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JIucer coryiacopanuit

Pabouast mporpamma AMCIUIUIMHBI MO HampaBieHuto noarotoBku 38.03.03 Ympasienue mepcoHanmoM,
HarnpaBJIeHHOCTh (poduiib): YIpaBicHUE IEPCOHAIOM OpraHHu3aIliy, pa3padoraHa Ha ocHoBaHuu Dene-
pPabHOTO TOCYJAPCTBEHHOTO O00Pa30BaTELHOTO CTaHAApTa BBHICHIET0 OOpa3OBaHMs MO HAIPABICHHIO
noarotoBku 38.03.03 Ympapnenue nepcoHaaoM, yTBEPKICHHOTO TMPUKAa30M MUHUCTEPCTBA HAYKH H
BhIcIiero oOpaszoBanms Poccuiickort ®eneparuu ot 12.08. 2020 r. N 955., [IpodeccuonanpHOro cran-
napra «CrnenuanucT 1Mo yNpaBJIEHUIO MEPCOHATIOMY, YTBEP)KICHHOTO IprUKa3oM MUHHCTEpCTBA Tpyla U
cornmanbHOM 3amuThl Poccuiickoit denepamuu ot 09 mapra 2022 N 109H (3apeructpupoBan B MuHu-
crepctBe roctuniuu Poccuiickoit @eneparuu 8 anpens 2022 r. N 68136), coriacoBana U peKOMeH10BaHa
K YTBEPXKICHHIO:

Pabouas mporpamma IUCHMIUIMHBI pacCMOTpEHa M yTBepXkJaeHa Ha 3aceqanuu kKadenpel «CorumanbHO-
I'YMAHUTAPHBIX U €CTECTBEHHO-HAYYHBIX JUCLUIUIMH

potokoi Ne oT «19» despans 2024r.

3aB. ka(. «CouuanbHO-TyMaHUTAPHBIX U
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€CTECTBEHHOHAYYHbIX JTUCLUIIIINH JL.H. benpernunona

CorJiacoBaHo:

JUMHAA HOONNCH

JlexaH s5KkoHOMUYECKOTO (haKyJIbTeTa M.K. Yuctsakoa
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1. AHHOTAIUA K TUCLHMILJIUHE

PaGowas mporpamma aucuuIUIMHBL «VHOCTpaHHBIM S3bIK B MPO(ECCHOHAIBHON
JESTeIbHOCTH B MPO(ECCHOHAIBHON JIETEIbHOCTH» COCTABICHA B COOTBETCTBUU C TPEOOBAaHUSIMU
®I'OC BO 1no HampaBneHuto noarorosku 38.03.03 ViopasineHnue nepcoHanoM (ypoBEHb
OakanaBpuaTa), YTBEP)KICHHOTO IpPUKa30M MMHHUCTEpCTBA HAayKHd M BBICHIEr0 0Opa3oBaHUs
Poccutickoit ®eneparuu ot 13.08.2020 . Ne 1016.

Pabouas mporpamma colepXuUT oOs3aTelbHbIE IS H3Y4YEHUS TEMbl 10 JUCLUILIMHE
«MHOCTpaHHBIN A3bIK B IPOQECCUOHATBHOMN eATEIbHOCTU Y. JIMCIUIUIMHA HOCUT KOMMYHUKAaTHBHO
HaNpaBJICHHBIA U MPO(EecCCHOHATLHO-OPUEHTUPOBAHHBIN XapakTep, a €ro 3afadd ONpelNeNsioTCs
HOTPEOHOCTSAMH CHELMATIMCTOB COOTBETCTBYIOIIETO NMPO(UIS B MHOA3BIYHOM NpodeccHoHaIbHON
JESTEIbHOCTH.

MecT0 AUCUMIVIMHBI B CTPYKTYpe OCHOBHOI TMpo(ecCHOHANBHON 00pa3oBaTe/IbHOM
NPOrpamMmbl

Hacrosmas aucuuminHa BKItoUeHa B 00s13aTesibHyI0 yacTh biokal Jluciuminael (MOAYIH)
y4eOHBIX TUIAHOB HampamieHuss moAroToBku 38.03.03 YmpapiieHue mepcoHAIOM, YPOBCHb
OakanaBpuara.

JucuurumHa u3ydaeTcst Ha 2 Kypce, B 4 ceMecTpe Uit OYHOW, OYHO-3a0YHOW M 3a0YHOU
dbopMm o0yuenus. @opmbl KOHTPOJIS: 3a4eT — B 4 cemecTpe.

Leasb ocBoeHUs] AUCUMIUIUHBI «VHOCTpaHHBIN S3BIK B NMPO()ECCHOHAIBHOW NEATETBHOCTHY —
¢dbopmupoBaHue MpohecCUOHATBHO OPUEHTUPOBAHHOW S3BIKOBOM KOMIIETEHLMH y O0ydYarolmuxcs
111 00eCTIeYeHUsT YPOBHS 3HAHUI M YMEHUH, MO3BOJISIONINX TTOJIb30BaTHCSl HHOCTPAHHBIM SI3BIKOM B
pasnuyHbIX 00JacTAX MpO(EecCHOHATBHONW AEATeNbHOCTH, HAyYHOM M IpakTU4YecKod pabote, B
OOIIEHUH ¢ 3apyOEKHBIMU ITAPTHEPAMH, JJIsI CaMO0OOpa30BaTEIbHBIX U IPYTUX LEJICH.

OcHoBHbIE 32244 AUCHHUIIIHHBI

1. Axryanuzauus Te€OpeTUYECKUX OCHOB yUE€OHON AMCLUILINHABI.

2. ®opMupoBaHME YCTOMYMBBIX YMEHHUH MPOAYKTUBHOrO IIJaHa (rOBOPEHHME, MHUCbMO) MU
PELENITUBHOTO IUTaHA (YTEHWE, ayAWpOBaHUE) UL OCYIIECTBJICHUS TPO(ecCHOHATBHOMI
KOMMYHHUKAIIMM Ha HHOCTPAHHOM SI3BIKE.

3. OOyueHne co3HATETBLHOMY OTOOpY S3BIKOBBIX CPEJICTB IS BBIPAKEHUS CBOMX MEBICIECH B
Pa3IUYHBIX CUTYAIMSIX PEYE€BOr0 OOLICHHS B PAMKaX MU3YUYEHHBIX MPO(ECCHOHANBHBIX TEM.

4. ®opMHUpOBaHUE JEKCUKO-TPAMMATUYECKUX YMEHUH NepeBoAa HMH(OpMAalUMM ¢ UHOCTPAHHOIO
A3plKa HAa PYCCKMM M € PYCCKOTO $3bIKa HA WHOCTPAHHBIA U1 pEIIEHUs 3aJad
poheccnoHaNBHOTO XapaKkTepa.

5. CoBepIIEeHCTBOBAaHHE JMYHOCTHBIX KaueCTB OOYYaIOLIUXCS, CBS3aHHBIX C (OPMHPOBAHUEM
HaBBIKOB CaMOOOpa30BaHMs, PACHIMPEHUE CTPAHOBEAUYECKOrO M OOLIEKYJIbTYPHOTO Kpyro3opa,
pOCTOM IpodecCuOHATbHON KOMIIETEHIINH.

KomMmnerenuun oﬁyqammerom, (bole/lpyeMble B pe3yJjibTaTe 0CBOCHUA NTUCHUIIJIMHDBI:

YK-4.1 — BeiOupaeT KOMMYHUKAaTHBHO IIPUEMIIEMbIE CTUIIb U CPEACTBA B3aUMOJCHCTBUS B
OOIIEHMH Ha TocyAapcTBEHHOM s3blke P® u umHOCTpaHHOM(-BIX) fA3BIKaX, B TOM 4YHCIIE C
HCIOJIb30BAaHUEM CPEJICTB MH(POPMAIIMOHHO-KOMMYHHUKAIIMOHHBIX TexHoorui (MKT).

YK-4.2 — Bezet 1en0BYI0 IEpENICKY Ha TOCY/IapCTBEHHOM si3bIke PD 1 nHOCTpaHHOM(-BIX)
SI3bIKAX.

YK-4.3 — Hcnonp3yer auanor JUisl COTPYJIHHYECTBA B CONMATBHOW M MPO(HECCHOHATLHOM
cdepax.

YK-4.4 — Brimonssier nepeBoja NpodecCHOHaIbHBIX TEKCTOB C MHOCTPAHHOTO(-bIX) Ha
rocyaapcTBeHHbIH 51361k PD 1 ¢ rocyaapctBeHHOro si3bika PO Ha nHOCTpaHHBIN(-bIE).

2. IlepeyeHb IIAHMPYEMbIX Pe3YyJbTATOB OOYYE€HHUS, COOTHECEHHBIX C IUIAHMPYEMbIMHU
4



pe3yJbTaTaMH OCBOCHHMS OCHOBHOMH NpodeccHOHATBHON 00pa30BaTe/IbHON MPOrpaMMbl

[Ipouecc wu3ydeHHs] AUCHUILIMHBI

HampaBlieH Ha (QOpPMUPOBAHUE KOMIIETEHIIH,

npenycmorperHbix @I'OC BO no Hampasnenuto noaroroBku 38.03.03 Ynpasienue nepcoHaniom

(ypoBeHb

OakanaBpuarta),

[TpodeccuonanbHOTO

CTaHJIapTa

«YmpaBiieHHE

MepcoHaay,

YTBEPKACHHOIO IpUKa3oM MuHucTepcTBa Tpya U CONMaIbHOM 3amuThl Pocecniickoit denepanun
or 04 wrons 2018 r. No 366H (3apeructpupoBaH MUHHUCTEPCTBOM IOCTHIIMU Poccuiickoit
®enepauyu 21 utonsa 2018 r. perucrpaunonssiii Ne 51397).

Kon Pesynbrarer ocBoenns OOI1L Kon n nanmenoBanmue Dopmbl
KOMITETCHIINH | (Comep KaHNue KOMIICTCHITHI ) HHIAKATOpa TOCTIKEeHHS YK 00pazoBaTensHOM
JeSITeTHHOCTH,
CHOCOOCTBYIOIIUE
(hopMHUPOBAHHIO
Pa3BUTHIO KOMIIETCHIUU
YK-4 Crnocoben  ocymectBiats | YK-4.1. Bribupaer | KonraktHast pabora:
JIeJIOBYI0 KOMMYHHUKAIMIO B | KOMMYHUKAaTUBHO mpuemiemsle | Jlekuuu.
YCTHOM W NUCBMEHHOW | CTWUJIb u cpenctBa | [IpakTuueckue 3aHATUA.
dhopmax Ha | B3aUMOJICHCTBHUS B oOIIeHMH Ha | CaMOCTOSTENbHAS
roCyIapCTBEHHOM S3BIKE | TOCyapcTBEeHHOM s3bike P® u | pabota
Poccwmiickoit ®epepanuui ¥ | HHOCTpaHHOM(-BIX)  SI3bIKaX, B
HHOCTPaHHOM(BIX) TOM YHCJIE€ C HCIIOJb30BaHUEM
sI3bIKE(ax) CPENCTB WHPOPMAaIIIOHHO-
KOMMYHHUKAIIHOHHBIX
texHosoruii (MKT).
YK-4.2. Bener JIEJIOBYIO

MEPENNUCKY Ha IOCYyHapCTBEHHOM
si3pike PO 1w mHOCTpaHHOM(-BIX)
SI3BIKAX.

YK-4.3. Ucnons3yeT auaior ajis
COTPYJIHUYECTBA B COLIMAJIBHOU U
npoeccnoHambHON cepax.

YK-4.4. BpInosHSET NEPEBOL
npodeccnoHaNbHBIX TEKCTOB C
WHOCTPAHHOTO(-BIX) Ha
rOCYIapCTBEHHBIN SI3bIK PO 1
C TOCYIapCTBEHHOTO  S3bIKa
P® nHa nHoCTpaHHBINI(-bIE).

3. O0beM AUCHMILUIMHBI B 32a4YeTHBIX €IUHHUIAX € YKA3aHHEM KOJINYEeCTBA aAKAJAeMHYECKHX
4acoB, BbIIEJEHHbIX HA KOHTAKTHYI0O pa0oTy o0yuyalomuxcsi ¢ npenojgasarejieM (M0 BHAAM
3aHATHI) U HA CAMOCTOSITEJIbHYI0 pa0oTy 00y4arommuxcst

O6ma51 TPYAOCMKOCTb JUCHUIIJIMHBI COCTABJISACT 3 3aYeTHBIX CAUHUIIBI.

3.1 O0béM TUCHUIUIMHBI 110 BUAAM Yy4eOHbIX 3aHATHI (B Yacax)

O0BEM THCHUILINHBI

Bcero uacos




ouHas (popma OYHO-3a04Hasl | 3ao04Has ¢popma
o0yueHus ¢dbopma o0y4eHus
o0yueHus

OO01as TpyI0eMKOCTh UCITUTUIAHBI 108
Koo o o s 2 2
AynmutopHas pabota (Bcero): 36 20 12
B TOM YHCIIE:
Jlexun - - —
CEMUHAaphbl, IPAKTUUECKUE 3aHATHS 36 20 12
nabopaTropHbie PabOTHI - - -
Koncynpranus - - —
BueaynutopHas pabora (Bcero): 72 88 92
B TOM YHCIIE:
CamocrosrenpHas pabota oOydaromuxcs (Bcero) 72 88 92
KonTtpoins - - 4
Bun MIPOMEXKYTOUIHOU aTTecTaluu 3aueT — 4 3aueT — 4 3aueT — 4
o0yyaromerocst ceMecTp ceMecTp ceMecTp

4. CoaepxaHue IUCHUILUIMHBI, CTPYKTYPHPOBaHHOEe IO TeMaM (pa3jejaM) C YKa3aHHeM
OTBEJE€HHOI0 HA HUX KOJMYECTBA aKaJeMUYeCKUX YaCOB U BHI0B Y4eOHBIX 3aHATHI

4.1 Pazaennbl IMCHUIIMHBI M TPYA0EMKOCTD 110 BU/IaM Y4eOHbIX 3aHATHI
(B akaieMHYeCKHUX Yacax)

AJIs1 04HOM (popMBbI 00yUeHUs

Neni/m Pa3aennl 1 TEMBI Bujabl yueoHo# padoThl, BRIKOYAS Buja oneHouHoro
JMCITUILJINHBI CAMOCTOSITEILHYIO Pa0OTY CTYJ€HTOB U cpeacTBa
TPYA0EMKOCTh (B Yacax) TeKyLlero
Bcero N3 Hux KOHTPOJIsA
ayJIUTOPHbIE ycneBaeMoCTH,
3aHATHS NMPOMEKYTOYHOM
aTTecTAllMU
o (no cemecmpam)
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Pasnen 1. Basic definitions in public administration
Development of the Omnpoc. Urenue u
1 state. Maximillian | 4 6 2 4 NePEBO/| TEKCTA.
Weber. Joxnaz,
2 Business English: 4 6 5 4 Omnpoc. Urenue u
Talking on the phone MIePEeBOJI TEKCTA.
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(politeness).

Jlekcudecknii
JIUKTaHT

Pasnen 2 Separation of

powers

Separation of powers vs.

Ompoc. Utenue u

3 fusion of powers.
. 4 6 2 TIepPEeBO/] TEKCTA.
Various models around Jokra,
the world. &
Ompoc. Utenne u

4 Business English: 4 6 5 MIEPEeBOJI TEKCTA.

Talking on the phone. Jlexcuueckwmii
OUKTAHT
Paznen 3. Systems of government

5 Federation. Unitary 4 6 9 ?Igpgs(')qzzszan

state. Confederation. PEBOAL '
Jloxmnan.
Ompoc. Utenne u
6 Business English: 4 6 5 MIEPEeBOJI TEKCTA.
Reservation Jlexcuueckuii
OUKTAHT
Pazpen 4. Civil service
Classification of the Onpoc. Hrenue u

7 L 4 6 2 MIepeBO] TEKCTA.

civil servants

Jloxmaz
A br_lef history of civil Onpoc. Urenie u
service. George H.

8 . 4 6 2 TIepPEeBO/I TEKCTA.
Pendleton. Business Jloxnax, Tecr
English: Presentation o '

Paszen 5. Strategic management
. . Omnpoc. Urenue u
Strategic management in HebeBOL TeKCTA
9 Great Britain and the 4 4,5 1,5 PEBO .
Jlexcruueckuit
USA
JOUKTAHT.
DeC|_5|on- n_1a_k|ng in Onpoc. Urenie i
public administration.

10 - . 4 45 15 MePEBOJI TEKCTA.
Business English: Joxa
Running a meeting &

Paznmen 6. Negotiating
Omnpoc, noknan ¢
Types of negotiators. npe3eHTanuei.

11 o : 4 5 2

Negotiation techniques YreHue U mepeBo/y
TEKCTAa.
YreHue u nepeBon

12 Cross_— cgltural 4 4,5 15 TekcTta. ['pynmoBas

negotiations
JHCKYCCHS.
Nonverbal Omnpoc. YUrenue u
13 S 4 45 1,5 MIEPeBOJI TEKCTA.
communication
Joxnas.
. . Omnpoc. Urenue u
Gender differences in HePeBol TeKeTa
14 | negotiation styles and 4 4,5 15 PeBOIL '
. I'pynnosas
strategies
JIUCKYyCCUs.
Paznen 7. PR in public service
Ompoc. Utenue u
15 | Public relations 4 4,5 15 MIEPEBO/T TEKCTA.
Joxmnas.
16 | The purpose of PR in 4 4,5 15 Omnpoc. Urenue u
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the elections. IIEPEBO/T TEKCTA.
Information agencies in Joxnan.
the UK and USA Jlexcuueckmii
OUKTAHT
Spin techniques. Edward Onpoc. Hrenue u
17 Louis Bernays 4 4,5 15 3 MEePEBOJI TEKCTA.
Jloxmnan.
Bysmess English: Finding Onpoc. Urerue u
a job. Resume. Cover
18 . . 4 45 15 3 TepeBOJ] TEKCTA.
letter. Common interview
. Joxnas.
questions
Paszmen 8. Public service reform.
The UK government’s Omnpoc. Urenue u
19 | approach to public 4 4,5 1,5 3 HIEPEBOJI TEKCTA.
service reform Joxnaz,
Reform traditions in ?Igpggéqzzz?f:
20 different states. E- 4 45 15 3 PEBOA '
Jloknan ¢
government .
TPE3CHTAINEN.
Ompoc. Utenue u
21 Busmgss Epg_llsh: Guide 4 5.5 15 4 MIEPEeBOJ TEKCTA.
to basic official KonTposbHas
pabora
CobecenoBanue 1Mo
3auer 4 +
BOIpOCaM K 3a4€Ty
HUTOI'O 108 - - 36 | 72

JJIS1 O4HO-32049HOH GopMBI 00yUeHH st

Neni/m Pa3aenanl 1 TEMBI Bujabl yueOHo# padoThl, BKIKOYAS Buja oneHouHoro
AUCHUTLTMHBI CaMOCTOSITEJILHYIO Pa0OTY CTYJI€HTOB U cpeacTBa
TPYA0EMKOCTbH (B yacax) TeKyLlero
Bcero N3 Hux KOHTPOJIsA
ayJUTOPHbIE ycmeBaeMoCTH,
3aHATHS NMPOMEKYTOYHOM
aTTecTaluu
o (no cemecmpam)
= «<
= [
e = )
e = =
g = ] «
S = % S
] <
=} S s S s
S ) = ol R
= = 2l x| e
. 7 5 ) 1
= (S = = [=3
) L A = 2 =
=y = 2 x| = 2 S 5| s
= = =« o [=) )
3) = Rl EE| 9 & | o
] = 2 5l 2 5| S = S
= i s 5| € 2| = | &
) D S &9 < = >
@) = ESE2 0 =z | =
Pasnen 1. Basic definitions in public administration
Development of the Omnpoc. Urenue u
1 state. Maximillian | 4 6 1 5 NePEBO/| TEKCTA.
Weber. Joxnan.
. . Ompoc. Utenue u
Business English: HepeBO TexcTa
2 Talking on the phone 4 6 1 5 PEBOIL o
; Jlekcuueckuit
(politeness).
JOAKTAHT

Pazzmen 2 Separation of powers




Separation of powers vs.
fusion of powers.

