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CTpykTrypa Kypca

3a Kypc OOyd4eHHs CTYAEHTHI BBIIOJHSIOT OJHY KOHTPOJIBHYIO padoTy H
cnarT sk3aMeH. OO0ydeHHe MHOCTPaHHOMY f3bIKY B MpoQeccHoHaIbHOU cdepe
pearosaraer ciaenyonie GpopmMsl padoThbl:

¢ AYJIUTOPHBIC I'PYIIIIOBLIC 3aHATHA 11O PYKOBOACTBOM IIPCIIOAABATCIIA,;

e o0s3arenpHas caMOCTOATEIbHAs paboTa Mo 3aJaHHUI0 MPENOIaBaATENs,
BBITIOJIHAEMAsl BO BHEAyJUTOPHOE BpeMs, B TOM YHCIE C
UCIIOJIb30BAaHUEM KOMITBIOTEPHBIX TEXHOJIOTHH,

® VHIVWBHIyaJIbHAS CAMOCTOSATEIbHAS paboTa CTY/ICHTOB Ha 3aHITHH
MO/l pyKOBOJICTBOM IIPEMNOIaBaTENs,

® TpYNNOBBIE MPEAIK3aMEHAIIMOHHBIC KOHCYJIbTAIINH.

Oco0oe BHUMaHKE YACISACTCA CaMOCTOSITEJIbHOM pa60Te CTYACHTOB C
QJICKTPOHHBIMHU y‘—IC6HO-MCTOI[I/I‘ICCKI/IMI/I MaTcpraIaMu.

CamocTosTenbHas paboTa CTyIeHTOB-0aKalaBpOB B MPOIECCE OCBOCHHS
MHOCTPAHHBIX S3BIKOB BKJIIOUYAET B CEOS:

e paboTy c 00pa3oBaTEIbHBIMHU PECYPCAMH UHTEPHET - PEIIO3UTOPHUS;
® BBHINOJHEHHE YUEOHBIX 3aJaHUN HA 3aHATUSAX;

® BBINOJHEHHE YUEOHBIX 33JaHUN B KOMIIBIOTEPHOM KJIacCe MO/
PYKOBOJICTBOM IPENOAaBaTENs U CAMOCTOSITENBHO;

BBITIOJTHEHHUE TOMAIITHUX 3a/IaHUH;

MIOUCK JTOTIOJIHUTENBHBIX MaTepuanoB B IHTepHeTe;

MTOJITOTOBKY MPE3EHTAINN;

HOJTOTOBKY K 9K3aMEHY.

Heau ¥ 3a1a4d AUCHUILTAHBI

OcHOBHOI ~ Henpr0  Kypca  SBISETCA  OBJAJCHHE  CTyACHTaMH
KOMMYHUKATUBHOM  KOMIIETEHUMENW, KOTOpas B  JAJbHEHIIEM  ITO3BOJIAT
MOJIb30BaThCSl MHOCTPAHHBIM SI3bIKOM B Pa3IMUHBIX 00JacTsIX MpodecCUOHaIbHON
JEeSATEIbHOCTH, B HAYYHOM M MPAKTUYECKON padoTe, B OOLIEHUH C 3apyOeKHBIMU
napTHepaMmH, JJi1 CaMoOOpa30BaHus U IPYTUX LeJeil.

Hapsny c¢ npaktuueckon wnensro, Kype «HWMHOCTpaHHBIM S3BIK B
npodeccuoHanbHOM cepe» peanusyeT oOpa3oBaTelbHbIE U BOCIUTATENIbHBIC
eI, CIIOCOOCTBYSI PACHIMPEHHUIO KPYyro3opa CTYACHTOB, MOBBILIEHUIO WX OOIIeH
KYJBTYpBI, @ TaKXKe KyJIbTYPbl TIOBCEAHEBHOTO U JIEJIOBOTO OOIIEHUS, BOCIIUTAHUIO
TOJIEPAHTHOCTH W YBAXKEHUSA K ILEHHOCTSAM JAPYrMX CTpaH W Hapoaos. B
COBPEMEHHOW CUTYallMM B MUPE MPEACTABIISIETCS BECbMA aKTyAJIbHBIM U
CBOEBPEMEHHBIM  M3y4Y€HHE  JIUCHMIUIMHBI  «MHOCTpaHHBIA  S3BIK B
npodeccuonansHoil cheper». Takum 00pazom, LEIbIO JAAHHOTO Kypca SIBISETCS
oOyueHue MPaKTUYECKOMY BJIAJIEHUIO S3bIKOM JIEJIOBOTO OOUIEHUS Uil aKTUBHOT'O
NPUMEHEHUSI MHOCTPAHHOTO s13bIKa B MPO(ECCUOHATILHOM 1€ TeTbHOCTH.



33)]3‘{1/1 N3YICHUSA TUCHUIIJINHBI

Peanuzauus OCHOBHOI 1€/ 00yYEHUsI UHOCTPAHHOMY SI3bIKY B
npogeccuoHanbHON cepe npeanonaraeT OBaaAeHUE CIeIyOINM KOMIIJIEKCOM
3HAHWM, YMEHHUU U HABBIKOB:

- WHOSI3BIYHBIC PEUEBBIC YMEHHUSI YCTHOTO M MHUCHMEHHOTO OOIEHUS, TaKhe Kak
YTEHUE OPUTHHAJIBLHON JTUTEepaTyphbl pa3HbIX (PYyHKIIMOHAIBHBIX CTUJIEH U KaHPOB,
yMEHHE NPUHUMATh ydacTHe B Oecelie MOBCETHEBHOTO M MPO(ECCHOHATHLHOTO
XapakTepa, BBIPAXKEHHE Pa3IHMYHBIX KOMMYHUKATUBHBIX HaMEpPEHUH, BiaJcHHE
OCHOBHBIMH BHJIaMH MOHOJIOTUYECKOTO BBICKA3bIBaHMs, COOJIIOJICHUE TPABHII
pPEUeBOro STHUKETAa ¥ MOHUMAHKE Ha CIIyX, BIIaJICHHE OCHOBHBIMH BHJIAMH JI€JIOBOTO
MUCHMa;

