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1 BBEJAEHHUE

BaxHylo uactb TeopeTM4eckoil W TNpo(ecCHOHANTBHOW MPAKTUYECKOH MOJIrOTOBKH
00y4aromuxcsi COCTABISIIOT MPAKTUYECKUE 3aHATHS.

CoctaB u coaepkaHME NPAKTUYECKUX 3aHATUN HaIpaBJIEHbl Ha peaU3allUio
®denepalibHOTO TOCYIapCTBEHHOIO 00pa30BaTENbHOIO CTaHapTa CPEIHETO MPO(ecCHOHATBHOTO
00pa3oBaHus ¢ y4ETOM IMOITy4aeMOH CIIEUAIBHOCTH.

Benymielt nuaakTudeckol LeNbl0 TMPAKTUYECKUX 3aHATUN sBIsSETCS (POpMUPOBaHUE
npo(hecCHOHANBHBIX MPAKTUYECKUX YMEHHH (YMEHHH MOHMMAaTh OOIIMI CMBICT YETKO
IIPOM3HECEHHBIX BBICKA3bIBaHUII Ha U3BECTHbIE TeMbl (MpodeccCHOHaNbHbIE U OBITOBBIE),
MOHUMAaTh TEKCThl Ha 0a30BbIe MpO(ecCHOHAIbHbIE TEMbI; y4yacTBOBaTh B JUAJIOTax Ha
3HaKOMbI€ O0IIMe U NpoecCHOHAIbHbIE TEMbl; CTPOUTH NMPOCThIE BBICKAa3bIBaHUsS O ceOe U O
cBOe TPo(ecCHOHANTLHOMN JEATEIbHOCTH; IMHCATh MPOCTHIE CBSI3HBIE COOOIICHUSI HA 3HAKOMBIE
WIM UHTEepecyllre MpopecCUOHaIbHbIE TEMBbI; MEPEBOJUTh (CO  CIOBApEM) TEKCThI
MpodeccHOHAIbHON  HANpaBJICHHOCTH; YUTaTb, IOHUMaTb W HAaXOJUThb HEOOXOJNWMBbIE
TEXHUYECKUE JaHHble W MHCTPYKUHMU B PYKOBOACTBaX B JIFOOOM JOCTYHHOM (opMarte),
HEOOXOMMBIX B MOCIEAYIONIEH yueOHOM! AeSITEIIBHOCTH.

B cootBercTBUU ¢ pabouelt mporpamMMoi ydeOHOW AUCHUIUTMHBI «ITHOCTpaHHBINA SI3BIK B
podeccnoHabHOM 1A TENBHOCTHY MPEYyCMOTPEHO MPOBEACHHUE MPAKTUYECKUX 3aHATUH.

B pe3ynbraTe ux BBINOIHEHUS], 00y4alomuics JOHKEH YMETh:

VY 1 ucrnonp30BaTh WHOCTPAHHBIA SI3BIK KaK CPEACTBO OOIIECHHS B TOBCEIHEBHOW U
pohecCHOHANTBHOM JIeATETLHOCTH;

YA 2 uutaTh ayTeHTUYHBIE TEKCThl MPO(ecCHOHATbHOW HaIMpaBICHHOCTH, HCHOJb3YS
OCHOBHBIC BHJBI UYTCHHUs (O3HAKOMHTEIBHOE, H3ydYalrolee, MOMCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHMOCTH OT MTOCTABJIEHHON KOMMYHMKAaTUBHOM 3a/1auH.

CopepxaHue MPaKTUYECKUX 3aHATHM OPUEHTHUPOBAHO HA MOATOTOBKY OOYYaIOIIHUXCS K
OCBOCHUIO MPOPECCHOHATBHOTO (-bIX) MOMAYJIsl (-JieH) MpPOrpaMMbl MOJrOTOBKH CICIIHATNCTOB
CPEIHETO 3BEHA 10 CIEUNUAIBHOCTH U OBIIAJICHUIO HPOGHecCuOHATbHbIMU KOMNEMEHUUAMU:

IIK 1.1 IlpoBomuTh cOop u aHamu3 UHGOPMAIMH O TIOTPEOHOCTIX CYOBEKTOB PHIHKA Ha

TOBapbl U YCIYT'H, B TOM 4YHCJE C HCIOIb30BAaHHEM HUGPOBBIX U HHPOPMAIIMOHHBIX

TEXHOJIOTHIA.

A Takxe POPMUPOBAHUIO 0OUUX KOMNEM EHYUIL:

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

OK 09 TIlomb3oBatbess mpoheCCHOHATBLHOM JOKYMEHTAIMEH Ha TOCYJapCTBEHHOM H
MHOCTPAaHHOM  SI3bIKax

[IpakTuueckue 3aHATHS IPOBOJATCA B PAMKaX COOTBETCTBYIOIIEW TEMbI, IOCIE OCBOCHUS
JIUIAKTUYECKUX EIUHUI], KOTOpble 00ecreuyrBarOT HaTU4KMe 3HAHUN, HEOOXOJMMBIX IJs ee
BBITIOJTHEHMSI.



2 METO/IMYECKUE YKA3AHUA

Tema 1.1 Most npodeccus (mosryuenne odpasopanus, npodeccHoHAIbHbIC HABBIKH,
JAONOJIHUTEIbHbIe HABBIKH, THYHOCTHBIEC KA4eCcTBa, MecTa padoThl
IIpakTuyeckoe 3ansitue Nel-3

BBenenne u akTHBH3aIMS JEKCHYECKUX €IMHHMIL IO TeMe. UYTeHne TeKcTa 1o TeMe
«IIpodeccrnonanbHoe 00pa3oBaHmE» C MOJIHBIM HOHUMAHHEM

Heasb: dopMupoBaHue JIEKCHYECKUX, TI'PaMMATHUECKMX W (DOHETHYECKHX HAaBBIKOB
00yJaromuxcs.

BeinosiHuB padory, Bbl OyieTe yMeThb:

- YUTaTh AayTEHTHYHBIE TEKCTHl NPO(ECCHOHAIBLHOW HANpPaBICHHOCTH, HCIIONb3Ys
OCHOBHBIE BHJBI UTEHUS (O3HAKOMUTEIBHOE, H3ydYalollee, MOUCKOBOE/ IMPOCMOTPOBOE) B
3aBHCHMOCTH OT ITOCTABJICHHOW KOMMYHUKATHBHOM 3a/1a4n

MartepuajibHOe o0ecniedeHue: He TpeOyeTcs

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. Vocational 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 YCTPOUTHCS HA pabOTy

a skilled craft HCKYCHOE PEMECIIO

trade pemeciio, mpodeccus, 3aHATHE

artisan pEMECIIEHHUK

to be gainfully employed

OBITh BbITOJTHO TPYAOYCTPOCHHBIM

requisite skills

H606X0,Z[I/IMLIG HaBBIKH1

to depend on ...

3aBHUCCTH OT ...

to include BKJIIOYATh

acronyms ab0peBuaTypbl

to train 00y4aTh, MOAr0TaBINBATh, TPEHUPOBAThH
training MMOATOTOBKA

further education JIOTIOJTHUTEIIbHOE 00pa30BaHKe

a technician TEXHUK

proficient OTIBITHBIN

relevant skill COOTBETCTBYIOIINN HABBIK



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/Skilled_worker
https://en.wikipedia.org/wiki/Artisan

relatively OTHOCHUTEIILHO

a field 001aCTh, OTPACIIb, MOJIC
a specific branch KOHKPETHAs OTPacib

an engineering technician WHXCHEP-TEXHUK

to assist IOMOTAaTh

research UCCIIe/IOBaHNE, H3YUCHUE
development pa3paboTka

activity JIeATEILHOCTh, MeponpusiTus
implementation peanu3anus

operation IKCIUTYaTaI¥sl, OTIePaIlHsl
an engineering technologist WH)KEHEP-TEXHOJIOT
instrument readings NIOKa3aHusi PpUuOOpPOB

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?

5. Test: Vocational Education (Multiple Choice — 20 Questions)
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Choose the correct answer (a, b, ¢, or d).
1. What is the main goal of vocational education?
a) To prepare students for university degrees
b) To train people for skilled jobs or self-employment
c) To replace traditional high schools
d) To teach only history and science
2. What does TVET stand for?
a) Technical 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
c) A manager of engineering companies
d) A teacher in universities
5. What does TAFE stand for?
a) Technical and Further Education
b) Technical and Formal Education
c) Trade and Financial Education
d) Technology and Future Engineering
6. Vocational education is also called:
a) Academic education
b) Career and technical education
c) General studies
d) Liberal arts
7. An artisan is typically a:
a) University professor
b) Skilled craft worker
¢) Medical doctor
d) Software developer
8. Engineering technicians usually work with:
a) Only robots
b) Engineers and technologists
c) Only customers
d) Only computers
9. Vocational education helps people become:
a) Only university professors
b) Unemployed
¢) Gainfully employed or self-employed
d) Only government workers
10. A technician is best described as:
a) Someone with no practical skills
b) A worker with hands-on technical skills
¢) A person who only writes reports
d) A manager with no technical knowledge
11. Which of these jobs can vocational education prepare you for?
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12.

13.

14.

15.

16.

17.

18.

19.

a) Astronaut

b) Electrician

c) President

d) Novelist

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

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

"Gainfully employed” means:

a) Working without pay

b) Having a job that provides good income

c) Being unemployed

d) Only working part-time

Which of these is NOT related to vocational education?
a) TVET

b) TAFE

c) PhD in Philosophy

d) Carpentry training

A person who repairs cars after vocational training is likely a:
a) Mechanic

b) Lawyer

c) Chef

d) Musician

What kind of understanding does an engineering technician have?
a) Only theoretical

b) Only artistic

c) Practical and technical

d) No understanding of technology

Vocational education is most common in:

a) Only wealthy countries

b) Only schools without teachers

¢) Many countries worldwide

d) Only space programs

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. HpO'-tLll’l’ldWlb u esvlnucams cCjioea, 8blOe/IeHHbLE HCUPHBIM I/l/lplxlqbl’l’IOM,

«Professional Education»

8bly4uUms ouanoe



Anna: Hi, Mark! I heard you’re thinking about going back to school. What are you planning to
study?

Mark: Hey, Anna! Yes, I’'m considering getting a professional certification in digital
marketing. | want to improve my skills and advance in my career.

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

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

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

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

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

Mark: True. | also think apprenticeships and internships are valuable. They give real-world
experience.

Anna: Absolutely! Hands-on learning is key. By the way, have you checked if your employer
offers tuition reimbursement? Some companies support continuing education.

Mark: Good point! 1’1l ask HR. Thanks for the advice!

Anna: No problem! Good luck with your studies!

Mark: Thanks, Annal

Ilopsinok BbINOJIHEHHS PA0OTHI:
O3HaKOMBTECH C JEKCHYECKUMH €IMHUIIAMH 110 TEME.
[Ipouwnraiite TEKCT
BBINOJIHUTE JIEKCHKO-TPAMMAaTUYECKUE YIIPAKHCHUS
OOcynuTe B MUHUTPYIIAX MPEICTABICHHBIE BOIIPOCHL.
BeinosnHuTe TECT.
[IpounraiiTe qUasor, BEIMUIIUTE BbICIECHHBIE CJIOBA, IEPEBEIUTE, COCTABHTE NOJOOHBII
JUAJIOT.
®opma npeacTaBiIeHUs pe3yJbTaTa: BHIIOJIHCHHBIEC 3aJaHHS.

oakrwnE

Kpurepum oueHku:

Ouyenka «omauuno» BBHICTABISETCS 3a 0€30IMIMO0YHYI0 padoTy, a TaKKe MPU HATUYUU B
Hel 1 HerpyOoi ommoOKH.

Ouyenka «xopowio» BBICTABISIETCS MPU HAIUYUU B IpakTHUecKod padote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouyenka «yooenemeopumenbHo) BBICTABISIETCA 3a NMPAKTUYECKYIO paboTy, B KOTOPOi
JOTYILIEHBl COJepXKATeNbHbIE OMMOKU (OONBIIMHCTBO MPEIyCMOTPEHHBIX PabOTOM 3amaHuit
BBITIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouyenka «neyooenemeopumenbHo) BBHICTABISETCS 3a MPAKTUYECKYI0 PabOTy, KOTOpas
COJICPKUT TPyObIe OIINOKH.

Tema 1.1 Most npodeccus (mosrydyenne o0pasoBanus, NpopeccuoHaJIbHbIC HABbIKH,
AOMOJIHUTEIbHBbIC HABBIKH, THYHOCTHBIC KA4eCTBA, MeCTa PadoThI)
IIpakTHyeckoe 3ansiTue Ne4-5

Brimonnenue JII'Y no teme «Cucrema BpeMEH aHTIIMHCKOIO I1arojiay

He.]'[b: cDOpMI/IpOBElHI/IC JICKCUYCCKHUX, TI'paMMATUYCCKUX U (pOHeTI/ILICCKI/IX HaBBIKOB
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oOyJaronuxcs.

BeinosiHuB paéory, Bbl OyeTe yMeThb:
- II0JIb30BAaTbCd H3YUYCHHBIMU 6a3OBBIMI/I rpaMMaTU4YCCKUMU  SABJICHUAMUA 110
«CucreMa BpeMEH aHIJIMMCKOTO IJ1aroJia.
MarepuajibHOe o0ecniedeHue: He TpeOyeTcs.
3ananue:
1. ®onernyeckas 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. Tabamnua cucreMbl BpeMeH aHIVIMHCKOTO IJ1arosa
\ SIMPLE ‘ CONTINIOUS ' PERFECT | PERFECT CONTINIOUS
[ p | HeSCTIee 5 HACTON LGge M BpE M 7nr&%-— B MOMENT peras, I TLeRCTae § TDOWNIM, #OTOD0E M €T T J1EHCTIE MIABAOTE B PGOMAOM,
Pacrin awese f PADATIOUS (Temmaraia, TR0 e BASL C MDA (e Ty ATt NPOROASIETIN B macTOWUE N, ¢CTH
R Vj_f!v_'_\l)_}(.}) | Oavsamee Oygpnaee B D Ty AT I (2N ATE DeseOw)
E 0 am {he, she, 2 HAS (Mo, e, Mas
I | e, theut * Vi fved) *BEIN: Ving
S | | e " :" ¢ Ying [1, e, you, hey) MAVE (1, W, you, they] HAVE
E | (v, you they|
N T Rt oV, haven't o V3 T Hann't been Ving, haven't beea Ving
| "% am net, isn't scent + Ving ML VI Have. VT
T | 7" Am_Ving?tx. Ving? Are.Ving? “7 Has been Virg? Mave . been Ving?
Wiy UL, aveady, rewer, aver, et 1o Py

|
| N —— T T | sncentyy. latal. 9 [month
v "ﬁ..\v ot The mament, ot prese Y latey Ime )
|

\

—
el

T BanOveetwn0e 20 RCTR & NPOLIASW e 8 0 ;c,u—T-'-.:;; MOMENMT § ,’Vn‘;;-:.v ot
Ved(rpen) v V2{nengen) |"
5

QAMIBIE M =setet Lo T Dot A8 ARS8 NDOWION

WOTODOE MAA0

CULACM, DOE IBIHDE JEFCTINE | Dasadie ADYIONS ZERCTOM B BDOLAOM | W MMOMMAO § NPOWSOM M DOS DY TWN

P | v~ didn'tevBesedviyilt | (e st} was HAD + V3/(Ved) HAD 4 beent Ving
1 | (ww, you they] Wele + VIQ‘

A | *rDom+VBesed(Vvl)!ll | o adat +¥3 o *hadt ¢ brensyins
5 Vessorduy, laxt. ago. in 1990 then. | T Wiy, weren't + Ying il L “7* Had..... been + Ving?
T | T Tk age, IS TR | = wa Ving! were... Ving?

when | was | wide ax when of (mornglyeeterday st 5 | BeOre, atter, byt time, by, whes For, snde, before, how long

[ nm

1 Gyaywse aedcrane 2 COeuI | T OTma & Orige o el MO T & | ﬂc-):';:v NOTOPOE COBOPUNTTN & [
F WILL + V | Byavamw STPEIMA GO Mamewy 8 Bydran | WL IAVE ¢ BEEN o Ving
v WILL + BE + Ving WILL ¢ HAVE + V3 /{Ved)

T owen't eV =" won't have been Ying
T |7 wit..v? | =% won't be Ving ‘; wor't have Vi T Wil have been Ving?
v | *7* wist.._be Ving? Wil _have v3? -
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3. Open the brackets using Present, Past and Future Simple.
Model:

Like, likes — Present Simple.

Liked, went — Past Simple.

Will like — Future Simple.

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

5. Who (to prescribe) her medicines yesterday?
6. | always (to do) my best.

7. She (to feel) bad last week.

8. | (to examine) her tomorrow.

9. She (to visit) me every day.

10. My friends often (to help) me.

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.
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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 | ¢) she took a short walk round the park.
4) When Mark had looked through all the d) he went to the café in the square for a cup
drawers in his room of coffee.
5) When he had finished eating lunch e) Paul came in and offered to help.
2. Bri0epuTte npaBuJbHbBIH BAPHAHT.
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 in Athens more than a hundred years ago.
a) were taking place
b) took

c) have taken

d) had taken

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 BbINOJTHEHHS PadOTHI:

1. [IpouuTaiiTe cia0Ba, oOpalas BHUMaHUE Ha MIPOU3HOIICHHE.
2. N3yuuTe TabIUIly CHCTEMBI BPEMEH aHTJIMHCKOTO SI3bIKA.

3. Boinmonnute ynpakuenus 3aganust Ne 3-4 .

4, BremoanuTe Tect no TeMme 3amanue NoS.

dopma npeacTaBiIeHUs: pe3yJbTaTa: BbIIIOJIHEHHBIE 3aJaHUS.
Kpurepun onenkn:

Ouenka «omauuno» BBHICTABIIAETCS 3a 0€30IIMO0UYHYIO pabOTy, a TaKKe NMPH HAJUYUHU B
Heil 1 HerpyOoif ommoOKH.
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Ouenka «xopouio» BBICTABIISCTCS NPH HAJIMYUHM B MpaKTHYecKoW pabore 1-2 3amanHwii,
BBITIOJTHEHHBIX ¢ HE3HAUYUTEIHHBIMHU OIINOKaMH.

Ouenka «y0061emeopumenbHo» BBICTABISETCA 32 IPAKTUYECKYIO paboOTy, B KOTOPOM
JOMYIICHbI COAEpKaTeNbHbIe OMMOKK (OOJBIIMHCTBO MPEIyCMOTPEHHBIX paboOTON 3amaHuit
BBITIONTHEHO, 30% U3 HUXCOJIEPIKAT OITUOKH).

Ouenka «neyooenemeopumenbno) BBICTABISAETCS 3a IMPAKTUYECKYIO0 PabOTy, KOTOpas
COJICP)KUT TPyObIC OIITHOKH.

Tema 1.1 Most npodeccus (mosryuenne odpasosanus, npogeccuoHaIbHbIC HABBIKH,
AONOJIHUTE/IbHbIe HABBIKH, TMYHOCTHbIE KAYecTBa, MecTa padoThl)

I[IpakTnueckoe 3ansTue Ne 6-7

Urenue u nepeBos Tekcra «Mou KOJUIEHK».
CocraBiieHHE PEKIIAMHOTO MTPOCTIEKTa 10 TeMe: «Mo¥ KOJIIeIK»

Hean: dopmupoBaHue JIEKCUYECKHX, T'PAMMATHYECKUX U (POHETHUYECKUX HABBIKOB
00yJaronuxcs.

BrinosiHuB padory, Bbl Oyaere yMeTh:

- YHTaTh AayTCHTWYHBIC TEKCTHI MPO(EeCcCHOHAIBHONH HAIMPABJICHHOCTH, HCIIOIB3Ys
OCHOBHBIC BHJBI UYTE€HUs (O3HAKOMHTEJIBHOE, H3ydYalolee, MOWCKOBOE/ IPOCMOTPOBOE) B
3aBUCHMOCTH OT TIOCTABJIEHHOM KOMMYHUKATHBHOM 3amaud 1o Teme «MOH KOJUIeIK»;
MepeBOIUTh (CO CIOBapeM) TEKCThl MpO(deCCHOHAIBHOW HAIMpaBJICHHOCTH; MHCATh IEIOBOE
MMCHMO, 3aMOJIHATH aHKETY, MMCbMEHHO M3J1araTh CBeIeHUs o cede B (hopme, MPUHSTON B CTpaHe
M3Y4aeMOro SI3bIKa.

MarepuaJjibHoe odecneyeHue: He TpeOyeTcs.

3aganue:

1. Study new words. BelyunTe HOBbBIE CJIOBa:

1. master /' ma:star/ OBJIa/ICBaTh (3HAHUSMH H T. 1.)
2. deal with 3aHUMAThCS YeM-JTH00
syn. to be busy with
3. research /r1's3:tf/ HACCIIEAOBAHUS
4. experience /1K 'sp1a.ri.ons/ OTIBIT
5. graduate /greedz.u.ert/ from 3akoHYHTH (yueOHOE 3aBEICHUE)
6. get acquainted with MIO3HAKOMUTHCS C
7. vocation n /vavu ‘ker.fon/ pU3BaHUE
8. trade npodeccus, peMeciio
2. IlepeBenuTe npeJioKeHUusi ¢ HOBbIMH CJI0BAMM.
1. He quickly mastered the plastering technique.
2. Can you deal with this gentleman's complaint?
3. Students got acquainted with new computer program.
4. | feel I've found/missed my true vocation.
5. Most builders regard their profession as a vocation, not just a job.
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6. She went to college to learn a trade.
7. He's a carpenter by trade.

3. IlepeBeanTe HA PYCCKHIi 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, HquHTaﬁTe 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 I was interested in physics and mathematics and | decided to become a
builder. Everybody knows that it is a very useful and interesting profession nowadays and | hope
that it is my true vocation.

