX 3aHATUAX 0]
HEIMOCPEICTBEHHBIM PYKOBOJCTBOM IIPENOJABATENS U IO €T0 3a/1aHHUIO.

OCHOBHBIMM BUAAMH ayJUTOPHON CaMOCTOSATEIbHON pabOTHI SABISIOTCS:

— pabora ¢ y4yeOHOH, CIIpaBOYHOW JIUTEPATYpOll M JPYTUMU HCTOYHUKAMHU
uH(bOpMaIlMH, B TOM YHCIIE SJIEKTPOHHBIMH;

— CaMO- U B3aUMOIIPOBEPKA BBIITOJIHEHHBIX 3aJaHUN;

— peuieHue nNpoOJIEeMHBIX U CUTYallMOHHBIX 33]1a4.

Pabora co crnpaBouHO JIUTEpaTypOl, IPYrUMU UCTOYHUKAMU MH(pOpMaLuH,
B TOM 4YHCIE DJJIEKTPOHHBIMH, MOYKET pEaJu30BbIBATECA Ha IPAKTHYECKHUX
3aHATUAX. JlaHHBIE WCTOYHWUKH HWHGPOPMAIMU MOTYT OBITh MpPEICTaBICHBI Ha
OyMa)XHOM W/WIM DJIEKTPOHHOM HOCHUTENAX, B TOM 4YHUClIEe B ceTH HWHTepHeT.
[TpenogaBaTens GopMynupyeT 1eib paboThl ¢ JAHHBIM UCTOYHUKOM MH(OpMAIINH,
OIIpesieNsieT BpeMsl Ha IpopadOTKy JOKYMEHTa U (pOpMY OTUETHOCTH.

CamMo- 1 B3arMOITPOBEPKA BBIIIOJIHEHHBIX 3a/IaHUN Yallle BCETO UCIIOIb3YETCS
Ha MPAKTUYECKOM 3aHATUU U UMEET CBOEH 1LIENbI0 IPUOOPETEHNE TaKUX HAaBBIKOB,
KaKk HaOJIoJeHHe, aHaliu3 OTBETOB OJHOKYPCHHUKOB, CBE€pKa COOCTBEHHBIX
PE3YNbTATOB C OOIIECTIPUHATHIMU PEUEBBIMUA MOJAEIISIMU HA HHOCTPAHHOM SI3BIKE.

Pemienne npoOieMHBIX W CUTYallMOHHBIX 33/Ja4 MPOMCXOAUT BO BpeMs
JIEKLIMH, HA MPAKTUYECKOM U APYruX Buaax 3aHsaTuil. [IpodieMHas/cuTyannoHHas
3aja4a JOJDKHA UMETh YETKYI0 (POpMYIMPOBKY, K HEH TOJKHBI OBITH MOCTaBJICHbI
BOIPOCHI, OTBETHI HA KOTOPbIE HEOOXOIUMO HAalTU U 0OOCHOBATD.

CaMbIMH  PAacHpOCTPAHEHHBIMH BHJAMH  3aHATHU  SIBISIIOTCA:  JIEKLIHH,
IPAKTUYECKUE 3aHATUS, KOHCYJbTAllMM, OJHAKO TaKXe HEOOXOAMMO YIENATb
0c000€ BHUMaHUE MOJTOTOBKE K TPOMEKYTOUYHOM aTTeCTALIUH.

Ilpakmuueckoe  3anamue  SBISETCS  BAXHBIM  3BEHOM  CHUCTEMBI
TEOPETUYECKOro OOy4YeHHs WU TpelCcTaBiisieT co00d oAHy U3 (opM yuyeOHBIX
3aHATHI, IIMPOKO PACIPOCTPAHEHHBIX B YHUBEPCUTETE W MPEIHA3HAUYCHHBIX IS
oOCyk7eHHus: Hauboyiee CIOXHBIX TeM Yy4eOHOM mporpamMmbl M pELICHHS
IPaKTUYECKUX 3a]ad IMOJ PYKOBOJACTBOM Inpemnojasarens. Ha npakTuyeckom
3aHATUM OOyYalolluecsl y4yaTcsl pacCyKJaTh, IUCKYTUPOBaTh, HAXOJAUTh HCTHUHY,
BBIJIBUTaTh U OTCTAMBATh CBOIO TOUKY 3PEHMS, OMUPASICh HA HAYYHbIE ApTyMEHTBHI.
OCHOBHBIMM 3aJla4aMH MPAKTUYECKOTO 3aHATUS M0 aucuuiuinHe «lIpakTtukym 1o
YCTHOMY JI€TIOBOMY OOILIEHHWIO» SBISIIOTCS: 3aKpeIuieHue, YriyOneHue u
pacuIMpeHue 3HAHWM, TOJYYCHHBIX B XOJAE JICKIUH, MPAKTUYECKUX 3aHATHUA U B
IPOLIECCE CaMOCTOSITENIbHOM paboThl C PEKOMEHIYyeMOM HayyHOM M Yy4eOHOM
JUTEpPaTypoi U IPYTrMMH MCTOYHUKAMU; GOPMUPOBAHKE Y O0yUaAIOUIUXCS YMEHUN
U HaBBIKOB pPAa0OTHl C MNEPBOMCTOYHUKAMU M CIOBAapsSMU, AHAIU3 M OIECHKA
Pa3IMYHBIX UCTOYHUKOB 3HAHUH, MOATOTOBKA APIYMEHTHUPOBAHHBIX BBICTYIUJICHUH.



OOyuaroiuecs TPUOOPETAIOT HABBIKM JIOTMUECKH MPaBUJIBHO CTPOUTH CBOU
MBICJIH, TPAMOTHO U YO€IUTEIbHO TOBOPUTb.

B xozme ocBOEHMS AUCUUIUIMHBI MPU NPOBEACHUM AYJUTOPHBIX 3aHATHI
UCIIONB3YIOTCS Ceayronme o0pa3oBaTelibHbIe TEXHOJIOTHUU: BBOJHOE M 0030pHOE
3aHITHE — B BUJIE POOJIEMHOM JIEKLIUHU C AIEMEHTaMU JUCKYCCUU; UHTEPAKTUBHBIE
dbopMbI paboThl: paboTa B mapax M MalbIX TPYIIaxX, POJEBbIE HIPHI, MOUCK H
oOcyxnenne wuH(pOpManuu, HAWACHHOW B ceTd VHTEpHET, JIUCKYCCHH,
00CYXXJIeHHUsI, BBIMOJHEHUE MPAKTUYECKUX YIPAKHEHUM M TBOPUYECKHUX 3aJaHUM,
pabora B cetu HTEpHET.

B npouecce MpakTUYECKOTr0 3aHATHS TaKKE MPOUCXOAUT MPOBEPKA U OLICHKA
YCBOEHUSI 00YYAIOIIMMUCS TPOTPAMMHOTO MaTepHalia Mo U3y4eHHbIM TEMaM.

[ToaroroBka oOydaromMXcad K MPAKTHYECKOMY 3aHATHIO MOAPA3ACIAECTCS Ha
NpEABAapUTENIbHYI0O W HENOCpeACTBeHHYlo. llpenBapurenpHas MOATOTOBKA
peaycMaTpuBaeT noxydeHue 3aaanus. HemocpeacTBeHHas MOArOTOBKA BKIIFOYAET
BBINIOJIHEHHE NHCbMEHHBIX 3aJaHHil, CO3/aHHE YCTHBIX COOOIICHHUH MO TeMaM
POTrPaMMBl.

3anamus no oucyuniune «lIpakmukym no ycmuomy 0e1080my 00uieHuI0»
— 93TO, Ipexae Bcero, oOydyeHHE B COTpyaHMYEeCcTBe. Bce ydacTHUKH
00pa30BaTeNbHOrO IMpolecca, NPenoJaBareib U CTYJIEHTbI, B3aUMOJEHUCTBYIOT
Ipyr C JApyroM, OOMEHHMBAKOTCS HMH(POPMALME M COBMECTHO pEHIatoT
NOCTaBJICHHbIE 3anayu. llpuyeM nOPOUCXOOUTH 3TO JOJDKHO B arMmocdepe
NOOpOXKENaTeIbHOCTH, B3aMMHOM MOAJEPKKH, M 3TO TIO3BOJSET HE TOJBKO
MOJy4yaTh HOBBIE 3HAHUS, HO M pa3BUBaTh I[103HABATEIbHYIO JNIESITEIbHOCTD
CTYJEHTA.

VY4eOHbIil mponecc ¢ UCHOIb30BAHUEM HHTEPAKTUBHBIX METOJIOB OOYUYEHUS B
YCIIOBUSIX By3a ONUPAETCS HAa COBOKYMHOCTH CIIEIYIOIIMX OOIIEeIUAAKTUYECKUX
MPUHIIUIIOB OOyYEHHUS:

1. IlpyHIMI aKTUBHOCTM YYacCTHUKOB: B XOJI€ 3aHATUNA OOydaemble MOCTOSHHO
BOBJICKAIOTCSL B Pa3JIMUHbIE JACHCTBUS — BBINOJHEHUE YCTHBIX W MUCHBMEHHBIX
YOPKHEHUH, 00CYKIEHNE U «IIPOUTPHIBAHUE» POJIEBBIX CUTyaIluil, HabIt0IeHNE
0 33JITaHHBIM KPUTEPUSAM 32 OBEAECHUEM YYACTHUKOB POJIEBBIX UTP.

2. IlpuHuun wuccneaoBaTeNbCKoW (TBOPYECKOWM) MO3UIIMH: B TPOLIECCE 3aHSATHI
CO3JAIOTCA TaKWe CHUTyallld, KOrja oO0ydyaeMbIM HEO0OXOJAMMO CaMHM HalTH
pelieHre MnpoOJIeMbl, CaMOCTOATENbHO C(HOPMYIUPOBATH 3aKOHOMEPHOCTU U
MPUHIUIBI OOIIEHMSI, B3AUMOCICTBUS.

3. IlpuHnun napTHEPCKOro (CyObEKT-CYyOBEKTHOT0) OOIICHUS: Mpearnosaraet
NPU3HAHWE I[IEHHOCTH JIMYHOCTH JPYroro 4YeJlOBEKa, €ro MHEHUS, a TaKxke
INPUHATUE PELICHUS] C MAKCHMAJIBHO BO3MOXHBIM YYETOM MHTEPECOB YYAaCTHUKOB
OOIIeHHsI, COBMECTHOM JIE€ATEIbHOCTHU MPEIoaaBaTess 1 00yJaeMbIX.

4. Ilpunuun npoOJIEMHOTO COAEepKaHus 00yUeHHUs U MpoIlecca ero pa3BepThIBaHUS
B JHAJIOTUYECKOM OOIICHUM.
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5. [IpuHIMI KOJUIEKTUBHOTO XapaKTepa yueOHOro mpolecca.
6. [IpuHIMN HENMpPeACKa3yeMOCTH U TUOKOCTH 3aHSITHIA.

Koncynemayusa ciocoOCTByeT 1IeJICHANPABICHHON CaMOCTOSITENbHOM paboTe
oOy4Jarormuxcst, sBIAeTCS S()PEKTUBHBIM TMOACTIOPHEM B CaMOCTOSITCIIBHOM
U3y4YeHUU JuCHUIUIMHBL. KoHCynbTanum MOTyT OBITh WHAMBHIyaJIbHBIE |
rpynnoBbie. HMHAMBHAyalbHbIE KOHCYJBTAallMd MPOBOASTCS TOCTOSIHHO HA
NPOTSHKEHUHM BCETro Meproja OoOydeHHs M 3aKII0YaloTCsd B OKA3aHWU IOMOIIU
KOHKPETHOMY CTYJICHTY. ['pynmnoBsie KOHCYJIbTAIIUH POBOSTCS
HEIMOCPEJICTBEHHO TIEPe/T 3a4ETOM.

OOyyaromumMces clieyeT o0paiarbesi 3a KOHCYJIbTalluel Mpy BOZHUKHOBEHUHU
3aTpyIHEHUIM B U3y4yeHUHU Borpoca (mpobiemsl). B Xoae KOHCYIbTalluUd CTYICHTY
HEOOXOJMMO TOHATh METOJAUKY M3Y4YCHUS AUCHUILTUHBL. [Ipy 3TOM KOHCYyIbTaIUs
HE TOJMEHSET CaMOCTOATENbHYI0 paboTy cTyneHToB. lIpenonaBarens, He AaBas
OpSIMBIX  OTBETOB, C TIOMOIIbIO HABOJSIIMX BOMNPOCOB WM MPaKTUYECKUX
IPUMEPOB MOABOJUT CTYACHTA K PELICHUIO TPOOIEMBI.

3a KOHCyNbTalMEH CTYJIEHTY HE0O0XOAMMO OOpaTHThbCS TOrja, Korjua OH
IIPOBEJ OIPENEIEHHYI0 padOTy: OCBOMI NporpamMmy JucHUIUIMHBL «[IpakTukym no
YCTHOMY JI€JIOBOMY OOIICHHIO», Y4YeOHYI0 M CIPAaBOYHYIO JIUTEpaTypy,
MOJITOTOBHMJI YCTHBIE COOOIICHHS M TOKJIA I TI0 MPOMIEHHBIM TEMaM.

IIpoBenenue 3auera. DTa Qopma 3aHATUA NpPEIHA3HAYCHA [JII KOHTPOJIS
3HAHWI, YMEHHH W HaBBIKOB OOy4YaloIIMXCA. 3adyeT 3aBeplIacT H3y4YEeHHE
JUCHMIUIMHBL (4actu Moayins). OOydarommecss CaMOCTOATEIbHO TOTOBSITCS K
3ayeTy. Bo3HHKIIME 0OpH NOArOTOBKE BOIPOCH OHM MOTYT pPa3peliuTh Ha
KOHCYJIbTAIIHH.

[TpenogaBaTens 00s13aH JaTh OOYUYaAOLIUMCS CITUCOK BOIPOCOB, BKIFOUEHHBIX
B OwmseTsl /uia 3aueta. buiieTel K 3adeTy HapsAy C TEOPETUYECKUMHU BOIMPOCAMU
gaie BCero cojaepkar 3agaun. [Ipu moaroToBke K 3a4eTy HY>KHO O3HAKOMHUTHCS C
BOTIPOCaMH, paclpenennuTh BpeMs Ha wux wuiydeHue. CTyIeHT HCIONb3yeT
KOHCTICKTHI, 3allMCH, CAENaHHbIe B TeTpansx. UToObl NMPUBECTH BCE IaHHBIC B
CUCTEMY, IOJIE3HO 3aBECTH TETpajb A MOAroToBKHU. [10 KakaoMmy H3yuyeHHOMY
BONPOCY B 3TOH TeTpagu HEOOXOAMMO HaMETHTh IUlaH oTBeTa. lIpum »TOM He
ClleyeT TepenuchiBaTh TEKCT, CJIOKHbIE BBIBOABI M yMo3akmioueHus. llpu
HEOOXOJMMOCTH MOXXHO CJIeNaTh CCBHUIKM Ha COOTBETCTBYIOIIME CTPAHUIIBI
KOHCTEKTa W YYeOHUKA.

XOopol10 U3BECTHBIN, JIETKUI MaTeprai HEOOXOAMMO OTpaxaTh 0oJiee KpaTKo
U TOBEPXHOCTHO, DKOHOMHUTH BpeMs ISl CaMbIX TPYAHBIX M MEHEe M3yUEHHBIX
Bonpocos. Korna 3anucu mo Bonmpocy c/ieNanbl, CTyI€HTY peKOMEHAYETCS 3aKPBITh
TETpaab M TIOCTAPAaTbCsl MBICIEHHO BOCIPOM3BECTH OCHOBHBIE 3Talbl CBOETO
orBeta. CHOBAa OTKpBIB TETPajb, HEOOXOJUMO NPOAHAIU3UPOBAThH CIEJIAaHHBIE B
HEH 3ammcu, OnpeneInThCs C TeM, KaKie BaKHbBIE MOMEHTHI ObLTH ymyiieHbl. [Ipu
HEOOXOJMMOCTH PEKOMEHIyeTCsl TOBTOPUTH U3YUCHHBIH MaTepral eIle pas.
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Heo0xoaumMo OTMETUTh HETIOHATHBIE MECTa AJIsl TOT0, YTOOBI 334aTh BOIIPOCHI
IPENoAABaTeNl0 Ha KOHCyJdbTaluu. Eciau y cTylneHTa ocranoch Bpems A
HNOBTOPEHMSI, PEKOMEHAYETCSl €lle pa3 IPOCMOTPETh HUMEIOIIMECS 3allUCU B
TeTpaau [yl MOArOTOBKM K 3a4eTy: MBICJIEHHO MpopadoTarh IUIaH, NpH
HEOOXOJMMOCTH YTOUYHHUTH TEPMUHOJIOTHUIO, UCIOJB3YS AJIEKTPOHHBIE CCHUIKH Ha
COOTBETCTBYIOIYIO Yy4E€OHYIO U CIIPABOYHYIO JIUTEPATYPY.

