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1 BBEAEHUE

BaxHyio 4acTh TEOpeTH4eCcKOi M MpodecCHOHANBHON MPAaKTUYECKOH MOATOTOBKH O0YyJaroIIuXcs
COCTaBJIAIOT IPAKTUYECKUE 3AHATHS.
CoctaB u coaepkaHHE NPAKTHMUECKUX 3aHATUN HalpaBlIeHbl Ha peanusanuio PenepaibHOrO
roCyJapCTBEHHOI0 00pa30BaTeNbHOIO CTaHIapTa CPEeIHEro NpophecCHOHAIBLHOIO 00pa30BaHUs C YyUETOM
II0JIy4aeMOU CIIEIIUAIBHOCTH.
Benymeld  nupakTudyeckod  LENbI0  IPAKTUYECKUX  3aHATHH  sABIsercs  (opMupOBaHME
npoeCCHOHATBHBIX MPAKTUYECKUX YMEHHUH (YMEHH MOHMUMATh OOIIUI CMBICI YETKO MPOM3HECEHHBIX
BBICKA3bIBAaHUI Ha M3BECTHBIE T€MBbI (MpodeccHoHaNbHbIe U OBITOBBIE), IOHUMATh TEKCThl Ha Oa30BbIE
npodecCHOHaTIbHBIE TEMBI; YYaCTBOBATh B JUAIOTaX HA 3HAKOMbBIE 00IIME W MPO(EeCCHOHATBLHBIE TEMBbI;
CTPOUTB IIPOCTHIE BBICKA3bIBAHUS O cebe U 0 CBOEH NMPO(heCcCHOHAIBHON NeATeIbHOCTH; IUCATh IPOCThIE
CBSI3HBIE COOOIICHMS Ha 3HAKOMBIC HJIM HMHTEPECYIOIIUe Mpo(hecCHOHATbHBIE TEMBI, MEPEBOAUTH (CO
CJIOBapeM) TEKCThl MPOQecCHOHAIbHON HANPAaBIEHHOCTH; YUTATh, IOHUMATh U HAXOAUTh HEOOXOJUMBbIE
TEXHUYECKHE JaHHBIC U MHCTPYKIMH B PYKOBOJCTBAaX B JIIOOOM JOCTYIHOM (hopMmaTe), HEOOXOIUMBIX B
nocieayomei yueOHol 1esTeabHOCTH.
B coorBerctBUM ¢ paboueld mnporpamMmoi yueOHON aucHUIUIMHBI «MHOCTpaHHBIN S3BIK B
po¢eCCHOHATBHOM 1A TeTbHOCTIY MPEAYCMOTPEHO MTPOBEACHNE PAKTUUECKUX 3aHATHUH.
BrimonHeHne mnpakTHUeCKUX padoT oOecredYrBaeT JOCTIKEHHE OOYYaroIIMMUCS —CIEIyFOIINX
pE3yJIbTaTOB:
VY1l nonp30BaThesi U3Y4EHHBIMH 0a30BBIMU IPAMMATUYECKUMU SIBJICHUSIMU;
VY12 Bectu Oecenly B CUTYyalUsIX IPOPECCHOHATIBHOIO OOILEHMS;
Va3 ydacTBOBaTh B OOCYXKIEHMHM NpoOJIeM Ha OCHOBAaHMHM IPOYMUTAHHBIX/ MPOCITYIIAHHBIX
MHOS3BbIYHBIX TEKCTOB, COOII0/1asl IPAaBUIIa PEYEBOI0 3TUKETA;

Y14 pacckasbiBaTh 0 CBOCH Oynymieit mpodeccnoHaIbHON ASSITeTbHOCTH, Pab0InX 00sI3aHHOCTSX
U MpaBUJIaX TEXHUKU 0€30MacCHOCTH;

Va6 untath ayTeHTUYHBIE TEKCThI MPO(ecCHOHATbHON HANpaBIE€HHOCTH, UCIIOJb3Yys OCHOBHBIE
BUABl 4YTEHUS (O3HAKOMMTENbHOE, M3ydarollee, IOMCKOBOe/ IPOCMOTPOBOE) B 3aBUCHUMOCTH OT
IIOCTaBJICHHOW KOMMYHHUKAaTUBHOM 3a]1a4u

Conepxanue JUCHMIUIMHBI OPUEHTHPOBAHO HA MOATOTOBKY OOYYaIOUIMXCS K OCBOCHHIO BHIIOB
JEeSTEIbHOCTH IPOrpaMMBbl MOATOTOBKHU CHEUAINCTOB CPETHETO 3BEHA O CIEUAIbHOCTH U OBJIAJICHUIO
CJIEAYIOIIMMHU IPOPEeCCHOHATBHBIMU U OOIIMMHU KOMIIETEHLIUAMU:

I1K 1.1. ITpoBoauTh c60p U aHamU3 UHPOPMALIMU O TOTPEOHOCTSIX CYOBEKTOB PhIHKA Ha TOBAphI
U YCIIyTH, B TOM YHCJI€ C UCIIOJIb30BaHUEM LU(PPOBBIX U HHPOPMALIMOHHBIX TEXHOJIOTHH.

IIK 1.2 YcranaBiauBaTh XO3SMCTBEHHBIE CBSI3M C MOCTABIIMKAMHU U TIOTPEOUTEISIMU TOBAapOB U
ycIyr, B TOM 4YHCIE C MPUMEHEHHMEM KOMMYHHMKAaTHUBHBIX BO3MOYKHOCTEH HCKYCCTBEHHOIO
MHTEJUIEKTA.

OK 01 Bri6upats crioco0b! pemeHus 3a1a4 npo(ecCHoHaIbHON e TeTbHOCTH IPUMEHUTENBHO
K pa3JIMYHbIM KOHTEKCTaM;

OK 02 Hcnonp3oBaThb COBPEMEHHBIE CpEICTBAa IIOMCKA, aHAIW3a M HHTEPIPETALUU
uHboOpMallul ¥ HMHPOPMAIMOHHBIE TEXHOJIOTMHU JJs BBINOJHEHUS 3a1ad MpodeccruOoHAIbHON
JESITEIbHOCTH;

OK 03 IInanupoBaTh M peaIM30BBIBATH COOCTBEHHOE MpO(eccHOHAbHOE U JIMYHOCTHOE
pa3BUTHE, IPEANPHUHUMATENBCKYIO JEATEIbHOCTh B MPodhecCHoHAIBbHOM cepe, UCTI0Ib30BaTh 3HAHUS
1o (MHAHCOBOM rPaMOTHOCTH B Pa3JIMYHBIX )KU3HEHHBIX CUTYallUAX

OK 04 D¢ dexTnBHO B3aMMOAECHCTBOBATH U Pa0OTaTh B KOJJIEKTHUBE U KOMAH/IE;

OK 09 INonp30BaThest PodecCHOHATHHOM JOKYMEHTAIINEH Ha TOCYIapCTBEHHOM U MHOCTPAaHHOM
SI3BIKAX

BeimonHenne oOydaromuMucs MpakTUYeCKUMX paboT mo yueOHoW nucuuruinHe «MHocTpaHHBIN
SI3BIK B IPO(ECCHOHATILHOM IeATEIFHOCTHY HAIPaBJICHO Ha!

- 0000wWenue, cucmemamuzayuio, y2uyonenue, 3aKpenienue, pazeumue u 0emanu3ayuro noay4eHHbIX
meopemu4ecKux 3HaHUull N0 KOHKPemHvlM memam y4eOHol OUCYUNIUHDBL;
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- popmuposanue ymeHuu NPUMEHAMb NOLYYEHHble 3HAHUA HA NPAKMuKe, peanu3ayuio eOuHcmea
UHMENIeKMYANbHOU U NPAKMUYECKOU 0eamenlbHOCMU,

- 8bLIPAOOMKY NpU peueHuU NOCMABIEHHbIX 3a0ai NPOPECCUOHANLHO 3HAUUMBIX KA4ecmes, MaKux
KaK camocmosmenbHOCmyb, OMEencmeeHHOCMb, MOYHOCMb, MBOPYECKAs. UHUYUAMUBA.

[IpakTrueckue 3aHATHS TPOBOJATCA B PAMKaX COOTBETCTBYIOIIEH TEMbl, IOCIE€ OCBOCHHS
TUAAKTUYECKUX €IUHULL, KOTOPble 00ECIeUnBalOT HAJINUMEe 3HaHUH, HEOOXOIUMBIX Ui €€ BBIIIOJTHEHHUS.



2 METOIMYECKUE YKA3AHUA

Tema 1.1 Mosi npodeccusi (mosryueHue od0pa3zoBanusi, npodeccuoHaJIbHbIE HABbIKH,
JAOMOJIHUTE/IbHbIE HABBIKH, JINYHOCTHbIE KA4eCTBa, MeCTa PadoThI
IIpakTuyeckoe 3ansiTue Nel-3

BBenenue u akTuBH3aLus JIEKCUYECKUX eUHUL TI0 TeMe. Utenue Tekcra no Teme «lIpodeccronansnoe
00pa3oBaHKe» C MOTHBIM ITOHUMAHUEM
Hesb: popMHUpoBaHUE JTEKCUUECKUX, TPAMMATHYECKUX U (POHETUYECKUX HABBIKOB O0YYaIOIINXCSL.
Bobinosinue padoty, Bl Oyere yMeTh:
- YUTaTh ayTEHTUYHbIE TEKCThl MPO(ECCUOHAIBLHON HalpaBIEHHOCTH, UCIOJIb3Yys OCHOBHBIE BU[IbI
9YTeHHs (03HAKOMUTENIBHOE, N3yJarolllee, MOUCKOBOE/ IIPOCMOTPOBOE) B 3aBUCHMOCTH OT IIOCTaBJIEHHOMN
KOMMYHHKAaTUBHOH 3a/1aun

Beinosinenue padorsl cnocodcTByeT GOpMUPOBAHUIO:

OK 01 BsiGupaTs crioco0Obl pemeHus 3a1a4 npohecCHOHABHON JeSITeIbHOCTH TPUMEHHUTEIBHO K
Pa3INYHBIM KOHTEKCTaM;

OK 09 Ilonp3oBaThcs mpodeccnoHalbHON JOKYMEHTAllMed Ha rocyAapCTBEHHOM M MHOCTPaHHOM
A3bIKAX.

MarepuanbHoe odecnieueHue: He Tpedyercs

3ananue:
VOCATIONAL EDUCATION

Vocational education is education hat prepares people to work as a technician or to take up
employment in a skilled craft or trade as a tradesperson or artisan. VVocational Education can also be seen as
that type of education given to an individual to prepare that individual to be gainfully employed or self
employed with requisite skills. VVocational education is known by a variety of names, depending on the
country concerned, including career and technical education, or acronyms such as TVET (technical and
vocational education and training) and TAFE (technical and further education).

A technician is a worker in a field of technology who is proficient in the relevant skill and
technique, with a relatively practical understanding of the theoretical principles.

An engineering technician is a professional trained in skills and techniques related to a specific
branch of technology, with a practical understanding of the relevant engineering concepts. Engineering
technicians often assist engineers and engineering technologists in projects relating to research and
development, or focus on post-development activities like implementation or operation. An engineering
technician is between a skilled craft worker and an engineering technologist.

Vocational education [TpodeccronambHO-TEXHHUECKOE 00pa30BaHUEe

to prepare

HOATOTOBUTH

to take up employment

YCTPOUTHCS Ha paboTy

a skilled craft

HCKYCHOC pEMCCJIO

trade

pemeco, mpodeccus, 3aHATHe

artisan

pPEMECIICHHUK

to be gainfully employed

OBITh BBITOJIHO TPYA0YCTPOSCHHBIM

requisite skills

HEO0OXOINMBIE HABBIKU

to depend on ...

3aBHCCTH OT ...

to include BKJIIOYATh

acronyms ab0peBuaTypsl

to train 00y4aTh, HOArOTABIUBAaTh, TPEHHUPOBATH
training [MOJITOTOBKA

further education

JIOTIOJIHUTEIIbHOE 00pa3oBaHKe
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https://en.wikipedia.org/wiki/Education
https://en.wikipedia.org/wiki/Technician
https://en.wikipedia.org/wiki/Tradesman
https://en.wikipedia.org/wiki/Artisan
https://en.wikipedia.org/wiki/TVET
https://en.wikipedia.org/wiki/TAFE
https://en.wikipedia.org/wiki/Professional
https://en.wikipedia.org/wiki/Skills
https://en.wikipedia.org/wiki/Scientific_technique
https://en.wikipedia.org/wiki/Technology
https://en.wikipedia.org/wiki/Engineers
https://en.wikipedia.org/wiki/Research_and_development
https://en.wikipedia.org/wiki/Research_and_development
https://en.wikipedia.org/wiki/Skilled_worker
https://en.wikipedia.org/wiki/Artisan

a technician TEXHUK

proficient OIIBITHBIH

relevant skill COOTBETCTBYIOIINI HaBBIK
relatively OTHOCHUTEIILHO

a field 001aCTh, OTPACIIb, IMOJIE

a specific branch KOHKPETHAs 0Tpacib

an engineering technician HUH)KEHEP-TEXHUK

to assist MIOMOTaTh

research UCCIIeIOBAaHKE, H3YUCHHE
development pa3paboTKa

activity JIeSTeNIbHOCTh, MeponpHsITUs
implementation peaau3arys

operation DKCILTyaTaIMs, OTIepaIlHsI
an engineering technologist HH)KEHEP-TEXHOJIOT
instrument readings noKa3aHus IpubOpPoOB

1. Reading Comprehension
A. True (T), False (F), or Not Given (NG)
1. Vocational education only prepares people for manual jobs like artisans. ()
2. TVET stands for "technical and vocational education and training."” ()
3. Engineering technicians work independently without assisting engineers. ()
4. A skilled craft worker has a higher level of training than an engineering technician. ()
B. Short Answer Questions
1. What is the main purpose of vocational education?
2. Name two alternative terms for vocational education.
3. What is the difference between an engineering technician and an engineering technologist?
2. Vocabulary
A. Match the words with their meanings:
1. Artisan
2. Proficient
3. Implementation
4. Gainfully employed
a) Skilled in a particular job
b) A worker in a skilled trade, often making things by hand
¢) Having a job that provides a good income
d) The process of putting a plan or system into action
B. Fill in the blanks with words from the text:
1. An engineering technician has a understanding of engineering concepts.
2. Vocational education helps people become or self-employed.
3. TVET is an acronym for
3. Grammar & Sentence Structure
A. Correct the mistakes:
1. "Vocational education is know by many names."
—
2. "An technician is worker in technology.”
—
4. Discussion & Critical Thinking
1. Pros and Cons: What are the advantages and disadvantages of vocational education compared to
university education?
2. Opinion: Do you think vocational education is as valuable as academic education? Why or why
not?
3. Prediction: How might vocational education change in the future with new technologies?
6




5. Test: Vocational Education (Multiple Choice — 20 Questions)
Choose the correct answer (a, b, c, or d).
1. What is the main goal of vocational education?
a) To prepare students for university degrees
b) To train people for skilled jobs or self-employment
c) To replace traditional high schools
d) To teach only history and science
2. What does TVET stand for?
a) Technical Vocational Engineering Training
b) Technical and Vocational Education and Training
¢) Trade and Vocational Employment Training
d) Technology and VVocational Education Theory
3. Which of these is another name for vocational education?
a) STEM
b) TAFE
c) MBA
d) PhD
4. What is an engineering technician?
a) A worker who only does theoretical research
b) A professional with practical technical skills
¢) A manager of engineering companies
d) A teacher in universities
5. What does TAFE stand for?
a) Technical and Further Education
b) Technical and Formal Education
c¢) Trade and Financial Education
d) Technology and Future Engineering
6. Vocational education is also called:
a) Academic education
b) Career and technical education
c) General studies
d) Liberal arts
7. An artisan is typically a:
a) University professor
b) Skilled craft worker
¢) Medical doctor
d) Software developer
8. Engineering technicians usually work with:
a) Only robots
b) Engineers and technologists
¢) Only customers
d) Only computers
9. Vocational education helps people become:
a) Only university professors
b) Unemployed
¢) Gainfully employed or self-employed
d) Only government workers
10. A technician is best described as:
a) Someone with no practical skills
b) A worker with hands-on technical skills
c) A person who only writes reports
d) A manager with no technical knowledge



11. Which of these jobs can vocational education prepare you for?
a) Astronaut
b) Electrician
c) President
d) Novelist
12. Vocational education is important because it:
a) Only teaches theory
b) Provides skilled workers for industries
c¢) Replaces all other forms of education
d) Focuses only on arts
13. What is the key difference between an engineering technician and an engineer?
a) Technicians only work in offices
b) Technicians focus more on practical tasks
c) Engineers never work with tools
d) Technicians have no technical skills
14. "Gainfully employed™ means:
a) Working without pay
b) Having a job that provides good income
¢) Being unemployed
d) Only working part-time
15. Which of these is NOT related to vocational education?
a) TVET
b) TAFE
c) PhD in Philosophy
d) Carpentry training
16. A person who repairs cars after vocational training is likely a:
a) Mechanic
b) Lawyer
c) Chef
d) Musician
17. What kind of understanding does an engineering technician have?
a) Only theoretical
b) Only artistic
¢) Practical and technical
d) No understanding of technology
18. Vocational education is most common in:
a) Only wealthy countries
b) Only schools without teachers
¢) Many countries worldwide
d) Only space programs
19. Which word best describes "proficient"?
a) Clumsy
b) Skilled
c) Lazy
d) Slow
20. What is a key benefit of vocational education?
a) It guarantees high-paying jobs immediately
b) It provides practical skills for employment
c) It replaces all other education systems
d) It only teaches ancient history

6. IIpouumams u vinucams 1064, 6blOCNIEHHbIE HCUPHBIM wWpudmom, svlyuums ouaroe «Professional
Education»



Anna: Hi, Mark! I heard you’re thinking about going back to school. What are you planning to study?
Mark: Hey, Anna! Yes, I’'m considering getting a professional certification in digital marketing. | want
to improve my skills and advance in my career.

Anna: That’s a great choice! Are you looking at colleges or online courses?

Mark: | prefer online programs because they’re more flexible. I can work and study at the same time.
What about you? Did you get any professional training?

Anna: Yes! Last year, | completed a vocational course in graphic design. It was intense but really
helpful for my job.

Mark: That’s awesome! Do you think professional education is better than a traditional university
degree?

Anna: It depends on the career. For technical jobs like IT, healthcare, or trades, professional training is
often more practical. But for fields like law or engineering, a degree might be necessary.

Mark: True. | also think apprenticeships and internships are valuable. They give real-world experience.
Anna: Absolutely! Hands-on learning is key. By the way, have you checked if your employer
offers tuition reimbursement? Some companies support continuing education.

Mark: Good point! I’ll ask HR. Thanks for the advice!

Anna: No problem! Good luck with your studies!

Mark: Thanks, Anna!

IHopsinok BbINOJHEHUS PA0OTHI:
1. O3HakoOMBTECH C JIEKCUUECKUMHU €IUHHUIIAMH 110 TEME.

[IpounTaiite TeKCT

BrinonHuTe JIEKCUKO-TPaMMAaTHUECKHUE YITPAXKHEHUS

OO6cyanTe B MUHUTPYIAX MPEICTaBICHHbBIE BOIIPOCHI.

BrimosmauTe TecT.

[TpounTaiiTe AuanOT, BHIMUIIUTE BBIJCIEHHBIE CII0BA, IEPEBEIUTE, COCTABHTE MOJOOHBIN JUAIIOT.
dopma npeacTaBJieHus pe3yabTaTa: BHIIOJTHCHHBIC 3a/1aHHUS.

ook wn

Kpurtepuu ouenku:

Ouenka «omauynoy BbICTaBiIgeTCS 3a 0€30IMO0YHYI0 paboTy, a TakXKe NMpH HaIUYUM B Hell 1
HerpyOoil ommoKH.

Ouenka «xopowio» BBICTABISETCA TPU HATUYMKM B IpakTHUeckol pabore 1-2 3anmaHwuii,
BBITTOJIHEHHBIX ¢ HE3HAYUTEIbHBIMHU OIINOKAMH.

Ouenka «yooenemeopumenbHo) BHICTABISETCS 33 MPAKTHUYECKYIO paboTy, B KOTOPOH JOMYIIEHBI
coJiepKaTeNIbHbIe OMTMOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX PaboTO# 3amanuii BeIOIHEHO, 30% U3 HUX
coJiepKat OLUIMOKH).

Ouenka «neyooenemeopumenbHo» BBHICTABISETCS 32 MPAKTHUECKYIO paboTy, KOTOpas COIECPKHT
rpyObIe OLIHOKH.

Tema 1.1 Most npodeccus (mosryuyenne o0pasoBanus, npoecCHOHAIbHbIC HABBIKH,
AONOJIHHUTEIbHbIC HABBIKH, THYHOCTHbIC KA4eCTBA, MeCTa padoThI)
IIpakTuyeckoe 3anaTue Ne4-5

Bemonuenue JII'Y no teme «Cucrema BpEMEH aHTIIMICKOTO TJ1aroyiay
Heab: @opmupoBaHue JIEKCUUECKUX, TPAMMATUYECKUX U (DOHETHUECKUX HABBIKOB 00Y4aIOIIHUXCS.
BoinosinuB padory, Bbl Oyere yMeTh:

= ITI0OJIB30BAaTLCA I/I3yIICHHI>IMI/I 6&30BI>IMI/I FpaMMaTquCKHMH SABJICHUSAMMUA IIO TEMC ((CI/ICTCMa BpeMeH
AHTJIMICKOIO TJ1aroja.



BoinosiHeHHe NpakTHYeCKOH padoThl cOcOOCTBYET (POPMUPOBAHNIO:

OK 01 Bpe16uparh ciocoOsl perieHus 3aaad npoecCHOHAbHON JIeATeIbHOCTH MPUMEHHUTEIIBHO K
pa3JIMYHBIM KOHTEKCTaM;

OK 02 Hcnons30BaTh COBpEMEHHBIE CPECTBA MTOUCKA, aHAIM3a U MHTEPIIPETAIui HHHOPMAIUU U
uH(GOPMAIIMOHHBIE TEXHOJIOTUH /ISl BBITIOJTHEHHS 33/1a4 MPOPECCHOHATBHON ACSITETbHOCTH;

MartepuanbHoe obecnieyeHue: He TpeOyeTcs.
3aganue:

1. ®oHeTHUECKaN 3aps/IKa

[s] - walks, works, checks, takes, helps

[z] - goes, does, gives, reads, feels, stays, calls

[iz] - watches, sneezes, catches, misses, washes, mixes

[t] - prescribed, asked, helped, listened, talked, finished, worked
[d] - played, recovered, lived, called, prescribed

[id] - provided, studied, collected, skated

2. Tabauna cucreMbl BpeMeH aHIJIMHACKOIO IJ1aroja
SIMPLE ‘ CONTINIOUS PERFECT PERFECT CONTINIOUS
P | Aricrme s -aﬂcnwaotm-o ' nrhﬁ—l MOMENT P, ‘T JeRCTane 8 I0UADM, KOTDPOS nweeT ? SRGCTINE SN 00S B AROWADM,
Pac o amsse | PANPESIOUGAN NPT, (VA | OIS C WACTORMMM (Do Ty natar | nposomeseTcn , &CTh
R Vunu Vesies) ‘ Oarsanuee Oy npugee B D Iy P TIT{AANTE Ot
E ) m am | {(he,she. HAS [he, e, 1) HAS
T The et Tmveitey] ety I8+ Vi s Viived) iR
s e - (b, g, | Is_ Ving | (1, we, yous, they) HAVE (1, W, you, they] MAVE
E > | Does Do | lwe, you they) Me
N TT‘.‘"*’TI E‘Q?n;t [ == hann't «V3, haven't +V3 “" Hann't been Ving, haven't been Ving
‘ L —— | "% am not, isa't, acen't + Ving [ "7 M VIT Have.. VT
T . | "7 Am_Ving? s Ving? Are.Ving? | T s beenVieg? Mave. Seen Ving?
r""‘”' sporclealiagy AR [ Just, akeady, never, ever, yet, 10 far
”: L SECOM (Rl S WONEIR. | Now, ot the momaent, st present recently, Wtely, s (month) soce, for, Wow ong...?
FaOnr st 08 20 AT B NDOLAOM | DOACTRAC § ONS0 2010 Hunsk MOV HT § | ACACTENS, KOTOPOE NDCUIOLN0 LAATE AOE DEACTING, 10D SN0
vc_dl»v¢. 1 K Vz‘nr'\;-u) | NPOWAOM, PR DEOIOS S8 SCTEME, | pasaaie ADYTOMO HEACTERA B ADOADM | M MOResst 00 § NDHOLUAOM B DO A ALy TV
oo RS g | OANCBCE Mematet 20 ACTRIA ARACTIAEOW B NPOULAOM
P |~ didn'tevGesed (vi)itl | (Lhe he. 1)  was HAD + V3/(Ved) HAD ¢ beent Ving
A |"roo+VBesed(v)lll | (weyouthe) were ¢ Vieg |
% or | " "hadn't + V2 " hadnt « been « Ving
s 2 A i PHOX " s, weren't + Ying | "yt V17 T Had..... been « Ving?
T Yesterday, last ago, in 1990, then, | 7" Was_.Ving? Were.... )
when | was. | Whde, se, when, 88 [morningl yesterdey ot § | Defore, sftar, by the time, by, whes For, unce, before, how long
| o~
‘ — M bl — e _
| 1 Byaywee aeocrave 2 olewamne | ACATINE B ONER PR D MOMENT § | Aedcrene, xoTopoe COREDLITTn .
E WILL+V | Gyaywmm | npeneaewowmy momensy s Gyayumm ; WILL+ MAVE « BEIN + Ving
v WILL + BE + Ving WILL + HAVE + V3 [{Ved)
- . " won't have been Ving
7 wen't WV
T | wi..v [ == weon't be Ving ; :; m::lnm v;’, 7" Will.....have been Ving?
v [ =2~ witt...__be Ving? | T Wil_have Vit
R | Tomorrow, toright, s, i ‘ by..fer
£ | 75 simve tomorrowinet week) ‘ Before, by the time, until, by then by the time.__for
| |

3. Open the brackets using Present, Past and Future Simple.
Model:

Like, likes — Present Simple.

Liked, went — Past Simple.

Will like — Future Simple.

She (to study) at the medical college in 2015.
She (to study) at the medical college in 2030.
She (to study) at the medical college every day.
| (to provide) medical help in 2023.

Who (to prescribe) her medicines yesterday?

I always (to do) my best.

She (to feel) bad last week.

| (to examine) her tomorrow.

She (to visit) me every day.

My friends often (to help) me.

RBoOooo~NoGO~wWDNE
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11. They (to spend) next summer together.

12. Doctor (to examine) you in a minute.

13.  Ann often (to go) to bed at 12 o’clock.

14, Ann (to go) to bed at 12 o’clock yesterday.

15.  Ann (to go) to bed soon.

1. Join the beginnings and ends to make sensible sentences.

1) After he had tried on 6 pairs of shoes

a) he decided he liked the first ones best.

2) After Mary had done all the shopping

b) he started going through the cupboards
downstairs.

3) When | had washed and dried the last plate

c) she took a short walk round the park.

4) When Mark had looked through all the
drawers in his room

d) he went to the café in the square for a cup
of coffee.

5) When he had finished eating lunch

e) Paul came in and offered to help.

2. Boi0epuTe npaBu/IbHbINH BAPDUAHT.
1. Water at 100 degrees.
a) boils
b) is boiling
¢) will boil

d) will have been boiling
2. The weather hotter and hotter.
a) gets
b) has been getting
C) is getting
d) get
3. The first modern Olympics
a) were taking place
b) took
c) have taken
d) had taken

in Athens more than a hundred years ago.

4. We 20 new buildings this year.

a) built

b) were building

c) had built

d) have built

5.1 always if the service is bad in restaurants.

a) -, complain

b) am complaining

¢) will be complaining
d) will complain

IHopsiiok BbINOJIHEHHs PA0OTHI:

1. [Tpouwnraiite cioBa, oOpaiiasi BHUMaHUE HA TPOU3HOIIICHHUE.
2. N3yunte Tabnuiry cucTeMbl BpEMEH aHTJIMMCKOTO S3BIKA.

3. Breimonnute ynpaxxknenus 3aganus Ne 3-4 .

4, Brmmmonaute Tect mo TeMe 3aganue Nes.

dopma npeacTaB/ieHUs] pe3yJbTaTa: BbINOJIHEHHbBIE 33JaHUS.

Kpurepum ouenku:
11



Ouenka «omauyno» BBHICTABIAETCS 3a 0€30MMO0YHYIO paboTy, a TakXkKe MpH HAIWYMM B HEeH 1
HErpyOoOii OIIMOKH.

Ouenka «xopowio» BBICTABISCTCA TPH HATUYMKW B TpaKTHUeCKol pabore 1-2 3amaHwuid,
BBINIOJTHEHHBIX C HE3HAYUTEIbHBIMHU OIIMOKAMHU.

Ouenka «y0o0enemeopumenbHo» BBHICTABISCTCS 3a MPAKTHUECKYIO paboTy, B KOTOPOH JOMYIIEHBI
coJiepKaTenbHble OMNOKHU (OOJBIIMHCTBO IPEYCMOTPEHHBIX pabOTON 3ajaHui BbINOIHEHO, 30% U3 HUX
coJiepKaT OLIUOKH).

Ouenka «Hey006/1emeopumenbHo» BHICTABISCTCS 32 MPAKTHUECKYIO paboTy, KOTOpas COAEPIKHUT
rpyObIe OLIHOKH.

Tema 1.1 Mosi npodeccusi (mossyueHue od0pa3zoBanusi, npodeccuoHaJIbHbIE HABBIKH,
JAOMOJIHUTE/IbHbIE HABBIKH, JINYHOCTHBbIE KA4eCTBAa, MeCTa padoThl)
IIpakTuyeckoe 3ansiTue Ne 6-7
Urenue u nepeBox Tekcra «MoM KOJIEIK».
CocraBiieHHE PEKIIaMHOTI0O ITPOCIEeKTa Mo Teme: « Mol KoJuie1:K»

I_[e.m,: CDOpMI/IpOBaHI/Ie JICKCUYCCKHX, I'PAMMAaTUYCCKHUX U (bOHeTI/I‘ICCKI/IX HAaBBIKOB o6yqa}0m1/1xc;1.

BeinosiauB padory, Bbl Oyaere yMeTh:

- YUTaTh ayTEHTHYHbIE TEKCThI NPO(ECCUOHAIBHON HAIIPaBIEHHOCTH, UCIOJIb3YSl OCHOBHBIE BHJIbI
YyTeHusl (03HaKOMHTEIbHOE, U3Yydarolllee, IOMCKOBOe/ IPOCMOTPOBOE) B 3aBUCUMOCTH OT IOCTaBJICHHOMN
KOMMYHUKaTUBHOW 3amauu 1o Teme «Mol KoJule[k»; NepeBOJUTh (CO CIIOBapeM) TEKCThI
npodeccuoHaIbHON HANpaBI€HHOCTH; MUCATh J1€JI0BOE MUCHMO, 3a0IHATh AHKETY, MMCbMEHHO U3JaraTh
cBezeHus o cede B popme, MPUHATON B CTpaHE H3y4aeMOTo S3bIKa.

BeinosiHeHHe npakTH4YecKoi padoThl cnocodOcTBYeT GOPMUPOBAHMIO:

OK 01 Bsibupats croco0sl pemieHus 3ajad npodeccuoHalbHON NeATeIbHOCTH IPUMEHUTENBHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 Vcnonbs30oBaTh COBPEMEHHBIE CPEACTBA MOMCKA, aHAJIN3a U UHTEpIpeTalui HH(OpMaLuu U
UH(POPMALIMOHHBIE TEXHOJIOTHH JUIs BBITOJIHEHHS 33]1a4 IPOPeCcCHOHATBHOM e TeTbHOCTH;

MarepuanbHoe ob6ecnieyeHue: He TpeOyeTcs.
3aganue:

1. Study new words. BelyunTe HOBbIE CJIOBA:

1. master /'ma:stor/ OBJIaJICBaTh (3HAHUSMHM H T. 11.)
2. deal with 3aHUMATHCS YeM-TH00
syn. to be busy with
3. research /r1's3:tf/ HUCCIIEI0OBaHNA
4. experience /1k sp1o.ri.ons/ OIBIT
5. graduate /gredz.u.ert/ from 3akoHUUTH (yueOHOE 3aBe/ICHHE)
6. get acquainted with MMO3HAKOMHUTHCS C
7. vocation n /vou ker.fon/ IIpU3BaHuE
8. trade npodeccus, peMeciio
2. IlepeBenuTe NMpei0KeHHsI ¢ HOBHIMH CJIOBAMH.

1. He quickly mastered the plastering technique.
Can you deal with this gentleman's complaint?
3. Students got acquainted with new computer program.

12
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| feel I've found/missed my true vocation.

Most builders regard their profession as a vocation, not just a job.
She went to college to learn a trade.

He's a carpenter by trade.

No ok

3. IlepeBeauTte HA pyccKHii SJKBUBAJIEHTHI:

Department, electricians, construction methods, progressive technology, profession, expansion,
modernization, machines, academic plan, program, practical, professional, campus, administrative block,
hostels, lectures, laboratory, modern devices, stands, diagrams, posters, laboratory tests, report,
experimental work, conferences, computer programs, information, site, hobbies, activity, social life.

4. TlpoumTaiiTe U MepeBeIUTE MMCbMEHHO TEKCT.

We are second-year students of Multidisciplinary College. The whole process of studying deals
with mastering new construction methods and progressive technology in construction and design of
building structures.

While at school | was interested in physics and mathematics and | decided to become a builder.
Everybody knows that it is a very useful and interesting profession nowadays and | hope that it is my true
vocation.

Our builders are busy with the expansion and modernization of the building material industry, the
introduction of new machines and progressive methods of construction.

Our College is one of the newest and largest vocational education establishments in Magnitogorsk.
The campus consists of a number of buildings, including the teaching block, administrative block, library,
sports centre and hostels. The overall number of students studying at the college in the daytime and extra
mural departments is about three thousand. Most of them live in the hostels, the others live either with
their families or else they rent flats or rooms.

Our College teaching staff is always at the cutting edge of science. It’s a great pleasure to listen to
the lectures, work in the laboratories or workshops where there are many modern devices, appliances and
machines. Different stands, diagrams, tables and posters are at our disposal. We do laboratory tests and
practice at different building trades such as plastering, brickwork and painting. Many of us carry out
research work and make reports about our experimental work at students’ scientific conferences. So the
students are involved in scientific research.

I try to study well, so it’s obvious that I attend all the lectures and miss them only if I have a good
excuse. My favorite subjects are Engineering Drawing, IT, Building Materials and Units, Basic Geodesy,
PT and English. I'm keen on computer programs. | like working with numbers and reading articles about
building innovations. There is a lot of information in different sites, and they are in English as a rule.

I love my College and quite convinced that it’s great to be a student. We have enough time for
hobbies and different activities, so student’s social life is very interesting. I’'m quite convinced that
college studentship is the best in life!

Hajigure 3KkBUBaJIEHTHI:

CTYJEHTBI BTOPOTO Kypca MHOTronpoduisHOro Kouiemka
npodeccuoHaibHOE 00pa30BaTEILHOE YUPEHKICHHE
JTHEBHBIC U 3a0YHBIC OTACTICHUS

Ha TIepeHEeM Kpae HayKH

paboTaTh B 1aOOPATOPHSIX U MAaCTEPCKUX

B HAIlIEM PacTOPsSHKCHUH

CTpOUTENbHbIE Tpodeccun

Hay4JHbIE KOH(epeHIINH

BOBJICKATh B HAYYHBIE HCCIICTOBAHUS

©Co~NouAwNRT
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10. mocemartk Bce JIEKITUU
11. wuMeTh yBaXUTENbHYIO IPUUUHY
12. pa30buparbcsi B KOMIIBIOTEPHBIX IPOTrpaMMax

. OTBeTbLTE HA BOIIPOCHI:

Where do you study?

What does the whole process of studying deal with?

What were you interested at school?

What our builders busy with?

What subjects do you study?

Why is it necessary to know English for a good specialist?
What do you do in the laboratories and workshops?

NoorwhE o

7. CocTaBbTe peKJIAMHBIN MPOCIEKT 0 CBOEM KOJLIEIKe.

IHopsinok BbINOJHEHUS PA0OTHI:

3anuinTe HOBBIE clIoBa 3ajanue Nel.

BeimonauTe ynpakaenus 3aganus Ne 2-3 .

[IpounTaiite u nepeBeauTe TEKCT 3a1aHue No4.

Haiinure sKkBUBaJIEHTHI K IEPEBOY CIIOBOCOUETaHUM 3aaaHue NoS.
OTBeThTE MUCHMEHHO HA BOMPOCHI 3a1aHue Nob.

CocrtaBbTe peKkIaMHbIN MTPOCHEKT 3a1anue Ne7.

oukrwdE

dopma npeacTaB/IeHUs] pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.
Kpurepun onenkmu:

Ouyenka «omauunoy» BbICTaBIsETCS 3a 0€301IMO0YHYI0 paboTy, a Takke NMpU HAIUYUU B HeH 1
HerpyOoil ommoKH.

Ouenka «xopowio» BbBICTABISeTCA TPU HATUYMKM B IpakTHUeckod pabote 1-2 3amaHwuii,
BBITTOJIHEHHBIX ¢ HE3HAYUTEITbHBIMHU OIINOKAMH.

Ouenka «y0oenemeopumenbHo) BHICTABISETCA 3a NMPAKTHUECKYIO paboTy, B KOTOPOM JOMyIIEHBI
coJiepKaTeNIbHbIe OMTMOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX PaboTO# 3amannii BeIOIHEHO, 30% 13 HUX
coJiepKat OLUIMOKH).

Ouenka «neyo0e1emeopumesibHo» BHICTABIISETCS 32 MPAKTHYECKYIO paboTy, KOTOpast COJEPIKUT TPyObIe
OLIMOKH.

Tema 1.1 Mosit npodeccus (mosryuenne odpasoBanus, npoeccuoHAIbHbIE HABBIKH,
JAONMOJIHHUTEIbHbIC HABBIKH, THYHOCTHbIEC KA4eCTBA, MeCTa padoThI)

IIpakTnyeckoe 3ansaTue Ne§-9
Mos npodeccusi: BBeIeHHE M aKTHBHU3ALUS JICKCUYECKUX €TMHHIL

Hesab: popMupoBaHUE JTEKCHUECKUX, TPAMMATHYECKUX U (DOHETUYECKUX HABBIKOB O0YYaIOIIHUXCS.
Beinosinue padory, Bbl Oyaere yMeThb:
- pacckas3blBaTh O CBOed Oyayiel mpodeccHOHAIbHON AEATENbHOCTH, pabounX O0S3aHHOCTSX U
IpaBUJIaX TEXHUKH O€3011aCHOCTH;
- YUTATh ayTEHTHUYHBIE TEKCTHI MPOPECCUOHATHLHON HANPaBIEHHOCTH, UCIIOIb3Ys. OCHOBHBIE BUIbI
YTeHUs (03HAKOMHTEIbHOE, U3Yy4arollee, MOMCKOBOE/ IPOCMOTPOBOE) B 3aBUCUMOCTH OT IOCTAaBJICHHON
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KOMMYHUKATUBHOM 3a1a4u

Boinosinenue padorsl cnocodcTByeT OpMUPOBAHUIO:

IIK 1.1. Ucnonap30BaTh KOHCTPYKTOPCKYIO M TEXHOJOTHYECKYIO JOKYMEHTAIIUIO MPHU pa3paboTke
TEXHOJIOTMYECKUX MPOIECCOB U3rOTOBJICHUS JIeTaJeH MaIIuH

OK 09 Tlons3oBarbcsi MPOPECCHOHATBHONW TOKYMEHTAIMEH Ha TOCYAapCTBEHHOM M MHOCTPAHHOM
SA3BIKAX.

