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I OPTAHM3AIIMOHHO-METOIWYECKHWH OTAEJ

1.1 lleab u 3aga49u TUCUMUILJIMHDI.

He.]'lbIO OCBOCHUA OUCHUIIIIMHBI ABJISACTCA (bOpMI/IpOBaHI/IC y 06yqa101u1/1x051 HaBBIKOB
IMPAKTUYICCKOTO BJIaJICHHUA HHOCTpPAaHHBIM SA3BIKOM JUIA HCITOJIB30BaHUsA €ro B
HpO(beCCHOHaHLHOﬁ ACATCIIBHOCTU IIpHU pPCHICHHUU [JOCJIOBBIX, HAYYHBIX, IIOJIUTUYCCKUX,
AKaJICMUYCCKHX, KYJIbTYPHBIX 3aaa4.

JJist MOCTHKESHHS TIOCTABJICHHOM TIeNTH TPElyCMaTPUBACTCS PEIICHUE CICTYIOIINX 3a/1a4:

"  COBEPIICHCTBOBAHME HABBIKA BEJACHUS JUAJIOTA HA MHOCTPAHHOM SI3bIKE TI0
OO0IIIEIKOHOMHYECKOW U MPO(eCcCHOHAIBHOM TEMATHKE, a TAKXKE HAyYHOU TOJIEMUKH;

"  W3yYeHHE BUJOB U (DOPM JEIOBBIX KOHTAKTOB, STUKH JEIOBOTO OOIICHUS;

"  COBEpIICHCTBOBAaHHE HABBIKOB M3YYArOIIEro M MPOCMOTPOBOTO YTCHUS TEKCTOB,
MIPEICTaBIISIFOIIMX PO(ECCUOHATBHBIA HHTEPEC; COBEPIICHCTBOBAHNE Y 00YJYAIOIIUXCS
HaBBIKOB BBIOOPOYHO- I'O U IOJIHOTO MEPEBO/Ia HA PYCCKUH SI3BIK SKOHOMHYECKOTO
TEKCTa, MPECTABIISAIOIEr0 PO ecCHOHATBHBIN HHTEPEC;

"  pa3BHTHE YMEHHS I'PAMOTHO CTPOUTh KOMMYHHKAIIMIO, UCXOJIS M3 IIeJICH U CHUTyalluu
obmieHus (KOH(GEPEHIIUs, IEPETOBOPBI, IPE3CHTAIINHN ), CIIOCOOHOCTH K COIIHATILHOMY
B3aUMO/ICHCTBHIO, COTPYHUYECTBY U Pa3pEIICHUIO KOHMIUKTOB (HaJTa)KUBAHHE
KOHTAKTOB, MPOCKTHAS JICATEIILHOCTD );

"  COBEpIICHCTBOBAaHHE YMEHUS COCTABISITh M OCYIIECTBIISATH MOHOJIOTHYECKHE
BBICKA3bIBAaHUS 0 MPO(HECCHOHATLHOM TeMaTHKe (Hay4IHbIe JOKIIAIbI, PE3CHTAIUH,
BBICTYTUICHUS, COOOIIIECHNS);

"  COBEPIICHCTBOBAHME HABBIKA BOCTIPUSATHS M MOHUMAHHSI OOIIETO CONEPIKaHUs PEUEBBIX
0Tpe3- KOB, IPOU3HOCUMBIX Ha HHOCTPAHHOM SI3bIKE B OOBIYHOM TeMIIe peur (JICKIUH,
JOKJIaJIOB | Jp.) MO OOIIEIKOHOMUYECKOH U podecCHOHATbHON TeMaTHKE;

"  COBEpIICHCTBOBAaHHME HABBIKOB HANMCAHHS HA HHOCTPAHHOM SI3bIKE OT/CIILHBIX BHJIOB
JOKYMEHTAIINH, IEJIOBO KOPPECIIOHICHIINN, OTYETOB U JIp.

1.2 MecTo yueOHo# qucuumiinubl B ctpykrype OITOIT

Hucuunnuna «busHec-Kypc OCHOBHOTO MHOCTPAHHOTO SI3bIKa» OTHOCHUTCS K YacTH,
dbopMupyeMoil ydacTHUKaMH OOpa30BaTENbHBIX OTHOIICHUM, SBJISETCS IUCHUILUIMHON 10
BiOOpy bnoka 1, B coorBerctBum ¢ ®I'OC BO u mpenHasHaueHa AJsl CTYACHTOB,
oOyyvarornuxcsi o HanpasiieHuto 45.03.01 dunonorus, npoduns «3apyOexHas GUIOTOTHS.
Nzygaercs B 7,8 cemectpe, popma koHTpoms —3aueT(7), sk3ameH(8).

Jis w3ydeHus AUCHUIUIMHBI HEOOXOAWMBI 3HAHHS, YMEHHUS U KOMIICTEHIIUH,
MOJTy4YeHHbIE 00YyYaroIUMHUCA B OpraHu3aluu o0iero oopa3oBaHus U B pe3ysibTaTe U3ydeHus
BBEJICHUS B IPODUIHHYIO MOATOTOBKY OCHOB (DMIIOJIOTHH.

OcBoeHne AUCHMIUIMHBI «BU3HEC-KypC OCHOBHOTO MHOCTPAHHOTO SI3BIKA» SIBIIAETCS
HEOOXOAMMOM OCHOBOW JUIsl TOCJIEMYIOMIEr0 W3YYEHHUs AUCITUIUIMH MPOGECCHOHATBHOTO
[UKJIA.

1.3 Posib nucumminHbl B (pOPMHPOBAHNH KOMIIETEHIMI BbINYCKHHUKA.
Jucununnmza  «bU3HEC-KypC  OCHOBHOTO  MHOCTPAaHHOIO  SI3bIKa»  SIBIIAETCA
COCTaBJISIOLIEH B mpolecce GopMUpoBaHMs y CTyAECHTa YHUBepcalbHOW KomreTeHunn Y K-4

u npogeccruonanbHoi komnereHuuu [1K-4

1.4 Ilepevyens TpeOOBaHNH MJIAHUPYEMBIX Pe3y/JIbTATOB 00y4eHMS MO AUCHUILIHHE



O6yqa10u11/1171051 JOJIKEH O6J'Ia,Z[aTL CJICOAYIOIUMHU KOMIICTCHIIUAMU

Koa Conepxanue
KOMIIeTeHIIUH KOMIIeTeHIIUH
YK-4 CriocobeH OCyIIeCTBIATh JAETI0OBYI0 KOMMYHHUKAITUIO B YCTHOW M MUCHBMEHHOU
dopmax Ha rocynapcTBeHHOM s3bike Poccuiickoit  @Deneparmun U
WHOCTPaHHOM(BIX)
s3bIKe(ax)
[IK-4 CrniocobeH K KOMMYHUKAIIUM B YCTHOM M MHUCbMEHHON ()OpMax Ha PyCCKOM U

MHOCTPAaHHOM  sA3BIKAX  JJIA  PEIIEHHMs  3a4a4  MEXKIUYHOCTHOIO U
MEXKYJIbTYPHOIO B3aMMOJEHUCTBHsI, AHAIU3y TEKCTOB pPa3HbIX CTWIEH Ha
MHOCTPAHHOM $I3bIK€, S3bIKOBBIX €AMHUI] U IEPEBOIUECKUX TpaHCchHopMaIuii

[lepeueHb mIaHUPYEMBIX Pe3yIbTATOB OOYUEHUS MO TUCLUIUINHE:

Haumenoeanue | Koo u K00 u naumenosanue unouxkamopa 00cmuxziceHus
Kamezopuu HaumeHoBaHue YHUBEPCAIbHOU KOMREemeHUUU
(cpynnwt) YHUBEPCATbHOUL
YHUBEPCAIbHBIX | KOMNEMEeHYUuU
KomnemeHnuuil
Kommynukamus | YK-4 1.1 b.YK-4. BpiOupaer Ha TOCYZapCTBEHHOM H
Crniocoben WHOCTPAaHHOM  (-bIX)  SI3bIKAX KOMMYHHKATHBHO
OCYILECTBIISATh MpUeMJIEMbIe CTHIIb JIEJIOBOTO OOIICHUs, BEpOaTbHbBIE
i 0:3% u HeBepOaJbHBIE CpEICTBAa B3aUMOJCIHCTBUS C
KOMMYHUKAIUIO B | HapTHEpaMHU.
YCTHOU u| 2.1 b.YK-4. Ucnonb3yer nH()OPMAITMOHHO-
MUCHbMEHHON (opMax | KOMMYHUKAIIMOHHBIE  TEXHOJOTHUM TPH  TOHCKE
Ha TOCYJapCTBEHHOM | HEOOXOAMMON MHGOpPMAIMU B MPOLECCE  PELICHUS
a3plke  Poccuiickoil | CTaHAAPTHBIX ~ KOMMYHHKAaTHUBHBIX  3aJa4 Ha
Oenepanuu U | TOCYy/IapCTBEHHOM U MHOCTPAHHOM (-bIX) SI3bIKAX.
MHOCTPaHHOM(BIX) 3.1 B.YK-4. Bener nenoByro NEPENUCKY, YUYUThIBas
s3bIKE(ax) OCOOCHHOCTH  CTWJIUCTUKH  OQUIMAIBHBIX  H
HEO(PHUIMATEHBIX MHCEeM, COIIMOKYJIbTYPHbIE
paznuuus B (Gopmare  KOPPECHOHICHIMM  Ha
rocyJapCTBEHHOM M MHOCTPAHHOM (-bIX) SI3bIKAX.
4.1 Bb.YK-4. YMeeT KOMMYHUKAaTUBHO U KYJbTYPHO
MIPUEMIIEMO BECTH YCTHBIE JEJIOBBIE pPa3rOBOPbI Ha
roCy/1IapCTBEHHOM U MHOCTPaHHOM
(-bIX) sSI3BIKAX.
5.1 B.YK-4. JleMOHCTpHpye€T YyMEHHE BBINOJHITh
NIEPEBOJ] aKaJEMUUECKUX TEKCTOB C HHOCTPAHHOTIO (-
bIX) SI3bIKA (-OB) HAa TOCYJIAPCTBEHHBIN SI3BIK.
Haumenoeanue | Koo u Ko0 u naumenosanue unoukamopa 00cmuiceHus
Kamezopuu HaumeHoBaHue npogeccuonanvHoll KomnemeHyuu
(cpynnwt) npogheccuonanvhoii
npogeccuonany | Komnemenyuu
HbIX
KomnemeHuui
HayuHo- 11K-4 1.1 B.IIK-4 Brnaneer pycCKMM U HWHOCTPaHHBIM




HCCICO0BATCIbC
Kasda
JACATCIIBHOCTD

CrocobeH K

KOMMYHHKAIIH B
YCTHOM u
MMCbMEHHOU (hopmax
Ha pycCKOM u

MHOCTPAHHOM SI3bIKaX
Ul pelieHus 3axay
MEXJIMYHOCTHOTO |
MEXKYJIBTYPHOTO
B3aUMOICHCTBH,
aHaJIu3y TEKCTOB
pa3HbIX CTWJIEH Ha
HHOCTPAHHOM S3BIKC,
A3BIKOBBIX €IUHUI] U
NEePEeBOUECKUX
TpaHchopmaruit

SA3BIKOM B 06’LCMC, A0CTAaTOYHOM I pCHICHUA 3a1a4
MEKJIMYHOCTHOTO, MEKKYJIBTYPHOT'O u
po(hecCHOHATLHOTO B3aUMOICHCTBUSI.

