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1. Onucanue nokasartesei (1eCKPUNTOPOB) M KPUTEPUEB OLlCHUBAHUS

KOMIIETEHUIUI HA Pa3JIMYHbIX dTanax ux popmupoBanus

KonTponb kadyecTBa OCBOGHMSI NUCUMIUIMHBI (MOZYJs) BKJIIOYAaeT B ceOs TEKYIIMi KOHTPOJb

YCIEBAEMOCTH U MPOMEXKYTOUHYIO aTTeCTalM0. TeKyIuil KOHTPOJIb YCIIEBAEMOCTH U MPOMEXKYTOUYHAs

aTTeCTanuAa 06yqa10mnxcs1 OpoBOAATCA B  LCIAX  YCTAHOBJICHUA  COOTBCTCTBUMA

JTOCTUKEHUU

00y4Jaronuxcsi MO3TAMHBIM TPEOOBaHUSAM 00pa30BaTEIIBHONW MPOTPAMMBI K pe3yibTaTaM OOy4deHUs W

(dbopMUpOBaHHSI KOMITETEHIUH.

_ Kpurepun B coorBercTBUU ¢ ypoBHEM ocBoeHus Ol 5
E EZ TR
S &
% 5 E MOPOTOBBIH CTaHJapTHBIN STaJIOHHBIN ;;5 ‘:’( E‘ g
E s & (Y1OBIIETBOPHUTEIHHO) (xopo1o) (oTIYHO) o 2 % 1]
5|28 55-69 Gamion 70-84 Ganna 85-100 Gaio 893 E
z | B X 5
N
OCHOBHBIE€ OMPENIEICHUS] CTPYKTYPY JI€IOBOTO | OCHOBHBIE npaBuiia
MOHSATHA © TEPMHHOB MHUChMa U | CO3IaHUsI TTHUCHMEHHOTO
JICIIOBOTO  AHTJIMMCKOTO OCOOGHHOCTH  CTHJIA | TeKCTa  pedepaTUBHOTO
- SI3bIKA B pamMKax, oUIHATbHBIX U | Xapakrepa,
s M3y4aeMOoro MaTepuana. | Heo(UIIUAIbHBIX TEPMUHOJIOTHIO u
i MTHICEM. OcCHOBHBIE | KYJIBTYPY MBIIIICHUS B
& NpaBuiia  HANMCAaHMsA | JETOBOI chepe.
< pe3rome, JIETIOBOTO
o HHCHMA. &5
< CaMOCTOSITEIIBHO paboTaTth C JIEJOBOH | MOANEPKUBATH Oeceny o §
3 pacmmpsATh U | JOKyMEHTalHuen U | IEJIOBOM TeMaTuke, g
:ﬁ 4 YIIIyOJIATh TOYYEHHBIE | CIPABOYHBIMHU VUHUTBIBasi ~ OCOOEHHOCTH| g
o~ | 2 3HaHUS, MOJIb3YSICh | MaTepuaiaMmu MEXJITMYHOCTHOT'O H =
< |7 pa3IMYHBIMU TEMaTUYECKON MEXKYIbTYPHOTO é
g; HMCTOYHUKAMHU HaIpaBJIEHHOCTH. oOmIeHwMs. »
< nH(pOpMaIuu.
= HaBbIKAMU nepeBojia | HaBbIKAMM  TPAMOTHO | HAaBBIKAMM OpraHU3aluu U
pi (53 (0):10)% MMcarth, JIOTUYHO | TIPOBEICHHS JIETIOBBIX|
2 KOPPECHOHICHIIUH C | M3naraTh MBICTU U | BCTpeY, dbopymoB,
§ aHFHHﬁSKOFO si3bIKa Ha | 0OPMILITH Mpe3eHTalNN C
o PYCCKHUH M C PYCCKOTO | 3JIEKTPOHHBIE MHUCHbMa, | UCIIOJIb30BAHUEM HAaBBIKOB
Ha aHTJIMACKUH. BECTH JIETIOBYIO | J€IOBOTO aHTJINICKOTO
KOPPECTOHICHIINIO. S3BIKA.
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2.1. Kpurepun ¥ mKaJjbl OLeHUBAHUS Pe3yJbTATOB 00y4eHHs] NPH NMPOBEACHUN TEKYIIEro

KOHTPOJISl yCTIeBAeMOCTH




Texymuii KOHTpOJb TpeAHA3HAUYEH JUII TPOBEPKH XoJa M KadecTBa (HOpMUpOBaHUS
KOMIIETEHIMH, CTUMYJIMPOBAaHUS Y4eOHOH paboThl 00y4aeMbIX W COBEPIICHCTBOBAHUS METOIUKHU
OCBOCHHSA HOBBIX 3HaHHI>'I. OH O6€CH€‘-II/IB3.GTC$I HpOBGI[eHI/IeM CeMI/IHapOB, OILICHUBAHUEM KOHTpOJILHBIX
3aJ]aHui, MPOBEPKON KOHCHEKTOB JEKIMH, BBINOJIHEHHUEM HWHIMBUIYAIbHBIX M TBOPYECKHUX 3aJIaHHIA,
MIEPUOIMYECKUM OMPOCOM O0yJarommxcs Ha 3aHATUAX. KoHTponmpyembie pa3aebl (TeMbl) AUCITUTITHHBI

(MOmys1), KOMIIETEHITUH B OIICHOYHBIC CPEICTBA MPECTABICHBI B TAOJIHUIIE.

Kon xonTponupyemoit

No KoHTponupyembie pa3aeinst (TEMbI) KOMIETEHIUU HaumenoBaHue 011eHOYHOTO
/T JTUCITUTUTAHBL (MOJTYJIsT) W/WJY HHIAKATOPBI cpenicTBa
KOMIICTCHIINH
1 Management (MeHeuncMF:HT) ' IIpe3eHTaLS
Managerial skills. Business Etiquette] VYK-4.1 TECTHPOBAHHE
and Dress Code. TIePEBOJ TEKCTa
The Main Leadership Styles. VK-4.2
2 Marketing (MapkeTuHr
ne (Map ) YK-4.3 TECTUPOBAHUE
Marketing Today. €KJIAMHBIN POJHK
Advertizing. VK-4.4 P P
3 |Business Cooperation ([lemoBoe
COTPYAHUYECTRBO. YK-4.5 TECTUPOBAHUE
Joint Ventures. KPYTJIBINA CTOJ
Skills of Negotiating. YK-4.6
4 Business Correspondence (/lenoBas VK-4.7 KOHTDOJIBHBII
KOPPECTIOH/ICHITH) HePEBOI IET0OBOIO
Business Letters. Business contracts. YK-4.7 TEKCTa

Kputepun u mkaja oneHuBaHUs Npe3eHTaluil

Pasaea 1. Business Dress Code.
Business Etiquette.

