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1 HICXO/HBIE TAHHBIE 1 KOHEUHDIN PE3YJILTAT U3YUEHUS
T CTUTLIAHBI

1.1 Henan u3yyeHus AUCHUTLINHBI

JlucimiuinHa «AHTIUHACKHAN SI3BIK B IIPOMECCHOHANBLHON JIEITEILHOCTHY HMMEET
CBOEH 110 (popMHpOBaHUE Yy OYIyIIMX OaKalaBpPOB KIIOUEBBIX KOMIIETCHITUH,
HEOOXOMMMBIX 711 OOIICHUS MO MpodheCCHOHATBLHOW TeMaTHKEe Ha WHOCTPAHHOM
A3bIKE (AHTIIUIACKUIN).

1.2 3agaun AMCHUIIITHHDI

OCHOBHBIMM 33J]a4aMH U3yUYEHUSI TUCHUTUTUHBI SIBISIOTCS:

1. 03HaKOMJIEHHE CTYIEHTOB C OCOOCHHOCTSIMU MPUMEHEHUS MHOCTPAHHOTO
s3bIKa B IPO(PEeCCHOHATILHON 1eATebHOCTH;

2. popMupoBaHME HABBIKOB OpraHu3alud pabOThl MaJloW TpPyHIbl B
poecCUOHANbHOM IEeSITEIbBHOCTH HA HHOCTPAHHOM SI3bIKE;

3. popMupoBaHUil yMEHUI COBMECTHON pabOTHI C KOJJIETaMH IO BOIIPOCaM
npoheCCUOHATIBHON JIEATEIIbHOCTH HA MHOCTPAHHOM SI3bIKE.

1.3 MecTo aucuumiuibl B cTpykType OIl BO

JHucruminHa «AHTTUNRCKUA SI3bIK B MPO(ECCUOHATIBLHON TSI TEIbHOCTHY
OTHOCHUTCSI K 4acTH, GOpMHUPYEMOI ydacTHUKaMU 00pa30BaTENIbHBIX OTHOIICHUH,
BapuaTuBHOM yactu biioka 1 oOpazoBarensHOI NpoOrpaMMsl.

1.4 O0bem aUCHUILTHHBI M BUABI y4eOHOI padoThI

O06beM IUCHUIUIMHBI (MOAYJS) B 3aUETHBIX EIMHUIAX C YKa3aHHEM
KOJIMYECTBA AaKaJEMHUYECKHX 4YacoB, BBIJICIIEHHBIX Ha KOHTAaKTHYIO padoTy
oOyyaromuxcst ¢ TmpenogaBaresieM (Mo BuAaM Y4eOHBIX 3aHATUM) W Ha
CaMOCTOSITENIbHYIO pa00Ty 00y4Jaroluxcs npecTaBieHsl B Tadauie 1.1.

Tabnuua 1.1a— O6beM IUCUUIITMHBI (MOYJIs) A1 OYHOU (POpMBI 00yUeHUs
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1.5 IlepeyeHb MIAHMPYEMBIX Pe3yJIbTATOB O0Y4YeHHsI MO JUCUMUILJIMHE

HampaBJieH Ha  (QopMmupoBaHUe

JAUCHUITIINHBI

M3y4ECHUSA

ITpouecc
KOMIIETEHIINM, TPEICTABIICHHBIX B Tabue 1.2.

Tabnuna 1.2 — ®opmupyemMbie KOMIETESHITUN
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YK-4

YK-4.

CrnocobHOCTB
OCYILECTBIISITh JICTIOBYIO
KOMMYHHKAIIHIO B YCTHOM
Y IMCbMEHHOH (opMax Ha
TOCYJJApPCTBECHHOM SI3BIKE
Poccuiickoit ®enepanuu u
WHOCTPaHHOM(BIX )
A3bIKe(ax)

YK-4.1.

3HaTh: MPUHLUIBI TOCTPOEHUSI YCTHOTO
u IUCHbMCHHOI'O BBICKA3bIBaAHUA Ha
PYCCKOM M HMHOCTPAaHHOM  SI3bIKaXx;
IIpaBUjla U 3aKOHOMEPHOCTU JIEJIOBOU
YCTHOW U MMCbMEHHON KOMMYHUKALUU

TectupoBanue,
YCTHBIN OMPOC Ha
3aHITHH

VYK-4.2. VYmMmerh: TpUMEHATH  Ha
MPaKTUKE JEJIOBYI0O KOMMYHHUKAIIMIO B
YCTHOHM U MHUCbMEHHOM (opMax, METOIbI
M HaBBIKU JICJIOBOTO OOIICHHSI Ha
PYCCKOM U  HHOCTPAaHHOM  SI3BIKAX;
METOAMKON COCTABJIICHUS CYXKICHUS B
MEXJIMYHOCTHOM JICJIOBOM OOIIEHUH Ha
PYCCKOM M MHOCTPAHHOM SI3bIKaxX

OTuer no
MPaKTUYECKOMY
3aHATHIO,
BBIIOJIHCHHEC
WHIUBUTYJIbHBIX
3aJIaHUi,
KOHTPOJIbHBIS
paboTsl

VK-4.3. BnaaeTh: HaBbIKAMU YTCHUS H
nepeBojja TEKCTOB Ha HHOCTPAHHOM
SI3bIKE€ B MPOGECCHOHAIBHOM OOIICHHH,
HaBbIKAMHU JIETIOBBIX KOMMYHUKAlUH B
YCTHOM W TMCbMEHHOM ¢dopMme Ha
PYCCKOM M  HHOCTPAHHBIX  SI3BIKAX;
METOAMKON COCTABJICHUS CYXXICHUS B
MEXJIMYHOCTHOM JICJIOBOM OOIIEHUH Ha
PYCCKOM M MHOCTPAHHOM SI3bIKaX

OrtueT 110
MPAKTHYECKOMY
3aHATHIO,
BBIIOJIHEHHE
WHIUBUTYAJIbHBIX
3aJaHuM,
KOHTPOJIbHBIE
paboThI

IIK -2

[1K-2. CriocoOHOCTE
BBISIBIISITD,
PETUCTPHUPOBATH H
KJIacCU(UIIUPOBATH PUCKH
B OM3HECE, ONPEACIIATh
BO3MOKHOCTb X
MUHUMMHU3AIINU U

o OpMIIATH pe3yabTaThl
aHaJn3a B COOTBETCTBUU C
BBIOpAHHBIM MTOJIX0JIOM

[1IK-2.1. 3HaTh: HUHCTPYMEHTBI U METOBI
BBISIBJICHHS M KJIacCU(DUKAIIMM PUCKOB B
Ou3Hece; TEXHOJOTHH  OINpeAeNeHUs
BO3MOXXHOCTE WX  MHUHUMH3AINM,;
TEXHOJIOTHH TOJITOTOBKU U 0(hOpMITCHUS

pE3yJIbTaTOB aHATN3a

TectupoBanue,
YCTHBIH OIIPOC Ha
3aHATUU

[1K-2.2. YMeTh: BBISBIISATh Ha IPAKTUKE
BO3MO’KHBIE PUCKHU B OU3HECe;
MPUMEHSTh UHCTPYMEHTBI U METO/IbI
KJ1accu(UKaluu puCKOB B OM3HECE;
Onpenensatb BO3MOKHOCTb UX
MUHUMU3aLNN

OTyer no
MPaKTUYECKOMY
3aHATHIO,
BBITIOJTHCHHE
WHIUBUIYaTbHBIX
3a7JaHuM,
KOHTPOJIbHBIC
paboThI




I1K-2.3. Bnaners: HaBbIKaMu|OTUYET 110
BBISIBIICHUS M KJIACCU(UKAIIUN PUCKOB B|IIPAKTHUYECCKOMY
OW3HEece; TEXHOJOTHSIMH OIpeAelICHUs |3aHITHIO,
BO3MOXKHOCTEM MX MHHHMMU3ALMH H|BBIIIOJHEHUE
oopmIIeHUS PE3yabTAaTOB aHAIHM3a B|HHIUBUIYaTHHBIX
COOTBETCTBUH C BRIOPAHHBIM TOJIXOJIOM (3aJIaHUH,
KOHTPOJIbHbBIE
paboTsl

2 COAEP KAHME JNCIUIIJINHBI

2.1 CTpykTypa AUCUMILIHHBI

ConepxaHue AMCHUILUIMHBI, CTPYKTYpUPOBAaHHOE MO TeMaM (paszienam), C
yKa3aHUEM OTBEJICHHOTO Ha HHUX KOJIMYECTBA aKaJeMUYECKUX YacOB M BHJIOB
y4eOHBIX 3aHSATUN MTPUBEACHBI B Ta0mIE 2.1.

