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1 BBEJAEHUE

BaxHyto yactb TeopeTuueckoil u npodeccHoHaNbHOW MPAKTHYECKON MOArOTOBKH OOYYaIOIIMXCS
COCTaBJISAIOT IPAKTUUECKUE 3aHATHUS.
CoctaB M cojepxkaHHE NPAKTUUECKUX 3aHATUN HallpaBlIeHbl Ha peanusanuio PDenepalibHOrO
rOCyJapCTBEHHOTO 00pa30BaTEIbHOTO CTaHIapTa CPEJHETO MPOPECCHOHATHLHOTO 00Pa30BaHUS C YIETOM
[I0JIy4aeMOM CIELUaIbHOCTH.
Benymelt  1upakTMuecKOW — LIENbI0  MPAKTUYECKUX — 3aHATUH  sBiseTcs  (opmupoBaHUE
npo(heCcCHOHANBHBIX MPAKTHYECKUX YMEHHUH (YMEHHH MOHUMATh OOIIMI CMBICT YE€TKO MPOM3HECEHHBIX
BBICKA3bIBAHMI Ha M3BECTHBIC TeMbI (IIPOQeCcCHOHANBHBIE U OBITOBBIE), TIOHUMATh TEKCTHI Ha 0a30BbIC
npodeccuoHaIbHBIE TEMbI; YYaCTBOBATh B JHAJOrax Ha 3HAKOMBbIE OOIIKE M MPO(ecCHOHAIBHBIE TEMBI;
CTPOUTH MIPOCThIE BHICKA3BbIBAHUS O ce0e U O CBOEW MpoeCCHOHANbHON NESATEIbHOCTH; MHCATh MPOCTHIE
CBSI3HBIE COOOIIEHUS Ha 3HAKOMbIE WJIM HHTEpPECyroIHe MpodeccHOHATbHbIE TEMBI; MEPEBOAUTH (CO
CIIOBApEM) TEKCThl MPOPECCUOHANBHON HANpPaBIE€HHOCTH; YNTaTh, IOHUMATh U HAXOJUTh HEOOXOIUMbIE
TEXHUYECKUE JAHHbIE U MHCTPYKIMU B PYKOBOJICTBAX B JIOOOM JOCTYNIHOM (opMate), HeOOXOIUMBIX B
nocieayronel yueOHo! AesITeNbHOCTH.
B cootBerctBUM C paboueil mporpamMmMoi y4eOHOW mucuMIUIUHBI «MHOCTpaHHBIN SI3BIK B
podeccoHaIbHOMN IeATENBHOCTHY MPETYyCMOTPEHO IPOBECHHE MTPAKTUUYECKUX 3aHATUH.
Boinosnnenue mnpakTuyeckux padboT oOecnednBaeT JOCTHXKEHUE OOYYarolIMMMCS CIEAYIOIINX
pe3yIbTaTOB:
VYl nmons30BaThCs H3y4eHHBIMU 0a30BBIMU TPAMMATHUYECKUMU SIBIICHUSIMHU;
Y2 Bectu 6eceny B CUTyanusx MpohecCuOHATBHOTO OOIICHUS;
Yna3 yuacTBOBaTh B OOCYXJIEHUM NpoOJeM Ha OCHOBAaHMM IPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJI0/1asl MPaBUJIa PEYEBOI0 STUKETA;

VY14 pacckaspiBaTh 0 CBOeH OymyIieit nmpodeccnoHaTbHON ASATENHHOCTH, pa00YHX 00S3aHHOCTSX
U IIpaBWJIaX TEXHUKH 0€30MacHOCTH;

Ya6 untaTh ayTeHTUYHbIE TEKCTHI MPO(EecCHOHATbHON HaNpaBICHHOCTH, UCIOJIb3Ys OCHOBHBIE
BUIBl UYTEHUS (O3HAKOMHTEIBHOE, HW3ydYaroliee, TMOUCKOBOE/ MPOCMOTPOBOE) B 3aBUCHMOCTH OT
ITOCTABJICHHOM KOMMYHHUKAaTUBHOM 3a/1a4X

Copep:xaHue IUCHUIUIMHBI OPHUEHTHPOBAHO Ha IMOJTOTOBKY OOY4YaloOIIUMXCs K OCBOCHHUIO BHJIOB
JeSITeNbHOCTH MPOTPAMMBbI MOATOTOBKHU CHEIUAIIMCTOB CPETHETO 3BEHA MO CHEHUaIbHOCTH U OBJIAJICHUIO
CJIEYIOIUMU MPO(eccnoHaNTbHBIMU U OOUTUMH KOMITETEHIIUSMU:

IIK 1.1. ITpoBouThk cOop 1 aHaIM3 HHGOPMAITUH O TIOTPEOHOCTAX CyOBEKTOB PhIHKA HAa TOBAPHI
U YCIYTH, B TOM YHCJIE C UCIOJIb30BaHUEM IIU(PPOBBIX U HHPOPMAIIMOHHBIX TEXHOJIOTUH.

IIK 1.2 YcranaBnuBaTh XO35SHUCTBEHHBIE CBS3H C MOCTABIIMKAMH U MOTPEOUTEISIMU TOBAPOB U
yCcIyr, B TOM 4YHUCJIE€ C TPUMEHEHHEM KOMMYHUKATUBHBIX BO3MOKHOCTEH HCKYCCTBEHHOIO
WHTEIUICKTA.

OK 01 Boi6upats crioco0Obl perieHus 3aaa4 npodeccuoHalbHON AeATebHOCTH MPUMEHUTEIHHO
K pa3jIM4HbIM KOHTEKCTaM;

OK 02 MHcnonp3oBaTh COBPEMEHHBIE CpEICTBA IIOMCKA, aHalW3a M HWHTEPIPETALNH
uHpopmanud W WHPOPMAIMOHHBIE TEXHOJOTHUHM JJs BBIMOJIHEHUS 3a/1ad MpodecCHOHATbHOM
JesITebHOCTH;

OK 03 IlnanupoBaTh M pealM30BBIBATH COOCTBEHHOE NPO(ECCHOHANBHOE M JIMYHOCTHOE
pa3BUTHE, IPEANPUHUMATENIBCKYIO IEITEIbHOCTh B IPOoecCHOHaIbHOM cdepe, UCTI0Ib30BaATh 3HAHUS
10 (pMHAHCOBOM I'PaMOTHOCTH B PAa3JIMYHBIX )KU3HEHHBIX CUTYAIHIX

OK 04 D¢ dexTrBHO B3aMMOJEHCTBOBATh U pabOTaTh B KOJUIEKTUBE U KOMaH/IE;

OK 09 INonb30BaThcs MpodecCHOHATBHOM JOKYMEHTalMeH Ha TOCY1TapCTBEHHOM U MHOCTPAHHOM
SI3bIKAX

BeinmonHenune oOydaromuMucs NpakTHUECKUX paboT mo yueOHo# aucnumiuHe «HOCTpaHHBIN
A3BIK B IPO(ECCUOHATBHON IESATEILHOCTH» HAMIPABIECHO Ha:

- 0boOwWenue, cucmemamuzayuro, yeayoneHue, 3akpenienue, pazgumue u 0emanu3ayuio noay4eHHbIx
meopemuyecKux 3HaHull N0 KOHKPEMHbIM MeMam Y4eOHol OUCYUNTUHDBL,
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- ¢opmuposanue ymeHull npuMeHsms NOJYYeHHble 3HAHUS HA NPAKMUKe, pedaru3ayuro eOuHcmed
UHMENIeKMYANbHOU U NPAKMUYECKOU 0esimelbHOCU;

- 8bIPAOOMKY NpU peueHul NOCMABIeHHbIX 3a0ad NPOYeCcCUOHATbHO 3HAYUMbBIX KAYeCms8, MAaKUX
KaK camocmosimenbHoCmb, OMEEenCmMeeHHOCb, MOYHOCIb, MEOPUECKAsk UHUYUAMUBA.

[IpakTdeckue 3aHITHS TPOBOMATCS B paMKaX COOTBETCTBYIOIICH TEMBI, IOCJIE€ OCBOCHHUS
TUIaKTHYECKUX STUHUI], KOTOPhIE 00SCTICUNBAIOT HATMYNE 3HAHUH, HEOOXOIUMBIX JJIsl €€ BBITIOJTHEHHUS.



2 METO/IMYECKUE YKA3AHUA

Tema 1.1 Most npodeccus (mosryuenne odpasopanus, npodeccHoHAIbHbIC HABBIKH,
JAONOJIHUTEIbHbIe HABBIKH, THYHOCTHbIEC KA4eCTBa, MeCTa padoThl
IIpakTuyeckoe 3ansitue Nel-3

BBenenne u akTHBH3aNuMs JIEKCUYECKUX eUHUL IO TeMme. Ytenue Tekcra no teme «lIpodeccruonansHoe
o0pa3oBaHue» C MOJHBIM TOHUMAHUEM
Heas: hopmMupoBaHUE IEKCUIECKUX, TPAMMATHYECKUX U (POHETUIECKUX HABBIKOB O0YJarOIIUXCSI.
BoinosiHuB padory, Bbl OyieTe yMeThb:
- YUTATh AyTeHTUYHBIE TEKCTHI MPO(ECCHOHAIBHOW HAIPABICHHOCTH, HCIOIb3Ys OCHOBHBIC BHJIBI
YTeHUs1 (03HAKOMUTENIbHOE, U3yYalolee, MOMCKOBOe/ TIPOCMOTPOBOE) B 3aBUCUMOCTH OT TOCTABJICHHOU
KOMMYHHUKATHBHOH 3a/1a41

Boinosinenue padorsl cnoco6cTBYeT GOPMUPOBAHUIO:

OK 01 Bsi6upats croco0sbl peieHus 3ajad npodeccuoHalbHON 1eATeNbHOCTH MPUMEHUTENBHO K
Pa3IMYHbIM KOHTEKCTaM;

OK 09 ITonp3zoBatbcst npodeccrnoHalbHON JOKYMEHTAale Ha roCyAapCTBEHHOM U MHOCTPAaHHOM
SI3BIKAX.

MarepuajbHoe obecnieuenue: He TpedyeTcs

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 ITpodeccroHanbHO-TEXHHUECKOE 00pa3oBaHue
to prepare TOJITOTOBUTH

to take up employment YCTPOMTHLCS HA paboTy

a skilled craft HCKYCHOE PEMECIIO

trade pemeciio, mpodeccus, 3aHATHE

artisan pEMECIEHHUK

to be gainfully employed

OBITh BBITOJHO TPYAOYCTPOCHHBIM

requisite skills

HeO6XO):[I/IMLIe HaBBIKHN

to depend on ...

3aBUCCTH OT ...

to include BKJIIOYATh

acronyms ab0peBuaTypbl

to train 00y4atb, NOJrOTABINBATh, TPEHHUPOBATH
training [IOArOTOBKA

further education

JOTIOJTHHUTCIIbHOC 06pa3013aH1/Ie

5



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 TEXHHK

proficient OTIBITHBIN

relevant skill COOTBETCTBYIOIUI HABBIK
relatively OTHOCHUTEIILHO

a field 001aCTh, OTPACIIb, MMOJIC

a specific branch KOHKPETHAs OTpacib

an engineering technician WH)KCHEP-TEXHUK

to assist IIOMOTaTh

research Uccie/I0BaHKNEe, M3YUCHUE
development pa3paboTka

activity JeATEILHOCTh, MeponpusiTus
implementation peanm3anus

operation IKCIIITyaTaIHs, OTICPAITHsI
an engineering technologist WH)XCHEP-TEXHOJIOT
instrument readings NIOKa3aHus MpubOpOB

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. Anengineering 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).
. 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 VVocational Engineering Training
b) Technical and VVocational Education and Training
c) Trade and Vocational Employment Training
d) Technology and Vocational 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
. 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
c¢) Medical doctor
d) Software developer
8. Engineering technicians usually work with:
a) Only robots
b) Engineers and technologists
c) Only customers
d) Only computers
9. Vocational education helps people become:
a) Only university professors
b) Unemployed
c) 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

[
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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
c) 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
c) Practical and technical
d) No understanding of technology
18. Vocational education is most common in:
a) Only wealthy countries
b) Only schools without teachers
c¢) 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 8bINUCAMb CNO6A, BbLOCIEHHBLE HCUPHLIM wpugdmom, sviyuums ouanoe «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. I 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, Annal

Ilopsinok BbINOJIHEHHS PA0OTHI:

O3HaKOMBTECH € JEKCHYECKUMH €IMHULIAMH 110 TEME.

[IpouwnTaiite TEKCT

BrInonHUTE JIEKCUKO-TPAMMAaTHYECKUE YIPAKHEHUS

OO6cyanTe B MUHUTPYIINAX MPECTaBIEHHBIE BOMIPOCHI.

BeinosHuTe TECT.

[IpouuraiiTe aAUaor, BEIMUIINTE BbIJEICHHbBIE CI0BA, IEPEBEIUTE, COCTABLTE IOJOOHBII JUaor.
®opma npeacTaB/IeHUs pe3yJbTaTa: BHIIOJIHCHHBIEC 3aJaHMNs.

ok wnE

Kpurepun oueHku:

Ouenka «omauyno» BHICTaBISIETCS 3a 0€30MMO0YHYI0 paboTy, a TaKke NMPHU HAIMYMKA B Her |
HErpyOO# OITHOKH.

Ouenka «xopowio» BBICTABISICTCS TPU HAIMYAW B TpPAKTHYECKOW pabore 1-2 3amanwmii,
BBITIOJTHEHHBIX C HE3HAUYUTEIHbHBIMH OIIMOKAMH.

Ouenka «y0061emeopumesibHo» BBICTABISICTCS 32 MPAKTUYECKYIO pabOTy, B KOTOPOU JOIYIICHBI
coJiepKaTebHble OIUOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3aaanuii BbinosiHeHo, 30% 13 HUX
coJiepKaT OIINOKH).

Ouenka «Hey0061emeopumMenbHo» BBICTABISICTCS 32 MPAKTHYECKYIO paboTy, KOTOpasik COACPIKUT
rpyOble OIINMOKH.

Tema 1.1 Most npodeccusi (moaydenune o0pa3oBanusi, NpogecCHOHATbHbIE HABBIKH,
JAOMOJIHUTE/IbHbIE HABBIKU, TMYHOCTHBIE KaUecTBa, MecTa padoThl)
IIpakTnuyeckoe 3ansirue Ne4-5

Brimonnenue JII'Y no teme «Crucrema BpeMEH aHTIIMHCKOIO I1aroiay
Heab: ®opMupoBaHue TEKCUIECKHX, TPAMMATHUECKUX U (DOHETUYECKUX HABBIKOB 00YYaIOIIUXCS .
BeinosinuB paéory, Bl OyieTe yMeThb:

- IIOJIB30BATHCA U3YUCHHBIMHA 0a30BBIMH IrpaMMAaTHYCCKUMU ABJICHUAMU 10 TEMC «Cucrema BpPEMCH
AQHTJIMMCKOTO TJIaroan.



BbinosHeHHe NpakTH4YecKoii padoThl ciocodcTBYeT (POPMUPOBAHMIO:

OK 01 BriGupaTh criocoObl pemeHus 3a1a4 npohecCHOHAIBHON JAeATEeNbHOCTA MTPUMEHHUTEIBHO K
Pa3IMYHBIM KOHTEKCTAM;

OK 02 HMcnonp30BaTh COBpEMEHHBIE CPEJICTBA MOUCKA, aHAIN3a U WHTepIpeTaluu HHGopMauu u
MH(GOPMAIMOHHBIE TEXHOJIOTUH IS BBITIOJIHEHHS 3a/1a4 MTPO()eCCHOHABHON AEATEIbHOCTH;

MarepuajibHOe o0ecniedeHue: He TpeOyeTcs.
3ananue:

1. ®onernueckas 3apsaaKa

[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. Tabumnua cucreMbl BpeMeH aHIJIMHCKOrO IJ1arosa
\ SIMPLE ‘ CONTINICUS ' PERFECT | PERFECT CONTINIOUS
' + 4 - . + -
P HeSCTIe 5 HACTON Uge M BPE Me | FleRcTome B MOMENT P, AAACTave EPD0WADM, SOTDDOE KUY | SEACTINE MIBA00r B IROMAOM,
Pt T j PAIASAIOUAR (TPrmarad, IAM e BN CWACTDAM (perynatat n AMBETON B maCTOWUE N, 8CTH
R Vunu Vesies) | Gmencalisree Oyanaee eI anee seseoe]
E o am {he, she, 2 MAS Mas
Tt T te] |Pethw) s 4+ Vi Vi *Sye Yiex
S L__(hemek) . | |t I8 Ving 11, v, you they) MAVE {1, W, you, they RAVE
E || "7"|Does | Do | (we. you they! I
N E’i =1 doem.;'a‘o;.‘t e i R | :': ';.::-'l -v\"ly ':wv\'h:'l" “ T Han't been Ving, haven't beea Ving
gttt Repnst N B net, , v - eV
T | =7 Am_Ving? & Ving? Ars.Ving? 7 Mas been Vieg? Mave . Seen Ving!
PHYARENR WL SN [ 1UEL, awady, mever, aver, pot, 10 far
OV TR G SEENL | Mow, ot the moment, ot presem | tecenty, lataly, tha (month) | Bece, Tor, How long
b Bivnand
WO S0 RCTIAE S MPOLIASR | JORCIINE § ONDE 30 A Hrash MOMEHT § Reiicrane, KOTODOE NPOHICIAQ et 0 R S RCTRRE, OT0DO0 MMAAOL
v‘e_dl.‘,” | ,.‘,,IV;A_‘,.,“,"‘\ ‘ NPOWACM, SOE (IBIMMDE ST | DAsatie ADYIONS S8 ACTEM B BDOLAOM l W AROMAMAODS § NPOWSOM M DO 2 2Dy TN
| QAMIADE M et S0 ROTB A8 AR W8 NDOWLNOW
P | = didn'tevBesedviill | (\he e ) was HAD + V3/(Ved) HAD.+ beent Ving
- | | (wew, you they) were + Ving
A | T oo+ V6esed(v1)!l! | [ =~ pada't + V3 " hadn't « been » Ving
S ) IS | = wasr't, weren't + Ying T Hed V! 7 Had..... been + Ving?
T Yetterday, Lask, ago, In 1950, then, | 7 Was.Ving! Were.. ’
when | war | Whie, oy when, of (mormingl yesierdiay ot § Belore, after, by e tiene, by, whes for, wnde, before, how long
|aa
e —————————————————————————————————— - -
1 byaywee aedcrane 2 oOeuamme | BeRcTomg 8 ONpe Sr fe sl MOME 1T § [ledcTane, NoTOPOE COBEPUNTTN & |
- WILL+ V | Bymramn P ACwOWY Momewy 8 Dyzyien | WL AVE ¢ BEEN » Ving
v WILL + BE + Ving WILL + HAVE + V3 /{Ved]
T owea't ey .- won't have been Ying
T |7 wi..v | == weon't be Ving ~* won't heve Vi 7" Wil have been Ving?
v | *7* witt..._be Ving? T Wil _have vi?
R Tomarrow, 1ocight, rat, i, by....foe
= $OON | This tme tomormowinest week) Belore, by the time, urtil, by than by the tve._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?

| always (to do) my best.

She (to feel) bad last week.

| (to examine) her tomorrow.

She (to visit) me every day.

0. My friends often (to help) me.

RoOoo~NooGa~LONE
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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. Bri0epuTte npaBuJIbHbBIH BAPUAHT.
1. Water at 100 degrees.
a) boils
b) is boiling
c¢) 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

¢) had built

d) have built

5.1 always if the service is bad in restaurants.

a) -, complain

b) am complaining

c) will be complaining
d) will complain

Ilopsinok BbINOTHEHHS PA0OTHI:

1. [IpounTaiite cioBa, oOpaiias BHUMaHUE Ha MPOU3HOIICHHE.
2. N3yunte TabmuIly CUCTEMBI BpEMEH aHTJIUICKOTO S3bIKA.

3. Breimonnute ynpaknenus 3aganus Ne 3-4 .

4, BremoanuTe Tect no TeMe 3amanue NeS.

(I)opMa NpeacTaBJdCHUA pe3yjabTaTa: BEIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:
11



Ouenka «omauynoy BBHICTaBIIETCS 3a 0e30mMO04HyI0 paboTy, a Takke NMpU HAIMYMKA B Hel |
HEerpyOoi ommoOKy.

Ouenka «xopowio» BBICTAaBISETCS TPU HAIMYAKM B TpPAKTHUECKoW padore 1-2 3amanuii,
BBITIOJTHEHHBIX ¢ HE3HAUYUTEIHHBIMH OIINOKaMH.

Ouenka «y0061emeopumenbHo» BBICTABISETCA 32 MPAKTUYECKYIO pabOTy, B KOTOPOW JOIMYIICHbI
coJiepKaTelbHbIe OMTMOKHU (OOJBIIMHCTBO MPEAYCMOTPEHHBIX pabOTOM 3aaHuil BhITIOTHEHO, 30% U3 HUX
COJIEPIKAT OLITUOKH).

Ouenka «Hey0061emeopuUmMenbHO» BHICTABISETCS 32 MPAKTHYECKYI0 paboTy, KOTOpas COAECPIKUT
rpyObIe OTNOKH.

Tema 1.1 Most npodeccus (mosryuenne odpazosanus, npogeccuoHaIbHbIE HABBIKH,
AONOJIHUTE/IbHbIe HABBIKH, TMYHOCTHBIE KaUecTBa, MecTa padoThl)
IIpakTnueckoe 3ansaTue Ne 6-7
Urenue u nepeBos Tekcra «Mou KOJIIEHK».
CocraBiieHH€e PEKIIAMHOTO TIPOCTIEKTA 10 TeMe: «MOM KoUK

Heab: ®opMupoBaHHe JEKCUUECKUX, TPAMMAaTHUECKUX U (POHETUUECKUX HABBIKOB 00Y4arOIIHUXCSl.

Brinosinue padory, Bbl Oyaere yMeTh:

- YUTaTb aYyTCHTUYHBIC TCKCTEI HpO(beCCI/IOHaJ'IBHOI\/'I HAIpaBJICHHOCTH, UCHOJb3ysd OCHOBHBIC BU/IbI
YTeHUs1 (03HAKOMUTENIBHOE, M3yJalolee, MOUCKOBOE/ TPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTABJICHHOM
KOMMYHHMKaTUBHOM 3amaun 1o Teme «Moil KoJulelk»; NepeBOIUTh (CO CJIOBapeM) TEKCThI
HpOCbGCCHOHﬂIIBHOfI HAIpaBJICHHOCTH; MUCATh JACJIIOBOC IMMCHbMO, 3aIIOJIHATh AHKETY, IMCbMCHHO HU3JIaraTb
cBeZieHUs 0 cede B hopmMe, MPUHATOHN B CTPAHE U3y4aeMOTO SI3bIKA.

BbinosiHeHMe NPaKTHYECKO padoThI crioco0cTBYeT GOPMHUPOBAHUIO:

OK 01 Bp16upars cnocoOsl perieHus 3a1a4d npoecCHOHAIBHON JIeSTETbHOCTH TPUMEHUTEIBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 02 Ucnons30BaTh COBPEMEHHBIE CPEICTBA MOMCKA, aHATN3a U MHTEPIpeTanuu nHOOpMAIUU 1
nH(OpPMAaLMOHHBIE TEXHOJIOTUHU JJIs1 BBITIOJTHEHUS 3a/1a4 PO (GECCHOHANBHON AEITEIbHOCTH;

MarepuaJjibHoe obecneyeHune: He TpeOyeTcs.
3aganue:

1. Study new words. BelyunTe HOBbIE CJIOBa:

1. master /'ma:stor/ OBJIa/IeBaTh (3HAHUSMH H T. 11.)
2. deal with 3aHUMAThCS YeM-JTHO0
syn. to be busy with
3. research /r1's3:t[/ HACCIIEAOBAHUS
4. experience /1K 'sp1a.ri.ons/ OTIBIT
5. graduate /greedz.u.ert/ from 3akoH4HTH (ydeOHOE 3aBe/ICHHE)
6. get acquainted with TIO3HAKOMUTHCS C
7. vocation n /vou 'ker. fon/ IpU3BaHUE
8. trade npodeccusi, peMeciio
2. IlepeBenuTe npeJioxKeHusi ¢ HOBbIMH CJIOBAMM.
1. He quickly mastered the plastering technique.

N

Can you deal with this gentleman's complaint?
3. Students got acquainted with new computer program.
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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. IlepeBeanTe HA PYCCKHIl IKBUBAJIEHTHI:

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, HpoquTaif[Te U IEPEBCAUTE INCbMEHHO 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.

| 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!

HaijiaguTe DKXBUBAaJICHTHI:

CTYAEHTHI BTOPOTO Kypca MHOTONPO(UIHHOTO KOJIEIKa
npodeccuonansHOEe 00pa30BaTEIbHOE YUPEKIACHUE
JIHEBHBIC M 3a0YHBIE OTACICHUS

Ha NIepeIHEM Kpae HayKu

paboTaTh B 1a0OPATOPUSIX U MACTEPCKUX

B HAIllEM PacHopsHKEHUU

CTpOUTeNbHBIE TTpodeccuu

Hay4YHbIe KOH(EpEeHIINH

BOBJICKATh B HAyYHbIE HUCCIIEJOBAHUS

©Co~NouAwNR T
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10. mocemats Bce JeKIUU
11. wumeTh yBaXXMTEIbHYIO IPUUUHY
12. pa3buparbcsi B KOMIIBIOTEPHBIX MPOrpaMMax

6. OTBeThTE HA BOMPOCHI:

1 Where do you study?

2 What does the whole process of studying deal with?

3. What were you interested at school?

4. What our builders busy with?

5 What subjects do you study?

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

7. CocTraBbTe peKJ’IaMHI)Iﬁ IPOCIIEKT 0 CBOEM KOJUIECAZKE.

IMopsiaok BbINOJIHEHHS PA0OTHI:

3anuiure HOBBIE ciIoBa 3amanue Nel.