Ompoc. Utenne u

Various models around 4 6 1 > fIEpEBOL TEKCTA.
the world. Jloknax,
Ompoc. Utenue u
4 Business English: 4 6 1 5 NepeBO/]] TEKCTA.
Talking on the phone. Jlexcuueckmii
OUKTAHT
Pasznen 3. Systems of government
5 Federation. Unitary Ompoc. Hrenue u
. 4 6 1 5 MepeBO] TEKCTA.
state. Confederation.
Jloxmnan.
Ompoc. Utenue u
6 Business English: 4 6 1 5 NepeBO/] TEKCTA.
Reservation Jlekcudueckuii
JUKTAHT
Pasnen 4. Civil service
Classification of the Onpoc. Hrenue u
7 e 4 6 1 5 MepeBO TEKCTA.
civil servants
Joxman
A Dbrief history of civil
service. George H. Onpoc. Hrenue u
8 . 4 6 1 5 MIEPEeBOJI TEKCTA.
Pendleton. Business Jlokna, Tecr
English: Presentation & )
Pasmen 5. Strategic management
. . Ompoc. Utenue u
Strategic management in HeDeBOl TeKCTa
9 Great Britain and the 4 45 1 3,5 PEBOAL o
USA Jlexcuueckuii
JOUKTAHT.
Decision- making in
public administration. Ompoc. Hrenue u
10 . L 4 45 1 3,5 MepeBo TEKCTA.
Business English: Joxa
Running a meeting o
Paznmen 6. Negotiating
Ormpoc, noxian ¢
11 Types of negotiators. 4 5 1 4 npe3eHTanuei.
Negotiation techniques YreHune U mepeBo/]
TEKCTA.
UreHue u nepeBot
12 Serggii;tlijlotﬁsral 4 4,5 1 3,5 TekcTa. ['pynmoBas
AUCKYCCHS.
Onpoc. YUrenue u
13 Nonverbgl . 4 45 1 3,5 MEePEBOJI TEKCTA.
communication Jlokna
Gender differences in ?[gpggéqzzzzlfan
14 negotiation styles and 4 45 1 3,5 PEBOAL )
strategies T'pynnosas
AUCKYCCHS.
Paznen 7. PR in public service
Ompoc. Utenne u
15 | Public relations 4 4,5 1 3,5 MIEPEBO/T TEKCTA.
Hoxnan.
The purpose of PR in Omnpoc. Urenue u
16 the elections. 4 45 1 35 MIEPEBO/T TEKCTA.
Information agencies in ' ' Hoxna.
the UK and USA Jlexcuaeckuit




JTUKTaHT
. . Omnpoc. Urenue u
Spin techniques. Edward
17 Louis Bernays 4 45 1 3,5 MepeBo TEKCTa.
Joxnas.
Bysmess English: Finding Onpoc. Urere u
a job. Resume. Cover
18 . . 4 45 1 3,5 [IEPEBO/] TEKCTA.
letter. Common interview
. Joxnas.
guestions
Paznen 8. Public service reform.
The UK government’s Omnpoc. Urenue u
19 | approach to public 4 4,5 0,5 4 IEPEBOJT TEKCTA.
service reform JToxnaz,
s Y
Reform traditions in ?Igpgso zzif:an
20 | different states. E- 4 4,5 0,5 4 PEBOA '
Jloknan ¢
government .
Ipe3eHTanneH.
Ompoc. Utenue u
21 Busmfess Eflg_llsh. Guide 4 5.5 1 45 MIEPEeBOJI TEKCTA.
to basic official Konrpossnas
paboTa
3aqer 4 + CobecenoBanue 1o
BOTIPOCAM K 3a49eTy
UTOoro 108 - - 20 88
AJ1s1 3209HOM (popMBbI 00yUeHust
Neni/m Pa3aennl 1 TEMBI Buabl yueOHo# padoThl, BKIKOYAS Buja oneHouyHoro
AUCHUTLTMHBI CaMOCTOSITEJILHYIO Pa0OTY CTYJI€HTOB U cpeacTBa
TPYI0€MKOCTH (B 4acax) TeKylero
Bcero N3 Hux KOHTPOJIsA
ayIMTOPHbIE ycmeBaeMoCTH,
3aHATHS NMPOMEKYTOYHOM
aTrecTaluu
o (no cemecmpam)
2 =
e = s
e = =
g = ] «
S = % S
= s ) e | =
o <
= @ Z | &| 38
= = 2l | e
: 2 s | 8| 8
= (S = = [=3
) L 4 = 2 =
I~ = § = ; = = o
= = I e =]
[3) = = = = () o =)
) = £ £ 2 5| ¢ | S
3 $ | £z £33/ 2 | E| &
@, = =8 =20 =z | =
Pasnen 1. Basic definitions in public administration
Development of the Ompoc. Urenue u
1 state. Maximillian | 4 55 0,5 5 HIEPEBOJI TEKCTA.
Weber. Joknaz,.
Business English: ?I:pgg(')nggfan
2 Talking on the phone 4 55 0,5 5 PeBoll -
; Jlekcuueckuit
(politeness).
JIUKTaHT
Paznen 2 Separation of powers
Separation of powers vs. Omnpoc. Urenue u
3 fusion of powers. 4 55 0,5 5 HIEPEBOJT TEKCTA.
Various models around Joxnan.
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the world.

Business English:

Ompoc. Utenue u
MIEPEBO/] TEKCTA.

Talking on the phone. 4 55 0.5 5 Jlexcuueckmii
JUKTAHT
Pasznen 3. Systems of government
5 Federation. Unitary Onpoc. Hrenue u
; 4 55 0,5 5 TepeBO/ TEKCTA.
state. Confederation. Joknaz
Ompoc. Utenue u
6 Business English: [IEPEBOJT TEKCTA.
Reservation 4 55 0.5 S Jlekcuueckuii
JUKTAHT
Paznen 4. Civil service
Classification of the Onpoc. Hrenue n
7 L 4 5 05 | 45 [IEPEBO/] TEKCTA.
civil servants
Joxnan
A brief history of civil
g | service. George H. 4| s 05 | 45 e oo,
Pendleton. Business ’ ’ ﬂlz) Knaﬂ Tecr '
English: Presentation & '
Paszmen 5. Strategic management
. . Ormpoc. UteHnue u
Strategic management in HePeBOL TeKCTa
9 Great Britain and the 4 45 0,5 4 PEBOAL o
USA Jlexcuueckuii
IOUKTAHT.
Decision- making in
public administration. Onpoc. Hrenue u
10 . L 4 45 0,5 4 MepeBo TEKCTA.
Business English: Toxa
Running a meeting o
Pazgen 6. Negotiating
Ormpoc, noxian ¢
Types of negotiators. npe3eHTanuei.
1 Negotiation techniques 4 55 1 45 YreHune U mepeBo/]
TEKCTA.
UreHue u nepeBojt
12 Serogii_;tlijlotﬁsral 4 4,5 0,5 4 Tekcrta. ['pynmoBas
g AUCKYCCHS.
Ompoc. Utenue u
13 Nonverb{il . 4 4,5 0,5 4 MIEPeBOJ TEKCTA.
communication
Joxmnan.
Gender differences in ?[gpggéqzzzzlfan
14 | negotiation styles and 4 5 1 4 PEBOIL ‘
strategies T'pynmosas
AUCKYCCHS.
Pasmen 7. PR in public service
Ompoc. Utenue u
15 | Public relations 4 4,5 0,5 4 MIEPEBO/T TEKCTA.
Hoxnan.
. Omnpoc. YUrenue u
The purpose of PR in HepeBox TeKcTa
16 | theelections. 1,1 g 05 | 4 Toknan.
Information agencies in Tlexcnteckuii
the UK and USA e;[;mzfn
17 Spin techniques. Edward 4 45 05 4 Omnpoc. Urenue u

Louis Bernays

NepeBOA TCKCTA.
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Jloxnan.
B_usmess English: Finding Onpoc. Urere u
a job. Resume. Cover
18 . . 4 45 0,5 4 MepeBo TEKCTa.
letter. Common interview Jloxna
guestions o
Paznen 8. Public service reform.
The UK government’s Omnpoc. Urenue u
19 | approach to public 4 4,5 0,5 4 IIEPEBOJT TEKCTA.
service reform Jloknan,.
Reform traditions in ?TZPSSQLIEE?TZH
20 | different states. E- 4 4,5 0,5 4 peBolL '
Joknan ¢
government o
NIpe3eHTaluEen.
Ompoc. Utenue u
21 Busmt_ass Epg_llsh: Guide 4 55 1 45 [IEPEBOJT TEKCTA.
to basic official Konrpossnas
pabota
- 4 4 CobecenoBaHue Mo
BOMPOCAM K 3a4ETY
HUTOI'O 108 - - 12 | 92

4.2 Conepxxanue JMCUUILIUHBI, CTPYKTYPUPOBAHHOE MO pa3jaejiaM

Paznea 1. Basic definitions in public administration

Development of the state. Maximillian Weber.
Business English: Talking on the phone (politeness).

Pa3znen 2. Separation of powers

Separation of powers vs. fusion of powers. Various models around the world.
Business English: Talking on the phone.

Paznen 3. Systems of government

Federation. Unitary state. Confederation .
Business English: Reservation. Grammar: Present forms for the future. The First conditional.

Pasnen 4. Civil service

Classification of the civil servants.
A brief history of civil service. George H. Pendleton. Business English: Presentation. Grammar:
Infinitive.

Pazzea 5. Strategic management

Strategic management in Great Britain and the USA.
Decision — making in public administration. Business English: Running a meeting. Grammar:
Making suggestions.

Pa3znen 6. Negotiating

Types of negotiators. Negotiation techniques.

Cross-cultural negotiations.

Nonverbal communication.

Gender differences in negotiation styles and strategies. Business English: Negotiation. Grammar:
«to be + Infinitivey.

Paznexn 7. PR in public service

Public relations.
12




The purpose of PR in the elections. Information agencies in the UK and USA.
Spin techniques. Edward Louis Bernays.
Business English: Finding a job. Resume. Cover letter. Common interview questions.

Paznen 8. Public service reform

The UK government’s approach to public service reform.
Reform traditions in different states. E-government.
Business English: Guide to basic official.

5. IlepeuyeHb y4eOHO-METOAUYECKOT0 o0ecneyeHUs] JIsi CAMOCTOSITEJIbHON PadoThI
o0yuyaruuxcst Mo JUCHHUIJINHE

CamocTtosTenbHas paboTta 0oOydaroIIUXCS NpU HU3ydeHUH Kypca «/HOCTpaHHBIN S3BIK B
poeCCUOHATTLHON JEeSITEIBHOCTH B IPOPECCUOHATBHOMN AEATEIBHOCTHY» MPEIOIaraeT, B MepByIO
ouepenb, pabOTy C OCHOBHOM M JIONOJIHUTEIBLHON JMTEepaTypoi. PesymbpTaTamu 3TOH pabOTHI
CTaHOBSITCS BBICTYIUICHHS HA MPAKTUYECKUX 3aHATHUAX, YUaCTUE B 00CYKICHUU.

MeTtoauka caMOCTOSTENIbHON paboThl MpeABAPUTEIHHO Pa3bsICHICTCS MPENnoJaBaTesieM U B
MOCTIETYIOIIEM MOXET YTOUYHSTHCS C YYETOM HHIMBUIYAIBHBIX OCOOCHHOCTEH OOydaroImIMXCs.
Bpems u MmecTo caMocTOSTENIbHOM paboThl BBIOUPAIOTCS 00YYarOIIUMHUCSA [0 CBOEMY YCMOTPEHHUIO C
Y4E€TOM pEeKOMEHAALMN MpernojaBaTeis.

CamMocTosATenbHYI0 padoTy Haj AWCHUILIMHOW CleayeT HauuHaTh ¢ H3y4yeHus paboueit
pOTrpaMMbl AUCHUIUIMHBI «HOCTpaHHBIN S3BIK B MPO(ECCHOHANBHOW NEATETbHOCTHY, KOTOpas
COJICP>KUT OCHOBHBIC TpeOOBaHMS K 3HAHMSIM, YMEHHUSIM W HaBblkaM oOydaembiXx. O0s3aTenbHO
ClleyeT BCIOMHHUTh PEKOMEHJALMU IPENoJaBaTeisl, JaHHbIE B XOJI€ YCTAaHOBOYHBIX 3aHATHH.
3areM — mpHUCTynaTh K HM3YYEHHIO OTAENBHBIX pPa3/ieJiOB U TeM B MOPSAKE, MPEAyCMOTPEHHOM
IIPOrpaMMON.

[TomryuuB mpencTaBieHre 00 OCHOBHOM COJIEp>KaHUU pa3fielia, TeMbI, HEOOXOUMO U3YUUTh
MaTepua C MOMOIIbI0 yYeOHMKOB, YKa3aHHBIX B pasjene 7 pabouedl mporpaMMbl JTUCHUIUIMHBIL.
IlenecooOpa3HO COCTaBUTh KPATKUl KOHCIEKT WM CXEMYy, OTOOpa)KaloIlyl0 CMBICI H CBS3U
OCHOBHBIX IOHSTHM JIaHHOTO pa3jiena U BKIIOYEHHBIX B HEro TeM. 3aTeM, KaK IMOKa3bIBAET OIBIT,
MOJIE3HO M3YYUTh BBIACPKKH U3 TEPBOUCTOUYHUKOB. PeKOMEHAyeTCs COCTaBUTh HMX KpaTKHi
KoHcnekT. OO0s3aTenbHO CleAyeT 3aluchiBaTh BO3HUKILIKE BONPOCH], HAa KOTOpbIE HE YNaloCh
OTBETUTH CAMOCTOSITENILHO.

CrynenTtaM npeiaratoTces ciaeayomue GopMbl caMOCTOSTETbHON pabOThI:

*  CaMOCTOsATeNbHAas IOMalIHss padoTa;

*  BHEayJUTOPHOE YTECHUE;

e caMocCTosiTeNbHas paboTa (MHAWBUIYyadbHAas) C UCIIONB30BaHNEM MHTepHET-TEXHOIOTHIA;

*  MHJUBUJYaJbHAs U rPyIIOBas TBOpUECKas paboTa;

*  BBIIOJHEHHE 33JaHUN 1O TMPONACHHBIM TpPaMMAaTUYECKMM TEMaM C HCIOJIb30BAaHUEM
CIIPAaBOYHOM JIMTEPATYPBHI;

*  MHUCHBMEHHBIN nepeBo] nHGOpMaUU MPOPECCHOHATBHOTO XapaKTepa ¢ aHTIUICKOTO sA3bIKa Ha
pyCCKHi

CoOcTBEHHO caMOCTOsiTeNbHasE paboTa CTYIEHTOB BBINOJHAETCS B yJIOOHBIE JJI CTYAEHTA
yachl M TPEJCTABIAETCA IMpernojaBaTeNio JUlsl HpoBepku. JlaHHBIM (opmar npemsycmaTpuBaet
OO0JIBIIYIO CAMOCTOSTENIBHOCTD CTYA€HTOB, OOJBIIYI0 HHAWBUIYAIN3ALUIO 33JaHUH.

Jlis caMoCTOSITENIbHOM paboThl C TEKCTOM M MaTepualiaMH IO KaXJoh H3ydyaeMoil Teme
MIPEIIOJIAratoTCsl CIEAYIONNE IPUMEPHBIE BUbI 3aJaHUM:

1. O3HakoMbTECh € MaTepuajJlaMd [0 TeMe (HalpuMmep, MaTepHaJoM YyuyeOHHKa WU
JOTIOJTHUTEIBHBIM MaTePHUAJIOM ); BBITUIIUTE JIEKCUKY 0 CIIEUUATBHOCTH (WIJIM IO TEME); COCTABbTE
IUTaH CO/IEPIKAHMSL.

2. BpimonHure 3amaHus B IIpOLlECCE€ YTEHHS PEKOMEHAYEMOro Marepuajla Wi
MPOCIYIINBAHUS YCTHOTO COOOIICHHUS:

- OTBETHTE HA 3apaHEE ITOCTABJIECHHBIE BOIIPOCHI 110 COAEPIKAHUIO;
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- HaliiuTe OTBETHI HAa MPOOJIEMHBIE BOIIPOCHI,
- BbIOEpUTE MPAaBUIIBLHBIN OTBET U3 PsAJa TaHHBIX;

- UCIIPAaBbTC HCBCPHOC YTBCPIKACHUC.

3. [Ipu paboTe HaJ TEMOM BBITOJTHUTE CICTYIOITUE 3aJaHuUs:
- POYTHUTE TEKCT C KOMMYHUKATUBHOM LIENBIO (JIJIs1 COOOIIEHMS, paccKas3a, JUCKYCCUH);
- HaliiuTe B TeKCTe MH(GOPMAITUIO MO YKa3aHHBIM BOIIPOCAM.

HaumeHnoBanue
TeMbI

Bomnpocsl, BbIHECEHHBbIE
Ha CAMOCTOSAITeJIbHOE
H3y4eHHe

DopMBbI
CaMOCTOSITEJILHOM
padoThI

Yu4eoHo-
METOIHUYECKOe
odecmeuyeHue

DopmMa KOHTPOJISA

Development of
the state.
Maximillian
Weber

Development of the
state. Maximillian
Weber

Pabora B
OnOJIMOTEKE,
BiJrouast ObC ¢
06a30BBIM
YYCOHUKOM U
CJIOBapeM.
BueaynuropHoe
YTEHHUE U TIEPESBO/I.
Brimonnenue

3aJIaHUN K TEKCTY.

IToaroroska
JIOKJIaza

JIureparypa k
TeMe, paboTa C
HWHTEPHET-
HMCTOYHUKAMHU

Ompoc. Utenue u
TIepPeBO/] TEKCTA.
Joxmnan.

Business English:
Talking on the
phone
(politeness).

Business English:
Talking on the phone
(politeness).

Pabora B
OuOIHOTEKE,
pxirogas ObC ¢
0a30BBIM
YYCOHUKOM U
CJIOBapeEM.
BueaynutopHoe
YTCHUC U HepeBO}I.
Brimonnenue

3aJIaHUN K TEKCTY.

IToxaroroBka k
JIEKCUIECKOMY
JIMKTaHTY.

Jlurepartypa k
Teme, paboTa ¢
HWHTEpHET-
HCTOYHUKAMH

Ompoc. Utenue u
MePEBOJI TEKCTA.
Jlexcuueckuit
IOUKTAHT

Separation of
powers vs. fusion
of powers.
Various models
around the world

Separation of powers
vs. fusion of powers.
Various models around
the world

Pabora B
OHOJINOTEKE,
pxirogas ObC ¢
0a30BBIM
Y4eOHUKOM U
CJIOBapeM.
BueaynuropHoe
YTEHHUE U NIEPEBO/.
Brmonnenue

3aJlaHUM K TEKCTY.

IToaroroBka
JOKJIaza.

Jlureparypa k
Teme, paboTa ¢
HWHTEpHET-
UCTOYHUKAMH

Ompoc. Utenue u
MIEPeBOJI TEKCTA.
Joxmnan.

Business English:
Talking on the
phone.

Business English:
Talking on the phone.
IToBTOpEHME
rpammaruku: Modal
verbs must and can’t.

Pa6GoTa B
OuOIHOTEKE,
pxirouas ObC ¢
0a30BLIM
YICOHHKOM H
CJIOBapeM.
BueaynutopHoe
YTCHHE U TIEPEBO/I.

Jluteparypa k
Teme, paboTa ¢
HWHTEpHET-
HNCTOYHHUKaMHU

Ompoc. Utenne n
MEPEBOJI TEKCTA.
Jlexcuueckuit
JIKTAHT.
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Brimonaenune

3aJ1aHUM K TEKCTY.

IToaroroBka k
JIEKCUYECKOMY
JIUKTaHTY.

Federation.
Unitary state.
Confederation.

Federation. Unitary
state. Confederation.

Pabora B
OuOIHOTEKE,
Biirouas ObC ¢
0a30BBIM
YIeOHUKOM U
CJIOBapeM.
Breaynuropsoe
YTEHHUE U TIEPEBOI.
Bremonnenue

3aJlaHUM K TEKCTY.

IloaroroBka
JOKJIaja.

Jlutepatypa K
Teme, paboTa ¢
HHTEPHET-
HUCTOYHUKAMU

Ompoc. Utenne u
MIEPEeBOJ TEKCTA.
Joxnas.

Business English:
Reservation

Business English:
Reservation.
[ToBropenue
rpammMarukuy: Present
forms for the future. The
First conditional.

PabGora B
OHOJINOTEKE,
Biirouas ObC ¢
0a30BBIM
YIeOHUKOM U
CJIOBapeM.
BueaynuropHoe
YTEHUE U TIEPEBOI.
Bremomnaenne

3aJJaHul K TCKCTY.

IToaroroBka k
JIEKCUYECKOMY
JIUKTAHTY.

Jlutepatypa K
Teme, paboTa ¢
MHTEPHET-
HCTOYHUKAMHU

Ompoc. Utenne u
TIepPEeBO/] TEKCTA.
Jlekcnueckuit
JUKTAHT.

Classification of
the civil servants

Classification of the
civil servants

Pabora B
OuOIHOTEKE,
Biirouas OBbC.
BueaynutopHoe
YTEHHUE U NIEPEBO/L.
Brimonaenue

3aJlaHuM K TCKCTY.

IToaroroBka
JOKJIaga.

Jlutepatypa K
Teme, paboTa ¢
MHTEPHET-
HACTOYHUKAMHU

Ormpoc. Utenue u
NepeBO TEKCTa.
Joxnas.

A brief history of
civil service.
George H.
Pendleton.

Business English:

Presentation

A brief history of civil
service. George H.
Pendleton.
Business
Presentation.
[ToBTOpEHUE
rpammaruku: Infinitive.

English:

Pabora B
OHOJINOTEKE,
pxirogas ObC ¢
0a30BBIM
YYEOHUKOM U
CJIOBapeM.
BueaynuropHoe
YTEHHUE U TIEPEBO/I.
Brmonnenue

3aJlaHUM K TEKCTY.

IToaroroska
JIOKJIaJa.
IToaroroBka k
TECTY.

Jlureparypa k
Teme, paboTa ¢
HWHTEPHET-
UCTOYHUKAMH

Ompoc. Utenue u
MIEPeBOJI TEKCTA.
Hoxnan. Tecr.

Strategic
management in
Great Britain and

Strategic management
in Great Britain and the
USA

PaOora B
OuobIHMoTEKE,
Bxirogas OBbC ¢

Jlutepatypa
TeMe, paboTa c
HWHTEPHET-

Ompoc. Utenue u
MePeBOJ TEKCTa.
Joxnas.
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the USA

0a30BEIM
YYCOHUKOM U
CJIOBapeM.
BueayautopHoe
YTEHHUE U TIEPEBO/I.
Brinonnenue

3aJlaHUM K TEKCTY.

IloaroroBka
JOKJIaga.
IToaroroBka k
JIEKCUYECKOMY
JIUKTAHTY.

HCTOYHHUKaAMHU

Jlekcnueckuii
JIUKTaHT.

Decision- making
in public
administration.
Business English:
Running a
meeting

Decision- making in
public administration.
Business English:
Running a meeting.
IToBTOpEHME
rpaMMaTUKH:
suggestions.

