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1. HEJIM OCBOEHUS JUCHUIIJIMHbBI

[esib OCBOEHUS AMCUUIUIMHBI — MOBBIIIEHUE OOIIEH KyJIbTyphl TyMaHUTaApHOTO
3HAaHUA, a TaKke (POPMHUPOBAHUE MPAKTUYECKUX HABBIKOB BIIAJCHUS WHOCTPAHHBIM
A3BIKOM B JIEIOBOM U TNPOQPECCHOHATBHOM OOILIeHUH. V3yueHue AUCHUILITIHBI
HampaBlieHO Ha (opMHpOBaHHE, PAa3BUTHE M COBEPUICHCTBOBAHWE HHOS3BIYHON
npo¢hecCuOHATbHO-KOMMYHHKATUBHON KOMIIETEHIIUH LTS YCIICIIHOTO
OCYIIECTBJICHUS JajbHeHel yueOHO-podeccuoHaNbHON U MpogecCHOHATbHO-
TPYAOBOM JESATENIBHOCTH M peuieHus NpodecCHOHAIbHBIX 3aJa4, TPeOyOIX
BJIQJICHUS MHOCTPAHHBIM SI3BIKOM.

2. PE3YJIBTATBI OCBOEHUSA JUCIIUIIJIMHBI
Komnerenuu oOydaromierocsi, (GopMupyeMble B pe3ysbTaTe OCBOEHUS JTAHHOU
JVCUUTIINHBI:
YK-4 CriocobeH OCyIIEeCTBIATh JIEIOBYI0O KOMMYHUKAIIUIO B YCTHOM U MUCHMEHHOM
dbopmax Ha rocyaapcTBEHHOM s3bike Poccuiickoit deneparii 1 HHOCTPAHHOM(BIX)
si3pIKe(ax).

3. TEMATHYECKHAM IIJIAH JUCITATIINHBI
CemecTtp: 5,6

dopma oOydeHHUsA: OYHas
ATTecranus: 3a4eT, SK3aMeH

Ne Tembl (pa3aensl) AUCUUTLTUHBI Bunbr aynutopHOi paboThI Htoro
(B ak. yac.) ayJIUTOPHBIX
aK. 4acoB
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5 cemectp
1 MeTomoIOTHsI U METOBI 6 12 16 - 34
COIIMOJIOTHYECKOTO UCCIICTOBAHMSI.
2 CoBpemeHHbIe HH)OPMAITMOHHBIC 6 12 16 - 34
TEXHOJIOTUH B COIIMATLHBIX HAYKaX.
3 MuauBuayabHBIE U TPYIIIOBBIC TEMBI 6 14 16 - 36
IUIA CaMOCTOSATEIbHONM WHOSI3BIYHOU
IIPOEKTHOMN JEeATENbHOCTH.
AkaneMHuecKue HaBbIKH, HEOOXOIUMBbIE
TUTS MPECTaBICHUS pe3yNbTaToOB
MPOEKTHON JIeATENbHOCTH: KOPOTKOE
BBICTYIUICHHE, HAIMCAaHHE TE3UCOB.
HNTOI'O (koHTpOIH 4): 18 38 48 104
6 cemectp
4 Conuosorus M MCUXO0JIOTHST MApKETHUHTA. 8 12 12 - 32
Conuonorus 1 MCUXO0JIOTHS PEKITaMBI.
5 | TexHonoruu OU3HEC-TPCHUHTOB. 8 12 12 - 32
Conmosiorusi opraHu3alyi.




WunuBuayanbHble U TPYIIIOBBIE TEMBI
IUIA  CaMOCTOSITEIILHOM HWHOSA3LIYHOU
IIPOEKTHOMN JeATEIbHOCTH.
AxaneMuyecKre HaBBIKH, HEOOXOUMBbIE
JUIST MpecTaBICHUS pe3yabTaToOB
MPOEKTHOM JEATEIbHOCTH: MPE3CHTALUS
pe3yNbTaToB HCCIICIOBAHUS,
COMpPOBOXKIaeMas ciaanjaMu, HalMCaHUE
pa3BEepHYTOM aHHOTALUM, T[OJArOTOBKA
MACbMEHHOTO OTYeTa MO MPOEKTHOMN
pabore.

14

13

35

HUTOT'O (xouTpoas 9): 108

24

38

37

99

CemecTtp: 5,6

®dopma oOydeHHUs: OYHO-3a04YHAS
ATTecTanus: 3a4eT, SK3aMeH

No

Tewmb1 (pa3aensl) AUCIUTTAHBI

Bunst aynutopHoil paboTh
(B ak. yac.)

Jleku

[TpakTrueckue
3aHATUSA

CaMocTosTenbH
ast pabora

IIpoekTHOE

o0yJeHue

Htoro
ayJIUTOPHBIX
aK. 94acoB
10 TeMe

5 cemectp

Merononorust 1 METOABI
COLIMOJIOTHYECKOr0 UCCIIETOBAHUSL.

4

N
W

37

CoBpeMeHHbIe HH(POPMALIMOHHBIE
TEXHOJIOTHH B COI[MAJIbHBIX HayKaX.

4

25

36

NunuBuayanbHble W TPYNIOBBIE TEMBI
IUIA CaMOCTOSATENbHONM UWHOSI3BLIYHOU
IIPOEKTHOMN JEeATENbHOCTH.
AxaeMH4yeCcKHe HaBBIKHA, HEOOXOTMMEIS
JUIST MpecTaBICHUS pe3yabTaToOB
MPOEKTHOW AESATETbHOCTH: KOPOTKOE
BBICTYIJICHUE, HANMCAHHE TE€3HCOB.