MarepuanbHoe obecniedeHune: He TpeOyeTCs

3aganue:

1. Ilpouumaiime mexcm, 8blnoaHUME NEPEBOO .

Sales & Retail: Sales Manager — oversees sales teams and strategies; Retail Manager — manages
store operations; Merchandiser — optimizes product displays and stock; Sales Representative — sells
products to clients; E-commerce Specialist — manages online sales platforms. Marketing &

Trade: Marketing Manager — develops promotional campaigns; Brand Manager — maintains brand
identity; Trade Marketing Specialist — boosts product demand in retail; Market Research Analyst —
studies consumer trends. Supply Chain & Purchasing: Purchasing Manager — negotiates with suppliers;
Logistics Coordinator — organizes product distribution; Supply Chain Manager — optimizes delivery
networks. Entrepreneurship & Business Development: Business Owner — runs a trade business; Franchise
Manager — oversees franchise operations; Business Development Manager — expands market

reach. Customer Relations: Account Manager — maintains client relationships; Customer Service
Representative — handles inquiries and complaints. Finance & Analytics: Retail Analyst — evaluates sales
data; Pricing Specialist — sets competitive prices. International Trade: Import/Export Manager — handles
cross-border transactions; International Sales Manager — expands business globally. These roles offer
diverse opportunities in the commerce sector.

2. Bvinonnume 3a0anus K mekcmy:
a. YCTaHOBHU COOTBETCTBUS:
1. Sales Manager
2. Merchandiser
3. E-commerce Specialist
4. Supply Chain Manager
5. Market Research Analyst
a) Optimizes product displays and stock levels in stores.
b) Oversees sales teams and develops strategies to increase revenue.
c) Manages online sales platforms and digital transactions.
d) Studies consumer trends and market demands.
e) Optimizes delivery networks and logistics.
b. 3amomHu npomycku cioBaMu:
1. A negotiates with suppliers to get the best prices for products.
analyzes sales data to improve retail performance.
manages franchise operations and ensures brand consistency.
handles cross-border transactions and international regulations.
maintains relationships with key clients and ensures customer satisfaction.
C. 3aMeHHU BBIJCJICHHBIC CJI0BA CHHOHUMAaMMU.
1. A person who organizes product distribution is called a Logistics Coordinator.
2. A Brand Manager works on maintaining a company’s image.
3. A Business Development Manager helps a company grow into new markets.
d. BepHO Hii HEBEpHO BBICKAa3bIBaHHUE!
1. A Merchandiser is responsible for managing staff in a retail store.
2. An International Sales Manager focuses on expanding business globally.
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3. A Pricing Specialist analyzes consumer behavior.

3. BriOepeTe oiMH BOIIPOC, JaiiTe pa3BepHYTHIH OTBET MUCHMEHHO:
Which job in commerce requires the most communication skills? Why?
How does an E-commerce Specialist differ from a Retail Manager?
Would you prefer working in sales or supply chain? Give reasons.

Iopsiaok BbINOIHEHUS PA0OTHI:
1. TlpouuTaiiTe U MEpPEeBEAUTE TEKCT.
2. Beimonnute 3amanus Ne a-d.
3. HanwummTte MuUHM 3cce Ha BEIOpAHHBIN BOIIPOC.

(I)opMa npeacTraBjJdCHus pedyjabTaTa: BbIIIOJTHCHHLIC 3aJaHUA.

Kpurepum ouenku:

Ouenka «omauynoy BBHICTABIAETCS 3a 0€30mMO0YHYIO paboTy, a TakKe NMPH HATMYUH B HEil 1
HEerpyOoil ommoKH.

Ouenka «xopowio» BBICTABISCTCA TPH HATUYMW B TpaKTHUECKoW pabore 1-2 3amaHuid,
BBINOJIHEHHBIX ¢ HE3HAYUTEIbHBIMU OIINOKAMH.

Ouenka «y0oeiemeopumenbHo) BHICTABISICTCS 33 MPAKTHUYECKYIO paboTy, B KOTOPOW JOIYIIEHBI
coJiepKaTeNbHble OMNOKYU (OOJBIIMHCTBO IPEIYCMOTPEHHBIX pabOTON 3ajaHuil BbIOIHEHO, 30% 13 HUX
coJiepKaT OLIUOKN).

Ouenka «Hey0061emeopumenbHo» BHICTABISCTCA 3a MPAKTHUECKYI0 padoTy, KOTOpas COAEPIKUT
rpyOble OIMOKHU

Tema 1.1 Most npodeccus (mosryuenne o0pasoBanus, npoecCHOHAIbHbIC HABBIKH,
AONOJIHUTE/IbHbIC HABBIKHU, THYHOCTHbIE Ka4eCcTBa, MeCTa padoThl)

IIpakTuyeckoe 3anaTue Nel(-11.
Most npodeccusi: npodeccuonanbublie (hard) u HagnpodeccuonanbHbie (soft) HABBIKK U YMEHHSL.
TpeboBanus padboTonatenel K pabOTHUKY

Heab: GpopmupoBaHue JEKCUYECKUX, TPAMMAaTHYECKUX U (POHETUYECKUX HABBIKOB O0YYaIOLIUXCS.

Bbinosnus padoty, Bbl Oyaere yMeThb:

- yyacTBOBaTb B OOCYXJIEHHMM MpoOJieM Ha OCHOBAaHMU NPOYUTAHHBIX/ MPOCIYIIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOJII0/1as PaBUJIa PEYEBOT0 STUKETA,

- pacckas3bpIBaTh O CBOCH Oymyriei mpodeccuoHaIbHON NESTeTbHOCTH, padounx OOS3aHHOCTSIX H
NpaBUiIaxX TEXHUKH O€30MacHOCTH.

Boinosinenue padorsl cnocodcTByeT GopMHUPOBAHUIO:

IIK 4.1 - VYcranaBnuBaThb M HAcCTpaWBaTh TEXHUYECKHE M IIPOrpaMMHO-aNlapaTHbIE CPEACTBA
KOMITBIOTEPHBIX CETEM;

OK 09 Ilonp3oBatbes MpohecCHOHATBHOW JOKYMEHTAlMel Ha rocy1apCTBEHHOM M MHOCTPAaHHOM
A3BIKAX.

MarepuanbHoe obecniedenune: He TpeOyeTcs

3ananue:
1. OsnakomsbTech ¢ onpeneaenusimu Soft skills, Hard skills.
Soft skills are personal habits and traits that shape how you work, on your own and with others.
Effective communication, for example, is a key soft skill many employers seek. Some others include
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dependability, effective teamwork and active listening.
Hard skills are technical knowledge or training that you have gained through any life experience,
including in your career or education.
2. Jlekcuko-rpammatuuyeckue 3aganus k Soft skills, Hard skills

3aoanue na coomsemcemsue (Matching Task)
CoequHNTE AHTJIHHCKHE CJIOBA M (Pa3bl M3 TEKCTA ¢ MX PYCCKHMH YIKBHBAJEHTAMH.

English Russian

1. Active listening a. JKu3HeHHBI# OmbIT

2. Hard skills b. UepTsl xapakrepa

3. Employers c. Obyuenue

4. Teamwork d. HanéxHocTh

5. Life experience e. PaGoronarenn

6. Education f. T'nOkue HaBbIKK

7. Work g. D dexTuBHOE 0OMICHNE
8. Technical knowledge h. Kapsepa

9. Soft skills 1. TexHn4yeckue 3HaHUS
10. Dependability j. Pabora B xomanie
11. Traits k. PaGoTa

12. Effective communication 1. XKécrkue HaBbIKU

13. Career m. JInuHbIe IPUBBIUKH
14. Personal habits n. O6pa3oBanue
15. Training 0. AKTHBHOE CITyIIIaHNE

1. What are soft skills primarily concerned with?

a) Technical expertise in a specific field

b) Personal habits and how you interact with others

c¢) Formal education and certifications

d) Physical abilities and manual labor.

2. Which of the following is NOT mentioned as a key soft skill in the text?
a) Effective communication

b) Computer programming

c¢) Dependability

d) Active listening

3. How can hard skills be acquired, according to the text?
a) Only through university degrees

b) Exclusively through on-the-job training

¢) Through any life experience, including career or education
d) By practicing sports regularly

4. Why might employers value soft skills like teamwork?
a) They replace the need for technical knowledge
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b) They ensure employees can work well with others
c) They guarantee faster promotions

d) They eliminate the need for hard skills
3.1Ipouumatime mexcm:

Hard and Soft Skills of a Computer Technician

Hard Skills (Technical Abilities)

1.

N kWM

Hardware Repair & Maintenance — Diagnosing and fixing PCs, laptops, servers, and
peripherals (printers, routers).

Operating Systems — Installing/configuring Windows, Linux, macOS; troubleshooting OS errors.
Networking Basics — Setting up LAN/Wi-Fi, IP configuration, VPN, firewall management.
Software Troubleshooting — Resolving driver conflicts, malware removal, software installation.
Data Recovery & Backup — Retrieving lost files, disk cloning, RAID configuration.

Security Fundamentals — Basic cybersecurity, antivirus setup, patch management.
Virtualization — Knowledge of VMware/Hyper-V for virtual machines.

Scripting Basics — Automating tasks with PowerShell/Bash.

Soft Skllls (Personal Abilities)

=

Noakown

arONE

7.
8.

9.

Problem-Solving — Quickly identifying and resolving technical issues.
Communication — Explaining tech problems to non-technical users clearly.
Patience & Customer Service — Helping frustrated clients with empathy.
Time Management — Prioritizing tasks in a busy IT support environment.
Adaptability — Learning new technologies (e.g., Al tools, cloud systems).
Teamwork — Collaborating with IT departments or external vendors.
Attention to Detail — Noticing small errors before they cause big problems.

What are the two main categories of skills mentioned for computer technicians?

List three specific hard skills required for hardware maintenance.

Why is knowledge of operating systems important for a computer technician?

Which skill would be most important when helping a frustrated client whose computer won't start?
How might scripting skills (like PowerShell/Bash) benefit a computer technician in their daily
work?

Compare the importance of hardware repair skills versus networking skills for a computer
technician.

Why do you think adaptability is listed as a crucial soft skill in this field?

Which do you think is more challenging to develop - the hard skills or soft skills of a computer
technician? Why?

How might the required skills for this profession change in the next 5-10 years?

10. If you were training to become a computer technician, which three skills from this list would you

focus on developing first and why?

Iopsiaok BbINOIHEHUs PA0OTHI:

1. O3nakombTech ¢ onpenenenusmu Soft skills, Hard skills.

2. BpINoaHUTE TEKCUKO-TPAMMAaTHUECKUE 3a/IaHHUS.

3. O3HaKOMBTECH € TPOPECCHOHATIEHBIMU HaBBIKAMH TI0 CBOEH CITEIIUATLHOCTH.
4. BpINOMHUTE TEKCUKO-TPAMMATHYECKUE 3a/IaHHUS.

CI)opMa NnpeacTraBJdeHUs pe3yjabTaTa: BbIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouenka «omauyno» BBICTaBIIAETCS 3a 0€30IIMO0YHYIO paboTy, a Takke NpU HaIU4YUM B Hel 1

HEerpyOoi OImoKu.

Ouenka «xopouwio» BBICTABIAETCS TpPU HATUYUM B TpakTUUYeckod pabore 1-2 3amanHwii,

BBIIOJIHEHHBIX C HE3HAYUTEILHBIMHI OIIHOKAMH.
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Ouyenka «y0o61emeopumenbHo» BBICTABIIAETCS 3a NMPAKTUYECKYIO padOTy, B KOTOPOW TOMYIIEHbI
coJiepKarenbHble OMNOKHU (OOJIBIIMHCTBO IPETYCMOTPEHHBIX pabOTON 3aJaHUi BbINONIHEHO, 30% U3 HUX
coJiepkKaT OLIUOKH).

Ouyenka «Hey0061emeopumeIbHO» BBHICTABISICTCS 3a MPAKTHYECKYI0 padOTy, KOTOpast CONEPIKUT
rpyOble OIMOKHU

Tema 1.1 Mosi npodeccusi (moayuyeHue o0pazoBanusi, npodeccuoOHAIbHbIE HABBIKH,
JAOMOJIHUTE/IbHbIE HABBIKH, JINYHOCTHBbIE KA4eCTBa, MeCTa padoThl)

IIpakTnyeckoe 3ansaTue Nel2-13.
Mos npodeccusi: BO3MOXKHbBIE BAPHAHThI TPYAOYCTPOICTBaA (MecTa paboThl)

Heab: @dopmupoBaHHE YMEHH MEpPeBOIUTH (CO CIIOBapeM) TEKCThl MpodecCHOHATbHON
HampaBieHHOCTH «Mosi mpodeccusi: BO3MOXKHBIE BapHUaHTBl TPYJOYCTPOWCTBA»; CTPOUTH IPOCTHIE
BBICKa3bIBaHUSI O cebe U O cBoel MNpodecCHOHANBHON NEeSTENbHOCTH; IUCAaTh MPOCThIE CBSI3HBIC
COOOIICHUS Ha 3HAKOMBIE HJIM HHTEPECYIONIHe MPO(HeCCHOHATEHBIC TEMBI

BeinosinuB padory, Bbl Oyaere yMeTh:

- y4acTBOBaTh B OOCYXKJIEHUHM MpoOJEeM Ha OCHOBAaHMHM NPOYUTAHHBIX/ TPOCITYIIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOIIOAAsI MPaBUiIa PEUYEBOT0 ITHKETA,

- pacckasbiBaTh O CBoel Oymymiel mpodecCHOHABLHOW NESATEIbHOCTH, paboInX OO0S3aHHOCTAX H
IpaBHUJIaX TEXHUKU O€30MaCHOCTH;

Boinosinenue padorsl cnocodcTByeT GOPMHUPOBAHMIO:

[IK 4.1 - VYcranaBnuBaTh M HacTpauBaTh TEXHUYECKHE U IPOTPAMMHO-AINIApaTHbIE CPeICTBa
KOMITBIOTEPHBIX CETEM;

OK 09 ITonp3oBatbes MpohecCHOHATBHOW JOKYMEHTAlMel Ha rocy1apcTBEHHOM M MHOCTPAaHHOM
A3BIKAX.

MarepuaiabHoe obecnedenne: He TpeOyeTcs

3ananue:
Possible Employment Options:

The modern job market offers diverse employment arrangements to suit different needs. Traditional full-
time positions provide stable income and benefits, while part-time jobs offer flexibility. Freelance and
contract work allows professionals to choose projects independently. Temporary employment fills short-
term needs, and internships/apprenticeships provide entry-level experience. Remote work enables location
independence, and hybrid arrangements combine office and home work. Self-employment and
entrepreneurship appeal to those seeking autonomy. Seasonal work accommodates fluctuating demand in
industries like tourism or retail. The gig economy connects workers with short-term tasks through
platforms like Uber or Fiverr. Consulting services leverage specialized expertise for businesses.
Volunteer work builds skills and networks while contributing to causes. Agency work matches candidates
with employers for temporary or permanent roles. Shift-based employment suits healthcare, hospitality,
and manufacturing sectors. Project-based hiring focuses on specific deliverables within set timelines.
Zero-hours contracts provide maximum flexibility but less stability. Other options include job sharing,
where two people split one role, and portfolio careers combining multiple income streams. Franchise
ownership offers a middle ground between employment and entrepreneurship. Some professionals choose
interim management roles during organizational transitions. Academic and research positions exist in
universities and think tanks. Government and civil service jobs provide public sector stability. Creative
fields often rely on royalty-based or commission earnings. Non-traditional paths include digital
nomadism, influencer marketing, or participating in clinical trials. The sharing economy creates peer-to-
peer work opportunities like Airbnb hosting. Crowdsourcing platforms offer micro-task earnings. Retirees
may pursue encore careers or bridge employment. Rehabilitation programs offer supported employment
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for people with disabilities. Startups often provide equity-based compensation. Global opportunities
include expatriate assignments and transnational remote work. Emerging fields like Al training and
sustainability consulting create new niches. Military service and peacekeeping remain structured career
paths. Seasonal migration work is common in agriculture. Entertainment industry jobs often follow
project cycles. Religious and community leadership roles blend vocation and employment. Au pair and
exchange programs combine work with cultural immersion. The variety of modern employment models
allows individuals to tailor work to their lifestyle, skills, and goals while meeting evolving business needs
in a dynamic economy.

2. Omseemums Ha BONPOCHI:

What are the main differences between full-time and part-time employment?
How does freelance work differ from temporary employment?

What industries commonly use seasonal work arrangements?

What are the advantages and disadvantages of gig economy jobs?

How does hybrid work combine different employment models?

arONE

IMopsinok BHINOJIHEHHS PAdOTHI:
1. TlpouuTaiiTe ¥ MEPEBEIUTE TEKCT.
2. OTBeThTE Ha BOMPOCHI.

dopma npeacTaB/ieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.

Kpurtepun ouenku:

Ouyenka «omauunoy» BbICTaBIseTCS 3a 0€30MIMO0YHYI0 paboTy, a TakKe NpU HaIMYMU B Hel 1
HerpyOoil omuoKH.

Ouenka «xopowio» BbBICTABISETCA TpPU HATUYMK B MpakTHUeckod pabore 1-2 3anmaHwuii,
BBITTOJIHEHHBIX ¢ HE3HAYUTEIbHBIMU OIINOKAMH.

Ouenka «y0oenemeopumenbHo) BHICTABISETCS 33 MPAKTUUYECKYIO paboTy, B KOTOPOW JOMYIIEHBI
coJiepKaTeNIbHbIe OIMTHMOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX PaboTO# 3amanuii BeIOIHEHO, 30% U3 HUX
coJiepKat OLUIMOKH).

Ouenka «ney0o61emeopumenbHo» BHICTABISETCS 32 MPAKTHUECKYI0 padOTy, KOTOpas COAEPIKUT
rpyOble OIIMOKH

Tema 1.1 Mosit npodeccus (mosryuenne odpasoBanus, npoeccuoHAJIbHbIE HABBIKH,
JAONOJIHUTEIbHbIC HABBIKH, THYHOCTHbIC KA4eCTBA, MeCTa padoThI)

IIpakTnyeckoe 3ansaTue Nel4-15.
Most mpodeccusi: JOMKHOCTHBIE 00s13aHHOCTH ((PYyHKITMOHATBHAS KapTa)

Hean: dopmupoBanwe yMEHHUNW CTPOUTH TIPOCThIE BBICKA3bIBaHUA O cebe W O CBOeH
npodecCUOHATIBHON 1eSTeTbHOCTH; YUTATh, TIOHUMATh U HAXOJIUTh HEOOXOAUMBIE TEXHUUECKUE TaHHbIE
U MHCTPYKIUMHU B PYKOBOJICTBaX B JIFOOOM JIOCTYITHOM ¢opmaTe 1o teme «Mos nmpodeccusi: ToIKHOCTHBIE
0053aHHOCTH.

Beinosinue padory, Bl Oyaere yMeThb:

- pacckas3blBaTh O CBOEH OyayIiel mpodeccHoHaNbHOU AESITeNbHOCTH, PAaOOUMX O0S3aHHOCTIX U
IpaBHJIaX TEXHUKU O€30M1aCHOCTH.

Boinosinenue padoTsl cnocodcTByeT GopMHUPOBAHUIO:

IIK 4.1 - VYcranaBiuBaThb M HAacTpaWBaTh TEXHUYECKHE M IIPOrpaMMHO-allapaTHbIE CPEACTBA
KOMIIBIOTEPHBIX CETEH;

OK 09 ITonp3oBarbes MpohecCHOHAIBHOM TOKYMEHTalUel Ha rocy1apcTBEHHOM W WHOCTPaHHOM
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SI3BIKAX.
MatepuanbHoe obecrniedeHue: He TpeOyeTcs

3amanmue:
Job Responsibilities of Specialists
1. Ilpouumamo, nepesecmu mexcm:

HR Specialist: Recruit, interview, and assess candidates; onboard new employees; manage
records, benefits, and payroll; handle employee relations and conflict resolution; ensure compliance with
labor laws. IT Specialist: Install and maintain hardware/software; troubleshoot technical issues; monitor
network security; manage backups and recovery; assist in IT policy development. Marketing
Specialist: Develop and execute campaigns; conduct market research; manage social media and content;
collaborate with designers; track performance metrics. Financial Specialist/Accountant: Prepare financial
statements and budgets; process invoices and payments; ensure tax compliance; conduct audits; provide
financial advice. Customer Support Specialist: Respond to inquiries via phone/email/chat; resolve
complaints; maintain records; assist with troubleshooting; gather feedback. Sales Specialist: Identify new
business opportunities; build client relationships; present products/services; meet sales targets; analyze
market trends. Logistics Specialist: Coordinate shipments and inventory; track deliveries; communicate
with suppliers/carriers; ensure shipping compliance; resolve logistics issues.

2. 3adanus:
1. BepHo/ueBepHo:
Read the statements and mark them as T (True) or F (False).
a) An HR Specialist is responsible for employee recruitment and payroll.
b) IT Specialists do not handle cybersecurity issues.
c) Marketing Specialists analyze campaign performance but do not create content.
d) A Financial Specialist prepares budgets and ensures tax compliance.
e) Customer Support Specialists only communicate via phone.
2. CooTHeCTH:
Connect the job title with the correct responsibility:
1. HR Specialist
2. IT Specialist
3. Sales Specialist

a) Negotiates contracts and meets sales targets.

b) Conducts employee orientation programs.

c) Installs software and troubleshoots technical problems.

3. 3aMoIHUTD MPOMYCKU CIIOBAMHU:
Complete the sentences with words from the text:

a) A manages social media and analyzes consumer trends.
b) Logistics Specialists coordinate and optimize supply chains.
¢) Financial Specialists prepare and conduct audits.

4. OTBETUTH Ha BOIPOCHI:

Answer in 1-2 sentences:

a) What are two key duties of a Customer Support Specialist?

b) How does an IT Specialist contribute to data safety?

¢) Why is market research important for a Marketing Specialist?

5. Hamucars nuasor:

Choose one specialist role (e.g., Sales, HR, IT) and write a dialogue where they explain their main
responsibilities to a new colleague.

Iopsiaok BbIMOIHEHUs PA0OTHI:
1. IIpounTaiiTe TOTKHOCTHBIE HHCTPYKIIUH.
2. BbINoaHUTE JIEKCUKO-TPAMMATHUYECKUE YIIPAXKHEHUS.
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3. [IpouunTaiiTe TEKCT, BHIMUCHIBAS KIIOYEBbIE TIOHSTHSI.
4. BBINIOJHUTE YIIPAXKHEHUS K TEKCTY.

(I)opMa NMpeacraBJdC€Hus pe3yjabTaTa: BbIIIOJIHCHHLIC 3a/1aHUA.

Kpurepun oneHkn:

Ouenka «omauyHo» BBHICTABISACTCS 32 0€30IMO0YHYIO paboTy, a TakXKe MPH HAIMYUHM B Hell 1
HEerpyOoil OIIMOKH.

Ouenka «xopouio» BBICTABISICTCS TPH HAIUYAW B TpaKTHUECKoW pabore 1-2 3amaHuid,
BBITTOJIHEHHBIX ¢ HE3HAYUTEIbHBIMHU OIIMOKAMH.

Ouenka «y00e1emeopumebHo» BBICTABISCTCS 32 MPAKTHUYECKYIO paboTy, B KOTOPOW JOIMYIIEHBI
coJiepKaTebHbIE OMUOKHU (OONBIIMHCTBO MPEAYCMOTPEHHBIX PA0OTOH 3a7aHui BRIMONHEHO, 30% U3 HUX
coJiepKaT OLITUOKH).

Ouenka «Hey0061emeopumenbHo» BHICTABISECTCS 32 MPAKTHUECKYI0 padoTy, KOTOpas COAEPIKUT
rpyObie OINOKU

Tema 1.1 Mosi npodeccusi (mosyuenne oopa3oBanHusi, npogeccioHaIbHble HABBIKH,

JAOIMOJTHUTECJIbHBbIC HABBIKH, INYHOCTHBIC Ka4Y€CTBa, MECTa paﬁoTI)I)

IIpakTnyeckoe 3ansitue Ne 16
KonTponbhas pabota
I_[e.m): BBISIBJICHUC YPOBHS YCBOCHUS JICKCUKO-TPaAMMAaTHYCCKNX HABBIKOB 06yanOHIHXC$I.

Bbinosinue padoty, Bbl Oy1ere yMeTh:

- TI0JIb30BaThCsl M3yYEHHBIMM Oa30BBIMH I'paMMaTHYECKMMHU SIBJICHUSMHU; paclo3HaBaTh 3a/ady
u/unu 1mpobiaeMy B TPOPECCHOHAIBHOM H/WJIM COLMATIBHOM KOHTEKCTE; MHCAaTh IMPOCTHIE CBSI3HBIC
coobmenus mo Teme «lIpodeccuonansHOoe 00pa3zoBaHME»; NEPEBOIUTH (CO CIOBapeM) TEKCThHI
poeCCHOHAIBHON HAINIPaBIECHHOCTH

BeinosiHeHHne npakTH4YecKoi padoThl cnocodcTBYeT GOPMUPOBAHUIO:

OK 01 - BeiOupatb criocoObl pemeHus 3aaad npopecCuoHaNbHON AeSTEIbHOCTH MPUMEHUTENIBHO K
pa3IMYHBIM KOHTEKCTaM;

OK 09 - INonp3oBatbesi NMpodeccHOHANbHON JOKYMEHTAIMe Ha TOCylapCTBEHHOM U MHOCTPAHHOM
A3BIKAX.

MarepuajibHoe odecnieueHue: He TpeOyeTcs

3amanmue:
KonTpoJsbHasi padora 3a 3 cemecTp.

1. Match the following words with their definitions:

1) Vocational education a) A person skilled in a particular craft

2) Technician b) The process of developing something new

3) Artisan c¢) Education that prepares people for a specific job
4) Development d) A person trained in a field of technology

5) Relevant skill e) A skill needed for a particular job
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2. [IpoumTaiiTe TEKCT, BHINIOJHUTE MUCbMEHHbIN NePeBO/l MEPBbIX MATH NMPeAJI0KeHH i :

Working in online trading offers numerous opportunities for individuals seeking flexible and remote
employment. This field encompasses various roles, including customer support, sales, digital marketing,
logistics, and data analysis. One of the main advantages is the ability to work from anywhere, provided
there’s a stable internet connection. Many online trading platforms and e-commerce businesses hire
remote employees or freelancers to manage product listings, handle customer inquiries, process orders,
and optimize marketing campaigns. Success in this industry requires strong communication skills,
attention to detail, and the ability to adapt to fast-changing trends. Additionally, familiarity with e-
commerce platforms like Shopify, Amazon, or eBay can be a significant advantage. While the work can
be demanding, especially during peak shopping seasons, it provides valuable experience in the growing
digital economy. Some roles may require specific skills, such as SEO, PPC advertising, or inventory
management, but there are also entry-level positions for those willing to learn. Overall, online trading
presents a dynamic career path with opportunities for growth and skill development.

3. OTBeThTE HA BONPOCHI:
1. What are the main job roles in online trading?
2. What is the biggest advantage of working in this field?
3. What skills are essential for success in online trading?
4. Which e-commerce platforms are mentioned in the text?
5. Why can working in online trading be demanding at times?
6. What kind of experience does online trading provide in the digital economy?
7. Are there entry-level positions available in this industry?
8. What specific skills might some roles in online trading require?
9. How important is adaptability in online trading?
10. What opportunities for career growth does online trading offer?

2. BeimosiHuTE TECT:

1. What is a key advantage of working in online trading?
a) Fixed working hours
b) Ability to work from anywhere
c¢) No need for communication skills

2. Which skill is NOT mentioned as important for online trading?
a) Attention to detail
b) Physical strength
c) Adaptability

3. When can online trading jobs be especially demanding?
a) During holidays and peak shopping seasons
b) Only on weekends
c) Never

4. What type of experience does online trading provide?
a) Experience in traditional retail only
b) Experience in the growing digital economy
¢) No relevant experience

5. Which of these is NOT a possible role in online trading?
a) Data analysis
b) Construction work
c¢) Digital marketing

ITopsinok BbINOJIHEHHS PadOTHI:
BrimonHuTe Bee 3a1aHusl KOHTPOJIbHOM pabOThl MHCHMEHHO.
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dopma npeacTaBJIeHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.
Kpurepun onenkmu:

Ouenka «omauynoy BBHICTABIACTCS 32 0€30mMO0YHYIO paboTy, a TakXkKe MpH HAIWYMHM B HEeH 1
HErpyOoOii OIIMOKH.

Ouenka «xopowio» BBICTABISCTCA TPH HATUYMKW B TpaKTHUeCKol pabore 1-2 3amaHwuid,
BBINOJIHEHHBIX ¢ HE3HAYUTEIbHBIMU OIINOKAMH.

Ouenka «y0o0eiemeopumenbHo» BHICTABISETCS 3a MPAKTHUECKYI0 paboTy, B KOTOPOH JOMYyIIECHBI
coJiepKarenbHble OMNOKYU (OOJIBIIMHCTBO IPEYCMOTPEHHBIX pabOTON 3ajaHui BbINOIHEHO, 30% U3 HUX
coJiepKaT OLIUOKH).

Ouenka «Hey0o61emeopumenbHo» BbICTABISCTCA 3a MPAKTHUECKYI0 palboTy, KOTOpas COAEPIKUT
rpyOble OIIMOKH.

Tema 1.2 JlejioBbIe MOE3AKH
IIpakTnyeckoe 3ausaTue Ne 17-18

[TnanupoBaHue Ae10BOM MOE3AKH: BBIOOP BUA TPAHCIIOPTA, 3aKa3 OMIIETA, 3aKa3 TOCTUHULIbI —
BBEJICHUE JIEKCHUECKUX €UHMII, UX aKTHUBH3alus. BorpocutenbHble cioBa. THUIlbl BONPOCUTENBHBIX
npemioxenui. JII'Y

Hesn: DopMupoBaHHe JIEKCUYECKUX, TPAMMATHYECKIX M (POHETUYECKUX HABBIKOB OOYYAOLIIXCSI.

BoinosiHuB padoTy, Bbl 0y1eTe yMeTh:

MPUMEHSTh U3YUYEHHYIO JIEKCUKY U TPAMMATHUKY B PA3JIMUHBIX BUJAAX PEYEBOU JEATETLHOCTH, TAKUX
KaK COCTAaBJICHHE JIMAJIOrOB, MHUCEM, 3alOJHEHHE AHKET W Jp., C HUCIOJb30BAaHHEM AyTEHTHYHBIX
MaTEepUAJIOB U pELICHHE KOMMYHMKATUBHBIX 3a/1a4, CBSI3aHHBIX C INIAHUPOBAHUEM JIETIOBOM MTOE3/IKHU.

BoinosiHeHue npakTUu4ecKkoi padoTsl cnocodcTBYeT GOPMUPOBAHUIO:

OK 01 - BeiOupath ciocoObl peieHus 3a1a4 npopecCHOHATbHON NeSTENbHOCTH MPUMEHUTENBHO K
pa3IMYHBIM KOHTEKCTaM;

OK 09 - IMonk3oBaTbecs nMpodeccuoHANBHON JOKYMEHTAIMe Ha TOCYJapCTBEHHOM W MHOCTPaHHOM
SI3BIKAX.

MarepuaiabHoe obecnedenue: He TpeOyeTcs

3aganue:

1. Spell, translate and transcribe the words below:

modern, impossible, thousands, either, business, pleasure, concerning, choice, acceptable, means,
ticket, board, arrive, formality, customs, regulation, reservation, check, useful, phrase, entertain.

2. IlpounTaiiTe U MepeBeIUTe TEKCT.
Travelling in our life

Modern life is impossible without travelling. Thousands of people travel every day either on
business or for their pleasure. Before planning their travelling people would like to know as much
information as possible concerning the choice of the most acceptable means of travel, the way of booking
tickets, the boarding and arrival formalities, the customs regulations, the reservation and checking in\out
formalities at a hotel, the useful phrases when asking the way not to be lost and making a call to be
understood, the most popular places to be entertained and what not.
3. OTBerbTe MHCbMeHHO Ha Bompoc: “What would people like to know before planning their
traveling?”
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4. IlepeBennTe HA AHTJIMICKUIN A3BIK:

XOTEJIOCh ObI 3HATh, 3aKa3blBaTh, OpaTh Owiaer (k\I W T.1.); MOCaaKa; MPUOBITHE, TaMOYKCHHBIC
npaBuiia; OpPOHUPOBAHUE, PETHCTPUPOBATHCS, 3AMUCHIBATHCS; OCBOOOJWUTH HOMEP B TOCTHHHIIC
MMO3BOHUTD; Pa3BJICKATHCS; (I10)TEPATHCS.

5. U3yunTte naMATKY.

Bcero B aHTIIMIICKOM SI3bIKE TSITh BHJOB BOIPOCOB — KXKABIH M3 HUX MBI HCIIOJIB3YEM B
MTOBCEIHEBHOM KU3HU:

1.06mmii Bompoc (general question or yes/no question). Mbl ero UCHOJIB3yeM, €CIH XOTHM
y3HATh OOIIYI0, OCHOBHYIO HH(OPMAIHIO:

Do you do sports? — Tsl 3aHUMAaeIbCS CIOPTOM?

2. CneunajbHblii Bompoc (special question, or a wh—question). 3TOT BOIPOC MBI 33JaeM,
KOT/J]a HaM HY)KHO Y3HaTh ONPECICHHYI0, KOHKPETHYIO HH()OPMAIIHIO:

What gym do you usually go to? — B kakoii 3ai1 TbI yaiiie BCETO XOHIIIb?

3. Bonpoc k moanexamemy (who/what question). 3amaem Takoll BOHpOC, KOTJa XOTHUM
y3HATh, KTO BBITIOJHSET JCHCTBUE:

Who is your personal trainer? — Ko TBoii nepcoHajIbHBII TpeHep?

4. AnbTepHATHBHBIN Bompoc (alternative question). 3TOT BOIIPOC UCTOIB3YETCS, KOT/Ia BBI
npejiaraete co0eceIHUKY BHIOpATh U3 JIBYX aJbTCPHATUBHBIX BAPUAHTOB:

Do you prefer training on your own or with a PT? — Tel npeamnounTaeiib 3aHUMAThCS CaM
WU C IEPCOHATLHBIM TPEHEPOM?

5. PazneanTesibHBIN Bonpoc (tag question). 3agaBasi 3TOT BOMPOC, BBl XOTUTE MOIATBEPIUTH
WX ONIPOBEPTHYTh KaKyI—TO WH(POPMAIIHIO:

You have already signed the membership contract with your gym, haven’t you? — Thl
yIKe TMOANUCAT WICHCKHI KOHTPAKT C TBOMM 3aJIOM, HE TaK JIn?

6. OTcopTupyiiTe BONPOCHI IO UX THIY.

You are studying today, aren’t you?

Where will you stay?

Is it raining?

I am not wrong, am |?

Does he play the guitar?

Let’s watch TV, shall we?

Would you like tea or coffee?

Are you a good or a bad listener?

He wasn’t on sick leave, was he?

0. Does it look good?

11.  When was the last time you went to the cinema?
12.  Are you doing your homework or surfing the Internet?
13.  Whose bag is it?

14.  What did she do?

ROoo~NoGaMWNE

Iopsiaok BbINOIHEHUs PA0OTHI:

3anuuInTe U epeBeInTe HOBbIE citoBa Ne.
[Ipouuraiite u nepeBeaUTE TEKCT 3aMaHue No2.
Brmmonnute nucbMenHo 3aganue Ne3-4,
N3yuurte namsaTky 3aganue NeS.

BrimonauTe muceMeHHO 3aganue Neb.

agkrownE

dopma npeacTaB/ieHUs pe3yJbTaTa: BbINOJIHEHHbBIE 3aJaHUS.
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Kpurepun onenkn:

Ouenka «omauyno» BBHICTABIACTCS 32 0€30mMO0YHYI0 paboTy, a TakXkKe MpH HAIWYMHM B HEeH 1
HErpyOoOii OIIMOKH.

Ouenka «xopowio» BBICTABISCTCA TPH HATUYMKW B TpaKTHUeCKol pabore 1-2 3amaHwuid,
BBINOJIHEHHBIX ¢ HE3HAYUTEIbHBIMU OIINOKAMH.

Ouenka «y0o0eiemeopumenbHo» BBHICTABISETCS 3a MPAKTHUECKYIO paboTy, B KOTOPOH IOMyIIEHBI
coJiepKarTenbHble OMNOKHU (OOJIBIIMHCTBO IPELYCMOTPEHHBIX pabOTON 3ajaHuil BbINOIHEHO, 30% 13 HUX
coJiepKaT OLIUOKH).

Ouenka «Hey0oenemeopumenbHo» BbICTABISCTCA 3a MPAKTHUECKYI0 palboTy, KOTOpas COAEPIKUT
rpyOble OIIMOKH.

Tema 1.2 J/lejioBbIe MOE3AKH
IIpakTHyeckoe 3ansaTHe Ne 19

B TOCTUHHUIIEC, pPCHICHUC HpO6HeM — BBCJICHHEC U aKTHUBH3allUs JICKCUYCCKUX CIUHMUII. I[I/IaJIOFI/I -
PpacCcIpoChl B CUTYyallUAX O(i)I/IL[I/IaJ'IBHOFO n HCO(i)I/II_II/IaJ'IBHOFO O6IJ_[CHI/I${ C UCIIOJIB30BAHUECM
HHTepHaHHOHaJIBHOﬁ JCKCHUKHU

I_[e.m,: CDOpMI/IpOBaHI/Ie JICKCUYCCKHUX, I'PaAMMAaTHYCCKUX U (I)OHCTI/I‘IGCKI/IX HAaBBIKOB 06yqa101uﬂxc>1.

