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1. HACITIOPT ®OHJA OHEHOYHbIX CPEJACTB

1.1. Ob6sacTb NpUMEeHEHU s

®ona oneHouHeix cpeacts (POC) — HeoTheMiieMass dYacTh paboueit
MporpaMMbl  JTUCHMIUIMHBI  «SI3bIK  J€JOBOro  OOmIeHUs]  (AaHTJIMMCKUNA)» U
MpeJHa3HaYeH JJi1 KOHTPOJS U OLUEHKH 00pa30BaTENIbHBIX JTOCTHUKEHHUH CTYAEHTOB,
OCBOMBIIUX MIPOTPAMMY JUCIUIIIUHBL.

1.2. Hesu n 3ap0a4n GOHIA OLIEHOYHBIX CPEICTB

Henp ®OC — ycTaHOBUTH COOTBETCTBUE YPOBHSI MOATOTOBKM O0YyYarOIIErocs
tpeboBanusasm OI'OC BO wmarucrtpaTypa 1O  HalpaBi€HUIO  TOATOTOBKH
45.04.02 JIuHrBUCTHKA, YTBEPKIAECHHBIM MPHUKa30M MUHHCTEPCTBA HAYKH U BBICILIETO
oOpazoBanus Poccuiickoit ®Deneparmun ot 12 aBrycta 2020 roma Ne 992
(c UI3MEHEHUSAMH U TOTIOTTHEHUSIMH).

1.3. Ilepeyenb kommneTeHuuil, ¢GopMupyeMbIX B Ipolecce OCBOEHMS
OCHOBHOI1 00pa30BaTeJIbHOI POrPpaMMBbI

[Ipouiecc ocBOeHMST AMCHMIUIMHBI HAMpaBieH Ha (OPMHUPOBAHUE CIEAYIOLIUX
KOMIIETEHIIMI U NHIUKATOPOB UX JOCTHKEHUSA:

Kox nmo ®1'0OC BO | NHaukaTop 10CTHKEHUA
ITpodeccuonanpHbIC
[TIK-1Cnocoben oGecneunTth Mexbsi3bikoBoe u | [TK-1.1. Ucnons3yer METOJIUKY
MEXKYJIbTYpHOE B3aHMOJCHCTBHE B YCTHOM H | MPEANEPEBOAYECKOTO aHaym3a TEKCTa,

MUCbMEHHOW  dopMax B OQHUIIMATIBHOM, | CHOCOOCTBYIONIYI0O ~ TOYHOMY  BOCIPHATHIO
HeohUIMaIbHON U mpodeccHoHanbHON cdepax | HCXOIHOTO BbICKA3bIBAHMUSL.

0OIIIeHMSL. [1K-1.2. OmnpenensieT CTpaTeTdi0 U CIOCOOBI
nepeBoJia B 3aBHUCUMOCTH OT IOCTaBJICHHOU
3aJa4d, CTUIIS U KaHpa MPOU3BEICHHUS.

IIK-1.3. MHcnonb3dyer BuUAbl, MpPUEMbl U
TEXHOJIOTUHM IepeBOJia C YYeTOM Xapakrepa
MEPEeBOIMMOTO TEKCTa W YCIOBHUH MepeBoja
TUISE JOCTHKEHUS a/IeKBaTHOCTHU u
SKBHBAJIEHTHOCTHU MEPEBO/IA.

IIK-1.4.  OcymecTBiseT NUCBMEHHBIH U
YCTHBI  TIOCTIEIOBaTENbHBIA  TEpeBOJ  C
coOII0CHUEM JIEKCHUECKON SKBHUBAJICHTHOCTH,
rpaMMaTHYECKOH, CUHTaKCUYECKOU "
CTUJIMCTUYECKOM HODPM, a TaKKe
TEMIIOPAIIbHBIX ~ XapaKTEPUCTUK  YCTHOIO
HCXOZHOTO TEKCTA.