Onenka Hassanue kpurepus OneHuBaemMble NapaMeTpsl
Tema npe3eHTanmu CooTBeTcTBHE TEMBI ITporpaMMe yueOHOTO TIpeIMeTa, pasena
JIMgaKTHYeCcKue u CooTBeTCTBHUE LIEIEl TOCTABIECHHOI TEME

MeToaudeckue e u | JlocTrKeHne MOCTaBICHHBIX IejIeH 1 3a1a4
3a/1aud MPE3CHTAIINHI

GATTCHONY Brinenenune CoOOTBETCTBHE 1IEIIM U 3aaUyaM
OCHOBHBIX U1 ConepxaHue yMO3aKIIOUEHUN
MpEe3eHTALUN BbI3bIBAIOT JIM MHTEpEC Y ayAUTOPUH
KonuuecTBo (pekoMeH1yeTcst Al 3alIOMUHAHUS ayIUTOPUEN HE
oonee 4-5)
Conepxanue HoctoBepHas wuHpopManusi 00 HMCTOPUUYECKUX CIpPaBKax M

TEKYIINX COOBITHSIX
Bce 3akiroueHsl MOATBEPKACHBI TOCTOBEPHBIMH HCTOUYHHKAMH
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SI3BIK U37105KE€HUS MaTepuaa IOHITEH ayJUTOPUU
AKTYaJIbHOCTb, TOYHOCTb U ITOJIE3HOCTD COIEPKaHUS

[TonGop nabopmanmu | ['paduueckre WITIOCTPAIIUN IS PE3SHTAITIH
TSt co3nanus mpoekTa | CtaTucTuka

— Ipe3eHTalun Juarpammsl u rpaduku

DKCIEPTHBIE OLEHKHU

Pecypcel UHTEpHET

ITpumepsr
CpaBHeHUS
IMutate! u T.1.
ITonaya marepuana XpoHonorust
IpOEKTa — IIpuopurer
IIPE3EeHTalNN TemaTnyeckas Mociaea0BaTeNbHOCTD

CTpyKTypa 10 NPUHIMITY «IIPOOJIeMa-peIIeHUE)

Jloruka u nepexoipl OT BCTyIUIEHUS K OCHOBHOM YacTH

BO BpEMS ITPOEKTA — Ot o1HOM OCHOBHOM Hieu (YacTH) K APYrou

Mpe3eHTALUN Ot ogHOrO claiiia K Apyromy
I'mnepcceslnku

3aKII0uYcHUE SIpkoe BbICKa3bIBaHUE - MEPEXO/]T K 3aKIFOUCHUIO
[ToBTOpEHKME OCHOBHBIX LIEJICH U 3a/1a4 BHICTYILJICHUS
BriBonl

ITonsenenne NTOoros
KopoTkoe u 3anomuHaronieecst BbICKa3bIBAaHHE B KOHIIE

Huzaitn npe3entamuu | [pudt (untaemocTs)
Koppektro nu Be1Opan 1BeT (hoHa, mpudTa, 3aroI0BKOB)
DJIeMEHTEI aHUMAaIlUHA

TexHuueckas 4acTb I'pammaruka
[Toaxonasiuii cioBapb
Hannuane ommboK npaBonucanus U Oe4aTok

«HEC 3a4TCHO»

Brinonnenue menee 60% olieHMBaEMBIX MTapaMETPOB

Pa3nen

Kpurtepuu u mkajna oneHUBaHUsI TECTUPOBAHUS

1. Test. Would You Make a Good Manager?

Pa3nen 2. Test. Marketing.
Pasnen 3. Test. General Business.
Onenka Kpurepuii onieHkn
«3aYTCHOY Brinonaenue 6onee 60% TeCTOBLIX 3aMaHui

«HEC 3a4YTCHO»

Brimonnenune meHee 60% TecTOBBIX 3aMaHUNA

IIpumepHBbIe TEeMBI 7151 IPOBEICHUsI KPYIJIOTO CTOJIa

Pa3nen 3. 1. IleperoBopsl ¢ 3apyOeKHBIMH MAPTHEPAMHU O CO3JJAHIH COBMECTHOTO MPEATPUSITHSI.
2. OcoOeHHOCTH BEACHUS CEMEHHOTO OM3HECA: TUTFOCHI U MUHYCHI.

OneHka Kputepuii oneHkun
OOyuaromuiics TOJIHO U3JIaraeT U3y4eHHbBIH MaTepua, 1aéT MpaBUIILHOE ONPECIICHHE
«GAUTCHON MOHSITHIA, OOHAPYKMBAEeT MOHMMAaHNE MaTephalia, MOXKEeT 00OCHOBATh CBOU CYXKJICHUS,
NPUMEHUTh 3HaHHS Ha MPaKTHUKe, MPUBECTH HEOOXOIUMbIE MPUMEPHI HE TOJBKO IO
y‘-Ie6HI/IKy, HO )41 CaMOCTOATCIIBHO COCTAaBJICHHBIC, nusjaract MaTcpurall
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MOCJIEZI0BATENHHO U MPABUILHO C TOYKU 3pEHUS] HOPM JIMTEPATYPHOTO SI3bIKA.

«HEC 3a4YTCHO»

OOyuaromuiics 0OHapyKMBaeT He3HaHUE OOJBIICH YaCTH COOTBETCTBYIOLIETO pa3jiena
U3y4aeMoro Marepuaia, J0nycKaeT olmuOKU B (OpMYJIMPOBKE MaTepHuaa.

Kputepun u mkajia oeHUBaHUS UHIAMBUAYAJIbHBIX TBOPYECKUX 3aIaHU I

Paszgea 2. [ToaroroBka peKkJaMHOr0 BUA€OPOJIUKA HA AHTJIMHCKOM sI3bIKeE.

OneHka Kputepuii oneHkun
OOyuaronuiics TpPaBUIBHO BBIMOJHWII HHIMBUAYAJIbHOE TBOPYECKOE 3a/laHHe.
«3aUTEHO) [Tokazan oTnMyHBIC BIAJACHUS HaBBIKAMU MPUMEHEHHS TTOJTYYCHHBIX 3HAHUW U YMEHHUI

IpY pelIeHny NPo(ecCHOHANBHBIX 337a4 B paMKaX YCBOGHHOTO Y4eOHOro Marepuaa.

«HEC 3a4YTCHO»

[Tpu BBITTOJTHEHUH
IPOJEMOHCTPUPOBAJI HEAOCTATOYHBIN YPOBEHb BIAJCHUS YMEHUSIMH U HaBbIKAMU IIPU
peleHnH Npo(ecCHOHANBHBIX 33aJad B PaMKax YCBOCHHOIO y4eOHOro marepuaia.
JlonymeHo MHOKECTBO HETOYHOCTEH.

WHIUBUTYJIBHOTO TBOPYECKOTO 3aJaHus CTYJICHT

Kpurepun n mkaja oneHuBaHus (KOHTPOJIbLHOI0) NepeBoO/ia TEKCTA

Pa3nea 1. Business Dress-Code.
Management In Education.
Pa3nen 4. Business Letters.
Onenka Kpurepuii onieHkn
[Ipu odopmileHUM THCEMEHHOTO TMEPEeBO/a JIEJIOBOIO TEKCTa OOyYaroIIuics
COXPaHHUII CTPYKTYPY OPUTHHAIBLHOTO TEKCTa (3aroJIOBKH, MOJ3arojIOBKHU, ab3arlbl),
«GAUTEHOY ero rpadudeckue ocooeHHOCTH. [lepeBo/; SKBUBAIICHTEH U B HEOOXOJUMBIX CIydasx

OCYHICCTBJICHA MparMaTuucCKas ajarTaius. KOMMYHI/IKaTI/IBHaH 3a1a4a BBIIIOJIHCHA.
Co0J1r0/ICHBI HOPMBI TIEPEBOISIIETO A3bIKA. TEPMUHOIOTHS HCIIOIb30BaHa MPABHIBLHO
1 eIMHO00pa3Ho.