- 3HAHUC A3BIKOBBIX CPCIACTB U (bOpMI/IpOBaHI/IC SI3BIKOBBIX HABBIKOB B 00J1aCTH
(bOHeTI/IKI/I, JICKCHUKH U I'PAMMATHUKH,

- YMEHHE MOJIb30BaThCsI CIIOBAPHO-CIIPABOYHOMN JTUTEPATypOH Ha MHOCTPAHHOM
S3bIKE U SJIEKTPOHHBIMH CIIOBAPSIMU;

- 3HAaHUE HAlMOHAJIBHON KYJIbTYpPHI, a TAK)KE KYJIbTYpbl OOLIEHUSI U OCOOEHHOCTEM
JIEJIOBOTO OOILEHUS B CTPAaHAX U3y4aeMOoro S3bIKa;

- YMEHHE OCYIIECTBIISITh CAMOCTOSITEIbHBIN TBOPUECKUN TOUCK MH(OpMALIUU HA
MHOCTPAHHBIX A3bIKAX AJIs IPO(ECCUOHATIBHBIX LIEIEH.

B xone nzyuenus qucturuinabl « AHOCTpaHHBIN S3bIK B TPOGECCHOHATBHOM
CTaBSTCS CIEAYIOUIUE 3a1A9HN:
- COBEPIIECHCTBOBAHUE ITOJYYEHHBIX HABBIKOB U YMEHUM BO BCEX BUIAX PEYEBOU
NEATEIBbHOCTH,
- opMUpOBaHUE HABBLIKOB U YMEHUIN CaMOCTOATEIBLHON pabOThl U IPUMEHEHUS X
Ha MPAKTHUKE.

Iucomo

[TuceMO Kak MPOAYKTUBHOE YMEHHUE BKJIIOUAET CIASAYIOIINE YACTHBIC
YMEHUS:
e HamucaTh TEKCT B COOTBETCTBHMU C IMOCTABJICHHON 3aJaucii;
® COOTBETCTBOBATH 3aJJaHUIO C TOUKHU 3PEHUSI CTPYKTYPhI U 00beMa TeKCTa.

Bunbl pedeBbIX MPOU3BEICHUN: JETOBOE MTUCHMO, PE3IOME, aHKETA, JeJI0OBas
3aIliCKa.

Conepxkanne OOy4YeHUs TMHCBMEHHOM pPEYM COCTOMT B  Pa3BUTHH
KOMMYHUKATHBHBIX YMEHHIA. K KOMMYHUKaTUBHBIM YMEHUSAM, HEOOXOIUMBIM TIPH
00OyYCHUH MUCbMEHHOMW PEYH, OTHOCITCS CIICTYIOIITHE:

® 3amoyiHATH OnaHku (ykas3piBaTh UMs, (aMUIWIO, TI0J, BO3pACT,



IPaXXIaHCTBO, aJIPEC);

[IMCaTh CTaHAAPTHBIE ITUCHMA;

BECTH JIEJOBYIO IIEPEIUCKY;

[IMCaTh 3asIBJIICHUS;

3aMoHATH (POPMYIISIPBI Pa3TUYHOTO BUA,

u3naraThb CBeJCHHS O cebe B (opme, MPUHATON B CTpaHe/CTpaHax

M3y4aeMoro s3bIka (aBTOOMOrpadus/pe3rome), yMeTh TOHUMATh Pedb 10
TenedoHy.

T'oséopenue u ayouposanue

CTYI[eHTBI AOJIKHBI BJIaACTh CIICAYIOIIIUMHU YMCHUAMMU:

® yMETb MOAJIEPKATh AUATIOT IO Tenedony;

® [IOHMMAaTh 3BYYalllNe AYTEHTUYHBIE TEKCTHI U BBIITOIHATD 3a4aHUs,
CBSI3aHHBIE C POBEPKOW IIOHUMAaHUS HA CIyX;

® KCIOJb30BaTh (POPMBI PEUEBOr0O ITUKETA.

COIIGp)KaHI/IG 06Y‘I€HI/IH MOHOJIOTUYECKOM p€un COCTOUT B OBJIaJICHHUHU
Pa3HbIMHA BUaaMu MOHOJIOTa, BKJIIO4as BBICKA3bIBaAHUA I10 IIOBOAY
IIPOYUTAHHOI'O. I[HH 9TOI'0 MPCAYCMATPHUBACTCA PAa3BUTUC CICAYIOIINX YMGHHﬁI

- JIeJIaTh COOOIICHUS, COIepIKaIlie HanboJiee BAXKHYIO HH(POPMAIIUIO 110
Teme/mpobiieme;

- pacckazarth o ce0e, cBoe nmpodecCuoHaNIbHOM eI TEIbHOCTH;
- YMETb MOHSATH HA CIIyX pe4b Ha MHOCTPAHHOM SI3bIKE IO Tele(OoHYy;
-yMETb MOAAEPKATh AUAJIOT 1O TeNeOoHY;

- KpaTKoO nepeaarb OCHOBHOC COACPIKAaHNEC, OCHOBHYIO MBICJIb IIPOYUTAHHOT'O
HJIN YCJIBINIAHHOTO.

YUmenue

B pesynbraTe 0OydeHHsI y CTYIEHTOB JOJKHO C(POPMUPOBATHCS YMEHUE
YUTaTh CO CJIOBapeM U 0e3 CoBaps TEKCThI MO CHEIHATIbHOCTU, OObSBICHUS,
aHkeThl. [Ipy 0O0ydeHMM MOHWCKOBOMY UTEHHUIO C BBIOOPOYHBIM H3BJICUECHUEM

nH(pOpMauu pa3BUBAETCS YMEHHUE ObICTPO HAXOIWUTh HYXHYK HH(POpPMALHUIO,
OITyCKasi HECYILIECTBEHHbIE JETAIIH.