Making

Pabora B
oubIMoTeKe,
Biirouas ObC ¢
0a30BBIM
YYCOHUKOM U
CJIOBapeM.
Breaynuropsoe
YTEHHE U TIEPEBO/I.
Bremonaenne

3aJJaHul K TCKCTY.

IToaroroBka
JOKJIaga.

Jlutepatypa K
Teme, paboTa ¢
HHTEPHET-
HCTOYHHUKAMHA

Ompoc. okman.
UreHune u nepeBos
TEKCTa.

Types of
negotiators.
Negotiation
techniques

Types of negotiators.
Negotiation techniques

Pabota B
OoubIMoTEKE,
Brrouast 9bC ¢
0a30BBIM
YIeOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHUE U TIEPEBOI.
Brimonaenue

3aJlaHuM K TCKCTY.

IToaroroBka
JIOKJaza ¢
MIPE3CHTALUEH.

Jlutepatypa K
Teme, paboTa ¢
MHTEPHET-
HACTOYHUKAMHU

Ompoc. Hoknan ¢
MPE3EHTALUEH.
YreHue u nepeBo
TEKCTA.

Cross-cultural
negotiations

Cross-cultural
negotiations.

Pa6GoTa B
oubIMoTEKE,
pxirogas ObC ¢
0a30BBIM
YUEOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHHE U TIEPEBO/I.
Brmomaenme

3aJlaHuM K TCKCTY.

IToaroroBka k
TpyIIoBoit
JIUCKYCCHH.

Jlutepatypa k
Teme, paboTa ¢
HWHTEpHET-
HCTOYHUKAMHU

Omnpoc. Urenue u
MEPeBOJ TEKCTA.
VYyactue B
rpYIIOBOI
JUCKYCCHU.

Nonverbal
communication

Nonverbal
communication

Pa6GoTa B
oubanoTeKe,
pxirogas ObC ¢
0a30BBIM
YICOHHKOM H
CJIOBapeM.

Jluteparypa k
Teme, paboTa c
HWHTEpHET-
HCTOYHUKAMHU

Ompoc. okan.
YreHue 1 nepeBo
TEKCTA.
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BueayautopHoe
YTCHHUE U MIEPEBO/I.
Brimonaenue

3aJ1aHUM K TEKCTY.

IToaroroBka
JOKJIaza.

Gender
differences in
negotiation styles
and strategies

Gender differences in
negotiation styles and
strategies.

Business English:
Negotiation.
IToBTOpEeHue
rpaMMaTuKu: «to be +
Infinitive»

Pabora B
OuOIHOTEKE,
Biirouas ObC ¢
0a30BBIM
YYCOHUKOM U
CJIOBapeM.
Breaynuropsoe
YTEHUE U TIEPEBO/I.
Bremonnenue

3aJlaHUM K TEKCTY.

IToaroroBka k
TPYIIIOBOM
JIACKYCCHHU.

JIureparypa k
Teme, paboTa ¢
WHTEPHET-
HACTOYHUKAMHU

Ompoc. Utenue u
NEPEeBOJ TEKCTA.
VYyacTue B
rpyIIIOBOI
JUCKYCCHH.

Public relations

Public relations

Pabora B
OHOJINOTEKE,
pxirogas ObC ¢
0a30BBIM
YYCOHUKOM U
CJIOBapeEM.
BueaynutopHoe
YTEHHUE U TIEPEBO/I.
Brimonnenue

3aJIaHUN K TEKCTY.

IToaroroBka
JOKJIaja.
IToaroroBka k
JIEKCUYECKOMY
JIUKTAHTY.

Jlurepatypa k
Teme, paboTa ¢
HWHTEpHET-
HCTOYHUKAMH

Ompoc. Hokinan.
YreHue u nepeBox
TEKCTA.

The purpose of
PR in the
elections.
Information
agencies in the
UK and USA

The purpose of PR in
the elections.
Information agencies in
the UK and USA

Pabora B
OMOIHOTEKE,
pxirogas ObC ¢
0a30BBIM
YYEOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHHUE U NIEPEBO/I.
Bremomaenme

3aJlaHuM K TCKCTY.

IToaroroBka
JIOKJIaja.

Jlureparypa k
Teme, paboTa ¢
HWHTEpHET-
HUCTOYHUKAMU

Ompoc. Hokan.
YreHue 1 nepeBo
TeKCTa.
Jlexcnueckuit
JIUKTaHT.

Spin techniques.
Edward Louis
Bernays

Spin techniques.
Edward Louis Bernays

Pa6GoTa B
OMOIHOTEKE,
pxirouas ObC ¢
0a30BBIM
YICOHHKOM H
CJIOBapeM.
BreaynutopHoe
YTEHUE U TIEPEBO/I.
Brmomaenne

3aJlaHuM K TCKCTY.

Jlutepatypa k
Teme, paboTa ¢
HWHTEpHET-
HCTOYHUKAMHU

Ompoc. Hokinan.
YreHue 1 nepeBo
TEKCTA.
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ITonroroBka
IOKJIaja.

Business English:
Finding a job.
Resume. Cover
letter. Common
interview questions

Business English:
Finding a job. Resume.
Cover letter. Common
interview questions

Pabora B
OuOIHOTEKE,
BiJrouast ObC ¢
0a30BBIM
YYCOHUKOM U
CJIOBapeM.
Breaynuropsoe
YTEHUE U TIEPEBO/I.
Bremonnenue

3aJlaHUM K TEKCTY.

IloaroroBka
JOKJIaja.

Jluteparypa k
Teme, paboTa ¢
WHTEPHET-
HACTOYHUKAMHU

Ompoc. lokia.
Urenue u nepeBos
TeKCTa.

The UK
government’s
approach to public
service reform

The UK government’s
approach to  public
service reform

Pabora B
OuOIHOTEKE,
Biirouas ObC ¢
0a30BBIM
YYCOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHHE U TIEPEBO/I.
Bremomnaenne

3aJJaHul K TCKCTY.

IToaroroBka
JOKJIaza.

Jlutepatypa K
Teme, paboTa ¢
HHTEPHET-
HUCTOYHUKAMU

Ompoc. okia.
UreHune u nepeBos
TEKCTa.

Reform traditions
in different states.
E-government

traditions in
states. E-

Reform
different
government

Pabora B
OuOIHOTEKE,
Biirouas ObC ¢
0a30BBIM
YIeOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHHUE U TIEPEBO/I.
Bremomaenne

3aJlaHuM K TCKCTY.

IToaroroBka
JIOKJaza ¢
npe3eHTauuen

Jlutepatypa K
Teme, paboTa ¢
MHTEPHET-
HACTOYHUKAMHU

Ompoc. Hoknan ¢
IIPE3EHTALUEH.
YreHue u nepeBo
TEKCTa.

Business English:
Guide to basic
official

Business English:
Guide to basic official

Pa6GoTa B
OMOIHOTEKE,
pxirogas ObC ¢
0a30BBIM
YUEOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHHUE U TIEPEBO/I.
Brmomaenme

3aJlaHuM K TCKCTY.

IToaroroBka k
KOHTPOJIBHOHN
paoore.

Jlutepatypa k
Teme, paboTa ¢
HWHTEPHET-
HCTOYHUKAMHU

Onpoc. Urenue u
IIEpEeBO/] TEKCTA.
KontponbHas
pabora.

6. OneHoYHbIe MaTepHAJIbI 1JIsl MPOBEAEHNUs MPOMEKYTOUHOIH aTTeCTAMN 00Y4YAIOUIUXCS 0

JUCHUILINHE
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6.1. Onucanne nokasareseii 1 KpUTepUeB OLIEHMBAHUS KOMIETEeHLMIi, OMUCAHUE LKA
OLICHUBAHUS

n/a

HaumeHnoBaHue
DIIEHOYHOT'0 CPeICTBE

Kparkan
XapaKkTepuCcTHKA
OIIEHOYHOI'0 CpeIcTBa

Ikana u KpUTEPUU OLIEHKH,
0asn

Kpurepun
OLlEHUBAHMS
KOMMeEeTEeHIIHHU

Ompoc

Co6op mepBHUHOI
MHQOPMAIUH 1O
BBIACHEHHIO YPOBHS
YCBOEHUS IPOUJEHHOTO
Marepuaia

«3a4TeHoy, eciu CTyIeHT
JIEMOHCTPHPYET 3HAHUC
MaTepuaia o pasieiny,
OCHOBaHHBIE Ha 3HAKOMCTBE C
00s13aTeIpHON TUTEPATypOr U
COBPEMEHHBIMU

Ty OTMKAIUSME; TAeT
JIOTUYHEIE,
apryMEHTUPOBAaHHBIC OTBETHI
Ha TIOCTaBJICHHBIC BOIIPOCHI.
HomnyckaroTcst
HE3HAYUTEIbHBIC HETOYHOCTH
B OTBETax, KOTOPBIC CTYJICHT
WCIIPABIISET ITyTEM
HaBOJISIIUX BOIPOCOB CO
CTOPOHEI MpeToaBaTers.

«He 3aurenoy, eciau UMEIOTCS
CYLIECTBEHHBIE IPOOEIIHI B
3HAHUHA OCHOBHOT'O
MaTepHana o pasueiiam
y4eOHOW AMCIUIUIMHEI, &
TaKKe JTOMYIICHBI
MPHHIUITHATEHBIC OIIAOKH
MIPH U3JTOKEHUH MaTepuara.

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4

Hoxnan /
cooOmienne

[Ty6nmanoe, pa3BEpHyTOE,
cooOienue (Wiu
JIOKYMEHT) T10
OIpeAeIEHHOMY BOIIPOCY,
OCHOBaHHOE Ha
IIPUBJICYCHNHU
JOKyMEHTAJIbHBIX
JIaHHBIX, COJICPIKAaHHE
KOTOPOT'O OTPAXKaeT CyTh
BOIIpOCA.

«5» — [loknan cOOTBETCTBYET
3asBJICHHON TEME, BBITIOJHECH
C IIPUBJICUYCHUEM
JIOCTaTOYHOT'O KOJIMYECTBa
Hay4HbIX U MPAKTUYECKUX
HMCTOYHUKOB I10 TEME,
CTYJIEHT B MTOJIHOM 00BEME
OTBEYAET Ha BOIIPOCHI TEME
JIOKJIaJa;

«4» — Jloknazg B ieom
COOTBETCTBYET 3asBJICHHOUN
TEeMe, BBITIOJIHEH C
MPUBJICYEHUEM HECKOJIBKUX
HAyYHBIX U MPAKTUIECKUX
HMCTOYHUKOB I10 TEME,
CTYZIEHT B COCTOSIHUU
OTBETHUTH HA YaCTh BOIIPOCOB
110 TeMe JIOKJIaJa;

«3» — Jloknaa He COBCEM
COOTBETCTBYET 3asBJICHHOU
TEMe, BBITIOJHEH C
HCIIOTH30BAHUEM TOJBKO 1
WA 2 UCTOYHHKOB, CTYACHT
JOIyCKaeT OIMOKH Npu
W3JI0’)KEHUU MaTepuana, He B
COCTOsIHHNHN OTBETUTH Ha

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4
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BOIIPOCHI IO TEME JOKJIAa;

«2» — MOKJIaTIUK HE PACKPHIIT
TEMy.

IIpesenTanus

[IybnmudHOE BBICTYIUICHHE
C IMpEACTaBJICHUEM
IMMOJTYYCHHBIX PC3YyJIbTAaTOB
B riporpamme Microsoft
PowerPoint

«5» — Ipencrasngemas
nHpOpMaLus
CHCTEMaTHU3UPOBaHa,
TociieIoBaTebHA U
JIOTHYECKH CBS3aHA.
[IpoGnema packpeita
noaHocThio. [IIupoko
HCTIOITE30BaHBI BO3ZMOKHOCTH
texHosiornu Power Point;

«4» — [Ipeacrapnsemas
nH(pOpMAIUs B IISJIOM
CHCTEMATHU3UPOBaHA,
MmocJeIoBaTeNIbHA U
JIOTHYECKH CBSI3aHa
(BO3MOKHBI HEOOJIBIIINE
orkiioHenus ). [Ipobraema
packpseita. Bo3aMoKHBI
HE3HAYMTEIbHBIC OIIMOKU
pu oopmiieHnn B Power
Point (ue Gonee nBYX);

«3» — [Ipeacrasnsemas
nH(popMaIus He
CUCTEMAaTHU3UPOBaHA U/WIIN HE
COBCEM ITOCIIEI0OBaTENbHA.
[IpoGnema packpsiTa He
MMOJIHOCTHIO0. BEIBOJIBI HE
C/IeJIaHbl WK HE
obocHoBaHBL. Bo3MokHOCTH
texuosorun Power Point
UCIIOJIb30BaHbI JIUIIIb
YaCTUYHO;

«2» — Ilpencrapnsemas
nH(popMaIus He
CUCTEMAaTHU3UPOBAHA.
Bo03MOXHOCTH TEXHOJIOTUH
Power Point ucrions30BaHbI
JIAIIB YaCTHYHO.
MHOTOYHCIIEHHEI OITHOKHI
npy 0(OPMIICHHH.

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4

TecrupoBanue

TecTupoBaHue MOKHO
MPOBOJIUTH B opMe:

®  KOMIBIOTEPHOTO
TECTUPOBaHMUS, T.€.
KOMIIBIOTEP MTPOU3BOIBHO
BBIOMPAET BOMPOCHI U3
0a3bl JaHHBIX 110 CTEICHU
CJIO’)KHOCTH;

®  TMCbMEHHBIX
OTBETOB, T.€.
MIpenoAaBaTeib 3a1aeT
BOIPOC U JAET HECKOJIBKO
BapHAHTOB OTBETA, a

COTIIUYHOY» — JIOJIS
MpaBUIILHBIX OTBETOB 80-
100 %;

«XOPOIIO» — A0JIS
MIPaBUIIbHBIX 0TBETOB 60-
79 %;
«yIIOBJIETBOPUTEIHHO» —
JIOJIsI TPABUIIBHBIX OTBETOB
40-59%;
«HEYIOBICTBOPUTEIILHOY —
JI0J1s1 TPAaBUIIBHBIX OTBETOB
menee 40%.

YK-4.1;
YK-4.2;
YK-4.3;
YK-4.4
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CTYJICHT Ha OT/JEIbHOM
JINCTE 3aIKUChIBACT
HOMeEpa BOIIPOCOB U
HOMeEpa
COOTBETCTBYIOIINX
OTBETOB

JemoHcTpanus
MNPaKTUYECKUX
yMEHUM

OCBOEHHBIH CyOBEKTOM
C1oco0 BHITIOJTHEHHS
JICUCTBUS,
obecreunBaeMbIit
COBOKYITHOCTBIO
NpUOOPETEHHBIX 3HAHUH 1
HaBBIKOB

«5» CTyzeHT noka3bsiBaeT
XOpolie 3HaHu yIeOHOTO
Marepuaa o TeMe, 3HaeT
aJITOPUTM NIPAKTHYECKOTO
yMeHHsI (MaHUITYJISIIHAN),
HOCJIEI0BATEIBHO
JEMOHCTPUPYET
npakTHdeckue ymenus. [laer
yIOBIIETBOPUTEIILHBIE OTBETHI
HAa JIOTIOJIHUTENbHBIE
BOTIPOCHI.

«4» — CTyneHT BnajeeT
YIOBJIETBOPHUTEIHHBIMHU
3HAHUSAMU TI0 TIPAKTHYECKUM
YMCHHSIM, J€MOHCTPUPYET
MIPaKTUIECKHAE YMEHUS C
OIMOKaMHU, HYKIaeTCs B
MOJICKa3Kax MPeroiaBaTers,
JlaeT HEIOJIHbIE OTBETHI HA
MTOCTABJICHHBIE BOTIPOCHL.

«3» — CTyneHT BnajeeT
OTPBIBOYHBIMH 3HAHUSMU TIO
MPaKTUYECKUM YMEHUSM,
3aTPYAHICTCS B YMEHUH UX
OCYIIECTBUTH, IAET
HEIIOJHbIE OTBETHI Ha
[TOCTaBIICHHBIE BOIIPOCHL.

«2» — CTyJIeHT He 3HaeT
ITOPUTM MPAKTHIECKOTO
yMeHus! (MaHUITYJISIIIAN)
W/WITA HE MOKET
NPOJIEMOHCTPUPOBATH
MPAKTUIECKOE YMEHHUE
(MaHHTTYIATINTO).
3aTpyaHsIeTcs ¢ OTBETaMHU Ha
MIOCTaBJICHHBIE BOTIPOCHIL.

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4

Keiic-3amaun

OO0yuaromuii MaTepua,
UCTIONIB3YIOIIUH OTMMCaHKe
peanbHBIX
9KOHOMUYECKHX,
COLIMAILHBIX U OU3HEC-
CUTYyallUi, OCHOBAHHBIX
Ha peajbHOM
(bakTHUeCKOM MaTepuae
WM K€ MPUOTMKEHBI K
peaNbHOM CUTYaIuu.
OO0yJaromuecs TOKHBI
UCCIIE/IOBATh CUTYAIIHIO,
pa3o0paTbes B CyTH
po0JIeM, IPEIOKUTH

«3a4TeHoy, €CJIM OTBET Ha
BOIIPOC 33/1a4H AaH
npaBuiIbHEIA. OObsICHEHHE
X0JIa ee peleHus NoApoOHoe,
1ocIe/I0BaTeNbHOE,
rpaMOTHOE, €
TEOPETUICCKUMH
000CHOBaHUSMH (B T.4. U3
JIEKIIMOHHOTO Kypca), C
HEOOXOIUMBIMHA
MOSICHEHHUSIMU |
JEMOHCTPAIIUSIMI; OTBETHI HA
JOTIOJTHUTENIbHBIE BOIIPOCHI
BEpHBIC, YETKHE.

YK-4.1;
YK-4.2;
YK-4.3;
YK-4.4
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BO3MOJKHBIE PELICHUS U
BBIOpATh JydIllee U3 HUX.

Honyckarorcs
HE3HAUUTEIbHBIE HETOYHOCTH
U 3aTpyAHCHUSL.

«He 3auteno», OTBeT Ha
BOITPOC 3a/1a4X HE JTaH WU
JIaH HE BIIOJIHE TIPABWIIBHBIH.
OOBgcHEHNE X0/1a €€
peIIeHus HETOCTATOTHO
IOJIHOE,
HETOCIIEI0BATENBLHOE, C
OIMOKaMH, CIa0BIM
TEOPETHUECKUM
000CHOBaHUEM (B T.4.
JICKITUOHHBIM MaTEPUAaIoM),
TIOTIOJTHUTETHHBIC BOITPOCHI
HEA0CTATOYHO YETKHUE, C
OIIMOKAMM B JE€TANISIX WA
BBI3BIBAIOT 3aTPyTHEHHUS.

KonTponbhas
paborta

COop uHpopMaIyu 1Mo
BBISICHCHHIO YPOBHS
YCBOEHUS IPOUJECHHOTO
MaTepuana

«5» — comepxanue
COOTBETCTBYIOT
MOCTABJIEHHBIM LN U
3ajauaM, U3JI0KEHUE
MaTepuasa OTIMYacTCs
JIOTUYIHOCTBIO M CMBICTIOBOM
3aBEPIICHHOCTBIO, CTYICHT
MoKa3aj BiIajeHue
MaTepuaioM, yMEeHHE YEeTKO,
apryMEHTHPOBAHO H
KOPPEKTHO OTBEYATh Ha
IMOCTAaBJICHHBLIC BOIIPOCHI,
OTCTanBaTh COOCTBEHHYIO
TOYKY 3pEHHS,

«4» — cogepxanne
HEJ0CTaTOYHO MOJHO
COOTBETCTBYET
MTOCTaBJICHHBIM LIEJIN U
3aJlayaM MCCIIeZIOBaHNS,
paboTa BBIMIOJIHEHA HA
HEIO0CTaTOYHO IIHMPOKOI
HCTOYHUKOBOH 0aze U He
YUYUTHIBAET HOBEHIINE
JNOCTHKEHHUS HAYKH,
H3JI0KEHUE MaTepraia HOCUT
MIPEUMYIIECTBEHHO
OnucaTeNbHbINA XapakTep,
CTYZAEHT MOKa3aJl 10CTATOYHO
YBEpEHHOE BIIaJICHHE
MaTepuaioM, OJHAKO
HEJ0CTAaTOYHOE YMEHUE
YETKO, apIYMEHTHPOBAHO U
KOPPEKTHO OTBeYaTh Ha
[IOCTaBJIEHHBIE BOTIPOCHI U
OTCTauBaTh COOCTBEHHYIO
TOUYKY 3pEHHS;

«3» — copepKaHue He
OTpa)kaeT 0COOCHHOCTH

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4
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MPOOJIEMAaTUKN TEMBI;
coJiep>kaHue paboThI He
MOJTHOCTBIO COOTBETCTBYET
MOCTaBJIICHHBIM 3a]]auam,
HUCTOYHUKOBas Oa3za
(bparMeHTapHa u He
MO3BOJISIET KAYECTBEHHO
pELINTH BCE MOCTABJICHHBIC B
pabote 3ajaun, paboTa He
YUYUTBIBAET HOBEHIINE
TMOCTIDKECHUS UCTOpHOTpadun
TEMBI, CTYJICHT MOKa3aJl
HEYBEPEHHOE BJIAJICHUE
MaTepHaloM, HEyMeHHe
OTCTauBaTh COOCTBEHHYIO
MO3UIIMIO ¥ OTBEYATh Ha
BOIIPOCHI;

«2» — paboTa HEe UMeeT
JIOTUYHOU CTPYKTYPBHL,
coJiep>kaHue paboThI B
OCHOBHOM HE COOTBETCTBYET
TeMe, ICTOYHUKOBas 0a3a
HEAO0CTAaTOYHA AJISl PeILCHUS
IIOCTABJICHHBIX 3aJa4,
CTYZAEHT MOKa3aJl
HEYBEPEHHOE BJIICHUE
MaTepHuaoM, HeyMeHHe
(hopMyIHpOBaTH
COOCTBEHHYIO MO3UIIHIO.