BpinojiHuB padorty, Bbl OyjgeTe yMeTh:

IIPUMEHATh W3Y4YCHHYIO JIEKCMKY M TPpaMMAaTHKy B Pa3JIMYHBIX BHJAX PEYEBOU JECATEIBHOCTH,
y4acTBOBaTh B OOCYXKIEHHH MpOOJIeM HAa OCHOBAHWU MPOYUTAHHBIX/ MPOCITYHIAHHBIX HHOS3BIYHBIX
TEKCTOB, COOJIIO/Iasi MpaBUiia PEUEBOr0 ATUKETA; y4acTBOBATh B JMAJIOTaX Ha 3HAKOMBIE OOIIHE U
npodeccuoHaNbHBIE TEMBI.

BeinosiHeHHe MPaKTHYECKO# padoThI c1ocO0CTBYeT (POPMHPOBAHHIO:

OK 04 - D¢ dexTrBHO B3aMMOJEICTBOBATh U pabOTATh B KOJJIEKTUBE U KOMaHJIE;

OK 09 - ITons3oBarbest Mpo(hecCHOHANBHONW TOKYMEHTAIlMe Ha rocylapcTBEHHOM U MHOCTPAHHOM
A3BIKAX.

MarepuaiabHoe obecnedenne: He TpeOyeTcs

3aganue:

1. IlepeBeauTe M MoJgeJMTE CJI0BA N0 TPYNIIAM COIVIACHO 3a1aHUIO.

Divide the words into categories:

Type of accommodation Facilities and services Room facilities

private bathroom, shared bathroom, motels, 24-hour reception (front desk), breakfast included,
guest houses, hostels, laundry, bed and breakfasts, villas, sea view, flat-screen TV, coffee/tea maker, air
conditioning, panoramic views of the city, free Wi-Fi, private parking, apartments, airport shuttle, fitness
center, spa and wellness centre, private bathroom.

2. [lpounTaiiTe U mepeBeaUTE TEKCT.

Montcalm Royal London House-City of London, 5-star hotel
Double room 159 £ / night Non-refundable Enjoying a central location in the heart of London, right
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next to Finsbury Square Garden and a short walk from Liverpool Street, Montcalm Royal London House-
City of London offers free Wi-Fi, a rooftop bar with spectacular views of the city and a spa. The property
Is within a 10-minute walk from Barbican Centre and less than 15 minutes from Shoreditch. Other areas
of London are easily reached via public transport. The nearest airport is London City Airport, 12 km from
the property. All rooms and suites here are air-conditioned and come with a Smart 55-inch TV with
international channels, an iPod docking station, a minibar, a Nespresso machine and a pillow menu.
English breakfast is 25 £ . Pets are not allowed.

Hotel facilities: Free Wi-Fi, Family rooms, Non-smoking rooms, 24-hour front desk, Lift, Laundry.

Room facilities: Flat-screen TV, Air conditioning , Soundproofing.Private bathroom, Free Wi-Fi,
Telephone, Satellite Channels, Iron, Wardrobe/Closet, Shower, Hairdryer, Bathrobe, Free toiletries,
Minibar, Electric kettle, Coffee machine, Wake-up service, Towels, Linen.

3. CocTaBbTe AHaJnor, OﬁcyL[I/IB NnpeacraBjJdCHHbIC BOIIPOCHI.

1) How often do you stay at the hotel?

2) What was your best and worst stay at the hotel?

3) Have you ever paid deposit before checking in?

4) Have you ever requested late check-out or early check-in?

5) Do you ever leave tips for good service?

6) What is the most important for you: hotel service, quality of the room, facilities?
7) Do you agree: only 5* hotels are suitable for a good holiday?

IMopsinok BbINOJIHEHUS PadOTHI:

1. TlepeBeauTe HOBBIE CIIOBa, pacHpeaeuTe Mo rpymnmnam 3aganue Nel.
2. llpouutaiiTe u nepeBeaAUTE TEKCT 3aqaHue No2.

3. CocraBpte quainor 3aganue No3.

®dopma npeacTaB/ieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUS.
Kpurepun onenku:

Ouyenka «omauunoy» BbICTaBIseTCs 3a 0€301IMO0YHYI0 paboTy, a Takke NMpU HAIUYUU B HeH 1
HerpyOoil ommoKH.

Ouenka «xopowio» BbBICTABISETCA TPU HATUYMKM B MpakTHUeckod pabote 1-2 3anmaHwuii,
BBITTOJIHEHHBIX ¢ HE3HAYUTEIbHBIMU OIINOKAMH.

Ouenka «y0oenemeopumenbHo) BHICTABISETCS 33 NMPAKTUUYECKYIO paboTy, B KOTOPOW JOMYIIEHBI
coJiepKaTeNbHbIe OIMTHOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX Pab0TOM 3a1aHuii BeIOIHEHO, 30% 13 HUX
coJiepKat OLUIMOKH).

Ouenka «ney0o061emeopumenbHo» BBHICTABISETCS 32 MPAKTHUECKYIO padOoTy, KOTOpasi COACPIKUT
rpyOble OLIHOKH.

Tema 1.2 Jles10Bble MOE3AKHU
IIpakTyeckoe 3ansaTue Ne2(.

B kade u pecropane, pemieHre npoodiaem - BBEICHNE U aKTUBU3AIMS JIEKCUUECKUX €ANHUILL.
Jwnanorudeckas pedsb 1o TeMe

Heab: hopmupoBaHue JEKCUYECKUX, TPAMMAaTHYECKUX U (POHETUYECKUX HABBIKOB O0YYaAIOLIUXCS.

BoinosHuB padory, Bbl Oyere yMeTh:
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- y4acTBOBaThb B OOCYXJIEHHMH NpOOJEM Ha OCHOBAaHMHM MPOYMUTAHHBIX/ TMPOCITYIIAHHBIX
MHOS3BIYHBIX TEKCTOB, COOII0/1as IPAaBUIIa PEYEBOI0 ITUKETA.

BrinosiHeHue padoThl cioco0cTBYET (POPMUPOBAHUIO:

OK 09 Ilonp3oBatbes MpohecCHOHATBHONW JOKYMEHTAMEH Ha rocyJapCTBEHHOM M MHOCTPAaHHOM
A3bIKAX.

MarepuanbHoe o0ecnieueHue: He Tpedyercs

3amanmue:

3. IIpouuTaiite. At a Café and Restaurant
When visiting a café or restaurant, it’s helpful to know some common phrases and vocabulary to
make your experience smooth and enjoyable.
1. Arriving and Seating
e Host/Hostess — The person who greets and seats you.
« Reservation — A booked table in advance.
o Table for (two, four...) — Requesting seating.
e Indoor/Outdoor seating — Choosing where to sit.
Example:
"Hello, do you have a table for two? Preferably outdoors."
2. Ordering Food and Drinks
e Menu- The list of dishes and drinks.
o Appetizer/Starter — A small dish before the main course.
o Main course— The primary dish of a meal.
o Dessert— Sweet dish at the end.
o Beverage/Drink— Any liquid refreshment (water, juice, wine).
e Waiter/Waitress— The person who takes your order.
Example:
"Could we see the menu, please? I’d like a coffee and a croissant."
3. Special Requests
o Allergies— Negative reactions to certain foods.
o Vegetarian/Vegan— No meat/animal products.
o Gluten-free— No wheat-based ingredients.
Example:
"Does this dish contain nuts? | have an allergy."”
4. Paying the Bill
o Check/Bill- The receipt of what you owe.
o Tip— Extra money for good service.
o Split the bill — Dividing payment among guests.
Example:
"Could we get the bill, please? We’d like to pay separately."
Useful Phrases:
1. "What do you recommend?”
2. "lIs this dish spicy?"
3. "Could I have some more water, please?"
4. "Everything was delicious, thank you!"
Now you’re ready to enjoy your meal in any café or restaurant with confidence!

4. TlpouwmTaiite. A Visit to a Café or Restaurant

Going to a café or restaurant is always a nice experience. When you arrive, the hostess greets you and
shows you to your table. If you booked in advance, you say, "l have a reservation under
Smith."Otherwise, you can ask,"Do you have a table for two near the window?"
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The waiter brings the menu, and you can order drinks first — coffee, tea, or juice. Then you choose food: a
starter like soup or salad, a main course such as steak or pasta, and maybe dessert. You can ask,"What’s
today’s special?"or" s this dish spicy?" If you have allergies, say, "Does this contain nuts?"

While eating, you might need something extra:"Could I have more bread, please?"or"Another coffee,
please.” The waiter checks if everything is okay: "Is your meal satisfactory?"

When finished, you ask for the bill:"Could we have the check, please?"In some places, service is
included, but usually, you leave a 10% tip. If paying separately, say, "We'd like to split the bill."

Finally, you thank the staff:"Everything was delicious!"and leave satisfied. Dining out is enjoyable when
you know these simple phrases!

5. IIpouuTaiite nuajor. Dialogue in a Café

Waiter: Good afternoon! Do you have a reservation?

Customer: No, we don't. Do you have a table for two?

Waiter: Certainly! Would you prefer indoor or outdoor seating?
Customer: Outside, please. It's such a nice day.

(They are seated and given menus)

Waiter: Are you ready to order, or would you like more time?
Customer: | think we're ready. I'll have a cappuccino and a croissant.
Friend: And for me, a latte and the avocado toast, please.

Waiter: Excellent choices. Would you like anything else?

Customer: No, that's all for now, thank you.

(Later, when the food arrives)

Waiter: Here you go. Enjoy your meal!

Customer: Thank you! Actually, could I get some extra napkins, please?
Waiter: Of course, I'll bring them right away.

(After finishing the meal)

Waiter: Was everything to your liking?

Customer: Yes, it was delicious! Can we get the bill, please?
Waiter: Certainly. Would you like to pay together or separately?
Friend: Together, please. Do you accept credit cards?

Waiter: Yes, we do. Here's your total.

(Customer pays and leaves a tip)

Customer: Thank you for the great service!
Waiter: You're very welcome! Have a wonderful day!

Friend: Let's come here again soon!
(They leave the café)

ITopsinok BbINOJIHEHHS PadOTHI:

1. O3HAKOMBTECH C JIEKCHUECKUMH €OUHUIAMU 110 TeMe U TekctoMm At a Café and Restaurant
2. ITpountaiite TexcT A Visit to a Café or Restaurant
3. [TpounTaiiTe Auasor, mepeBeanTE, COCTaBbTE MOA00HLIH quaior. Dialogue in a Café
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®dopma npeacTaBlIeHUs! pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.

Kpurepun oneHkn:

Ouenka «omauynoy BBHICTABISCTCS 3a 0€30IMO0YHYIO paboTy, a TakXKe MPH HaIUYUK B HEHl 1
HEerpyOoil OIIMOKH.

Ouenka «xopouio» BBICTABISICTCS TPH HAIUYAW B TpAKTHYECKoW pabore 1-2 3amaHuid,
BBITIOJTHCHHBIX ¢ HE3HAYUTEIbHBIMH OIIMOKAMHU.

Ouenka «y00e1emeopumesbHo» BBICTABISICTCS 32 MPAKTHUECKYIO paboTy, B KOTOPOH OMYIIEHBI
coJIepKaTebHbIE OMUOKHU (OONBIIMHCTBO MPEAYCMOTPEHHBIX PA0OTOM 3a7aHuil BRIMOHEHO, 30% U3 HUX
coJiepKaT OLTUOKH).

Ouenka «ney0o6nemeopumenbHo» BBHICTABISCTCS 32 MPAKTHUECKYI0 padoTy, KOTOpas COAEPIKUT
rpyObI€ OITMOKHU

Tema 1.2 J/les10Bble MOE3AKHU
IIpakTHyeckoe 3anaTne Ne2l

BCTpeqa C ACJIOBBIMH ITapTHEPAMU, PCUICHUC HpO6JIeM - BBCACHHUC 1 aKTUBU3alUA JICKCHYCCKHUX CAWHUII.
[[I/IaJ'IOl"I/I‘leCKaH Pp€4b I10 TEMC

I_[e.m,: q)OpMI/IpOBaHI/Ie JICKCUYCCKHX, I'PAMMATHYCCKHUX U (bOHeTI/I‘ICCKI/IX HaBBIKOB o6yqa10mnxc;1.

BeinosinuB padory, Bbl Oyaere yMeTh:
- y4acTBOBaThb B OOCYXIEHHMH NpoOJeM Ha OCHOBAaHMM TMPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOII0/1asl MPaBUIIa PEYEBOI0 ITUKETA.

Boinosinenue padoTsl cnocodcTByeT GOpMUPOBAHUIO:

OK 09 Ilonp3oBaThcs mpodeccnoHalbHON JOKYMEHTAallMe Ha roCyAapCTBEHHOM M MHOCTPAHHOM
A3BIKAX.

MarepuanbHoe odecniedeHue: He TpedyeTcs

3ananue:
3ananue 1. [Ipounraiite auanor
"Discussing the Guarantee Period".
The representative of Gerald & Co saw the display of Russian-made moulding machines at the
Russian exhibition. The company required such type of machines and they sent an enquiry to
Soyuzexport. After they had received an offer for the machines, Mr. Kelly, an engineer of the
company, went to Moscow.

Sergeev: Good morning, Mr. Kelly. We are glad to see you. Will you sit down?

Kelly: Thank you. It's a cold morning, isn't it?

Sergeev:Yes. it is. This winter has been unusually cold, but I hope the weather will get warmer soon.
Kelly:Yes, spring is coming. Well, Mr. Sergeev, today I'd like to bring up the matter of the guarantee
period. What guarantee period do you offer for your machines?

Sergeev: It's usually 12 months from the date of putting them into operation, and not more than
14 months from the delivery date.

Kelly: Well, we expected it to be longer. In fact, we thought it would be 16 and 20 month
respectively.

Sergeev: But, Mr. Kelly, we can't guarantee the reliability of our machines for a longer period.
We don't know the specific conditions in which they will operate at your plant.

Kelly: | see what you mean. It's going to be our first experience with your machines. We feel
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much better if the period during which you can help us is longer.

Sergeev: What about your operators? Have they got much experience with this type of equipment?
Kelly: We have a very efficient staff and | don't think anything can go wrong through their fault.
Sergeev: I think I'll have to look into the matter very carefully before I give you our reply.

N

no

N =

N =

™=

=

Kelly: I am looking forward to our next meeting.

3ananme 2. Jlonucarh HEOCTAIONINE PETUIHKH:

Borisov got in touch with Mr. Parks and visited his office. During their talk, they discuss some technical

matters.

Borisov: Good morning, Mr. Parks.

Parks: ...

Borisov: Yes, it has been raining since early morning.
Parks: ...

Borisov: Our guarantee period is ...

Parks: We expected it to be longer.

Borisov: ...

Parks: Very well, Mr. Borisov. ...

3ananue 3. BeiOpaTh mpaBuIbHOE BHICKA3bIBAHUE U3 IUAJIOTA:
Mr. Sergeev isn’t glad to see Mr. Kelly.

The guarantee period is usually 12 months.

Mr. Sergeev can’t guarantee the reliability of machines.

3amanmne 4. Halith S5KBHUBaAJIEHTHI B JUAJIOTE.
Canutech, noxxanyncra.

Kak nHacuer...?

Pan Bac BugeTs.

3aganue 5. BoccTaHOBUTH MPaBUIIbHBIN MOPSIIOK CJIOB B CIEAYIOMIMX IPEIOKEHUSIX:
Spring is coming not.

He will have to look into the matter very carefully?

We do know not the specific conditions.

3ana1me 6. Harmucats BOIIPOCHI, HA KOTOPBIC MOXKHO JaThb CICAYHOIINEC OTBCTHI.
Mr. Sergeev is a representative of Gerald & Co.

The usual guarantee period is 12 months.

Mr. Kelly is looking forward to next meeting.

3aganue 7. CoeqUHUTH COOTBETCTBYIOIINE (DOPMBI TJIaroJioB.

See brought, brought
Bring set, set

Think went, gone

Go thought, thought
Sit saw, seen

3ananme 8. YnorpeOUTh apTUKIIH, TJI€ 3TO HEOOXOIUMO:
...guarantee period is 6 months.

They received ...offer for the pumps.

Last week I went to ... London.

3ananue 9. [TocTaBUTh raaroiibl B Hy’KHOE BpEMS:
Mr. Sergeev (to work) at Gerald & Co. Mr.
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Now he (to talk) with Mr. Kelly.
They (to discuss) their problems next week.

3ananue 10. YoTpeOUTh COOTBETCTBYIONIYIO (hOPMY TJIaroJia:
They ... 5 computers.
Has offered
Were offered
Have offered
Mr. Kelly ... the reliability.
Have guaranteed
Has guaranteed
Was guaranteed
We ...a very efficient staff.
Has had
Have had
Has have

Ilopsinok BbINOJIHEHHUS PadOTHI:

1. [Ipounraiite quanor, nepeBenuTe.
2. Jlonyucark HeIOCTAIOIINE PEIUIMKU B AUAJIOT.
3. BremoaauTh JICKCUKO-TPaAaMMAaTUYCCKUC 3alaHUA.

dopma npeacTaB/IeHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.

Kpurepun onenku:

Ouenka «omJjin4HoO» BBICTABIISACTCA 3a 6C3OH_II/I60‘IHYIO pa60Ty, a TAK¥XKXC IpU HAJIMIUU B Heit 1

HerpyOoil ommoKH.

Ouenka «xopowio» BbBICTABISIETCS TPU HATUYMK B IpakTHUeckod pabote 1-2 3anmaHwuii,

BBIMTOJHEHHBIX C HE3HAYUTEIHLHBIMU OIIHOKAMMU.

Ouyenka «y0osemeopumenbHoy» BHICTABIACTCS 3a MPAKTUYECKYIO pabOTy, B KOTOPO TOMYIIEHBI
coJiepKaTeNbHbIe OMTMOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX PaboTO# 3amanuii BeIOIHEHO, 30% 13 HUX

COJIep>KaT OLITHUOKH).

Ouemca ((H€y008ﬂ8m80pumeﬂbl-l0)) BBICTABJISICTCA 3a MPAKTUYCCKYIO pa60Ty, KOTOpass COACPIKUT

rpyOble OIMOKH

Tema 1.2 Jles10Bble MOE3AKHU
IMpakTnyeckoe 3ansiTue Ne22

CuTtyanmonHas 3ajgaya

Heab: ®opmupoBaHue yMEHHMH pacro3HaBaTh 3a7ady WMWiK mpobiemMy B MpodeccnoHaTbHOM
W/WIN COLMAIBHOM KOHTEKCTE; BBIABIATH M A(PQPEKTHUBHO HCKaTh HH(OpMAIHMIO, HEOOXOAUMYIO s

pelIeHus 3a1a4u /Ui IpoOJIeMBbl IO TEME.

Beinosinue padory, Bbl Oyaere yMeTh:

- IMOJIb30BATHCA U3YYCHHBIMU 0a30BBIMH TpaMMAaTUYCCKUMU ABJICHUAMU,

Boinosinenue padorsl cnocodcTByeT GOpMUPOBAHUIO:

OK 01 Bpe16upars ciocoOsl perieHus 3amad mpopecCHOHATbHON JesATeIbHOCTH MPUMEHHUTEIIBHO K

PA3IMYHBIM KOHTCKCTaM
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OK 09 Ilonp3oBatbest MpohecCHOHATBHONW TOKYMEHTAlMEel Ha rocy1apCTBEHHOM M MHOCTPAaHHOM
A3bIKAX.
MarepuanbHoe o0ecnieueHue: He Tpedyercs

3amanmue:

«Business Trip» Situation Task
You are a sales manager traveling to Berlin for a business meeting with a potential client. Your tasks
include:
1. Booking Arrangements
« Reserve a flight (economy class) and a hotel (4-star, near the city center).
o Check if the hotel has a business center or meeting rooms.
o Arrange airport transfer (taxi or company car).
Task: Write an email to your travel assistant with your requirements.
2. Meeting Preparation
e The client wants to discuss a new contract. Prepare:
o A presentation about your company’s services.
o A draft agreement with pricing options.
o Answers to possible objections (e.g., competitors' offers).
Task: Create a short checklist of key points to cover in the meeting.
3. During the Trip
o At the hotel, you realize the Wi-Fi is too slow for video calls.
e The client asks for an additional discount at the meeting.
e Your return flight is canceled due to bad weather.
Task: What would you do in each situation? Write short solutions.

ITopsinok BbINOJIHEHHS PadOTHI:
1. TlpouuTaiiTe CUTyallMOHHYIO 3a/1a4y, BEIpa3UTE CBOE MHEHUE 10 HEH.

(I)opMa npeacraBjJdeHus pedyjabTaTa: BbIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouenka «omauyno» BBHICTABISACTCS 32 0€30MMO0YHYIO paboTy, a TakXKe NMPH HAIWYHHA B HEel 1
HEerpyOoil ommoKH.

Ouenka «xopouio» BBICTABISCTCS TPH HATUYAW B TpaKTHUECKoW pabore 1-2 3amaHuid,
BBITTOJIHEHHBIX ¢ HE3HAYUTEIbHBIMHU OIINOKAMH.

Ouenka «y0o0enemeopumeibHo» BBICTABISIETCS 33 MPAKTHYECKYIO pabOTy, B KOTOPOW JIOMYIIECHBI
coJiepKaTeNbHble OMNOKHU (OOIBIIMHCTBO MPEYCMOTPEHHBIX pabOTON 3aJjaHui BbINONHEHO, 30% U3 HUX
coJiepKaT OIITUOKH).

Ouenka «neyooenemeopumenbHo» BHICTABISETCS 32 MPAKTHUECKYI0 padoOTy, KOTOpas COAEPIKUT
rpyOble OINOKHU

Tema 1.3
IIpodeccuonanbHast oTpacib (MCTOPUSI PA3BUTHS, POJIb B IKOHOMUKE CTPAHbBI,
COBpPEMEHHOE COCTOSTHUE, IOCTHKEHUS 0TPACJIN)

IIpakTyeckoe 3ansitue Ne23

HcTopust BOSHUKHOBEHUS U pa3BUTHS oTpaciau «KoMMepuys 1 OCyIIECTBIIEHUE HHTEPHET-MapKETUHIa.
BBeneHue u akTUBU3aLUs JICKCUYECKUX €IMHULL
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Heab: popMupoBaHUE TEKCHUECKUX, TPAMMATHYECKUX U (DOHETUYECKUX HABBIKOB O0YYAIOIIUXCS.

BoinosnuB padory, Bbl Oyere yMeThb:

- YUTaTh AyTEHTUYHBIE TEKCTHI MPO(ECCHOHATBFHON HANPaBICHHOCTH, UCIOIb3ys OCHOBHBIC BUBI
YTeHUs (03HAKOMHTEIbHOE, U3Yy4arollee, IOMCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT IOCTaBJIEHHON
KOMMYHUKAaTUBHOH 3aJ1a4u

BobinosiHeHHe padoThl cOCOOCTBYET (POPMUPOBAHMIO:

OK 01 Boi6upats crioco0bl perieHus 3a1ad npodeccuoHanbHOM AeITeIbHOCTH TPUMEHUTEIHHO
K Pa3JIMYHBIM KOHTEKCTaM;

OK 02 Wcnonws3oBaTh COBPEMEHHBIE CpPEACTBA IOKMCKA, aHaIM3a W HUHTEPIPETALUU
uHpopManuu, ¥ HUHPOPMALMOHHBIE TEXHOJOTMU [UIA BBINOJHEHHS 3a/1a4 Npo(ecCHOHATBHOM
NeSITeIbHOCTH;

OK 09 [Tonp30BaThcs MpodecCHOHATBHON JOKYMEHTALMEH Ha TOCYIapCTBEHHOM U HHOCTPAHHOM
A3BIKAX

3aganue:
1) IIpouumams mexcm. Boinonnums nepesoo:

The History and Development of the "Commerce and Internet Marketing™ Industry

The emergence of the commerce and internet marketing industry is closely tied to the rise of the
digital economy and the evolution of e-commerce. The industry began taking shape in the 1990s with
the commercialization of the Internet, which enabled businesses to sell products and services online.

Early Stages (1990s)

The first significant milestone was the launch of Amazon (1994) and eBay (1995), which
pioneered online retail. These platforms demonstrated the potential of digital commerce, allowing
businesses to reach global customers without physical stores. During this period, basic internet
marketing strategies, such as email campaigns and banner ads, emerged.

Expansion (2000s)

The dot-com boom accelerated e-commerce growth, followed by a market correction. However,
companies like Google (founded in 1998) and Alibaba (1999) revolutionized online advertising and B2B
commerce. The introduction of Google AdWords (2000) enabled targeted digital advertising, while
PayPal (1998) streamlined online payments.

Social media platforms (Facebook, LinkedIn, Twitter) emerged in the mid-2000s, creating new
digital marketing channels. Businesses began leveraging SEO (Search Engine Optimization) and
content marketing to attract organic traffic.

Modern Era (2010s—Present)

The rise of mobile commerce (m-commerce) and social commerce transformed the industry.
Platforms like Instagram, TikTok, and Shopify enabled businesses to sell directly through social media.
Al-driven marketing, personalization, and big data analytics became essential tools for customer
engagement.

The COVID-19 pandemic (2020) further accelerated e-commerce growth, as consumers shifted
to online shopping. Innovations like voice commerce (Alexa, Google Assistant) and blockchain-based
payments (cryptocurrencies, NFTs) expanded the industry’s scope.

Today, commerce and internet marketing form a multi-trillion-dollar global industry, driven
by automation, Al, and omnichannel strategies. The future lies in metaverse commerce, augmented
reality (AR) shopping, and sustainable digital business models.

The industry continues to evolve, shaping how businesses connect with consumers in an
increasingly digital world.

2. O3HAaKOMBTECH C OCHOBHBIMH JIEKCHUSCKHUMH CAUHUIIaMU:
1. Commerce— Kommeprius
2. Internet marketing— MuTepHeT-MapKeTHHT
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3. Digital economy- Iudposas sxoHOMHUKA
4. E-commerce— DIeKTpOHHAsT KOMMEPITUS
5. Internet— Uurtepuer
6. Online retail- Onmaiin-puTeiin
7. Digital commerce— Lludposas Toprois
8. Email campaigns— Email-kammanuu
9. Banner ads— bannepHas pexiama
10. Dot-com boom- Jforkom-6yM (pacIBET HHTEPHET-KOMITAHUIA)
11. Online advertising— MuTepHeT-pekiama
12. B2B commerce— B2B-kommepuus (OusHec a1 Ou3Heca)
13. Targeted advertising— TapreTupoBaHHas pekiaMma
14. Online payments— OniaifH-TUIaTEKN
15. Social media— CouuasnbHbie ceTH
16. Digital marketing channels— Kanass! miudpoBoro MmapkeTiHra
17. SEO (Search Engine Optimization)— [TouckoBas onTuMuU3aIHs
18. Content marketing— KonreHnT-MapKeTHHT
19. Organic traffic— Opranuyeckuii Tpapuk
20. Mobile commerce (m-commerce)— MoOuibHass KOMMEPIIHS
21. Social commerce— ComnnanbHas KOMMEPIIHSI
22. Al-driven marketing— Mapketunr Ha ocHoBe T
23. Personalization— Ilepconanu3anus
24. Big data analytics— Ananu3 GOIBIINX JaHHBIX
25. Customer engagement— BoBJie4eHHOCTh KITUECHTOB
26. Voice commerce— I'ojocoBast KOMMEPIHS
27. Blockchain-based payments— ITnaresxu Ha ocHOBe OoK4eiiHa
28. Cryptocurrencies— KpunroBaaroTs
29. NFTs (Non-Fungible Tokens)— HOT (ueB3anmo3aMeHsieMbIe TOKCHBI)
30. Omnichannel strategies— OMHHKaHaIBHBIC CTPATETUH
31. Metaverse commerce— Kommepiiusi B METaBCEIICHHOM
32. Augmented reality (AR) shopping— ITokymnku ¢ JOMOJTHEHHOH PeaTbHOCTHIO
33. Sustainable digital business models — Y croiiunssie nudpoBsie OU3HEC-MOACITH
Test: "The History and Development of Commerce and Internet Marketing"
Choose the correct answer for each question.
1. When did the commercialization of the Internet begin, leading to the rise of e-commerce?
a) 1980s
b) 1990s
c) 2000s
d) 2010s
2. Which company was one of the first major online retailers, founded in 1994?
a) eBay
b) Google
¢) Amazon
d) Alibaba
3. What was the key innovation introduced by Google in 2000 that revolutionized digital advertising?
a) Google Search
b) Google AdWords
¢) Google Analytics
d) Google Assistant
4. Which payment system, launched in 1998, helped streamline online transactions?
a) Bitcoin
b) PayPal
c) Apple Pay
d) Visa
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5. What marketing strategy focuses on improving a website's visibility in search engines?
a) Social media marketing
b) Email campaigns
c) SEO (Search Engine Optimization)
d) Banner ads
6. Which trend became dominant in the 2010s, allowing purchases through smartphones?
a) Voice commerce
b) M-commerce (Mobile commerce)
c) Metaverse shopping
d) Cryptocurrency payments
7. What major global event in 2020 significantly accelerated e-commerce growth?
a) The launch of TikTok
b) The COVID-19 pandemic
c) The rise of Bitcoin
d) The introduction of Al chatbots
8. Which technology enables shopping through virtual assistants like Alexa and Google Assistant?
a) Blockchain
b) Voice commerce
c) Augmented Reality (AR)
d) NFTs
9. What is the term for selling products directly through social media platforms like Instagram and TikTok?
a) Digital commerce
b) Social commerce
c) B2B commerce
d) Omnichannel retail
10. Which emerging concept involves virtual shopping experiences in digital worlds like the metaverse?
a) Al-driven marketing
b) Metaverse commerce
c) Big data analytics
d) Sustainable business models

ITopsinok BbINOJIHEHHS PadOTHI:

1. [IpounTars 1 MEpEBECTH TEKCT.
2. IIpounTarh HOBBIE CJI0BA U BBIPAXKECHUS
3. BrimonHuTh TECT.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.

Kpurtepum ounenku:

Ouenka «omauyno» BBHICTaBIAETCS 3a 0€30MIMO0YHYIO paboTy, a TakXke MpH HAIWYMM B HeH 1

HerpyOoi ommoKH.

Ouenka «xopowio» BBICTABISIETCA TPH HATUYMKM B TpakTHUecKod pabore 1-2 3anmaHwuii,

BBIMTOJHEHHBIX C HE3HAYUTEIHLHBIMU OILINOKAMHU.

Ouyenka «y0osiemeopumenbHoy» BHICTABIACTCS 3a MPAKTUYECKYIO pabOTy, B KOTOPOW TOMYIICHBI
coJiepKaTeNIbHbIC OIMTMOKHU (OOJBITUHCTBO MPEAYCMOTPEHHBIX PaboTO# 3amanuii BeIOIHEHO, 30% 13 HUX

coJiepKat OLUIMOKH).

Ouemca «Hey006ﬂemeopumeﬂbno» BBICTABJISICTCA 3a MPAKTUYCCKYIO pa60Ty, KOTOpass COACPKUT

rpyOble OIINOKH

Tema 1.3
IIpodeccuonanbHast oTpacib (MCTOPUSI PA3BUTHSA, POJIb B IKOHOMUKE CTPAHBI,
COBpPEMEHHOE COCTOSTHHE, IOCTHKEHUS 0TPACJIN)
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[MpakTnyeckoe 3ansitTue Ne24
Past Simple u rpymnmna Bpemen Perfect — Beimosinenue JII'Y

Hesan: DopMupoBaHHe JIEKCUYECKUX, TPAMMATHYECKUX U (POHETUYECKHX HABBIKOB O0YJAIOLIHXCSI.

Bobinosinue padoty, Bl Oyere yMeTh:

HOJIb30BAaThCSl W3YyYCHHBIMU 0a30BBIMH I'DAMMAaTHYECKUMHU sBIeHHsAMH 10 Teme «Past Simple u
rpymnmna BpemeH Perfecty.

BrinosiHeHHe NpakTHYecKoil padoThl cliocodOcTByeT GOPMUPOBAHMIO:

OK 01 BriGupaTs crioco0bl pemeHus 3a1a4 npohecCHOHAIBHON eI TeIbHOCTH TPUMEHHUTEIBHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 HMcnonb30BaTh COBpEMEHHBIE CPENICTBA MOMCKA, aHAIHM3a U MHTEPIIPETAlli HHPOPMALIUU U
UH(POPMALIMOHHBIE TEXHOJIOTUH JUIs BBIMOJIHEHUS 3a/1a4 IPOpECCHOHATILHOM 1eATeIbHOCTH;

MatepuanbHoe ob6ecniedeHue: He TpeOyeTcs.

3ananue:
Past Simple Present Perfect
Obpasyercs ¢ [I[paBHIBHBIC I'1ar0JIBI e ITpaBHIBbHEIE I71ar0JIBI
V+ed V+ed
e HemnpaBHiIbHBIE IT1ar0JIbI ¢ HemnpaBHIbHBIE I71aro.Ibl
Tal:1Hua HepaBHIBHBIX I71aro10B | TabaHIa HellpaBHIBHBIX I71aroI0B
e BcroMoraTeabHBIH I1aro e BcnoMorarenpHBIH I71aro
To do B Qopme mpomenmrero Have - cI.we, you, they
BpemeHH — did Has - che, sheit

(cho.'ms*yercx B OTPHLATCIbHBIX H (cho_'n,gye'rcg BO BCeX BHIax
BOIIPOCHTEIBHBIX MPEITOXKEHHAX) npe;[;[o;](em[ﬁ)

Ynorpedasiercs Jas BBIPDAKEHHA JeHcTBHA, | 114 BBIPAKEHHA JeHCTBHA,
KOTOpO€ MPOH30IITIO0 B MPOMILIOM H | KOTOPOE MPOH3ONLIO B IPOMILIOM,
IpOJOMKeHHd He HMmeeT ((akKT | HO ero pe3yiabTaT BHIEH ceHdac.

IIp OIJIOT0)
CaoBa-nokasarenn| Yesterday. the day before yesterday.| Ever, never, already. just,before,
last week/month/year, ago yet

Choose the correct verb form (Past Simple or Past Perfect)
1. By the time Amazon (faunch) in 1994, online shopping (not exist) on a large scale.
a) launched / hadn't existed
b) had launched / didn't exist
After Google (introduce) AdWords in 2000, many businesses (start) using targeted ads.
a) introduced / had started
b) had introduced / started
When social media (become) popular, companies (already explore) digital marketing.
a) became / had already explored
b) had become / already explored
PayPal (revolutionize) online payments before cryptocurrencies (appear).
a) revolutionized / had appeared
b) had revolutionized / appeared
Task 2. Complete the sentences with the correct form of the verb (Past Simple or Past Perfect)
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1. By 2010, mobile commerce (grow) significantly because smartphones (become)
more affordable.

2. After eBay (establish) its platform, many small businesses (start) selling online.

3. When the COVID-19 pandemic (begin), many companies (already invest) in e-
commerce.

4. Facebook (launch) its ad system after Google (dominate) the online advertising
market.

ITopsinok BbINOJIHEHHS PadOTHI:
1. O3HaKOMHUTBCS C TPAMMATHYECKUMU IIPABUIIAMHU.
2. BrINonHUTE yrpaxHEHUS.

(I)opMa npeacraBjJdeHus pedyjabTaTa: BbIIIOJTHCHHLIC 3aJaHUA.

Kpurepum ouenku:

Ouenka «omauynoy BBHICTABIAETCS 3a 0€30mMO0YHYIO paboTy, a TakKe NMPH HATMYUH B HEil 1
HEerpyOoil ommoKH.

Ouenka «xopowio» BBICTABISCTCA TPH HATUYMW B TpaKTHUECKoW pabore 1-2 3amaHuid,
BBINOJIHEHHBIX ¢ HE3HAYUTEIbHBIMU OIINOKAMH.

Ouenka «y0oeiemeopumenbHo) BHICTABISICTCS 33 MPAKTHUYECKYIO paboTy, B KOTOPOW JOIYIIEHBI
coJiepKaTeNbHble OMNOKYU (OOJIBIINHCTBO MIPEIYCMOTPEHHBIX pabOTON 3ajaHuil BbINoIHEHO, 30% U3 HUX
coJiepKaT OLIUOKN).

Ouenka «Hey0061emeopumenbHo» BHICTABISCTCA 3a MPAKTHUECKYI0 paboTy, KOTOpas COAEPIKUT
rpyOble OIMOKHU

Tema 1.3
IIpodeccuonanbHas oTpacib (MCTOPUSI PAa3BUTHSA, POJIb B IKOHOMUKE CTPAHbBI,
COBpPEMEHHOEe COCTOSTHHE, I0OCTHKEHUS 0TPACJIN)

IIpakTuyeckoe 3ansitue Ne25

CoBpeMEeHHOE COCTOSIHUE OTPACIH TOPTOBIN
B UensOuHCcKo# o0nacTy. BBeneHne n akTHBU3anus JeKCHIecKuX enuHuIl. Pabora ¢ Tekcrom

IIEJ'IB: cDOpMI/IpOBaHI/Ie JICKCUYCCKUX, 'PAMMAaTUYCCKUX U CI)OHeTI/I‘-IeCKI/IX HaBBIKOB 06yqa}om1/1xc;1.

Buinosinue padoty, Bbl Oyaere yMeThb:

- YUTAaTb AYTCHTUYHBIC TCKCTEHI HpO(l)eCCHOHaHBHOfI HAITPaBJICHHOCTH, UCIIOJIb3yd OCHOBHBIC BUJbI
4yTeHUs (03HAKOMHTEIbHOE, U3ydarollee, MOMCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT TMOCTAaBJICHHOMN
KOMMYHPIKaTI/IBHOI)’I 3aJa4uu

BrinosiHeHHe NpakTUYecKoil padoThl criocodcTByeT GOPMHUPOBAHUIO:

OK 01 Bri6upats croco0bl pemieHus 3a1ad npodeccnoHalbHON NeATeIbHOCTH TPUMEHUTENBHO K
PA3IMYHBIM KOHTCKCTaM;

OK 02 Vcnonp30BaTh COBPEMEHHBIE CPEICTBA MOWCKA, aHAIM3a U MHTEpIIpeTalud MHPOPMAIUN U
I/IH(i)OpMaHI/IOHHI)Ie TEXHOJIOI'MU JIs1 BBIIIOJITHECHUA 3a/1a4 HpO(i)eCCHOHaﬂBHOﬁ JACATCIIBHOCTH,

OK 09 IMonw30Batbest MpodeccHOHATBHON JOKYMEHTAIMEH Ha TOCYJapCTBEHHOM M HHOCTPaHHOM

A3BIKAX

MarepuanbHoe obecniedeHune: He TpeOyeTcs.
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3aganue:
1) Ilepesoo mekcma:
Retail Sector Development in Chelyabinsk Region: Current Trends and Dynamics

The retail industry in Chelyabinsk Region continues to demonstrate steady growth, with retail trade
turnover increasing by 6.8% year-on-year in 2023. The market has shown remarkable resilience despite
economic challenges, maintaining its position as the third-largest retail market in the Urals Federal
District.

Modern retail formats now account for approximately 65% of total sales, with federal chains like Magnit,
Pyaterochka, and Lenta operating over 1,200 stores across the region. The food retail segment remains
dominant, representing 52% of total turnover, while non-food retail has seen particular growth in DIY,
electronics, and household appliances categories.