IIK-1.5. BrnageeT HaBBIKAMH CTHIMCTHYECKOTO
pPEAAKTUPOBAHUS nepeBo/ia TEKCTOB
Pa3IMYHBIX KAHPOB.

[IK-1.6. Bnageer ¢dopmMamMu HaIMOHAIBHOTO
pPEUYEBOTO ITUKETA HA U3y4aeMOM MHOCTPAHHOM
A3BbIKE U MPaBUJIAMU MTOBEJCHUS NEPEBOAUMKA B
pa3IMYHBIX CHUTyallUsX YCTHOTO TI€peBoJia




(COIpOBOXK/IEHNUE  TYPUCTUYECKOM  IpYIIIHI,
oOecrieueHue JIETTOBBIX MIEPEroBOPOB,
obecrieyeHHEe  TEPEroBOPOB  OQUIMATIBHBIX
JIeTIeTaIyii).

1.4. Dranbl popmMupoBaHMS KOMIIETEHIHHA W CPeIACTBA OLCHUBAHMS
YPOBHSI X ¢()OPMHUPOBAHHOCTH

KOHTpOJ’[bHO-OIIeHO‘lHI)Ie

Jransbl popMupoBaHusa komnereHuuil | Komnerenuuu
cpeacTBa / cnocod OleHMBAHUS

Tema 1. Making your way IIK-1 VY CTHBIN OPOC, BBITIOJHEHUE
MPAKTUYECKUX 33/1aHUM, HAllMCaHHe
CaMOCTOSATENBHBIX padoT.

Tema 2. Selling is what it’s all about [K-1 Omnpoc (YCTHBIN/TIUCbMEHHBIH),
MPOEKTHas paboTa, Mpe3eHTaIus,
JIOKJIQJI, TECTUPOBAHHE

Tema 3. Making the product ITK-1 BrlimoHeHNE TECTOB MO TEMAaTHUKE
ypoKa, OJIr0TOBKA MPe3eHTalllH,
YCTHBIN OITPOC, TOKIaabl

Tema 4. Financial matters IIK-1 Y CTHBIN 0npoC, BHINOJITHEHUE
MPaKTUYECKUX 3aJJaHUM, HAITMCAHUE
CaMOCTOSITEJIbHBIX PaloT.

Tema 5. Global concerns ITK-1 Ornpoc (yCTHBIA/MTMChMEHHBIN ),
npoeKTHas paboTa, Mpe3eHTaIus,
JOKJIaJI, TECTUPOBAHHE

Texkymas arrecrauus I1K-1 KontponpHas padota

IIpomeskyTOYHAsA aTTeCTANMS ITK-1 3auer

1.5. Onucanue nokasaresieid OPMUPOBAHUA KOMIIETEHIINH

Koa komnerenuuu Pe3ysabTarsl c)OPMHUPOBAHHOCTH

[TK-1 3HaeT: JUCKYPCUBHYIO W COIMOKYJIbTYPHYIO CHENU(HUKY IeT0BOTO U
npodeccuoHanbHOr0 B3aMMOJCHCTBUS;, 3aJaud YCTHOW M MHUCbMEHHOMN
peun B cdepe HHOSZBIYHONH MpodecCHOHATbHOW KOMMYHHUKAIUU;
IPUHLUIIBI aJIeKBaTHOU MHOSI3bIYHOU npodeccuoHaIbHOM
KOMMYHUKAIIMM;, JIECKPUOTOPHI BCEX YPOBHEW  0OIIeeBpONEHCKIX
KOMIIETEHLIMI BJIaJICHUsI MHOCTPAHHBIMHU SA3bIKAMHU I aJI€KBATHOTO
noadopa TEKCTOB U COCTABJICHUS YHPaXXHEHUH i NMHCbMEHHOTO U
YCTHOTO TEpPEeBOJa; CTPATETHUIO U CIIOCOOBI MEPEeBOJa B 3aBUCUMOCTH OT
IIOCTABJIEHHOW 3aJ1a4i, CTWJIS U KaHpa MPOU3BEICHMUS.