Tabmuua 2.1 — Pa3aensl JUCIHUIIINHEL U BUIBI 3aHATUN
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1 Basics of professional English 14 - - 4 10
2 Development of internationalization proposal | 57,65 - - 10 29,65
3 Business Correspondence 36,35 18 36
HTroro 3a cemecTp 108 - - 32 76
Hroro no aucuuniaune (0e3 npomexyrounoii | 108 - - 32 76
aTTeCTAIMHU)

2.2 Conep:kaHue pa3iejoB IMCHUIIMHBI

Paznen 1. Basics of professional English

Tema 1.1. Business and economics as an area of professional engagement.

Business and economics terminology. Development of a short story on
professional development. International business as a field of study.
Internationalization as a direction of company development. Business English and
economics English: main features



Pa3nen 2. Development of internationalization proposal

Tema 2.1. Getting to know your X-culture team.

X-culture challenge analysis. X-culture project. Analyzing semester X-
culture materials. Development of self-proposal for X-culture team. Readiness test
completion. Creation of virtual group.

Tema 2.2. Market success factors and market evaluation.

Analysis of target company basic market. SWOT analysis of the target
company. Choosing main competitiveness market factors (economic, cultural,
demographic, etc.). Assessing chosen factors. Creation of the report part with X-
culture team.

Tema 2.3. Choosing an optimal internationalization market.

Choosing 3-4 countries for internationalization in case of target company.
Assessing 3-4 countries in accordance with chosen priority market factors.
Choosing optimal internationalization market for the target company. Creation of
the report part with X-culture team.

Tema 2.4. Market entry mode and plan.

Analysis of possible entry modes: pros and cons for each entry mode (direct
export, indirect export, strategic alliances, franchise, licensing). Choosing optimal
market entry mode for the target company. Creation of the report part with X-
culture team.

Tema 2.5. Staffing.

Analysis of labour market in target country. Assessment of proposed salaries
in the target market. Choosing optimal staffing strategy for the target company.
Creation of the report part with X-culture team.

Tema 2.6. Pricing.

Analysis of labour market in target country. Assessment of proposed salaries
in the target market. Choosing optimal staffing strategy for the target company.
Creation of the report part with X-culture team.

Tema 2.7. Marketing.

Analysis of marketing tools appropriate for target country. Assessment of
proposed market tools in the target market. Choosing optimal marketing strategy
for the target company. Creation of the report part with X-culture team.

Tema 2.8. Development of client report.

Creation of final client report: executive summary, industry analysis,
SWOT-analysis, market factors, market choice, marketing strategy, staffing
strategy, pricing, references. Submission of final report
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Tema 2.9. Presenting report to a client.

Creation of final client report presentation: executive summary, industry
analysis, SWOT-analysis, market factors, market choice, marketing strategy,
staffing strategy, pricing, references.

Paznea 3. Business Correspondence

Tema 3.1. 3HaKOMCTBO C HaIMCaHHEM ITHCEM ACJIOBOI'O W JTUYHOI'O XapaKTCpa,
MNpuMEpaMn CTPYKTYPhI AHTJIUMCKOTO M AMCPHUKAHCKOI'o IMHCbMaA, IIPHCMIICMBIMHA
criocodaMM HalmCaHUs HaThbl, aApcCa, Hadalla 1 OKOHYAaHU:A ITMCbMa. 3HAKOMCTBO C
MOACIIIMHU ITMCEM U (1)]:’)8,3 1O TUITMYHBIM ACJIOBBIM CUTYAallUSAM.

Tema 3.2. 3HaKOMCTBO C HANKMCAHHEM IHCEM-3alIPOCOB, MPUMEPAMHU 00pPa3IOB
JaHHOTO BHUAA nmuchMa. OTpaboTKa MOHUMAHUS COJIEPKAHUS MHUChMa U KITFOUEBBIX
MOMEHTOB C IIOMOIIBIO BONPOCOB, MPUBOAUMBIX IIOCJIE JAHHOrO oOpa3ua.
3akperuieHne U oTpaboTka ¢paz-kiuiie B ynpaxHeHusx. CocTaBieHHE TaHHOTO
BHJIa MHChMA 10 CUTYallUH.

Tema 3.3. 3HAKOMCTBO C HalMCaHUEM MHUCEM-TIPEUIOKEHUN, MpPUMEpaMu

o0pasloB JIaHHOTO BUAa nmuchMa. OTpaboTKa MOHUMAHUS COJEPKAHUS MUChMaA U
KITFOUEBBIX MOMEHTOB C IIOMOIIBIO BOIPOCOB, MPHUBOAMMBIX TIOCIE JIaHHOTO
oOpasna. 3akperuienne U oTpaboTka ¢paz-kiuiie B ynpaxkHeHusx. CocraBieHue
JAHHOTO BUJA MHChMa TI0 CUTYaIlUH.

Tema 3.4. 3HaKOMCTBO C HaIMCaHUEM IIMCEM, CBS3aHHBIX C MpOAaXKeH

pa3IUYHOrO0 BHUJA TOBapa, MpPUMEpaMu OOpa3IOB JAaHHOTO BHUJA MHUCHMA.
OtpaboTka MOHMMAaHUS COAEPIKAHMS MMHChbMa W KITIOYEBBIX MOMEHTOB C TTIOMOIIBIO
BOIIPOCOB, MPHUBOJAMMBIX TOCIE JaHHOTO oOpasiia. 3akperuieHne U OTpadoTKa
bpaz-knumie B ynpaxxHeHusx. CocTaBJICHUE TaHHOTO BH/Ia MMCHbMA 110 CUTYaIIHH.

Tema 3.5. 3HaKOMCTBO C HaIlTMCAHUEM MHCEM BCTPEYHOTO TMPEI0KEHHUS, YCTYIIOK,
nmpuMepaMu 00pas3IoB TaHHOTO Buja nuceM. OTpaboTKa MOHUMAHUS COJIEPKAHUS
MMCbMa W KIFOUYEBBIX MOMEHTOB C TIOMOIIBIO BOIPOCOB, MPHUBOJMMBIX IOCTIE
JaHHOTO oOpasia. 3akperieHne W oTpaboTka (pa3-Kiauiie B YIPKHEHHSIX.

CocraBneHnue JAaHHOT'O BU/Ia ITMCbMa 110 CUTYAIl[UU.



Tema 3.6. 3HAKOMCTBO C HalMCaHMEM IHCEM-3aKa30B, IOJATBEPKICHUN,

npuMepaMu 00pa3oB AaHHOTO BHUja nuceM. OTpaboTKa MOHUMAHUSL COJIEPKAHUS
MUChbMa U KIIOUYEBBIX MOMEHTOB C TMOMOIIBIO BOIMPOCOB, MPUBOAUMBIX IOCIE
JAHHOTO oOpa3la. 3akperyieHne U oTpaboTka (pa3-Kiauiie B YHIPaKHEHHSIX.
CocraBiieHue JaHHOTO BUJia MUChMA IO CUTYallUH.

Tema 3.7. 3HaKOMCTBO C OGOpMIICHHEM TOKYMEHTAIIMU MPU TPAHCTIOPTHUPOBKE,
yIakoBKe, MpUMepaMu JaHHOTO BHUAA JOKyMeHTanuu. OTpaOoTka MOHUMaHUS
collepkaHusl O0pa3IoB JAOKYMEHTAIIMM W KIIOYEBBIX MOMEHTOB C IIOMOIIBIO
BOIIPOCOB. 3akperuieHne U oTpadoTka ¢pa3-kiuiie B yrnpaxHeHusx. CocraBieHue
JAHHOW JTOKYMEHTAIUU.