«HEC 3a4YTCHO»

[Tpu BBITIOJHEHWW MHCBMEHHOTO MEPEBO/Ia JIEJOBOTO TEKCTa CTYIEHT HE COXPaHHII
CTPYKTYpPY OPUTHHAILHOTO TeKCTa. [IpogeMOHCTpHUpOBal HEOCTATOYHBIN ypPOBEHD
BJIaJICHHsS] HaBBIKAMH aJCKBAaTHOTO SKBHBAJCHTHOTO TIepeBoja. [IparmaTmueckas
ajanrtanus UCHoib3oBaHa cnabo. JlomymieHsl (akTHdeckwe OIMMOKH, TOTeps
WHPOPMAIINHY, CTUIHCTUYECKUE TTOTPEITHOCTH.

2.2. Kpurepuu u

aTTeCTalluu

IIKAJbl OLICHUBAHMS Pe3yJ1bTATOB 00y4YeHHUsI NPHU NPOBEJACHUHN INPOMEKYTOYHOM

[TpomexyTouHasi arTecTanusi MpeaHa3HAuYeHa JUIsl ONPE/IETICHUsT YPOBHS OCBOEHHUSI BCETO 00beMa

y4eOHOU JUCIUTUTMHBI

(mMomymnst). [l OLIEHWBAHUS PE3YJbTaTOB OOYYEHHS TpPU TMPOBEIACHUU

MIPOMEKYTOUHOW aTTECTAIlMH UCTIONb3YyeTCs 4-0alIbHast IKaa.

OcHOBHBIC BHUABI CUCTEM OLICHHUBAaHUA

EBponeiickas 100-6annpHas 4-0amnpHas 2-0amnpHas
A 94-100
A- 90-94
OTJINYHO
B+ 85-89




B 80-84 3a4TCHO
B- 75-79
XOpOIIOo

C+ 70-74

C 65-69

C- 60-64

YAOBJICTBOPUTCIBHO
D 55-59
F 50-54 HEYJIOBJIETBOPUTEIBHO HE 3a4TEHO
3. Tunosbie KOHTPOJIbHBIC 3a1aHUA WM HHBIC MaTECPHUAJIbl, HCOﬁXOI[I/IMLle JJIA

OLICHKHU 3HAHUI, YMEHHI, HABBIKOB U (MJIM) ONBITA AEATEeJbHOCTH,
XapaKTepu3yIuX 3Tanbl GopMHUPOBaHUS KOMIIETEHIUI B IIpoLecce 0CBOCHUSA
00pa3oBaTeIbHOI MPOrPaMMBbI

3.1. OueHouyHbIe CpPeACTBAa TEKYIIEro KOHTPOJISA yCIIeBAeMOCTH
Pa3nean 1. [lepeBoa ciaiigoB npe3eHTannu «J{pecc-Koa 1eJI0BOT0 YeJI0BEKa)

Caaiin 1. [Ipecc ko 1e/10BOro 4ei0Bexka
Jpecc-kox — popma onex b, TpeOyeMast Ipy MOCEIIEHUH OTPEACTICHHBIX MEPOTIPHITHH HITH
JUIsl pabOTHI B KOHKPETHOU (upMme.

Caaiig 2. IlpaBuia 3Tukera A5 1€JI0BOT0 YeJIOBEKA
* JlemoBoi 3THKET — 3TO YCTAaHOBJICHHBIN TOPSIOK MTOBEACHUS B c(hepe OM3HEca U JEITOBBIX
KOHTaKTOB.
*  DTHKET SBJISIETCS OJHUM U3 ITIaBHBIX «OpYyIui» (POpMUpPOBaHUS UMUIKA.
* Xopoure MaHepbl TPUOBLIBHEI.

Caaiin 3. U3 yero xe ckj1aJbIBaeTCs epBOe BrevyaTjeHue?
* KananoB nonyueHust ”HpOpMAIMU BCETO TPU U BOT KaK OHU pacIpeeNsIFoTCs:
*  55% neBepOanbHBIN (BHEIIHUN BHUJI, MaHEpa MOBEACHHUS, KECTUKYIISALMS U MUMHKA).
*  38% BOKaJIbHBII (TOH rojioca, MaHepa pa3roBopa).
* 7% BepbanbHbIii (To, YTO MBI TOBOPUM).
Harm BHenHU# BUT HeCeT OCHOBHOM MOTOK WH(OpMAIUHU O HaC.
Heynauno nmomoOpaHHbIi UMUK pa3pyllaeT Balllk 3aMbICIBL.

Caaiig 4. KopnopaTuBHBIi Apecc-KOA MOKeT ObITh NPeICTaBJIeH PA3HBIMH CTHJISIMM:

*  CB0OOAHBIN CTUIIb — COTPYIHUKH PEIIAIOT CaMU, B UEM IPUXOJIUTH Ha paboTy.

* Casual (HedopmanbHBIBIM CTHIB) — YyIOOHAas W TPAaKTUYHAs TOBCEAHEBHAs OJCXK[a,
pa3pemaTcs JHKUHCHI U ITyJIOBEPbI, MUKaKW 0e3 TaJICTyKOB.

* JlenoBoil cTuib — (opManbHBIE KOCTIOMBI CTPOTOTO IMOKPOSl W PAaCIBETOK, 00s3aTelbHbIE
TAJICTYKH JJI1 MY)KUYMH, MUHUMYM aKceccyapoB, CKPOMHBbIE YKpalieHus. B mociennue rofsl
HOMYJSIPHBIMH CTaJIM MOcia0IeHus, JoIycKaeMble B JIeloBoM cTtuie no nsatHunam Free Friday
nnn  Casual Friday: Tem, y KOoro He 3alUlaHMPOBAaHBI BCTPEUYM C KIMEHTAMH, pa3pemiaeTcs
oIeBaThCs Oosiee CBOOOIHO;

* Vaudopma — BCE€ COTPYAHHMKH OJIEBAIOTCS B CHEIHAIBHO pa3paboTaHHYIO (GUPMEHHYIO
OJICKITY.


http://ru.wikipedia.org/wiki/%D0%9E%D0%B4%D0%B5%D0%B6%D0%B4%D0%B0
http://click01.begun.ru/click.jsp?url=4vrJyBIaUVOwp45HUlkT8nOpmBwv8cW8v1gZy7CK3T5f7QlkdCslGJvMiOZxbaROHUCPMIrVLNKTMu*CGupeUm5mFsxBiXSAv9koYVguPFGRsztPFexmoCBfpSrmiKWRvjh-vNvypE-Qskqt1vxtC*CuiffaN3H1T2-578AuG8QekxV67u*1qjyKNsegKVOGzjbRe6R7Qn89bsbXxjRux4QsqXhgQO5Cnc-saORyUsV6SjcIhSNxfkxbay45mSqLPxlQU9rKHYuTD58oRvluLiiLJ*wG2EMEdBK90rJpz0NSwzUFlrna72TJUuRhqpV8IGsIY6iKtqI2E-ZpFbOo-vMncNQ6-siJ*KlfjhWBOEekX4yOUqBXIHDjqVME7n1Em5kAMts9R4xlUrxTiH43gDwMU4VRUodfBZ0RmtMDjoVoBSKCMDwRVKi1DHbfZsoeuImIF08Nl8EIr4s7N3RuAb7K3hInrAgKAP5wTwDw3VKhhQLwYJV0vcHYSb6OIwY431L942VXlulPqE0cas93kA

Caaiig 5. Kak q1o/keH BbITJIS/AeTh 1€J10BOM MYKYMHA?
*  COJHMJHBIM U YBEPEHHBIM B ceOe;
*  JICTIOBBIM M IIPUBIIEKATEIBHBIM;
*  MOpPSAAO0YHBIM, BHYHIAIOIUM JI0BEpPUE;
* He 0e3 mpeTeH3UH Ha DJIETaHTHOCTD.