[ToaroroBka K OTBETY Ha 3a4eTe JJIUTCS, KaK mpaBuio, 20 MUHYT. 3a Bpems
NOJrOTOBKM HAJA0 HAMETUTh IIJJaH OTBETa Ha BOIPOC, JOIMOJHUTH €ro
HEOOXOJUMBIMU CXEMaMHM, TaOJIMLAMHU U T.II., @ TAKXKE BBITOJHUTH IPAKTHUECKUE
3ajaHus. Jl0CIIOBHO BOCIIPOM3BOJIUTH 3alMCAHHOE HAa JIMCTKE COJIEpPKAaHUE OTBETA
HE CTOMUT, OJIHAKO OCHOBHBIE (hOPMYJIHMPOBKU JIydlle 3apUKCUpOBATH Ha Oymare u
OTpa3HTh NPU OTBETE.

B mporecce moAroTOBKM K MPAKTUYECKUM 3aHATUAM CTYICHTY HEOOXOIHUMO
oOpatuTh 0co00€ BHHMaHHWE Ha CaMOCTOSITENIbHOE M3YY€HHE PEKOMEHIOBAHHOM
auteparypsl. lIpu Bcell MOMHOTE KOHCIEKTHUPOBAaHHSA MaTepuajga BO BpeMs
ayJIUTOPHBIX 3aHATUI B HEW HEBO3MOXHO U3JIOKUTHh BECh MaTepHall U3-3a JIUMUTA
ayJUTOpHBIX YacoB. [losToMy camocrosTenbHas paboTa ¢ yueOHUKaMu, y4eOHBIMU
OCOOMSIMH, HAay4YHOH, CIIPaBOYHOM JUTEpaTypoi, MaTepuaiaMH MEePUOJUYECKUX
u3nanuid 1 MHTepHera sBisieTcs HauOosiee 3PPEKTUBHBIM METOJIOM MOIYUECHUS
JOTIOJTHUTENbHBIX 3HAHWUM, MO3BOJSET 3HAYUTEIBHO AKTHUBU3MPOBATH IPOLIECC
OBIaJieHud uH(OpManuend, cnocoOCTByeT Oonee TriIyOOKOMY  YCBOEHHUIO
U3y4aeMoro marepuana, GopMUPYET Y CTYJE€HTa CBOE€ COOCTBEHHOE OTHOIICHUE K
KOHKpPETHOH npobiieme. CamocTosiTenbHast pabota IIpearoaaraet
CaMOCTOSITENIbHOCTh MBICIIEH U CYKIEHHIM 00ydaromuxcs B mpolecce padoThl Haj
MPEIIOKEHHON TTPOOIeMaTHKOM.

Omnepexatornias camoctosiTesnbHast padora (nanee no Tekcry — OIIC) urpaer
KJIFOUEBYIO POJIb B INIAHUPOBAHUU MHAMBUIYAJILHOM TpaeKkTopuu 00yueHus. Takoi
TUI 00y4Y€HUs MpeJiaraeTcsa B KaueCTBE 3aMEHbl TPAAUIIMOHHON PENpPOyKTUBHOM
CaMOCTOATENbHON PabOThI (CaMOCTOSITENIbHOE OBTOPEHUE YUEOHOIO MaTepraia u
PAaCCMOTPEHHBIX Ha 3aHATHAX AQJITOPUTMOB JICMCTBHM, BBINOJHEHUE [0 HUM
aHanoruvsbix 3ananuii). OIIC mpeamnonaraer clieayronue BUIbI CAaMOCTOSITEIbHON
paboTHI:

— TI03HABaTEJIbHO-TIOMCKOBAsl CaMOCTOsITENbHAs paboTa, Mpearnoiararas
MOJATOTOBKY COOOILIEHUM, JOKJIAI0B, BEICTYIIJIEHUI HA IPAKTUYECKUX 3aHATHSIX;

— TBOpYECKasg caMoOCTOATeNbHasg padoTa, K KOTOPOH MOMXHO OTHECTH
BBITIOJIHEHUE CIIEUATbHBIX TBOPUYECKUX U HECTAHIAPTHBIX 3aJJaHUM.

3amavya mpernojaBareis Ha 3Tale IMJIAHUPOBAHHUS CaMOCTOSITENILHOM padOThI
3aKJII0YaeTcss B TOM, YTOOBl OpraHM30BaTh €€ TakKuM o00pa3oM, YTOOBI
MaKCHUMaJbHO YYE€CThb WHAMBHAyaJbHbIE CIOCOOHOCTH Ka)KI0ro oOydarolierocs,
pPa3BUTh B HEM I103HABATENIbHYI0 MOTPEOHOCTh U TOTOBHOCTh K BBIMOJIHEHUIO
CaMOCTOATENLHON paboThl Bce 00Jiee BHICOKOTO YPOBHS.
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4, BHeayauTOpHAasi cCaMOCTOsITeILHAs1 padoTa

BHeayz[HTopHaﬂ CaMOCTOATEIIbHAA pa60Ta BBITIOJIHACTCA TII0 3adaHUIO
npenogaBaTciid, HO 0e3 ero HECTIOCPCACTBCHHOI'O y4aCTHs.

Bumamn 3amaHuii s BHEAyAWTOPHOW CaMOCTOSITEIBHOH pabdOThl MOTYT
OBITh:

— 0714 06/1A0€HUA 3HAHUAMU . YTCHIE U TOHUMaHUE TEKCTa MO CJICayrouum
temam: Jobs and Careers (Applications and Interviews, Resume and Cover
Letter, Working Hours, Career Ladder), Marketing (Marketing Concept, The 4 Ps
of Marketing: Price, Product, Promotion and Place, Methods of Promotion, Placing
an Order/Reply to an Order), Managing People (The Concept of Management,
Management Styles, What Makes a Perfect Leader, Agendas), Relationships
Building (Corporate Entertaining, Cultural Awareness of Norms, Areas of Cultural
Misunderstanding, Strategies for Overcoming Conflict), International Trade
(Free Trade and Protected Markets, Payment Terms, Making Inquiries, Business
Correspondence  (Request/Refusal/  Agreement/Reminder/ Final Demand),
Business Negotiations (Negotiating Procedure, Competition and Cooperation in
Negotiations, Negotiating Tricks, Reaching an Agreement, Language of
Diplomacy); cocraBieHue IJJaHa TEKCTa; KOHCICKTUPOBAHHME TEKCTA; aHAIU3
TEeKCTa;, paboTa CO CJOBapsiMU M CIPABOYHUKAMHU; HCIOJIB30BAaHUE ayIHoO- U
BHJIEO3aNIMCEN, KOMIIBIOTEPHOU TEXHUKU U IHTEpHET-pEeCcypCcoB U ap.;

— 0NA 3aKpenieHus u cucmemMamusauyuu 3HaHuil: padoTa C TEKCTOM;
MOBTOpHasi paboTa HajJ y4eOHBIM MaTepUAIOM (C HCIOJIb30BaHUEM Y4E€OHMKA,
MEPBOMCTOYHUKA, JOMOJTHUTCIBHON JIMTEPATyphl, ayduo- W BHICO3aIMCEH);
COCTaBJICHHE TJIaHA U T€3MCOB OTBETA; COCTABICHUE TaOIHI, CXeM, TJIoccapus s
CUCTEeMAaTH3allMi y4eOHOro MaTepuasa; aHaluThYeckas o0paboTka TeKcTa
(aHHOTHpOBaAHUE, peElEH3UpOBaHUE, pepepupoBaHUEe W Jp.); TMOJATOTOBKA
COOOIICHHI K BBICTYIUICHUIO Ha CEMUHape, KOH(EepeHIInn; MOArOTOBKA 3aJaHuil B
TECTOBOM (opme u JIp.;

— 0713 popmuposanus ymeHuil: BBHINOTHEHUE YNPAXKHEHUN TO 00pasily;
pelleHre BapUAaTUBHBIX 3aJlay; TOJTOTOBKA K JIEJOBBIM U POJIEBBIM HIpaMm;
MPOCKTUPOBAHUE W  MOJCIHMPOBAHUE  pa3HBIX BUJAOB U  KOMIIOHEHTOB
poeCCHOHATEHON  IESITEIBHOCTH; TOATOTOBKA TPE3EHTAIMH, TBOPUYECKUX
MIPOCKTOB | JIp.

B mporiecce camoctosTenbHOM paboThl 00yYarOIIUiicss MPUOOPETAET HABBIKU
CaMOOpraHW3allii, CaMOKOHTPOJIS, CaMOyMpaBleHHs, caMopedIeKkcuu W
CTAaHOBUTCS aKTUBHBIM CAMOCTOSITEIIbHBIM CyOBEKTOM YUEOHOMU ACATEIHHOCTH.

[Tpu pabote ¢ TEKCTOM, MPEAIOKEHHBIM MPETNOIaBaTeNIeM JJISI BBHITIOJIHCHUS
nepeBoia 1Mo MPAaKTUKYyMy II0 YCTHOMY JEJIIOBOMY OOIIEHUIO, Mpeiaraercs
CJIETYIONTUH aJITOPUTM PabOTHI:

13



1. BeiOpats unTEpecyolyto npodeccuoHanbHy0 001acTh (TOCYIapCTBEHHOE
YHOpaBJIICHUEC, 9KOHOMHKA, SKOHOMHWYCCKAA 6630HaCHOCTB, MMpCAIIPUHUMATCIIbCKAasA
NeATEeIbHOCTh, OW3HEC, JeJioBas JOKyMEHTAlus OpraHu3aiud W T.JO.) H|
ONpcACIUTLCA C THIIOM HWCTOYHHUKA. HezaBucumo ot TOrO, 6y,Z[CT JIM 3TO
AJIEKTPOHHBIN BapHAHT WJIU MIE€YATHBIN, 3TO JOJKEH ObITh ayTEHTHYHBII TEKCT, T.C.
W3HA4YaJIbHO  CO3JIaHHBIM  HOocuTeneM s3bika. [lpu  BbhIOOpe  MCTOYHHKA
PECKOMCHAYCTCA B KaXXI10M OTACIIBHOM cly4dac KOHCYJIbTUPOBATLCA C
MMpCrnoagaBaTCICM.

2. JlenoBoii JOKyMEHT, IIpeHAa3HAYCHHBIN I MMEPEeBOIA MO MPAKTUKYMY I10
YCTHOMY IOCIIOBOMY 06HICHI/IIO, MOJKCT COACPKATb HCIIOJIB30BAHHC YCTOﬁqHBLIX
nexcudeckux Beipakenuit (hereinafter referred to as; to provide herein an update
on progress made during the reporting period), knumupoBanHbex ¢pa3 (I am
delighted to share some exciting news with you, I am writing to invite you to be
part of this special celebration, | consider it a special honor to have you as our
reliable partner), ci0XHOCOYMHEHHBIX U CIOKHOIOAYMHEHHBIX IPEIIOKEHHUH,
UCIIOJIb30BaHUE MOAATBHBIX riarojoB (YOu must assist in diagnosing issues with
your product and follow Apple’s warranty processes. Each hosting institution shall
provide reasonable support to exchange students in acquiring an appropriate
visa). [Ipu nepeBosie HEOOXOIUMO YUYUTHIBATH SI3BIKOBBIE OCOOCHHOCTH TEKCTOB,
HaIlTMCAaHHBIX Ha A3BIKC OpHUI'MHAJIA.

3. B pabore c¢ TtepmuHonorumueckum cioBapem (key words / glossary),
KOTOpBIfI COCTaBJIICTCA CTYACHTOM CaMOCTOATCIBHO Ha OCHOBC TCKCTA,
NpCaAHa3HaYCHHOIO I IICPCBOJA II0 IIPAKTHKYMY IIO YCTHOMY OCIOBOMY
06H1€HI/IIO, CICAYCT IPUACPKUBATHCA CICAYIOIINX IIPABHIIL:

- BI>I6epI/ITe HC3HAKOMBIC CJIOBA U BBIPAXKCHUS, KOTOPBIC UCIIOJB3YIOTCA B JAHHOM
JTOKYMEHTE,

- B KQUCCTBC PYCCKOI'0O SKBUBAJICHTA BOSbMUTEC TO 3HAYCHHUC, B KOTOPOM 3TO CJIOBO
yHOTpPeOJIEHO B TEKCTE;

- IOCTAaBbTC O3TO CJIOBO HJIM CJIIOBOCOYCTAHHC, a TAKKE CIo pYCCKI/Iﬁ OKBHUBAJICHT B
HaYaJIbHYIO POpMY;

- odopMHUTE CIIOBaph B OTJCIBHOM TETpPaJW: B IEPBOM KOJOHKE TaOJMIIBI
HAaXOJATCSl AHTJIMUACKHE CJIOBA M BBIPAXEHUS, BO BTOPOM — TPAHCKPHUIILUSA, B
TPEThEU — UX PYCCKUE DKBUBAJICHTBI.
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5. PykoBoacTBO camocTosiTeIbHOM padoToii. Coaep:kaHue Kypca

PykoBosicTBO camocTosiTenbHON paboToi mo muctumuinHe «IIpaktukym mo
YCTHOMY J€JIOBOMY OOIIEHUIO)
OO6bI4HO

OPOBOAUTCA B BHJE NPOMEXKYTOUHOTO H
3apaHee  HMHPOPMUPYET
o0yJaromuxcst 0 Cpokax W TPeOOBAHMSX, MPEIBSABIAEMBIX K CaMOCTOSTEIHHON
pabore.

HUTOroBOIO KOHTPOJIA. IIperoaaBaTciib

3agaHus JUISI CaMOCTOSTENIBHOW PaOOTHI MPEJCTABISAIOT COOOW JOMAaIIHUE
3alaHUsl TI0 TOWCKY M aHaJIu3y PECypCOB, OTHOCSIIMXCA K TMPOUICHHOW WU

HpCI[CTOHH.[CfI TCMC IIPAKTUYCCKOI'O 3aHATHA.

Ha3Banue n
pa3aesioB U TeM

Bua camocrositesibHOI padoThl (npopadomka
yuedoH020 Mamepuana, peuieHue 3aoay, pegepam,
00K1a0, KOHMPOJIbHAA PadoOma, NOO20MOEKA K
coaue 3auema, IK3ameHa u op.)

dopma
KOHTPOJIS
(nposepxa
peuienus 3aoau,
pehepama u
op.)

Jobs and Careers

npopabomka  y4yeOH020 mamepuana, 00K1ao,
noozomoeka K coaue 3auema

3aganme Ne 1. U3yuuTh  JONOJHUTEIBHYIO
nuteparypy mo teme “Jobs and Careers”.

B TeMy MO/KHBI BXOAWTH CICIYIOIIME BOIPOCHI: 4)
Applications and Interviews; b) Resume and Cover

Letter; c) Working Hours; d) Career Ladder.

JICKYCCHSI,
JTOKJIAI,
COO0O0IIIEeHHE;
BOTIPOCHI T10
TeMam/paszesam
IACIATUINHEL

Managing People

npopabomka  yueOH020  mamepuana, O00K1ao,
noo0zomoeKa K coaue 3auema

3aganme Ne 2. U3yuurh  JIONOJIHUTEIBHYIO
autepaTypy mo teme “Managing People”.

B Temy MO/KHBI BXOAWUTH CIICAYIOIIME BOIPOCHL: Q)
The Concept of Management; b) Management Styles;

c) What Makes a Perfect Leader; d) Agendas.

JIACKYCCHS;
JOKJIaJI,
cooO111eHue;
BOIIPOCHI IO
TeMam/paszaenam
TV CIATUTHHBI

Relationship
Building

npopabomka  yueOH020  mamepuana, 00K1ao,
no0zomoeKa K coaue 3auema

3aganme Ne 3. U3yuuTh  JONOIHUTEIHHYIO
auteparypy o tTeme “Relationship Building”.

B Temy MO/KHBI BXOAWUTH CIIEAYIOIIME BOIPOCHL: Q)
Corporate Entertaining; b) Cultural Awareness of
Norms; c¢) Areas of Cultural Misunderstanding; d)

Strategies for Overcoming Conflict.

JTUCKYCCHS,
JOKJIaI,
cooO111eHHE;
BOTIPOCHI TTO
TeMaM/pazjiesiam
TV CIATUTHHBI

International Trade

npopabdomka  yueoOH020 0oknao,

n00z0moeKa K coaue 3auema

3aganme Ne 4. V3yuuTh  JOMOJIHUTEIHHYIO
nauteparypy mo teme “International Trade”.