24

35

HUTOI'O:

12

22

74

108

6 cemecTp

COI_[I/IOJ'IOFI/IH " IICUXOJIOTHA MApKCTHUHIA.

COHI/IOHOFI/IH U IICUXOJIOTUS PCKIIAMBI.

6

12

27

Texnonoruu 6U3HEC-TPEHUHTOB.
Conmosiorusi opraHu3anyi.

6

12

26

NHnuBuyanbHbIE U TPYIIIOBBIE TEMBI
11  CaMOCTOSITCIILHOM  HMHOSA3LIYHOU
MPOEKTHOM NEATEILHOCTH.
AxaneMuyecKre HaBLIKHM, HEOOXOIUMBIE
JUTSt MpecTaBICHUS pe3yabTaToOB
MPOEKTHOM JEATEIbHOCTH: MPE3CHTALUS
pe3yNbTaToB HCCIE0BaHus,
COMpPOBOXKIaeMasl ClaniaMu, HalMCaHUE
pa3BEepHYTON aHHOTALUM, T[OJArOTOBKA
MMCbMEHHOTO OTYeTa MO MNPOEKTHOMN
pabore.

14

28




HUTOT'O (xouTpoas 27): 108 18 38 25 81

4. ObPA3OBATEJIBHBIE TEXHOJIOI'MA

JUis u3ydeHus: JUCHUIUIMHBI HUCHOJB3YIOTCS paziu4Hble 00pa3oBaTENbHbIC
TEXHOJIOTHHU:

1. HWHrepakTuBHBIE JEKUMH, CO3JAIOUIME B AyJUTOpUU aTMOchepy
JIOBEPUTENILHOT'O U B3aMMOYBAKUTEJILHOTO AUAJIOra CTYAEHTOB C MPENOAaBaTENIEM.

2. IlpakTuyeckue 3aHATHS, Ha KOTOpPbIX B aTrMocdepe TOBEPUTENBHOTO U
B3aMMOYBKUTEJILHOTO JHajora CTYJIEHTOB MEXAy co0O0i U MpernoaaBaTesieM
00CYX/1at0TCsl BONPOCHI JICKIIUN U JOMAIIHUX 3aJaHuM; JAENatoTCs JAOKIabl, YCTHOE
pedepupoBaHre MPEUIOKEHHON  MpernojaBaTesieM  JIMTEpaTypbl;  MPOBOASITCS
TUCKYCCHUH, TPYNIOBasi paboTa, BBIIOIHSIIOTCS KOHTPOJIbHbBIE PAOOTHI.

3. CamoctosTenbHass paboTa  CTYJEHTOB, BKJIOYAIOMIasi  YCBOCHHE
TEOPETHUYECKOr0 Marepuaia, YTEHUE U MOATOTOBKY KOHCIEKTOB NEPBOMCTOYHUKOB,
HOJIFOTOBKY K MPAaKTUYECKUM 3aHATUSM, IOATOTOBKY JIOKJIAJ0B M COOOILEHUH,
BBITIOJIHEHUE TBOPUYECKUX 3aJlaHUN, KOHTPOJIBHBIX padoT (pedepaToB), KOHTPOIHHBIX
paboT, Te3UCOB, CTaTeH, paboTy C JIEKTPOHHBIM YICOHO-METOINYSCKUM KOMILICKCOM,
MOATOTOBKY K TEKYLIEMY KOHTPOJIIO 3HaHMM U K MPOMEXKYTOYHOM arTecTaluu —
JK3aMEHY.

4. TecTupoBaHUE MO OTAEIBHBIM TEMAM JAUCILUIUIMHBI, 10 MOJIYJISIM IPOTPaMMBI.

5. HayuHno-uccnenoBarensckass padorta cryiaentoB (HUPC), Bxmrouaromias
3aHATHUS CTYACHTOB B CTYJICHUECKOM HAay4YHOM OONIECTBE, y4acTHE B KOH(EpEeHUHUsIX,
OJIMMITHAJAX.

6. KoncynbTupoBaHMe CTYJEHTOB IO BOIpocaM ydyeOHOro matepuana,
IIOJATOTOBKHU TE3HCOB, CTATEH, JOKJIA0B.

7. llpu peanuzamuu oOpa3oBaTEeNbHON NIpOrpaMMbl C MPUMEHEHHEM
JUCTAHIIMOHHBIX 00Pa30BATEIbHBIX TEXHOJIOTUHN U 3JIEKTPOHHOTO O0YUYEHHUS:

- COCTaB BHUJOB KOHTAaKTHOM pabOThl MO JUCUUILIUHE (MOIYJIIO), MpHU
HEO0OXOJMMOCTH, MOXKET OBbITh OTKOPPEKTUPOBAH B HANPABICHUM CHUXEHUS JIOJIH
3aHATHI JIEKIIMOHHOTO TUIIA U COOTBETCTBYIOUIETO YBEJIMYEHHUS JOJIM KOHCYJIbTALUMA
(TpYTMOBBIX WJIM MHAWBHUIYAbHBIX) WK UHBIX BUJOB KOHTAKTHOW PabOTHI;