Caaiig 6. Buenrnuii Buj 1€J10BOro 4eJI0BeKa
* KocTioMm — BU3UTHAs KapTOUYKa JICIOBOTO YEJIOBEKa.
*  AKKYypaTHOCTb U MOATSIHYTOCTb B OJIEKJIE YaCTO aCCOLMUPYIOTCS C OPTraHU30BAHHOCTHIO B
paboTe, ¢ yMEHHEM IIEHUTH CBOE M UYKO€ BpeMsl.
PaCXJISI6aHHOCTB — CHHOHUM CyeTJ'II/IBOCTI/I, 38.6LIB‘II/IBOCTI/I.

Caaiin 7. OducHasi MoJa TOTAJIUTAPHA
*  Yenosek, U1 KOTOPOTO OU3HEC — cephe3Has paboTa, YIUTHIBACT BCE HIOAHCHI,
CIOCOOCTBYIOITHE YCIIEXY.
*  VYBepeHHYIO MOXO/IKY, BEIPa3UTEIIbHBIE KECTHI, TOOPOKENATENbHYIO YIABIOKY U IPyrHe He-
BepOaJIbHBIE CUTHAJIBI ITPEYCIIEBAIOIETO JIEIOBOTO YEJIOBEKA OKPY>KAIOIIHe BOCTIPUHIUMAIOT KaK
JIOJDKHOE.

Ilpumepnvie memul 013 npoedeHUs KPyei020 cmona

Pasznea 3. 1). [leperoBopsl ¢ 3apy0esKHbIMU IAPTHEPAMHU O CO3JAHUM COBMECTHOIO MpeAnpPUsITHSA.
OcHOBHbBIE TPABUJIA €JIOBOI0 3TUKETA BO BPeMs NEPeroBOpPoOB.
Jlyst 6onee 4eTKOM apryMeHTalMK 10 YKa3aHHOMY IPEIMETY, UCTIOJIb3YUTE TEKCT
“Business Negotiation Etiquette”.

Business Negotiation Etiquette

Business negotiations can be a tricky balancing act. You don't want to push so hard that you
unintentionally drive business away, but you also don't want to come on so soft that you appear to lack
confidence and fortitude. Landing projects and finalizing business contracts takes a fair amount of gusto.
By following proper workplace negotiation etiquette, you avoid stepping on toes and keep goals in
perspective so you don't over commit or overpay.

1. Stay Genuine and Respectful

Keep a respectful attitude toward investors and business contacts, regardless of whether you're able to
solidify a deal. This is the No. 1 rule of etiquette. Even though negotiation might require you to firmly
state your position or valiantly persuade others to support your goals, it's not time to jest, ridicule,
complain, attack or belittle. When you negotiate, you're not just selling a product, promoting an idea or
marketing your services -- you're selling yourself. You want investors and potential partners to see you as
a sincere, honest, and likable person who is approachable and easy to work with. Express sincere
gratitude, stay humble and don't beg for financial resources. The goal is to prove that not only are your
products valuable, but your skills, passions and expertise are worth the investment.

2. Be Patient and Listen
Take time to listen. You might feel like you're on the hot seat -- especially if your boss says you're on the
line to make the negotiations work — but don't rush the process. If you don't take time to listen to other
viewpoints, goals and intentions, you might make wrong assumptions. Ask questions, such as "What are
you hoping to get out of these negotiations" or "How do you think our company can help you meet your
goals?" Take time to listen, even if it tests your patience. You'll likely learn something important in the
process that could help you finalize a win-win contract.



3. Stick to Your Bottom Line

Always know your bottom line before entering business negotiations. Otherwise, you'll waste everyone's
time if you have to terminate the meeting to rethink your options. Plus, you don't want to get swept away
in the process and overbid or oversell. You want to make financial decisions, including offers and counter
offers, based on realistic numbers, not emotions, suggests marketing expert Jerry Jao in a 2013 "Forbes"
article. For example, if you're trying to get a business loan or financial support from investors, be honest
about how long it will take you to pay back the funds. Or, if you're trying to buy out a competitor, offer a
fair market value and stick to it.

4. Know When to Back Down

Be polite and back down if negotiations become heated. Angry words and threats damage the negotiation
process and often force business associates to respond defensively. Business negotiation etiquette always
trumps ugly deal-making. Try to re-establish common ground, review similar goals, and avoid being
competitive or argumentative. The main objective of business negotiation is to find solutions that satisfy
both parties. No one wants to feel like he got the raw end of the deal. Don't offer ultimatums or try to trap
the other party in a corner. You'll come across as unprofessional. If you've approached negotiations from
every angle and no resolution is in sight, be prepared to walk away with your head held high.

5. Observe International Business Etiquette

Research cultural norms before engaging in international negotiations. Most countries have specific
guidelines that govern business negotiations, and you don't want to risk offending anyone. For example,
in negotiations with Chinese associates, rank is extremely important. Your senior staff members should
always sit across from senior-level Chinese associates. Only the senior Chinese negotiator will speak, so
you may want to appoint one person from your team to do most -- if not all -- of the talking. In China,
being late for a meeting is seen as disrespectful and insulting. When working with French business
associates, stick to a rigid agenda but retain a welcoming tone. Expect probing questions and follow up
with intellectual details to support your proposal. Be clear, concise and well-prepared to earn respect.

2). OcoGeHHOCTH BeleHHs CeMeliHOro Ou3Heca: IIIChl 1 MUHYCHI. 11 apryMeHTanuu
CBOEH MO3UIINH, UCTIONB3YyHTE HHGOPMAITHIO TEKCTOB 1-2.

Text 1. Family Business

Family business is the oldest and most common model of economic organization. The vast
majority of businesses throughout the world — from corner shops to multinational publicly listed
organizations with hundreds of thousands of employees — can be considered family businesses. Based on
research of the Forbes 400 richest Americans, 44% of the Forbes 400 member fortunes were derived by
being a member of or in association with a family business.

The economic prevalence and importance of this kind of business are often underestimated.
Throughout most of the 20th century, academics and economists were intrigued by a newer, “improved”
model: large publicly traded companies run in an apparently rational, bureaucratic manner by well trained
“organization men.” Entrepreneurial and family firms, with their specific management models and
complicated psychological processes, often fell short by comparison. Privately owned or family
controlled enterprises are not always easy to study. In many cases, they are not subject to financial
reporting requirements, and little information is made public about financial performance. Ownership
may be distributed through trusts or holding companies, and family members themselves may not be fully
informed about the ownership structure of their enterprise. However, as the 21st-century global economic
model replaces the old industrial model, government policy makers, economists, and academics turn to
entrepreneurial and family enterprises as a prime source of wealth creation and employment. In some
countries, many of the largest publicly listed firms are family-owned. A firm is said to be family-owned if
a person is the controlling shareholder; that is, a person (rather than a state, corporation, management
trust, or mutual fund) can garner enough shares to assure at least 20% of the voting rights and the highest
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percentage of voting rights in comparison to other shareholders. Some of the world's largest family-run
businesses are Walmart (United States), Samsung Group (Korea), Tata Group (India) and Foxconn
(Taiwan).

The "Global Family Business Index" comprises the largest 500 family firms around the globe. In
this index — published for a first time in 2015 by Center for Family Business University of St. Gallen and
EY — for a privately held firm, a firm is classified as a family firm in case a family controls more than
50% of the voting rights. For a publicly listed firm, a firm is classified as a family firm in case the family
holds at least 32% of the voting rights.