Brmonaute ynpaxxnenus 3aganus Ne 2-3 .

[IpouwnTaiiTe u nepeseauTe TeKCT 3aaanue Ne4.

HaitauTe sKkBUBAJIEHTHI K IEPEBOTY CIIOBOCOUETaHUM 3agaHue NeS.
OTBeThTE MMCHMEHHO Ha BOIPOCHI 3aaHue Neb.

CocTaBbTe peKIaMHbIN MPOCIEKT 3a1aHue Ne7.

ok wnE

dopma npeacTaBlieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUs.
Kpurepum oueHku:

Ouenka «omauyno» BBHICTABISIETCS 3a 0€30MMO0YHYI0 paboTy, a TaKke NMPHU HAIMYMKA B Hel |
HErpyOoil OITHOKH.

Ouenka «xopowio» BBICTABISIETCS TPU HAIMYAW B TpPAKTHYECKOW pabore 1-2 3amanwuii,
BBITIOJTHEHHBIX C HE3HAUUTEIbHBIMH OIIUOKAMH.

Ouenka «y0061emeopumesibHo» BBICTABISICTCS 332 MPAKTUYECKYIO PadOTy, B KOTOPOW JOIYIIICHBI
coJiepkaTebHble OIUOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0oTO 3aaanuii BbinosiHeHo, 30% 13 HUX
coJiepKaT OIINOKH).

OueHnka «Hey0081emeopumeIbHo» BHICTABIISETCS 32 MPAKTHUECKYIO pabOTy, KOTOPAsi COEPIKUT TpyObIe
OLINOKHU.

Tema 1.1 Most npogeccus (moaydeHue oopa3oBanusi, NpoecCHOHATbHbIE HABBIKH,
JAOMOJIHUTE/IbHbIE HABBIKU, TMYHOCTHBIE KaUecTBa, MecTa padoThl)

IIpakTnyeckoe 3ausaTue Ne§-9
Mos npodeccusi: BBEACHHUE U aKTUBU3ALINS JIEKCUIECKUX €TUHUIL

easn: popmMHupoBaHUE TEKCUUECKUX, TPAMMATHYECKUX U (POHETUUECKUX HABBIKOB O0yJarOIIUXCS.
Beimosinue padory, Bl OyieTe yMeThb:
- pacckas3blBaTh O CBOeH Oyaymiel npodeccnoHaIbHON AEATENbHOCTH, pabounx 00SI3aHHOCTSX U
IIpaBUJIAX TEXHUKH O€3011aCHOCTH;
- YUTaTh ayTEHTHYHBIE TEKCTHI MPO(ECCHOHATHLHON HANPaBIEHHOCTH, UCIIOIb3Ys OCHOBHbIE BH/IbI
4yTeHus (03HAKOMUTEIbHOE, U3ydalollee, MOMCKOBOEe/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTAaBJICHHOMN
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KOMMYHHUKATUBHOU 3a/1a41

BreinosiHenne pa6oTsl criocodcTBYET (hopMHPOBaAHHIO:

IIK 1.1. Mcrnonp30BaTh KOHCTPYKTOPCKYIO M TEXHOJIOTHYECKYIO JOKYMEHTAIMIO MPH pa3paboTke
TCXHOJIOTMYCCKUX NPOLUCCCOB U3IrOTOBJICHUA I[GTEU]CIZ MalllMH

OK 09 Ilonp3oBatbest npodeccrnoHabHON JOKYMEHTAallMed Ha roCyAapCTBEHHOM M MHOCTPaAHHOM
SA3BbIKax.

MarepuajbHoe obecniedeHue: He TpeOyeTcs

3ananue:

1. Ilpouumaiime mexcm, evinoiHume nepesoo.

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. Buinonnume 3aoanus k mexcmy:
a. YCcTaHOBU COOTBETCTBHS:
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. 3anoJiHu IMPOITYCKH CJIOBAMU:
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. 3aMeHH BBIJICJICHHBIC CJI0OBA CHHOHUMAaMM:
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 HJIN HCBCPHO BBICKA3bIBAHUC!
1. A Merchandiser is responsible for managing staff in a retail store.
2. An International Sales Manager focuses on expanding business globally.

15

>>> >

2.
3.
4.
S.



3. A Pricing Specialist analyzes consumer behavior.

3. BeiGepere oauH BOTpoC, aiiTe pa3BepHYTHI 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.

IHopsinok BbINOJIHEHHS PadOTHI:
1. IlpouuTaiiTe u nepeBeIUTE TEKCT.
2. Bemmonnute 3aganus Ne a-d.
3. HanmmuTe MuHM 5cce Ha BRIOpaHHBIN BOIIPOC.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUS.

Kputepun onenku:

Ouenka «omauyno» BHICTaBIsETCS 3a 0e301IMO0YHYI0 paldOTy, a TaKKe MPH HATIU4YMM B Hel 1
HerpyOoil ommoOKH.

Ouenka «xopowio» BBICTABISIETCS TP HAIMYAW B TIPaKTHUECKoW padore 1-2 3amaHmii,
BBITIOJTHEHHBIX C HE3HAYNUTETHLHBIMH OITHOKAMH.

Ouenka «y0oenemeopumenbHoy» BHICTABISIETCS 33 MPAKTUYECKYI0 paboOTy, B KOTOPOW JOMYIIEHbI
coJiepKaTeNbHbIC OMTHMOKHU (OOJBITUHCTBO MPETYCMOTPEHHBIX pabOTOM 3amaHuii BBITIOTHEHO, 30% U3 HUX
COJIepKaT OITNOKN).

Ouenka «Hey0061emeopumeIbHo» BHICTABISIETCA 32 MPAKTHUECKYIO padoOTy, KOTOpas COJAEPKUT
rpyObI€ OITUOKH

Tema 1.1 Mos npodeccusi (moayueHue oopaszoBanusi, npodeccuoHaIbHbIEe HABBIKH,
AONMOJIHUTE/IbHbIe HABBIKU, TMYHOCTHBIE KaUecTBa, MecTa padoThl)

IIpakTuyeckoe 3ansaTue Nel(-11.
Most ipodeccusi: npodeccuonanbubie (hard) u HannmpodeccnonanbHbIe (SOft) HABBIKK U YMEHUS.
TpeboBanus paboToaaTeneit K pabOTHUKY

Heab: popmupoBaHue JTEKCUYECKUX, TPAMMATHYECKUX U (POHETUYECKUX HABBIKOB 00yYaIOIINXCS.

Bbinosinus padory, Bl 0y/iere yMeThb:

- y4acTBOBaTh B OOCYKIEHHMH TMpoOJeM Ha OCHOBaHMM MPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOIOIasl MpaBUiIa PEYeBOr0 STUKETA;

- pacckasbIBaTh O CBOEH Oymymieil nmpodeccuoHaNnbHON AeATeNbHOCTH, pabounX OOS3aHHOCTIX U
MpaBUJIaX TEXHUKU OE€30MaCHOCTH.

Brinosinenune padorTsl cnocod6cTByeT GOPMUPOBAHUIO:

I[IK 4.1 - YcranaBnuBaTh M HacTpauBaTh TEXHUYECKHE W MPOrPAMMHO-aNNapaTHBIE CPEJICTBA
KOMITBIOTEPHBIX CETeH;

OK 09 TTonkzoBathcs npodeccrnoHaNIbHON JOKYMEHTAIMe Ha TOCYAapCTBEHHOM U WHOCTPAaHHOM
SI3bIKAX.

MarepuajibHOe 00ecniedeHne: He TpeOyeTcs

3ananue:
1. O3nakombTech ¢ onpeneaennssvu 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-rpammaTuveckue 3aganus k Soft skills, Hard skills

3aoanue na coomeemcmeue (Matching Task)
CoeMHUTE aHTJIMIICKHE CJI0OBA U (pa3bl H3 TEKCTA ¢ HX PYCCKMMH IKBHBAJIEHTaAMU.

English Russian

1. Active listening a. J)KuzHeHHbI ONBIT
2. Hard skills b. Uepthl xapakrepa

3. Employers c. O0yuenue

4. Teamwork d. Hanéxuocth

5. Life experience e. Paboronarenn

6. Education f. 'nbkue HaBBIKK

7. Work g. DpdexTuBHOE 00IICHNE
8. Technical knowledge h. Kapsepa

9. Soft skills i. TexHn4yeckue 3HAHUS
10. Dependability j. Pabora B KOMaHe
11. Traits k. Pabora

12. Effective communication 1. JKécTkue HaBBIKK

13. Career m. JInuHbIe TPUBBIYKH
14. Personal habits n. O6pa3oBanue
15. Training 0. AKTHBHOE CITyIIIaHHE

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

c¢) 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.IIpouumatime mexcm:
Hard and Soft Skills of a Computer Technician

Hard Skills (Technical Abilities)

1. 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 Skills (Personal Abilities)
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.

©ONDOAWN

NogakrwdpE

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.

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

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

9. 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?

oo E

Sk

Ilopsiok BHINOJTHEHHS PA0OTHI:

1. O3nakoMmbTech ¢ onpeneneHusmu Soft skills, Hard skills.

2. BBINOJIHUTE JIGKCHKO-TPaMMAaTHYCCKUE 3aIaHHS.

3. O3HaKOMBTECh C MPOPECCHOHATBHBIMU HABBIKAMHM 10 CBOCH CICIIHAIEHOCTH.
4. BBIMONHUTE JIEKCUKO-TPaMMaTHYeCKUE 3aTaHHUS.

(I)opMa NpeaACTaBJICHUA pe3yabTaTa: BhIIIOJTHCHHLIC 3aJaHUA.

Kputepun onenkn:

Ouenka «omauuno» BbHICTaBIsETCS 3a 0e30MMO0YHYI0 padoTy, a TakkKe MpH HaIU4YMM B Heil 1
Herpy0oil ommoKH.

Ouenka «xopowio» BBICTAaBISETCd IPU HAIMYMKM B TpakTHUecKol pabore 1-2 3amanwuii,
BBITIOJTHEHHBIX ¢ HE3HAUUTEIbHBIMH OIINOKaMH.
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Ouenka «y0061emeopumenbHo) BBICTABISETCA 32 MPAKTUYECKYIO pabOTy, B KOTOPOW JOIMYIIEHbI
coJiepKaTenbHble OMMOKH (OOJIBIIMHCTBO MPEIYCMOTPEHHBIX pab0oTON 3aaHuil BeINOJIHEHO, 30% U3 HUX
COJIEPIKAaT OLITUOKH).

Ouenka «Hey0061€emeoOpuUmMenbHO» BHICTABISNETCSA 32 MPAKTHUECKYIO PadOTy, KOTOpas COAEPIKUT
rpyObie OMOKH

Tema 1.1 Most npogeccus (mosryuenne odpasoBanus, npodeccuoHaIbHbIe HABBIKH,
AONOJIHUTE/IbHbIe HABBIKH, TMYHOCTHbIE KAUecTBa, MecTa padoThl)

IpakTuyeckoe 3ansitue Nel2-13.
Mos npodeccusi: BO3MOXKHbIE BApUAHTHI TPYI0YyCTpoicTBa (MecTa paboThI)

Henb: @®opMupoBaHue YyMEHHHl MepeBOAUTh (CO CJIOBapeM) TEKCThl MpodhecCuOHaIbHOM
HampaBJIeHHOCTH «Mosi mpodeccusi: BO3MOXKHbIE BapUaHThl TPYAOYCTPOMCTBa»; CTPOUTH IPOCTHIE
BBICKa3bIBaHUsI O cebe W O CBoEH MpodeccHOHAIbHON NeATENIbHOCTH; IMHUCAaTh MPOCTHIE CBSI3HBIE
COOOIIEHNS HAa 3HAKOMbIE WJIM HHTEPECYIOIINE TPOPECCHOHAIBHBIE TEMbI

BoinosiHuB padory, Bbl OyieTe yMeThb:

- ydacTBOBaThb B OOCYXJAEHHHM MpoOJeM Ha OCHOBaHUM MPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJII0Iasl MpaBUjia pe4eBOro STUKETA;

- paccka3pIiBaTh O CBOEH Oymymied mpoQecCHOHABHON JEATEILHOCTH, pabodnx 00sI3aHHOCTSAX U
MpaBUJIaX TEXHUKH 0€30TMacHOCTH;

BbinosineHune padoThl cnoco0CcTBYeT (POPMUPOBAHMIO:

I[IK 4.1 - YcranaBnuBaTh M HacTpauBaTh TEXHUYECKHE W IPOrPAMMHO-ANIapaTHBIE CPEJICTBA
KOMITBIOTEPHBIX CETEH;

OK 09 Tlome3oBathcst MpodeCcCHOHAIBHON TOKYMEHTAllMe Ha TOCYJAapCTBEHHOM W WHOCTPAHHOM
A3BIKAX.

MarepuajbHoe obecnieueHune: He TpeOyeTcs

3aganue:
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. Omsemums Ha 60NPOCHI:

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?

agrwNpE

Ilopsinok BbINOJHEHHS PadOTHI:
1. TlpouwuTaiiTe U nNEepeBeIUTE TEKCT.
2. OTBeTHhTE HA BOMIPOCHI.

dopMa npeacTaBIeHUs pe3yabTaTa: BHIIOJIHEHHBIC 3a/1aHMS.

Kpurtepun ounenku:

Ouenka «omauyno» BHICTABISIETCS 3a 0€30IMO0YHYI0 paboTy, a TakkKe NMPH HAIHMYUK B HEl 1
HErpyOoi OITHOKH.

Ouenka «xopouio» BBHICTABISIETCd TpU HAIWYUM B TpakTUdecko padorte 1-2 3amanwii,
BBITIOJIHEHHBIX C HE3HAUUTENIbHBIMU OIIMOKAMH.

Ouyenka «y0oenemeopumenbHoy» BHICTABISIETCS 32 MPAKTUUYECKYI0 paboOTy, B KOTOPOW JOMYILEHbI
coJiepkaTenbHble OIIUOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0oTO 3aaanuii BbinosiHeHo, 30% 13 HUX
coJiepKaT OIHUOKN).

Ouyenka «Hey006/1emeopumeIbHo» BHICTABISIETCA 32 MPAKTHUECKYIO padoOTy, KOTOpas COJACPKUT
rpyObIe OITUOKH

Tema 1.1 Most npodeccusi (mosryuyeHue oopaszoBanus, npodgeccioHaIbHbIE HABBIKH,
JAONMOJIHUTE/IbHbIE HABBIKU, THYHOCTHBIE KaUecTBa, MecTa padoThl)

IIpakTnyeckoe 3ansaTue Nel4-15.
Most podeccusi: JOKHOCTHBIE 00s13aHHOCTH ((PYHKITMOHAIbHAS KapTa)

Heanb: @opmupoBaHHE YMEHUH CTPOUTH MPOCTHIE BBICKA3bIBAaHMS O cebe U O CBoeH
npohecCUOHABHON 1eATeIbHOCTH; YUTATh, [IOHUMATh U HAXOJUTh HEOOXOAUMBbIE TEXHUUECKHE JAHHbIE
Y MHCTPYKILIMHU B PYKOBOJCTBAX B JIIOOOM JOCTYyIHOM (hopmaTe 1o Teme «Most mpodeccusi: JOIKHOCTHbIE
00513aHHOCTUY.

Beimosinue padory, Bl OyieTe yMeThb:

- pacckas3blBaTh O CBOeH Oyaymiel mpodeccuoHabHON AEATeNbHOCTH, paboYuX O0S3aHHOCTIX U
MIpaBUJIAX TEXHUKU OE€30MaCHOCTH.

Brinosinenune padorsl cnocod6cTByeT GOPMUPOBAHUIO:

I[IK 4.1 - VYcranaBnuBaTh M HacTpauBaTh TEXHUYECKHE W MPOrPaMMHO-aNIapaTHbIE CPEJICTBA
KOMIBIOTEPHBIX CETEH;

OK 09 Tlonk3oBaThcs npodeccuoOHANBHON JOKYMEHTAIMe Ha TOCYJapCTBEHHOM W WHOCTPAHHOM
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SI3bIKAX.
MartepuajbHoe o0ecnieyeHue: He TpeOyeTcs

3amanmue:
Job Responsibilities of Specialists
1. Ilpouumams, 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. 3aoanus:
1. BepHo/HeBepHo:
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. 3amoJIHATh MPOMYCKHU CIOBaMHU.
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.
c¢) Financial Specialists prepare and conduct audits.

4. OTBEeTUTH HA BOIIPOCHI.

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?

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

5. Hammcarts guasor:

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

Ilopsinok BbINOTHEHHS PadOTHI:
1. IIpounTaiiTe JOHKHOCTHBIE HHCTPYKLMH.
2. BbINoJIHUTE JIEKCUKO-TPaMMAaTUYECKUE YIIPAXKHEHUS.
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3. [IpounTaiite TEKCT, BHINUCHIBAS KIFOUEBbIE TIOHATHUS.
4. BpINosHUTE YIPA)KHEHUS K TEKCTY.

(I)opMa NnpeacraBJdeHus pe3yjabTaTa: BbIIIOJTHCHHBIC 3a/IaHUA.

Kputepuu onenku:

Ouenka «omauyno» BBHICTABISIETCS 3a 0€30IMO0YHYI0O paboTy, a TakkKe NMPH HAIMYUHM B HEl 1
HEerpyOoi OmmoOKy.

Ouenka «xopowio» BBICTABISICTCS TPU HAIMYAW B TPAKTHYECKOW pabore 1-2 3amanwmii,
BBITIOJTHEHHBIX C HE3HAUYNTEIHLHBIMH OIINOKaMH.

Ouenka «y0061emeopumesibHo» BBICTABISIETCS 32 MPAKTUIECKYIO pabOTy, B KOTOPOW JOIYIIICHBI
coJiepKaTebHbIe OMTHOKHU (OOJTBITUHCTBO MPEAYCMOTPEHHBIX pabOTOM 3amaHuii BhITIOTHEHO, 30% U3 HUX
CoJIepKaT OLINOKN).

Ouenka «Hey0061emeopumenbHo» BHICTABISETCS 32 MPAKTHUECKYIO PadOTy, KOTOpask COACPIKUT
rpyOble OIMOKH

Tema 1.1 Mos npogeccust (monydyeHue odpazoBaHusi, Npo¢eccHoHAIbHbIC HABBIKH,

JAOIMOJHHUTEC/JIbHBIC HABBIKH, INYHOCTHBIC Ka4YeCTBa, MeCTa paﬁoTbl)

IIpakTHyeckoe 3ansaTHe Ne 16
KontposbHas padoTa
IleJsb: BBISBICHHE YPOBHS YCBOCHMS JIEKCUKO-TPAMMATHYECKUX HAaBBIKOB 00yYarOIUXCS.

BbinosinuB padory, Bl Oyere yMeTh:

- TIOJIb30BAThCS M3YYEHHBIMU 0a30BBIMH T'paMMaTHUECKUMU SIBICHUSMHU; pPACHO3HABaTh 3a/ady
u/unn npobiaemMy B MpoPecCHOHATBHOM W/WIM COLUAIBHOM KOHTEKCTE; MHCaTh MPOCThIE CBS3HBIC
coobmenuss mno Teme «lIpodeccuonanbHoe o00pazoBaHHE», NEPEBOIUTH (CO CIOBApPEM) TEKCTHI
npodeccrnoHalbHOM HANPaBICHHOCTH

BbinosiHeHne NpakTHYeCKO# padoThI criocoOcTBYeT GOPMHUPOBAHUIO:

OK 01 - BeiOupats crmocoObl perieHus 3a1a4d npoGecCHOHANTBHON AESITEIbHOCTH MPUMEHHUTEIBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 09 - Ilonb3oBatbes nMpodeccuoHaATbHON JOKYMEHTAIMEH Ha TOCYyJapCTBEHHOM U MHOCTPaHHOM
SI3BIKAX.

MarepuaJjibHoe ofecniedeHue: He TpeOyeTcs

3aganue:
KonTpoabnas 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. HquHTaﬁTe TEKCT, BBIINIOJIHUTE NUCHLMEHHBII MEPEeBOa NMMEPBLIX MATH npen.ﬂomennii:

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 sKkills,
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. BpInoJIHUTE 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
c) No relevant experience

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

Ilopsinok BbINOTHEHHS PadOTHI:
BrinosnHuTe Bee 3a1aHus KOHTPOJIBHOM paboThl MUCHMEHHO.
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®opma npeacTaBiieHUs pe3yJbTaTa: BbIIIOJIHEHHbIE 3aJaHUSL.
Kpurepun onenkn:

Ouenka «omauyno» BBHICTaBIIETCS 3a 0e30mMO04HYI0 paboTy, a Takke NMpU HAIMYMKA B Hel |
HEerpyOoi OmmOKH.

Ouenka «xopowio» BBICTAaBISIETCS TPU HAIMYAW B TPAKTHYECKOW pabore 1-2 3amanwmii,
BBITIOJTHEHHBIX C HE3HAUYUTEIHHBIMHU OIINOKaAMH.

Ouenka «y0061emeopumeibHo) BBICTABISETCS 33 MPAKTUYECKYIO pabOTy, B KOTOPOH JOIMYIICHBI
coJiepKaTelbHbIe OMTMOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX pabOTOM 3aaHuil BBITIOTHEHO, 30% U3 HUX
COJIEPIKAT OLITUOKH).

Ouenka «Hey006/1emeopumenbHo» BHICTABISETCS 32 MPAKTHUECKYIO PadOTy, KOTOpask COACPIKUT
rpyOble OIIMOKH.

Tema 1.2 Jlesi0BbIE MOE3AKH
IpakTuyeckoe 3ansitue Ne 17-18

[InanupoBaHue neM0BOM MOE3KHU: BBIOOP BUA TPAHCIIOPTA, 3aKa3 OMIIeTa, 3aKa3 TOCTUHUIIBI —
BBCJACHUC JICKCHYCCKUX C€ANHUI, UX aKTHUBHU3allUs. BOHpOCI/ITeHBHBIC cioBa. Tumnsl BOITPOCUTECIIBHBIX
npemnoxenun. JII'Y

Heab: ®opMupoBaHue TEKCUYECKUX, TPAMMATHUYECKUX U (POHETUYECKHX HABBIKOB 00YyJarOIMIMXCSl.

BoinoaHus padoTy, Bbl Oy/JeTe yMeTh:

MIPUMEHSTHh U3YYEHHYIO JIEKCUKY U IPAaMMATHKY B Pa3IMUHbIX BUJIAX PEUYEBON EATEIBHOCTH, TAKHX
KaK COCTaBJIEHHE IHAJIOTOB, IHCEM, 3allOJIHEHHWE aHKET U Jp., C HCIOJIb30BAHUEM ayTEHTUYHBIX
MaTepHUajoB U pelIeHue KOMMYHUKATUBHBIX 3a7a4, CBA3aHHbIX C IUITAHUPOBAHUEM JEJTOBOM MOE3IKH.

BbinosiHeHMe NPaKTHYECKO padoThI crioco0cTBYeT GOPMHUPOBAHUIO:

OK 01 - BeiOupath crmocoObl perieHus 3a1a4d npopecCHOHATBHON AESITEIbHOCTH MPUMEHHUTEIBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 09 - Ilosp3oBaThes nMpodhecCHOHATBLHON JOKYMEHTAIIMEH Ha rOCyJapCTBEHHOM M MHOCTPAHHOM
SI3bIKAX.

MarepuajibHoe obecniedeHune: He TpeOyeTcs

3ananue:

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. IIpounTaiiTe 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 MUCbMeHHO Ha Bompoc: “What would people like to know before planning their
traveling?”
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4. IlepeBennTe HA AHTJIMICKHUI A3BIK:

XOTEJIOCh Obl 3HATh; 3aKa3biBaTh, OpaTh Owier (K\I W T.1.); MOCajaKa; MPUOBITHE; TAMOXKCHHBIC
npaBuja; OpPOHMPOBAHWE; PETUCTPUPOBATHCS, 3aMHMCHIBATHCA; OCBOOOJUTH HOMEpP B TOCTHHHIIE;
[I03BOHUTb; Pa3BIIEKAThCS; (II0)TEPSITHCSL.

5. M3yuyure naMATKY.

Bcero B aHTIMIICKOM SI3bIKE TSATH BHJIOB BONPOCOB — KA&XKIBIH M3 HUX MBI HCIIOJIB3YEM B
MMOBCEHEBHOW KU3HU:

1.06mmii Bompoc (general question or yes/no question). Mel ero HCHOJb3yeM, €CIH XOTHM
y3HaTh 00IIYI0, OCHOBHYIO HH()OPMAIIHIO:

Do you do sports? — Tel 3aHUMAEHILCS CITIOPTOM?

2. CnenmnanbHblii Bompoc (special question, or a wh—question). DTOT BOIIPOC MBI 3a7aeM,
KOTJIa HaM HY)KHO Y3HaTh OIPEeNICHHYI0, KOHKPETHYIO HH()OPMAITHIO:

What gym do you usually go to? — B kakoii 3a1 TbI Yaliie BCEro X0 IuIilb?