B TeMy NOMKHBI BXOIWUTH CHEAYIOLIME BOIPOCHI: a)
Free Trade and Protected Markets; b) Payment Terms;
¢) Making Inquiries; d) Business Correspondence
(Request/Refusal/  Agreement/Reminder/ Final
Demand).

mamepuana,

JTCKYCCHSI,
JTOKJIaI,
COOOIIIEHHE;
BOIIPOCHI ITO
TeMam/paszienam
JIACIIUIUTHHBI
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Business
Negotiations

npopabomka  y4yeOH0o20 Mmamepuana, 00K1ao,
no020moeKa K coaue 3auema

3aganme Ne 5. UByuuTh  JIONOJHUTETHHYIO
naurepaTypy mo teme “Business Negotiations”.

B TemMy MOKHBI BXOAWTH CIICAYIOIIME BOIPOCHL: a)
Negotiating  Procedure; b) Competition and
Cooperation in Negotiations. Negotiating Tricks; c)
Reaching an Agreement; d) Language of Diplomacy.

JTUCKYCCHS,;
IOKIag,
coo0I1IeHHE;
BOTIPOCHI TT0
TeMaM/pazjiesam
IHACIIATIINHEI

[Ipy opraHu3anum CcamMOCTOSATEIBHOM pPadOTHI

clieAyrolue 00pa3oBaTeIbHbIE TEXHOJIOTHH:

3aHITUU

HCIIOJIB3YIOTCA

CaMOCTOATENbHAsA padoTa CTYJEHTOB OCHOBaHAa HA YTEHUM OOs3aTEIbHOU H

JOTIOJTHUTEILHOW JIUTEPATyphl MO TEKYIIEeW TeMe, BBIMOTHEHUM TEMaTUYECKHUX
YOPKHEHUH U TBOPYECKUX 3a7aHuil mo ydyeOHoM aucuurumne «lIpaktukym mo
YCTHOMY J€JIOBOMY OOIICHUIOY.
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6. TeMbl NIPAKTUYECKUX U CEMHUHAPCKUX 3aHATHIH
Pa3znen 1. Business Matters
Tema 1. Jobs and Careers (popma mpoBeacHHS — MPaKTHYECKOE 3aHSATHE,

AUCKYCCHs, ACJIOBAsA UI'pa, poJiCBasd urpa, Mpe3CHTalA HpOGKTa)

Bonpocsr k Teme: What are the most important conventions of the process of job
application? What makes a perfect CV and cover letter? What should you do to do
well in an interview? What are the most important tips for career success?

Tema 2. Marketing (dhbopma npoBeneHHs — MPaKTUYECKOE 3aHATHE, IUCKYCCHS,
JIeJI0Bast UTpa, MPEe3eHTAIUS ITPOCKTA)

Bonpoce! k Teme: What does the term “marketing concept” mean? What are the
basic components of the Marketing mix? What is special about the concepts
“product”, “price”, “place”, “promotion”? What are the major methods of
promoting a product?

Tema 3. Managing People (dbopma mnpoBeacHHS — NPAKTHUECKOE 3aHATHE,
JUCKYCCHS, JICIOBasl UTPa, MPE3CHTAIINS IPOEKTA)

Bonpocsl k Teme: What does the term “management” mean? What is special
about the theoretical basis of management? What are the major management
styles? What leadership skills should managers have?

Pasnen 2. Doing Business Internationally
Tema 4. Relationship Building (dopma npoBeneHuss — MpakTHYECKOE 3aHATHE,

JIUCKYyCCHSl, J€0Basi UTpa, MPe3eHTalNs IPOEKTa)

Bonpocer k Teme: What is the role of corporate entertaining in the customer
relationship management mix? What are the major forms of corporate
entertaining? What do they depend on? Why should companies focus on cultural
awareness of norms? What are areas of potential cultural misunderstanding?

Tema 5. International Trade (dbopma mpoBemeHHS — MPAKTUYECKOE 3aHATHE,
JUCKYCCHS, JICIOBAas UTPa, MPE3CHTAIMS TIPOEKTA)

Bompocsl k Teme: What are the current tendencies in international trade? What
protectionist measures do countries take? What is dumping? What are the major
trading blocks? What are the most common payment and shipping terms in
international trade?

Tema 6. Business Negotiations (dbopma mpoBeneHHs] — MPAKTUYECKOE 3aHATHE,
JIMCKYyCCHS, IeN0Basi Urpa, Mpe3eHTalns IPOEKTa)

Bonpocer k Tteme: Why are negotiations a complicated process? What factors
contribute to the complexity of business negotiations? What are the major stages in
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the negotiating process? What are the major styles of business negotiations? What
Is special about each style? What linguistic tools are used in the language of
business negotiations so that it might be hard on facts but soft on people?

IIpuMepHasi TEMATHKA KOHTPOJIbHbIX DﬂﬁOT:

1) Negotiations. Language of Diplomacy

2) Business Correspondence

3) International Marketing

4) Managing People

5) Jobs and Careers

6) Corporate Entertaining and Relationship Building
7) Managing People

8) Marketing

9) International Trade

10) Business Negotiations

OcBoeHue Mmarepuajla M BBIIOJIHEHWE  3a/laHUM, BBIHECEHHBIX  HA
CAMOCTOSITEJIBHOE ~ M3YyYEHUE  Nepell  NPAKTUYECKUM  3aHSATHEM,  SBIICTCSA
oOsi3aTesibHBIM TpeOoBaHueM. Ilepen MpakTUYECKUMH 3aHATUSMHU PEKOMEHYETCs
IIPOYNUTATh MW3YYEHHBIM MAaTepUal M  COOTBETCTBYIOIIYIO TEOPETHYECKYIO
JUTEpaTypy MO TEME IPaKTUYECKOro 3aHATuA. IIpenonasarens gaeT METOAUYECKUE
pekoMeHau ~ 00yyaeMbIM 10  CaMOCTOATEILHOMY  H3YYEHHUIO  MpoOIeM,
XapaKkTepu3ys IYyTU U CPEICTBA JOCTHXKCHMs IIOCTaBJICHHBIX II€pe] HUMH 3a]ad,
BBICKA3bIBAE€T COBETHl M PEKOMEHJALMU MO M3YYEHUIO Y4eOHOHM JuTeparypsl,
CaMOCTOSITEJIBHOMY ~ AQHAJIN3y CTYAEHTAMHM TEKCTOB M  BBIIIOJIHEHHWIO HWHBIX
IIPAKTUYECKUX 3aJaHUM.

Venex u3ydeHusl JaHHOW Y4eOHOW MUCUMIUIMHBI CTYACHTaMU 3aBUCHUT OT
CHUCTEMAaTHUYECKOW MHINBUAYAILHOW padOThI MO ee u3y4yeHuto. Takas paboTa JOKHA
OBbITh OPUEHTUPOBAHA HA OCHOBATEIbHOE N3yUEHHE MIPOTPAMMBI; BOIIPOCOB K KaXKI0M
TEME; MPENJaracéMoi JIUTEPATyphl; BBIIOJHEHUIO YIPAKHEHUH U TMOATOTOBKU
OTBETOB Ha ITIOCTABJICHHBIE BOIIPOCHI.

Kontponupyemast camocTosTesbHas padoTa HampaBjieHa Ha yriayOJeHue u
3aKpEeIUICEHNE 3HAHUM CTYAEHTa, pAa3BUTHE AHAJWTUYECKUX HABBIKOB 10
npobiemaTuke yueOHOM AucIUIUIMHGL. [lofBeAeHe UTOTOB U OLIEHKA pe3yJbTaTOB
TakuX (OpM CaMOCTOSITEIbHOM pabOThl OCYIIECTBIISIETCS BO BpPEMsI KOHTAKTHBIX
yacoB c mpernonasareneM. llpu mpoBepke camMOCTOSTENbHOM pabOThl CTYJEHTOB
1EeJIecO00pa3HO MPUMEHSTH OHY U3 CIEAYIOMUX (POPM KOHTPOJIS: YCTHBIN OIMpOC,
JOKJIaJl, CAMOCTOSITEJIbHOE UCCIIEIOBAHNE, TECT.

CamocrosiTesibHasi padboTa CTyJAECHTOB PEAINOIAracT:

e H3yyeHHUe y4eOHOUN M HAYYHOU JIMTepaTyphl 10 IpeajaraeMbiM npodieMam ¢
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MOCJIEYIOIIUM UX 00CYX ICHUEM Ha MPAKTUUECKUX 3aHATHUSAX;

e COCTaBJIEHUE IJIAHOB-KOHCIEKTOB;

e TMOATOTOBKY COOOIICHHI U TOKJIA/0B;

e TOATOTOBKY 3JIEKTPOHHBIX MPE3EHTALINMN;

e BBINIOJIHCHUE MPAKTHUYCCKUX 3aJaHUA W YMNPaKHEHUH, 00ECIIeUNBAIOIINX
3aKpeTUICHHE W YTIyOJICHHE TEOPETHUCCKHX 3HAHWH, TOJYyYCHHBIX B XOJIE
ayIUTOPHBIX 3aHSATUM M B pe3yJibTaTe€ CaMOCTOATENIBHOW paboThl 3a
KOMITBIOTEPOM.

[IpoBepka BBITIOJHEHUS CaMOCTOSITENIbBHOW  pabOThl  MPOBOAMTCS  Ha
ayIUTOPHBIX 3aHATHUSX, BO BPEMS POMEKYTOUHOTO U UTOTOBOI'O KOHTPOJISL.

[Ipn opranuzanuyd CaMOCTOSITENIBHOW pabOThl HCHOJB3YIOTCS CIIEIYIONTUE
oOpa3oBaTenbHBIC TEXHOJOTHUHU: CAaMOCTOSTEIbHAs paboTa BO BpPEMsS OCHOBHBIX
ayJIMTOPHBIX 3aHATHI;, CAMOCTOSATEIbHAS paboTa 1Mo KOHTPOJIEM MPETIOIaBaTels B
dbopMe MIaHOBBIX KOHCYJbTAIlW, BHEAYIUTOPHAS CaMOCTOSITENIbHAsI padboTa mpH
BBITIOJIHEHUU CTYJCHTOM JIOMAIllHUX 33JaHui y4eOHOTO M MPAKTHYECKOTO
Xapakrepa.

CamocrosiTenbHas paboTa MOXKET OCYIIECTBISITRCS WHIWBUIYAIBHO WITU
rpynnamMu CTYACHTOB B 3aBHCHUMOCTH OT II€JIM, 00beMa, KOHKPETHONH TEMAaTUKHU
CaMOCTOSITENIbHOM pabOThl, YPOBHS CIOKHOCTU U YPOBHSI YMEHUM CTY/ICHTOB.

Pexomenoayuu.

1) oBJaaeHWe AOMOJHUTEIbHLIMH 3HAHUSIMH: YTCHHC TCKCTa OCHOBHOM
Y JIOIIOJIHUTEIIbHOM JIUTEPATYPBhI; IIOATOTOBKA K 3a4€Ty U JIp.;

2) 3aKpemieHHe M CHCTeMaTH3alusi 3HAHWIi: paboTa ¢ KOHCIEKTOM
TEOPETUUYECKUX U MPAKTHUYECKUX BOIPOCOB; MOBTOpHAs paboTa HajJ MaTrepuaioM
y4eOHUKA, JOTOJHUTEIBHON JINTEPATyphl; MOATOTOBKA OTBETOB HAa KOHTPOJIbHbBIC
BOIIPOCHI; MOATOTOBKA K 3a4€Ty U JIp.;

3) ¢opmupoBaHHe YMeHWii: yMEHHE WU3BJIEKaTh HWHOOPMALUIO W3
Pa3IMYHBIX ICTOYHUKOB U PECYPCOB.
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7. IlepeyeHb BOMPOCOB K 3a4eTy

®opMOM UTOrOBOM aTTeCTalMy MO AUCHUIUIMHE «IIpakTHKyM 1O yCTHOMY
JIEOBOMY  OOIIEHWIO» SABISIETCS 3adeT. B XoJe WTOroBOM — aTTeCTalHH
OLICHUBAIOTCS 3HAHUS, YMEHHUS, HABBIKA CTYJICHTOB [0 OCHOBHBIM BHJaM PEYEBOMU
JESITENbHOCTH: YTEHHUE, MUCbMO, TOBOPEHUE, & TAKKE IO OCBOCHUIO CIICIIUAIBHOU
JIEKCUKU NI TPUMEHEHUS TIOJIyYeHHBIX 3HAHUU B c(epe BHEIIHEH U BHYTPEHHEU
MOJINTUKH, OU3HECa, MPEeIPUHUMATEIBCTBA, IKOHOMUKHU, KYJIbTYphl U B APYTHX
chepax uenoBedeckoil aesTenbHOCTU. CTpykTypa Ouiera K 3a4eTy IpUBeIcHA
HUXKE:

Bonpoc 1. UYmenue. Ilpouumams u nepegecmu CneyuaibHuviti  MeKCM.
Cymmuposams 0CHOBHOe codepaicanue mekcma. Bolpazumo TuuHyo mouKy 3peHus
1O N0B0OY 2IABHOU UOEU.

Bonpoc 2. Ilucomo. Hanucams 0enogoe nucoMo no 3a0auHOt Cumyayuu ¢ y4emom
cneyuguKky pesucmpa nuCbMeHH020 0el108020 0OUEHUS.

Bonpoc 3. I'osopenue. I[lpedocmasumes Kpamkuti 00KIA0 HA NPEOSIOHCEHHYIO MEM).

[Iepeuennb BOIIPOCOB ISl TOATOTOBKM K YCTHOM 4YacTH 3adera (YTCHHE,
TOBOPEHHE):

1) Jobs and Careers

2) Applications and Interviews

3) Career Ladder

4) Marketing

5) The 4 P’s of Marketing: Price, Product, Promotion and Place
6) Methods of Promotion

7) The Concept of Management

8) Management Styles

9) What Makes a Perfect Leader

10) Corporate Entertaining

11) Cultural Awareness of Norms

12) Areas of Cultural Misunderstanding

13) Free Trade and Protected Markets

14) Payment Terms

15) Shipping Terms

16) Negotiating Procedure

17) Competition and Cooperation in Negotiations
19) Language of Diplomacy

20) Negotiating Tricks

[lepedyenb BOMPOCOB [jIsi MOATOTOBKM K MHCbMEHHOM YacTH 3ayeTa (Ie10BOe
MHUCHMO):

1) Cover Letter

2) Online Order

3) Reply to an Order

4) Agenda

5) Notice
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6) Request

7) Agreement

8) Refusal

9) Reminder

10) Final Demand

11) Apology

12) Making an Arrangement

13) Rescheduling the Arrangement
14) Cancelling the Arrangement

CrpykTypa 6miera Kk 3adery (mpumep)

YTBepKICHO Ha 3aceaHuu Kadeapsl
AHIIMHACKOM TMHIBUCTUKHY U TIEPEBOIA
(HamMEeHOBaHUE)
IIporokoin Ne oT
3aBenyrommii Kadenpoi

CoxomoBa .H.
(ToamuCh) (®HO)

BUJIET Ne 1

YuebHoe  moapazneneHue  DakynapTeT  JMHTBUCTHKH,  MEXKKYJIBTYPHBIX  CBSI3eH W
npodeccHOHATBbHON KOMMYHUKALUU

Hanpasnenune/CrieninansHocTh «Dumonorus»

Jucuuminza «IpakTHKyM 110 yCTHOMY J1€JI0BOMY OOILEHHIO»

1. Reading

Read and translate the texts at sight from English into Russian and from Russian into English.
Summarize the texts. Give your personal opinion of the main idea of the texts.

2. Speaking

Make a short presentation on the following topics:

- Jobs and Careers

- Applications and Interviews

3. Writing

Write down an example of a Cover Letter

Cocrasun npenogasateins: XKemuyrosa HO.B.
Jlama Iloonucw

Practical Task
1. Translate the text given from English into Russian at sight:

Selling and Negotiating

You don’t have to be a special kind of person to sell a product. But although
successful salespeople often have special talents and an outgoing personality, the skills
they employ are used by us all: we build and maintain relationships with different kinds
of people, we listen to and take note of what they tell us and don’t enjoy the sound of our
own voices, and we explain things to them or discuss ideas with them.

A firm may depend on their own sales team and/or on the salesmanship of their
distributors, wholesalers or retailers. But any company needs to establish a personal
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relationship with its major clients (“key accounts™) and potential customers (“prospects™).
It is often said that “people do business with people”: a firm doesn’t deal impersonally
with another firm but a person in the buyer’s department receives personal visits from
people representing the firm’s suppliers on a regular basis — or in the case of department
stores or chain stores, a team of buyers may travel around visiting suppliers.

