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Cnucox AOKYMEHTOB M MaT€pHaJIoB

. HepequL IJIAHUPYEMBIX PE3YIIbTATOB O6yLICHI/I5I 1o AJUCHOHUIIIIMHE, COOTHCCCHHBLIX C

IJIAHUPYEMBIMHU PE3yJIbTaTaMU OCBOCHHS 00pa30BaTEIIEHON TPOrPaMMBbI

. MecTo AMCHUIIIIUHBI B CTPYKTYpe 00pa3oBaTeIbHON MPOrpaMMbl

. Conepxanue paboueil nporpamMMmbl (00BbEM AWCUMIUIMHBI, TUIBI W BUABl Y4€OHBIX

3aHATUN, y4eOHO-METOUYECKOE 00ECIICUCHUE CAMOCTOATENBHON PabOTHI 00 yJaro M XCs )

. DOH]T OTIEHOYHBIX CPEJICTB MO JUCIIHUILIINHE

4.1. TlepeueHb KOMIIETCHIIUN C YKa3aHHEM 3TaloB MX (OPMUPOBAHUS B IPOIlECCE
OCBOCHHSI 00pa3oBaTeNbHOM mporpamMmbl. OmnucaHue TMoOKa3zaTelell W KpUTEpUEB
OIICHUBAHUS KOMIICTCHIIMI HAa Pa3IMYHBIX dTamax uX (POPpMHUPOBAHUS, ONMHCAHUE IIKAT

OLICHMUBAaHUA

4.2. TumoBble KOHTPOJIbHBIE 3a/IaHUsl WU WHBIE MaTepualibl, HEOOXOAUMBIC IS
OIIEHKU 3HAHWW, YMEHUN, HABBIKOB U OINbBITA JIEATEIBHOCTHU, XAPAKTEPU3YIOIM X ITaIlbl
bopMHUpOBaHUS KOMIIETEHIIMA B TIPOIIECCE OCBOCHHS 0OO0Opa30BaTEIBHOW MPOTPAMMBL.
Meroanueckue MaTepualbl, OMpPEaesONMe NPoUeaypbl OLEHUBAHUS 3HAaHUH, YMEHUH,
HaBBIKOB M OIBITa JCATEIBHOCTH, XapaKTEPU3YIOIMX JTambl  (GopMuUpOBaHHS

KOMIIETEHIIU

4.3. PedTUHT-TIIAH JUCLIATLIIUHBI

. Y4yeOHo-MeToauueckoe 1 HHMOPMAIMOHHOE 00eCTICYeHUE U CITUILIIAH b

5.1. TlepeyeHb OCHOBHOW M JOTIOJIHUTEIBHON YdeOHOM JTHTEpaTyphl, HEOOXOMMOM

JJIs1 OCBOCHU A U CLIUITIIMHBI

5.2. Tlepeuerr pecypcoB HHMOPMANHMOHHO-TCICKOMMYHUKAIIHOHHOW  CETH

((I/IHTepHeT» " IporpaMMHOIo OGCCHCHCHI/ISI, HeO6XO,[[I/IMI:>IX JJIs1 OCBOCHUA JUCHHUITIIMHBI

. MaTepI/IaJIBHO'TeXHI/I‘leCKaH 68.321, HeO6XOI[I/IMa$[ AJI1 OCYHICCTBJICHUA 06pa3OBaTeanoro

nponecca 1nmo AU CIUIIJIMHE




l'[epe'{eHL IJIAHUPYEMBIX pe3yJbTaToOB oﬁyqe}mﬂ o JTMCIUILVIMHE, COOTHECEHHBIX ¢
IVIAHUPYEMBIMU pe3yjabTaTaMHU 0CBOCHUS Oﬁpa30BaTe.]'ll)HOI7[ Mpor paMMbl

YyeOHas

NUCLIUAIIINHA

CIIOCOOCTBYET

(opMHUPOBaHUIO

CJEeIYIO X

MeXaHUKa MaTepuanoBy (KBajlu QUKAILIUS «MArucTp»), KOTOPHIMH JO0JKEH 001a/1aTh BBITYCKHUK:

OK-3 — roroBHOCTH K CaMOPa3BHTHIO, CaMOpeaJH3alMH, WCIOJIb30BAHUIO TBOPYeCKOro

NMOTEeHIHAJIA
Jran PesyabTarsl I xansl oneHM BAaHU S
bl 0CBOCHUS 00yueHust «HE 32YTEeHO» «3aYTEHO»

1-ii 3HATh OJUH WJIH He 3HAET 3HaeT (WM He B MOIHO i
oramn HECKOJIbKO WHOCTPAHHOTO SI3blKa Ha | Mepe) HHOCTPAHHBIA SI3bIK
WUHOCTPAHHBIX SA3BIKOB | YPOBHE Ha YPOBHE
3namt | g ypoBHE | HPOPECCHOHATBHON IpOQeCCHOHAIBHOM
A HpO(I)eCCHOHaJIBHOﬁ KOMM YHU KAl KOMM YHU KAl
KOMM yHUKallUH,
JOCTYITHOCTH
WHOCTPAHHBIX
WHQOPMAITTOHHBIX
pecypcoB
2-i YMeTp NOpuMEHATh He ymeer mpumeniaThH B TIOJTHOM
JTan 3HAHWS  WMHOCTPAHHOTO | 3HAHWS WHOCTPAHHOTO sI3bIKa | (OrPaHWYEHHOM, HETIOJIHOM )
SI3BIKA Ha YpOBHE | Ha YpOBHE | 00bEME yMeer  MPUMEHITh
YMeH | npodeccruoHambHOM npodeccroHampHO I 3HAHUS WHOCTPAHHOTO SA3bIKa
ms KOMMYHHKAIMK. YMETh | KOMMYHHKA MU Ha YPOBHE
CcBOOOIHO 00LIATECA Ha npodecCroHaIbHOM
PYCCKOM M HHOCTpaH- KOMMYyHHKA L1
HOM sI3BIKaX C JIFOOOH
ayIuTopuei
3 Bruaners HaBbIKAMU He obJlaaer Bmageer HaBBIKAMH
oran JIeNOBOrO  OOIIeHMss Ha | HEOOXOIMMBIMHU  HABBIKAMU | J1eJI0BOTO o01IeHus Ha
pPYCCKOM U | JEIOBOro OOLIECHNS | pyCCKOM M HMHOCTPAHHOM
Braze | ypocrpasHoM ssbikax. | PYCCKOM M HHOCTPAHHOM | s3bIKAX.
HUs (HaBBIKA SLIKAX.
/ OTIBIT
JeSTEeIBHOCT
)