Tema 3.8. 3HAaKOMCTBO C HamMCAaHUEM IIMCEM, CBS3aHHBIX C OINIATOM U

HAlIOMUHAHUEM O HECBOEBPEMEHHOU IOCTaBKE TOBApOB, MpUMEpaMU OOpa3IoB
JaHHoro Buja nuceM. OTpaboTka MOHUMAaHUS COJIEPKAHUS MUChMA U KIIFOUEBBIX
MOMEHTOB C IIOMOIIBIO BOIPOCOB, MPUBOAUMBIX IIOCJIE€ JaHHOTO oO0pasla.
3akperuieHne U oTpaboTka ¢paz-kiuiie B ynpaxHeHusx. CocTaBieHHE TaHHOTO
BHJIA THCEM TI0 CUTYyaIUHU.

Tema 3.9. 3HaKOMCTBO ¢ HamWCaHUWEM IHCEM-XKajao0, IpuUMepaMu O0O0pa3IloB

JJaHHOTO BHUJa nmuchMa. OTpaboTKa MOHUMAHUS COJIEPIKAHUS MHUChMa U KITFOUEBBIX
MOMEHTOB C I[IOMOIIBIO BOIPOCOB, MPUBOJUMBIX IOCIE JAaHHOrO oOpasua.
3akperuieHne U oTpaboTka ¢paz-kiuiie B ynpaxHeHusx. CocTaBlIeHHE TaHHOTO
BHJIa MIChMA 10 CUTYallUH.

Tema 3.10. 3HakoMCTBO ¢ HamMcaHWEeM TIHMCEM OO0 OpraHW3alMk BCTpPEY U

MOCEIICHUH JIPYTUX KOMITAaHWM, MpUMepaMu O0Opas3IoB JaHHOTO BHUIA IHCEM.
OTpaboTKa MOHUMAHUS COJIEPKAHUS MTUChMA U KITFOUYEBBIX MOMEHTOB C MOMOIIBIO
BOIIPOCOB, TMPHUBOJAMMBIX TIOCTE JAaHHOTO O0pasia. 3akperuieHne W OTpabdoTKa
dbpaz-knunie B ynpaxxkHeHusx. CocTapieHue JaHHOTO BHUJIA MUCEM T10 CUTYyaIlUU.

Tema 3.11. 3HaKOMCTBO ¢ HalMCaHUEM MUCEM-TIPUTIIANICHUN, MPUHATUEM WITU

OTKa30M OT TpWTJANICHW, MpuMepaMyd OOpa3IoB JaHHOTO BHUIA ITHUCEM.

OTpa6OTKa IMOHUMAaHHA COACPIKAHUA IMNCbMa U KIIIOUEBBIX MOMCHTOB C IIOMOIIIBIO



BOIIPOCOB, IPHUBOAWMBIX IIOCJIC HAaHHOTO 06pa311a. 3aKp€HJ'ICHI/IC 141 0Tpa6OTKa
q)paS-KJII/IH.IC B YIIPA)XKHCHUAX. CocraBneHue JaHHOI'O BHMJa IMMHUCEM I1O0 CUTyallusIM.

Tema 3.12. 3HaKOMCTBO C HAalHMCAaHWEM MHCbMa-0JIarofapHOCTH, BBITOJIHEHUS

TpeOoBaHUil, pUuMepamMu 00pa3LoB JaHHOrO BHJA nuceM. OTpaboTKa MOHUMaHUS
COJIEp>KaHus MUChMa U KIFOYEBBIX MOMEHTOB C TIOMOIIBIO BOTIPOCOB, TPUBOIUMBIX
nocie JaHHOTO o0pasia. 3akperuieHne U oTpadoTka (pa3-KiIuIie B yIpaKHEHHUSIX.
CocraBiieHre JaHHOTO BU/A [TUCEM TI0 CUTYaLUSIM.

Tema 3.13. 3HaKOMCTBO C HANMCAHUEM IHCEM-3asABICHUHN, PEKOMEHIATEIbHBIX U
CONPOBOJMUTENBHBIX IHUCEM, NPUMEPAMH OOpa3LOB JAaHHOIO BHJA ITHUCEM.
OTpaboTKa MOHUMAHUS COJIEP>KAHUS MHUCEM U KIIFOUEBBIX MOMEHTOB C IIOMOIIBIO
BOIPOCOB, MPHUBOJUMBIX IOCJIE JAHHOTO oOpasua. 3akpervieHHe U oTpaboTKa
¢paz-knuiie B ynpaxxHeHusax. CocTapieHHE JaHHOTO BHJ1a IIUCEM 10 CUTYaIUsIM.

2.3 KypcoBasi padora (KypcoBoii IPOEKT)

He nmpenycMOTpeHO yueOHBIM TUIaHOM.
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3 OINEHOYHBbIE MATEPUAJIBI U  METOAUYECKHUE
PEKOMEHJAIIU 11O OCBOEHHIO JUCIIUITJIMHBI

3.1 Conepmaﬂue OHCHOYHDBIX cpeacrs H HX COOTBETCTBHUEC
3allVIAaHUPOBAHHBIM peE3yjabTaTaM Oﬁy‘leHI/Iﬂ

Texymuii KOHTPOJb YCIIEBAEMOCTH OOECMEeUYMBAeT OLIEHUBAHUE XOJa
OCBOCHMs JucHMIUIMHBL (Moayisi). CopepkaHne OLEHOYHBIX MAaTEepUasoB
TEKYIIEro KOHTPOJIS MpeAcTaBieHo B Tadmuie 3.1.

Tabnuma 3.1 — OueHouHble MaTepHalibl TEKYIIETO KOHTPOJIS

Koa u ungukarop

Bunbr yueOHBIX HanmMeHoBaHHE OIIEHOYHOTO CPEICTBA JOCTHKEHHUS
3aHATHHN TEKYIIEro KOHTPOJIA KOMTICTEHIUH
Jlexuun
[IpakTHueckue WuauBuayanbHble 3aaHNsI, BOIPOCHI IS VK-4, 1IK-2
3aHATHSA MOATOTOBKHU K MPAKTUYECKUM 3aHITHSIM

TecToBBIE 3a1aHHS TEKYIIETO KOHTPOJIS MO
paszenaM JUCUUIUIMHBL, BOIIPOCH Ha
3aHATHAX

WNupuBuayanbHas/rpymnmnoBas padbora Ha

3aHITHH
CaMmocTosTenbpHast Bomnpocs! 1151 caMOnoaroToBKH, VYK-4, IIK-2
pabora TECTUPOBAHUE

TumoBble KOHTPOJIBHBIC 3aJaHUS WM WHBIE MaTepUANIbl, HEOOXOIUMBIC TSI
OLICHKM 3HAHWA, YMCHWH, HAaBBIKOB W (WJIM) OMbBITa JEATEIHHOCTH,
XapaKTepU3yIOIIHe MPoIecc (OPMUPOBAHUS KOMIICTCHIIMA B XOJE OCBOCHUS
o0pa3oBaTeIbLHON MPOTPAMMBI.

[IprMepbl TECTOBBIX 3aJaHNUK TEKYIIETO KOHTPOJIS:

Executive summary

Marketing strategy.

Staffing strategy

Internationalization of the company business.
Pricing strategy

Entry mode

Industry analysis

SWOT-analysis.

Market success factors

© ©o N o 00 B~ W DN PRE
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10.Market choice

Bonpocel 111 caMmonpoBepKu

Pa3zgen 1.
1. What is one modern definition of business? How does this modern meaning
of business differ from the traditional one? What factors have brought about these
changes?
2. What is profit? What do companies do with their profits?
3. What are the secrets of success in business? Why does the kind of
equipment you’ll need vary according to the type of business you want to
establish?
4. What information does resume contain? What does this usually accompany?
5. What kinds of interviews do you know? How do they differ? What are the
benefits that go with the job?
6. What does the term “ageism” mean? Why is it difficult to apply for work
over 30?7
7. What are the main reasons for doing your work well?
8. What does the term “marketing” mean? What four main elements are known
as the four P’s? What does each element involve? What is a common channel of
distribution?
Q. Why is it important not to plan the marketing strategies in isolation? What
does a successful marketing mix depend on?
10. What are the different ways in which an advertiser’s message can be
communicated to his/her audience? What are the main advantages/disadvantages of
each media?
11.  Why does management play a vital role in any business activity? What do
managers’ duties include? What are the main management functions? What do
they involve? What skills do managers need to perform these functions adequately
and efficiently?

Paznean 2.

12. What personal qualities do you think good managers should have? Why are
interpersonal skills essential for effective management?

13.  Why do companies often recruit from outside the organization? Which kinds
of organizations are most likely to recruit through referrals by existing employees?
14.  How can a person identify important activities and plan the best way to use
time? Name the most common sources of problems in time management. What are
the benefits of improving time management?