Family owned businesses account for over 30% of companies with sales over $1 billion. In a
family business, two or more members within the management team are drawn from the owning family.
Family businesses can have owners who are not family members. Family businesses may also be
managed by individuals who are not members of the family. However, family members are often
involved in the operations of their family business in some capacity and, in smaller companies, usually
one or more family members are the senior officers and managers. In India, many businesses that are now
public companies were once family businesses.

Family participation as managers and/or owners of a business can strengthen the company because
family members are often loyal and dedicated to the family enterprise. However, family participation as
managers and/or owners of a business can present unique problems because the dynamics of the family
system and the dynamics of the business systems are often not in balance.

Text 2. Problems of Family Business

The interests of a family member may not be aligned with the interest of the business. For
example, if a family member wants to be president but is not as competent as a non-family member, the
personal interest of the family member and the well being of the business may be in conflict.

Or, the interests of the entire family may not be balanced with the interests of their business. For
example, if a family needs its business to distribute funds for living expenses and retirement but the
business requires those to stay competitive, the interests of the entire family and the business are not
aligned.

Finally, the interest of one family member may not be aligned with another family member. For
example, a family member who is an owner may want to sell the business to maximize their return, but a
family member who is an owner and also a manager may want to keep the company because it represents
their career and they want their children to have the opportunity to work in the company

[IpumepHbIe TecTOBbIE 3aJaHUS 110 TMCUHUIJIMHE
Paszgea 1. Tect. Management

Test yourself. Would you make a good manager?

1. If there's an unpleasant job at work that has to be done, I would

do it myself.

give it as punishment to someone who's been goofing off.
hesitate to ask a lower-level employee to do it.

ask someone to do it.

o o o e

2. If my boss criticizes me, I would
a  feel bad.

b show the boss where he or she is wrong.



C
d

try to learn from the criticizm.
apologize for being stupid.

3. If the employee wasn’t working out, I would

o o o e

give him or her room to make a big mistake.

do everything I could to help the employee.

put off firing the employee as long as possible.

get rid of the employee as quickly as possible if the person isn't any good.

4. If my salary increase wasn’t as large as I thought it should be, I would

o o o e

tell the boss in no uncertain terms what to do with it.

keep quiet.

say nothing but show my dissatisfaction to the boss in some other ways.
ask the boss why it wasn't larger.

5. If alower-level employee continued to ignore instructions after I have told

the person for the third time, I would

try to give him or her something else to do.

keep telling the employee until the job was done right.

tell the employee that if he or she doesn't do the job right the next time, there
won't be a next time.

try to explain what I want in a different way.

6. If the boss rejected a good idea of mine, I would

o o o e

ask why.

walk away and feel bad.

try to bring up the idea again, later.
think about joining the competition.

7. If a co-worker criticizes me, I would

o 6 o e

give the co-worker back twice the dose he or she gave me.
avoid the co-worker in the future.

try to determine whether the criticism had merit.

worry that the co-worker didn't like me.

8. If someone told a joke that I didn’t understand, I would

o o0 o e

laugh with the rest of the group.

tell the person that it was a lousy joke.
tell the person that I didn't understand.
feel stupid.
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9. If someone points a mistake I’ve made, 1 would

sometimes deny it.

feel very guilty.

figure it's only human to make mistakes now and then.
dislike the person.

o o o e

10. If someone working for me were to foul up a job I would

a  blowup.

b hate to tell him or her about it.

v discuss with that person the proper way to do the job and hope that he or she
would do it right the next time.

d  not give the person the job again.

11. If I had to talk to a top executive, I

a could’t look the person in the eye.
b would feel uncomfortable.

C would get a little nervous.

d  would enjoy the interchange.

12. If a lower-level employee asked me for a favour I would

a sometimes grant it, sometimes not.
b  feel uncomfortable if I didn't grant it.

c  never grant any favours if I could help it so I wouldn't set a bad precedent.
d always give in.

How did you rate? Give yourself a point for selecting the following answers:

1 a 5 d 9 c
2 c 6 a 10 c
3 b 7 C 11 d
4 d 8 C 12 A
Here's how to score your potential as a manager:
10-12 excellent 67 Fair
89 good 6 or less poor

Pasznea 2. Test. Marketing
Choose the best word to fit the gap.

1. The company will be a new range of health foods over the next few months.
a  promoting c  competing
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b  Encouraging d  supporting

2. Although prices have remained for the past two years we are expecting a sharp rise
in the near future.

a still C  same

b  immobile d static

3. This particular of ice cream is supposed to contain very little fat.

a  name c label

b  brand d product

4.  Their products are only available through selected

a  outlooks ¢  outlines

b  outlets d outfits

5. The sales for the next few months is not particularly optimistic.

a  figures ¢ forecast

b  drive d trend

6. The advertising company have come up with a catchy new for the car.

a  slogan c image

b  saying d feature

7. It’s going to be difficult to break the Far East market but I believe it will become a
key market for us.

a  through c into

b up d down

8. We’re hoping that the new software package is going to make a big

a  effect ¢ influence

b  impact d mark

9.  Supermarkets often find point of sale very useful when introducing new products to
their customers.

a  displays c  presentations

b exhibits d  exhibitions

10. When deciding what kind of advertising to use it’s important to find out as much as possible about

your
a  companions c  competitors
b B competitions d components
Pa3nea 3. Test. Business Cooperation
1. You always have to make with prospective employers.

eye contact

eyes
12



chat

. What do you do? I work
by advertising
in advertising

advertising

" is a common way of saying "functions or features".
Functionality
Flavor

Scope

A is an outside company with whom your company has a business relationship.
bender
vendor

lender

. IBM provides a variety of networking for its clients.
salutes
solvents

solutions

. If you own a lot of stock in a company, you are considered one of its major
share keepers
share takers

shareholders

. In business, is either a period when some kind of machinery isn't working, or a slow period.
downtime
down period

sleep time

. One of our corporate objectives is to develop relationships with key customers.
static
strategic

strategy

. You have to be less competitive and more
cooperating
cooperation
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cooperative

10. Our goal is to provide customers with high-quality products at prices.
competitive
complete

competent

1.2. OueHOYHBIE CPeICTBA MPOMEKYTOYHOM aTTeCTAlMU
Ilepeuens meopemuueckux 6onpocos (0714 OUEHKU 3HAHUI HA 3a4ente):

I. Management
Explain the origin and the meaning of the term “Management”
Why management is universally necessary and important in any organization?
Characterize the main set of managers’ functions: planning, organizing, directing and controlling.
Describe the main principles of management in education.
Tell about managerial skills, such as technical, human (oral and written communication), and
conceptual.
6. Characterize the main leadership styles (autocratic, democratic, laissez-faire). Present the

NS

advantages and disadvantages of each leadership style.
7. Name the most important traits of leaders’ character (both positive and negative).
Tell about business dress code. Why is it so important for a successful businessman/woman?
9. Describe the rules how to dress for work and interviews. Speak on the symbols in business
clothes.
10. Make a report on the role of management in your life.

*

I1. Marketing

11. Speak of marketing as a new science.

12. Characterize the basic principles of marketing and its importance in the development of national
economy.

13. Explain why in this fast-changing world, competitors catch up more quickly than ever.

14. Try to prove that preferences that customers have for this or that product work nowadays for
shorter and shorter periods.

15. Do you agree that choice makes marketing work? Why? Give your own examples.

16. There is a well-known statement that multiple choice for the customer is the motor that drives the
marketing vehicle. If you agree with this statement, try to prove it.