OcHOBHBIC YMCHUA IMPHU TAHHOM BHUAC YTCHUS:

- OIpCACIIATE TEMY, BBIACIIATE OCHOBHYIO MBICJIb,

- BBI6I/IpaTB N3 TCKCTAa OCHOBHBIC q)aKTBI, OITyCKasl BTOPOCTCIICHHBIC,
- IIPOTHO3HUPOBATH COACPIKAHUC TCKCTA I10 3ar0oJIOBKY, Ha4aJly TCKCTA,

- JoraabiBaTbCsa O 3HAYCHUH KIIIOYECBBIX CJIOB U O6XO)II/ITB HE3HAKOMBIC
CJIOBA, KOTOPBIC HC MPCIATCTBYIOT IOHUMAaHUIO OCHOBHOI'O COACPIKAHUSI.



Coaep:xanue 00y4yeHus

Coneprxkanne 00y4eHHS pacCMaTPUBACTCS KaK HEKasi MOJIeTb €CTECTBEHHOTO
OOIIIEeHNs, YYaCTHUKH KOTOPOTO OO0JaNar0T OIpPEACICHHBIMU WHOSI3BIYHBIMU
HaBBIKAMH M YMEHHUSMH, & TAK)KE CIIOCOOHOCTHIO COOTHOCHUTD SI3BIKOBBIC CPEACTBA
C HOpMaMU PEYEBOTO MOBEJACHMSI, KOTOPHIX MPUJICPKUBAIOTCS HOCUTEIH SI3bIKA.

B cooTrBeTrcTBUE ¢ COLMAIBHBIM 3aKa30M I'OCYAapCTBA U KOHLENTYaIbHBIMU
MOJIOKEHUSAMHU, IIeId  OOy4YeHHUsT HWHOCTPAaHHOMY SI3BIKY OTMPEICNAIOTCS Kak
KOHEYHbIe TpeboBaHus K 3TamaMm oOyueHus. KoHkperusauus 3TuX TpeOOBaHMIA
HaXOJMUT OTPAXKEHHE B CIEAYIOIINX KOMIOHEHTAX COACPKaHUsI 00yUEeHUS:

® B HOMEHKJIAType OMpEeJEICHHbIX c(hep U CUTyaluid TOBCEIHEBHO-
OBITOBOT0, MPO(GECCHOHAIILHOTO U JIEJIOBOTO OOILICHHUS;

® B IIEpEYHE YMEHHI U HABBIKOB YCTHOTO U MUCHMEHHOTO MHOSI3BIYHOTO
OOIIeHMSI, COOTBETCTBYIOIINX YKa3aHHBIM c(epam U CUTYallUsIM;

® B MUHUMYME OTOOpDAHHBIX S3BIKOBBIX SIBJICHMN (JIEKCHUYECKUX €IMHHUII,
GopMyn peuyeBOro OOIIEHUSA, TIpaMMaTHYECKUX (GOpM U  KOHCTPYKLUH,
Iu(GepeHIINPOBAHHBIX 110 BUIaM PEUEBOM I€ATEIBHOCTH);

® B XapakTepe, CoAepX aHUH U QYyHKIIMOHATIHHO-CTUIIMCTUYECKUX aCTIeKTax
uH(pOpMaIlMK, BKIIOYAIONICH JWHTBOCTPAHOBETYECKHUE 3HAHUS, UYTO HMEET
00JbIIOE 3HAYEHWE MJIs TOBBIIICHUS MOTHUBALlMM K OBJIQJCHUIO HWHOCTPAHHBIM
A3BIKOM, YJIOBJIETBOPEHMSI MO3HABATEIbHBIX MHTEPECOB O0Y4YaeMbIX, a TAKKE UX
MOTPEOHOCTEN B OOIIEHUU HA HHOCTPAHHOM SI3bIKE.

B pesynbraTe nzydeHus: AMCHUILUIUHBL «IHOCTpaHHBIN SI3bIK B TPO(PECCUOHATBHON
chepe» CTyACHT JOJIKEH:

3HaTh:

® KWHOCTPAHHBIM S3bIK B O00BEME, HEOOXOAUMOM JUIsl  MOJYy4YCHUs
npodeccHoOHAIbHOW ~ MH(OpPMalMK U3  3apyOCKHBIX HCTOYHUKOB U
AJIEMEHTAPHOTO OOIIIEHUS Ha JIEJIOBOM YPOBHE;

® VHOCTPAHHBIN S3BIK JIJIST OCYIIECTBICHUS MEXITMYHOCTHOTO OOIICHUS B
npo¢heCCUOHATIBHON JIEATEIbHOCTH;

e 00IIyI0, JCIOBYIO M MPO(PECCHOHATLHYIO JEKCUKY MWHOCTPAHHOTO S3bIKa B
o0bemMe, HeoOXOAMMOM ISl OOIIEHUsI, YTCHHUSI U TiepeBojia (CO CIOBapeMm)
MHOSI3BIYHBIX TEKCTOB B PaMKaX JICJIOBOTO OOIICHHUS;

® OCHOBHBIC I'PaMMATHYCCKHC ABJICHUA U CTPYKTYPLI, UCITIOJIL3YCMBIC B
YCTHOM U IIMCbMCHHOM O6H_ICHI/II/I;

® MEXKYJIbTYPHBIEC PA3JINUUs, KyJIbTYPHBIE TPAAULMU U PEATUH, KYJIBbTYPHOE
HacJEeUe CBOEH CTPAHbI U CTPaHbl H3y4aEMOTO SA3bIKA.