15.  Enumerate the remedies that are usually successful in reducing the number
of drop-in visitors/ telephone interruptions and keeping visits brief.

16.  Discuss the remedies that can help to reduce clutter and disorganisation in an
office, including better organization of files, decision rules for handling paperwork
efficiently, efforts to reduce the amount of necessary paperwork and better
screening of paperwork by others.
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17.  Name a number of reasons why some managers become overloaded with
unnecessary tasks and give possible remedies for this problem.

18.  Discuss possible ways to eliminate unproductive or over-long meetings.

19. Discuss the steps of short-term planning (weekly activities or daily
activities). Why should a manager take into account natural energy cycles and bio-
rythms while planning daily activities?

20.  Why is accounting called the “language of business” and what are the ways
to communicate information on the financial status of an organization?

21. Name two common financial statements. What is the difference between
them? What kind of information do they provide?

22.  What is known as capital? How can corporations receive their starting
capital? Why does a new business need capital? What represents an investment of
capital in a new business? How is short-term/ long-term capital used in financing
business?

23.  What are two basic types of financing used by a corporation? How does the
success (failure) of a corporation influence the stockholder?

24.  Give the example of debt financing. What can cause debt financing? Try to
characterize this type of agreement.

Huoueuoyanvuwie 3adanusn no npakmuxe ®OC TK-1,2,3 (Temwt 3.1-3.13)

1. Write an email to request information from a company you are planning to visit.
2. Write an email to tell about the last meeting you attended.

3. Write a job advertisement for your ideal job.

4. Write a complaint to your partner about a very badly-organized training course

you attended.

5. Write a complaint to your partner, inviting them to do some things around your

town.

Ilepeyens (ppas3-Kiauie N5 BeACHHUS A€JI0BOM KOPPECIOHACHIIUN:
We are writing to enquire about ...

Thank you for your letter of (date) asking if .../ enquiring about .../
enclosing .../ concerning ...

We are writing in connection with ...

We are interested in ... and we would like to know ...

We have received your letter of (date) asking if .../ enquiring about .../

enclosing .../ concerning ...
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I look forward to receiving your reply/order/products ...

| hope that this information will help you.

Looking forward to hearing from you.

Please don’t hesitate to contact me if you need any further information.

Please feel free to contact me if you have any further questions.

| am pleased / delighted / happy to tell you that / to inform you that / to advice you
that ...

With reference to ...

Further to ...

With regard to ...

We are unable to .../ we are able to ...

We have been forced to...

I regret / I am sorry to tell you that .../ to inform you that / to advise you that ...
This is owing to / due to./ as a result of./ because of ...

We must apologise for...

We are extremely sorry for...

Please could you ...

We would be grateful if you could...

We would appreciate it if you could...

...As soon as possible...

...Without delay...

...Immediately...

Please accept our apologies once again

We hope that this has not caused you any inconvenience

With apologies once again

We would be grateful if you could give us some further details about ...

We would appreciate it if you could let us know (about/if) / inform us (about/if) ...

We would like to know (about/if) ...

14



3.2 Conep:kaHue OLEHOYHBIX MATEPHAJIOB MMPOMEKYTOYHOM aTTeCTAUMN

[IpomexyTouHas arrecTarusi 00eCIeYnBaeT OLECHUBAHUE MPOMEXYTOUHBIX/
OKOHYATEJBHBIX PE3YJIBTATOB 00YUYEHUS IO TUCLMILINHE.

Jlis OIIEHKU CTemneHdu C(HOPMUPOBAHHOCTH KOMIIETEHIIMH HCHOIb3YIOTCS
OLICHOYHBIE MAaTEpHAJIbl, BKIIOYAIONIME TECTOBBIE 3aJaHUS M KOHTPOJBbHBIE
(3K3aMEHAaIOHHBIE) BOIPOCHI.

TecToBble 3agaHUsl MPEACTABISIOT COOOW COBOKYIHOCTH TECTOBBIX
BOIPOCOB TEKYILETO KOHTPOJIS 10 YUCITY TEKYIIUX aTTeCTalui.

I[Ipumep oT4YeTa MO TMPOEKTY, HA OCHOBe KOTOPOro (QopmyaupywTces
JIOTOJIHUTEIbHbIE BOMPOCHI.

Client (Company): Sacona Entertainment

Chosen target country: USA

Product/Service (a brief description, 3-10 lines):

Sacona is a manufacturer of machines for gaming, entertainment and the
amusement industry. Headquartered in Bangalore, India, the company has a very
innovative product portfolio consisting of gaming machines with 3D gaming
capabilities that can be upgraded to 4D, 5D and 6D according to the clients’
requirements. Sacona’s products can broadly be described as recreational gaming
enclosures that offer a varied, technologically advanced and fully immersive
gaming experience in a comfortable atmosphere. They can be set up at public
places like malls, gaming zones, airports, recreational facilities, movie theatres and
amusement parks with its targeted consumer segment being people interested in
gaming between the ages of 10 to 26 years.

1. Executive summary

Sacona Entertainment is a manufacturer of machines for 3D, 4D, 5D and 6D
gaming which was founded by the Indian engineer Sachin Bharadwaj in the year
2007. Sacona Entertainment offers gaming machines that can be upgraded
according to the clients’ requirements. They can be set up at public places like
malls, airports, casinos, recreational facilities, amusement parks etc. Sacona is
seeking to expand internationally in the near future. Sacona‘s products mostly
appeal to children and teenagers, mainly boys of the 10-26 age group, casual
gamers as well as enthusiasts and professional players.

A few key factors were compared, such as: purchasing power, income,
urbanization, population, age structure etc. We tried to consider other factors like
innovation adaptation, importance of leisure activities and importance of
entertainment for children, but these factors are hard to measure objectively and
thus hard to compare in different markets. Considering the key market factors, we
opted for the US market. The four main players in the US market are Trans-Force
International, NAMCO Entertainment, Guangzhou Sealy and BMI Gaming which
produce or provide similar products and services.
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Our suggestion to entry target markets is with direct exports with sales
representatives. In the long-term, if Sacona succeeds with an export strategy, the
company might look into setting up new headquarters in the USA. A great place to
start off and target in the U.S. market could be Las Vegas, Nevada. Sacona‘s main
advertising tools should be social media, magazines and newspapers, TV
commercials and cinema, radio and public advertising. Various distribution
channels such as online retail, exhibitions and trade shows will also be of help to
make the products known.

Sacona needs to carefully select their sales force and find ways of cost-effective
recruitment. We chose to recruit a local sales force because they are familiar with
the market environment. The American managers and salesmen should be schooled
by Sacona‘s experts.

2. Organization

Sacona is a manufacturer of machines for gaming, entertainment and the
amusement industry. Headquartered in Bangalore, India, the company has a very
innovative and exciting product portfolio consisting of gaming machines with 3D
gaming capabilities that can be upgraded to 4D, 5D, 6D and 7D as per the clients’
requirements. The products are meant to be used at public places like malls,
gaming zones, airports, recreational facilities, movie theaters and amusement parks
with its targeted consumer segment being mainly male gamers between the ages of
10 to 26 years.

3. Product

Sacona’s products can broadly be described as recreational enclosures that offer a
varied, technologically advanced and fully immersive gaming experience in a
comfortable atmosphere. Its product portfolio currently includes:

1. Gameball- A two seat personal game theatre This two seater machine comes
with a completely air conditioned enclosure offering 2D, 3D and 4D games on one
or several projector screens. Designed to give a comfortable and exciting
atmosphere, it is

delivered within 6 weeks from order date.

2. Gamedisc- A single seat game theatre This is an open structure, fashioned to
look like a disc, with three screens, a Ferrari racing wheel, a joystick and a gun. It
can play more than 100 games of all genres and supports standard consoles like
PS3 and Xbox. It is delivered within 2 weeks from order date, and is an ideal
machine for gaming cafes.

4. Customers

One of Sacona‘s main tasks is to identify potential customers or specific groups of
people who are most willing to use their products. Sacona mainly sells to other
businesses like shopping malls, but of course they also have to identify the target
market segment that is going to use their products. If they manage to extend their
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user base, their products will also become more attractive to the businesses they
sell them to.