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

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

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

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

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

HaijiaguTe S>KXBUBAJICHTLI:

CTYACHTHI BTOPOTO Kypca MHOTONPO(UIHHOTO KOJIEIKa
npodeccuonansHOoe 00pa3oBaTENbHOE YUPEKACHUE
JIHEBHBIC M 3a0YHBIE OTACICHUS

Ha NIepeIHEM Kpae HayKu

paboTaTh B 1a0OPATOPHIX U MAaCTEPCKUX

B HAIllEM PaclopsHKEHUU

CTpOUTeNbHBIE TIpodeccuu

Hay4YHbIe KOH(EpEeHIINH

w~NouAwN R
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9.  BOBJEKaTh B HAYYHBIC UCCIICTOBAHMUS

10. mocemarts Bce JeKIUH

11. wumeTh yBaXXUTEIbHYIO IPUUYUHY

12. pa3buparbcsi B KOMIIBIOTEPHBIX MPOTPAMMax

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.

IMopsiiok BbINOJIHEHHS PA0OTHI:

3anuiunTe HOBBIE ciIoBa 3amanue Nel.

BrmonauTe ynpaxkaenus 3aganus Ne 2-3 .

[IpouwnTaiiTe n nepeseauTe TeKCT 3aaanue Ne4.

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

CocTaBbTe peKIaMHbIN MPOCIEKT 3a1anue Ne7.

ok wnE

dopma npeacTaBiieHUs: pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHHSL.
Kpurepun oueHku:

Ouyenka «omauunoy» BHICTABISETCS 3a 0€30IMINO0YHYIO paboTy, a TaKKe MPU HAJIUYUU B
Hel 1 HerpyOoi ommoOKH.

Ouyenka «xopowioy BBICTABISIETCS NMPU HAIUYUU B IpakTHUecKod padote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouyenka «yooenemeopumenbHo» BBICTABISIETCA 3a NMPAKTUYECKYIO paboTy, B KOTOPOi
JOTIYILIEHBI COJepKaTeNIbHbIe OMMOKU (OONBIIMHCTBO MPEIyCMOTPEHHBIX PabOTOM 3amaHuit
BBINIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouyenka «Hey0061€emMEOpUMENIbHO» BBICTABISETCA 3a MPAKTHUYECKYI0 paloTy, KoTopas
COJICPXKUT TpyObIe OIIHOKH.

Tema 1.1 Most npogeccust (moaydeHue o0pa3oBanusi, NpoecCHOHATbHbIE HABBIKH,
JAOMOJIHUTE/IbHbIE HABBIKU, TMYHOCTHBIE KaUecTBa, MecTa padoThl)
IIpakTnyeckoe 3ausaTue Ne§-9
Mos npocdeccus: BBeJIeHHE U aKTUBU3AIUS JIEKCUUYECKUX €IUHUI]
Heab: dopmupoBaHue JEKCHUECKUX, TpaMMaTHYECKMX U (POHETUYECKUX HABBIKOB
oOyuaronuxcs.
BeinosiHuB padory, Bl OyieTe yMeThb:

- paccka3plBaTb O cBoeil Oynymed mpodecCHOHaNbHOM JeSATeNbHOCTH, pabounx
00513aHHOCTSX U MpaBUJIaX TEXHUKH 0€30MacHOCTH;
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- 4YHTAaTh AayTEHTUYHBIC TEKCTHl MNPO(ECCHOHATBHOW HANpPaBIEHHOCTH, HUCIOIB3YS
OCHOBHBIC BHJIbI 4YTCHUS (O3HAKOMHUTEIHHOE, HU3ydalollee, IMOUCKOBOE/ MPOCMOTPOBOE) B
3aBUCUMOCTH OT NIOCTABJICHHOW KOMMYHUKATUBHOM 3a/1a4u

MarepuajibHOe o0ecnedeHue: 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. Boinonnume 3a0anusi K mexcmy:
a. YCTaHOBU COOTBETCTBUSI:
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. 3amoHu MPOIYCKH CIOBAMHU:
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 CJIOBA CHHOHUMAaMU:
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 HJIM HCBEPHO BBICKA3bIBAHUC!
1. A Merchandiser is responsible for managing staff in a retail store.
2. An International Sales Manager focuses on expanding business globally.
3. A Pricing Specialist analyzes consumer behavior.

>>>>

2.
3.
4.
S.

3. BeiOepete oauH Bompoc, faiiTe pa3BepHyThIA OTBET MUCHMEHHO:
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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.

Ilopsinok BbINOJIHEHHS PadOTHI:
1. IlpouuTaiiTe u nepeBeIUTE TEKCT.
2. Bemosnute 3aganus Ne a-d.
3. Hanmmure MuHM 3cce Ha BRIOpaHHBIN BOIIPOC.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUS.

Kpurepuu onenku:

Ouyenka «omauunoy BBICTABISETCS 3a 0€30IIMO0YHYIO paboTy, a TaKKe MPU HAJIUYUU B
Hell 1 HerpyOoil omOKH.

Ouenka «xopouio» BBICTABIISETCS TPH HAJTMYUHM B MpaKTHYeCKOW padore 1-2 3amanwmid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «y0o61emeopumesbHo» BBICTABISIETCA 3a IPAKTUYECKYIO paboOTy, B KOTOPOH
JOTIYILIEHbl COJepKaTellbHble OMMOKK (OOJBIIMHCTBO MPEeIyCMOTPEHHBIX PAOOTON 3ajaHui
BBINIOJIHEHO, 30% U3 HUXCOJIEPKAT OLUTUOKH).

Ouenka «neyooe1emeopumenbHo) BBHICTABIETCA 3a NPAKTHUYECKYHO paboOTy, KOTopas
COJIEP’KUT TpyObIe OMIHOKH

Tema 1.1 Mos npodeccusi (moanyueHue oopaszoBanusi, npodeccuoHaIbHbIE HABbIKH,
AOMOJIHUTE/IbHbIe HABBIKHU, THYHOCTHBIE KauecTBa, MecTa padoThl)

IIpakTuyeckoe 3ansaTue Nel(-11.
Most ipodeccust: mpodeccuonanbublie (hard) u Hagnpodeccrnonanbhbie (soft) HABBIKK B YMEHUS.
TpeboBanus paboTogaTeneit K pabOTHUKY

Heab: ¢dopmupoBaHue JEKCHUYECKUX, TpaMMaTHUYEeCKUX U (POHETUYECKHMX HAaBBIKOB
00yJaronuxcs.

Bbinosinus padory, Bl Oyiere ymMeTh:

- Y4acTBOBaTh B OOCYXJEHUHM MPOOJIEM Ha OCHOBAHMHM IMPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJII0Iasl MpaBUiIa peYeBOro STUKETA;

- paccka3biBaThb O CBO€W Oynymied MNpogecCHOHAIbHONW JIESTENbHOCTH, pabounx
0053aHHOCTSX U IIPABHJIaX TEXHUKU 0€30MaCHOCTH.

MarepuaJjibHOe o0ecniedeHue: He TpeOyeTcs

3ananue:
1. OsnakombTech ¢ onpeneaenussvu 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 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-rpammaruyeckue 3aganus k Soft skills, Hard skills

Hard and Soft skills
Employers often ask for a combination of hard and soft skills. What are they? The key
differences between hard skills and soft skills are how they are gained and put to use in the

15



workplace. Hard skills are often gained through education or specific training. They include
competencies like how to use a certain machine, software or another tool. Soft skills are more
often seen as personality traits you may have spent your whole life developing. They are called
upon when you manage your time, communicate with other people or confront a difficult
situation. Put another way, hard skills could be defined as your technical knowledge whereas soft
skills are your overall habits in the workplace.

Striking the right balance between

hard and soft skills is the key to excelling in your

professional journey. While both types of skills are important, understanding the difference
between hard skills and soft skills can help job seekers and employers to identify and develop
the right skill set for success in their respective fields.

Hard Skills [vs. | Soft Skills

1. Technical skills that are observable and
measurable, such as knowledge or abilities
that can be taught and tested.

1. Also known as interpersonal skills, are personal
attributes that pertain to how your employees work
and interact with others.

2. Include marketing, project management,
computer software knowledge, copywriting
and more.

2. Include communication, leadership, time
management, teamwork, listening, negotiation and so
on.

3. Honed through classroom instruction,
online  learning, hands-on  practice,
independent study or practical application
on the job.

3. Developed  through personal experiences,
Interactions, training and self-awareness.

4. Easily demonstrable through tests,
certifications, or practical tasks, making
them more objective and quantifiable.

4. Subjective and rely on behavior and perception,
making them harder to measure and assess
definitively.

5. May become obsolete or less relevant as
technology and industries evolve, requiring
ongoing teaming and updates.

5. Timeless and remain valuable regardless of
technological advancements.

Examples of hard skills are:

Examples of hard skills are:

Software proficiency
Speaking a second language
Programming skills
Degree or certification

Machine operation

Communication
Flexibility
Leadership

Collaboration
Teamwork

2. Study the list of soft and hard (of your future profession only) skills and fill in the table.

Hard Skills Soft Skills
1. adaptability
2. BIM
3. cadastre
4. communication
5. conflict resolution
6. design
7. drawing
8. flexibility
9. following written instructions
10. Economic theory
11. legal document interpretation
12. mathematics, physics, and algebra
13. patience, stress adaption
14, problem solving
15. project management
16. reading blueprints
17. responsibility
18. safety procedures and regulations
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19. team work

20. time management

21. understanding the technological process

22. using personal protective equipment

3. Imagine such a situation: you are going to a Job Interview. Prepare your Job Profile.

My future profession is a
To be successful | need to have the following soft skills:

and . I know that they will help in my future job. As you know nowadays soft

skills are rather important in every profession, even when you work with people: so | try not to

lose (reprienue), stick to management, | know how to
(pemats) problems and work in a (komanma). It’s obvious that

stress adaption, curiosity and resolution are very important. As a professional,

of course, I know how to ,

and :
| can read (ueptexwu). | try to follow Rules. Also | can use
(CU3).
4. Essay.

Imagine yourself in your future profession. Write an essay describing the essential skills
and qualities that a successful specialist in your field should possess. Discuss why these skills are
important and how they contribute to professional success. Write 150-200 words. Use the
following plan:

1. Describe your future profession and the industry it belongs to.

2. ldentify and explain at least three key skills or qualities that are crucial for a specialist in your field.

3. Provide examples to illustrate how these skills can be applied in real-life professional situations.

4.  Conclude your essay with a reflection on how developing these skills can help you achieve your career goals.

Note: Remember to structure your essay with an introduction, body paragraphs, and a
conclusion. Use appropriate vocabulary and grammar to convey your ideas effectively.

Iopsinok BbINOJTHEHHSI PadOTHI:

1. TIIpounraiite u nepeBeauTe TeKcT 3aganne Nel.

2. Wzyuwure Hard Skills u Soft Skills u 3amonture Tabnumny 3amanue Ne2.
3. Bemonnure 3ananue Ne3.

4. Hanumwute scce 3ananue Ned.

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

Kpurepum oueHku:

Ouyenka «omauunoy» BBHICTABISAETCS 32 0€30MIMO0YHYI0 paboTy, a TaKKe MPU HAJIUYUU B
Helt 1 Herpy0oit omoOKH.

Ouyenka «xopowio» BBICTABISIETCS MPU HAIMYUU B IpakTHueckoi padote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEIIbHBIMU OIIMOKAMH.

Ouenka «y0oenemeopumenvHo) BbHICTABISETCS 32 NPAKTUYECKYIO0 paboTy, B KOTOPOM
JOMYIIEHbl COJAep)KaTelibHble OMMOKM (OOJBIIMHCTBO IMPEITyCMOTPEHHBIX pabOTON 3amaHuit
BBITIONIHEHO, 30% U3 HUXCOJEPKAT OLUTHOKH).

Ouenka «neyooenemeopumensbHo) BBHICTABISAETCA 3a NPAKTHUECKYIO0 paboOTy, KOTopas
COJIEPKUT IpyOBIe OLTHOKU

Tema 1.1 Most npodeccus (mosryuenne o0pasoBanus, npogeccCHOHAIbHbIC HABBIKH,
AOMOJIHUTEIbHbIC HABBIKH, THYHOCTHBIC KAYeCTBA, MecTa padoThl)
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IpakTuyeckoe 3ansitue Nel2-13
Mos mipodeccusi: BO3MOXHBIE BApHAHTHI TPYIOYCTPOICTBa (MecTa paboThI)

Heab: ®opMupoBaHre YMEHHN MEPEBOJUTH (CO CIIOBApeM) TEKCThI MPO(ecCHOHATLHOM
HarpaBlieHHOCTH «Mos mnpodeccusi: BO3MOXXHBIE BapUaHThl TPYAOYCTPOWCTBA»; CTPOUTH
MIPOCTBIC BHICKA3BIBAHUS O ceOe M 0 cBOEH MPOoeCCHOHATBHON EATEIHbHOCTH; IMUCATh MPOCTHIC
CBSI3HBIE COOOIICHMS Ha 3HAKOMBIE WJIM MHTEPECYIOIINE TPO(PeCcCHOHATBHBIE TEMBI

BoinosiHuB padory, Bbl OyieTe yMeThb:

- y4acTBOBaTh B OOCYXICHHH MPOOJIEM HAa OCHOBAHUH IMPOYUTAHHBIX/ MPOCITYIIAHHBIX
HMHOSI3BIYHBIX TEKCTOB, COOJIIO/Iasl MMPAaBUIa PEYEBOTO ITHUKETA;

- paccka3piBaTh O CBOCH Oyaymeld mpodhecCHOHAIBLHOW AeATeIbHOCTH, pabodmx
00513aHHOCTSIX ¥ MPaBHUJIaX TEXHUKH O€30TIaCHOCTH;

MarepuajbHoe obecrniedeHue: He TpeOyeTcs

3ananue:
Possible Employment Options:

The modern job market offers diverse employment arrangements to suit different needs.
Traditional full-time positions provide stable income and benefits, while part-time jobs offer
flexibility. Freelance and contract work allows professionals to choose projects independently.
Temporary employment fills short-term needs, and internships/apprenticeships provide entry-
level experience. Remote work enables location independence, and hybrid arrangements
combine office and home work. Self-employment and entrepreneurship appeal to those seeking
autonomy. Seasonal work accommodates fluctuating demand in industries like tourism or retail.
The gig economy connects workers with short-term tasks through platforms like Uber or Fiverr.
Consulting services leverage specialized expertise for businesses. Volunteer work builds skills
and networks while contributing to causes. Agency work matches candidates with employers for
temporary or permanent roles. Shift-based employment suits healthcare, hospitality, and
manufacturing sectors. Project-based hiring focuses on specific deliverables within set timelines.
Zero-hours contracts provide maximum flexibility but less stability. Other options include job
sharing, where two people split one role, and portfolio careers combining multiple income
streams. Franchise ownership offers a middle ground between employment and
entrepreneurship. Some professionals choose interim management roles during organizational
transitions. Academic and research positions exist in universities and think tanks. Government
and civil service jobs provide public sector stability. Creative fields often rely on royalty-based
or commission earnings. Non-traditional paths include digital nomadism, influencer marketing,
or participating in clinical trials. The sharing economy creates peer-to-peer work opportunities
like Airbnb hosting. Crowdsourcing platforms offer micro-task earnings. Retirees may pursue
encore careers or bridge employment. Rehabilitation programs offer supported employment 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. Omeemums Ha 60NPOCHL.

1. What are the main differences between full-time and part-time employment?

2. How does freelance work differ from temporary employment?
3. What industries commonly use seasonal work arrangements?

18



4. What are the advantages and disadvantages of gig economy jobs?
5. How does hybrid work combine different employment models?

Ilopsinok BbINOJIHEHHS PadOTHI:
1. IlpouuTaiiTe u nepeBeIUTE TEKCT.
2. OTBeThTE HA BOMPOCHI.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUS.

Kpurepuu onenkn:

Ouenka «omauyno» BBHICTABISIETCS 3a 0€30MIMO0YHYI0 PaboOTy, a TaKkKe NMPHU HAINYUH B
Hell 1 HerpyOoit ommOKH.

Ouenka «xopouio» BBICTABIISETCS TPH HAJIMYUHM B MpaKTHYeCKOW padore 1-2 3amanHwmid,
BBINIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «y0o61emeopumenbHo» BBICTABISIETCA 3a IPAKTUYECKYIO0 paboOTy, B KOTOPOH
JOTIYILIEHBl COJepKaTellbHble OMMOKK (OONBIIMHCTBO MpPEIyCMOTPEHHBIX PAOOTON 3aJaHui
BBINOJIHEHO, 30% U3 HUXCOJEPKAT OLUIUOKH).

Ouenka «neyoo61emeopumenbHo) BBICTABISETCA 3a NPAKTHYECKYIO0 paboOTy, KOTopas
COJIEP’KUT TpyObIe OMIHOKH

Tema 1.1 Most npogeccus (moaydenue oopa3soBaHusi, NpopecCHOHATbHbIE HABBIKH,
AONOJIHUTE/IbHbIe HABBIKU, THYHOCTHBIE Ka4ecTBa, MecTa padoThl)

IIpakTnueckoe 3ansaTue Nel4-15
Most mpodeccusi: JOHKHOCTHBIE 00s13aHHOCTH ((PYHKITMOHAIbHAS KapTa)

Hean: dopmupoBaHue yMEHUW CTPOUTHh MPOCThIE BBICKA3bIBAaHUS O ce0€ M O CBOCH
npodeccuoHabHOM IEeSTENIbHOCTH; YUTAaTh, TOHUMATh U HAXOAUTh HEOOXOIUMbIE TEXHUUYECKUE
JaHHbIE W HWHCTPYKUUU B PYKOBOJACTBAX B JIOOOM JOCTymHOM ¢opMmare mo teme «Mos
nipodeccust: TOJDKHOCTHBIE 00S3aHHOCTI.

Bbinosinus padory, Bl Oyere ymMeTh:

- paccka3plBaThb O CBOeil Oyaymeid mnpodecCuoHalIbHOM AeqATeIbHOCTH, padbounux
0053aHHOCTSX U IIPABHJIaX TEXHUKH OE30MaCHOCTH.

MarepuaJjibHoe obecneyeHue: He TpeOyeTcs

3aganue:
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
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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. 3amoJTHUTH MPOIYCKHU CIIOBAMH:
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 BOIPOCHI:

Answer in 1-2 sentences:

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

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

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

5. Hammucare quasnor:

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

IMopsinok BbINOJIHEHHSI PA0OTHI:

1. IIpounTaiiTe JOJKHOCTHBIC UHCTPYKIIUH.

2. BrbInosnHuTE JIEKCUKO-TPaMMaTUYECKUE YIPaXKHEHHSI.
3. [IpounTaiite TEKCT, BHINMUCHIBAS KIIOUEBHIE TTOHATHUSI.
4. BbINOJHUTE YIPaKHEHUS K TEKCTY.

(I)opMa NpeacTaBJdCHUSA pe3yabTaTra: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurepum oueHku:

Ouyenka «omauunoy» BBHICTABISAETCS 32 0€30MIMO0YHYIO0 paboTy, a TaKKe MPU HAJIUYUU B
Helt 1 HerpyOoit omoOKu.

Ouyenka «xopouio» BBICTABISIETCS MPU HAIMYUU B IpakTHueckoid padote 1-2 3amaHuid,
BBITIOJTHEHHBIX ¢ HE3HAUUTEIbHBIMHU OIINOKaMH.

Ouenka «y0oenemeopumenvHo) BbHICTABISETCA 32 IPAKTUYECKYIO0 paboTy, B KOTOPOM
JOMYIIEHbl COJAep)KaTelibHble OMMOKM (OOJIBIIMHCTBO IMPEITyCMOTPEHHBIX pabOTON 3amgaHuit
BbITIONTHEHO, 30% U3 HUXCOIEPKAT OUTHOKH).

Ouenka «neyooeiemeopumensbHo) BBHICTABIsAETCA 3a NPAKTHUECKYIO0 paboOTy, KOTopas
COJICPKUT IpyOBIe OLIHOKU
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Tema 1.1 Mosi mpogeccusi (mojydyenue odOpa3oBaHusi, npogeccnoHaIbHbIE

HABBIKH, IONIOJTHUTEIbHbIE HABBIKH, THYHOCTHbIE Ka4eCTBA, MeCTa PadoThl)
IIpakTnueckoe 3ansitue Ne 16
KonTponsHas pabora
Llesb: BBIABICHHE YPOBHS YCBOCHHS JIEKCHKO-TPAMMATHYECKUX HABBIKOB 00yJarOIINXCS.
BeinosiHuB padory, Bbl OyieTe yMeThb:
- TOJIb30BAThCSI M3YYCHHBIMH 0a30BBIMH T'PAMMATHYECKHMH SIBJICHHUSMU; PACIIO3HABATH
3a/1auy W/uiu npooiemMy B nMpodhecCHOHaIbHOM W/UTU COLIMATbHOM KOHTEKCTE; MUCAaTh MPOCTHIE

cBs3HbIe coobmieHus o teme «lIpodeccronanbHoe 00pa3oBaHUEy; MEPEBOIUTH (CO CIOBAPEM)
TEKCTHI MPodeCcCHOHATHFHON HAMPABIEHHOCTH

MarepuajbHoe obecniedeHne: He TpeOyeTcs

3aganue:
KonTposabHas 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

2. IlpounTaiiTe TEKCT, BHINOJHUTE MMCHLMEHHbIH NePeBO/l MEPBbIX MATH MPeIJI0KeHHI:

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

3. OTBeTbTe HA BONPOCHI:

What are the main job roles in online trading?

What is the biggest advantage of working in this field?

What skills are essential for success in online trading?

Which e-commerce platforms are mentioned in the text?

Why can working in online trading be demanding at times?

What kind of experience does online trading provide in the digital economy?
Are there entry-level positions available in this industry?