YMmeTh:

® HCII0JIb30BaTh HHOCTPAHHBIN SA3bIK B MEKIMYHOCTHOM OOIICHHUH U
poheCCHOHAIBHON JISITEIIbHOCTH,



aJIeKBaTHO BBIPA)KaTh CBOM MBICIIH IIPHU Oecelie 1 TOHUMATh peyb
co0eceTHNKAa HA UHOCTPAHHOM S3BIKE;

3aMoJHATh AHKEThI, COCTABIIATH PE3IOME, COCTABIIATH JIEJIOBBIC MMCbMAa HA
MHOCTPAHHOM $I3bIKE;

coo0maTh HHGOPMAIIMIO HA OCHOBE MTPOYUTAHHOTO TEKCTa B popMare
MOJITOTOBJIEHHOTO MOHOJIOTUYECKOTO BHICKA3bIBAHUS;

COOMIONATh PEYEBOM JTUKET B CUTYalMsSIX IOBCEAHEBHOIO M JEJIIOBOTO
oO1ieHus (yCTaHABJIMBATh U MOACPKUBATh KOHTAKTHI, 3aBEPIIUTH Oeceny,
3ampanimBaTh U cO00IaTh HHOOPMALIHIO).

Baaners:

OCHOBaMU IyOJIMYHON peuu, AETOBON MEPETNUCKH, TEPEBOIa TEKCTOB IO
CHEUUaTbHOCTH;

HaBbIKaMH, JOCTATOYHBIMU JI JEJIOBOrO0 MPO(EeCcCHOHATBLHOTO OOIIEHUS,
MOCJEIYIOUIEr0 M3y4YeHUs 3apyO0eHOro ombiTa B MNpoQuiMpyrouied u
CMEXHOU 00JacTsaXx npo(ecCHoHaTbHON JIESITENBHOCTH, COBMECTHOM
MIPOU3BOACTBEHHOMN 1 HAYYHOU pabOTHI;

YMEHUSIMU TPAMOTHO U 3((EKTUBHO MOJIb30BATHCS HICTOUHUKAMHU
uHpopMaIuu (CripaBOYHOM ITUTEpaTypoit, pecypcamu HTEpHET);
HaBBIKAMH BBIPAYKEHUSI CBOETO MHEHHUSI B IPOLIECCE AEIOBOTI0 OOLIEHUS Ha
MHOCTPAHHOM SI3BIKE;

HaBBIKAMH U3BJICYEHUSI HEOOXOIUMOM MH(GOPMAIIMU U3 OPUTUHAIBHOTO
TEKCTa Ha THOCTPAHHOM SI3bIKE M0 MPo0OJieMaM SKOHOMUKH M MEHEIKMEHTA.

BrinosiHeHHe KOHTPOJIBLHBIX 3aJaHUN U 0popMmJIeHHEe
KOHTPOJIbHBIX padoT

o KoHTpobHBIE 3a1aHUA 110 AHIVIMHCKOMY SA3BIKY IIPEICTaBJICHBl B IIATH
BapuaHTax. HoMep BapuaHnTa cienyet BbIOUpaTh B COOTBETCTBUU € MEPBOI OYKBOI

(aMuIMu CTyEHTA.

HavanpHas OykBa haMuiinu CTyJIeHTa No BapuanTa
A,B,B, T, ]| 1
E, X, 3, 1 K 2
J,M,H, O, I, P 3
C, TV, D X I] 4
4, I, II1, O, 1O, 4 3
. KoHTposbHbIE 3a1aHUs BBITIOJHSAIOTCS Ha KoMIIbloTepe. Ha TuTy IbHOM

mucte (cm. [Ipunokenue) ykaspiBaeTcst paMuiIns CTyJeHTa, HOMEp TPYIIIIbI,




HOMEp KOHTPOJIbHOM paboThl U (haMUIMsl IPENOJABATENs, Y KOTOPOTO
3aHUMAETCS CTYJIEHT).
o B kon1e paboThl 1omKHA OBITH MOCTaBJI€HA MOJMUCH CTYACHTA U JAaTa
BBIINIOJIHEHUS 3a/1aHUSI.
KonTponbHble  3aiaHus JOHKHBI ObITh BBITTOJIHEHBI B TOU
IIOCJIEI0BATEIbHOCTH, B KOTOPOIl OHU JIaHBI B
HaCTOSLIEM ITOCOOUHU.

. BhIMOTHEHHY0 KOHTPOJIbHYIO0 Pab0Ty HEOOXOMMO CIaTh MPETOAaBaATEIO
IS IPOBEPKH U PEIICH3UPOBAHHS B YCTAHOBJICHHBIC CPOKH.
o Ecnu koHTpOTBHAS paboTa BBIMOTHEHA 0€3 COOTIOACHUS U3IT0KECHHBIX

BEITIIE TPEOOBaHUH, OHA BO3BPAIIACTCS CTYICHTY 0€3 TIPOBEPKH.

BoinosiHenne padoThbl HAX OIIMOKAMM

[Ipy monydeHMM TPOBEPEHHONM KOHTPOJBbHOM paboThl HEOOXOAMMO
IPOAHAIM3UPOBAaTh OTMEUCHHBIC OIMMOKM W elle pa3 IpopaboTaTh y4eOHBIN
Marepuasl. Bce 3amaHusi, B KOTOpPBIX OBLIM CHEJIaHbl OIIMOKH WM JOMYIIECHBI
HETOYHOCTH, CJICAYET €IIE Pa3 BHIMOJHUTH B KOHIIE JAHHOW KOHTPOJILHON pabOTHI.
KoHTpoapHbIe pabOTHI ABISIOTCSA YU4SOHBIMHU JIOKYMEHTAMH, KOTOPhIE HEOOXOAMMO
coxpaHsATb. Bo BpemMsa 3adeTa YUYWUTHIBAIOTCA PE3YJbTAaThl  BBINOJHEHUSA
KOHTPOJIBHOM pabOTHI.