Oowenpogeccnonanbubie komneTe Huun (OIIK):

TFOTOBHOCTh K KOMMYHHMKAIlUM B YCTHOW W NHUCbMEHHON (opMax Ha PYCCKOM M MHOCTPAaHHOM

sI3BIKAX IS pelueHus 3aaau mpo deccuonanboii (OT1K-6);
[ToporoBslii (BX04HOH) YpOBEHb 3HAHHIA, YMEHHIA, OTIBITA AESATEIHHOCT H, TpeOyeMBbIii 111 (hOpM MpOBa HUS

KOMIICTC HIIN

Jst Toro uTo0b!l OpMUPOBaHUE Ja HHOM KOMIIETEHIIMU ObUIO BO3MOKHO, 00 yUaroLuiics, NpUCT yIUBIINH K

OCBOEHHIO IIPOTPaMMbl MarucTpaTypbl, JOJKEH:

3HATD: ocHOBHBIE 0COOCHHOCTH (POHET MIECKOTO, IPaMMAaTHICCKOTO U JISKC MMECKOr0 ac KT OB SA3bIKA;
KyJbTYpY CTpaH M3y4aeMoro si3blKa, paBuia
pEYEBOr0 STHUKETA; OCHOBBI MyOJITUI HOM PeUH; OCHOBHBIC MMPUEMbI a HHOT UPOBaHUS, pe hepUPOBAHUS U
e PeBOJIa CIIC LIKAJIb HOM JUTE PATYpPHL.

YMETDb: ocymiecTBIATh MOWCK HOBOM MH(pOpMAK pu padore ¢ yueOHOM, 00 1Ie Hayd HOW U CTie IHajIb HOM

JIATEPATYPOIl; TOHUMATH YCTHYIO peUb Ha

KOMIIETCHIIU M,
npexycmorpeHHbIx @I'OC BO mo nampasnenuto moarotroBku BO 04.04.02 — «Xumus, ¢usuka u




OBITOBBIC U MPO(eCcC HOHAILHBIE TEMBI; OCYIIECTBIITE 00MEH HH(POPMAIIUE il IPU YCTHBIX U MHCHMEHHBIX
KOHTAKTax B CUTYaluiIX TOBCEIHEBHOTO M JIETOBO-
ro 00 LIe HKST; COCTABIATH TE3UCHl M AaHHOTAIMHU K IOKJIaIaM IO W3y4aeMoi npol ieMaTHKe.

BJIAJAETD: koMMyHHKaT MBHOW KOM IIETEHIIME I 1151 MPAKT MIECKOr0 pellie HHUsl COLMa b HO- KOMMYHHUKAT UB HBIX

3a71a4 B pa3IMIHBIX 00JIACTSIX MHOSA3BIY-
HOU AesITeNbHOCTH.

CooTBETCTBHE 3TANOB O0CBOEHUS KOMIICTCHIUH TUVIAHUPYEMBIM pe3yJibTaTaM Oﬁy‘leﬂl/lﬂ

Pesynbr dopmu [Ipumeuanue
aThl O0yYeHH S pyemas
KOMITETCHITUS
(c
yKa3zaHUuEM
KO/Ia)
3Ha
HHS 1. OIIK-6 | 3nare: anroputM o0O0pabOTKM WHGPOPMAMKU C HCIOJIB30BAaHUEM
pasIMYHBIX CTpaTeruil YTeHUs! (O3HAKOMHUTEIBHOTO, MPOCMOTPOBOIO,
MTOMCKOBOTO, M3y4alOIlero) U ayIupOBaHHUSL.
-0COOEHHOCTH PEYEBBIX CUTYaLlMH, MOJIENIM PEUYEBOrO IOBEJIEHUS U
CTpaTeruy pearupoBaHus B 00JIACTH YETHIPEX OCHOBHBIX BUJIOB pEUYEBOM
JIeATENIbHOCTH (TOBOPEHUS, Ay IMPOBAHUS], YTEHUS U ITUChMA).
OIIK-6 | VMmerh: wu3BICKATh [VIABHYI0 HJIM HHTEPECYIOIIYI0 HHMOPMAIHUIO,
HCIIOJB3YSI CTPATETUIO TOMCKOBOTO YTEHMUS;
1 - U3BJEKaTh W3 AYTEHTHYHOTO TEKCTa (HAy4yHO-TOMYJISIPHOTO H

Yme nyonuuuctuyeckoro, TekctoB CMU, nenoBbIXx M HaydyHBIX TEKCTOB)
HUS MOJIHYI0 MH(OPMAIIUIO CO CIOBapeM, IpH Haluuuu 5-6% HE3HAKOMBIX

CJIOB, UCIIOJIb3YS CTPATETHIO U3Yy4YarOILIero YTECHUSI.