VYMeer: pemate CcTaHAapTHBIE 3a7aud B cdepe npodeccHoHAIbHON
KOMMYHHKAIlUM Ha MHOCTPAHHOM SI3bIKE; MCIIOJIb30BaTh OCHOBHBIE BHUJIbI
MHOSI3BIYHOM  CIIOBAPHO-CIIPABOYHOM  JIMTEpAaTypel € IPUMEHEHHEM
UH(POPMALIMOHHO-KOMMYHUKAaTUBHBIX ~ TEXHOJIOTHIA; OCYIIIECTBIISATh
NUCbMEHHBIH M YCTHBIM MOCII€AOBATENbHBIA MEPEeBOA € COONMIOJICHUEM
JIEKCUYECKONH SKBUBAJIEHTHOCTH, I'DAaMMAaTHYECKOW, CHHTAaKCUYECKOW H
CTHWJINCTUYECKOW HOPM, a TAK)K€ TEMIIOPAJIBHBIX XapAKTEPUCTUK YCTHOTO
HCXOJHOTO TEKCTA.

Bnaneer: HaBbIKaMU MEXbA3BIKOBOTO " MEXKYJIbTYPHOTO
B3aMMOJICHCTBHUSI B YCTHOH M NHCbMEHHOH ¢opmax B o¢HUIMATILHOMH,




HeopuIMaIbHON W TpodeccnoHanbHOW cdepax oOIeHus; HaBBIKAMU
MyOJIMYHON peyM; HABBIKAMH OLIEHKM KAaueCTBa YCTHOTO M MHCbMEHHOTO
NepeBosa, HaBBIKAMU OOBSICHEHUS OLIMOOK B MEpEeBOJE C OMOpPOil Ha
COOCTBEHHBI NEPEBOMYECKUN OMBIT W TEOPUIO MEPEeBOJA; HABBIKAMHU
CTHJIUCTUYECKOTO PEIAaKTUPOBAHMS TMEPEeBOJAa TEKCTOB PAa3IMYHBIX
KaHpOB; (OopMaMH HAIMOHAJIHHOTO PEUEBOr0 3THUKETAa HA H3y4aeMOM
MHOCTPAaHHOM  SI3bIKE; HABBIKAMH  CaMOCTOSTENBHOW  paboThl 110
COBEpPILIEHCTBOBAHUIO 3HAHHH MPO()ECCHOHAIBHOTO HHOCTPAHHOTO SI3BIKA,
NpUeMaMH CaMOpa3BUTHS M CaMOpealln3allid B MPO(ecCHOHAIBHOW H
Ipyrux cepax IesTeTbHOCTH.

1.6. Kpurepum ouneHHBaHMSI KOMIIETEHIHII HAa Ppa3HBIX 3Tamax MXx
(popmupoBanusn

KosmnuecTBo
Bua yueoHoii paboTbl 0aJ10B
0o®0 | 0-390 | 390
[IpakTiueckue 3aHATHS 40 - -
TecToBbIil KOHTPOJIB 10 - -
CamocrosTenbHas padoTa CTy/IeHTa 20 - -
3auer 30 - -
Bcero 100

HakonureabHaa cucreMa oneHuBanus mo 100-0a1JnbHOH IKaJIe

YeT1oipexdaibHas Cucrema
100-6annbHasn BykBeHHas mKajia, COOTBETCTBYIOLIAS
CHCTEMA OLlCeHUBAHUSA OLleHUBAHUSA

KAaJaa 100-0a711bHOM mIKAJIe
JK3aMeHa 3ayera

OtnyHo 90-100 A — OTIIMYHO — TEOPETHUYECKOE COIEP)KaHHE
Kypca OCBOSHO MOJHOCTbIO, 0€3 IMpoOenos;
HEO0OXOAMUMBIE MPAKTHIECKHE HaBBIKH PabOThI
C OCBOGHHBIM MAaTEepHAJIOM C(OPMHPOBAHEI;
BCE IpeyCMOTPEHHbIE porpaMmoit
o0yueHHsT ydeOHbIE 3a/JaHUSl BBIOJHEHHI,
Ka4eCTBO WX BBIMIOJHEHHS OLIEHEHO YHCIOM
0ayuIoB, OIM3KIM K MAKCUMAJIEHOMY