2.1 BIIK-4 Bnaneer HaBbkKaMH (DOHETHUECKOTO,
(OHOJIOTNYECKOTO, JIEKCUYECKOTO,
MOP(OIOTHYECKOTO, CHUHTAKCUYECKOIO u
CTHJIMCTUYECKOIO aHAJINW3a PA3JIUYHBIX A3BIKOBBIX
€IMHULL

3.1 _B.IIK-4 CnocoOeH npuMEHSTh

OCHOBHBIE TIOJIOKEHHS W KOHIEMNIHH B 00JIacTH
S3bIKa, JIATEPaTypbl © KyJAbTYpPhl TMpU aHAIHU3E
TEKCTOB Pa3HOM MparMaTUYeCKOl HaNpaBJICHHOCTH

4.1 B.IIK-4 CnocobeH OCyIeCTBIATh TMEPEeBO |
(um) WHTEpHpeTanul0 TEKCTOB C PYCCKOro Ha
WHOCTPAHHBIH /C WHOCTPAHHOTO HA PYCCKUU S3BIK,
TEKCTOB DPa3IU4YHOW >KaHPOBOM INPHUHAJICKHOCTH M
IIparMaTH4eCKO HAMpPaBJICHHOCTH




1.5. CooTBeTcTBHME YPOBHEH OCBOCHHS] KOMIIETEHIIUH IIJIAHUPYEMBbIM Pe3yJibTaTaM 00yUeHHs 1 KPUTepUsM UX OLleHUBAHUS

Koa n CoIEpPKaHUE

JTan ocBoOCHHUSA

OcHoOBHBbIE PU3HAKHU ¢(POPMHUPOBAHHOCTH KOMIIETEHUMH (JeCKPUNITOPHOE ONMCAHHUE YPOBHS)

HpI/I3HaRI/I OICHKH

ITpusHaku oieHKH cCPOPMHUPOBAHHOCTH KOMIIETEHIIMH

KOMIIeTeHIUH KOMIIeTeHIIuH *
HeC(hOPMHUPOBAHHOCTH . . .
O — MHUHUMAJIbHBIA CpeaHuH MAaKCHMAJIbHBIH
VYK-4- Cnocoben He 3naeT 0oCHOBHBIX ITnoxo pa3zbupaercs B B nenowm, 3Haer YBEpEHHO 3HAET
OCYILECTBIISATh MPUHIUIIOB OCYLIECTBIEHUSI | OCHOBHBIX IPUHIUIIAX | OCHOBHBIE MPUHLIUIIBI MIPUHIUIIBI
JIEIIOBYIO JIeJI0BOM KOMMYHHKAIUH B OCYILECTBIICHUS OCYLIECTBJICHUS OCYILECTBIICHUS
KOMMYHUKAIUIO B YCTHOW U MUCbMEHHOU pi (N (0):10) 7 pi () (0):10) b1 () (0):10) %
YCTHOM M MMCbMEHHOMN ¢dopmax Ha TOCYJapCTBEHHOM | KOMMYHMKAILIUU B KOMMYHHKAIIUH B KOMMYHHKAIIVH B
dopmax Ha a3plke Poccuiickon YCTHOU U MUCBMEHHOW | YCTHOM U MMUCBMEHHOU YCTHOU U NMUCbMEHHOU
rOCYJIapCTBEHHOM ®denepannu ¥ THOCTpaHHOM | (hopmax Ha dhopmax Ha dhopmax Ha
s3bIke Poccuiickoit SI3bIKE. roCy1apCTBEHHOM roCy/1apCTBEHHOM roCy/1apCTBEHHOM
denepaunu U s13p1Ke Poccuniickon s13b1ke Poccuiickon s13p1ke Poccuiickon
WHOCTPAHHOM SI3BIKE ®enepaunu U denepauun U denepauuu U
1.1 b.YK-4. WHOCTPAHHOM SI3bIKE. WHOCTPAHHOM SI3bIKE. WHOCTPAHHOM SI3bIKE.
3.1 B.YK-4. He ymeer ocymecTBisaTh Cnabo ymeer YMeeT oCyILeCTBIIAT Xopoio ymeer
4.1 B.YK-4 3 JIEJIOBYI0O KOMMYHHKAITUIO B OCYIIECTBJIATH AEJTOBYHO | IEIIOBYIO OCYUIIECTBIIATh
YCTHOM ¥ MHUCbMEHHOMN KOMMYHHUKAIIUIO B KOMMYHUKAIUIO B JIEJIOBYO

dbopMax Ha ToCyIapCTBEHHOM
si3pIKe Poccuiickoi
®denepalii 1 ”THOCTPAHHOM
SI3BIKE.

YCTHOW U MUCbMEHHOMN
dopmax Ha
roCcyJJapCTBEHHOM
a3plke Poccuiickoi
®enepaunu U
MHOCTPAHHOM SI3BIKE.

YCTHOHM Y MUCbMEHHOU
dopmax Ha
rocyJapCTBEHHOM
sa3bpike Poccuiickoin
denepauuu U
WHOCTPAHHOM SI3bIKE, HO
MHOT /1A JIeJIaeT

OIIUOKH.

KOMMYHUKAIIUIO B
YCTHOM U MUCbMEHHOU
dbopmax Ha
rocyJapCTBEHHOM
s13b1ke Poccuiickon
denepauuu U
WHOCTPAHHOM SI3bIKE.

He B1aneet HaBrIkaMu
JIETTOBOM KOMMYHUKAIUU B

Cma0o Biazmeer
HaBBIKAMU JIEJIOBOI

Bianeer HaBbIKaMu
JEJIOBOH

Xopoio Biaaeer
HaBBIKAMH JEJIOBOI




YCTHOW U MUCbMEHHOM
¢dbopMax Ha rocy1apCcTBEHHOM
a3plke Pocculickon
®denepauyy ¥ THOCTPAHHOM
A3BIKE.

KOMMYHUKAITUHU B
YCTHOW U MUCbMEHHOMN
dopmax Ha
roCcyJJapCTBEHHOM
s3p1Ke Poccuiickoi
®denepanuu U
WHOCTPAHHOM SI3BIKE.

KOMMYHUKAITUHU B
YCTHOW U MUCbMEHHOM
dopmax Ha
rocyJapCTBEHHOM
s3p1ke Poccuiickoi
denepanuu U
WHOCTPAHHOM SI3bIKE, HO
MHOT]Ia HYX/1aeTCs B

KOMMYHHUKAITUHU B
YCTHOU M MUCbMEHHOMN
¢dopmax Ha
rocyJ1apCcTBEHHOM
sa3be1ke Poccuiickoi
denepanuu U
WHOCTPAHHOM SI3bIKE.

IIOMOILIA
CIIELMATHUCTOB.

* - @opMUpOBaHKE KOMIIETEHIINH MPoXoauT B 3 aTana: 1-2 kypce -1-# arar; 3 kypc -2-if aTan; 4 kype (4-5 Kypc -IIpu 04HO-3a04HOM U 3a04HON

dbopmam oOydenust) -3-it atam -ipu ocBoennn OITOIT 6akamaBpuara

OcHoBHbBIE IPU3HAKHU C(POPMHPOBAHHOCTH KOMIIETEHIINH (IeCKPUNITOPHOE ONMCAHUE YPOBHA)

Ortan
[Tpu3Haku oleHKH [Ipu3Haku oleHKH CHOPMHUPOBAHHOCTH KOMITETCHIIUT
Kon u conmepxxanue OCBOCHUS
. Hec(hOpMUPOBAHHOCTH = " =
KOMIICTEHITHIA KOMITETEHITHU MUHHMAaJTbHBIHI CpemHuit MaKCUMaTbHBIN
* KOMIICTCHIINU
[1K-4 3 He 3naet ocHoBHBIE 3HaeT MUHUMYM Crniocoben 3HaeT JIKCUUeCKue
CrniocobeH k JIEKCUYECKHUE JIEKCUYECKUX €UHUIL IIPOJIEMOHCTPHUPOBATH €IMHHULIBI 0011IEro U
KOMMYHHKAIIHH B eIMHUIIBI U o01iero u 3HaHUE JICKCHUECKUX TEPMUHOJIOTHYECKOTO
YCTHOM U TTMCbMEHHOH 0COOEHHOCTH HX TEPMUHOJIOTHYECKOTO €IMHUIL 00IIEeTO U XapakTepa B Hy)>KHOM
dbopmax Ha PYCCKOM H WCITOJI30BAHUA, xapakTepa; 0a30By0 TEPMHUHOJIOTHIECKOTO o0beMe 1 0COOCHHOCTH
HHOCTPAHHOM A3bIKax OCHOBHBIC pa3Indunsa HOPMAaTUBHYIO XapakTepa u HUX HUCIIOJIb30BaHUA,

AJId pCIICHUA 3a1a1
MEXKINYHOCTHOI'O U

MEXKYJIbTYpHOTO 00pabOTKH TEKCTOBOM | M OCHOBHBIE OCHOBHBIE pa3INyus peun; OCHOBHBIE (PaKThI
B3aMMOJICHCTBYS, uHbopMaIuu. rpaMMaTH4ecKHe MUCHbMEHHOW U YCTHOM aIrOpuUTM 00pabOTKH
aHaAJIN3Y TEKCTOB KOHCTPYKUUU AJIs1 peuu; aIropuTM TEKCTOBOM MH(pOpMAIIUK.
pa3HBIX CTHJIEH Ha IIACCUBHOTO 00pabOTKH TEKCTOBOU

HHOCTPAHHOM A3bIKC,

MMUCbMEHHOW U YCTHOU
peuu; alropuTM

rpaMMaTuKy B
aKTHUBHOM BJIQJICHUU

BOCIIPUATHA.

0COOEHHOCTEN UX
HCIIOJIb30BaHMs,

nHpopmaruu.

OCHOBHBIE pPa3Inyus
MMAUCBbMEHHOW U YCTHOU




SA3BIKOBBIX €AUHUIL 1
[EPEBOAYECKUX
Tpanchopmanmii

1.1 B.IIK-4

He moxer
WCITOJIH30BATh
WHOCTPAHHBIN SA3BIK B
MEXIINIYHOCTHOM U
MEXKYJIbTYPHOM
oO1eHnu 1 yaeOHon
CUTYaIlUH,
BOCIIPUHUMATh 00I111Ee
coJiep:KaHHe TEKCTOB
3aJIaHHOTO YPOBHSA
CJIO’)KHOCTH OOIIEro 1
podeCCHOHAIBHO-
OPUEHTUPOBAHHOTO
Xapakrtepa.

MoskeT uCconaL30BaTh
MHOCTPAHHBIN A3BIK B
MEXKJIMYHOCTHOM
MEXKKYJIBTYPHOM
OOIIICHNH,
BOCIIPUHUMATH 00111ee
COJIEP/KAHUE TEKCTOB
3aIaHHOTO YPOBHS
CJIOKHOCTH OOIIIETO U
npodeccuoHanbHO-
OPUEHTUPOBAHHOIO
Xapakrepa

CO 3HAYUTEIbHBIM
KOJIUYECTBOM

OIIM0O0K.

Ucnonp3yer
WHOCTPAHHBIN SI3bIK B
MEXKJIMYHOCTHOM M
MEXKYJIbTYPHOM
00IIIeHNH, BOCTIPUHUMAET
oO1ee comepxraHue
TEKCTOB 3aJaHHOT'0
YPOBHSI CIIOKHOCTH
o0wiero u
npodeccroHanbHO-
OpPUEHTHPOBAHHOTO
XapakTepa

¢ MUHMMAJIbHBIMA
OIIIMOKAMH.

CB0OOIHO HUCTIONB3YET
WHOCTPAHHBIN SI3bIK B
MCKINYHOCTHOM U
MEXKYJIbTYPHOM
OOIICHHH,
BOCIIPUHUMAET 00111ee
coJiepKaHUE TEKCTOB
3aJIaHHOTO YPOBHS
CJIOKHOCTH OOIIIETO U
npodeccuoHanbHO-
OpPUEHTHUPOBAHHOTO
XapakTepa.

He cnocoben
HpI/IMeHI/ITB 3HAHUL
OCHOBHBIX
ITOJIOKEHHS U
KOHIIENINH 00JIaCTH
A3bIKA, JINTEPATyPLl U
KYJIETYPBI TIpU paboTe
C TEKCTaMH Pa3HBIX
BuaoB. He ciocoben
CaMOCTOSITEIIEHO
JI€TIATh BBIBOIBI
0O0IIIEr0 ¥ YaCTHOTO
xXapakTepa B IpoIiecce
aHaJin3a TEKCTOB.