I'pynmoBast OlLieHOYHOE CPENCTBO, «3a4TEHOY» — 00yYaIOLTHICS YK-4.1;
JUCKYCCHS MO3BOJISIONIEE BKIFOYNTh | IEMOHCTPUPYET 3HAHUE YK-4.2;
o0yJarolmxcs B Ipoliece | Marepuala 1o TeMe pasjedna, YK-4.3;
o0Cy)IeHUS OCHOBAaHHBIE Ha 3HAKOMCTBE C VK-4.4
MIPEJICTABICHHON TEMBI, 00s13aTeIpHON TNTEPaTypOr U
MPOOJIEMBI U OLICHUTh UX | COBPEMEHHBIMHU
YMEHHUE apryMEHTHPOBaTh | MyOJIMKAIUSME; aKTUBHO
COOCTBEHHYIO TOUKY y4acTBYeT B JUCKYCCHU; IaeT
3peHwusl. JIOTUYHEIE,
apryMEHTHPOBAHHBIE OTBETHI
Ha TOCTaBJIEHHBIE BOTIPOCHI.
«HE 3aYTEHO» — OTCYTCTBUE
3HaHUM 110 U3y4aeMOMY
pazzeny; Hu3Kasi akTHBHOCTh
B JIMCKYCCHH.
Jlexcnaeckmii CpencTBo npoBeEpKH «OTIUYHO» — OIS YK-4.1;
JUKTAHT 3HAHMS JIEKCUKO- MpaBUIBHBIX 0TBETOB 80- VK-4.2;
rpaMMaTHYEeCKOTO 100%; VK-4.3;
MHUHUMYMa 10 U3y4aeMOM | «XOpOLIO» —AOJS YK-4.4

TeMme B 00beMme,
HEOOXOIMMOM JIJIsI
paboThI C HHOS3BIYHBIMH
TEKCTaMU B MPOIIeCCce
podeCCHOHATTEHOM
JICATSIIbHOCTH.

MIPaBUJIBHBIX OTBETOB 65-
79,9%;
«YAOBJIETBOPUTEIHBHO» —
JI0J1s1 TPAaBUIIBHBIX OTBETOB
50-64,9%;
«HEYIOBIECTBOPUTEIILHOY —
JI0J1s1 TPAaBUIIBHBIX OTBETOB
MeHee 50%.
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10.

ITepeBon Tekcra

CpencTBo IpoBepKH
coOroICHUS
rpaMMaTHYecKuX,
CUHTaKCUYECKHUX,
opdorpapugeckux
TIPaBUJI, COOJTIOICHHS
SI3BIKOBOM HOPMBI M CTHIIS
NpY TIEPEBOIE C
WHOCTPAHHOTO SI3bIKA Ha
POIHOM, aIeKBaTHOCTh
nepeBoJia TeKCTa-
OpUTHHAJIa Ha POJTHOMN
SI3BIK.

OnennBaeTcs TOYHOCTh U
MIOJTHOTA TIepeIaun Kak
OCHOBHOM, TaK 1
BTOPOCTEIIEHHOU
nHpopmanun. [lepeBog
ouenunBaercs B 100 6annos.
IIpu 5TOM 3a IpaBUIILHBIN
MepeBOI;

1) TEKCUYECKUX STUHMUII
maetcs ot 0 o 40 6amtoB
(BepHBI BEIOOP
9KBHBAJICHTOB CJIOB;
IIepeBeIeHBI BCE CIIOBA, KaK
HEUTpaJIbHOM, TaK U
TEPMHUHOIOTUIECKOM
JICKCHKH; TIepeIaHbl BCE
peanuy ¥ IMeHa
COOCTBEHHBIC; MTPABUIHLHO
nepeBeIeHbl BCce CBOOOTHBIE
1 yCIIOBHBIE
CJIOBOCOYCTAHMS );

2) rpaMMaTHYECKUX €UHUIL U
KoHCTpykIuit ot 0 mo 40
0aoB (BEpHBIH MTEPEeBO
BUJIOBPEMEHHBIX GopM
rJlaroyia, 3ajiora u
HaKIJIOHEHUS TJIarona,
MOJIaTbHBIX TJIar0JIOB,
HEJMYHBIX (OpM Titarona u
KOHCTPYKUUH C HUMU;
MIPABUIILHO TIEPEIaHO YHCIIO U
nasex CyIeCTBUTEIbHBIX;
YUYTEHBI ITPH MIEPEBOJIC
CTETICHH CPaBHEHUS
[pUJIaraTeJIbHbIX U Hapeuunii);
3) CHHTaKCHYeCKHUX
koHcTpyKiui ot 0 70 10
0ayioB (BepHO BEIOPAHO
3Ha4YEHHUE CJIOB-
3aMeCTUTEIeH; TIepeIaHbI
aM(paTuIecKue
KOHCTPYKIIMH);

4) CTHIINCTUYECKU
MIPaBUIILHBIN (aIeKBATHBI)
riepeBoy ot 0 1o 10 Gamos.
IlTkana cooTBeTCTBUSA
KOJIMYECTBA HAOPaHHBIX
0aJIOB OIIEHKE 10
MHCEMEHHOMY TIEpEBOY:
100-86 6amioB — «OTIIHIHOY,
85-76 6a1510B — «XOPOIIOY,
75-55 OammoB —
«YJIOBJIETBOPHUTEIILHOY,

54 Gamta u MmeHee —
«HEYIOBJICTBOPHUTEIHHOY.
ITokaszaTenu nepenauu
OCHOBHOTO COJEepKaHUs

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4
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OIIEHMBAIOTCA 10 4-0aTbHON
IKane:

5 6amToB (OTIUIHO),

4 6amna (XopoIro),

3 Gamna
(YIOBJIETBOPHUTEIBHO),

2 Gamna
(HEYIOBIICTBOPUTEIHHO).
Bannel cymmupytrorces, u
BBIBOJIMTCS CPEJTHUI OaL.

6.2. MeToauyeckne MaTepuaJbl, ONpeIe/siiolue NpoueIypbl OlleHHBAHUS 3HAHUIA, yMeHUI,

HABBIKOB M (MJIM) ONBITA AeSTeIbHOCTH, XapPaAKTePU3YIOIIUX 3Tanbl GopMupOBaAHUS
KOMIIETEeHI[UI B Mpoiecce 0CBOEHUsI OCHOBHOM nmpodeccuoHaAJIbHOM 00pa3oBaTeIbLHOM

NPOorpaMmal
No ®opma kouTpoJst/ | Ilpouexypa oneHuBaHUs IIxaja U KPpUTEPHUHU OLEHKH, 0AJLT
KO/bI
OlIeHUBAEMbIX
KOMIIeTeH M i
3ayer / [IpaBunbHOCTH OTBETOB Ha | OLEHKA «3aYTEHO» BBICTABISIETCSI B TpeEX
YK-4.1, BCE  BOMpOCHl  (BEpHOE, | Ciyyasx:
VK-4.2; YEeTKOE U J0cTaToyHO | 1. MPaBUIBHOCTH MCIIOJIB30BAHUS SI3BIKOBOTO
YK-4.3; IIyOOKOE M3NIOKEHHE UEH, MaTepuraia (t.e. COOTBETCTBHE
YK-4.4 TIOHATHH, PAKTOB U T.II.); rpaMMaTHYECKHUM, JIEKCUYECKUM u
CoueraHue TOJHOTHI | (OHETHYECKMM HOpPMaM HHOCTPAHHOTO
JIAKOHUYHOCTH OTBETA,; A3BIKA).
Hanuume ~ mpakTuyeckux | 2. MOJHOTA M aJeKBAaTHOCTh IOHHUMAHUS
YMeHI/II\/'I 1o JUCHUIIIIMHE COACPpIKaHUuA YCIIBIIIAHHOTO u
(BBITIONTHEHHE MIPOYUTAHHOTO.

MPAKTHYECKOTO  3a/IaHu,
COOTBETCTBYIOIIETO JTFO0OM
TEMeE n3y4aeMou
JUCLIUATUIAHEL);
OpueHtupoBaHue B
y4eOHOM,  Hay4yHOW W
CIEIAILHOM JINTEPATYPE;
Jloruka u
apryMEeHTHPOBAaHHOCTb
W3IIOKEHUS;

I'pamoTHOE
KOMMEHTHPOBaHHE,
NIpUBE/ICHUE MIPUMEPOB,
aHAJIOTHI;

Kynerypa oTBeTa.

3. KOPPEKTHOCTb U CJIOXKHOCTh MMHCbMEHHOTO
BBICKA3bIBaHUS c TOYKHU 3pEHHUs
COolepXKaHUs WU YPOBHSA  SI3bIKOBOM
TPYZHOCTH, COOTBETCTBUE CTHIIIO U KAHPY
IIMCBMEHHOI'O BBICKA3bIBAHMSI.

«3a4TeHO» BBICTABIIAETCS, KAK MUHUMYM, TIpU

YCBOEHHMHU oOyyaromumest OCHOBHOTO
MaTepuajga, B  HM3JIOKEHHMH  KOTOPOIO
JIOTYCKAIOTCA ~ OTHENbHbIE  HETOYHOCTH,
HapyLeHue MOCIIEI0BATEILHOCTH,
OTCYTCTBHE  HEKOTOPBIX  CYLIECTBEHHBIX
Jieraiei, HAMEIOTCS 3aTpyAHEHUS B

BBITTOJITHCHUUIIPAKTUYCCKUX 3aHaHHﬁ.

OrneHka «HE 3a4TE€HO» BBICTABISIETCSI B TOM
ciydae, Korja oOydaromuiics He BiameeT
3HAYUTEIEHON 4acThIO marepuaia,
JIONyCKAaeT MNPHUHIMIHAIBGHBIE OMIMOKH, C
OONBIIMMHU  3aTPYJHCHUSIMA  BBIMOJIHSIET
MpakTU4Yeckue  paboOThl,  €CIM  OTBET
CBHUJIETENILCTBYET 00 OTCYTCTBHM 3HAHUH IO
IpeAMETy,  TEOPETUYECKOe  COJEpKaHHe
y4eOHOW  JWCUMIUIMHBI ~ HE  OCBOEHO,
HEO0XOIUMBbIE NPAaKTUUYECKUE  YMEHHs
paborel He chopmupoBansl, 50 u Oonee
MIPOIICHTOB y4eOHBIX 3aJaHuM,
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MPEeyCMOTPEHHBIX MPOrpaMMol 00y4eHus,
HE BBITIOJNIHEHBI, COJEpKaT rpyOble OLINOKH,
JIOTIONTHUTENIbHASL CaMOCTOSATENbHAs padoTa
HaJI MaTepHraIoM JIACTIUTUTAHBI HE
MmpoBeieHa, JHOO KayecTBO BBIMOIHEHUS
HU3Koe, Ooibinoe uucio 3anstudd (50 % wu
Oojee) mpomymeHo 0e3 YBaKUTEIbHOU
pUYHHBL U 0e3 ocneayomeil oTpaboTKH.

6.3. TunoBbIe KOHTPOJIbHBIE 32 IaHUS UJIH HHbIE MATEPHAJIBI, HEO0OXO0AUMBIE JIJIsl IPOLEeAYPHI
OLlCHUBAHMNS 3HAHUI, YMEHU i, HABBIKOB U (MJIM) ONbITA AeSATEJIbHOCTH, XaPAKTEPHU3YIOLIUX
Tanbl (OPMUPOBAHNUS KOMIIETEHLMI B MPolecce 0CBOEHUSI OCHOBHOM NMPo(heccuoHaIbLHOI

o0pa3oBaTe/IbHOM MPOrPaMMbI
6.3.1. TunoBbIe 3a1aHUA /1JIsl IPOBEAEHUS TEKYIIET0 KOHTPOJS 00y4aOIIHXCSI
6.3.1.1. TunoBble BApDUAHTHI TECTOBBIX 3aJaHUH

Bapmuanr 1

In each of the following select the word or phrase that best completes the statement or
answers the question:

1. Junior managers who ............ a promotion often face many problems when they have more
authority and responsibility.

a)take b)get c)earn
2. This is partly because everyone expects them to perform to extremely high ............ :
a) level b) standards c) quality

3. In addition, many of their ......... and colleagues are always ready to criticise any serious
mistake they may make.

a) superiors  b) secretaries c) chefs

4.  They should have .............. in their own skills and abilities.
a) confidence b) belief c) strength

5.  They should also .............. their progress regularly.
a) test b) improve c) evaluate

6.  Secondly, they should ............. themselves ambitious goals.
a) find b) make c) set
7. So that through hard work and commitment to the company they can in fact ........... them

sooner than is expected of them.
a) reach b) move c) work
8.  Thatis how they can ............... both personal and professional success.
a) achieve b) grow c¢) demand

9.  Our success in moving towards this goal is most evident in the financial ..... for this
year.

a) results b) conclusions c) statistics
10. Our ............. at the close of the year was 140 million euros.
a) revenue b) cash flow c¢) share
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11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

Thatisan .......... of 12% over the previous year.
a) asset b) increase c) advantage

This strong .......... in a rather difficult year for the economy shows the value of the service the

company provides to its customers.
a) trend b) benefit c) growth

I would like to congratulate our staff on their outstanding .............. .

a) turnover b) subsidiary c) performance

Finally, we all thank you, the ............. , for your continuing support of the company.

a) producers b) shareholders c) stockbrokers
We offera.......... to customers who buy in bulk.
a) refund b) discount c) delivery
We ask customers who are not fully satisfied to .............
a) discount b) refund c) return

goods within seven days.

Inorderto getafull ............... , customers must send back goods in the original packaging.

a) discount b) refund c) return
Goods will be ............ within 24 hours of your order.
a) dispatched b) purchased c) exchanged
Goods are kept in our ............... until ready for delivery.
a) stock b) storage c)warehouse

Products and services offered at a large discount are generally a(n) ................. .

a) sale b) bargain c) offer

Bapuanr 2

In each of the following select the word or phrase that best completes the statement or
answers the question:

1.

The most competitive type of industry is that with

a) pure monopoly
b) perfect competition
c) total production

Buyers must have to information on the products and prices available.

a) easy access
b) demand

c) supply
Monopolies often advertise their product and service to

a) make a profit
b) control prices
) promote the company's image

The government gives utility companies the

to provide service in a specific

geographic region.

a) copy right
b) exclusive right
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10.

11.

12.

13.

14.

15.

¢) huge income
encourage firms to invest in the research and development of new products

and production techniques.

a) patent law
b) buyers and sellers
C) consumers

Horizontal and vertical combinations have been common since

a) the mid — 1960s
b) the mid — 1970s
c) the mid — 1800s

Multibillion-dollar corporate mergers occurred

a) in the mid — 1970s
b) in the mid — 1980s
c) in the mid — 1960s

The classic example of a conglomerate is

a) the International Telephone and Telegraph Corporation
b) the Standard Oil Company
c) the United States Steel Corporation

One of the major business advantages of corporate mergers is

a) worker satisfaction
b) efficiency
c) production facilities

One of the major disadvantages of corporate mergers for consumers is

a) decreased efficiency and profits
b) increased competition in the marketplace
c) decreased competition in the market place

The increased size of merged corporations often makes it possible

a) to borrow more capital
b) to hire new employees
c) to build new plants

The lack of competition in the marketplace may result in

a) additional capital resources
b) higher prices for consumers
c) increased production efficiency

The production concept holds that consumers will favor products

a) that offer the most quality and performance
b) that are available and highly affordable
c) that are very comfortable

The marketing concept holds that achieving organizational goals depends on

a) improving production efficiency
b) developing new competitive products
c) determining the needs and wants of target markets

Under the marketing concept, companies produce
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a) what consumers want
b) unsought goods
c) highly affordable goods

16. If the demand for a product in the market is bigger than the supply the companies should .

a) improve productivity
b) increase production
c) bring down prices

17. The societal marketing concept calls for

a) increasing production and bringing down prices

b) balancing demand for a product and the supply
c) balancing company profits, consumer wants, and society's interests

18. Price in a market is determined by

a) the number of consumers
b) supply and demand forces
c) government policy

19. Market equilibrium occurs when

a) demand is higher than supply
b) demand is lower than supply
c) the supply and demand for a product are equal

20. The desired demand is the information showing the amount of the product that

a) consumers are willing to buy at different prices
b) consumers actually buy at a particular price
c) consumers are hesitating to buy

6.3.1.2. IlpumepHbIe TeMbI TOKJIA0B U COOOIIEHH I

e Tema «Cross-cultural negotiationsy.
e Tema «Gender differences in negotiation styles and strategies».

6.3.1.3. [IpuMepHbIe TeMbI NPe3eHTANMIT

Types of negotiators. Negotiation techniques.

Gender differences in negotiation styles and strategies.
Cross-cultural negotiations.

Reform traditions in different states. E-government.

PR in the elections. Information agencies in the UK and USA.

agkrownE

6.3.1.3. [IpuMepHbIe TeMbI TPYNIOBBIX AHUCKYCCHIA
Tema: Types of negotiators. Negotiation techniques

1. Types of negotiators.
2. Negotiation techniques.

Tema: Reform traditions in different states. E-government

1. Reform traditions in different states.
2. E-government.

6.3.1.4. [IpuMepHbBIii MepeveHb JeKCHYeCKNX eTHHUIL A5 JIeKCHYeCKOro TUKTAHTA

Tema: Business English: Talking on the phone (politeness). Business English: Talking on the
phone (politeness).
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Mory 511 st HOTOBOPHUTS C ...7
S Bac coenunsito.
[MogoxxauTte OIHY MUHYTY.
Br1 nogoxaere?

Bbl ommubnucs HoMepoM
Howmep 3ansr.

Ero ceituac Her

Emy nepenates uTo-HUOY 1B ?
Jla, MeHs1 3TO ycTpauBaer.
Knats BcTpeuw c...
[TepenaiiTe OONBIION MTPUBET. ..
[ToaTBepauTh BcTpeuy
[lepenectu BcTpeuy Ha...

Tema: Business English: Reservation

XPpaHUTH (IepKaTh) BHYTPH KOMaHIbl
co0JIt0JaTh OKOHYATEIbHbIE CPOKU
nopyuarb padoty

KOMaH/ iHas paboTa

UMETb BO3MOKHOCTh

JOCTH>KUMBIE 1IeTTH

YacCThIC CIIOPBI MCKAY YWICHAMH KOMAaH/Ibl
CIIEI0BATEIILHO

cwia (CUJIbHasi CTOPOHA)

JETTUTHCS C

HE310pOBast KOHKYPEHIIUA
pelarumn

BBIIIOJIHATD 3alaHUs, IOPYUCHHBIC (HpeI[HaSHaLIeHHbIe) KOMY-TO

(dbopMupoBaTh U COXPAHITH 3 (HEKTUBHYIO KOMaHIY
HE UMETh ycrexa

obecrieunBaTth (rapaHTUPOBATh)

JeTTUTh OTBETCTBEHHOCTD

ONIBITHBIN

ci1aboe 3B€HO

MPEBHIIATh YCTAHOBICHHBIN IMMHUT BPEMEHHU

BHOCHTb JI€30pTaHu3alINI0 (IIOJIPBIBATH JUCLUILIUHY )
Opatbcs 3a yperyJIupoBaHHe JITUTEIBHBIX Pa3HOTIIACHIA
MOOMIPSATH TUCKYCCUU (CIIOPBI)

Tema: Strategic management in Great Britain and the USA

OpraHmzais, yCTpoicTBo, 00beIMHEHUE, CTPYKTYpa
MEHEeJ[KEp, YIPABISIFOIINHN, PYKOBOIUTEIb, TUPEKTOP
yIpaBJICHUE TIEPCOHATIOM

BJIACTh, IIOJTHOMOYHE, OpPTaH BIACTH, aBTOPHUTET, 3aKOH
rio0ann3anus, BCeMUPHOE PacIpOCTpaHEHHE
YEeJIOBEYECKUH KanuTal

pabOTHUK, COTPYIHUK, CITY KAIUN

paboToaTenb, HAaHUMATENb

pabouas cuna

KOHKYPEHIIUS
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MPOM3BOAUTEILHOCTD, MPOAYKTHBHOCTh, BRIPAOOTKA
3aTpaThl

BJIMSIHUC

OecronuIMHHAs TOPTOBJIA

Tema: The purpose of PR in the elections. Information agencies in the UK and USA

o OIIpENeNATh
o MIPOU3OUTH, CITYIUTHCS, TOTYUUTHCS
Mpe/roiaaraTh, IpeaycMaTpuBaTh, IPUBJICKATh
TpeOGoBaTh(-cs)

1eJb

obpaboTka

oOMeH

CTpEMJICHUE

IUIAHUPOBATh, TIPEIOJAraTh
peycMaTpuBaTh

MPEUMYIIECTBO

W3HAYaJIbHO

peaT30BbIBATh, OCYIIECTBIIATh, BHEIPSThH
JTOCTHTaTh

MIPOTHO3UPOBATH

HaOOp mepcoHana

oOydeHue

pa3BuTHE

OLICHKH MPOM3BOAUTEILHOCTH
KacaTbCsi, OTHOCUTHCS

TOpT

pabouas cuia

3apruiaTa

CIIUSTHUE

npuodpereHue

MIPEEMCTBEHHOCTh

BKITIOUCHHUE

CTapTOBBIN

MOCBSIIATh

JI0Ka3aTeIbCTB

TEKy4eCTh

KaJpoB

HaHUMAaTh

CTPEMUTHCS

YMEHBIIIATh

6.3.2. TunoBbie 3aIaHUA I IIPOBEACHU S l'[pOMe)KyTO'lHOﬁ arTrecranumn oﬁyqaloumxca
6.3.2.1. IpumMepHbIe 32JaHUsI KOHTPOJIbHOI PadoThI
1. Read the text and summarise it.
Translate the text from English into Russian in writing.

