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BBEJIEHUE

Pabouas nmporpaMMa AUCIUIUIMHBI SBJISETCS YaCThIO OCHOBHOW NPOQeCcCHOHATBHOM
00pa3oBaTeNbHON MPOTrpaMMBbI BBICILIET0 00pa30BaHUs - IPOrpaMMbl OakajgaBpuaTa, pa3paboTaHHON B
coorsercTBu ¢ ®PI'OC BO

dI'0C BO ®denepalibHbIN rocyapCcTBEHHBIN 00pa30BaTENbHbIN CTaHIapT BhICILIEr0 00pa3oBaHUs
- OakanaBpuar no HarpasieHuto noarotrosku 40.03.01 KOpucnpyaenuus (mpuxas
MunoOpnayku Poccun ot 13.08.2020 r. Ne 1011)

1. HEJIb OCBOEHUSA JTUCHUITJIMHBI
[{empr0 OCBOCHUS TUCITUTIIIMHBI SIBJISICTCS] TTOBBIIIICHUE YPOBHS BJIaJICHHUS MHOCTPAHHBIM SI3BIKOM U
pa3BUTHE JOCTATOYHOTO YPOBHS KOMMYHUKATHBHOW KOMIIETEHITUH JJISI PEIICHUS COIIMAIBHO-
KOMMYHHMKATHBHBIX 33/1a4 B IPO(ECCUOHATILHON U HAYYHOU JeSTEIbHOCTH.

2. MECTO JUCHMIIJIMHBI B CTPYKTYPE OIIOII
JluciunimHa OTHOCUTCA K 4acTH, (GOpMHUpyeMOi yYaCTHUKaMHU 00pa30BaTeIbHbIX OTHOILIECHUH.

3. OFBEM JUCIIUIIJIMHbI

Yacos
KonrakrtHas pabora .(1o
y4.3aH.) CamocrosTens
[IpomexyTouHast [IpakTuueckue Has paboTa 3
aTTecTaius Bcero 3a 3aHATHS, B TOM 4HCJIE -€.
ceMecTp BKITIOUAS HOJATOTOBKA
Beero KOHTPOJILHBIX U
KypcoBoe Tp
MIPOEKTHPOBAaHU KypCOBbIX
e
Cemectp 3
3auer 36 | 4 | 4 28 1
Cewmectp 4
3ayer ¢ OL[eHKOM 108 4 4 100
144 8 8 128 4

4.IINTAHUPYEMBIE PE3YJIbTATbBI OCBOEHUSA OIIOIT
B pesynbsrate ocBoerust OITOII y BbImycKHUKA TOJDKHBI OBITH C(DOPMUPOBAHBI KOMIICTCHITHH,
ycTaHoBlyieHHbIE B cooTBeTcTBUU PI'OC BO.

Iudp n HanmeHOBaHUE .
WNHIuKaTOphl JOCTHYKEHUSI KOMITETCHIIUH

KOMITETEHITHH
YK-4 Cnocoben NJI-1.YK-4 3HaTh: nuTepaTypHyIo (pOpMy rocyapcTBEHHOTO S3bIKa,
OCYILECTBIISATh JICTIOBYIO OCHOBBI YCTHOH M MMCbMEHHOW KOMMYHHUKAIIMH HA HHOCTPAHHOM S3BIKE,
KOMMYHHKAIIHIO B YCTHOM M | QyHKIIMOHAJIbHBIE CTUIIM POJHOTO SI3bIKa, TPEOOBAHUS K JICIIOBOM
NUCbMEHHOU (hopMax Ha KOMMYHHKAIHH.

rOCy/apCTBEHHOM SI3bIKE
Poccniickoit denepanuu u
MHOCTPaHHOM(BIX) SI3bIKE(AX)

NJ1-2.YK-4 YMeTh: BbIpakaTb CBOM MBICJIH Ha TOCYJIapCTBEHHOM, POJTHOM U
MHOCTPAHHOM SI3bIKE B CUTYyAallUH JI€JI0BOI KOMMYHUKALINH.




VK-4 Criocoben

OCYILECTBIISATH JIEJIOBYIO

KOMMYHHKAIIUIO

MUCbMEHHOM (hopMax Ha
rOCYJJapCTBEHHOM SI3BIKE
Poccuiickoit denepanuu u
WHOCTPAHHOM(BIX) SI3bIKE(aX)

N-3.YK-4 MeTh NpakTUUECKUI OTIBIT COCTaBJICHUS TEKCTOB Ha
roCyJapCTBEHHOM U POJAHOM S3BIKaX, OIBIT IEPEBOJA TEKCTOB C

B YCTHOﬁ nu HHOCTPAHHOI'O A3bIKa Ha pO,[[HOfI, OIIBIT TOBOPCHHA HA TOCYAaPCTBCHHOM U

HHOCTPAHHOM A3bIKaX.