AHTJIUNUCKHUH SA3BIK

KonTtpoJsbnas padora

Bapmanr 1.

IIpouuTaiiTe U MepeBeIUTe HA PYCCKMii A3BIK Bech TeKCT. Retaining Good

Staff

An organization’s capacity to identify, attract and retain high-quality,
high performing people who can develop winning strategies has become decisive
in competitive advantage. High performers are easier to define than to find. They
are people with limitless energy and enthusiasm. They are full of ideas and get
things done quickly and effectively. They inspire others through the force of their
example. Such people can push their organizations to great heights. However high
performers generally leave because organizations do not know how to keep them.
Money remains an important motivator but organizations should not imagine that it
Is the only one that matters. In practice, high performers take for granted that they
will get a good financial package. They seek motivation from other sources.

High performers are very keen to develop their skills and their
curriculum vitae. Offering time for regeneration is another crucial way for
organizations to retain high performers. Work needs to be varied and time should
be available for creative thinking and mastering new skills. They do not want to
feel that success they are winning for the organization is lost because of the
inefficiency of others or by weaknesses in support areas. Above all, high
performers — especially if they are young — want to feel that the organization they
work for regards them as special. If they find that it is not interested in them as
people but only as high performing commaodities, their loyalty is minimal. On the
other hand, if an organization does invest in its people, it is much more likely to
win loyalty from them and create a community of talent and high performance that
will worry competitors.



1. Onpenenure , ABJAOTCS JIM YTBEPKACHUS:

a) HCTUHHBIMH
b) JoxxaBIMEI

C) B TeKcTe HeT HH(popManuu

1) Work doesn’t need to be varied.

2) High performers are very keen to develop their skills.

3) High performers are very ambitious people.

Buecute Bamu oTBeTHI B TA0IHILY

2.

I11. HaiiguTe JiekcMueckue YKBUBAJIEHTHI K BbIPAKEHHSIM U3 TeKCTA.
IlepeBennTe €JI0Ba M BbIPAaKeHHUs U3 MEPBOT0 CTOJIOMKA HA PYCCKMH
SI3BIK.

Buecure Bamu orBeTsl B TA0/IMILY.

l_\

8.

9.

. to be keen on smth

. enthusiasm

. high performers

. loyalty

. organization

. motivation

. to take for granted
regeneration

skill

10. competitor

a) a strong feeling of interest and
enjoyment about  something  and
eagerness to be involved in it

b) creative people

¢) the quality of remaining faithful to
principles, country etc

d) to like smth

e) eagerness and willingness to do
something without needing to be told
or forced to do it

f) an ability to do something well,
especially because you have learned
and practised it

g) a group such as a business that has
been formed for a particular purpose




h) a person, team, company etc that is
competing with another

1) making something develop and grow
strong

J) to value someone or something too
lightly

IV. Onpenenure 0OCHOBHYIO H/I€I0 TEKCTA.

a) Winning success
b) Identifying high performers
¢) Motivating high-calibre staff

V. Pacnouaoxure ¢passl auajora B NPAaBUWILHOH IOCIAEA0BATEIbHOCTH
(coenmaute uuppsl W OykBbl). BHecute Bamm otrBerbl B TalJHIYy.
IlepenummnTe 1MaJI0r B NPABUJILHOM MOPSIAKeE.

a) Could I have two telephones?

b) Ok. What would you like to order?

c) Sure. It’s one hundred fifty dollars.

d) Good morning. Spyline Products. Sales.

e) Hello, I"d like to place an order, please.

1. 2.3.4.5.




VI. Pacnojsiokure 4YacTd [JeJO0BOr0 MHCbMa B MNPAaBWJIBHOM IOPSAKe.
(coenunute OykBbl U uMGpsI). BHecure orBerbl B Ta0uuuy. Ilepenumure
NMCbMO B IPABWJIbHOH MOCJIEI0BATEILHOCTH.

a) Dear Mr. Fountain
b) 6 Lakeside Road

UK

5th March
Customer number: AF2789

¢) | am writing to complain about the computer that I bought from your
company last week. I am unhappy with the computer. I’d like you to send
one of your technicians to my house as soon as possible to fix it. | hope
to hear from you in the near future, and can be contacted at any time on
the mobile number above.

d) Mr. Fountain Springbourne
Technologies Unit 7, Riverside

Business Park Wilham

e) Yours sincerely

Chris Brown




Bapmanr 2.

|. IIpouwuraiite u nepeBeUTe HAa PYCCKUH S3bIK BeCb TEKCT.

Job Ads

Checking out job advertisements is popular with executives worldwide. But
though the activity is universal, is the same true of the advertisements? Are
executive positions in different countries advertised in the same way? First, what
UK job seekers consider an essential piece of information what the post pays — is
absent from French and German adverts. Most British advertisements mention not
only salary, but also other material incentives including a car and fringe benefits.
French or German advertisements rarely refer to these. The attention given to
rewards in the UK indicates the importance of the job and its responsibility. In
France and Germany, that information is given by the level of experience and
qualifications demanded. Salary can be assumed to correspond with this.

If French and German adverts are vague about material rewards, they are
precise about qualifications. They usually demand ‘a degree in..’, not simply ‘a
degree’. In Germany, for example, a technical director for a machine tool company
will be expected to have a degree in Mechanical Engineering.

French advertisements go further. They may specify not just the type of
degree, but sometimes a particular set of institutions.

All this contrasts with the vague call for ‘graduates’ which is found in the
UK. British companies often give the impression that they have a particular type of
applicant in mind, but are not sure about the supply and will consider others. Their
wording suggests hope and uncertainty.

In the UK qualifications beyond degree level make employers nervous, but

in France or Germany it is difficult to be ‘overqualified’.