REGULATION AND CONTROL OF FINANCIAL INSTITUTIONS
There is a central bank for all states in the USA called the Federal Reserve System («the
Fed») which controls various financial institutions. The government and member banks jointly own
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the Fed. All national banks are members of the Fed. Most of the state banks do not join the system.
Member banks have a right to obtain funds by borrowing from their district reserve banks, to use
various services which the system provides, to obtain financial advice and assistance and to receive
a dividend on stock that the district bank owns.

The Fed controls the money supply and prevents the economy from crisis. Its most powerful
tool in controlling the money supply is the reserve requirement. It s the percentage of all deposits
that a bank must keep on hand at the bank or on deposit with the Fed. If the Fed requires bank to
keep 20 percent of all funds on deposit, then they can loan out the other 80 percent to individuals
and companies.

2. Translate into English:

1. ®enepanbpHas pe3epBHasi cHCTeMa KOHTPOJIHUPYET pazHooOpa3Hbie (PUHAHCOBBIC YUPESKICHUS H
ABJsIeTCsl «OaHKOM OaHKHpOB». 2. Bce HammoHanbHble OaHKM ABIsIOTCS WwieHamu denepaibHOI
PE3epBHOM CUCTEMBI, BIAJICIOT €10 COBMECTHO C MpaBUTENbCTBOM. 3. banku — uiensr denepanbHON
PE3EepPBHOI CHCTEMBI BpeMsi OT BpEMEHH OepyT CCyAbl B MECTHBIX pE3epBHBIX OaHKax. 4.
@enepanbHas pe3epBHAs CHCTEMa NPEAOCTaBIsACT (PMHAHCOBYIO MOJACPKKY M KOHCYJIBTHPYET
cBoux wieHoB. 5. banku-unenst dexepanbHON Pe3epPBHOM CHCTEMBI IMOIYYAlOT TUBHICHIBI HA
KaIuTall, KOTOPBIM BJIAJICIOT pe3epBHbIe OaHKu. 6. DeaepanbHas pe3epBHAS CUCTEMa KOHTPOJIUPYET
NOCTYIUICHHE JIEHEXKHBIX cpenctB. 7. Camoe CUIIBHOE OpY)XHE CUCTEMBI — JONOJHUTEIbHBIC
pe3epBHBIe oOs3arenbcTBa. 8. Ecnmm Gank gepkut Ha pykax 30 mpoueHTOB (OHIOB, OH MOMKET
naBaTh ccyay u3 octanbHbIX 70 mpouenTtoB. 9. Korna ®enepanbHas pe3epBHas cUCTEMa TOKYTaeT
MIPAaBUTEIIbCTBEHHBIE IIEHHBIE OyMmaru, TOCTyIuleHue jeHer ysenuumBaeTrcs. 10. Cucrema
UCIIONIB3YET ATU METONBI U «TOHKOH HacTpOWMKW» SKOHOMHKH. 11. DenepanbHas pe3epBHas
CHCTeMa TaKKe YCTaHABIIMBACT MPE/EIbHBIC YPOBHU KPEAUTOBAHUS, TOKYIIOK KalKUTalla U IIEHHBIX
Oymar. 12. OHa Takke mepeiaer yeku u3 OaHKa, rie OHM ObUIM YUYTEeHbI, B OAaHK, I/leé OHU OBbLIU
Beimucanbl. 13. Cucrema cTpaxyer BKJIABI Ha ciiydail OankporcTBa 6anka. 14. OHa qaet KiIueHTaMm
CBEJICHHUS O COCTOSIHUM 0aHKa M €r0 HAIMYHOTO KalHuTaa.

3. Discuss these questions:

1. What are the different functions of a nation’s central bank? If you are not sure look at the list
below. Make sure you know what all the words mean.

« Act as banker to the government

» Act as banker to the commercial banks

«  Supervise the banking system

*  Print and issue banknotes

«  Maintain financial stability

»  Conduct foreign exchange operations

« Hold and manage foreign exchange reserves.

6.3.2.2. TunoBbie BONMPOCHI K 3a4eTy

Development of the state.

Maximillian Weber.

Business English: Talking on the phone (politeness).
Separation of powers vs. fusion of powers.
Various models around the world.
Business English: Talking on the phone.
Federation.

Unitary state.

Confederation.

Business English: Reservation.
Classification of the civil servants.

A brief history of civil service.

George H. Pendleton.

CoNoUA~AWNE
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14. Business English: Presentation.

15. Strategic management in Great Britain.

16. Strategic management in the USA.

17. Decision- making in public administration.
18. Business English: Running a meeting

19. Types of negotiators.

20. Negotiation techniques.

21. Cross-cultural negotiations.

22. Nonverbal communication.

23. Gender differences in negotiation styles and strategies.
24. Public relations.

25. The purpose of PR in the elections.

26. Information agencies in the UK and USA.
27. Spin techniques.

28. Edward Louis Bernays.

29. Business English: Finding a job.

30. Business English: Resume.

31. Business English: Cover letter.

32. Business Common interview questions.
33. The UK government’s approach to public service reform.
34. Reform traditions in different states.

35. E-government.

36. Business English: Guide to basic official.

6.3.2.4. IlpumepHbIe TEKCTHI sl EPEBO/IAa U MepecKa3a
6 Ways to Become an Exceptional Manager
by Andy Preisler

Are you loved or hated? And will anyone
really be honest enough to tell you? Probably not!
- Whatever you may be "managing,” your tasks
responsibilities will include interacting with people in
5 %9~ a supervisory role, and, unless you are hiding in your
office all day or working like the proverbial ostrich
with your head in the sand, you should be getting
some clues that tell you how you are doing. Here are
e SOMe clues that all may not be well in "paradise.”
/I 1.  There is a high turnover rate — perhaps higher
E— than in other departments, or, if a large
corporation, people in your department are happy to transfer.
2. There is a higher level of absenteeism
3.  Employees only come to you when there are conflicts or crises
4. You know little about your employees' personal lives
These 4 things are big symptoms of a "team" that lacks camaraderie and a good relationship
with its manager. So, how do you fix this and become the kind of manager with which others want
to work? Here are 6 ways that you can begin to turn this around immediately.

Be Honest and Forthright

The "direct” approach always works best, and honesty is both appreciated and respected.
Many managers keep issues and problems to themselves and try to "paint a rosy picture” to their
employees at all times. This approach almost always backfires, and people feel somewhat betrayed
when they are not provided the true picture of a situation. If there are problems in the department or
in the company as a whole, be honest about them and keep your people "in the loop."
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Develop a Real Team

Bad managers "govern" from above at all times. They send out memaos; they "solve™ an issue
on their own and give the solution to everyone in the department as new policy and/or procedure.
When employees are dictated to at all times, they feel no "ownership™” in any of the solutions or
policies, and chances are they will ignore them whenever they can. If an issue or problem arises, be
honest about it, hold a meeting, and ask for everyone's input. You may have the final say, but
everyone believes that his or her opinion is at least of value. They then buy in to the ultimate
solution.

Stop Complaining!

When someone is promoted to a management position from the "rank and file,” s’he may be
used to griping about things with co-workers. Time for that is now over. You are part of
management and expected to behave like management. When you continue to gripe and complain
about the upper level management and executives, you undermine your position, and no one
respects you for it! If you really are unhappy about certain company policies, etc., then it is your
responsibility to take those issues up with your bosses, not commiserate with your employees!

Meet with Your Employees Individually

You may have regular staff meetings, and those are good places for getting input and
presenting tasks and issues. However, if you are really going to be a good manager, then you
absolutely must meet one-on-one with every employee under you, on a regularly scheduled. You
need to understand what their on-the-job issues and problems are; you need to know what their
personal and professional goals are. They need to feel that you have a genuine interest in their well-
being and their future!

Delegate Smartly!

If you truly are a hands-on manager, and you hold those individual meetings, you will begin
to know your employees' individual strengths and challenges. You will also be able to assess each
one's ability to grow in his/her position and to be ready for more responsibility. Obviously, you will
have to delegate tasks, but, if you do not know your people, you will do so very inefficiently, and
you run the risk of angering some of your people by giving them tasks that are either seen as too
easy or too difficult!

Handle Conflict Directly

There are two kinds of manages that are horribly ineffective when there is conflict among
the "troops.” One ignores the conflict, in the hopes that it will go away on its own. The other
becomes angry him/herself that there is conflict at all and tells the involved parties to resolve it and
get on with their work! The problem is never resolved, and it never goes away. If you have done the
above-listed 5 things, your employees should feel comfortable coming to you with conflicts. It is
your job to be the conflict mediator. This may not be a pleasant job, but it is essential, and, if you
feel unskilled in mediation, then you need to get some training. No manager can survive without
mediation skills!

These 6 steps you can take immediately. They may not be easy, but they do become easier
as you practice them. The biggest reward, moreover, is that your team will begin to like working for
you, will have respect for your directness, and each member will feel that s/he has some control
over his/her workplace situation this is how you ultimately get loyalty and camaraderie!

Social Media & Employees

It is clear social media is changing all parts of society, from sharing pictures with
grandmothers to the making of celebrities and billionaires. And now, the wave is creating the next
generation of workforce leadership. This evolution is well represented by the best employers, the
standard setters in adopting new technologies to leverage and strengthen their workforces.
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Unemployment numbers remain at record highs all over the country. Among the most affected are
those in Gen Y -- young college grads who are finding it nearly impossible to find jobs in their
discipline. Those who do find jobs, often find that they are ill suited for the corporate environment.
Already, tools like LinkedIn, Facebook, and Twitter have been widely adopted as recruitment tools.

There is a good case to mention here dealing with McMurry .Beyond recruiting, the great
employers have evolved their communication mechanisms. Twitter, blogging and social networking
sites have created expectations, particularly among Gen Y workers, that information should be real-
time and transparent. Senior management at McMurry, a Phoenix-based marketing firm, responded
to this need by establishing electronic, social media-based communication channels. The company's
new intranet, Channel 8, provides a central location for company news, internal blogs, discussion
boards, recognition, polls, and education. In order to draw staff into the communication, Channel 8
is customizable by the user. All McMurry staff members can select the widgets they prefer and the
RSS feeds they want. An internal microblog similar to Twitter posts short notes of congratulations,
thanks and random humor. All senior managers contribute regularly to this site, including CEO
Chris McMurry, who regularly posts on his internal blog, Conversations with Chris. The topics that
have included business trends, helping McMurry be the best place to work, how to spend company
money, and what to do in the face of difficult decisions.

It is clear from the above case the Strategy of leveraging Social Media with the help of
employees.

Well Done ! 360 Degree Appraisals Great Work
by Sunanda K. Chavan

Persons in management positions can benefit significantly
from a 360 degree assessment conducted by an outside
consultant or coach.
The hired third party interviews up to ten staffers, using a
standardized set of pre-established open-ended questions
approved by the manager.
After the interviews are completed, the consultant or coach
prepares a comprehensive summary of the common themes
and trends, carefully protecting each employee's privacy.
The following is a list of the major benefits to such an
assessment:
1. The manager learns how staff views her daily behaviors.
2. The manager receives evidence of his strengths.
3. The manager gains insight around her weaknesses.
4. The manager receives feedback about certain aspects of his professional image.
5. The manager learns how her staff interpret her frame of mind and world view.
6. The manager finds out how his staff see him as a human being.
7. The manager gets a peek at how others view her outside of

360% the department.
8. The manager receives information about his impact upon
others.
9. The manager gets clues about her professional and personal
development needs.

10. The manager learns how he influences his employees'
FEEDBACK . . . .
RECIPIENT attitudes, work performance, and job satisfaction.

One way to build a strong organizational commitment to
the process of gathering 360-degree feedback is to have your
organization's leaders volunteer to be the first to engage in the
process. Employees may be more willing to participate if they
see it is a positive, top-down initiative. Leaders can
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demonstrate that the corporate culture is one of constant learning and growth, where feedback and
honest communication are encouraged and embraced

Tips to negotiate with difficult people
by Zachary Benitez.

Frankly, it is not easy to negotiate with people who do not want to get a solution to the
problem. In these cases, settling mutually can be difficult.

So, if the other party is reluctant to negotiate, here are some tips that might help you get the
best out of the said transaction.

Attitude matters

If you are not sure about the outcome and you meekly surrender to the other party, you will
never be in a position to get the best out of the transaction. So, be positive and ensure that you get
something good out of your negotiations with the other party.

With a positive attitude, the probability of getting a positive result is high.

Remember, you are aiming for a win-win situation. The other party is even expecting the
same. So, have a positive attitude and come up with a deal that sounds good to the other party too.

Know the deal and its worth accordingly

Well, if you have come up with a deal, you need to do your homework and be sure that you
are not presenting a deal that will be rejected instantly. If that happens, the other party will think
twice before looking at your following offers too. So, it is important to come up with a deal that can
be considered by the other party. Well, if the other party has come up with a deal, it is possible that
you are not in favor of it. However, keep yourself at ease and give them a counter offer that is
irresistible.

Don't be overconfident with your deal

Well, even if your offer is lucrative, you should not be over confident.

There are two major issues that can turn even the best deal into a terrible one if you are
overconfident.

1. Being overconfident, you might expect the other party to accept it. However, if you have
not down your homework properly, you might force them to flush your offer down the drain. If that
happens, you might not be able to know the issue and suffer the consequences. So, instead of being
overconfident, do your homework and be confident about the offer.

2. If the offer is accepted, don't think that you are still a winner because an overconfident
person usually makes some mistake or the other. Start looking for that mistake in your offer and you
might realize that the offer has been accepted by the other party because you might have mistakenly
created an offer that might have some unnecessary disadvantages for you. This usually happens
when you are focusing on coming up with a good deal for the other party. While jotting down
points for them, you might miss an important point favoring you.

So, don't be overconfident and you will be able to come up with a deal that allows everyone
to be in a win-win situation.

Are there any shared interests?

While jotting down points for the deal, it is important to mark common goals.

For example, if you are coming up with a new office wherein you have some vacant area
that will not be used by you and the other party is looking for some vacant space for self, include it
in your plan and you will be able to crack the deal in a much better way.

For this, it is important to jot down all points in favor of the other party and all points
against the other party. Along with this, you should even list down points that are in favor and
against for you even.

With these lists, you should be able to mark common points and work on it in a way so that
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the other party can appreciate your hard and smart work.
Remember, your efforts will be appreciated only when you have actually worked hard and in
a smart way.

Attach a little gift item with the offer

In this world, first impression matters. So, if you are sending across your offer to the other
party personally to their address, you should make sure that your offer looks good even before they
explore it.

For this, you should buy a little gift and attach it to the proposal. If you can look for a gift
that attracts them, you will be in a position to get a better response from them.

For example, if the other party is a sports lover, you can visit stores like Fanatics.com and
get them a little gift item. Fanatics.com is popular, and you will find good quality products listed in
the store. fanatics coupon code are even available freely over the net. So, start looking for an item
that can impress the other party and get a discount on the same with the help of coupon codes.

Note: A gift has a hidden advantage too. It will keep the other party reminded about your
deal. If that happens, the chances of your deal being accepted will be high.

Be honest with your deal

Honesty is the best policy, and it will continue to rule the mind and heart of people with
whom you are negotiating. So, it is important to be honest and upfront.

Let them know the benefits you will enjoy and even benefits they will enjoy. If there is a
downside, let them know about the downside you and the other party will face because of the deal.

Don't think that this is something negative and ignore it.

Remember, the other party might even do their homework, and if they come to know about
it from some other source, your offer might be rejected.

Think from their point of view

Well, in most of the cases, it so happens that people think about themselves only. They are
not interested in considering the pros and cons that will be faced by the other party. If you are
making this mistake, you can expect your deal to be rejected.

Think from their point of view even and you can get a positive result.

Role of HR Professionals in Employee-Relationship in any Organization

By Ruchi Gupta
MBA-HR
Admin Executive
HP Gas
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Introduction:-

We look into the sphere of intense competition we see a terrible change, Nowadays
companies are struggling hard to yield best to deal with the problem of Employee Relationship. The
human being taking care of the HR activities plays a key role in concerning all the employees into
something prolific which would provide them an opportunity to know each other well. Research
says that if the employees are pleased with their job responsibilities, they tend to stay happy and
avoid conflicts with each other. It is truly supposed that the triumph and malfunction of an
organization is directly proportional to the relationship shared among the employees.Antoine de
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Saint-Exupery stated "For there is but one problem the problem of human relations, We forget that
there is no hope or joy except in human relations.” The employees must share a cordial relation
otherwise they would always end up fighting with each other. A human resource expert plays a key
role in binding the employees together. The achievement and letdown of any organization is
directly proportional to the labour put by each and every employee. The employees must share a
good relationship with each other and struggle hard to understand the goal of the organization.

What is the meaning of Employee Relations?

Employee relations refer to the relationship shared among the employees in an organization.
The employees must be comfortable with each other for a vigorous environment at work. study says
that a healthy relation among the employees goes a long way in motivating the employees and
increasing their self-confidence and self-esteem .An remote environment demotivates human being
and spreads negativity around. The human resource department must make sure that several group
activities are being planned at the workplace to carry all employees on a common platform

There are various issues on which a person cannot grab decisions independently. A human
being spends his maximum time at the place of work and his colleague are the ones with whom he
spends the maximum hours in a day. No way can he afford to fight with his colleagues. Conflicts
and misunderstandings only add to tensions and in turn diminish the efficiency of the individual.
According to.

Charles Dickens Try to do unto others as you would have them do to you, and do not be
discouraged if they fail sometimes. It is much better.

That they should fail than you should.

One needs to talk about so many things at work and needs the opinion and suggestions of all
to arrive at a elucidation which would promote the individual as well as the organization. No
individual can work unaided. He desires the support and assistance of his fellow workers to come
out with a brilliant idea and deliver his level best. It is the key duty of the superiors and team
leaders to discourage conflicts in the panel and promote a healthy liaison among employees.

Why employee relations are important in an Organization:

* There are several issues on which a human being cannot grab decisions independently

* Job becomes straightforward if it is shared among all.

* The organization becomes a happy place to work if the people work mutually as a family

* A person feels motivated in the companionship of others whom he can faith and fall back on
whenever desired.

* Strong employee relations also dampen conflicts and fights among individuals.

* A vigorous employee relation reduces the dilemma of absenteeism at the work place.

It is wise to share a temperate relation with your fellow workers, because you never know
when you require them.

Strategies for a healthy employee relationship in the organization.

* Engross your group members.

* Support individuals to split their work with each other.

* Dispense objectives and promote team members to contribute uniformly and accomplish the
objective within the desired time frame.

* One ought to endeavor his level best that all the workforce must have their lunch together at the
same time.

* Encourage efficient communication among the team members.

* Written modes of communication ought to be promoted among the employees for healthier
lucidity.

* Morning assembly is one more effectual way to perk up the relation among the employees.

Review:

For the business to achieve better it is imperative that the workforce are contented with each
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other, contribute to a good affinity and work in close coordination towards a common goal. People
feel responsible and provoked to do good work and like their work rather than taking it as a burden.
Tony Robbins stated "ldentify your problems but give your power and energy to solutions.” .It is
important that the human resource professional promotes vigorous employee relations at workplace
to haul out the most excellent out of each individual, antagonism is indispensable but it should not
prop up negativity or any kind of hostility among the employees.

FISCAL RISK AND THE PORTFOLIO OF GOVERNMENT PROGRAMS

Samuel G. Hanson
David S. Scharfstein
Adi Sunderam

Introduction

In modern economies, a significant fraction of economy-wide risk is borne indirectly by tax-
payers via the government. Governments have significant liabilities associated with retirement
benefits, social insurance programs, and Financial system backstops. These liabilities are large: the
amount of credit risk explicitly recognized on the balance sheet of the U.S. federal government now
exceeds $3 trillion, and implicit or o§-balance sheet liabilities are even larger. For instance, 0§-
balance sheet guarantees on mortgage-backed securities account for another $7 trillion. Moreover,
the risk associated with the government’s contingent liabilities is not idiosyncratic but varies
systematically with economic conditions. For example, during the Financial crisis, total o§-balance
sheet Financial system backstops temporarily reached more than $6 trillion (Geithner [2014]). In
addition, the U.S. debt-to-GDP ratio rose from 38% to 72% between 2007 and 2013 due to falling
tax revenue and increasing expenditures on government programs that automatically expand in a
recession.

Given the magnitude of these exposures, the set of risks the government chooses to bear and
the way it manages those risks is of great importance. A vast literature in public economics studies
the costs and benefits of various government programs such as unemployment insurance and social
security (Baily [1978], Chetty [2006]). An equally vast literature studies optimal government
Financing policies i.e., taxation and government debt management that minimize costly distortions,
holding Flxed the set of programs the government wishes to undertake (Ramsey [1927], Diamond
and Mirrless [1971], Mirrless [1971], Sandmo [1975]). In this paper, we bridge the gap between
these two literatures, emphasizing the ways that government financing frictions impact the set of
projects the government should undertake. The result is a flexible framework for conducting cost-
benefit analysis in a stochastic environment where the government faces Financing frictions.

In our model, the government chooses the scale of a program designed to correct a specific
market failure whose social benefits and fiscal costs fluctuate over time and across states of the
world. Our setup differs from the Ricardian framework, where the government is a veil for
taxpayers, in two critical ways. First, we assume that government programs can generate social
benefits that private actors are unable to generate on their own. While we model these social
benefits in reduced form, we think of them as arising from the fact that the government often has
unique technologies for addressing market failures. For instance, the government may be able to use
price or quantity regulations to correct technological externalities (Weitzman [1974]) or pecuniary
externalities in incomplete markets (Greenwald and Stiglitz [1986]), enforce contributions to
address free-rider problems in the provision of public goods (Samuelson [1954]), or mandate
participation to address market-unraveling issues (Rothschild and Stiglitz [1976]). Second, we
assume that lump-sum taxation is not feasible and that the government can only raise tax revenue by
levying proportional taxes that create deadweight efficiency losses (Ramsey [1927], Diamond and
Mirrlees [1971], Mirrlees [1971], Saez [2001]). Specifically, we assume that the government raises
revenue through an income tax that distorts the labor supply of households. As a result, each dollar
of tax revenue the government raises costs society more than a dollar in pre-tax resources.