5. TEMATUYECKHUU IIJIAH
Yacos
Konrakrhas padora (1o y4.3aH.)
Towa HanmeHnoBaHue TeMbl Beero IpaxTuuec Cawocr. cagg);f)lz:g;w
Hacos Jlexuun JNa6oparop Kue paGora 0if paboThI
HBIC
3aHATHUA
Cemectp 3 32
Tema 1. | HanaxuBanue nenosbix cBszeil. (YK-4) 32 28
Cemectp 4 104
Tewma 2. | JlenoBsie BcTpeun ¢ kaueHTaMu. (YK-4) 104 100

6. ®OPMbI TEKYIIETO KOHTPOJISI K TIPOMEXYTOUHOM ATTECTAIIUM

HIKAJIBI OIEHUBAHUSA
Bun onenounoro Kpurepuu
Pasnen/Tema A ol OnucaHue OLIEHOYHOIO CPE/ICTBA puTeh
cpelcTBa OLIEHUBAaHUS
Texynmit koHTpoas (IIpunoxenue 4)
VYerHoe coobmienue |I[loaroroBka ycTHOro cOOOIIEHHUS 110 OJTHOM U3
Tema 1 100 6ammoB
(ITpunoxenue 4) | nIperI0KEHHBIX TEM
IIpesenramus ITonroroBka u 3amuTa nNpe3eHTalluN 10 OTHOHU
Tema 2 P 1 A n p I A 100 6amoB
(ITpunoxxenne 4) | U3 IpeTOKEHHBIX TEM
[Tpomexxytounas arrectarus(IIpmioxenue 5)
Kaxxnprit 6uieT coepKUT CIIeNYIONINe 3a/1aHus
1. UTreHne 1 MUCbMEHHBIN TEPEBO/T
bunets! i1 3auera
3 cemectp (3a) OPUTHMHAJILHOTO TeKcTa (3a 1 akameM. Jac ¢ 100 6anmoB
(ITpunosxxenue 5)
HCIIOJIb30BAaHUEM CIIOBApS)
2. Ilpaktnaeckoe 3aganne 3. OTBET HA BOIPOC
Kaxpiii OMieT CoaepKUT Ceayomue 3aaHus:
4 ceMect buners! anis 3adera | 1. UTeHue U MUCbMEHHBIN MEPEBOJ]
(3a0) p C OLICHKOM OpUTHMHAJILHOTO TeKcTa (3a 1 akajmeM. yac ¢ 100 6annoB

(ITpunoxxenue 5)

HCII0JIb30BAHUEM CJIOBapSI)
2. Ilpaktuueckoe 3aganue 3. OTBET Ha BOIIPOC




OIMUCAHME HIKAJI OHEHUBAHUA

[Tokazatens onenku ocBoenust OIIOIT popmupyercs Ha OcCHOBE 00BETUHEHHUS TEKYIIET0 KOHTPOJIS
Y TIPOMEKYTOUYHOM aTTECTAI[MU 00yJaroIIeTroCsl.

[Tokazarenb peTUHTa N0 KaKI0M JUCHMIUIMHE BBIPAXKAETCS B MIPOLIEHTAX, KOTOPBIM MOKa3bIBAET
YpOBEHb MOJITOTOBKHU CTYJICHTA.

Texymuit kouTpoas.Ucnons3yetcs 100-6amnpHas cucreMa oreHuBanus. OrieHKa paboThl CTyIeHTa B
TEYEHUH CEMECTpPa OCYIIECTBIISIETCS MPENOoAaBaTeIeM B COOTBETCTBUH € Pa3pabOTaHHON UM CHCTEMOM
OLIEHKH Y4eOHBIX JOCTHKEHUI B Ipoliecce 00yUYeHHs 10 JAHHOM THUCHIUIUIMHE.

B pabounx nporpamMmmax JUCIHHIUIMH U MPAKTUK 3aKPETSICHbI BUJIbI TEKYIIETO KOHTPOJIS,
IUTAHUPYEMBbIE Pe3yJIbTaThl KOHTPOJIBHBIX MEPONPUATUN U KPUTEPUH OLIEHKU yUeOHBINH JOCTHKEHUH.

B Teuenue cemecTpa nmpenogaBateneM NpOBOJAUTCS HE MEHEE 3-X KOHTPOJIbHBIX MEPOIPUITUH, IO
OLICHKE JIeATENbHOCTH CTyIeHTa. Eciu nocemnieHust 3aHsTHii 110 TUCIUIUIMHE BKIIFOUEHBI B PEUTHHT, TO
JTaHHBIN TIOKa3aTeNb cocTaBiseT He Oosee 20% 0T MaKCUMAalbHOTO KOJUYECTBA OAJIJIOB MO AUCHHUIUIHHE.