Keeping salespeople “on the road” is much more expensive them employing them
to work in the office because much of their time is spent unproductively travelling.
Telephone selling may use this time more productively, but a face-to-face meeting is
much more effective. Companies involved in the export trade often have a separate
export sales force, whose travel and accommodation expenses may be very high. So
servicing overseas customers may often be done by phone, fax or letter with not so many
personal visits. Many firms appoint an overseas agent or distributor whose own sales
force takes over responsibility for selling their products in another country.

A sales department consists of many people who are based in different parts of the
country or the world, who don’t have the day-to-day contact and opportunities for
communicating with each other that office-based staff have. For this reason, firms hold
regular sales conferences where their entire sales force can meet, receive information and
ask questions about new products and receive training.

Diplomacy, friendliness and cooperation are important in selling. There’s a
widespread belief, which is probably true, that buyers “buy from those they like” and that
sellers give a better deal to “those they like”. All salespeople have a certain “fear” or
reverence for buyers because they have the power to give or to withhold an order.

“Negotiation” is the part of the sales conversation where bargaining about the
conditions of an order takes place. It comes at the end of the sales talk at the point when
the buyer is definitely interested. Because additional persuasion may be required, it’s
important not to give away concessions while making the sales presentation.

2. Translate the text given from Russian into English at sight:

Buabl 0u3Hec-10KyMeHTANMHT

OdeHp 4YacTo AN Pa3NUYHOTO poJia 3a/Ja4 KOMIAHHUSAM TpeOyeTcs MOArOTOBUTH
CJIelyIolI1e OCHOBHBIE BH/IbI OU3HEC-TOKYMEHTAINH:
- Owu3Hec-IJIaH TMpeACTaBiIseT Cco0OM JOKYMEHT, KOTOpPbIM JaeT KOMIUIEKCHOE
NPEJCTaBIECHHE O pacCMAaTPUBAEMOM IPOEKTE U MOJAPOOHO OINMHUCHIBAECT €r0 pa3IHyuHbIC
aCTICKTHI,
- aHaNu3 phIHKA — 3TO JOKYMEHT, KOTOPBI packpbiBaeT uHpopmanio o0 00beMe phIHKa,
Ha KOTOPOM (YHKIMOHUPYET KOMIAHHs, JaHHbIE O €ro JMHAMUKE M CTPYKTYpe,
paccMaTpuBaeT KIFOYEBBIX KOHKYPEHTOB, POTHO3 Pa3BUTHS PhIHKA H T.JI.;
- TIpe3CHTAIMsl KOMIIAHWH SIBISETCS JOKYMEHTOM, BH3YyaJbHO JIEMOHCTPHPYIOIIUM
KIIIOYEeBYI0 HMHQpOpMaIuio o OW3HEece, BKIOYas OO0INee ONMMcaHWe KOMIIAHWW, aHaJIh3
PBIHKA M €€ MO3UIMN Ha HEM, OCHOBHBIEC OTepaIliOHHbIC U (PMHAHCOBBIC MOKA3aTeu, UX
NIPOTHO3 M IpYTHE JaHHEIC,
- opuIHMaTbHbBIE OTYETHl KOMITAHUU TOKA3bIBAIOT M3MEHEHHUE KITIOUEBBIX OMEpaIlMOHHBIX
U (pUHAHCOBBIX MOKa3aTeNed 3a paccMaTpUBAEMbIM NEpUon (HampUMep, KBapTal WId
TOA), a TakkKe OOBACHIIT NPUYMHY WX pPOCTa WIM TAACHUS W YCTAaHABIUBAIOT
IPOTHO3HBIEC 3HAYCHUS Ha CIICAYIOUINI OTYETHBIA NEPUOT;
- He3aBUCHMas OIGHKa MpPEnojaraeT IMpOBEJACHHE NPOIENyp IO TEXHHUKO-
HPKOHOMHYECKOMY OOOCHOBAHMIO TPOEKTa W  aHajiu3y ero MHBECTUIMOHHOMN
NIPUBJICKATEIIEHOCTH, TPOBEPKY HCIHOIB3YEMBIX JOMYIICHUH MpPH TMPOTHO3MPOBAHUU
(UHAHCOBBIX MOKa3aTesel Ou3Heca, MPaBUILHOCTH X pacyeTa u T.1.
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[TogoOHBIE TOKYMEHTBI MOTYT 3aMHTEPECOBaTh IMOTEHIMAIBHOTO HWHBECTOPA
KOMIIAHUU C TEJIBI0 TMPUHSATUS PEHIeHUS 00 WHBECTUIMOHHOW MPHUBIICKATEIIBHOCTH
MIPOEKTA WJIM CaMOM KOMIIaHUH.

baHky, WHBECTUIIMOHHBIC KOMIIAHUM U JIpyTHe (PUHAHCOBBIE WHCTUTYTHI MOTYT
3alpOCUTh HEKOTOPBhIE M3 JTHUX JOKYMEHTOB ISl TOro, 4YTOOBI CHENaTh BBIBOJA O
JOCTAaTOYHOH INIATEKECIIOCOOHOCTH KOMITAHHU.

Takue MOKYMEHTHI Takke TpenocTaBisaioTcs CoBeTy ITUPEKTOPOB C  IIEJBIO
KOHTPOJIS 32 JEATEIbHOCTHI0O KOMITAHUHU U TMIPUHSATHS BaXKHBIX KOPIOPATUBHBIX PEIICHUI
(HampuMep, O PEKOMEHJAllMM K BBIIJIATEe TUWBHACHIOB) U Mp. Briciiee pykoBOACTBO
HCITONTB3YET MOJO0HBIC JOKYMEHTHI ISl TEKYIIET0 KOHTPOJIS, TPUHATHSI CTPATETHIECKUX
pelieHni, cpaBHEHUsI OM3HEC-TIPOCKTOB.

[TogoOHbIE JOKYMEHTHI MOTYT pa3pabaThIBaTHCS JIsl BHYTPEHHETO HUCIIOIb30BAHUS
JernapTaMeHTaMH, OTACIaMH M TOJpa3eleHUsIMU KOMIIAHMHM C IIeJIbI0 TIPHHSATHS
TaKTHYECKUX PEIICHHUH 10 paboTe KOMIIAHUHU.
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8. YueOHo-MeTOAUYecKOe U HH(POPMAINIMOHHOE O0ecTieYeHue JUCITUTTIMHBI

a) Cnucok pekoMeHayeMoil JJuTeparypa
OCHOBHAaA

1. AGensckas, P.IL. Teopus u npaktuka aenoBoro odmenus A | T-HanpasieHuit:
yuebHoe mocobue s By3oB / PII. AbGenbckas; mon HayuHoil pemaxiueit M.H.
OobabkoBa. — MockBa : HM3zparensctBo IOpaitt, 2020. — 111 c. — (Bricuee
oOpazoBanue). — ISBN 978-5-534-10091-4. — Tekcrt : anexrponHsiii / IbC FOpaiit
: [caiiT]. — URL : http://urait.ru/bcode/455356.

2. KpacnoBa, T.M. AHMIMICKUI SI3BIK ISl CIIELAAIMCTOB B OOJIACTH MHTEPHET-
texaosoruid. English for Internet Technologies : yuebnoe mocobue s By30B /
T.W. Kpacnosa, B.H. Buuyros/ - 2-e uzn. — Mocksa : UsnarensctBo FOpaiit, 2020.
— 205 c¢. — (Bwicmee obpasoBanme). — ISBN 978-5-9916-8573-3. — Tekcr :
anekTpoHHbIi / DBC FOpaiit : [caiit]. — URL : http://urait.ru/bcode/451334

3. Ilandwunona, A.Il. Kynerypa peun u nenoBoe obmieHue B 2 4. YacTs 1: yueOHUK
u npaktukym s By3oB / A.Il. Ilandwunosa, A.B. Jlommaros; monm oOmei
penakuueit A.IL ITandunosoil. — Mocksa : M3aarensctBo FOpaiit, 2020. — 231 c. —
(Bricmiee ob6pazoBanune). — ISBN 978-5-534-04378-5. — TekcT : 27€KTPOHHBIN //
OBC Opaiir : [caiit]. — URL : http://urait.ru/bcode/450328.

JAOMOJTHUTEIbHAS
1. Kynprypa peun u MeTOAMKAa JEJIOBOTO OOIIeHHUs : ydeOHOoe mocolOue st
MaructpoB / coctaButenb 1.B. BecenkoBa. — CapatoB : By3oBckoe oOpa3oBaHue,
2020. — 146 c. — ISBN 978-5-4487-0758-2. — Tekct : »NeKTPOHHBIA //
OnextpoHHo-OmOmuoreunas cucrema [IPR - BOOKS : [caiit]. — URL
http://iprbookshop.ru/101133.html

2. ITectoBa, M.C. AHIIIMHCKHU# S3bIK: TIEPEBOJ] KOMMEpUeCKor fokyMeHTaruu (B2)
: yueObnoe mocobue mns By30B / M.C. IlectoBa. — 2-e u3n., mepepab. u 10Om. —
Mockaa : U3narensctBo FOpaiit, 2020. — 191 c. — (Briciiee oOpa3zoBanue). — ISBN
978-5-534-11543-7. — Tekct : snekrponnbiii / DBC IOpait : [caiit]. — URL:
http://urait.ru/bcode/456168.

3. Slkymesa, .B. Aurnwmiickumii si3b1k (B1). Introduction into Professional English :
yueOHUK U MpakTukyM A By30B / M.B. fkymesa, O.A. [lemuenkoBa. — 3-¢ u3f.,
ucnp. u nom. — Mocksa : M3gatensctBo FOpaiit, 2020. — 148 c. — (Beiciiee
obpazoBanue). — ISBN 978-5-534-07026-2. — Tekct : anexkrponusiii // DbC HOpaitt
: [caiiT]. — URL.: http://urait.ru/bcode/451233.
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4. English for Academics : A communication skills course for tutors, lecturers and
PhD students : In collaboration with the British Council. Book 1 / O/
Bezzabotnova [etc.]. — Cambridge : Cambridge University Press, 2014. — 175 p. :
il. — ISBN 978-1-107-43476-9.

y4yeOHo-MeToau4eckasn (paspadorannas HIIP, peamusyromumu OIIOII BO):

1. Anexcees, FO.I. Teopust nepeBoga : MaTepuagbl K CEMUHAPCKUM 3aHATUSIM /
AnekceeB IOpuit I'ennanbeBuu; Ynl'y, MO, ®JIuMC. — VYabsiHOBCcK : Yal'V,
2017. — 3arn. ¢ skpaHa. — JnekTpoH. TekcToBblie naH. (1 ¢aiin : 201 Kb). — Tekcr :
snexrponnbiit. — URL : http:/lib.ulsu.ru/MegaPro/Download/MObject/400

2. XKemuyrosa, }0.B. YueOHO-MeTOnHYECKHE PEKOMEHIALUMU [0 OpPraHU3aluu
CaMOCTOATENbHONM  paldOThl  CTYJIEHTOB MAarucTparypbl, OOyYarouuxcs 10
HampaBiaeHuto noArotoBku 45.04.01 «®Dunonorus», [lpopuns «MHOCTpaHHBIE
A3bIKK B MEXKIYHAPOJHOU JEITENbHOCTH» MO auciuimHe «[IpakTukym mo
YCTHOMY JIeJIOBOMY OOIIEHUIO» (YpOBEHb MOJATOTOBKHM - maructpatypa) / HO.B.
Kemuyrora; Yal'V, UMO, ®JIuMCullK. — Yaesnosck : Yal'V, 2019. - 3arn. ¢
skpaHa; HeonmyOnukoBaHHBIN pecypc. — DIEeKTpoH. TekcToBbie AaH. (1 daitn : 4,10
MB). — TekcT : AJIIEKTPOH. — URL
http://lib.ulsu.ru/MegaPro/Download/MObject/6448

0) IIporpammHoe oGecrieuenmne

OC Microsoft Windows
OC Anbt Pabouas ctaHIms
Moii opuc CtanaapTHbIN
AHTunaaruar

B) IIpodeccuonanbHble 0a3bl JAHHBIX, HH(OPMAIMOHHO-CIIPABOYHbIEC
CUCTEMBI

1. D1eKTPOHHO-0MOIHOTEYHBbIE CHCTEMBbI:

1.1. IPRbooks : »nexkTpoHHO-OMONMMOTEUHAss cuUcTeMa : calT / rpymnmna
komranud A I[lm  Ap Memgma. - Caparos, [2021]. - URL:
http://www.iprbookshop.ru. — Pesxum mocTyma: ajist 3aperucTpup. Mmojb30BaTele.
- TekcT : aneKTpOHHBIN.

1.2. TOPAUT : snekrponHo-6ubanoreunass cucrema : caiit / 00O
Dnektponnoe n3aarensctBo KOPAWT. — Mocksa, [2021]. - URL: https://urait.ru. —
Pexum nocrymna: s 3aperucTpup. MoJIb30BaTeNen. - TEKCT : JIIEKTPOHHBIN.

25


http://lib.ulsu.ru/MegaPro/Download/MObject/400
http://lib.ulsu.ru/MegaPro/Download/MObject/6448
http://www.iprbookshop.ru/

1.3. KOHCYJIbTaHT CTy[EHTA : 3JIEKTPOHHO-OMOIMOTEYHAsI CHCTEMA @ CailT /
000 [Tonurexpecypc. — Mockaa, [2021]. - URL.:
https://www.studentlibrary.ru/cgi-bin/mb4x. — Pexxum gocrtyma: Ijsi 3aperucTpup.
IIOJIb30BaTeNEN. — TEKCT : JIEKTPOHHBIMN.

1.4. KoHCynbTaHT Bpaya : 3JIEKTPOHHO-OMONIMOTEYHas cucrtema : caT /
OOO Beicmiasgs mKoia OpraHU3allid M YIOPABICHHS  3]IPaBOOXPAHEHUEM-
KomrmuiekcHbli  MEOUUMHCKUNA KOHcanTtuHr. — MockBa, [2021]. — URL:
https://www.rosmedlib.ru. — Pexwum gocTtyma: ajis 3aperucTpup. Mojb30BaTeleh. —

TeKCT : BIEKTPOHHBIM.
1.5. bonpmas menuiuHcKas OUOIHMOTEKAa :  DJIEKTPOHHO-OMOIMOTEYHAs
cucrema : caiitr / OOO Bbykan. — Tomck, [2021]. — URL: https://www.books-

up.ru/ru/library/ . — Pexxum nmoctyma: asist 3aperucTpup. noiab3obareieit. — Tekcr :

AIEKTPOHHBIN.

1.6. Jlans : anekTpoHHO-O0MOMMOTedHas cucteMa : cailt / OO0 DbC Jlanb. —
Canxkr-IlerepOypr, [2021]. — URL: https://e.lanbook.com. — Pexxum moctyna: s
3apErUCTPUP. NOIb30BaTeNIel. — TEKCT : AIEKTPOHHBIM.

1.7. Znanium.com : 3JIeKTpOHHO-OMOIMOTeUHas cuctema : cait / OO0
3uanunyMm. - Mocksa, [2021]. - URL: http://znanium.com . — Pexxum goctyna : s
3apEruCTPUp. MOIB30BaTENEH. - TEKCT : AIEKTPOHHBIM.

1.8. Clinical Collection : kosekuus s MEAUUUHCKUX YHUBEPCUTETOB,
KIUHUK, MenuuuHckux Oubmmorexk // EBSCOhost : [mopranm]. — URL:
http://web.b.ebscohost.com/ehost/search/advanced?vid=1&sid=9f57a3e1-1191-

414b-8763-e97828f9f7e1%40sessionmgrl02 . — Pexxum goctyma : Ui aBTOPH3.
T10JIb30BaTENICH. — TEKCT : BJIEKTPOHHBIM.

1.9. Pycckuil s3bIK Kak WHOCTPAHHBIN : AJIEKTPOHHO-00pa30BaTEIbHBIMI
pecypc mjisi MHOCTpaHHBIX cTylaeHToB : cat / OOO Kommanus «A#u Ilu Ap
Menauna». — Caparos, [2021]. — URL: https://ros-edu.ru. — Pexxum moctyma: s
3apErucTpup. MOIab30BaTeNie. — TEKCT : ANEKTPOHHBIM.

2. KouncyabranrIlinroc [DnexkTpoHHBIM pecypc]: crmpaBo4yHas NpaBOBas
cuctema. /OO0 «Koucynprant Ilmocy - DOnektpoH. pgaH. - Mocksa
Koncynperantlntoc, [2021].