E-commerce penetration has reached 12% of total retail sales, significantly above the national average of
9.5%. Local businesses have actively embraced digital transformation, with the number of regional sellers
on major marketplaces (Wildberries, Ozon, Yandex Market) growing by 47% in 2023. The region has
developed a robust logistics infrastructure supporting this growth, including 3 major fulfillment centers
and over 200 pickup points.

Consumer behavior continues to evolve, with 68% of shoppers now using hybrid purchasing models
(combining online and offline channels). Private label products have gained significant market share, now
representing 18% of FMCG sales. The "buy local™ trend remains strong, with regional producers
accounting for 32% of food retail turnover.

The retail real estate market remains stable, with vacancy rates in Chelyabinsk shopping centers at 8.4%,
slightly below the national average. Successful centers like Gorki and Rodnik maintain occupancy rates
above 95%, while smaller neighborhood retail formats have shown the strongest growth (+14% in new
openings).

Looking forward, the industry faces challenges including labor shortages (with 23,000 vacancies in the
sector) and margin pressure from rising operational costs. However, opportunities exist in further digital
transformation, development of specialized retail concepts, and expansion of regional product
assortments. The regional government's support programs for retail modernization and e-commerce
development are expected to facilitate continued sector growth in 2024-2025.

oo}

BIITOJIHUTH ynpan(HeHm{:
atch the terms with their definitions:
Turnover

FMCG

Fulfillment center
Pickup points

Private label

Hybrid purchasing
Margin pressure
Vacancy rate

DIY

0. Digital transformation

2.
1.

<

BOoo~NoORWDNE

a) Products manufactured by one company for sale under another company's brand
b) The percentage of unoccupied commercial spaces
¢) Fast-moving consumer goods
d) Combining online and offline shopping methods
e) A warehouse that processes and ships online orders
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) The process of adopting digital technologies in business
g) Locations where customers can collect online orders

h) Do-it-yourself products and materials

i) Total sales revenue

J) Reduction in profit margins due to rising costs

2. Fill in the Blanks
Complete the sentences with appropriate terms from the text:
1. The retail in Chelyabinsk Region reached 6.8% growth in 2023.
retail formats now dominate the market with 65% share.
Online sales penetration has reached 12%, supported by three major centers.
products have gained 18% market share in FMCG category.
The rate in shopping centers stands at 8.4%, below national average

aswn

3. True/False Lexical Statements
Mark if these statements about word meanings are true or false:
1. "Turnover" means employee rotation in retail.
2. "FMCG" refers to durable goods like furniture.
3. "Margin pressure" relates to profitability challenges.
4. "DIY" includes pre-assembled products.
5. "Vacancy rate" measures empty retail spaces.

4. Collocation Matching
Match words to form phrases from the text:
1. Retail
2. Digital
3. Profit
4. Shopping
5. Labor
a) transformation
b) turnover
C) centers
d) margins
e) shortages

ITopsinok BbINOJIHEHHS PadOTHI:
1. [IpounTtark TEKCT. BEIMOIHUTE ITEPEBOA.
2. BrINonHUTh yrpaxHEeHUs.

®opMa npeacTaBIeHUs pe3yabTaTa: BHITOJIHEHHBIC 3a/1aHMUS.

Kpurtepum ounenku:

Ouenka «omauyno» BBHICTaBIAETCS 3a 0€30MIMO0YHYIO paboTy, a TakXke MpH HAIWYMM B HeH 1
HerpyOoi ommoKH.

Ouenka «xopowio» BBICTABISETCA TPU HATUYMKM B TpakTHUecKol pabote 1-2 3anmaHuii,
BBITMIOJTHEHHBIX C HE3HAYUTENbHBIMH OIINOKaMHU.

Ouenka «y0oenemeopumensbHo) BHICTABISETCS 33 MPAKTHUYECKYIO paboTy, B KOTOPOW JOIMYIIEHBI
coJiepKaTeNbHbIC ONMTMOKHU (OOJBITUHCTBO MPEAYCMOTPEHHBIX PaboTO# 3amanuii BeIOIHEHO, 30% 13 HUX
coJiepKat OUIHOKH).

Ouyenka «Hey0061emeopumeIbHO» BBHICTABISIETCA 332 MPAKTHUYECKYI0 padoTy, KOTOpas COAEPKUT
rpyObie ONOKH
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Tema 1.3
IIpodeccuonanbHast oTpacib (MCTOPUSI PA3BUTHSA, POJIb B IKOHOMUKE CTPAHBI,
COBpEeMEHHOEe COCTOSTHHE, IOCTHKEHHUS 0TPACJIN)

IIpakTnyeckoe 3ansiTue Ne26

PasBurtre u noctrxkeHus BeAyIuX NpeApUsITUI TOProBiau ropoga Marauroropcka. Beenenue u
aKTMBM3ALUs JIEKCUUECKUX eauHuL. PaboTta ¢ TekcToM.

Hesan: DopMupoBaHHe JIEKCUYECKUX, TPAMMATHYECKUX U (POHETUYECKUX HABBIKOB O0YJAOLITHXCSI.

Bobinosinus padoty, Bl Oy1ere yMeTh:

- YUTaTh ayTEHTUYHbIE TEKCThl MPO(ECCHOHATBLHON HApPaBIEHHOCTH, UCIOJb3ys. OCHOBHBIE BUbI
9YTeHHUs (0O3HAKOMUTENIBHOE, N3y4arolliee, MOUCKOBOE/ IPOCMOTPOBOE) B 3aBUCHMOCTH OT IIOCTABJIEHHOMN
KOMMYHHKAaTUBHOH 3a/1aun

BeinosiHeHHe npakTH4YecKoi padoThl cnocodOcTBYeT GOPMUPOBAHUIO:

OK 01 Bsibupats crioco0sbl pemieHus 3ajad npodeccuoHalbHON NeATeIbHOCTH IPUMEHUTENBHO K
Pa3IUYHBIM KOHTEKCTaM;

OK 02 Hcnonp30BaTh COBpEMEHHBIE CPENICTBA MOKMCKA, aHAIHM3a U MHTEPIIPETANH HHPOPMALIUU U
MH()OpPMAIMOHHBIEC TEXHOJIOTHH /ISl BBIITOJHEHUS 3a4a4 MPO(ECCHOHAIBHOM JIESTEIBHOCTH;

OK 09 [Tonp30BaThcs MpoQecCHOHATHHON JOKYMEHTALMEH Ha TOCYIapCTBEHHOM U HHOCTPAaHHOM

SI3BIKaX

MarepuanbHoe ob6ecnieyeHue: He TpeOyeTcs.
3ananue:
1) Hepeeoo mexcma:
Development and Achievements of Leading Retail Enterprises in Magnitogorsk

Magnitogorsk, an important industrial and commercial center of Chelyabinsk Oblast, has seen significant
growth in its retail sector in recent years. The city's trade enterprises continue to evolve, adopting modern
retail technologies and expanding their market presence.

Key Players and Their Success Stories

""Magnit" Retail Chain — As Russia’s largest retailer, Magnit has strengthened its position in
Magnitogorsk by opening new convenience stores and supermarkets. The company actively implements
digital solutions, including self-checkout systems and mobile payments, enhancing customer experience.
"Pyaterochka™ (X5 Retail Group) — This federal chain has rapidly expanded in Magnitogorsk, offering
competitive pricing and a wide assortment of goods. Pyaterochka has introduced Al-based inventory
management and loyalty programs, increasing customer retention.

"Lenta" Hypermarkets — Known for its large-format stores, Lenta has optimized logistics and
warehouse automation in Magnitogorsk, ensuring fast product turnover and fresh goods availability.
Local Retailers & Marketplaces — Magnitogorsk-based businesses, such as ""FOxuwbrii" (Yuzhny)
supermarket chain, have successfully competed with federal players by focusing on regional products
and personalized service.

Technological Advancements

E-Commerce Integration — Major retailers have partnered with Wildberries, Ozon, and Yandex Market,
offering same-day delivery and click-and-collect services.
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Cashierless Stores — Pilot projects of unmanned stores are being tested, reducing queues and improving
efficiency.

Smart Logistics — Automated warehouses and Al-driven supply chain management minimize delays and
reduce costs.

Community Impact & Future Goals

Employment Growth — Retail remains one of the largest employers in Magnitogorsk, with over 15,000
jobs in the sector.

Support for Local Producers — Stores increasingly stock Chelyabinsk Oblast-made goods, boosting the
regional economy.

Sustainability Initiatives — Plastic reduction programs and energy-efficient store designs are being
implemented.

Magnitogorsk’s retail sector demonstrates a balance between federal chains and local businesses, with a
strong focus on innovation and customer satisfaction. Future plans include further digitalization and
expansion of retail networks in the city and surrounding areas.

2) Hanucamb 3cce npo 00HO U3 RPEORPUAMUILL MOP2OBIU HAWLEZO0 20P00a

ITopsinok BbINOJIHEHHA Pa0dOTHI:
1. IIpouuTarh TeKCT. BBINOIHUTH EPEBOI.
2. Hamucats scce.

(I)opMa npeacraBjJdeHus pedyjabTaTa: BbIIIOJTHCHHBIC 3aJaHUA.

Kpurepum ouenku:

Ouenka «omauynoy BBHICTABIAETCS 3a 0€30mMO0YHYIO paboTy, a TakKe NMPH HAIMYUHM B HEl 1
HEerpyOoil ommoKH.

Ouenka «xopouio» BBICTABISCTCS TPH HATUYAW B TpaKTHUECKoW pabote 1-2 3amaHuid,
BBITIOJTHEHHBIX ¢ HE3HAYUTENbHBIMH OIINOKAMHU.

Ouenka «y0oenemeopumenbHo» BBICTABISETCS 33 MPAKTHUYECKYIO paboTy, B KOTOPOW JOIMYIIEHBI
coJiepKaTeNbHbIe OIUOKHU (OONBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3aqaHuil BEIMOIHEHO, 30% U3 HUX
coJiepKaT OIIUOKH).

Ouenka «ney0oenemeopumenbHo» BHICTABISETCSA 32 MPAKTHUECKYI0 paboTy, KOTOpas COAEPIKUT
rpyOble OIMOKHU

Tema 1.3
IIpodeccuonanbHas oTpacib (MCTOPUS PA3BUTHSA, POJIb B IKOHOMUKE CTPAHbBI,
COBPEMEHHOE COCTOSTHHE, JOCTH/KEHHS OTPACJIN)
IIpakTHyeckoe 3ansitue Ne 27-28

BBenenue u akTHBU3AIMS JIEKCHYECKUX €AMHUL]. DKOHOMHKA U OCHOBBI aHaJIN3a (pMHAHCOBO-
XO3SIMCTBEHHOM J1€ATEIbHOCTH TOProBoii opranusaiuu. Pabora c Tekctom

Heab: @opmupoBaHue JIEKCUUECKUX, TPAMMATUYECKUX U (POHETHUECKUX HABBIKOB 00YJarOMIMXCS.

Beinosinue padory, Bl Oyaere yMeThb:

- YUTaTh AyTeHTUYHbIE TEKCThI MPO(ECCHOHATFHON HANpPaBIEHHOCTH, UCIOJIb3ys OCHOBHBIE BUIbI
yTeHUs1 (03HAKOMHUTEIBHOE, U3yJarolee, MOMCKOBOE/ TPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTAaBJICHHOU
KOMMYHHUKATHUBHOM 3a/lauu

BoinosiHeHue npakTHYecKoi padoThl cnocoOcTBYeT GOPMUPOBAHUIO:
I1IK 1.1. ITpoBoauTs cO0p M aHamu3 HHGOPMAIIMH O TIOTPEOHOCTAX CYOBEKTOB PhIHKA HAa TOBAPHI
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U YCIIyTH, B TOM YHCJI€ C UCTIOJIb30BaHUEM U(PPOBBIX U HHPOPMALIMOHHBIX TEXHOJIOTHH.
OK 09 INonp30Batbest mpodeccuOHaTBHON JOKYMEHTAIMEeH Ha TOCYJapCTBEHHOM M HHOCTPaHHOM
A3BIKAX

MatepuanbHoe obecniedeHue: He TpeOyeTcs.
3amanue:
5. Ilepeeoo mekcma:.

Economics and Fundamentals of Financial and Business Activity Analysis in Retail Organizations
The retail sector operates in a dynamic economic environment requiring thorough financial analysis to
ensure sustainable operations and growth. Key aspects include revenue generation through sales activities
while managing costs effectively to maintain profitability. Financial analysis examines gross margin as
the difference between revenue and cost of goods sold (COGS), with operating profit reflecting earnings
after operating expenses and net income representing final profitability after all deductions. Break-even
analysis determines the minimum sales volume required to cover both fixed and variable costs, while
inventory turnover rate measures how efficiently stock is managed. Liquidity assessment through current
ratio and working capital analysis ensures short-term obligations can be met, and ROI calculations
evaluate investment effectiveness. Modern retail operations utilize financial statements including balance
sheets, income statements, and cash flow statements alongside key performance indicators like EBITDA
(earnings before interest, taxes, depreciation and amortization) and various financial ratios to monitor
health and make data-driven decisions. Market share analysis helps understand competitive positioning
while sales forecasting enables strategic planning. Effective financial management in retail requires
balancing pricing strategies, discount policies, trade margins, and credit terms while optimizing asset
turnover and maintaining appropriate cost structures. Technological integration through ERP systems and
business intelligence tools has become essential for real-time financial monitoring and operational
efficiency in today's competitive retail landscape where both traditional metrics and innovative analytical
approaches contribute to comprehensive financial and business activity evaluation.

6. Botnoanumo ynparxcHenus:

1. Haumu coomeemcmeus:
Gross margin
EBITDA
Current ratio
Break-even point
Inventory turnover
ROI
COGS
Working capital

9. Asset turnover

10. Trade margin
a) Earnings before interest, taxes, depreciation and amortization
b) Revenue minus cost of goods sold
c¢) Current assets divided by current liabilities
d) Sales volume where total costs equal total revenue
e) How quickly inventory sells and is replaced
f) Return on investment
g) Cost of goods sold
h) Current assets minus current liabilities
i) Sales generated per dollar of assets
J) Difference between wholesale and retail price

N~ WNE
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2. 3aMoJHUTD MPOITYCKHU CIIOBAaMH

1" analysis helps determine when revenues will cover all expenses."

2. "To calculate , subtract COGS from total revenue."

3. "A store with high sells its stock quickly."

4, " measures ability to pay short-term debts."

5 " excludes non-operating expenses for clearer performance analysis."

3. IlepeBecTr BhIpaskeHUS:
1. Final profit (Net income)
2. Stock efficiency metric
3. Required sales to cover costs
4. Short-term financial health indicator
5. Cost of products sold
4. HanmmmTe BEpHO/HEBEPHO BHICKA3HIBAHHE:
1. EBITDA includes tax payments
2. Gross margin shows profit after all expenses
3. Higher inventory turnover is always better
4. Working capital = current assets - current liabilities
5. Trade margin equals retail minus wholesale price
5. BeiOepuTe nmpaBUIbHBINA BapUAHT OTBETA!
1. "The (EBITDA/COGS) for last quarter was $2.3 million, showing strong operational
performance."
2. "We need to improve our (trade margin/asset turnover) by generating more sales from existing
store fixtures."
3. "The (current ratio/ROI) of 2.1 indicates good short-term financial health."
4. "“After calculating the (break-even point/net income), we determined we need to sell 500 units
monthly."
5. "(Working capital/Gross margin) must be managed carefully to pay suppliers on time."

7. Tect

1.Gross profit is calculated as:

a) Revenue minus operating expenses

b) Revenue minus cost of goods sold (COGS)
c) Net profit minus taxes

d) EBIT minus depreciation

2. Break-even analysis helps determine:
a) Maximum possible profit

b) Sales volume needed to cover all costs
¢) Optimal inventory levels

d) Market share percentage

3. Which financial statement shows a company's financial position at a specific date?
a) Income statement

b) Balance sheet

c) Cash flow statement

d) Statement of retained earnings

4. The current ratio measures:

a) Profitability

b) Short-term liquidity

¢) Inventory efficiency

d) Long-term debt capacity

5. EBITDA stands for:

44



a) Earnings Before Interest, Taxes, Depreciation and Amortization
b) Earnings Before Inventory, Turnover, Debt and Assets
c) Estimated Business Income Through Detailed Analysis
d) Equity-Based Investment Tracking and Debt Assessment
6. A high inventory turnover ratio indicates:

a) Poor sales performance

b) Efficient inventory management

c) Excessive storage costs

d) Low product demand

7. ABC analysis classifies inventory based on:

a) Alphabetical order

b) Product color and size

c) Value and sales frequency

d) Supplier location

8. ROI (Return on Investment) evaluates:

a) Employee productivity

b) Effectiveness of capital investments

c) Customer satisfaction levels

d) Supplier reliability

9. Which system is most critical for real-time financial monitoring in modern retail?
a) SWOT analysis

b) ERP systems

c) PESTLE analysis

d) Break-even charts

ITopsinok BbINOJIHEHHS PadOTHI:

1. [IpounTtars TEKCT. BRIMOIHUTE NIEPEBOA.
2. BbINOMHUTE yIpaskHEHUS.
3. Brinosnnu Tecr.

(I)opMa NnpeacTraBjJdeHus pedyjabTaTa: BbIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouyenka «omauunoy» BbICTaBIseTCs 3a 0€301IMO0YHYI0 paboTy, a TakXe NMpU HAIUYUU B HeH 1
HEerpyOoil ommoKH.

Ouenka «xopouio» BBICTABISCTCS TPH HATUYAW B TpaKTHUECKoW pabore 1-2 3amaHuid,
BBITOJIHEHHBIX ¢ HE3HAYUTEIbHBIMHU OIINOKAMH.

Ouenka «y0oeiemeopumelbHo» BBICTABISIETCS 32 MPAKTHUECKYIO paboTy, B KOTOPOH TOMYIIECHBI
coJiepKaTeNbHble OMNOKHU (OOIBIIMHCTBO MPEYCMOTPEHHBIX pabOTON 3a/jaHui BbINONIHEHO, 30% U3 HUX
coJiepKaT OIITUOKH).

Ouenka «neyooenemeopumenbHo» BHICTABISETCS 32 MPAKTHUECKYI0 pabOTy, KOTOpas COAEPIKUT
rpyOble OINOKHU

Tema 1.3
IIpodeccuonanbHas oTpacib (MCTOPUS PA3BUTHSA, POJIb B IKOHOMUKE CTPAHbBI,
COBpPEMEHHOEe COCTOSIHHE, IOCTHKEHUS 0TPACJIN)

IIpakTuyeckoe 3ansaTue Ne29-30

BBeneHne u ak THBU3AIHS JIEKCUIECKUX enuHUIL [[pruKitaHbIe KOMITBIOTEPHBIC TPOTPaMMBbI B
npodeCCHOHATTLHOM IeATeIbHOCTH. UTeHHe U paboTa ¢ TeKCTOM
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Heas: ®opMupoBaHUe YMEHHI MMOJIb30BAThCA U3YYEHHBIMU 0a30BBIMU IPaMMaTHYECKIUMH SIBIICHHUSIMU;
ONpeeNATh HEOOXOAMMBIE pECypChl; MPUMEHSITh COBPEMEHHYIO HAaydHYI MNPO(EeCcCCHOHANbHYIO
TEPMUHOJIOTHIO; CTPYKTYpUPOBaTh MOJIy4aeMyr HWH(POpPMANMIO; BBLACIATh Haubojee 3HAYMMOE B
nepeyHe nHGOopMaIHH.

Bobinosinue padoty, Bbl Oyere yMeTh:

- YUTaTh AyTEHTHYHbIE TEKCTHI MPO(eCCHOHAIHLHONW HAIPaBIEHHOCTH, UCIOJB3YSl OCHOBHBIE BHJIbI
yTeHusl (03HAKOMHUTEIBHOE, M3yYarollee, MOMCKOBOEe/ IIPOCMOTPOBOE) B 3aBUCHMOCTH OT HOCTAaBIICHHOMN
KOMMYHUKATHUBHOMW 3aJJauH.

BbinoJsiHeHHe PaKTHYeCKO# padoThI c1oco00CcTBYeT (POPMHPOBAHMIO:

I1IK 1.1. ITpoBoauTh cOOp M aHaIU3 HHGOPMAIIMH O TOTPEOHOCTAX CYOBEKTOB PhIHKA HAa TOBAPHI
U YCIIyTH, B TOM YHCJI€ C UCTIOJIb30BaHUEM HU(MPOBBIX U HHPOPMALIMOHHBIX TEXHOJIOTHHA.
OK 09 INonp30Batbest mpodeccuoHaTbHON JOKYMEHTAIMEeNH Ha TOCYJapCTBEHHOM M HHOCTPaHHOM
SA3BIKAX

MarepuanabHoe ofecnedeHne: He TpeOyeTcs.

3amanue:
1.ITpounTtark, NEPEBECTH TEKCT:

Applied computer programs play a crucial role in modern professional activities, enhancing productivity,
accuracy, and efficiency across various industries. Specialized software such as CAD systems for
engineers, accounting tools like QuickBooks for financiers, and graphic design applications such as
Adobe Photoshop for creatives streamline complex tasks and reduce manual errors. In healthcare,
electronic medical records (EMR) systems improve patient data management, while project management
tools like Trello and Asana help teams collaborate effectively. Data analysis programs, including Excel
and Python-based solutions, enable businesses to make informed decisions by processing large datasets.
Additionally, industry-specific software, such as AutoCAD for architects or MATLAB for scientists,
provides tailored solutions for technical challenges. The integration of artificial intelligence and
automation into these programs further optimizes workflows, allowing professionals to focus on
strategic tasks. Mastery of relevant computer applications is now an essential skill in most careers, as
digital tools continue to transform traditional work methods and drive innovation in the global job
market.

2. Bompochl K TeKcTy:

1. What are the main benefits of using computer programs in professional work?
Can you name three different professions that use specialized software and what programs they
use?
How do accounting programs like QuickBooks help financial professionals?
What is the purpose of project management tools like Trello and Asana?
Why are electronic medical records (EMR) important in healthcare?
What kinds of tasks can data analysis programs like Excel and Python help with?
How does artificial intelligence improve professional software?
Why is it important for modern professionals to know how to use computer programs?
What are some examples of industry-specific software mentioned in the text?
10 How have computer programs changed the way people work in different jobs?
3. BBIIOJIHUTE TECT:
1. What is the main purpose of applied computer programs in professional work?
a) To make computers more expensive
b) To enhance productivity, accuracy and efficiency
c) To replace all human workers
d) To slow down work processes

N
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2. Which of these programs is mentioned for graphic design work?
a) QuickBooks
b) Adobe Photoshop
c) Trello
d) MATLAB
3. What do electronic medical records (EMR) systems improve in healthcare?
a) Patient data management
b) Hospital food quality
c) Building maintenance
d) Doctor's salaries
4. Which tool helps teams collaborate on projects?
a) AutoCAD
b) Asana
c) Python
d) QuickBooks
5. What do data analysis programs like Excel and Python help businesses with?
a) Making coffee
b) Processing large datasets for better decisions
c) Designing buildings
d) Writing novels

Ilopsinok BbINOJIHEHHUS PadOTHI:

1. [IpounTtark TEKCT. BRIMOIHUTE IIEPEBOA.
2. BbInOSHUTE yIIpaskHEHUS.
3. Boinosnnu Tecr.

(I)opMa npeacraBjJdeHus pedyjabTaTa: BbIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouyenka «omauunoy» BbICTaBIsETCS 3a 0€301IMO0YHYI0 paboTy, a Takke NMpU HAIUYUU B Hel 1
HEerpyOoi ommoKH.

Ouenka «xopouio» BBICTABISCTCS TPH HATUYAW B TpaKTHUECKoW paborte 1-2 3amaHMid,
BBITTOJIHEHHBIX ¢ HE3HAYUTEIbHBIMU OIINOKAMH.

Ouenka «yooenemeopumenbHo» BBICTABISIETCS 33 MPAKTHUYECKYIO paboTy, B KOTOPOW JOIYIIEHBI
coJiepKaTeNbHble OMNOKHU (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0OTON 3aJaHUi BbINONHEHO, 30% U3 HUX
coJiepKaT OIITUOKH).

Ouenka «neyooenemeopumenbHo» BHICTABISETCS 32 MPAKTHUECKYI0 paboOTy, KOTOpas COAEPIKUT
rpyOble OINOKHU

Tema 1.3
IIpodeccuonanbHasi oTpac/b (MCTOPUS PAa3BUTHS, POJIb B IKOHOMHKE CTPAHBI,
COBpPEMEHHOE COCTOSTHHE, TOCTHKEHHS OTPACIIN)

IIpakTyeckoe 3ansitue Ne31
KonrponsHas pabota

Heanb: ®opMupoBaHre yMEHUH MOJIB30BATHCS U3YYCHHBIMU 0a30BBIMU TPAMMATUYECKUMU SBICHUSMU;
ONpeneNiaTh HeOOXOAMMBIE PECYpChl; TPUMEHITh COBPEMEHHYIO Hay4dHYyI MNpodecCHOHAIBHYIO
TEPMUHOJIOTHIO; CTPYKTYpHUPOBaTh MOJy4daeMyl WHGOpMAalMIO; BBLACIATh Haubojee 3HAYMMOE B
nepevHe nHHOpMaIuu.
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Buinosinue padoty, Bl Oyere yMeTh:
- YUTaTh ayTEHTUYHbIE TEKCThl PO(ECCHOHAIBLHON HANpPaBIEHHOCTH, UCIOJb3ys. OCHOBHBIE BUbI

yTeHusl (03HAKOMHUTEIBHOE, U3YyYarollee, MOMCKOBOEe/ TPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTaBJICHHOU
KOMMYHHUKATHUBHOM 3a/1a4uu

BrinoJiHeHHe NpaKTHYeCKOil padoThl cliocoOcTBYeT GOPMUPOBAHMIO:

1K 1.1. [IpoBoauTh cOop U aHanu3 HHGOOPMAIMH O TTOTPEOHOCTAX CYOBEKTOB PHIHKA Ha TOBAPHI

¥ YCIIYTH, B TOM YHUCIIE C UCTIOIB30BaHNEM U (PPOBBIX U MH(POPMAIMOHHBIX TEXHOIOTHH.

OK 01 Beibupats crioco0bl pemeHus 3a1a4 IpopecCuoHaIbHOM 1A TebHOCTH IPUMEHUTENBHO K
Pa3IUYHBIM KOHTEKCTaM;

OK 02 Mcrnonp30BaTh COBPEMEHHBIE CPE/ICTBA OUCKA, aHATHM3a U UHTEPIPETALUU UHPOPMALIUU U
UH()OpPMaIMOHHBIE TEXHOJIOTHH JUISI BBIITOJIHEHUS 3a/1a4 MPO(ECCHOHANBHON IESITEIbHOCTH;

OK 09 INonp30BaThcs MpoQecCHOHATBHON JOKYMEHTALUEH Ha TOCYIaPCTBEHHOM U HHOCTPAaHHOM
SI3BIKaX

MartepuanbHoe obecnieyeHue: He TpeOyeTCs.

3aganue:

1.

What does the gross profit margin measure?

a) Total revenue minus cost of goods sold

b) Net profit after all expenses

c) Operating expenses as a percentage of sales

d) Liquidity of the company

Which ratio indicates how efficiently a company uses its assets to generate profit?
a) Current ratio

b) Inventory turnover ratio

c) Return on Assets (ROA)

d) Debt-to-equity ratio

A low inventory turnover ratio suggests:

a) High sales efficiency

b) Overstocking or slow-moving goods

c) Strong liquidity

d) Low operating costs

What is the purpose of break-even analysis?

a) To determine tax liabilities

b) To find the sales volume needed to cover costs

c) To assess market competition

d) To calculate net profit

Which financial statement shows a company’s revenues and expenses over a period?
a) Balance sheet

b) Income statement

c¢) Cash flow statement

d) Statement of retained earnings

If a company’s current ratio is 2.5, what does this indicate?
a) It has strong short-term solvency

b) It is highly leveraged

¢) It has low profitability

d) It struggles with inventory management

What does ABC analysis prioritize in inventory management?
a) Alphabetical order of products

b) High-value items contributing most to revenue
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10.

3.

c) Fastest-selling items

d) Items with the lowest cost

Which of the following is NOT an operating expense?
a) Salaries

b) Rent

c¢) Cost of goods sold (COGS)

d) Advertising

A high debt-to-equity ratio indicates:

a) Strong financial stability

b) Heavy reliance on borrowed funds

c¢) High profitability

d) Low inventory levels

What is the formula for net profit margin?
a) (Net Profit / Revenue) x 100

b) (Gross Profit / Revenue) x 100

c¢) (Total Assets / Total Liabilities) x 100

d) (Current Assets / Current Liabilities) x 100

Keiic-3a0aua

A retail company has the following financial data for 2023:

Revenue: $500,000

COGS: $300,000

Operating Expenses: $120,000
Inventory at Year-End: $50,000
Total Assets: $400,000

Tasks:

1. Calculate gross profit and net profit. (5 pts)

2. Compute the gross profit margin and net profit margin. (5 pts)

3. If the average inventory was $40,000, what is the inventory turnover ratio? (5 pts)
4. Interpret the company’s profitability based on your calculations. (5 pts)

HOpﬂ}IOK BbIITOJTHCHHUA paﬁoTbI:

1.
2.

BeinosauTs TECT
Pemuts keiic-3amauy

®opma npeacrabieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3a/1aHNUS.

Kpurepum ouenku:

Ouenka «omauuno» BBICTABIAETCS 3a 0€30MIMO0UHYI0 paboTy, a TakXkKe MPU HAIWYUK B HEeH 1
HerpyOoi ommoKH.

Ouenka «xopouioy BBHICTaBIIETCS MpPU HATUYMKM B MpaKkTU4Yeckoil pabore 1-2 3ananuii,
BBITMIOJTHEHHBIX C HE3HAYUTENIbHBIMH OIINOKaMHU.

Ouenka «yooenemeopumenbHo» BHICTABIAETCS 32 MPAKTUYECKYIO pabOTy, B KOTOPOH OMYyIEHbI
coJiepKaTeNbHble OIIMOKHU (OO0NBIIMHCTBO MPEyCMOTPEHHBIX pab0TOM 3a1aHuil BINOIHEHO, 30%
U3 HUXCOJIEpKAT OIIUOKH).

Ouenka «ney0061emeopumenbHo» BbICTABISETCA 3a MPAKTHUECKYI0 PabOTy, KOTOpask COAECPIKUT
rpyOble OIINOKH

Tema 1.4 be3onacHOCTH NPOM3BOACTBA
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(3xos10rMYecKkue NpodaeMbl 0TPAC/IHU, IYTH UX PeLICHUsT)
IIpakTn4yeckoe 3ansitue Ne32
BBenenne nekcuueckux eAMHUIL 110 TEME, UX akTuBU3anus. PaboTa ¢ TekcToM «be30macHoCTh TOProBIN

Hesb: popMupoBaHUE JTEKCHUECKUX, TPAMMATHYECKUX U (POHETHUECKUX HABBIKOB 00YUYAIOIIUXCS.

BoinosnuB padory, Bbl Oyere yMeThb:

- YUTaTh AyTEHTUYHbBIE TEKCTHI MPO(ECCHOHATBFHON HAIPaBIEHHOCTH, UCIOIb3ys OCHOBHBIC BUIBI
9yTeHHs (03HAKOMHTENIBHOE, N3ydarolee, MOUCKOBOe/ IIPOCMOTPOBOE) B 3aBUCHMOCTH OT IIOCTaBIEHHOMN
KOMMYHUKAaTHBHOW 331241

BrinoJsiHeHHe NpakTUYecKoil padoThl cliocodcTByeT GOPMUPOBAHMIO:

1K 1.1. [IpoBoauTh cOop 1 aHanu3 HHGOPMAIMH O TIOTPEOHOCTAX CYOBEKTOB PHIHKA Ha TOBAPHI
U YCIIyTH, B TOM YHCJI€ C UCIIOJIb30BaHUEM LU(POBBIX U HHPOPMALIMOHHBIX TEXHOJIOTHH.

OK 01 Bsi6upats crioco0b! pemeHus 3a1a4 npo(ecCHoHAIBHON e TeTbHOCTH IPUMEHUTEEHO
K Pa3JIMYHBIM KOHTEKCTaM;

OK 02 JVcnonb3oBaTh COBPEMEHHBIE CpEJICTBAa IIOMCKA, aHalW3a M HHTEpIpEeTaliu
uHpopMalMd M HWHGPOPMALMOHHBIE TEXHOJOTMHM JUI BBINOJHEHHMs 3a7ad Mpo(ecCHOHANbHOM
JEeSITEIbHOCTH;

OK 09 ITonb3oBaThcs NpodecCHOHATBHOM JOKYMEHTALUeH Ha TOCYAapCTBEHHOM U MHOCTPAHHOM

A3BIKAX

MatepuanbHoe obecniedeHue: He TpeOyeTcs.
3amanue:

1.Ilepesecmu mexcm:
Secure Trade Without Components

In today's digital economy, ensuring safe and efficient trade without physical components is essential.
This type of trade includes digital goods, services, licenses, and intellectual property, all of which require
strong security measures to prevent fraud, data theft, and cyber threats. One of the most effective
solutions is blockchain technology, which provides transparency and immutability in transactions,
reducing the risk of manipulation. Smart contracts further enhance security by automating agreements and
eliminating the need for intermediaries, ensuring that terms are executed only when predefined conditions
are met. Encryption plays a vital role in protecting sensitive information during online exchanges,
preventing unauthorized access. Multi-factor authentication and biometric verification add an extra layer
of security, ensuring that only authorized parties can engage in transactions. Compliance with
international regulations, such as GDPR and anti-money laundering (AML) laws, is also critical to
maintaining trust and legality in digital trade. Companies must implement robust cybersecurity protocols,
including firewalls, intrusion detection systems, and regular audits, to safeguard against breaches.
Additionally, decentralized platforms reduce single points of failure, making transactions more resilient to
attacks. As digital trade continues to grow, businesses must prioritize security to build trust with
customers and partners. By leveraging advanced technologies and adhering to best practices,
organizations can minimize risks and create a secure environment for trade without physical components,
ensuring smooth and reliable operations in the digital marketplace.

2. Hepeaecmu cjloea npu nomouiu cioeaps:

« Digital economy
e Non-physical trade / Partless trade
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« Digital goods

e Services

e Licenses

« Intellectual property (IP)

e Transactions

e Online exchanges

o Digital marketplace

e Fraud

o Data breaches

o Cyber threats

o Unauthorized access

o Data theft

« Manipulation

« Single points of failure

e Blockchain technology

e Transparency

e Immutability

e Smart contracts

e Automation

o Encryption

o Multi-factor authentication (MFA)
o Biometric verification

o Decentralized platforms

o Firewalls

 Intrusion detection systems (IDS)
e Regular audits

« Sensitive information

e Robust protocols

o GDPR (General Data Protection Regulation)
e AML (Anti-Money Laundering) laws
e International standards

e Legitimacy
e Trust

o Reliability
e Resilience

o Mitigate risks

o Foster confidence

e Seamless operations
e Global transactions

3.Bvinonnums ynpasxcnenue
3anoJHUTh MPOITYCKH CIIOBAMU:

blockchain, fraud, encryption, smart contracts, GDPR, biometric verification, decentralized, audits,
intellectual property, transparency
1. To prevent , companies must use strong to protect sensitive data.
2. technology ensures by making all transactions visible and
unchangeable.
automate agreements and remove the need for intermediaries in digital trade.
platforms reduce risks by eliminating single points of failure.
Regular security help identify vulnerabilities in the system.
(like fingerprints or facial recognition) adds an extra layer of security.
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7. Businesses handling (e.g., patents, copyrights) must comply with
regulations.

Iopsinok BbINOJHEHHUS PA0OTHI:
1. BbInogHUTE NEPEBOA TEKCTA.
2. IlepeBecTu cioBa U 3anucarh B TETPa/b.
3. BomonaHuTh yrpaxkHeHHE

C[)opMa NMpeacTaBJdCHUd pe3yjabTaTa: BbIIIOJIHCHHBIC 3a/IaHU.

Kpurtepuu ouenku:

5. Ouenxa «omauuno» BBICTaBISCTCS 32 0€30IIMO0YHYIO0 paboTy, a TaKKe NMpPU HAJTUYUHM B Hel |
HEerpyOo# OIIMOKH.

6. Ouenka «xopouwio» BBICTABISIETCS IPU HAIMYMM B IpakTHYeckod pabote 1-2 3amanui,
BBINTOJIHEHHBIX ¢ HE3HAYUTEIbHBIMU OIINOKAMH.

7. Ouenka «y006nemeopumenbHo» BbICTABIIAETCS 32 IPAKTUYECKYIO paboTy, B KOTOPOl 1OMyIIEHbI
coJiepKaTenbHble OMUOKHU (OOIBIIMHCTBO MPETYCMOTPEHHBIX Pa0OTON 3aJaHuii BEITOIHEHO, 30%
13 HUXCOJIEPKAT OIIHOKH).

8. Ouenka «neyooenemeopumenbHo) BHICTABISETCS 33 MPAKTUYECKYIO paboTy, KOTOpast COACPKHUT
rpyOble OINOKU

Tema 1.4 Be3onacHOCTH NPOU3BO/ICTBA
(3xoJI0rHYecKUe MPOo0JIeMbl OTPACJIH, IIYTH UX PelIeHUs )

IIpakTuyeckoe 3ansitue Ne33
Henuaneie ¢popmbl T1aroiia — BeICHHE M aBTOMATH3AIMS TPAMMAaTHIECKOTO MaTepHala.
Heab: @opMupoBaHue JIEKCUUECKUX, TPAMMATUYECKUX U (DOHETHUECKUX HaBBIKOB 00Y4arOIINUXCS.

Bbinosinue padoty, Bbl Oy1ere yMeTh:

NOJIb30BaThCSl U3YUYEHHBIMHM 0a30BBIMU TPaMMAaTHUYECKUMU SBJICHUAMU 10 TeMe «Hemnunslie GpopMel
[JIaroyay.

BeinosiHeHHe IPaKTHYECKO# PadoThI c10cOOCTBYeT (POPMHUPOBAHHIO:

OK 01 Bsibupats crioco0sl peieHus 3a1ad npodeccuoHalbHON eATeIbHOCTH IPUMEHUTENBHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 Vcnionp30oBaTh COBPEMEHHBIE CPEICTBA MOKCKA, aHAIN3a U MHTEpIIpeTalud MHPOpMaAIUN U
UH(POPMALIMOHHBIE TEXHOJIOTHH IS BBIMOJIHEHUS 3a/1a4 PO eCCHOHATIBHOM J1eTebHOCTH;

MarepuanbHoe obecniedeHue: He TpeOyeTcs.
3aganue:

1. H3yuume npasuno
Impersonal Verbal Forms

Ving toV (bare) V

1. after prepositions, for
example, in, at, after, for,
about etc.

e.g. He’s crazy about cooking.
2. after verbs of’likes” and

1. after verbs of wish (want, would | 1. after modal verbs

like, would prefer, would love to V,
be eager to V, be willing to V, wish)
e.g. | paint well, so | want to be an
artist.