[TpomexyTtounas arrectauus. Mcnonszyercs 5-6amibpHast cucteMa olieHnBaHus. O1ieHKa paboThl
CTYJEHTA 110 OKOHYAHHIO IUCUUTUIMHBI (YACTH TUCIUIUIMHBI) OCYIIECTBIICTCS IPENoAaBaTesieM B
COOTBETCTBUH C pa3pabOTaHHON UM CHCTEMOI OIIEHKH JOCTHKEHUI CTYyJIeHTa B mpoliecce 00y4eHus 1Mo
naHHoU aucuuriuHe. [IpoMexxyTouHas aTTecTalnus Takyke IPOBOAUTCS MO0 OKOHYAHUIO (DOPMHUPOBAHUS
KOMIIETECHIHI.

[Topsimox mepeBoia pelTuHra, NpeayCMOTPEHHBIX CUCTEMO OLIEHUBAHUS, 110 AUCLUIUINHE, B
NSATUOAIUIBHYIO CUCTEMY.

Bricokuii ypoens — 100% - 70% - oTinnuHO, XOpowIo.

Cpennuii ypoBeHb — 69% - 50% - y10BIE€TBOPUTEINBHO.



Iloxa3aTesb OLIEHKH

Ilo 5-0a/JILHOM cUCTEME

XapakTepHCTHKA OKa3aTeJist

100% - 85%

OTJIIMYHO

O6J'Ia,HaI-OT TCOPCTUUCCKUMHU 3HAHUAMUA B IIOJITHOM O6’beMe,
IMOHUMAKOT, CAMOCTOATCIBHO YMCHOT IIPUMCHATD,
HCCICI0BATh, I/I,Z[eHTI/I(I)I/ILII/IPOBaTB, AHAJIIN3UPOBATh,
CUCTCMATU3UPOBATD, PACHPCACIATD 11O KATCTOPUAIM,
pacCcuuTaThb 1MOKa3aTeCIIu, KHaCCI/IQ)I/ILII/IpOBaTB,
pa3pa6aTLIBaTL MOZCIIN, AJITOPUTMHU3UPOBATL, YIIPABJIATD,
OpTraHnU30BaTh, IJIAHUPOBATH INPOUECChI UCCIICAOBAHNA,
OCYHICCTBJIATL OCHKY PE3YJIbTATOB Ha BBICOKOM YPOBHC

84% - 70%

XOpOLIO

00J1aJat0T TEOPETUYECKUMHU 3HAHUSIMU B TIOJTHOM 00beMe,
IIOHUMAIOT, CAMOCTOSITEIBHO YMEIOT IPUMEHSAT,
UCCIIeI0BATh, UACHTU(DHUIIMPOBATH, AHATU3UPOBATH,
CUCTEMAaTU3UPOBATh, PACIIPEACIIATD 110 KATETOPHUSM,
paccuuTaTth MOKa3aTeNu, KIacCu(pHUIIMPOBATS,
pa3pabaTbIBaTh MOJICNIHU, AITOPUTMHU3UPOBATD, YIIPABIATH,
OpraHU30BaTh, INIAHUPOBATH IIPOLIECCHI UCCIIEIOBAHNS,
OCYILECTBISATh OLIEHKY PE3YyJIbTATOB.

MOFYT OBITH JOIMYHIEHbI HEAOYCTEBI, UCIIPABJICHHBIC
CTYACHTOM CaMOCTOSATCIIbHO B ITPOLCCCC pa6OTBI (OTBeTa

U T.1.)

69% - 50%

Y0BJIETBOPUTEIIHHO

00ya1a10T OOIMUMH TEOPETHUYECKUMHU 3HAHUSIMHU, YMEIOT
MIPUMEHATD, UCCIEA0BATh, HICHTU(PHUITUPOBATH,
aQHAIM3UPOBATh, CHCTEMATU3UPOBATh, PACIIPEACIIATE TI0
KaTeropusM, pacCYMTATh MTOKA3aTEIIH,
KJIAaCCU(HUITUPOBATH, pa3padaThIBATh MOJICIIH,
aIrOpUTMU3UPOBATH, YIIPABIIATh, OPraHU30BaTh,
TJIAHUPOBATH MPOIIECCHI HCCIIE0BAHMUS, OCYIIECTBIISATh
OIICHKY Pe3yJIbTaTOB Ha CPEIHEM YPOBHE.
JlomyckaroTes OIMOKH, KOTOPBIE CTYACHT 3aTPy IHACTCS
HCIIPABUTHh CAMOCTOSTEIBHO.