1. Onpenenure, ABJAIOTCS JIU YTBEPKIEHUSA:

a) HCTUHHBIMH
b) JoxHBLIMEI
C) B TeKcTe HeT HH(pOPMAINH

1. Job advertisements are the same in different countries.
2. Job advertisements differ in three European countries.

3. Job advertisements differ in Europe and the US.

Buecure Bamu oTBeThI B TA0/IMILY

1. 2. 3.

I11. HaiiguTe Jiekcnueckue IKBUBAJIEHTHI K BbIPAaKEHHIM U3 TEKCTA.
IlepeBenuTe cjiI0Ba U BhIPaKeHHsI U3 MEPBOI0 CTOJI0OMKA HA PYCCKHUIA
si3bIK. BHecnTe Bamm oTBeThI B TA0/IMITY.

a. an additional advantage
given with a job besides
wages

1. job advertisement

_ b. Smth that encourages you
2. Executive to work harder

_ c. set of information about a
3. Job seeker job that is available

d. a manager in a company
important decisions

e. someone who has
completed a university
degree training

f. diploma that qualifies a

5. Incentive




person to do or be smth

6. fringe benefit
g. a person, company or
7. Experience organization that employs
people
h. someone who is trying to
8. Qualification find a job

I. knowledge or skill that
9. Graduate you gain from doing a job

J. money that you receive as

10. Employer payment from the
organization you work for

Buecure Bamu oTBeTHI B TA0JIHILY

1. 2. 3. 4. S. 6. 7. 8. 9. 10.

IV. Onpenenure 0OCHOBHYIO HAECK TEKCTA.

1. Job advertisements are the same in different countries.
2. Job advertisements differ in three European countries.

3. Job advertisements differ in Europe and the US.

V. Pacnosoxure ¢pa3sl OUajJora B NPAaBWILHOH TMOC/IEA0BATEJIbHOCTH
(coenmnure uuppbl U OykBbl). BHecure Bamm orBerbl B TalJaHLYy.
IHepenummuTe a1MaI0r B NPAaBUILHOM NMOPSAKeE.

a) Thanks very much.
b) Is there someone | can speak to about applying for the course?
¢) Hello, is Martha there?




d) I’'m sorry she’s in a meeting.

e) I'll transfer you to Silva.

VI. PacnoJsioskure 4acTH AeJJ0BOIr0 MMChbMA B IPABUJIBLHOM MOPSAKeE
(coequnuTe OyKkBBHI M HU(PPHI). BHecuTe oTBeThI B Ta0Mny. Ilepennmmure
NMCbMO B IPABWJIBHOH MOCJIE0BATEILHOCTH.

a) Dear Mr. Smith

b) 25 Wellington Rd
London NW10 4PZ
United Kingdom
17 September, 2013

c)Bank of England,
Threadneedle St,
London, EC2R 8AH

d) As | explained to her on the phone, my account has in fact always
been in credit.

She promised that she would look into the problem and get back to me.
However, | have heard nothing from her since.

| hope that you will be able to help me as soon as possible.

e)Awaiting your reply.
Yours sincerely,

Andrew Bogart




f) Following the recent telephone conversation that | had with Mrs. Adams,
[ am confirming the complaint that [ made to her concerning the £ 60

overdraft charge that your bank has mistakenly debited from my account.

Bapwuanr 3.

|. IlpouuraiiTe u nepeBeIUTE HA PYCCKUIl I3bIK BeCh TEKCT.

How to Make the Most of a Job Interview

If you’ve done your paperwork right, managed to arouse an employer’s
interest and landed a job interview, your real work is just beginning. It’s one thing
to impress somebody on paper or over the telephone, but it’s another thing to
impress in the flesh. A job interview is a business appointment in which everything
counts in conveying a good impression. Experts will tell you that advance
preparation is the key to interview success. Before you go to a job interview, find
out all you can about the company. Depending on the results of your research, you
are supposed to prepare an interview outfit that will make you look your very best.
In most places you are not expected to wear a Chanel suit, but even if you are fresh
from school don’t think that your favorite blue jeans, an oversized sweater and a T-
shirt will be right for projecting a businesslike image.

Many personnel managers will confess that they often turn candidates down
for poor appearance; however, your looks alone will not help you get a job unless
you are well prepared for the interview. It makes perfect sense to go through your
resume once again and make sure you know the dates of important events. Another
thing you can do is go through your personal achievements to make up your mind
what you might want to present to an interviewer as an impressive argument in
your favor. Before the interview, give yourself a good rest , budget



your time well, prepare everything you need in advance, so as not to panic and get
lost at last minute!

Every organization has its own culture and traditions, but there are some
things to consider that may help everyone.

You know that in many positions your lack of experience is a big
disadvantage. You can also compensate for your lack of experience with your
qualifications, enthusiasm, ability to learn quickly, and most of all your sense of
responsibility.

It’s natural therefore that if you really want to get this job you must show
yourself as a mature individual who is not acting on impulse, but is quite serious
about his/her choices. Fight for your place in life: change negative into positive:
you are young but you are strong and can learn fast.

1. Onpenenure , AIBJIASIOTCS JIM YTBEPKICHHUS:

a) HCTUHHBIMH
b) moxkHBIMEU
C) B TeKkcTe HeT HH(pOPMAINH

1. This is an interview for candidates who have done their
paperwork successfully.

2. Many personnel managers often turn candidates down only for lack
of experience.

3. Things like jeans and T-shirts are not suitable for a business office.

BHaecure Bamu oTBeThI B TA0IMILY

I11. HajiguTe JiekcuyecKkne IKBUBAJIEHTHI K BHIPAKEHUSIM U3 TEKCTA.
IlepeBeaure cji0Ba U BHIPAXKEHUSI U3 EPBOT0 CTOJOMKA HA PYCCKMIA
s13bIK. BHecuTe Bamm oTBeThI B TA0IMILY.