3. Bonpoc k momaexamemy (who/what question). 3amaeM Takoi BOIPOC, KOTJa XOTUM
y3HaTh, KTO BBITIOJHSIET JICHCTBHE:

Who is your personal trainer? — Kto TBoii nepcoHa bHbII TpeHep?

4. AnrbTepHaTUBHBIN Bonpoc (alternative question). DTOT BOMPOC MCMHOJIB3YETCsl, KOTJa BBI
npejyiaraeTe co0eceTHUKY BRIOpATh U3 IBYX albTEPHATUBHBIX BAPHAHTOB!

Do you prefer training on your own or with a PT? — TeI npennounraenis 3aHUIMATbCS caM
WIH C TIEPCOHAIBHBIM TpeHepOM?

5. PaznenuteabHbIi Bonpoc (tag question). 3agaBasi 3TOT BOMPOC, BBl XOTHTE MOATBEPAUTH
WJIA OTIPOBEPTHYTH KaKyH0—TO WH(POPMAIIHIO:

You have already signed the membership contract with your gym, haven’t you? — Thl
YK€ MONHUCAT WICHCKUH KOHTPAKT C TBOUM 3aJI0OM, HE TaK Jin?

6. OTrcopTupyiiTe BONPOCHI MO0 UX THUILY.

1. You are studying today, aren’t you?

2. Where will you stay?

3. Is it raining?

4, I am not wrong, am |?

5. Does he play the guitar?

6. Let’s watch TV, shall we?

7. Would you like tea or coffee?

8. Are you a good or a bad listener?

9. He wasn’t on sick leave, was he?

10. 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?

Ilopsinok BbINOJTHEHHS PadOTHI:

3anuIuuTe U NEPEBEAUTE HOBBIE CI0Ba Ne.
IIpounTaiite n nepeBeauTe TeKCT 3agaHue Ne2.
Beimonnute nuceMeHHO 3aaanue Ne3-4,
N3yunre namsatky 3aganue NeS.

BoinosnHuTe nucbMeHHO 3ananue Neb.

AR A

(I)opMa NpeaAcCTaBJICHUA pe3yabTaTa: BEIIIOJTHCHHBIC 3aJaHUA.
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Kpurepun onenkn:

Ouenka «omauyno» BHICTaBIIETCS 3a 0e30mMO04HYyI0 paboTy, a Takke NMpU HAIMYMKA B Hel |
HEerpyOoi ommOKH.

Ouenka «xopowio» BBICTAaBISETCS TPU HAIMYAKM B TpPAKTHYECKoW pabore 1-2 3amanwmii,
BBITIOJTHEHHBIX C HE3HAUYNTEIHLHBIMH OIINOKaMH.

Ouenka «y0061emeopumebHo) BBICTABISETCS 32 MPAKTUYECKYIO paboTy, B KOTOPOH OIYIIECHBI
coJiepKaTebHbIe OMTMOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3amaHuil BhITIOTHEHO, 30% U3 HUX
COJIEPIKAT OLITUOKH).

Ouenka «Hey006/1emeopumenbHo» BHICTABISETCS 32 MPAKTHUECKYIO PadOTy, KOTOpas COACPIKUT
rpyObIe OIITNOKH.

Tema 1.2 JlesioBbI€ MOE3AKH
IIpakTnueckoe 3ansiTue Ne 19

B roctunure, pemenue nmpo0aemM — BBEJIEHNE U aKTUBU3AINS JIGKCHYECKUX enuHuIl. [{uanoru —
paccrpochl B CUTyaIUsIX 0(PHUIIHATHHOTO B HEO(DUITMATIEHOTO OOIIEHUSI C UCTIOIB30BAHHEM
WHTEPHAIIMOHAIBHON JIEKCUKHU

Heab: ®opMupoBaHue JEKCUYECKUX, TPaMMaTHUYECKUX U (POHETUYECKUX HABBIKOB 00yJarOINXCsl.

BoinoaHuB padoTy, Bbl Oy/JeTe yMeTh:

MPUMEHATh W3YYCHHYIO JIEKCMKY W TPaMMAaTHKy B Pa3MYHBIX BHUAAX PEUYCBON NEATECITHLHOCTH,
y4acTBOBaTh B OOCYXJEHHWU MPoOJeM Ha OCHOBAaHWUU MPOYUTAHHBIX/ MPOCITYIIAHHBIX WHOS3BIYHBIX
TEKCTOB, COOJIOAasl MpaBWJia PEUEBOrO ATHUKETA; y4acTBOBAaTh B JMAJIOTaX HA 3HAKOMBIE OOIIME W
npodecCuoHaIbHBIC TEMBI.

BbinosiHeHMe NPaKTHYeCKO padoThI crioco0cTBYeT GOPMHUPOBAHUIO:
OK 04 - D¢ddexTnBHO B3aUMOICHCTBOBATh M padOTATh B KOJUIEKTHBE U KOMAH/IC;

OK 09 - Ilosnp3oBaThecs MpohecCHOHATBFHON JOKYMEHTAIIMEH Ha TOCYJapCTBEHHOM M WHOCTPAHHOM
SI3bIKAX.

MarepuajibHoe obecniedeHune: He TpeOyeTcs

3aganue:

1. IlepeBeauTe M MojeMTE CJA0BA N0 IPYNINAM COIJIACHO 32/IaHUIO.

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. IIpouuraiiTe ¥ nepeBeANTE 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 1HAJIOT, 00CYIMB MpPeACTABIEHHbIE BONPOCHI.

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?

Ilopsinok BbINOJIHEHHS PA0OTHI:

1. TlepeBeauTe HOBBIE CIOBA, pACIPEALCIHUTE IO Tpynmam 3ananue Nel.,
2. TlpouwnraiiTe 1 mepeBeNTE TEKCT 3aaanne No2.

3. Cocrasere muaior 3amague Ne3.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUs.
Kpurepun oueHku:

Ouenka «omauyno» BBHICTABISIETCS 3a 0€30IMO0YHYI0 paboTy, a TaKkKe NMPU HAIMYMKA B Hel |
HErpyOoO# OITHOKH.

Ouenka «xopowio» BBICTABISICTCS TPU HAIMYAW B TPAKTHYECKOW pabore 1-2 3amanwuii,
BBITIOJTHEHHBIX C HE3HAUUTEITbHBIMH OIIMOKAMH.

Ouenka «y0061emeopumesibHo» BBICTABISICTCS 32 MPAKTUYECKYIO pabOTy, B KOTOPOW JOIYIICHBI
coJiepkarebHble OMUOKH (OOJBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3a1aHuil BeInoIHEeHO, 30% U3 HUX
coJiepKaT OIINOKH).

Ouyenka «Hey006/1emeopumesIbHo» BHICTABISIETCA 32 MPAKTHUECKYIO padoOTy, KOTOpas COJAEPIKUT
rpyOble OIINOKH.

Tema 1.2 JlejioBble MOE3AKHU
IIpakTyeckoe 3ansaTue Ne2(.

B Ka(be H PECTOPAHE, pCHICHUC HpO6J’I€M - BBCACHUC U aKTUBU3allHA JICKCHYCCKUX CAUHMUII.
I[I/IaHOFI/I‘{eCKaH peYb 1O TEMEC

He.m;: (I)OpMI/IpOBaHI/IC JICKCUYCCKUX, TPAMMATUYCCKUX U (I)OHGTI/ILICCKI/IX HaBbIKOB 06y‘IaI-OH_II/IXC$I.

BrinosiHuB padory, Bl OyieTe yMeThb:
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- y4acTBOBaTh B OOCYXKJIEHHH NpOOJIeM Ha OCHOBAaHHMHM MPOYMUTAHHBIX/ TMPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJII0/1asl PaBUJIa pEYEBOI0 STUKETA.

Bbinosnnenune padoThl cocoo6cTBYeT (POPMHUPOBAHUIO:

OK 09 Ilonp3oBaTbcs npodeccHoHaIbHONW JOKYMEHTAMEH Ha roCyJapCTBEHHOM U WHOCTPAaHHOM
SA3BbIKax.

MartepunajbHoe obecnedeHune: He TpeOyeTcs

3ananue:

3. IIpounraiite. 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.
e Reservation — A booked table in advance.
e 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.
e Appetizer/Starter — A small dish before the main course.
e Main course— The primary dish of a meal.
e Dessert— Sweet dish at the end.
e Beverage/Drink— Any liquid refreshment (water, juice, wine).
o 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.
e Vegetarian/Vegan— No meat/animal products.
e Gluten-free— No wheat-based ingredients.
Example:
"Does this dish contain nuts? | have an allergy.”
4. Paying the Bill
e Check/Bill- The receipt of what you owe.
e Tip— Extra money for good service.
e 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. "Is 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. TIpouwmTaiiTe. 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"1s this dish spicy?" If you have allergies, say, "Does this contain nuts?"

While eating, you might need something extra:"Could | 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, "Wed 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!

S. IIpouuraiite nuanor. 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¢)

Ilopsinok BbINOJTHEHHS PadOTHI:

1. O3HaKOMBTECh C JISKCHYECKUMHE eIMHUIIaMU 10 TeMe U TekctoM At a Café and Restaurant
2. [IpounTaiite Tekcr A Visit to a Café or Restaurant
3. [IpounTaiiTe auanor, nepeBeanTe, cCocTaBbTe NoA00HBIN auainor. Dialogue in a Café
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(I)opMa NnpeacraBJCeHus pe3yjabTaTa: BbIIIOJJTHCHHBIC 3a/IaHUA.

Kpurtepuu onenku:

Ouenka «omauyno» BBHICTaBIIETCS 3a 0e30mMO04HYyI0 paboTy, a Takke NMpU HAIMYMKA B Hel |
HEerpyOoi OmHOKH.

Ouenka «xopowio» BBICTAaBISICTCS TPU HAIMYAW B TPAKTHYECKOW padore 1-2 3amanwmii,
BBITIOJTHEHHBIX C HE3HAUYNTEIHLHBIMH OIINOKaMH.

Ouenka «y0061emeopumeibHo) BBICTABISIETCSA 32 MPAKTUYECKYIO paboTy, B KOTOPOH TOIYIIEHBI
coJiepKaTebHbIe OMTMOKHU (OOJBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3amaHuil BhITIOTHEHO, 30% U3 HUX
COJIEPIKAT OLITUOKH).

Ouenka «Hey0061emeopumMenbHO» BBICTABISETCS 32 MPAKTHUECKYIO PadOTy, KOTOpasi COACPIKUT
rpyOble OINOKHI

Tema 1.2 JlesioBbI€ MOE3AKH
[MpakTuyeckoe 3ansaTue Ne2l

Bcerpeua ¢ genoBsIMU apTHEpaMHU, pelieHue NpoosieM - BBEICHNE U aKTUBU3ALUS JIEKCUUECKUX eTUHUILI.
Jwnanornyeckas peds 10 TEME

Heab: popmupoBaHue JTEKCUYECKUX, TPAMMATHYECKUX U (POHETUYECKUX HABBIKOB 00yJaIOIINXCS.

Beinosinus padory, Bbl OyaeTe yMeThb:
- y4acTBOBaTh B OOCYXJIEHMM HpOoOJEM Ha OCHOBAaHMM TPOYUTAHHBIX/ MPOCIYHIAHHBIX
MHOSA3BIYHBIX TEKCTOB, COOIIO/1asl IPAaBUJIA PEUEBOIO ATUKETA.

BbinosiHeHne padoThl cioco0CTBYET (POPMUPOBAHUIO:

OK 09 Tlonb3oBaThest MpodecCHOHATPHON JTOKYMEHTAIMEeH Ha TOCYAApPCTBEHHOM W WHOCTPAaHHOM
SI3BIKAX.

MarepuajibHoe obecniedenue: He TpeOyeTcs

3aganue:
3amanwue 1. [Ipounraiite quanor
"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 | 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: | think I'll have to look into the matter very carefully before I give you our reply.

N

N

.

N

N =

=

Kelly: I am looking forward to our next meeting.

3anganme 2. JlonucaTh HEAOCTAIONINE PETUIUKU:

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. ...

3aganue 3. BeiOpath mpaBuiIbHOE BBICKAa3bIBaHHUE U3 TUAJIOTA:
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.

3amanmue 4. HaiiTu bKBUBaJICHTHI B THAJIOTE.
Canurecs, moxanyicra.

Kak nacuer...?

Pan Bac BuneTn.

3ananue 5. BocCTaHOBUTH NMPABUIIBHBIN TOPSAOK CIOB B CICIYIOUIUX MPEIT0KEHUSIX:
Spring is coming not.

He will have to look into the matter very carefully?

We do know not the specific conditions.

3analme 6. Hammncatb BOITPOCKHI, HA KOTOPBIC MOXKHO JaTh CICAYIOIINE OTBETHI.
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 TTIAr0JI0B.

See brought, brought
Bring set, set

Think went, gone

Go thought, thought
Sit saw, seen

3anpanme 8. YorpeOuTh apTUKIH, I/I€ 3TO HEOOXO0AUMO:
...guarantee period is 6 months.

They received ...offer for the pumps.

Last week [ went to ... London.

3anaﬂne 9. IlocTaBUTH T'71ar0Jbl B HYKHOC BpCMH:
Mr. Sergeev (to work) at Gerald & Co. Mr.
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CopPwoTENOTE R

Now he (to talk) with Mr. Kelly.
They (to discuss) their problems next week.

3aganue 10. YnorpeObutb COOTBETCTBYIONIYIO (JOPMY IIaroia:
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

IMopsinok BbINOJTHEHHSI PadOThI:

1. [IpounTaiiTe tHayor, nepeBeanTe.
2. JlomucaTh HEAOCTAIOIINE PETUTMKY B TUAJIOT.
3. BI)IHOJ'IHI/ITI) J'IeKCI/IKO-FpaMMaTI/IquKI/Ie 3aaHUA.

dopMa npeacTaBIeHUs pe3yabTaTa: BHIIOJIHEHHBIC 3a/1aHMS.

Kpurepum oueHku:

Ouyenka «omauyno» BbHICTaBIsETCS 3a 0e301IMO0YHYI0 pabOTy, a TakXke MpU HAIUYUU B Heil 1

HErpyOoi OITHOKH.

Ouenka «xopouio» BBICTaBISIETCd TNpU HAIWYUM B TpakTUdecko paborte 1-2 3amanwii,

BBIITOJTHEHHEIX C HE3HAYUTEILHBIMU OITHOKAMH.

Ouenka «y0oenemeopumenbHoy» BHICTABISETCS 32 MPAKTUUYECKYI0 paboOTy, B KOTOPOW JOMYILIEHbI
coJiepkaTebHble OIUOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3aaanuii BbinosiHeHo, 30% 13 HUX

coJiepKaT OIINOKH).

OueHKa «Heydoeﬂemeopumeﬂbno» BBICTABJIAICTCA 3a IMPAKTHYCCKYIO pa60Ty, KOoTOpass COACPKUT

rpyObIe OITUOKH

Tema 1.2 JlejioBble MOE3AKHU
IIpakTHyeckoe 3anaTHE No22

CuryaunoHHas 3agada

Heab: @opmupoBaHue yMEHHH paclio3HaBaTh 3a/Jady W/HWIK MpobdiemMy B MpodeccrnoHaIbHOM
W/UIM COLIMATbHOM KOHTEKCTE; BBISBIATH M d(PPEKTUBHO HUCKaTh WHGOPMAIMIO, HEOOXOTUMYIO s

peUICHUA 3aa9u W/AIH HpO6J’IeMH 10 TEMC.

BeinosiHuB padory, Bbl OyeTe ymMeTh:

- HOJIB30BATHCA U3YYCHHBIMU 0a30BBIMH T'paMMaTUYCCKUMU ABJICHUSIMU,

Brinosinenune padorsl cnocod6cTBYeT GOPMUPOBAHUIO:

OK 01 BriGupaTh crocoObl pemeHus 3a1au npohecCHOHAIBHON JAEATeNbHOCTH MPUMEHHUTEIBHO K

Pa3JIMIHBIM KOHTCKCTaM
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OK 09 Ilonp3oBaTbes npodecCHoHATFHON TOKYMEHTAlUel Ha rocylapCTBEHHOM M WHOCTPaHHOM
A3BIKAX.
MarepunajbHoe ofecniedeHne: He TpeOyeTcs

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
o 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.
e 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
e 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.

Iopsinok BbINOJIHEHHSI PAa0OTHI:
1. TIpouwnTaiiTe CUTYallMOHHYIO 3a/1a4y, BBIPA3UTE CBOC MHEHHE I10 HEH.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUs.

Kpurepun oueHku:

Ouenka «omauyHo» BHICTABISIETCS 3a 0€30IIMO0YHYIO paboTy, a TakkKe NMPH HAIWYHH B HEel 1
HErpyOO# OITHOKH.

Ouenka «xopowio» BBICTABISICTCS TPU HAIMYAW B TPAKTHYECKOW pabore 1-2 3amanwmii,
BBITIOJTHEHHBIX C HE3HAUUTEIHLHBIMH OIIMOKAMH.

Ouenka «y0061emeopumesibHo» BBICTABISIETCS 332 MIPAKTUYCCKYIO pabOTy, B KOTOPOH JOMYIIEHBI
coJiepKaTenbHble OIUOKH (OOJBIIMHCTBO MPEAYCMOTPEHHBIX pab0oTO 3aaanuii BeinosHeHo, 30% U3 HUX
coJiepKaT OLINOKH).

Ouyenka «Hey006/1emeopumesIbHo» BHICTABISIETCA 32 MPAKTHUECKYIO padoOTy, KOTOpas COJAEPIKUT
rpyObie OTMOKH

Tema 1.3
IIpodeccuonanbuas orpaciib (MCTOPUS PAa3BUTHS, POJIb B IKOHOMHKE CTPAHDI,
COBpPEeMEHHOEe COCTOsIHHE, I0CTHKEHH ST OTPACJIN)

IIpakTnyeckoe 3ansarue Ne23

I/ICTOpI/ISI BO3HUKHOBCHUSA U pa3BUTUSA OTPACIIN ((KOMMepI_[I/IH N OCYHICCTBJICHUC HHTCPHCT-MAPKCTUHT A».
Beenenue u akTUBH3aLUS JISKCUYECKHUX €IUHUII
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Heas: hopmMupoBaHUE IEKCUYECKUX, TPAMMATUYECKUX U (POHETUYECKUX HABBIKOB O0YJarOIIUXCS.

BoinosiHuB padory, Bbl OyieTe yMeThb:

- YUTATh AyTEHTUYHBIC TEKCTHI MPO(ECCHOHAIBLHON HAIPABICHHOCTH, HCIOIb3ys OCHOBHBIC BUIBI
4yTeHHs (03HAKOMUTEIBHOE, N3ydaroliee, IOUCKOBOE/ IPOCMOTPOBOE) B 3aBUCHUMOCTU OT HOCTABJIECHHOMN
KOMMYHHUKAaTUBHOU 3a/1a41

BroinosiHenne padoTel ciocodcTBYET (hOopMHUPOBAHHIO:

OK 01 Brsi6upats criocoOb! penieHus 3aaa4 npo(ecCHoHaIbHON IesITeIbHOCTH IPUMEHUTEEHO
K Pa3JINYHBIM KOHTEKCTAM;

OK 02 MHcnonb3oBaThb COBPEMEHHBIE CpEICTBAa IIOMCKA, aHalIM3a W HMHTEpPIpETaluu
nHbopManuy, W WH(POPMAIMOHHBIE TEXHOJIOTHU Ui BBINIOJHEHUS 3a/1a4 NPOQeCcCHOHATBHOM
NS TeILHOCTH;

OK 09 TTonmp30BaThCst MpohecCHOHATFHOM TOKYMEHTANNEH Ha TOCY/IapCTBEHHOM U MHOCTPAaHHOM
SI3BIKAX

3ananmue:
1) Ipouumams 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. O3HaKOMBTECHh C OCHOBHBIMH JICKCHYECKUMH EIMHHUIIAMHU:
1. Commerce— Kommepiius
2. Internet marketing— MuTepHeT-MapkeTHHT
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3. Digital economy- Iludposas sxoHOMHUKA
4. E-commerce— DiekTpoHHasi KOMMEpPIHUs
5. Internet— MutepHeT
6. Online retail- Onnaiin-pureiin
7. Digital commerce— L{udposas Toprosis
8. Email campaigns— Email-kamnanuu
9. Banner ads— bannepHas pekiama
10. Dot-com boom- JIotkomM-0ym (paciBeT HHTEPHET-KOMITaHHI )
11. Online advertising— MuTepHeT-pekiama
12. B2B commerce— B2B-kommepius (OusHec st Ou3Heca)
13. Targeted advertising— TapretupoBanHas pekiiama
14. Online payments— OHJIaliH-ITaTeKU
15. Social media— CornuanbHbie ceTH
16. Digital marketing channels— Kanansr iiudpoBoro MmapkeTutra
17. SEO (Search Engine Optimization)— [TouckoBasi onTHMH3AIHSI
18. Content marketing— KonTeHT-MapkeTHHT
19. Organic traffic— Oprannveckuii Tpaduk
20. Mobile commerce (m-commerce)— MoOwuiibHast KOMMepLUs
21. Social commerce— CoruanbHast KOMMEPITHS
22. Al-driven marketing— Mapketunr Ha ocHoBe U
23. Personalization— Iepconanu3anus
24. Big data analytics— AHanu3 GOJBIINX JaHHBIX
25. Customer engagement— BoBjieueHHOCTh KITHEHTOB
26. Voice commerce— "osiocoBasi KOMMEPITHSI
27. Blockchain-based payments— ITiarexxu Ha ocHOBe OIOKUCHHA
28. Cryptocurrencies— KpuntoBaaroTsl
29. NFTs (Non-Fungible Tokens)— HOT (HeB3aumo3amMeHsIEMbIC TOKCHBI)
30. Omnichannel strategies— OMHUKaHaIbHBIE CTPATETHH
31. Metaverse commerce— KomMmepiius B METaBCEICHHOM
32. Augmented reality (AR) shopping— ITokynku ¢ JOMOJHEHHON peaqbHOCTHIO
33. Sustainable digital business models — YcroiiunBbie uppoBsie OH3HEC-MOICTH
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
c) Amazon
d) Alibaba
3. What was the key innovation introduced by Google in 2000 that revolutionized digital advertising?
a) Google Search
b) Google AdWords
c) 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

IMopsinok BbINOJIHEHHSI PAa0OTHI:

1. [IpounTaTh U IEPEBECTU TEKCT.
2. [IpounTaTh HOBBIE CJIOBA U BBIPAKEHUS
3. BoinosiHuTh TECT.

(I)opMa NMpeacTaBJdCHus pe3yjabTaTa: BhIIIOJTHCHHBIC 3a/IaHUA.

Kpurepum oueHku:

OueHKa «omJjiu4Ho» BBICTABJIACTCA 3a 6630HII/I60‘1HYIO pa60Ty, a TaKXXC IIPpH HaJIM4YHUU B Her 1

Herpy0oil ommoKu.

Ouyenka «xopouio» BBICTaBISIETCA TNpU HAIMYUM B TpakTudecko padore 1-2 3amanwii,

BBIITOJIHEHHBIX C HE3HAYUTEILHBIMU OIIMOKAMH.

Ouenka «y0061emeopumenbHo) BHICTABISCTCA 32 IPAKTUYECKYIO pabOTy, B KOTOPOH JOIYIIECHBI
coJiepKaTenbHble OMNOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3a1aHuil BeINOIHEHO, 30% 13 HUX

COJIep>KaT OLITUOKH).

Ol(eHKa «Hey003ﬂem30pumeﬂbno» BBICTABJIAICTCA 3a IMPAKTHYCCKYIO pa60Ty, KOTOpasa COACPIKUT

rpyOble OIIMOKH

Tema 1.3
IIpodeccuonanbuas orpaciib (MCTOPUS PA3BUTHS, POJIb B IKOHOMHUKE CTPAHBDI,
COBpPEMEHHOE COCTOSIHHE, IOCTHKEHHST OTPACJIN)
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IIpakTnueckoe 3ansaTue Ne24
Past Simple u rpymnna Bpemen Perfect — Boimonnenue JII'Y

Hean: opMupoBaHUe JTEKCHYECKHX, TPAMMATHUECKUX M (POHETHUECKUX HABBIKOB 00YUAIOIHXCS.

BeinosiHuB padory, Bbl OyieTe yMeTh:

M0JIb30BaThCsl M3YYCHHBIMU 0a30BBIMH I'pDaMMaTHYCCKUMH siBICHHsMHU 10 Teme «Past Simple u
rpymnmna BpemeH Perfecty.

BbinosHenue NpakTu4yeckoii padoTbl cnocodcTByeT GopMHPOBAHUIO:

OK 01 BriGupaTs criocoObl pemeHus 3a1a4 npohecCHOHAIBHON JeATEeIbHOCTH MPUMEHHUTEIBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 02 Mcnonp3oBaTh COBPEMEHHBIE CPEICTBA MIOUCKA, aHAJIM3a U MHTEpIpEeTaluu UHPOpMaluK 1
WH(GOPMAIMOHHBIE TEXHOJIOTUH JUTS BBITIOTHEHUS 3a/1a9 TPO(ECCHOHATTLHON 1A TETLHOCTH;

MarepuasibHoe obecniedeHune: He TpeOyeTcs.