49 % u MeHee

HCYIOBJICTBOPHUTCIIBHO

00J1aJat0T HE MOJHBIM 00BEMOM 00X TEOPETUYECKUMU
3HAaHUSIMH, HE YMEIOT CAMOCTOSATENbHO IPUMEHSTD,
UCCIIe10BaTh, UIEHTU(PULINPOBATh, AHAJIU3UPOBATh,
CHCTEMaTH3UPOBATh, PACHIPEAEIATH [0 KATETOPUsIM,
paccuMTaTh MOKa3aTeNn, KIacCu(pUIUPOBATh,
pa3pabaTbIBaTh MOJIEINIHU, AITOPUTMHU3UPOBATD, YIIPABIATH,
OpraHu30BaTh, INIAHUPOBATDH MPOLIECCHI UCCIIEIOBAHUS,
OCYILIECTBIISATh OLIEHKY PE3YJIbTaTOB.

He cdopmupoBanbl yMEeHUS M HaBBIKH VIS PELICHUS
npodecCHOHATBHBIX 3a]a4

100% - 50%

3a4TCHO

XapaKTEepUCTHKA M0KA3aTelsl COOTBETCTBYET «OTIMYHOY,
«XOPOILO», «YIAOBIECTBOPUTEIHHO

49 % wu MmeHee

HC 3a4TCHO

XapPaKTCPUCTHKA ITOKA3aTCJIA COOTBECTCTBYCT
«HCYOOBJICTBOPUTCIIBHO»

7. COAEP KAHUE JTUCIUIIJIMHBbI

7.2 CopeprkaHue MPaKTHYECKUX 3aHATHH U 1TaOOpaTOPHBIX padoT




Tema 1. HanaxxuBanue nenoBbix cBszei. (YK-4)
KomMMmyHUKaIus B CUTyaIusX OBCEAHEBHOTO JIEJIOBOTO OOIIEHUS (BCTpEeUYH, KOH(PEPEHIINN, BHICTABKH).
[IpaBuna u npumepsl oOHNAH 1 odaitH oOmenus. DPPeKTHBHOE OOLICHNE U ABTUBHOE CITyIIaHUE.

Tema 2. Jlenosbie BcTpeun ¢ kaueHTamu. (YK-4)
Berpeun ¢ kMeHTaMH B CUTYAIHSIX I€TI0BOTO 00IIeHHs, NX BUAbL. [loaroToBka, opranuzanus u
npoBeieHre. Bo3MoxHBIE TPOOJIEMBI U CITOCOOBI UX PEIICHUS.

7.3. ConepskaHue caMOCTOSITeIbHOM paboTh

Tema 2. Jlenoseie BcTpeun ¢ knueHTamu. (YK-4)
1. 3y4eHue JeKCU4eCKOro U TpaMMaTHIeCKOro MaTeprasa TeMbI 0 peKOMEHJOBaHHBIM Y4eOHO-
METOJUYECKUM MOcoOusM. 2. UTeHHe U epeBO/ AOMOTHUTEIBHOMN TUTEPATYPHI 110 TEME.

7.3.1. IIpumepHbIe BOPOCHI IS CAMOCTOATEIBHOM MOJTOTOBKH K 3a4eTy/3K3aMEHY
ITpunoxxenue 1

7.3.2. ITpakTryeckue 3aJjaHusi 0 AUCIUILIMHE JIJI1 CAaMOCTOSTEIbHON MOATOTOBKHU K
3a4eTy/IK3aMeHY
[Tpunoxenue 2

7.3.3. [lepeyeHb KypcoBBIX paboT
He npenycmotpeno

7.4. DneKTpoHHOE MOPTPOIHNO 00yHarOIIEToCs
Marepuaibl He pa3MeIalTCs

7.5. Meroandeckre peKOMEHIAINH 10 BBITIOJIHEHUIO KOHTPOJIBHOM paboThl
He npenycmorpeno

7.6 Meroanueckne peKOMEHAINH 110 BBITOJIHEHHIO KYPCOBOM paboThI
He npenycmotpeno




8. OCOBEHHOCTHU OPTAHMU3AIIUU OBPA3ZOBATEJIBHOI'O
NPOUHECCA IO AMCHUIIJIMHE JJ15 JINL C OTPAHUYEHHBIMH
BO3MOXHOCTAMMU 31O0POBbsA

Ilo 3aaenenuto cmyoenma

B nensix 70CTYNHOCTH OCBOEHHS MPOrPaMMBbI JUIsl JIUI] ¢ OTPAHUYEHHBIMU BO3MOKHOCTSIMH 3/10pPOBbS
pU HEOOXOAMMOCTH Kadeapa o0ecrednBaeT CIEYIOITNE YCIOBHS:

- 0COOBIH MOPSIOK OCBOCHUSI AUCLUIIIINHBI, C YIETOM COCTOSIHUS UX 3/10pPOBbS;