- cobuparb MHGOPMALMIO IO YaCTSIM W3 Pa3HbIX HCTOYHUKOB JUIS
YCTHOIO COOOWIEHMsI WJIM HAlMCaHWs [OKIaJa, COCTaBJATh TE3HCHI,
KpaTKUW WM pa3BEPHYTHIH IJIaH JOKIAZa HA MHOCTPAHHOM S3bIKE.

Brna OIIK-6 | Bnajgerp: HaBbIKAMH [OMCKa UM AaHAK3a HAyYHOH WHQPOPMAIHH,
JeHusI(HaB (opMynupOBaHUS BHIBOJIOB M MX U3JI0KEHUS HA HTHOCTPAHHOM SI3bIKE.
BIKU
/OTIBIT
JESITEIBHO
CTH)

IIK-/ roToBHOCTBI0O K OpraHM3alMM HHTEPHET-pecypcoB M cOopa W PpacnpocTpaHeHUs
MEKAUCUMIUIMHAPHBIX 3HAHWH B  00J1aCTH COBPeMEHHOH HayKH O MaTepuajgax Mo
HAHOTEXHOJIOTHH, KBAJIN(HINPOBAHHOE 00001ICHHE HAYYHBIX H IKCIEPUMEHTAJIBHBIX JaAHHBIX,
caMoOCTOsITeJIbHAsi TOATOTOBKA MNYOJHMKAIMI B OTeYeCTBEHHBIX M 3apy0esKHbIX H3IaHMAX,
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MATCHTOBAHUE ITOJYYCHHBIX JOCTUKE HUM

dTan Pe3yabTarsl I kaabl onleHMBaH U ST
bl 0CBOCHUS 00y4eHHst «HE 3aYTEeHO» «3aYTEHO»
L 3Harh  OCHOBEI He 3Haer OCHOBBI 3HaeT (WM He B MOJHO i
oran Opra"Hu3anuu OpraHH3allid  WHTEPHET- | MEPE) OCHOBBLI OpraHU3aLMU
NHTEPHET-PECYPCOB pecypcoB i cOopa Aiisi | HHTEPHET-PECYpPCOB JUIs
3mamt | g c6opa s c6opa M | cbopa M pacmpocTpaHerus | c6opa  ans  cGopa M
& pacnpoCTpaHeHus 3HAaHUU B objacTy | pacpocTpaHEHHUs 3HAHUMN B
3HaHMI B  00JacTy | COBPEMEHHOW HAYKH obnactu COBPEMEHHOi
COBPEMEHHOU HayKu HAYKH
2-i YMetb  0000maTh He ymeer o0oOmats B TIOJTHOM
aramn Hay4YHbIE ¥ | HaydYHbIE U | (OrpaHMYEHHOM, HETOJIHOM)
AKCTIEPUMEHTAJIbHbIC AKCTIEPUMEHTAJIbHbIC o0béMe ymeer 00001aTh
VYMeH | JaHHbIE KaK HAa PYyCCKOM, | JIaHHbIC KaK HA PyCCKOM, TaK | Hay4dHbIC u
wst TaK M WHOCTPAHHOM | © HWHOCTPAHHOM  SI3bIKaX, | SKCIICPHUMCHTAJIbHbIC JIaHHbIC
SI3BIKAX, OPUMEHSTH | NPUMEHITh 3HaHWs | KAK HA PYCCKOM, TaK H
3HAHWS  WHOCTPAHHOrO | MHOCTPAHHOTO SI3bIKA HA | WHOCTPAaHHOM SI3BIKAX,
SI3bIKA Ha YPOBHE | ypoBHE NpOQeCCHOHANbHOM | MPUMEHITh 3HAHUA
npodeCcCHOHATBHO M KOMM yHHKA [IHH. WHOCTPAHHOTO  sI3bIKa  Ha
KOMM yHHKA [IHH. ypoBHE  TPO(heCCHOHAIBHOM
KOMM yHHKA [IHH.
3 Brnajers HaBbIKAMU He obmagaer Brnaneet HaBBIKAM U
aramn HATIMCAHWsA TyOJMKalmid | HEOOXOAMMBIMKM HABBIKAMU | HANTUCAHMS  MyOJIMKAlMi B
B OTEYECTBEHHBIX U | HamucaHuWsi MyONMKalWi B | OTE€YECTBEHHBIX u
Brnage | 3apyOe)kHbIX M3ZAaHMSIX.. | OT€YECTBEHHBIX U | 3apyOeKHBIX M3/IaHUSX.
HYS (HABBIKK 3apyOe)KHBIX M3IaHHSX.
/ OTIBIT
JeSITeILHOCT
u)

1. MecTo IMCUMIVIMHBI B CTPYKTYpe 00pa3oBaTeIbHOI MPor paMMbl

Hucuurnuna «Anocmpannsii sa3vik(Texnuueckuii nepegod)» OTHOCUTCS K BapUATUBHON YacTH U
u3ydaercs Ha 2 Kypce.

Jucuuninna «HOCTpaHHBIN SA3bIK (TEXHUYECKUN MEPEeBO/)» SABJISIETCSI COCTABHON YaCThIO IIUKIA
Oo0IMX T'yMaHUTApPHBIX M COLMAIBHO-3KOHOMHYECKUX AUCUUIUIMH DenepanbHOro rocynapcTBEHHOTO
00pa30BaTeNbHOIO CTaHAApTa BBICIIEr0 OOpa30BaHUs IO HalpaBicHUIO (0OakamaBpuaT) U SBIISETCS
(aKylIbTaTUBHBIM YUE€OHBIM KYPCOM.