3amanue:

Present Perfect
¢ [IpaBHibHBIE I71arobl
V+ed
¢ HenpaBuiabHBIC I71aroibl
Ta0aH1a HenPasHITBHAIX 71210108
¢ BerioMorarenbHsli 171arosl
Have - cI, we, you, they

Past Simple
¢ [IpaBii1bHBIC I71ar0Ibl
V+ed
¢ HenpaBHIbHBIC r71arosl
TabaHua HenpaBHIbHBIX [71ar0710B

¢ BenoMorarenbHslil raaron
To do B popme npomeaniero

OO0pa3svercs

BpemerH — did Has - che,she,it
(HCTIOTB3yeTCA B OTPHUATEABHBIX H| (HCMOAB3YeTCs BO BCEX BHIAX
BONIPOCHTEIBHBIX MPELTOKEHHAX) | [1pe 110K eHHI)
Ynorpebasercs Ans BhIPDAKeHHA Aeiicreug, | Jlus BBIPAKeHHA neHcTBHA,

KOTOpOe MPOH3OMIIO B MPOMITIOM H
MPONOKeHHA He mHMeeT ((dakT
MPONLTOro)

KOTOpO€ MPOH30HITO B TMPOLITIOM,
HO ero pes3yiasTaTt BHICH ceigac.

ICAOBA-TIOKAZATEIH

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 (launch) 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.

IMopsiok BbINOJHEHHS PA0OTHI:
1. O3HaKOMUTBHCA C TPAMMATHYECKUMU TTPaBUIIaMHU.
2. BrinonHuTh yrpaxxHeHusl.

dopma npeacTaBiieHUs: pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUs.

Kputepun onenku:

Ouenka «omauyno» BHICTaBIsETCS 3a 0e301IMO0YHYI0 paldOTy, a TaKKe MPH HATIU4YMM B Hel 1
HerpyOoil ommoOKH.

Ouenka «xopowio» BBICTABISIETCS TP HAIMYAW B TIPaKTHUECKoW padore 1-2 3amaHmii,
BBITIOJTHEHHBIX C HE3HAYNUTETHLHBIMH OITHOKAMH.

Ouenka «y0oenemeopumenbHoy» BHICTABISIETCS 33 MPAKTUYECKYI0 paboOTy, B KOTOPOW JOMYIIEHbI
coJIepXKaTeNbHbIE OMTMOKH (OOJTBITMHCTBO MPEAYCMOTPEHHBIX Pab0TOM 3amanuii BIOTHEHO, 30% U3 HUX
COJIepKaT OITNOKN).

Ouenka «Hey0061emeopumeIbHo» BHICTABISIETCA 32 MPAKTHUECKYIO padoOTy, KOTOpas COJAEPKUT
rpyObI€ OITUOKH

Tema 1.3
IIpodeccuonanbHasi oTpacb (MCTOPUSA PA3BUTHS, POJIb B IKOHOMHKE CTPAHbDI,
COBpPEeMEHHOEe COCTOsIHHE, I0CTHKeHHU S OTPACIIN)

IIpakTuyeckoe 3ansitue Ne25

CoBpEeMEHHOE COCTOSIHHE OTPACIH TOPTOBITH
B UenstOuHckoii o0Onactu. BBenenue n akTuBU3aIus JIEKCUUECKUX eqrHUL. PadoTa ¢ TekcTOM

Heﬂb: CDOpMI/IpOBaHI/Ie JEKCUYECCKUX, I'paMMaTUYCCKUX U (bOHeTI/ILIeCKI/IX HAaBBIKOB 06yqalonmxc>1.

Brinosinus padoty, Bbl Oyaere yMeThb:

- YUTaTh AyTEHTUYHbIE TEKCThl NMPO(ECCUOHAILHONW HANpPaBICHHOCTH, MCIOJb3ys OCHOBHBIE BUIbI
yTeHus (03HAKOMUTEIbHOE, U3ydarollee, IOMCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT HOCTaBJICHHOMN
KOMMYHHUKaTUBHOH 3a/1auu

BrinosiHeHne MpaKkTHYeCKOil padoThl CIOCOOCTBYET (POPMHPOBAHHIO:

OK 01 BriGupaTh criocoObl pemeHus 3a1ad npohecCHOHaIbHON JeITeNbHOCTH MPUMEHHUTEIBHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonb30BaTh COBpEMEHHBIE CPEJICTBA MTOUCKA, aHAIN3a U WHTepIpeTaluy HHGpopMauu u
MH(pOpPMAaIMOHHbIE TEXHOJIOTUH JUIS BBIMOJIHEHH 3a/1a4 PO (EeCCHOHATIBLHOMN 1€ TeNbHOCTH;

OK 09 TTonp3oBathcst mpodecCHOHATBHOM TOKYMEHTalKel Ha FOCY1apCTBEHHOM U MHOCTPAaHHOM

A3BIKaX

MarepunaiabHoe obecnedeHne: He TpeOyeTcs.
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3amanmue:
1) Ilepesoo mexcma:
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.

BITTIOJIHUTD yr[pa)KHeHI/I}I:
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.

W

RBoOoo~NooG~LONE

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

1) 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:

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

agrwNpE

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

IMopsinok BbINOJIHEHHSI PAa0OTHI:
1. [IpouuTaTh TeKCT. BBINOIHUTH IEpEBO/I.
2. BbInoHUTE yIpasKHEHUSI.

(I)opMa NpeacTaBJdCHUs pe3yjabTaTra: BhIIIOJTHCHHBIC 3a1aHUA.

Kpurepum oueHku:

Ouenka «omauyno» BBHICTaBIIETCS 3a 0€30MMO0YHYI0 paboTy, a Takke NMPU HAIMYUU B Hel |
Herpy0oil ommoKu.

Ouenka «xopowio» BBICTABISETCS MPU HAIMYMKM B TpakTHUecKol pabore 1-2 3amanwmii,
BBITMIOJTHEHHBIX ¢ HE3HAUUTEIbHBIMH OIINOKaMH.

Ouenka «y0061emeopumenbHo) BHICTABISETCA 32 MPAKTUYECKYIO paboOTy, B KOTOPOH JOIMYIIEHBI
coJiepKaTebHble OMNOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3a1aHuil BeIONHEHO, 30% 13 HUX
coJiepKat OLINOKH).

Ouenka «Hey0061emeopumenbHo» BHICTABISETCS 32 MPAKTHYECKYI0 paboTy, KOTOpasi COAEPIKUT
rpyOble OIIMOKH
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Tema 1.3
IIpodeccuonanbHas oTpacib (MCTOPUS PA3BUTHS, POJIb B IKOHOMHUKE CTPAHBDI,
COBpPEMEHHOE COCTOSIHHE, IOCTHKEHHST OTPACIIN)

IIpakTnueckoe 3ansitue Ne26

PasButre n noctrkeHus BeQynux NpeanpyusaTHI TOProBiau ropoga Maranroropcka. Beenenue u
AKTUBU3ALMS JIGKCUYECKUX eUHMLL. PaboTa ¢ TeKCTOM.

Heab: ®opMupoBaHue JEKCUYECKUX, TPAMMaTHYECKUX U (DOHETUUECKUX HABBIKOB 00YYarOIIHXCS.

BoinosiHuB padory, Bbl OyieTe yMeThb:

- YUTAaTh ayTeHTUYHBIE TEKCTHI MPO(ECCHOHAILHOW HAPABICHHOCTH, HCIOIb3ys OCHOBHBIC BUIBI
yTeHUs1 (03HAKOMUTENIbHOE, U3ydarolee, MOMCKOBOe/ TIPOCMOTPOBOE) B 3aBUCUMOCTH OT TOCTABJICHHOU
KOMMYHHUKATHBHOH 3a/1a41

BoinosiHeHue npakTu4eckoii padoTsl cnocoocTByeT (OPMUPOBAHUIO:

OK 01 Bsi6upats crioco0bl pelieHust 3ajad npodeccuoHalbHON eATeIbHOCTH TPUMEHUTENBHO K
Pa3IMYHbIM KOHTEKCTaM;

OK 02 Mcnonbs3oBaTh COBPEMEHHBIE CPEICTBA MIOUCKA, aHAJIM3a U UHTEPIpEeTaluu HHPOpMaK 1
nH(}OpPMAaLMOHHBIE TEXHOJIOTUHU JJIs1 BBITIOJTHEHUS 3a/1a4 PO (GECCHOHANBHON AEITEIbHOCTH;

OK 09 TTonmp30BaThCst Mo heCcCHOHATTFHOM TOKYMEHTAIMEH Ha TOCYIapCTBEHHOM U MHOCTPAaHHOM

A3bIKAX

MarepuaJjibHoe obecneyeHue: He TpeOyeTcs.
3ananue:
1) Ilepe6oo mekcma:
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 ""FO:xuwbrii™ (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) Hanucampv 3cce npo 00HO u3 npeonpusmuii mopoeiu Hauezo 2opood

IMopsiaok BbINOJIHEHHS PA0OTHI:
1. TIpouuTaTh TeKCT. BBITOTHUTH IEPEBO/I.
2. Hamucars acce.

dopMa npeacTaBIeHUs pe3yabTaTa: BHITIOJIHEHHBIC 3a/1aHMS.

Kpurtepun ounenku:

Ouyenka «omauyHno» BbHICTaBIsETCS 3a 0e30MIMO0YHYI0 padOTy, a TaKKe MPH HATUYUKU B Hel 1
HErpyOoil OITHOKH.

Ouenka «xopouio» BBICTABISIETCd TpU HAIWYUM B TpakTUdecko paborte 1-2 3amanwii,
BBITIOJIHEHHBIX C HE3HAUUTENIbHBIMU OIIMOKAMH.

Ouenka «y0oenemeopumenbHoy» BHICTABISIETCS 32 MPAKTUUYECKYI0 paboOTy, B KOTOPOU JOMYILIEHbI
coJiepkaTebHble OIIUOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3aaHuii BeINoNIHEHO, 30% U3 HUX
coJiepKaT OIINOKH).

Ouyenka «Hey006/1emeopumeIbHo» BHICTABISIETCA 32 MPAKTHUECKYIO padoOTy, KOTOpas COJACPKUT
rpyObIe OITUOKH

Tema 1.3
IIpodeccuonanbHasi oTpacb (MCTOPUSA PA3BUTHSA, POJib B IKOHOMHKE CTPAHbI,
COBpEeMEHHOEe COCTOsIHHE, I0CTHKEHHUS] OTPACJIN)
IIpakTHyeckoe 3ansitue Ne 27-28

BBeaeHue u akTUBU3ALMS IEKCUUYSCKUX SIMHMII, OKOHOMHKA K OCHOBBI aHAJIN3a (I)I/IHaHCOBO'
X031 CTBEHHOM NEATEeIHHOCTH TOpI‘OBOﬁ OpraHu3anuvu. PabGoTa ¢ TekcToM

He.m;: q)OpMI/IpOBaHI/Ie JICKCUYCCKUX, TPAMMATUYCCKUX U q)OHeTI/I‘leCKI/IX HaBBIKOB o6yqafoumxc;1.

Beinosinue padory, Bl OyieTe yMeThb:

- YUTaTh ayTeHTUYHbIE TEKCThl NMPO(ECCHOHAILHOW HANpPaBICHHOCTH, MCIOJb3ys OCHOBHBIE BUIbI
4yTeHus (03HAKOMUTEIbHOE, U3ydarollee, MOMCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTaBJICHHOMN
KOMMYHHMKaTUBHOM 3a/1a4u

BrinosiHeHne npakTu4Yeckoi padoTsl cnocodcTByeT (OPMUPOBAHNUIO:
IIK 1.1. I[IpoBoauTth cOop U aHAIN3 HHPOPMAITUH O TOTPEOHOCTIX CYyOBEKTOB PhIHKA HA TOBAPHI
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U YCIIyTH, B TOM YHUCIIE C UCTIOJIb30BaHNEM HU(POBBIX U HHPOPMALIMOHHBIX TEXHOJIOTUH.
OK 09 TTonp3oBathCst MpoecCHOHATBHOM TOKYMEHTAIMEH Ha TOCYIapCTBEHHOM U HMHOCTPAaHHOM
A3bIKaX

MarepuajibHOe o0ecniedeHue: He TpeOyeTcs.
3ananmue:
5. Ilepe6oo mexcma:

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. Bovinoanums ynpasicnenusn:

1. Haiimu coomeéemcmeust.
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

NG~ WNE
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2. 3anoJIHUTH MPOIYCKHU CIIOBaMHU

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

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

3. "Astore with high sells its stock quickly."

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

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

3. [lepeBecTr BbIpaKEHUSI:
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. Hanuimure BEpHO/HEBEPHO BBICKA3bIBAHUE:
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. BoibepuTe npaBuiIbHBINA BapHaHT 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)
¢) 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
c) 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:
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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

Iopsinok BbINMOJIHEHHSI PA0OTHI:

1. [IpounTtars TeKCT. BHINOJIHUTH IEPEBO/I.
2. BoInoHUTE ynpasKHEHUSI.
3. Brimonnau Tecr.

(I)opMa NMpeacTaBJCHUs pe3yjabTaTa: BhIIIOJTHCHHBIC 3a/IaHUA.

Kpurepun oueHku:

Ouenka «omauyno» BHICTaBISIETCS 3a 0€30IMO0YHYI0 paboTy, a TaKkKe NMPU HAIMYMKA B Hel |
HErpyOO# OITHOKH.

Ouenka «xopowio» BBICTABISICTCS TPU HAIMYAW B TPAKTHYECKOW pabore 1-2 3amanwuii,
BBITIOJTHEHHBIX C HE3HAYUTEIBLHBIMHU OIIMOKAMH.

Ouyenka «y0oenemeopumenbHoy BHICTABISIETCA 3a MPAKTUYECKYIO paboOTy, B KOTOPOM TOMYIIEHBI
coJiepKaTenbHble OIUOKH (OOJBIIMHCTBO MPEAYCMOTPEHHBIX pab0oTO 3aaanuii BoinoHeHo, 30% U3 HUX
coJiepKaT OLINOKH).

Ouyenka «Hey006/1emeopumebHO» BHICTABISIETCA 32 MPAKTHUECKYIO padoOTy, KOTOpas COJAEPKUT
rpyObie OTMOKN

Tema 1.3
IIpodeccuonanbuas orpaciib (MCTOPUS PAa3BUTHS, POJIb B IKOHOMHUKE CTPAHDI,
COBpPEeMEHHOEe COCTOsIHHE, I0CTHKEHHSI OTPACJIN)

IIpakTuuyeckoe 3ansaTue Ne29-30

Beenenue n akTUBU3aIUS IEKCUUECKUX €IUHHUI] HpI/IK.IIaILHBIe KOMITILIOTCPHBIC TPOTPAMMBI B
HpO(I)CCCPIOHEU'ILHOfI JIesTeabHOCTU. UTeHue u pa60Ta C TCKCTOM
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Heab: @opMupoBaHUE YMEHHH MOJIb30BATHCS M3YYEHHBIMU 0a30BBIMH I'PAMMATHUECKUMH SIBICHUSMH;
OTpeneNiaTh HEOOXOAWMBIE pECYpChl; NPHUMEHATh COBPEMEHHYIO HAy4YHYIO MpO(ecCHOHAIbHYIO
TEPMUHOJIOTHIO; CTPYKTYpHUpPOBaTh MOJy4aeMyl0 HH(POPMALHMIO; BBIIEIATH Hambojiee 3HAYMMOE B
nepeuHe nHGopMaIm.

BeinosiHuB padory, Bbl OyieTe yMeThb:

- YUTAaTh AyTeHTUYHBIE TEKCTHI MPO(ECCHOHAIBLHOW HAIPABICHHOCTH, HCIOIb3ys OCHOBHBIC BUIBI
9yTeHUs (03HAKOMUTEIBHOE, H3YydJaloliee, MOMCKOBOE/ IIPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTAaBICHHOMN
KOMMYHUKAaTUBHOM 3aJ1a4H.

BrinoJsiHeHHe MpakTHYecKoil padoThl cl1OCOOCTBYeT (POPMHPOBAHMIO:

[IK 1.1. IIpoBoauTs cO6Op U aHaIH3 HHPOPMALIUH O TIOTPEOHOCTSIX CYOBEKTOB PBIHKA HA TOBAPEI
U YCIYTH, B TOM YHCJIE C UCIIOJIb30BAHUEM IIU(PPOBBIX U HHPOPMAITUOHHBIX TEXHOJIOTHUH.

OK 09 TTonmp30BaThCst MpohecCHOHATTFHOM TOKYMEHTAIMEH Ha TOCY/IapCTBEHHOM U MHOCTPAaHHOM

sI3BIKaX

MarepuaiibHoe obecniedeHune: He TpeOyeTcs.

3ananmue:
1.IlpounTats, NepeBeCcTH 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. Bonpockl 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. BBITIOJTHUTE 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 BbINOTHEHUS Pa0OTHI:

1. [IpounTtars TeKCT. BRIMOJIHUTE IEPEBO/I.
2. BBINOJHUTE yripas)kHEHUS.
3. Brmmoanu tecr.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUS.

Kpurepum oueHku:

Ouenka «omauyno» BBHICTABISIETCS 3a 0€30IMO0YHYI0 paboTy, a TaKkKe NMPU HAIMYMKA B Hel |
HErpyOoi OITHOKH.

Ouenka «xopowio» BBICTABISICTCS TPU HAIMYAW B TpPAKTHYECKOW pabore 1-2 3amaHwmii,
BBITIOJTHEHHBIX C HE3HAYUTEITHbHBIMH OIIUOKAMH.

Ouenka «y0061emeopumesibHO» BBICTABISICTCS 32 MPAKTUYECKYIO pabOTy, B KOTOPOU JOIYIICHBI
coJiepkarebHble OIIMOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX paboTOM 3aaHuil BeINOIHEHO, 30% U3 HUX
coJiepXKaT OIIUOKH).

Ouyenka «Hey006/1emeopumeIbHo» BHICTABISICTCA 32 MPAKTHUECKYIO padoOTy, KOTOpas COIAEPKUT
rpyObie OTMOKH

Tema 1.3
IIpodeccnonaabHas oTpacib (HCTOPHA Pa3BUTHSA, POJIb B IKOHOMHKE CTPAHBDI,
COBpPEMEHHOE COCTOSTHHE, IOCTHKEHHST OTPACJIN)

IIpakTnueckoe 3ansaTue Ne31
KonTponsHas paborta

Hean: PopMupoBaHue yMEHHH M0JIb30BAaThCSI U3YYEHHBIMU 0a30BBIMHU IPAMMATHUECKUMHU SIBICHUSMH;
onpeneNniaTh HEOOXOAWMBIE pEeCypChl; INMPHUMEHATh COBPEMEHHYIO HAay4HYI0 Hpo¢ecCHOHAIBHYIO
TEPMUHOJIOTHIO; CTPYKTYpUPOBaTh MOJy4aeMyl0 HH(POPMALMIO; BBIIEIATH Hambojiee 3HAYUMOE B
nepevyHe HHopMaum.
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BeinosiHuB padory, Bbl OyieTe yMeThb:
- YUTATh AyTEHTUYHBIC TEKCTHI MPO(ECCHOHAIBHON HAIPABICHHOCTH, HCIOIb3ys OCHOBHBIC BUIBI

4yTeHHUs (03HAKOMUTEIbHOE, U3ydaroliee, IOUCKOBOE/ IPOCMOTPOBOE) B 3aBUCMMOCTH OT IIOCTABJIEHHOMN
KOMMYHUKAaTUBHOU 33/1a41

BoinosiHeHne npakTH4Yeckoi padoTsl cnocoocTByeT (POPMUPOBAHNIO:

IIK 1.1. IIpoBoauTk cO6Op U aHaIH3 HHPOPMAILIUH O TIOTPEOHOCTSIX CYOBEKTOB PBIHKA HA TOBAPEI

Y YCIIyTH, B TOM YHUCIIE C UCTIOJIb30BaHNEM HU(PPOBBIX ¥ HHOOPMAIIHOHHBIX TEXHOJIOT HA.

OK 01 Beibupats crioco0bl pemieHus 3a1a4 mpoPecCHOHATBHON AeITeIbHOCTH IPUMEHUTEIBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonb30BaTh COBPEMEHHBIE CPEJICTBA IIOUCKA, aHAJIW3Aa U MHTEPIIPETAllUY UH(DOpMaLUK U
WH(GOPMAIMOHHBIE TEXHOJIOTUH IS BBITTOJIHEHUS 3a/1a9 TPO(HECCHOHATBHON AeATeTbHOCTH;

OK 09 TTonmp30BaThCst MpohecCHOHATTFHOM TOKYMEHTAIMEH Ha TOCYIapCTBEHHOM U HHOCTPAaHHOM
SI3BIKAX

MarepuasibHoe obecniedeHune: He TpeOyeTcs.

3amanue:

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

¢) 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

¢) 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

c) 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

¢) 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)

IMopsinok BbINOJIHEHHSI PA0OTHI:

1.
2.

BrImoaHuTs TecT
PemnTs keiic-3amauy

(I)opMa NMpeacTaBJdCHus pe3yjabTaTa: BbIIIOJTHCHHBIC 3a/IaHUA.

Kpurepum oueHku:

Ouenka «omauuno» BBHICTABISIETCS 32 0€30IIMO0UHYI0 paboTy, a TakXkKe NpPU HAJIM4YMU B HEH 1
Herpy0oil omoKu.

Ouenka «xopouio» BBICTaBIAETCS IpPU HAIMYUM B TNpaKkTU4eckoil pabore 1-2 3apmaHuii,
BBINOJTHEHHBIX ¢ HE3HAYNTEIbHBIMU OIINOKAMHU.

Ouenka «y0oen1emeopumenbHo» BHICTABIIAETCS 3a MPAKTHUECKYIO pabOTy, B KOTOPOW TOMYIIEHBI
coJiepKaTenbHble OMHUOKHU (OOJIBIIMHCTBO MPEYCMOTPEHHBIX pabOTON 3aJaHNi BbINOIHEHO, 30%
U3 HUXCOJIEpKaT OIINOKH).

Ouenka «neyooenemeopumenbHoy» BbICTABISAETCA 3a MPAKTUYECKYIO PabOTy, KOTOpPask COIAECPKUT
rpyOble OIIUOKH

Tema 1.4 Be3onacHocTh MPOU3BOACTBA
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(3KoJI0rMYecKue NpodJIeMbl OTPAC/IH, IIYTH X PeLIeHHs )
IIpakTnueckoe 3ansaTue Ne32
BBenenue nexcuyeckux eAUHMUIL 110 TEME, UX akThBU3anus. Padora ¢ TekctoM «be3onacHOCTh TOProBIN»

Heas: hopmMupoBaHUe JIEKCHIECKUX, TPAMMATHIECKUX U (POHETUIECKUX HABBIKOB 00YUYaIOINXCH.

BeinosiHuB padory, Bbl OyieTe ymeThb:

- YUTATh AyTeHTUYHBIE TEKCTHI MPO(ECCHOHAILHOW HAIPABICHHOCTH, HCIOIb3ys OCHOBHBIC BUIBI
4yTeHHs (03HAKOMMTEIBHOE, N3ydarollee, NOUCKOBOE/ IPOCMOTPOBOE) B 3aBUCHMOCTH OT ITOCTaBJICHHOM
KOMMYHHMKATUBHOM 3a/1a4uu

BreinoJsiHeHne npakTHYecKkoii paéoTbl cocoOCTBYeT (POPMHUPOBAHUIO:

IIK 1.1. [IpoBoauTts cOop M aHAIN3 UHPOPMAIIUH O TOTPEOHOCTIX CyOBEKTOB PbIHKA HA TOBAPHI
U YCIYTH, B TOM YHCJIE C UCIOJIb30BaHUEM IIU(PPOBBIX U MHPOPMAIIMOHHBIX TEXHOJIOTUH.

OK 01 Bri6upath crmocoOb! penieHus 3aaad npo(ecCHoHaANBHON NesITeTbHOCTH PUMEHUTEEHO
K pa3jIM4HbIM KOHTEKCTaM;

OK 02 MHcnonb3oBaThb COBpPEMEHHBIE CpEJICTBA IIOMCKA, AaHAJIU3a M HWHTEpPIpETalUU
nHpopMaud W MHPOPMAIMOHHBIE TEXHOJOTUHM JJs BBINOJIHEHUS 3a/1ad MpoQecCHOHATbHOM
NesITebHOCTH;

OK 09 TTonp3oBaThCs MPoecCHOHATHFHOM TOKYMEHTAINEH Ha TOCYIapCTBEHHOM U HHOCTPAaHHOM

A3BIKaX

MarepuajbHoe obecneueHue: He TpeOyeTcs.
3ananmue:

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. Ilepesecmu cnoea npu nomowsu cnoeaps:

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

e Services

e Licenses

o Intellectual property (IP)

o Transactions

e Online exchanges

o Digital marketplace

e Fraud

o Data breaches

o Cyber threats

e Unauthorized access

o Data theft

e Manipulation

e Single points of failure

e Blockchain technology

e Transparency

e Immutability

e Smart contracts

e Automation

e Encryption

e Multi-factor authentication (MFA)
o Biometric verification

e Decentralized platforms

e Firewalls

« Intrusion detection systems (IDS)
e Regular audits

e Sensitive information

e Robust protocols

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

e Legitimacy
e Trust

e Reliability
e Resilience

o Mitigate risks

o Foster confidence

e Seamless operations
e Global transactions

3.Botnoanums ynpasxicnenue
3anoMHUTh MPOIMYCKH CIIOBAMMU:

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.

Ilopsinok BbINOTHEHHS PadOTHI:
1. BbInonHUTE NEPEBOJ TEKCTA.
2. TlepeBecTH cioBa U 3amMcaTh B TETPaAIb.
3. BrmonHuTh ynpaxxHeHue

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUSL.