Xopomio 83-89 B - oueHp XOpoOmIO — TEOPETHYECKOE
COZIepKaHME Kypca OCBOEHO IOJHOCTBIO, 0e3
mpoOeoB;  HEOOXOOUMBIE  TPAKTUIECKHE
HaBBIKM pabOTHI C OCBOCHHBIM MAaTEpHAJIOM B
OCHOBHOM copMHpOBaHbI; BCE
MPEyCMOTPEHHBIE TMPOrpaMMON  O0ydIEHUS
ydeOHbIE 3aJaHWsl BBINOIHEHBI, KadeCTBO
BBINIOJTHEHNSI OONBIIMHCTBA M3 HUX OIIEHEHO
YHUCIIOM 0aJUIOB, ONM3KUM K MAKCHUMAaJIHHOMY

3aureHo

Xopomio 75-82 C — Xopomio — TeopeTHdecKoe COaepKaHne
Kypca OCBOCHO TIIOJHOCTBIO; HEKOTOpBIE
MPaKTHYIECKHE HAaBBIKH pabOTHl ¢ OCBOCHHBIM
MaTepruanoM Cc(OopMHPOBaHbI HEIOCTATOYHO;
BCE NIPeyCMOTPEHHBIE porpamMmon
o0ydeHus y4deOHbIE 3aJaHUS BBIIIOJIHEHEI,
Ka4yeCTBO BBINOIHEHHS HU OJHOIO M3 HUX HE
OLIEHEHO MMHMMAJIBHBIM YHCIIOM 0aJuIoB,
HEKOTOpBIE BHIBl 3aJaHUN BBIIOIHEHBI C
omrOKaMu

Y IOBIETBOPUTEIBHO 63-74 D — ynoBIETBOPUTENBEHO — TEOPETHYECKOE




COZIEpKaHUE Kypca OCBOEHO YacTHYHO, HO
npoOensl  HE  HOCSAT  CYIIECTBEHHOTO
XapakTepa; HEOOXOIWMBIE  IPaKTHYECKUE
HaBBIKM pabOTBHl C OCBOCHHBIM MAaTepHajioM B
OCHOBHOM  C()OPMHUPOBAHBI;  OOJBIIMHCTBO
NPEyCMOTPEHHBIX TIPOrpaMMOi  00ydeHUsI
y4eOHBIX 3a/1aHUH BBITIOJTHEHO, HEKOTOPbIE W3
BBITIOJIHEHHBIX 3aJIaHUH cOJiepKaT OUIMOKH

Y I0BIETBOPUTEIHHO

50-62

E - nDocpeacTBEeHHO — TEOpETHYECKOE
COZlep)KaHHEe Kypca OCBOEGHO  YaCTHYHO;
HEKOTOpbIE NMPAKTUUECKHE HABBIKA pabOTHl HE
c(OpMHUpPOBaHBI, MHOTHE IPEIYCMOTPEHHbBIE
y4eOHOM mporpaMmoil OOy4deHus ydeOHbIE
3a/laHisl HE BBINOJNHEHBl JHMOO KavyecTBO
BBINIOJIHEHHBIX HEKOTOPBIX M3 HHUX OIEHEHO
YHCIIOM 0aJIJIOB, OJM3KUM K MUHUMAaJIbHOMY