Nook~wnPE
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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. BBIOJIHHUTE TECT:

1. What is a key advantage of working in online trading?
a) Fixed working hours
b) Ability to work from anywhere
¢) 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

Iopsinok BbINMOJTHEHHSI PadOThI:
BrinonHuTe Be 3a1aHus KOHTPOJIbHOM padOThl MUCEMEHHO.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHMUs.
Kpurepum oueHku:

Ouyenka «omauunoy» BBHICTABISAETCS 3a 0€30MIMO0YHYIO0 paboTy, a TaKKe MPU HaJIUYUU B
Hel 1 HerpyOo# ommoOKH.

Ouyenka «xopowio» BBICTABISIETCS MPU HAIUYUU B IpakTHUecKod padote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouyenka «yooenemeopumenbHo) BBICTABISIETCA 3a NMPAKTUYECKYIO paboTy, B KOTOPOi
JOTYILIEHBI COJepKaTelbHble OMMOKK (OONBIIMHCTBO MPEIyCMOTPEHHBIX PAaOOTON 3amaaHui
BBITIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouyenka «neyooenemeopumenbHo) BBHICTABISETCS 3a MPAKTUYECKYIO0 PabOTy, KOTOpas
COJICPKUT TPyObIe OIINOKH.

Tema 1.2 JlejoBble MOE3AKHU
IIpakTuyeckoe 3ansTue Ne 17-18

HHaHI/IpOBaHI/IC JIEJIOBOM MOE3IKH: BBI60p BHUJIa TPAHCIIOPTA, 3aKa3 6I/IJ'IeTa, 3aKa3

TOCTUHMIBI — BBEJICHUE JICKCUUECKUX €AVHUL, UX aKTUBU3alusA. BonpocurenbHbie ciioBa. Tusl
BOIIPOCUTEIIBHBIX NIpeu1okeHuid. JII'Y
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Hean: dopMmupoBaHHE JIEKCHYECKUX, TI'PAMMATHYCCKHMX M (OHETHYECKUX HABBIKOB
00yJaromuxcs.

BbinosinuB padoTy, Bbl 0y/1eTe yMeTh:

MPUMEHSATh HW3YYEHHYIO JIGKCMKY M TpaMMaTUKy B pa3JIMUHbIX BHJAX pEUYEBOU
NEATeIbHOCTH, TAaKUX KaK COCTaBJICHHE JHAJIOrOB, ITMCEM, 3aIllOJTHEHWE aHKeT W Jp., ¢
WCIIOJIb30BAHUEM AyTEHTUYHBIX MAaTEPUAJIOB U pEIICHUE KOMMYHUKATHUBHBIX 3a7a4, CBI3aHHBIX
C TUTAHUPOBAHUEM JIETIOBOM MOE3IKH.

MarepuajbHoe obecnieuenune: 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. [IpouuraiiTe u nepeBeANTE 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. OrBerbTe MUchbMeHHO Ha Bompoc: “What would people like to know before planning
their traveling?”
4. TlepeBenuTe HA AHTJIMACKHUIA A3BIK:

XOTEIIOCh OBl 3HATh;, 3aKa3blBaTh, Oparh Owier (K\I © T.1.); MOcaaka; MPUOBITHE;
TaMOYKEHHBIE TIpaBujIa; OPOHUPOBAHUE; PETUCTPUPOBATHLCS, 3aIMMCHIBATHCS; OCBOOOIUTH HOMED B
TOCTHHHUIIE; TIO3BOHUTH; Pa3BIEKAThCS; (TI0)TEPSATHCSI.

5. U3yunTe namMsTKYy.

Bcero B aHIIIMICKOM SI3bIKE TSATH BHJIOB BOTPOCOB — KKIBIA M3 HUX MBI HCIIOJIB3YEM B
MOBCETHCBHOM JKU3HU:

1.06mmii Bompoc (general question or yes/no question). Mel ero HCIOJIB3yeM, €CIH XOTHM
y3HaTh OOIIYI0, OCHOBHYIO HH(POPMAIIHIO:

Do you do sports? — Tsl 3aHUMAEILCS CIIOPTOM?

2. CneumaabHblii Bonpoc (special question, or a wh—question). TOT BOmpoc MBI 3a7aeM,
KOT'JIa HaM HY)KHO Y3HAaTh OTIPE/ICICHHYI0, KOHKPETHYIO HH(POPMAIIHIO:

What gym do you usually go to? — B kakoii 3ai1 ThI Yaiiie BCErO XOIHIIb?

3. Bonpoc k momnexamemy (who/what question). 3amaem Takoil BOIpOC, KOTa XOTUM
y3HATh, KTO BBIMOJIHSCT JICHCTBHE:

Who is your personal trainer? — Ko TBoii iepcoHaNbHbIi Tpenep?

4. AilbTepHATHBHBINA Bomnpoc (alternative question). DTOT BONPOC UCHOIB3YETCS, KOT/Aa BbI
npejyiaraeTe co0eceIHUKY BhIOpaTh U3 IBYX albTEPHATUBHBIX BAPHAHTOB!

Do you prefer training on your own or with a PT? — Tl npeanoynTaciis 3aHIMAThCS caM
WIH C MIEPCOHAILHBIM TPpEHEpOM?

5. PaznenuTesibHBII Bonpoc (tag question). 3aaBast 5TOT BOMPOC, Bbl XOTUTE MOATBEPIAUTH
WJIM OMIPOBEPTHYTH KaKyH0—TO HH(POPMAIHUIO:

You have already signed the membership contract with your gym, haven’t you? — Tsl
yIKe TOJIMUCANT WICHCKUI KOHTPAKT C TBOMM 3aJI0M, HE TaK JI?
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6. OTcopTupyiiTe BONpPOCHI MO0 UX THILY.

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

2. Where will you stay?

3. Is it raining?

4. | am not wrong, am 1?

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?

IHopsiaoK BbINOJIHEHHS PA0OTHI:

3anuIInTe U MEPEBEIUTE HOBBIE CII0BaA Ne.
[Ipouwnraiite n nepeBenuTe TeKcT 3ananue Ne2.
BrrmmonanTe nuceMeHHo 3amanue Ne3-4,
N3yunte namarky 3aganue NeS.

BrimomauTe muceMeHno 3amanue Neb.

agrwNE

dopma npeacTaBiieHUs: pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHMUs.
Kpurepun oueHku:

Ouyenka «omauuno» BBHICTABISETCS 3a 0€30MIMO0YHYIO0 paboTy, a TakkKe MpU HAIWYUU B
Hel 1 HerpyOoi ommoOKH.

Ouyenka «xopowio» BBICTABISIETCS MPU HAIUYUU B IpakTHUecKod padote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouyenka «yooenemeopumenbHo) BBICTABISIETCA 3a NMPAKTUYECKYIO paboTy, B KOTOPOi
JOTIYILIEHBI COJepXKaTeNIbHbIe OMIMOKU (OOJBIIMHCTBO MPEAYCMOTPEHHBIX paboToil 3amaHuit
BBINIOJIHEHO, 30% U3 HUXCOJEPKAT OUTUOKH).

Ouyenka «neyooenemeopumenvno) BBHICTABISETCS 3a MPAKTUYECKYIO paboTy, KOTOpas
COJICPKUT TPyObIe OIIHOKH.

Tema 1.2 JlejioBble MOE3AKH
IIpakTuyeckoe 3ansaTue Ne 19

B roctunuie, pemenue npo6iemM — BBEACHUE U aKTUBU3ALMS JIEKCUUECKUX €INHUIIL.
Jlnanoru — paccrpockl B CUTYyalUsAX 0(HUIMATIBLHOTO U HEO(PUIMAIBHOTO OOIIEHHUS C
VICII0JIb30BAaHUEM UHTEPHALIMOHAIBHOMN JIEKCUKU

Heas: ®dopMHupOBaHHE JIEKCHYECKUX, TPaMMATHYECKHMX M (OHETHYECKUX HABBIKOB
oOyuaronuxcs.

Borinosinus padoty, Bbl Oyaere yMeTh:
NPUMEHATh HW3YYEHHYIO JIEKCMKY M TpaMMaTHKy B pa3JIMUHbIX BHJAX pEUYEBOMU
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JEATeNbHOCTH, Y4YacTBOBAaTh B OOCYKICHHHM MpoOJeM Ha OCHOBAHWU MPOYUTAHHBIX/
MPOCITYIIAHHBIX MHOS3BIYHBIX TEKCTOB, COOJIIOJas MpaBUja PEYEBOrO ATHUKETA; y4aCTBOBATh B
JMajorax Ha 3HaKOMbIE 00IIre U TPOo(PeCcCHOHATBHBIE TEMBI.

MatepunaJjibHoe ofecniedeHne: He TpeOyeTcs

3aganue:

1. HepeBe)mTe U MOJACJINTE CJI0OBA IO IrpynmnamM CorjJaCHo 3aiaHul0.

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. [IpouuraiiTe u 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 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. CocTraBbTe 1MAJIOT, 00CYAHUB NPEACTABJICHHbIE BONIPOCHI.

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?

IHopsiaok BbINOJHEHHS PA0OTHI:

1. TlepeBenuTe HOBBIE CIIOBA, paclpeaeinTe Mo rpymnmnam 3aganue Nel.
2. TlpouwutaiiTe u nepeBeaAUTE TEKCT 3aManue Ne2.

3. CocraBbTe auanor 3amanue Ne3.

(I)opMa NpeacTaBJdCHUs pe3yabTaTa: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:
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Ouenka «omauuHo» BBHICTABIIACTCS 32 0€30IMO0YHYIO paboTy, a TaKKe MPH HATUYUHU B
Heil 1 HerpyOoit ommoOKH.

Ouenka «xopouio» BBICTABIISCTCS NPH HAJIMYUHM B MpaKTHYecKOW pabore 1-2 3amanwmii,
BBITIOJTHEHHBIX ¢ HE3HAUYUTEIbHBIMH OIINOKaMH.

Ouenka «y0o61emeopumenbHo) BHICTABISETCA 32 IPAKTUYECKYIO paboOTy, B KOTOPOM
JOTIYILIEHbl COJEpKaTeNIbHbIE OMIMOKU (OONBIIMHCTBO MPELYCMOTPEHHBIX pabOTOM 3aaaHuid
BbINOJIHEHO, 30% U3 HUXCOJEPKAT OLUIUOKH).

Ouenka «neyoo61emeopumenbHo) BBHICTABISETCA 3a NPAKTHYECKYIO0 paboOTy, KOTOpas
COJICPXKUT TpyObIe OIIHOKH.

Tema 1.2 JlesioBbI€ MOE3AKH
IIpakTnueckoe 3ansiTue Ne20.

B kade u pecropane, pemienue npo0iem - BBEIEHUE U aKTUBU3ALUS JIEKCUUECKUX €MHMUII.
Jwnanorunyeckas peds 10 TEME

Hean: dopmupoBaHHE JEKCUYECKUX, T'pPaMMATHYECKUX H (HOHETUYECKUX HABBIKOB
00yJaronuxcs.

BrinosinuB padory, Bbl Oyaere yMeTh:
- Yy4acTBOBaTh B OOCYXJECHUU MPOOJIEM Ha OCHOBAaHUHM NMPOUYUTAHHBIX/ MPOCITYIIAaHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJII0/Iasl MpaBUjia peYeBOro STUKETA.
MarepuajibHoe obecniedeHue: He TpeOyeTcs

3apanue:

3. IIpounTaiite. 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.
Table for (two, four...) — Requesting seating.
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.

26



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.
o Split the bill — Dividing payment among guests.
Example:
"Could we get the bill, please? We’d like to pay separately."
Useful Phrases:
1. "What do you recommend?"
2. "lIs this dish spicy?"
3. "Could I have some more water, please?"
4. "Everything was delicious, thank you!"
Now you’re ready to enjoy your meal in any café or restaurant with confidence!

4. Tlpoumraiite. 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?"

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"Is 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!

5. IIpouwnTaiite quasor. 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)
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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 caf¢)

HOpﬂI{OK BbIITOJTHCHHUA paﬁoTu:

1. O3HaKOMBTECH C JIKCUUECKHMU eTMHUIIAMU 110 TeMe U TekcTom At a Café and
Restaurant

2. [IpounTaiite Tekct A Visit to a Café or Restaurant

3. [MpouunTaiiTe AUaor, nepeBeanTe, COCTaBbTe Mo00HBIN auanor. Dialogue in a Café

dopMa npeacTaBIeHUs pe3yabTaTa: BHIIOJIHEHHBIC 3a/1aHMS.

Kpurtepun ouenku:

Ouyenka «omauunoy» BBHICTABISETCS 3a 0€30IINO0YHYIO0 paboTy, a TaKKe MPU HAJIUYUU B
Hel 1 HerpyOoi ommoOKH.

Ouyenka «xopowio» BBICTABISIETCS NMPU HAIUYUU B IpakTHUecKod pabote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «yooenemeopumenbHo» BBICTABISIETCA 3a NMPAKTUYECKYIO paboOTy, B KOTOPOM
JOTYIIEHBI CoJIepKaTeNIbHbIe OMMOKHM (OOJBIIMHCTBO TMPEAYCMOTPEHHBIX pPabOTOM 3amaHuid
BBINIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouyenka «neyooenemeopumenbHo» BBICTABISETCS 3a MPAKTUYECKYIO0 PaboTy, KOTOpas
COJICPXKUT TpyObIe OIIHOKHI

Tema 1.2 JlejioBble MOE3AKHU

IIpakTnyeckoe 3ansiTue Ne21

BCTpeqa C ACJIOBBIMHU ITAaPTHECPAMHU, PCHICHHUEC HpO6J’I€M - BBCACHHUC U aKTHBU3allHA JICKCHYCCKUX
CAUHUII. [[I/IaJ'IOFI/ILICCKaSI PCUb I10 TEMC

Heab: ¢dopmupoBaHHe JEKCHUECKUX, TIpaMMaTHYECKUX W (POHETHYCCKHUX HABBIKOB
oOyuarouxcs.

BeinosinuB padory, Bl OyeTe yMeThb:
- y4acTBOBaTh B OOCYXJEHUHU NMpOoOJIIeM Ha OCHOBAHWU MPOUYUTAHHBIX/ MPOCITYIIAHHBIX
MHOS3BIYHBIX TEKCTOB, COOIIO/1asl IPAaBUJIa PEUEBOI'O ATUKETA.
MarepuajbHoe o0ecniedeHue: He TpedyeTcs

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

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

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

Sergeev:Yes. it is. This winter has been unusually cold, but I hope the weather will get
warmer soon.

Kelly:Yes, spring is coming. Well, Mr. Sergeev, today I'd like to bring up the matter of the
guarantee period. What guarantee period do you offer for your machines?

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

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

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

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

Sergeev: What about your operators? Have they got much experience with this type of
equipment?

Kelly: We have a very efficient staff and | don't think anything can go wrong through their
fault.

Sergeev: I think I'll have to look into the matter very carefully before I give you our
reply.

Kelly: I am looking forward to our next meeting.

3ananmue 2. JlonrcaTh HEJOCTAIOIINE PETTAKH:
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. ...

3ananme 3. BriOpaTh paBUIbHOE BBICKA3bIBAaHHUE U3 IMAJIOTA!
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 DKBUBaJIEHTEI B THAJIOTE.
Canurech, noxainyiicra.

Kak nacuer...?

Pan Bac BuIeTh.

3anaﬂne 5. BoccTaHOBUTH HpaBHJ’IBHBIfI MOPAAOK CIIOB B CJICAYIOIIUX MIPCIJIOKCHUAX!
Spring is coming not.
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He will have to look into the matter very carefully?
We do know not the specific conditions.

3aganue 6. Hanncars BOIpoChl, Ha KOTOPbIE MOKHO J1aTh CJIEIYIOLUE 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. CoeqMHUTH COOTBETCTBYIOIINE (DOPMBI IJIar0JI0B.

See brought, brought
Bring set, set

Think went, gone

Go thought, thought
Sit saw, seen

3ananue 8. YoTpeOUTh apTUKIIU, T/I€ TO HEOOXOIUMO:
...guarantee period is 6 months.

They received ...offer for the pumps.

Last week I went to ... London.

3apanue 9. IlocTaBuTh raarossl B Hy)KHOE BPEMSI:
Mr. Sergeev (to work) at Gerald & Co. Mr.
Now he (to talk) with Mr. Kelly.
They (to discuss) their problems next week.

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

IMopsinok BbINOJTHEHHSI PadOTHI:
1. TlpouwTaiiTe TUaor, MNEPEBEIUTE.
2. JlomucaTh HEIOCTAIOIINE PETUIMKY B JTUAJIOT.
3. BBITIOIHUTB JIGKCUKO-TPaMMaTHYCCKHE 3aJaHusl.

(I)opMa NpeaACTaBJICHUSA pe3yabTaTa: BhIIIOJTHCHHLIC 3aJaHUA.

Kputepun onenkn:

Ol{eHKa «omJjiu4HO» BBICTABIIACTCA 3a 663OHII/I60‘-IHYEO pa60Ty, a TAKXKC IPpU HAJINYUU B

Heil 1 HerpyOoif ommoOKH.

Ol(eHKa «xXopouto» BBICTABJIACTCA IIPU HAJIMYUHU B HpaKTI/I‘leCKOﬁ pa60Te 1-2 BaﬂaHHﬁ,

BBITNOJIHEHHBIX C HE3HAUYUTEIIbHBIMHU OIIMOKAMH.

Ouenka «y0oe1emeopumenvHo) BHICTABISETCS 32 NPAKTUYECKYIO0 paboTy, B KOTOPOM
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JOMYIIEHbI COAEp)KaTeNbHbIe OMHMOKK (OOJNBIIMHCTBO TMPEAYCMOTPEHHBIX pPabOTON 3agaHuid
BBITIONTHEHO, 30% U3 HUXCOJIEPIKAT OLTUOKH).

Ouenka «Hey0081emeopumenbHo) BBHICTABISCTCA 3a MPAKTHUYECKYIO0 paboTy, KOTopas
COJICPKUT TpyObIe OLTHOKH

Tema 1.2 JlesioBbIe MOE3AKH
IMpakTHyeckoe 3ansaTHEe No22
CuryaunoHHas 3a1adya

Henb: @®opmupoBaHne yMEHMH paclo3HaBaTh 3aJady W/WwiM mpobdiemy B
Mpo(ecCHOHAIbBHOM W/WJIM  COLMAIbHOM KOHTEKCTE; BBIABIATE U 3()(PEKTHUBHO HCKaATh
nH(pOpMAIIHIO, HEOOXOIUMYIO JJIs PEIICHUS 3a/1a4u U/UITH TIPOOJIEMBI 110 TEME.

BoinosiHuB padory, Bbl OyieTe yMeThb:
- M0JIb30BATHCS U3YUEHHBIMU 0A30BBIMU TPAaMMaTUUYECKUMHU SBJICHUSMU;
MarepuajibHoe obecnieyenue: He TpedyeTcs

3apanue:

«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).
e 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 Adraft agreement with pricing options.
o Answers to possible objections (e.g., competitors' offers).
Task: Create a short checklist of key points to cover in the meeting.
3. During the Trip
o At the hotel, you realize the Wi-Fi is too slow for video calls.
e The client asks for an additional discount at the meeting.
e Your return flight is canceled due to bad weather.
Task: What would you do in each situation? Write short solutions.

Ilopsinok BbINOJTHEHHS PadOTHI:
1. TlpouuTaiiTe CUTYyallMOHHYIO 33a]la4y, BIpAa3UTE CBOE MHEHHUE 10 HEil.

(I)opMa NpeaACTaBJICHUSA pe3yabTaTa: BhIIIOJTHCHHLIC 3aJaHUA.

Kputepun onenkn:

Ouenka «omauuno» BBHICTABIIAETCS 3a 0€30IIMO0UHYIO paboTy, a TaKKe NMpPH HAJTMYUHU B
Heil 1 HerpyOoif ommoOKH.

Ouenka «xopouio» BBICTABIISETCS NMPH HAJIMYUM B MpakTHYecKod pabore 1-2 3amaHuid,
BBITIOJTHEHHBIX ¢ HE3HAUUTEIbHBIMHU OIINOKaMH.
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Ouenka «y0o61emeopumenbHo) BBICTABISETCA 32 NPAKTUYECKYIO paboOTy, B KOTOPOM
JOMYIICHbI COAEp)KaTeNIbHbIe OMMOKK (OOJBIIMHCTBO TPEIYCMOTPEHHBIX pPabOTOM 3amaHMi
BBITIONTHEHO, 30% U3 HUXCOJIEPIKAT OLTHOKH).

Ouenka «Heyo061emeopumenbHo) BBHICTABISCTCA 3a MPAKTHUYECKYIO paboTy, KOTOpas
COJIEPKHUT TpyObIe OLTHOKU

Tema 1.3
IMpodeccuonanbHast 0Tpacb (MCTOPUA PA3BUTHS, POJIb B IKOHOMHKE CTPAHbI,
COBpeMEHHO€e COCTOsTHHE, JOCTUKEHHSI 0TPACJIH)

IIpakTnueckoe 3ansaTue Ne23

I/ICTOpI/IH BO3HUKHOBCHUA U Ppa3BUTHUA OTPACIIN «KOMMepHI/IH N OCYHICCTBJICHUC UHTCPHET-
MapKCTHUHTa». BBG}IGHI/IC 1 aKTUBHU3allHA JEKCUYCCKUX CINHUIL

Heab: ¢dopmupoBaHue JEKCHUYECKUX, TpaMMaTHUYECKUX U (OHETUYECKHX HAaBBIKOB
00yJaronuxcs.