Kpurtepuu onenku:

5. Ouenka «omauunoy BbICTaBIsETCS 3a 0e30mMO0UHYI0 paboTy, a TakKe MpPU HaJUYUU B Hel |
HerpyOoil ommoOKH.

6. Ouenxa «xopowio» BBICTABISETCS TPU HAJIWMYMHM B TPAKTHUECKOW padote 1-2 3amanwmi,
BBITIOJTHEHHBIX C HE3HAUYUTEITLHBIMH OIIAOKaAMH.

7. Ouenka «y00671emeopumenbHo) BbICTABIIAETCS 32 IPAKTHYECKYIO paboTy, B KOTOPOI TOMYIIEHBI
coJiepKaTebHble OIINOKHU (O0NBIINHCTBO MPEAYCMOTPEHHBIX pab0TOM 3aaHuil BeINoIHEHO, 30%
13 HUXCOJIEP’KAT OLIUOKH).

8. Ouenka «neyoosnemeopumenbHo) BBHICTABISIETCS 32 MPAKTHUECKYIO pabOTy, KOTOpast COAEPKUT
rpyOble OIUOKN

Tema 1.4 be3onacHoCTh MPOU3BOICTBA
(3Kos10rMYecKHe MPo0dJIeMbl OTPAC/IH, IIYTH UX PeLICHH)

IIpakTuyeckoe 3ansitue Ne33
Henuuneie hopMmsbl ri1arosia — BeieHHE U aBTOMATU3aIMs TPaMMaTHYeCKOr0 MaTeprana.
Heab: ®opMupoBaHue JEKCUYECKUX, TPAMMAaTHYECKUX U (POHETUUECKUX HABBIKOB 00YYaIOIIHUXCS.

Bbinosinus padory, Bl 0yiere yMeTh:

M0JIb30BAaThCS U3YUCHHBIMU 0a30BBIMU IPAMMATUYECKUMHU SIBJICHUSAMHU 110 TeMe «Hemmunbie hopMbl
J1aroJia.

BbinosiHeHMe MPaKTHYECKOH padoThl croco0cTByeT (POPMUPOBAHUIO:

OK 01 Bpe16uparh criocoOsl perieHus 3a1a4d npoecCHOHAIBHON JIeATEIbHOCTH MPUMEHHUTEIBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 02 Mcnonp30BaTh COBPEMEHHBIE CPEICTBA MOKUCKA, aHANIM3a U MHTEPIpEeTaluu HHPOpMaK U
nH(OPMALMOHHBIE TEXHOJIOTUH IS BHIOTHEHHS 3a/1a4 PO (GECCHOHATBHON AEITEIbHOCTH;

MarepuajibHoe obecniedeHue: He TpeOyeTcs.
3amanmue:

1. H3yyume npaguno
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 smb to V I will put on a sweater.
on, keep on, continue, carry on ) | 2. With adjective phrases (kakoBo | 3. In the complex object after:
Naughty JieN1aTh YTO-TO) let smb V smth (ro3BosTH
children continued talking. It’s t0 Ve—== KOMY-TO JIeJIaTh )
4. current habits: He’s t0 Vie=—== make smb V (3actaBisiTh
get/be used to Ving (mpuBsIik e.g. It’s difficult to read this book. | koro-To nenars)
JIeaTh YTO-TO) She is nice to talk to. My parents
e.g. I’'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
nenats), deny (otpunath (MTPUBBIYKY B MTPOIILIOM ) every day.
)/admit(npu3HaBath) +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 (mpemioxuTh be able to V (cocob6en aenatn)
CJIeNaTh) have/has to V (mpuxoautscst/
7. fancy Ving(xoTeTh caenarsb) JIOJDKEH 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 V? In order (not)to V (uto6s1
(ue) cmenatn)

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

2. Botnoanume ynpasicnenue:

[TocTaBuTh r71aroia B HYKHYIO GOpMYy:
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. Idon’t mind (clean) windows or (dust) the furniture.

8. He suggested (vacuum) the carpet.

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

Ilopsinok BbINOJTHEHHS PadOTHI:
1. U3yunrte Tabauiuy HenuyHbIE GOPMBI I1aroia.
2. BeinosnHuTE yIpasKHEHUE.

(I)opMa NpeaACTaBJICHHUA pe3yabTaTa: BBIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:
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Ouenka «omauynoy BBHICTaBIIETCS 3a 0e30mMO04HyI0 paboTy, a Takke NMpU HAIMYMKA B Hel |
HEerpyOoi ommoOKy.

Ouenka «xopowio» BBICTAaBISETCS TPU HAIMYAKM B TpPAKTHUECKoW padore 1-2 3amanuii,
BBITIOJTHEHHBIX ¢ HE3HAUYUTEIHHBIMH OIINOKaMH.

Ouenka «y0061emeopumenbHo) BBICTABISETCA 32 MPAKTUYECKYIO pabOTy, B KOTOPOW JOIMYIIEHbI
coJiepKaTelbHbIe OMTMOKHU (OOJBIIMHCTBO MPEAYCMOTPEHHBIX pabOTOM 3aaHuil BhITIOTHEHO, 30% U3 HUX
CoJIepKaT OLINOKH).

Ouenka «Hey0061emeopuUmMenbHO» BHICTABISETCS 32 MPAKTHUECKYIO PadOTy, KOTOpas COACPIKUT
rpyObIe OTNOKH.

Tema 1.4 be3onacHoCTh MPOU3BOICTBA
(3KoJI0rMuYecKue NpodJieMbl OTPACIH, IYTH X PeLieHHs )

IIpakTnueckoe 3anaTue Ne34

Cocrasnienue cioaps 1o Teme. Padota ¢ Texctamu «IIpaBuiia TexHUKHA 0€30MaCHOCTH Ha pabodyem
MECTe»

Heas: hopmMupoBaHUE IEKCUIECKUX, TPAMMATHIECKUX U (POHETUIECKUX HABBIKOB O0YJIaFOIIIUXCSI.

Brinosinus padory, Bbl Oyaere yMeTh:

- YUTaTh ayTeHTUYHBIE TEKCTHI MPO(HECCHOHAILHOW HAPABICHHOCTH, HCIOIb3Ys OCHOBHBIE BHJIBI
yTeHUs1 (03HAKOMUTENIBHOE, U3yJalolee, MOMCKOBOe/ TIPOCMOTPOBOE) B 3aBUCUMOCTH OT TIOCTABIICHHON
KOMMYHHKATHUBHOM 3a/1a4u

BbinosiHeHMe NPaKTHYECKO padoThI crioco0cTBYeT GOPMHUPOBAHUIO:

OK 02 MHcnonws3oBaTh COBPEMEHHBIE CpEACTBA IIOHMCKA, aHalvW3a W HWHTEPIpETALUU
nHpopmMauud W MHPOPMAIMOHHBIE TEXHOJOTUHM JIs BBIMOJIHEHUS 3a/1ad MpoQecCHOHATbHOM
NesITebHOCTH;

OK 03 IImanupoBaThb M pealiM30BBIBATH COOCTBEHHOE MPOGECCHOHAIBPHOEC M JIMYHOCTHOE
pa3BUTHE, TPEIITPUHUMATEIBCKYIO IESTEIBHOCTh B TpodeccnoHalbHOM cdepe, UCTI0Ib30BaTh 3HAHUS
110 (MHAHCOBOM rPaMOTHOCTHU B PA3JIMYHBIX KU3HEHHBIX CUTYaAIUAX

OK 09 I'lonr3oBaThes MpoheCCHOHATBHOM IOKYMEHTAlMEH Ha TOCYIapCTBEHHOM M HHOCTPaHHOM

SI3BIKaX

MarepuaJjibHoe obecneyeHune: He TpeOyeTcs.
3amanmue:

1. Os3unaxkomwvmecs co cnosamu: Safety Vocabulary for Retail Workers

. Personal Protective Equipment (PPE) - cpencTBa MHAMBUAYAILHON 3alIUTHL
. Emergency EXit - aBapuiiHbIi BBIXO/.

. Proper Lifting Technique - npaBuiIbHAas TEXHHUKA TOIBEMA.
. Equipment Safety - 6e3onacHocTs 000pYIOBAHUS.

. Fire Safety - moxxapHas 6e300aCHOCTD.

. Customer Interaction - B3auMo1elicTBHE ¢ KIIMEHTAMH.

. Cleanliness and Organization - yucToTa ¥ OpraHu3aumus.

. Health and Hygiene - 3mo0poBre U ruruena.

. Hazard Reporting - coo01ienne 06 0nacHOCTSX.

10. Safety Training - 00y4yenue mo 6€300aCHOCTH.

11. Accident - HecYacTHBIN cay4aid.

O [00 [N O |07 W N [
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12. Risk - puck.

13. Evacuation - sBakyanuusi.

14. Accident Insurance - crpaxoBaHHE OT HECUYACTHBIX CIAYYAEB.
15. Safety Briefing - uHCcTpYKTaX 110 TEXHUKE OE€30IIACHOCTH.

2. Ilpouumams mexcm, 6bINOSIHUNL 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.
Iopsinok BbINOJIHEHHSI PAa0OTHI:
1. HpOLII/ITaTb CJIOBa, 3al1McaThb B TCTpalb.
2. IlpouuTarhb U EpeBECTH TEKCT.

(I)opMa NMpeacTaBJdCHUs pe3yjabTaTa: BbIIIOJTHCHHBIC 3a/IaHUA.

Kpurepun oueHku:

Ouyenka «omauuHno» BbHICTaBIsETCS 3a 0e30IMO0YHYI0 padOTy, a TaKKe MPH HAUYUKU B Hel 1

Herpy0oil ommoKH.

Ouyenka «xopouio» BBICTaBISIETCA TpU HAIMYUM B TpakTUdecko padore 1-2 3amanwii,

BBIITOJIHEHHBIX C HE3HAYUTEILHBIMU OIIMOKAMH.

Ouyenka «y0oeiemeopumenbHoy BHICTABISIETCA 3a MPAKTUYECKYIO pabOTy, B KOTOPOM TOMYIIEHBI
coJiepkarenbHble OMUOKH (OOJBIIMHCTBO MPEIYyCMOTPEHHBIX pab0TOM 3aqaHuii BeINOIHEHO, 30% U3 HUX

coJiepKaT OLINOKH).

Ol(eHKa «Hey003ﬂem30pumeﬂbno» BBICTABJIACTCA 3a IMPAKTHYCCKYIO pa60Ty, KOTOpasa COACPIKUT

rpyOble OLINOKH.

Tema 1.4 Be3onacHocTh MPOU3BOICTBA
(3K0JI0TMYecKre MPO0IeMbI OTPACIIH, ITYTH HX PeLIeHHs])

IIpakTnuyeckoe 3ansaTue Ne3S
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Amnanu3 KOHKpeTHOH cutyanuu «[IpaBuia TeXHHUKH 0€301MacHOCTH Ha paboyeM MecTe

Hean: dopmupoBaHne yMEHUH pacro3HaBaTh 3a1ady W/WIKM MpoOiieMy B MPOQecCHOHATHLHOM
W/WINA COLMAIBHOM KOHTEKCTE; BBISABIATH M 3(PPEKTHBHO HCKaTh HWH(GOPMAIHIO, HEOOXOTUMYIO IS
pCLICHUS 3a/1a41 W/WIIK TIPOOJIEMBI 110 TEME.

BeinosiHuB padory, Bbl OyieTe yMeTh:
- MI0JIb30BATHCSI U3YYEHHBIMU 0a30BBIMU IT'PAMMATHUECKUMU SIBJICHUSMU;

BreinosiHenune padoTel cniocodcTBYET (hopMHUPOBAHHIO:
OK 01 Bri6upats criocoOb! penieHus 3aaa4 npo(ecCHoHaIbHON I TETbHOCTH IPUMEHUTEIEHO
K pa3jIM4HbIM KOHTEKCTaM;
OK 04 D¢ddexTrBHO B3aNMOCHCTBOBATH M pa0OTaTh B KOJUIEKTUBE U KOMaH/IE;
OK 09 INonp30BaThCst MPO(PECCHOHATHHON JOKYMEHTANMEH Ha TOCYIapCTBEHHOM U MHOCTPAaHHOM
sI3BIKaX

MarepuajbHoe obecneueHue: He TpeOyeTcs.
3aganue:
1. Ilpouumams cumyayuonuyio zaoauy:

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

o Store evacuation during emergency response

Iopsinok BbINOJIHEHHSI PAadOTHI:
1. TIpouwnTaiiTe CUTYallMOHHYIO 3a/1a4y, BBIPA3UTE CBO€ MHEHHE I10 HEH.

(I)opMa NMpeacTaBJCHUs pe3yjabTaTa: BhIIIOJTHCHHBIC 3a/IaHUA.

Kpurepun oueHku:

Ouenka «omauyno» BHICTaBISIETCS 3a 0€30IMO0YHYI0 paboTy, a TaKkKe NMPU HAIMYMKA B Hel |
HErpyOO# OITHOKH.

Ouenka «xopowio» BBICTABISICTCS TPU HAIMYAW B TPAKTHYECKOW pabore 1-2 3amanwuii,
BBITIOJTHEHHBIX C HE3HAYUTEIBLHBIMHU OIIMOKAMH.

Ouyenka «y0oeniemeopumenbHoy» BHICTABISIETCA 3a NMPAKTUYECKYIO pabOTy, B KOTOPOM TOMYIIEHBI
coJiepKaTenbHble OIUOKH (OOJBIIMHCTBO MPEAYCMOTPEHHBIX pab0oTO 3aaanuii BoinoHeHo, 30% U3 HUX
coJiepKaT OLINOKH).

Ouyenka «Hey006/1emeopumeIbHO» BBHICTABISETCA 32 MPAKTHUECKYIO paboTy, KOTOpas COACPIKHUT
rpyObie OTMOKN

Tema 1.4 Be3onacHocTh MPOU3BOICTBA
(3KoJI0rMYecKHe NpodJIeMbl OTPAC/IH, ITYTH X PELICHHS)

IIpakTnueckoe 3ansaTue Ne36
KonTponbsHas paboTa.

He.]'IbZ (bOpMI/IpOBaHI/IC yMeHI/Iﬁ MOJIb30BATHCA U3YYCHHBIMU 0a30BBIMHU T'paMMaTUICCKUMU SBJICHUAMU
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OTIpeNIeNATh HEOOXOIMMBIE PECYpPChI; IPUMEHSATh COBPEMEHHYIO HAYYHYIO MPO(PECCHOHATHHYIO
TEPMUHOJIOTHIO; CTPYKTYPHUPOBATh MOJIy4aeMyt0 HH(OPMAIHIO; BELICIATH HanboJiee 3HauuMoe B
nepevHe HHPpopMaIuu

BeinosiHuB padory, Bbl OyieTe ymeThb:

YUTaTh AyTEHTUYHbIE TEKCTHI MPO(ECCHOHATBFHON HANpPaBICHHOCTH, UCIIOJb3Ysl OCHOBHBIC BHJIBI
9yTeHus (03HAKOMUTEIBHOE, H3YydJalollee, MOMCKOBOE/ IPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTAaBICHHOMN
KOMMYHHMKATUBHOM 3a/1a4uu
Boinosinenue padorsl cnoco6cTBYeT GOPMUPOBAHUIO:

IIK 1.1. IIpoBoauTs cOOp U aHaIH3 HHPOPMAILIUH O TIOTPEOHOCTSIX CYOBEKTOB PBIHKA HA TOBAPEI
U YCIIyTH, B TOM YHUCIIE C UCTIOJIb30BaHNEM HU(POBBIX U MHPOPMAIIMOHHBIX TEXHOJIOTUH.

OK 01 Bri6upats criocoOb! penieHus 3aaa4 npo(ecCHoHaAIbHON IesITeIbHOCTH IPUMEHUTEEHO
K pa3jIM4HbIM KOHTEKCTaM;

OK 02 MHcnonb3oBaThb COBPEMEHHBIE CpEICTBAa IIOMCKA, aHaluW3a W HMHTEpIpeTaluu
nHpopMaud W MHQPOPMALMOHHBIE TEXHOJOTUHM JJs BBINOJIHEHHUS 3a/1ad NpoQecCHOHATbHOMN
NesITEbHOCTH;

OK 09 ITonb30Barbes podeccHoHaNbHON JOKyMEHTAIel Ha TOCY/IapCTBEHHOM W HHOCTPaHHOM
sI3BIKaX

MarepuajbHoe o0ecniedeHue: He TpeOyeTcs.

3aganue:

Konmponwvnaa paooma (4 cemecmp)
1. Bawm uyscno doexams u3 Jlonoona 6 I naszeo, 2oe y sac nasnauena oenosas ecmpeua. C kakumu
sonpocamu 6bl 0OPAMUMECh HA AHSIUICKOM S3bIKe 6 cnpasourom biopo (inquiry office)

You. (Cnopocute, Korjaa uaeT cienyromui noe3s B ['nazro?)

Clerk. At 8.40, Sir

You. (Cnopocurte, HouHOU (Overnight) mu ato moe3n?)

Clerk. Yes, the train has slipping accommodation (crianbpHbIie MecTa)
You. (CkaxuTte, yTO HE KypUTE U XOTEIH Obl B3ATh JIyUIlIUE MECTA)
Clerk. | can give you first-class non-smoking compartment.

You. (Cnopocute, koraa oH npuobiBaeT B [1a3ro?)

Clerk. Itis due to arrive in Glasgow at 6.30 a.m.

You. (Ckaxurte, 9TO BbI HaJICETECh, YTO OH MPHOYAET BoBpeMs (in time)).
Clerk. Yes, Sir, it usually runs in time.

You. (Cnopocwure, ¢ kakoi marGopmbl?)

Clerk. Platform5

You. (IloGmaronmapure 3a nHhopmMaluio)

2. Iepenuwume npeonodicenusi 8 CmpadamenbHOM 3an02e:
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. Hcnpasome owiubku:

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

He not must be late.

Can his brother speaks French?

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

IMopsi10K BBINOJTHEHHUS PA0OTHI:
1. BBIMOJHUTH KOHTPOJIBbHYIO PAabOTy
dopma npeacTaBlieHUsi pe3yJbTaTa: BHINOJTHCHHBIC 3aaHHS.

Kpurtepuu onenku:

Ouenka «omauuHo» BBICTaBIsAETCA 3a 0e30MMO0YHYI0 paboTy, a TakkKe IMpU HAIWYMM B HEH 1
HerpyOo#l ommoOKH.

Ouenka «xopowio» BBICTAaBISIETCA TPU HAIMYUU B TpaKTHYeCKOW pabote 1-2 3amanwmid,
BBITIOJTHEHHBIX ¢ HE3HAUYUTEITbHBIMHU OIIMOKaAMH.

Ouenka «yooenemeopumenbHo» BBHICTABISIETCS 32 MPAKTHYECKYIO paboTy, B KOTOPOH JOMYIICHBI
coJiepkarenbHble OMMOKU (OONBIIMHCTBO MPEAYCMOTPEHHBIX paboTOM 3agaHuil BeinonHeHo, 30%
U3 HUXCOJIEP’KAT OLIUOKH).

Ouenka «Hey006/1€meopumenbHo» BHICTABIAETCSA 32 NPAKTHYECKYIO PabOTy, KOTOpas COJICPKUT
rpyOble OIHOKI

Tema 2.1 Opranu3zanus u ocylecTBJIeHHe NPeANPHHAMATETbCKOMH
AesITeJIbHOCTH B cepe TOProB/iu

IIpakTHyeckoe 3ansaTue Ne 37

OCHOBBI IPENPUHUMATENHCTBA. BUIbI
KOMIIaHWH. BBeeHNe NEKCHYSCKUX €AUHMIL IT0 TEME, UX aKTHBU3AIMs.
Pabora ¢ Tekctamu.

Heab: popmupoBaHue JIEKCUYECKUX, TPAMMATHYECKUX U (POHETUYECKUX HABBIKOB 00yJaIOIINXCS.

Bbinosinus padory, Bl 0yiere yMeTh:

- YWTaTh ayTEHTHYHBIE TEKCTHI MpOo(eccCHnoHaIbHON HAMpaBICHHOCTH, UCIOJIb3ys OCHOBHBIE BUIbI
YTeHUs (03HAKOMUTENIbHOE, U3ydalollee, TOUCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTABJICHHOM
KOMMYHHKATHUBHOM 3a/1a4uu

BbinosineHne padoThl coco0CTBYET (POPMUPOBAHUIO:

I1K 1.1. IIpoBoauTe cO0p 1 aHan3 HHGOPMALIUH O TOTPEOHOCTIX CYOBEKTOB PHIHKA HA TOBAPHI
U YCIYTH, B TOM YHCJIE C UCIIOJIb30BaHNEM U (PPOBBIX U HHOOPMALMOHHBIX TEXHOJIOTHHA.

OK 01 Bri6upats cnoco0bl penieHus 3a1a4 npohecCHOHAIBHOMN JIESITeNbHOCTH TPUMEHUTEIHHO
K Pa3JIMYHBIM KOHTEKCTaM;

OK 02 Hcnonp30BaTh COBpEMEHHBIE CPEACTBA IMOUCKA, aHATIN3a U HHTEPIPETAIIIH
uHpOopManuu 1 HHGOPMAIIMOHHBIE TEXHOJIOTHH JUIS BBIIOJIHEHUS 33124 TPOPECCHOHATBHOM
NeSATeIbHOCTH;

OK 04 D¢ dexTrBHO B3aMMOJEHCTBOBATH U pabOTaTh B KOJUIEKTUBE U KOMaH/IE;

OK 09 TTonp3oBaThcs MpodeccHOHATBHOM JOKyMEHTalMel Ha TOCyITapCTBEHHOM U MHOCTPaHHOM

A3BIKAX
MatepuajbHoe o0ecniedeHue: He TpeOyeTcs.

3aganue:
1. Illpouumamos mexcm, 86I1NOIHUMb 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. Buvinoanumo 3a0anue. Hatimu onpedenenus k crosam:

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 nponycku Cl106aMU.
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.

IHopsinok BbINOTHEHHS PadOTHI:
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1. IlpouuTaTh, NEPEBECTU TEKCT
2. Brmonauts 3amanusa Ne2, 3.

(I)opMa NnpeacraBJdeHus pe3yjabTaTa: BbIIIOJJHCHHLIC 3aJIaHUA.

Kpurtepuu onenku:

Ouenka «omauuHno» BBICTaBIETCA 3a 0e30MMO0YHYI0 paboTy, a TakkKe IMpU HAIWYMM B HEH 1
HEerpyOoi OmmOKH.

Ouenka «xopowio» BBICTABISETCA TPU HAIMYUU B TpakTHYecKoW paborte 1-2 3amanwmid,
BBITIOJTHEHHBIX ¢ HE3HAUYUTEIHLHBIMHU OIINOKaAMH.

Ouenka «yooenemeopumenbHo» BBHICTABISIETCS 32 MPAKTHUECKYI0 paboTy, B KOTOPOH MOIYIIEHBI
coJiepkarebHble OMMOKU (OONBIIMHCTBO MPEAYCMOTPEHHBIX paboTOM 3anaHuil BeinonHeHo, 30%
13 HUXCOJIEP’KAT OLIUOKH).

Ouenka «Hey006/1€meopumenbHo» BHICTABIACTCSA 32 NPAKTHYECKYIO PabOTy, KOTOpas COJEPKUT
rpyOble OIMOKN

Tema 2.1 Opranu3zanus u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM 1esiTeJIbHOCTH B chepe
TOProBJIN

IIpakTHyeckoe 3ansaTHe Ne 38

[IpaBoBOoE oGecnieueHne npoecCHOHATBHOMN AeITENBbHOCTH. BBEICHNE TEKCHUECKUX eIMHUIL TI0 TEME, MX
akTHBH3anua. PaboTa ¢ TekcTamu.

Hean: dopmMupoBaHue JEKCHMUYECKMX HABBHIKOB W yMmeHuid 1o Teme «IIpaBoBoe obOecreucHue
npoecCHOHAILHOW ~ eSTeNbHOCTH»;  (OPMHUpPOBAaHHE YMEHHH 4YHUTaTh AyTEHTUYHBIE TEKCTHI
npodeccuoHalbHOM  HamNpaBlIE€HHOCTH, HCMHOJb3ysd OCHOBHBIE BHABI 4YTE€HHUA (O3HAKOMHUTEIBHOE,
U3y4aroliee, MOMCKOBOE/ MPOCMOTPOBOE) B 3aBUCHMOCTH OT IMOCTaBICHHON KOMMYHUKATUBHOM 3a0a4H.

Bbinosinus padory, Bl 0yiere yMeTh:

- MOJIH30BATHCS U3YUCHHBIMU 0a30BBIMU T'PAMMATHUECKUMU SIBIICHUSIMU;

- BecTH Oecelly B CUTyalUsaX Ipo(ecCHOHATBLHOTO O0IIEHUS;

- ydacTBOBaTb B OOCYXJEHHUM MpoOJeM Ha OCHOBAaHHHM MPOUYMUTAHHBIX/ TMPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJIIOasl MpaBUiIa PpeYeBOro STUKETA;

- YUTaTh ayTEeHTUYHbIE TEKCTHI MPO(HECCHOHATHHON HAMIPABICHHOCTH, UCIIOJIb3YSl OCHOBHbBIE BU/IbI
YTeHUs (03HAKOMUTENIbHOE, U3ydarollee, TOUCKOBOE/ MPOCMOTPOBOE) B 3aBUCHMOCTH OT MOCTABJICHHOM
KOMMYHHKATHUBHOM 3a/1a4u

Brinosinenune padorsl cnocod6cTBYeT GOPMUPOBAHUIO:

1K 1.1. IIpoBoauTs c60p 1 aHau3 HHGOPMALIUH O TOTPEOHOCTIX CYyObEKTOB PHIHKA HA TOBAPhI U
YCIIYTH, B TOM YHUCIIE C UCIIOJIb30BaHHEM HU(PPOBBIX H HHPOPMAIIHOHHBIX TEXHOIOTHI.