17. Speak on the importance of marketing research and marketing strategy.

18. Explain the meaning of the term marketing mix (the 4 p’s). Describe the elements of a marketing
mix (product, price, promotion, placement).

19. Speak on 3 more elements of a marketing mix: people, process, physical evidence (the 7 p’s).

20. Tell about the main rules of making a TV commercial (advertising).

I11. Joint Ventures
21. Describe what a joint venture is. Name its characteristic features.
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22. Explain the meaning of the terms self-supporting and self-financing.

23. Do you agree that a foreign partner may repatriate his share of profit abroad?

24. Speak on the advantages of setting a joint venture in Russia. Does it help 1. To attract foreign
technology and foreign management experience? 2. To satisfy the requirements for the domestic
market? 3. To improve the export base of Russia and reduce irrational imports by means of import
substitution.

25. Describe the main steps of the application procedure to set up a joint venture.

26. What do we call “Foundation documents”?

27. Speak on the formation of a J.V.’s funds (authorized fund, reserve fund, research and
development fund) and the purpose of each of them.

28. Tell about the rules of profits’ distribution among partners and legal status of a J.V.

28. Speak on the art and skills of negotiations. What is necessary to know to be a success?

30. Describe a range of tactics, which can help to conduct negotiations.

Ilepeueny munosvix npakmuyeckux 3a0anuil (014 OUEHKU HABBIKOE u (unu) onvima
0esamenbHOCmU):

Pasznea 4. KonTpoabHasi padora.

IlepeBoa tekcra “What Is Educational Management”? Ha pycckuii sI3bIK.

Meaning:

While Education is the provision of a series of learning experiences to students in order to impart
knowledge, values, attitudes and skills with the ultimate aim of making them productive members of
society, Educational Management_is the process of planning, organising, directing and controlling the
activities of an institution by utilising human and material resources so as to effectively and efficiently
accomplish functions of teaching, extension work and research.

Nature and Scope:

The National Policies on Education concentrates on human resource development through education.
Education, therefore, must have more relevant curricula, be dynamic, and empower students to bring
about desirable social changes while preserving the desirable aspects of our existing culture.

The national developmental goals require the professional management of education to bring about the
effective and efficient functioning of educational institutions.

The scope of Educational Management is wide and includes the history and theories of management
science, roles and responsibilities of an educational manager along with the requisite managerial skills.
Educational Management focuses on: the study of theories of management science which define and
describe the roles and responsibilities of the educational manager and the development of managerial
skills; the study of educational planning at macro levels, its goals, principles, approaches and processes
and on institutional planning and educational administration at the micro level; decision making, problem
solving, communication, information management and effective team building. Planning of curricular and
co-curricular activities, curriculum and academic calendar Maintenance of school records, evaluation of
students’ achievement Effective allocation of financial resources and the planning of the budgets of
nstitutions.

Educational Management aims at: Achieving an institution’s objectives.
Improving the processes of planning, organising and implementing within the institution. Creating,
enhancing and maintaining a positive public image of the institution. Optimal utilisation of human
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resources (administrators, non-teaching staff, teaching staff and students).
Enhancing the efficiency and effectiveness of infrastructure.

Enabling job satisfaction.

Creating and maintaining a congenial and cohesive atmosphere
Managing interpersonal conflicts.

Improving interpersonal communication.

Building a relationship with the community.

The functions of Educational Management are largely based on Henry Fayol’s Principles of
Management. These functions can be encapsulated into the following 5 functions:

1. Planning: is the process of setting objectives and determining the actions in order to achieve them.
Planning is anticipatory in nature and sets priorities. It is proactive rather than passive. Planning asks the
following questions: What? When? Where? By whom? How? while following a series of steps:

Defining Objectives (setting objectives or goals). Determining the current status with respect to the
objectives (being aware of opportunities). Determining planning premises (analysing the situation for
external factors and forecasting future trends; generation of future scenarios). Identifying alternative (best
alternative to accomplish the objectives). Choosing an alternative (selecting the course of action to be
pursued). Formulating support plans (arranging for human and material resources). Implementing the plan
(action stage which also involves evaluation).

2. Organising: is the process of combining the work which individuals or groups have to perform with
facilities necessary for its execution such that the duties performed provide the best channels for efficient,
systematic, positive and co-ordinated application of available effort. Organising is characterised by:
Division of work or specialisation: Activities are assigned to different people who are specialists in that
area, for specialisation improves efficiency. Orientation towards goals: it harmonises the individual goals
of employees with the overall goals of the institution. Composition of individuals and groups: individuals
are grouped into departments and their work is coordinated and directed towards organisational goals.
Differentiated functions: the entire work is divided and assigned to individuals so that the organisation’s
objectives are achieved. While each individual performs a different task, each one also coordinates with
the tasks of others. Continuous process: groups of people with defined relationships with each other work
together to achieve the goals of the organisation. These relationships do not end once the task is
completed. Delegation of authority: the levels of hierarchy are determined and the span of control is
determined via formal relationships. Establishing a communication channel: for effective decision
making, coordination, control, supervision and feedback, motivation and redressing problems or
grievances encountered.

3. Directing: is the art or process of influencing people such that they willingly strive to achieve group
goals. It focuses on the development of willingness to work with zeal and confidence, provides adequate
guidelines to complete the task, and motivates individuals to achieve goals in a coordinated manner. It
also focuses on exercising leadership while determining responsibility and accountability.

4. Controlling: involves measuring and monitoring performance in accordance with plans and taking
corrective action when required. It establishes performance standards based on the objectives, measures
and reports actual performance compares the two and takes corrective or preventive action as necessary.
Thus controlling indicates the quantum of goals achieved, the extent of deviation from actual plans,
generates accurate information and requisite feedback. Thus controlling focuses upon the difference
between planned and actual performance. Controlling is especially concerned with the areas of
Institutional Budget (finance in terms of income and expenditure), Institutional Supplies (stationery and
material equipment), Library (maintenance and up gradation), Teaching-learning Process, Accounts and
School Records and Discipline (staff and students).
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5. Evaluating: is the process of measuring and assessing the achievement of objectives while providing
an insight into strengths and weaknesses and planning for future endeavours. Evaluation helps determine
the effectiveness of plans for both administrators and other people like teachers, staff, students and
parents, as also the extended community. It seeks to document the objectives that have been met and to
provide information to all concerned stakeholders regarding achievement, obstacles and corrective action
or improvements. Thus evaluation focuses upon Process (how is the plan being carried out), Outcome
(achievement of objectives), and Impact (effect of the plans initiated). In an educational setting,
evaluation of the following areas is carried out, namely, Goals and Objectives Content: Selection,
Validity, Relevance, Appropriateness Processes: teacher activities, pupil activities, instructional material,
teaching methods Outcome: Assessment and Feedback).

IlepeBoa Tekcra «O01Me NPaBUJIA BeleHUS 1eJI0BOH KOPPECIOHIeHIIUI)
HA AaHIJIMHCKUH A3BIK.