BrinosinuB padory, Bbl Oyaere yMeTh:

- 4YWTaTh AayTEHTUYHbIE€ TEKCThl MNpPO(EecCHOHAIBHON HaMpPaBJIEHHOCTH, MWCIIONb3Ys
OCHOBHBIC BHJBI UYTEHUS (O3HAKOMHTEIBHOE, H3ydYalrollee, MOMCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHMOCTH OT IIOCTaBJICHHONW KOMMYHUKATUBHOM 3a7aun

3ananmue:

1) IIpouumamos mexcm. Boinoainums 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, Linkedln, 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
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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. O3HaKOMBTECH C OCHOBHBLIMU JIEKCUYECKUMU CANHUIIaMU.
1. Commerce— Kommepuus
2. Internet marketing— MuTepHeT-MapKeTHHT
3. Digital economy- Iludposas sxoHOMHKA
4. E-commerce— DieKTpoHHass KOMMEPIUs
5. Internet— MuTepuer
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-— JIotkom-0ym (paciiBeT HHTEPHET-KOMITaHHIA )
11. Online advertising— Murepuer-pexaama
12. B2B commerce— B2B-komMmeprust (Ou3Hec Ji1s On3Heca)
13. Targeted advertising— TapretupoBanHast pekiiama
14. Online payments— OHTaliH-ITaTeKU
15. Social media— ConansHsle cetn
16. Digital marketing channels— Kanansr nudpoBoro MapkeTunra
17. SEO (Search Engine Optimization)— [TouckoBas onTUMHU3aIHs
18. Content marketing— KoHTeHT-MapKeTHHT
19. Organic traffic— Opranuueckuii Tpaduk
20. Mobile commerce (m-commerce)— MoOuabHass KOMMEPITUS
21. Social commerce— CoruanbHast KOMMEPITUS
22. Al-driven marketing— Mapketunr Ha ocHoBe I
23. Personalization— Ilepconanu3anus
24. Big data analytics— Ananu3 GOJIBIINX JaHHBIX
25. Customer engagement— BoBiieueHHOCTh KJIMEHTOB
26. Voice commerce— 'osocoBasi KOMMEpPIIUS
27. Blockchain-based payments— ITiarexu Ha oCHOBe OJIOKUCHHA
28. Cryptocurrencies— KpuntoBaaroTsl
29. NFTs (Non-Fungible Tokens)— HOT (HeB3aumo3aMeHsIEMbIC TOKCHBI)
30. Omnichannel strategies— OMHuKaHaIbHBIE CTPATETHH
31. Metaverse commerce— KomMmepiiis B METaBCEIICHHOM
32. Augmented reality (AR) shopping— ITokynku ¢ A0MOJHEHHON peaabHOCTHIO
33. Sustainable digital business models — YcroiiunBbie nuppoBbie OH3HEC-MOICITH
Test: "The History and Development of Commerce and Internet Marketing”
Choose the correct answer for each question.
1. When did the commercialization of the Internet begin, leading to the rise of e-commerce?
a) 1980s
b) 1990s
c) 2000s
d) 2010s
2. Which company was one of the first major online retailers, founded in 1994?
a) eBay
b) Google
¢) Amazon
d) Alibaba
3. What was the key innovation introduced by Google in 2000 that revolutionized digital
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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
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

Ilopsinok BbINOJTHEHHS PadOTHI:
1. TlpouuTaTh U MEPEBECTU TEKCT.
2. IIpounTaTh HOBBIE CIIOBA U BBIPAKEHHUS
3. BbmoaHuTh TECT.

(I)opMa NpeaACTaBJICHUSA Pe3yabTaTa: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurtepun onenkn:
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Ouenka «omauuHo» BBHICTABIIACTCS 32 0€30IMO0YHYIO paboTy, a TaKKe MPH HATUYUHU B
Heil 1 HerpyOoit ommoOKH.

Ouenka «xopouio» BBICTABIISCTCS NPH HAJIMYUHM B MpaKTHYecKOW pabore 1-2 3amanwmii,
BBITIOJTHEHHBIX ¢ HE3HAUYUTEIHHBIMH OIINOKaMH.

Ouenka «y0o61emeopumenbHo) BHICTABISETCA 32 IPAKTUYECKYIO paboOTy, B KOTOPOM
JOMYIICHbI COAEp)KaTeNbHbIe OMMOKK (OOJBIIMHCTBO TMPEIyCMOTPEHHBIX pabOTON 3amaHuit
BBITNIOJTHEHO, 30% W3 HUXCOEep)KaT OLIHOKN).

Ouenka «Heyo06nIemeoOpUmMenbHO» BBHICTABISIETCS 3a IMPAKTHYECKYI0 paldoTy, KOTOpas

COJICPKUT TPyObIc OMIHOKH

Tema 1.3

IIpodeccuonanbHast 0Tpacb (MCTOPUA PA3BUTHS, POJIb B IKOHOMHKE CTPAHbDI,
COBpPEMEHHOe COCTOsIHHE, I0CTHKeHHU S OTPACJIN)

Mean:
00yJaronuxcs.

IMpakTHueckoe 3anaTue Ne24
Past Simple u rpymnna Bpemen Perfect — Beimonaenue JII'Y

BoinosiHuB paéory, Bbl OyeTe yMeTh:

IIOJIb30BAaTbCAd HM3YYCHHBIMU 0a30BLIMH rpaMMaTH4Y€CKUMU  SABJIICHHUAMH 110 TEMC «Past

Simple u rpynna Bpemen Perfecty.
MarepuaJjibHoe odecneyeHue: He TpedyeTcs.

3aganue:

q)OpMI/IpOBaHI/Ie JICKCUYCCKUX, TpaMMAaTUYCCKUX H q)OHeTI/I‘-ICCKI/IX HAaBBIKOB

Past Simple

Present Perfect

Obpa3svercs

¢ [IpaBuiipHBIC I1ar01b!
V+ed

¢ HenpasHibHbIE r71aroisl
TaGauua HenpaBHIbHBIX [71aro10B
e BcernioMorarenasHbii riaron

To do B dopme npormeamero

BpemenH — did

(HCNIOTIB3YETCA B OTPHUATEILHBIX H
BOMPOCHTEIBHBIX NMPeUTOKEHHAX)

e [IpaBHnbHEIE II1aroib
V+ed
¢ HenpasBiibHbie I71aroibl
TaG1Hua HenpaBHIBHAIX [71ar0J10B
e BenoMorareabHBIH 171aro
Have - cI we. you, they
Has - c¢he. she.it

(Hcmoab3vercd BO BCeX BHAAX
[P ea10KeHHI)

Ynorpedasiercs

das BBIpAKeHHA JeficTBHA,
KOTOpO€ MPOH3OLLIO B MPOILIOM H
MpOJOTKEeHHA He HMeer (daxT
[PONLTOr0)

s BRIDAKEHHA  JeHCTBHA,
KOTOpOe MPOHZOLUIO B MPOILIOM,
HO ero pe3yiabTaT BHIeH ceifyac.

ICroBa-noRazare s

Yesterday, the day before yesterday,

last week/month/vear, ago

Ever, never, already, just, before,
vet

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
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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)

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.

Ilopsinok BbINOJIHEHHS PA0OTHI:
1. O3nakoMHTBCS ¢ TpPaMMaTHYECKUMH MTPaBUIIAMH.
2. BBIMOTHHUTH yIpaXHEHUSI.

dopma npeacTaBieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUs.

Kpurepun oueHku:

Ouyenka «omauunoy» BBHICTABISETCS 3a 0€30IMINO0YHYIO paboTy, a TaKKe MPU HaJIUYUU B
Hel 1 HerpyOo# ommoOKH.

Ouyenka «xopowio» BBICTABISIETCS MPU HAIUYUU B IpakTHUecKod padote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouyenka «yooenemeopumenbHo) BBICTABISIETCA 3a MPAKTUYECKYIO paboTy, B KOTOPOii
JOTIYILIEHBI COJepKaTeNIbHbIe OMMOKU (OONBIIMHCTBO MPEIyCMOTPEHHBIX PabOTOM 3amaHuil
BBINIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouyenka «neyoosnemeopumenvro) BBHICTABISETCS 3a MPAKTUYECKYIO0 PabOTy, KOTOpas
COJICPKUT TpyObIe OMIHOKH

Tema 1.3
IIpodeccnonanbHas oTpacib (MCTOPHA Pa3BUTHSA, POJIb B IKOHOMHKE CTPAHBDI,
COBpPEMEHHOE COCTOSTHHE, IOCTHKEHHST OTPACJIN)

IIpakTnyeckoe 3ansitue Ne25

COBpeMeHHOG COCTOSIHUEC OTpAaCIIu TOProBJIN
B UensOuHCKOI 00/1aCTH. Beenenue u akTUBU3aIMA JIEKCUUECKUX SIUHUII, Pabota ¢ TekcToM

Heab: ®DopMupOBaHHE JIEKCHYECKUX, TI'PAMMATHYECKHMX M (OHETUUYECKUX HABBIKOB
oOyJaronuxcs.
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BeinosiHuB paéory, Bbl OyieTe yMeThb:

- YHTaTh AayTEHTUYHBIC TEKCTHl MNPO(EeCcCCHOHAIBHON HAMPABICHHOCTH, HWCIIONb3Ys
OCHOBHBIC BHJIbI 4YTCHUS (O3HAKOMHUTEIBHOE, H3ydalollee, IMOUCKOBOE/ MPOCMOTPOBOE) B
3aBUCUMOCTH OT NIOCTABJICHHOW KOMMYHUKATUBHOM 3a/1a4u

MarepuaJjbHoe obecnieyeHue: He TpeOyeTcs.

3ananmue:
1) Ilepesoo mexkcma:
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.

BITIOJIHUTH yr[pax(HeHHﬂ:
atch the terms with their definitions:
Turnover

FMCG

Fulfillment center
Pickup points
Private label

Hybrid purchasing
Margin pressure
Vacancy rate

DIY

2.
1.

@

CoNoOR~WNE
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10. Digital transformation

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
f) The process of adopting digital technologies in business
g) Locations where customers can collect online orders
h) Do-it-yourself products and materials
i) Total sales revenue
J) Reduction in profit margins due to rising costs

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

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

ITopsinox BbINOJIHEHUs padOTHI:

1. IlpounTaTh TEKCT. BBIMONHUTH NEPEBOI.

2. BbINOTHUTH yHIpaXHEHUS.
dopma npeacTaBiIeHUs: pe3yJbTaTa: BbIIOJIHEHHBIE 3aaHUS.
Kputepun onenkn:

Ouenka «omauuno» BBHICTABIIAETCS 3a 0€30IIMOOYHYIO PadOTy, a TaKKe MPU HAJTUYUU B
Heil 1 HerpyOoif ommoOKH.
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Ouenka «xopouio» BBICTABIISCTCS NPH HAJIMYUHM B MpaKTHYecKoW pabore 1-2 3amanHwii,
BBITIOJTHEHHBIX ¢ HE3HAUYUTEIHHBIMHU OIINOKaMH.

Ouenka «y0061emeopumenbHo) BBICTABISCTCA 332 NPAKTUYECKYI0 paboOTy, B KOTOPOM
JOMYIICHbI COAEpKaTeNbHbIe OMMOKK (OOJBIIMHCTBO MPEIyCMOTPEHHBIX paboOTON 3amaHuit
BBITIONTHEHO, 30% U3 HUXCOJIEPIKAT OITUOKH).

Ouenka «neyo061emeopumenbHo) BBICTABISETCA 3a NPAKTHYECKYIO0 paboOTy, KOTopas
COJIEP’KUT IpyOble OMIMOKH

Tema 1.3
IIpodeccuonanbHast 0Tpacb (MCTOPUA PA3BUTHS, POJIb B IKOHOMHKE CTPAHbDI,
COBpeMEHHO€e COCTOsTHHE, JOCTUKEHHSI 0TPACJIN)

IIpakTnueckoe 3ansitue Ne26

PasBurtne n noctrmkeHns BeQynux NpeanpusaTUI TOProsiau ropoga Maranroropcka. Beenenue
1 aKTUBM3alMs JIEKCUYeCKUX eAnHull. PaboTa ¢ TekcToM.

Hean: dopmupoBaHue JIEKCHUYECKHX, T'PaAMMATHYECKUX U (POHETUUYECKUX HABBIKOB
00yJaronuxcs.

BrinosinuB padory, Bbl Oyaere yMeTh:

- 4YWTaTh AayTEHTUYHbIE TEKCThl MPO(EeCcCHOHAIBHON HAMpPaBIEHHOCTH, WCIIONb3Ys
OCHOBHBIC BHJBI UYTEHUS (O3HAKOMUTEIBHOE, HW3ydYalollee, IMOMCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHUMOCTH OT IIOCTaBJIEHHONH KOMMYHUKATHBHOM 3a7jaun

MarepuaJjibHoe odecneyeHue: 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:xubrii""
(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
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Market, offering same-day delivery and click-and-collect services.

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 RpeOnpusimuil mopoeiu Haumezo 2opooa

Ilopsinok BbINOJIHEHHS PA0OTHI:
1. TIpouwuTaTh TEKCT. BEIMOIHUTE TEpEBOI.
2. Harmmcars scce.

dopMa npeacTaBIeHUs pe3yabTaTa: BHITIOJIHEHHBIC 3a/1aHMS.

Kpurtepun ouenku:

Ouyenka «omauuno» BBHICTABISETCS 3a 0€30MIMO0YHYI0 paboTy, a TaKKe MPU HATUYUU B
Hel 1 HerpyOoi ommoOKH.

Ouyenka «xopowio» BBICTABISIETCS NMPU HAIUYUU B IpakTHUecKod pabote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «yooenemeopumenbHo» BHICTABISIETCA 3a NMPAKTUYECKYI0 paboTy, B KOTOPOM
JOTYIIEHBI COJIepKaTeNIbHbIe OMMOKH (OOJBIIMHCTBO TMPEAYCMOTPEHHBIX PabOTOM 3amaHuit
BbINIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouyenka «neyooenemeopumenvno) BBHICTABISETCS 3a MPAKTUYECKYIO0 PaboTy, KOTOpas
COJICPXKUT TpyObIe OIHOKHK

Tema 1.3
IIpodeccuonanbHasi oTpacb (MCTOPUA PA3BUTHSA, POJib B IKOHOMHKE CTPAHbDI,
COBpEeMEHHOEe COCTOsIHHE, I0CTHKEHHUS] OTPACJIN)
IIpakTuyeckoe 3ansitue Ne 27-28

BBeneHue u akTUBU3aLMS IEKCUUSCKUX SIMHMII, OKOHOMHKA K OCHOBBI aHAIN3a (I)I/IHaHCOBO'
X031 CTBEHHOM NEATEeILHOCTH TOpI‘OBOﬁ OpraHu3anuvu. PabGoTa ¢ TekcToM

Heab: ®dopMupOBaHHE JIEKCHYECKUX, TI'PaMMATHYECKHMX M (OHETUYECKUX HABBIKOB
oOyuaronuxcs.

BeinosinuB padory, Bl OyeTe yMeThb:

- 4YUTaTh AayTEHTHYHbIE TEKCThl MNPO(ECCHOHAIBHOW HANpPaBICHHOCTH, HCIONb3YsS
OCHOBHBIC BHJbI YTECHHS (O3HAKOMHUTENBHOE, H3ydYarollee, IOHUCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHMOCTH OT IIOCTaBJIEHHON KOMMYHUKATUBHOM 3a7auu

MarepunajibHoe ofecniedeHne: He TpeOyercsl.
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3amanue:
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. Boinoanums ynpasricnenusn:

1. Haiimu coomeemcmeust.
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

ONoGarwWNE

2. 3aroJIHUTh MPOIYCKHU CIIOBaMHU
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" analysis helps determine when revenues will cover all expenses."
"To calculate , subtract COGS from total revenue."
"A store with high sells its stock quickly."

" measures ability to pay short-term debts."
" excludes non-operating expenses for clearer performance analysis."

ko

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. HanuimmTe 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 npaBuIbHBINA 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

c) Inventory efficiency

d) Long-term debt capacity

5. EBITDA stands for:

a) Earnings Before Interest, Taxes, Depreciation and Amortization
b) Earnings Before Inventory, Turnover, Debt and Assets
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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

IHopsiaok BbINOJIHEHHS PA0OTHI:
1. TIpouwuTaTh TEKCT. BEIMOIHUTE TEpEBOL.
2. BBITIOTHUTE YIPOKHEHUS.
3. BrInonHu TECT.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUs.

Kpurepun oueHku:

Ouyenka «omauunoy» BBHICTABISETCS 3a 0€30MIMO0YHYIO0 paboTy, a TaKKe MPU HaJIUYUU B
Hel 1 HerpyOoi ommoOKH.

Ouyenka «xopowioy BBICTABISIETCS MPU HAIUYUU B IpakTHUecKod padote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouyenka «yooenemeopumenbHo) BBICTABISIETCA 3a NMPAKTUYECKYIO paboTy, B KOTOPOi
JOTYILIEHBI COJepKaTellbHbIe OMMOKU (OONBIIMHCTBO MPEIyCMOTPEHHBIX pPabOTOM 3anaHuit
BBITIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouyenka «neyooeiemeopumenbHo) BBHICTABISETCS 3a MPAKTUYECKYIO0 PabOTy, KOTOpas
COJICPKUT TpyObIe OMIHOKH

Tema 1.3
IIpodeccuonanbuas orpaciib (MCTOPUS PAa3BUTHS, POJIb B IKOHOMHUKE CTPAHDI,
COBpEeMEHHOEe COCTOsIHHE, IOCTHKEHHUS] OTPACJIN)

IIpakTnyeckoe 3ansaTue Ne29-30

Beenenue n akTUBH3aINSA IEKCHUECKUX €IUHHUI] HpI/IKJ'Ia)IHBIe KOMIIBIOTCPHBIC TPOTPAMMBI B
HpO(I)CCCPIOHEU'ILHOfI JIesTeabHOCTH. UTeHue u pa60Ta C TCKCTOM

He.]'IbZ cDOpMI/IpOBElHI/IC yMeHI/Iﬁ MMOJIb30BATHC U3YYCHHBIMU 0a30BBIMHU T'paMMaTUYCCKUMU
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SBIICHUSIMH; OTPEACIATh HEOOXOAWMBIE PECypChl; HPUMEHSITh COBPEMEHHYIO HAYYHYIO
npo(ecCHOHANBPHYI0  TEPMHHOJIOTHIO;  CTPYKTypHUpPOBaTh  MOJy4aeMyr0  HH(OpMAIuIo;
BBIICTISATH HaN0O0JIee 3HAYMMOE B IEPEIHE HHPOPMAITUH.

BeinosiHuB paéory, Bbl OyieTe yMeTh:

- YUTaTh AayTEHTHYHBIE TEKCTHl NPO(PECCHOHATBHON HAINPaBIECHHOCTH, HWCHOIb3Ys
OCHOBHBIE BHJBl YTCHHS (O3HAKOMHUTENBHOE, H3y4aroliee, IOHUCKOBOE/ IPOCMOTPOBOE) B
3aBHCHMOCTH OT ITOCTABJICHHOW KOMMYHUKAaTHBHOM 3a/1a4H.

MarepuajibHoe obecniedeHue: He TpeOyeTcs.

3ananmue:
1.IlpounTtars, NepeBeCTH TEKCT:

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

2. BonpockI 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. BBIIIOJIHUATE 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
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

N
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b) Hospital food quality
¢) 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

IMopsinok BbINOJIHEHHS PA0OTHI:
1. TIpouwuTaTh TEKCT. BBIMOIHUTE TEpEBOL.
2. BBINMOTHAUTH yIIPa)KHEHHUS.
3. BemonHu TecT.

dopMa npeacTaBIeHUs pe3yabTaTa: BHITIOJIHEHHBIC 3a/1aHMS.

Kpurtepun ouenku:

Ouyenka «omauunoy BHICTABISETCS 3a 0€30MINO0YHYIO0 paboTy, a TaKKe MPU HaJIUYUU B
Helt 1 HerpyOoit omoOKH.

Ouyenka «xopowioy BBICTABISIETCS MPU HAIUYUU B IpakTHUecKoid pabote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «yooenemeopumenbHo» BBICTABISIETCA 3a NMPAKTUYECKYIO paboOTy, B KOTOPOM
JOTYIIEHBI COoJepKaTeNIbHbIe OMMOKH (OOJNBIIMHCTBO TMPEAYCMOTPEHHBIX PAabOTOM 3amaHuit
BBINIOJIHEHO, 30% U3 HUXCOJEPKAT OUTUOKH).

Ouenka «neyooenemeopumenvno) BBHICTABISETCS 3a MPAKTUYECKYI0 PaboTy, KOTOpas
COJICPXKUT TpyObIe OIIHOKHI

Tema 1.3
IIpodeccuonanbHasi oTpacb (MCTOPUSA PA3BUTHSA, POJIb B IKOHOMHKE CTPAHbI,
COBpEeMEHHOEe COCTOsIHHE, I0CTHKEHHUSI OTPACJIN)

IIpakTnyeckoe 3ansitue Ne31
KontponrsHas pabota

Heanb: dopMupoBaHUEe YMEHHUH MOJIb30BAThCA H3YyYCHHBIMM 0a30BBIMH T'pPaMMaTHYECKUMHU
SBJICHUSIMM; OINPEAEIATh HEOOXOJUMBIE PECypChl; HPUMEHSATh COBPEMEHHYI0 HAYYHYIO
npo(ecCUOHANBHYI0 ~ TEPMHHOJIOTHIO;  CTPYKTYpUpOBaTh  MOJy4aeMyr  HMH(OpMaiuio;
BBI/IENIATH HanOoJiee 3HaUUMOe B IiepeuHe HHPOPMALHH.

BeinosinuB padory, Bl OyeTe yMeThb:

- 4YuTaTh AayTEHTHYHbIE TEKCTHl MNPO(ECCHOHAIBHOW HANpPaBICHHOCTH, HCHONb3YsS
OCHOBHBIE BHJbl YTECHUS (O3HAKOMHUTENBHOE, H3y4arollee, IOHUCKOBOE/ IMPOCMOTPOBOE) B
3aBHMCHMOCTH OT IIOCTaBJIEHHOW KOMMYHUKATUBHOM 3aJa4n

MartepuaJjibHoe o0ecniedeHue: He TpeOyeTcs.

3amanmue:
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10.