3. ba3bl JaHHBIX NEePUOAUYECKUX U3TAHUI:

3.1. baza naHHBIX MEPUOAMYECKUX U3IAHUM : dNIEKTPOHHBIE )KypHabl / OO0
MBUC. - Mocksa, [2021]. — URL: https://dlib.eastview.com/browse/udb/12. —
Pexum nocrymna : 1y aBTOpU3. MOJIb30BaATENEN. — TEKCT : DJIIEKTPOHHBIN.

3.2. eLIBRARY.RU: nayunast snextpoHHas OuOnmoreka : caut / OOO
Hayunas Diextponnas bubmnoreka. — Mockga, [2021]. — URL: http://elibrary.ru.
— PexuMm nocrymna : 1t aBTopu3. oab30BaTeNie. — TEKCT : 3IEeKTPOHHBIN

3.3. «Grebennikony : smextponHas Oubmmoreka / WM]J| I'pebeHHHKOB. —
Mockga, [2021]. — URL: https://id2.action-media.ru/Personal/Products. — Pexxum
JIOCTyMA : ISl aBTOPU3. MOJIb30BaTENIeN. — TEKCT : AJEKTPOHHBIM.
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4. HaumoHaJbHasi 3JIeKTPOHHAsI OMOJIMOTEKA : DJICKTPOHHAs OMOIMOTEKa

denepasibHasi TOCynapcTBeHHass WHGOpPMAIMOHHAsE CcUCTeMa :© calt /
MunuctepcTBo KynbTyphl P® ; PI'B. — Mocksa, [2021]. — URL: https://306.pd. —
Pexxum noctyma : g moJdp3oBarened HaydyHoud OuOnnoreku. — Teker
AIEKTPOHHBIN.
5. SMART Imagebase // EBSCOhost : [mopram]. - URL:

https://ebsco.smartimagebase.com/?TOKEN=EBSCO-
1a2ff8c55aa76d8229047223a7d6dc9c&custid=s6895741. — Pexxum goctyma : Jis
aBTOpPHU3. MOJIL30BATEJIEN. — I/I306pa}KeHI/IC . OJICKTPOHHBLIC.

6. @®enepasbHubie HHPOPMALMOHHO-00pPa30BaTe/IbHbIEC OPTAJIbI:

6.1. EnuHoe okHO JoCcTymna K 00pa3oBaTelibHBIM pecypcaMm : deaepaabHbIi
noptan / yapenutens @TAOY 10 LPI'OIT u UT. — URL: http://window.edu.ru/
. — TeKCT : AMEeKTPOHHBIN.

6.2. Poccuiickoe oOpaszoBanme : (QeaepanbHBI TOpTAT / yYpEAUTENb
®I'AOY AITO LPT'OIT u UT. — URL: http://www.edu.ru. — TekcT : 37I€KTPOHHBIA.

7. O0pa3oBartesibHbIC pecypcbl Yal'y:

7.1. Dnextponnas 6udnmoreka Ynl'Y : mogyns ABUC Mera-ITPO / OO0
«Jlata Dxkcnpecey. — URL: http://lib.ulsu.ru/MegaPro/Web. — Pexum mocryma :
JUTSl IOJIb30BATeNIel HaydHOU OMOIMOTEKU. — TEeKCT : 3JIEKTPOHHBIM.

27


https://нэб.рф/
https://ebsco.smartimagebase.com/?TOKEN=EBSCO-1a2ff8c55aa76d8229047223a7d6dc9c&custid=s6895741
https://ebsco.smartimagebase.com/?TOKEN=EBSCO-1a2ff8c55aa76d8229047223a7d6dc9c&custid=s6895741
https://ebsco.smartimagebase.com/?TOKEN=EBSCO-1a2ff8c55aa76d8229047223a7d6dc9c&custid=s6895741
http://window.edu.ru/
http://window.edu.ru/
http://www.edu.ru/index.php
http://www.edu.ru/
http://lib.ulsu.ru/MegaPro/Web

9. lIpumepHbIii 00pa3en KOHTPOJbLHOH PadoOThI

Bapmuanr |
Jlekcnuyeckne TPYIHOCTH MepeBoaa
1) [TepeBenuTe TEPMUHBI U CIIOBOCOUCTAHUSI:

Annual world military expenditure; conventional weapons; nuclear-weapon states; armed
forces; reductions; international political climate; exchange rates; standardized reporting system;
military production; worldwide military expenditures; effective integrated reporting system;
reporting instrument; increasing political support.

With subsequent improvements; to reach a peak; to be estimated as; amounting to; to be spent
on; to make up a bulk; to be accounted for by; to introduce a monitoring and verification system;
to recommend that the Member States report annually; to use a system; to receive data on; to
overcome a difficulty; the costing of military production.

2) [lepeBenute yCTOWYMBBIC BBIPAKEHHS C PYCCKOTO SI3bIKA HA AHIIMICKUH A3BIK:

3o50Tas cepeAnHa, 3aMKHYTBIN KpyT, CHHHHA 49yJI0K, 00past BOJS, 3aKaIbIYHbIM JAPYT, 3aKISATHINA
Bpar, 3as/UIbIi KypWIBIIMK, TOPbKUH IbSHHIA, I'OCTEIPUMMHBIN XO35MH, HE3BaHBIA TIOCTH,
JKeJIe3Hast BOJIs, 30J10TO€ CepaLe, TEMHAs JIOIIaaKa.

I'paMMaTHYecKue TPYIHOCTH IEPEeBoaa

3) IepeBeaute mpemIoKeHHs, coaeprKaliue KOHCTpykuoo “to have + noun + participle 117.
[Momtesxaniee npy mepeBojie 0OBIYHO CTABUTCS B KOCBEHHOM IIaJI€XKe, CYLIECTBUTEIBLHOE BHYTPH
KOHCTPYKIHWH CTAHOBUTCA IMOJICI)KAILIUM, a IIPUIACTUC — CKAa3yCMbIM!

O6pasert:
Machines of many types have their operations controlled by a computer.

B cmankax mnozux 6uoos onepayuu ynpasnsromes IBM.

1. A colliding molecule may have an atom knocked out of it.

2. Step-up transformers have their primary coils connected in series.

3. Some internal combustion engines have their cylinders arranged in line.

4. Some military aircraft have their Gatling guns suspended under the fuselage.
5. All modern tanks have their guns stabilized in two planes.

6. Every serviceman must have his uniform kept clean and tidy.

7. Every flight test must have its telemetry recorded properly for further analysis.
8. Every blood cell has a certain amount of immunity stored in its DNA code.

4) 3anumute ¢ momoupio YIIC crenyromue npenioxkeHus, oOpariasi BHUMaHUe Ha MPaBHIBHOES
0TOOpaXeHHE PA3IUYHBIX JIOTHYECKUX CBSI3EH:

1. HoroBop 06 Antapktuzne 1959 roga mpenycmarpuBaeT AEMUIIMTAPU3ALMIO aHTAPKTUYECKOTO
KOHTHHEHTa M paiioHa, pPacHoiOKEHHOro K Iory oT 60° 0KHOW IIMpPOTHI, U CO3JIaHUE Tam
663’L${,[[epHOI>'I 30HBI, 4 TAKXKC 3alpCliacT MPOBCACHUC TaM KaKHUX OBl TO HU OBLUIO HCHBLITAHUIA
SIIEPHOTO OPYXKUS.

The 1959 Antarctic Treaty provides for the demilitarization and denuclearization of the Antarctic
continent and the area south of 60 degrees south latitude, as well as for the prohibition of any
nuclear tests there.

2. Noroeop no kocMocy 1967 roma 3amperniaer pa3MenieHne B KOCMUYECKOM ITPOCTPAHCTBE UITH
BBIBOJ Ha Op6I/ITy AACPHOIO OPYXKHsA, a Cornamienue o ACATCIIBHOCTHU TOCYAAapCTB Ha .HYHC u
Ipyrux HeOecHbIX Tenax 1979T rona conep:KUT JOMONHUTEIbHBIE KOHKPETHBIE OTPAaHUYEHUS B
COOTBCTCTBYIOIIUX 00IacTAX.

The 1967 Outer Space Treaty prohibits the stationing or orbiting of nuclear weapons in outer
space, and the 1979 Agreement Governing Activities on the Moon and Other Celestial Bodies
further specifies prohibitions concerning those areas.

3. HoroBop o mopckoM aHe 1971 rona 3ampermiaer pasMelieHue Jo00ro sIepHOTO OpyXHs Ha
JAHE Mopeﬁ M OKCAaHOB M B €TI0 HEApAX.

The 1971 Sea-bed Treaty prohibits the emplacement of any nuclear weapons in or on the sea-bed
and the ocean floor.
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4. DTU JAOTOBOpPHI OTPaHUYMBAIOT DPAWOHBI WM CpEeAbl, B KOTOPBIX MOXXHO HCIBITHIBATb,
pa3MellaTh WU MPUMEHATH SACPHOE OpYXKHE, CO3[aBasg TEM CaMbIM JIOMOJHUTEIbHBIE 30HBI,

CBOOOJIHBIE OT SIIEPHOTO OPYXKHUSI.

These Treaties reduce the areas or environments where nuclear weapons can be tested, deployed
or used and thus constitute additional nuclear-weapon-free zones.

5) CocraBpTe MO MATH HpCILJIO)KCHI/Iﬁ CO clieayrommumun yCTOﬁqHBbIMH CJIOBOCOYCTAHUAMU C

naronom to make:

to make the best of a bad bargain

JIeJIaTh XOPOIIYI0 MUHY IPHU TJIOXOM Urpe

to make a song and dance about smth.

IMOAHMWMATh IIIYM M3-3a Yero-Jmoo

to make to a poor mouth

pUOETHATHCS

to make heavy weather with smth.

OCJIOKHATB, Pa3ayBarb TPYAHOCTH

6) Haiinute agekBaTHYI0 3aMeHY CJIEIYIOIIAM AHIJIHICKUM IOCJIOBUIIAM

There’s no accounting for taste.

Don'’t bite more than you can chew.

Don’t count your chickens before they are
hatched.

Don’t look a gift hose in the mouth.

Nothing ventured, nothing gained.

One man’s meat is another man’s poison.

That’s the straw that broke the camel’s back.

When in Rome, do as the Romans do.

Where there’s smoke there’s fire.

7) IepeBenute cnenuaJbHble TEDMUHBI M CJIOBOCOYETAHUS C AaHIIMIICKOTO S3bIKA HA PYCCKUI

SA3BIK:

The Organization for Security and Cooperation
in Europe (OSCE)

The World Health Organization (WHO)

The World Commission on Environment and
Development

Protection of rare and endangered plants and
animals

Depletion of natural resources

Environmental pollution

To break biological equilibrium / balance

Greenhouse effect

Oil spill

Maximum permissible concentrations

The EU Program for prevention, preparedness
and response to natural and man-made
disasters
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Bapuanr |1

Jlekcu4ecKkue TPYIHOCTH IepeBoaa
1) IlepeBeanTe TEPMHUHBI K CIIOBOCOYCTAHUS:

Man-made environment; air pollution control; erosion control measures; circulating water
supply; an environmental baseline study; a continuous monitoring activity; a passive air defense;
effective emission height.

A ground-gaining arm; an admissible concentration limit; an environment monitoring system;
non-renewable fuel resources; a standing operating procedure; a strategic offensive force; cross-
country capacity; target preset data.

An environment impact assessment; an air quality criterion; a close-cycle technology;
environment state forecasting; a non-waste technology; a power-to-weight ratio; a mobile
counterattack force; all-source intelligence.

2) [epeBenute yCTOMYMBBIC BEIPAKEHHS C PYCCKOTO SI3bIKA HA aHTTIMACKHIA S3BIK:

Po3oBble ouku, ronas mnpaBaa, ymelble pyKH, O€3yMHbI MHp, COHHas Myxa, 4€pHas
HeOJIaroJapHOCTh, KPOBHAs MECThb, O€30TBETHas JIOOOBb, «MApTHIMIKHMH» TPy (TIIETHBIC
YCUIIHSL), IYIIEYHOE MsCO, OJIyIHBIN CBIH, CBATAs MPOCTOTA, sI0JIOKO paszaopa.

I'pammaTuyeckne TPYIHOCTH NepeBoaa
3) IlepeBemute MNPEIIOKEHUS, COACPIKAIIME TPYIIBI CIOB, CTOSIIME B MOCTIO3UIMU IO
OTHOIIECHHUIO K OIPEIEIISIEMOMY CIIOBY:

O6pasert:
I would like to draw the attention of all those present to the model under construction.

A 6v1 xomen obpamumv HUMAHUE 6CEX NPUCYMCMBYIOWUX HA MOOelb, KOMopas
paspabamuleaemcs (Ha pazpadbamsi8aemyio Mooein).

1. The scales in common used today are the Fahrenheit, Kelvin and Celsius.

2. The missile in question has left the production facility without proper notification.

3. The type of the missile under development was proposed as far back as 1959.

4. No type of power plant in existence can satisfy interplanetary flights.

5. Layers of atmosphere close to the earth are influenced by harmful industrial discharges.
6. The Agreed Statement currently in force is not subject to any changes.

7. The energy available from fission was used to produce electricity.

8. The amount of radiation present in the atmosphere presents hazard to human life.

9. There are several components common to these two aircraft.

4) 3anumute ¢ nomombio YIIC cienyromiue mpeiokeHust, oopaias BAUMaHUE Ha MPaBHILHOE
OTO6pa)KeHI/Ie PAa3JINYHBIX JIOTUYCCKHUX CBsI3eil:

1. Haqur,Ie N TEXHUYCCKHUEC NOCTUXKCHUA CACIAJIN BO3MOXHBIM BO3I[€I>10TBI/I€ B BOCHHBIX HCIIAX
Ha IpUPOAHYHO Cpeay, B HaCTHOCTH, HA ITOTOAY U KJIMMAT.

Scientific and technological developments have created the possibility of modifying the
environment, particularly the weather and climate, for military purposes.

2. Cosemanue Komurera mo pazopyxenuto B JKenee moaroroBuio KoHBEHIHIO 0 3ampeiieHnn
BOEHHOI'O0 WJIHA JIOOOr0 HHOro Bpa)K)I€6HOl"O HCIIOJIb30BaHUA CpPCACTB BOBI[GﬁCTBI/ISI Ha
HNPUPOHYIO Cpey, KOTopast ObuIa OTKpBITa [T oAnucanus B 1977 rony.

The Conference of the Committee on Disarmament in Geneva prepared the Convention on the
Prohibition of Military or Any Other Hostile Use of Environmental Modification Techniques,
which was opened for signature in 1977.

3.B KOHBCHI_[I/II/I npeayCcMarpmuBacTcd, 410 CTOPOHBI HEC HOJI?KHBI HpI/I6eFaTL K BOCHHOMY WJIA
T000My MHOMY BPaXJIeOHOMY HMCIOJIB30BAHHUIO CPEJCTB BO3ACHCTBUSA HA MPUPOTHYIO CPEIY,
KOTOPBIC UMCIKOT MAaCCOBBIC, NJIMTCIIBHBIC WA TAKEIIBIC TTOCICACTBUA, KaAK CPECACTB PA3PYIICHUS,
HaHECEHH yiiepoa uiu Bpeaa JTto00oMy rocy1apcTBy-y4acTHHUKY.

The Convention provides for the parties not to engage in military and other hostile use of
environmental modification techniques having widespread, long-lasting or severe effects as the
means of destruction, damage or injury to any other State party.
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4. Tak, KonBeHIus 3ampeniaer AeMCTBUS, KOTOPhIE MOTIIA OBl HCTOIIUTH O30HOBBIN CITOM 3emutH,
pa3pylIuTh HOHOC(EPY UITU HAPYIITUTH IKOJIOTHUECKOE PABHOBECUE PETHOHA.

The Convention forbids, for instance, the actions that would deplete the Earth’s ozone layer,
disrupt the atmosphere or upset the ecological balance of a region.

5) CocraBpTe IO IAThH Hpel[JIO)KeHI/Iﬁ CO Cleayromumu yCTOﬁqHBbIMH CJIOBOCOYCTAHUAMU C

naronom to make:

to make headway

MPOJBUTATHCS, MATHU BIIEpENd; Jenarh (MUMETh)
IIOJABHIKKH

to make much ado about nothing

IMOAHMNMATDh IIYM I10 ITYCTIKaM

to make neither head nor tail of smth.

OBITh HE B COCTOSIHMH Pa300parhesi B 4eM-TH00

to make no bones about it / doing smth.

caenarb  4To-NMOO0  0e3  koieOaHuii, HeE
pas3ayMbIBas, U3 HCKPEHHHUX MOOYKICHUH.