- uHPOPMAIMOHHONW OCHOBOM TPOBEACHUS YYEOHBIX 3aHATHNA, a TaKKe
OpTaHM3aIMH CAMOCTOATEIbHOU PaboThl 0OYYAIOIIUXCS MO JUCIHUIUIMHE (MOIYJIIO)
SIBJIIFOTCS TIPE/ICTABJICHHBIE B AJIEKTPOHHOM BHJI€ METOJNYECKUE, OLICHOYHBIE U UHbIE
MaTepHalibl, pa3MEIIeHHbIE B 3JIEKTPOHHOU HH(OPMAITMOHHO-00pa30BaTEbHOM cpefie
(OUOC) wuHCTUTYTa, B DJIEKTPOHHBIX OHOJMOTEUHBIX CHUCTEMAX M OTKPBITHIX
HuTepHeT-pecypceax;

- B3auUMOJICMCTBME  OOy4YaloIIUXcsi W  MEeAaroruyeckux pabOTHUKOB
ocyuiectBisiercss ¢ npumeHenueM DWMOC unHctuTyTa M Apyrux HMH(POpPMaAMOHHO-
KOMMYHUKAIIMOHHBIX TEXHOJOTUH (BUIE0-KOH(PEPEHII-CBSI3b, 00JaUHbIE TEXHOJIOTUN
Y CEPBUCHI, 1p.);

- COOTHOIIEHHE KOHTAaKTHOM M CaMOCTOSITENIbHOM paboThl MO UCIUIUIMHE
(MOIYJI0) MOXET ObITh U3MEHEHO B CTOPOHY YBEIUYEHHUS IMOCIEIHEH, B TOM YHUCIE
CaMOCTOSITEJIbHOT'O U3YYEHUsI TEOPETUUYECKOI0 MaTepuaa.

5. OHEHOYHBIE CPEJICTBA JIJISI TIPOMEXKYTOUYHOM ATTECTAIIUA



KoHTpoJsbHbIE BONPOCHI U 3a1aHUS /151 IPOBeeHHsI TPOMEKYTOYHOI aTTecTAlNU
110 UTOraM OCBOCHMS JUCIHHUILINHBI
OO0pa3upl 3a1aHU 1JIS YCTHOM YaCTH AHIVIMACKHH A3BIK

1) What is the labour market in your professional area like nowadays?

2) Which sources of information concerning your future employment do
you consider to be especially reliable?

3) What are your career aspirations and personal requirements for your future
job position?

4) What are your tips for the style of behaviour during the job interview if
you want to get the job position?

5) What makes an effective manager, from your point of view?

6) Imagine that your point of view on a very important issue is different
from the senior manager’s opinion. What would you do in this situation?
Why?

Oo0pa3zen pa3BepHyToro orsera (Bonpoc Ne 1)

Nowadays, there are different sources of information for people looking
for a job. Most companies advertise their vacancies in the press or on
the Internet. The first option is to advertise a vacant position in the
appointments section of a newspaper or magazine and wait for the potential
candidates to read the information and address the company. Another option
is to advertise on the company’s web-site or on specialized web-sites. These
two options are not very reliable, from my point of view. It seems to me that
the best thing is to rely on the services of a recruitment agency. There, you
can get a qualified response, a number of vacancies you can choose from
and a recommendation concerning the best possible choice, which is sure
to match your requirements and aspirations.

Recruitment agencies will give you all the necessary information about
the company including its brief description, legal type of business, type of
business activities and the like. Besides, you will get the job description of the
position you are supposed to apply to, information about the working
conditions and benefits the company offers to its employees, and
recommendations about how to apply for the job and how to get in touch with
the company.

A recruitment agency can help you with preparing the necessary
documents, such as a CV, and writing a covering letter. Each of them is very
important for producing a favourable impression on the company you are
going to apply to. A well-written CV is the best way to sell yourself to the
company whereas a well-compiled covering letter is the most reliable way to
produce the first impression on your potential employer.

A good recruitment agency can also give you a qualified support in
getting ready for the job interview which is an essential part of the
selection process. A typical job interview includes several stages, each being
very important for the final decision.

Oobpa3sen Tecta



LISTENING TEST 1

Part1(1-7)
e Listen to a telephone conversation.
e Write one or two words or a number in the spaces on the form below.
e You will hear the recording twice.

Looking for a Candidate

Company PRO Ltd
Caller’s name: a ...
Receiving the call: 2) ......
Position vacant: Q) ...
Department: @4 ..........
Details about position
Temporary position for (5] IR months
Starting date 6 ..........
Skills required ()

Part II (8 — 12)
e Listen to five short recordings.
e For each recording, decide what each speaker is talking about.
o Write one letter (A — F) next to the number of the recording. Do not
use any letter more than once.
e You will hear the recording twice

t)) A. good customer
service

&) B. telephone helpline

(10) C. efficient
distribution

(11) D. extended guarantee

(12) E. value for money

F. good reputation

8 9 10 11 12

Part III (13 - 20)
e You will hear two managers discussing three people they have just
interviewed.

e For each question (13 — 20), choose the correct answer and mark one letter
(A, Bor C).

(13) How many posts are available?

3
2
1

QW »

(14) Who has the most experience?
A. Brown B. Gong C. Liu
(15) Who does Gong work for?




A. ashipping company
B. an investment bank
C. abook publisher

(16) What does Grant think is more important?