At the moment, as mentioned above, Sacona‘s products mainly appeal to male
gamers from the age of 10-25. By including the mentioned product improvements,
Sacona could attract new market segments. If they manage to make their products
more appealing to girls and women, families and older people who are new to
gaming, they could gain a significant competitive advantage. But even with these
improvements, the customers that have to be convinced to buy Sacona‘s products
mostly aren‘t indviduals but businesses focused on entertainment and recreation. In
India, Sacona has mainly worked with shopping malls so far and can use this
experience to acquire customers in the USA. They have to focus on establishing
contact with the management department of their respective transaction partners
(hotels, amusement parks, malls etc.). Usually, the owner and the management take
part in the buying decision. In case of hotels and shopping malls this could imply
establishing direct contact with the facility or with a superordinate management
company responsible for management decisions (an example for this would be
hostmark hospitality group, http://www.hostmark.com/fullservice-en.html).

5. Competitors

The USA are one of the biggest gaming markets in the world. To succeed in such a
highly competitive environment, Sacona has to identify, analyze and monitor
companies which produce or provide similar products and services. The four main
players in the US gaming machine market are Trans-Force International, NAMCO
Entertainment, Guangzhou Sealy and BMI Gaming. In the following, an overview
over these four competitors and their products will be provided.

6. SWOT analysis

A SWOT-Analysis can be very helpful to determine positive and negative
influences and the challenges that Sacona is going to face when expanding
internationally.

Identifying internal strengths and weaknesses as well as external opportunities and
threats will enable Sacona to derive a strategic plan and identify steps that have to
be taken in order to succeed in a new market. (by Nele Metzner)

Sacona is a young, dynamic start-up, and herein lies one of its greatest strengths.
Management, marketing, engineering and R&D are combined in a strong
managing team of young professionals. This makes the company especially
flexible and thus able to react and adapt quickly to changes in the market.
Moreover, Sacona‘s fast customer response time and follow-up with newsletters is
helpful when it comes to attracting potential buyers. Internal factors that need
improvement can be found in the marketing segment. The international brand
recognition is low, so Sacona has to concentrate its efforts on PR and media
coverage when entering a new market.

However, these services should be established and emphasized a lot more because
they are crucial for customer satisfaction. Speaking of external opportunities, the
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prospects in the gaming industry are very promising. The fast-growing IT- and
specifically gaming industry provides a good basis for companies specialized in
producing high-quality gaming machines. Establishing a partnership with another
company - probably with already well-developed distribution channels - could help
Sacona to gain ground in the new market.

Nowadays the focus of many people shifts more and more towards recreational
activities. As all parts of the population become more technology-adapted, Sacona
could even manage to attract more gamers from customer segments like adults,
seniors and women. Also, parents become increasingly interested in integrating
their children‘s education into everyday activities. Sacona could use this fact in
their favor by offering educational games and programs.

7. Market Opportunity Analysis

Sacona has identified various potential target markets, but to make a decision that
is feasible, these markets have to be compared based on a few market factors that
are easily measurable and that have a great influence the success of Sacona‘s
products.

The purchasing power of the potential customers in general is very important, but
we should also consider the distribution of that income. Sacona needs a broad
consumer base that is willing to spend money on entertainment and leisure
activities. To guarantee that there are a lot of potential customers and consumers,
the total population should be considered. However, since Sacona is planning to set
up their gaming machines in facilities mainly found in bigger cities, urbanization
plays a major role as well. The age structure of the population should be taken into
account considering that Sacona‘s largest target consumer group so far has been
young people up to the age of 25.

8. Market description

According to the market opportunity analysis, the USA prove to be the most
feasible decision to start marketing for 5D products. The only foreseeable problem
would be entering and properly marketing the product. While Sacona‘s 5D concept
IS quite new in the United States, a new company needs a proper marketing
strategy in order to gain market share. In terms of economics, the United States is a
democratic republic that focuses more or less on a laissez faire market system.
Companies are much less restricted than in India. However, there are still certain
taboos such as bribery in North America. There is a bicameral legislature which
can often complicate the passing of laws as the two main political parties,
Republicans and Democrats, are more segregated in their beliefs than ever.
However, it is actually a very effective system that implements changes slowly
over time to prevent too much change in a short period of time. Government
intervention in the market place isn’t very common unless there is clear evidence
of unethical activity. However, the government does have regulations in terms of
bookkeeping and basic business operations that must be adhered to. Looking at the
gaming industry from a cultural point of view, there are many examples for video
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game consoles that are highly marketable and prove very successful, selling
millions in the first week and continue to sell well throughout their useful life. The
culture around video games is an accepted and embraced part of society. In fact,
more people play the video game League of Legends than they play the United
States pastime, baseball. “It highlights how more people worldwide play League of
Legends than Baseball, how fans of the game can easily fill the Staples Center for
the world championships and that tickets for said show, were sold out in under an
hour.” (Mega Games, 2013) The rise of esports in North America has made all
video games practically a home feature. With video games such as League of
Legends and Starcraft Il becoming ever more popular games are accepted into the
community with open arms.

9. Market entry mode:

The most suitable entry mode is most likely Direct Exports (Arnold, 2003). This
suggestion is based on the assumption that the volume of exports is relatively
small, since it’s a large product and requires high monetary investments. This
would provide better control over distribution of the gaming machines. To succeed
with this strategy, Sacona should opt for direct exports with sales representatives.
Sacona could establish a strategic alliance with a sales force management company
like Hi-Definition advertising to make their products known. Commission based
payment would be a good motivation and incentive for a sales force since it is a
high priced product.

Product Shipping

The most cost effective way to ship internationally is by doing Ocean Freight
Services with Lessthan-Container Load (LCL), and Transportation Management
either from DHL or any other internationally freight forwarding companies. Using
LCL splits the cost of shipment containers with other parties looking to ship their
cargo as well without renting a complete container and deters the requirement of a
warehouse until the business needs one. Using transportation management from
DHL will be beneficial in getting the product to the customer internationally.
Regulations

Since the product is going to be mostly around children and teenagers, there are
always heavy safety regulations to protect the customer. Relevant to the gaming
machines and theaters, regulation are no sharp objects or ridges, and safe
instructional doors for entering and exiting the game theater. If there are small
objects present in the gaming theater that could otherwise fit in a 10 year olds
mouth for consumption, there needs to be none to minimal levels of lead in the
paint and small parts.

As for the gaming regulations, the regulations mainly apply to Gambling. The only
regulations that can affect Sacona products are safety regulations, especially when
it comes to direct export. Assuming Sacona is placing devices such as Xbox, PS3,
Wii, and PC as it says and provides the games certified for use on those consoles,
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Sacona cannot be criminalized. (Source: Nevada State Gaming Control Board and
Gaming Comission, www.gaming.nv.gov, accessed on November 20th, 2013)

10. Promotion and Marketing

The objective of Sacona‘s promotion and marketing strategy should be to make the
brand recognized worldwide with a present focus on the US (Nevada) and to
establish the company in a market niche by offering luxury products with
innovative design and high-quality material. Sacona‘s customers come first and the
main focus is exceptional customer service.

Because Sacona‘s target user segment is mainly children (5-12 age group) and
teenagers (13-18age group), its main advertising tools should be social media, TV
commercials and public advertising. Also, video marketing will incite the gaming
fans and it will be important to show the products in live action. We will have to
use various distribution channels in order to make our products known. Because of
the size of the products, the promotion will involve special transportation and
delivery.

1. Adventuredome at Circus Circus

Located at the Circus Circus hotel-casino, at the intersection of the Vegas Strip and
Circus Circus Drive Adventuredome is one of the largest indoor theme park and
features lots of exciting entertainment like: thrill rides, laser tag, miniature golf ,
arcade games etc.

2. Grand Sierra Resort and Casino

The Grand Sierra Resort is exactly what we are looking for: an all-in-one
entertainment center for families. It offers everything from hotel, dining room,
casino, lounges, meetings and conventions to all-ages recreation and entertainment.
The all-ages fun includes: golf, bowling, go-karts, cinema but also the grand
adventure land which just opened the ultimate rush speed & thrill park. Sacona‘s
products would blend perfectly in the Grand Sierra Resort and Casino. Located in
Reno, NV.