1. I[O COCTAaBJICHUS MHUCbMa OMPCACIIUTCCH C €r0 XapaKTCPpUCTUKAMU:

e TWUI THCHhMa (COMPOBOAWTENHHOE, TapaHTUIHOE, 3aKa3, HAMIOMWHAHWE, W3BEIICHWEe, W T. 1.,
MPEe3eHTAIIMOHHOE MMHChMO WJIM MPEIoJIarampiiee OTBET);
e CTEMEHb JOCTYIMHOCTH JUIS ajipecara (CMOKeTe JTU BbI U3JIOKUTh BCE HEOOXOJIMMbIE MOMEHTHI B
OJTHOM TIMCHhME WJIM TTOTPeOyeTCsl BTOPOE, YTOUHSIOMIEE);
e CPOYHOCTPH JJOCTABKH (€CIH MHCHMO CPOYHOE, TyUIlle OMPABUTH €T0 3aKa3HBIM JIMOO0 10
AJIEKTPOHHOU TOYTE).
2. OdopmitsaiiTe TUCHMO TIO CYIIECTBYIOIIUM MIA0JIOHAM, UCXOJI U3 €ro THIA, a TaK )K€ OMUpalTech Ha
I'OCT P 6.30-2003. «YHubuupoBaHHbIE CHUCTEMBI JOKyMEHTAIlMW. YHHUQHUIIMPOBaHHAS CHUCTEMa
OpraHU3aIMOHHO-PACTIOPSAUTEILHOM TOKyMeHTauu. TpeboBaHus K OPOPMIICHUIO TOKYMEHTOB.
3. JIroGoe emoBOe MUCHMO UMEET CIICYIONTYIO OOIIYIO CTPYKTYPY:
e HAWMEHOBaHUE OPTaHU3AIUU-OTIIPABUTEIIS,
e JlaTa HANMCAHUS;
e ajpec moiiyyaTensi, ykazaHue KOHKPETHOTO KOPPECIIOHCHTA;
e BCTYNUTEIbHOE OOpaIleHueE;
e yKa3aHHe Ha TEMY U LeJIb MHChMA;
e OCHOBHO TEKCT;
e 3aximroueHue (popMya BEKIUBOCTH);
e TOJNHUCH OTIPABUTEIIS;
e yKa3aHHe Ha MPUJIOKEHUE U PACCHUIKY KOMHIA (€CIIM TaKOBbIE UMEIOTCS).
4. ITpu NOATOTOBKE AETIOBOTO MHUChMa UCIIONB3yHTe TEKCTOBBIN peaakTop Microsoft Word:
e wucnosb3yiiTe rapHuTypy Times New Roman, kernp 12-14 n., MexxcTpouHblii maTepBa — 1-2 11.;
e HOMEpa CTPAHMUII MMChMa POCTABIISINTE BHU3Y C MPABOI CTOPOHBI;
e TIpM IMMEYaTH TeKCcTa Ha OyaHkax gopmara A4 ucmonp3yiTe 1,5-2 MEXKIyCTPOUYHBIX MHTEpBAA,
¢dopmara A5 1 MeHee — OIMH MEXIYyCTPOUYHbII HHTepBal. PeKBU3NTHI BCeria HAOUPAIOTCS yepes
OJIMH MEXJTyCTPOUHBIM HHTEPBAJL.
5. Eciiu BBI BBICTYyMaeTe OT UMEHU OPTaHHU3AIMU U COOMpaeTech OTMPABISThH MUCHMO B MEYATHOM BUJIE,
00s13aTeILHO UCTIONB3YiTe GUPMEHHBIN OJIaHK, TaK KaK ero Hamdue OyaeT BUSUTHOW KapTOYKOM Baien
Komnanuu. OTHecHTeCh K 0(OpMIICHUIO O(QUITHATEHOTO OJlaHKa ¢ 0c000# TIIATENbHOCTBIO, 3TO YMEHUE
JTOJDKHO OBITH 00s13aTEIBHBIM JIJIS JTIOOOTO O(DHCHOTO COTPYTHUKA.
6. Ilpu MeXIyHApOMHOHN MEepenucKe MUChbMO JIOJDKHO OBITH COCTaBJICHO Ha S3BIKE ajpecaTa WM Ha
AHTJIMCKOM (Kak HanboJiee paciipoCTPaHEHHBIM B JICTIOBBIX OTHOIICHUSX ).
7. TlpuaepxuBaiiTech KOPPEKTHOTO, AEIOBOrO0 TOHA. HaumHaiiTe mucbMo ¢ OOpalieHus, KOTOpOoe B
3aBHUCHMOCTH OT CTENEHU Bamlled OJM30CTH C KOPPECHMOHIEHTOM MOXKET HAuMHAThCA KaK CO CJIOB
«YBaxkaemsprii + @. U. O.», tak u «loporoii + ®@. W. O.». 3anmomMHuTe, ClioBa B OOpAaICHHH WA B
yYKa3aHUM aJipecata HU B KOEM cllydyae HeJb3sd COKpallaTh (HampuMep, «yBa)KaeMbli» KaK «yB.» WIIH
«HAYaJIbHUKY OTJIENa» KaK «Had. OT/eJa») — TaKOBBI MpaBWJIa JACIOBOTO dTHKeTa. Beerna 3akaHunBaiite
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MUCHMO CJIOBaMHU OJaroJapHOCTH 3a coTpyaHuuyectBo. Ilepen moamuceio nomkHa ObITH (pasa «C
yBaxeHuem, ...» Jmbo «VMckpenne Bami, ...». OOpameHnue Ha «Tb» B O(DHIIMATBHONW TMEpPENUCKe
HEJOIYCTUMO, J1aXK€E €CIIU BbI NTO/JIEP’KUBAETE C KOPPECTIOHACHTOM JIPY’KECKHE OTHOLIECHMSL.

8. TmaTenpbHO MOAOMpANTE JIEKCHKY, M30eraiTe HETOYHOCTEH W JBYCMBICICHHBIX (pa3, WU3IUIITHETO
ynotpebiaeHus npodeccuoHan3MoB. [IMCbMO JOKHO OBITh MOHATHBIM.

9. Paznengiite coiep)kaHue MHUCbMa Ha CMBICIOBBIE a03albl, YTOOBI OHO HE OBUIO TPOMO3IAKUM H
CIIO)KHBIM ISl BOCHpUATHS anapecatoMm. Creayiite mpaBuily: NMEpBBIA M MOCIHEIHUIN a03aIbl JTOJKHBI
coJiepkaTh He 0oJiee YEeThIpeX MeUaTHBIX CTPOK, a OCTANIbHBIE — HE 00JIe€ BOCHMU.

10. OTBeuaiiTe Ha A€I0BbIE MHCbMa COTVIACHO MIPUHATOMY ATHKETY: Ha TMCbMEHHBIN 3alpOC — B TEUCHUE
10 mHe#t mocrie MoMydeHUs; Ha MHChMa, OTHpPaBJICHHBIE MO (DaKCy WM MO DJIEKTPOHHOHM IMOYTe, — B
TeyeHue 48 yacoB 0€3 yueTa BbIXOIHBIX.

4. MeToan4yeckue MaTepHuaJibl, ONpeAeIsSIOIMe NPOLe1ypy OLeHHBAHUSA
3HAHUH, YMEHUI, HABBIKOB U (MJIM) ONbITA AEeATEJbHOCTH, XaPAKTEPHU3YOLIUX ITANbI
¢popmupoBaHus KOMIIETEeHIUM

4.1. Onucanue npoueayp NPoBeJeHNs TEKYIero KOHTPOJISA YCIIeBAeMOCTH CTY/AeHTOB

B Tabnuie npeacTaBieHo onucaHue Ipoueayp MpoBeIeHUs KOHTPOIbHO-OLIEHOUHBIX MEPOMPUITHIA
TEKYIIET0 KOHTPOJS YCIEBAEMOCTH CTYACHTOB, B COOTBETCTBUU C pabodeil MporpaMMoi TUCIUTUTHHBI
(Momynst), M pOLEAYyp OLICHUBAHMS PE3yIbTaTOB OOYYEHHS C MOMOUIBIO CIIAHUPOBAHHBIX OIIEHOYHBIX
CPEICTB.