- DJIEeKTpOHHBbIE OOpa3oBaTeNbHbIE pECYpChl IO JUCHMILUIMHE B (QopMmax, aJalTUPOBAHHBIX K
OTpaHUYEHUSIM UX 3]I0POBBS;

- U3y4YEHHE JMCUUIUIMHBI MO WHAUBUAYyaJIbHOMY y4eOHOMY IUIaHy (BHE 3aBUCUMOCTH OT (OPMBI
oOyueHus);

- DJEKTPOHHOE OO0y4yeHHWe U JAUCTAHIMOHHbIE O00pa3oBaTENbHbIE TEXHOJOTHH, KOTOpHIE
Mpe1ycMaTpUBalOT BO3MOKHOCTH MpUeMa-Tepeaadn MHpopMaly B JOCTYIHBIX U1 HUX popmax.

- pmoctyn (yOAJIeHHBIM JOCTYIM), K COBPEMEHHBIM MpOodeCcCHOHANBHBIM 0a3amM JaHHBIX U
MH(GOPMAILMOHHBIM CITPABOYHBIM CHCTEMaM, COCTaB KOTOphIX onpeneneH PI1/I.

9. IEPEYEHH OCHOBHOM U JONMOJIHUTEJbHOW YYEBHOMN JINTEPATYPBI,
HEOBXOJIUMOM 1151 OCBOEHUS JUCUTLINHBI
Caiit 6ubdamorexn YpI'ly
http://lib.usue.ru/

OcHoBHas1 JIuTEpaTypa:

2. VBapos B. U. Anrmuiickuii 361k 1i1st s5koHoMucToB (A2—B2). English for Business + aynno3anucu
[DnexTpoHHbIH pecypc]|:yueOHUK U MPAKTUKYM JJis By30B. - MockBa: IOpaiit, 2023. - 351 — Pesxxum
nocrtyma: https://urait.ru/bcode/511466

3. Slxymesa U. B., JlemuenkoBa O. A. Auramiickuii 361k (B1). Introduction Into Professional
English [DnexrponHsIii pecypc]:y4eOHHK U MPAKTUKYM JUIS By30B. - MockBa: FOpaiit, 2023. - 148 ¢ —
Pexxum noctyma: https://urait.ru/bcode/512146

JlonoiHUTe/ILHAS JIUTEpPATYypa:

10. MIEPEYEHb THO®OPMAIIMOHHBIX TEXHOJIOT Ui, BKJIIOYAS IEPEYEHB
JIMEH3UOHHOI'O MTPOI'PAMMHOI'O OBECITIEYEHUSA U UTHO®OPMAIINOHHBIX
CITIPABOYHBIX CUCTEM, OHJIAH KYPCOB, HCITIOJIB3YEMbBIX ITPY OCYIIECTBJIEHUA
OBPA3OBATEJIBHOT'O ITPOUECCA 11O AUCHUIIVIMHE
IlepeyeHsb JMIEH3HOHHOTO MPOrPAMMHOI0 00ecTeYeHHUsl:

MoitOduc crannaptasiii. Cornamenue Ne CK-281 ot 7 utons 2017. [ara 3axmouenus - 07.06.2017.
Cpox 1eicTBUS JTUIIEH3UH - 0€3 OTpaHUYCHUS CPOKA.

Astra Linux Common Edition. Jloroop Ne0417-I10/2019 ot 08.05.2019, Axt NeSk000343 ot
24.05.2019 u Kontpakt Ne 35-Y/2018 ot 13.06.2018, Akt Noe YT213 ot 17.12.2018. Cpok neicTBHsI TUTIEH3UH
- 6e3 orpaHUYECHHS CPOKa.

Ilepeyenb HHPOPMALHOHHBIX CHIPABOYHBIX CHCTEM, pecypcoB HH(OPMALUOHHO-
TeJIeKOMMYHUKAIMOHHOM ceTH « AHTepHEeT»:



11. OMUCAHUE MATEPUAJIbBHO-TEXHUYECKOU BA3BI, HEOEXOI[I/IMOﬁ JJIA
OCYHECTBJIEHUSA OBPA3OBATEJIBHOI'O IPOLIECCA 11O ANCHUAIIJIMHE

Peanuzanus y4eOHOM AUCHMUIUIMHBI OCYIIECTBIISETCS C HCIOIB30BAaHHEM MaTepUalbHO-TEXHUYECKOM
6a3el YpI' OV, obecnieunBaronieil MpoBeIeHUE BCEX BUIOB YUEOHBIX 3aHSATUI U HAYUYHO-UCCIIEI0BATENbCKON U
CaMOCTOSITENIbHOM PabOThl 00yYarOIIMXCS:

CrennanbHble TTOMEIIEHUS MPEICTABISAIOT cO00l yueOHble ayAUTOpUN sl IPOBEACHHS BCEX BUIOB
3aHSATUH, TPYIIIOBBIX U UHJIUBUAYaIbHBIX KOHCYJIbTALUN, TEKYIIETO KOHTPOJIA U IPOMEXYTOUHOU aTTeCTALIH.