[Ipumensier 3HaHUS
OCHOBHBIX IIOJIO’KEHUS
Y KOHIICTIIIUU 00JIaCTH
S3BIKA, JINTEPATYPbl U
KyJbTYpbI IIpu paboTe
C TEKCTaMHM pa3HbIX
Bua0B. He cocoben
CaMOCTOATEIbHO
JIeJ1aTh BBIBOIBI
00IIEero 1 YaCTHOTO
XapakTepa B Ipolecce
aHaJIn3a TEKCTOB.

VYBEpEHHO NPUMEHSET
3HaHHUS OCHOBHBIX
MTOJI0KCHUS M KOHICITIINHI
00J1aCTH SA3BIKA,
JTUTEPATYPBI U KYJIBTYPHI
pu paboTe ¢ TEKCTaMu
pasHbix BunoB. CiocobeH
CaMOCTOSTEIIBHO JIeJIaTh
BBIBOJIBI OOIIEro U
YaCTHOTO XapakTepa B
Mpoliecce aHalu3a
TEKCTOB.

CB000IHO TPUMEHSET
3HAHUS OCHOBHBIX
MOJIOYKEHUS U
KOHILIENIIUH 00JIacTH
SI3BIKA, TUTEPATYPHI U
KyJbTYpBI IpU paboTe ¢
TEKCTaMU Pa3HBIX
Bu0B. CriocobeH
CaMOCTOSTEILHO JI€NIATh
BBIBOJIEI OOIIEro U
YaCTHOTO XapakTepa B
MpolLIecCce aHamu3a
TEKCTOB.

He Bnageetr HaBLIKAMU

pa6OTBI C TCKCTaMHU

BianeeT HaBbIKaMu

pa6OTLI C TCKCTaMH

YBepeHHo Biajeer

HaBbIKaMH pa60TLI C

CB000THO BJIQJICCT
HaBBIKAMH paboThI C
TEKCTaMHU MOBBIIICHHON




MTOBBITIIEHHON
cioxHoctu. [Ipn
MEePEBOJIE U
WHTEPIIPETALUU
Ppa3IMYHBIX TUIIOB
TEKCTOB HE YYUTHIBAECT
’KaHpPOBYIO,
[IparMaTU4yeCcKyo,
CTUJIMCTHUYECKYIO

0COOEHHOCTH TEKCTA.

MOBBIIIIEHHON
cinoxHocTH. [Ipu
MEepPEBOJIE U
HMHTEPIIPETALUU
Pa3JIMYHBIX THUIIOB
TEKCTOB HE YUYUTHIBAECT
KaHPOBYIO,
[IParMaTUyeCcKyo,
CTUJIMCTUYECKYHO

0COOEHHOCTH TEKCTA

TEKCTAMH ITOBBIIIICHHOMN
cinoxHoctu. lpu
MEepEeBOJIC U
HWHTEPIIpETALUU
Pa3JIMYHBIX TUIIOB TEKCTOB
YUYUTBIBAET )KAHPOBYIO,
MparMaTH4eCKy1o,
CTUJIMCTUYECKYIO

0COOEHHOCTH TEKCTA.

cnoxHocTH. [Ipn
epeBoJe u
UHTEPIPETALUN
Pa3IMYHBIX TUIIOB
TEKCTOB YUUTBIBAET
KaHPOBYIO,
IIparMaTu4ecKy1o,
CTHJIMCTHYECKYIO
0COOEHHOCTH TEKCTa B
IIOJIHON Mepe

* - dopMUpoBaHHE KOMIIETEHIMI TPOXOAMT B 3 atana: 1-2 kypc -1-# artam; 3 Kypc -2-# 3tam; 4 kype (4-5 Kype -pu 09HO-3209HOM U 3204HON hopMaM 00y4eHUs) -
3-#t aran -ipu ocBoenuu OIIOII 6akanaBpuara




11 OFBEM JUCHUATIJIMHBI B 3AYUETHBIX EAMHUALIAX C YKAZAHUEM
KOJIMYECTBA AKAJTEMHUYECKHAX YACOB, BBIJIEJTEHHBIX HA
KOHTAKTHYIO PABOTY OBYYAIOLUXCSI C MPEMOJABATEJIEM (IO
BUJAM YUEBHBIX 3AHSTHIT) U HA CAMOCTOSITEJBHYIO PABOTY
OBYYAIOLIUXCS

O0uas Tpya10eMKOCTh JMCHUILIMHBI COCTABJIsIET 4 3a4eTHBIX eUHUIl, 144 yaca.

Bupg yueonoii | 3anatus | 3ansatus | Beounapsl | Koncyabra | Arrecranms | Camocrosite
padoTsbI JIEKIIMOH | CEMHHApC 1107071 JIbHAasI
HOT'0 KOr'o padora
THIIA THIIA
KonTakTHas - 36(7) - 2(8) - 35.,8(7)
padora B 22(8) 14(8) +33,7
nepuoja
TeopeTH4YecK
oro
0o0y4eHust
IIpomexyTou - - - - 3auer - -
Hasl 0,2(7)
arrecTauus
DK3aMeH-
0,3(8)
Hroro: - 58 - 2 0,5 83,5

1 COAEP)KAHUE JUCHUIVIMHBI C YKASAHUEM OTBEJEHHOI'O HA HUX
KOJINMYECTBA AKAJEMHUYECKHUX YACOB 1 BUJ1IOB YYEBHBIX 3AHATUU 1

®OPM TEKYIIET'O KOHTPOJIsAA

3.1. KpaTkoe coaep:kaHue JUCHUNIMHBI ¢ YKA3aHHEM TeM.

Ne
TEeM
bl

HaszBanmne TemMbl

KonTakTHasi padora ¢
00y4YaAKIUMHCS

3auaTus
JEKIUOH HOI'0
THIIA
Sanarusa

THTIA
BeOunapsi
DopMbI
TeKyLlero
KOHTDOJIS

dopMupyemblie
KOMIIeTeHIIUN

1. ITHKET JeJI0BOro 00IIeHU

[TpuserctBue. Cerckas Oecena u
3anosiHeHue nay3. TaOynpoBaHHbBIE TEMBI.
Kecrte1. [Ipomanue.

S| ceMHHApPCKOro

1

- a

a

IIpoekt
cemMecTp

Bri6op
CETMEHT

VK-4.1,
YK-4.3,
YK-4.4,
[1K-4.1

u




TCMBI

TesedoHHbIEe MeperoBopsl Kak ¢popma IIpoexr | VK-4.1,
1eJI0BOI KOMMYHUKAIIMH L. VK-4.3,
Hauaito pasrosopa, ero BejieHue, Bribop VK-4.4,
3aBEpUICHUE. Eg;quH [1K-4.1
[TpoGaembl Bo BpeMs Tene(OHHOTO npoekTa
pasroBopa: MOMEXH Ha JIMHUH, HETIOHUMAaHHE. 3
Coo0O1ieHns Ha aBTOOTBETUYHKE. aKazeMu

YeCKHe

CTaThbH)

Hpoekr | VK-4.1,
JlenoBas moe3gka 1. VK-4.3
Odopmienue nenoBoit moe3aku. Bussi, AHHOTH VK-4. 4’
nacrhopra. } POBAHH | e 4 1’
Opranu3anyst MapiipyTa JeI0BOH MOC3IKH. blii :
HenpenpuneHHbIe POOJIEMBI. CITMCOK
[IpokuBaHue B TOCTUHUILIE. JiaTepar

YPBI.

Tecr 1.

Hpoexr | YK-4.1,

L. VK-4.3,

Koncyn VK-4.4,

bTary:. TIK- 41
Besienue neperoBopos ggqu
OO0cysxIeHHE TICH, CKUJIOK, YCIIOBHI U CPOKOB HCTOUHMH
MOCTaBKH M IJIaTEXKa. Kam

(yctHO,

UHIUBU

JyallbHO

).
D¢ PpexTUBHAS NPE3EHTAIMA IEPO%I;TT zﬁ'jé’
CtpykTypa npe3eHtanuu. PopMupoBaHUe npesenT yK_4.4’
WH/IMBUYAJIBHOTO CTUJISL BBICTYILICHHS. anys. K4 1’
CBsi3b CO CiyIIaTEIeM. Tecr 2 )
Ipe3eHTanus KOMIAHUH. Ipoekt | YK-4.1,
Tekymas nesTensHoCcTh pupMbl. Onucanue L. VYK-4.3,
MPOU3BOACTBEHHON TEPPUTOPUHU, MOLIIHOCTEN Brictyn VK-4.4,
IPEANPUATHS ¥ €T0 000POTa. JCHUC | [TK-4.1
[IpenocraBnenue uHpOPMAITUH O Ha
MIPOU3BOJICTBEHHOM JIEATETLHOCTH (PUPMBI 32 r:;;(;p
OTYeTHBIN Tiepuoj. Onucanue TabuIl, CXeM, J—
rpauKoB.
B3aumooTHomeHus HA padoTe Ipoekr | YK-4.1,
YcrpoiictBo Ha paboTy. [louck paboTs!. 2 YK-4.3,
Cobecenosanune. KoprnopaTusHas 3TUKa. CeMECTP | YK-4.4,
YBOJIBHEHHUE. a [IK-4.1

Bri6op

TEMBI

Tecr 3.
CoBenianue IIpoexr | YK-4.1,
O6cysxaeHne albTepHATUBHBIX 2. YK-4.3,
BO3MOKHOCTEH peleHus 1e0Boi Bribop | vy 4.4,




poOIEMBI. ucrounu | [[K-4.1
TenexkoHpepeHIms. KOB

MPOEKTa

3

aKajgeMu

YecKue

CTaThbH)

Tect 4.

9. BankoBckasi 1eATeJIbHOCTD ITIpoekr | YK-4.1,
OrtkpsiTHe cueTa. Bunbl BkinagoB. Tumnst 2. YK-4.3,
kaprouek. [IporeHTHL. AHHOTH | I g 4.
Konkypenuus B 6aHKOBCKOM CEKTOpE. E:%BaHH [1K-4.1

CITMCOK
JIATEPAT
YPBL
Tect 5,
Tect 6

10. | ®oHa0BbBIE PHIHKHU Ipoext | VK-4.1,
Mupossie GpoHI0BBIC phIHKH. DOHIOBBIC 2. YK-4.3,
WHJIEKCHI. BUbI akiui. Korcyn VYK-4.4,
Pactymmii n nagarommii pelHKu. MHUpOBOU I(’)Taum' [1K-4.1
(UHAHCOBBIN KPU3HUC. o : e

HUCTOYHU
KaM.
Tect 7.

11. OCHOBBI MAPKETHHTA IIpoexr | VK-4.1,
Bxon Ha perHok. SWOT-ananus. Ynpasnenue 2. PPT | yK-43,
npojaxkaMu. PexiaMHuas 1esTeasHOCTb. :E;zem VK-4.4,

Teers | K41

12. | OcHOBBI MeHEIKMEHTA ITpoekr | VK-4.1,
[enerupoBanue noasHoMouyui. TanMm- 2. VK-4.3,
MeHeHKMEHT. CTpaTernyeckoe u O6cyxn VK-4.4,
onepaTuBHOE IJIaHUpOBaHue. busnec- CHHC IK-4.1
IUIAHUPOBAHHE. niepe

IPE3CHT
aruei.
Tect 9.

13. Tunsl npeAnpUATHIA IIpoexr | VK-4.1,
AJIMUHHUCTPATUBHOE YIPABICHUE BHYTPU 2. YK-4.3,
MHOCTPAaHHOTOIPEIIPUSTHSL. Brietyn |y 44,
KoMmapaTuBHBII aHaIM3 HAUMEHOBAaHHUN JIeHHe [IK-4.1
AQIMUHUCTPATUBHBIX CTPYKTYP MPEANPUATUS iimn_

Ha aHTJIMMCKOM U PYCCKOM SI3BbIKaX. xoHbep
UreHue TEeKCTOB, U3YUYEHHE CIICIUAIbHBIX CHIIHM.
TEPMHHOB, 00OPOTOB, UCTIOIH3yEMBIX B

JTaHHOM TeMaTHKE.