HeynoBneTrBopurensHo

21-49

FX — HeynoBIETBOPUTENBHO — TEOPETHUECKOE
COJEpKAHME Kypca  OCBOEHO  YacCTUYHO;
HEOOXOAMUMBbIE NPAKTHIECKHE HABBIKH PabOThI
c OCBOEHHBIM MaTepuanoM HE
chopMHUPOBaHEL; OONBIINHCTBO
MpPElyCMOTPEHHBIX ~ Yy4eOHOH  IporpaMMmoit
00yueHust y4eOHbIX 3aJaHUN HE BBIIOJHEHO
au00 KadecTBO MX BBIIOJIHEHUS OLEHEHO
YHUCIIOM OajIoB, OJM3KUM K MHUHHMAJILHOMY;
OpU  JONOMHUTENBHO  CaMOCTOATENBHOM
paboTe Haj MaTepualoM Kypca BO3MOXHO
HOBBIIIICHNE Ka4eCTBA BBINOJIHEHUS y4eOHBIX
3alaHuI

HeynosnerBopurenbHo

0-20

F — HeynoBIeTBOPUTEIBHO — TEOPETHUECKOE
CoZlep)KaHue Kypca HE OCBOCHO;
HEOOXOAMMBIE MPAKTHIECKHE HaBBIKH PabOThI
He C(HOpPMHUpPOBaHBL, BCE  BBINOJIHCHHbIC
yueOHbIe 3a/I1aHHs COJIEPIKAT TpyObIe OMIMOKHY;
JOMOJIHUTENIBHAs  CaMOCTOSATENbHas pabora
HaJ MaTepHaJloM Kypca He IpUBEIeT K
KaKOMy-THOO  3HaYUMOMY  IIOBBIILICHHUIO
KauecTBa BHINOJIHEHUS YUeOHBIX 3aJaHuH

He 3auteno

2. KOHTPOJIbHO-OHEHOYHBIE CPEJICTBA

2.1. OeHo4YHBIE CPEACTBA TEKYIIET0 KOHTPOJIS

IonGepuTe

IIpumep Tecrta

Tecrla

K cymecTButejJbHbiM  (1-10) cooTBeTCTByWOIIME MM

omnpejaesenus (a- j):

1.economy a. the amount of money for which something can be bought or sold

2.finance b. a person or organization that buys and sells, especially shares or insurance

3.cost c. a country’s money supply, trade and industry

4.price d. money received from work done, or from money invested or property
owned

S.money e. money as a resource for business and other activities

6.broker f. the amount of money paid or charged for goods or services

7.exchange g. means of payment, especially coins and banknotes




8.market h. giving or receiving something in return for something else
9.employment 1. the place where people meet for buying and selling
10.income J- regular paid work

IlonGepure K

BHecure cBOM 0TBeTHI B TA0JIMILY:
I 2 BUH P BT B 9 |HO

Tectlb

cymectBuTeabHbiM  (1-10) cooTBeTCTBYHOIIHE UMM

onpeaeyenus (a- j):

1.goods a. the act of doing business or carrying out a business deal
2.transaction |b. manufactured items or raw materials that are for sale
3.commerce ¢. an organization that holds money, important documents and other valuables in
safe keeping, and lends money at interest
4.employer d. a list showing how much you have to pay for services or goods received
S.account e. the buying and selling of goods and services
6.bank f. the desire of consumers to obtain goods and services
7.bill g. a person or company that pays people to work for them
8.cheque h. an arrangement between a bank and a customer that allows
the customer to pay in and take out money
9.demand i. a printed form that you use to pay for something instead of
using money
10.supply J- the amount of something that is available to use or buy

BHecuTte cBOM 0TBETHI B TA0JIHMIY:
I 2 B KB P67 BP9 N0

Tecrle

IHonoepure k cymecrButebHbIM (1-10) cooTBeTCTBYIOIIME UM ONpeAe/IeHUS
(a- j):

1.consumer a. a position of regular paid work

2.job b. an amount of money that a business organization has to spend on something

3.inflation ¢. a person who buys goods and services for his/her own use and not

resale

4.industry d. a continuing increase in the prices of goods and services

S.Joan e. the production of raw materials and goods

6.credit f. an amount charged for money borrowed

7.interest g. a sum of money paid into a bank or savings account




8.expense h. money or property used to produce wealth

9.deposit i. an arrangement with a shop, bank, supplier etc to buy something
now and pay for it later
10.capital J- money borrowed from a bank, financial institution, person etc on which

interest is usually paid to the lender until the loan is repaid

BHecure cBOM O0TBeThI B TA0JIMILY:

I 2B KB P67 I8P 10

2.2. OueHoYHbIE CPEACTBA IJIA MPOMEKYTOYHOM aTTeCTAlMU

1.