OK 01 Brr6upats coco0bl penieHus 3a1a4 npohecCuOHANBHON e TeTbHOCTH IPUMEHNUTENBHO K
Pa3IUYHBIM KOHTEKCTaM;

OK 02 Mcnonp30BaTh COBpEMEHHBIE CPECTBA ONUCKA, aHAIN3a U MHTEpIIpeTalui MH(pOpMaIuu 1
MH(GOpPMAIMOHHbIE TEXHOJIOTUH IS BBITIOJIHEHHS 3a]a4 TPO(pEeCcCHOHATIbHOMN AeATeTbHOCTH;

OK 04 D¢ dexTrBHO B3aMMOJEHCTBOBATH U pabOTaTh B KOJUIEKTUBE U KOMaH/IE;

OK 09 TTonp3oBathcst mpodecCHOHATBHOM TOKYMEHTalKel Ha FOCY1apCTBEHHOM U HHOCTPAaHHOM
A3BIKAX

MatepuajbHoe o0ecniedeHue: He TpeOyeTcs.

3amanmue:
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1. [IpounTaiiTe U NEpeBEIUTE 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. [IpounTaiiTe 1 MepeBEIUTE 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. BbIIIOJIHUTE JIEKCHKO-TPaMMaTHYECKHE 3a/1aHUS 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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Ilopsinok BbINOTHEHHS PadOTHI:
. [IpounTaiite U nepeeauTe TEKCT.
. [IpounTaiite U nepeBeUTE TEKCT.
3. BbIIIOJIHUTE JIEKCHKO-TPaMMaTHYECKUE 3a/1aHUS K TEKCTY.

N —

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUS.

Kputepuu onenku:

Ouenka «omauyno» BBHICTABISETCA 3a 0€30MIMOOYHYIO PabOTy, a TaKKe NP HAIMYMKA B HEH |
HEerpyOoi OmmoOKH.

Ouenka «xopouio» BHICTABIISICTCS TIPH HAJMYUH B IPAKTUUIECKOH pabdore 1-2 3amanHuii, BBIOJTHEHHBIX
C HE3HAYUTEIHHBIMH OITHOKaMHU.

Ouenka «yooenemeopumenbHo» BBHICTABISETCS 3a TPAKTHUECKYIO PabOTy, B KOTOPOH IOMYIICHBI
coJiepKaTebHbIe OMTHOKHU (OOTBITUHCTBO MPEAYCMOTPEHHBIX pabOTOM 3amaHuii BBITIOTHEHO, 30% U3 HUX
CoJIepXkKaT OLINOKN).

Ouenka «Heyo061emeopumenbHo» BHICTABISIETCS 33 TPAKTHUECKYI0 PadOTy, KOTOpas COACPKUT
rpyOble OIMOKHN

Tema 2.1 Opranu3zanus u ocylecTBJIeHHE NPeANPUHUMATEIbCKOM esiTeJIbHOCTH B cepe
TOProOBJIH

IIpakTHyeckoe 3ansaTHe Ne 39

OcHOBBI OyXTaJITEPCKOTO y4eTa B HaJoroobsoxenrs. dopMa oTuIaThl, IEHEKHBIE CPECTBA,
BayIroTa. BBeIeHNE NIEKCHUECKUX €IUHMIL 110 TEME, UX akThBH3anua. PaboTa ¢ TekcTamu.

Hean: ®opMupoBaHue JEKCHUECKHX HABBIKOB M yMEHHH 1O Teme «OCHOBBI OyXTaJITepCKOTO ydeTa U
Hanoroo6noxxenusi. dopma omIaThl, JACHEXKHBIE CPEICTBA, BaNOTa»; (HOPMUPOBAHHE YMEHHM YWTATh
ayTeHTUYHbIE TEKCThl Mpo(deccuoHalbHON HAMpPaBIEHHOCTH, HWCIOJIb3YS OCHOBHBIE BHUJABI YTEHUS
(03HAKOMMTENBHOE, H3ydalollee, MOMCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT IOCTAaBJICHHOMN
KOMMYHHKATHUBHOM 3374

Bbinosinus padory, Bl 0yiere yMeTh:

- MO0JIH30BATHCS U3YUCHHBIMU 0a30BBIMU T'PAaMMATHUECKUMU SIBIICHUSIMU;

- BecTH Oecelly B CUTyalUsIX Ipo(ecCHOHaTBLHOTO O0IIEHUS;

- ydacTBOBaThb B OOCYXJEHHHM HpoOJieM Ha OCHOBAHMM MPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOIOIasl MpaBUiIa PEYeBOr0 STUKETA;

- YUTaTh ayTEeHTUYHBIE TEKCThI MPO(ECCHOHATHLHON HAIIPaBICHHOCTH, UCIIOJb3Yysl OCHOBHBIC BUIBI
YTeHUs (03HAKOMUTENIbHOE, U3ydarollee, TOUCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTABICHHOM
KOMMYHHKATHUBHOM 3a/1a4uu

Brinosinenune padorsl cnocod6cTBYeT GOPMUPOBAHUIO:

I1K 1.1. IIpoBouTh cO60p 1 aHaIM3 MHGOPMAIIMK O TOTPEOHOCTSIX CYOBEKTOB PhIHKA Ha TOBAPHI U
YCIYTH, B TOM YHCIIE C UCIIOJIb30BaHUEM IIU(PPOBBIX U MH(POPMAITMOHHBIX TEXHOJIOTHIA.

OK 01 Beibupats cioco0bl pemieHus 3a1a4 npopeccnoHaaIbHON 1A TeIbHOCTH IPUMEHUTENBHO K
Pa3IUYHBIM KOHTEKCTaM;

OK 02 Mcnonp30BaTh COBpEMEHHBIE CPECTBA MONUCKA, AaHAIM3a U UHTEPIIpeTaluu MH(pOpMaIuu 1
MH(GOpPMAIMOHHbIE TEXHOJIOTUH IS BBITIOJIHEHHS 3a]a4 PO(peCcCHOHATbHOMN AeATeTbHOCTH;

OK 04 D¢ dexTrBHO B3aMMOJECHCTBOBATH U pabOTaTh B KOJUIEKTUBE U KOMaH/IE;

OK 09 TTonp3oBathcst mpodecCHOHATBHOM TOKYMEHTAlMel Ha TOCYIapCTBEHHOM U MHOCTPAaHHOM
A3BIKAX
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MatepuajibHOe o0ecniedeHue: He TpeOyeTcs.

3amanue:
1. IIpounTaiite 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. Bemmonaure JICKCUKO-TpaMMaTUYCCKUE 3aJaHUsA 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?

Iopsinok BbINOJIHEHHSI PA0OTHI:
1. ITpounTaiiTe U nepeeauTe TEKCT.
2. BpInonHuTE TEKCUKO-TpaMMaTUYeCKUE 3a1aHUS K TEKCTY.

(I)opMa NnpeacTaBJdeHus pedyjabTara: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurepum oueHku:

Ouenka «omauyno» BbBICTABIsETCA 3a 0€30IIMOOYHYIO PabOTy, a TaKKe NpU HAJIMYMKU B Hell |
Herpy0oil ommoKu.

Ouenka «xopouto» BbICTABISIETCS MIPU HAJIMYUU B IPAKTUUYECKOHN pabdore 1-2 3aiaHuil, BBINOJIHEHHBIX
C HE3HAYUTEIbHBIMH OIIMOKaMHU.

Ouenka «yooenemeopumenbro» BBICTABISETCS 3a NMPAKTHUECKYIO PabOTy, B KOTOPOH JOMYIIEHBI
coJiepKaTebHble OMNOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3a1aHuil BeINOIHEHO, 30% 13 HUX
COJIep>KaT OLIUOKH).

Ouenka «HeyooenemeopumenbHo» BBICTABISIETCS 3a NPAKTHUECKYI0 pPadOTy, KOTOpas COAEPKUT
rpyOble OIIMOKH

Tema 2.1 Opranuszanms u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM esiTeJIbHOCTH B cepe
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TOProBJIH
IIpakTnueckoe 3ansiTue Ne 40

BHyTpeHHsIs 1 BHELIHSS TOPTOBIIs. BBeeHNe TeKCHYecKuX eMHULL TI0 TeMe, UX akThBHu3anus. Padora c
TEKCTAMH.

Heab: @opMupoBaHne JEKCUYECKMX HABBIKOB M yMeHUH 1o TeMe «OCHOBBI OyXTaJTEpCKOro y4dera U

HasorooOnoxkeHns. @opma OIUIaTHl, JEHEXHBIE CPEICTBA, BATIOTa»; (HOPMUPOBAHHE YMEHHWH YUTATh

ayTeHTUYHbIE TEKCThl MPO(PECCHOHATBPHON HAIMPABICHHOCTH, HCIOJb3Ysl OCHOBHBIE BHUIBl YTCHHS

(03HAaKOMUTENBHOE, HM3ydalollee, MOUCKOBOE/ MPOCMOTPOBOE) B 3aBUCHMOCTH OT IIOCTaBJICHHOMN

KOMMYHHUKAaTUBHOM 3a7a4u

BoinosiHuB padory, Bbl OyieTe yMeThb:

- TIOJTB30BATHCS N3YYEHHBIMH 0a30BBIMU I'PAMMATHUECKUMHU SIBIICHHUSIMHU;

- BeCTH Oecelly B CUTyalHsIX Mpo(ecCuoHaIbHOTO OOIIEHNS;

- y4acTBOBaTh B OOCYXKIEHHH TpOOJEeM Ha OCHOBAaHMHM TIPOYUTAHHBIX/ MPOCITYIIAHHBIX
WHOSI3BIYHBIX TEKCTOB, COOTIO/IAs TIPAaBUIIa PEUEBOTO ITUKETA;

- YUTATh ayTEHTHUYHBIE TEKCTHI MPO(HECCHOHATLHON HAIPABICHHOCTH, MCIIOJIb3YsI OCHOBHBIE BHJIBI
yTeHUs1 (03HAKOMUTENIBHOE, U3yJalolee, MOMCKOBOe/ TIPOCMOTPOBOE) B 3aBUCUMOCTH OT TIOCTABIICHHON
KOMMYHHUKATHBHOH 3a/1a4n

BbinosineHne padoThl cnoco0CcTBYET (POPMUPOBAHUIO:

[IK 1.1. ITpoBoauTh cOOp U aHANINU3 UHPOPMALIMH O TOTPEOHOCTAX CYOHEKTOB pPhIHKA HA TOBApPhI U
YCIYTH, B TOM YHCJIE C UCTIOJIb30BaHHEM ITUPPOBBIX U HHPOPMAITMOHHBIX TEXHOJIOTHIA.

OK 01 BriOupats criocoOsI perieHus 3a1a4 npoGhecCHOHATBHON IeATeTLHOCTH MPUMEHHUTEIBHO K
Pa3IMYHbIM KOHTEKCTaM;

OK 02 Hcnosip30BaTh COBpEMEHHBIC CPEACTBA TIOWCKA, aHAIM3a U MHTEPIPETallud UHPOPMAIIHH 1
MH(OPMAaLMOHHBIE TEXHOJIOTUHU JJIs1 BBITIOJTHEHUS 3a/1a4 POGECCHOHANBHON NeSTETbHOCTH;

OK 04 B3¢ddexTnBHO B3aUMOACHCTBOBATH M padOTaTh B KOJIJIEKTUBE U KOMAH/IE;

OK 09 I'lonws3oBaThCs Mpo(hecCHOHATHFHOM TOKyMEHTAalMeH Ha TOCY/IapCTBEHHOM U MHOCTPaHHOM
SI3BIKaX

MarepuaJjibHoe obecneyeHue: He TpeOyeTcs.

3aganue:
1. [IpounTaiite 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. BBITIOJIHUTE JIGKCHKO-TPAaMMAaTHYECCKHE YIIPAXKHEHUS

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 ¢) 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 ¢) 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. BEIIToIHUTE 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

¢) 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
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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.

Ilopsinok BbINOJIHEHHS PadOTHI:
. [IpounTaiite u nepeeauTe TEKCT.
. BeInmoHUTE JIEKCUKO-TPaMMAaTHUYECKHUE 3aJaHUS K TEKCTY.
3. BoinosiHuTe TeCT.

N —

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUS.

Kputepuu onenku:

Ouenka «omauuno» BbICTaBIAETCA 3a 0€30MIMOOYHYIO paboOTy, a TaKkKe MpU HAIWYUMM B Heil 1
HerpyOoil ommoKH.

Ouenka «xopouio» BHICTABIISICTCS TIPH HAJTMYUH B IPAKTUIECKOH padoTe 1-2 3amanuii, BBITOTHEHHBIX
C HE3HAYUTETLHBIMHU OIINOKAMH.

Ouenka «y0061emeopumensHo» BBHICTABISETCS 3a MPAKTHUYECKYH0 palboTy, B KOTOPOH JOMYIIEHBI
coJiepKaTelbHbIe OMTHUOKHU (OOJBITHHCTBO MPETYCMOTPEHHBIX pabOTOM 3amaHuii BBITIOTHEHO, 30% U3 HUX
coJIepKaT OIUOKH).

Ouenka «neyooenemeopumenbHo» BHICTABISAECTCS 3a IMPAKTUYECKYIO Pa0bOTy, KOTOpas COJIEPKUT
rpyOBIC OITUOKH

Tema 2.1 Opranu3anus v ocylecTBJIeHHE MPeANPUHUMATEILCKOI 1esiTeIbHOCTH B cepe
TOProBJIN

IIpakTuyeckoe 3ansaTue Ne 41
Cocrapienue nucbMa-3amnpoca, mucbMa-Ipeioxkenus o oopasiy. Beejenue 1ekcuyecKux eUHHUII 110
TeMe, UX aKTUBHU3AIIHSL.

Heab: @opmupoBaHue  yMEHHIl  MOJB30BATbCS  M3YYEHHBIMH  0a30BBIMH JIEKCUYECKUMHU
IrpaMMAaTUYECKUMU SBIICHUSIMU; CTPYKTYpUPOBaTh MOJIydaeMyl HH(OpMaIHIO; BBIACIATH Haubolee
3HAYUMOE B NepeuHe HHpopMaIuu

Brinosinus padory, Bbl Oyaere yMeTh:

- 110JIb30BAThCS U3YYECHHBIMHU 0a30BBIMU I'PAMMATHUECKUMHU SIBJICHUSIMU;

- BecTu Oecelly B CUTyallUsAX NPOPEeCcCHOHATBHOTO OOLICHMS;

- y4acTBOBaTh B OOCYXJIEHMM NpoOJEeM Ha OCHOBAaHMM MPOYUTAHHBIX/ MPOCIYLUIAHHBIX
MHOS3BIYHBIX TEKCTOB, COOIIO/1asl IPAaBUJIa PEUEBOTO ITHKETA;

- YUTaTh ayTEHTHUYHBIE TEKCTHI MPO(ECCHOHATBLHON HANpPaBIEHHOCTH, UCIIOJb3Ys OCHOBHbIE BH/IbI
4yTeHus (03HAaKOMUTEIbHOE, U3ydarollee, MOMCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTaBJICHHOMN
KOMMYHHMKaTUBHOM 3a/1a4uu

BrinosiHenne padoTsl cnocodcTBYeT (hopMHPOBAHHIO:
IIK 1.1. ITpoBoauTh cO0p M aHaIM3 UHGOPMAIIMH O MOTPEOHOCTAX CYOBEKTOB PhIHKA Ha TOBaphbl U
YCIYTH, B TOM YHCIIE C UCIIOJIb30BaHUEM IIU(PPOBBIX U MH(POPMAITMOHHBIX TEXHOJIOTHIA.
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IIK 1.2 YcranaBiauBaTh XO3SHCTBEHHBIE CBS3M C IMOCTABUIMKAMH W TOTPEOUTENISIMU TOBAapOB H
yCIIYT, B TOM YHCJIe C IPUMEHEHNEM KOMMYHUKATUBHBIX BOBMOKHOCTEH UCKYCCTBEHHOTO WHTEIIEKTA.
OK 01 Beibupats crioco0bl pemieHus 3a1a4 npodeccnoHaabHON AeATeIbHOCTH IPUMEHUTENBHO K
Pa3IMYHBIM KOHTEKCTAM;

OK 02 Mcrnonp30BaTh COBpEMEHHBIE CPECTBA MOUCKA, AaHAIN3a U HHTEpIpeTanud UHPOpMaIu 1
MH(GOPMAIMOHHBIE TEXHOJIOTUH VIS BBITIOJIHEHHS 33124 TPO(PECCHOHATBHOMN JeATeTbHOCTH;

OK 04 D¢ddexTrBHO B3aMMOICHCTBOBATH U pa0OTaTh B KOJUICKTUBE M KOMAH/IC;

OK 09 TTonp30BaThCst MpohecCHOHATTFHOM TOKYMEHTAIMEH Ha TOCYIapCTBEHHOM U MHOCTPAaHHOM
S3BIKAX

MarepunajibHoe ofecniedeHne: He TpeOyeTcs.

3ananue:
1. 3yunte mabaoHbBI MHCEM.
1. TIucemo-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, 1 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. IIucemo-npemnoskenne (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. IlpounTaiiTe, JOMOJIHUB HUCHMA.

1. [Mucemo-3anpoc (Inquiry Letter) — 11t oNTOBBIX 3aKyTIOK

Subject: Inquiry About Wholesale Partnership / Product Availability

Dear [Supplier’s Name / Manager],

| 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. ITucemo-npemiokenue (Proposal/Offer Letter) — st nmpoaaBIioB Wik MapTHEPOB

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 is [ Y our 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[OHOHHI/ITGHLHLIC BAapUaHTLIL:

Ecnu Bl mpoaaere Ha MmapkeTmuieiicax (Amazon, eBay), MoxHO 100aBHTh:

"Many of our partners successfully sell our products on Amazon/eBay with a solid profit margin. We
provide UPC/EAN codes and compliance support.”
Ecmm npeaiaracTe IKCKJIIN3UBHBIEC IIpaBa B peFI/IOHe:

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

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

1. Inquiry Letter Terms (ITucemo-3arpoc)

Term

Definition

IIpumep ucnoab3oBaHuA

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
quality 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.

"lIs CIF pricing available?"

Delivery Terms

Conditions for shipping (who pays,
timeframes).

"Please clarify your delivery terms."

2. Proposal/Offer Letter Terms (ITucsMo-TipeaioxeHme)

Term

Definition

IIpumep ucnojb30BaHUS

Proposal

A formal offer to provide

"We are pleased to submit our proposal for
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Term Definition IIpumep ncnoiL30BaHus
goods/services. partnership."
Offer Validity Period during which the offer remains | .ppae e ic valid for 30 days.”

valid.

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."

Marketing ASS'Stahce with ads, images, or "We provide free marketing materials."

Support promotions.

Trial Order A small test order before committing. U\A\:?Suol.(.j 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."

initial one.

3. Common Phrases in Correspondence
""Looking forward to your reply.” — CrangapTHOe 3aBepIICHHE THCHMA.
"Please find attached..." — Yka3anue Ha BiIoKeHHE (KaTaJor, mpaiic).
""We would appreciate it if you could..." — BexxnuBas npocsoa.
""Subject to agreement’” — YcioBue, Tpebyroliee mMoATBEPK ICHUS.

IMpumep ucnosnp3oBanus B muckme: "IN your proposal, please specify the MOQ, wholesale pricing, and delivery
terms. We are also interested in dropshipping options."

Ilopsinok BbINOJTHEHHUS PA0OTHI:

N —

. [IpounTaiite u nepeeaute mabIOHbI MHCEM.
. [IpounTaiite u 3anumuTe MUChHMa, TOTIOTHHUB HX.

3. CocTaBbTe CJIOBApb TCPMUHOB 110 TEMC.

(I)opMa NpeaACTaBJICHUA pe3yabTaTa: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouenka «omauyno» BBICTABIsETCA 3a 0€30IIMOOYHYIO PabOTy, a TaKkKe NpU HAIMYMKU B Hel |
Herpyooi ommoKu.
Ouenka «xopouio» BHICTABISIETCS MIPU HAJMYUU B IPAKTUUECKOM padore 1-2 3aaHuil, BBITOJIHEHHBIX
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C HE3HAYUTEITHHBIMU OITHOKAMH.

Ouenka «yooenemeopumenbHo» BBHICTABISCTCS 32 MPAKTHUYECKYIO PabOTy, B KOTOPOH JOMYIIEHBI
coJiepKaTebHbIC OMUOKH (OOJBITUHCTBO MPETYCMOTPEHHBIX pab0TOM 3aaanuii BeimosiHeHO, 30% U3 HUX
COJIEPIKAT OLITUOKH).

Ouenka «Heyo061emeopumenbHo» BHICTABISIETCS 33 MPAKTHUECKYIO PadOTy, KOTOpas COACPKUT
rpyObIe OIMOKH

Tema 2.1 Opranu3zanus u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM 1esiTeJIbHOCTH B cepe
TOProBJIN

IpakTHyeckoe 3ansaTue Ne 42

OcHoBbI MeHeKMEHTa. Poh MeHeKMEHTa B KOMMEPUYECKOU JesiTeNhHOCTH. BBeeHne nekcnuecknx
eIMHHIL IT0 TEME, UX aKTHBH3aIus. PaboTa ¢ TEKCTaMHU.

Hean: dopmupoBaHue JIEKCUYECKUX HABBIKOB W yMeHUM 1o TeMe «OCHOBBI MeHepkMeHTa. Pouib
MEHEPKMEHTa B KOMMEPYECKOU JESITEIbHOCTH»; (OPMUPOBAHNE YMEHUIN YUTATh ayT€HTUYHBIE TEKCThHI
npodeccuoHaIbHOM  HAINpPaBICHHOCTH, UCHOJb3ys OCHOBHBbIE BHJABI UYTEHHUS (O3HAKOMUTEIBHOE,
U3y4aroliee, MIoMcKoBoe/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTaBJIEHHOW KOMMYHUKAaTUBHOM 3ajauul.
Brinosinue padory, Bbl Oyaere yMeTh:
- TIOJIB30BaThCSl U3YYCHHBIMHA 0a30BBIMH IPAMMATHICCKUMH SIBJICHUSIMU;
- BeCTH Oecelly B CUTyalHsIX MpodecCuoHaIbHOTO OOIIEHNS;
- ydacTBOBaThb B OOCYXJE€HHH TpoOJeM Ha OCHOBAHMM MPOYUTAHHBIX/ MPOCIYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJII0Iasl MpaBUjIa peYeBOro STUKETA;
- YUTaTh ayTEHTUYHbIE TEKCTHI MPO(HECCHOHATBHON HAMIPABIEHHOCTH, UCIIOJIb3YSl OCHOBHBIE BU/IbI
YTeHUs (03HAKOMUTENIbHOE, U3ydarollee, TOUCKOBOE/ MPOCMOTPOBOE) B 3aBUCHMOCTH OT MOCTABJICHHOM
KOMMYHHUKAaTUBHOU 33]1a41

BbinosineHne padoThl cioco0CTBYET (POPMUPOBAHUIO:

IIK 1.1. TIpoBoauTs cOOp ¥ aHaM3 UHGOPMAIIMH O MTOTPEOHOCTAX CYOBEKTOB PHIHKA HA TOBAPHI U
yCIIyTH, B TOM YHCJI€ C UCTIOJIb30BaHUEM U(POBBIX U HH(YOPMALIMOHHBIX TEXHOIOTHA.

OK 01 Bribupats criocoOsI perieHus 3a1a4 npoGhecCuOHATBHON IEATEILHOCTH MPUMEHHUTEIBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnosip30BaTh COBPEMEHHBIE CPEACTBA TIOMCKA, aHAIM3a U MHTEPIPETAllud UHPOPMALIHH U
nH(OPMAaLIMOHHBIE TEXHOJIOTUHU JJIs1 BBITIOJTHEHUS 3a/1a4 MPO(GECCHOHANBHON ESTETbHOCTH;

OK 04 B3¢pdexTuBHO B3aUMOACHCTBOBATh M padOTATh B KOJJIEKTUBE M KOMAH/IE;

OK 09 INonw3oBatbes npodeccuoOHaTbHON JOKYMEHTAIMel Ha TOCyJapCTBEHHOM M MHOCTPAaHHOM
SI3BIKAX

MarepuajibHoe obecniedeHue: He TpeOyeTcs.

3amanmue:
1. HSy‘{I/ITe BBIPpAKCHUS 110 TEMC.
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. [IpounTaiiTe 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. BreimonmHuTE yrpakHeHUs TI0 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."

Ilopsinok BbINOTHEHHS PadOTHI:
1. IIpounTaiiTe 1 epeeaUTE BHIPAKEHUS 110 TEME.
2. IIpounTaiiTe TEKCT.
3. BbINoJIHUTE yIpa)KHEHUS TI0 TEKCTY.

(I)opMa NpeaAcCTaBJICHUA pe3yabTaTa: BhIIIOJTHCHHBIC 3aJaHUA.
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Kpurtepuu onenku:

Ouenka «omauyno» BBHICTABIsIETCA 3a 0€30MIMOOYHYIO pabOTy, a TakKe NpPU HATUYMK B Hel |
HEerpyOoi ommOKu.