A. qualifications
B. age
C. experience

(17) What does Betty like about Liu?

A. She asks good questions.
B. She understands the business.

C. She can start work immediately.

(18) When will the project begin?
A. next year

B. next month

C. next week

(19) Who will make the final recommendation?

A. Betty

and Grant

B. Grant

C. the director

(20) What salary will they offer?
A. $45,000

B. $35,000

C. $50,000

13 14 15

16

17 18 19 20

READING TEST 1

Part1 (1-6)

o Read the article divided into paragraphs (1 — 6) and choose the best
title (A — G) for each paragraph. Use each letter only once.

New approach to business

A. Worldwide interest

E. Poor performance

B. Effective communication

F. Down with paperwork

C. Getting away from one’s desks

G. Multitasking

D. Eccentric opinion

1. The headquarters of the company is an anti-paper anti-office with mobile workstations
and networked computers There are plenty of workstations, but no one is sitting at them.
People are always on the move. One reason employees are free to move around is that

they don't have to drag lots of paper with them

2. Every morning people visit the company's second-floor 'paper room' to sort through




incoming mail. They may keep a few magazines and reports to work with for the day, but
they run everything else through an electronic scanner and throw the originals into a
shredder that empties into recycling bins on the ground floor.

3. It's hard to imagine a more disorganized organization. But over the years, the top
managers have built a business so successful that they have captured the imagination

of business innovators around the world.

4. In the company teams form, disband and form again as the work requires. The
company has a hundred or so projects at any one time, and most people work on
several projects at once.

5. ‘The most important communication is face-to-face communication,’ says one of
the top managers, who led the development of new information systems. 'When
people move around and sit next to different people, they learn something about what
others are doing.’

6. According to him, to keep a company alive one of the jobs of top management is

to keep it disorganized.

1 2 3 4 5 6

PartII (7 — 12)
e Read the article with blanks and the sentences given below.
e Choose one sentence (A — G) to fill in each blank (7 — 12).

Clever Policy
With products sold in more than 150 countries, K.C. knows how to turn paper into
money. Founded over a century ago, the company began as a manufacturer of basic
paper products like newsprint and writing paper. (7)....ceevee.
Today, the company is one of the world’s top manufacturers of these and other
health and hygiene products. (8) It is expanding its presence in Eastern Europe, Latin
America and Asia.
Insiders speak about the company's thorough training, flexible hours, and friendly
atmosphere.
K.C. gives new employees career opportunities through its initial job training. (9)... The
company looks after its employee’s professional development and then makes sure that
they successfully move ahead in a career.
The success of the company's training program has contributed to "an exceptionally

low turnover rate." (10).......... . One 20-year veteran notes, "I have never come
across a better company to build a career and spend a lifetime with." In fact, most
employees reflect this dedicated attitude and team spirit. (11).......... :

Many areas of the company offer "flex time," which allows employees to work from
home. The company expects business dress with casual Fridays. (12) Pay is in line
with industry standards, or better, and employees praise the "great insurance and
pension plans." Employees can buy an added week of vacation, in addition to the two
weeks they normally receive.

A. They appreciate the "helpful and supportive" company policies.
B. Many employees stay with K.C. for more than 20 years.
C. The employees are relocated to new areas.



D. Weekend workers often wear jeans.

E. But now it 1s making a wide range of items.

F. At present K.C. is exploring new product areas.
G. Employees study for extra qualifications.

7 8 9 10 11 12

Part I1I (13 - 20)
- Read the article below.

- For each question (13 — 20), mark one letter (A, B or C) to choose the correct answer.

Innovative Methods
Most advertising is about how you build awareness of your business and your
products. Your objective is either to make people remember you, or to make them
want to know more. The exception is an advertisement to actually sell your product
through the mail. Then you are “selling off the page”.
You can advertise in lots of different media, including the press, TV and radio. You
can use posters, postcards, leaflet drops, letters and banner adverts on websites.
Unfortunately, people nowadays are bombarded with advertising — it 1s estimated
that, on average, Americans see over
300 adverts every day. Given this deluge of information and messages, you must
create something that's really memorable if you want to stand out from the crowd.
A slogan is one of die best ways to do this, especially if you are using posters, where
you often have less than a second to grab the public’s attention. The best slogans come
from a brain- storming session with your colleagues. You want people to remember
your name. So associate your name with a memorable slogan or saying. Then they
will remember you.
You must make your target audience aware of your brand and what your company
does. You must give enough information to enable your potential customers to make
informed decisions.
In the world where people are tired of advertising fatigue, the real challenge for
marketing is to get people’s attention. There are basically too many people selling too
many things, and many of these things we don’t really need. We see advertisements
everywhere and so traditional forms of advertising are losing their effectiveness.
Innovative marketing methods such as human billboards are becoming increasingly
attractive because of low cost and the ability to target your audience better.
Companies now send tattoo- covered human billboards to sporting events, music
festivals, beaches or popular tourist resorts to advertise their products.
The advantage of tattoo advertising is that the company name or logo is in full view
all through the match and not limited to a 30 second commercial which viewers may
switch off anyway.
Of course, some consumers may not find this type of advertising very tasteful or they
might not find the body parts on show very attractive. It is also not possible in all parts
of the world where there is no tradition of tattoos or showing so much skin in public
is taboo.

(13) The aim of advertising is
A. to arouse curiosity about something.