IlepeyeHb BONPOCOB K 3a4eTy

What is business communication, and how does it differ from everyday

communication?

2.

A

What are the key skills necessary for effective business communication?
How do cultural differences influence business communication styles?
What are some effective networking strategies for business events?

How does non-verbal communication play a role in a business context?
What steps should you take to prepare for a business meeting?

What questions should you ask when meeting a new business partner?
What are the main formats of business communication (e.g.,

correspondence, meetings, presentations)?

9

10.
11.
12.
13.
14.
15.
16.
17.
18.
19.
20.
21.
22.
23.
24.
25.
26.
27.

What are the key stages of conducting a business conversation?
How can you effectively conclude a business meeting?

What are the essential elements of a successful sale?

What persuasion techniques can be utilized during the sales process?
How important is understanding customer needs in the sales process?
How can you prepare an effective product presentation?

What are the main stages of the sales funnel?

How can customer feedback be used to boost sales?

What are the differences between B2B and B2C sales?

What role do online sales play in modern business?

What methods can be used to evaluate sales effectiveness?

How can you handle customer objections during a sale?

What are the main stages of developing a new product?

What key factors determine a product's success in the market?

How does market research contribute to product development?

How can SWOT analysis be utilized to assess a product?

What positioning strategies can be employed for a product?

What is the role of packaging and branding in product marketing?
How can you test a product before launching it in the market?




28. What are the main aspects of product pricing?

29. How can social media be used to promote a product?

30. What metrics can be used to evaluate a product's success?

31. What are the key components of a business financial report?

32. How do financial statements help in decision-making?

33. What is the importance of budgeting in business management?

34. How can financial ratios be used to assess a company's performance?

35. What are the differences between fixed and variable costs?

36. How does cash flow management contribute to business success?

37. What role does financial forecasting play in business planning?

38. How can businesses effectively manage their debt?

39. What are the main sources of business financing?

40. How do interest rates affect business investments?

41. How do cultural differences impact international business communication?

42. What are the challenges of operating in a global market?

43. How can businesses adapt their strategies for different international
markets?

44. What role does technology play in global business communication?

45. How do trade agreements influence international business operations?

46. What are the implications of globalization for local businesses?

47. How can companies address ethical concerns in global business practices?

48. What is the significance of corporate social responsibility (CSR) in a global
context?

49. How do language barriers affect international business negotiations?

50. What strategies can businesses use to manage cross-cultural teams?

51. How can Dbusinesses leverage technology to improve financial
communication?

52. What are the advantages and disadvantages of international financial
markets?

53. How can financial metrics be used to evaluate global business
performance?

54. What are the ethical considerations in financial reporting for global
companies?

55. How can cultural differences influence financial decision-making in
international contexts?

56. What role does negotiation play in securing international financing?

57. How can businesses effectively communicate financial risks to investors?

58. What are the trends in global financial regulations that businesses should be
aware of?

59. How can businesses balance profitability with social responsibility in a
global market?

60. What skills are essential for effective financial communication in an
international environment?

61. What are the trends in global financial regulations that businesses should be
aware of?



62. How can businesses balance profitability with social responsibility in a
global market?

63. What skills are essential for effective financial communication in an
international environment?

64. How can businesses prepare for economic fluctuations in global markets?

65. What is the impact of currency exchange rates on international business
transactions?

66. How can companies utilize financial analysis to mitigate global risks?

67. What strategies can businesses employ to enhance their financial resilience
globally?

68. How can effective communication improve stakeholder relationships in
financial matters?

69. What are the common pitfalls in financial communication for multinational
corporations?

70. How can businesses assess the financial health of potential international
partners?
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