Ponp mucnumiuHbl BO3pacTaeT B CBS3M € pa3BEPTHIBAHMEM IIPOLIECCOB HHTETPallUd U
rmo0anu3auu, MPOUCXOAAIMX B COBpeMeHHOM Mupe. CrenuanucTaM-BbITYCKHHKAM HesS3bIKOBBIX
(aKyIbTeTOB MPHUXOAUTCS pEIATh 3aJlaud 10 OCBOCHHIO WHHOBAIMOHHBIX TEXHOJIOTHH, TpeOyroime
AaKTMBHOTO COTPYAHHMYECTBA C 3apyOeXKHBIMHM KOJJIETaMHM, YTO IIPEINoJiaraeT akTUBHOE BJIaJIEHUE
HaBBIKAMU OCYIIECTBIICHUSI MEXKYTBTYPHOI MpoQeccuOHaTbHO-AeT0BOM KOMMYHUKAIUH.

Kpome Ttoro, yuactme Poccum B bBolloHCKOM Tporecce MpeanoiaraeT MMPOKOMACIITA0H YO
MOATOTOBKY OOY4JaroIM XCs, TOTOBBIX K MOJIYYEHHIO 00pa30BaHUsI B €BPOMEHCKUX YHHUBEPCUTETAX, YTO
TpeOyeT HOBBIX MOJAXOJOB K OOYYEHHIO MHOCTPAaHHOMY SI3bIKY B BBICIICH mHikosie. Takas MOATrOTOBKa
[0/Ipa3yMeBAET HE TOJILKO BJIAJICHME BCEMHU ACHEKTaMU SI3bIKAa B TPAJULMOHHOM IPEACTaBICHUH, WU
OCBOEHHUE JIMHIBUCTUYECKOH, S3bIKOBOM KOMIIETEHIIMU B TEPMUHAX KOMIIETEHTHOCTHOI'O IIOAX0A.

Baxneiimeld 3amaueil JUMCHUIMHBI CTaHOBUTCA (OpPMUpOBaHHE Y 0Oy4aeMbIX TaKOTO
HNOHATUHHOIO ammnapara, KOTOpblid oOecreuns Obl UM MOTEHIMAIBHYIO BO3MOYKHOCTH OCYIIECTBJIEHUS
KYJIBTYpHO-00pa30BaTeIbHON U MPOPECCHOHANBEHON IEATENIbHOCTH B €BPONEHCKIX YHUBEPCUTETAX.
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DTO BIUSET HA 3HAYUMOCTb POJIM U MECTa AUCHMIIIUHBI «VTHOCTpaHHBIN S3BIK» JUISl HESA3bIKOBBIX
CHENHATBHOCTEH B OOIIEM IHMKIE T'YMAaHUTAPHBIX JUCIUIUINH, C OJHOW CTOPOHBI, a C Apyroi Tpedyer
WHTETPALlMA C JIMHIBOCTPAHOBEACHUEM U KyIbTYPOJOTHEW M YCUJIEHHS CBS3€M C €CTECTBEHHBIMHU
HayKamHu, [0 TEM HaIlPaBJIEHUSM, ISl KOTOPBIX OHA TOTOBUT CIELIUAJIMCTOB.

Kypc mo mHOCTpaHHOMY SI3BIKYy B paMKax OakajiaBpuaTa SIBIISIETCS 3BEHOM B MHOTOJTAITHOW
cucteMe o0mero o0Opa3oBaTeNpHOTO  MPOCTPAHCTBA, BKIIOYAIOMIETO  IIKOJBHOE  OOyueHUe,
VHUBEPCUTETCKOE M IMOCIEBY30BCKOE OOpa3oBaHUE. YCHEIHas peanu3alus Kypca Mpearnoiaraet
HaJIM4Ke y 00y9aeMbIX TTOPOrOBOTO MIJIM 0a30BOTO YPOBHS, HEOOXOAUMOTO IS NajJbHEHIIIETO TTOTYICHUS
3HAaHWH U HaBBIKOB B COOTBETCTBUH C ['0cyqapCcTBEHHBIM 00pa30BaTEIbHBIM CTAHAAPTOM U MPOTPAMMOA
JucuunMHbl «MHOCTpaHHBIN S3bIK» JJISI HES3bI KOBBIX CIIEUATIbHOCTEN.

B cBete HOBOH 00pa30BaTENbHOM MOJMTUKH MPOrpaMMa MOXKET OBITh peaaru30BaHa, MCIOJb3Ys
KOMIIETEHTHOCTHBII TOAX0A B OOY4eHHHM HWHOCTPAHHBIM SI3bIKAM, KOTOPBIH MO3BOJSET MPEBPATHTh
oOyJaromierocss W3 IaCCMBHOTO JJIEMEHTa OO0Opa30BaTEIbHOM CHCTEMBl B aKTUBHOTO YYaCTHHKA
o0pazoBarenpHOro ImpoIiecca.

1. Conepxanne padoueii mporpaMmsl (00beM AUCHMILIMHBI, TUNIHI U BUAbI y4eOHBIX 3aHATHI,
yueOHO-MeToau4YecKoe 00ecneye Hue caMOCTOATeILHOM PadoThl 00y4aro IUXCs)

Conepsxanme padodeii mporpaMMebl ipeacTaBieHo B [Ipumoxenun Ne 1.