1. to arouse an employer’s interest a) to get an invitation for a job

2. to land a job interview b) the way to succeed at an interview

3. to interview success C) to reject a candidate

4. to turn a candidate down d) not feeling confident or relaxed

5. to impress in the flesh e) to examine smth. very carefully

6. to convey a good impression f) to be like an adult person

7. to make up one’s mind g) to impress in person

8. to get lost h) to draw the interest of the
employer

9. to go through
1) to make a good impression
10. a mature individual
J) to decide

IV. Onpenenure 0CHOBHYIO HACK0 TEKCTA.

What counts in conveying a good impression during a job interview?

1. Advance preparation is the key to success.
2. Appearance does count.




3. Everything counts.

V. Pacnouaoxure ¢pasbl auajora B NPaBUWILHOH IOC/IAEA0BATEIbHOCTH
(coequnute nudpsl U 0yks). Buecure Bamm orBersl B Ta01uny. Ilepenummure
JAUAJIOT B IPAaBUJIBLHOM IOpsIKe.

a) Right. Good-bye.

b) Good morning. AIC Computing.

c) No, thank you. I’1l call later.

d) Sorry, sir. Mr. Roberts is not available. Is there any message?
e) Hello. May | speak to Mr. Roberts?

VI. PacnoJsoxure 4YacTd [AeJIOBOr0 MNHUCbMAa B IPAaBUJIBHOM IOPSAKe
(coenmaute OykBbl M HUu@pbl). BHecute Bamm orBerbl B TalJHIYy.
IlepenummnTe NMCbMO B IPABWIBHOM MOCJI€I0BATEILHOCTH.

a) Dear Ms. Kaassen,

b) Ultrasonic Ltd.
Warwick House, Warwick St., London SW2 1JF
United Kingdom

c) Yours sincerely,
Kay Reynolds
Sales Manager

d) Bredgade 51
DK 1110
Copenhagen
Denmark




e) In relation to your order received today, we cannot supply the quantities you
need at the moment. Please confirm as soon as possible if a part-delivery would be
acceptable, with the rest to follow later.

Bapmuanr 4.

|. IIpounraiiTe n nepeBeauTE HA PYCCKHUI SI3BIK BeCh TEKCT.
Different Cultures

In the Global Economy, it is more important than ever to know how they do
things in other countries. Perhaps the key to a successful business trip is a genuine
respect for other cultures. For the business traveller, the famous saying is certainly
true: “Think globally, act locally”. Timing is everything in business. Western
businesspeople, in particular, are obsessed with it — after all, “time is money”. But
even in Europe, attitudes to timekeeping can still be regarded as local customs. In
Germany or Switzerland, you should never arrive fifteen minutes late for a
meeting, while in France, that is quite acceptable. If you agree to meet your Italian
colleague at 12 o’clock and they arrive half an hour late, they probably won’t give
you an excuse but will almost certainly have a great idea. And, as for the British,
one cynical businessman has observed that they pretend to be German but, in fact,
they would like to be Italian!

Cultures also view gifts very differently. In Anglo-Saxon countries, for
example, businesspeople do not expect to receive presents from visitors, and
anything more expensive than a small corporate gift like a pen could cause
embarrassment. But in Asia, particularly in Japan and the Middle East, gifts have a
much greater importance in establishing a personal and business relationship. Even
there, gifts do not have to be very expensive, although they should be of a high
quality.

But cultural stereotypes are rarely helpful when dealing with individuals. Nor
all Americans are pushy and loud; not all English people are reserved and formal.
The same is true of any culture. There are Italians who do not gesture and Japanese
who never apologize. So, when you travel overseas, try to leave behind all ideas
based on jokes and movies. Keep an open mind and you will meet individuals far
more than cultural stereotypes.




1. Onpenennre , AIBJASIIOTCS JIH
YTBEpP:KIEHUSA: a) HCTHHHBIMH

b) JoxHBLIMEI
C) B TeKcTe HeT HH(pOPMAINH

1. Giving and receiving gifts is an important part of business life in the
Middle East.

2. You should always take an expensive gift when you visit an
American company.

3. It’s embarrassing for Russian people to receive gifts.

Buecure Bamu oTBeTHI B TA0JIHILY

1. 2. 3.

I11. HaiiguTe JiekcMueckue IKBUBAJEHTHI K BbIPAKEHHSIM U3 TeKCTA.
IlepeBeauTe cjioBa U BhIPAXKEHUsI U3 MEPBOI0 CTOJIOMKA HA PYCCKHIA
si3bIK. BHecnTe Bamum oTBeThI B TA0/IMITY.

1. cultural stereotypes a) world economy

2. to establish relationship b) to build human relations
3. of high quality c) ethnic traditions

4. global economy d) of superior grade

5. to apologize e) take a dim view of smth
6. a gift f) to be sorry

7. acustom g) apresent




8. stay objective h) a tradition
9. restrained 1) keep an open mind
10. to give up all believes J) reserved
1 2 3 4 5 6 7 8 9 10

IV. Onpenenure OCHOBHYIO H/I€I0 TEKCTA .

1. Every country has its own culture, tradition and signs of difference.
2. Think globally, act locally.

3. When you do business abroad, it is important to give expensive
gifts to businesspeople.

V. Pacnonoxutre ¢pa3sl auajora B NPaBUILHOH MOC/I€I0BATEIbHOCTH
(coenmaute uuPpsl U OykBbl). BHecute Bamm otrBerbl B Ta0JHIYy.
IlepenummnTe IMAJ0r B NPABUJILHOM MOPSIIKeE.

a) Thank you very much. Bye!

b) Hold the line, please. .... I’'m sorry, she’s in the meeting now. Can | take
the message?

¢) Thank you. | will give her the message.
d) Oh, hello. I"d like to speak to Alan, please

e) Good afternoon, Sales and marketing.