B. to empress and entertain people.
C. to inform people about new challenges.
(14) What point does the writer make about advertising?
A. There are too many media and methods.
B. Advertising standards are rather low.
C. Advertisers find it hard to reach consumers.
(15) If you want the best slogan
A. you must make it simple.
B. it must stick in people’s minds.
C. it must be funny to read.
(16) What really persuades people to buy or not to buy?
A. The form.
B. The content.
C. The picture.
(17) The main problem with advertising is that
A. there are only traditional forms of advertising.
B. it is difficult to attract people’s attention.
C. there are not many things to sell.

D. Human billboards are

E. tattoo-covered people.
F. companies able to target their audience.
G. big but low-cost billboards in the street.
(18) The advantages of tattoo advertisement is that
A. 1t lasts only 30 seconds.
B. can be seen all through the match.
C. viewers can switch it off.
(19) Tattoo-advertising is
A. popular all over the world.
B. a tradition everywhere.
C. not used in all countries.

13 14 15 16 17 18 19 20
GRAMMAR AND
VOCABULARY

PartI (1-10)
e Complete each sentence with the correct option (A, B or C).
1. She said that the articles on agriculture in that magazine very often.

a) were published b) publish c) will
publish

2. Nobody knows how well.... so it has to be tested.

a) does the product work  b) works the product c) ﬂ}ces product
wor:

3. You can finish work tomorrow; you.... finish it today.

a) don’t have to b) mustn’t c)
may

4. As a rule, when you apply....... a job you need a reference from your previous




employer.

a) at b) to c) for
5. At the moment we .......... an advertising campaign to show all the
advantages of our new product.
a) plan b) are planning c)
planned

6. Heinz has built up a database of 5.6 million homes in the UK are heavy users
of the
company’s products.

a) whom b) what C
that
7. If we told him about it, he...... work 1n time.
a) would finish b) will finish ;)
finished
8. What were the reasons why Boeing decided ..a global company?
a) becoming b) to become c)
become
9. I found the exam...... this time.
a) much easy b) more easily c)
easier
10. There was.......... strong competition from large international companies.
a) - b)a c) the
1 2 3 4 5 6 7 8 9 10

Part I (questions 11-20)
e Fill in the gaps in the text below by choosing one variant (A, B or C).
Competitive Business

Innovation is important. It creates value through helping businesses become
more (11)..........

and profitable. It also benefits (12).the development of products and services
that address the needs of business and consumers.

Innovation is also about investing in (13).......... and development. It
includes the creation of new business models and is backed by (14)...
......................................................... science and technology. Backing

innovation

as)........ economic sense.

The business (16).......... is changing dramatically. The impact of the
17)
.............................................................................................................................. a
nd

increasing global economic competition drives significant change.

Organizations that fail to (18)...could face a big problem. The businesses that
survive and

prosper will be those that are capable of adapting, innovating and finding new
ways of creating

19 ... Those that do not innovate will be overwhelmed by these drivers of
change.

Innovation can be risky and that’s where standards can help. Standards enable the
(20)...




of
innovation into the marketplace. It can help to propagate innovations and
enable economic benefit to be derived from it.

(11) A. competitive B. rival C. contestant

(12) A.in B. from C. with

(13) A. research B. performance C.
technology

(14) A. ancient B. modern C. previous

(15) A. makes B. does C. takes

(16) A. importance B. location C.
environment

17) A. increase B. swing C. recession

(18) A. compensate B. innovate C.
demonstrate

(19) A. expenses B. value C. taxes

(20) A. reach B. progress C. expansion

11 12 13 14 15 16 17 18 19 20
WRITING

1. You are Head of Administration of a small production company. Your
company is planning to move to a new office. Your boss sends you a memo, in
which he asks you to get in touch with Mr Stock of Freight Transport Group
Ltd., make some inquiries about costs and clarify some details.

Write a letter to Mr Stock:
e Inquiring about removing costs.
e Mentioning the problem of moving fragile equipment.
e Suggesting a moving date.
e Asking them to visit us to work out an estimate
of total costs. Write 150 — 200 words.

2. You are holding a conference and need accommodation and conference
facilities. You have already made a reservation.

Write an email to a hotel:
e Confirming your reservation.
e Mentioning the number of rooms and equipment facilities
for lectures and demonstrations.
e Asking to send you a list of tariffs.
e Saying that they can rely on regular bookings from
you in the future. Write 100 — 150 words.
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Part1

David: ALX Recruitment.

Janet: Hello, this is Janet Byers from HR at PRO Limited.

David: Oh, hello, Janet. It's David. How can I help you

today?

Janet: Oh, hi, David. We're looking for a Team Leader and were hoping you could

help. David: We'll certainly do our best. Is this for the sales Department again?

Janet: Actually, it's for Customer Services.

David: Right. Is it a permanent position?

Janet: No, just for 4 months over the summer period.

David: I see. And the ideal starting date?

Janet: Well, the current member of staff was going to leave on the 3rd April, but can
stay now until the end of the month. So if we said the 1st of May, that'd be great.

David: OK. Does the new person need any particular qualifications or skills?

Janet: They'd need to have a diploma or a degree but the subject isn't important.
They'll be liaising

with all kinds of clients and staff so the key thing is communication. They need
excellent abilities

in that area. Some kind of management background would also help, but it's not
essential. David: Fine. And what were you thinking of in terms of salary?