14. | IIcMXOJMHIBHCTHKA MEKJIUYHOCTHOTO Omnpoc. | YK-4.1,

001eHus (TUIIbI SI3BIKOBBIX Persona | YK-4.3,
JIMYHOCTEN). lity VK-4.4,

THIIBI A3BIKOBBIX JIMYHOCTEN 110 types. IK-4.1

CIIOCOOHOCTH K KOOTIEPAIIHH. Questio

CocTaB S3BIKOBOM JIUYHOCTH. TaKTUKHA

ns.




pEeYEeBOTO MOBEACHUS B CUTYyaI[UU OBITOBOI
CCOpBHL.

Hroro: - 58

3.2 CamocTosiTe/IbHASA PadoTa 00yYAKOIIMXCH MO JUCUUILINHE

3.2.1 PacnpepesieHne 4acoB, OTBEAEHHBIX HA CAMOCTOAITEJIbHYI0O PpadoTy 00y4aroierocs.

CamocTrosiTeqbHAast Bcero O0bem no cemecTpam

padora 4acoB 7 3
(ITo VII)

[ToxroroBka 49,8 35,8 14

MMPAKTUYCCKUM 3aHATHUAM,
BBIIIOJIHCHHUEC JOMAITHUX

3aJaHui
[ToaroroBka Kk KOHTPOJIIO 33,7 - 33,7
Bcero 85,3 35,8 47,7

3.2.2 MeToanuyeckue yKa3aHUs 10 OPraHU3ALUMN CAMOCTOSTEIbHOH PadoThl
o0yuaruerocs

CamocrosrenbHas paboTa - 3TO Cr1ocod aKTUBHOTO, IIEJICHANPABIECHHOTO TPHOOPETEHUS
CTYJCHTaMU HOBBIX 3HAHUI U yMEHHI 0e3 HeMoCPEeACTBEHHOTO yUacTHsl B 3TOM Ipoliecce
npernojiaBaTesei, Ho Mo X METOIMYECKUM pyKOBOACTBOM. CaMocTosTenbHas padoTa CTyieHTa
COCTOUT U3 perHHpHOﬁ IMOATOTOBKH K IPAKTHYCCKUM 3aHATHAM, KOHCIICKTUPOBAHUA H@KHHﬁ,
BBITIOJIHEHHSI TOMAIIHEro 3aaaHus. CaMocTosTeNbHas paboTa CTyJIeHTa BKJIIOYAeT B ce0sl TakxKe
HU3YUYCHUC NOIMOJTHHUTECIBHOI'O MaT€puraia 1o JUCHUIIIINHE, ITOATOTOBKY K 9K3aMCHY, UTCHUC
JUTEPATyphl, KOTOPYIO CTYIEHT MOXKET CAMOCTOSITEIILHO BBIOPATh, TPOCMOTP BUICO-JICKIIUH.

CamocrosiTenpHast paboTa 00yJaronierocs 1o yCBOCHHIO y4eOHOTO MaTepHraia MOXKET
BBITIOJTHATHCS B UATAIBHOM 3ajie OMOIMOTEKH, YIeOHBIX KaOMHETaX, KOMITBIOTEPHBIX KJIaccax,
noma. O0yyaromuiics moI0MpaeT HayYHYIO U CIIEHUAIbHYI0 MOHOTpaUIECKYIO 1
NEPUOANYECKYIO JTUTEPATYPY B COOTBETCTBUU C PEKOMEHAALINUSAMH MTPENOAaBaTes WIH
CaMOCTOATENBLHO. B mporiecce caMmocTosTeIbHOM paboThl 00YJIarONTUICS UCTIOIB3YET
TEXHUYECKHE CPECTBA, 00ECIICUNBAIOIINE JOCTYI K MHPOPMALUH (KOMIBIOTEPHBIX 0a3 NaHHbIX,
CHCTEM aBTOMAaTH3MPOBAHHOTO MPOECKTUPOBAHUS, CETEBOI (popMe peanus3alii 00pa3oBaTeIbHbBIX
IporpaMM u T.11.). B ciyyae Heo0X0AMMOCTH 00yYarOIUIC MOKET MOIY4YUTh ITOMOIIb U (MITH)
KOHCYJIbTAIMIO TpernoaaBareis. Ha 3aHSITUAX CTYJeHT JOJIKEeH NMPeA0CTaBUTh MPErnoiaBaTeo
OTYET O CaMOCTOSTENIHO MPOBEJACHHOM MOUCKE HH(POPMALIUH 110 TIOCTABJICHHOM 3a/1aue B hopme
JIOKJIaJia, a Tak e JUIsl KOHTPOJIS KauecTBa U KOJIMYECTBA UCIIOHEHHBIX 3aJJaHui. 3aluTy 1o
Teme pedepaTa HaI0 MOATOTOBUTH B BUJIE IPE3CHTAIINHU, HA CIIaliIbl BBIHECTH OCHOBHBIE HjeH. B
KOHIEC 3aIIUThI CTYACHT OOJIKCH OBITH TOTOB K BOIIpOCaM IMpernoaaBaTeiia U ay AINTOPUH.

KonTtpons camocTosiTenbHOI paboThl CTYyIEHTOB Ha YpOBHE Kadeapbl OCYIIECTBISIETCS C
IIOMOIIBIO Fpa(bI/IKOB TEKYIIETO KOHTPOJIA YCIIEBAEMOCTHU CTY ICHTOB. CDOpMI)I OTYETHOCTH
Pa3IMYHBL: YCTHBIE OTBETHI HA KOHTPOJIbHBIE BOIPOCHI, TECTHI, SK3aMEH.

IV. Y4eboHO-MeTOAMYeCKOEe M HH(POPMALMOHHOE O0eceyeHue Mo JUCIHIIJIMHE

4.1. ocHOBHas JUTEpaTypa

Ne HaumeHoBaHue yueOHUKOB, y4eOHO-MeTOANYECKUX, METOAUYECKHUX MOCOOMH,




Pa3padoTOK M peKOMeHIAIUM

n

n

1. IlleBenéra, C.A. JlenoBoit anrnuiickuii / C.A. llleBenéBa. — 2-¢ u3a., mepepad. u JIOIL.
— MockBa : IOunutu, 2015. — 382 c. — Pexxum pgoctryna: nmo moamucke. — URL:
http://biblioclub.ru/index.php?page=book&id=436816 (mara  oOparieHus:
10.07.2022). — ISBN 978-5-238-01128-8. — TekcT : 3J1€KTPOHHBIH.

2. | HoBukosa, E.H. JlenoBoil aHIIMHACKUI B KOHTEKCTE COBPEMEHHBIX TEHICHIIMN pa3BU-

tust 6uzneca / E.H. HoBuxosa, E.I'. [Tamkesuu, C.®D. [letpoBa ; Poccuiickas akaae- Mus
HapOJHOI0 XO3SMCTBAa M TocylnapcTBeHHOM ciyxkObl npu Ilpesunentre Poccuii- ckoif
Oenepaunn. — MockBa : Wznarensckuit nom «[emo», 2011. — 163 c. : wi —
(O0pa3zoBatenbHble UHHOBALMH). — PesxuM g0cTyma: 1o noamnucke. —
URL.: http://biblioclub.ru/index.php?page=book&id=443279 (nata oOpalieHus:
10.07.2022). — ISBN 978-5-7749-0612-3. — TekcT : 31eKTPOHHBIH.

4.2 DONOJHHMTEIbHAS JUTEpaTypa

Ne HanMeHoBaHMe y4eOHUKOB, Y4eOHO-MeTOANYECKHX, METOAUYECKHUX MOCOOHIA,
pa3padoTOK U peKoOMeH AUl

n

n

1. | Komntior, H.M. JlenoBoe 0OIICHHE HA aHTJIMMCKOM SI3bIKE JIJIS HAYMHAIOIIMX: HA aHT-
JUUCKOM SI3bIKE€ JUIsl HAYMHAIOMIUX TeJe(OHHBIC IEePEroBOPHI, JAENIOBas IEPErHcKa,
npuem nocetuteneit / H.M. Kontior. — HoBocubupck : Cubupckoe yHHUBEPCUTETCKOE
n3aatenbeTBo, 2009. — 176 c. — PexkxuM gocTtyna: 1mo noAmnucKe. —
URL: http://biblioclub.ru/index.php?page=book&id=57274 (nara oOpamieHus:
10.07.2022). — ISBN 978-5-379-01102-4. — TekcT : 3J€KTPOHHBIN.

2. | bexkcaeBa, H.A. JlenoBoii anrnuiickuii B Typusme / H.A. bBekcaeBa. — 3-e u3., cTep. —

Mockga : @nunTta, 2017. — 204 c. — Pexum pocrynma: no mnoamucke. — URL:
http://biblioclub.ru/index.php?page=book&id=103336 (mata  obparmeHus:
10.07.2022). — ISBN 978-5-9765-1409-6. — TekcT : 3JE€KTPOHHBIN.

4.3 nmporpamMMHoe ofecriedeHue: 00IeCHCTEMHOE M IPUKJIAIHOE IPOrpaMMHOe

o0ecrieyeHue:
Homep | HammenoBanue I1O PexBU3UTHI KommenTapuii
MOATBEPKAAIOLIEr0o
JTOKYMEHTA
1. OrnepalioHHas cucTeMa Howmep munensun 64690501
Microsoft Windows Pro
Bepcun 7/8
2. [IporpammueIiil makeT Howmep nunenzun 43509311
Microsoft Office 2007
3. ABBY FineReader 14 Kon nosumum af14-251w01-
102
4. LibreOffice Mozilla Public License v2.0.
s. GIMP (rpaduueckuii Creative Commons
peIaKkTop) Attribution- ShareAlike 4.0



http://biblioclub.ru/index.php?page=book&id=436816
http://biblioclub.ru/index.php?page=book&id=103336
http://biblioclub.ru/index.php?page=book&id=57274
http://biblioclub.ru/index.php?page=book&id=443279

International License.
6. Blender (rpaduka 3D ) GNU __General Public
License (GPL)
7. Inkscape (BektopHas rpaduka) | GNU General Public
License (GPL)
8. ESET NOD32 Antivirus [TyGnuuHbId KiTI0Y 100 T
Business Edition mmuensuu: 3AF-4JD- )
N6K
9. MoynbHas 00bEKTHO- GNU __General _Public CBobogHOE
OPUEHTUPOBaHHAs License (GPL) pacrp, caiit
JMHAMIYCCKas y4eOHast http://docs.moodle.org/
cpena “LMS Moodle” v/
10. Apxuarop 7-Zip GNU__ Lesser General CpobGoanoe
Public License (LGPL pacnp,cait
https://www.7-zip.org/
1 nuuensus, web
JIOCTYTI
11. CnpaBouno-nipaBoBasi cucrema | Horosop Ne-18-00050550
«Koncyasrant [Tmrocy» ot 01.05.2018

4.4. ba3pl JaHHBIX, HHPOPMAIIHOHHO-CIIPABOYHbIE 1 MOMCKOBbIE CHCTEMBI

[Ipodeccuonansupie  6a3bl

JaHHBbIX H I/IH(I)OpMaI_II/IOHHLIe CIIPaBOYHLIC CHUCTCMBI,

Wudopmannonnsie crpaBounbie cucreMbl dexepansHblii opran «Poccuiickoe oOpa3oBaHue»

https://edu.ru/.
OnekTpoHHass OuOIMOTEeYHAs
http://biblioclub.ru/

cucrema

«YHUBEpCUTETCKas OHWOIMOTEKa OHJIAWHY

4.5. UnpopManmoHHbIe TEXHOJOTHH, HCIOJIb3yeMble NPU OCYLIEeCTBJICHUN
o0pa3oBaTe/IbHOIO NpoLecca Mo AUCHUILINHE, BKJIYAas NepevyeHb NPOrpaMMHOI0

odecrnieyeHusi 1 MHGOPMANMOHHBIX CIPABOYHBIX CHCTEM.
DnektpoHHas nHopmarmoHHo-o0pazoBaTenbHas cpena (QMOC) http://rhga.pro/

V. MATEPUAJIBHO-TEXHUYECKOE OBECIIEYEHUE JUCHUITJINHbI

HauMeHnoBaHmue CIICHHAJbHbBIX

noMeleHuid M NoMelleHMil  1Js

CaMOCTOAITEJIbHOM Pa0doThI

OCHAILIEHHOCTh CHENHAJTBHBLIX TIOMEIeHHu u

NMOMeIeHN i VI CAMOCTOSITeTIbHOI padoThI

VYueOHble ayauTopuun Jid MPOBCACHUA

Y4eOHBIX 3aHATHH, TPEAYCMOTPEHHBIX
MporpaMMoii 0akanaBprara, OCHAIICHHBIC
000pyI0BaHHEM u TEXHUYECKUMHU

cpeacTBaMH O0yUeHHSI.