Ouenka «xopouio» BHICTABIISIETCS MIPU HAJTMYUHU B IPAKTUUECKOH padore 1-2 3amanuii, BBIMOJIHEHHBIX
C HE3HAYUTEIbHBIMH OIINOKaMHU.

Ouenka «yo0oenemeopumenbHo» BBHICTABICTCS 32 MPAKTHYECKYIO PabOTy, B KOTOPOH IOMYIICHBI
coJiepKaTeIbHbIe OMTMOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3aaHuil BhITIOTHEHO, 30% U3 HUX
COJIEPIKAT OLITUOKH).

Ouenka «Heyo0s1emeopumenbHo» BHICTABISIETCS 33 TPAKTHUECKYIO PadOTy, KOTOpas COICPIKUT
rpyObIe OMMOKH

Tema 2.1 Opranu3zanus u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM 1esiTeJIbHOCTH B cepe
TOProBJIN

IIpakTnueckoe 3ansaTne Ne 43

[lenooOpa3oBaHue B TOProBoil AesTEILHOCTH. BBeIeHHE TEKCUUECKUX €UHUIL TIO TEME, X
akThBH3anua. Padora ¢ TekcTaMmu.

eab: @opMupoBaHrEe JEKCUYECKUX HABBIKOB U YMEHUU MO TEME
«lenooOpa3oBaHne B TOProBOW MAEATEIBHOCTU.»; (HOPMHPOBAHHUE YMEHHM 4YUTaThb ayTEHTUYHBIE
TEKCTHl ~ NPO(ECCHOHATPHOW  HANpABJICHHOCTH,  WCIOJB3ysSd  OCHOBHBIE  BHUJBI YTCHUS
(O3HaKOMHTEIBPHOE, H3Yy4Yarollee, IOMNCKOBOE ITPOCMOTPOBOE) B 3aBUCHMOCTH OT ITOCTaBIICHHOM
KOMMYHHKaTHUBHOM 3a/1a4u
BbinosinuB padory, Bl Oyere yMeTh:
- MO0JIH30BATHCS U3YUEHHBIMU 0a30BBIMU TPAaMMaTHUECKUMU SIBJICHUSMU;
- BeCTH Oecelly B CUTyalHsIX Mpo(ecCuoHaIbHOTO OOIIEHNS;
- y4acTBOBaTh B OOCYXIEHHUH TIpOOJIieM Ha OCHOBAaHWUM TPOUYUTAHHBIX/ MPOCIYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJIOasl MpaBUjIa pe4eBOro STUKETA;
- YUTaTh ayTEeHTUYHbIE TEKCTHI MPO(HECCHOHATHHON HAMIPABIEHHOCTH, UCIIOJIb3YSl OCHOBHbBIE BU/IbI
YTeHUs (03HAKOMUTENIbHOE, U3ydalrollee, OUCKOBOE/ MPOCMOTPOBOE) B 3aBUCHMOCTH OT MOCTaBJICHHON
KOMMYHHKATHUBHOM 3a/1a4uu

BbinosineHne padoThl coco0CTBYET (POPMUPOBAHUIO:

IIK 1.1. TIpoBoauTs cOOp ¥ aHaM3 UHGOPMAIIMU O TMTOTPEOHOCTAX CYOBEKTOB PHIHKA HA TOBAPHI U
yCIIyTH, B TOM YHCJI€ C UCTIOIb30BaHUEM U(POBBIX U HH(OPMALIMOHHBIX TEXHOIOTHA.

OK 01 BeiOupats crioco0bl peiieHus 3a1a4 npopecCuoHaIbHON AeITeIbHOCTH IPUMEHUTENBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonb30BaTh COBpEMEHHBIE CPEJICTBA TIOUCKA, aHAIM3a U UHTEPIIPETallu HH(POpPMALNH U
nH(OPMALIMOHHBIE TEXHOJIOTUHU JIs1 BHITIOTHEHUS 3a/1a4 PO (GECCHOHANBHON ESTETbHOCTH;

OK 04 D¢ dexTrBHO B3aMMOICHCTBOBATH U pabOTaTh B KOJJICKTUBE M KOMAH/IE;

OK 09 INonw3oBatbes mpodeccuoHaTbHON JOKYMEHTAIMel Ha TOCyJapCTBEHHOM M MHOCTPAaHHOM
SI3BIKAX

MarepuaJjibHoe obecniedeHue: He TpeOyeTcs.

3ananue:
1. 3yunre BeIpakeHUs 10 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.

77



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. [TpounTaiite 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. BermosiHUTE JICKCUKO-TPAMMAaTUUYCCKUC 3a/IaHUS 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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c) 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?

IMopsinok BbINOJIHEHHSI PadOTHI:
. [IpounTaiite u nepeeauTe BHIPAKEHUS 110 TEME.
. [IpounTaiite TEKCT.
. BolmosiHuTE ynpaxxHeHUs 1O TEKCTY.

—

W N

(I)opMa NnpeacTaBJdeHus pedyjabTara: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurepum oueHku:

Ouenka «omauyno» BbHICTABIsETCA 3a 0€30IIMOOYHYIO PabOTy, a TaKkKe NPU HaIUYMM B Hel 1
Herpy0oil ommoKu.

Ouenka «xopouio» BbICTABISIETCS MIPU HAJIMYUU B IPAKTHUYECKOH padore 1-2 3aiaHuil, BBINOJIHEHHBIX
C HE3HAYUTEIbHBIMH OIIMOKaMHU.

Ouenka «yooenemeopumenbro» BBICTABISETCS 3a NMPAKTHUECKYIO PabOTy, B KOTOPOH JOMYIIEHBI
coJiepKaTenbHble OMNOKH (OOJBIIMHCTBO MPEYCMOTPEHHBIX paboTON 3a7aHuil BEINOJIHEHO, 30% U3 HUX
coJiepKat OLINOKN).

Ouenka «HeyooenemeopumenbHo» BBICTABISIETCS 3a NPAKTHUECKYI0 pPadOTy, KOTOpas COAEPKUT
rpyOble OIIMOKH

Tema 2.1 Opranuszanms u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM esiTeJIbHOCTH B cepe
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TOProBJIN
IIpakTnueckoe 3ansiTue Ne 44

OnroBas u PO3HUYHAA TOPTrOBJIA. BBGI[GHI/IG JICKCUYCCKHX CAUHMUII I10 TEMEC, UX aKTUBHU3allW. Pabora c
TCKCTaMU.

Hean: ®opMupoBaHUe JEKCUUECKUX HABBIKOB U YMEHUU 1O Teme «OnToBas U pO3HUYHAS TOPTOBIIS;
(hopMHpPOBaHHE YMCHHUI YHTATh aYTCHTUYHBIC TEKCTHI MPOPECCHOHATBHON HAIIPABICHHOCTH, UCIIOIB3YS
OCHOBHBIC BUJIBI YTCHUS (03HAKOMUTEIHHOE, N3ydaloliee, MOMCKOBOS/ IPOCMOTPOBOE) B 3aBUCHUMOCTH OT
MOCTABJIEHHON KOMMYHHUKAaTUBHOM 3a]1a41

BoinosiHuB padory, Bbl OyieTe yMeThb:

- TIOJIB30BATHCS N3YYCHHBIMU 0a30BBIMU IPAMMATHUECKUMH SIBIICHHSIMU;

- BeCTH Oecelly B CUTyalHsIX Mpo(ecCuoHaIbHOTO OOIIEHNS;

- y4acTBOBaTh B OOCYXKIEHHH TpOOJEeM Ha OCHOBAaHMHM TIPOYUTAHHBIX/ MPOCITYIIAHHBIX
WHOSI3BIYHBIX TEKCTOB, COOTIO/IAs TIPAaBUIIa PEUEBOTO ITUKETA;

- YUTATh ayTEHTHYHBIC TEKCTHI MPO(eCCHOHAILHON HATIPABJICHHOCTH, MCIIOJIb3Ysl OCHOBHBIE BH/IBI
yTeHUs1 (03HAKOMUTENIBHOE, U3yJalolee, MOMCKOBOe/ TIPOCMOTPOBOE) B 3aBUCUMOCTH OT TIOCTABIICHHON
KOMMYHHUKATHBHOH 3a/1a4n

BbinosineHne padoThl cnoco0CcTBYET (POPMUPOBAHUIO:

[IK 1.1. IlpoBoauTth cO60p U aHaNM3 UHPOPMAIIMK O TOTPEOHOCTSIX CYObEKTOB PhIHKA HA TOBAaphl U
YCIYTH, B TOM YHCJIE C UCTIOJIb30BaHHEM ITUPPOBBIX U HHPOPMAITMOHHBIX TEXHOJIOTHIA.

OK 01 BriOupats criocoOsI perieHus 3a1a4 npoGhecCHOHATBHON IeATeTLHOCTH MPUMEHHUTEIBHO K
Pa3IMYHbIM KOHTEKCTaM;

OK 02 Hcnosp30BaTh COBpEMEHHBIC CPEACTBA TTOUCKA, aHAIM3a U HHTEpINpeTalud UHPOPMAIHH 1
MH(OPMAaLMOHHBIE TEXHOJIOTUHU JJIs1 BBITIOJTHEHUS 3a/1a4 POGECCHOHANBHON NeSTETbHOCTH;

OK 04 B3¢ddexTnBHO B3aUMOACHCTBOBATH M padOTaTh B KOJIJIEKTUBE U KOMAH/IE;

OK 09 I'lonws3oBaThes Mpo(hecCHOHATHFHOM TOKYMEHTAlMeH Ha TOCY/IapCTBEHHOM U MHOCTPaHHOM
SI3BIKaX

MarepuaJjibHoe obecneyeHue: He TpeOyeTcs.

3aganue:
1. [IpounTaiite 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. BI)Iy‘-II/ITe OCHOBHBIC OHpeILGJIeHI/IH H3 TCKCTAa, BbIIIKMCAaB UX B TeTpaIlb.
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. HSyLII/ITe OCHOBHBIC ITIOHATHUSA U3 TCKCTA.

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.
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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.

Iopsinok BbINOJIHEHHSI Pa0OTHI:
. [IpounTaiite TEKCT.
. Belyunte 0CHOBHBIE ONPECICHHS U3 TEKCTA.
. IIpounTaiite TEKCT.
. I3yunTe OCHOBHBIE BBIPAXKEHUS U3 TEKCTA.

AW —

(I)opMa NnNpeacTaBJdCHUs pedyjabTaTra: BhIIIOJTHCHHBIC 3aJaHUA.

Kpurepum oueHku:

Ouenka «omauyno» BBICTaBIsETCA 3a 0€30IIMOOYHYIO PabOTy, a TaKKe NpU HAIMYMKU B Hel |

Herpy0oii ommoKu.

Ol(eHKa «Xopouto» BbICTABIISICTCS IIPU HAJIMYUHU B HpaKTH‘leCKOﬁ pa60Te 1-2 3aﬂaHHﬁ, BBIITOJIHCHHBIX

C He3HAYUTEIbHBIMH OIINOKAMU.

Ouenka «yooenemeopumenbro» BBICTABISETCS 3a NPAKTHUECKYIO PabOTy, B KOTOPOH JOMYIIEHBI
coJiepKaTebHble OMNOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3a1aHuil BINOIHEHO, 30% 13 HUX

coJiepKat OLINOKHN).

Ouenka «HeyooenemeopumenbHo» BHICTABISIETCS 32 MPAKTHUECKYI0 PadOTy, KOTOpas COAEPKUT

rpyOble OIIMOKH
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Tema 2.1 Opranuszanus u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM 1esiTeJIbHOCTH B cepe
TOProBJIN

IIpakTnueckoe 3ansiTue Ne 45

BBG[[GHI/IG JCKCUYCCKUX CAUMHMUIL I10 TEME, UX aKTUBU3al M. PaboTta ¢ TekcTamu u JHuaJiIoraMHu. Ha
BBICTaBKEC, 6€C€I[BI C NpCACTaBUTCIIAIMU KOMITAHUM.

Hean: dopMupoBaHue JIEKCUUYECKMX HABBIKOB W yMeHui 1o Teme «Ha BwicTaBke, Oecenbl C
MPEJICTABUTSIISIMA ~ KOMITAHUW»;  (OPMUPOBAHWE  yMEHUW  YHTATh  AYTCHTUYHBIE  TEKCTHI
npodeccHoHaIbHON HANpaBICHHOCTH, MWCIOJb3YS OCHOBHBIE BHJIbI YTE€HHS (0O3HAKOMHUTENBHOE,
n3y4aroliee, HIOMCKOBOE/ IPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTABJIEHHOW KOMMYHUKATH BHOM 3a/1auul.
BoinosiHuB padory, Bbl OyieTe yMeThb:
- TIOJIb30BaThCSl U3YYCHHBIMU 0a30BBIMHU IPAMMATUYECKUMU SIBJICHUSIMU;
- BeCTH Oecelly B CUTyalHsIX Mpo(ecCuoHaIbHOTO OOIIEHNS;
- ydacTBOBaThb B OOCYXJE€HHHM NpoOJeM Ha OCHOBAHMM MPOYUTAHHBIX/ MPOCIYILIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJI01asi PaBUJla PEYEBOTO STUKETA;
- YUTaTh ayTEHTUYHbIE TEKCTHI MPO(ECCHOHATBHON HANPABIEHHOCTH, UCIIOJIb3YSl OCHOBHBIE BU/IbI
yTeHUs1 (03HAKOMUTENIBHOE, U3yJalolee, MOMCKOBOe/ TIPOCMOTPOBOE) B 3aBUCUMOCTH OT TIOCTABIICHHON
KOMMYHUKATUBHOM 3a/1a4l

Boinosinenue paéorsl cnoco6cTBYeT (OPMUPOBAHUIO:

IIK 1.1. TIpoBoauTs cO6op u aHaM3 HHGOPMAIIMU O TTOTPEOHOCTAX CYOBEKTOB PHIHKA HA TOBAPHI U
YCIIyTH, B TOM YHUCJIE C UCTIOJIb30BaHHEM LU(PPOBBIX U UHPOPMALIMOHHBIX TEXHOJIOTHH.

OK 01 Bribupats criocoOsI perieHus 3aaa4 npoGhecCHOHATBHON IeATEILHOCTH MPUMEHHUTEIIBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnosib30BaTh COBpEMEHHBIE CPEACTBA TIOWCKA, aHAIM3a U MHTEPIPETAllud UHPOPMAIHH 1
MH(OPMAaLMOHHBIE TEXHOJIOTUHU JJIs1 BBITIOJTHEHUS 3a/1a4 MPOGECCHOHANBHON ESTETbHOCTH;

OK 04 B3¢ dexTuBHO B3aUMOACHCTBOBATH M padOTATh B KOJJIEKTUBE U KOMAH/IE;

OK 09 I'lonws3oBaThCs Mpo(HecCHOHATBFHOM TOKYMEHTalMel Ha rOCY/IapCTBEHHOM U MHOCTPaHHOM
SI3BIKaX

MarepuaJjibHoe obecneyeHue: He TpeOyeTcs.

3aganue:
1. [IpounTaiite 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 (SMESs) 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. Brimonuure JICKCUKO-TPaAaMMAaTUUYCCKUC 3aJlaHUA 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.
c) 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.
¢) 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. [IpounTaiiTe nuamor
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! 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?"

IMopsiaok BbINOJIHEHHS PA0OTHI:
. [IpounTaiite TEKCT.
. BeimonHuTE yripa)kHEeHUS K TEKCTY.
3. [TpounraiiTe guanor.

N —

dopMa npeacTaBIeHUs pe3yabTaTa: BHITIOJIHEHHBIC 3a/1aHMS.

Kpurepum oueHku:

Ouenka «omauyHo» BBHICTABISIETCS 3a 0E30MIMOOYHYIO PadOTy, a TaKkKe NP HAIMYMKA B HEl |
HErpyOoi OITHOKH.

Ouenka «xopouio» BHICTABIISICTCS TIPH HAJTMYUH B IPAKTUYECKOH padoTe 1-2 3amanuii, BBITOTHEHHBIX
C He3HAYUTEIIHHBIMH OITHOKaMHU.

Ouenka «y0oenemeopumenbHo» BBHICTABISCTCS 3a TPAKTHUYECKYI0 PalbOTy, B KOTOPOW IOMYIICHEI
coJiepkaTebHble OIUOKH (OOJIBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3aaanuii BbinosiHeHo, 30% 13 HUX
coJiepKaT OIINOKH).

Ouenka «Hey00s/1emeopumenbHo» BHICTABISICTCS 33 TMPAKTHYECKYIH0 PadOTy, KOTOpas COACPKUT
rpyObIe OITUOKH

Tema 2.1 Opranuzanus v ocylecTBJIeHHE MPeANPUHUMATEILCKOI 1esiTeIbHOCTH B cepe
TOProBJIN

IIpakTuyeckoe 3ansaTue Ne46
Kontponsnas pabora.

Hean: PopmMupoBaHre yMEHHH MMOIb30BATHCS N3yYEHHBIMH 0a30BBIMU I'PaMMAaTHUYECKUMU SIBJICHUSMU;
pacrio3HaBaTh 3a/1a4y W/WiK MpobiemMy B MpopecCHOHATBHOM /NI COLMAIBHOM KOHTEKCTE; BBISBISATD
u 3(p(peKTUBHO HCKaTh HHGOpPMAIMIO, HEOOXOAMMYIO JJIs PpELIeHUs 3aJauyd W/WIN TPOOJIeMbl;
CTPYKTYpUpOBaTh TNOJy4aeMylro HH(GOpMAIMIO, BBIACIATh Hanbojee 3HAYMMOE B IE€peyHe
uHpOpMalnu.
Beimosinue padory, Bl OyieTe yMeThb:

- T10JIb30BAThCS N3YYECHHBIMHU 0a30BBIMU I'PAMMATHUECKUMHU SBJICHUSIMU;

- YUTaTh ayTEHTHYHBIE TEKCTHI MPO(ECCHOHATHLHON HANPaBIEHHOCTH, UCIIOIb3Ys OCHOBHbIE BH/IbI

4yTeHus (03HAKOMUTEIbHOE, U3ydalollee, MOMCKOBOE/ MPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTaBJICHHOMN
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KOMMYHUKAaTUBHOM 3aJ1a4H.
Bbinosanenune padoThbl cocoo6cTBYeT (POPMHUPOBAHUIO:

IIK 1.1. IIpoBoauTs cO60p U aHaIM3 HHPOPMALIUH O TTOTPEOHOCTSIX CYOBEKTOB PBIHKA HA TOBAPEI
U YCIIyTH, B TOM YHUCIIE C UCTIOJIb30BaHNEM HU(POBBIX U MHPOPMALIMOHHBIX TEXHOIOTUH.

IIK 1.2 YcranaBnuBaTh XO3SHCTBEHHBIE CBSI3M C TIOCTABIIUKAMU W TIOTPEOUTEIISIMA TOBAPOB U
yCIOyr, B TOM 4YHCJIE€ C MPUMEHEHHEM KOMMYHHMKATHBHBIX BO3MOYXHOCTEH HCKYCCTBEHHOTO
MHTEIIEKTA.

OK 01 Brsi6upats criocoOb! penieHus 3aaa4 npo(ecCHoHaIbHON IesITeIbHOCTH IPUMEHUTEEHO
K Pa3JINYHBIM KOHTEKCTAM;

OK 02 MHcnonb3oBaTb COBPEMEHHBIE CpPEJICTBA IIOMCKA, AaHAJIW3a M HHTEPIPETALUU
nHbopManud W WHGOPMAIIMOHHBIE TEXHOJIOTUH JUIA BBIMOJHEHHUS 3a1a4  [po¢ecCHOHATBHOM
NS TeILHOCTH;

OK 09 ITonb30Barbes podeccHoHaNbHON JOKyMEHTAIel Ha TOCY/IapCTBEHHOM W HHOCTPaHHOM
SI3BIKAX

MatepuajibHOe o0ecniedeHue: He TpeOyeTcs.

3ananue:
1. JlaiiTe onmpenesieHue CaeAyIOIMM TEPMUHAM.
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. CoeaHMTE TEPMHHBI € ONIpe/iesIeHHeM
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)
. 3ano/IHMTE NPONYCKH
Wholesalers sell in quantities.
Retailers add a to the cost price.
. Hanummre cunonumsl k bulk u k profit u3 npeanaraemeix: "wholesale,” "mass”, "margin,"

"surcharge”.

6

. 3anoJHUTE MPONYCKH

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.

IMopsiaok BHINOJTHEHHS PA0OTHI:
1. BBINMOJHUTH KOHTPOJBHYIO PabOTy

dopMa npeacTaBIeHUs pe3yabTaTa: BHIIOJTHEHHBIC 3a/1aHMS.

Kpurtepun ounenku:

Ouenka «omauyno» BHICTABISIETCS 3a 0e30mMO0YHYI0 paboTy, a Takke NMPHU HAIMYMKA B Her |
HerpyOoil ommoKH.

Ouenka «xopouio» BBICTABISIETCA TpU HAIMUMKM B MpakTHUYecKod pabore 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouyenka «y0oenemeopumenbHoy) BHICTABISIETCA 3a MPAKTUYECKYIO paboOTy, B KOTOPOM TOMYILIEHbI
coJiepkarebHble OMUOKU (OONBIIMHCTBO MPEAYCMOTPEHHBIX paboTol 3amaHuil BeinonHeHo, 30%
W3 HUXCOJIEPIKAT OIITHNOKH).

Ouenka «Hey006/1emeopumesIbHo» BHICTABISICTCA 32 MPAKTHUECKYIO padoOTy, KOTOpas COIACPKUT
rpyObIe OITUOKH

Tema 2.2 Opranuszauus M oCyliecTBJIeHHe HHTEPHET-MapKeTHHIa (110 BHIOOPY)

IIpakTuyeckoe 3ansaTue Ne 47

ITonsrue o TCOPHUU MAPKCTHUHIA. Bunpl MapKCTHHIA.

]_le.]]b: (DOpMI/IpOBaHI/IC JCKCHYCCKHNX HAaBBIKOB H YMCHI/Iﬁ no teme «lloHsTHE O TCOPUU MAPKCTHHIA.
Busr MAapKCTHUHI'A», (1)0pMI/IpOBaHI/Ie YMeHI/Iﬁ YuTaTb AYTCHTUYHBIC TCKCThI HpO(b@CCHOHEU'ILHOﬁ
HAIIpaBJICHHOCTH, UCII0JIb3Ysl OCHOBHBIC BUJIbI YTCHUSA (O3HaKOMI/ITeJ'ILH06, HU3ydaromiee, IMOMCKOBOE/
HpOCMOTpOBOC) B 3aBUCHMOCTH OT MOCTaBJICHHOM KOMMYHHKaTHBHOﬁ 3aJa4u.

Beimosinue padory, Bl OyieTe yMeThb:
- T10JIb30BAThCS N3YYEHHBIMHU 0a30BBIMU I'PAMMATHUECKUMHU SBJICHUSIMU;
- BecTu Oecely B CUTyallUsAX NPOPecCHOHATBHOTO OOLICHMS;
- y4acTBOBaTh B OOCYXJEHMM NpoOJeM Ha OCHOBAaHMM TMPOYUTAHHBIX/ MPOCIYLUIAHHBIX

HWHOA3BIYHBIX TCKCTOB, CO6JHOI[8.5{ [MpaBHJIa p€UCBOI'0 OTUKECTA,

- HUTAaTb ayTCHTUYHbBIC TCKCThI HpO(I)eCCHOHaHLHOﬁ HAIIpaBJICHHOCTH, UCIIOJIb3Yyd OCHOBHBIC BU/IbI

YTCHUA (O3HaKOMI/ITCJ'IBHOC, H3Yy4daroIiee, IMOKUCKOBOE/ HpOCMOTpOBOC) B 3aBHCHUMOCTH OT IIOCTaBJICHHOM
KOMMyHHKaTHBHOﬁ 3aJa4n
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Boinosnnenune padoTsl crioco6cTByeT (POPMHUPOBAHUIO:

[IK 1.1. IIpoBoauTh cOOp M aHanu3 UHGOPMAIMH O MOTPEOHOCTAX CYOBEKTOB PhIHKA Ha TOBAphl U
YCIYTH, B TOM YHCJIE C HCIIOJIb30BaHUEM IHU(PPOBBIX U HHPOPMAITHOHHBIX TEXHOJIOTHA.

OK 01 Beibupats crioco0bl pemieHus 3a1a4 npopeccnoHaIbHON AeATEIIbHOCTH IPUMEHUTENBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonb30BaTh COBPEMEHHBIE CPEJICTBA IIOUCKA, aHAJIW3Aa U MHTEPIIPETAllUY UH(DOpMaLUK U
WH(GOPMAIMOHHBIE TEXHOJIOTUH IS BBITTOJIHEHHS 33124 PO(PECCHOHATBHON JAeATeTbHOCTH;

OK 04 D¢ddexTrBHO B3aMMOICHCTBOBATH U padOTaTh B KOJUICKTUBE M KOMAH/IC;

OK 09 TTonp30BathCst MpohecCHOHATTFHOM TOKYMEHTAIMEH Ha TOCYIapCTBEHHOM U MHOCTPAaHHOM
S3BIKAX

MatepuajibHOe o0ecniedeHue: He TpeOyeTcs.

3ananue:

1. M3yunte cioBa U BBIPAKEHHUS 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. IlpounTaiiTe, nepeBeAUTE 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. BeimonHUTE 3a1aHUS 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.