Facebook: Generally, social media will be an important tool for product
promotion. Sacona already has a Facebook page which should be constantly
updated with pictures of their products, a description of every product and video
marketing with videos from product launches, contests, etc. Because of our target
consumer segments (kids, teenagers, young adults, casual gamers, gaming
enthusiasts, professional gamers, fun seekers), social media will be the most used
promotion channel and it is where fans will look to find information besides a
well-constructed website. Sacona can use Facebook to create incentives (video
games prizes and giveaways, free product testing etc.) for fans to like and share
their page in order to reach out to a broad mass of potential customers and users.

11. Staffing and sourcing

Even if the first step into international markets will be taken by direct exports,
Sacona needs to carefully select their sales force and find ways of cost-effective
recruitment at an early stage of the expansion process. If the company decides to
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open up new headquarters in Nevada, it will be detrimental to have access to
competent employees who will keep the main policy of the company in the new
environment.

HpHMeprlﬁ NnEePEeIYCHb CI/ITyaHI/Iﬁ AJI HAMMCAHUS MUCEM K 3aY€CTy

1. Requesting Information

Write a letter to a company. You are looking for a new supplier of office
stationery. Ask them to send you a copy of their latest catalogue and a price list.
You also want to now where their company is based. Thank them in advance for
their help.

2. Application Letter. You are presently working in Moscow as a personal
assistant. You are interested in finding another position. Write a letter to a
recruitment agency based in St. Petersburg. Ask them to send you details about
their agency and any vacancies they have for personal assistants at the moment.

3. Accommodation Information

Write a letter to the hotel. Ask for some information about their hotel: a single
room for the night of 23d April and the price including breakfast. Ask them to let
you know if there is a car park near the hotel. Thank them in advance for their
help.

4. Making a complaint

You are writing to a travel agency to make a complaint about the hotel
recommended you for your holiday. You are not happy with the room and the
service was bad: no swimming pool, gymnasium, car park were available. Make a
point connected with their advertisement saying ‘“three-star rating”. Ask for
adequate compensation. Give them a warning.

5. Ordering

You have ordered a book online. When you received the book, you found the book
was in Spanish not in English. Write to a company and ask them to send you the
book in English version. If they don’t have the English version in stock, then ask

them to send your money back (ask for a refund).
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6. Apologizing

You are a Customer Service Manager. Write to a customer who rented a car from
your company. Apologize for the trouble he had with the car rented. Assure your
customer that in the future every car the company provides is delivered with a full
tank of petrol. Regret the inconvenience and express your wish to further co-
operation.

7. Requesting Information

Write a letter to a partner in Moscow. Tell him that it was a pleasure to meet him at
the Trade Fair last month. Inform your partner that your company is planning to
open a branch in Moscow and you are looking for office space in the town centre.
You need to know the names and the addresses of some property agents. Ask your
partner to send a list of agents. Thank him in advance for his help.

8. Requesting Information

You are a manager. Write the message to your Personal Assistant. Ask him to send
you a copy of the new customer address list. You also need the quarterly sales
report. Ask him to finish it by this Friday. Remind him about the sales meeting
next Tuesday at 2 p.m.

9. Requesting Information

Write a letter to your partners. Tell them that you are just making the final
arrangements for their visit to your company next week. You need all the details
about your partners’ flight (flight number, date and time of arrival). Inform them
that they will have free time on Wednesday evening. Invite them to do some things
around the town (visit to the theatre, show round the town, etc.).

10. Apologizing

Write a letter to your customer. Tell him that you learned of the problems he was
encountering with your company product. Apologize for the quality problem.
Inform your customer that your representative will meet him next week to
investigate the problem. Regret the inconvenience and assure you co-operation.

11. Information About Price Increase
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You are a sub-manager of the company. Inform your customers about price
increase for your company product. Give the reason (a change in government
regulation). Tell them that the new prices will apply to all orders shipped after 1st
June. Inform them that you will send a new price list with suggested sale prices.
Apologize and close the letter.

3.3 Ouenka ycneBaeMOCTH 00y4al0MIUXCS

Texymmii KOHTPOJb YCHEBAEMOCTH M NPOMEXKYTOUYHAs arTecTauus [0
JTUCITUTIIMHE OCYIIECTBIISCTCS B COOTBETCTBHH C 0aUThHO-PEHTHHTOBON CUCTEMOM
no 100-6amnpHON mmiKane. bamiabHBIE OIEHKH AJIE KOHTPOJIBHBIX MEpPONPUATHI
npeacTaBieHsl B Tabmuiie 3.2. [lepecueT cymMmMBbl OQJIJIOB B TPATUITMOHHYIO OTICHKY
npejcTaBieH B Tabnuie 3.3.

Tabnuua 3.2 — bajuibHbIE OLIEHKH JJI1 KOHTPOJIBHBIX MEPOIPUATHI

HanmenoBanme MakcumansHEIA | MakcuManbHBIH | MakcuManbHBIN Beero 3a
KOHTPOJILHOT'O 0asut Ha mepByro | Oasu1 3a BTOpYI0 | 0ait 3a TpeThio cemectp
MEPOTIPHUATHS aTTeCTaIuIo aTTECTaIHIO aTTECTaIHIO

5 cemectp
TectupoBanue 10 16 12 38
Brinonnenue - 8 4 12
WHIMBUTYaIbHBIX
(ToManTHuX) 3a1aHAK +
YCTHBIA OIIPOC
Htoro (MakcumyM 3a 10 24 16 50
nepuon)
3auer 50
Htoro 100

Tabnuua 3.3. - [lIkana oreHKH Ha MPOMEKYTOYHOM aTTECTAIUU

Bripaxenue B 6amnax

CroBecHoOe BbIpaXKeHUE
npu popMme MPOMEXYTOUHOMH
aTTeCTAINH - 3a4eT

CrnoBecHoOe BbIpaKeHHE
npu popMe IPOMEKYTOUHOH
aTTeCTAIlNH - DK3aMeH

ot 86 10 100 3a4TeHo OTINYHO

or 71 no 85 3auTeHO Xoporo

ot 51 1o 70 3auTeHo Y 10BIETBOPUTETBEHO
1o 51 He 3aureno He ynoBnerBopurensHo
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4 OBECIIEYEHUE JUCHUITIJIMHBbI

4.1 YdeOHO-MeTOAMYecKOe W uH(POpPMANIMOHHOEe olecmeveHune
AUCHUNITMHBI
4.1.1 OcHoBHas TUTEpPaTYpA:

1. YBapos, B. . AHrmiickuii 361K U1 SKoHOMHUCTOB (a2-b2). English for
business + aynuomarepuansl B OBC : y4eOHUK M MPaKTUKyM Ui CPEIHEro
npodeccuonansHoro oopazoBanms / B. U. YBapoB. — 2-¢ u3., mepepad. u gom. —
MockBa : UznmarensctBo IOpaiit, 2018. — 393 c¢. — (IIpodeccuonanbHoe
oOpazoBanue). — ISBN 978-5-534-09824-2. — Tekct : snextponnsit // DbC
FOpaiit [caiiT]. — URL.: https://www.biblio-online.ru/bcode/428748

2. CtoraueBa, O. H. Anrnuiickuii s3bIk 111 SkoHomuctoB (B1-b2). English
for business studies in higher education : yuebHoe mocobue s akaaeMUYECKOTO

OakanaBpuata / O. H. CroruueBa. — Mocksa : M3natensctBo FOpaiit, 2019. —
197 ¢. — (bakanaBp. Akamemmueckuii kypc). — ISBN 978-5-534-10008-2. —
Texct : snexrponnsii / OBC HOpaiit [caiit]. — URL: https://www.biblio-

online.ru/bcode/429129

4.1.2 lonoJHUTe/ILHAS JIUTEpPaTypa:

1. X-culture  project materials. Pexum  moctryma:  https://x-
culture.org/2017-2b/ (maposs: 20172Db)
2. CrynuukoBa, JI. B. AHIMIACKHN S3BIK B MEXIYHApOJHOM OM3HECE.

English in international business activities : y4yeOHOe mocoOue s
akameMmuyeckoro 6akanaspuara / JI. B. CtynHukoBa. — 2-e u3f., nmepepad. u JOI.
— MockBa : WMzparenbctBo IOpaiit, 2019. — 216 c¢. — (bakanasp.

Axkanemuueckuit kypc). — ISBN 978-5-534-11015-9. — TekcT : sneKTpoHHBIN //
SBC HOpaiir [caitt]. — URL.: https://www.biblio-online.ru/bcode/445332

3. Bertha J. Naterop, Erich Weis, Eva Haberfellner. Business Letters for All
/ Bertha J. Naterop, Erich Weis, Eva Haberfellner. - Oxford University Press,
2000. - 163 c.