[TomemieHust A7isi CaMOCTOSITENILHOM pabOThl 0O0YYarOMIMXCS OCHAIICHBI KOMIBIOTEPHON TEXHUKOH C
BO3MOXKHOCTBIO TMOAKIIOUEeHHs K cetu "HMuTepHer" wu oOecredeHHeM JOCTyNa B  DIIEKTPOHHYIO
uHGOPMaIMOHHO-00pa3oBaTenbHy0 cpeny Ypl'OV.

Bce momernienns yKOMIUIEKTOBAHbBI CHEIUATM3UPOBAHHON MEOENbI0 U OCHAIIEHBI MYJIbTHMEIUHHBIM
o0opymoBaHreM crero0opynoBaHueM (MH(DOPMAIIMOHHO-TEIEKOMMYHUKAIIMOHHBIM, HHBIM KOMIIBIOTEPHBIM),
JOCTYNOM K MH(OPMAIIMOHHO-TTOMCKOBBIM, CIIPABOYHO-TIPABOBBIM CHCTEMaM, SJIEKTPOHHBIM OUOIMOTEUYHBIM
cuctemam, 0a3aM JaHHBIX JCHCTBYIOIIETO 3aKOHOJATENbCTBA, WHBIM HH(POPMAIMOHHBIM pecypcam
CITy>KaIllUMU JUIS IPE/ICTaBICHUS yueOHOM HHpOpMauu 60IbIION ay TUTOPHH.

Jlist mpoBeIeHUS 3aHSITHIA JICKIIMOHHOTO TUIA MPE3eHTAIMH U JIPyTrHe yuyeOHO-HarsaHbIe MOCo0us,
00ecreYnBaroIINe TEeMATUISCKUE UILTIOCTPAITHH.



[Ipunoxxenue 1
K paboyeli mporpamme
7.3.1. IlpumepHBIe BONPOCHI IJISl CAMOCTOSAITEIbHOM MOAT0TOBKH K 324eTy /3K3aMeHy

IIpuMepHBbIe BOMPOCHI VI CAMOCTOSITEIbHOI MOATOTOBKH K 3a4eTy

3 cemecTp
Tema 1. HanaxxuBanue NeIOBBIX CBSA3EH.

What is networking?

What is an elevator speech?

How do you feel about networking?

What are the benefits of networking?

What conversation starters do you like?

Elevator speech. What advice would you give?

How long should a good elevator speech last?

How confident do you feel in your ability to create an elevator speech?
What types of networks do you know?

10.How can you find networking opportunities?

11.What does networking provide you?

12.What are your own ideas for an ice breaker for a networking event?
13.What type of icebreaker would you enjoy and feel comfortable participating in?
14.What networking tips do you know?

15.What should you do to demonstrate active listening?

16.Should you ask open questions at networking events? Why?

17.Do you have your elevator speech?

18.What type of networking is good for creating strategic alliances with professionals in your industry?
19.Should you smile at networking events? Why?

20.Do you have your own business cards?

21.Why should you hang out near the food at networking events?

22.How can you improve your networking skills?

23.What is networking personally for you?

24.What people do you have the opportunity to speak to at networking events?
25.What relationships does networking develop?

26.What body language should you use at networking events?

27.What contacts may the social network include?

28.What contacts may the professional network include?

29.1s volunteering a part of networking? Why?

30.Have you ever participated in career fairs?

WX AN~

IIpuMepHBIe BONPOCHI [VIS1 CAMOCTOAITEIbHOM MOATOTOBKH K 3a4eTy € OLEeHKOM

4 cemecTp
Tema 2. [lenoBbie BCTpeUH ¢ KIUCHTaMHU.

. What does a client meeting mean?

. What are the most common types of client meetings?

. Does it take long for a client to know if they want to work with you?

. Why are client meetings tricky waters even for the biggest of brands?

. What can an unsuccessful client meeting lead major deals to?

. What do clients expect from you at a meeting?

. Why is knowing how to run a client meeting crucial for the success of your business?
. What can help you close more sales, build stronger relationships, and even get referrals?
. What do you have to keep in mind when preparing for a client meeting?

10. How can you run an effective meeting that will generate results?

11. What will set you up for success when you start a client meeting?
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12.
13.
14.
15.
16.
17.
18.
19.
20.
21.
22.
23.
24.
25.
26.
27.
28.
29.
30.