2. D oHJ OLIe HOYHBIX CpeaCTB IO TUCHUIIJINHE

3.1. IlepeyeHb KOMMeTe HIUI € YKa3aHUEM 3TANoOB UX (popMUPOBaHMS B MpoLEcce 0CBOeHUS
o0pa3oBare bHOI nporpamMmmbl. OnMcaHue Noka3areJieil U KpuTeprueB OLe HUBAHUSA
KOMIIeTe HIMH HA Pa3JIMYHBIX 3Tanax ux () OpMUPOBAHUS, ONUCAHNE LKA
Olle HUBAHUS (CM.BbIIIIE)

4.2. TunoBble KOHTPOJILHbIE 3aJaHNSI UJIM HHbIe MaTe PUaJibl, He00X0AUMbIe /IJIsl OLle HKM 3HAHUI,
YMEHHii, HABBIKOB U ONbITA AeATEJIbHOCTH, XaPAKTe PU3YI0 LIUX 3TaNbI () OPMH POBAHHUSA
KOMIIeTEeHUMI B IMpolecce 0CBOeHUs1 00pa3oBaTeIbHOM MporpaMmbl. MeToanue cKkue
MaTepuaJIbl, ONpeae A 0NNe MPoLeIypPbl Olle HUBAHUS 3HAHMIA, yMe HUii, HABBIKOB M ONbITA
AeATeJTbHOCTH, XapaKTe PU3Y 10 IMX 3TAaNbI ()OPMHUPOBAHUS KOMIIE Te HIM

Ortan Pesynbratsl Komnerenmnus O1eHouHbBIE
BI oOydeHust cpencTBa
OCBOEHUS
1-i 1. Cpemauit Oamn OIIK-6 TectupoBanue
aTan pyOeKHOTO KOHTPOJIS OK-3 VHMBHYallb
(pe3ynpTaToOB BBIIOJHEHUS HBIH OIIPOC, YCTHBIH
3uan | tectoB 1-3) orpoc
usi
2-i 1. Cpennuit  Oamn OIIK-6 KonTponbhas
aTan PYOSXKHOTO KOHTPOJIS OK-3 pabora




(pe3y/bTaTOB  BBIMTOJHEHUS Hoxnan,
Ymen | tectoB 1-3) coo01eHne
ust OTYeT
3-i 1. Cpemauii  Oamr OIIK-6 TecTsr
JTan pyOexxHOro KOHTPOJIS OK-3 Pedepat
(pe3ynbTaTOB  BBITIOJIHEHUS ['pynmoBoit
Bnan TecToB 1-3) ompoc
eTh
HaBBIKAMH

Oo0pa3en TeKylero KOHTpoOJIst

How many parts are there in the letter requesting a service?
2
3
5

Which part of the letter requesting information can contain such an expression? “I am
planning to ...”

polite expression

action

opening

+purpose

“We would like to have your answer by 6 of October”.
Which part of the letter does this expression refer to?
purpose

opening

polite expressions

What should be given in the “opening part” of the letter requesting information?
Tell why you want the information
Tell what you want

If there are too many mistakes in grammar, punctuation or spelling the reader may be
confused. How should you write your letter to avoid it?

shortly
clearly
courteously

Which expression refers to the action part of the letter requesting a service?



We will need the following
This will confirm our telephone conversation
| appreciate your help

Tema 4

Which method of electronic correspondents has all the advantages of sending a cable
and in addition it is available in the office and offers a direct line, with immediate reply?

Fax

E-mail

A likely ending in e-mail is Best wishes rather than
Sincerely yours

Yours faithfully

The messages in telexes are usually versions of the sentences we would use in
everyday speech or in letters.

Short

Long

Shortened

Cross the odd one out of the fax structure in the list.
Message for

Date

Address

Fax number

No of pages

Once the telex operator has dialed the code, an code will appear on the
teleprinter indicating that the sender is through.

Answer
Answerwrite

Oo0pazen NMpoMeKyTO4HOT0 KOHTPOJISA
(BusuTs! 3apyoexxnoro naptaépa. Konrakrel. Pestome. YcrpolicTBo Ha paborty)
1 What does the stage of negotiations mean?

the volition to participate in the process of selling and buying
the wish to get profit



the desire to sell everything
the promotion to a new stage

2 Why is the stage of negotiating between a salesperson or travel agent and a client important?
both parties want to get promotion

both parties want to get profit

both parties want to show sympathy

both parties want to feel satisfied with their deal

3 Does anyone involved in the process of negotiations want to be cheated?
Everybody does

One of the parties does

Nobody does

A successful negotiator does

4 What kind of relationship is more effective during negotiations?
Friendly and respectful

prosperous and cheerful

agaressive and competitive

nice and friendly

5 What should a salesperson or a travel agent believe?

That she or he is over the competition

that his product is good

that his or her product has certain advantages over the competition
that his product is of great value

6 What must customers be sure of?

they are buying a product that is good value and of high quality
they are going to get a lot of profit

they are going to acquire a hotel

they spend their money on something they don’t really need

7 Can customers dealing with tourism spend their money on something they don’t really need?
No

Yes

Never

Of course

8 What cana good travel agent persuade anyone to buy?
Anvything

Nothing

Everything

something

9 What must a good salesperson in tourism know?
how to sell products

where to get profit

where to show animation performances

how to deal with different kinds of people

10 What must a good salesperson point out?
how his or her product will benefit each individual customer

10



where to go for money
where to stay to relax
how to get high profits

11 What must he convince his customers in?
your product is the one they want

your product is expensive

your product is cheap

your product is the worst

12 What does a successful stage of negotiations depend on?

good relationship between negotiators

Rivalry between the parties

Good servicing of the company

both the salesperson and the customer asking each other the right sort of questions

13 What do successful travel agents often have?
much attention to the their work

special talents and an outgoing personality

a lot of money

a good knowledge of the service market

14 What does a tourist company usually depend on?

its own travel agents

wholesalers at the big supermarkets

retailers at tour operating companies

the salesmanship of its distributors at the department stores

15 What else does any tourist company need?

To establish a personal relationship with its major clients and potential customers.
To entertain tourists

To ski and skate a lot

To speak foreign languages with its customers

16 Does a travel company deal impersonally with another company?
No, it doesn’t.

Yes, it does.