What does the gross profit margin measure?

a) Total revenue minus cost of goods sold

b) Net profit after all expenses

c) Operating expenses as a percentage of sales

d) Liquidity of the company

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

b) Inventory turnover ratio

c) Return on Assets (ROA)

d) Debt-to-equity ratio

A low inventory turnover ratio suggests:

a) High sales efficiency

b) Overstocking or slow-moving goods

c) Strong liquidity

d) Low operating costs

What is the purpose of break-even analysis?

a) To determine tax liabilities

b) To find the sales volume needed to cover costs

c) To assess market competition

d) To calculate net profit

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

b) Income statement

c) Cash flow statement

d) Statement of retained earnings

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

b) It is highly leveraged

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

c) Fastest-selling items

d) Items with the lowest cost

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

b) Rent

c) Cost of goods sold (COGS)

d) Advertising

A high debt-to-equity ratio indicates:

a) Strong financial stability

b) Heavy reliance on borrowed funds

¢) 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
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A retail company has the following financial data for 2023:
e Revenue: $500,000
o COGS: $300,000
Operating Expenses: $120,000
Inventory at Year-End: $50,000
e 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)

IMopsiiok BbINOJIHEHHS PA0OTHI:
1. BrImosHUTE TECT
2. Pemutsh kelic-3amaqy

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUs.

Kpurepun ouenku:

1. Ouenka «omauunoy BbicTaBiIsIeTCA 32 0€30IIMO0UHYIO PabOTy, a TaKKe NP HAJIMYUH B
Helt 1 HerpyOoil omOKH.

2. Ouenka «xopouio» BBHICTABISETCS NPU HAIMYHH B TPAKTHYECKOW padoTe 1-2 3amanHwid,
BBITIOJTHEHHBIX C HE3HAUYNTEITHHBIMH OIIAOKAMH.

3. Ouenka «y0oenemeopumenbHo» BHICTABISIETCS 32 MPAKTUYECKYIO paboOTy, B KOTOPOM
JOTYIIEHBI COJAEpXKATeNbHbIE OMMUOKA (OOJBIIMHCTBO MPEAYCMOTPEHHBIX paboTOn
3a1aHui BBIMOJHEHO, 30% 13 HUXCOEepKAT OIIHOKH ).

4. Ouenxa «HeyooeiemeopumenbHo) BBHICTABISETCS 3a MPAKTHUYECKYI0 paboTy, KOTopas
COJICPXKUT TpyObIe OIIHOKHI

Tema 1.4 be3onacHOCTh MPOU3BO/ICTBA
(3KoJIoTHYeCKHEe MP00JIeMbl 0TPACJIH, IIYTH UX PellIeHUs)

IIpakTuyeckoe 3ansitue Ne32

BBGI[GHI/IG JICKCHYCCKUX CAHUHUII I10 TEME, UX aKTUBU3al 1. Pabota ¢ TexcTtoMm «be3omacHocTh
TOPIroOBJIN»

Hean: QopMupoBaHue JIEKCHYECKUX, I'paMMaTHYECKMX U (DOHETHYECKMX HaBBIKOB
oOyuaronuxcs.

Brinosinus padoty, Bbl Oyaere yMeThb:

- UYuTaTh AayTEHTHYHbIE TEKCThl NPO(ECCHOHAIBHOW HANpPaBICHHOCTH, HCIOJIb3Ys
OCHOBHBIE BHJbl YTECHUs (O3HAKOMHUTENBHOE, H3y4arollee, IOHUCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHMOCTH OT IIOCTaBJIEHHON KOMMYHUKATUBHOM 3a7a4u

MarepuajbHoe o0ecniedeHue: He TpeOyeTcs.

3aganue:

1.Ilepesecmu mexcm:
Secure Trade Without Components
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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 c1o6ap:

« Digital economy

o Non-physical trade / Partless trade
« Digital goods

e Services

e Licenses

o Intellectual property (IP)

o Transactions

e Online exchanges

o Digital marketplace

e Fraud

o Data breaches

e 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)
« Biometric verification

o Decentralized platforms

e Firewalls

e Intrusion detection systems (IDS)
e Regular audits

o Sensitive information

¢ Robust protocols
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GDPR (General Data Protection Regulation)
AML (Anti-Money Laundering) laws
International standards

Legitimacy

Trust

Reliability

Resilience

Mitigate risks

Foster confidence

Seamless operations

Global transactions

3.Botnoanumse ynpasxcnenue
3amnoJIHUTh MPOTYCKH CIIOBAMH:

blockchain, fraud, encryption, smart contracts, GDPR, biometric verification, decentralized,
audits, intellectual property, transparency

1.

2.

No ok

To prevent , companies must use strong to protect sensitive
data.

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.
Businesses handling (e.g., patents, copyrights) must comply with

regulations.

Iopsinok BbINOJIHEHHSI PadOTHI:

1.
2.
3.

BrinosHuTE epeBo TeKCTa.
[lepeBectu cnoBa U 3anucath B TETPAb.
BoinosnHuTh ynpaxueHue

(I)opMa NMpeacTaBJaCHUs pe3yjbTaTa: BbIIIOJTHCHHBIC 3a/IaHUA.

Kpurepum oueHku:

Ol(eHKa «OmJiu4HoO» BBICTABJIACTCA 3a 6C3OI_HI/I60‘IHYIO pa60Ty, a TaKXKXC IIpU HAJIUYKUHU B

He#t 1 Herpy0oit omoOKH.

Ouyenka «xopouio» BBICTABISCTCS MPU HAIMYMH B MpaKTUYECKoi pabore 1-2 3amanuil,

BBIIIOJIHEHHBIX ¢ HE3HAYUTEILHBIMU OIIMOKAMHU.

Ouyenka «yooenemeopumenbHo» BHICTABISIETCA 3a MPAKTUYECKYIO paboOTy, B KOTOPOM
JIOTIYILIEHBI COJIepKaTeNbHble OMUOKK (OONBIIMHCTBO MPEAYCMOTPEHHBIX paboTOM

3a/IaHui BBIMOJIHEHO, 30% W3 HUXCOJEPIKAT OIIHOKH ).

Ol(eHKa «Hey003ﬂem30pumeﬂbuo» BBICTABJISACTCA 3a IMPAKTUYCCKYHO pa60Ty, KOTOpasa

COJICPKHT IpyOBIe OLIHOKU

Tema 1.4 Be3onacHocTh MPOU3BOACTBA
(3KoJI0rMYecKue NpodJIeMbl OTPAC/IH, IIYTH X PELICHHS)

IIpakTnueckoe 3ansaTue Ne33

49



Henuunsie q)OpMLI rjarojia — BCACHUC U aBTOMAaTu3ald rpaMMaTHnuCCKOro Mmarcpualia.

Mean:
oOyJaromuxcs.

BeinosiHuB padory, Bbl OyieTe yMeThb:

IIOJIb30BATBCA  HU3YYCHHBIMU 0a30BBIMU

«Henmuneie hopMBbI TIarosiay.
MartepunajibHoe ofecniedeHne: He TpeOyercs.

3ananmue:

1. Hzyyume npasuno

Impersonal Verbal Forms

rpaMMaTH4YCCKUMU

CDOpMI/IpOBaHI/IC JICKCUYCCKHX, TI'paMMAaTUYCCKUX U (bOHeTI/I‘IeCKI/IX HAaBBIKOB

SABJICHUAMU II0 TEMC

Ving

to V

(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
“dislikes” ( love, hate, adore,
can’t stand, like, don’t mind,
prefer etc.)

e.g. My dad can’t

stand washing up!

3. After verbs of continuation ( go
on, keep on, continue, carry on )
Naughty

children continued talking.

4. current habits:

get/be used to Ving (mpuBsIk
JieJIaTh YTO-TO)

e.g. I’'m used to waking up early.
5. avoid Ving (u36eraTh
nenare), deny (oTpuiarh
)/admit(npu3naBarp) +Ving

e.g. Don’t avoid being around
new people.

6. suggest Ving (mpemioxuTh
C/eIaTh)

7. fancy Ving(xoTeTb caenarb)

1. after verbs of wish (want, would
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.

And in complex object:

want smb to V

‘d like smb to V

hope smb to V

allow smb to V

advise smb to V

2. With adjective phrases (kakoBo
JIeaTh 9TO-TO)

It’s 10 V===
He’s 10 V===

e.g. It’s difficult to read this book.
She is nice to talk to.

3. past habits:

used (didn’t use) to V

(TPUBBIYKH B MIPOIILIIOM )

| used to play with dolls when | was
five.

4. in modal expressions:

be able to V (cmoco6en aenatn)
have/has to V (mpuxoautscs/
JoJKeH nenath) 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 (4ro6sr
(ue) cnenatn)

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

1. after modal verbs

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

e.g. You should listen to your
parents.

He might be right.

2. after auxiliary verbs (do,
does, did, will)

e.g. It’s cold here

I will put on a sweater.

3. In the complex object after:
let smb V smth (ro3BosTH
KOMY-TO JIeJaTh )

make smb V (3acraBisars
KOT'O-TO JICJIaTh)

My parents

don’t let me stay out late.
They make me do homework
every day.
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2. Buinonnume ynpasicnenue:

[TocTaBuTh r1aro B HykHY0 Gopmy:
1. Dust mites can___(cause) allergy.

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

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

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

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

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

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

8. He suggested (vacuum) the carpet.

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

IHopsinok BbINOTHEHHS PadOTHI:
1. U3yunre Tabnuiy HelnuuHbIe (POPMBI TIaroa.
2. BeinosnHuTe ynpakHeHue.

dopMa npeacTaBIeHUs pe3yabTaTa: BHIIOJTHEHHBIC 3a1aHMS.

Kpurepun ouenku:

Ouyenka «omauunoy» BBHICTABISETCS 3a 0€30MINO0YHYI0 paboTy, a TaKKe MPU HaJIUYUU B
Helt 1 HerpyOoit omoOKH.

Ouenka «xopouwio» BBICTABIISETCS TPH HAJTWYUHM B MPaKTHYeCKOW padore 1-2 3amanHwmid,
BBITIOJTHEHHBIX C HE3HAUYNTEITLHBIMH OIIAOKAMH.

Ouenka «yooenemeopumenbHo» BHICTABISIETCA 3a MPAKTUYECKYI0 paboTy, B KOTOPOM
JOTYIIEHBI CoJIepKaTeNIbHbIe OMMOKHM (OOJBIIMHCTBO TMPEAYCMOTPEHHBIX pPabOTOM 3amaHuit
BBINIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouenka «neyooenemeopumenvno) BBICTABISETCS 3a NMPAKTUYECKYIO0 paboTy, KOTopas
COJICPXKUT TPyObIe OIIHOKH.

Tema 1.4 be3onacHOCTh MPOU3BOICTBA
(3KoJIoTHYeCKHEe MP00JIeMbl 0TPACJIH, IIYTH UX PellIeHUs)

IpakTHyeckoe 3ansitue Ne34

CocraBnenune CJIOBaps 110 TEME. PaboTta ¢ TekcTaMu <<HpaBHna TEXHUKHU 0€30ITaCHOCTH Ha
pa60qu MCCTEC»

Heab: QopMupoBaHue JIEKCHYECKUX, I'pPaMMaTHYECKMX U (DOHETHYECKMX HaBBIKOB
oOyJaromuxcs.

Brinosinus padoty, Bbl Oyaere yMeThb:

- YUTaTh AayTEHTHYHbIE TEKCThl MNPO(ECCHOHAIBHOW HANpPaBICHHOCTH, HCHONb3YS
OCHOBHBIE BHJbl YTECHUS (O3HAKOMHUTENBHOE, H3yd4arollee, IOHUCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHMOCTH OT IIOCTaBJIEHHON KOMMYHUKATUBHOM 3a7a4u

MarepuajbHoe o0ecniedeHue: He TpeOyeTcs.
3aganne:

1. Osnaxomwvmecw co cnosamu: Safety Vocabulary for Retail Workers
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. Personal Protective Equipment (PPE) - cpencrBa MHIAMBUAYATLHON 3aILHTHL
. Emergency EXit - aBapuiiHbIi BBIXO/L.

. Proper Lifting Technique - npaBuiabHas TEXHUKA [10IbEMA.

. Equipment Safety - 6e3omacHocTs 000pyA0BaHUS.

. Fire Safety - noxapHas 6e30aCHOCTb.

. Customer Interaction - B3aumoielicTBIE ¢ KIIMEHTaMHU.

. Cleanliness and Organization - yucToTa ¥ OpraHu3anus.

. Health and Hygiene - 310poBbe 1 rurueHa.

. Hazard Reporting - coobiienne 06 0mmacHOCTIX.

10. Safety Training - 06y4enwue o 6€301MacHOCTH.

11. Accident - HecyacTHBIN cay4aid.

12. Risk - puck.

13. Evacuation - sBakyanusi.

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

O[O N O OB [WN |-

2. Hpouumamb meKcm, 6blnoJiIHUMb nepeeoo:
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 BbINOJTHEHHSI PAa0OTHI:
1. HpO‘II/ITaTL CJIOBA, 3aIllMCaThb B TCTpadb.
2. IlpouuTarh U MEPEBECTU TEKCT.

(I)opMa NpeacTaBJICHUA pe3yabTaTa: BEIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouenka «omauuno» BBHICTABIIAETCS 3a 0€30IIMO0UHYIO paboTy, a TaKKe NMpPH HAJTMYUHU B
Heil 1 HerpyOoif ommoOKH.

Ouenka «xopouio» BBICTABIISETCS NMPH HAJIMYUM B NpakTHUYecKod pabore 1-2 3amaHuid,
BBITIOJTHEHHBIX ¢ HE3HAUUTEIbHBIMHU OIINOKaMH.
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Ouenka «y0o61emeopumenbHo) BBICTABISETCA 32 NPAKTUYECKYIO paboOTy, B KOTOPOM
JOMYIIEHBI COAEp)KaTeNbHbIe OMMOKK (OOJBIIMHCTBO TPEIYCMOTPEHHBIX pabOTOM 3anaHHid
BBITIONTHEHO, 30% U3 HUXCOJIEPIKAT OLTHOKH).

Ouenka «Heyo061emeopumenbHo) BBHICTABISCTCA 3a MPAKTHUYECKYIO paboTy, KOTOpas
COJICPKUT TPyObIC OIITHOKH.

Tema 1.4 Be3onacHocTh NPOM3BOACTBA
(3KoJIorMYecKue NpodJieMbl OTPACIH, IIYTH X PeLeHHs)

IIpakTnueckoe 3ansitue Ne35
Amnanu3 KoHKpeTHOM cutyanuu «IIpaBuna TexHuKU 0€30MaCHOCTH Ha paboueM MecTe»

Henb: @opmMupoBaHne yMEHMH paclo3HaBaTh 3aJady W/WwiM mpobdiemy B
Mpo(ecCHOHAIBHOM W/WJIM  COLMAIbHOM KOHTEKCTE; BBIABIATE U 3(P(PEKTHUBHO HCKaATh
nH(pOpMAaIIHIO, HEOOXOIUMYIO JIJIsl pEIIESHUs 3a/1a4d U/UITH TTPOOJIEMBI IO TEME.

BrinosinuB padory, Bbl Oyaere yMeTh:
- M0JIH30BATHCS U3YUEHHBIMU 0a30BBIMU T'PaMMaTHUECKUMU SIBJICHUSMU;
MarepuaJjibHoe odecneyeHue: He TpedyeTcs.

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

IMopsinok BbINOJIHEHHSI PA0OTHI:
1. TIpouuTaiiTe CUTYallMOHHYIO 3a]lauy, BbIpAa3UTE CBOE MHEHHUE 10 HEl.

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

Kpurepum oueHku:

Ouyenka «omauunoy» BBHICTABISETCS 32 0€30MIMO0YHYI0 paboTy, a TaKKe MPU HAJIUYUU B
Helt 1 Herpy0oit omoOKH.

Ouyenka «xopowio» BBICTABISIETCS MPU HAIMYUU B IpakTHueckoi padote 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEIIbHBIMU OIIHOKAMH.

Ouyenka «yooenemeopumenbHo» BBICTABISIETCA 3a NMPAKTUYECKYIO paboTy, B KOTOPOM
JIOMYIIEHbl COJAep)KaTesibHble OMMOKK (OOJBIIMHCTBO TNPETyCMOTPEHHBIX pPabOTOM 3alaHMi
BBITIONIHEHO, 30% U3 HUXCOJIEPKAT OLUTHOKH).

Ouenka «neyooenemeopumensbHo) BBHICTABIsAETCA 3a NPAKTHUECKYIO0 paboOTy, KOTopas
COJIEPKUT IpyOBIe OLIHOKU

Tema 1.4 Be3onacHocTh MPOU3BOACTBA
(3KoJI0rMYecKHe NPodJIeMbl OTPAC/IH, IIyTH X PEeLICHHS)

53



IIpakTnueckoe 3ansitue Ne36
KonTponbsHas paboTa.

Heas: hopmMupoBaHre YMEHUN TOIB30BATHCS N3yYCHHBIMH 0a30BBIMH I'PaMMaTHYECKIMU
SIBIICHUSIMU;, OTIPEJEIIATh HEOOX0JUMbIE PECYPCHI; IPUMEHATh COBPEMEHHYIO HAYUHYIO
po(hecCHOHATFHYIO TEPMUHOJIOTHIO; CTPYKTYPHUPOBATh MOTYJIaeMyt0 HH(POPMAIIHIO; BEIACTAT

HauboJiee 3HaYMMOE B IepeuHe HHPOopMauu

BeinosiHuB padory, Bbl OyieTe yMeThb:

YUTaTh AyTEHTHYHBIE TEKCTHI MPO(ECCHOHATBFHOW HAPABICHHOCTH, UCTIOJIb3Yysl OCHOBHEIC
BUJIBI YTCHUS (O3HAKOMHUTEIHHOE, U3yJarolee, TOUCKOBOE/ MMPOCMOTPOBOE) B 3aBUCUMOCTH OT
IIOCTaBJIEHHON KOMMYHHMKAaTUBHOM 3a1a4n

MarepuajbHoe obecniedeHue: He TpeOyeTcs.

3amanue:

1.

Konumponsnan paboma (4 cemecmp)
Bam nysrcno ooexams uz Jlonoona 6 I'naseo, 20e y eac nasnauena oenosas ecmpeua. C

KAKUMU 860NPOCAMU 8bl 0OPAMUMECh HA AH2IUTICKOM sA3blKke 6 cnpasounom biopo (inquiry office)

You.
Clerk.
You.
Clerk.
You.
Clerk.
You.
Clerk.
You.
Clerk.
You.
Clerk.
You.

2.

(Copocwute, Korfa HaET ciaeAyromuii moe3a B ['nasro?)

At 8.40, Sir

(Cnpocwure, Hounoi (overnight) iu ato moes3n?)

Yes, the train has slipping accommodation (cnansHbie MecTa)
(CkaxuTte, 4TO HE KypUTE U XOTEIHU ObI B3ATh Jy4IlINE MECTA)
| can give you first-class non-smoking compartment.
(Cnpocwute, xorna oH nmpuoObIBaeT B ['11a3ro?)

It is due to arrive in Glasgow at 6.30 a.m.

(Ckakute, 4TO BBI HAJIEETECh, UTO OH MPHOYAET BoBpeMs (in time)).
Yes, Sir, it usually runs in time.

(Copocwure, ¢ kako#t uiatrGopmbr?)

Platform 5

(ITobnaromapute 3a nHGOpPMAITHIO)

llepenuwume npeonosicenus 6 cmpadamenbHOM 3A102e:

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.

Noogk~wnPE

Hcnpasbme owudxu:

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?
Paul must to go there.

You don’t must smoke here.

Ilopsinok BbINOTHEHHS PadOTHI:
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1. BBINOJHUTH KOHTPOJIbHYIO PAabOTy
®opma npeacTaBJIeHUs Pe3yJbTaTa: BITOJTHEHHBIC 3aaHUs.

Kpurepuu onenkn:

Ouenka «omauyno» BBHICTABISIETCS 3a 0€301MIMO0YHYI0 PaboOTy, a TaKKe NMPHU HAINYUH B
Hell 1 HerpyOoit ommOKH.

Ouenka «xopouio» BBICTABIISICTCS NPH HAJTMYUHM B MPaKTHYeCKOW padore 1-2 3amanwmid,
BBINIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «y0oe1emeopumenbHo» BBICTABISETCA 3a IPAKTUYECKYIO0 paboOTy, B KOTOPOH
JIOTIYILIEHbl COJAEp)KaTeIbHble OMIMOKK (OOJBIIMHCTBO NPEIYCMOTPEHHBIX pPabOTOM
3a/1aHul BbINONIHEHO, 30% U3 HUXCoAepKaT OINOKN).

Ouenka «neyo061emeopumenbHo) BBICTABISETCA 3a NPAKTHYECKYHO paboTy, KOTopas
COJIEP’KUT IpyOble OMIMOKH

Tema 2.1 Opranu3auus u OCyIIeCTBJIEHHE NMPeANPUHIMATEIbCKO
HesiTeJIbHOCTH B chepe TOProBIu

IMpakTnyeckoe 3ansTue Ne 37

OCHOBBI IPEINPUHUMATENHCTBA. BUIbI
KOMITaHUH. BBegeHNe TeKCHIECKUX SIMHHMIL 110 TEME, X aKTUBU3aIIHSL.
Pabora ¢ TekcTamu.

Heab: dopmupoBaHue JEKCHYECKUX, TpaMMaTHUYECKUX U (POHETUYECKHMX HAaBBIKOB
00yJaronuxcs.

BbinosinuB padory, Bl Oy/ere yMeTh:

- 4YWTaTh AayTEHTUYHbIE TEKCThl MNPO(EecCHOHAIBHON HaMpPaBICHHOCTH, WCIONb3Ys
OCHOBHBIC BHJBI UYTEHUS (O3HAKOMHTEIBHOE, H3ydYalollee, IMOMCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHMOCTH OT MIOCTaBJICHHON KOMMYHUKATUBHOM 3aa4u
MarepuaJjibHoe obecrneyeHune: He TpeOyeTcs.