(can, must, may, could,
should, would, might, need,
shall)

e.g. You should listen to your
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“dislikes” ( love, hate, adore, And in complex object: parents.

can’t stand, like, don’t mind, want smb to V He might be right.
prefer etc.) ‘d like smb to V 2. after auxiliary verbs (do,
e.g. My dad can’t hope smb to V does, did, will)
stand washing up! allow smb to V e.g. It’s cold here
3. After verbs of continuation ( go | advise smbtoV I will put on a sweater.
on, keep on, continue, carryon) | 2. With adjective phrases (kakoBo | 3. In the complex object after:
Naughty JeJ1aTh YTO-TO) let smb V smth (rmo3BosATH
children continued talking. It’s t0 Ve—c=v KOMY-TO JIeJIaTh )
4. current habits: He’s to Vi———= make smb V (3acraBisirh
get/be used to Ving (npuBbIk e.g. It’s difficult to read this book. | koro-to nemnars)
JIeNIaTh YTO-TO) She is nice to talk to. My parents
e.g. ’'m used to waking up early. | 3. past habits: don’t let me stay out late.
5. avoid Ving (u36eraTh used (didn’t use) to V They make me do homework
nenate), deny (orpunarhb (MTPUBBIYKY B IPOLILIOM ) every day.
)/admit(npu3naBaTh) +Ving | used to play with dolls when I was
e.g. Don’t avoid being around five.
new people. 4. in modal expressions:
6. suggest Ving (mpeuioxuTh be able to V (criocoben nenatn)
clesaTh) have/has to V (mpuxoxutscs/
7. fancy Ving(xoTeTb caenarp) JI0JDKEH Jienath) be going to V= be

about to V

e.g. | have to wear a uniform at

school.

She’s able to solve any problem.
5. adverbials of purpose:

to VV? In order (not)to V (uroOsi
(ue) cnenatn)

e.g. | went to the shop to buy some
bread.

2. Boinonnume ynpasicnenue:

[TocTaBuTh ry1aros B HyXXHYI0 GopMy:
1. Dust mites can___ (cause) allergy.

2. My mom wants me (switch) the light every time | leave the room.

3. In order not to catch Covid 19 you should (wear) a protective mask and avoid (be) in
public places.

4. Do you have to (wear) a uniform at work? — No, luckily, I don’t.

5. My brother has already got used to (study) online.

6. Teachers often make their student (do) training exercises.

7. 1don’t mind (clean) windows or (dust) the furniture.

8. He suggested (vacuum) the carpet.

9.’'m so glad (see) you in a good mood. It’s nice (talk) to you.

ITopsinok BbINOJIHEHHS PadOTHI:
1. U3yunte Tabnauiy HelnuuHble (OPMBI I1aroa.
2. BeinonHuTE ynpakHeHue.

dopma npeacTaBJIeHUs! pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.

Kpurepun onenkn:
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Ouenka «omauyno» BBHICTABIAETCS 3a 0€30MMO0YHYIO paboTy, a TakXkKe MpH HAIWYMM B HEeH 1
HErpyOoOii OIIMOKH.

Ouenka «xopowio» BBICTABISCTCA TPH HATUYMKW B TpaKTHUeCKol pabore 1-2 3amaHwuid,
BBINIOJTHEHHBIX C HE3HAYUTEIbHBIMHU OIIMOKAMHU.

Ouenka «y0o0enemeopumenbHo) BHICTABISETCS 3a MPAKTHUECKYIO paboTy, B KOTOPOM JOMYIIEHBI
coJiepKaTenbHble OMNOKHU (OOJBIIMHCTBO IPEYCMOTPEHHBIX pabOTON 3ajaHui BbINOIHEHO, 30% U3 HUX
coJiepKaT OLIUOKH).

Ouenka «Hey006/1emeopumenbHo» BHICTABIACTCA 32 MPAKTHUECKYIO paboTy, KOTOpas COACPIKHUT
rpyObIe OLIHOKH.

Tema 1.4 be3onacHOCTH MPOU3BO/ICTBA
(3xosI0rNYecKue MPo0JIeMbI OTPACIIU, MYTH UX PellleHUs)

IIpakTuyeckoe 3ansitue Ne34

CocraBnenue CJIOBaps I10 TEMC. PaboTta ¢ TekcTaMu «Hpamzma TEXHUKN 0€30IMacHOCTH Ha pa6oqu
MCECTE»

Hesab: popMHUpOBaHUE JIEKCUUECKUX, TPAMMATHYECKUX U (POHETUYECKUX HABBIKOB O0yYaIOIIHUXCS.

BobinosinuB padoty, Bl Oy1ere yMeTh:

- YUTaTh ayTEHTUYHbIE TEKCThl MPO(ECCUOHAILHON HalpaBIEHHOCTH, UCIOJIb3Yys OCHOBHBIE BU[IbI
9YTeHHUs (0O3HAKOMUTENIBHOE, N3y4arolliee, MOUCKOBOE/ IPOCMOTPOBOE) B 3aBUCHMOCTH OT IIOCTABJIEHHOMN
KOMMYHHKATUBHOH 3a/1aun

BeinosiHeHHe npakTH4YecKoi padoThl cnocodOcTBYeT GOPMUPOBAHUIO:

OK 02 JVcnonb3oBaTh COBPEMEHHBIE CpEICTBAa IIOMCKA, aHaluW3a M HHTEpIpeTauu
uHpopMaMd M HWHGPOPMALMOHHBIE TEXHOJOTHMHM [UI BBINOJHEHHMsS 3a7ad MNpodecCHOHANbHOM
NeSITEbHOCTH;

OK 03 IInanupoBaTh M pealM30BbIBaTh COOCTBEHHOE MNPO(ECCHOHAIBHOE U JMYHOCTHOE
pa3BUTHE, TPEIIPUHUMATENBCKYIO 1€ATEIbHOCTh B TPO(EeCCHOHATBHON cdepe, UCTI0Nb30BaTh 3HAHUS
10 (PMHAHCOBOW I'PAaMOTHOCTH B PA3JIMYHBIX )KU3HEHHBIX CUTYAIUIX

OK 09 INonp30BaThCs MPOPECCHOHATHHON TOKYMEHTALMEH Ha TOCYAaPCTBEHHOM U HHOCTPAaHHOM

A3BIKAX

MarepuanbHoe ob6ecnieyeHue: He TpeOyeTcs.
3aganue:

1. Osnaxomvmecw co cnosamu:. Safety Vocabulary for Retail Workers

. Personal Protective Equipment (PPE) - cpeicTBa MHANBUIYAIEHOMN 3aIIIMTHL
. Emergency EXit - aBapuiiHblii BBIXO/L.

. Proper Lifting Technigue - mpaBuiIpHAs TEXHUKA ITOIBEMA.
. Equipment Safety - 6e3omacHoCTs 000PYIOBAHUS.

. Fire Safety - moxxapHast 6€300aCHOCTb.

. Customer Interaction - B3aumMoaeiicTBHE ¢ KIIMEHTAMU.

. Cleanliness and Organization - uricToTa ¥ Oprasu3arsi.

. Health and Hygiene - 310poBb€e ¥ THrHeHa.

. Hazard Reporting - coobuienne 06 0racHOCTSX.

10. Safety Training - o0y4enue mo 6€30MacHOCTH.

11. Accident - HecyacTHBIN cay4aii.

OO N[O |01 [WIN [
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12. Risk - puck.

13. Evacuation - sBakyanus.

14. Accident Insurance - cTpaxoBaHH€ OT HECUYACTHEIX CIYYaEB.
15. Safety Briefing - nHCTpyKTaX 110 TEXHUKE O€30IACHOCTH.

2. Ilpouumams mexcm, 6bINOJIHUMb NEPEBOO.
Workplace Safety Rules for Retail Specialists

Personal Protective Equipment (PPE): Always wear appropriate PPE, including gloves and non-slip
shoes, to protect yourself from potential hazards.
Emergency Exits: Familiarize yourself with the location of all emergency exits and ensure they are
unobstructed at all times.
Manual Handling: Use proper lifting techniques when handling heavy items. Bend your knees, keep
your back straight, and lift with your legs to avoid injury.
Equipment Safety: Ensure that all equipment, such as cash registers and stock shelves, is in good
working condition. Report any malfunctions immediately.
Fire Safety: Know the fire evacuation plan and participate in regular fire drills. Keep flammable
materials away from heat sources.
Customer Interaction: Maintain a safe distance when interacting with customers, especially if they
appear agitated or aggressive. Always prioritize your safety.
Cleanliness and Organization: Keep the workspace clean and organized to prevent trips and falls.
Immediately clean up spills and remove clutter from walkways.
Health Guidelines: Follow health guidelines, especially during flu seasons or pandemics. Practice
good hygiene, such as regular handwashing and using hand sanitizer.
Reporting Hazards: Report any unsafe conditions or incidents to your supervisor immediately to
ensure a safe working environment for everyone.
Training and Awareness: Participate in all safety training sessions and stay informed about new
safety protocols and procedures.
ITopsinok BbINOJIHEHHS PadOTHI:
1. TlpouuTaTh CciiOBa, 3amucaTh B TETPA/b.
2. IlpouuTaTh U EPEBECTU TEKCT.

(I)opMa npeacTaBJdCHUs pe3yjabTaTa: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouenka «omauyno» BBICTaBIIAETCS 3a 0€30IIMO0YHYI0 pabOTy, a TAakXKe NpPH HaIU4YUM B Hel 1

HEerpyooi OnIMoOKH.

Ouenka «xopouio» BBICTABISICTCS TPH HATUYAW B TpaKTHUECKoW pabore 1-2 3amaHuid,

BBIITOJTHEHHBIX C HE3HAYUTEIbHBIMM OIIMOKAMH.

Ouenka «y0oenemeopumenbHo) BBICTABISETCA 33 MPAKTHUECKYIO padoTy, B KOTOPOH JOMYIIEHBI
coJiepKaTeNbHble OMMOKHU (OOJIBIIMHCTBO MPEIYCMOTPEHHBIX pabOTON 3aaHui BbIoIHEHO, 30% U3 HUX

coJiepKaT OIITUOKH).

Ouenka «neyooenemeopumenbHo» BHICTABISETCS 32 MPAKTHUECKYI0 paboTy, KOTOpas COAEPIKUT

rpyOble OIIHOKH.

Tema 1.4 Be3onacHOCTbh NPOU3BOICTBA
(3KoJI0THYECKHE TPOOJIEMbI 0TPACJIH, IYTH X PelIeHHUs])

IIpakTyeckoe 3ansitue Ne35
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Amnanu3 KOHKpeTHOH cutyarun «[IpaBuina TeXHUKH 6€301MacHOCTH Ha paboyeM MecTe»

Heanb: ®opmupoBaHue yMEHHUH pacmo3HaBaTh 3a/ady W/WIK MpoOiieMy B MPO(ecCHOHATBHOM
W/WIA COIIMAIIBHOM KOHTEKCTE; BBIABIATH U J((PEKTUBHO HCKATh MH(POPMALUIO, HEOOXOAUMYIO [UIS
pELICHUS 3a/1a41 H/WIK TIPOOJIEMBI 110 TEME.

Bobinosinue padoty, Bl Oyere yMeTh:
- [10JIb30BAaThCs N3Y4YEHHBIMHU 0a30BBIMU IPAMMATHUECKUMHU SBJICHUSIMHU;

BrinosiHeHue padoThl cioco0cTBYET (POPMUPOBAHUIO:
OK 01 Bri6upats crioco0b! pemeHus 3a1a4 npo(ecCHoHaIbHON eI TeNbHOCTH IPUMEHUTENBEHO
K Pa3IM4YHBIM KOHTEKCTaM;
OK 04 DddexTnBHO B3aMMOACHCTBOBATH M Pa0OTaTh B KOJUIEKTHBE U KOMAH/IE,
OK 09 ITonb30BaTbes Mpo(ecCHOHATBHOM JOKYMEHTALUEH Ha TOCY1apCTBEHHOM U MHOCTPAaHHOM
SI3BIKAX

MatepuanbHoe obecniedeHue: He TpeOyeTcs.
3aganue:
1. Ipouumams cumyayuonnyio 3aoauy:

While preparing for Black Friday promotions, Michael attempted to move a display refrigerator unit by
himself to create more floor space for customers. The 180kg unit tipped over, resulting in:

o Crushed left foot (safety shoe prevented worse injury)

o Damaged merchandise worth $2,500

« Store evacuation during emergency response

ITopsinok BbINOJIHEHHS PadOTHI:
1. TlpouuTaiiTe CUTyallMOHHYIO 3a/1a4y, BEIpa3UTE CBOE MHEHUE 10 HEH.

(I)opMa NnpeacTraBjJdeHus pedyjabTaTa: BbIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouyenka «omauunoy» BbICTaBIseTCs 3a 0€301IMO0YHYI0 paboTy, a TakXe NMpU HAIUYUU B HeH 1
HEerpyOoil ommoKH.

Ouenka «xopouio» BBICTABISCTCS TPH HATUYAW B TpaKTHUECKoW pabore 1-2 3amaHuid,
BBITOJIHEHHBIX ¢ HE3HAYUTEIbHBIMHU OIINOKAMH.

Ouenka «y0o0eyemeopumenbHo» BBICTABISIETCS 32 MPAKTHUECKYIO paboTy, B KOTOPOH TOMYIIEHBI
coJiepKaTeNbHble OMNOKHU (OOIBIIMHCTBO MPEYCMOTPEHHBIX pabOTON 3a/jaHui BbINONIHEHO, 30% U3 HUX
coJiepKaT OIITUOKH).

Ouenka «neyooenemeopumenbHo» BHICTABISETCA 32 MPAKTHUECKYIO paboTy, KOTOpas COAEPKHT
rpyOble OINOKHU

Tema 1.4 Be3onacHOCTh MPOM3BOACTBA
(3xoJI0rHYecKue MpodIeMbl OTPACIIH, IIYTH UX PELlIeHUs )

IIpakTHyeckoe 3ansaTHe Ne36
KontponbHas padoTa.

Heab: hopmMupoBaHre yMEHHI MOIb30BATHCSI U3YYEHHBIMU 0a30BBIMU TPAMMATHUECKUMU SIBICHUSIMU;
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OIpeNIeNIATh HEOOXOIUMBIE PECYPChI; TPUMEHATH COBPEMEHHYIO HAYYHYIO PO ECCHOHATBHYIO
TEPMHUHOJIOTHIO; CTPYKTYpPUPOBATh MOJydaeMyro HH(pOpMaIHio; BeIIEIATh Hauboiee 3HauuMoe B
nepevyHe HHPpopMaIun

BoinosHuB padory, Bbl Oyaere yMeTh:

YUTaTh AYTEHTUYHBIE TEKCTHI MPO(PECCHOHATBLHON HANpPaBIEHHOCTH, MCIIONb3YsI OCHOBHBIE BHIBI
YTeHUs (03HAKOMHTEIbHOE, U3YyYarollee, IOMCKOBOE/ IPOCMOTPOBOE) B 3aBUCUMOCTU OT IOCTAaBJICHHOMN
KOMMYHUKAaTUBHOH 3aJ1a4u
BoinosiHeHne padoThI cHoco0CTBYET (POPMUPOBAHUIO:

1K 1.1. [IpoBoauTh cOop M aHanu3 HHGOOPMAIMH O TTOTPEOHOCTAX CYOBEKTOB PHIHKA HA TOBAPHI
U YCIIyTH, B TOM YHCJI€ C UCIIOJIb30BaHUEM LU(PPOBBIX U NHPOPMALMOHHBIX TEXHOJIOIHH.

OK 01 Bri6upats crioco0b! pemeHus 3a1a4 npo(ecCHoHaIbHON IeSTeTbHOCTH IPUMEHUTENBEHO
K Pa3JIMYHBIM KOHTEKCTaM;

OK 02 JHcnonbs3oBaTh COBPEMEHHBIE CpEACTBA IIOMCKA, aHalIW3a W HUHTEpPIpPETaLUu
uHpopMalMd M HUHGPOPMALMOHHBIE TEXHOJOTMHM JUIl BBINOJHEHHMs 3a7ad MNpo(ecCHOHANbHOM
JeATEbHOCTH;

OK 09 ITonb30Batbcs mpohecCHOHANBHON JOKYMEHTAlMel Ha rOCY1apCcTBEHHOM U HHOCTPaHHOM
SI3BIKAX

MarepuanbHoe o0ecniedeHue: He TpeOyeTcs.

3aganue:

Koumponvnan paooma (4 cemecmp)
1. Bawm nyscno doexams uz Jlonoona 6 I nazeo, 20e y sac naznauena oenosas ecmpeua. C kakumu
s0npocamu bl OOpAMUMech Ha AH2IUICKOM A3bIKe 6 cnpasounom diopo (inquiry office)

You. (CmpocuTte, Koraa UaeT caeayronuii moe3 B [ ma3ro?)
Clerk. At8.40, Sir

You. (Cmpocure, HouHO# (Overnight) iu ato moe3a?)

Clerk. Yes, the train has slipping accommodation (crianbHbIe MecTa)
You.  (Ckaxure, 4TO HE KypHTE U XOTEJIU ObI B3ATh JyUIlINE MECTA)
Clerk. 1 can give you first-class non-smoking compartment.

You. (CmpocuTte, koraa oH npuoObiBaeT B ['1a3ro?)

Clerk. Itisdue to arrive in Glasgow at 6.30 a.m.

You. (Ckaxwurte, 4TO BBI HaJICETECH, UTO OH MpUOyaeT BoBpems (in time)).
Clerk. Yes, Sir, it usually runs in time.

You. (Cmpocure, ¢ kakoit miaTgopmbl?)

Clerk. Platform 5

You. (ITobmaromapure 3a HHPOPMAIIHUIO)

2. Hepenumume npe()ﬂoofceHuﬂ 6 cmpadameﬂbnom 3ajoce.
1. Phil sent them two faxes last week.

2. Father promised Ted a computer.

3. Linda always offers tea to her guests.

4. Sveta will leave me a message.

5. Henry always gives us a good advice

3. Hcnpasvme owubku:

You don’t can go to the party.
He musts take his dog for a walk.
I can to help you.

He not must be late.

Can his brother speaks French?

agkrwpnE
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6. Paul must to go there.
7. You don’t must smoke here.

ITopsinok BbINOJIHEHHUSI PAa0OTHI:
1. BBIMOJHUTH KOHTPOJIbBHYIO PadOTy
®opma npeacTaBiIeHUs Pe3yJibTaTa: BHITIOJTHCHHBIC 33/ 1aHUSI.

Kpurepun oneHku:

Ouenka «omauyno» BBHICTABIACTCS 3a 0€30mMO0YHYIO paboTy, a TakXKe MPH HAIWYMM B HEl 1
HErpyOoii OITMOKH.

Ouenka «xopowio» BBHICTABISICTCS TMPH HAIUYMU B MpakTHUecKod pabore 1-2 3amanHwmid,
BBINOJIHEHHBIX ¢ HE3HAYUTEIbHBIMH OIINOKAMH.

Ouenka «y00e1emeopumesbHo» BBICTABISIETCS 32 MPAKTUYECKYIO PabOTy, B KOTOPOH JOMYIICHEI
cojiepKaTesibHble OMMOKHU (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX paboTON 3ajaHuil BbInonHeHo, 30%
U3 HUXCOJEPKAT OLINOKH).

Ouenka «Hey006n1emeOpUmMeENnbHO» BHICTABISETCS 3a MPAKTHUECKYI0 padoTy, KOTOpas COAEPIKUT
rpyObIe omrOKH

Tema 2.1 Opranuzauus u ocyuecTB/IeHHe MPeINPUHIMATEIbCKOI
eSITeJIbHOCTH B c(hepe TOProBJIM

IIpakTuyeckoe 3ansitue Ne 37

OcCHOBBI IpeANPUHUMATENBCTBA. BUIbl
KOMITaHWH. BBejeHMe IeKCMYeCKUX €IMHUIT IT0 TEME, MX aKTHBU3AIUs.
Pabora ¢ TekcTamu.

Hesab: popMHUpoBaHUE JTEKCUUECKUX, TPAMMATHYECKUX U (POHETUYECKUX HABBIKOB O0YYaIOIIHUXCS.

Bbinosinue padoty, Bbl Oy1ere yMeTh:

- YUTaTh ayTEHTUYHbIE TEKCThI NMPO(eCcCHOHAIBHOW HAaNpPaBIEHHOCTH, MCIIONb3Ysl OCHOBHBIE BH/IbI
yTeHUs1 (03HAKOMUTENBHOE, U3yUalolee, MOMCKOBOE/ TPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTAaBJICHHOM
KOMMYHHUKATHUBHOM 3a/1a4uu

Boinosinenue padorsl cnocodcTByeT GOpMUPOBAHUIO:

[1K 1.1. IIpoBoauTk cOop u aHanu3 HHGOPMALIUK O TOTPEOHOCTAX CYyOBEKTOB PhIHKA Ha TOBApPbI
U YCIIyTH, B TOM YHCJI€ C UCTIOJIb30BaHUEM U(PPOBBIX U HHPOPMALIMOHHBIX TEXHOJIOTHH.

OK 01 Beibupats criocoOb! pemneHus 3a1a4 IpopecCHOHaTbHON e TeTbHOCTH MPAMEHUTEIEHO
K pa3JIM4HbIM KOHTEKCTaM;

OK 02 HMcnonp30BaTh COBPEMEHHBIE CPEACTBA TOMCKA, AHAIN3a U HHTEPIPETALNH
uHpOpMaLUU ¥ HHPOPMAIIMOHHbBIE TEXHOJIOTUH JUIS BBIMOJIHEHUS 3a/1a4 PO eCCHOHATLHON
NeSITEbHOCTH;

OK 04 D¢ dexTrBHO B3aMMOAECHCTBOBATH M Pa0OTaTh B KOJJIEKTHUBE U KOMaH/IE;

OK 09 INonp30BaThCs MPOPECCHOHATHHON TOKYMEHTAIMEH Ha TOCYAaPCTBEHHOM U MHOCTPAaHHOM

S3BIKAX
MarepuanbHoe obecniedeHue: He TpeOyeTcs.

3aganue:
1. Ilpoyumams mexcm, 8bINOIHUMb NEPEBOO.
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Fundamentals of Entrepreneurship. Types of Companies

Entrepreneurship is the process of creating, developing, and managing a business venture to achieve
financial success and market growth. It involves innovation, risk-taking, and strategic planning to turn
ideas into profitable enterprises. There are several types of companies, each with distinct legal structures,
ownership models, and operational characteristics. A sole proprietorship is the simplest form, owned
and operated by one individual who assumes all risks and profits. A partnership involves two or more
people sharing ownership, responsibilities, and liabilities, with general partnerships offering equal
responsibility and limited partnerships allowing some investors to have liability protection. A limited
liability company (LLC) combines features of partnerships and corporations, providing flexibility in
management and tax benefits while shielding owners from personal liability. A corporation is a more
complex entity, legally separate from its owners (shareholders), offering the strongest liability protection
but requiring strict regulatory compliance and potential double taxation (unless structured as an S-
corporation). Other business structures include cooperatives, owned and democratically controlled by
members, and nonprofits, which operate for social or charitable purposes rather than profit. Choosing the
right business type depends on factors like liability, taxation, funding needs, and long-term goals, making
it essential for entrepreneurs to carefully evaluate their options before launching a venture.

Match each term (1-8) with its correct definition (A-H).

2. Bwinonnumos 3a0anue. Haiimu onpedenenus k croeam:

Term Definition
1. Sole proprietorship  A. A hybrid structure with liability protection and pass-through taxation
2. Partnership B. Members share profits and decision-making democratically
3.LLC C. Owned by one person with unlimited liability
4. Corporation D. Operates for social missions, not profit distribution
5. Cooperative E. Two or more owners sharing profits and liabilities
6. Nonprofit F. Separate legal entity with shareholders
7. Liability G. Legal obligation for business debts
8. Taxation H. Government-imposed financial charges on income
3. 3anonnume nponycxu cioeamu:
corporation, sole proprietorship, LLC, partnership, liability, cooperative, nonprofit, taxation
1. A is ideal for freelancers but offers no protection.
2. An combines flexibility with limited for owners.
3. A requires shareholders and faces double unless it’s an S-corp.
4. A worker-owned prioritizes member benefits over profits.
5. Doctors often form a to share costs and expertise.

Ilopsinok BbINOJHEHHs padOThI:
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1. IlpouuTtars, epeBECTU TEKCT
2. BrmmoaauTh 3aganusa Ne2, 3.

(I)opMa NMpeacTaBJdCHUA pe3dyjabTaTa: BeIIIOJTHCHHBIC 3a/IaHN.

Kpurepun oneHku:

Ouenka «omauyno» BBHICTABIACTCS 3a 0€30mMO0YHYI0 paboTy, a TakXKe NMPH HAIWYMHM B HEl 1
HErpyOoii OIITMOKH.

Ouenka «xopowio» BBICTABISICTCS TMPH HAJUYUU B MpakTHYecKod pabore 1-2 3amanwmid,
BBINOJIHEHHBIX ¢ HE3HAYUTEIbHBIMU OILINOKaAMH.

Ouenka «y0o0e1emeopumenbHo» BHICTABISIETCS 332 MPAKTHUYECKYIO paboTy, B KOTOPOW JOMYIICHBI
coJiepKaTesbHble OMMOKHU (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX paboTON 3ajaHui BbInoiHeHo, 30%
U3 HUXCOJEPKAT OLIMOKH).

Ouenka «Hey006n1emeopumenbHo» BHICTABISECTCSA 32 MPAKTHUECKYI0 padoTy, KOTOpas COAEPIKUT
rpyObIe omrOKH

Tema 2.1 Opranuzanus u ocyuiecTB/IeHHe MPeINPUHIMATEIbCKOI 1esiTeJILHOCTH B cepe
TOPrOBJIH

IIpakTHyeckoe 3ansaTHe Ne 38

[IpaBoBoe obecnieueHue MpodecCHOHATEHON NeATSIILHOCTH. BBeIeHNEe IEKCHYISCKUX SIUHHUIL 10 TEME, UX
aktuBM3anus. Pabora ¢ Tekctamu.

Heasb: @dopMmupoBaHHE JIEKCHUYECKUX HAaBBIKOB M yMeHMM 1o Teme «IIpaBoBoe obGecreueHue
npoeCCUOHATBHON ~ AESITeNbHOCTH»; (OPMUPOBAHME YMEHHH 4YWTaTh AyTEHTUYHBIE TEKCTHI
npodecCHOHATIBPHON HANpaBI€HHOCTH, WCIHOJb3ys OCHOBHBIE BHJbl UTEHHS (O3HAKOMHUTEIBHOE,
u3ydarolee, oUCKoBoe/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT ITOCTaBJIEHHON KOMMYHUKaTUBHOMN 3a/1a4H.

Bbinosnus padoty, Bbl OyeTre yMeThb:

- OJIb30BAThCSI U3YYCHHBIMU 0A30BBIMU TPAMMATHUECKUMU SBICHUSMU;

- BECTH Oecelly B CUTYyalusx mpohecCuoHaIbHOTO OOIIEHUS;

- yd4acTBOBaTh B OOCYXJEHHHM TIpoOJIeM Ha OCHOBAHMM TMPOYUTAHHBIX/ MPOCTYIIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOJIIO/IAs TIPaBUIIa PEYEBOTO ITUKETA,

- YATaTh AyTEHTUYHBIE TEKCTHI MPOPECCHOHATHHON HAMIPABIEHHOCTH, UCIONB3YSl OCHOBHBIE BUIBI
yTeHUs1 (03HAKOMUTENBHOE, U3yUalolee, MOMCKOBOE/ TPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTaBJICHHOM
KOMMYHHUKATHBHOM 3a/la4uu

Boinosinenue padorsl cnocodcTByeT GOpMUPOBAHUIO:

[1K 1.1. TIpoBoauTk cO0p U aHanu3 HHGOPMALIUK O TOTPEOHOCTAX CYOBEKTOB PhIHKA Ha TOBApPbI U
YCIYTH, B TOM YHUCIIE C UCTIOIb30BaHUEM IIM(PPOBHIX U MHYOPMAITMOHHBIX TEXHOJIOTHIA.

OK 01 Beibupats crioco0b! pemneHus 3a1a4 NpopecCHOHaIbHOMN e TeTbHOCTH MPAMEHUTEIHFHO K
pa3IMYHbIM KOHTEKCTaM;

OK 02 Hcnonb30BaTh COBpEMEHHBIE CPENICTBA IIOUCKA, aHAIM3a U UHTEpIpeTallii UHPOpPMAIUH U
UH(POPMALIMOHHBIE TEXHOJIOTHH IS BBIMOJIHEHHS 3a/1a4 PO EeCCHOHATIBLHOM e TeIbHOCTH;

OK 04 DddexTrBHO B3aMMOACHCTBOBATH M Pa0OTaTh B KOJUIEKTHBE U KOMAH/IE,

OK 09 Ionp30BaThcs MpodecCHOHATBHON JOKYMEHTALMEeH Ha TOCYIapCTBEHHOM U HHOCTPAaHHOM
A3BIKAX

MarepuanbHoe o0ecniedeHue: He TpeOyeTcs.

3amanmue:
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1. IlpounraiiTe 1 NepeBEAUTE TEKCT.

Legal Support of Professional Activity

Legal support is essential in any profession, ensuring compliance with laws and protecting the
rights of businesses and employees. It involves applying legal norms to daily operations, contracts, labor
relations, and dispute resolution.

Every professional must understand key legal concepts, such asemployment
contracts, confidentiality agreements, and intellectual property rights. These documents define
obligations, prevent disputes, and safeguard sensitive information. For example, a well-drafted contract
clarifies responsibilities, payment terms, and termination conditions, reducing legal risks.

Another critical aspect is labor law, which regulates working conditions, wages, and employee
rights. Employers must follow anti-discrimination laws, occupational safety standards, and social security
requirements. Violations can lead to fines or lawsuits, harming a company’s reputation.

Data protection laws, such as GDPR (General Data Protection Regulation), are also vital.
Companies handling personal data must ensure secure storage and lawful processing. Non-compliance
may result in severe penalties.

Additionally, dispute resolution mechanisms—mediation, arbitration, and litigation—help
resolve conflicts efficiently. Professionals should know when to negotiate and when to seek legal action.

To navigate these regulations, businesses often hire legal consultants or use specialized software
for compliance management. Continuous legal education for employees is equally important, as laws
frequently change.

In conclusion, legal support in professional activities minimizes risks, ensures fair practices, and
enhances business stability. Understanding legal frameworks is not just for lawyers—it is a necessity for
all professionals in today’s regulated world.

2. IlpounTaiite 1 epeBeUTE TEKCT.
Legal Support of Professional Activity in Commerce

Legal support is crucial in trade and commerce, ensuring compliance with regulations and protecting
businesses from financial and reputational risks. Professionals in this field must understand commercial
law, consumer rights, contract management, and taxation to operate successfully.
Key Legal Aspects in Commerce
Commercial Contracts — Agreements with suppliers, distributors, and customers must be carefully
drafted to define delivery terms, payment conditions, and liability. Incorrect contract terms can lead to
disputes or financial losses.
Consumer Protection Laws — Businesses must comply with regulations on product quality, returns,
refunds, and warranties. Violations may result in fines or lawsuits.
Intellectual Property (IP) Rights — Trademarks, copyrights, and patents protect brands and products.
Unauthorized use of another company’s IP can lead to legal action.
Taxation and Customs Regulations — Proper documentation and adherence to tax laws (VAT, excise
duties) are essential to avoid penalties. Cross-border trade requires knowledge of customs procedures.
E-Commerce Regulations — Online sellers must follow data protection laws (GDPR), transparent pricing
rules, and distance-selling regulations.
Dispute Resolution in Trade
Conflicts with suppliers or customers can be resolved through:
Negotiation — Direct discussions to settle disagreements.
Mediation — A neutral third party helps reach a compromise.
Arbitration/Litigation — Legal proceedings if an agreement is not possible.
Compliance and Risk Management
Regular legal audits ensure adherence to trade laws.
Staff training on legal updates minimizes violations.
Digital contract management systems streamline documentation.
Conclusion
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A strong legal foundation in commerce helps businesses avoid risks, build trust with partners, and ensure
smooth operations. Professionals in trade must stay updated on regulations to maintain compliance and
competitiveness in the market.

3. BBIHO.HHI/ITG JIeKCI/IKO-I‘paMMaTI/IlIGCKI/Ie 3aJaHuA K TeKCTy.
Task 1. Fill in the blanks with the correct words from the text:

Businesses must comply with protection laws to avoid fines.
A well-drafted contract helps prevent between partners.
Online sellers must follow pricing rules and data protection laws.

Task 2. Replace the underlined words with synonyms from the text:
Companies should follow tax regulations to prevent penalties.

Unauthorized use of trademarks may lead to legal consequences.
Mediation involves a neutral person helping to solve a conflict.
Businesses must check contracts carefully before signing them.
Not following e-commerce rules can cause serious problems.

A good contract clearly says the responsibilities of each side.

Task 3. Choose the correct verb form (active/passive):
Contracts must be signed / sign by both parties.
Non-compliance can result / can be resulted in fines.
E-commerce regulations should follow / should be followed by online sellers.
Task 4. Match the terms with their definitions:
Arbitration
GDPR
Commercial contract
Intellectual Property
Liability
Mediation
a) A legally binding agreement between businesses
b) European data protection regulation for personal information
c) A formal dispute resolution process with a neutral arbitrator
d) Legal rights protecting inventions, brands, and creative works
e) Financial or legal responsibility for damages or violations
f) Informal conflict resolution with a neutral facilitator
Task 5. Complete the sentences with the correct preposition (in, with, to, from):
Businesses must comply consumer protection laws.
Violations may result fines or lawsuits.
Trademarks protect brands unauthorized use.
Task 6. Transform the sentences using modal verbs (must, should, can):
It is necessary to follow tax regulations. — Companies follow tax regulations.
It is advisable to train employees on legal updates. — Employers train employees.
Non-compliance leads to penalties. — Non-compliance lead to penalties.
Task 7. Write 3 questions about the text (use interrogative words: What, Why, How):
must online sellers follow GDPR?
helps resolve conflicts without going to court?
can businesses manage contracts efficiently?
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ITopsinok BbINOJIHEHHS PadOTHI:
1. IlpouunTaiite 1 nepeeauTe TEKCT.
2. IlpounTaiite U NEpPEBEIUTE TEKCT.
3. BeInoaHUTE JTEKCUKO-TPaMMaTHYECKUE 3aJaHUs K TEKCTY.

(I)opMa NMpeacraBJdCHus pe3yjbTaTa: BEIIIOJTHCHHBIC 3a/IaHUA.

Kpurepum ounenku:

Ouenka «omauynoy BBICTABISIETCS 3a 0€30MMOOYHYIO PabOTy, a TaKKe NpU HATMYMK B Her |
HErpyOoOii OIIMOKH.

Ouenka «xopoui0» BBICTABISIETCS TIPU HAJMYUH B IPAKTUYECKON padore 1-2 3amaHuii, BBITOTHEHHBIX
C HE3HAYMTEIbHBIMU OIIUOKAMHU.

Ouenka «y0061emeopumenbHo» BBHICTABISCTCS 332 MPAKTUYECKYIO0 paboTy, B KOTOPOH JOIMYIICHBI
coJiepKaTenbHble OMNOKYU (OOJIBIIMHCTBO IPEYCMOTPEHHBIX pabOTON 3ajaHuil BbINOIHEHO, 30% 13 HUX
coJiepKaT OLIUOKN).

Ouenka «Hey0061emMeEOpUmMENbHO» BBICTABISIETCS 3a NPAKTUYECKYI0 padoTy, KOTOpas COAEPKUT
rpyOble OIMOKHU

Tema 2.1 Opranuzanus u ocyuiecTB/IeHHe MPeINPUHIMATEIbCKOI 1esiTeJILHOCTH B cepe
TOProOBJIH

IIpakTHyeckoe 3ansaTHe Ne 39

OCHOBBI OyXTanTepCKOro yueTa U HaIorooosoxeHus. @opma oruiaTel, I€HEKHBIE CPENICTBA,
BaM0oTa. BBeIeHne TeKCHIeCcKX eNHMII IO TEME, X akThBH3alus. Pabora ¢ Tekctamu.

Heab: ®opmupoBaHUE JTEKCHYECKHX HABBIKOB W YMEHHUH MO Teme «OCHOBBI OyXTalaTepcKoro ydera u
HaJIOro00JI0KeHus. Dopma OIIaThl, JICHEXKHBIC CPEICTBA, BATIOTa»; (POPMUPOBAHHE YMCHHHM YUTATh
ayTeHTUYHbIE TEKCThl MPO(EeCCHOHATBLHOW HAIMPaBICHHOCTH, HWCIONb3YS OCHOBHBIE BHJBI UYTEHUS
(O3HAKOMUTEIBPHOE, HM3Y4Yarollee, MOUCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT TOCTaBJICHHOU
KOMMYHHUKATHBHOMU 3a/1a4H

Beinosnus padory, Bbl Oyaere yMeThb:

- I0JIb30BaThCSl U3YYEHHBIMU 0Aa30BBIMU TPAMMaTHUYECKUMU SIBJICHUSIMU;

- BeCTH Oecely B CUTyallHsIX Mpo(ecCHOHATBHOTO OOIICHHUS;

- y4acTBOBaTh B OOCYXJEHMHM NpoOJIeM Ha OCHOBAHMM MPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOJII0/1as PaBUJIa PEYEBOT0 STUKETA,

- YUTaTh ayTEHTUYHbIE TEKCThI MPOPECCHOHATBHON HAMIPABIEHHOCTH, UCIIOJIb3YSl OCHOBHBIE BUJIbI
4yTeHUs (03HAKOMHTEIbHOE, U3Yydarollee, MOMCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT TMOCTaBJICHHOMN
KOMMYHHMKATUBHOM 3a/1a4uu

BoinosineHnue padorsl cnocodcTByeT GopMHUPOBAHUIO:

[1K 1.1. ITpoBoauTts c60p U aHanu3 uH(POPMAIMU O TOTPEOHOCTIX CYOBEKTOB PhIHKA HA TOBAPHI U
YCIIYTH, B TOM YHCIIE C HCIIOIB30BaHUEM I (PPOBHIX U HHOOPMAITIOHHBIX TEXHOJIOTHIA.

OK 01 BeiOupats criocoObl pemeHus 3a1a4 IpopecCuoHaIbHOM 1A TebHOCTH IPUMEHUTENBHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 Mcrnonp30BaTh COBpEMEHHBIE CPE/ICTBA OUCKA, aHATIHM3a U UHTEPIPETalud UHPOPMALIUU U
WH(POPMAIMOHHBIE TEXHOJIOTHH TS BHITIOJIHEHHS 3a/1a4 TPOPECCHOHATHLHOMN e TeTbHOCTH;

OK 04 D¢ dexTrBHO B3aMMOACHCTBOBATH U Pa0OTaTh B KOJJICKTHUBE U KOMAH/IE,

OK 09 Ilons3oBaThcs MpoheCCHOHATBFHOM TOKYMEHTAIMEH Ha TOCYIapCTBEHHOM U MHOCTPaAaHHOM
SI3BIKAX
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MarepuanabHoe obecnedeHne: He TpeOyeTcs.