All the time

Never

17 Whom does a tour operator interested in the accommodation of tourists receive personal visits or
telephone calls from?

people representing the hotels

the suppliers of different gambling services

representatives of different tourist attractions

people presenting educational services

18 What is much more expensive in tourism?
keeping travel agents and tour operators "on the road”
doing nothing to get potential partners

doing everything to get potential partners

to spend time unproductively travelling
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19 What is more effective in tourism?

a discussion

servicing overseas customers

phone, fax, or e-mail communication with not so many personal visits
Telephone booking

20 What do tourist companies do for communicating with other tour operators?
hold regular tourist exhibitions, fairs and conferences

ask guestions about new products and receive training

have no contacts

have the day-to-day contacts

21 What is important in the process of negotiating?
Diplomacy, friendliness and cooperation

additional persuasion

bargaining about the conditions

Negotiating about the sales presentation

22 How many phases are there in different types of business negotiations?
four main phases

five main phases

three main phases

two main phases

23 What is the preparation stage?

you work out what you do not want

you work out what priorities you never have

you work out what you want to speak about

you work out what you want and what your main priorities are

24 What is the debating stage?

you say what the final conditions are

you never say what you want

you listen to the customer

you try to find out what the other side or the customer wants

25 What is the purpose of the proposal phase?

you get prepared to trade, offer or concede

you formulate your proposals

you are patient and but do not listen to the other side’s proposals
You suggest things you could trade

26 What is the essence of the bargaining phase?

you indicate what you will actually trade, offer or perhaps concede
you bargain about what you will actually concede

you do not offer anything

you trade what you can

27 What is the major regulator of mutual relations of contractors?
A contract

A letter of request

A draft negotiation

A copy ofan application letter
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28 What is of great value in the process of negotiations?
the appropriate reqgistration of the concluded contract
the appropriate registration of the cover letter

the appropriate registration of the concluded deal

the appropriate registration of the letter of request

29 Why is drawing up a contract a complicated process?
it should establish the law

the contract should provide all essential conditions

it would be nullified in the future

it should manage the process

30 Fromwhat time is the contract void?
from the moment of its fulfillment

from the moment of sale

from the moment of happiness

from the moment of request

31 What does the detailed contract with precise wordings provide?
it promotes the execution of the contract

it does not suppose unnecessary conflicts

the consecutive mechanism of its realization

it corresponds to the will of the parties

32 What should the contractors do in order not to have any problems with the law?
it is interesting to know everything

it is necessary to help to make out a contract

it is necessary to charge lawyers

it is important to write a draft contract

33 Which contracts are most frequent in international trade?
contracts of sale, for construction work and lease.

Only contracts for lease

Contracts of international negotiations

Contracts of assigning rooms in the hotels

34 What do contracts of sale include?
turnkey contracts

barter deals

compulsory deals

large-scale contracts on a compensation basis

35 Why do licence agreements stand apart fromall the above contracts?
they deal with scientific-technical knowledge

they deal with licenses, patents and know- how

they do not deal with selling and buying physical goods

they deal with the sale and purchase of ideas

36 What is necessary to do in order to ensure the fulfillment of the above basic contracts successfully and
profitably?

a number of auxiliary agreements (contracts) are to be concluded

a lot of money

13



a number of travel agents
a lot of prosperity

37 Who signs a written contract of sale?
the Buyers and the Sellers.

nobody

the Sellers.

the Buyers

38 What do the parties do to settle their differences and claims amicably?
they argue a great deal

they do their best to agree

they negotiate a lot

they travel the Globe

39 What happens if they fail to agree?
the deal goes to the state court

the negotiators argue a lot

the travel agents go on strike

the claim is submitted for arbitration

40 Who bears arbitration expenses?
They arte argued upon

They are happily negotiated about
They are usually borne by the looser
They are agreed upon

41 What does a company do in order to place a request for buying goods or services in the tourist
industry?

it sells a lot of products

it goes abroad

it fills in special order forms

it never moves around

42 What should you indicate in special order forms?

the sum of money given as a bribe

only terms of payment

only special discounts

the quantity of goods or services, their description, price, terms of payment, date of delivery, discounts

43 What should you do to make certain points clear?

You should telephone your customers

you should write a covering letter and enclose your order form
You shouldn’t talk a lot

You should explain things clearly

44 What does the Seller or the Supplier do when he is ready to fulfill the order?
he sends the Buyer a confirmation letter

he sends the Buyer a contract

he sends the Buyer a cover letter

he sends the Buyer a letter of agreement

45 What does an order of acknowledgement present?
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an order copy, or order duplicate, signed by the Seller
an order copy, or order duplicate, signed by the Buyer
anorder copy signed by the Travel Agent

an order duplicate, signed by the General Manager

46 What is a duplicate enclosed with?
thanks for order

acover letter

the changes prices

dates of delivery

47 What does a company do if it is interested in the new product ofa company?
it goes to the exhibition

it orders advertising materials by mail

it sells them by post

it looks through the advertising material of the company

48 In what way does the company usually advertise its new product?
It advertises its new product in mass media

It advertises its highest standards

they say it doesn’t even outperform other similar products

it advertises their new product onradio and TV only

49 What is one of the most important factors in the performance of a new product?
the terms of delivery of a product

your trust in that company

It’is guarantee period

your belief in its luck

50 What happens if the Buyer or the Supplier is not ready to fulfill the order?
he helps the company to trust the brand

he buys similar goods from another company

he refuses the order

he never offers to substitute the goods which are not in stock
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5.YueOHO-MeTOAUYECKOE U MH( OpMaLIIOHHOEe 00ecneye Hhe TUCHUTILIUHBI