These two key frictions drive a rich set of interactions. In choosing the programis scale, the
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government has a “social risk management” motive: programs that generate large net benefits are
attractive, particularly if those benefits accrue in recessions, when household marginal utility is
high. An important subtlety that arises here is that the government cannot take marginal utility as
given: by operating large programs, the government affects aggregate consumption and thus
household utility. In addition, the fact that taxation is distortionary gives rise to a “fiscal risk
management” motive: programs requiring large outlays are unattractive, particularly if those outlays
tend to occur when spending on other government programs is elevated.

Turning One Thousand Customers into One Million

In the second part of a series on growing startups, Thales S. Teixeira explains how Uber, Etsy, and
Airbnb climbed from one thousand customers to one million.

by Thales S. Teixeira and Michael Blanding

Few companies in the past few years have rocketed to success faster than Uber, Airbnb, and
Etsy, which together have transformed the way we hail a cab, plan a vacation, and shop for
handmade gifts, respectively. In a previous HBS Working Knowledge article, How Uber, Airbnb,
and Etsy Attracted Their First 1,000 Customers, we explored how these two-sided platforms got
their start and attracted a significant number of early adopters based on a Harvard Business School
case that professor Teixeira wrote with Morgan Brown.

“Airbnb maintained a culture of testing many features on its website and soliciting feedback
from its most loyal and vocal customers”

As impressive as that accomplishment was, 1,000 customers is hardly enough to ensure
long-run success. For that, these companies had to scale up dramatically, from 1,000 to over 1
million, which is the subject of a sequel case study by Teixeira and Brown.Importantly, the
strategies that made these companies successful starting out are not the same ones to take them to
the next level.

To get from zero to 1,000 customers, the three startups faced a chicken-and-egg problem:
How could they attract suppliers if they didn’t have any users? For example, how could Uber recruit
drivers with only a few customers, and at the same time, attract customers if there were no drivers?
How could Airbnb convince potential
room renters to join its platform
without a large catalog of potential
places to stay?

So-called Platform businesses
like Airbnb and Uber can scale up
quickly  thanks to  affordable
technology and networked providers.
Credit: AntonMatveev

To overcome those
challenges, the startups followed
similar strategies, initially focusing

: 7 -
more on the supply side than on the demand side.

In addition, they worked hard to find early customers by matching them “by hand” with
early suppliers (e.g., Etsy scoured craft fairs to sign up artisans); acquiring them in bulk (Uber ran
promotions during concerts and events); and doing whatever it took to make their offerings
attractive, even if it wasn’t scalable (Airbnb hired professional photographers to take inviting
photos of hosts’ apartments).

Following those guidelines, they were able to gradually improve their products and identify
what made them resonate most with customers and suppliers. Only after that was scaling a
possibility, requiring a gradual—not abrupt—shift from catering to the supply side toward catering
to the demand side.

Building on the initial 1,000
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After surpassing 1,000 customers, organic opportunities for the companies to acquire more
customers and suppliers in bulk became increasingly rare. So Uber and Airbnb turned to digital
marketing as a targeted way to reach new people. Unlike traditional mass media advertising such as
local TV commercials or print ads, which are expensive and time-consuming, paid digital media
such as Google search ads, Facebook ads, and YouTube video ads offer many benefits that make
them better suited for platform startups.

Among them are low setup cost, allowing companies to start advertising for as little as $10 a
day; precise targeting—to specific demographics, or based on life events such as birthdays or
similarity to current customers; short creative development time and deployment of ads within
minutes; and ease of experimentation.

Taking all these factors into account, a startup can create dozens of ads within just a few
days, and learn quickly and cheaply what is most effective to attract suppliers.

Uber, for instance, made extensive use of online advertising in various social media
platforms to recruit more drivers. It created a model to understand and identify factors that caused
individuals to be interested in signing up to be a Uber driver. Were they part-time workers? Did
they own a car? Were they in cities with low wages or in cities with high unemployment? (In fact,
given its extensive data on drivers, Uber today is arguably as well informed about low-wage
workers as the US Department of Labor.)

By gathering this information, Uber was able to use the online ads to identify the right
drivers.

Etsy followed a different track. Rather than market through digital media, it let suppliers do
the advertising. To do this, it provided support to the sellers to market their crafts and in turn,
market the Etsy platform to their loyal customers. Etsy created a “Seller Handbook™ and other
internal management tools for sellers to better process orders and stay in touch with customers
through integrated social media. Eventually, Etsy fostered an ecosystem of more than 150 third-
party apps and tools to empower and support the sellers.

Shifting from supply to demand

As these platforms began acquiring new customers using digital marketing and social media,
those customers started behaving differently from the early adopters who had been acquired in bulk
or by word of mouth. In particular, they were not as forgiving of lower-quality products and
services, and not as willing to pay premium prices for anything less than perfection.

To retain these new customers, platform entrepreneurs needed to deeply understand their
needs and wants—and how their offering was differentiated from others in the market. One obvious
way to do that was to ask customers what they wanted. As Airbnb cofounder Joe Gebbia put it,
“People told us what they wanted, so we set off to create it for them.”

Airbnb maintained a culture of testing many features on its website and soliciting feedback
from its most loyal and vocal customers. What the Airbnb team learned: If you provide a channel
and listen, people will tell you what they want once. But to get that a second time, you need to
quickly respond to their prior requests.

Very quickly, they learned that cleanliness mattered, so a cleaning and laundry program was
created to support the hosts. Trust, they realized, was another issue, so Airbnb Social Connections
was introduced, which leveraged customers’ social graphs via Facebook Connect so that hosts were
no longer anonymous. Finally, they realized that price was important, so they concentrated on
growing in cities with high priced hotel rooms, where hosts could charge from 30 percent to 80
percent lower prices than hotels in the same location.

While that kind of direct feedback was helpful to Airbnb in shaping its offering, it wasn’t
enough for Gebbia and cofounder Brian Chesky. In order to uncover more opportunities for
improvement, they made the unusual move of using their own services, envisioning a perfect
experience and working backward to see what needed to be changed to meet that vision.

Those two paths—asking customers what they wanted and building it forward, and
envisioning the perfect experience and creating it backward—aren’t an either-or decision. As
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Airbnb’s experience shows, both approaches should be followed jointly.
Write a market expansion playbook

By first going after the supply side and then shifting to the demand side, all three platforms
gained traction in the markets they initially entered. At that point, however, they faced a critical
decision in the life of every platform business: where and how to expand. Few startups answered
that question better than Uber, which ramped up its business incredibly fast.

Having proven the original business model in San Francisco and New York City, Uber’s
founders realized that in order to choose their next target cities, they needed to understand the
“accelerants” that worked as tailwinds to catalyze adoption by customers in a particular locale.
Analyzing their successes, they distilled the factors down to a few, among them density of
restaurants and nightlife, destination for holidays and events, availability of strong sports franchises,
and temporary bad weather.

Together, all these factors ensured a steady stream of people who went out at night either to
drink with friends or to attend concerts and sporting events and wanted to avoid the hassle of
parking or looking for a cab on a rainy or snowy night. That was the case for Chicago—a city with
a great nightlife, intense weather, and tons of sporting events—where Uber’s initial viral growth
was double that observed in other cities.

These accelerants became the basis of Uber’s market expansion playbook, and were some of
the factors it looked at to drive its launch as it expanded into new locations. CEO Travis Kalanick
explains: “After a platform finds a formula that works, it needs to distill the formula into principles,
catalysts, and a to-do list to transfer the formula to managers it hires to expand in different regions
or industry verticals.” His advice to startups: create that playbook as quickly as possible.

Shifting away from what worked

Going from zero customers to 1,000 customers can be a slow process for platforms because
of the need to acquire both providers and customers of products and services in a balanced manner.
By contrast, going from 1,000 to 1 million can be a fast ride—but only if companies are willing to
shift their tactics to try something new. The strategies that incentivize early users to join are
fundamentally different from those required to scale up the platform.

The hardest decision faced by any growing startup is when to abandon the actions that made
it successful in the first place in order to achieve more success in the future. Failure to do so at the
right moment may result in a strong reduction in the momentum of the company. By contrast,
having the courage to change in favor of new marketing strategies can help a company succeed in
the long run, and position it for even greater growth going forward.

Resolve Your Toughest Work Problems with 5 Questions

Work through problems as a manager; resolve them as a human being.
Interview by Michael Blanding

In business, as in life, there are few black-and-white situations where all of the facts are in,
and the answer is immediately apparent. Some issues, however, are a darker shade of gray than
others—it’s those murky problems that Joseph L. Badaracco, the John Shad Professor of Business
Ethics at Harvard Business School, tackles in his new book, Managing the Gray: 5 Timeless
Questions for Resolving Your Toughest Problems at Work.

“Everybody faces these kinds of problems, where you are really not sure how to get a handle
on them,” says Badaracco. “You have to make a decision, and the decision matters. Often, when
you’re dealing with gray areas, you may not have all of the facts you need, or you may be unsure of
how to frame the problem, or the people you work with may disagree.”

These are the types of problems that land squarely on managers’ desks. “In organizations,
the complex, messy problems tend to get delegated upward,” says Badaracco, who has been
teaching courses on strategy, leadership, and ethics at HBS for more than 35 years.

For guidance on handling gray-area problems, Badaracco turns not to the latest management
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theories but to a much older source—a wide range of thinkers, over the centuries, who have
wrestled with the big questions of human nature, our common life together, and the soundest ways
to make hard, important decisions. Reading Managing the Gray is like being at a board meeting
where your fellow directors include Aristotle, Nietzsche, Confucius, and Thomas Jefferson.

Ultimately, however, the book distills their guidance into a single sentence that Badaracco
introduces early on in the book: “When you face a gray-area problem,” he writes, “you should work
through it as a manager and resolve it as a human being.”

Approaching a problem as a manager means working with others and doing all you can to
really understand the problem. “You don’t decide these things in splendid isolation or with brilliant
insights. You get data and use the tools you have to analyze it with other people.” In gray areas,
however, discussion and analysis doesn’t produce a final decision. Badaracco says that in these
instances, “somebody finally has to say this is what we are going to do and this is why, and that
takes an act of judgment.”

Badaracco provides five questions that work as guidelines for making gray-area decisions:

1. What are the net, net consequences?

2.  What are my core obligations?

3. What will work in the world as it is?

4. Who are we?

5. What can I live with?

“Versions of these questions run through so much of the serious thinking about hard
decisions that you find in philosophy, theology, and literature,” he says.

Each chapter in the book explains one of the questions, describes why and how it has
captivated serious thinkers for so long, and gives practical guidance for applying the question in
organizations. The first question, for example, asks you to think hard about the “net, net
consequences” of your options when faced with a gray-area problem. The question, often associated
with John Stuart Mill, the father of utilitarianism, crystallizes a way of thinking about hard,
complex, important decisions that has deep roots in Western and Eastern traditions.

What the question asks today is whether, in the face of a high-stakes decision, you have
thought about its impact fully, carefully, and objectively. This means its impact on everyone—not
just employees and clients, but all who will be affected, in some cases profoundly, by what you
decide.

None of the five questions works by itself. In fact, each question counteracts weaknesses in
the others. For example, the question “What will work in the world as it is?” takes its cues from
Niccolo Machiavelli, author of The Prince. His name is usually associated with treachery and
expediency, but Badaracco emphasizes that Machiavelli’s broader message is to men and women
with serious responsibilities to other people. In other words, “If you are taking responsibility for
other people, you need to find something that is going to work—and work in a world that is
uncertain and politically difficult and treacherous and full of surprises.” In short, idealism and
pragmatism have to temper each other.

One of several examples Badaracco presents throughout Managing the Gray is the case of
Aaron Feuerstein, the owner of Malden Mills in Lawrence, Massachusetts, the original
manufacturer of Polartec fleece. After a major fire in late 1995, Feuerstein vowed that he would
rebuild the entire facility, continuing to pay the salaries of his workforce during the transition. As
laudable as that commitment was, it eventually led Feurstein to declare bankruptcy, costing all of
the workers their jobs.

“Feuerstein believed he had a strong obligation to his workers, which is genuinely
admirable, but it looks like he underweighted the analytics, especially around risk,” says Badaracco.
Had Feuerstein thought more carefully about the consequences of his decisions on all stakeholders,
and how it might play out in the real world, he might have made the decision to rebuild only part of
the company, or keep some of the workers on the payroll. “Some people may have lost their jobs,
but a lot more might have survived,” he says.

With hindsight, it is easier to pass judgment on Feuerstein’s choices, but in the moment it’s
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often very difficult to figure out the right course of action. Thinking through the first four questions
Badaracco can help dispel some of the gray. In the end, a final decision has to be made.

That’s where the last question — “What can I live with?”— comes in. Badaracco quotes
Alfred P. Sloan, a brilliant practitioner of business analysis, who wrote in his autobiography, “The
final act of business judgment is, of course, intuitive.” But this is tempered intuition, not initial
instinct, Badaracco hastens to add. “It means you decide what you can live with, as a manager and a
human being, after and not before you work your way through the first four questions. Only then do
you have the license to say, this is my judgment and my best sense of what we should do.”

As Badaracco sees it, in-depth analytical work is the crucial first step in addressing gray-
area problems. But it doesn’t dispel the gray. That only happens when someone steps forward and
makes a decision, based on his or her judgment, as a manager and a human being, and bases this
judgment on the long-standing, powerful ideas described in the book.

6.4. MeToau4ecKue MaTepUAaJibl, ONpe/e/siiolue MPole1ypbl OLleHUBAHUS 3HAHMIA, yMEHUIA,
HABBIKOB U (MJIM) ONBITA JeATEJIbHOCTH, XapaKTEePU3YyIOIUX 3Tanbl GOpMHUPOBAHUA
KOMIIeTeHII M

C wuenbio oOIpeleNeHus] YpPOBHS OBJAJEHHs KOMIIETCHIMSMH, 3aKpeIUICHHBIMH 32
JUCLUIUIMHOM, B 3a/JaHHbIE IMPENOJAaBaTE]IEM CPOKH HPOBOAMTCA TEKYILIMH M MPOMEXYTOUYHBIN
KOHTPOJIb 3HaHUI, YMEHHUI U HABBIKOB KaXJ0ro oOydaromierocs. Bce BUIBI TEKyIIEro KOHTPOJIS
OCYIIECTBISIOTCSA Ha MPAKTUYECKUX 3aHATHUAX. [Ipu OleHMBaHMM KOMIETEHUMH NPUHUMAETCS BO
BHUMaHME (OPMHUpPOBaHHE NPOPECCHOHATBHOTO MHPOBO33PEHUS, OIPEACIIEHHOIO  YPOBHS
BKJIFOUEHHOCTHU B 3aHATHS, pPe(PIIEKCUBHbIEC HABBIKH, BJIAJCHUE N3YYaeMbIM MaTEpPUAJIOM.

IIponetypa oneHMBaHUs KOMIIETEHIIMN 00yYaroIUXCcs OCHOBAHA Ha CIIEAYIOIUX CTaHapTax:

1. IleproanyHOCTD MTPOBEAEHUS OLIEHKHU.

2. MHOrocTyneH4arocTb: OleHKa (Kak IperojaBaTeseM, Tak U O0y4arolUMUCS TPYIIIbl) U
CaMOOLIEHKa O00y4Yarolerocs, OO0CYXJIEHHE pe3yJbTaTOB U KOMIUIEKC Mep I0 YCTPaHEHUIO
HE/I0CTAaTKOB.

3. ENMHCTBO HCIIOJIb3YEMOM TEXHOJOIMM Ul BCeX OOy4YarolMXCsl, BBIIOJHEHUE YCIOBUI
COIIOCTaBUMOCTH PE3yJIbTaTOB OLICHUBAHHUS.

4. CobnroieHre N0CIe10BaTENbHOCTH IPOBEACHUS OLICHKHU.

Texymas arrectanust odyyaommxcs. Tekyas arrectanns oOydyaromuxcs Mo JUCHUIINHE
«IHOCTpaHHBIN S3BIK B NPOQPECCHOHAIBHON NEATEIbHOCTU» IMPOBOJUTCS B COOTBETCTBHM C
nokanbHbIMU HOpMaTHBHBIMH akTamMu OAHO BO MIICY u sBnsercs 00s3aTenbHOM.

Texymias aTrecranus 1Mo yueOHON AMCUUILIIMHE POBOIUTCS B (hOpMe ONpoca U KOHTPOIbHBIX
MEpPONPUATHA MO OLEHWBAHUIO (HAKTUUYECKUX PE3yIbTaTOB OOy4YeHHs OOydarolmxcs U
OCYIIECTBIISETCS MPENO01aBaTeNeM IUCIUILIUHBI.

OOBeKTamMM OLIEHUBAHUS BBICTYTAIOT:

1.  yueOHas mucrUIUIMHA (AKTHBHOCTH HA 3aHSATHSIX, CBOCBPEMEHHOCTD BBITIOJHEHUS PA3IHIHBIX
BUJIOB 33JIaHUH, TOCEIIAeMOCTb BCEX BUJIOB 3aHATHH 110 aTTeCTyeMOM JUCLHUIUINHE);

2.  CTeneHb YCBOSHUS TEOPETHUYECKUX 3HAHHI B KAUECTBE «KIFOUCH aHAJIH3ay;

3. YpOBeHb OBJAJICHHUS NPAKTUUYECKUMH YMEHUSMH W HaBbIKaMM IO BCEM BHJaM ydeOHOU
paboTHI;

4.  pe3ynbTaThl CAMOCTOSITEILHONU PaOOTHI.

AKTHBHOCTH 00y4arolIerocsi Ha 3aHATHUSX OLICHWBAETCS HA OCHOBE BBINOJIHEHHBIX UM padoT U
3aJJaHUM, IPETyCMOTPEHHBIX JJAHHOM paboueil mporpaMMoi TUCIUILTHHBL.

Kpome Toro, oueHuBaHue oOydaromerocs TMpPOBOJUTCS HA TEKyIIEM KOHTpOJE 110
mucuuiuinHe. OneHnBanue o0ydaronierocss Ha KOHTPOJIBHOM HezleNie MPOBOAUTCS MpernojaBaTeieM
HE3aBHCHUMO OT HAJIMYUS WIK OTCYTCTBHUS 00ydaromerocs (1Mo yBaKUTEIbHON WIN HEeYyBaKUTEIbHON
IIPUYMHE) HA 3aHATHH.

OneHuBanue 0O0y4aroOUIerocsi HOCUT KOMIUIEKCHBIM XapakTep W YUYUTHIBAET JOCTUKECHHS
o0yyaromerocsi 1o OCHOBHBIM KOMIIOHEHTaM Y4eOHOro Ipolecca 3a TEKyIIMHd Mepuoj ¢
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BBICTABJICHUEM OIICHOK B BEJIOMOCTH.

IIpomexxyTouHasi atTecTauus odyuarommuxcs. [I[pomexyTodnas arrectamnusi 00y4Jaromuxcs
Mo y4eOHOW NUCIUIUIMHE TPOBOJIUTCS B COOTBETCTBUHU C JIOKATHHBIMA HOPMATHBHBIMU aKTaMH
OAHO BO MIICY u sBasiercst 00s13aTeIbHOM.

[IpoMexyTouHass arrecTamusi MO y4eOHOW IUCIUIUIMHE MPOBOIUTCS B COOTBETCTBUU C
y4ueOHBIM IUTaHOM Ha 2 Kypce 4 cemecTp B ¢opme 3ayera Al OYHOU, OYHO-3a0YHOM U 3a0UHOI
dbopM 0OydeHHS] B TEPHOJ 3a4CTHO-IK3aMEHAIMOHHONW CECCHM B COOTBETCTBUU C TpaduKoM
MIPOBEACHUS.

OOyyaromuecss JOMYCKAIOTCS K 3a4eTy M JK3aMEHy [0 JUCHUIUIMHE TIPU YCIOBUU
BBITIOJTHEHUSI UM y4eOHOI0 IUIaHa MO JUCLMILIMHE: BBINOJHEHUS BCEX 3aJaHUN U MEPOIPHUITHIA,
MPEAYCMOTPEHHBIX TPOTPAMMOM TUCIUIIIAHBI.

Onenka 3HaHUI O0OydaroIlerocs Ha 3auyeTe M JK3aMEHE OIpeNessieTcsl €ro y4eOHBIMU
JOCTHXKCHHSIMU B CEMECTPOBBIM TEPHOJ U pe3yjibTaTaMU TEKYIIEro KOHTPOJS 3HAaHUU U
BBIITOJIHEHUEM UM 3aJaHUM.

3HaHMS yMCHHS, HABBIKM OOYYAIOIIErocs Ha 3a4eTe OICHUBAIOTCS KAK: «3aUTCHO», «HE
3a4TEHO».

3HaHWS yYMEHWS, HABBIKM OOYYArOIIerocsi Ha JK3aMEHE OILCHUBAIOTCS MO MATHOAITBLHON
HIKaJIe: «OTIUIHO» — 55 «XOPOIIO» — 4; «yJOBIETBOPUTEIHHO» — 3; «HEYIOBIETBOPUTEIHHO» — 2.

OCHOBO# 17151 OTIPEICICHHS OLIEHKHU CIY)KHT YPOBEHb YCBOEHHUS 00YyYarolUIMMHUCS MaTepuaa,
MPelyCMOTPEHHOT O JaHHOU paboueil mporpaMmonu.