Marketing theory focus on consumer needs and value creation.
Guerrilla marketing use unconventional tactics to attract attention.
Influencer marketing relies in collaborations with popular personalities.
The marketing mix consist of Product, Price, Place, and Promotion.
Businesses must to adapt their strategies for global markets.
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Iopsinok BbINMOJTHEHHSI PadOTHI:
1. 3yunTe BhIpAKEHUS 11O TEME.
2. [IpounTaiiTe TEKCT.

3. BhINIOJIHUTE 3a1aHUS K TEKCTY.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUS.

Kpurepun oueHku:

Ouyenka «omauunoy BbICTaBIsETCS 32 0€30MINO0YHYI0 paboTy, a TaKKe MPU HAJIUYMU B Heil 1 HerpyOoii

OIINOKH.

Ol{eHKa «xopouto) BBICTABJIACTCA IIpU HAJIMYHU B HpaKTquCKOﬁ pa60Te 1-2 BaHaHHfI, BBIIIOJIHCHHBIX C

HE3HAYUTEIHbHBIMH OIIHOKAMHU.

Ouyenka «yooenemeopumenbno) BBICTABISETCS 3a MPAKTUYECKYI0 pPabOTy, B KOTOPOM JOMYLIEHBI
coJiepKaTenbHble OIUOKH (OOJBIIMHCTBO MPEAYCMOTPEHHBIX pab0TOM 3aAaHuil BbINONHEHO, 30% U3 HUX

coJiepKaT OLINOKH).

OueHKa «Heydosﬂemeopumeﬂbno» BBICTABJISAICTCA 3a ITPAKTUYCCKYHO pa60Ty, KOTOpas COACPIKUT Fp}/6ble

OLINOKH

Tema 2.2 Opranuzanus 4 oCyllecTBJICHNE HHTEPHET-MAPKEeTHHIa (110 BLIOOPY)
IIpakTnueckoe 3ansTue Ne 49

Texnonorus MMPOBCACHUA MAPKCTUHTI'OBBIX HCCJIeIOBAHUM. CeFMeHTaHI/IH PBIHKA. YUreHue u NepeBojg
TCKCTOB HpO(I)eCCHOHaHLHOﬁ HaIpaBJICHHOCTU

He.]'IbZ cDOpMI/IpOBElHI/IC JCKCUYCCKNX HABBIKOB U YMCHI/If/'I nmo teme «Ilonsarue o TCOpHUU MApKCTHUHTA.
Ero ocHoBHEIE OJICMCHTBI, (bOpMHpOBaHI/IC YMCHI/Iﬁ YUTAaTb ayTCHTUYHBIC TCKCTLI HpO(I)CCCHOHaHBHOﬁ

HaIpaBJICHHOCTH, UCIIOJIb3Ysl OCHOBHBIC BUJIbI YTCHUSA (O3HaKOMI/ITeHLHOC, HU3ydaromee, MmonucKoBocC,
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MIPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTABJIEHHON KOMMYHUKAaTUBHOM 3a/1a4H.

BoinosiHuB padory, Bbl OyieTe yMeThb:

- TI0JIB30BATHCS N3YYCHHBIMH 0a30BBIMU IPAMMATHUYECKUMHU SIBICHUSIMH;

- BeCTH Oecelly B CUTyalusX Ipo(ecCHOHATLHOTO OOIIEHUS;

- y4acTBOBaTh B OOCYXKIEHHH NpOOJEeM Ha OCHOBAaHMM TPOYUTAHHBIX/ MPOCITYHIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOIIO/IAs TIPAaBUIIa PEUEBOTO ATUKETA;

- YUTATh ayTEHTHYHBIC TEKCTHI MPO(HECCHOHATFHON HAPABICHHOCTH, UCTIONb3Ysl OCHOBHBIC BUIBI
9yTeHus (03HAKOMUTEIBHOE, H3ydalollee, MOMCKOBOE/ IPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTAaBICHHOMN
KOMMYHHUKAaTHBHOH 3a/1a41

Boinosinenue padorsl cnoco6cTBYeT GOPMUPOBAHHUIO:

IIK 1.1. IlpoBoauTh cO60Op U aHaNM3 UHPOPMAIMHK O TOTPEOHOCTSIX CYObEKTOB phIHKA Ha TOBAaphl U
YCIIyTH, B TOM YHUCJIE€ C UCIOJIb30BaHUEM LIU(PPOBBIX U HH(POPMALIMOHHBIX TEXHOJIOTHUH.

OK 01 Beibupats crioco0bl penieHus 3a1a4 mpoheccnoHaIbHON IeATeIbHOCTH IPUMEHUTENFHO K
Pa3IMYHbIM KOHTEKCTaM;

OK 02 Hcnonb30BaTh COBPEMEHHBIE CPEJICTBA TIOUCKA, aHATN3a U MHTEpIpEeTaluil UHpOpMaluy 1
MH(}OPMAaLMOHHBIE TEXHOJIOTUHU JJIs1 BBITIOJTHEHMS 3a/1a4 MPO(GECCHOHANBHON EATEIbHOCTH;

OK 04 D¢ddexTrBHO B3aMMOJICHCTBOBATH U pabOTaTh B KOJUICKTUBE M KOMaHJIC;

OK 09 TTonmp30BaThCst Mo heCcCHOHATTFHOM TOKYMEHTAIMEH Ha TOCYIapCTBEHHOM U MHOCTPAaHHOM
SI3BIKaX

MarepuajbHoe obecrneueHue: He TpeOyeTcs.

3ananue:
1. [IpounTaiite 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 ROI. By
leveraging advanced research technologies, businesses can stay competitive in dynamic markets.

2. BeinonHuTe 3a1aHusl K TEKCTY.
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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. O6cyaute B rpynmnax.
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.

IMopsinok BbINOJIHEHHSI PA0OTHI:
1. IIpounTaiiTe TEKCT.

2. BeInoJyiHUTE 33/1aHUA K TEKCTY.
3. Ob6cynure B rpymnnax.

(I)opMa NnpeacTaBJdCHUs pe3yjabTaTra: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurepum oueHku:
Ouyenka «omauunoy BBICTaBISAETCS 32 6e30MMO0YHYIO0 paboTy, a TaKKe MPU HAJIUYKU B HeHl 1 HerpyOoit
OILITMOKHU.
Ouyenka «xopouio» BHICTABISETCS MPU HATMYUH B MPAKTHUECKON paboTte 1-2 3amaHuii, BBIMOIHEHHBIX C
HE3HAYUTENbHBIMH OIIHOKaMHU.
Ouyenka «yooenemeopumenbno) BBICTABISETCS 3a MPAKTUUYECKYI0 pabOTy, B KOTOPOMl JOMYIIEHBI
coJiepkaTenbHbIe OMUOKH (OOJBITMHCTBO MPEAYCMOTPEHHBIX pab0oTOM 3aaanuii BeimoHeHo, 30% 13 HUX
coJiepKat OLINOKH).
Ouenka «neyooe1emeopumenbHoy BHICTABISAETCS 3a MPAKTHUECKYIO0 paboTy, KOTOPast CONEPKUT IpyObIe
OIINOKHU
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Tema 2.2 Opranusanus 1 ocylecTBIeHHe HHTEPHET-MAapPKeTHHIA (110 BHIOOPY)
IIpakTnueckoe 3ansiTue Ne S0

Peknama TOBapoB — 311eMEeHT MapKeTHHTa. YTEHHE TEKCTOB C IMOJIHBIM TOHUMAHHUEM HJIU C W3BIICUEHUEM
HYXHOU MH(pOpManuu

Heab: GopMUPOBAHHE JIEKCHYECKMX HABBIKOB M yYMEHUM II0 Teme «PekiiamMa TOBAapOB — 3JIEMEHT
MapKeTHUHra»; (OpMHpPOBAaHHME YMEHUN  YWTAaTh  AYTEHTUYHBIE  TEKCTbl INPOQPECCHOHAIBHOU
HaIpaBJICHHOCTH, WCIOJB3Ysl OCHOBHBIC BHIBI YTCHUS (O3HAKOMHTEIBHOE, W3ydaroliee, IMOUCKOBOe/
MIPOCMOTPOBOE) B 3aBUCUMOCTHU OT MOCTAaBJICHHON KOMMYHUKAaTUBHOM 3a/1auH.

BoinosiHuB paéory, Bbl OyeTe yMeTh:

- TIOJTB30BATHCS N3YYEHHBIMH 0a30BBIMU I'PAMMATHUECKUMH SIBIICHUSIMHU;

- BeCTH Oecelly B CUTyalHsIX MpodecCuoHaIbHOTO OOIIEHNS;

- y4acTBOBaTh B OOCYXKIEHHH TpOOJeM Ha OCHOBAaHMM TIPOYUTAHHBIX/ MPOCITYIIAHHBIX
WHOSI3BIYHBIX TEKCTOB, COOJIO/Iast PaBUiIa PEUYEBOTO ITHKETA;

- YUTATh ayTEHTHYHBIC TEKCTHI MPO(ECCHOHATHFHON HAIPaBICHHOCTH, HCIIOJB3YS OCHOBHBIE BHIBI
yTeHUs1 (03HAKOMUTENIBHOE, U3ydarolee, MOMCKOBOe/ TIPOCMOTPOBOE) B 3aBUCUMOCTH OT TIOCTABIICHHON
KOMMYHUKAaTHBHOH 3a/1a4n

Bbinosinenne padoTbl cioco0CTBYET (POPMUPOBAHMIO:

[IK 1.1. IlpoBoauTth cO60p U aHaNM3 UHPOPMAIMHK O TOTPEOHOCTSIX CYObEKTOB PhIHKA HA TOBAaphl U
YCIIyTH, B TOM YHUCJIE C UCTIOJIb30BaHHEM LU(PPOBBIX U NHPOPMALIMOHHBIX TEXHOJIOTHH.

OK 01 BriOupats criocoOsI perieHus 3a1a4 npoGhecCHOHATBHON IeATeILHOCTH MPUMEHHUTEIIBHO K
Pa3IMYHbIM KOHTEKCTaM;

OK 02 Hcnosp30BaTh COBpEMEHHBIE CPEACTBA TIOMCKA, aHAIM3a U MHTEPIPETallud UHPOPMAIIHH 1
MH(OPMAaLMOHHBIE TEXHOJIOTUHU JJIs1 BBITIOJTHEHUS 3a/1a4 PO ECCHOHANBHON NeSTETbHOCTH;

OK 04 B3¢ddexTnBHO B3aUMOACHCTBOBATH M pa0OTATh B KOJIJIEKTUBE U KOMAH/IE;

OK 09 I'lonws3oBaThes Mpo(hecCHOHATBFHOM TOKyMEHTAlMel Ha TOCY/IapCTBEHHOM U MHOCTPaHHOM
SI3BIKAX

MarepuaJjibHoe obecneyeHune: He TpeOyeTcs.

3aganue:

1. 3yuuTe BhIpaKEHUS U ONIPEACIICHUSI.
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.

. Unique Selling Points (USPs) — Features that make a product stand out.

. 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. [IpounTaiite 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. BeimonHuTE 3a1aHusT K TEKCTY.

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) ATV 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

Iopsinok BbINOJIHEHHSI PadOTHI:

1. M3yunTe BBIpaXeHUS U ONIPEIEIICHHUS.
2. IIpounTaiiTe TEKCT.

3. BhINIOJTHUTE 3a1aHUS K TEKCTY.

4. BBINIOJTHUTE TECT.

dopMa npeacTaBIeHUs pe3yabTaTa: BHIIOJIHEHHBIC 3a/1aHMS.

Kpurepun oueHku:

Ouyenka «omau4Hoy BBHICTABIIACTCS 32 0€30IMTMO0YHYIO PadoTYy, a TaKKe MPU HAIUMYWU B Hel 1 HerpyOou
OIIIHOKH.

Ouyenka «xopouio» BBHICTABISETCS NPU HATMYMM B MPAKTHUECKON pabote 1-2 3amaHui, BHINOJIHEHHBIX C
HE3HAYUTENbHBIMU OIIHOKaMHU.

Ouyenka «yooenemeopumenvno) BBICTABISETCS 3a MPAKTUYECKYI0 pPabOTy, B KOTOPOM JOMYLICHBI
coJiepkarebHble OMUOKH (OOJBIIMHCTBO MPEIYCMOTPEHHBIX pabOTOM 3a1aHuii BeINoIHEHO, 30% U3 HUX
coJiepKaT OIINOKH).

Ouyenka «neyoosiemeopumenbHo) BHICTABISETCS 3a MPAKTHUECKYIO paboTy, KOTOpas COACPKUT IpyObie
OIHOKH

Tema 2.2 Opranuzanus 4 oCyllecTBJICHNE HHTEPHET-MAPKEeTHHIa (110 BLIOOPY)
IIpakTuyeckoe 3ansaTue Ne 51

Ounnaitx MpoaaxXu U IMOKYIIKH. BBeneHnue nekcuuecKux e€UHMUIL. PaboTa ¢ TeMaTHYECKUM TEKCTOM.

Henb: ®opMupoBaHUE JIEKCHYECKUX HABBIKOB M yMEHUH 10 TeMe «OHIaiH NpOJaK! U MOKYIIKN;
(dbopMupoBaHHE YMEHUI UNTaTh ayTeHTHUHBIE TEKCTHI MPO(GEeCCHOHATLHON HAIIPAaBIEHHOCTH, UCTIONb3YS
OCHOBHBIE BH/IbI YT€HUS (03HAKOMHTENIBHOE, H3ydalollee, IOUCKOBOE/ IPOCMOTPOBOE) B 3aBUCUMOCTH OT
IIOCTABJIECHHOM KOMMYHHUKAaTUBHOM 3aauu.
Beimosinue padory, Bl OyieTe yMeThb:

- TI0JIb30BAThCS N3YYECHHBIMHU 0a30BBIMU I'PAMMATHUECKUMHU SBJICHUSIMU;

- BecTu Oecely B CUTYyallUAX NPOPecCHOHATBHOTO OOILICHMS;

- y4acTBOBaTh B OOCYXKJIEHHMM NpoOJEeM Ha OCHOBAaHMM MPOYUTAHHBIX/ MPOCIYLIIAHHBIX

HWHOA3BIYHBIX TCKCTOB, CO6J'IIOI(8.$I IMpaBujia p€uUCBOI0 OTUKECTA,
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- YUTaTh ayTEHTHYHBIE TEKCTHI MPO(ECCUOHATHLHON HAMPaBIEHHOCTH, HCIIOIb3Ys OCHOBHBIE BUIBI
9yTeHus (03HAKOMUTEIBHOE, H3Yydalollee, MOMCKOBOE/ IMPOCMOTPOBOE) B 3aBUCHMOCTH OT HOCTAaBJICHHOMN
KOMMYHUKAaTUBHOU 3a/1a41

BreinosiHenne padoTsl ciocodcTBYET (hopMHUPOBaAHHIO:

[IK 1.1. ITpoBoauTh cOOp M aHanu3 HHGOPMAIMH O MOTPEOHOCTAX CYOBEKTOB PhIHKA HA TOBAphl U
YCIIYTH, B TOM YHCJIE C UCTIOJIb30BaHUEM ITU(PPOBBIX U HHPOPMAITMOHHBIX TEXHOJIOTHIA.

OK 01 Beibupars crioco0bl penieHus 3a1a4 npopeccnoHaIbHON AeATEIbHOCTH IPUMEHUTENBHO K
Pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonb30BaTh COBPEMEHHBIE CPEJICTBA IIOUCKA, aHAJIM3a U MHTEPIIPETAlUY UH(DOpMAaLUK U
WH(GOPMAIMOHHBIE TEXHOJIOTUH IS BBITTOJIHEHHS 33124 PO(PECCHOHATBHON AeATeIbHOCTH;

OK 04 D¢ddexTrBHO B3aMMOICHCTBOBATH U padOTaTh B KOJUICKTUBE M KOMAaH/IC;

OK 09 TTonp30BaThCst MpohecCHOHATTFHOM TOKYMEHTAIMEH Ha TOCYIapCTBEHHOM U MHOCTPAaHHOM
S3BIKAX

MarepuajbHoe o0ecniedeHue: He TpeOyeTcs.

3aganue:

1. M3yunTe BBIpaKEHUS IO TEME.
1. Iokynku onnaiiH (Online Shopping)
I’d like to order this product. — I xouy 3aka3zatb 3TOT TOBap.
How can I track my order? — Kax st Mory OTClIeIUTh CBOM 3aKa3?
Is there free shipping? — Ectb sin GecriatHas octaBka?
What’s the estimated delivery time? — KakoB cpox mocraBku?
Do you offer international shipping? — Bsl ocyiiecTBiasieTe MeKIyHAPOIHYIO TOCTABKY?
Can I return the item if it doesn’t fit? — Mory 11 s BepHYTh TOBap, €CJId OH HE MOI0MIET?
I’d like to apply a discount code. — fI Xxouy NpUMEHUTH TPOMOKOJI.
The item is out of stock. — ToBapa HET B HaTMYHH.
Do you accept PayPal? — Ber npunumacte PayPal?
P’ve received a damaged product. — I moixy4yusn noBpeXI€HHBIN TOBAp.
2. Ounaita-ipomaxu (Online Selling)
We offer fast and secure checkout. — MsI npeiaraem GsIcTpyro U O€30MACHYIO OTLIATY.
Your order has been shipped. — Bamr 3aka3 oTmnpasiieH.
Please leave a review after receiving your purchase. — IToxanyiicra, OcTaBbTe€ OT3bIB IIOCIIE MOJYICHHUS
TOBapa.
All sales are final. — Bce npogaku okoH4arenbHbI (0€3 Bo3Bpara).
The product comes with a warranty. — ToBap mocraBisieTcsi ¢ rapaHTHEH.
Sign up for our newsletter to get exclusive discounts. — IToanumuTech Ha pacChbUIKY, YTOOBI TOIyYaTh
OKCKJTFO3UBHBIC CKUIKH.
Bulk orders receive special discounts. — OnToBsie 3aKa3bl MOIy4YalOT CIIEIHATbHBIE CKUIKH.
This item is currently on sale. — DTot ToBap ceifuac 1Mo CKHIKE.
Free returns within 30 days. — becruiaTasiit Bo3Bpar B TeucHue 30 aHEN.
Your payment was declined. Please try another method. — Bamr rutatex ve nporiesn. [Toxanyiicta,
nonpoOyiite qpyroi cnocoo.
3. O6mmue ¢passl (General Phrases)
Add to cart — [To6aBuTh B KOpP3UHY
Proceed to checkout — ITepeiitu k orate
Customer reviews — OT3bIBbI IOKyTIaTENEH
Secure payment — be3omacHas omata
Estimated delivery — ITpumepHsIii CpoK T0CTaBKU
Refund policy — ITonutuka Bo3BpaTa
Order confirmation — [ToareepaeHue 3aKas3a
Track your package — OTcnenuTh MOCBIIKY

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 is the 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. BeimonHuTE 3a1aHusT K TEKCTY.
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.

¢) 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?

c) 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 .
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¢) "During sales, | look for to save money."
d) "Fast Is important to me because..."
e) "Counterfeit products are dangerous because..."”

Ilopsinok BbINOJIHEHHS PadOTHI:

1. 3yunte BbIpayKE€HUS U OIPECIICHUS.
2. IlpounTaiiTe TEKCT.

3. BolnosiHuTE 3a/1aHUS K TEKCTY.

dopma npeacTaBiieHUs: pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUS.

Kputepuu onenku:

Ouyenka «omauyHoy BBHICTABIIAETCS 32 0€301MTMO0YHYIO PadoTYy, a TAKXKe IIPU HAJTUYUK B HEeM | HerpyOou
OIIIHOKH.

Ouenka «xopouio» BBICTABIISETCS MPU HAMYHH B TIPAKTHYECKON pabore 1-2 3amaHui, BBITOJTHEHHBIX C
HE3HAYUTEJIbHBIMU OIHOKaMHU.

Ouenka «yooenemeopumenvno) BBHICTABISETCS 3a NPAKTUYECKYI0 pabOTy, B KOTOpPOM AOMYIIEHBI
coJiepKaTenbHbIe OMTMOKHU (OOJBITMHCTBO MPEAYCMOTPEHHBIX PaboTO# 3amanuii BeIOTHEHO, 30% U3 HUX
COJIepKaT OITNOKN).

Ouenka «neyooesnemeopumenbHoy BHICTABISETCS 3a IPAKTHUECKYIO paboTy, KOTOpast COAEPKUT IpyObie
OIHOKHN

Tema 2.2 Opranuszaunus M oCyliecTBJIeHHe HHTEPHET-MapKeTHHIa (110 BHIOOPY)

IIpakTuyeckoe 3ansaTue Ne 52
KontponbHas padoTa

Hean: ®opMupoBaHNEe YMEHHI MMOJTB30BATHCS M3YYEHHBIMHA 0a30BBIMH IPAMMATHYCCKUMU SIBICHUSIMH,
pacro3HaBaTh 3a/1a4y W/WIH MPoOieMy B TPOPECCHOHATBHOM H/WJIH COIMATBHOM KOHTEKCTE; BBISBIISTH
n 3pdexTuBHO UCKaTh HHGOPMAIHMIO, HEOOXOTUMYIO [UIS PEIICHHS 3aJadyd W/WIW  MPOOJIEMBI;
CTPYKTYpUpPOBaTh  TOJydaeMyl  HH(GOpMAIMIO; BBIACIATh HaWOoJee 3HAYMMOE B IIEpeuHe
nHpOpMaIHH.
BbinosinuB padory, Bl 0y/iere yMeTh:
- MOJIB30BATHCSI N3YYCHHBIMH 0a30BBIMU I'PAMMATHUECKUMH SIBIICHHSIMH;
- YUTATh ayTEHTHUYHBIC TEKCTHI MPO(HECCHOHAILHON HATIPABICHHOCTH, MCIIOJIb3YSl OCHOBHBIE BHUJIBI
4yTeHusl (03HAKOMUTEIbHOE, H3Yydalollee, MOMCKOBOE/ IPOCMOTPOBOE) B 3aBUCHMOCTH OT TOCTAaBICHHOMN
KOMMYHUKATHBHOH 3a/1a4H.

Brinosinenune padorsl cnocod6cTBYeT GOPMUPOBAHUIO:

[IK 1.1. IlpoBoauTts cO60p U aHanU3 HHPOPMAIMHN O TOTPEOHOCTSIX CYObEKTOB PhIHKA HA TOBAphl U
yCIyTH, B TOM YHCIIE C UCTIOIb30BaHUEM IIU(POBBIX U HH(OPMALIMOHHBIX TEXHOIOTH.

OK 01 BeiOupats crioco0bl petieHus 3a1a4 npopecCuoHaTbHON AeITeIbHOCTH MPUMEHUTENBHO K
pa3IMYHBIM KOHTEKCTaM;

OK 02 Hcnonb30BaTh COBPEMEHHBIE CPEJICTBA TIOUCKA, aHAIHM3a U UHTEPIpEeTallii HH)OpMALNK U
nH(OPMAIIMOHHBIE TEXHOJIOTUHU JJIs1 BEIOTHEHUS 3a/1a4 MPOGECCHOHANBHON ESTETbHOCTH;

OK 09 INonw3oBatbes mpodeccHOHATBHON JOKYMEHTAIMel Ha TOCYJapCTBEHHOM M MHOCTPaHHOM
SI3bIKAX

MatepuajibHOe o0ecniedeHue: He TpeOyeTcs.

3amanmue:
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1. Hpouumaﬁme mekcm, oononxume e2o coomeemcmeyr yuUMu 8blpadNCeHUAMU U Clo8adMuU No
CmblCy:

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.  PeweHnue cumyayuorHou 3a0auu.

Y Bac B Mara3uHe NIpPOXOJUT OdYepeaHas KaMIIaHWsd [0 YBEIMYECHHIO IIPOJAXK MOJIOYHOMU
nponykuuu.  IIpogymaiite pexkiaaMHYI aKIMUIO, 4TOOBl HNpoOJaTh KakK MOJXHO Oonpuie
MOJIOYHBIX TOBApOB OAHOM (upMbl. OnuiuTe, Kakue MepONnpHsATHs OyAyT NpPOXOAMTH B BallleM
MarasuHe, yKa3blBasi HAMMEHOBAHMS TOBAPOB.

Ilopsinok BbINOJIHEHHS PA0OTHI:
1. BeimosHUTE KOHTPOIBHYIO paboTYy.

dopMa npeacTaBIeHUs pe3yabTaTa: BHITIOJIHEHHBIC 3a/1aHMS.

Kpurepun oueHku:

Ouyenka «omau4Hoy BBHICTABIIACTCS 32 0€30IMTMO0YHYIO PadoTy, a TaKKe MPU HAIUYWU B Hel 1 HerpyOou
OIIIHOKH.

Ouyenka «xopouio» BBHICTABISETCS NPU HAIMYMM B MPAKTHUECKON pabote 1-2 3amaHuii, BHINOJIHEHHBIX C
HE3HAYUTENbHBIMU OIIHOKaMHU.

Ouenka «yooenemeopumenvno) BBICTABISETCS 3a MPAKTUYECKYI0 pabOTy, B KOTOpPOM AOMYIIEHBI
coJiepKaTebHble OIIUOKH (OOJBIIMHCTBO MPEAYCMOTPEHHBIX pab0oTOM 3aaanuii BbinosiHeHo, 30% 13 HUX
coJiepKaT OIINOKH).

Ouyenka «neyooesnemeopumenbHo) BHICTABISETCS 3a MPAKTHUECKYIO paboTy, KOTOpasi COAEPKUT IpyObie
OIHOKH
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