Why is a well-planned agenda important at a meeting?

Why should we plan client meetings in advance?

What is an introductory meeting?

Why are introductory meetings important?

What meetings follow introductory meetings?

What do these meetings involve?

What is the goal of a consultation client meeting?

Why are sales presentations very important for client meetings?

What are the purposes of a proposal meeting?

Is a client meeting a key opportunity to build relationships and create a lasting impression? Why?
What do you need to do after sending a meeting invitation email to your client?
What does researching your client involve?

What should you find out about your prospective client?

Is it important to take any time to prepare before meeting with a client? Why?
What are you hoping to accomplish during the client meeting?

Why is it necessary to understand client’s concerns and expectations?

What acts as a guide to keep your meeting on track?

What points should you include in a meeting agenda?

Why is it important to recap at the end of the meeting?



[Tpunoxenue 2
K paboueli mporpamme
7.3.2. [lpakTHyeckue 3aJaHUS MO TUCIHUIIHHE JJI51 CAMOCTOATEILHON MOATOTOBKHU K 3a4eTy/3K3aMeHy

IIpuMepHbIe NpaKTHYECKHE 32TaHUA K 3a4eTy

3 cemecTp

1. Urenue 1 MUCbMEHHBIN MEPEBO]I OPUTHHATBLHOTO TeKcTa (1 akajeM. yac ¢ UCIOJIb30BAaHUEM CIIOBaps)
(YK-4)

[Ipumep Tekcra

Networking is the key to business success. It helps you find jobs, recruit talent, and find customers and
investors. But networking is a trial for shy people — geeks especially — for whom it feels insincere or
manipulative. They avoid it, afraid it will lead to rejection. But that undermines their careers and projects.
“Networking isn’t smarmy,” says Keith Ferrazzi, author of Never Eat Alone a best-seller on networking for
professional success. It’s a buzzword for building sincere relationships based on mutual generosity. Good
networks are built on good relationships, and you can’t build your career or business without those. You
need people to help you. Fortunately, networking is a set of social skills any smart person can learn. Here are
17 networking skills to try right now.

If you are shy, approaching strangers can be scary. So start slow by networking with relatives and friends.
“You can do a significant amount of valuable networking without ever making a cold call,” says Lynne
Sarikas, director of Northeastern University’s MBA Career Center. “Start with a known instead of an
unknown to demystify the process. This helps a shy person over the hurdle.” After a few successful
conversations, you’ll feel more confident. Once you acquire a smidge of courage, expand to people who
graduated from your alma mater. Your alumni network is a gold mine of connections. That’s why it exists.
Contacting an alum out of the blue shouldn’t feel like a cold call. After all, they joined this network to make
— and take — calls just like this.

3ananue 2. [Ipaktuueckoe 3ananue. (YK-4)
IIpuMepsl IpaKTUYECKUX 3a0aHUI

Choose ONE answer.

A good ‘elevator speech’ should last

a) 10 seconds

b) 30 seconds

c¢) | minute

d) 2 minutes

Choose ONE answer.

Career are one of the easiest and greatest opportunities for networking. Companies that attend
them usually have open positions.

a) organizations
b) society

¢) houses

d) fairs

Choose ONE answer.



Your own personal network of contacts made informally through social or non-business activities is

a) the social network

b) the professional network
¢) the science network

d) the business network

Choose ONE answer.

Contacts made through business activities including former work colleagues and industry professionals met
at networking events, professional associations, or skills-based volunteering is

a) the social network

b) the professional network
¢) the science network

d) the family network

Rearrange the order.

a) What’s he like?

b) Yes, isn’t he Director of Business Development at Guinness?

¢) Do you know Jan Nowacki?

d) The National Bank of Poland, that’s interesting. Do you have any contact with him in your work?
e) Not any longer. Now he’s the Public Relations Manager at the National Bank of Poland.

f) He’s a nice chap. You’d like him.

g) Not really, but I occasionally play golf with him.

Complete the conversation.

-What should students do to develop their networking?

- Firstly, they should open a social networking site account with a including: a professional photo,
details of their educational experience, internships, part-time jobs, and volunteer
work.

Complete the conversation.

- Prepare an ¢ speech’ for networking conversations and internship opportunities.

-What is it?

-It’s a brief way of introducing yourself, getting across a key point or two, and making a connection with
someone. For example, ‘I’m Dan. I’'m a student at University of Economics and interested in...’

Complete the explanation.
-What is networking?

- It’s the of information or services among individuals, groups, or institutions; specifically, the
cultivation of productive relationships for employment or business.

Complete the sentence.
Networks play an integral role in your search and career advancement.

Complete the tip.



Every event you attend is a networking opportunity - you never know who you might meet and they
work or who they know!