CryneHTy, MOJyYUBIIEMY OIIEHKY «HEYIOBIECTBOPHUTEIHHOY» MPEAOCTABIACTCS BO3MOXHOCTD
JUKBUAUPOBATh  33JI0JDKEHHOCTh IO M3y4aeMOMYy Kypcy B JHM I[E€peciaud WIH 10
WHIUBUAYATBHOMY IpaHKy, yTBEPKICHHOMY JIeKaHOM (haKyIbTeTa.

7. IlepeyeHb OCHOBHOIl M [IONOJIHUTEJbHOW Y4eOHOIl JMTepaTypbl, HEOOXOAUMOI JJs
OCBOCHHUS JUCIHHUIIINHEI

a) ocCHOBHas yueOHasl iuTeparypa:

1.  MHocTpaHHBIN S3BIK MPO(ECCHOHATBFHOTO OOMICHHUs (aHTIMICKUH S3bIK) : yuyeOHOoe mocodue /
N.b. KomesapoBa [u nap.].. — Boponex : BopoHexckuil rocyapCTBEHHbId YHHUBEPCHUTET
uHKeHepHbIX TexHomormid, 2018. — 140 c. — ISBN 978-5-00032-323-6. — Tekcr :
anekTponHblid / IPR SMART : [caiit]. — URL: https://www.iprbookshop.ru/76428.html. —
Pexxwum noctyna: 1uist aBTOpU3Up. MOJIb30BaTEINEH.

2.  Kocrepuna HO.E. JlenoBoit anrnuiickuii si3pik = Business English : ydeOnoe mocobue /
Kocrepuna 10.E., Jlacuna M.B., Bssuruna C.}O.. — Owmck : OMckuil rocyaapCTBEHHBIN
TexHuueckuit ynusepcuretr, 2020. — 96 c. — ISBN 978-5-8149-2981-5. — Tekcr :
anextponHbIi / IPR SMART : [caitt]. — URL: https://www.iprbookshop.ru/115417.html . —
Pexum noctyna: 1uist aBTOpU3Hp. MOJIb30BaTENEH.

3. Anskuna H.B. AHrImiickuii sI3bIK — JUIsI MEKKYJIBTYPHOTO OOIIEHHS: 0COOCHHOCTH SI3BIKOBOM
KyJbTYPbI U HAIMOHAILHOTO CBoeoOpasus anrinorosopsinmx crpad = English - for intercultural
communication: features of language culture and national identity of English-speaking
countries : yuebHoe mocodue (A1-A2) / Ansxuna H.B., Mapyksan XK.A., ComoBa N.JO.. —
MockBa : YHuBepcHUTET MHPOBBIX LuBWIM3alMi umenn B.B.Kupunosckoro, 2022. —
146 c. — ISBN 978-5-907445-94-9. — Tekcr : anektponnsiii / [IPR SMART : [caiiT]. —
URL: https://www.iprbookshop.ru/126931.html . — Pexum mgocTyma: Juis aBTOPHU3UD.
IOJIB30BATEIICH.

0) 10MOJIHUTE/IbHAS YUeOHasl JIuTepaTypa:

1.  Andeposa T.A. CaMOCTOATEIHHO TOTOBUMCS K TECTy IO IpaMMaTHKe aHTJIMHCKOTO s3bIKa :

yueOHoe mocobue / AndepoBa T.A.. — HoBocubupck : Cubupckuil rocynapcTBEHHBIH
YHHUBEPCUTET TeIeKOMMYHHUKaui u uapopmaruku, 2018. — 181 c. — TekcT : 21MeKTpOHHBIHI
// TPR SMART : [caiir]. — URL: https://www.iprbookshop.ru/84085.html . — Pexum
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JOCTYyIIa: JJI1 aBTOPU3UP. MTOJIB30BATEIICH.

2. MW3maitnoBa M.A. JlemoBoe oOmieHue : ydeObHoe mocobue / M3maitmoBa M.A.. — Mocksa :

JamkoB u K, 2021. — 252 ¢. — ISBN 978-5-394-04151-8. — Tekcr : snextponHsiii // IPR
SMART : [caiit]. — URL.: https://www.iprbookshop.ru/107778.html . — Pexwum gocryma: as
ABTOPU3HP. MTOJIB30BATEIICH.

Kapakuunesa B.JI. Illar x ycrmexy B OmsHece. KoprmopatuBHas KynbTypa. Stepping-stone to
Success in Business. Corporate Culture : yueOHoe mocobue / KapakumeBa B.JI.. —
HoBocubupck : HoBocrOupckuii rocy1apcTBEHHBIM TeXHUYECKUH yHUBepcutet, 2019. — 74
c. — ISBN 978-5-7782-3751-3. — Tekcrt : anekrponsbiii / [IPR SMART : [caiit]. — URL:
https://www.iprbookshop.ru/99244.html . — Pexkum goctyma: st aBTOPU3HP. MOJIb30BATEIICH.
Kupunnora M.K. I'pammaTtuka anriumiickoro s3pika. COOpHUK yHpaXHEHHWHA : Yy4eOHO-
npaktuueckoe nmocooue / Kupumnosa 1U.K., becconosa E.B., IIpocsnoBckas O.A.. — MockBa

: MoCKOBCKHH TOCYIapCTBEHHbBIN CTPOMTENbHBIM yHHBepcutTeT, Al Ilu Op Meaua, ObC
ACB, 2016. — 147 c. — ISBN 978-5-7264-1295-5. — Tekcr : anektponnsbiii / [IPR SMART

. [caiit]. — URL: https://www.iprbookshop.ru/48039.html . — Pexum npocryma: mis
aBTOPHU3UP. MOJIb30BATEIICH.
Jloxtrommua E.A. Introduction into Business / Jloktiomuna E.A.. — CapatoB : By3oBckoe

obpazoBanue, 2016. — 166 c. — Texkcrt : snexrponHsiii / [PR SMART : [caiir]. — URL:
https://www.iprbookshop.ru/38927.html (nara oopamenus: 18.07.2023). — Pexxum pocryra:
JUIS aBTOPU3HP. MTOJIb30BATEIICH.

MepkynoBa H.B. Aunrnmiickuii s3pik B cdepe ympasienusi / English for Management :
yuebHoe mocobue / Mepkynosa H.B.. — Boponex : BopoHexckuii rocynapcTBEHHBIN
apXHUTEKTYpPHO-CTpouTeNbHbI yHHBepcuteT, DbC ACB, 2016. — 124 c. — ISBN 978-5-
89040-582-1. — Tekcr : onektponusii // IPR  SMART : [caiir]. — URL:
https://www.iprbookshop.ru/59141.html . — Pesxum noctymna: [uist aBTOPU3HP. TOJIB30BATEICH.
MycaeB P.A. JIenoBo# aHTTIMICKHI S3bIK TOCYTAPCTBEHHOTO U MYHHIIUTIAILHOTO CITYIKAIIETO :
yueOHOoe ocodue / Mycaes P.A., Myprasuna D.M.. — Ka3zanb : Kazanckuii HallmOHATLHBIHA
UCCIIeI0BATEIbCKUI TeXHONOTHYeCcKuii yHuBepcuteT, 2016. — 207 ¢. — ISBN 978-5-7882-
1921-9. — Tekcr : omekrponnsnidi // IPR  SMART : [caiir]. — URL:
https://www.iprbookshop.ru/61841.html . — Pexxum noctyna: [uist aBTOPU3HP. TOJIb30BATEICH.

8. MeToauueckue YKazaHusl AJas oﬁyqamumxcﬂ 0 OCBOCHHIO IUCHUITJIHHBI

Buna nesare1bHOCTH

MeToauyecKkue YKa3aHHs 10 OPraHU3AIUH TeATeIbHOCTH CTY/IeHTa

HpaKTI/I‘IeCKI/Ie 3aHATHUA

IIpopaboTka pabouell mporpaMMel, yaenss oco0oe BHUMaHHE LEsM |
3aJa4aM, CTPYKTYpe U COAEpKaHWIO TUCHUIUIMHBL [IpM moaroroBke K
paboTe C TEKCTOM MPOYMUTAaTh TEKCT BCIYX U IIEPEBECTH, MOJIb3YSAChH
cioBapeM; OBITh TOTOBBIM IOHHUMATh OOJIBLIME CIIOKHBIE B SI3BIKOBOM
OTHOIICHWH  XYJIOKECTBEHHbIE, TMPOPECCHOHATIBHO OPHEHTHPOBAHHEIC
TEKCTbI, CTaTbl M COOOIIEHHS TIO0 COBPEMEHHOIl mpobieMaTHKe MpH
HEOOXOIUMOCTH  IOJIB3YSICH  CJIOBApEM. bBBITH  TOTOBBIM  IOHMMATb
pasBepHyThIe COOOIIEHUS PENoiaBaTeNsl, CBA3aHHbIE C OBITOBOI, yueOHOM,
a Takke NpodecCHOHaTbHO-OPUEHTUPOBAHHOW TeMaTKol. Eciu 3agannem
Obla MOATOTOBKA JOKJIA/Aa, AUAJIOTa, AUCKYCCHH, HEOOXOANMO 3allOMHUTH
TEKCT CBOETO BBICTYIUICHHs], C TEM YTOObI HE UUTATh €T0, a PACCKA3bIBATh.

NupuBumyansHbie
3aIaHns

3HAaKOMCTBO C OCHOBHOM U JONOJHUTENBHOW JIUTEPATYpOM, BKIIOYAs
CIIPABOYHBIC W3MIaHUS, 3apyOeKHBIE WCTOYHWKH, KOHCIEKT OCHOBHBIX
MOJIOKEHUH, TEPMHHOB, CBEJICHUH, TPEOYIOIIUXCS IS 3allOMUHAHHUA W
SABIISIONIMXCS OCHOBONOJAraloIuMH B 310l TeMe. CocTaBiaeHHEe aHHOTAIlMHA
K MPOYHUTAHHEIM JINTEPATYPHBIM HCTOYHHUKAM U JIP.

IlepeBon TekcTa

[Ipu mepeBone peKOMEHIYETCsl CIEAYIOMIasi MOCIEIOBATEIHFHOCTE PabOTHI
HaJ| TEKCTOM:

1. OGpatute ocoboe BHMUMaHHE Ha 3arojIOBOK Tekcra. [IpouwraiiTe Bech
TEKCT JI0 KOHITA M IOCTapalTeCh MOHATE €ro o0ITee coiepKaHue.
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2. Ilpuctymure k mepeBomy mpemioxkeHui. [IpounTaiite mpemioxeHue u
ONpeAenuTe, MPOCTOE OHO WM CIOXKHOE. Ecnu mpeiokeHue CloKHOE,
pa3bepuTe ero Ha OTAENbHBIC MPEIIOKEHHUS (CIIOKHOMOAYNHEHHOE — Ha
TJIaBHOE W MPHIATOYHOE, CIOXKHOCOYMHEHHOE — Ha MpocTeie). Haiimure
000pOTHI C HEMUYHBIMH (POPMAMHU TIIAroa.

3. B mpoctoM mpennoxeHWM HaWIuTe CHadana ckazyemoe (TpyIimy
CKa3yeMoro) Imo JHYHOW ¢opMme TIarona, Mo CKa3yeMOMY ONpEAeNnTe
noJyIexariee (TpyImiy MoJJIeKallero) U A0TOoMHEHHE (TPYIITY TOTIOTHEHNUS).
4. Onupadch Ha 3HAaKOMBIE CJIOBa, MNPUCTYNUTE K MEPEBOAY B TaKOM
TOPSIKE: TPYTIIA MO~ JISKAIIETo, TPYIIa CKa3yeMoro, TpyIia JOIIOTHEHUS,
00CTOSITETBCTBRA.

5. Belenure He3HAKOMBIE CIIOBA M ONpPEAETIUTE, KaKOH 4YacThi0 peud OHM
spistorcsa. Obpamaiite BHIMaHne Ha Cy(B(UKCH M MPePUKCHI ITHX CIOB.
Jnst ompeneneHuss WX 3HAYCHHWS TPUMEHSHTE S3BIKOBYIO JIOTAAKy, HO
npoBepsiiiTe ce0s ¢ moMompio cioBapsi. [IpounTalite Bce 3HaUeHHS CIIOBA,
NpUBEACHHBIE B CIOBapHOM cCTaThe, W BBIOEpUTE Hamboyee MOAXOASIICe.
[Ipu pabote co cmoBapeM HCMONB3YHTE UMEIOIINECS B HEM MPHIOKEHHUS. 6.
Brimummmre He3HAKOMEBIE CTIOBA, TIEPEBEIUTE X HAYEPHO (IOCIOBHO).

7. Ilpuctynure K nepeBoay TEKCTA.

8. [IpoBeppTe COOTBETCTBHE KaxM0i (ppasbl mepeBoa OpUrHHAIY.

9. Orpenaktupyiite mepeBon. OcBoOomuTe TEKCT TiepeBoAa  OT
HECBOHCTBEHHBIX PYCCKOMY SI3bIKY BBIPaXKCHUH H 00OPOTOB.

10. IlepenumuTe TOTOBBIM MEPEBOI.

JlekcnyecKkul JUKTAHT

IIpy moAroTOBKE K HANMCAaHUIO JAUKTAHTA MOBTOPUTH JIEKCUYECKUH U
rpaMMaTH4eCcKUil Marepuall, IpaBuUiia CIOBOOOpPA30BaHUSA, CTPYKTYpPY
IPEUIOKEHUS.

I'pynmoBas quckyccus

['pynmoBass ~ TUCKycCHS ~ TIO3BOJSIET  ONPEACIHTH  yYPOBEHB
c(hOpMUPOBAHHOCTH MPO(PEeCCHOHANBHBIX KOMIETCHIUNH B YCIOBHSIX
MaKCUMaJIbHO MPUOIMKEHHBIX K MPOPECCUOHAIBHOU CpeJIe.

Jlns mpoBeneHus TPYNIOBOM AUCKYCCUU MPENoAaBaresb, Mpeiaraet
HauOoJjiee  aKTyallbHyl0 TEeMy M3  pEaJlbHOW  OOIIECTBEHHO-
MOJIMTUYECKOW  OOCTAaHOBKM, M  CTaBSIT Iepel  ayauTopuen
po0JIEMHBIE ACIIEKThI, HA KOTOpPbIE 00yYaromuiics A0KEH 00paTUTh
ocoboe BHHMMaHHe, C(HOPMHPOBATH CBOIO JIMYHOCTHYIO TO3UIIHIO,
000CHOBATH €€ U MOJArOTOBUTCA K y4acTHIO B 1ucKyccuu. [IpoBenenue
IpYyNIOBON AMCKYCCHM IMpEAIosaraeT yBUAETh CHOPMUPOBAHHOCTD Y
00y4aromerocss COOTBETCTBYIOIUX KOMIIETEHLUH, B TOM 4YHCIIE
yYMEHHE CTaBUTh MNpolieMy, OOOCHOBBIBATh IYyTH €€ BO3MOXKHOTO
paspelieHusi, yMEHHe BECTH NHWBHUJIM30BAHHBIA JHUAIOT, OTCTAaMBATh
CBOI0O TOYKY 3pEHHUs, apryMEHTHPOBAHO OTBEYaTh Ha IPaBOBbIC
TIO3HIIMY MHBIX YYaCTHUKOB IPYNIIOBOM TMCKYCCHH.

CamocrosTenpHast
pabota

CamocTosiTenpHass paboTa TPOBOAUTCS C IMETbI0: CHCTEMATH3AUUA H
3aKPEeTICHHS TTOTYYeHHBIX TEOPETHUECKUX 3HAHUIA U NMPAKTHIECKUX YMEHUIH
oOyvaromuxcsi; yriayOlleHHs U pacIlMpeHHs TEeOpEeTHUECKUX 3HaHHH
CTYIACHTOB; (oOpMUpOBaHMS yMEHHMH  HCIONB30BaTh  Y4eOHYIH0O U
CIEIUAFHYI0 JIUTEPaTypy; Pa3BUTHS TIO3HABATENBHBIX CIIOCOOHOCTEH W
AKTUBHOCTH OOYHAIOMIMXCS: TBOPYECKON MHUIIMATUBBI, CAMOCTOSTEILHOCTH,
OTBETCTBEHHOCTH, OPTraHW30BAHHOCTH; (DOPMHUPOBAHUE CAMOCTOSITEITEHOCTH
MBILUICHHUS, CHOCOOHOCTEH K CaMOpa3BUTHIO, COBEPLICHCTBOBAHUIO U
camoopranuzanuy; (GopMupoBaHus MPOPECCHOHANBHBIX KOMIIETECHIINH;
Pa3BUTHUIO UCCIEAOBATENBCKUX YMEHUIN 00YyJarOmnXCA.

@opMbl M BUABI CaMOCTOSATENBHOHW pabOTBl: UYTEHHE OCHOBHOH U
JIOTIOJTHUTENBHON JIMTEPATyphl — CAMOCTOSITEIbHOE M3YUEHUE MaTepHhaja Mo
PEKOMEHIYEMBIM JINTEPATypPHBIM HMCTOYHHKAM; padoTa ¢ OHOIMOTEYHBIM
KaTajoroM, caMOCTOSITENbHBIA MOA00p HEOOXOAMMOM JHTEepaTryphl; paboTa
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CO CJIOBapeM, CIIPaBOYHHMKOM; IOMCK HEOOXOAMMOH HH(pOPMAIMH B CETH

WHTepHeT; KOHCIEKTHPOBAaHHE HMCTOYHHKOB; TIOATOTOBKA K Pa3IHYHBIM

dopmam TeKyIei 1 MPOMEXyTOUHOH aTTeCTAlNH (K TECTUPOBAHMIO, 3a4eTy,

9K3aMEHY); BHINOJHEHHE JOMAIIHUX KOHTPOJIBHBIX PadOT; CaMOCTOATEIILHOE

BBIMOJIHEHWE  MPAaKTUYECKUX  3aJaHUil  PENpONyKTHBHOTO  THIIA

(BHEaymUTOpHOE  YTCHWE,  NUCBMEHHBIH  MepeBoA  MH(pOpPMAIHU

npodeccnoHarIbHOTO XapakTepa ¢ MHOCTPAHHOTO S3bIKa HAa PYCCKUM, OTBETHI

Ha BOIIPOCHI, BBIOJHEHUE 33JaHUN 1O NPOUJCHHBIM TPaMMaTHYECKUM

T€MaM C HCIIOJIb30BaHUEM CIIPABOYHON JUTEPATYyphl, TECTHI; BHIIOIHEHHE

MUHIVBHYAJIBHBIX U TPYIIIOBEIX TBOPYECKUX 3a/1aHHI).

TexHonmoruss OpraHW3alM  CaMOCTOSITENIFHON  PabOTBl  O0yYarOIIMXCS

BKITIOYAET HCIOJIb30BaHHE MH()OPMAIIMOHHBIX H MaTepPHATbHO-TEXHUUECKUX

pecypcoB 00pa30oBaTENBHOTO YUPEXKICHHS: OWONMOTEKY C YHTAIbHBIM

3aJI0M, YKOMIUIEKTOBAaHHYIO B COOTBETCTBHH C CYNIECTBYIOIINMH HOPMaMHU;

y4eOHO-MeTOANYECKYI0 0a3y y4eOHBIX KaOMHETOB, JabopaTopHuii M 3ana

KOAN(UKAIMH; KOMIBIOTEPHBIE KIIACCHI C BO3MOXKHOCTBIO Pa0OOTBHI B CETH

WurepHer; ayauropun (KJIAccel) Ui KOHCYJBTAallMOHHOHM JAEATEIbHOCTH;

Y4eOHYI0 B YIeOHO-METOIMYECKYIO JIUTEPATYPY, pa3pabOTaHHYIO C YIETOM

YBENUYEHUs] JONH CaMOCTOATENILHOW paboThl CTYACHTOB, U HHBIC

MeToaudeckue  Marepuansl. [lepen  BBINONHEHHWEM  OOYYarOIMMUCS

BHEAyTUTOPHOM CAMOCTOSTENFHONH pabOThl MperojaBaTellb MPOBOAUT

KOHCYJIFTUPOBAaHUE IO BBIOJHECHUIO 3aJIaHMs, KOTOPOE BKJIIOYAET IENb

3aJlaHusl, €ro COJICPKAaHMUS, CPOKH BBINOJIHEHUSI, OPUEHTUPOBOYHBIH 00beM

paboTBl, OCHOBHEIE TpeOOBaHMS K pe3ynbraTaM pabOTBl, KPUTEPUU

omeHUBaHUsA. Bo Bpems BBIMOMHEHUS OOYYarOIIMMHUCS BHEAYAMTOPHON

CaMOCTOSITEIILHOW Pa0OThI M MPH HEOOXOAMMOCTH MPEIOIaBaTeIb MOMKET

HPOBOJUTH WHIVBHIyaJIbHbIC " TPYIIIOBEIE KOHCYJIbTaIllH.

CamocrosTensHas paboTa MOXET OCYIIECTBISATHCS HHAWBUIYATbHO WIIH

rpynnamMu oOYYarolIMXcsi B 3aBUCHMOCTH OT LeNd, 00beMa, KOHKPETHOH

TEeMaTHKH CaMOCTOSITEIIbHOM pabOoThl, YPOBHS CIOKHOCTH, YPOBHSI YMEHHI

0o0y4Jaromuxcs.

KonTpoiib caMocToSTeIbHON paboThI PEIyCMaTPHUBAET:

— COOTHECEHHE COJEPKaHUs KOHTPOJIS C LETIMU 00yUYeHUs;

— OOBEKTHBHOCTH KOHTPOJIS;

— BAJUIHOCTH KOHTPOJIS (COOTBETCTBHE NMPEABSBISCMBIX 33aHUH TOMY,
YTO MPEJII0NIaraeTcs IPOBEPHUTH);

— muddepeHnnanuo KOHTPOILHO-U3MEPUTEIBHBIX MaTEPHAIIOB.