ITomewmenus obecreyeHsl
UH()OPMAIIMOHHO-TEIEKOMMYHUKAIIMOHHOI ceTu IHTepHeT, B
3JIEKTPOHHYIO cpeny

YOV "PXT'A" ¥ K dJIEKTPOHHBIM OMOJIHOTEYHBIM CHCTEMaM,

JOCTYIIOM K
HHPOPMATOHHO-00pa30BaTEIbHY IO
000pyIOBaHBI CIENUATU3NPOBaHHOW MeOenpto  (pabouee
MECTO CHelHAM3UpOBaHHas  y4yeOHas
MeOenb T OoOydJaroImuXxcs, JOCKa yYCHHUYECKas) a TaKkKe

MpenoaBaTes,

TCXHUYCCKUMHU CPCACTBAMU O6y‘l€HI/I}I (KOMHLIOTGp N

HOYTOYK, MePEHOCHOMN CTallMOHAPHBIN
MYJIbTUMETUHHBIM

IIEPEHOCHON J3KpaH Ha CTOMKE

nIn

KOMILJIEKC, CTallMOHAPHBIN WIn
IS MyJIbTUMETUMHOTO
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NEKTPOHHYIO HMH(POPMANMOHHO-00pa30BaTEIbHYI0  Cpedy
YOV "PXT'A" u K 3NMeKTPOHHBIM OHOJIMOTEYHBIM CHCTEMAM,

00OpYZOBaHBl  CHELUANIM3UPOBAHHOW  MEOEINbIo u
KOMITBIOTEPHOM TEXHUKOM.
IMomemenue JUTSE XpaHeHUs u [MomemeHre  OCHAICHHOE  CHCIMATU3UPOBAHHON
PO IITAKTHICCKOTO o0cy)KuBaHMs | MEOEIBIO (CTEJUTaXKH, CTOM, CTYJI).

y4eOHOro 000pyI0BaHHS

V1. CHEIIUAJIU3UPOBAHHBIE YCJIOBHUS HWHBAIMIAM W JIMIIAM C
OI'PAHUYEHHBIMH BO3MOXKHOCTAMU 31O0POBbS
VYka3aHHble HIDKE YCJIOBHUS WHBAIHIAM M JIMIIAM C OTPAaHUYEHHBIMH BO3MOXHOCTSMU
3I[OpOBB}I HpI/IMeHHIOTCH HpI/I HaJIMUN yKaSaHHBIX JINI B rpyHHe 06yt1a10m14xc;1 B 3aBUCHUMOCTHU
OT HO30JIOTUU 3200JIEBAaHUI WM HApyIIEHUH B pab0Te OT/IEIbHBIX OPTaHOB.
OOyuyeHue CTYIEHTOB ¢ HAPYIIIEHHEM CJIVXa
OOyueHHe CTYIeHTOB ¢ HAapylUIeHHEeM CJyXa BBICTPAMBACTCS YEpe3 peau3alliio

CICAYIOUX NMEAArOrv4CCKUX NMpUHIHIIOB:
- HarjiaaHOCTH,

- WHIUBUy AJTU3ALIUH,

- KOMMYHHKaTUBHOCTH Ha OCHOBE HCIIOJIb30BaHUS HH()OPMAIIMOHHBIX TEXHOJIOTHH,
pa3paboTaHHOTO Y4EeOHO-AUJAKTHYECKOTO KOMIUIEKCA, BKIJIIOYAIOIIEr0 IaKeT CIHelHaTbHbIX
y4e0HO-METOTMIECKUX MTPE3CHTAIIH

- HCIIOJIB30BaHUA y‘le6HBIX HOCO6I/II71, ANAITUPOBAHHBIX IJI1 BOCIHPUATHA CTYACHTAMHU C
HAapyHICHUEM CIIyXa.

K uncay npo6sem, XxapaKTepHBbIX A5 JIMI ¢ HAPYLIEHHEM CJIyXa, MO’KHO OTHECTH:
- 3aMeIJICHHOE U OTPAaHUYEHHOE BOCIIPUSTHUE;

- HEAOCTATKH PEUCBOI'O pA3BUTHUS;
- HEAOCTATKH Pa3sBUTHUA MBICITUTEIIEHOM JACATCIIBHOCTH,

- poOeNibl B 3HAHUAX; HEJOCTATKM B PAa3BUTHH JIMYHOCTH (HEYBEPCHHOCTh B ceOc W
HEOIpaBlaHHAs 3aBUCHMOCTh OT OKPYXKAIOIIUX, HU3Kas KOMMYHHUKAOCIbHOCTh, O3TOU3M,
MECCUMM3M, 3aHMKCHHAs WJIM 3aBBIIICHHAs CaMOOIICHKA, HEYMCHHE YIPABJIATH COOCTBEHHBIM
MTOBEJICHUEM );

- HEKOTOpOE€ OTCTaBaHHE€ B ()OPMUPOBAHUM YMEHMS aHAIM3UPOBATh U CUHTE3UPOBATH
BOCIIPMHUMAEMBbIii MaTepuaj, ONepUupoBaTh OOpa3aMM, COIMOCTABIATH BHOBb H3YYEHHOE C
U3yUYEHHBIM paHee; XyXe, YeM y CIBIIIALIMX CBEPCTHUKOB, Pa3BUT aHAJIU3 U CUHTE3 OOBEKTOB.
OTO BBIpa)KaeTcs B TOM, YTO IUIyXHE€ M CJIA0OCIBIIIAIINE MEHbILE BBIACISAIOT B 00bEKTE JeTaly,
4acTO OIyCKarOT MaJ03aMETHBIE, HO CYIIECTBEHHBIE IPU3HAKH.

IIpn opranmzamuu 00pa30BaTEIBLHOIO TpoIecca €O CIabOCHBINIANICH ayauTopHen
HeoOxoauma ocobasi pUKcalys Ha apTUKYJISIUYA BBICTYHAIOMIETO - CIeIyeT TOBOPUTH I'pOMUE U
4yeTde, moadupast moAXOASAIINA YPOBEHb.




Cnenuduxa 3puTeILHOIO BOCHPHUATHS CIA00CTBIIIANINX BIUsSET Ha 3((HEKTUBHOCTH
UX O00pa3HON MaMsATH - B OKPYXKAOMIMX MPEAMETaX U SBICHUSX OHU YacTO BBIACISIOT
HEeCyIIeCTBEHHbIE Mpu3HaKku. [Iponecc 3amoMuHaHUs y CTYJACHTOB C HapyUIEHHBIM CIyXOM BO
MHOTOM  OINOCPEAYEeTCS JICATEIBbHOCTBIO IO aHaIW3y BOCHPHHUMAEeMbIX OOBEKTOB, IIO
COOTHECEHHUIO HOBOI'O MaTepuaja ¢ YyCBOCHHBIM paHee.

Hexotopsie OCHOBHBIC TOHATHS HW3Yy4aeMOTO Marepuajga CTyACHTaM HeOoO0XOIuMO
OOBSICHATH JOTONHUTENbHO. Ha 3aHATHUSX TpeOyercs yIensITh MOBBINICHHOS BHHMAHHC
CHEIUATBHBIM TPOPECCUOHAIIBHBIM TEPMHHAM, a TAKXKE HCIIOJIB30BAHUIO MPOGECCHOHATHHOM
JeKCUKHU. J[JIg JTy4Inero yCBOEHHs CHEIHAIIbHOW TEPMHUHOJOTMH HEOOXOIUMO KaXIbli pa3
MMCaTh HA JOCKE UCIOJIb3yEeMbI€ TEPMUHBI U KOHTPOJIMPOBATh UX YCBOCHHE.

Baumanue B OoJbIIed  CTENEHWM  3aBUCUT OT  HM300pa3UTENBHBIX  KAueCTB
BOCIIPUHUMAEMOr0 MaTepuaja: YeM OHHU BbIpa3uTelbHEE, TeM Jierde ciaadoCIbIaniim
CTYyJICHTaM BBIJICTUTh HH)OPMATHBHBIC MPU3HAKU MTPEMETA WIIH SBICHHUS.

B npouecce o0yuyeHusi peKOMEHAYeTCH MCIO0Jb30BAaTh PAa3HOOOPA3HbIA HATJISIAHbBIN
maTepuaJ. CloxHble /Ui TOHUMaHUS TeMbl JIOJDKHBI ObITh CHAa0XKEHbI KaK MOXHO OOJbIINM
KOJIMYECTBOM HarisigHoro Matepuaina. OcoOyio posib B 00y4eHUH JIUI[ C HAPYIIEHHBIM CIyXOM,
urparoT BugeoMatepuainbl. [lo BO3MOXKHOCTH, mNpeabsBisgeMas BUACOUH(OPMALUI MOMKET
COIPOBOXAATHCSA TEKCTOBOM OETyIiel CTPOKOH MK CypAOIOTHIYECKUM IIEPEBOIOM.

Buneomarepuansl MOMOraloT B HM3y4YEHMHM MPOLECCOB U SIBJICHUM, NOAJAIOIINXCS
BUJCOPUKCAIINH, AHUMALUA MOXET OBITh HCIONB30BaHA [UIsI W300paKEHUS PA3IUIHBIX
JTUHAMUYECKHUX MOJEJEN, HE TIOIJAIOIINXCSl BUIE03aIHUCH.

OO0vueHne CTYIEHTOB C HAPYIIIEHHEM 3PEeHu .

Crneunduka o0yueHHs CIENBIX U CIA00BUIAIINX CTYICHTOB 3aKII0UACTCS B CICAYIOIEM:
- JIO3UPOBAaHUE YUEOHBIX HAIPy30K;

- NPUMEHEHUE CIEIHATIBHBIX (OPM M METOI0B 00yUEHUs], OPUTHHAIBHBIX YYEOHUKOB U
HaTJISITHBIX TIOCOOMH, a TaKkKe ONMTUYECKUX M TU(HIONEIarorndecKiX yCTPOHUCTB, PACIIHPSIONINX
ITI03HABATEJIbHBIE BOBMOXXHOCTH CTYJEHTOB;

- crieranbHoe o(hopMIIeHHE YIEOHBIX KAOMHETOB;
- opranm3anus JiedeOHO-BOCCTAaHOBUTEIHLHOU PabOTHI;
- yCHUIIEHUE pabOThI IO COLUATBHO-TPYAOBOM a/lanTaIliH.

Bo Bpems mpoBeneHust 3aHATUH CIEAyeT 4alle MEepeKIrodarh OOYyJarOIIUXCs C OJHOTO
BUJIA ICATEIHHOCTH Ha IPYTOM.

Bo BpeMs mpoBenaeHHs 3aHATUS [EJArord JIOJDKHBI  yYUTBIBATH  JIOIYCTUMYFO
MIPOJOHKUTEILHOCTh HETIPEPHIBHOW 3PUTEIBHONM HATrpy3KH JUISl CIA0OBHIANINX CTYAEHTOB. K
JO3UPOBAHUIO 3PUTEIHLHON PaObOTHI HAZO TTOIXOIUTH CTPOTO WHIUBUAYATHHO.

HckyccTBeHHasi OCBEIIEHHOCTh MOMeEIIEHH, B KOTOPbIX 3aHUMAIOTCH CTYIEHThI ¢
NMOHWKEHHBIM 3peHneM, JA0JKHA cocTaBasATh oT 500 10 1000 gk, MOATOMY pPEeKOMEHIyEeTCs
WCIIOJIb30BaTh JIOTIOJHUTEIbHBIC HACTOJBHBIE CBETUIBHUKU. CBET TOKCH MaJaTh C JICBOM
CTOPOHBI WK TpsiMO. KITIOUEBBIM CPEICTBOM CONMAITBHON M MPOPECCHOHAIBHON peadbuIuTaiu
JIOJICH ¢ HapYIMICHUSMHU 3pPEHUsS, CIIOCOOCTBYIOIIMM WX YCIENIHOW HHTETPallid B COIHYM,
SIBJITFOTCS. MH()OPMAITMOHHO-KOMMYHHKAITHOHHBIC TEXHOJIOTHH.