3ananue 3. OtBet Ha Borpoc. (YK-4)
IIpumeps! BOIIPOCOB:

What is networking?

What is an elevator speech?

How do you feel about networking?
What are the benefits of networking?
What conversation starters do you like?

IIpumepHbIe NpaKTHUYECKHE 32JaHUA K 324€TYy C OLIEHKOii
4 cemecTtp

1. Urenue 1 mMCbMEHHBIN MEPEBO]I OpUTHHATBLHOTO TeKcTa (1 akajeM. yac ¢ UCIOJIb30BAaHUEM CIIOBaps)
(YK-4)

[Ipumep Tekcra

Client meetings can be used as a tool for training and development, tracking and reporting progress,
providing feedback on current strategies, or outlining what needs work before moving forward with another
project.

If you are tired of wasting time on unproductive client meetings and you want to run an effective meeting
that will generate results, you should start a client meeting with an agenda. It will set you up for success!
Meetings with clients are also great opportunities to celebrate successes together!

Every meeting should be tailored according to each company’s unique needs; however, there are a few
universal tips that can make your meetings more successful!

Whether you are the one in charge of running it or just attending for feedback, setting clear expectations can
make this process easier.

An effective client meeting should always begin by setting clear expectations for everyone involved,
including yourself! If you’re unsure how long a client meeting should take or what is expected of those
attending, make sure you get clarity before committing time away from other important tasks.

Setting clear client meeting expectations will allow you to plan accordingly and ensure that everyone is on
the same page before diving into any discussions.

3ananue 2. [Ipaktuueckoe 3ananue. (YK-4)
[Tpumepsbl MpakTUYECKUX 3aTaHUI
Choose ONE answer.

To prepare for a client meeting, you have to understand what stage you are in and the of the
meeting; therefore, you can better handle it.

a) place

b) purpose

c) participants

d) time

Choose ONE answer.

How do you get the most out of your client meetings?



a) Kax nomyunTs MakcUMalIbHYI0 OTJa4y OT BCTpEU C KIMEHTaMu?

b) Kak Ha3HaunuTh MakCHUMaIbHOE KOJIMYECTBO BCTPEU C KJIMEHTaMuU?
C) Kax makcumanbHO OBICTPO YTOBOPHUTH KJIMEHTA BCTPETUTHCS ?
d) Kak MakcumanbHO OBICTPO 3aKOHYUTH BCTpEUy ¢ KJIMEHTaMH?

Choose ONE answer.
Make sure the right people are at the meeting.

a) KoHeuHo, Ha BcTpede MPUCYTCTBYIOT HY)KHBIE JIFOTH.

b) Koneuno, 51to111, KOTOpBIE IPUCYTCTBYIOT Ha BCTpEUe, MPAaBHI.
c¢) Yoenureck, 4TO Ha BCTPEUE MPUCYTCTBYIOT HYKHBIC JIFO]IH.

d) Yb6emurech, 4TO BCTpEeUarOTCs MPABUIIBHBIE JIFOTH.

Choose ONE answer.
Even for the biggest of brands — client meetings are waters.

a) cold

b) difficult

¢) controversial
d) tricky

Rearrange the order.

a) Let me see ... Yes, that would be fine.

b) Mr. Armitage, I’'m terribly sorry. I’'m afraid I have to ask you if we can reschedule our meeting next
week.

c) Well... Could we postpone the meeting until Wednesday at the same time?

d) That’s all right. Do you have another time in mind?

Complete the tip.

Today, managers need to rethink the traditional meeting. Instead of having all of your employees spend their
time getting back to the office at a precise time for a meeting, use the time wisely and hold a

meeting. This allows every employee to log in from wherever they are, using the time it would have taken
them to commute to focus on the discussion.

Complete the tip.

A positive can make all the difference. Smile when you first meet the client, to let them know that
you are happy to see them and excited about the prospect of working together. Make eye contact, give a firm
handshake, and listen intently when the client is speaking with you. People want to feel that you are open to
taking on challenges and can work well under pressure.

Complete the tip.

During the meeting put your phone on silent so that you are not distracted. Prospective clients want to feel
that you are giving them your undivided

Complete the tip.

After any client meeting, it’s essential to up with a thank-you note, which functions as an
opportunity to summarise the meeting and confirms your commitment to the project.



Complete the tip.

It is important to be both interesting and interested. Be ready to tell people who you are, what you do, and
how you can help them achieve their

3ananue 3. OtBeT Ha Bomnpoc. (YK-4)
[TpumepsI BOITPOCOB:

What does a client meeting mean?

What are the most common types of client meetings?

Does it take long for a client to know if they want to work with you?
Why are client meetings tricky waters even for the biggest of brands?
What can an unsuccessful client meeting lead major deals to?