VI. Pacnosoxkure 4YacTH [1eJIOBOI0 MNUCbMa B IMPAaBUJIBHOM IOPSIKe

(coequnute OykBbl U UMpbI). BHecute orBerbl B Tadumuuy. Ilepenmnmure
NMCbMO B NPABUJILHOM MOCJI€10BATEIHLHOCTH.

a) Dear Ms.Wilson,

b) Ms. Wilson
JBD Bank
56 Cheapside
LONDON EC4Y 2WD

23 June 2013

c) 25 Wellington Road
LONDON NW10 4PZ

d) I look forward to hearing from you.

Yours sincerely,
James Smith

d) I have good personal skills, and | am very interested in banking. | am good at

communicating with people. I am currently working part-time in a bookshop, so |
have experience of dealing with customers and handling money.

e) I am writing to apply for the job of customer advisor, as advertised on
your website on 13, June.

Bapuanr 5.

|. Ilpouuraiite u nepeBeuTe HAa PYCCKHU HA3BIK BeCh TEKCT.



Recruitment

1. The process of finding people for particular jobs is recruitment or,
especially in American English, hiring. Someone who has been recruited is a
recruit or, in American English, a hire. The company employs or hires them; they
join the company. A company may recruit employees directly or use outside
recruiters, recruitment agencies or employment agencies. Outside specialists called
headhunters maybe called on to headhunt people for very important jobs,
persuading them to leave the organizations they already work for. This process is
called headhunting.

2. Applying for a job

Fred is a van driver, but he was fed up with long trips. He looked in the situations
vacant pages of his local newspapers, where a local supermarket was advertising
for van drivers for a new delivery service. He applied for the job by completing an
application form and sending it in.
Harry is a building engineer. He saw a job in the appointments pages of one of the
national papers. He made an application, sending in his CV (curriculum vitae — the
“story” of his working life) and a covering letter explaining why he wanted the job
and why he was the right person for it.

3. Selection procedures
Dagmar Schmidt is the head of recruitment at a German telecommunications
company. She talks about the selection process, the methods that the company uses
to recruit people: “We advertise in national newspapers. We look at the
backgrounds of applicants: their experience of different jobs and their educational
qualifications. We invite the most interesting candidates to a group discussion.
Then we have individual interviews with each candidate. After this, we shortlist
three or four candidates. We check their references by writing to their referees:
previous employers or teachers that candidates have named in their applications. If
the references are OK, we ask the candidates to come back for more interviews.

Finally, we offer the job to someone, and if they turn it down we have to think



again. If they accept it, we hire them. We only appoint someone if we find the right

person.”

1. Onpenenure, siBJsieTCs JIM yTBEPKAEHHE:

a) HCTUHHBIM
b) mokHBIM
C) B TeKkcTe HeT HH(pOPMAINH

1. A company may recruit employees directly or use outside recruiters,
recruitment agencies or employment agencies.

2. In life of any person there is a moment when he must take a very important
decision — to find a job which will bring satisfaction and money simultaneously.

3. Harry, a building engineer, found a job in the appointments pages of his
local newspapers.

Buecure Bamu oTrBeThl B TA0JIMILY

1. 2. 3.

I11. HaiiguTe Jiekcnueckue IKBUBAJIEHTHI K BbIPAKEHHSIM U3 TeKCTA.
IlepeBenuTe cjiI0Ba U BbIPaKeHHsI U3 MEPBOI0 CTOJI0MKA HA PYCCKHUIA
si3bIK. BHecuTe Bamm oTBeThI B TA0 MLy,

1) company a) a person who is applying for a
position

2) to hire b) a number of persons united for
business or commerce

3) qualification c) activities that people do for
themselves or for other people to satisfy
their wants

4) to appoint d) to employ someone




5) CV (curriculum vitae) e) the process of choosing one person or
thing from a group

6) applicant ) a document that gives details of a
person's experience and qualifications

7) selection g) an examination passed at school or
university

8) recruitment h) to name or assign to a position

9) covering letter 1) the process of finding people for
particular jobs

10) services J) a letter written to en employer in
response to a job advertisement

IV. Onpeaesure OCHOBHYIO H/I€I0 TEKCTA .

a) Individual interviews with applicants
b) The process of finding people for particular jobs
c¢) Advertising for vacancies

V. Pacnosoxure ¢pa3sl aUajJ0ora B NPAaBWIBLHOH IOC/IEA0BATEIbHOCTH
(coenmaute uuPpsl W OykBbl). BHecute Bamm otrBerbl B Ta0JHIY.
IlepenummnTe AMAJ0r B NPABUJILHOM MOPSI/IKeE.

Steve Marshal and Ben Long work for an engineering company. Steve has
just returned from London, where he was at the trade fair.

a) Hi, Steve. Excellent. We made some good contacts.

b) Ihope so. We’ve had some good news this week.

c) No, we didn’t get any contracts. But I’m sure, we’ll get some soon.
d) Hello, Ben. How was the trade fair in London? Any contracts?

e) Contacts? I asked if you’d got some contracts.




VI. PacnoJsoxkure 4YacTH [1eJIOBOI0 MNUCbMa B I[PABUJIBHOM IOPSIKe
(coequnute OykBbl U UMQpbI). BHecute orBerbl B Tadimuy. Ilepenmnmure
NMCbMO B IPABWIBHOH MOCJIEI0BATEILHOCTH.

a) | am writing to apply for one of the positions as salesperson which you
advertised in the Evening Standard on May 23. | am particularly interested in
working for a company which can provide me with sales experience. | look
forward to receiving your reply.

b) William Ketterling
Personal Manager

Yule and Campbell UK Ltd
Unity House

57 London Road

Reading RG6 1UH

C) 24 Belsize Gardens
London NW3

25 May

d) Yours sincerely,
Helen Wilcox

e) Dear Mr. Ketterling,

1. 2. 3. 4. S.
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