OrpanuyeHHOCTh MHPOpPMALUU Yy  cIa0OBHIAMIMX  OOYCIOBIMBAET CXEMaTH3M
3pUTEIBHOTO 00pa3a, ero CKyIHOCTh, (pparMeHTapHOCTh UM HETOYHOCTb.

[Ipu crnaboBuUAECHUU CTpagaeT CKOPOCTh 3PUTEIBHOTO BOCIPHUATHUS; HapyIICHUE
OMHOKYJISIpHOTO 3peHHsl (TIOJHOIIEHHOTO BUACHUS JBYMS TJIa3aMH) y CIa0OBHISIINX MOXKET
IIPUBOJIUTh K TaK Ha3bIBAEMOW IPOCTPAHCTBEHHON CJIENOTE (HApYLIEHUIO BOCIPHUATHS
MEPCIIEKTUBBI U TIIyOHHBI IPOCTPAHCTBA), UTO Ba’KHO MPU YEPUEHUHU U UTEHUU YEpTEkKeH.

[Ipu 3putenbHO paboTe y CabOBUIAINX OBICTPO HACTYMAET YTOMIICHHE, YTO CHUXKAET
ux paboTocrnocobHOCTh. [103TOMY HEOOXOAMMO TPOBOUTH HEOOJIBIIINE TTEPEPHIBHI.

CnaboBuasaIIMM MOTYT OBITh IPOTHUBOINOKA3aHbl MHOTHE OOBIYHBIE IEHCTBUS, HAIPUMED,
HaKJIOHBI, PE3KUE MPBDKKH, MNOJHATHE TsDKECTeH, TaKk Kak OHU MOTYT CHOCOOCTBOBAaTh
yxyameHuto 3peHus. s ycBoeHus uHbopMauuu ciaa®oBuAsmiuM TpeOyeTcst Oosbliee
KOJIMYECTBO ITIOBTOPEHUI U TPEHUPOBOK.

[Ipu mnpoBeneHHWH 3aHATUH B YCJIOBHUAX IIOBBIIIEHHOIO YpPOBHS IIyMa, BHOpauuw,
JUINTENBHBIX 3BYKOBBIX BO3ACUCTBHH, MOXKET PA3BUTLCS YYyBCTBO YCTaJIOCTH CIIyXOBOTO
aHaJIN3aToOpa U AE30PUCHTALIMN B IIPOCTPAHCTBE.

[Tpu nexuuoHHOM (opMe 3aHATHH CIAOOBUAALIMM CIEAYEeT pa3pelIdTh HCIIOJIb30BaTh
3BYKO3aIMChIBAIOIIME YCTPOWCTBA U KOMIIBIOTEPHI, KaK CIOCO0 KOHCHEKTHPOBAHUS, BO BpeMs
3aHATUH.

Nudopmannio HE0O0XO0AUMO MpPEICTABIATh HCXOAS M3 CHEeUUu(UKU CIaOOBUISANIETO
CTyleHTa: KpynHbI mpudrt (16-18 pasmep), AUCKOBBIH HAKOMUTENHh (YTOOBI MPOYUTATH C
MOMOIIIbI0 KOMIBIOTEPA CO 3BYKOBOHM mporpammoit), ayauodaiiisl. Be€ 3ammcanHoe Ha J0cke
JIOTKHO OBITH 03BYYEHO.

Heo0x0a1M0 KOMMEHTHPOBATH CBOM JKECTHI M HAJIIMCH Ha JJOCKE U MepeaBaTh CJI0BaMHU
TO, YTO YaCTO BBIpAXKAETCS MUMHKOW M xkectamu. [Ipu yTeHuMm BCiIyX HEOOXOAMMO CHavaja
npenynpeauts 00 aTom. He creyer 3aMeHsATh YTEHUE TTePeCcKa3oM.

I[Ipu pabotre Ha KOMOBIOTEpE CJEAyeT MCIOIB30BaTh MPUHIMI MaKCHMaJIbHOTO
CHIDKEHUSl 3PUTEIbHBIX HArpy30K, IO3UPOBAHHWE M YEpPEAOBAHHUE 3PUTEIbHBIX HArpy30K C
OPYTMMU BHJIAMHU JESITEIBbHOCTH, HCIOJb30BaHUE CHEIHAIBHBIX MPOIrPAMMHBIX CPEACTB JUIS
YBEIUYEHUS N300paKEHHUS HAa SKpaHe WM JUIsl O3BYYHMBAHUS MHPOPMALINU; — HMPUHIHIT pabOTHI
C TIOMOIIBIO KJIaBHATYpPbl, @ HE € MOMOILBIO MBIIIH, B TOM YHCJE C MCIIOJIb30BAHUE «TOPSIUUX)
KJIaBUII U OCBOCHHUE CJIETIOTO JECATUIIANBIIEBOIO METO/1a IEYaTH Ha KJIaBHATYypE.

Oo0yuyeHue CTYIEHTOB ¢ HApYIIIEHHEM ONOPHO-ABHUIraTeJbHOro annapara (O1A).
Crynentsl ¢ HapymeHusmMu OJ[A mipeacTaBisitoT co60i MHOTOUYMCIICHHYIO TPYIITY JIHII,
HMCIOIUX Ppa3JINYHBIC IBUTaTCIIBHBIC ITIATOJIOTMHU, KOTOPBIC YaCTO COYCTAIOTCA C HAPYUICHUAMU B

MO3HABATEIIbHOM, PEYEBOM, SMOIMOHATBHO-TMYHOCTHOM pa3BuTuu. OOydeHue CTYICHTOB C
HapymeHusMu OJIA TOMKHO OCYIIECTBIATHCSA HA (OHE JIeueOHO-BOCCTAHOBUTEILHON PaOOTHI,
KOTOpasi JIOJKHA BECTUCH B CIEIYIONIMX HAMpPaBICHUAX: MOCUIbHAS MEAMIIMHCKAS KOPPEKIUS
JBUTATEIBHOIO JedeKTa; Teparnus HEPBHO-IICUXUYECKUX OTKIOHEHUH.

Crneuunduka nopaxenut OJIA Moxer 3amennieHHO (OPMUPOBATH TaKUE OMEPAIUHU, KaK
CpaBHEHHE, BBbIJIECNICHHE CYLIECTBEHHBIX M HECYIIECTBEHHBIX IPU3HAKOB, YCTAHOBJICHHE
MPUYHUHHO-CJIEICTBEHHON 3aBUCIMOCTH, HETOYHOCTH YIIOTPEOIIEMbIX MOHITHH.

[Tpu TsHKENOM MOpaKeHUHM HIDKHUX KOHEYHOCTEH PYKH MPHUCYTCTBYIOT TPYAHOCTH MPHU
OBJIAJICHUU OIPEIEIICHHBIMU MTPEIMETHO-ITPAKTUYECKUMHU IEUCTBUSIMHU.

[Topaxxennst OJIA 9acTo CBsI3aHbl C HApYLICHUSMH 3PEHMs], CIyXa, UyBCTBUTEIBHOCTH,
IPOCTPAHCTBEHHON OpPUEHTALMHU. DTO TPOSBIAETCS 3aMEIEHHOM (OPMUPOBAHUM MOHSATHIA,



OTIPEICTSIONINX TIOJIOKEHUE TMPEeIMETOB M YacTeil COOCTBEHHOTO Tela B TMPOCTPAHCTBE,
HECIOCOOHOCTH y3HaBaTh M BOCIPOU3BOIUTEH (UTYPHI, CKIAAbIBaTh U3 yacTel menoe. B nuceme
BBISIBIISIFOTCS] OLIMOKU B TpaguuecKoM n300paskeHHH OYKB U HUdp (acCUMMETpus, 3epKajIbHOCTD),
HAYaJIO MMChMa ¥ YTEHUS C CEPEAMHBI CTPAHUIIBI.

Hapymennss OJIA  mposiBIsitoTCsT B pacCTPOMCTBE  BHUMAaHUS U MaMSTH,
pPaccpeloOTOYCHHOCTH, CYKEHHH O00BbEMa BHUMAHMS, NPEOOTaaHUM CIIyXOBOM TaMSTH Hal
3pUTENIbHON. DMOIMOHAIBHBIC HAPYIICHUS MPOSBIISIOTCS B BUJC MOBBIIMICHHOW BO30YAMMOCTH,
MIPOSIBIICHUH CTPAXOB, CKIIOHHOCTH K KOJICOAHUSIM HACTPOCHHUS.

[TpoaomKUTEeNbHOCT 3aHATHS HE JOJDKHA IpeBwImath 1,5 vaca (B AeHb 3 vaca), mocie
yero pekoMmeHmayercss 10—I15-mMuHyTHBIM TiepepbiB. [[ns opraHu3amuu y4eOHOTO Mpolecca
HEO0OXOIUMO ONPEJENIUTh yueOHOEe MECTO B ayJAUTOPHUH, CIEAYET Pa3pelIuTh CTYACHTY CaMOMY
noaoupath KOM(MOPTHYIO 1MO3Yy JJs BBINOJHEHHS] MHUCbMEHHBIX M YCTHBIX paboT (Cuas, cTos,
0OJIOKOTUBIIUCH U T.1I.).

[Tpu mpoBeneHUN 3aHITHIA CIETyeT YUYUTHIBaTh 00BEM M (DOPMBI BBIMOJIHEHUS YCTHBIX U
MUCHbMEHHBIX paboT, TeMIl paboThl ayTUTOPUH U MO BO3MOXHOCTU MEHSTH (POPMBI IPOBEICHUS
3aHaTUd. C 1EeNbl0 MONyYeHHUs JMIAMU C TOPaKEHHEM OMOPHO-ABUTATEIHLHOrO armmapara
nHbOpMallMl B TMOJHOM OObEMEe 3BYKOBBIE COOOIICHHS HYXHO IyOIHpOBaTh 3pUTEIbHBIMHU,
MCIONIb30BATh HATJISAHBIN MaTepuall, 00ydarolue BuaeoMaTepruabl.

[Tpu pabote co cryneHtamu c¢ HapymeHueM OJIA HeoOXoauMO HCMONb30BaTh METOIBI,
AKTUBU3HPYIOIIME TIO3HABATENBHYIO JIEATEIbHOCTh YYAIMXCs, pPa3BUBAMOINNE YCTHYI H
MUCHbMEHHYIO pedb U (HOpMUPYIOIIHE HEOOXOIMMbIE YueOHbIE HABBIKH.

OU3NYECKUI HEIOCTATOK CYIIECTBEHHO BIHUSET HA COIMAIIbHYIO TO3UIIMIO CTYACHTA, HA
€ro OTHOIICHHE K OKPYKAIIIEMy MHUPY, CJICICTBUEM YEro SIBISETCS HCKaKCHHE BEAyIIeH
JESTEILHOCTA U OOIIECHUS C OKPYKAIOIIUMHU. Y TaKUX CTYJACHTOB HAOIIOJAIOTCS HAPYIICHUS
JTUYHOCTHOTO Pa3BUTHS: TOHIDKEHHAsT MOTHUBAIUS K JEATEIILHOCTH, CTpPaxH, CBS3aHHBIC C
MEPEIBIKESHUEM H MTEPEMEIIICHUEM, CTPEMIICHHE K OTPAHHYCHUIO COIMATHHBIX KOHTAKTOB.

OMOIMOHATHHO-BOJICBBIE HAPYIICHUS TMPOSIBISIFOTCS B TMOBBIMICHHOW BO30YIUMOCTH,
Ype3MEpPHOM UYBCTBUTECIHLHOCTH K BHEIIHUM pa3IpPAKUTEIIIM € IYTJIUBOCTH. Y OJHHUX
oTMeuYaeTcs OEeCrOKONCTBO, CYETJIIMBOCTb, PAaCTOPMOKEHHOCTb, Y JIPYTUX - BSUIOCTb,
MTACCUBHOCTH U JIBUTATEIIbHAS 3aTOPMOKCHHOCTD.