4. Ko3znoBa O.A. AHMIMICKUMN SI3bIK: Y4ueOHOe ocoOue AJid CTYJEHTOB 3-TO
Kypca 1O CHEIHAIbHOCTH «KOHOMHKA W yIpaBiieHHe Ha mpennpustam» / O.A.
Ko3noBa. - Kazanb: U3narensctBo «OkoueHTp», 2009. - 100 c.

5. KosznoBa O.A. AHrnuiickuii s3bIK: YueOHoe mocobue maist ctyaeHToB |1
Kypca Mo CHENUATbHOCTH «IKOHOMHMKA M ympasiieHue Ha npenanpustuu / O.A.
Ko3noBa. - Kazans: U3narensctBo IkoueHTp, 2007. - 40 c.

6. Caxmo H.A. “Business Correspondence”: VYueOHO-METOIUUIECKHE
yKa3aHUs MO aHIMHCKOMy s3bIKy g ctyneHTtoB |l xypca. / H.A. Caxso. -
Ka3zanb: Kazan. ['oc. TexH. yH-T, 1997. - 31 c.

24


https://www.biblio-online.ru/bcode/428748
https://www.biblio-online.ru/bcode/429129
https://www.biblio-online.ru/bcode/429129
https://www.biblio-online.ru/bcode/445332

4.1.3 MeToanueckasi JUTepPATypa K BBbINOJHEHUI0O NPAKTHYECKUX U
JIa00paTOpHBIX padoT U KYPCOBOii padoThI

1. Metoauyeckne yka3zaHHUS TO TPAKTUYECKAM 3aHATHUSIM TI0 JUCITUTUIMHE
«AHTJIMACKHUHA S3BIK B MPOQPECCHOHANBHON NEATEIHLHOCTH» B AJICKTPOHHOM BHIE
(mecto xpanenue — oudnuoreka YO KHUTY-KAN).

2. Mertoanueckue yKa3aHUWs JJIsl BBIIOJIHEHUS TPAKTHUYECKHUX 3aHATHH 10
TUCIUIUINHE «AHTIMACKUHA SI3BIK B TIPO(ECCHOHATBHOW JEATSIBHOCTHY B
anekTpoHHOM Buje (Oubnmorexka YO KHUTY-KAN).

4.1.4 Ilepeuenb HMHGPOPMALMOHHBIX TEXHOJIOIHi, HMCIOJb3yeMbIX MPH
oCyLIeCTBJICHUH 00pa30BaTEeJIbHOIO NpoLecca Mo JUCHUIINHE (MOAYJIIO)

Opranu3oBaHO B3aUMOJICUCTBUME OOydYarollerocs W TMpenojaBarens C
UCTIONB30BaHUEM  DJIGKTPOHHOM  MH(OPMAIMOHHO-00pa30BaTeIbHON  Cpefbl
KHUTY-KAN.

4.1.5 Ilepeyenb pecypcoB HH(POPMALMOHHO-TEJEKOMMYHUKANUOHHOM
cetu «HHTepHeT», mnpodeccHOHAIBHBIX 0a3 JaHHBIX, HH(pOPMALMOHHO-
CIIPABOYHBIX CHCTEM, HCIO/Ib3YEeMBbIX IIPH OCYLIECTBJICHUH 00pa30BaTe1bLHOIO
npouecca no ITMCUMIInHE (MOIYJII0)

1. DnexTpoHHO-O0MOIMOTEYHAsT CUCTeMa Y4eOHOM M HAy4YHOM JUTEPaTyphl.
URL: https://e.lanbook.com/.

2. DNEeKTPOHHO-OMOIMOTEeYHasl CUCTeMa YYeOHOM M HAay4YHOW JUTEpaTyphl.
URL.: http://znanium.com/.

3. DneKTpoHHO-OMONIMOTEeYHasi cUCTEMa y4eOHOM M HAyYHOW JIUTEPATYPHI.
URL.: https://urait.ru/.

4. HayyHo-TexHUYecKas OoubmmoTeka KHUTY-KAN. URL:
http://library.kai.ru/.

5. Emunoe oxHO pgoctyna K wuHGopManMoHHBIM pecypcaM. URL:
http://window.edu.ru/resource/829/54829,http://window.edu.ru/resource/386/7938
6, http://window.edu.ru/resource/452/77452.

4.2 MarepuajibHO-TEXHHYECKOE o0ecredyeHue JUCUUIINHBI (MOAYJIs1) U
TpedyemMoe MporpaMMHoOe o0ecrieyeHue

Onucanue MaTepruabHO-TEXHUUECKOM 0a3bl M IPOTPAMMHOT0 00eCTICUCHUS,
HEO0OXOMMOTO JIsl OCYIIECTBICHUS 00pa30BaTEILHOTO MPOIEcca MO AUCIUILINHE
(MOJTyITI0) IPUBEIEHO COOTBETCTBEHHO B Tabymiax 4.1 u 4.2.

Tabnuma 4.1 — MaTepuanbHO-TeXHUYECKOE 00ecreueHrne JUCITUTUTHHBI (MOTYIIs)

HanmenoBanue yueOHOM
[lepeyenp HEOOX0AUMOTO
HaumenoBanue Buga ayJUTOPHH,
. . 000pyI0OBaHUS U TEXHUIECKUX
Y4eOHBIX 3aHATHHA CTIeIMAT3UPOBAHHON
cpeacTB oOyueHHst
nabopaTopuu
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JlexuMoHHEbIE 3aHATHSA

[TpakTuyeckue 3ausATHs |YdyeOHas ~ ayauTopus  JJIsA|- KOMIUIEKT yueOHOU Mebenu;

IIPOBECHUS 3aHATHHN |- TOCKa;

CEMHUHApPCKOI0 THUIIA,|- CHEUAIN3UPOBAHHBINA KOMIUIEKC
IPYyNIIOBBIX U|TEXHUUYECKUX CPEACTB O0yUeHMS IS
MHIUBUAYAJIbHBIX y4eOHOI ayTMTOPHH C BBIXOZOM B
KOHCYJIbTALIHM, TeKyuiero|MIHTepHeT (MHTEpaKTUBHAs J10CKa,
KOHTPOJISI M IPOMEKYTOYHON |KOMIBIOTEDP, JOKYMEHT-KaMepa,
aTTeCTallUu: CHUCTEMA 3BYKOBOI'O CONPOBOKICHUS

0TOOpaXkaeMbIX BHICOMATEPHUAIIOB).

CamocTosTenpHas Aynuropus st bubnuroreunsit GOHII: IEYATHBIC
pabora CaMOCTOSITEIIbBHOU paObOThI m3nanusa u ObC

- KOMITJIEKT y4eOHol Mebenn; |paboune mecta, 000pyI0BaHHBIC

- paboune Mecra, I[I9BM c BeixosioMm B unTepHeT (Wi-

o0opynoBanHsie [I9BM c Fi), M®YV, npunrep
BbIX010M B uHTepHET (Wi-Fi),
o0ecredeHble TOCTYIIOM K
3IIEKTPOHHOU
MH(}OpPMaLOHHO-
o0Opa3oBaTeNbHOI cpefie
KHUTY-KAU, MDYV,
MPUHTED.

Tabnuna 4.2 — JIMleH3WOHHOE W CBOOOJHO PACHpPOCTpPaHSIEMOE MPOTPaAMMHOE
obecrieyeHre, B TOM YHUCJIE OTEYECTBEHHOT'O MPOU3BOJICTBA, HCIOJIB3yeMOE MNpHU
OCYILECTBIIEHMH 00pa30BaTEIbHOTO MpoLecca MO JUCIUTUIMHE

[IpousBoauTennb Crnioco0 pacrpocTpaHeHHS
Ne | HaummeHoBaHue mporpaMmMHOIO (JTU1IEH3MOHHOE UITH
/1 obecrnieueHUs CBOOOIHO
pacrpocTpaHseMoe)
1 |Microsoft Windows JInneH3snonHoe
Microsoft Office
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5 OCOBEHHOCTHU PEAJIM3ALIMM JUCHUILIAHBI (MOIYJIS)
JUISL JIMI] C OTPAHUYEHHBIMY BO3MOKHOCTSMM 310POBbS N
WHBAJUJIOB

OOyuenne mo auCHUIUIMHE (MOAYJIO) OOYYaIOIMIUXCS C OTPAaHUYCHHBIMH
BO3MOXKHOCTSIMU 37I0POBBSI 1 HHBAJIUOB OCYIIECTBIISIETCS C YU€TOM OCOOCHHOCTEN
MCUXO(PU3NYECKOTO PA3BUTHS, WHANBUAYATHHBIX BO3MOXKHOCTEH U COCTOSHUS
3JI0POBbsI TAKUX O0YYaOIIHUXCS.