®opMBI KOHTPOJISE CAMOCTOATENLHOM PaOOTHI:

— TPOCMOTP ¥ TPOBEPKA BBINOJHEHHS CAMOCTOSTEIBHONH paboThI
Mperno/jaBaTenemM;

— OpraHu3alys CaMOIPOBEPKH,

— B3aMMOITPOBEPKA BBIITOJIHEHHOTO 3a/IaHUS B TPYIIIIE;

— o0cysKIeHHe pe3yIbTaToB BHIIOJIHEHHOW pabOThl HA 3aHSATHU;

— TIpOBe/ICHHE NMMCHbMEHHOTO OIPOCa;

— TIpOBE/IEHHE YCTHOTO ONpPOCa;

— OpraHu3alys M IPOBeICHUE HHANBHIYAIFHOTO COOECEeI0BAaHMS;

— OpraHu3anys U IpoBe/ieHHe co0eceI0BaHus C TPYIIIOi;

— 3aIIUTa OTYETOB O MPOJIEIAHHOM padoTe.

Ompoc

Onpoc — cpelcTBO KOHTPOJIs, OPraHM30BaHHOE KAk CIielalibHas Oecesa
mperoaaBareist ¢ OOydJalomUMUCS Ha TEMbI, CBA3aHHBIE C U3ydaeMou
MUCIUILUTMHOW, W PACCYMTAHHOE HA BBIABICHHE O00bEMa 3HaHWUU TIO
OTIpeJIeIEHHOMY pasJielly, TeMe, podaeMe | T.11.

[IpobiiemaTnka, BBIHOCHMMAas Ha OMNpPOC, OIpEAeieHa B 3aJaHUAX IS
CaMOCTOSTENbHOW paboThl 00YYaIONIUXCS, a TaKKE MOXKET OIMpPeIeNIAThCs
MpernojaBareiieM, BEAYIIUM CEMUHAPCKUE 3aHATHA. Bo BpeMs npoBeneHus
ompoca OO0YyJaromIuicsl JOJDKEH YMETh OOCYIWTh C TpemnojiaBaTeiieM
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COOTBETCTBYIOIIYIO MPOOIEMaTHKy Ha YPOBHE JHaJora.

TectupoBanue

KoHTponb B BUAE TECTOB MOXKET HCIIONB30BATHCS MOCIE M3YUYCHUS KaKIOH
TeMbI Kypca. IToroBoe TecTupoBaHrue MO>KHO MIPOBOJNTE B popme:

— KOMIBIOTEPHOTO  TECTHPOBAaHMsS, T.. KOMIIBIOTEP MPOHM3BOJIBHO
BBIOMPAET BONPOCH! U3 0a3bl JAHHBIX 10 CTETICHU CI0XKHOCTH;

— IIMCbMEHHBIX OTBETOB, T.€. IPENOJaBaTEeNIb 3aJaeT BOIPOC M JAeT
HECKOJIBKO BapHaHTOB OTBETA, a OOYYAIOLIHMICS Ha OTIEIBHOM JIHCTE
3allUCHIBACT HOMEPA BOMPOCOB M HOMEPA COOTBETCTBYIOIIUX OTBETOB.

s noctmxeHus OoiblIed JOCTOBEPHOCTH PE3YJIBTAaTOB TECTHPOBAHMS
CJIEZIyeT CTPOUTh TEKCT TaK, 4T00bI y oOydvaronuxcs Obiio He Oonee 40 — 50
CEKYyHJ JUIs OTBETa Ha OJUH BOIpoc. TOTOBBIN TECT AOIKEH BKIIOYATh HE
MeHee 60 BOIPOCOB IO BCEMY KypCY, PACCUMTAaHHBIX 110 BPEMEHHU Ha IIeJI0e
3aHaTHe. OIEHKa pe3yJbTaTOB TECTUPOBAHMS MOXKET NPOBOIUTHCA IBYMS
croco0amu:

1) mo 5-0GamnbHOi cucTeMe, KOTJa OTBETHl CTYJCHTOB OLIEHHBAIOTCS
CIIeTyIOIINM 00pa3oM:

- «oTanyHOY» — Oonee 80% OTBETOB NMPaBUIIBHEIC,

- «xopouio» — 6onee 65% O0TBETOB NPaBUIILHBIE;

- «yIOBIIETBOPUTENHHO» — 60s1ee 50% OTBETOB MpaBUIIBHEIE.

OOyuaromuecsi, KOTOpble MpPaBUIBHO OTBETWIM MeHee ueMm Ha 70%
BOMPOCOB, JOJDKHBI B TIOCIEAYIOIIEM Iepecaarh TecT. [Ipm >ToMm
HEOO0XO0MMO TPOKOHTPOIHPOBATH, YTOOBI BAPUAHT TECTa OBLT IPYTOM;

2) mo cucreme 3ader-He3adeT, Koraa Ajsl 3ayeTa IO AaHHOW AUCLMIUIMHE
JIOCTaTOYHO MPABUJILHO OTBETHTH Oosiee yeM Ha 70% BOMIPOCOB.

IToaroroBka k
ATOTOBOM aTTECTAIlNH
o y4eOHOH
JUCIUILTUHE (9K3aMEHY
/ 3ageTy / 3a4ery ¢
OIICHKOI1)

[Ipy mOATrOTOBKE K WTOTOBOM AaTTECTAIMM [0 YYCOHOH IUCIUILINHE
(9x3ameHy / 3a4eTy / 3a4eTy C OIEHKOW) HEOOXOANMO OPHEHTHPOBATHCS Ha
KOHCHEKTHI, pEeKOMEHIyeMyIo JuTeparypy u ap. OCHOBHOE B IMOATOTOBKE K
WUTOTOBOM aTTECTAI[MKM 1O YYEOHOH JMCIUIUIMHE — 3TO IOBTOPEHHE BCETO
MaTepuana JUCHHIDIMHBL. [Ipy MOATOTOBKE K WTOTOBOW AaTTECTAIMH 10
y4eOHOW JOWCIUIUIMHE OOyYaromIuiicss Bechb O00beM padOThl JOJDKEH
pacrmpenensiTh PaBHOMEPHO IO JHSM, OTBEICHHBIM JUIsI TOATOTOBKH,
KOHTPOJIMPOBATh KAXKIbI JICHb BBINOJIHCHUE HaMEYCHHOU palboThI.
[loxroToBKa K UTOTOBOH aTTecTallMy MO Y4eOHON MUCIMIUIMHE BKIIIOYAET B
ce0st TpH dTana:

— ayAWTOpHAs U CAMOCTOSTENIbHAs padoTa B TEUEHHE CEMECTPA;

— HETOCPEICTBeHHAs] TIOATOTOBKA B JHH, NPEAMISCTBYIONINE aTTECTAIHH

0 TeMaM y4eOHOM TUCIIMILINHBI,

— TIOATOTOBKA TIO BOMpPOCAaM K HWTOTOBOM aTTeCTallMd IO Yy4eOHOM

JHCLUTUIMHE.

Jnst  ycmemHON TIOATOTOBKM K WMTOTOBOWM aTTECTallMd IO  y4eOHOH
JUCIUILTAHE 00yYaroIIUuecs TOJIKHbI IPUHUMATh BO BHUMAHUE, YTO:

e BCE OCHOBHBIE BOIMPOCH], VyKa3aHHble B pabouell mporpamme
MUCHUIUINHBI, HY)KHO 3HAaTh, NMOHMUMATh WX CMBICI U YMEThb €ro
Pa3bICHUTE;

e yKazaHHBIE B paboueil mporpamMme (GoOpMHUpPYyEeMble KOMIIETESHIIMH B
pe3ysibTaTeé OCBOCHHS Y4YeOHOH JUCIMIUIUHBI JIOJDKHBI  OBITh
MIPOJIEMOHCTPUPOBAHBI CTYICHTOM;

® CEMHUHApPCKUE 3aHATUS CIIOCOOCTBYIOT MOJYUEHHUIO 00JI€€ BBICOKOIO
YpOBHSI 3HAHWUU W, KakK CJIEICTBUE, Ooyiee BBICOKOMY Oamry mpu
WUTOTOBOM aTTECTAIMH M0 YIeOHO! AUCIUTUIHHE,

® HAYMHATH TIOJATOTOBKY K WTOTOBOM aTrTecTallid 10 Y4eOHOM
JTACITUTIINHE HEOOXOIMMO C TIEPBOTO AYJUTOPHOTO 3aHSTHSI.

9. Onucanue MaTepUAIbHO-TEXHHYECKOH 0a3bl, HeOOXOAMMON /IS OCYIIeCTBJIEHHS
0o0pa3oBaTe/ILHOIO NpoIecca Mo AUCHUIINHE
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Jlnst ocymiecTBiIeHUs: 00pa3oBaTeIbHOTO Mpolecca Mo yueOHOH IUCHUIUIMHE HEO0O0XOAUMO
HCTIOJIF30BAHUE CIEAYIOIINX MOMEIICHNH 1 MaTepPUAIbHO-TEXHUIECKOTO 00ECIICUCHHUS:
—  ayauTopus Ui MPOBEICHHS YYEOHBIX 3aHSATHH, OCHAICHHas ydeOHOW MeOenplo: MapThl,
CTYJIBS U O0YYaIOIIMXCs, y4eOHas T0CKa, CTOJ M CTYJI IIPETIOIaBaTes;
—  TEXHUYECKHE CpeICTBa OOyUYCHMS: IEPCOHAIBHBIH  KOMIIBIOTEP;  MYJIbTHMEIUITHOE
o0opynoBanue (IPOCKTOP, IKpaH WK MHTEPAKTHBHAS JIOCKA HIIH [UIa3MEHHAs! TaHEelh);
—  IIOMEIIEHHE Ul CaMOCTOSTEIbHON paboThl 00YYaIOMIUXCA: CHELUAIN3UPOBaHHAs MeOenb U
KOMITBIOTEpHAsE TEXHHKAa C BO3MOXKHOCTBIO TOJAKIIOUEHHA K ceTH «VHTepHeT» M obecrieueHHEeM
JOCTyIIa B 3JIEKTPOHHYIO HH(OPMAIIIOHHO-00Pa30BaTENbHYIO Cpeay Y HUBEPCUTETA.

10. IlepeyeHb HH(POPMALNHOHHBIX TEXHOJOTHH, HCIOJb3yeMbIX HPH OCYUIeCTBJIEHUH
o0pa3oBaTe/IbHOIO MpoLecca MO AUCHUIUINHE, B TOM 4YHCJIe KOMIUIEKT JIMIEH3HOHHOIO
NMPOrpaMMHOI0  olecrne4yeHHUsl, JJIEKTPOHHO-OMOJIMOTEYHbIE CHCTEMbI, COBpPeMeHHbIE
npogeccuoHaIbHbIE 0a3bl JAHHBIX M HH(POPMALMOHHBIE CIIPABOYHbIE CHCTEMbI

OOyuaronyecss o0ecredeHsl T0CTYIIOM K 3JE€KTPOHHON MH(POPMALMOHHO-00pa30BaTeNIbHOM cpese
VYHuBepcuTeTa M3 JIIOOOH TOYKH, B KOTOPOM HMMeeTcsl IocTyn K ceTh «MHTepHeT», Kak Ha
TEPPUTOPUU OPTaHU3ALMH, TAK U BHE €€.

10.1 JInueH3HMOHHOE MPOTPAMMHOE o0ecrneyeHme:

1. Omnepanmonnas cucrema Microsoft Windows 7 Professional - OEM-nunensun
(TOCTaBIISIFOTCSL B COCTaBE TOTOBOI'O KOMITHIOTEPA);
2. Omneparmonnas cucrema Microsoft Windows 10 — OEM-nunien3un (1IocTaBiIsSFOTCS B COCTaBe

rOTOBOI'O KOMIIbIOTEpa) U 110 toroBopy Ne 2/11/2016-1546 ot 02.11.2016r.

3. IIporpammusiii maket Microsoft Office 2016 Professional Plus — mo gorosopy Ne 2/11/2016-
1546 ot 02.11.2016r.

4, KommnekcHas cucrema antuBupycHoit 3ammtel ESET NOD32 Antivirus Business Edition —
munensus Ne 3AU-69X-ABK, neiictyer no 13.10.2023r.

10.2. D1eKTPOHHO-0MOINOTEYHbIE CHCTEMbI

1.  DnextponHo-Onbmuoreunas cuctema IPR  BOOKS (www.iprbookshop.ru). Jlorosop
Ne 9599/22 11 Ha mpepnocTaBieHHE JIOCTyNa K 3JIEKTPOHHO-OMOimoreuHoil cucreme IPR
BOOKS ot 10.10.2022r.

2. Hayunas osnektponnas Oubmuoreka eLIBRARY.RU (www: http//elibrary.ru). Pecypc
JOCTYIIEH BCEM IOJIb30BaTEeIeM Tocie perucrpamun. JInneH3snonusiii goropop Ne 350-12/21
or 16.12.21 1.

3. ABromarm3mpoBaHHas HWHQOpManuoHHas OuOmmoreynas cucrema «Merallpo» JloroBop
Ne9/10-2012r.

2. Komrexknus «Jlerengapusie kuurm» IbC FOpaiit (https://biblioonline.ru/catalog/legendary u
https://urait.ru/catalog/legendary) Pecypc mocrynen Bcem 6e3 perucrpanun. JJorosop ¢ OO0
«InexkTpoHHOe u3MaTenbcTBO HOpaliT» Ha 0€3BO3ME3THOE HCIOJIB30BAHUE MPOU3BEICHHIN
paznen «Jlerennapasie Kuuru» ot 31.01.2020r.

3. OOpasoBatenpHas T1uiaThopma «DJIEKTpOHHOE uU3AaTeabCTBO FOpait» https://urait.ru
HoroBop Ne4996 Ha okazaHHe yCIOyr IO NPEAOCTABICHHUIO JOCTyNa K 00pa30BaTEbHOM
mathopme « DIeKTpoHHOe m3aaTenbcTBO FOpaitt» ot 11.01.2022r.

4.  Ilnatpopma BKP-BVY3-pasmemienue, XpaHeHHE MaTepuajoB W TOUCK 3aMMCTBOBAHUS
(http://vkr-vuz.ru ). Jlunensuonusiii JloroBop Ne 8966/22 Ha mpemocTaBiICHUS IOCTYMa K
mwiat¢popme BKP-BY3 ot 01.02.2022r.
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10.3. CoBpemeHHbIe IpodeccCHOHATbHBIE 023 TaHHBIX:

1. Tlopran  «MHpOpMaIMOHHO-KOMMYHUKAIIMOHHBIE  TEXHOJOTHUM B OOpa30BaHUMY:

http://www.ict.edu.ru

Hayunas snekrponnas 6udmuoreka: http://www.elibrary.ru/

HauumonaneHhas anekrponnas 6ubnuoreka http://www.nns.ru/

4,  DnexTpoHHBIC pecypchl Poccuiickoit roCyIapCTBEHHOU OMOINOTEKH
http://www.rsl.ru/ru/root3489/all

5. Web of Science Core Collection — nonauremarnueckas pedepaTuBHO-OnOIHOrpaduyeckas u
HayKkoMTpudeckas (Oubnmomerpuueckas) 6a3a qanubix: http://webofscience.com

6.  IToJHOTEKCTOBBIN apXUB BEAYIIMX 3aMaJHBIX HAYYHBIX KYPHAIOB Ha POCCUIICKOI MtaThopme
HanumoHanbHOT0 3JeKTpOHHO-HHpopMamoHHoro koncopiuyma (HOMKOH): http://neicon.ru

7. Bassl ganHbIX u3marenbeTBa Springer: https:/link.springer.com

8.  Caiit Oputanckoro Tenekanana: http://www.bbc.co.uk/

9.  Dnekrponnas suimkIoneaus: http://en.wikipedia.org/wiki/

10. Caiit amepuKaHCKOU TICHXOJI0rHueckoi accoruanuu: https://www.apa.org/

11. Omaiin pecypcsl o ncuxosorud: https://www.psychology.org

12. OGpa3oBaTenbHbIi calT o ncuxosoruu: https://simplypsychology.org/

13.  DnekTpoHHBIA HayuHBIH )ypHAT: https://www.psychologytoday.com

14.  https://lwww.verywellmind.com/

15. DnektpoHHbIHA cioBapb Mynbtutpan: Www.multitran.ru

w N

10.4. UndopmanuoHHbIe CIPABOYHbIE CHCTEMBbI:

1.  HudopmarmonHo-nipaBoBas cucrema «Koncyiaprant+»: https://cons-plus.ru

2. Tlopran ®depepaibHBIX T'OCYAAPCTBEHHBIX OOPAa30BaTEIbHBIX CTAHAAPTOB BBICIIETO
obpazosanus: http://fgosvo.ru

3.  HudopmammonHo-npaBoBas cuctema ['apant: www.garant.ru

11. OcoOeHHOCTH peaju3alMU JUCHUIJIMHBI JJsi WHBAJMIOB M JIHI[ ¢ OrPAHHUYEHHBIMH
BO3MOKHOCTSIMM 3710POBbSI

Jns obecnieueHust oOpa3oBaHUs JIMI C OTPAaHMYEHHBIMH BO3MOXKHOCTSMHU 3/I0pOBBSI IO
JTUYHOMY 3asBJIEHUIO OOyuwaromierocst paspabarbiBaeTcs aJanTHpOBaHHAs o0Opa3oBaTeIbHAs
porpamMMa, MHIMBHUIyaJbHBIH y4eOHBIN IJIaH C y4e€TOM OCOOCHHOCTEH HMX MCHUXO()HU3HUECKOTO
pa3BUTHUS U COCTOSHUS 310pOBbS. lIpuMeHsieTcs WHIUBUAYaJbHBIA TMOAXOJ K OCBOEHHUIO
JMCLUIUIMHBI, UHIUBHUyaJbHbIE 3aJjaHus: pedepaThl, MMCbMEHHbIE PAOOTHI JINOO TOJIBKO YCTHBIE
OTBETHl U JMAJIOTH, WHJIWBUIYyaJbHbIE KOHCYJIbTaUUU. BO3MOXHO HCHOIb30BaHHE AUKTO(POHA U
APYTUX 3alUCHIBAIOLUIMX YCTPOMCTB JUIsl BOCIIPOM3BEICHMS JIEKIMOHHOTO M CEMHHApCKOIo
MaTepuana.

B nensax obecnedeHust 0O0y4aroUMXCs JIMI C OTPAaHUYEHHBIMH BO3MOKHOCTSIMH 3/10pPOBBS
OuOaMoTEeKa KOMIUIEKTYeT (DOHJ OCHOBHOW Yy4eOHOM muTepaTypod, aJanTHPOBAHHOW K
OTPAaHUYEHUI0 UX 370pPOBbs, MPENOCTABISAET BO3MOYKHOCTH YIAJIEHHOIO HCIOJIb30BaHUS
ANIEKTPOHHBIX 00pa30BaTEIbHBIX PECYPCOB, 1OCTYI K KOTOpbIM opranu3oBad B OAHO BO MIICY.
B Oubnuoreke mNpoOBOAATCS HWHAMBHUIYyaJbHblE KOHCYJIbTAllUM JUIS JIaHHOW  KaTeropuu
M0JIb30BaTEN e, OKa3bIBAETCsl MOMOIb B PETUCTPALMU U HCMHOJIb30BAaHUH CETEBBIX U JIOKAJIbHBIX
AJIEKTPOHHBIX 00pa3oBaTEIbHBIX PECYpPCOB, TNPEAOCTABISAIOTCS MecTa B UYUTAJIbHOM 3ale,
o0Opy/ZIOBaHHBIE TpOrpaMMaMU  HEBHM3yaJlbHOTO JOCTyna K HMHQOpMAalUH, HKpPaHHBIMU
YBEJIMUUTENAMA M TEXHUUYECKUMHU  CpPEACTBAMHM  YCHUJIEHMS ~ OCTaTOYHOIO  3PEHUS:
Microsoft Windows 7, IenTp CHEeIATEHBIX BO3MOYHOCTEH, DKkpaHHas TyTIa;
Microsoft Windows 7, LenTp CHEIHMAbHBIX  BO3MOXXHOCTEH, OKpaHHBI ~ JTUKTOP;
Microsoft Windows 7, Ilentp crmenuanbHBIX BO3MOKHOCTEH, DKpaHHas KiIaBHATypa; SKpaHHas
ayna One Loupe; pedeBoii cuntesatop «I'omocy.
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12.JInct perucTpanuu u3MeHeHHit

PabGouast mporpamma y4eOHOM IUCHMIUIMHBI OOCYXXKJIEHa M YTBEPKJCHA Ha 3acelaHuu
VYuyenoro coseta ot «30» stuBapst 2023 r. mpotokon Ne 5

No Conep:xaHne N3MEHEHUS PexBu3uTh JOKyMEHTa 00 Hata
/o YTBEP)KICHUU U3MEHEHUS BBE/ICHUS
M3MEHEHUS
VT1BepkaeHa  pelieHneM  Y4YeHOro coBeTa  Ha
OCHOBaHUU denepanbHOTO rOCyJapCTBEHHOTO
00pa3oBaTeIbHOTO CTAaHIApTa BBICIIEr0 OOpa30BaHUS [IpoTokon 3acenanus
1. | mo HaIIpaBJICHUIO MTOATOTOBKH 38.03.04 YueHoro coBera 01.09.2023
l'ocymapcTBeHHOE ¥ MYHHUIMIIAIBHOE YIpaBJICHHE, ot «30» staBaps 2023 T. T
YTBEP)KJICHHOTO TpUKa3oM MHHHCTEPCTBA HAayKH W npotokoin Ne 5
BEICIIIETO 00pazoBanms Poccuiickoit ®enepanmm ot 13
aBrycta 2020 Ne 1016
2.
3.
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