[Ipu oOmIeHNN ¢ YeTTOBEKOM B MHBAIMIHOW KOJSCKE, HYXKHO CJIENaTh TakK, YTOOBI BaIlh
rJla3a HaXOJWJINCh Ha OJJHOM ypoBHe. Ha Heé Henb3st 0010KkaurBaThCs.

Bcerna HeoOGxoaumo JMYHO yOeXIaTbCsi B JIOCTYIHOCTHM MECT, I/I€ 3aIUIaHUPOBAHBI
3aHATHUA.

Jluma ¢ nmcuxXudecKuMH Mpo0IeMaMH MOTYT UCTIBITBIBATh SMOITMOHATIBHBIC PACCTPOUCTBA.
Ecnu 4yenoBek, UMEIONIMM TaKhe HapyLICHHs, PACCTPOCH, HY>KHO CIPOCHTb €ro CIIOKOMHO, YTO
MOXKHO cJienaTh, 4ToObl MOMouYb eMy. He ciieyer roBopUTh pe3KO € YelIOBEKOM, MMEIOIINM
MICUXUYECKUE HApYIICHHs, AaKe €ClM Jid 3TOro HMMeEITCs OcHOBaHus. Ecnmu cobecenHUK
MIPOSIBIISIET APYKEIMOOHOCTB, TO Uilo ¢ OB3 OyaeT 4yBcTBOBaTh Ce0s CIIOKOMHO.

[Tpu oOuieHUM C TIOIPMU, HCTBITHIBAIOIIMMU 3aTPYAHEHHUS B pPEYH, HE JOMYyCKaeTcs
nepeOuBaTh U NOMpaBiiATh. Heo0XxoaumMo OBITH TOTOBBIM K TOMY, YTO Pa3roBOP C YEJIOBEKOM C
3aTpyJHEHHON PEeUbl0 3aiiMeT OOJbIIIe BpEMEHH.

HeoOxoaumo 3a1aBath BOMPOCHI, KOTOPbIE TPEOYIOT KOPOTKUX OTBETOB WJIM KUBKA.

OO0uue pekoMeHaaIUM 1O padoTe ¢ 00y4aAIIMMUCA-UHBAJINIAMU.
- Vcnonp30BaHue ykazaHuil, Kak B yCTHOM, TaK U MUCbMEHHOHU (opme;



- [TosTanHoe pa3bsiCHEHUE 3aJaHU;

- IlocnenoBarenbHOE BHIIIOIHCHUE 3aJaHHIL;

- [ToBTOpEHME CTYJ€HTAMU MHCTPYKIUU K BBIIIOJIHEHUIO 33/1aHNUS;

- ObecrieueHne ayAMOBU3YaTbHBIMU TEXHUYECKIMU CPEACTBAMH OOYUCHHUS,
- Pa3permienne ncnonb3oBaTh AUKTO(OH IS 3aMIMCH OTBETOB YUYAIIUMUCS;

- CocraBicHue HHIAWBUIYAJbHBIX IIJIAHOB BaHHTHﬁ, MO3UTUBHO OPUCHTUPOBAHHBIX U
YUYUTBIBAOIIUX HABBIKW U YMCHHA CTYICHTA.

VII. METOJUYECKHE VYKA3ZAHUA [JJsd OBYYAIOIIUXCA 11O
OCBOEHHIO JUCHHUITJINHBbI.

[Tpuctynas K M3y4eHUIO JUCLUIUIMHBI, 00yUYarOIIUMCS LeIeco00pa3sHO 03HAKOMUTHCS C
ee pabouell mporpamMmol, y4yeOHOW, HayyHOW M METOJUYECKOM JIMTepaTypoil, MMeroueics B
O6ubsmoTeKe, a TakXkKe ¢ MpeAaraéMbIM IIepeuHeM 3a1aHuil.

PexoMeHaauMu 10 MOATOTOBKE K ayJAUTOPHBIM 3aHATHAM

JleKMOHHBIE 3AHATUA

YMeHHe COCpPEAOTOYECHHO CIyIIaTh JIEKIWHM, AKTUBHO BOCIPUHMMATh H3JIaracMble
CBEJICHUS SIBISIETCA — 3TO Ba)KHEWILEE YCIOBHE OCBOCHHUs JAHHOW AMCHMIUIMHBL Kaxnmas w3
JIEKIIUM COINPOBOXKAAETCA KOMIIBIOTEPHOM IIPE3EHTAlUEH, KOTOpas WIUIFOCTPUPYET OCHOBHBIE
CTWIM M TEHJCHLWH B HCTOpPUM au3aiiHa. Kpome TOro, B KOHIE KaXJOW JIEKIHH C LEJBIO
CO3ZIaHUSl YCJIIOBHH Ui OCMBICICHMS COJCp)KaHHsS MaTepHajaa OOydarolluMcs IpeasIaracTcs
OTBETUTh Ha Bompoc. Kparkue 3anucu JIEeKIUH, UX KOHCIEKTHPOBAHWE IIOMOTAeT YCBOWTH
Mmatepuai. [losToMy B Xone NEKIMOHHBIX 3aHATHI HEOOXOIUMO BECTH KOHCIEKTHPOBAHUE
y4eOHOro mMarepuaina, oopalias BHUMaHHE Ha CaMO€ BaXKHOE U CYIIECTBEHHOE B HEM.

IIpakTnyeckune 3aHATHS

B xonme moAroToBKM K TPAKTHYECKAM 3aHATHSAM HEOOXOJWMO H3YYHTh OCHOBHYIO
JUTEPATYPy, O3HAKOMHUTHCS C JIONMOJHHUTEIBHON JINTEPaTypoil, HOBBIMH MyOJHMKAIMSIMH B
MEPHOAMYCCKAX W3JaHMSIX: JKypHalIax, ra3erax W T.JO. [Ipp 3TOM BaXHO YYHTHIBAThH
PEKOMEHIAIIMKU TIperoaBaTelis U TpeOOBaHUs YYeOHOM mporpaMMbl. BaxkHO Takke ONMUpaThCs
Ha KOHCIEKTHI JISKIIMHA. B Xoje 3aHATHS Ba)KHO BHHMATEIBHO CIYIIATh BBICTYIUICHHS CBOMX
OHOKYpCHUKOB. [Ipy HE0OXOAMMOCTH 3aJaBaTb WM YTOYHSIONIME BOIPOCH], aKTUBHO
y4acTBOBaTh B OOCYXKICHHMHM H3y4aeMBIX BOIPOCOB. B  Xoge CcBOEro BBICTYIUICHUS
1[e1eco00pa3HO UCIIONIb30BATh KaK TEXHUYECKUE CPECTBA O0yUeHUs, TaK U TPAJUIHOHHBIE (IIPH
HEOOXOAMMOCTH).

Opranunsanus BHeayAUTOPHOM JeSITeJIbHOCTH CTY/ICHTOB
BaeaynutopHas JesTenbHOCTh OOy4YaroUIerocs Mo JaHHOW AMCUUIUIMHE MPEAroyaraet
CaMOCTOSITENIbHBIN MOUCK MH(OpMAIMK, HEOOXOAUMOM, BO-TIIEPBBIX, JUISl BHIIIOJHEHUS 3a/laHHUH
CaMOCTOSITENTLHOM pabOThl W, BO-BTOPBIX, MOJATOTOBKY K TEKyHIeH M MIPOMEXYTOUYHOU
aTTeCTaluy. Y CICIIHAsl OPraHu3alis BPEMEHU 110 YCBOCHUIO JAHHOW IHCLHUILIMHBI BO MHOIOM



3aBUCUT OT HaJIUYUA Yy 06yqa}01ueroc;1 YMCHUA CaMOOPraHU30BaTb cebs U cBoE BpeMs IUJIA
BBIITOJHCHUS NMPEAIIOKCHHBIX JOMAITHUX SaﬂaHHﬁ.

IMoaroroBka K 3K3aMeHy U 3a4eTy

B mpouecce moAroToBKM K 3K3aMEHY U 3aueTy OOydaroleMycCsl peKOMEHIyeTcs Tak
OpraHHU30BaTh CBOIO yuyeOy, 4TOObl Bce BUABI padOT M 3aJaHHii, NMpeayCMOTpEHHbIe padodyeil
MPOTpaMMOii, ObLTH BBIMOJIHEHB! B CpOK. OCHOBHOE B MOJATOTOBKE K 9K3aMEHY M 3a4eTy - 3TO
MOBTOPEHHE BCEr0 MaTepuaja yuyeOHON MUCHMIUIMHBL. B gHM 3K3aMeHy M 3a4eTy HeoOXO0IuMo
n30eraTb UYpE3MEpPHOH Meperpy3kd yMCTBEHHOW paboToH, uepemys Tpyx W OTAbIX. [lpum
MOJArOTOBKE K CJade 5K3aMEeHa M 3auyeTa cTapaiTech BeCb 00bEeM paldOThl pacHpeneisTh
PaBHOMEpHO IO JIHSM, OTBEJIEHHBIM I MOJATOTOBKM K SK3aMEHY U 3a4eTy, KOHTPOJIMPOBATh
KaX/blil J1eHb BbINOJIHEHUs paboThl. [Ipu moAroroBke K 3K3aMeHy U 3adeTy LesiecooOpa3Ho
MOBTOPATh TMPOMAEHHBIM MaTepuall B CTPOTOM COOTBETCTBUM C Y4e€OHOW MpOorpaMMoH,
IPUMEPHBIM TE€peYyHeM Y4YeOHBIX BOINPOCOB, 3a/laHUM, KOTOpbIE BBIHOCATCS Ha 3K3aMEHy U
3a4eTy U COAEPIKAIIMXCS B JAHHON MPOrpamme.

PazpaboTunkm:

PXTA

(MecTO paboThI) (IOMKHOCTD, y4. CTENEHb, 3BAaHUE) (monmucek) (®UO)



Ilpunosicenue 1

IIpuMepHbIe OLICHOYHbIE MATEPHAJIBI
[IpoBenenne NMpomMeKyTOYHOW aTTeCTallMd perjaMeHTHpPOBAHO JIOKalIbHbIM akToM PXI'A " O
MOpPSAJIKE OpraHMU3allMM 00pa30BaTENIbHOM JEATENBHOCTH 110 00pa30BaTElIbHBIM IpOrpamMmam
BbICILIEr0 00pa3oBaHMs - IporpaMMaM OakajlaBpuaTa U IMporpaMMaM MarucTparypbl B 4aCTHOM
00pa3oBaTEILHOM YUpPEXKIECHUH BBICIIEro oOpazoBaHus "Pycckas XpucTHaHCKas TyMaHUTapHas
akameMus'".

Bo Bpems 3auera, 3x3aMeHa 00yyarolUiicsl MOXKET MOJIb30BaThCs paboyeil mporpaMMoi
JTUCITUTUIMHBI, TPEAOCTAaBIICHHONW mpenonaBareneM. JloGoit npyroit  BcrioMorareiabHOM
JUTEPATYpPOH OH MOXKET I0JIb30BAThCS TOJIBKO C pa3pelIeHus SK3aMeHaTopa.

Hcnonb3oBanue oOyyaromuMMCsi BO BpeMs 3aueTa, SK3aMEHa TEXHUYECKHUX CpEICTB
KaTEeropruuecKH 3amnpeieHo.

IIpuMepHbIe OLEHOYHbIE MATEPHAJIBI

VK-4.1, YK-4.3, YK-4 4, 1IK-4.1
Tect 1
MULTIPLE CHOICE QUESTIONS) (20 marks)

Answer ALL questions in this section. Choose the best answer for each question. Marks will not
be deducted for incorrect answers. Each question carries 2 marks.

1. Which of the following is NOT a component in the Communication Model?

(1) Sender

(2) Messenger
3) Encoding
4) Receiver

A All of the above B All, except (1) C All, except (2) D All, except (3)
2. What kind of information should be included in a resume?