HaumenoBanue Onurcanus npoueaypsl MPOBEAEHUSI KOHTPOJIBHO-OLIEHOYHOTO MEPOIIPUATHS U
OLCHOYHOI'0 MIPOIIEYPHI OTICHUBAHUS PE3YIHTATOB OO YUCHHS
cpeacTBa

Tema mpe3eHTanuu 00bBsABIsAeTCA 3apaHee. OOydarOUIMIiCS CaMOCTOSTEIHHO
TOTOBUT MPE3CHTAllMI0, KOTOpasi COOTBETCTBYET yKa3aHHOM TeMe y4eOHOro
npenMeTa. SI3bIK U3JI0KEeHUS TOJDKEH OBITh TIOHATEH ayauTopuu. [Ipe3eHranus

[Tpe3entanus JOJKHA CcofepXaTh JOCTOBEpHYIO HWHGOpPMAIUIO, BBI3bIBATH HHTEPEC Yy
ayIUTOPUH, BKJIOYATh HArJIAJIHbIE WUIIOCTpauuu 1o Tteme. [lpeseHtanus
OLICHMBAETCA MpernojaBaTesieM U IPYIIOoi CTyIeHTOB.

TectupoBanue IPOBOAUTCSA MO PE3YJIBTaTaM OCBOCHMS PA3AEIOB JUCLUILINHEI
BO BpEMs NPAKTHYECKUX 3aHATHUH. Bo BpeMs NpoBeneHUs TECTUPOBAHUS
[OJIb30BaTbCs  y4€OHMKAMM, CIPAaBOYHUKAMHM, KOHCIEKTAaMH  JIEKLHH,
TETpaasiMU s NPaKTHUUECKUX 3aHATHI He paspemieHo. [IpenonaBarens Ha
IIPAKTUYECKOM 3aHATHH, MPEAIIECTBYIOIIEM 3aHATHIO IIPOBEICHUS TECTa,
JOBOJIUT 1O OOYYaIOUIMXCS: TEMBbl, KOJWYECTBO 33JaHUN B TeCTe BpeMs
BBITIOJTHCHMSL.

TectupoBanue

KoHTponpHBII TIepeBOA /I€TOBOTO TEKCTa BBIMOJIHACTCS CaMOCTOSITEIBHO BO
BpeMs MpakThyeckoro 3aHsATHs. CTyneHTaM pa3peliaercsi IMOJIb30BaThCs
JTOOBIMHU ABYSI3BIYHBIMU W SHIMKIIONEANYECKUMH CIOBAPSMH M CIIPABOYHBIMU
nocobusimu. TpebGoBanusi kK rpaguueckoMy OGOPMIIEHHUIO TEKCTa JIOJIKHBI
CTPOrO COOMIOAaThCs. BEIMOMTHEHHBIH TEpeBOA CHAeTCs Ha IMPOBEPKY
IPEero/IaBaTelio.

KoHnTponbHbIit
HIepeBO/J] TEKCTa

NunuBuayanbHble TBOpYECKHME 3aJaHUs BBIJAIOTCS HA MPAKTUYECKUX
3aHATHUSIX, MPeIIIECTBYIOLINX U3YYEHHUIO npeagaraeMoi TEMBI.
NunuBuayanpHble 3a7aHUsl JOKHBI OBITh BBIOJIHEHBI B YCTaHOBIICHHBIH
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NunuBunyansHOE
TBOPYECKOE 3aJaHUe



IpernoaaBaTesieM CPOK U B COOTBETCTBUU C TPeOOBaHUSIMH K O(OpPMIICHUIO
(TexcToBO# M Tpaduueckoi yacteil). BeimosHeHHbIE 3a/1aHNs B Ha3HAYEHHBIN
CPOK CIAIOTCS Ha MPOBEPKY

Jluckyccun npoBOAATCS BO BpeMs NIPaKTUYECKUX 3aHATUM. [Ipenonasarens Ha
IIPAKTUYECKOM 3aHATHH, MPEAIIECTBYIOIEM 3aHITHIO IIPOBEIECHUS KPYIJIOrO
CTOJIa, JOBOJUT 10 OOYYAIOMIUXCS TEMY KPYIJIOTO CTOJA, 3aJaHUSI U BOIPOCHI
JUIS TIPOBENIEHUS KPYIJIOTO CTOJIa

Huckyccus

4.2. Onucanue npoueayp NpoBeaeHUusi MPOMEKYTOYHOM aTTecTaluu
3auer

[Ipu onpeneneHny ypoBHS JOCTHKEHUNA 00yJaroInX HA 3a4€Te YUUTHIBACTCS:

- 3HAaHHE MPOrPAMMHOT0 MaTepHIIa U CTPYKTYPBI TUCIUIUIUHBI (MOAYIIA);

- 3HaHUS, HEOOXOAWMBIE JUIsI pELICHUS THUIOBBIX 3a/a4, YMEHHE BBIIOJIHATDH
Mpe1yCMOTPEHHBIE TPOTPaMMOii 3a/1aHuUs;

- BIIJICHUE METOJO0JIOTHEN AMCUMILIMHBI (MOIYJsl), YMEHHE INPUMEHATh TEOPETHUUECKUE
3HAHUA [IPU PEIICHUH 3a]1a4, 000CHOBBIBATh CBOU JCHCTBUSI.

[IpoBeneHne MpoMexyToyHOU aTTecTaluu B (hopMe 3auera MOo3BOJIAET CHOPMHUPOBATH CPEIHIOO
OLICHKY M0 JUCHUIUIMHE IO pe3yjbTaTaM TEKYyIIero KOHTpojs. Tak Kak OIEHOYHBIE CpECTBa,
UCIIOJIb3YyEMBIE TPU TEKYLIEM KOHTpPOJIE, MO3BOJSIOT OLEHUTh 3HAHUS, YMEHMS U BIAJCHUS
HABbIKaMU/OTBITOM JIEATEILHOCTH 00YYaIOIIUXCS MTPH OCBOEHUU JUCIHUILIUHEL {715 yero mpernoaaBarenib
HAXOJUT CPEIHIOI OLIEHKY YpPOBHSA C(POPMHUPOBAHHOCTH KOMIIETEHIMHA y OOYyYaromerocsi, Kak CyMMy
BCEX MOJTYYEHHBIX OLEHOK JIEJICHHYIO Ha YMCJIO ATHX OLICHOK.

Cpennsist orieHKa ypoBHs CPOPMUPOBAHHOCTH KOMITETEHIIUH 110 pe3ysbTaTaM

OneHka
TEKYIEro KOHTPOJISI

Onenka He MeHee 3,0 1 HET HU OJTHOM HEYJI0OBJIETBOPUTEIBHOM OLIEHKH T10
TEKYIIEMY KOHTPOJIIO

«3BadTCHO»

Onenka MeHee 3,0 uiu mosyueHa XoTs Obl OZJHA HEYAOBIETBOPUTEIbHAS
OLICHKA 10 TEKYIEMY KOHTPOJIIO

«HEC 3a4YTCHO»
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	Для более четкой аргументации  по указанному предмету, используйте  текст

	“Business Negotiation Etiquette”. 

	Business Negotiation Etiquette

	1. Stay Genuine and Respectful

	2. Be Patient and Listen

	3. Stick to Your Bottom Line

	4. Know When to Back Down

	5. Observe International Business Etiquette