5.1. Ilepe4yeHb OCHOBHOM U IOTIOJHHUTEIbHON Y4eOHOM JINTEPATYPbI, HEO0XOAUMOM 115
OCBOCHHUS AMCIHUILUINHBI

OcHoBHas1 JIMTEpaATYpA:
1. David Grant, Jane Hadson & Robert McLarty. Business Result. Oxford University Press, 2006
2. l'aparyns C.U. Aarnmuiickuii st genoBoro oomenus. Pocros-Ha- Jlony: «®enukcy, 2013
3. 3aitnynnuHa JI.M. bu3Hnec-koMMyHuKamus 1 nepesof. Yu. mocodue. Yga: PUL baml'Vy, 2010
4. Kaprioa T.A. AHMMHACKUN JUIsl TEXHUYECKU X BY30B. YueOHUK. MockBa «KHopyc», 2014

5. Kyrenmoba M.M. AHIIMACKUN SI3BIK JJI1 XUMUKOB. Y4eOHUK. MockBa: «YHuUBepcuTeT. KHUKHBII
nom», 2006

6. Murpanosa 1.X. Aarnuiickuii s3pik. U.1: MeToqudeckue ykazaHus 10 JISJIOBOMY IMHCbMY. Y da:
PUILl bamlI'V, 2013

7.2 JlonoJiHUTEIbHAS JTUTEPATypa
1. Akyoexosa JI.I'. English for advertisers: meronnyeckue yxazauus. Y da: PUL[ baml'V, 2010

2. Axyoekosa JI.I'. Technical English: yue6roe mocodue. Y ¢a: PUL baml'V, 2017

3. borauxuit N.C., iokanoBa H.M. busnec-kypc anrnuiickoro si3pika. Kues «Jlorocy, 2002

Ilepeyens pecypcoB HH(}OPMALNMOHHO-TEJICKOMMYHMKANUOHHON ceTn «HHTepHEeT» MM
OCBOCHMUA JUCHUIIIMHBI
1. A web-based science, research and technology news service which covers a full range of topics.
2. http://'www. Alliance Technologies.com
3. http://www. ScienceDaily.com
4. http://www. NanoPartz.com
5. https://elib.bashedu.ru/dl/local/Migranova_Anglijskij jazuk _mu po delovomu pismu_1 2013.pdf>.

6.https://elib.bashedu.ru/dl/read/ZainullinaBiznes-kommuni.UchP0s.2010.pdf>.

7. http://www.science-online.org/
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6. Mare puajbHO-TeXHHYe CKasi §a3a, HeOOXOAMMAs /1JIs1 OCYIE CTBJEHHS 00pa3oBare /IbHOTO mpoiecca

110 ¥ CITHIIJINHE

Hanpumep, 6 sude mabauywi:

Haumenosanue Buo 3anamuii Haumenosanue ooopyoosanus, npocpammmnozo
cneyuanu3upoBaHHvIX obecneuenus
ayoumopuii, KAOUHemos,
nabopamopuil
1 2 3
Komnvromepuwiii knacc 403 | Ilpakmuyeckue Komnviomepnuvie  cmonvl,  komnviomepvr ¢
3AHAMUSL evixooom 6 Humepnem (15 wm.), nepenocHol
NPOEKmop, 9KPaH, KONUPOBANbHLIL annapam,
ckamep.
Yuebnwiii Ilpakmuueckue Komnvromep,  npunmep,  ayouoannapamypa,
Cneyuanu3upOBaHHbuIlL 3auamus 0ockKa.
xkabunem 301
Yuebnwiii Ilpakmuueckue Hoymo6yx, skpan, nepenocrotl npoekmop, mene u
Cneyuanu3upOBaHHbuIlL 3auamus ayouoannapamypa.
kabunem 310
Bubnuomexa CPC Knuowcnoiii pono, cocmoswuii uz memooudeckoi
U Y4eOHOU Jaumepamypwvl, HAVYHbIE IHCYPHATBL,
971eKMPOHHbLE YueOHble NOCOOUsL.
Caum JOT bawlV CPC CmpyxkmypupoeaHntvle yuebOHbvle nocobus,

JIEKYUOHHbIE Mmamepuasl, 3a0aHUs 018 OY EeHKU

CnenerHu yCeoeHus mamepuaid.
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[punosxenune Ne 1

MUWHOBPHAYKHU POCCHA
®I'BOY BO «bALLIKUPCKUN FOCYUI[APCTBEHHBII\/JI YHUBEPCUTET»
NHXXEHEPHBIV ®AKVIIBTET

COJIEPXKAHUE PABOYEM ITPOT PAMMBbBI

JUCIUIUTAHB] WHOCTPAHHBIN SA3BIK (TEXHIUECKHI IEpeBOT) Ha 3 CEMECTp
(HaUMEeHOBaHME JUCLIMIUIHHBI)
__Oo4Has__

dhopma o6yuenus

Pabouyro mporpaMMy OCYILIECTBIISIOT:

Jleximu:
(TOMKHOCTH, yU. CTENeHb, (.H.0.)