Part 11

(6) Speaker 1.
Although I'm sure many people would disagree with me, in my opinion, buyers won't
always look for the lowest price when they're making a purchase. Other factors like
image or convenience may be just as important. For me, the key thing is getting
quality goods that are worth what you pay for them. I really think most people do
actually expect products to meet minimum standards in terms of quality.

(7) Speaker 2.
Fd say that buyers feel happier buying from a reliable firm than one they hardly know.
This means choosing a company with a record of selling quality products. In practice,
it usually means one
that's demonstrated solid financial performance - preferably for some time. Buyers,
including me, don't want to be let down. The old saying 'Nobody ever got fired for
buying IBM' still applies. Or at least that's what I think.

(8) Speaker 3.
Lack of availability of goods or delivery of damaged items that finally arrive days
after you've ordered them can really damage a company's good name. It's not
surprising really, when you think how important these issues are to customers like
me. For many companies, the need to get things to the customer quickly is crucial.
And even with direct sales and the Internet, there still need to be smooth systems in
place for getting the product to the customer.

(9) Speaker 4.
I know from experience that things like lost orders, inaccurate invoices and poor
correspondence don't impress clients. People expect to be treated well - from the way
their initial enquiry, order or complaint is dealt with, right through to a quick phone
call to check that any problems have been sorted out. In a number of companies, like
the one I work for, this type of tiling is viewed as a strategic activity, with dedicated
staff and documented procedures.

(10) Speaker 5.
Fd say the level of support offered is really critical for many products. For complex
technical products, this might even be the most important factor when a customer's
determining whether to go ahead and buy or not. If they can't ring for help 24 hours a
day, many people will simply decide to go elsewhere. I personally think there's no
point in paying out a lot of money unless you feel secure about using it in the future.

Part 111
Grant: That was exhausting! What do you think, Betty? We've got to choose two out
ot the three. Betty: Weil. Grant, the two posts are really much the same. They all
impressed me in different ways but I suppose Brown has the most experience.
Grant. Yes, he's worked for a shipping company and an investment bank, I see ...
Betty. Both Liu and Gong have been in publishing for a number of years and. actually,
Gong's still with ABC Books. Mind you, his qualifications are not as impressive as
Liu's or Brown's.
Grant: Well. I think we must accept that in our business experience is more vital than
qualifications. And basically that rules out Liu, because she's too young to have had
enough experience.
Betty: Yes, I agree, but I don't think you should rule her out completely. She is the
only one who can start work immediately. Still, I must say I was impressed by
Brown's knowledge of our business despite his career so far.



Grant: Very difficult, isn't it? Now, the project's supposed to start in July and that's in
a month's time.

Betty: You know we have to decide and tell the director by next week, Grant. Come
on, it's only the first year we have to worry about. After that the project manager will
have to deal with it.

Grant: I know. I know. Well, if we do recommend Brown, do you think he'll accept
550,000? He's currently on $45,000. so it is a rise.Betty: Oh, surely he will, and I think
either of the other two would agree to that sort or salary if it was offered - I think Liu
is only on $35,000 at the moment. So who do you think should get the other post?

6. KPUTEPUU OLNEHNBAHMUSA

Tekymuii KOHTPOJIb: aKTHUBHas paboTa Ha TMPAKTUYECKUX 3aHATHSIX,
BBICTYIUUICHUS C JOKJIaJlaMU U COOOIICHUSIMH OIICHUBAeTCs B Oaiax, ot 2 10 5. Ocoboii
OIIEHKH 3aCITy’KUBAET BEJCHUE AUAIora BO BpeMsl JUCKYCCUU (YMEHUE apTyMEHTUPOBAHO
BBICKA3aTh U OTCTAaUBATh CBOIO TOUKY 3PEHUS).
Kpurepun OLleHKM YCTHBIX BBICTYILICHUM:
- OLICHKA «OTJIMYHO» BBICTABJISETCS, €CJIM CTYACHT JaJl MPABUJIbHBIN U Pa3BEPHYTHIN
OTBET, MPUBEJI (PaKTHI U IPUMEPHI;
- OLICHKA «YJIOBJIETBOPUTEIIBLHO» CTABUTCSH, €CJIM CTYJACHT HE MOJIHBIN OTBET;
- OILICHKA «HEYJA0BJIECTBOPUTEIBLHOY» CTABUTCS, €CIU CTYJCHT JaJl HENIPaBUIbHBINA OTBET.
TpeboBanus, NpeabIBISIEMbIE K YCTHOMY BBICTYIUICHUIO Ha MPAKTUYECKOM padoTe:
* Jlornueckoe U3N0KEHUE WHIUBUIYAIBLHOTO BIEYATICHUS, COOOpakKeHUsl, BUJICHUS 110
KOHKPETHOMY BOIPOCY, MPETEHAYIOIIEE Ha HCUEPHBIBAIONIYI0 MOJHOTY JIaHHOIO
BOIIPOCA; OLIEHUBAETCS CTWJIMCTUKA aBTOPA, JAKOHUYHOCTh H3JI0KEHUSI, HHTEPECHBIC
IpUMEpPHI, CPABHEHUSI.
* Bpems — He Goiniee 5-7 MUHYT.
* BhICTyIUIEHME OKHO 3aBEPIIAThCS YKAa3aHHEM Ha JIMTEPATypPHbIC UCTOUYHUKHU WIIU
YKa3aHUEM aJjpeca 3JIEKTPOHHOTO pecypcea.
OreHuBaeTCH:
- COJICP)KATEIbHOCTh BBICTYIICHUS, PACKPBITHE TEMBI;
- 3HAHUE TEOPETUYECKUX UCTOYHUKOB IO TEME;
- aQpryMEHTUPOBAHHOE U3JI0’KEHUE COOCTBEHHOI'0 MHEHUS 10 JaHHOM mpolJieMam;
- UCIIOJIb30BaHUE WUTFOCTPATUBHOTO MaTepuaia (MpUMEPOB, CTATUCTUYECKUX JTAaHHBIX U
T.1);
- TBOPUYECKUH MOAX0/] K OCMBICIICHUIO ITPEIJIOKEHHOU TEMBI;
- CBOOOJTHOE BJIaJICHUE MaTEPHUAJIOM;
- YBaXXEHHE K OIMIMOHEHTY;
- BEXKJIMBOE IIOBEJCHUE.
Tekymuii KOHTPOJb (MPOBEPKA) MPOBOJUTCS PETYJISIPHO HAa BCEX BUJIAX TPYIIIOBBIX
3aHSATUNA U KUMEET 1IeJb MOJIy4aTh ONEePaTUBHYIO UH(GOPMAIIKIO O TEKYIIEH yCIIeBaeMOCTH.
MetogamMu TpPaJUIIMOHHOTO KOHTPOJISL SIBJISIOTCA YCTHBIA M MHUCHMEHHBIM OIPOCHI;
KOHTpOJIbHAss Oecela; TMpoBEpKa JOMAIIHUX 3aJaHui; OTBEThl HA BOIMPOCHI,
MOCTABJICHHBIE IS CAaMOKOHTpOJII M T.I. OILIEHOYHBIE CPEACTBA ISl KOHTPOJIA
c(hOpMUPOBAHHOCTH KOMIETEHIUM coAepkarcsi B TOKyMeHTe OIIEHOYHbIE MaTepuabl
o gucuuiiuae (OMJI).
Kputepuu onieHku 3HaHUM Ha 3a4eTe/IK3aMeHe