6) Haiigute ageKBaTHYI0 3aMeHY CIICAYIOIIUM AHIJIHICKHM MOCIOBHIIAM

A friend in need is a friend indeed.

An ounce of prevention is worth a pound of
cure.

Early to bed, early to rise, make a man healthy,
wealthy and wise.

Every cloud has a silver lining.

To the victors belong the spoils.

Variety is the spice of life.

A watched pot never boils.

Where there’s a will there’s a way.

7) IepeBenute cnenuaJbHble TEDMUHBI M CJIOBOCOYETAHUS C AHIIMIICKOTO S3bIKa HA PYCCKUI

SA3BIK:

The North Atlantic Treaty Organization
(NATO)

The Warsaw Treaty

The Organization for Economic Cooperation
and Development

The European Economic Community

The Shanghai Cooperation Organization

Stable and secure balance of forces

To address imbalances

To launch large-scale offensive operations

To reflect a willingness
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Hpuioxenue 1
IIpuMepsbI TEKCTOB /151 CAMOCTOSITEJILHOM PadoThI MO NEePeBOIY
Texcr 1.

Different Kinds of Companies

There may be occasions when you have to talk about the company (US English:
corporation) you work for. This may be when you’re actually showing someone around the place
of work or premises. Or you may need to explain to someone how your company or your
department is organized, who is responsible for different aspects of the business and how the
company is run.

Companies and corporations

Companies are a very important part of a country’s economy. Businesses provide goods
and services, and they come in every shape and size. Although the vast majority of the world’s
companies are small, in many countries the economy is dominated by large firms. Large
businesses differ from small ones in a wide variety of ways. In many countries there are
nationalized companies belonging to the state, as well as private companies. A private company
might be a small firm with just one owner or a very large firm with thousands of shareholders
“owning” the firm.

In very large firms the shareholders have very little to do with the day-to-day running of
the firm. This is left to the management. Large companies may be organized into several large
departments, sometimes even divisions. The organizational structure of some companies is very
hierarchical [,haro'ra:rkikl] with a board of directors at the top and the various departmental
heads reporting to them. Often the only time shareholders can influence the board is at the yearly
shareholders’ meeting.

Some firms may only produce one good or service. Others may produce many different
products; in fact they may seem to be like a collection of “businesses” inside one company. As a
company gets bigger it may expand geographically. Many large firms are multinationals with
manufacturing plants and trading locations in several different countries spread around the
world.

Offices

The physical surroundings of most modern places of work, especially offices, are
becoming more and more similar. Although there are some differences from country to country,
one office looks much like another. Office furniture and equipment tend to be similar — desks,
chairs, adjustable lamps, filing cabinets, computers and laptops, phones, photocopiers, etc.

The “atmosphere” of the workplace can influence the effectiveness of a company’s
employees. Modern offices are more spacious and better lit, heated, ventilated and air-
conditioned than in the past. But of course this is a feature that varies from firm to firm and may
be dependent on the size of the company and its corporate “philosophy”. In some companies, the
employees work in large open-plan offices without walls between the departments. In others, the
staff work more privately in individual offices.

Work relations with other people at the place of work include relationships with fellow
employees, workers or colleagues. A great part of work or job satisfaction — some people say the
major portion — comes from “getting on” with others at work. Work relations will also include
those between management and employees. These relations are not always straightforward,
particularly as the management’s assessment of how you’re performing can be crucial to your
future career.
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Industrial relations

There will always be matters about which employees will want to talk to the management.
In small businesses the boss will probably work alongside his or her workers. Anything which
needs to be sorted out will be done face-to-face as soon as a problem arises. There will be no
formal meetings or procedures. The larger the business, the less direct contact there will be
between employees and management. Special meetings have to be held and procedures set up, to
say when, where, how and in what circumstances the employees can talk with the management.
Some companies have specially organized consultative committees for this purpose.

In many countries of the world today, particularly in large firms, employees join a trade
union and ask the union to represent them to the management. Through the union all categories
of employees can pass on the complaints they have and try to get the things changed. The
process through which unions negotiate with management on behalf of their members is called
“collective bargaining”. Instead of each employee trying to bargain alone with the company, the
employees join together and collectively put forward their views. Occasionally a firm will
refuse to recognize the right of a union to negotiate for its members and a dispute over union
recognition will arise.

Where there is disagreement, bargaining or negotiating will take place. A compromise
agreement may be reached. Where there is not possible, the sides can go to arbitration and bring
in a third party from outside to say what they think should happen. However, sometimes one of
the sides decides to take industrial action. The management can “lock out” the employees and
prevent them from coming to work. This used to be quite common, but is rarely used today.

The main courses of action open to a trade union are: a strike, a ban on working overtime,
“working to rule” (when employees work according to the company rule book), “go-slows”
(employees may spend more time doing the same job) and picketing (employees stand outside
the entrance to the business location holding up signs to show that they are in conflict with the
management).

Every country has its own tradition of industrial relations, so it is difficult to generalize. In
some businesses unions are not welcomed by the management. But in other countries the unions
play an important role both in the everyday working relations in individual companies and also
in the social and political life of the country.

Add the missing words to the following phrases:

1. Several companies are.................. in the development. (8 letters)

2. Ltd stands for.................... company. (7 letters)

3. Mining and farming are part of the primary............. (6 letters)

4. Shops and supermarkets are part of the .................... industry. (9 letters)

5. Our economy depends on private................ccoeuene. to combine capital and opportunities
for investment. (10 letters)

6. The two firms want to................... to form a larger one. (5 letters)

7. We are moving because our business......................... are too small. (8 letters)

8. The report shows our company had another ........................ year. (10 letters)

9. All the computer .................... linked to the main computer. (9 letters)

100 The.....coceenvnnn... joins the computer to the phone. (5 letters)

11.  The....covveenninnn.. department looks after the company’s figures. (11 letters)

12. Another word for a computer screen is................c.ouenn... (7 letters)

13. In Americaa large firmiscalled ............................. (11 letters)

14.  In American companies a director is called a..................... (13 letters)
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Teker 2.

Part of a Political Speech

The time has almost come, ladies and gentlemen, when the Government must ask you — the
electors of Great Britain — to renew its mandate. It is as a member of the Government that | stand
before you this evening, and the task | have set myself is to review the many things which the
Government has achieved since the last General Election, and to outline the path which we hope
to follow in the future, when, as | am confident will be the case, you return us to office with an
even greater parliamentary majority.

No one will deny that what we have been able to do in the past five years is especially
striking in view of the crisis which we inherited from the previous Government. With prices
spiraling upwards; with a record trade deficit of hundreds of millions of pounds; and with the
pound sterling afflicted by the evaporation of international confidence, the country was then on
the brink of financial disaster and economic collapse.

But within a very short time of coming back into power the present Government had taken
steps to stabilize the position. No doubt you will remember some of those steps. Many of them
were painful at the time. But they were necessary if international confidence was to be restored,
and we did not flinch from taking them.

First of all, we applied ourselves to identifying the root causes of our national ailments,
examining contemporary evidence and refusing to be slaves to outmoded doctrinaire beliefs.
Secondly, we embarked on a reasoned policy to ensure steady economic growth, the
modernization of industry, and a proper balance between public and private expenditure. Thirdly,
by refusing to take refuge — as the previous Government had continually done in the preceding
years — in panic-stricken stop-gap measures, we stimulated the return of international confidence.

As a result of those immediate measures, and aided by the tremendous effort which they
evoked from the British people who responded as so often before to a firm hand at the helm, as a
result of those measures we weathered the storm and moved on into calmer waters and a period
of economic expansion and social reorganization.

We took as our first objective the problem of productivity. For far too long the average
level of productivity in this country had been lower than was to be expected when the quality of
the labour force was considered. We attacked the restrictive practices wherever they existed; we
instituted measures for the more rational deployment of labour; and we greatly improved the
relationship between management and workers. The result, as you all know, is that productivity
is higher now than ever before.

Then we embarked on a nation-wide scheme of regional planning, both industrial and
social, thereby ensuring that areas of the country which had for years been underproductive and
undersupplied with social amenities were able to contribute more effectively to the national
effort.

Next, we instituted the largest programme of educational expansion that the country
has ever seen. From infant school to university, the nation’s educational resources were
extended and revitalized in a way that over the years will ensure that our greatest national asset —
our children and young people — will continue to get the education that they deserve.

Finally, we made sweeping reductions in government expenditure. The whole area of
national and local government was subjected to a most searching financial scrutiny, and
wherever they occurred, inefficiency and waste were attacked and non-essential projects were
brought swiftly to an end. It was partly as a result of those economies that many of our most
important new projects in other fields became possible.

These new projects have enabled us to lay a firm foundation for better things. It is at this
stage that we may confidently begin to examine the route we wish to follow in the future.
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Texkct 3.

2 Read this article and choose one of these titles for it:

When in Rome ...
Travelling abroad
Doing business in Europe

NoBopy actually wants to cause offence but, as business
becomes ever inore international, it is increasingly easy to get
it wrong. There may be a single European market but it does
not mean that managers behave the same in Greece as they do
in Denmark.

In many European countries handshaking is an automatic
gesture. In France good manners require that on arriving at a
business meeting a manager shakes hands with everyone
present. This can be a demanding task and, in a crowded
room, may require gymnastic ability if the farthest hand is to
be reached.

Handshaking is almost as popular in other countties —
including Germany, Belgium and Italy. But® Northern

Europeans, such as the British and Scandinavians, are not =

quite so fond of physical demonstrations of friendliness.

In Europe the most common challenge is not the content
of the food, but the way you behave as you eat. Some things
are just not done. In France it is not good manners to raise
tricky questions of business over the main course. Business
has its place: after the cheese course. Unless you are prepared
to eat in silence you have to talk about something —
something, that is, other than the business deal which you are
continually chewing over in your head.

Italians give similar importance to the whole process of
business entertaining. In fact, in Italy the biggest fear, as
course after course appears, is that you entirely forget you are
there on business. If you have the energy, you can always do
the polite thing when the meal finally ends, and offer to pay.
Then, after a lively discussion, you must remember the next
polite thing to do — let your host pick up the bill.

Problems that business people face
Good manners, good business
| didn’t mean to be rude!

In Germany, as you walk sadly back to your hotel room,
you may wonder why your apparently friendly hosts have not
invited you out for the evening. Don’t worry, it is probably
nothing personal. Germans do not entertain business people
with quite the same enthusiasm as some of their European
counterparts. ;

The Germans are also notable for the amount of formality

‘they bring to business. As-an outsider, it is often difficult to

know whether coueagues have been working together for 30
years or have just met in the lift. If you are used to calling
people by their first names this can be a little strange. To the

- Germans, titles are 1mportant Forgemng that._someone

should be called Herr Doktor or Frau Direktorin might cause
serious offence. It is “equally offensxve to call them by a title
they do not possess

_ InItaly the quesuon of tltle s further confused by the fact
that everyone with a umversrty degree can be called Dottore
— and engineers, laWyers and archxtects ‘may. also expect to be
called by their professional titles.

These cultural challenges exrst side. by side with the
problems of doing business in a forelgn language Language,
of course, is full of difficulties - diSast ihay be only a
syllable away. But the more you know of the culture of the
country you are dealing with, the less likely you are to get
into difficulties. It is worth the effort, It might be rather hard
to explain that the reason you lost the contract was not the
product or the price, but the fact that you offended your hosts

in a light-hearted comment over an aperitif.: Good manners

are admired: they can also make or break the dégl
' %

S

(Adapted from an article by Richard Bryan in Business Life

3 Decide if these statements are true [/] or false [X], according to the writer:

VO BWN =

4 Discuss these questions:

In France you are expected to shake hands with everyone you meet.
People in Britain shake hands just as much as people in Germany.

In France people prefer talking about business during meals.

It is not polite to insist on paying for a meal if you are in Italy.

Visitors to Germany never get taken out for meals.

German business people don’t like to be called by their surnames.

Make sure you know what the titles of the German people you meet are.
Italian professionals are usually addressed by their titles.

A humorous remark always goes down well all over the world.

O
O
O
O
O
O
O
O
=)

e Which of the ideas in the article do you disagree with?
* What would you tell a foreign visitor about ‘good manners’ in your country?
* How much do you think international business is improved by knowing about

foreign people’s customs?

Unit 1 Face to face
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Texkcrt 4.

4.6 Rule Number One: Clear that desk Reading

Read this article and then fill each gap below with one word.

(from InterCity Magazine)
1 According to Declan Treacy, an untidy desk is ........................ a sign of a busy
I person at work. The best kind of desk isa ............... .. one.
YL 2 International Clear Your Desk Day is held every ......................
3 Office workers waste ...... .... minutes a day looking for documents.
4 In most businesses an ....................... desk is considered perfectly acceptable.
5 It would take the average British worker ........................ hours to clear his or her
desk of paperwork. :
6 2'/» million pieces of paper are printed by computers every .................... and
60 million photocopies are made every .........................
7 Treacy’s four rules for clearing your desk of papers are:
. R on it.
it on to someone else.
it.
it away.
28 . Unit4 Summaries, notes, reports
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Teket 5.

1.6 Do it my way Reading

Read this article and then answer the questions below.

(from The Economist)

O
0
o -
O
0
0
O
0
O
O

Decide whether these statements are true (/) or false (X), according to the article.

1 This article is about American companies in Japan.
2 At one seminar the Japanese removed their jackets when they got hot.
3 The Japanese did not ask questions until after lunch.
4 At another seminar, some of the Americans were not polite to the speakers.
5 Americans and Japanese are likely to misunderstand each other in any situation.
6 American employees are very loyal to their companies. )
7 Japanese companies are likely to recruit less experienced employees.
8 The Japanese rely less on meetings than the Americans.
9 Japanese managers send more memos than their American counterparts.
10 Japanese managers solve problems without involving their boss.

Highlight any useful vocabulary you'd like to remember in the passage.

10
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Hpuiaoxenue 2

IlepeBoa 3KOHOMHMYECKUX TEPMHHOB € PYCCKOI0 SI3bIKA HA AHTJIMICKUH SA3BIK

1. | OTPH | OcHOBHOI rocyaapCTBEHHBIH Primary State Registration
PETUCTPAIIMOHHBIA HOMEP Number (PSRN)

2. | OKIIO | O6mepoccuiickuii Russian National Classifier of
Kkiaccudukarop npeanpustaii | Businesses and Organizations
Y OpraHU3aIHNA (RNNBO)

3. | AHH WNnentundukanuonnsiii Homep | Taxpayer Identification Number
HaJIOTOTUIATEIBIITUKA (TIN)

4. | KIIII Kox npuunnbl moctaHoBky Ha | Tax Registration Reason Code
ydeT (TRRC)

5. | BUK N neHTrUKAITMOHHBIA KO Bank Identification Code (BIC)
OaHka

6. | HAC Hauor Ha no0aBiIcHHYIO Value Added Tax (VAT)
CTOUMOCTh

7. | HA®JI | Hamor Ha moxossl ¢pusndeckux | Personal Income Tax (PIT)
JIHII

8. | P/IC PacueTnsblit cuer Operating Account

9. |K/C KoppecnonaenTckuii cuer Correspondent Account
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Hpuiaoxenue 3

TecToBble 3a1aHUA 1JISI CAMOKOHTPOJISI

Test 1. Marketing

Section 1. Vocabulary

Your score

/18

P WY &

Marketing and market

Total 18

orientation o

Choose the best word or phrase to fill each gap. Put a circle around the letter, A, B-or C, of the
answer you choose.

Our company makes wooden garden furniture — mainly tables and chairs. Sales are much higher
this year because we have spent a lot on (1) ............. . First we did a survey to find out about
customer (2) ............. . Then we redesigned all our (3) ......c....... to include the special (4) ...............
that people want. Our (5) ............ included a competition in all the major gardening magazines
where the prize was a set of our furniture. Most importantly, we’ve made sure all our (6) ............

are very competitive because our customers want vakue for money.

1 A selling B distributing C marketing
2 A wants B needs C uses

3 A products B benefits C services

4 A goods B profits C features

5 A presenting B  promotion C persuasion
6 A prices B costs C charges

Complete each sentence by writing the correct word in each gap. Some letters have been given
to help you.

2 We need to tell customers about the special b e n- that our service provides.

3 Our company is market-or i . Everything we do is about giving buyers what they

4 The pac doesn’t only protect the goods — it advertises them too.

5 I'vebeenam__k___r for ten years and I know how to'promote any product.

6 People in different parts of the country buy different things, so ‘p_ _ _ e’ is one of the four Ps
of marketing.

Choose the best word from the brackets ( ) to fill the gap.