3aganue:
1. Ilpouumams mexcm, 8bINOIHUMb NEPEBOO.

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
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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 ciro8amu.

corporation, sole proprietorship, LLC, partnership, liability, cooperative, nonprofit,
taxation
A is ideal for freelancers but offers no protection.
An combines flexibility with limited for owners.
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.

wrh e

Iopsinok BbINOJIHEHHSI PadOTHI:

1. TIpouuTaTh, MEPEBECTH TEKCT
2. BremonHuts 3amanusa Ne2, 3.

(I)opMa npeacTaBJdCHus pe3yjabTaTra: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouyenka «omnauunoy» BBHICTABISETCS 3a 0€30MIMO0YHYIO0 paboTy, a TakKe MPU HaJIUYUU B
Heill 1 HerpyOoif ommoOKH.

Ouyenka «xopouio» BBICTABISIETCS MPU HAIUYUU B TpaKTHUecKod pabote 1-2 3amaHuid,
BBITNOJIHEHHBIX C HE3HAYUTEIIbHBIMHU OIIMOKAMH.

Ouyenka «yooeiemeopumenbHo» BBICTABISIETCA 3a MPAKTUYECKYIO paboTy, B KOTOPOW
JOTYIIEHBl  COJep)KaTeNbHble OMIMOKH (OOJBUIMHCTBO TMPEIYCMOTPEHHBIX paboTOi
3a/laHu# BBIMOIHEHO, 30% W3 HUXCoAep KaT OMUOKN).
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Ouenka «Heyo061emeopumenbHo) BBHICTABISCTCA 3a MPAKTHUECKYIO paboTy, KOTopas
COJICPKUT TPyObIe OMIHOKH

Tema 2.1 Opranuszanus u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM 1esiTeJIbHOCTH B cepe
TOProBJIN

IIpakTnueckoe 3ansitue Ne 38

[IpaBoBoe oOecnieueHue MPoHecCHOHATLHOM IeATEILHOCTH. BBeIeHNE IEKCHYSCKUX SAMHHMII 110
TeMe, X akTuBHu3amys. PaboTa ¢ Tekctamu.

Hean: ®opMupoBaHUe JTEKCHYECKHX HABBHIKOB M yMeHHH 1o Teme «lIpaBoBoe obecrieueHue
poeCCHOHATTBHON JeITEeTBbHOCTH»; (OPMHUPOBAHNE YMEHUH YHTaTh ayTEHTHYHBIE TEKCTHI
npodeccCHOHATFHON HAIIPABICHHOCTH, MCIOb3Yys OCHOBHBIE BH/IBI UTCHHS (03HAKOMHTEIBHOE,
u3yvaromiee,  IOUCKOBO€/  MPOCMOTPOBOE) B 3aBUCHUMOCTH  OT  TIOCTABJICHHOW
KOMMYHHUKAaTUBHOM 3aJa4u.

Brinosinue padory, Bbl Oyaere yMeTh:

- TI0JTH30BATHCS H3YYCHHBIMU 0a30BBIMU TPAMMATHICCKIUMHU SIBJICHHSIMH,

- BeCcTu Oecelly B CUTyalHsIX Mpo(ecCuoHaIbHOTO OOIIEHNS;

- y4acTBOBaTh B OOCYXXJCHWHU MPOOJIIEM HAa OCHOBAHWU TPOYUTAHHBIX/ MPOCITYIIAHHBIX
WHOSI3BIYHBIX TEKCTOB, COOTIO/IAs TIPAaBUIIa PEUEBOTO ATUKETA;

- YNTaTh AayTEHTHYHBIE TEKCTHl NPOPECCHOHATHHON HANPAaBIEHHOCTH, WCIIOJIB3YS
OCHOBHBIE BHJBI UYTEHUS (O3HAKOMHTEIBHOE, H3ydYalollee, IMOMCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHMOCTH OT MIOCTaBJICHHON KOMMYHUKATUBHOM 3aa4u

MarepuaJjibHoe odecneyeHue: He TpeOyeTcs.

3ananmue:
1. [IpounTaiiTe ¥ MEPEeBEIUTE 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.
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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 U 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
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. BLIHOJ'IHI/ITG JICKCHUKO -I‘paMMaTI/I‘IeCKI/Ie 3aJaHuA K TCKCTy.
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.

58



LN

oakrwnE

no

=

N

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?

IHopsiaok BbINOJHEHHS PA0OTHI:
. [IpouuTaiiTe 1 nepeeuTe TEKCT.
. [IpouuTaiiTe 1 nepeBeINTE TEKCT.
3. BeINOJHUTE JTEKCUKO-TPAMMAaTUYECKUE 3a/IaHUS K TEKCTY.

N —

(I)opMa NpeaACTaBJICHUA pe3yabTaTa: BEIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ol{eHKa «omJjau4HoO) BBICTABJIACTCA 3a 6C3OH_II/I60‘IHYIO pa60Ty, a TaK¥Ke IIpU HAJIUYNU B Hel

1 Herpy6oii ommoKu.

Ol{eHKa «xXopouto» BBICTABJIICTCA TPHU HAJIWNYHUU B HpaKTI/I‘leCKOﬁ pa60Te 1-2 BaﬂaHHﬁ,

BBITNOJIHEHHBIX C HE3HAUYUTEIIbHBIMHU OIIMOKAMH.

Ouenka «y0o61emeopumenvHo» BBHICTABISIETCS 3a IMPAKTHUECKYI0 pPabOTy, B KOTOPOH
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JOMYIIEHbI COAEp)KaTeNbHbIe OMMOKK (OOJBIIMHCTBO IMPEIyCMOTPEHHBIX paboTON 3amaHuit
BBITIONTHEHO, 30% U3 HUXCOJIEPIKAT OLTUOKH).

Ouenka «Heyo0s1emeopumenbHo» BBICTABISIETCS 3a IMPAKTHYECKYI0 paboTy, KOoTopas
COJICPKUT TpyObIe OLTHOKH

Tema 2.1 Opranu3zanus u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM 1esiTeJIbHOCTH B cepe
TOProBJIN

IIpakTnueckoe 3ansitue Ne 39

OcCHOBBI OyXTranTepcKoro yuera 1 Hanorooososxenus. @opma orarel, JEHEKHbIE CPEJICTBA,
BaJ'IIOTa.BBe)ICHI/IG JJEKCUYECKHUX SANHUII 110 TEMEC, UX aKTUBU3aIlUA. Paborta ¢ TekcTamu.

Heab: ®opmupoBaHue JIEKCUUECKUX HABBIKOB U yMeHHH 1o TeMe «OCHOBBI OyXraiaTepcKoro
yuera U HasoroobnoxxeHus. dopma omarel, JEHEXKHbIE CPEICTBA, BAIIOTa»; (HOPMHpPOBAHHE
YMEHUI 4YUTaThb ayTEHTUYHbIE TEKCThl NPOPECCHOHATBHON HAMpPaBICHHOCTH, HCIIOJIb3Ys
OCHOBHBIE BHUJbl UYTECHUS (O3HAKOMUTEIBHOE, H3y4alollee, MOUCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHUMOCTH OT TIOCTaBJIEHHONM KOMMYHUKaTHBHOM 3a/1aun

Brinosinus padory, Bbl Oyaere yMeTh:

- TI0JTK30BATHCS H3YYCHHBIMU 0a30BBIMU TPAaMMaTHUECKUMU SBIICHUSMU;

- BeCTu Oecelly B CUTyalHsIX MpodecCuoHaIbHOTO OOIIEHNS;

- y4acTBOBaTh B OOCYXJEHWHU MpoOIeM Ha OCHOBAaHHMH MPOYUTAHHBIX/ MPOCITYIIAHHBIX
WHOSI3BIYHBIX TEKCTOB, COOTIO/IAs TIPAaBUIIa PEUEBOTO ITUKETA;

- 4YUTaTh AayTEHTUYHbIE TEKCTHl MNpPOo(ecCHOHATBFHON HaNpaBICHHOCTH, HCHOJIb3YS
OCHOBHBIC BHJBI UYTEHUS (O3HAKOMHTEIBHOE, H3ydYalollee, IMOMCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHUMOCTH OT NOCTaBJIECHHOH KOMMYHHUKATUBHOM 3a7jaun

MarepuaJjibHoe odecrneyeHue: He TpeOyeTcs.

3ananue:
1. [IpounTaiite 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.
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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. Breinonuure JICKCUKO-TPaAaMMAaTUUYCCKUC 3aJaHUS 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...
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 ¢) 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.
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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?

Ilopsinok BbINOJTHEHHS PadOTHI:
1. IIpounTaiiTe U nepeeauTe TEKCT.
2. BeInosnHUTE JIEKCUKO-TPaMMaTUYECKUE 3a1aHUS K TEKCTY.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUs.

Kpurepun ouenku:

Ouenka «omauyno» BHICTABIIETCS 3a 6€30IKNO0YHYIO paboTy, a TaKKe NMPU HAJTUYUHU B HEH
1 nerpy0Ooii ommoKku.

Ouenka «xopouio» BBHICTABISICTCS TPU HAJIWYUHM B TPAKTHUECKOW paboTe 1-2 3amaHuii,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «yooenemeopumenbHo» BHICTABIAETCS 3a MPAKTHUYECKYI0 pPadOTy, B KOTOpOM
JOTIYILIEHbl COJepKaTellbHble OMMOKK (OONBIIMHCTBO MPENyCMOTPEHHBIX pabOTONM 3anaHuil
BBITIOJIHEHO, 30% U3 HUXCOJEPKAT OUTUOKH).

Ouenka «Heyoo61emeopumenbHo» BBICTABISIETCS 3a IPAKTHUUYECKYI0 paboTy, KoTopas
COJICPXKUT TpyObIe OIIHOKHI

Tema 2.1 Opranuzanus v ocylecTBJIeHHE MPeANPUHUMATEILCKOI 1esiTeIbHOCTH B cepe
TOProBJIN

IIpakTn4yeckoe 3ansitue Ne 40

BHyTpeHHsIs 1 BHEUIHSS TOProsiis. BBeieHne IGKCHYSCKUX SAMHMII IT0 TEME, HX aKTHBH3AIHsI.
PaboTta ¢ TexcTamu.

Heab: ®opMupoBaHue JIEKCHUSCKUX HABBIKOB M YMEHHH 10 TeMe «OCHOBBI OyXrajaTepCcKoro

ydera ¥ HajorooOyoxxeHus. dopma oOIuIaThl, JEHEXKHBIC CPEICTBA, BAIIOTa»; (popMupoBaHUE

YMEHUH 4YHTaTh AayTEHTHYHBIC TEKCThl TPOPECCHOHATIBHON HANPABICHHOCTH, HCIOJIb3Ys

OCHOBHBIC BHJIbI UYTCHHS (O3HAKOMHUTEIBHOE, HM3Y4Yalollee, MOMCKOBOE/ IMPOCMOTPOBOE) B

3aBHCUMOCTH OT TMOCTaBJICHHOW KOMMYHHUKATUBHOM 3a/1a41

Brinosinus padoty, Bbl Oyaere yMeThb:

- T10JIb30BAThCS N3YYEHHBIMHU 0a30BBIMU I'PAMMATHUECKUMHU SBJICHUSIMU;

- BecTu Oecelly B CUTyallUsX NPO(PeCcCHOHATBHOTO OOILICHMS;

- y4acTBOBaTh B OOCYXJEHUHU NMpOoOJIIeM Ha OCHOBAHWU MPOUYUTAHHBIX/ MPOCITYIIAHHBIX
MHOS3BIYHBIX TEKCTOB, COOJIO/1asl IPaBUiIa PEUEBOI'O ATUKETA;

- 4YUTaThb AayTEHTHYHbIE TEKCThl MNPO(PECCHOHATBHON HANpaBIEHHOCTH, HCHOJIb3Ys
OCHOBHBIE BHJbI YTECHHS (O3HAKOMHUTENBHOE, H3yd4arollee, IOHUCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHMOCTH OT IIOCTaBJIEHHON KOMMYHUKATUBHOM 3a7auu

MarepunajibHoe o0ecriedeHne: He Tpedyercsl.
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3apanue:
1. IlpounraiitTe 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.

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. BeImosHUTE JTEKCUKO-TPaMMaTHIECKUE YITPAXKHEHUS
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. —
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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
c) 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.
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. BeImmoiHuTE 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
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b) Export
c) Wholesale
What does wholesale trade involve?
a) Selling directly to customers
b) Large-scale sales to retailers
c) Buying from foreign markets
Trade barriers can include:
a) Subsidies
b) Tariffs
c) Retail stores
Why is international trade important?
a) It limits economic growth
b) It allows access to resources a country lacks
c) It only benefits one country
Task 4: Match the terms with their definitions.
Internal trade
Export
Retail trade
Trade barriers
Subsidies
a) Selling goods to other countries
b) Trade within a country
¢) Government financial support for businesses
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.

ITopsinok BbINOJIHEHHSI PadOTHI:
. [IpounTaiite u nepeeauTe TEKCT.
. BoInostHUTE NTIEKCHKO-TpaMMaTHYECKHE 3a/1aHUs K TEKCTY.
3. BBINIOJIHUTE TECT.

N =

(I)opMa NpeacTaBJdCHUs pe3yabTara: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurepun oueHku:

Ouyenka «omauyHo» BHICTABIIAETCS 32 0€30IHUO0YHYIO0 paldoOTy, a TaKKe MPU HATUYUU B HEU
1 nerpy0oii omuoKku.

Ouyenka «xopowio» BBICTABISIETCd NPU HAIUYUM B MpPaKTHUECKOW padore 1-2 3amaHuid,
BBITIOJTHEHHBIX ¢ HE3HAUUTEIbHBIMHU OIINOKaMH.

Ouenka «y0o61emeopumenvno» BBHICTABISIETCS 3a IMPAKTUYECKYI0 paldoTy, B KOTOpOH
JOMYIIEHbl COJAep)KaTelibHble OMMOKM (OOJIBIIMHCTBO IMPEITyCMOTPEHHBIX pabOTON 3amgaHuit
BBITIONIHEHO, 30% U3 HUXCOJIEPKAT OUTHOKH).

Ouenka «neyooe1emeopumenbHo» BBICTABISIETCS 3a IPaKTHUYECKYl0 paboTy, KoTopas
COJICPKUT IpyOBIe OLIHOKU
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Tema 2.1 Opranusanus u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM 1esiTeJIbHOCTH B cepe
TOProBJIN

IIpakTnueckoe 3ansaTue Ne 41
CocraBneHue nucpMa-3anpoca, ucbMa-IpeaiokKeHus 1no oopasiy. Beenenue nekcuyeckux
€MHUII 110 TEME, UX aKTUBU3ALMSL.

Henab: ®opmupoBaHHEe YMEHUH M0JIb30BaTbCd HM3YYEHHBIMU 0a30BBIMHM  JIEKCHUECKUMU
IrpaMMaTUYECKUMU  SIBJICHUSIMHU; CTPYKTYpUpOBaTh IIOJy4aeMyl0 HH(POpPMAIUIO; BbIIEIATh
HanboJiee 3HAYUMOE B TIepeuHe HHOpMaIIH

BoinosiHuB padory, Bbl OyieTe yMeThb:

- TTOJTB30BATHCS N3YYEHHBIMH 0a30BBIMU I'PAMMATHUECKUMH SIBIICHUSIMHU;

- BeCTu Oecelly B CUTYyalHUsIX MpodecCuoHaIbHOTO OOIIEHNS,

- y4acTBOBaTh B OOCYXJECHWHU NMPOOJIIEM Ha OCHOBAHWU TPOYUTAHHBIX/ MPOCITYIIAHHBIX
WHOSI3BIYHBIX TEKCTOB, COOIIO/IAs TIPAaBUIIa PEUSBOTO ITUKETA;

- YWTaTh AayTEHTHYHBIE TEKCTHl NPOPECCHOHATHHON HANpPaBIEHHOCTH, HCHOIb3Ys
OCHOBHBIE BHJBI UYTE€HMsS (O3HAKOMHTEIIbHOE, H3ydvarollee, MOMCKOBOE/ MPOCMOTPOBOE) B
3aBHCHMOCTH OT ITOCTABIICHHON KOMMYHUKATHBHOH 3a/1a4H

MarepuajibHoe odecrneyeHue: He TpedyeTcs.

3ananue:
1. U3yunte maba0HbBI MHCEM.
1. ITucemo-3amnpoc (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. ITucemo-npemnoxenune (Proposal/Offer Letter)
Subject: Business Proposal for [Service/Product Name]
Dear [Recipient's Name],
| 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]
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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]

[Your Position]

[Your Company Name]

[Your Contact Information]

2. IlpounTaiiTe, TOMOJHUB MHUCHMA.
1. ITucemo-3anpoc (Inquiry Letter) — 11st oNTOBBIX 3aKyIIOK
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-npemioxxenue (Proposal/Offer Letter) — ans mpoaaBIioB UK MapTHEPOB

Subject: Partnership Proposal — [Your Company] as Your Trusted Supplier/Dropshipper
Dear [Retailer’s Name / E-commerce Manager],
I hope this message finds you well. My name is [ Your Name], and I’m reaching out from [Your
Company], a leading [supplier/distributor/dropshipper] specializing in [product category, e.g.,
"electronics, fashion, home goods"].

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

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

Fast & reliable shipping — [X] days delivery, worldwide options available
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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]
[Website]

[Phone Number]

I[OHOJ'IHI/ITGJ'IBHI)IC BapWaHTHI:
Ecnu Bbl mponaere Ha mapkeTiieiicax (Amazon, eBay), MoxHO 100aBUTS:

"Many of our partners successfully sell our products on Amazon/eBay with a solid profit margin.

We provide UPC/EAN codes and compliance support.”

Ecnu npeanaraete 3KCKJII03UBHbBIE IPABa B PETHOHE:

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

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

1. Inquiry Letter Terms (ITucsmo-3ampoc)

Term

Definition

IIpumep ncnob30BaHUS

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

"Do you offer FOB shipping?"
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Term

Definition

IIpumep ucnob30BaHUA

costs until goods are loaded.

CIF (Cost, Insurance,

Freight)

Seller pays for shipping +
insurance to the destination
port.

"Is CIF pricing available?"

Delivery Terms

Conditions for shipping (who
pays, timeframes).

"Please clarify your delivery
terms."

2. Proposal/Offer Letter Terms (ITucsmo-nipe/ioxkeHue)

Term Definition IIpumep Hcnoab30BaAHUSA

Proposal A formal offer to provide "We are pleased to submit our
P goods/services. proposal for partnership."

Offer Validity | ©crod during which the offer “This offer is valid for 30 days.”

remains 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 Assistance with ads, images, or "We provide free marketing
Support promotions. materials."
. A small test order before "Would you consider a trial order of
Trial Order o L2
committing. 50 units?
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 3aBepIlICHUE MTHCHMA.
"Please find attached..." — Yka3anue Ha BiokeHHe (KaTajor, mpaic).
""We would appreciate it if you could..." — Bexnuas npocb0a.

69




""Subject to agreement™ — Ycnosue, TpeOyroliee Mo ATBEPK ICHHSL.

[Tpumep ucnonws3oBanus B mrckMe: "'In your proposal, please specify the MOQ, wholesale
pricing, and delivery terms. We are also interested in dropshipping options."

IHopsiaok BbINoTHEHHs PA0OTHI:
. [IpounTaiite u nepeeanute madIOHbI THCEM.
. [IpounTaiiTe U 3aIMIINTE UCbMA, TONIOJIHHUB HX.
3. CocTaBbTe Cc10Bapb TEPMHUHOB IO TEME.

N —

dopma npeacTaBiIeHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUs.

Kpurtepuu onenku:

Ouenka «omauuHo» BBICTABISIETCA 3a 0€30MO0YHYIO padoTy, a TaKKe NPU HAIMYUU B HEH
1 nerpy0Ooii omnoKku.

Ouenka «xopouio» BBHICTABISETCS TPU HAJIWYUHM B TPAKTHUECKOW paboTe 1-2 3amaHmii,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «y0o61emeopumebHo» BBICTABISIETCS 3a IPAKTHUYECKYHO DPabOTy, B KOTOPOH
JOTIYILIEHBl COJepKaTellbHble OMMOKK (OONBIIMHCTBO MPENyCMOTPEHHBIX pabOTOM 3amaHuil
BBINIOJIHEHO, 30% U3 HUXCOJIEPKAT OLUTUOKH).

Ouenka «Heyooe1emeopumenbHo» BBICTABISIETCS 3a IPAKTHUECKYH0 paboTy, KoTopas
COJIEP’KUT TpyObIe OMIHOKH

Tema 2.1 Opranu3zanus u ocylecTBJIeHHEe NPeANPUHUMATEIbCKOM esiTeJIbHOCTH B cepe
TOProBJIH

IIpakTuyeckoe 3ansiTue Ne 42

OcHOBBI MeHEHKMEHTa. POJIb MEHEIDKMEHTA B KOMMEPUYECKOM IeITeNbHOCTH. BBeneHue
JIEKCUYECKHMX €IUHHI] 10 TEME, UX aKTHBH3anua. PaboTa ¢ TekcTaMu.

Heab: ®opMupoBaHue JEKCHUECKUX HABBIKOB U yMeHUH M0 TeMe «OCHOBBHI MEHEKMEHTA.
Ponp MeHemxkMeHTa B KOMMEpPYECKOM JesTeNbHOCTH»; (OPMUPOBAHHWE YMEHUN YUTATh
ayTeHTUYHbIE TEKCThl MPO(EeCCHOHANBbHON HAIMPAaBICHHOCTH, HCHOJIb3ysl OCHOBHBIC BHUbI
yTeHUs] (03HAKOMUTENIbHOE, H3ydalollee, IMOMCKOBOe/ MPOCMOTPOBOE) B 3aBUCHUMOCTH OT
MOCTABJIEHHOW KOMMYHUKATUBHOM 3a/1a4H.