3ayeT BBIABISET 3HAHUHE 0a30BBIX IIOHSATHH, OCHOBHBIX METOJIOB H



HaIpaBJICHUN ICUXOJIOTMYECKON HAyKH, IOHMMAHUE OCHOBHBIX IMOJAXO0J0B, ()aKTOB U
3aKOHOMEPHOCTEN MOBEAEHMSI YEIOBEKA B 00ILIECTBE.

Jljia oueHKU 3HAHUWM, YMEHUH, HAaBBIKOB U (DOPMHUPOBAHHS KOMIETCHIIUU 10
OUCLMIUIMHE YYUTBIBAIOTCS WTOTH BBINOJHEHMS MPAKTUYECKUX 3aJaHUM, YCTHBIX
BBICTYIUICHU U BBINIOJHEHHE KOHTPOJBHBIX pPadOT, a TakKe OTBET Ha BOIIPOC,
IIPEJIOKECHHBIN CTYICHTY Ha 3a4eTe.

K 3auety nomyckaroTcs CTyI€HTbI, BBIIOJIHUBIINE BCE BUbI yU€OHBIX padbOT B
TEUCHUE CEMECTpa B YCTAHOBJICHHBIE CpPOKU. IIpy yclIOBUM MPOIYCKOB 3aHATHU
CTYAEHTHI I0JKHBI BBIIOJIHATH UX BO BHEAYAUTOPHOE BPEMS.
3ader BBICTABIISAETCSA, KOT/IA:

- CTYJEHT IOKa3bIBAET IIyOOKOE 3HAHME MpeIMeTa 00s3aTeIbHOM U JOMOJIHUTEIbHON
JUTEpPATypbl, apTYMEHTUPOBAHHO W JIOTMYECKHA CTPOMHO H3JaracT mMaTepuali, MOMKET
NPUMEHUTH 3HAHUS JIJISl aHAIM3a KOHKPETHBIX CUTYaIUi, MpodecCHOHaNbHBIX MPo0IIieM;
- TpU TBEPAbIX 3HAHMUAX MpeaMeTa, O0O0sA3aTeNbHOW JHUTEpaTyphl, 3HAKOMCTBE C
JOTIOJIHUTENIBHOU JIUTEPATYPOH, apryMEHTUPOBAHHOM M3JI0KEHUM MAaTepHUalia, YMEHUHU
OPUMEHUTD 3HAHUS JJIs1 aHAJIM3a KOHKPETHBIX CUTYalui, Mpo(ecCuOHaIbHBIX TPO0IeM;
- KOTJa CTYyJE€HT B OCHOBHOM 3HAaeT NpeaMeT, 00s3aTeNbHYIO JHUTEpPaTypy, MOXKET
IIPAKTUYECKU IIPUMEHATH CBOU 3HAHMUS.

3adeT He BBICTABIACTCSA, KOT/a:

- CTYHEHT HE€ YCBOWJI OCHOBHOIO COJEp)KaHHUA TpeaMera U cjabo  3HaeT
PEKOMEHIOBAHHYIO JINTEPATYPY.