1 You can’t maximize sales unless you get the marketing ....................... right. (mix/change)
2 Our company is market-.......ccocccoocens . and so we regularly talk to focus groups.
(promoted/driven)
3 The new model has lots of new ............0ccccccccce. including air-conditioning. (services/features)
4 Jim Scott is in charge of L. our new range mobile phones. (promoting/orienting)
5 Our travel service offers customers many :...........coococeees including free insurance.
(characteristics/benefits)
6 If your business is not market-.................cccc..... , you may find that your product doesn’t sell.
(fed/led)

Test Your Business Vocabulary in Use
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Section 2. Reading
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| Text bank

- International marketing

Cultural problems in international marketing [levlcfdicuty:

Before you read

Which of these retailers are present in your country? What do
they sell? What is their image? Do you associate them with
their home country, or do you think of them as international?
* Benetton

* Borders

* CBA

* Carrefour

* Marks and Spencer

* Wal-Mart =

Reading

Read this article from the Financial Times by Bertrand Benoit
and answer the questions.

Wal-Mart finds German failures hard to swallow

Wal-Mart, the world’s largest
retailer, is losing up to $300 mil-
lion a year in its German venture
after misjudging both corporate
s culture and the market. Wheh
German shoppers gathered in
Mannheim for the opening of the
renovated Wal-Mart Supercenter,
they were treated to a novel expe-
o rience. There was space to walk
around, freshly-baked Dbagels,
free carrier bags and, according
to Alfred Brandstetter, the
store manager, “probably the
15 biggest fish counter in Baden-
Wurttemberg”. Yet behind the
smiles of its uniformed atten-
dants, the world’s largest retailer
is increasingly worried about the
20 challenges faced by its German
venture.

Bolted together from two acqui-
sitions in 1997 and 1998, Wal-Mart
Germany is the country’s fourth

25 largest hypermarket chain with
ten per cent of the market.

Making a mark on Europe’s
largest and most competitive food
35 retail markets was never going to
be easy. But some of Wal-Mart’s
early mistakes may be impossible
to redress. The most glaring one,
says an insider, was to disregard
the structure of distribution in
German food retailing. Drawing
on the US model, Wal-Mart decid-
ed it wanted to control distribu-
tion to stores rather than leave it
to suppliers. The result was chaos
because suppliers could not
adapt to Wal-Mart’s centralised
demands. With many deliveries
failing to arrive in time, out-of-
stock rates were sometimes up to
20 per cent, compared to a seven
per cent average for the industry,
although there have been marked
improvements recently.

Then the group fuelled discon-
tent at Wertkauf, its first acquisi-
tion, by filling top positions with
US expatriates, a move perceived

40
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Facing renovation costs up to
five times those in the US, and
struggling to navigate Germany’s
Byzantine planning and social
regulations, the group has only
refurbished a quarter of its 95
stores, and many sites remain
unattractive, too small, cramped
or poorly located.

Lack of scale has also worked
against the group, by preventing it
from dictating to suppliers and
distributors. Although sizeable in
the hypermarket segment, Wal
Mart Germany is a midget in the
food retail industry as a whole,
with less than two per cent of the
market. With a joint market shar:
of 30 per cent, Edeka and Rewe,
Germany’s two leaders, have far
greater purchasing muscle.

“The problem is that Germany
is beginning to raise questions
about the group’s entire interna-
tional strategy,” says Andrew

65

70

75
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90 Fowler, food retail analyst at

|

N

i
i

Although a drop in the ocean for as arrogant. The ensuing exodus Morgan Stanley Dean Witter. i
| the worldwide group - it generates 6o of German managers, whichaccel- 5 i
| less than two per cent of Wal- erated after the closure of the
| 30 Mart’s sales - its poor perfor- Wertkauf headquarters in 1999,
| mance has been a stain on the deprived the group of local exper- i
| group’s record. tise. From the Financial Times
© Pearson Education Limited
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W nternational marketing

Text bank |

1 Put these paragraph summaries into the correct order.

a) Another mistake was to employ US managers. German
managers were offended by this and left the company in
large numbers.

b) Renovating its stores is expensive, and many of them
are unattractive or in the wrong place.

c) They knew that succeeding in Germany would be
difficult. One of their biggest mistakes was to use a
distribution system unlike the usual German one.

d) Wal-Mart Germany has relatively low bargaining power
with suppliers because of its small size.

e) Wal-Mart Germany was formed through two companies
it bought. German sales form a very small part of
Wal-Mart’s sales worldwide, but the problems with its
German operations have not been good for its image.

f) Wal-Mart has opened another store in Germany, but its
German operations are losing money.

g) Wal-Mart’s problems in Germany are causing analysts to
wonder about its international strategy in general.

2 Match the two parts of these phrases from lines 1-21.

1 German a) attendants
2 largest b) counter

3 novel c) culture

4 uniformed d) experience
5 corporate e) manager
6 store f) retailer

7 fish g) shoppers
8 German h) venture

3 Choose the correct alternative to define these expressions
from lines 22-32.

a) Wal-Mart Germany was bolted together from two
\\gcquisitions means that it was formed from two
acquisitions,
i) but the two companies may not work very well
together.
i) and the two companies work extremely well
together.
iii) and the two companies have remained completely
separate.

b) The German market is a drop in the ocean for the
worldwide group means that sales from this market
i) are of no importance at all.
ii) form a very small part of Wal-Mart’s overall sales.
i) form a large part of Wal-Mart’s overall sales.

¢) Wal-Mart’s poor performance has been a stain on the
group’s record means that its performance in Germany
i) has damaged its reputation.
i) doesn’t matter.
iii) is relatively unimportant.

© Pearson Education Limited
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4 True or false (lines 33-54)?

a) Succeeding in the German retail market is difficult.

b) It will certainly be possible to correct some of
Wal-Mart’s early mistakes there.

c) Using the wrong distribution methods was its least
serious mistake.

d) Suppliers were not used to sending orders when
instructed by the head offices of retailers.

e) A lot of shops were out of stock of many products, and
the situation is getting worse.

5 Find adjectives in lines 55-73 that describe

a) what German managers thought of putting people from
the US into senior jobs (8 letters).

b) the departure of German managers that followed this
@)-

¢) the knowledge that German managers had about
German retailing (5).

d) costs related to repainting and modernising stores (10).

e) Germany’s planning regulations (9).

f) many of Wal-Mart’s sites in Germany (12).

g) many of Wal-Mart’s sites in Germany (3, 5).

h) many of Wal-Mart’s sites in Germany (7).

i) many of Wal-Mart’s sites in Germany (6, 7).

6 Match the two parts of these statements about lines 74-91.

1 The fact that Wal-Mart is small means that

2 Although it has a lot of very big supermarkets,

3 The two leading retailers have a lot more bargaining
power with suppliers

4 Wal-Mart’s problems in Germany are causing analysts

a) to wonder about its international strategy in general.
b) it does not have‘bar_gaining power with suppliers.

c) itis smallin food retailing as a whole.

d) because they have much bigger market share.

Over to you

You are a consultant advising an international supermarket

group that wants to set up in your country by building a

completely new chain of stores. What advice would you give

about the following? ™

* The strengths and weaknesses of existing competitors.

e Whether to employ expatriate managers or local managers
at their head office in your country.

¢ Planning regulations: are they Byzantine or straightforward?

* How big its new stores should be.

e Where to put its stores.

e What to sell in its stores.

® Local tastes in food and other products.

¢ Cultural issues about which it should be sensitive.




Section 3. Writing

You are getting behind with the payment for the consignment. Write a letter of apology to your
supplier (30-40 words).

Answer Key
Section 1. Vocabulary

21.1 (6 marks)
1C,2B,3A,4C,5B,6A.

21.2 (6 marks)
1) concept; 2) benefits; 3) oriented; 4) packaging; 5) marketer; 6) place.

21.3 (6 marks)
1) mix; 2) driven; 3) features; 4) promoting; 5) benefits; 6) led

Section 2. Reading

1) f,e,c,ab, dg

2) 1g/h, 2f, 3d, 44, 5c, 6e, 7b, 8h/g

3) a)i,b)ii,c)i

4) f) true, b) false, c) false, d) true e) false

5) a) arrogant, b) ensuring, c) local, d) renovation, e) Byzantine, f) unattractive, g) cramped
h) too small, f) poorly located

6) 1b, 2c, 3d, 4a

Section 3. Writing (sample answer)

Dear Sir:

We would like to apologize for the delay in payment of US$600000 for the 130 pipes you shipped
on November the 4™. This was an unfortunate oversight due to the circumstances beyond our
control and we can assure you that this will not recur.

Sincerely,
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Test 2. Managing People

Section 1. Vocabulary

Managers, executives
and directors

The diagram below shows the management structure of Universal Software. Match the people
(1-8) with their positions. Write the letter of your chosen answer in the box on the righL

1 I'm Marco Alatri and 'm the director responsible for the company budgets and accounts. ]
2 I'm Tom Scott. 'm not actually a manager at Universal, but I do sit on the board. ‘
3 My name is Helen Good. I'm the CEO and I also chair the board.

4 My name’s Carla Jeliﬁek. I’m in charge of the company’s information systems.

S 'm Dan Matthews. My team develops new products and tests them.

6 I’m Karine and my team deals with calls from the public . . . and complaints!

7 P'm Alex Tait and I'm responsible for company recruitment and staff development.
8 My name is Patrick Aubaile and I report to the CFO.

9.2 Choose the best word from the brackets ( ) to fill the gap.

1 Our sales manager heads ... a department of 40 people. (out/offfup)

2 I work in accounts and Tina is my .......c..cccooonnees manager. (line/head/over)

3 I work for Franz and I think he is the best ............ccc.c.cc..c...... I've ever had. (boss/executive/director)

4 Twasin ..o s B8 management for 10 years before I became a director.
(medium/middle/vice)

5 Tanya Minelli-ds ..\ oomnerissinss Marketing at Global Foods in New York. (VP/COO/CFO)

6 She’s the only woman here who has a ......cccoccviiine. executive position. (higher/chief/senior)

93 Find a word related to each clue. The first letter is given in each case.

1 Where company directors hold their meetings ' Th

2 Head of a company in the US - :

3 What ‘F’ stands for in CFO 2
4 Another term for the chief executive: Managing .............. 3

p
F
D

Your score

Test Your Business Vocabulary in Use
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Section 2. Reading
| Text bank

W Management styles

Styles of corporate leadership

=
-
-

Before you read

Does the management style of a company’s boss have an
effect on the organisation as a whole? In what ways?

Notes

In the UK, the chair of a company is the most senior manager,
and chairs the meetings of the board of directors. (The
equivalent title in the US is usually ‘president’.) This job may
be combined with the job of Chief Executive Officer (CEO),
actually running the company on a day-to-day basis. The jobs
of chair and CEO are often combined. A company’s most senior
executives sit on its board, as well as non-executive directors

from elsewhere. Non-executive directors bring their experience

of other companies and industries to boardroom discussions.

Reading

Read this article from the Financial Times by Diane Summers
and answer the questions.

[Level of difficulty: @@ @]

Four styles of corporate leadership

What does it take to be a good
chairman? CCG, the London-
based headhunters, has attempted
to find out. It interviewed 48
5 chairs - 28 of whom were from the
100 biggest UK companies listed
on the London Stock Exchange -
and 12 chief executives. It then
sent questionnaires to more than
10 400 main board members of 151
large Stock Exchange-listed UK
companies and analysed replies
from 117 individuals, including 36
of those interviewed.
15 Four distinct, preferred styles of
corporate leadership emerged:
Facilitators are hands-off, work-
ing with and through a chief ex-
ecutive. They have warm and open
20 Dersonal relationships with all
board members.” Their style is
trusting, supportive, sensitive,
aware and purposeful. There is a
balance between head and heart,
25 between deliberately standing
back to see the wider perspective
and involvement with people,
issues and vision. This style was

the most popular, favoux;ed by 32
30 per cent of respondents.

Thinkers work through a chief

executive but have no doubt.about

their own power and are likely to-

get their own way on the big

35 issues. They can be a formidable
combination with a chief execu-
tive, provided both agree on fun-
damentals. Although they are
trusted, relationships will be more

40 distant and based on respect, with
a recognition of private agendas.
Penetrating understanding of the
issues and the people is likely to
be accompanied by strongly held

45 (but not always disclosed) views.
Favoured by 25 per cent.

Drivers are likely to dominate
by force of personality. There is
variety in the importance, close-

so ness and style of their relation-
ships, which are not always con-
sistent but are not difficult to
read. There is less emphasis on
sophisticated analysis, or on the

55 communication of a vision, and
more on strategy, action and

results. They require total loyalty
and commitment, both to them-
selves and the company. They are

60 unquestionably the boss; anyone
carrying the title of chief execu-
tive will be at best a number two
or a chief operating officer.
Favoured by 23 per cent of respon-

65 dents, though not much liked by
chief executives.

Integrators are talented at win-
ning both hearts and minds, and”
intellectually brilliant, with a flair

70 for communication and relation-
ships. Their style is open, trusting,
empathic and empowering. They
have strong strategic and analyt-
ical skills, and are able to see the

75 big picture. They are immersed in
the business. They are more inter-
ested in strategy than operations
and would work best sharing
leadership with a chief executive

8o who complements their qualities.
Preferred by 20 per cent of respon-
dents, but most popular among
non-executive directors.

From the Financial Times
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- Management styles

Text bank |

1 Each of the statements a—-d was made by someone with
one of the four management styles in the article. Match
each statement with the management style of the person
who said it.

a) | believe in delegating responsibility as much as
possible. | try to be open and trusting towards the
people | work with. | leave detail to my managers and
focus on longer-term strategy, rather than day-to-day
operations. | get on really well with non-executive
directors.

I'm really interested in what motivates people and | try

to balance emotional issues with intellectual ones. |

think it’s really important to get on with other people
and understand their concerns. | try and support the
people | work with as much as possible.

¢) | work very closely with the CEO and we make a great
team. | have very clear and strong views about what
needs to be done, but | don’t always tell people what
they are! | have respect for the people | work with, and |
expect them to respect me.

d) | need people who think about the company 25 hours a
day. I’'m the boss round here. All this stuff about the
chair and the CEO being equals is nonsense! | believe in
having a clear strategy and carrying it through. Once a
strategy is decided, continual analysis of what we’re
doing is not helpful.

b

~—

2 True or false (lines 1-14)?

a) CCG has its headquarters in London.

b) All the board members to whom a questionnaire was
sent replied.

c) All the people who were interviewed completed a
questionnaire.

d) The board members all come from companies whose
shares are listed on the London stock market.

e) More chief executives than chairs were interviewed.

3 Make nouns from the adjectives that are used to describe
Facilitators (lines 17-30).
a) aware_
b) open_ _ _
¢) purposeful_
d) sensitiv_ _ _
e) supportive
5 5 M.

& Match the expressions 1-6 with their meanings a-f, relating
to Thinkers (lines 31-46).

1 They are likely to get their way on the big issues.

2 Theycan Be a formidable combination with a chief
executive, provided both agree on fundamentals.

3 Relationships will be more distant and based on
respect.

4 penetrating understanding of the issues

strongly held (but not always disclosed) views

a recognition of private agendas

awn
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a) very good knowledge of the subjects

b) The chair and chief executive will work very well
together, as long as they agree about basic policy.

¢) Directors will understand each other’s worth, without
necessarily liking each other.

d) On important questions, what he wants to happen will
happen.

e) opinions you really believe in, but don’t always discuss
with other people

f) an understanding that other people have their own
priorities

Find expressions in lines 47-83 that mean

a) when you support your organisation and do nothing to
harm it (7 letters)

b) when you spend a lot of time understanding figures,
facts, etc. (13, 8)

c) when you put all your energy into the company you
work for (10)

d) when you have a clear idea of what the future will be
like (6)

e) the way you relate to different people (13)

f) strength of character (s, 2, 11)

Complete these nouns and then find adjectives in lines
67-83 that relate to them.

a) t_Lnt

b) _mp_thy

c) str_t_gy

d) n_lys_s

e) _mm_rs__n
f) _nt_r_st

yueq 1xa)

Overtoyou

Put these characteristics into your order of importance for
a) a department manager;
b) a company CEO.

has the trust of colleagues

awareness of what is going on at every level of the company
intellectual brilliance

strategic sense

talented communicator i

strong analytical skills — good with figures

good with people

Give reasons for the order you choose.
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Section 3. Writing

Write an e-mail on the following situation:

A: Write a lunch invitation to your business partner
B: Reschedule the arrangement

(30-40 words)

Answer Key

Section 1. Vocabulary (Target = 14+)

9.1 (8 marks)
1)C,2)B,3)A,4)D,5G,6)K,7)F, 8) H.