3amanmue:
1. ITpounTaiiTe TEKCT.

Fundamentals of Accounting and Taxation in Trade: Payment Methods, Cash, and Currency
For professionals in trade and commerce, understanding accounting principles and taxation is essential
for financial stability and legal compliance. Proper bookkeeping ensures accurate profit calculation, tax
reporting, and cash flow management.

Payment Methods in Trade

Businesses use various payment forms:

Cash — Immediate settlement, common in retail (subject to legal limits).

Bank transfers — Secure electronic payments for B2B transactions.

Payment cards — Credit/debit cards for consumer purchases.

Digital wallets — Fast online payments (e.g., PayPal, mobile apps).

Letters of credit — Secure international trade payments.

Each method has different accounting treatment and tax implications.

Currency Exchange in International Trade

Cross-border transactions involve:

Foreign currency accounting — Recording transactions at exchange rates.
Exchange rate risks — Fluctuations impact profits (hedging strategies help).
VAT/tax rules — Vary by country for imports/exports.

Taxation Essentials

VAT (Value-Added Tax) — Charged on goods/services; requires regular filings.
Income tax — Calculated on net profit after deductible expenses.

Customs duties — Apply to imported goods (HS code classification).

Best Practices

Maintain separate accounts for different currencies.

Automate invoicing and tax calculations with accounting software.

Comply with anti-money laundering (AML) regulations for cash transactions.
Conclusion

Mastering accounting and taxation enables trade specialists to optimize finances, avoid penalties, and
expand business globally. Regular updates on tax laws and digital payment trends are crucial for success.

2. BermoniHuTe JICKCUKO-TPAMMATHUYCCKUC 3aJIaHUS K TCKCTY.
Task 1. Fill in the blanks with payment terms

is immediate settlement common in retail but subject to legal limits.
For B2B transactions, businesses typically use secure
Consumers often make purchases using or debit cards.

like PayPal enable fast online payments.
International trade often requires of credit for secure payments.
Each payment method requires different treatment.
Task 2. Choose the correct verb form
Proper bookkeeping (ensure/ensures) accurate profit calculation.
Exchange rates (fluctuate/fluctuates) daily in foreign trade.
VAT (require/requires) regular filings with tax authorities.
Businesses (must/should) comply with AML regulations.
Accounting software (help/helps) automate tax calculations.
Customs duties (apply/applies) to imported goods.

Task 3. Transform sentences using passive voice
Businesses use various payment forms — Various payment forms...
Companies must record foreign currency transactions — Foreign currency transactions...
Governments charge VAT on goods — VAT...
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Customs authorities apply duties to imports — Duties...
Traders should maintain separate accounts — Separate accounts...
Software automates tax calculations — Tax calculations...
Task 4. Match terms to definitions

VAT a) Taxes on imported goods

AML b) Electronic money systems

HS code c) Value-added tax

Digital wallets d) Anti-money laundering

B2B e) Product classification system

Hedging f) Business-to-business transactions

Task 5. Complete with prepositions

Businesses must comply __ tax regulations.

Cash payments are subject ___ legal limits.

Profits are calculated __ deductible expenses.

Exchange rates vary ___ country.

Duties apply ___ imported goods.

Software helps __ tax calculations.

Task 6. Mistakes correction

Understanding accounting principles are essential.
Bank transfers is secure for B2B.

Payment cards uses by consumers.

Digital wallets enable fast online pay.

Letters of credit secure internationally trade.

Each method have different treatment.

Task 7. Answer questions using text vocabulary
What ensures accurate profit calculation?

What payment method is common in retail?
What helps manage exchange rate risks?

What tax is charged on goods/services?

What must businesses maintain for currencies?
What do trade specialists need to master?

ITopsinok BbINOJIHEHHS PadOTHI:
1. [IpounTaiite U epeeauTe TEKCT.
2. BBINOJIHUTE JIEKCUKO-TPaMMaTHYECKHE 3aJaHUS K TEKCTY.

d)opMa npeacTraBjJdcHus pe3yabTaTa: BbIIIOJTHCHHBIC 3aJaHUA.

Kpurepun onenkn:

Ouenka «omauynoy BBHICTABISIETCS 3a 0€30MMOOYHYIO PabOTy, a TaKkKe NP HAIMYMKA B Hel |
HEerpyooi ommoKu.

Ouenka «xopouio» BBICTABISIETCS TIPH HAJMYUH B IPAKTUIECKOH padore 1-2 3amaHuii, BBITOTHEHHBIX
C HE3HAYUTEIbHBIMH OIIMOKAMHU.

Ouenka «y0061emeopumenbHo» BBICTABISETCS 33 TPAKTHYECKYIO paboTy, B KOTOPOH IOIMyIICHBI
coJiepKaTeNbHble OMNOKHU (OOIBIIMHCTBO MPEYCMOTPEHHBIX pabOTON 3ajaHui BbINONHEHO, 30% U3 HUX
coJiepKaT OIITUOKH).

Ouenka «Hey0061emMeoOpUmMENbHO» BHICTABISIETCS 3a MPAKTUYECKYI0 paboTy, KOTOpas COAEPKUT
rpyOble OINOKHU

Tema 2.1 Opranuszanus 4 ocyliecTB/IeHHe NPeINPHHUMATEIbCKOM AesiITeJIbHOCTH B chepe
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TOProOBJIN
IIpakTHyeckoe 3ansaTHe Ne 40

BHyTpeHHss 1 BHEIIHSS TOProBisi. BBenenue nekcuyecknx eIuHuIl o TeMe, UX akTuBu3aius. Pabora ¢
TEKCTaMHU.

Heab: ®opMupoBaHUE JTEKCHYECKHX HABBIKOB W YMEHUH MO TeMe «OCHOBBI OyXTalTepcKoro ydera u

HaJIoroo6noxxeHus. dopma OIJIaThl, JIEHEKHBIE CPEICTBA, BaliOTa»; (GOPMUPOBAHHE YMEHHM YUTATh

AyTeHTUYHBIE TEKCThl MPO(PECCHOHATBHON HANpPaBIEHHOCTH, HWCIOJb3YS OCHOBHBIC BHJbI YTEHUS

(03HaKOMHUTENBHOE, H3ydalolllee, MOUCKOBOE/ MPOCMOTPOBOE) B 3aBHCHUMOCTH OT IOCTaBJICHHOM

KOMMYHUKAaTUBHOM 3a/1a41

Bobinosnus padoty, Bbl Oyaere yMeTh:

- [10JIb30BAThCS N3Y4YEHHBIMHU 0a30BBIMU IPAMMATHUECKUMHU SBJICHUSIMU;

- BecTH Oecelly B CUTyalusIX Tpo(hecCHOHATLHOTO OOIIECHUS;

- y4acTBOBaTb B OOCYXJIEHMM HpoOJeM Ha OCHOBAaHMM HPOUYUTAHHBIX/ IPOCITYILIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOJIIO/Ias TIPaBUIIa PEYEBOTO ITUKETA,;

- YUTATh ayTEHTUYHBIE TEKCThI IPOPECCHOHATBLHON HANPaBIEHHOCTH, UCIIOJIb3Ysl OCHOBHBIE BU/IbI
9yTeHusl (03HAKOMHTEIbHOE, H3YyYalollee, MOMCKOBOE/ IIPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTAaBICHHOMN
KOMMYHHKATUBHOH 3a/1aun

Beinosinenue padorsl cnocodcTByeT GOpMUPOBAHUIO:

I1K 1.1. IIpoBoauTk cO0p M aHaIu3 HHGOPMALIUK O TOTPEOHOCTAX CYyOBEKTOB PhIHKA Ha TOBApbI U
YCIYT'H, B TOM YHUCIIE C UCIOJIb30BaHUEM LIM(PPOBBIX U MHHOPMALIMOHHBIX TEXHOJIOTHIA.

OK 01 Beibupats crioco0bl pemeHus 3a1a4 IpopecCHOHaIbHON e TeTbHOCTH IPUMEHUTENHHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonb30BaTh COBpEMEHHBIE CPEJICTBA IIOUCKA, aHAIN3A U UHTEpIpeTallii UHPOpMAIUH U
UH(POPMALIMOHHBIE TEXHOJIOTHH JUIs BBIMOJIHEHH 3a/1a4 PO EeCCHOHATIBHOMN AeATeTbHOCTH;

OK 04 DddexTrBHO B3aMMOACHCTBOBATH M Pa0OTaTh B KOJUIEKTHBE U KOMAH/IE,

OK 09 [Tonp30BaThcs NpodecCHOHATBHON JOKYMEHTALMEeH Ha TOCY1apCTBEHHOM U HHOCTPAaHHOM
A3BIKAX

MarepuanbHoe o0ecniedeHue: He TpeOyeTcs.

3ananue:
1. IlpounraiiTe TEKCT.
Internal And Foreign Trade

Trade is the exchange of goods and services between buyers and sellers, playing a crucial role in
economic development. It can be divided into internal (domestic) trade and external (international)
trade, each with distinct characteristics and significance.

Internal trade occurs within a country’s borders, involving transactions between individuals,
businesses, and regions. It includes wholesale trade (large-scale sales to retailers) and retail trade (direct
sales to consumers). A well-developed internal trade ensures the efficient distribution of goods, supports
local industries, and stabilizes prices. For example, supermarkets, local markets, and e-commerce
platforms facilitate domestic trade by connecting producers and consumers.

External trade, also called foreign or international trade, involves the exchange of goods and
services between different countries. It includes imports (buying goods from abroad)
and exports (selling goods overseas). External trade allows nations to access resources they lack,
promotes economic growth, and fosters global cooperation. For instance, a country rich in oil may export
it while importing advanced technology. However, it also faces challenges like tariffs, trade barriers, and
political tensions.
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Both types of trade are interconnected. A strong internal trade system enhances a country’s ability
to compete globally, while international trade expands market opportunities. Governments often regulate
trade through policies, subsidies, and trade agreements to ensure economic stability.

In conclusion, internal and external trade are vital for economic prosperity. While domestic trade
strengthens the national economy, international trade integrates countries into the global market, driving
innovation and development. A balanced approach to both ensures sustainable growth and improved
living standards.

2. BBINTOTHUTE JTEKCUKO-TPAMMATHUECKUE YIPAKHEHUS

Task 1: Fill in the blanks with the correct words from the text.

Trade is the exchange of goods and services between and sellers.
Internal trade occurs within a country’s

Wholesale trade involves large-scale sales to

External trade includes imports and .

International trade helps countries access resources they

Task 2: Choose the correct word (a/b/c) to complete the sentences.

Internal trade happens a country’s borders.

a) outside b) within c) between

Retail trade sells goods directly to

a) wholesalers b) consumers c) governments

A strong internal trade system helps a country compete

a) locally b) globally c) slowly

External trade faces challenges like tariffs and trade

a) benefits b) barriers c) agreements

Governments regulate trade through policies and

a) subsidies b) taxes c) donations

Task 3: Correct the mistakes in the sentences.
External trade occurs inside a country. —
Retail trade involves selling in large quantities. —

Import means selling goods to other countries. —

Internal trade connects different nations. —

Trade barriers make international trade easier. —

Task 4: Match the words with their definitions.

Wholesale trade

Retail trade

Import

Export

Trade barriers

a) Selling goods directly to customers

b) Buying goods from foreign countries

¢) Restrictions on international trade

d) Selling goods abroad

e) Large-scale sales to businesses

Task 5: Complete the sentences with the correct preposition (in, between, within, to, from).

Internal trade happens a single country.

Retailers sell products consumers.

Countries trade each other for mutual benefits.

A nation may import oil other countries.

Trade barriers can limit the flow of goods nations.

Task 6: Transform the sentences using passive voice.

Governments regulate trade. — Trade by governments.

Countries import advanced technology. — Advanced technology by countries.
Sellers offer goods to buyers. — Goods to buyers by sellers.
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Trade barriers affect international business. — International business by trade barriers.
Businesses conduct wholesale trade. — Wholesale trade by businesses.

Task 7: Answer the questions in full sentences.

What is the difference between internal and external trade?

Why is wholesale trade important?

How does international trade benefit countries?

What challenges does external trade face?

Why do governments regulate trade?

3. BeimonauTe TecT.

Task 1: Fill in the blanks with the correct words from the text.
Trade is the exchange of goods and services between and sellers.
trade occurs within a country’s borders.

Selling goods directly to consumers is called trade.
When a country buys goods from abroad, it is called an
Governments use to support and regulate trade.
Task 2: True or False?

External trade happens only inside one country.

Retail trade involves selling products in large quantities to businesses.
Importing means purchasing goods from other countries.
Trade barriers make international trade easier.

A strong internal trade system helps a country compete globally.
Task 3: Choose the correct option (a, b, or c).

Internal trade is also known as:

a) International trade

b) Domestic trade

c) Foreign trade

Which of the following is NOT a part of external trade?

a) Import

b) Export

c) Wholesale

What does wholesale trade involve?

a) Selling directly to customers

b) Large-scale sales to retailers

c) Buying from foreign markets

Trade barriers can include:

a) Subsidies

b) Tariffs

c) Retail stores

Why is international trade important?

a) It limits economic growth

b) It allows access to resources a country lacks

c) It only benefits one country

Task 4: Match the terms with their definitions.

Internal trade

Export

Retail trade

Trade barriers

Subsidies

a) Selling goods to other countries

b) Trade within a country

¢) Government financial support for businesses

68



agrwdE

d) Selling products directly to consumers

e) Restrictions on international trade

Task 5: Complete the sentences with the correct preposition (in, between, within, to, from).
Internal trade happens a single country.

Retailers sell goods consumers.

Countries trade each other for mutual benefits.
Some nations import oil other countries.

Trade barriers can reduce the flow of goods nations.

Iopsiaok BbINOIHEHUS PA0OTHI:
1. IlpouunTaiite 1 nepeeauTe TEKCT.
2. BbINOIHUTE JIEKCUKO-TPAMMAaTHUYECKUE 33JIaHUS K TEKCTY.
3. BemmonHuTe TecT.

d)opMa npeacraBjJdceHus pedyjabTaTa: BbIIIOJTHCHHLIC 3aJaHUA.

Kpurepum ouenku:

Ouenka «omauynoy BBHICTABISIETCS 3a 0€30MMOOYHYIO PabOTy, a TaKkKe NpU HAIMYMK B Her |
HEerpyOoil ommoKH.

Ouenka «xopoui0» BBICTABISIETCS TIPU HAJMYUH B IPAKTUYECKON padore 1-2 3amanuii, BBITOTHEHHBIX
C HE3HAYMTEIbHBIMH OIIUOKAMHU.

Ouenka «y0061emeopumenbHo» BBHICTABISETCS 33 TMPAKTUYECKYI0 paboTy, B KOTOPOH IOIMyIICHBI
coJiepKaTenbHble OMNOKYU (OOJIBIIMHCTBO IPEIYCMOTPEHHBIX pabOTON 3ajaHui BbINOIHEHO, 30% U3 HUX
coJiepKaT OLIUOKN).

Ouenka «Hey0061emMEOPUMENbHO» BHICTABISIETCS 3a NPAKTUYECKYI0 padoTy, KOTOpas COAEPKUT
rpyOble OIMOKHU

Tema 2.1 Opranuszanms 4 ocyliecTB/IeHHe NPeINPHHUMATEIbCKOM AesiTeJIbHOCTH B cepe
TOPIOBJIH

IIpakTuyeckoe 3ansaTue Ne 41
CocraBreHue nucbMa-3anpoca, mucbMa-TpesioKeHus 1o o0pasily. BBejeHue IeKcuuecKux eTMHUIL 1o
TeMe, UX aKTHUBHU3AIHSI.

Heab:  dopmupoBaHue  yMeHUN  NOJB30BATbCA  HM3YYEHHBIMH  0a30BBIMH JIEKCUYECKUMU
rpaMMaTUYE€CKUMH  SBICHHUSIMU; CTPYKTYPUPOBATh MOJy4aeMyr0 HH(POpPMAINIO; BBIIEIATH Hanboee
3HAYUMOE B MepeyHe HHPOpMaIIU

Beinosinus padory, Bbl Oyaere yMeTh:

- TOJIB30BAThCSI U3YYCHHBIMU 0a30BBIMU TPAMMATHUECKUMU SBIICHUSIMU;

- BeCTH Oecelly B CUTyarusax mpohecCuoHaIbHOTO OOIIEHUS;

- yd4acTBOBaTh B OOCYXJCHHH TpoOJIeM Ha OCHOBAHMM MPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOJTIOIas TIPABUIIA PEYEBOTO ITUKETA;

- YATaTh AyTEeHTUYHBIE TEKCTHI MPOPECCHOHATHHON HAMIPABIEHHOCTH, UCIIONB3YSl OCHOBHBIE BUIBI
yTeHUs1 (03HAKOMHUTEIBHOE, U3yJarolee, MOMCKOBOE/ TPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTABJICHHOU
KOMMYHHUKATHUBHOM 3a/lauu

BoinosiHeHue pa6oTsl coco0cTBYeT (JOPMUPOBAHUIO:
IIK 1.1. ITpoBoauts cOop 1 aHanM3 HHGOPMAIMHA O TOTPEOHOCTIX CYOBEKTOB PhIHKA HAa TOBaphl U
YCIYTH, B TOM YHUCIIE C UCMOIb30BaHUEM M (PPOBHIX U MHYOPMAITIOHHBIX TEXHOJIOTHIA.
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I1IK 1.2 VYcranaBnauBaTh XO3SHCTBEHHBIE CBSI3M C IOCTABIIMKAMU U TOTPEOUTENSIMU TOBAPOB H
YCIIYT, B TOM YHCIIE C IPUMEHEHHEM KOMMYHHKATHBHBIX BO3MOKHOCTEH MCKYCCTBEHHOTO WHTEIUICKTA.
OK 01 Beibupats crioco0bl pemeHus 3a1a4 IpopecCuoHaIbHON 1eATebHOCTH IPUMEHUTENBHO K
Pa3IUYHBIM KOHTEKCTaM;

OK 02 Mcrnonp30BaTh COBPEMEHHBIE CPE/ICTBA MOUCKA, aHATIHM3a U HHTEpIpeTalud HHPOPMALUN U
UH()OpPMAIIMOHHBIE TEXHOJIOTHH JUISI BBITOIHEHUS 33/1a4 MPO(GECCHOHAIBHOM e TEIbHOCTH;

OK 04 D¢ dexTrBHO B3aMMOACHCTBOBATH M Pa0OTaTh B KOJUICKTHBE U KOMAH/IE,

OK 09 ITonp30BaThes MpodeccrOoHATBHON JOKYMEHTAEH Ha TOCYIapCTBEHHOM M HHOCTPAaHHOM
SI3BIKAX

MarepuanbHoe obecniedeHune: He TpeOyeTcs.

3aganue:
1. 3yunTte m1abioHb! MHCEM.
1. TTucemo-3anpoc (Inquiry Letter)
Subject: Inquiry About [Product/Service Name]
Dear [Recipient's Name / Sir or Madam],
I hope this email finds you well. I am writing to inquire about [specific product/service] offered by your
company.
Could you please provide more details regarding:
[Specific question 1, e.g., pricing, specifications]
[Specific question 2, e.g., delivery options, availability]
[Any other relevant questions]
Additionally, I would appreciate it if you could share [catalog/brochure/terms and conditions] if available.
Looking forward to your prompt response. Please feel free to contact me at [your phone number] or [your
email] for further clarification.
Thank you in advance for your assistance.
Best regards,
[Your Full Name]
[Your Position]
[Your Company Name]
[Your Contact Information]
2. TTucemo-nipemokenne (Proposal/Offer Letter)
Subject: Business Proposal for [Service/Product Name]
Dear [Recipient's Name],
I hope you are doing well. We are pleased to present our proposal for [product/service] that we believe
will greatly benefit [their company name].
[Company Name] specializes in [brief description of your business] and offers:
[Key feature/benefit 1]
[Key feature/benefit 2]
[Key feature/benefit 3]
Our offer includes:
v [Product/Service details]
v [Pricing options]
v [Delivery/implementation timeline]
v [Any special discounts or bonuses]
We are confident that our solution will [solve a problem/improve efficiency/etc.]. For more details, please
see the attached [brochure/quote].
Should you have any questions or require adjustments, we would be happy to discuss further. Please let us
know a convenient time for a meeting/call.
We look forward to the opportunity to collaborate.
Best regards,
[Your Full Name]
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[Your Position]
[Your Company Name]
[Your Contact Information]

2. IlpouwnTaiite, AOMOJIHUB IUCHMA.

1. ITucemo-3anpoc (Inquiry Letter) — 11 oNTOBBIX 3aKyMOK

Subject: Inquiry About Wholesale Partnership / Product Availability

Dear [Supplier’s Name / Manager],

I hope you are doing well. My name is [Your Name], and | represent [Your Company], a [describe your
business, e.g., "growing e-commerce store specializing in [niche]"].

We are interested in sourcing [specific product(s)] from your company and would appreciate it if you
could provide the following details:

Wholesale pricing (including bulk discounts, if any)

Minimum order quantity (MOQ)

Shipping options and delivery times

Payment terms (e.g., prepayment, partial payment, credit options)

Return/refund policy

If available, please also share your product catalog, wholesale terms, and any promotional offers for new
partners.

We are looking for reliable suppliers to establish a long-term partnership, and your prompt response
would be greatly appreciated.

Please feel free to contact me at [your email] or [your phone number] for further discussion.

Looking forward to your reply.

Best regards,

[Your Full Name]

[Your Position]

[Your Company Name]

[Website (if applicable)]

[Phone Number]

2. Ilucemo-npeanoxenune (Proposal/Offer Letter) — a5 nmpogaBuoB uiiu napTHEPOB

Subject: Partnership Proposal — [Your Company] as Your Trusted Supplier/Dropshipper

Dear [Retailer’s Name / E-commerce Manager],

| hope this message finds you well. My name 1s [ Your Name], and I’m reaching out from [Your
Company], a leading [supplier/distributor/dropshipper] specializing in [product category, e.g.,
"electronics, fashion, home goods"].

We’ve noticed your impressive online store and believe our high-quality products could be a great
addition to your assortment. Here’s what we offer:

Wide selection of [product category] — Competitive pricing with bulk discounts

Fast & reliable shipping — [X] days delivery, worldwide options available
Dropshipping-friendly — No MOQ, automated order processing

Marketing support — High-resolution images, product descriptions, and promotional materials
Flexible payment terms — [Net 30, PayPal, bank transfer, etc.]

We work with top e-commerce sellers and marketplaces, helping them scale their businesses with
minimal risk. Attached, you’ll find our [catalog/wholesale price list] for your review.

Would you be available for a quick call this week to discuss potential collaboration? Alternatively, I’d be
happy to answer any questions via email.

Looking forward to the opportunity to work together!

Best regards,

[Your Full Name]

[Your Position]

[Your Company Name]
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[Website]
[Phone Number]

I[OHOJ'IHI/ITGJ'H)HI)IG BAapHAHTHI:

Ecnu Bol mpoaaere Ha MapkeTiuieiicax (Amazon, eBay), MoxxHO 100aBUTh:

"Many of our partners successfully sell our products on Amazon/eBay with a solid profit margin. We
provide UPC/EAN codes and compliance support.”
Ecnu npennaraere 3KCKJIIO3MBHBIE NIPABA B PETHOHE!

"We can also discuss exclusive distribution rights for your region."

3. 3anumuTe cI0Baph TEPMUHOB.
Glossary of Key Terms for Business Inquiry and Proposal Letters (English-Russian)

1. Inquiry Letter Terms (ITucsmo-3anpoc)

Term

Definition

IIpumMep ucnoIb30BaAHUSA

Inquiry / Enquiry

A formal request for information.

"We are sending an inquiry about your
product catalog."

Quotation / Quote

A supplier’s formal price offer.

"Please provide a quotation for 100
units."

MOQ (Minimum Order
Quantity)

The smallest order a supplier accepts.

"What is your MOQ for wholesale
orders?"

Lead Time

Time between order and delivery.

"What is the lead time for this
product?"

Product Specifications

Detailed descriptions of a product
(size, material, etc.).

"Could you share the product
specifications?"

Sample Request

Asking for a product sample before
bulk order.

"We’d like to request a sample for
guality check."

Payment Terms

Agreed conditions for payment (e.g.,
Net 30, upfront).

"What are your payment terms?"

FOB (Free on Board)

Shipping term: seller covers costs
until goods are loaded.

"Do you offer FOB shipping?"

CIF (Cost, Insurance,
Freight)

Seller pays for shipping + insurance to
the destination port.

"Is CIF pricing available?"

Delivery Terms

Conditions for shipping (who pays,
timeframes).

"Please clarify your delivery terms."

2. Proposal/Offer Letter Terms (ITucemo-nipeasioxeHue)

Term

Definition

IIpumep nenonb30BaHNA

Proposal

A formal offer to provide

"We are pleased to submit our proposal for
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Term

Definition

IIpumep ucnoab30BaHUSA

goods/services.

partnership.”

Offer Validity

Period during which the offer remains
valid.

"This offer is valid for 30 days."

Bulk Discount

Reduced price for large orders.

*"We offer a 10% bulk discount for 500+
units."*

Dropshipping

Supplier ships directly to the
customer.

"We support dropshipping with no MOQ."

Wholesale Price

Reduced price for resellers/businesses.

"Our wholesale price starts at $5 per unit."

Exclusive Deal

Special terms for a single partner in a
region.

"We can negotiate an exclusive deal for your
store."”

initial one.

Marketing Assistance with ads, images, or “We provide free marketing materials.”

Support promotions.

Trial Order A small test order before committing. U\I{\]g?slf)l.(.i you consider a trial order of 50

Negotiation DIS.CUSS'On to adjust terms (price, "We are open to negotiation."
delivery).

Counteroffer A revised offer in response to the "Thank you for your counteroffer."

3. Common Phrases in Correspondence
""Looking forward to your reply.” — CranmapTHOe 3aBepiiicHHe MHChMA.
"Please find attached..." — Yka3zanue Ha BjoXeHHE (KaTayor, Mpaic).
"We would appreciate it if you could..." — BexxnuBas npocso6a.
""Subject to agreement™ — Ycnosue, Tpebyroiiee moATBEPKACHUS.

[Mpumep ucnonp3oBanus B muckMme: "'In your proposal, please specify the MOQ, wholesale pricing, and delivery
terms. We are also interested in dropshipping options."

IHopsinok BeIMOIHEHHUs PA0OTHI:
1. IlpounTaiite u nepeeauTe MAOGIOHBI TUCEM.
2. [IpounTaiiTe ¥ 3aNUIINTE MUCbMA, JOMOJHUB UX.
3. CocTaBbTe CI0Bapb TEPMUHOB IO TEME.

d)opMa NnpeacTaBJdCHUs pe3yabTaTa: BbIIIOJTHCHHBIC 3aJaHUA.

Kpurepun onenkn:

Ouenka «omauuno» BHICTaBIseTCA 3a 0e30mMOOYHYIO pabOTy, a TaKke NMPH HAIMYAU B HEH |
HEerpyOoi OIMoKu.
Ouenka «xopouio» BBICTABIICTCS NIPHU HAIMYNU B MPAKTHYECKOil paboTe 1-2 3amaHnii, BBINOJIHEHHBIX
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C HE3HAYUTEITHLHBIMU OIIUOKAMHU.

Ouenka «y0061emeopumenbHo» BBICTABISCTCS 33 TPAKTUYECKYIO paboTy, B KOTOPOM IOIMYIICHBI
coJIepKaTeNbHbIE OMUOKHU (OONBIIMHCTBO MPEAYCMOTPEHHBIX PA0OTOM 3aMaHuil BRIMOHEHO, 30% U3 HUX
coJiepKaT OLITUOKH).

Ouenka «Hey0061emeoOpUmMENbHO» BHICTABISIETCS 32 NPAKTUYECKYIO0 paboTy, KOTOpas COAEPKUT
rpyObI€ OITMOKH

Tema 2.1 Opranuszanus 4 ocylecTB/IeHHEe NPeINPHHUMATEIbCKOM 1esITeJIbHOCTH B chepe
TOProOBJIH

IIpakTnueckoe 3ansitue Ne 42

OCHOBBEI MeHeIKMeHTa. Pojib MEHEPKMEHTa B KOMMepquKOﬁ JeaTelIbHOCTH. BBeaeH1E TIEKCHYECKUX
CAWHUIL 110 TEMEC, UX aKTHUBHU3allUA. Pabota ¢ TekcTamu.

Hean: ®opmupoBaHne JTEKCHYECKUX HABBIKOB W yMeHUM 1o Teme «OCHOBBI MEHEMKMEHTa. Poib
MEHE/I)KMEHTa B KOMMEPUYECKOH JeATeIbHOCTHY; (POPMUPOBAHUE YMEHHUI YUTATh ayTeHTUYHBIE TEKCTHI
npoeCCHOHATPHON HANpPaBICHHOCTH, WCIOJb3ysd OCHOBHBIE BHUABI YTCHHS (03HAKOMHTEIBHOE,
U3y4aroliee, MOMCKOBOe/ IPOCMOTPOBOE) B 3aBUCMMOCTH OT IMOCTaBICHHON KOMMYHUKATUBHOH 3aa4u.
Bbinosinus padoty, Bbl OyeTre yMeThb:
- IOJIb30BAThCSI U3YYCHHBIMU 0a30BBIMU TPAMMATHUECKUMU SBICHUSMU;
- BecTH Oecelly B CUTyalusIX Tpo(hecCHOHATLHOTO OOIICHUST;
- y4acTBOBaTh B OOCYXJEHMHM NpoOJIeM Ha OCHOBAHMM MPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOIIIO/1asi TIPAaBUIIA PEYEBOT0 ITUKETA;
- YATaTh AyTEHTUYHBIE TEKCTHI MPOPECCHOHATHHON HAMIPABIEHHOCTH, UCIIONB3YSl OCHOBHBIE BUIBI
yTeHUs1 (03HAKOMUTENBHOE, U3yUalolee, MOMCKOBOE/ TPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTAaBJICHHOU
KOMMYHHUKATHUBHOM 3a/1a4uu

Boinosinenue padorsl ciocodcTByeT GOpMUPOBAHUIO:

[1K 1.1. TIpoBoauThk cOop M aHaIKU3 UHPOPMALIMK O MOTPEOHOCTAX CYOBEKTOB PbIHKA HA TOBaphl U
YCIYTH, B TOM YHUCIIE C UCMOJIb30BaHUEM IIM(PPOBBIX U MHYOPMAIIMOHHBIX TEXHOJIOTHIA.

OK 01 Beibupats crioco0b! pemeHus 3a/1a4 NpopecCHOHaIbHON e TeIbHOCTH MPUMEHUTEIFHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonp30BaTh COBpEMEHHBIE CPEJICTBA IIOUCKA, aHAIN3A U UHTEpIpeTallii UHPOpMAIUH U
UH(POPMAaLIMOHHBIE TEXHOJIOTHH IS BBIOJIHEHH 3a/1a4 PO EeCCHOHATIBHON AeATeIbHOCTH;

OK 04 DddexTrBHO B3aMMOACHCTBOBATH M Pa0OTaTh B KOJUIEKTHBE U KOMAH/IE,

OK 09 [onp30BaThcs MpodecCHOHATBHOM JOKYMEHTALMEeH Ha TOCYIapCTBEHHOM U HHOCTPAaHHOM
A3BIKAX

MarepuanbHoe o0ecniedeHue: He TpeOyeTcs.

3amanmue:
1. 3yunTe BBIpa)KEHUS IO TEME.
1. Core Management Functions
Planning — setting objectives, determining strategies.
Organizing — structuring tasks, assigning responsibilities, coordinating teams.
Leading — motivating employees, inspiring teamwork.
Controlling — monitoring progress, ensuring alignment with standards.
2. Business Goals & Performance
Objectives / Goals — targets to achieve.
Efficiency — optimal use of resources.
Profitability — ability to generate profit.
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Growth — business expansion.

Competitive advantage — staying ahead in the market.
3. Skills & Leadership

Motivation — inspiring employees.

Conflict resolution — solving disagreements.
Innovation — encouraging new ideas.
Decision-making — informed choices by executives.

4. Business Environment

Market trends — changes in industry demands.
Technological advancements — new tools/technologies.
Economic changes — shifts in the economy.

Dynamic environment — fast-paced, evolving conditions.
5. Outcomes of Good Management

Optimized operations — streamlined processes.

Cost reduction — minimizing expenses.

Customer satisfaction — meeting client needs.
Sustainability — long-term success.

6. Key Roles

Managers — oversee teams and processes.
Entrepreneurs — business founders.

Executives — top-level decision-makers.

7. Verbs of Action

Allocate resources — distribute assets wisely.

Adapt — adjust to changes.

Monitor — track performance.

Steer — guide an organization.

2. IIpounTaiite TEKCT.
Fundamentals of Management. The Role of Management in Business

Management is a key element of any successful commercial activity. It involves planning,
organizing, leading, and controlling resources to achieve organizational goals. Effective management
ensures that a company operates efficiently, adapts to changes, and remains competitive in the market.

One of the main functions of management is planning, which involves setting objectives and
determining the best strategies to achieve them. Proper planning helps businesses anticipate challenges
and allocate resources wisely. Organizing is another critical function, as it structures tasks, assigns
responsibilities, and coordinates teams to maximize productivity.

Leadership plays a vital role in motivating employees and fostering a positive work environment.
A good manager inspires teamwork, resolves conflicts, and encourages innovation.
Additionally, controlling ensures that performance aligns with set standards. By monitoring progress and
making adjustments, managers can improve efficiency and reduce risks.

In commercial activities, management directly impacts profitability and growth. A well-managed
company optimizes operations, reduces costs, and enhances customer satisfaction. Moreover, strong
management helps businesses adapt to market trends, technological advancements, and economic
changes.

Entrepreneurs and executives must understand management principles to make informed
decisions. Whether in small startups or large corporations, effective management drives success by
aligning resources with strategic goals.

In conclusion, management is the backbone of any business. It provides structure, direction, and
stability, ensuring long-term sustainability. By mastering management fundamentals, leaders can steer
their organizations toward success in a dynamic and competitive business environment.

3. BeInosHuTE ynpakHeHUs 10 TEKCTY.
1. Fill in the blanks with the correct words from the text:
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Management involves planning, , leading, and resources to achieve goals.

2. Choose the correct synonym for the underlined word:

Management involves planning, organizing, leading, and controlling resources.
a) ignoring

b) coordinating

c) wasting

A good manager inspires teamwork and resolves conflicts.

a) avoids

b) settles

C) creates

Proper planning helps businesses anticipate challenges.
a) forget

b) predict

c) ignore

Effective leadership fosters a positive work environment.
a) destroys

b) encourages

C) neglects

Controlling ensures that performance aligns with set standards.
a) matches
b) opposes
c) ignores

Strong management helps businesses adapt to market trends.

a) resist

b) adjust

C) reject

3. Correct the grammatical mistake in the sentence:

"A good manager inspire teamwork and resolves conflicts."”

4. Replace the underlined phrase with a suitable word from the text:
"Leadership is important because it helps encourage employees."

5. Form a question for the given answer:
Answer: "Planning involves setting objectives and determining strategies."

6. Complete the sentence with the correct preposition:
"Management plays a crucial role ___ the success of a business."

7. Rewrite the sentence in the passive voice:
"Managers monitor progress and make adjustments.”

IHopsinok BbINMOIHEHHs PA0OTHI:
1. ITpounTaiiTe U nepeeanTEe BIPAXKEHUS 110 TEME.
2. IIpounTaiite TEKCT.
3. BeInoaHUTE ynpaxxHEHUS 10 TEKCTY.

dopma npeacTaBJIeHUs] pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.
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Kpurepun onenkn:

Ouenka «omauyHo» BBICTABISICTCS 3a 0€30MMOOYHYIO PadOTy, a TaKKe NpU HAIMYMK B Hel |
HEerpyOoil OIIMOKH.

OueHnka «xopoui0» BBICTABISICTCS TIPH HAJTMYUK B IPAKTUIECKON pabore 1-2 3aj1aHuii, BBITOTHEHHBIX
C HE3HAYUTEITHLHBIMU OITUOKAMMU.

Ouenka «y0061emeopumenbHo» BBICTABISCTCS 33 TPAKTUYECKYIO paboTy, B KOTOPOH IOIMYIICHBI
coJIepKaTeNbHbIE OMUOKHU (OONBIIMHCTBO MPEAYCMOTPEHHBIX PA0OTOM 3a7aHui BRIMONHEHO, 30% U3 HUX
coJiepKaT OLITUOKH).

Ouenka «Hey0061emeoOpUmMeENbHO» BHICTABISIETCS 3a TPAKTUYECKYI0 paboTy, KOTOpas COAEPIKHUT
rpyObIC OITMOKHU

Tema 2.1 Opranusanus 4 ocylecTB/IeHHe NPeINPHHUMATEIbCKOM 1esITeJIbHOCTH B chepe
TOProOBJIH

IIpakTnyeckoe 3ansitue Ne 43

[{lenooOpaszoBaHKEe B TOProBOM ACATEIHHOCTH. BBEACHUE TEKCUUECKUX €IUHUIL IO TEME, UX
akTtuBm3anms. Pabora ¢ Tekcramu.

Heab: @opMupoBaHue JIEKCUYECKUX HABBIKOB U YMEHUU 110 TeMe
«lleHooOpa3oBaHue B TOPrOBOH JESITEIBHOCTH.», (OPMUPOBAHME YMEHHH YHTAaTh AayTCHTHYHBIC
TEKCTHl ~ NPOPECCHOHATBHONM  HANPaBIEHHOCTH,  HWCIHOJB3ys  OCHOBHBIE  BUJBI YTEHUS
(03HAKOMMTENNBbHOE, H3ydarollee, IOUCKOBOE IPOCMOTPOBOE) B 3aBUCHUMOCTH OT IOCTaBJIEHHOW
KOMMYHHMKATUBHOM 3aJ1a4uu
Boinosinue padory, Bl Oyere yMeThb:
- 10JIb30BAThCSI U3YUEHHBIMU 0Aa30BBIMU ITPaMMaTHUECKUMU SIBIICHUSIMU;
- BeCTH Oecely B CUTyalHsIX MPOo(ecCHOHATBHOTO OOLICHHUS;
- yd4acTBOBaTh B OOCYXJEHMHM NpoOJEeM Ha OCHOBAaHUM IPOYUTAHHBIX/ MPOCITYLHIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOIII0/1as MpaBUJIa PEYEBOT0 STUKETA,;
- YUTaTh AyTEHTUYHbIE TEKCThI MPOPECCUOHATBHON HAIPABIEHHOCTH, UCIIOJIb3YSl OCHOBHBIE BUIbI
YTeHUs (03HaKOMHUTEIbHOE, U3YyYarolee, MOMCKOBOe/ MPOCMOTPOBOE) B 3aBUCMMOCTH OT IOCTaBJIECHHOM
KOMMYHHMKATHUBHOM 3a/1a4uM

Boinosinenue padorsl cnocodcTByeT GopMUPOBAHUIO:

I1K 1.1. IlpoBoauTts cb6op M aHanu3 WH(GOPMAIMU O TOTPEOHOCTIX CYOBEKTOB PhIHKA HAa TOBAPHI U
yCIIyTH, B TOM YHCJI€ C UCIIOJIb30BaHUEM LU(POBBIX U NH()OPMALIMOHHBIX TEXHOJIOTUH.