7. YA EBHO-METOANUYECKOE U UTH®POPMAIINOHHOE
OBECIIEYHEHHUE

7.1 Ocnoenasn tumepamypa
1. Anekcanaposa, T. A. English for students: study by exploring the world =
AHIIHMICKUHN S3BIK IJIs1 CTYJIEHTOB: 00y4aiics, mo3HaBast Mup: yuebHoe nocodue / T. A.
Anekcanapoa, H. B. JlazoBckas. — CaparoB: WM3parenbctBo (CapaToBCKOM
rocy/1apCTBEHHOM ropuanueckon akaaemuu, 2025. — 240 c. — ISBN 978-5-7924-
2217-9. — Texcr: anextponHsbiit // Lludporoit oOpazoBatensHbii pecypc [IPR SMART:
[caiiT]. — URL: https://www.iprbookshop.ru/154817.html
2. Aarimmiickuii sS3bIK. TeKCTB 00IECTBEHHO-TTOIMTHICCKON TEMATHKH: «0030p
anrimiickoi mpeccel» = English language. Texts of socio-political topics: «A glimpse
of English press»: yue6Hoe nocodue / cocrapurenu XK. A. Mapyksu, H. B. Ansikuna. —
MockBa: YHUBEpCUTET MUPOBBIX HUBMWIM3aui uMenu B.B. XKupunosckoro, 2025. —
80 c. — ISBN 978-5-6054018-1-0. — Texkct: »snexkrponnbii // Iudpooii
00pa3oBaTeNbHBIN pecypce IPR SMART: [caiiT]. — URL:
https://www.iprbookshop.ru/153854.html
3. I'opnenko, H. B. HOCTpaHHbIN s3bIK. Pa3BUTHE aHTIMICKOW Pa3roBOPHOM
peun: yuebnoe nocooue / H. B. T'opnenko, J[. B. T'opaenko. — 2-e u3n. — Mocksa: Aif
ITu Ap Menua, 2025. — 136 c. — ISBN 978-5-4497-3720-5. — TeKCT: 371€KTPOHHBIN
/" Uudposoii obOpazoBatenpHbii  pecypc IPR  SMART: [caitit]. — URL:
https://www.iprbookshop.ru/143659.html
7.2 /lononnumenvnan numepamypa
1. MatBuenko, JI. M. HNHoCTpaHHBIA S3bIK: T€OpUs W MpakTuka. HToropas



https://www.iprbookshop.ru/154817.html
https://www.iprbookshop.ru/153854.html
https://www.iprbookshop.ru/143659.html

aTTecTalus Mo AUCIUILIMHE: yueOHO-MeToaudeckoe mocooue / JI. M. Marsuenko, B. I'.
Hectepenko. — Mocksa: Al [Tu Ap Meaua, 2026. — 43 c¢. — ISBN 978-5-4497-4708-
2. — Texcr: anextponnsiii // Lludposoit o6pazoatenpubiii pecypc IPR SMART: [caitT].
— URL: https://www.iprbookshop.ru/154192 .html

2. AHTIMHACKUI S3BIK JUIsI CTYJICHTOB HES3BIKOBBIX BY30B: yueOHOe mocooue /
cocraputenn C. B. Jlebemunnes, B. A. I'ycroB. — KemepoBo: Ky3zbacckuit
rocy/apCTBEHHBIN TexHnueckuil yHusepcuteT umenu T.D. ['opbauesa, 2025. — 248 c.
— ISBN 978-5-00137-534-0. — Tekcrt: anexkrponusiit // L{ludposoit o6pa3oBarenbHbIN
pecypc IPR SMART: [caiit]. — URL: https://www.iprbookshop.ru/155700.html

3. IlpakTKyM 1O YCTHOMY U MNHCBMEHHOMY MEpPEBOAY (AHTIUNUCKHUI S3BIK):
yaebHoe nocobue / coctaputenu H. C. Bapdonomeera, E. B. KitoeBa. — Mocka: At
[Tu Ap Menua, 2024. — 148 c. — ISBN 978-5-4497-2673-5. — TekcT: 2JIEKTPOHHBIH //
[udporoit  o6pazoBarenbHbii  pecypc IPR SMART: [caiir]. — URL:
https://www.iprbookshop.ru/135946.html

8. IIlporpammHuoe obecneuenue u MHTEpHET-pecypcehl
1. https://lingualeo.com/ru - MpOEKT Al U3yUYaIOLUX UHOCTpaHHBIE s3bIKH «Lingualeo»
2. DnexTpoHHas 6ubanoreka. Pexum nocryna https:// www.iprbookshop.ru/

9. MATEPHAJIBHO-TEXHUYECKOE OBECIIEYEHUE JUCIUIIJIMHBI

[lepeyenr ~ MaTepHATbLHO-TEXHMYECKOTO  oOecmedeHuss  uisl  peaju3aliu
00pa30BaTeNIbHOTO MpoIiecca MO TUCIUILINHE:

1. VYuebuas aymuropwsi JUisi TPOBEACHUS 3aHATUNM JICKIIMOHHOTO THIA C
MYJIBTUMEIUHUHBIM 000PYI0BAHUEM.

2. VYueOHas ayauTopws Ui TPOBEICHHUS 3aHATHH  CEMHUHAPCKOTO
(MpaKTUYECKOTO0) TUTIA, POBEJACHUS TPYNIOBBIX U WHIANBUIYAJTbHBIX KOHCYJIBTAIIUH,
MIPOBEICHMSI TEKYIIIETO0 KOHTPOJISI ¥ POMEKYTOUHON aTTECTAIUH.

3. [TomernieHus st CaMOCTOSITEIHLHOM PAOOTHI.
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