BbinosinuB padory, Bl 0yiere yMeTh:

- MOJIK30BATHCS U3YYEHHBIMU 0A30BBIMU TPAMMATHUECKUMU SIBIICHUSIMU;

- BecTH Oecelly B CUTyalusiX Ipo(hecCHoHanbsHOTO O0IIEeHNUS;

- Yy4acTBOBaTh B OOCYXICHHUU MPOOJIEM HAa OCHOBAaHUHM MPOUYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOMIOIasl MpaBUiIa PeYeBOro STUKETA;

- YHUTaTh AayTEHTUYHbIE TEKCTHl MPO(EecCHOHATBFHOW HANpPaBICHHOCTH, HCHOIb3YS
OCHOBHBIE BH[bl UYTE€HHUS (O3HAKOMUTENIBHOE, HU3ydarollee, IMOUCKOBOE/ MPOCMOTPOBOE) B
3aBUCHUMOCTH OT MIOCTaBJIEHHON KOMMYHMKAaTUBHOM 3a/1auu

MarepuaJjibHoe obecniedeHue: He TpeOyeTcs.

3ananue:
1. 3yunre BbIpaKE€HUS 1O TEME.
1. Core Management Functions
Planning — setting objectives, determining strategies.
Organizing — structuring tasks, assigning responsibilities, coordinating teams.
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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.
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.
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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. BeimonHuTe yrnpakHEeHUs 10 TEKCTY.

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

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:
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"Management plays a crucial role the success of a business."

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

IHopsinok BbINOIHEHHS PadOTHI:
. [IpounTaiite 1 nepeeauTe BBIPAXKEHUS 110 TEME.
. IIpounTaiite TEKCT.
3. BolnosiHuTE yHpa)xxHEHUs 10 TEKCTY.

N —

dopma npeacTaBiieHUs] pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUsL.

Kpurepuu onenkn:

Ouenka «omauuHo» BBICTABISIETCA 3a 0€30MO0YHYIO padoTy, a TaKKe NPU HAIMYUU B HEH
1 nerpy0Ooii ommoKku.

Ouenka «xopouio» BBICTABISETCS TPU HAJIMYUHM B TPAKTHUECKOW paboTe 1-2 3amaHuii,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «y0061emeopumebHo» BBICTABISIETCS 3a IMPAKTHYECKYHO padoTy, B KOTOpOH
JOTIYILIEHbl COJepKaTellbHble OMMOKK (OONBIIMHCTBO MPENyCMOTPEHHBIX PabOTOM 3amaHuil
BBINOJIHEHO, 30% U3 HUXCOJIEPKAT OLUTUOKH).

Ouenka «Heyoo61emeopumenbHo» BBICTABISIETCS 3a IPAKTHUYECKYIO paboTy, KoTopas
COJIEP’KUT TpyObIe OMINOKH

Tema 2.1 Opranu3anus v ocylecTBJIeHHE MPeANPUHUMATEILCKOI 1esiTeIbHOCTH B cepe
TOProBJIN

IIpakTuyeckoe 3ansaTue Ne 43

[lenooOpa3oBaHue B TOProBOM JAeATEIHLHOCTH. BBEACHHE TEKCUUECKUX €IUHUIL TIO TEME, X
aktuBu3anua. Padora ¢ TekctaMmu.

Heuab: opMupoBaHUe JIEKCUYECKUX HABBIKOB M YMEHHH 1O Teme

«lleHooOpa3zoBaHue B TOProBOM JEATEIBHOCTH.»;, (OPMHUPOBAHME YMEHUH YUTATh
ayTeHTUYHbIE TEKCThl NPO(PECCHOHATIBHON HANpaBIEHHOCTH, MCIOJIb3ys OCHOBHBIE BHJIbI
YTeHUs (O3HAKOMMTENIBHOE, H3y4arollee, IOMCKOBOE IMPOCMOTPOBOE) B 3aBHCUMOCTH OT
[IOCTABJIEHHOW KOMMYHHMKATUBHOM 331241

Brinosinus padoty, Bbl Oyaere yMeThb:

- 110JIb30BAThCS N3YYECHHBIMHU 0a30BBIMU I'PAMMATHUECKUMHU SIBJICHUSMU;

- BecTu Oecely B CUTyallUsAX NPOPECCHOHATBHOTO OOLICHMS;

- y4acTBOBaTh B OOCYXJAEHUHU NpOOJIEM HA OCHOBAHMU MPOUYUTAHHBIX/ MPOCITYILIAHHBIX
MHOS3BIYHBIX TEKCTOB, COOJII0/1asl IPaBUila PEUEBOI0 ITUKETA,;

- 4YUTaThb AayTEHTHYHbIE TEKCThl MNPOPECCHOHATBHON HAlpaBIEHHOCTH, HCHOJb3Ys
OCHOBHBIE BHJbl YTECHUs (O3HAKOMHUTENBHOE, H3y4arollee, IOHUCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHMOCTH OT IIOCTaBJIEHHON KOMMYHUKATUBHOM 3a7a4u

MarepuajbHoe o0ecniedeHue: He TpeOyeTcs.

3ananue:
1. VI3yunTe BBIpa’keHUs 110 TEME.
Key Terms and Definitions
Pricing — The process of determining the monetary value of a product or service.

73



10.

11.

12.
13.

14.
15.

Profitability — The ability of a business to generate profit after covering costs.

Cost-Based Pricing — A strategy where prices are set by adding a markup to production
costs.

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.
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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. BBIIIOJIHUTE JIEKCUKO-TPAaMMaTUYECKHE 3a/1aHuUs 110 TEKCTY.
Task 1. Multiple Choice
Which pricing strategy involves adding a markup to production costs?
a) Value-based pricing
b) Cost-based pricing
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?

IHopsaok BbINOJHEHNS PA0OTHI:
. [IpounTaiite 1 nepeeanTe BHIPAXKEHUS IO TEME.
. IIpounTaiite TeKCT.
. BeimosniHUTE yIIpa)KHEHUS 110 TEKCTY.

—

[SSIN \)

(I)opMa NpeaAcTaBJdCHUSA pe3yabTaTa: BhIIIOJTHCHHLIC 3aJaHUA.

Kpurepun onenkn:

Ouenka «omauuno» BbICTaBIsIeTCA 3a 6e301MO0UYHYI0 padoTy, a TaKKe NMPU HAIMYUU B HEH
1 Herpy6oii ommoKu.

Ouenka «xopouio» BBICTaBISETCS NPU HAJIMYUM B TpakTHYecKoW pabote 1-2 3amanuii,
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BBITIOJTHEHHBIX ¢ HE3HAUYUTEIHHBIMH OIINOKaMH.

Ouenka «y0061emeopumenbHo» BBHICTABISIETCS 32 TMPAKTHYECKYIO pPabOTy, B KOTOpPOU
JOMYIIEHbI COAEp)KaTeNbHbIe OMMOKK (OOJBIIMHCTBO TMPEIyCMOTPEHHBIX paboTON 3amaHuit
BBITIONTHEHO, 30% U3 HUXCOJIEPIKAT OLTUOKH).

Ouenka «Heyo0s1emeopumenbHo» BBICTABISIETCS 3a TMPAKTHYECKYI0 paboTy, KOTopas
COJIEP’KUT IpyOble OMIMOKH

Tema 2.1 Opranu3zanus u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM 1esiTeJIbHOCTH B cepe
TOProBJIN

I[MpakTHueckoe 3ansTHe Ne 44

OHTOBafl )41 pO3HI/I‘-IHa$[ TOpl"OBJ'ISI. BBe)IeHI/Ie JEKCUYCCKUX SANHUII 110 TEMEC, UX aKTUBHU3aIlHsl.
Pabora ¢ Tekcrtamu.

Heab: @opmupoBaHue JIEKCMUYECKUX HABBIKOB M yMEHUH MO Teme «OnToBas U pO3HUYHAS
TOProBiIs»; (QOPMUPOBAHHE YMEHUH YHUTAaTh AayTEHTHYHBIE TEKCThl TNPOPECCHOHANIBHON
HaIpaBJIEHHOCTH, WCIIOJIb3YS OCHOBHBIE BHJIbI YTEHHUS (O3HAKOMMTEIBHOE, H3Yy4Yarollee,
MMOMCKOBOE/ IPOCMOTPOBOE) B 3aBUCUMOCTH OT IMOCTABJIEHHONW KOMMYHHKATHBHOM 3a/1a4n

Brinosinue padory, Bl Oyaere yMeTh:

- TI0JTH30BATHCS H3YYCHHBIMU 0a30BBIMU TPAMMAaTHUECKUMU SBIICHUSMU;

- BeCcTu Oecelly B CUTyalHsIX MpodecCuoHaIbHOTO OOIIEHNS;

- y4acTBOBaTh B OOCYXXJCHWHU MPOOJIIEM HAa OCHOBAHWU TPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJII0/Iasl MpaBUiia pEYeBOr0 STUKETA;

- 4YUTaTh AayTEHTUYHBbIE TEKCTHl MpPO(ecCHOHATBFHON HaNpaBICHHOCTH, HCHOJIb3Ys
OCHOBHBIC BHJBI UYTEHUS (O3HAKOMHTEIBHOE, H3ydYalollee, IMOMCKOBOE/ IMPOCMOTPOBOE) B
3aBUCHUMOCTH OT MIOCTaBJICHHON KOMMYHUKATUBHOM 3aa4u

MarepuaJjibHoe odecneyeHue: 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 timey.

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

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

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

2. BBIy‘-II/ITC OCHOBHBIC onpej:[eneHm{ N3 TEKCTAa, BbIIIKNCAaB UX B TeTpaI[I).
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. I/ISYI{I/ITC OCHOBHBIC TTIOHATHUA 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.
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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.

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.

Ilopsinok BbINOTHEHHS Pa0OTHI:
1. IIpounTaiiTe TEKCT.
2. BelyunTe OCHOBHBIE OTIPEIEIIEHUS U3 TEKCTA.
3. IIpounTaiite TEKCT.
4. N3yunte OCHOBHBIE BBIPAXKECHUS U3 TEKCTA.

(I)opMa NpeaACTaBJICHUA pe3yabTaTa: BEIIIOJTHCHHLIC 3aJaHUA.
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Kpurepun onenkn:

Ouenka «omauuno» BHICTABISIETCS 3a 0€30MMO0YHYIO padoTy, a TaKKe NMPH HATMYKUU B HEH
1 Herpy6oii ommoKu.

Ouenka «xopouio» BBHICTABISETCS NPU HATMYUM B TMpaKTHYECKOW pabote 1-2 3amaHuii,
BBINIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «y0o61emeopumesbHo» BBICTABISIETCS 3a INPAKTHYECKYHO pPabOTy, B KOTOpPOH
JIOTIYILIEHbl COJepKaTelibHble OMMOKK (OONBIIMHCTBO MPENyCMOTPEHHBIX PaOOTOM 3alaHuil
BBITIOJTHEHO, 30% U3 HUXCOAEpKaT OLUTNOKN).

Ouenka «Heyo061emeopumenbHo» BBICTABISIETCS 3a IPAKTHUUYECKYIO paboTy, KOTopas
COJIEP’KUT IpyOble OMIMOKH

Tema 2.1 Opranu3zanus u ocylecTBJIeHHe NPeANPUHUMATEIbCKOM 1esiTeJIbHOCTH B cepe
TOProBJIN

I[IpakTnueckoe 3ansitue Ne 45

BBeaenue TekCHYECKUX €OUHHMI] IT0 TEME, UX aKTHBU3anusa. PaboTa ¢ TekcTaMu U JUajJoraMH.
Ha BricTaBke, Oecesipl ¢ MpeICTaBUTEIIMHA KOMITAHHH.

Hean: ®opMupoBaHne JEKCUYECKUX HABBIKOB M yMeHUU 1o teMe «Ha BwicTaBke, Oecenpl ¢
MPEJICTABUTSIISIMA ~ KOMIaHUM»; (HOPMHPOBAHUE YMEHWUH 4YUTaTh AayTEHTHUYHBIE TEKCTHI
npodeCcCHOHANTBHOM HATIPABJICHHOCTH, UCTIOIB3Ysl OCHOBHBIC BHJIBI YTCHHS (O3HAKOMUTEIHHOE,
M3yyJaroliee, MOUCKOBOe/ TPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTaBJICHHON KOMMYHHKATUBHOM
3a/1auu.

BbinosinuB padory, Bl Oyere yMeTh:

- MOJIH30BATHCS U3YUEHHBIMU 0A30BBIMU TPAaMMaTHUECKUMU SIBJICHUSIMU;

- BeCTH Oecelly B CUTyalHsIX Mpo(ecCuoHaIbHOTO OOIIEHNS;

- y4acTBOBaTh B OOCYXICHHH MPOOJIEeM Ha OCHOBAHWM MPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJI0/Iasl MPaBUiIa PEYEBOI0 STUKETA;

- 4YUTaTh AayTEHTUYHbIE TEKCThl MPO(EecCHOHATFHOW HaNpaBICHHOCTH, HCHOJIb3YS
OCHOBHBbIE BHJIbI 4YTEHHS (O3HAKOMUTEIbHOE, H3ydarollee, MOUCKOBOE/ IPOCMOTPOBOE) B
3aBUCHUMOCTH OT IIOCTaBJICHHONH KOMMYHUKATUBHOM 3a7a4u

MartepuaJjibHoe odecneuyeHue: 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.
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Moreover, online exhibitions eliminate geographical barriers, enabling companies to
reach international audiences without the need for physical presence. This is particularly
beneficial for small and medium-sized enterprises (SMEs) looking to expand globally.

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. BI)IHOJIHI/ITG JIGKCI/IKO-FpaMMaTI/I‘-IeCKI/Ie 3aJaHusA K TGKCTy.
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 quanor
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?

80



Sarah: Absolutely! Here, let me show you how it works. (demonstrates on a tablet) You can see
real-time price adjustments based on demand.

Alex: Impressive!l How does it integrate with existing platforms like Shopify or Amazon?
Sarah: Seamlessly! We offer plugins for major marketplaces, and setup takes less than an hour.
Would you like a free trial?

Alex: Sure! Could I also get your contact details? I’d like to discuss this with my team.

Sarah: Of course! Here’s my business card, and this brochure has all the key features. Let’s
connect on LinkedIn too—I can send you a case study.

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’1l 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?"

Iopsinok BbINOJTHEHHSI PadOTHI:
. [IpounTaiite TEKCT.
. BolmosiHuTE ynpaxHeHUs K TEKCTY.
. [IpounTaiiTe nuaor.

—

W N

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHMUs.

Kpurepun oueHku:

Ouyenka «omauyHo» BHICTABIIAETCS 32 0€30IHUO0YHYI0 padoTy, a TaKKe MPU HAJTUYUU B HEH
1 Herpy0Ooii omuoKH.

Ouyenka «xopowio» BBICTaBISIETCS NPU HAIWYUM B IpaKTHUeCcKOW padore 1-2 3amaHuid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «yooenemeopumenbHo» BBICTABIAETCS 3a MPAKTUUYECKYI0 pPadOTy, B KOTOPOi
JOTYILIEHBl COJepXKATeNbHbIE OMMOKU (OONBIIMHCTBO MPEIyCMOTPEHHBIX PabOTOM 3amaHuit
BBITIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouyenka «Hey006nemeopumebHo» BHICTABISIETCS 32 MPAKTUYECKYI0 pPaldOTy, KOTOpas
COJICPKUT TpyObIe OMIHOKH

Tema 2.1 Opranusanms u ocyliecTBJIeHHe NPeANPUHUMATEIbCKOM esiTeJIbHOCTH B cepe
TOProBJIH
IIpakTyeckoe 3anaTue Ne46
KonTponbHas paboTa.

He.]'IbZ cDOpMI/IpOBElHI/IC yMeHI/Iﬁ MMOJIb30BAaThCd H3YUYCHHBIMU 0a30BBIMHU T'paMMaTUYCCKUMU
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SIBJICHUSIMH;, PACTIO3HABATH 33729y W/WIH MpooieMy B PO (eCCHOHATLHOM W/WIH COIUATEHOM
KOHTEKCTE; BBISABIATH U 3(P(PEeKTUBHO HCKAaTh WHPOPMALNIO, HEOOXOOUMYIO JUIS DPELICHHUS
3aaud W/WIK MPOOIEMBI; CTPYKTYPUPOBAThH MOIy4aeMyto HH(POPMALIMIO; BBIIEIATh Hanboiee
3HaYMMO€ B IepeyHe HHPOPMAIIHH.

BeinosinuB padory, Bbl OyieTe yMeThb:

- TI0JIB30BATHCSI N3YYCHHBIMH 0a30BBIMU I'PAMMATHYECKUMHU SIBICHUSIMH;

- YNTaTh AayTEHTHYHBIE TEKCTHl NPOPECCHOHATHHON HANpPaBICHHOCTH, HCHOJIb3Ys
OCHOBHBIC BHJBl YTCHHS (O3HAKOMHUTENIBHOE, H3y4aromiee, IOHUCKOBOE/ IPOCMOTPOBOE) B
3aBHCHUMOCTH OT ITOCTABJICHHOW KOMMYHUKAaTHBHOM 3a/1a4H.

MartepuajibHOe o0ecniedeHue: He TpeOyeTcs.

3ananue:

1. [laiiTe onpenesieHUe CJeIYIOIIUM 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. CoeMHUTE TEPMHUHBI C OTNIpeIeIeHHEM .

a) Balance Sheet

b) Double-Entry Bookkeeping

c) Depreciation

d) Accounts Payable

e) Equity

Money owed by a business to suppliers

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)

O O O O O
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4. 3anosTHUTE NPONYCKH

Wholesalers sell in quantities.

Retailers add a to the cost price.

5. Hanummre cuHoHuMBI K bulk u k profit u3 npemnaraemeix: "wholesale,” "mass”, "margin,"”
"surcharge".

6. 3anosiHMTe 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 BHIMOJTHEHUSI PA0OTHI:
1. BBINOJHUTE KOHTPOJIBbHYIO PabOTy

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUs.

Kpurepuu onenkn:

Ouyenka «omauunoy» BBHICTABISETCS 3a 0€30IIMO0YHYIO paboTy, a TaKKe MPU HaJIUYUU B
Helt 1 HerpyOoit omoOKH.

Ouenka «xopouwio» BBICTABIISETCS TPH HAJTWYUHM B MPAaKTHYeCKOW padore 1-2 3amanHwmid,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «yooenemeopumenbHoy BBICTABISIETCA 3a NMPAKTUYECKYIO paboTy, B KOTOpOM
JOTIYIIIEHBI  COJIEpKAaTeNbHbIE OIMMUOKK (OOJBIIMHCTBO MPEAYCMOTPEHHBIX paboTOU
3a/1aHu# BbINOIHEHO, 30% U3 HUXCcoAepKaT OMNOKN).

Ouenka «neyooe1emeopumenbHo) BBHICTABIAETCA 3a NPAKTHUECKYIO0 paboTy, KOTopas
COJICPXKUT TPyObIe OMIHOKHI

Tema 2.2 Opranuszaunms M ocyliecTBJIeHHe HHTEPHET-MapPKeTHHIa (110 BHIOOPY)
IIpakTnyeckoe 3ansitue Ne 47
[TonsiTie o Teopuu mMapkeTunra. Buapl MmapkeTuHra.

Heﬂb: (DOpMI/IpOBaHI/Ie JICKCUYCCKNX HABBIKOB U YMCHHI;'I mo teme «lloHsarue o TEOpHUU
MApKCTHUHIA. BI/II[BI MAapKCTHHTa», (bOpMI/IpOBaHI/Ie YMCHI/Iﬁ YyuTaTb AYTCHTUYHBIC TCKCThI
HpO(beCCI/IOHaJII)HOﬁ HaIpaBJICHHOCTH, UCIIOJIB3Yysd OCHOBHBIC BUABI YTCHHA (03HaKOMI/ITeHBHOG,
Hu3ydaromiee, IIOMCKOBOE/

HpOCMOTpOBO@) B 3aBUCHMMOCTH OT IIOCTaBJICHHOM KOMMYHHKaTHBHOﬁ 3aJa4du.

Brinosinus padoty, Bbl Oyaere yMeThb:

- 110JIb30BAThCS U3YYECHHBIMHU 0a30BBIMU I'PAMMATHUECKUMHU SIBJICHUSMU;

- BecTu Oecely B CUTyallUsAX NPOPECCHOHATBHOTO OOLICHMS;

- y4acTBOBaTh B OOCYXJEHUU NMpOOJIEM Ha OCHOBAHMM NMPOYMUTAHHBIX/ MPOCITYIIAHHBIX
MHOS3BIYHBIX TEKCTOB, COOII0/1ast MPAaBUIIa PEUEBOIO ATUKETA;

- 4YUTaThb AayTEHTHYHbIE TEKCThl MNPO(PECCHOHATBHON HANpaBIEHHOCTH, HCHOJIb3Ys
OCHOBHBIE BHJbl YTECHUs (O3HAKOMHUTENBHOE, H3yd4arollee, IOHUCKOBOE/ IMPOCMOTPOBOE) B
3aBHUCHMOCTH OT IIOCTaBJIEHHOW KOMMYHHUKAaTUBHOM 3aJa4n

MartepuajbHoe o0ecniedeHue: He TpeOyeTcs.

3aganue:
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1. 3yuure cnoBa 1 BbIpaKEHUS 10 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
SEQ (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
Market trends
Data analysis
Digital strategies
Business success

2. IIpounTaiite, epeBEANTE 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
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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 3a1aHMST 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.
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.
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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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Ilopsinok BbINOJIHEHHS PA0OTHI:
1. M3yunTe BbIpa)XeHUs 1O TEME.
2. IIpounTaiiTe TEKCT.

3. BhINIOJTHUTE 3a1aHUS K TEKCTY.

dopma npeacTaBlieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUsL.

Kpurepun oueHku:

Ouyenka «omauyno» BBICTaBIsETCS 3a 0e30MKMO0YHYI0 paboTy, a TaKke MPU HATU4YUK B HeHl 1
HErpyOOi OITHOKH.