OK 01 BeiOupats criocoObl pemeHus 3a1a4 NpopecCuoHaIbHOM 1A TebHOCTH IPUMEHUTENBHO K
Pa3IUYHBIM KOHTEKCTaM;

OK 02 Hcrnonp30BaTh COBPEMEHHBIE CPEICTBA MOUCKA, aHATIM3a U UHTEPIPETalud UHPOPMALUU U
MH(}OPMaILMOHHbIE TEXHOJIOTUH JJIsl BBIMOJIHEHMS 3a/1a4 MPOPECCUOHANBHOMN JESTEeIbHOCTH;

OK 04 D¢ dexTrBHO B3aMMOAECHCTBOBATH U pa0OTaTh B KOJJIEKTHUBE U KOMaH/IE;

OK 09 I[Nonp30BaThcs MPOQecCHOHATHHON JOKYMEHTAMEH Ha TOCY/IapCTBEHHOM U HHOCTPAaHHOM
SI3BIKAX

MarepuanbHoe obecniedeHune: He TpeOyeTcs.

3ananue:
1. 3yunre BBIpa>keHHS 11O TEME.
Key Terms and Definitions
1. Pricing — The process of determining the monetary value of a product or service.
2. Profitability — The ability of a business to generate profit after covering costs.
3. Cost-Based Pricing — A strategy where prices are set by adding a markup to production costs.
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10.
11.
12.
13.
14.
15.

Value-Based Pricing — Pricing determined by the perceived value to the customer rather than production
costs.
Competitive Pricing — Setting prices based on competitors’ pricing strategies.
Dynamic Pricing — Adjusting prices in real-time based on demand, competition, or other market factors.
Psychological Pricing — A tactic that uses pricing techniques (e.g., $9.99) to influence consumer
perception.
Price Elasticity — The sensitivity of consumer demand to price changes.
Market Positioning — How a brand is perceived relative to competitors in terms of price and value.
Price Wars — Intense competition where businesses repeatedly lower prices to attract customers.
Fixed Costs — Expenses that remain constant regardless of production volume (e.g., rent).
Variable Costs — Expenses that fluctuate with production levels (e.g., raw materials).
Consumer Demand — The quantity of a product that customers are willing to buy at a given price.
Profit Margin — The difference between revenue and costs, expressed as a percentage.
Discounting — Temporarily reducing prices to boost sales or clear inventory.

2. IIpounTaiiTe TEKCT.
Pricing is one of the most critical aspects of trade activities, as it directly influences a company's revenue,
market share, and customer perception. An effective pricing strategy ensures profitability while remaining
competitive in the market. Businesses must consider various factors, including production costs,
consumer demand, competition, and economic conditions, to determine the optimal price for their
products or services.
Key Pricing Strategies
Cost-Based Pricing — This straightforward approach involves calculating production costs and adding a
desired profit margin. While easy to implement, it may not account for market demand or competitor
pricing.
Value-Based Pricing — Prices are set based on the perceived value to the customer rather than just costs.
Luxury brands often use this strategy to justify higher prices.
Competitive Pricing — Businesses set prices in line with competitors to avoid losing customers. This is
common in industries with similar products, such as retail and e-commerce.
Dynamic Pricing — Prices fluctuate based on real-time demand, seasonality, or inventory levels. Airlines
and online retailers frequently use this model.
Psychological Pricing — Tactics like setting prices at 9.99insteadof9.99insteadof10 create the illusion of a
better deal, influencing consumer behavior.
Factors Influencing Pricing Decisions
Costs (fixed and variable expenses)
Consumer Demand (elasticity, willingness to pay)
Competition (market leaders, pricing wars)
Economic Conditions (inflation, purchasing power)
Regulations & Taxes (government policies affecting pricing)
Challenges in Pricing
Price Wars — Aggressive discounting can hurt profitability.
Customer Sensitivity — Overpricing may drive customers away, while underpricing reduces margins.
Global Market Variations — Different regions may require tailored pricing due to currency differences
and local competition.
Successful pricing requires a strategic balance between profitability and customer satisfaction. Businesses
must continuously analyze market trends, adapt to changes, and experiment with different pricing models
to stay competitive. A well-planned pricing strategy not only maximizes revenue but also strengthens
brand positioning in the long ru

3. BoimosauTe JICKCUKO-TpaMMAaTHUYCCKUEC 3aJJaHUSA 110 TCKCTY.
Task 1. Multiple Choice
Which pricing strategy involves adding a markup to production costs?
a) Value-based pricing
b) Cost-based pricing
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¢) Competitive pricing

d) Dynamic pricing

What is the main focus of value-based pricing?
a) Competitors' prices

b) Production costs

c) Perceived customer value

d) Government regulations

Which pricing tactic uses prices like 9.99insteadof9.99insteadof10?
a) Psychological pricing

b) Dynamic pricing

c) Discount pricing

d) Premium pricing

What is a major risk of competitive pricing?
a) High production costs

b) Price wars

c¢) Low customer demand

d) Complex calculations

Dynamic pricing is commonly used in:

a) Luxury fashion

b) Airlines and e-commerce

c) Local grocery stores

d) Government services

Task 2. True or False

6. Fixed costs change depending on production volume. (True/False)

7. Price elasticity measures how demand changes with price. (True/False)
8. Discounting always increases long-term profitability. (True/False)

Task 3. Short Answer
9. Name two factors that influence pricing decisions besides costs.
10. What is the difference between cost-based and value-based pricing?

ITopsinok BbINOJIHEHUS PadOTHI:
1. I[TpounTaiiTe U nepeeanTEe BHIPAXKEHUS 110 TEME.
2. IIpounTaiite TEKCT.
3. BeInoaHUTE ynpa)XXHEHUS 10 TEKCTY.

d)opMa npeacTraBjJdcHus pe3yabTaTa: BbIIIOJTHCHHBIC 3aJaHUA.

Kpurepun onenkn:

Ouenka «omauyHno» BBICTABISIETCS 3a 0€30MMOOYHYIO PabOTy, a TaKkKe NMPH HAIWYMH B Hel 1
HEerpyooi ommoKu.

Ouenka «xopouio» BBICTABISIETCS TIPH HAJMYUH B IPAKTUIECKOH padore 1-2 3amaHuii, BBITOTHEHHBIX
C HE3HAYUTEIbHBIMH OIIMOKAMHU.

Ouenka «y0061emeopumenbHo» BBICTABISETCS 33 TPAKTHYECKYIO paboTy, B KOTOPOH IOIMyIICHBI
coJiepKaTeNbHble OMUOKHU (OOJMBIIMHCTBO MPEYCMOTPEHHBIX pabOTON 3a7aHuil BbIOIHEHO, 30% U3 HUX
coJiepKaT OIITUOKH).

Ouenka «Hey0061emMeoOpUmMENbHO» BHICTABISIETCS 3a MPAKTUYECKYI0 paboTy, KOTOpas COAEPKUT
rpyOble OINOKHU

Tema 2.1 Opranuszanus 4 ocyliecTB/IeHHe NPeINPHHUMATEIbCKOM AesiITeJIbHOCTH B chepe
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TOPrOBJIM
IIpakTHyeckoe 3ansaTHe Ne 44

OnroBas u PO3HHUYHAA TOPTOBJIA. BBGI[GHI/IC JCKCUYCCKUX CAWHUII 110 TCMC, UX aKTHBHU3allUs. Pabora ¢
TCKCTaMMU.

Heab: opMupoBaHue JEKCMYECKUX HABBIKOB U YMEHMH Mo TeMe «OnToBas U pO3HUYHAs TOPTOBIIS;
dbopMUPOBaHNE YMEHHUI YUTATh ayTCHTUYHBIC TEKCTHI MPOPECCHOHATBHON HATIPABICHHOCTH, UCTIONB3YS
OCHOBHBIC BHJIbI YTCHHS (03HAKOMUTEILHOE, M3Yy4Yarollee, IOMCKOBOE/ IPOCMOTPOBOE) B 3aBUCUMOCTH OT
MIOCTaBJIICHHON KOMMYHHUKAaTUBHOM 3aJ1a41

Bobinosnus padoty, Bbl Oyaere yMeTh:

- [10JIb30BAThCS U3YUYECHHBIMU 0a30BBIMU IPAMMATHUECKUMHU SBJICHUSIMU;

- BecTH Oecelly B CUTyalusIX Tpo(hecCHOHATLHOTO OOIIECHUS;

- y4acTBOBaTb B OOCYXJIEHMM HpoOJeM Ha OCHOBAaHMM HPOUYUTAHHBIX/ IPOCITYILIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOJIIO/Ias TIPaBUIIa PEYEBOTO ITUKETA,;

- YUTATh ayTEHTUYHBIE TEKCTHI IPO(ECCUOHATLHON HAIPABICHHOCTH, UCIIOJIb3Ysl OCHOBHbIE BHJIbI
9yTeHusl (03HAKOMHTEIbHOE, H3YyYalollee, MOMCKOBOE/ IIPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTAaBICHHOMN
KOMMYHHKATUBHOH 3a/1aun

Beinosinenue padorsl cnocodcTByeT GOpMUPOBAHUIO:

[1K 1.1. IlpoBoauts cb6op U aHanu3 WH(GOPMAIMU O TOTPEOHOCTIX CYOBEKTOB PHIHKA HAa TOBAPHI H
YCIYT'H, B TOM YHUCIIE C UCIOJIb30BaHUEM LIM(PPOBBIX U MHHOPMALIMOHHBIX TEXHOJIOTHIA.

OK 01 Beibupats crioco0bl pemeHus 3a1a4 IpopecCHOHaIbHON e TeTbHOCTH IPUMEHUTENHHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonp30BaTh COBpEMEHHBIE CPE/ICTBA IOUCKA, aHAIM3a U UHTEpIpeTaliii UHPOpMAIUH U
UH(POPMALIMOHHBIE TEXHOJIOTHH JUIs BBIMOJIHEHH 3a/1a4 PO EeCCHOHATIBHOMN AeATeTbHOCTH;

OK 04 DddexTrBHO B3aMMOACHCTBOBATH M Pa0OTaTh B KOJUIEKTHBE U KOMAH/IE,

OK 09 [Tonp30BaThcs NpodecCHOHATBHOM JOKYMEHTALUEeH Ha TOCY1apCTBEHHOM U HHOCTPAaHHOM
A3BIKAX

MarepuanbHoe o0ecniedeHue: He TpeOyeTcs.

3aganue:
1. IlpounTaiiTe TEKCT.
Retailing.

1. The retailer performs the last stage of the production process for it is he who puts the goods in the
hands of the actual customers. His work is «to have the right goods in the right place at the right time».

2. There are four types of retail institutions :a)specialty stores, b)supermarkets, c)general merchandise
stores, d)nonstore retailing.

3. Often speciality stores sell one type of product, such as clothing, jewelry, furniture, books. These stores
having a better feeling of their market, they compete against giant department stores.

Big supermarkets are usually well located. All the goods are arranged on trays and shelves. All the prices
are clearly marked. The goods are ready -weighed and beautifully packed. There you can find everything
you need. The prices are reasonable.

4. General merchandise stores (GMS) carry a wide variety of products. There are three types of GMS:
a)department stores, b) discount stores, c)hypermarkets. Big department stores started in America more
than 150 years ago and then the idea was brought to European countries. These stores are wonderful
places. People can do all their shopping under one roof. All the things for sale are displayed so that they
can be easily seen, and the customers walk around and choose what they want.

5. The store is divided into departments: women' s clothes, shoes, toys, sports goods, china and glass etc.
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There may be a restaurant with an orchestra and sometimes a tea-room as well. You will also find a room
where you can rest if you are tired. There' s an office where you can book seats for the theatre or arrange
to travel anywhere in the world.

6. Low price is the major attraction of the discount stores. These stores sell the most popular items, colors
and sizes. The stores keep long hours and usually open on Sunday. Hypermarkets are a type of discount
store that was developed in Germany. They are very large stores with low-price and high-turnover
products. Hypermarkets achieve cost saving by simplifying their unpacking and display.

7. There are four major types of non-store retailing: a) vending machines, b) door-to-door sales,
c)catalogue sales, d) e-commerce.

2. BBIy‘II/ITC OCHOBHBIC OHpeﬂe.HeHI/ISI U3 TCKCTAa, BBIIIKMCAaB UX B TeTpal[b.
3. [IpounTaiite TEKCT.
Wholesale and Retail Trade

Wholesale and retail trade are two essential components of the distribution chain, connecting
producers with consumers. While both sectors deal with the sale of goods, they operate differently in
terms of scale, target customers, and business models.

Wholesale trade involves the sale of goods in large quantities to retailers, businesses, or other
intermediaries rather than directly to end consumers. Wholesalers act as a bridge between manufacturers
and retailers, offering bulk purchases at lower prices. They benefit from economies of scale, reducing
costs per unit. Examples include distributors of electronics, food suppliers, and industrial equipment
vendors.

Retail trade, on the other hand, focuses on selling products directly to consumers in smaller
quantities. Retailers operate through physical stores, online platforms, or a combination of both. They add
value by providing convenience, customer service, and a curated selection of goods. Supermarkets,
clothing boutiques, and e-commerce websites like Amazon are common examples.

The key difference lies in the customer base and sales volume. Wholesalers deal with high-
volume, low-margin transactions, while retailers focus on low-volume, high-margin sales. Additionally,
retailers often enhance the shopping experience through marketing, promotions, and after-sales support.

Both sectors play a crucial role in the economy. Wholesale trade ensures efficient product
distribution, while retail trade makes goods accessible to the public. Technological advancements, such as
e-commerce and automated supply chains, continue to transform both industries, improving efficiency
and customer satisfaction.

In conclusion, wholesale and retail trade are interdependent, driving global commerce and meeting
diverse market demands. Their collaboration ensures a smooth flow of goods from production to
consumption.

4. 3yunTe OCHOBHBIE MOHATHUS U3 TEKCTA.

1. General Terms

Wholesale trade — The sale of goods in large quantities to retailers or businesses, not directly to
consumers.

Retail trade — The sale of goods in smaller quantities directly to end consumers.

Distribution chain — The network involved in delivering products from manufacturers to consumers.
Producers — Companies or individuals who manufacture goods.

Consumers — End users who purchase and use products.

Goods — Physical products that are bought and sold.

Sale — The exchange of goods for money.

Business models — The strategies companies use to operate and make profits.

2. Wholesale Trade Terms

Large quantities — Wholesalers sell products in bulk.

Retailers — Businesses that buy from wholesalers and sell to consumers.

Intermediaries — Middlemen (e.g., wholesalers, distributors) between producers and retailers.
Bulk purchases — Buying goods in large amounts at discounted prices.

81



Lower prices — Wholesale prices are cheaper due to volume discounts.

Economies of scale — Cost advantages from large-scale production/purchasing.
Distributors — Companies that supply products to retailers.

Suppliers — Businesses that provide goods to wholesalers or retailers.

Vendors — Sellers of products in the supply chain.

3. Retail Trade Terms

Directly to consumers — Retailers sell to the final buyers.

Smaller quantities — Unlike wholesalers, retailers sell individual or small-packaged items.
Physical stores — Brick-and-mortar shops where customers buy in person.

Online platforms — Digital marketplaces (e.g., Amazon, eBay).

Convenience — Retailers make shopping easy and accessible.

Customer service — Support provided to buyers before/after purchase.

Curated selection — Retailers choose specific products to meet customer needs.
Supermarkets — Large retail stores selling groceries and household items.

Boutiques — Small shops specializing in fashionable or unique items.

E-commerce — Buying and selling goods online.

4. Comparisons & Differences

High-volume, low-margin — Wholesalers sell more items but with smaller profit per unit.
Low-volume, high-margin — Retailers sell fewer items but with higher profit per sale.
Customer base — Wholesalers serve businesses; retailers serve individuals.

Sales volume — The number of units sold in a given period.

Shopping experience — How retailers attract and retain customers (e.g., store layout, promotions).
Marketing — Strategies to promote products and attract buyers.

Promotions — Discounts, ads, and sales events to boost purchases.

After-sales support — Services like returns, warranties, and customer assistance.

5. Economic Role & Trends

Efficient distribution — Wholesalers help move goods smoothly through the supply chain.
Product accessibility — Retailers make goods available to the public.

Technological advancements — Innovations (e.g., automation, Al) improving trade.
E-commerce — Online sales transforming retail and wholesale.

Automated supply chains — Using technology to streamline inventory and delivery.
Customer satisfaction — Ensuring buyers are happy with products/services.

Global commerce — International trade of goods and services.

Market demands — Consumer needs and preferences driving business decisions.

ITopsinok BbINOJHEHHUs padOThI:
1. ITpounTaiite TEKCT.
2. BelyunTe OCHOBHBIE ONPEECIECHUS U3 TEKCTA.
3. [IpounTaiite TEKCT.
4. N3yunte OCHOBHBIE BBIPAKEHUS U3 TEKCTA.

®opMa npeacTaBIeHUs pe3yabTaTa: BHITOJIHEHHBIC 3a/1aHUS.

Kpurepun ouenku:

Ouenka «omauynoy BBICTABIsIeTCS 3a 0e30IMOOYHYIO paboTy, a TaKke MpU HAIWYMU B Her 1
HerpyOoi ommoKH.

Ouenka «xopouio» BHICTABISIETCS IIPU HAJMUYUH B IPAKTUYECKON pabore 1-2 3a1aHuii, BBITOTHEHHBIX
C He3HAYUTEIHHBIMH OITUOKAMH.

Ouenka «y0o6nemeopumenbHo» BBHICTABIACTCS 3a MPAKTUUYECKYIO0 paboTy, B KOTOPOMl JOMYIIEHBI
coJiepkaTeNbHble OIIUOKHU (OONBIIMHCTBO MPEAYCMOTPEHHBIX pabOTOM 3aaHuil BeinonHeHo, 30% U3 HuX
coJiepKat OUIHOKH).

Ouenka «Hey006/1emeopumenbHo» BHICTABIAETCA 3a MPAKTUYECKYIO paboOTy, KOTOpas COIEPKUT

rpyObie ONOKH
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Tema 2.1 Opranuszanus 4 ocylecTB/IeHHEe NPeINPHHUMATEIbCKOM AesiITeJIbHOCTH B chepe
TOProOBJIH

IIpakTnyeckoe 3ansitue Ne 45

BBC,I[GHI/IC JICKCUYCCKUX €IHUHMUII 110 TEMEC, UX aKTUBU3alMA. PaboTta ¢ TekcTamMu U JuajaoraMu. Ha
BBICTaBKC, 6€C€IIBI C IpCACTABUTCIIAIMU KOMITAHWH.

Heasb: DopmupoBaHHE JIEKCHYECKUX HAaBHIKOB W yMmeHuil mo Teme «Ha BwicTaBke, Oecempl ¢
NpPEJCTaBUTEIIAIMU  KOMIIAHMM»;,  (OpMHUpOBAaHME  yYMEHUH  YUTaTh  AYTEHTUYHbIE  TEKCThI
npoeCCHOHATBPHON HANPaBICHHOCTH, MCIONb3Ysl OCHOBHBIE BHJBI UTCHHS (O3HAKOMHUTEIBHOE,
u3yyarolee, IoMCKoBOe/ IPOCMOTPOBOE) B 3aBUCUMOCTH OT [TOCTABIEHHOW KOMMYHHKAaTHUBHOMU 3aauM.
Bbinosinus padoty, Bbl OyeTre yMeThb:
- [10JIb30BAThCS N3Y4YEHHBIMHU 0a30BBIMU IPAMMATHUECKUMHU SBJICHUSIMU;
- BecTH Oecelly B CUTyalusIX Tpo(hecCHOHATLHOTO OOIIECHUST;
- y4acTBOBaTb B OOCYXJEHMM HpoOJeM Ha OCHOBaHMM HPOUYUTAHHBIX/ IPOCITYILIAHHBIX
MHOSI3bIUHBIX TEKCTOB, COOJIIO/Iasl paBUjIa pe4eBOro ITUKETA;
- YUTATh ayTEHTUYHBIE TEKCThl IPOPECCUOHATIBHON HANPaBIEHHOCTH, UCIIOIb3Yysl OCHOBHBIE BU/IbI
9yTeHusl (03HAKOMHTEIbHOE, H3YyYalollee, MOMCKOBOE/ IIPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTAaBICHHOMN
KOMMYHHMKaTUBHOMU 3a/1a4H

Beinosinenue padorsl cnocodcTBYeT GOPMHPOBAHMIO:

[1K 1.1. IlpoBoauTts cb6op U aHanu3 uHGOPMAIMU O TOTPEOHOCTIX CYOBEKTOB PHIHKA HAa TOBAPHI H
YCIYTH, B TOM YHUCIIE C UCIOIb30BaHUEM IIM(PPOBBIX U MHYOPMAIIMOHHBIX TEXHOJIOTHIA.

OK 01 Beibupats crioco0b! pemeHus 3a1a4 NpopecCHOHaIbHON e TeTbHOCTH MPUMEHUTENHFHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonp30BaTh COBpEMEHHBIE CPEJICTBA IIOUCKA, aHAIN3A U UHTEpIpeTallii UHPOpMAIUH U
UH(POPMALIMOHHBIE TEXHOJIOTHH IS BBIMOJIHEHHS 3a/1a4 PO EeCCHOHATIBHOM AeATeIbHOCTH;

OK 04 DddexTrBHO B3aMMOACHCTBOBATH M Pa0OTaTh B KOJUIEKTHBE U KOMAH/IE,

OK 09 [Tonp30BaThcs MpodecCHOHATBHOM JOKYMEHTALUEeH Ha TOCY1apCTBEHHOM U HHOCTPAaHHOM
A3BIKAX

MarepuanbHoe o0ecniedeHue: He TpeOyeTcs.

3ananue:
1. IlpounraiiTe TEKCT.
The Importance of Exhibitions and Trade Fairs in E-Commerce

Exhibitions and trade fairs play a crucial role in the development of online commerce. These
events provide a platform for businesses to showcase their products, network with industry leaders, and
explore new market trends. In the digital age, virtual exhibitions and online trade fairs have become
increasingly popular, offering global accessibility and cost efficiency.

One of the key benefits of such events is the opportunity for businesses to enhance brand
visibility. By participating in e-commerce exhibitions, companies can attract potential customers,
partners, and investors. Additionally, these events facilitate direct interaction with clients, allowing
businesses to gather feedback and improve their offerings.

Another advantage is knowledge sharing. Trade fairs often feature seminars, workshops, and panel
discussions where experts discuss the latest innovations, digital marketing strategies, and consumer
behavior trends. This helps businesses stay competitive in the fast-evolving e-commerce landscape.

Moreover, online exhibitions eliminate geographical barriers, enabling companies to reach
international audiences without the need for physical presence. This is particularly beneficial for small
and medium-sized enterprises (SMEs) looking to expand globally.
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In conclusion, exhibitions and trade fairs are essential for the growth of online commerce. They
foster networking, innovation, and market expansion, making them invaluable for businesses aiming to
succeed in the digital marketplace.

2. Beimonaure JICKCUKO-TPaAaMMATHUYCCKUC 3a/laHUA K TCKCTY.
1. Fill in the blanks with the correct words from the text.
Exhibitions and trade fairs help businesses improve their by showcasing products to potential
customers. They also allow companies to with industry leaders and explore new
2. Choose the correct word to complete the sentences.
a) Trade fairs provide a platform for businesses to (show/showing/showcase) their products.
b) Online exhibitions help companies reach (local/international/limited) audiences.
c¢) Seminars and workshops allow businesses to learn about the latest
(innovations/tradition/obstacles).
3. Rewrite the sentences using the passive voice.
a) Businesses can attract potential customers at trade fairs.
— Potential customers at trade fairs.
b) Experts discuss the latest trends in e-commerce.
— The latest trends in e-commerce by experts.
4. Match the words with their definitions.
Networking
Brand visibility
Market expansion
a) The process of entering new markets to grow a business.
b) Recognition and awareness of a company’s products or services.
¢) Building professional relationships with others in the industry.
5. Correct the mistakes in the sentences.
a) Exhibitions helps businesses to grow.
b) Online trade fairs is cost-efficient.

6. Complete the sentences with the correct preposition (in, for, with, to, without).

a) Trade fairs are essential e-commerce growth.
b) Businesses can interact clients directly.
c) Virtual exhibitions allow participation physical presence.

7. Transform the sentences using the given word.
a) Trade fairs help businesses expand globally. (expansion)

— Trade fairs contribute to the of businesses.
b) Companies can learn about new trends at exhibitions. (knowledge)
— Exhibitions provide about new trends.

3. [lpounTaiite auanor
At the Exhibition

Alex: (approaching the booth) Hi! Your display looks interesting. What does your company specialize in?
Sarah: Hello! Thank you for stopping by. We develop Al-powered tools for e-commerce businesses. Our
software helps optimize pricing and automate customer service.
Alex: That sounds useful! Do you have any live demos?
Sarah: Absolutely! Here, let me show you how it works. (demonstrates on a tablet) You can see real-
time price adjustments based on demand.
Alex: Impressive!l How does it integrate with existing platforms like Shopify or Amazon?
Sarah: Seamlessly! We offer plugins for major marketplaces, and setup takes less than an hour. Would
you like a free trial?
Alex: Sure! Could I also get your contact details? I’d like to discuss this with my team.
Sarah: Of course! Here’s my business card, and this brochure has all the key features. Let’s connect on
LinkedIn too—I can send you a case study.
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Alex: Perfect. Are you hosting any seminars during the exhibition?

Sarah: Yes, tomorrow at 2 PM! We’ll cover trends in Al for online retail. I’ll add you to the guest list if
you’re interested.

Alex: That’d be great. Thanks for your time!

Sarah: My pleasure! Enjoy the exhibition, and don’t hesitate to reach out.

Key Vocabulary:

Booth/stand — exhibitor’s space at a fair.

Live demo — real-time product demonstration.

Seamless integration — smooth compatibility with other systems.
Case study — detailed analysis of a successful project.

Useful Phrases for Exhibitions:

"What sets your product apart?"

"Can | see a demo?"

"Do you offer bulk discounts?"

"Where can | learn more?"

IMopsinok BbINOJIHEHUS PadOTHI:
1. I[TpounTaiite TEKCT.
2. BoimonHuTe ynpaKHEHUS K TEKCTY.
3. [Ipouuraiite quasor.

dopma npeacTaBJIeHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.

Kpurtepuu ouenku:

Ouenka «omauynoy BBICTABISIETCS 3a 0€30IMOOYHYIO PabOTy, a TaKKe NpU HAIU4YUUM B HeH |
HerpyOoil ommoKH.

Ouenka «xopouio» BbICTABIISIETCS IPU HAJMUUH B IPAKTUYECKON pabore 1-2 3a1aHuii, BBIOJTHEHHBIX
C He3HAYUTEIHHBIMH OITHOKAMH.

Ouenka «y0o61emeopumenbHo» BBHICTABIACTCS 32 MPAKTUYECKYIO0 paboTy, B KOTOpPOMl JOMYIIEHbI
coJiepKaTeNbHbIe OMTMOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX PaboTO# 3amanuii BeIOIHEHO, 30% 13 HUX
coJiepKat OLUIOKH).

Ouenka «Hey0061emEOpUmMENbHO» BHICTABISIETCS 32 TPAKTUYECKYIO0 paboTy, KOTOpas COACPKUT
rpyOble OIMOKH

Tema 2.1 Opranusanus 4 ocylecTBJIeHHEe NMPeINPHHUMATEIbCKOM 1esiTeJIbHOCTH B chepe
TOProOBJIN

IIpakTyeckoe 3ansaTHe Ne46
KonTtponbHas pabora.

Heas: ®opMupoBaHre YMEHHH MMOJIB30BAaTHCS M3YYEHHBIMU 0a30BBIMH I'PAMMATHUECKUMU SIBICHUSIMH;
pacro3HaBaTh 3a/1a9y W/ WM MPOOIIeMy B IPOPECCHOHATHFHOM H/HITH COIIMAaTbHOM KOHTEKCTE; BBISBIISITH
U 3(p(}eKTuBHO HUCKaThb WMHPOPMALMIO, HEOOXOAMMYIO JJIS pEUIeHHs 3aJaud W/WIM MpOoOJIeMBbl;
CTPYKTYpPHUPOBaTh TIOJy4aeMylo WH(GOpMAIHMIO; BBIACTATH HanOolee 3HAYMMOE B IEpPEYHE
UHpOpMaLIUH.
Beinosnue padory, Bl Oyaere yMeThb:

- TIOJIb30BAThCS N3YUYECHHBIMHU 0a30BBIMU IPAMMATHUECKUMHU SBJICHUSIMU;

- YUTATh ayTEHTHUYHBIE TEKCTHI IPOPECCUOHATIBLHON HAPaBIEHHOCTH, UCIOJIb3ysl OCHOBHBIE BU/IbI

YyTeHusl (03HAaKOMHTEIbHOE, U3YyYalolee, MOMCKOBOe/ IPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTAaBJICHHOMN
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KOMMYHUKATUBHOM 3aJ1a4yu.
BoinosiHeHne padoThl cioco0cTBYET (POPMUPOBAHUIO:

1K 1.1. [IpoBoauTs cOop 1 aHanu3 HHGOOPMAIMH O TTOTPEOHOCTAX CYOBEKTOB PHIHKA Ha TOBAPHI
U YCIYTH, B TOM YHUCJIE C UCIOIB30BaHUEM IIU(PPOBHIX U HHPOPMAIIMOHHBIX TEXHOIOTHH.

IIK 1.2 YcranaBiuBarh X03sSHCTBEHHBIC CBSI3HM C MOCTABIIUKAMU U TOTPEOUTEISIMU TOBAPOB U
yCclIyr, B TOM 4YHCI€ C TPUMEHEHHEM KOMMYHUKATUBHBIX BO3MOXKHOCTEH HMCKYCCTBEHHOTO
MHTEIJICKTA.

OK 01 Brei6upath ciocoOsl pemnieHus 3a1a4 npo(ecCHoHaIbHON IeATeIbHOCTH TPUMEHUTEIBHO
K pa3JIMYHbIM KOHTEKCTaM;

OK 02 Wcnonbs3oBaTh COBPEMEHHBIE CpPEACTBA IOHWCKA, aHAM3a W HHTEpPHpeTaIuu
uHpopMauuu ¥ WHGPOPMALMOHHBIE TEXHOJNOTHUH [UIA BBINOJHEHHUS 3a7ad NpoQecCHOHATBHOM
NeSITeIbHOCTH;

OK 09 ITonb3oBatbcs mpohecCHOHANBHON JOKYMEHTAIel Ha TOCYIapCTBEHHOM U HHOCTPaHHOM
A3BIKAX

MarepuanabHoe o0ecniedeHue: He TPeOyeTCH.

3ananue:
1. [aiiTe onpeaeieHue cjeAyOIHM TEPMHUHAM.
a) Contract
b) Liability
c) Intellectual property
d) Consumer rights
e) Arbitration
1. Legal responsibility for one's actions or debts. In business, it refers to obligations (financial or legal)
that a company or individual must fulfill, such as paying damages for breaches or debts.
2. A legally binding agreement between two or more parties that creates obligations to do (or not do)
specific things. It requires offer, acceptance, consideration, and mutual consent.
3. Legal protections for buyers against unfair practices (e.g., fraud, defective products). Key rights
include:
Right to safety
Right to information
Right to choose
Right to redress (compensation)
4. Creations of the mind protected by law, including inventions (patents), artistic works (copyrights),
brand identifiers (trademarks), and trade secrets. Owners get exclusive rights to use them commercially.
5. A private, out-of-court dispute resolution method where a neutral third party (arbitrator) reviews
evidence and makes a binding decision. Faster and less formal than litigation.

2. BepHo/ HeBepHO

a) A verbal agreement is legally binding in all cases.

b) GDPR applies only to European companies.

c¢) A breach of contract can lead to legal penalties.

d) Trademarks protect inventions.

e) Non-disclosure agreements (NDAS) are unnecessary in business.

3. CoeiMHHMTE TEPMHUHBI € ONIpe/ieIeHueM
a) Balance Sheet

b) Double-Entry Bookkeeping

c) Depreciation

d) Accounts Payable

e) Equity

o Money owed by a business to suppliers
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A financial statement showing assets, liabilities, and equity
Decrease in value of an asset over time
Owner’s claim after liabilities are paid
Recording each transaction twice (debit/credit)
. 3amoJIHUTe NPONYCKHU
Wholesalers sell in quantities.
Retailers add a to the cost price.
. Hamnmmre cunonumebl k bulk u k profit us npexnaraemeix: "wholesale,

mass”, "margin,”

"surcharge".

6

. 3anmoJIHUTE MPOIMYCKH

Wholesalers often offer discounts for large orders.

Retailers focus on service and convenience.

The chain connects producers to end consumers.

A buys from wholesalers and sells to the public.

Online stores like Amazon operate in both and trade.

Ilopsinok BbINOHEHHS PadOThHI:
1. BBIOJHUTH KOHTPOJIBHYIO paboTy

(I)opMa NMpeacTaBJICHUsA Pe3yabTaTa: BhIIIOJIHCHHBIC 3aJaHUA.

Kpurepun oneHku:

Ouenka «omauynoy» BBHICTABISETCS 3a 0€30MMO0YHYI0 paboTy, a TakkKe MPH HAIMYMHA B HEl |
Herpy0oii ommoKH.

Ouenka «xopowio» BBICTABISICTCS TPH HAJUYWU B TpakTHYecKod pabore 1-2 3amaHwmid,
BBINOJIHEHHBIX ¢ HE3HAYUTEIbHBIMHU OIINOKAMH.

Ouenka «yooenemeopumenbHo» BBHICTABIACTCSA 332 MPAKTHUECKYIO paboTy, B KOTOPOH IOMYIIEHBI
cojiepKaTesbHble OMMOKHU (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX paboTON 3ajaHuii BbInonHeHo, 30%
13 HUXCOJEPKAT OLINOKH).

Ouenka «Hey0oenemeopumenbHo» BHICTABISAETCA 3a MPAKTHUECKYI0 padoTy, KOTOpas COAEPIKUT
rpyOble OIIMOKH

Tema 2.2 Oprannsanus v oCylecTBJICHHEe HHTEPHET-MapKeTHHIa (110 BHIOOPY)

IIpakT4eckoe 3ansaTue Ne 47

ITonsTue o TCOPHUU MApPKCTHUHTA. Buagpl MapKCTHHTA.

Henb: @opMupoBaHuEe JIEKCUYECKUX HABBIKOB M YMEHHH 1O Teme «lloHATHE O TeopuM MapKeTHHra.
Buner mapketunra»; QopmupoBaHHWE YMEHH 4YHTaTh AayTEHTHUYHbBIE TEKCThl MpodeccuoHalbHOM
HaIlpaBJIEHHOCTH, UCIOJIb3Yysl OCHOBHBIE BHJIBI YTEHHS (O3HAKOMHUTEIbHOE, M3ydarollee, MOMCKOBOe/
IIPOCMOTPOBOE) B 3aBUCUMOCTH OT IMOCTaBJICHHON KOMMYHUKATHBHOM 3aauu.

BeinosinuB padory, Bbl Oyaere yMeThb:
- IIOJIb30BAThCS N3Y4YEHHBIMHU 0a30BBIMU IPAMMATHUECKUMHU SIBICHUSIMU;
- BeCTH Oecelly B CUTyalusIx mpohecCuoHaTbHOTO OOIIEHHS;
- y4acTBOBaTb B OOCYXJIEHHMH NpoOJeM Ha OCHOBaHMM MPOUYUTAHHBIX/ IPOCITYIIAHHBIX

HNHOA3BIYHBIX TCKCTOB, CO6J'HO)Ia$I IIpaBHJia PEYCBOTO 3TUKETA,

- UUTATh ayTCHTUYHBIC TCKCThI HpO(i)GCCHOHaHBHOfI HaIpaBJICHHOCTHU, UCIIOJIb3Yyd OCHOBHBIC BUbI

yTeHUs1 (03HAKOMHUTEIBHOE, U3yJarolee, MOMCKOBOE/ TPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTAaBJICHHOU
KOMMYHUKATUBHOM 3a1a4u
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BrinosiHeHne padoThl cioco0cTBYET (POPMUPOBAHUIO:

I1K 1.1. IlpoBoauts cb6op U aHanu3 “HGOPMAIMK O TOTPEOHOCTIX CYOBEKTOB PHIHKA HAa TOBAPHI U
YCIIYTH, B TOM YHCJIE C HCIOIb30BaHHEM IU(POBBIX U HHPOPMAIIMOHHBIX TEXHOJIOTHH.

OK 01 Beibupats criocoObl pemeHus 3a1a4 IpopecCuoHaIbHON AeATEIbHOCTH IPUMEHUTENBHO K
Pa3IUYHBIM KOHTEKCTaM;

OK 02 Mcrnonp30BaTh COBPEMEHHBIE CPEICTBA IOUCKA, aHATM3a U UHTEPIPETAUU UHPOPMALIUHU U
UH()OpPMAIMOHHBIE TEXHOJIOTHH JUISI BBITOJIHEHUS 33/1a4 MPO(GECCHOHAIBHOM e TEIbHOCTH;

OK 04 D¢ dexTnBHO B3aMMOACHCTBOBATH M Pa0OTaTh B KOJUICKTHBE U KOMAH/IE,

OK 09 ITonp30BaThes MpodeccroHATBHON JOKYMEHTAaEeH Ha TOCYIapCTBEHHOM M HHOCTPAaHHOM
SI3BIKAX

MartepuanbHoe obecniedeHune: He TpeOyeTcs.