9.2(6 marks)
1) up, 2) line, 3) boss, 4) middle, 5) VP, 6) senior.

9.3(4 marks)
1) boardroom, 2) president, 3) Financial, 4) Director.

Section 2. Reading

1. f) integrator, b) facilitator, c) thinker, d) driver

2. 2.a)true, b) false, c)false, d) true, e) false

3. a)awareness, b) openness, ¢) purposefulness, d) sensitivity, €) supportiveness, f) trust

4. 1)d,2)b,3)c,4)ab)e, 6)f

5. a) loyalty, b)sophisticated analysis, ¢) commitment, d) vision, e) relationships, f) force of
personality

6. a) talent/talented, b) empathy/empathic, c) strategy/strategic, d) analysis/analytical,
e)immersion/immersed , f) interest/interested

Section 3. Writing (sample answer)

A. Would you be able to meet for lunch tomorrow?

B. Thanks for the lunch invitation. I'’ll be delighted to accept.

A. Re lunch .Something has come up. I'm sorry to cancel at such short notice. Could we make it
later this week?

B. Would Thursday be convenient?

A. Thursday will be fine. I look forward to seeing you
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Test 3. Business Negotiations

Section 1. Listening

1. Listen to the recording. Five experienced negotiators are talking about negotiating
strategy. Answer the questions:

a) Speaker 1. What does T.1.E stand for?

b) Speaker 2. Why doesn’t win-win always work?

c) Speaker 3. Why is silence more powerful than talking?

d) Speaker 4. What should you focus on to avoid pointless debates?

e) Speaker 5. What three things does the speaker mention to phrase as questions?

2. Mark (™) the statements true (T) or false (F):

a) If you haven’t worked out your priorities you’d better leave the negotiating table.

b) Friendly attitude can be counter-productive because your opponents can take advantage of the
situation..

c) Silence is a difficult argument to counter.

d) You should convince your opponent that you are right.

e) If you ask questions your opponent will think you are trying to be helpful.

3. Listen to the talk again and complete the missing information in sentences 1-5.
| PO before you begin.

2. In a win-lose situation the tougher you are...........................

3. Faced with prolonged silence your opponent is liable to...............

4. The interest based negotiation is discovering.....................

5. Keep those questions coming and.........................

Section 2. (Vocabulary and Grammar)

Vocabulary

A. The statements below are about negotiations. Write one word in the gap to complete
each statement. The first letter is given in each case.

(1) Raviisaveryt negotiator. And always gets the best price.

(2) These d negotiations can easily fail.

(3) Thisp dispute has been going on for over two months now.

(4) Id say that the employers have a more bargaining p and will win in the end.

(5) Last-m_____ negotiations are going on to avoid an all-out strike.

B. Fill in the blanks with the correct expressions from the box. There are three extra
expressions you don’t have to use.

neutral ground, common ground, negotiating team, win-win solution, relaxed atmosphere,
small talk, mutual advantage, fall-back position, objectives

(1) We’ll hold talks on so neither side has an advantage.

(2) Work out what you want to achieve - your

(3)We believe the talks will be held in___ with no real argument.

(4) We start with over coffee, and then it gets serious.

(5) We have asked for 10%, but we do have a if that is turned down.

C. Fill in the blanks with suitable words. The first letter is given.
In a successful negotiation no one should feel that they have lost. You should reach a win-(1)

w solution. After one side makes a proposal, the other should make a (2) ¢ offer. If
both sides make (3) c , you can work towards a compromise. By making a (4) g -
gesture you may get something from the other side. It’s this (5) h -trading that moves the

negotiations along.
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D. The statements below are about difficult negotiations. Write one word in the gap to
complete the statement.

(1) Having the public behind us gives us a lot of bargainingp___ .

(2) The employers are negotiating from the position of s , because unemployment is high.
(3) They are making us to negotiate under d . They are forcing us to accept their offer.
(4) 'm pleased to inform you that the company has ¢ down and accepted our demands.
(5) We’ve made great progress and there are only a few minor s points.

E. What do we call....

(1) the situation when no progress in negotiations can be achieved

(2) someone from outside who help restart negotiations

(3) the time when each side takes no action

(4) someone from the outside who imposes an agreement

(5) the contract that forces each side to carry out the actions, they had promised to carry out, by
law.

F. Give the definitions for the following methods of payment:

(1) Payment is expected by the exporter in full before goods are shipped

(2) Goods are shipped directly to the buyer, with a request for payment.

(3) A bank-to-bank commitment of payment: the buyer’s bank guarantees that payment

will be made when the shipping documents are found to be in compliance with terms set by the
buyer.

(4) A bill of exchange is sent from the exporter’s bank to the buyer’s bank. When the buyer
agrees to pay in a certain date, he signs the draft. The documents and goods are released to the
buyer against this acceptance.

G. The words in bold are all in the wrong places. Put them in the correct places.

After the exporter and a foreign customer finally (1) check up on a deal, the exporter must (2)
comply with the goods and (3) reach an invoice. The exporter must (4) issue all the conditions
in the contract, and if they do they can expect to be paid on time. It is a waste of time if they
have to (5)ship customers who (6) chase payments. If there is a problem with payment, the
exporter can use a credit agency to(7) get behind with a customer’s creditworthiness.

Grammar
G. Look at the negotiation extracts. Make the direct remarks more diplomatic using the
words in brackets to help you.

Negotiation 1
A. This is still too expensive
(afraid/would still/a little out of/ price range)
I’'m afraid that would still be a little out of our price range
B. Well, how much do you want to pay?
(did/in mind figure/ what sort)
(1)
A. $12 per unit.
(the region of/ were thinking/ somewhere/$12 per unit)
(2)
B. I can’t go as low as that
(low/ a position/ this stage/ be honest/ not/ quite)

3)

Negotiation 2
A. You said we’d get 90days" free credit
(90 days’ free credit/ were promised)
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(4)
B. Yes, but you said you’d be placing a larger order
(rather larger/ was understood/ respect)

(5)
A. Look, this is getting us nowhere. We want free credit.
(getting/very far/ doesn’t seem/ free credit/ must insist)
(6)
B. Well, I can’t offer you that unless you increase your order.
(you are prepared/ slightly/ unable/ offer/ unfortunately)

(7)

Negotiation 3
A. We need a commitment from you today
(some kind/ had/ hoping)
(8)
B. Impossible! We are still unhappy about these service charges.
(this point/ a bit difficult/ might/ not entirely/ service charges)
(9)
A. But you said you were OK about those!
(was assumed)
(10)
B. Not at all. Look, I think we should go over these figures again
(afraid/figures/again/ shouldn’t we
(11)
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Section 3. Reading

The trend is ally or die

Charles Wang

Of all the trends sweeping across
the business landscape, few will
have more of an impact on com-
panies than strategic partner-
s ships. We have all seen the power
of ‘partnering’ in almost ever
industry. The revival of the Ul
automotive industry, which was
partly the result of co-operative
0 agreements with Japanese car
makers, is a good example. We
have also witnessed the disastrous
effects of ‘going it alone’ - the US
steel industry almost collapsed
15 because it failed to ally itself with
strategic players. The information
technology (IT) industry is no
exception. Not only does it encour-
age business relationships, it also
20 develops tools, such as Electronic
Data Interchange (EDI) technol-
ogy, that facilitate business part-
nerships in other markets.
Strategic partnerships also pro-
2s mote the development of tech-
nologies that would not, or could
not, be develébped by manu-
facturers working independently.
Strategic alliances will create new
30 playing fields for enterprises.
Those companies involved in

strategic alliances will benefit 65 hardware and software vendors,

greatly from the standards and
economies of scale that result. On
the other hand, industries that
insist on keeping a ‘hands-off’
relationship between suppliers,
customers and competitors will be
left behind.

Why is all this good for the
client? Because strategic alliances
enable user organisations to
develop critical standards, create
new markets, jointly fund. large

3

v

40

4

vl

quickly respond to new opportun-
ities, and share information.
Customers today are not well
served by vendors operating in a
vacuum, and increased competi-
tion has made users much more
demanding. .

Consider the IT industry: from
the early 1960s through the 1980s,
account control was the name of
the game. Clients were locked into
a particular supplier’s systems:
Their choices were limited, and
they had little, if any, control over
60 price increases. Eventually, com-

puter users rebelled. The world of

open systems, in which customers
became empowered to exercise
much wider freedom in selecting
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efforts in their common interests,.

o

7

7

w
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killed the practice of account con-
trol forever.

But open systems were a two-
edged sword. On the upside, free-
dom of choice presented great
opportunities for large-scale sav-
ings. On the downside, clients had
to become in-house systems in-
tegration experts as they tried to
cope with multiple IT providers
who rarely, if ever, talked to.one
another.

Over time, users began insisting
that vendors co-operate among
themselves to guarantee that com-
puter systems, networks, applica-
tions and databases could be man-
aged together. They needed to be
certain that the hardware and
software they licensed operated
together flawlessly.

In the end, systems integration
became such a daunting task that
many customers began relying on
a few, loyal, hand-picked vendors.
In return, the best hardware and
software suppliers transformed
their relationships with clients
into much more than buying/sell-
ing agreemeénts. They formed
complex, strategic partnerships
with their fellow suppliers.

From the Financial Times

1. Complete these expressions with words from lines 1-18, and related words.

a) If you decide to work closely with someone, you a
yourself with them.

b) Someone you work with is an a orp .

) Another name for an alliance isa____ship.

d) The adjective related to ‘co-operation’ is co-

e) If you don't co-operate with anyone, you go

2. Which three industries are mentioned specifically in lines 1-23? Which present good
examples of strategic alliances at work?

3. What are the two advantages for companies belonging to an alliance? What is the
disadvantage of not belonging? (lines 24-39)

4. What are the five advantages for customers who work with companies that are part of
alliances? What effect has this had on customers? (lines 43-52)
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5. True or false (lines 53-77)?

a) From the 1960s to the 1980s, most companies had only one computer supplier.

b) Companies at that time could easily change suppliers.

¢) Most companies still have the same relationship with their computer system supplier.

d) Customers are now much freer to choose the systems they want.

e) This has its advantages and disadvantages.

) At first, when a company had several systems suppliers, these suppliers often communicated with
each other.

6. Find words in lines 78-97 that mean

a) sellers of computers (7 letters).

b) systems of computers working together (8 letters).

C) jobs that computers are used for (12 letters).

d) large amounts of information held on computer (9 letters).

7. Which of these things are not mentioned in lines 78-97? Computer systems users

a) insisted that systems suppliers work together.

b) insisted that their systems work perfectly.

C) started to buy equipment instead of licensing it.

d) found that systems integration was easy.

e) were willing to pay more for systems that worked perfectly.

f) were a factor in encouraging systems suppliers to form alliances.

Answer Key

Section 1. Listening

Taskl.

a) T.L.E. stands for “tradeables”,”ideals” , “essentials”.

b) Because most of negotiations are “win-lose”.

c) Because your opponents are liable to make another concession( when faced with pronged
silence)

d) You should focus on needs, desires and fears behind your opponent’s position.

e) Misunderstandings, disagreements, good ideas

Task 2.
a)T
b) F
T
d)F
e)T

Task 3.

a) Make your priorities clear...

b)eeriinnie the further you’ll get.

() PR is liable to make another concession.

d).coooonnnnn. needs, desires and fears behind your opponent’s position.
<) IR and don’t take “no” for an answer

Section 2. Vocabulary
A. 1) tough; 2) delicate; 3) protracted; 4) power; 5) minute

B. 1) neutral ground; 2) objectives; 3) relaxed atmosphere; 4) small talk; 5) fall-back position
C. 1) win; 2) counter; 3) concessions; 4) good-will; 5) horse
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D. 1) power; 2) strength; 3) duress; 4) climbed; 5) sticking

E. 1) stalemate; 2) mediator; 3) cooling-off period; 4) arbitrator; 5) legally-binded contract
F. 1) advance payment; 2) open account; 3) letter of credit; 4) bill of exchange

G. 1) reach; 2) ship; 3) issue; 4) comply with; 5) chase; 6) get behind with; 7) check up on

Grammar

1) What sort of figure did you have in mind.

2) We were thinking of somewhere in the region of $12 per unit.

3) To be quiet honest I’'m not in the position to go as low as that at this stage

4) We were promised a ninety days’ free credit.

5) With respect it was understood you’d be placing a rather larger order.

6) This doesn’t seem to be getting us very far. We must insist on free credit.

7) Unfortunately, we are unable to offer you that unless you’re prepared to increase your order
slightly.

8) We had been hoping for some kind of commitment from you today.

9) At this point it might be a bit difficult. We aren’t entirely happy about these service charges.
10) It was assumed you were OK about those.

11) I’'m afraid not. Look, shouldn’t we go over these figures again.

Section 3. Reading

1.a) ally b)ally; partner c) partnership d) co-operative e) go it alone

2. Cars, steel and information technology (IT). Cars and IT offer good examples of strategic
alliances at work.

3 Advantages of belonging to strategic partnerships: they allow companies to develop
technologies that they couldn't develop alone. Strategic alliances will 'create new playing fields'
for companies: the rules of their industry will change to their benefit.

Disadvantage of not belonging: companies that don't participate will be 'left behind'.

4 Critical standards, new markets, joint funding, rapid response and shared information.
Customers benefit from increased competition.

5 a)true b)false c)false d)true e)true f) false

6 a) vendors b) networks c) applications d) databases

7 ¢ de

Listening Script

Speaker 1

Make your priorities clear before you begin, that's my advice. | always say remember to check your
tie. Not the one you wear round your neck, your T-I1-E. “T” stands for “tradeables”. These are the
things you'll take if you can get them, but they're not that important to you and you'll concede them if
it helps you to push the negotiation forward. “I”” stands for “ideals”. These are the things you'd really
like to get and will fight to get, but not if it costs you the deal. Finally and most importantly. “E”
stands for “essentials”. It's not that these are absolutely non-negotiable. Everything's negotiable. But
if it looks like you're not going to get your essentials, then that's the time to start thinking about
walking away from the negotiating table.

Speaker 2

Well, frankly. | get a bit tired of hearing people go on about win-win negotiating. 1 mean, let's face
it: a lot of negotiations are basically win-lose, and your opponent's interests arc the last thing you
should be worrying about. Buying a house, a car, double-glazing - all win-lose situations. And you'd
be surprised how many business negotiations are basically one-off deals as well. In my opinion, in a
win-lose situation the tougher you are — without actually being aggressive, the further you'll get.
That's because your opponent takes your attitude as an indication of what's possible and what’s not.
And the friendlier you seem, the higher their expectations will be. It's like the old saying: give them
an inch and they'll take a mile.
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Speaker 3

You always know who is going to win a negotiation - it's he who pauses the longest. | forgot who it
was who said that but it's pretty good advice - basically, shut up! And remember that silence is very
often your best weapon. It's a very difficult argument to counter. Faced with prolonged and
uncomfortable silences, your opponent is liable to make another concession or give away their
strategy or weaken their own position by becoming defensive: play your cards close to your chest.
Talk less, learn more. There’s an old Swedish proverb: “Talking is silver. But listening is gold”.

Speaker 4

I think the biggest trap less experienced negotiators fall into is to turn the whole negotiation into a
debate, which it isn't. This is sometimes called “positional negotiating”. Both sides end up arguing
the whys and wherefores, rationalising their position, trying to justify themselves. It's a complete
waste of time. You're not there to convince your opponent that you're right. He doesn't care if you're
right or not. And neither should you. You're there to explore both sides’ interests, generate options
and trade concessions - preferably giving away things that mean little to you but a lot to him and
receiving the opposite in return. This is 'interest-based negotiation' - discovering the needs. desires
and fears behind your opponent's position and working on those. The two phrases you need most of
all are: If ..., then ...?": If | give you that, then what do | get? And What if ...?: What if we looked at
this another way? What if we did this instead?

Speaker 5

The key skill in negotiating is the ability to ask the right questions - and ask lots of them. In fact,
there's an organisation called the Huthwaite Research Group, who recorded hundreds of negotiations
and guess what they found? Skilled negotiators ask more than twice as many questions as average
negotiators. So, my advice is: phrase as many of your comments as possible as questions. You don't
understand something? Don't say you don't understand - you'll look stupid. Ask a question - you'll
look intelligent. You strongly disagree? Don't say you strongly disagree - they'll think you're being
difficult. Ask a question - they'll think you're trying to be helpful. You have a good idea? Don't say
yon have a good idea - they'll wish it was their idea. Ask a question. They'll think it was their idea.
Keep those questions coming and don't take 'no' for an answer!
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