Ouyenka «xopowio» BBHICTABISETCS TpPU HAJUYUU B MpakTUUYeckod pabote 1-2 3amanuil,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «y0o61emeopumenbHo» BBHICTABISETCS 3a MPAKTUYECKYI0 paboOTy, B KOTOpOit
JOTYILIEHBl COJepKaTelbHbIe OMMOKU (OONBIIMHCTBO MPEIyCMOTPEHHBIX PabOTOM 3anaHuit
BBINIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouyenka «Hey0061€emMEOpuUmMeNIbHO» BBHICTABISETCA 3a MPAKTHUYECKYI0 paloTy, KoTopas
COJICPXKUT TpyObIe OIHOKHI

Tema 2.2 Opranu3anus 4 oCyllecTBJICHNE HHTEPHET-MAPKEeTHHIa (110 BLIOOPY)

IIpakTuyeckoe 3ansaTue Ne 49

Texnonorus mpoBeeHNUs] MAPKETUHIOBBIX HccienoBanuii. CerMeHTanus poiHka. Utenue u
MIEPEBO/T TEKCTOB Mpo(deccHoHaNIbHOM HAapPaBIEHHOCTH

He.m;: q)OpMI/IpOBaHI/Ie JCKCUYCCKHUX HABBIKOB U YMGHI/Iﬁ no teme «Ilonsarue o TeOprUn
MapKETHHIA. Ero ocHoBHEIE OJICMCHTBI», (I)OpMI/IpOBaHI/Ie yMeHI/Iﬁ YUTaTb aYTCHTUYHBIC TCKCThI
HpO(bCCCHOHaHBHOﬁ HaIpaBJICHHOCTH, UCIIOJIb3Yyd OCHOBHBIC BUbl YTCHUA (03H8.KOMI/IT€‘J'IBHOC,
HU3ydaromiee, MnomuckKoBocC, HpOCMOTpOBOe) B 3aBUCHMOCTH OT HOCTaBJICHHOM KOMMYHHKaTHBHOﬁ
3aga4u.
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BeinosiHuB padory, Bbl OyieTe yMeThb:

- TI0JIb30BATHCSI N3YYCHHBIMHU 0a30BBIMU I'PAMMATHUECKUMH SBJICHUSMU;

- BeCTH Oecelly B CUTyalusX Ipo(ecCHuOHATBLHOTO OOIIEHUS;

- y4acTBOBaTh B OOCYXJEHUH MPOOJIEM HAa OCHOBAHMM MPOYMUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOIIO/IAs PAaBUIIa PEUEBOTO ATUKETA;

- YNTaTh AayTEHTHYHBIE TEKCTHl NPOPECCHOHATHHON HANpPaBICHHOCTH, HCHOJIb3Ys
OCHOBHBIE BHJBl YTCHHS (O3HAKOMHUTENBHOE, H3y4aromiee, IOUCKOBOE/ IPOCMOTPOBOE) B
3aBHCHMOCTH OT ITOCTABJICHHON KOMMYHUKAaTHBHOHN 3a1a4H

MartepuajibHOe o0ecniedeHue: He TpeOyeTcs.

3ananue:
1. IlpounraiiTe TEKCT.
Marketing Research Technology: Market Segmentation

Marketing research is a vital process that helps businesses understand their target audience,
competitors, and market trends. One of the key steps in this process is market segmentation,
which divides a broad market into smaller, more manageable groups based on shared
characteristics.
Stages of Marketing Research
Defining the Problem — Identifying the research objectives and key questions.
Data Collection — Gathering information through primary (surveys, interviews) or
secondary (reports, studies) sources.
Data Analysis — Interpreting the collected data to identify patterns and insights.
Reporting — Presenting findings in a clear, actionable format.
Market Segmentation

Market segmentation allows businesses to tailor their strategies to specific customer needs. The
main types of segmentation include:

Demographic (age, gender, income)

Geographic (location, climate)

Psychographic (lifestyle, values)

Behavioral (purchasing habits, brand loyalty)
Technology in Marketing Research

Modern tools like Al, big data analytics, and CRM systems enhance segmentation accuracy.
For example, machine learning algorithms analyze customer behavior, while social media
listening tools track consumer sentiment.

Effective market segmentation improves targeting, increases customer satisfaction, and boosts
ROI. By leveraging advanced research technologies, businesses can stay competitive in dynamic
markets.

2. Bemmonnure 3a/IaHuA K TCKCTY.
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.
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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. O6cyaure B rpynnax.

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.

Ilopsinok BbINOJIHEHHS PA0OTHI:
1. IIpounTaiiTe TEKCT.

2. BoinosHUTE 3aaHUS K TEKCTY.
3. O6cynute B rpyrmrax.

dopma npeacTaBlieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aJaHUS.

Kpurepun oueHku:

Ouyenka «omauyHno» BBICTaBIsETCS 3a 0e30MMO0UHYIO paboTy, a TaKkKe MPU HAIWYUHU B Hel 1
HErpyOo# OITHOKH.

Ouyenka «xopowio» BBHICTABISAETCA MpPU HAJUYUU B MpakTUUYeckod paborte 1-2 3amanuil,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouyenka «y0oe1emeopumenbHo» BBHICTABISETCS 3a MPAKTUYECKYIO paboTy, B KOTOpOit
JOTIYILIEHBl COJepKaTelIbHbIe OMMOKU (OONBIIMHCTBO MPEIyCMOTPEHHBIX PabOTOM 3anaHuit
BBINIOJIHEHO, 30% U3 HUXCOJEPKAT OLUTUOKH).

Ouyenka «Hey0061€emMEOpUMENIbHO» BBICTABISETCS 3a MPAKTHUYECKYI0 paloTy, KoTopas
COJICPKUT TpyObIe OMIHOKH

Tema 2.2 Opranusanus 4 oCyllecTBJICHNE HHTEPHET-MAPKeTHHIa (110 BLIOOPY)

IIpakTnyeckoe 3ansaTue Ne 50

Peknama TOBapoB — 3JIeMEHT MapKeTHHTa. YTeHHe TEKCTOB C MOJHBIM NOHUMaHUEM WU C
U3BJICUEHHEM HY)XHOM HMH(opMauu

He.m;: q)OpMI/IpOBaHI/IC JCKCUYCCKHUX HABBIKOB H YMCHI/Iﬁ mo teme «Pexmama TOBApPOB —

OJICMCHT MapKCTHHTa», (I)OpMI/IpOBaHI/Ie YMCHI/Iﬁ qyuTaTh AYTCHTUYHBLIC TCKCThI
HpO(bCCCHOHEU'ILHOfI HaITPpaBJICHHOCTHU, UCIHOJIb3ysd OCHOBHBIC BUAbI YTCHUA (03HaKOMI/ITe.IIBHOC,
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M3y4arolee, MTOMCKOBOE/ MIPOCMOTPOBOE) B 3aBHCHMOCTH OT ITOCTaBICHHONH KOMMYHUKATUBHOMN
3aJ1auu.

BeinosiHuB padory, Bbl OyieTe yMeThb:

- TI0JIb30BATHCS N3YYCHHBIMH 0a30BBIMU IPAMMATHYECKIUMH SIBIICHUSIMU;

- BeCTH Oecelly B CUTyalusX Mpo(ecCHOHATBLHOTO OOIIECHUS;

- y4acTBOBaTh B OOCYXJECHHHU MPOOJIIEM HAa OCHOBAHWU MPOYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3BIYHBIX TEKCTOB, COOIIO/IAs TIPAaBUIIa PEUEBOTO ATUKETA;

- YNTaTh AayTEHTHYHBIE TEKCTHl MPO(ECCHOHATBPHONW HANPABICHHOCTH, HCIOIB3YS
OCHOBHBIE BHJBl YTCHHS (O3HAKOMHUTENBHOE, H3y4aroliee, IOHUCKOBOE/ IPOCMOTPOBOE) B
3aBHCHUMOCTH OT ITOCTABJICHHOW KOMMYHUKATHBHOM 3a/1a41

MarepuajbHoe obecniedeHue: He TpeOyeTcs.

3ananue:
1. M3yunTe BBIpaXEHUS U ONPEICIICHMUS.

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.

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.
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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.

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. BpIOJIHATE 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
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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?

A) A TV commercial

B) A magazine ad

C) A billboard

D) A podcast

9. What does "consumer behavior" refer to?

A) How businesses produce goods

B) How customers make buying decisions

C) How ads are designed

D) How governments regulate markets

10. How does emotional appeal work in advertising?

A) By using complex technical terms

B) By connecting with customers' feelings
C) By listing product ingredients

D) By avoiding any visuals
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IMopsiok BbINOJIHEHHS PA0OTHI:

1. I3yunTe BbhIpaKeHUs U ONPEICICHHUS.
2. IlpounTaiiTe TEKCT.

3. BeinmonHuTe 3a1aHUS K TEKCTY.

4. BBITIOJTHUTE TECT.

dopma npeacTaBiieHUs pe3yJbTaTa: BbIIOJIHEHHbIE 3aaHUS.

Kpurtepuu onenkn:

Ouenka «omauuno» BBICTABIIAETCS 3a 0€30IIMO0YHYIO pabOTy, a TaKXkKe IPH HAIUYUK B HEH |
HEerpyOoi OmmOKH.

Ouenka «xopowio» BBICTAaBISETCA TpPU HAIMYMKA B TIpaKTHUECKo pabore 1-2 3amanwmii,
BBITIOJIHEHHBIX C HE3HAUUTEJIbHBIMU OIIMOKAMH.

Ouenka «yooenemeopumenbHo» BBICTABIAETCA 3a IPAKTUYECKYyI0 paboTy, B KOTOpOH
JIOTIYILIEHbl COJepKaTelibHble OMMOKK (OONBIIMHCTBO MPENyCMOTPEHHBIX PabOTONM 3anaHuil
BBINOJIHEHO, 30% U3 HUXCOJEPKAT OLUIUOKH).

Ouenka «Hey0O61emMEOpUMENbHO» BBICTABISETCA 3@ IPAKTHYECKYI0 paboTy, KoTopas
COJIEP’KUT TpyOble OMIMOKH

Tema 2.2 Opranuszaums M 0CyliecTBJIeHMe HHTEPHET-MApKeTHHIa (110 BLIOOPY)
IIpakTHyeckoe 3anaTHe Ne 51

Omnnaitn mpoJiaXxu ¥ MOKYIKH. BBenenue nekcuyeckux enunauil. Pabora ¢ TeMaTHYeCKUM
TEKCTOM.

Heab: dopMupoBaHue JIEKCUYECKUX HABBIKOB W yMEeHUW Mo Teme «OHJIalH mpoJaxku H
MOKYNKW»; (OPMUPOBAHWE YMEHHMH UWTaTh AayTEHTHUYHbIE TEKCThl MPOQecCHOHAIBHON
HAMpaBJICHHOCTH, WCIIOJIb3YSl OCHOBHBbIE BHJBI YTEHHUS (O3HAKOMHTEIbHOE, H3Yy4Yarollee,
MTOMCKOBOE/ TPOCMOTPOBOE) B 3aBUCUMOCTH OT MOCTaBICHHON KOMMYHHKATUBHOM 3a1a4u.

Bbinosinus padory, Bl 0yiere yMeTh:

- MOJIH30BATHCS U3YYCHHBIMU 0A30BBIMU TPAMMATUUECKUMHU SBJICHUSMU;

- BecTH Oecelly B CUTyalUsaX Ipo(ecCHOHaTLHOTO O0IIEHUS;

- Y4acTBOBaTh B OOCYXICHUU MPOOJIEM HAa OCHOBAaHUH MPOUYUTAHHBIX/ MPOCITYIIAHHBIX
MHOSI3bIYHBIX TEKCTOB, COOJII0Iasl MpaBUiIa PeYeBOro STUKETA;

- YHUTaTh AaYTEHTUYHBIE TEKCThl MPO(PECCHOHAIBHON HAMpPaBIEHHOCTH, HCHOJb3Ys
OCHOBHBIE BHJIbI 4YTEHHUSA (O3HAKOMUTEIbHOE, H3ydarollee, MOUCKOBOE/ MPOCMOTPOBOE) B
3aBUCHUMOCTH OT IIOCTaBJICHHONH KOMMYHUKATUBHOM 3aa4u

MarepuajibHoe obecniedeHue: He TpeOyeTcs.

3amanmne:
1. U3yunte BbIpaXeHUs 1O TEME.
1. IMoxynku ownnaiin (Online Shopping)
I’d like to order this product. — I xo4y 3aka3are 3TOT TOBap.
How can | track my order? — Kak st Mory OTCIIeIUTh CBO 3aKa3?
Is there free shipping? — Ectb iu GecriiatHast 1ocTaBka?
What’s the estimated delivery time? — KakoB cpox goctaBku?
Do you offer international shipping? — Bsr ocyiiecTBisieTe MeXIyHAPOHYO
JOCTaBKY?
Can I return the item if it doesn’t fit? — Mory 51 1 BepHYTb TOBap, €CiIM OH HE
noaouaer?
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I’d like to apply a discount code. — I xo4y npUMEHUTH IPOMOKO/I.

The item is out of stock. — ToBapa HeT B HaJTMUUH.

Do you accept PayPal? — Bol npunumacere PayPal?

P’ve received a damaged product. — fI nonxy4us1 moBpexaeHHBIN TOBap.

2. Onnaita-nnpogaxu (Online Selling)

We offer fast and secure checkout. — Me1 npeiaraem OpICTpyrO U O€30IACHYIO OTLIATY.

Your order has been shipped. — Barr 3aka3 oTmnpagiieH.

Please leave a review after receiving your purchase. — IToxayiicra, ocTaBbTE€ OT3bIB
IIOCJIC IIOJIYYCHHUA TOBapa.

All sales are final. — Bce npoiaxu okoHuatesbHbI (03 BO3BpaTa).

The product comes with a warranty. — ToBap mocraBisieTcsi C rapaHTHEH.

Sign up for our newsletter to get exclusive discounts. — INoanumkTecs Ha PacChLIKY,
4TOOBI MoJIydaThb 3KCKIIIO3UBHBIC CKUKH.

Bulk orders receive special discounts. — OnToBsie 3aKa3bl MOJIYYalOT CIICIHATbHbIC
CKHUIKHU.

This item is currently on sale. — Dtot ToBap ceifuac 1Mo cKuaKe.

Free returns within 30 days. — becrunaTHblit Bo3Bpar B TeueHue 30 aHei.

Your payment was declined. Please try another method. — Bamr minarex He mporiert.
[Toxamnyiicta, mompoOyHTe APYrou crmocoo.

3. O6mue dpaszs (General Phrases)

Add to cart — J106aBuTh B KOP3UHY

Proceed to checkout — IepeiiTu k orutate

Customer reviews — OT3bIBBI OKyHaTenei

Secure payment — be3omacHas oruiata

Estimated delivery — I[TpumepHbIit cpok T0CTaBKU

Refund policy — ITonutuka Bo3BpaTta

Order confirmation — IMoarBepxaeHue 3aKa3a

Track your package — OTcineauTh MOCBUIKY

2. [IpounTaiiTe TEKCT.
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.
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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.

¢) Customers should read feedback from others. — Shoppers must check before
purchasing.

d) Fast delivery makes online shopping popular. — shipping attracts more buyers.
e) Some sellers don’t send orders. — A few sellers fail to the products.

3. Correct the mistakes in the sentences (grammar/word choice):
a) "Online shopping are very convenient."

b) "You shoulds read reviews before buying."

c) "Scammers sometimes sell fake products.”

d) "Delivery slow during holidays."

e) "People living in cities has more options."

4. Answer the questions in full sentences (using the text):

a) Why do people prefer online shopping over physical stores?

b) How can buyers avoid counterfeit products?

¢) What problems might customers face during holiday seasons?

d) Name two advantages of online shopping for people with limited mobility.

e) What should shoppers check before making a purchase?

5. Complete the sentences with your own ideas (but use vocabulary from the text):

a) "l always compare before buying electronics online because..."”
b) "If a seller has bad i

c) "During sales, I look for to save money."

d) "Fast is important to me because..."

e) "Counterfeit products are dangerous because..."

IHopsaok BbINOJHEHNS PA0OTHI:

1. I3yunTe BbIpaKeHUS U ONPEACIICHUS.
2. [IpounTaiiTe TEKCT.

3. BolmosiHuTe 331aHUS K TEKCTY.

(I)opMa NnpeacTaBJdCHUs pe3yjabTara: BhIIIOJTHCHHLIC 3aJaHUA.

Kputepun onenkn:

Ouenka «omauunoy» BBICTABIIETCS 3a 0e301IMO0YHYIO paboTy, a TakXKe NMPH HAIUYMK B Hel |
Herpy0oil ommoKH.

Ouenka «xopouio» BBICTAaBISCTCd NpPU HAIMYMM B TpaKkTUUecKoil pabote 1-2 3amanwmid,
BBITIOJTHEHHBIX ¢ HE3HAUUTEIbHBIMU OIINOKaMH.

Ouenka «yooenemeopumenvrHo» BBICTABISETCS 3a IPAKTHUECKyI0 paldoTy, B KOTOPOM
JIOMYIIEHbI COJAep)KaTeNbHble OMMOKK (OOJBIIMHCTBO IMPEIyCMOTPEHHBIX pabOTON 3amaHuit
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BBITIONTHEHO, 30% U3 HUXCOJIEPIKAT OLTUOKH).
Ouenka «Hey0061€MEOPUMENbHO» BBICTABISETCA 3a IPAKTHUYECKYIO paloTy, KoTopas
COJICPKHT TpyOBIe OLTHOKU

Tema 2.2 Opranu3auus 4 oCyllecTBIeHHEe HHTEPHET-MapPKeTUHTa (110 BLIOOPY)

IIpakTnueckoe 3ansiTue Ne 52
KonTponsHas pabora

Hean: dopmupoBaHrEe YMEHHI TOJIB30BATHCA WM3YyYEHHBIMHU Oa30BBIMH TPAaMMAaTHUYECKHUMHU
SBJICHUSIMH;, PAcIiO3HABaTh 33/1a4y W/WIK poOieMy B Ppo(heCCHOHAIBHOM /WM COIMATIHLHOM
KOHTEKCTE; BBISABIATH M 3(PPEKTUBHO HCKaThb HH(OpMAIMIO, HEOOXOAUMYIO AJISl pelleHus
3aaud  W/WaM  TpoOJeMbl; CTPYKTYpPUpPOBATh MOJIydaeMyl0 HMHGOpPMAIMIO; BBIIEIATh
HauboJee 3HaYuMOoe B iepeyHe UHPOPMALIUH.

BoinosiHuB padory, Bbl OyieTe yMeThb:

- M0JIb30BATHCSI U3YUEHHBIMU 0a30BBIMU IT'PaMMaTHUECKUMU SIBJICHUSMU;

- YUTaTh AaYTEHTUYHBIE TEKCThl MpPOo(ecCHOHATBPHOM HaNpaBICHHOCTH, HCHOJIb3Ys
OCHOBHBIE BHJBI UTEHUsI (O3HAKOMHTEIBHOE, H3ydYalrolee, IMOUCKOBOE/ MPOCMOTPOBOE) B
3aBUCHUMOCTH OT IIOCTaBJIEHHOW KOMMYHHUKATUBHOM 3aJ1auul.

MarepuajibHoe obecneyeHue: He TpedyeTcs.

3aganue:
1. Ilpouumatime mexcm, OonoaHume €20 COOMBEMCMBYVIOWUMU BbIPANCEHUAMU U
COBAMU NO CMBICTLY:

right time , goods, activity, , mutual benefit, customers, marketing

Marketing is business __that directs the flow of and services from producer to
consumer or user. Simply to produce a product is not enough: the product must be transported,
stored, priced, advertised, and sold before it satisfies human needs and wants. Marketing
activities range from the initial conception and design of the product to its ultimate sale and

account for about half the cost of the product. is the process of offering the right
product, at the , in the right place, attracting attention to it and thereby bringing a
to customer and vendor. Vendors benefit by making profit. benefit

by having what they want, when and where they want it.
2.  Pewenue cumyayuonnoii 3a0avu:

VY Bac B Mara3zuHe IPOXOJHUT OYepeaHas KaMIaHHs M0 YBEJIMUEHUIO MPOJIaXK MOJOYHOM
nponykuuu.  I[Ipogymaiite peksiaMHYI akKIUWO, 4YTOOB NmpoJgaTh KakK MOXHO
00JbII€ MOJOYHBIX TOBAPOB OJHOU (pupMbl. ONUIIUTE, KAKUE MEPOTIPUATHS OYAYT IPOXOIUTH
B BallleM MarasuHe, yKa3blBas HAUMEHOBaHUS TOBAPOB.

ITopsinok BbINOJIHEHUs padOTHI:
1. BbInonHUTE KOHTPOJIBHYIO paboTYy.

dopma npeacTaBiIeHUs: pe3yJbTaTa: BbIIOJIHEHHBIE 3aJaHUS.
Kputepun onenkn:
Ouenka «omauunoy» BBHICTABIIAETCS 3a 0e30MIMO0YHYIO paboOTy, a TakXKe NMPH HAIUYMK B Hel |

Herpyooi ommoKu.
Ouenka «xopouio» BBICTAaBISETCd NpPU HAIMYMM B TpaKTHUecKoil pabore 1-2 3anmanHwmid,
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BBITIOJTHEHHBIX ¢ HE3HAUYUTEIHHBIMH OIINOKaMH.

Ouenka «y0061emeopumenbHo) BBICTABISIETCS 3a IPAKTUYECKYI0 paboTy, B KOTOPOH
JOMYIIEHbI COAEp)KaTeNbHbIe OMMOKK (OOJBIIMHCTBO TMPEIyCMOTPEHHBIX paboTON 3amaHuit
BbINOJTHEHO, 30% M3 HUXCOAEeP>KaT OLUIHOKN).

Ouenka «HeyO081emMEOpUmMeNbHO» BBICTABIACTCS 3a IPAKTUYECKYI0 paloTy, KoTopas
COJICPKHT TpyOBIe OITHOKH
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