3amanmne:

1. M3yuute cioBa u BBIpaXKEHUS 110 TEME.
Marketing Theory Basics:
Marketing theory
Principles and strategies
Consumer needs
Value creation
Customer relationships
Marketing mix (4Ps: Product, Price, Place, Promotion)
Exchange process
Relationship marketing
Types of Marketing:

Digital Marketing
Online platforms
Social media
SEO (Search Engine Optimization)
Email marketing
Content Marketing
Valuable content
Customer engagement
Social Media Marketing
Brand promotion
Platforms (Facebook, Instagram)
Influencer Marketing
Influencers
Product endorsements
Guerrilla Marketing
Unconventional tactics
Low-cost, high-impact
Relationship Marketing
Customer loyalty
Personalized interactions
Green Marketing
Eco-friendly products
Sustainability
Global Marketing
International markets
Cultural adaptation
Modern Marketing Trends:
Consumer behavior
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Market trends
Data analysis
Digital strategies
Business success

2. [Ipouunraiite, nepeBEIUTE TEKCT.
Marketing theory encompasses the principles and strategies used to promote products or services, attract
customers, and drive business success. At its core, marketing focuses on understanding consumer needs,
creating value, and building strong customer relationships. The concept is based on the marketing
mix (the 4Ps: Product, Price, Place, Promotion), which helps businesses develop effective strategies.
Key Aspects of Marketing Theory
Consumer-Centric Approach — Marketing revolves around identifying and satisfying customer
demands.
Value Creation — Businesses must offer superior value compared to competitors.
Exchange Process — Marketing facilitates transactions between buyers and sellers.
Relationship Marketing — Emphasizes long-term customer loyalty rather than one-time sales.
Types of Marketing
Digital Marketing — Uses online platforms (social media, SEO, email) to reach audiences.
Content Marketing — Focuses on creating valuable content to engage customers.
Social Media Marketing — Leverages platforms like Facebook and Instagram for brand promotion.
Influencer Marketing — Collaborates with influencers to endorse products.
Guerrilla Marketing — Uses unconventional, low-cost tactics for maximum impact.
Relationship Marketing — Builds loyalty through personalized customer interactions.
Green Marketing — Promotes eco-friendly products and sustainability.
Global Marketing — Targets international markets, adapting strategies to different cultures.
Each type serves different business goals, but all rely on understanding consumer behavior and market
trends. Modern marketing continues to evolve with technology, making data analysis and digital
strategies essential for success

3. BeimosHuTE 3a/1aHUST K TEKCTY.

Task 1: Fill in the Blanks with the Correct Words

Complete the sentences using words from the box:

(value creation, digital marketing, influencer marketing, relationship marketing, guerrilla marketing)
focuses on long-term customer loyalty rather than one-time sales.
uses unconventional, low-cost tactics to attract attention.
involves promoting products through social media personalities.

Businesses must focus on to offer superior benefits compared to competitors.

SEO and social media ads are key strategies in

Task 2: Match the Marketing Type to Its Definition
Match the terms (A) with their descriptions (B):
A:
Content Marketing
Green Marketing
Global Marketing
Social Media Marketing
Guerrilla Marketing
B:
a) Promotes eco-friendly products and sustainability.
b) Uses platforms like Instagram and Facebook for brand awareness.
c) Focuses on creating valuable articles, videos, or blogs.
d) Targets international audiences with culturally adapted strategies.
e) Relies on creative, low-budget tactics for high impact.
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Task 3: Rewrite the Sentences Using Passive Voice

Example: Marketers use data analysis to improve strategies. — Data analysis is used by marketers to
improve strategies.

Companies apply digital marketing to reach global audiences.

Businesses should prioritize customer needs in their strategies.

Influencers promote products through social media.

Modern marketing relies heavily on technology.

The marketing mix includes four key elements.

Task 4: Choose the Correct Word Form

Select the appropriate form (noun, verb, adjective) to complete the sentences:

1. (Create / Creation / Creative) of value is essential in marketing.

2. Successful (promote / promotion / promotional) requires understanding the audience.
3.  (Analyze / Analysis / Analytical) of consumer behavior helps improve strategies.

4. (Adapt / Adaptation / Adaptive) to cultural differences is key in global marketing.

5. (Engage / Engagement / Engaging) content keeps customers interested.

Task 5: Correct the Mistakes

Each sentence has one mistake. Find and correct it.

1. Marketing theory focus on consumer needs and value creation.

2. Guerrilla marketing use unconventional tactics to attract attention.

3. Influencer marketing relies in collaborations with popular personalities.
4. The marketing mix consist of Product, Price, Place, and Promotion.

5. Businesses must to adapt their strategies for global markets.

ITopsinok BeINOJIHEHHA PadOTHI:
1. 3yunTe BBIpa)KEHUS IO TEME.
2. IIpounTaiite TEKCT.

3. BeinonHuUTE 3a/1aHUS K TEKCTY.

dopma npeacTaBlieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 33aHUS.

Kpurepun ouenku:

Ouenka «omauuno» BHICTaBIsETCA 3a 0€30IIMO0YHYIO paboTy, a TaKXKe MpU HAIMYMU B Hell 1 HerpyOoit

OLINOKH.

OL(EHKa «Xopouto» BLICTABJIACTCA IIPU HAJIMYHUU B HpaKTquCKOﬁ pa60Te 1-2 38.IlaHI/II71, BBIIIOJIHCHHBIX C

HE3HAYUTEJILHBIMU OIIMOKAMHU.

Ouyenka «yooenemeopumenvno) BBHICTABISETCS 3a NPAKTHUECKYI0 pabOTy, B KOTOPOH JOMYIIEHBI
coJiepKaTeNIbHbIC ONMTUOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX pPabOTOM 3a/1aHnii BRIMOTHEHO, 30% U3 HUX

COJIepKaT OLITHUOKH).

Ouenka «neyo0e1emeopume1bHo» BHICTABISETCA 3a IPAKTUYECKYIO paboTy, KOTOpasi COJEPKUT TpyObIe

OILINOKHU

Tema 2.2 Opranuszaums 4 oCyliecTBJIeHNE HHTEPHET-MAapPKeTHUHIa (110 BLIOOPY)
IIpakTH4yeckoe 3ansitue Ne 49

TexHonorus NpoBeACHU MAPKETUHTOBBIX UCcCaeAoBaHU. CerMeHTanus pblHKa. YTeHHE U epeBO/T
TEKCTOB MPO(ECCUOHATLHOM HAMIPABIEHHOCTH

Heab: @opMupoBaHUE JIEKCUYECKUX HABBIKOB M YMEHHU 10 Teme «lIoHsaTHE O TeOpur MapKeTHHra.
Ero ocHOBHBIE 271eMEHTBI»; (POPMUPOBAHUE YMEHUI YNTATh AyTEHTUYHbIE TEKCThI IPOPECCHOHATBHOMN
HaIPaBJIEHHOCTH, UCIOJIb3Yysl OCHOBHBIE BUAbl UYTEHMS (O3HAKOMUTEIBHOE, M3ydarollee, MOUCKOBOE,
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MIPOCMOTPOBOE) B 3aBUCUMOCTHU OT MOCTABJICHHOW KOMMYHUKATHUBHOM 3a71a4H.

Bbinosnus padoty, Bbl Oyaere yMeThb:

- [10JIb30BaThCs U3YYEHHBIMH 0a30BBIMH IPAMMaTHUECKUMHU SBJICHUSIMU;

- BecTu Oecelly B CUTyalusiX Tpo(hecCHOHATLHOTO OOIIECHUST;

- y4acTBOBaTb B OOCYXJIEHMM HpOOJEM Ha OCHOBAaHMM IPOUYUTAHHBIX/ IPOCITYILIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOIII0/Ias IPaBUJIa PEYEBOTO STUKETA,;

- YUTATh ayTEHTUYHBIE TEKCThl IPOPECCHOHATBLHON HANPaBIEHHOCTH, UCIIOJIb3Ys] OCHOBHBIC BHU/IbI
yTeHusl (03HAaKOMHTEIbHOE, M3YyYalollee, MOMCKOBOE/ IIPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTAaBICHHOMN
KOMMYHHKAaTUBHOH 3a/1aun

BrinosiHeHue padoThl cmoco0cTBYET (POPMUPOBAHUIO:

I1K 1.1. IlpoBoauts cb6op U aHanu3 “HGOPMAIMK O TOTPEOHOCTIX CYOBEKTOB PHIHKA HAa TOBAPHI U
YCIYT'H, B TOM YHUCIIE C UCIOJIb30BaHUEM LIM(PPOBBIX U MHHOPMAILIIOHHBIX TEXHOJIOTHIA.

OK 01 Beibupats crioco0bl pemeHus 3a1a4 NpopecCHOHaIbHON e TeIbHOCTH IPUMEHUTENHEHO K
Pa3INYHBIM KOHTEKCTaM;

OK 02 Hcmonp30BaTh COBPEMEHHBIE CPEICTBA MOUCKA, aHATIN3a M HHTEPIpETalud HHPOPMALIUN U
UH(POPMALIMOHHBIE TEXHOJIOTHH U1 BBINOJIHEHH 3a/1a4 IPOpEeCCHOHAIBHOM AeATeIbHOCTH;

OK 04 D¢ddexTrBHO B3aMMOACHCTBOBATH M Pa0OTaTh B KOJUIEKTHBE U KOMAH/IE,

OK 09 I[Tonp3oBaThcs NpodeccHOHATbHOM JOKYMEHTALUEeH Ha TOCY1apCTBEHHOM U HHOCTPAaHHOM
SI3BIKAX

MarepuanbHoe o0ecniedeHue: He TpeOyeTcs.

3ananue:
1. IlpounraiiTe TEKCT.
Marketing Research Technology: Market Segmentation

Marketing research is a vital process that helps businesses understand their target audience, competitors,
and market trends. One of the key steps in this process is market segmentation, which divides a broad
market into smaller, more manageable groups based on shared characteristics.

Stages of Marketing Research

Defining the Problem — Identifying the research objectives and key questions.

Data Collection — Gathering information through primary (surveys, interviews) or secondary (reports,
studies) sources.

Data Analysis — Interpreting the collected data to identify patterns and insights.

Reporting — Presenting findings in a clear, actionable format.

Market Segmentation

Market segmentation allows businesses to tailor their strategies to specific customer needs. The main
types of segmentation include:

Demographic (age, gender, income)

Geographic (location, climate)

Psychographic (lifestyle, values)

Behavioral (purchasing habits, brand loyalty)

Technology in Marketing Research

Modern tools like Al, big data analytics, and CRM systems enhance segmentation accuracy. For
example, machine learning algorithms analyze customer behavior, while social media listening tools track
consumer sentiment.

Effective market segmentation improves targeting, increases customer satisfaction, and boosts ROl. By
leveraging advanced research technologies, businesses can stay competitive in dynamic markets.

2. BeimomHUTE 33a1aHUS K TEKCTY.
91



ok~

1. Fill in the gaps with the correct words from the text:

Market segmentation divides a broad market into smaller groups based on shared characteristics, such as
(age, income), (location, climate), (lifestyle, values), and (purchasing

habits).

2. Replace the underlined words with synonyms from the text:

Businesses study their target audience through marketing research.

Al helps improve the precision of market analysis.

Companies adjust their strategies to meet customer needs.

3. Complete the sentences with the correct form of the word in brackets:

Modern (technology) like Al transform marketing research.

Effective segmentation (increase) customer satisfaction.
(analyze) data helps identify market trends.

4. Choose the correct option:

Market segmentation helps businesses target / ignore specific customer groups.

Primary data includes / excludes surveys and interviews.

Psychographic segmentation focuses on location / lifestyle.

5. Correct the mistakes in the sentences:

"Marketing research are a vital process."

"Companies uses geographic segmentation for analyzing climate."”

"Al and big data improves segmentation accuracy."

3. OOcynute B rpymnmnax.
Explain the main stages of marketing research and describe how each stage contributes to understanding
the market.
Identify the four types of market segmentation and provide an example of how a company might use
each type in its strategy.
Discuss how modern technologies like Al and big data analytics improve the accuracy of market
segmentation.
Compare primary and secondary data collection methods, listing the advantages of each approach.
Analyze why market segmentation is important for businesses and how it can lead to higher customer
satisfaction and ROI.

IMopsiioK BHINOJHEHHS PA0OTHI:
1. ITpounTaiite TEKCT.

2. BeImonHUTE 3aJaHUSI K TEKCTY.
3. OOcynute B rpymnmnax.

CI)opMa NnpeacTraBJdeHUs pe3yjabTaTa: BbIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:
Ouyenka «omauunoy BBHICTABIIsSIETCA 3a 0€301LIMO0YHYIO padoTy, a TaKkKe MpU HaJTU4YUU B Heil 1 HerpyOoii
OIINOKH.
Ouyenka «xopouto» BBICTABISETCS MPU HAIMYUH B IPAKTHUECKON pabote 1-2 3amaHuii, BHITOJIHEHHBIX C
HE3HAYUTENbHBIMH OIIMOKAMHU.
Ouenka «yooenemeopumenbHo» BBICTABISETCS 3a MPAKTUYECKYI0 paboTy, B KOTOPOH JOMYIIEHbI
coJiepKaTeNbHbIC ONMTMOKHU (OOJBITUHCTBO MPEAYCMOTPEHHBIX PaboTO# 3amanuii BeIOIHEHO, 30% 13 HUX
coJiepKat OUIMOKH).
Ouenka «neyooenemeopumenbHoy BHICTABISIETCS 32 MPAKTHUECKYIO paboTy, KOTOpasi COAECPKUT TpyObie
OIIMOKHU
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0.
. Unique Selling Points (USPs) — Features that make a product stand out.
12.
13.
14,
15.
16.

Tema 2.2 Opranuszaumsi 4 oCyliecTB/IeHHe HHTEPHET-MAapPKeTHHIa (110 BHIOOPY)
IIpakTnyeckoe 3ansiTue Ne 50

Pexmama TOBapoB — 37IeMEHT MapKeTHHTa. UTeHHe TEKCTOB C IOJHBIM TIOHUMAHUEM WU C U3BJICYEHHEM
HYXXHOH MH(pOopManuu

Henb: @opMupOBaHUE JIEKCUYECKUX HABBIKOB M yMEHMH II0 TeMe «Peknama TOBapoOB — 3JIEMEHT
MapKeTUHTa»; (OpPMHpPOBAaHHME YMEHHH  YHMTaTh AYTEHTUYHbIE TEKCThl MPO(EeCCHOHAIBHOU
HAINpPaBJICHHOCTH, WCIIOJIb3Ysl OCHOBHBIC BHIBI YTCHHUS (03HAKOMMTEIBHOE, M3ydaroliee, IMOMCKOBOE/
MPOCMOTPOBOE) B 3aBUCUMOCTH OT IMOCTABJICHHON KOMMYHHKATUBHON 3a/1a4H.

Bbinosinue padoty, Bbl Oyere yMeTh:

- [10JIb30BAThCS N3Y4YEHHBIMHU 0a30BBIMU IPAMMATHUECKUMHU SBJICHUSIMU;

- BecTH Oecelly B CUTyalusIX Tpo(hecCHOHATLHOTO OOIIECHUS;

- y4acTBOBaTb B OOCYXJEHMM HpoOJeM Ha OCHOBaHMM HPOUYUTAHHBIX/ IPOCITYILIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOITIOas TIPABUIIA PEUEBOTO ITUKETA;

- YUTATh ayTEHTHUYHBIE TEKCThl IPOPECCUOHAIBHON HAPaBIEHHOCTH, UCIIOIb3Yysl OCHOBHBIE BU/IbI
9yTeHusl (03HAKOMHTEIbHOE, H3YyYalollee, MOMCKOBOE/ IIPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTAaBICHHOMN
KOMMYHHKAaTUBHOH 3a/1aun

Beinosinenue padorsl criocodcTByeT GOPMHUPOBAHUIO:

[1K 1.1. IlpoBoauTts cb6op U aHanu3 uHGOPMAIMU O TOTPEOHOCTIX CYOBEKTOB PHIHKA HAa TOBAPHI H
YCIYT'H, B TOM YHUCIIE C UCIOJIb30BaHUEM LIM(PPOBBIX U MHHOPMALIMOHHBIX TEXHOJIOTHIA.

OK 01 Beibupats crioco0b! pemeHus 3a1a4 NpopecCHOHaIbHON e TeTbHOCTH MPUMEHUTEIFHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonp30BaTh COBpEMEHHBIE CPEJICTBA IIOUCKA, aHAIN3a U UHTEpIpeTalii UHPOpMAIUH U
UH(POPMALIMOHHBIE TEXHOJIOTHH IS BBIOJIHEHHS 3a/1a4 PO EeCCHOHATIBHOMN AeATeIbHOCTH;

OK 04 DddexTrBHO B3aMMOACHCTBOBATH M Pa0OTaTh B KOJUIEKTHBE U KOMAH/IE,

OK 09 INonp30BaThcs MpOQeCcCHOHATHFHON JOKYMEHTAMEH Ha TOCY/IapCTBEHHOM U HHOCTPAaHHOM
A3BIKAX

MarepuanbHoe o0ecniedeHue: He TpeOyeTcs.

3ananue:

1. I3yunTe BbIpaXEHUS U ONIPEIEICHHUS.
Advertising — A marketing tool used to promote products and services.
Marketing — The process of promoting and selling products or services.
Brand Awareness — How familiar consumers are with a brand.
Customer Loyalty — The tendency of customers to repeatedly choose a brand.
Digital Advertising — Online ads (social media, search engines, etc.).
Print Advertising — Ads in magazines, newspapers, etc.
TV Commercials — Advertising through television.
Outdoor Advertising — Billboards, banners, and other public ads.
Target Audience — The specific group of consumers a product is aimed at.
Consumer Behavior — How people make purchasing decisions.

Emotional Appeal — Ads that connect with feelings (happiness, nostalgia, etc.).
Storytelling — Using narratives to engage customers.

Ethical Advertising — Honest and transparent marketing practices.

Brand Reputation — How a brand is perceived by the public.

Trust & Transparency — Open communication with consumers.
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2. IIpounTaiiTe TEKCT.
The Role of Product Advertising in Marketing

Advertising is a key element of marketing that helps businesses promote their products and
services to potential customers. Its main goal is to attract attention, generate interest, and encourage
purchases. Effective advertising not only increases sales but also builds brand awareness and customer
loyalty.

There are various types of product advertising, including digital, print, television, and outdoor ads.
Digital advertising, such as social media and search engine ads, is particularly popular due to its wide
reach and precise targeting options. Print ads in magazines and newspapers still appeal to certain
audiences, while TV commercials remain powerful for mass marketing. Outdoor advertising, like
billboards and banners, enhances visibility in public spaces.

Successful advertising relies on understanding the target audience. Marketers analyze consumer
behavior, preferences, and demographics to create compelling messages. Emotional appeals, humor, and
storytelling are common techniques to engage viewers. Additionally, highlighting unique selling points,
such as quality, price, or innovation, helps differentiate a product from competitors.

However, advertising must be ethical and truthful. Misleading claims can damage a brand’s
reputation and lead to legal issues. Transparency and honesty build trust with consumers, fostering long-
term relationships.

In conclusion, product advertising is a vital marketing tool that drives sales and brand recognition.
By using the right strategies and channels, businesses can effectively connect with their audience and
achieve their marketing goals.

3. Brimonaure 3aaHUA K TCKCTY.

Task 1: Fill in the gaps with the correct words from the box.

(Advertising, brand awareness, digital, target audience, ethical)
helps companies promote their products to potential buyers.

Social media ads are a popular form of marketing.
Successful ads focus on the needs of the
Building ensures customers recognize a company’s products.

advertising avoids misleading claims.
Task 2: Choose the correct word to complete the sentences.
Companies use advertising to increase sales / salesmen.
Emotional appeal / appearance helps connect with customers’ feelings.
Print ads appear in magazines and televisions / newspapers.
A unique selling point makes a product stand out / stand up.
Trust and transparency / transportation are important in ethical advertising.
Task 3: Rewrite the sentences using the passive voice.
Businesses use digital ads to reach customers.
— Digital ads to reach customers.
Marketers analyze consumer behavior.
— Consumer behavior by marketers.
Companies create emotional advertisements.
— Emotional advertisements by companies.
Task 4: Match the terms with their definitions.
Brand loyalty
Outdoor advertising
Storytelling
USP
Consumer behavior

A. A feature that makes a product different from competitors.
B. How customers decide what to buy.
C. Using narratives in ads to engage people.
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D. When customers repeatedly buy from the same brand.
E. Ads like billboards and banners in public spaces.

Task 5: Correct the mistakes in the sentences.
Advertising help businesses promote their products.
Digital ads is very popular today.

A good commercial must attracts attention.

Ethical advertising mean being honest.

Companies should understanding their customers.

4. BBITIOJTHUTE TECT.
1. What is the main purpose of advertising?

A) To reduce production costs

B) To promote products and attract customers
C) To hire more employees

D) To close businesses

2. Which type of advertising includes social media and search engine ads?

A) Print advertising

B) Outdoor advertising

C) Digital advertising

D) Radio advertising

3. What does "brand awareness" mean?

A) How much a product costs

B) How well customers recognize a brand

C) The number of employees in a company

D) The legal rules of advertising

4. Why is understanding the target audience important in advertising?

A) To increase taxes

B) To create irrelevant ads

C) To tailor messages to the right consumers

D) To ignore customer preferences

5. Which advertising technique uses stories to engage customers?

A) Emotional appeal

B) Storytelling

C) Price reduction

D) Hidden messages

6. What is a "Unique Selling Point" (USP)?

A) A feature that makes a product stand out
B) A company’s legal document

C) A type of discount

D) A customer complaint

7. Why should advertising be ethical?

A) To deceive customers

B) To build trust and avoid legal issues

C) To reduce product quality

D) To make ads boring

8. Which of these is an example of outdoor advertising?
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A) A TV commercial

B) A magazine ad

C) A billboard

D) A podcast

9. What does "consumer behavior" refer to?

A) How businesses produce goods

B) How customers make buying decisions

C) How ads are designed

D) How governments regulate markets

10. How does emotional appeal work in advertising?

A) By using complex technical terms

B) By connecting with customers' feelings
C) By listing product ingredients

D) By avoiding any visuals

IHopsinok BbINOJIHEHUS PA0OTHI:

1. 3yunte BbIpaXe€HUS U OMPEICTICHHUS.
2. IIpounTaiite TEKCT.

3. BeimonHUTE 3a/1aHUS K TEKCTY.

4. BbIIOIHUTE TECT.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.

Kputepun omenkm:

Ouyenka «omau4noy BBHICTABIsIETCA 32 0€30MIMO0YHYIO paboTy, a TaKkKe MPU HaTU4IUU B Heil 1 HerpyOoii
OIIHUOKH.

Ouyenka «xopouio» BHICTABISETCS MPU HAMYUK B MPAKTHUECKON pabote 1-2 3aaHuil, BHITOJIHEHHBIX C
HE3HAYUTEIbHBIMH OIIHOKAMH.

Ouyenka «yooenemeopumenvno) BBHICTABISETCS 3a NPAKTHUECKYI0 pabOTy, B KOTOPOH JOMYIIEHBI
coJiepKaTeNIbHbIe OIMTUOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3a1aHuii BeIMOIHEHO, 30% 13 HUX
coJiepKat OLUIHOKH).

Ouenka «neyoo0e1emeopumesibHo» BHICTABIISETCS 32 MPAKTHYECKYIO paboTy, KOTOpast COJIEPKUT TPyObIe
OLINMOKH

Tema 2.2 Opranmnsanus v ocylecTBJICeHHEe HHTEPHET-MapKeTHHIa (110 BBIOOPY)

IIpakTyeckoe 3ansaTue Ne 51

Ounaiin MpoaaxXu U IMOKYIIKH. Beenenue 1eKCUYECKUX €IUHMII. PabGora ¢ TeMaTHYECKUM TEKCTOM.

Heab: ®opMupoBaHue JEKCHUECKUX HABBIKOB M YMEHUH 1Mo Teme «OHIAalH MPOAaXH U MOKYIIKI,
(dbopMHEpOBaHUE YMEHHUI YNTATh ayTEeHTHYHBIC TEKCTHI TPOPECCHOHATHLHON HATIPABICHHOCTH, UCIIONIB3YS
OCHOBHBIE BHJIbI YT€HUS (03HAKOMHTEIBHOE, H3ydalollee, TOMCKOBOE/ POCMOTPOBOE) B 3aBUCMOCTH OT
MIOCTaBJIEHHOW KOMMYHHUKATHBHOMW 3a/1a49H.
Bbinosnus padory, Bbl Oyaere yMeThb:

- IOJIb30BAThCS M3yYEHHBIMH 0a30BBIMHU IPAMMaTHUECKUMU SIBICHUSMU;

- BeCTH Oecelly B CUTyalHsIX MPO(ecCHOHATBHOTO OOIICHHUS;

- y4acTBOBaTb B OOCYXICHHM MpoOJeM Ha OCHOBAaHMHM TPOYUTAHHBIX/ MPOCITYIIAHHBIX

MHOSI3BIYHBIX TEKCTOB, COOIII0/1as PaBUJIa PEYEBOTO STUKETA,
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- YUTATh ayTEHTHUYHBIE TEKCTHI MPOPECCHOHATHLHON HAPABICHHOCTH, HCIIOIb3YsI OCHOBHbBIE BUIBI
YTeHUs (03HAaKOMHTEIbHOE, U3YyYarollee, IOMCKOBOE/ IPOCMOTPOBOE) B 3aBUCUMOCTH OT IOCTAaBJICHHOMN
KOMMYHUKAaTUBHOH 3aJ1a4l

BobinosiHeHHe padoThl cOCOOCTBYET (POPMUPOBAHMIO:

IIK 1.1. ITpoBoauts cOOp M aHaIM3 HHPOPMAIIMKA O TOTPEOHOCTIX CYOBEKTOB PhIHKA HAa TOBaphl U
YCIIyTH, B TOM YHCIIE C HCIIOJIb30BaHHEM HU(POBBIX U MH(OOPMAIIMOHHBIX TEXHOJIOTHH.

OK 01 Bri6upaTh ciocoOsI pemieHus 3a1a4 NpoPeCcCHOHATBHON AeATEIbHOCTH IMPUMEHHUTEIBHO K
Pa3TUYHBIM KOHTEKCTAM;

OK 02 Hcnonb30BaTh COBpEMEHHBIE CPE/ICTBA IIOUCKA, aHAIM3a U UHTEpIpeTallii UHPOPMAIUH U
UH(POPMALIMOHHBIE TEXHOJIOTHH IS BBITIOJIHEHHS 3a/1a4 PO ECCHOHATILHOM AeATeIbHOCTH;

OK 04 B3¢pdexTnBHO B3aUMOACHCTBOBATH U padOTAaTh B KOJUICKTHBE M KOMAH/IE;

OK 09 [Tonp30BaThcs MpodecCHOHATBHON JOKYMEHTALMEH Ha TOCYIapCTBEHHOM U HHOCTPAaHHOM
A3BIKAX

MarepuanbHoe o0ecniedeHue: He TPeOyeTCH.

3aganue:

1. 3yunte BbIpaxeHHs 1O TEME.
1. [loxynku onnaita (Online Shopping)
I’d like to order this product. — 5 xouy 3aka3aTb 3TOT TOBap.
How can | track my order? — Kak st Mmory oTcienuTb CBOM 3aka3?
Is there free shipping? — Ects au 6ecriatHas gocraBka?
What’s the estimated delivery time? — KakoB cpox nocraBku?
Do you offer international shipping? — Bsl ocyIiecTBiisieTe MEXIyHapOAHYIO JOCTABKY?
Can I return the item if it doesn’t fit? — Mory nu s BepHyTh TOBap, €CIM OH HE NOJ0WIeT?
I’d like to apply a discount code. — 5 Xouy IpUMEHUTH IPOMOKOJ,.
The item is out of stock. — ToBapa HEeT B HATHYHH.
Do you accept PayPal? — Bor npunumaete PayPal?
I’ve received a damaged product. — S moxy4u1 moBpexaeHHBIN TOBap.
2. Onmnaita-npopaxu (Online Selling)
We offer fast and secure checkout. — MsI npeanaraem ObICTpYIO U OE30MACHYIO OILIATY.
Your order has been shipped. — Bamr 3aka3 oTmnpagiieH.
Please leave a review after receiving your purchase. — IToxaiyiicta, 0CTaBbT€ OT3bIB [TOCIIE TOTYYCHHUS
TOBapa.
All sales are final. — Bce nponaxu okoH4aTenbHbI (0€3 BO3BpaTa).
The product comes with a warranty. — ToBap mocTaBisieTcsi ¢ rapaHTHEH.
Sign up for our newsletter to get exclusive discounts. — [TonqnummTech Ha PacChUIKY, YTOOBI MOTYYaTh
9KCKJIFO3UBHBIE CKUIKH.
Bulk orders receive special discounts. — OnroBbie 3aKa3bl MOJYYArOT CHEIHATbHBIC CKHJIKH.
This item is currently on sale. — DToT ToBap ceiiuac 1Mo CKUIKE.
Free returns within 30 days. — becriatubiit Bo3Bpar B TeueHue 30 qHeH.
Your payment was declined. Please try another method. — Bam mnarex we nporten. [Toxanyiicra,
nonpoOyiite qpyroii crnocooO.
3. O6mwue ¢passbl (General Phrases)
Add to cart — J1o6aBuTh B KOP3UHY
Proceed to checkout — Iepeiitu k ortare
Customer reviews — OT3bIBBI IOKyNaTenei
Secure payment — be3omacHas oruiata
Estimated delivery — [IpumepHsbIit CpOK TOCTaBKH
Refund policy — ITonuTrka Bo3Bpara
Order confirmation — [ToaTBepxaeHue 3akasa
Track your package — OTciaeuTh MOCHUIKY

2. IlpounTaiite TEKCT.
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Online Shopping: Convenience and Challenges

Online shopping has become an essential part of modern life, offering convenience, variety, and
competitive prices. With just a few clicks, customers can browse thousands of products, compare prices,
and have their purchases delivered to their doorstep. However, while online shopping has many
advantages, it also comes with certain challenges.

One of the biggest benefits of online shopping is saving time. Instead of visiting multiple stores,
shoppers can quickly find what they need on e-commerce platforms like Amazon, eBay, or AliExpress.
Additionally, online stores often provide customer reviews, helping buyers make informed decisions.
Discounts, promo codes, and flash sales make shopping even more attractive, allowing people to buy
high-quality products at lower prices.

Another advantage is accessibility. People living in remote areas or those with limited mobility
can easily order groceries, clothes, electronics, and more without leaving home. Many online retailers also
offer fast shipping, with some providing same-day or next-day delivery.

However, online shopping has its drawbacks. One major issue isthe risk of scams and
counterfeit products. Some dishonest sellers offer fake items or fail to deliver orders. To avoid fraud,
buyers should check seller ratings and read reviews carefully. Another problem is delivery delays,
especially during peak seasons like Black Friday or Christmas. Additionally, customers cannot physically
examine products before purchasing, which sometimes leads to dissatisfaction with size, color, or quality.

Despite these challenges, online shopping continues to grow in popularity. To have a smooth
experience, shoppers should use secure payment methods, verify seller credibility, and understand return
policies. With proper precautions, online shopping remains a fast, easy, and efficient way to buy almost
anything.

3. Beimonaure 3aaHU K TCKCTY.
1. Fill in the gaps with the correct words from the text:
a) Online shopping allows customers to compare and find the best deals.
b) Many platforms offer codes to attract more buyers.
c) People in remote areas benefit from the of online stores.
d) To avoid scams, shoppers should check seller before buying.
e) During holidays, delays can be frustrating for customers.
Words to choose from: discounts, prices, ratings, delivery, accessibility
2. Rewrite the sentences using synonyms from the text (keep the same meaning):
a) Online shops often have special offers. — Online stores frequently provide

b) Fake products are a big problem. — items can trick buyers.

c¢) Customers should read feedback from others. — Shoppers must check before purchasing.
d) Fast delivery makes online shopping popular. — shipping attracts more buyers.

e) Some sellers don’t send orders. — A few sellers fail to the products.

3. Correct the mistakes in the sentences (grammar/word choice):
a) "Online shopping are very convenient."”

b) "You shoulds read reviews before buying.”

¢) "Scammers sometimes sell fake products."

d) "Delivery slow during holidays."

e) "People living in cities has more options."

4. Answer the questions in full sentences (using the text):

a) Why do people prefer online shopping over physical stores?

b) How can buyers avoid counterfeit products?

¢) What problems might customers face during holiday seasons?

d) Name two advantages of online shopping for people with limited mobility.
e) What should shoppers check before making a purchase?

5. Complete the sentences with your own ideas (but use vocabulary from the text):
a) "l always compare before buying electronics online because..."

b) "If a seller has bad i
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¢) "During sales, | look for to save money."
d) "Fast is important to me because..."
e) "Counterfeit products are dangerous because..."”

Iopsaok BbINOIHEHUs PA0OTHI:

1. I3yuuTe BbhIpaK€HUs U OTIPEACIICHUSI.
2. IlpounTaiite TEKCT.

3. BeinosiHUTE 3a1aHUS K TEKCTY.

(I)opMa NMpeacTraBJCHUs pe3yjabTaTa: BEIIIOJTHCHHBIC 3a/1aHUA.

Kpurepum ouenku:

Ouyenka «omauYHo» BBHICTABISIETCA 32 0€301MMO0YHYI0 padoTy, a TakKe MPU HAJTUYHK B HEeM 1 HerpyOoi
OIIHOKH.

Ouyenka «xopouto» BHICTABIISIETCS NMPU HATMYWH B IPAKTHYECKON padore 1-2 3amaHuii, BRITOJHEHHBIX C
HE3HAYUTENbHBIMH OIIMOKAMHU.

Ouyenka «y0oenemeopumenbHo) BBICTABISCTCS 3a NPAKTHUECKYIO pabOTy, B KOTOPOHW JOIMYIICHBI
coJiepKaTeNbHble OITUOKHU (OONBIIMHCTBO MPEAYCMOTPEHHBIX pabOTOM 3aaHuii BhIoHEeHO, 30% U3 HUX
coJiepKaT OLIUOKN).

Ouenka «neyooenemeopumenbHoy BHICTABISIETCS 32 MIPAKTHYECKYIO paboTy, KOTOpasi COAEPKUT TpyObIe
OIIMOKHU

Tema 2.2 Opranmnsanus v oCyliecTBJICHHEe HHTEPHET-MapKeTHHIA (110 BBHIOOPY)

IIpakTyeckoe 3ansaTue Ne 52
KonTponbnas padbora

Heanb: ®opMupoBaHre yMEHUH MOJIb30BATHCSA U3YYEHHBIMU 0a30BBIMU IPAMMATUYECKUMU SIBJICHUSIMU;
pacrio3HaBath 3aJauy W/Win npodiaemMy B npodecCHoHaTbHOM W/WIHM COLUAIBHOM KOHTEKCTE; BBISBIISATh
u 3(PexkTUBHO HCKaTh HHPOPMALNIO, HEOOXOAMMYIO JUIsl PEIICHUs] 3aJadd W/UIU  MPOOJIEMBI;
CTPYKTYpPUPOBaTh  IOJy4aeMylo  HHPOpMAIMIO; BBIAENHATh HauOojiee 3HAYMMOE B IIepedHe
UHpOpMaInu.
Beinosnus padory, Bbl Oyaere yMeThb:
- II0JIb30BAThCS N3YUYEHHBIMHU 0a30BBIMU IPAMMATHUECKUMHU SBJICHUSIMU;
- YUTaTh AyTEHTUYHbIE TEKCThI MPO(ECCHOHATBLHON HAIIPaBIEHHOCTH, HCII0JIb3Ys OCHOBHBIE BU/IBI
yTeHUs (03HAKOMHTENIbHOE, U3ydarollee, MOMCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT TMOCTaBJICHHOMN
KOMMYHUKAaTUBHOM 3aJa4H.

Boinosnenue padorsl cnocodcTByeT GopMHUPOBAHUIO:

[1K 1.1. TIpoBoauTs cObop M aHaK3 UHPOPMAIIMK O MTOTPEOHOCTAX CYOBEKTOB PHIHKA HA TOBaphl U
yCIIyTH, B TOM YHCII€ C UCIIOJIb30BaHHEM LU(POBBIX U MH(DOPMALIMOHHBIX TEXHOJIOTHH.

OK 01 Bsibupathb criocoOsl perieHus 3a1a4 npodeccuoHaIbHON 1eATeIbHOCTH MPUMEHUTENBHO K
PA3IMYHBIM KOHTCKCTaM;

OK 02 Hcnonb30BaTh COBpEMEHHBIE CPEJICTBA TTOUCKA, aHAIM3a M MHTEPIPETAIlN UHPOPMAINH U
MH(}OpPMalLMOHHBIE TEXHOJIOTUH JJIs1 BBIMOJIHEHMS 3a/1a4 MPOPECCUOHANBHOMN JESITEeIbHOCTH;

OK 09 INonw30Batbest MpodeccHOHATBHON JOKYMEHTAINEH Ha TOCYJapCTBEHHOM M HHOCTPaHHOM
A3BIKAX

MarepuanbHoe o0ecniedeHue: He TpeOyeTcs.

3amanmue:
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1.  Ilpouumaiime mexcm, Oonoinume e20 COOMEEMCMBYIOUUMU BbIPANCCHUAMU U CILOBAMU HO
CMBICTY:

right time , goods, activity, , mutual benefit, customers, marketing

Marketing is business ___that directs the flow of and services from producer to consumer or
user. Simply to produce a product is not enough: the product must be transported, stored, priced,
advertised, and sold before it satisfies human needs and wants. Marketing activities range from the
initial conception and design of the product to its ultimate sale and account for about half the cost of the

product. is the process of offering the right product, at the , in the right
place, attracting attention to it and thereby bringing a to customer and vendor. Vendors benefit by
making profit. __ benefit by having what they want, when and where they want it.

2.  Pewenue cumyayuonnoi 3a0auu:

Y Bac B MarasMHe€ IMpPOXOIUT O4YepeaHas KaMIIaHHWd [0 YBEIUYCHHUIO IPOAAXK MOJIOYHOMN
npoaykuuu.  IlpogymaiitTe pexkiaaMHYI akKIUMiO, 4TOOBl HpoaaTh KakKk MOXHO Oojablie
MOJIOYHBIX TOBapoB OAHOM ¢upMbl. ONuUIINTE, Kakue MEpONpusATHs OyayT NpPOXOIUTh B BalleM
Mara3uHe, yKa3blBasi HAMMEHOBAHUs TOBAPOB.

Ilopsinok BbINOJIHEHHS PadOTHI:
1. BeInoOMHUTE KOHTPOJIBHYIO paboTy.

(I)opMa npeacraBjJdeHus pedyjabTaTa: BbIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouyenka «omauunoy BBHICTABIISIETCA 3a 0€301LIMO0YHYIO0 paboTy, a TaKkKe IMpU HaJTU4UU B Heil 1 HerpyOoii
OIIMOKH.

Ouenka «xopoui0» BHICTABISIETCS IPH HATMYUH B TIPAKTHYECKO pabore 1-2 3amaHuii, BBIMOIHEHHBIX C
HE3HAYUTENbHBIMH OIIMOKAMHU.

Ouyenka «yooenemeopumenvno) BBICTABISETCS 3a NPAKTHUECKYH0 pabOTy, B KOTOPOHM JOMYILEHBI
coJiepKaTeNbHbIe OIUOKHU (OONBIIMHCTBO MPEAYCMOTPEHHBIX PabOTOM 3a7aHmil BeIONIHEHO, 30% U3 HUX
coJiepKaT OIIUOKH).

Ouenka «neyooenemeopumenbHo» BbICTABISETCA 3a MPAKTHUECKYI0 paboTy, KOTOpas COAEPKUT TpyObIe
OIITMOKH
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