[IpakTudeckue 3ansITHs: TOLECHT, K.(pruton. H. Akyoekosa JI.T.
(MOIDKHOCTB, y4. CTETIeHb, (.1.0.)

Bup pabotbi O0neM TUCHUILIUHBI
124
Y4eOHBIX 4aCOB Ha KOHTAKTHYIO pabOTy € MpenogaBaTesem:
Jleximi -
MPAKTUYECKU X/ CEMUHAPCKUX 36 4.(3cem.)
JlaGopaTopHBIX -

IpyTux (TPyNIoBasi, UHAUBUIyATbHAS KOHCYIBTAIIUS U HHBIC BUIBI
y4eOHOM eATeTbHOCTH, IIPeaycMaTpUBarOIHe paboTy 00 yJaro X cst
C MpernoJIaBaTeIeM) -

Y4eOHBIX 4aCOB Ha CAMOCTOSTENbHYIO paboTy oOyuatonmxcst (CPC)
BKIIIOYAst TOJTOTOBKY K DK3aM€HY/3a4eTy 35,8 (3cem.)

®opma(bl) KOHTPOJISL :
9K3aMeH - ceMecTp
3a4eT 3 ceMmecTp
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4 ConepxkaHue QUCIUTIMHBI

®dopma U3y yeHusI
Marep MaioB (JIKLHY,

3amaHus 1o

®Dopma KOHTP 01151

Np aKTUIECKUEC K OcHoBHas U o K CaMoO CTOSITENIHLHOM
3aHATHA, CCMUHApP CKUE OJITICCTBO JOIIOJTHU TCIIbHas1 Camo CTOATCIIL HOM OJIICCTBO paGOTLI CTY ICHTOB
Ne T qacoB pa60Te CTy ICHTOB qacoB
Wi €Ma U CoJIepIrKaHue 3aHATHA, AV IHTOPHOI Jreparypa, ¢ VKA3aHHEM CAMO CTOSTEIE HOI (KOJIIIOKBUY MBI,
y JTOP y
n1abop aTop Hble 6 P eKOMeHTy eMast 60Th1 KOHTP OJIbHbIC pabOTHI,
paboTsl, PaboThl CTy ICHTaM JHTEPATY DB, pabo KOMIIbFOTEP HBIE T€CThI
HOMEP OB 3a1a4
CaMoO CTOATCIIbHAA n TAH.)
pabota)
1 2 3 4 5 6 7 8
1 — i1 cemectp
Monayis 1
1 | Bseoenue. Companies. Socializing. How to make polite I13 2 1, Unitl 1, p. 102 2 Tecrsl,
requests. 4,p.10 JTHaJIoru3a LSt
3,p.5
2 | Contacts. Telephoning. Dealing with public relations 113 2 1, Unit 2 1,104-105 2 OO6cyxKeHws,
crisis. 3, pp.9-15 3, pp. 19-21 JIAAJIOT 3 ISt
3 | Visitors. Presenting. Visual information. 113 2 1, Unit 3 1, 106-107 2 Tecrhl,
4,pp.12-15 3, pp.25-27 Mpe3eHTAIH
4 | New Products. The development process. Meetings. 113 4 1, Unit 4 1,108-109 2 Tecrsl,
4,pp.19-22 3, pp.27-30 TPE3CHT AT
5 | Employment. Job benefits and employment procedures. I13 2 1, Unit5 1,110-111 4 Harmcanue
How to delegate work. CVs 4,pp.27-28 3, pp.30-32 pe3tome
6 | Customer service. Customer satisfaction. Now to respond 2 1, Unit 6 1, 112-113 4 Tecrwl,
to companies. 113 4,p.29 3, pp.35-37 JIHAJIOrM3a ISt
Monyns 2
7 | Travel. Check in, departure. Socializing 113 2 1, Unit7 1, 114-115 2 OO06cyxieHws,
4, 32-36 3, pp. 38-42 JTHaJIOru3a LSt
8 | Orders. Deliveries. Meetings. How to take arrangements. 113 2 1, Unit 8 1,116-117 4 Tecrsl,
Making and responding to suggestions. 3, pp.44-50 JTHAJIOTH3a [THST
9 | Selling. Sales and advertising. How to interrupt and avoid I13 4 1, Unit9 1,118-119 4 OO6cyxneHns,
interruption 1’, pp.8-12 3, pp.54-57 JIAAJIOT 3 [Vt
10 | New ideas. Green initiatives. How to ask for 113 2 1, Unit 10 1,120-121 2 Tecrsl,
clarifications. 1’, pp.25-28 3, pp.61-66 JIAAJIOT 3 LISt
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11 | Corporate entertainment. Invitations and offers. 113 2 1, Unit 11 1, 122-123 2 TecTsl,
Socializing 3, pp. 73-77 Mpe3eHT ALK

12 | Training. Personal deve lopment. Exchanging 13 4 1, Unit 15 1,130-131 2 Tecrsr,
information. 3, pp.85-88 npe3eHTaIH

13 | Your career. Now to talk about ambitions and careers. I13 4 1, Unit 16 1,132-133 2 Camonpe3eHTamyst
Giving a personal presentation. 3, pp.108-112

14 | Test KP 2 KP
Bcezo: 108 uacos 36 36

[IpuHsATHIE COKpaILIEHUS:
¢ siexnus — JIK, mpaktuaeckue 3anatus — [1P, konTponsHas padota — KP,
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camocTosiTenbHbIe padoThl — CPC;
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