OOyd4eHne JHIl ¢ OTPAaHUYEHHBIMUA BO3MOKHOCTSIMH 3/I0POBbS U MHBAJIUIOB
OpPraHMU3yeTCs KaK COBMECTHO C JPYTMMH OOYYarOIIMMHKCS, TaK M B OTICIHHBIX
rpymmax.

Jlis 7w ¢ OrpaHMYEHHBIMA BO3MOXKHOCTSIMH 370POBBSI M HWHBAJUIOB
IIPEyCMOTPEHBI JOMOJHUTEIBHBIE OIEHOYHBIC MAaTepHaIbl, MEePEUYeHb KOTOPBIX
yKasaH B Tabnure 5.1.

Ta6Jmua 51— I[OHOJIHI/ITGHBHBIC MaTCpuaibl OUCHUBAHWA JLIA JIUIT C
OIrpaHMYCHHBIMH BO3MOKHOCTAMHU 300POBbA U MHBAJIMI0B

Bupl 1OMOMHUTENBHBIX OLEHOUHBIX |DOpPMBbI KOHTPOJISI U OLIEHKU
Kareropuu o6yuaromuxcs
MaTepHaJoB pe3ysIbTaToOB 00yUEHUs
C HapylLIeHUsIMH cTyXa Tectbl, KOHTPOJIBHBIE PAOOTHI, [IpenmymiecTtBeHHO
IIUCbMEHHBIE CAMOCTOSITEIIbHBIE NUCbMEHHAas MPOBEpKa
paboThl, BONPOCH! K 3a4eTy (3K3aMEHY)
C HapylIeHUSIMU 3pEHHUS VY CTHBIN ONPOC 110 TEPMUHAM, [IpenmyiiecTBEeHHO ycTHas
co0ecel0BaHKE IO BOIIPOCAM K 3a4eTy |IpoBepKa (MHIUBUIYaIbHO)
(9K3ameny)
C HapyuieHusiMu oniopHo-|  PelieHue 1uCTaHIIMOHHBIX TECTOB, [IpenmymiecTBeHHO
JIBUTATENIHOTO amlmapara | KOHTPOJbHbIE pa0OThI, MUCbMEHHBIE JUCTAaHIIMOHHBIMU
CaMOCTOSITENIbHbIE PabOThI, BOIPOCHI K MeTOoJIaMHU
3aueTy (3K3aMeHy)

Jlnsg 7w ¢ OTrpaHUYEHHBIMH BO3MOKHOCTSIMH 3/I0POBbS YW MHBAJIHJIOB
mpeaycMaTpuBaeTcs JOCTynmHas (opMa MPEJOCTABICHHS 3aJaHUi  OIIEHOYHBIX
CPEICTB, HAIIPUMeED:

— B meyaTHoi opme;

— B IIeYaTHOU (hOopMeE C YBETMYEHHBIM MIPUPTOM;

— B (popMe JIEKTPOHHOTO TIOKYMEHTA;

— METOJIOM YTEHHUS aCCUCTEHTOM 3aJ]aHUsl BCIIyX;

— MPEeAO0CTaBJICHHE 3a/IaHUS C UCIIOIH30BAHUEM CypJIOTIEPEBOIA.

Jlumlam ¢ OrpaHWYCHHBIMH BO3MOXHOCTSMHU 37I0POBBSI U HMHBAIHIAM
YBEJIMYUBACTCSI BPeMsl Ha MOATOTOBKY OTBETOB HAa KOHTPOJbHBIC BOMPOCHL. Jljis
TaKUX OOyYaloUUXCcs MperycMaTpuBaeTcsl JOCTyMHas (opMa MperoCTaBICHUS
OTBETOB Ha 33/IaHNUs, 2 IMEHHO:

— MIMCbMEHHO Ha Oymare;

— HabOp OTBETOB HAa KOMITBIOTEPE;

— Ha0Op OTBETOB C UCIOIb30BAHUEM YCIIYT ACCUCTEHTA;

— MPEACTABIIEHUE OTBETOB YCTHO.
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[1pu HEOOXOIMMOCTH JIs JIUI C OTPAHUYEHHBIMU BO3MOXHOCTSIMU 3/I0POBbS
¥ MHBAJIUJIOB MPOIIETypa OLICHUBAHUS PE3YIHTATOB O0YUEHHS MOXKET MPOBOIUTHCS
B HECKOJIBKO JTaIlOB.

Y4eOHO-METOIMYECKHE MaTepuaibl ISl CAMOCTOSTEIbHOM U ayJIHTOPHOU
paboThl O0ydYaOUIUXCS W3 YUCia JHI[ C OrPAHUYCHHBIMHU BO3MOXXHOCTSIMH
3M0pPOBbSl W WHBANUAOB MPEAOCTABISAIOTCS B (Qopmax, aJanTHPOBaHHBIX K
OTPaHUYEHUSIM HX 3[J0OPOBBS M BOCIIPHUATHS HH(DOPMALIHH.

OcBoeHue  OUCHUIUIMHBI  (MOAYJs)  JHUIAMH C  OTpaHUYCHHBIMU
BO3MOXXHOCTSIMUA 3J0POBbSI M1 MHBAJIMJIAMH OCYULIECTBIIIETCS C HUCIIOJIb30BaHUEM
CpellcTB 00yUYeHUs 00IIEero U CIEeNUaTIbHOTO HAa3HAYCHUS.

[Tpu 3aHATHAX ¢ OOYYAIOUIUMUCS € HAPYHIEHUSIMH CJIyXa MPEeTyCMOTPEHO
WCIIOJIb30BAaHNE 3BYKOYCWIMBAIOIIEH amnmaparypbl, MYJbTUMEIUWHBIX CPEACTB U
JIPYTUX TEXHUYECKUX CpEJCTB IMpuema/mepenaun y4deOHOM uHopmamu B
JOCTYIHBIX (opMax, MOOMIIBHOM CHCTEMbI MpErojaBaHus ISl OO0y4aroumxcs ¢
WHBAJIUIHOCTBIO, TOPTATUBHOW HMHIYKIMOHHOM CUCTEMBI. YueOHas ayluTopus, B
KOTOpOM 3aHMMalOTCsd oOOydalliuecs C HapyluleHHeM ciyxa, oO0OpyAOoBaHa
KOMIIBIOTEPHON TEXHUKOW, AyIMOTEXHUKOU, BUICOTEXHUKOM, JJIIEKTPOHHOMN JOCKOM,
MYJIBTUMEIUMHON CHCTEMOM.

[Ipu 3aHsATHAX ¢ OOyYalONIMMHUCS € HAPYWIeHUSMH 3PEHUsIMH
IPELYCMOTPEHO HCIOJIb30BAaHUE B JIEKIMOHHBIX U YYE€OHBIX AyJUTOPHUAX
BO3MO>KHOCTH ITPOCMOTpA yAAJIEHHBIX 00BEKTOB (HallpUMep, TEKCTa Ha JI0CKE WU
claiija Ha DJKpaHe) IpHU TOMOIIM BUACOYBEIMYUTENEH [UIsI KOM(OPTHOIO
IIPOCMOTPA.

[Ipu 3aHATHSIX C  OOyyarOUMMHCS € HapyWIeHUsIMH  ONOPHO-
JABUTaTEeJIbHOI0 amNMapaTa KCIOJIb3YIOTCS aJIbTEPHATUBHBIE YCTPOMCTBAa BBOJA
uHbOpMallMu M JIpyrue TEXHUYECKHE CpeAcTBa IpHeMa/mepeaadn y4yeOHOH
uH(OpMAIUHU B IOCTYMHBIX (hopMaxX, MOOMIBHONM CHCTEMbI 00yUEHUS JIJIs JIFOJIeH C
WHBAJIMTHOCTHIO.
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