(1) Work experience

(2) Education

3) Affiliation and membership
4) Letter of recommendation

A All, except (1) B All, except (2) C All, except (3) D All, except (4)
3. What are the common barriers that impede communication?
(1)  Barriers with people

(2) Barriers with words

(3)  Barriers made by cultural differences
4) Barriers made by distance A All of the above



B All, except (2) C All, except (3) D All, except (4)
4. Which of the following information should be included in minutes?

(1) Date and venue of the meeting

(2)  Decisions made at the meeting

3) Comments from the members

4) Action to be taken by the members A All of the above
B All, except (2) C All, except (3) D All, except (4)

5. When preparing to write for business purposes, the 4 Ps include:

(1)  Personal

(2) Position

(3)  Polite

4) Professional A All, except (1) B All, except (2) C All, except (3) D All, except (4)

6. What should be avoided when engaging in business correspondence?

(1) Choppy sentences

(2) Passive sentences

3) Bias-free language

4) Cliches

A All, except (1) B All, except (2) C All, except (3) D All, except (4)

7. Which of the following is NOT a problem when calling for a meeting:

A Personal agenda B Team spirit
C Interpersonal conflicts D Cultural differences

8. Which of the following sentences about reports is NOT true?

A A short report is meant to convey information in an efficient, compact format.

B An annual report is usually published once a year for shareholders as well as for employers.

C A recommendation report examines a situation and concludes with specific recommendations.
D A proposal is a report written to convince a reader that a need exists and that specific action
should be taken to remedy that need.

9. Which of the following is NOT an external business written communication?

A Complaint letter B Curriculum Vitae C Memo
D Enquiries letter

10. Effective communication can ONLY be achieved when:

(1)  The audience is understood

(2)  Feedback is encouraged

3) Thoughts are organised A All of the above
B All, except (1) C All, except (2) D All, except (3)



Tect 2
SECTION B (SHORT QUESTIONS) (20 marks)

Answer ALL questions in this section. Marks are indicated at the end of each question. Please
read the article and answer the short questions below.

The Cost of Recovery

“Reprinted with permission from SCMP.com Limited (www.scmp.com)” Economic recovery
may be just around the corner — but it is not alone. Lurking there and waiting to pounce on
consumers are public utility companies and the transport industry. Most of the companies now
reported to be applying for charge or fare increases had to peg prices during the recession, but
they seem to believe that the new economic climate will justify a rise without causing a public
outcry. In fact, any move to start pushing fees and charges up before the average family has felt
the benefit of the upturn in the economy will be very badly received. It will be well into next
year before the feel-good factor returns. Unemployment remains at around 4.8 per cent. Many
companies continue to operate a wage freeze, and where pay increases have been given they
have tended to be low.

Thursday’s wage survey said the average rise for 2001 would be below three per cent. If the cost
of vital services such as electricity, gas and wa- ter supplies, ferry routes or the MTR and KCR
are increased early next year before there is a noticeable improvement in living standards, the
pub- lic disapproval level will be high. In some cases there could be genuine hardship.

Mandatory Provident Fund schemes will take money out of many wage packets for the first time
when they begin next month and it will be some time before household budgets adjust to that
unaccustomed expense. If next year’s pay rise settle at around the predicted three per cent, they
will be swallowed up in overheads if some of these price rises go ahead.

Any move by the electricity companies to raise tariffs will be strongly resented. The system by
which the two companies are able to press ahead with unnecessary construction in order to add
to an oversupply of power is already a source of deep dissatisfaction. According to the Audit
Commission, consumers have been overcharged by $3.4 billion because of excess capacity. The
focus of attention now should be in finding a solution to this unacceptable situation, rather than
speculating on how soon, and by how much, electricity bills will rise.

Travel costs are likely to have a knock-on effect on other sectors of the economy. If bus, train,
ferry and tunnel fares go up, there is bound to be an impact on property prices in the outlying
areas. Those who have survived the recession without losses will have a problem putting up a
con- vincing case for price rises. Others, like the Post Office, which has suffered through the rise
of the Internet and has frozen charges since 1996, are less contentious. But recovery is not robust
enough to absorb a spate of increases coming at once; and that is something the Government
should bear in mind.

REQUIRED:
1. In the first paragraph, what is not alone? And why?

(4 marks)



2. In the second paragraph, what did companies do during a recession? What are they doing
now and what is its most likely effect?

(5 marks)

3. (a) What is the current unemployment rate?
(1 mark)

(b) Will there be any pay rise?

(4 marks)

4. List THREE examples of a utility company.
(3 marks)

5. What does the article conclude that should the Government bear in mind
(3 marks)

(Total 20 marks)

SECTION B (SHORT QUESTIONS) (20 marks)

Tect 1

Multiple choice questions: Select the best answer. (1 point each)

1. What are the primary functions of business management?
a. Planning, organizing, controlling

b. Strategizing, communicating, planning

c. Finance, operations, management

d. Marketing, accounting, human resource management

D

The standard of living for a nation’s people depends mainly on

a. the quality of the natural environment

b. how much political freedom they have

c their incomes and the prices of the good and services they buy

d the amount of labor and capital available employed in the manufacturing sector

3. The total value of final goods and services produced within a nation’s borders in a given
year is known as that nation’s

aggregate production quota
aggregate domestic output

index of aggregate economic output
gross domestic product

eoe o



4. The nation of Tryland has seen the total value of the goods and services it produces
increase rapidly over the past year. What is the most likely result of this change?

a. A rise in Tryland’s GDP

b. A rise in Tryland’s CPI

c. A rise in Tryland’s unemployment rate

d. A decline in the number of workers who are structurally unemployed

5. Which of the following statements about government deficit spending is most accurate?
a. Although the government used to run big deficits, it has consistently run surpluses since
the late 1980s.

b. One reason the government has a hard time reducing deficits is that there is a great deal

of pressure on the government to increase its spending each year.

c. The federal government violates the law by running deficits because the Constitution
requires the government to balance its budget each year.

d. The government has used deficit spending to lower the national debt.

6. What measure is used to report price changes at the wholesale level?

a. Gross domestic product (GDP)

b. Consumer price index (CPI)

c. Wholesale price index (WPI)

d. Producer price index (PPI)

7. Jack is the sole proprietor of a gift shop in a small shopping center. Any profit Jack's

business earns is

a. totally tax-free

b. taxed only as Jack's personal income

c. taxed only if and when it is distributed to investors

d. taxed twice, once as business income, then again as Jack's personal income
8. What is the easiest form of business to start and to end?

a. Sole proprietorship

b. Limited partnership

c. Corporation

d. Cooperative

9. A(n) is a person who assumes the risk of starting a business.
a. manager

b. stakeholder

c. entrepreneur

d. private investor

10.  Which theory states that a nation should produce and sell goods that it produces most
efficiently to other countries, and buy goods that are produced more efficiently by other
countries?



a. Comparative advantage

b. Absolute advantage

c Bilateral advantage

d Mercantilism

11.  Which of the following would be a unique focus of an integrity-based ethics code?

a Shared accountability among employees
b. Improved awareness of the relevant laws
c Increased penalties for code violators

d Increased control over employee actions

12.  When managers work to create conditions and systems to ensure that everything and
everyone works together to achieve the organi- zation's goals, they are involved in the function
of management.

a. controlling

b. leading

c. planning

d. organizing

13. A national chain of hotels utilizes a centralized authority structure. What is the most

likely reason why top management favors cen- tralized authority?

They want to maintain a uniform image and high quality service.
They want to improve customer service response time.

They intend to empower its first-line employees.

They want to utilize a cross-functional organization.

e o o

14. Which of the following terms describes the set of values, beliefs, rules, language, and
institutions held by a specific group of people?

a. Culture

b. Ethnocentricity

c. Social beliefs

d. Institutional society

15.  To implement a policy of empowerment, sometimes an organization has to restructure

itself so that

workers agree to work overtime without extra pay

an entire level of management is removed from the organization

managers have more responsibility and employees learn to follow directions
managers have less authority and employees have more responsibility

/o o

16.  What is the purpose of the double-entry procedure in accounting?

a. To create the financials
b. To record debits and credits
c. To prepare the journals



d. To keep the accounting equation in balance
17.  Which the following instruments has the longest duration?

a. Bridge loan

b. Treasury bill

c Treasury note
d Treasury bond

18. What term is used to describe the core characteristics that define a brand?

Brand essence
Brand quality
Brand element
Brand nature

e o o

19.  What type of marketing channel consists of the producer and the consumer?

Direct channel marketing
Indirect channel marketing
Traditional marketing
Mono-channel marketing

o o

Short answer questions: Answer in two to four complete sentences. ((2 points each)
20.  Discuss a critical function of the information technology that is used in business.

21.  Explain a major difference between hardware and software.

Tect 2

PRINCIPLES OF MANAGEMENT SHORT QUESTIONS AND ANSWERS UNIT: I
2 MARKS

1. Define Management.

According to KOONTZ & WEIHRICH, “Management is the process of designing and
maintaining of an environment in which individuals working together in groups efficiently
accomplish selected aims”.

“Management is the art of getting things through and with people in formally organized groups”.
Ex: Human Resource Management, Financial Management.

2. Is Management - an art or science?

Managing as practice is an art; the organized knowledge underlying the practice is a science.

Managing has the following features that make it an art.



Creative

Individual approach
Application and dedication
Initiative and

Intelligence.

SR W=

The following features make it a science.

Systematic decision making
Universal management process
Situational output and

Universally accepted management.

PR

Thus management can be called both as an art and science.
3. What are the essential skills of Managers?
The major skills required or expected out of managers are:

Technical skills — Pertaining to knowledge and proficiency in activities involving methods and
procedures;

Human skills — Ability to work effectively with other persons and to build up cooperative group
relations to accomplish organizational objectives;

Conceptual skills — Ability to recognize significant elements in a situation; and to understand the
relationship among those elements; and

Design skills — Ability to solve problems in ways that will benefit the enterprise.
4. Define Scientific Management.

Scientific management involves specific method of determination of facts through observation.
The concept of scientific management was intro- duced by Frederick Winslow Taylor in the
USA in the beginning of 20th century. It was further carried on by Frank and Lillian Gilbreth,
Henry Gantt, etc. It was concerned essentially with improving the operational efficiency at the
shop floor level. “Scientific Management is concerned with knowing exactly what you want men
to do and then see in that they do it best and cheapest way”.

5. List the principles of Scientific Management.
Scientific management was introduced by F.W Taylor who is known as the Father of Scientific
Management. He adopted scientific methods to in- crease the productivity and greater efficiency

in production.

The principles of Scientific Management are: Separation of planning and working; Functional
foremanship; Job analyzers

6. List the contributions of Fayol towards Management.



Henry Fayol is a French industrialist whose contributions are termed as operational management
or administrative management. He followed ,,The Classical Approach™ to the evolution of
management thought. His contributions are given as follows:

Grouping of activities of an industrial organization into six groups, namely- Technical,
commercial, financial, security, accounting and manageri- al;

Identified six types of qualities of a manager are- Physical, mental, moral, educational, technical
and experience;

Fourteen principles of Management namely- Division of Work, Authority and responsibility and
so on; and

Five elements/functions of management- Planning, organizing, commanding, coordinating and
controlling.

7. List out the Functions of management

Planning

Organizing

Staffing

Leading or Direction or Coordination
Controlling

8. List out the Management level and functions.
Top-level management
Middle level management

Lower level management

Top level management functions

1. To formulate goals and policies
2. To formulate budgets
3. To appoint top executives

Middle level management functions.

1. To train motives &develop supervisory level
2. To monitor and control the operations performance

Low level management

1. To train &develop workers To assign job
2. To give orders and instructions
3. To report the information about the workers

9. What are the roles played by a Manager?
Interpersonal roles
l. Figurehead role

2. The leader role
3. The liaison role Informational roles



The recipient role

The disseminator role

The spokesperson role Decision roles
The entrepreneurial role

The disturbance-handler role

The resource allocator role

0.  Define ‘Sole proprietorship’.

= 00N vk

A Business unit that is owned and controlled by a single individual is known as sole trading or
sole proprietorship concern. He uses his own sav- ings for running the business. The sole trader
makes all purchases and sells on his own and maintains all the accounts. He alone enjoys all the
prof- its and bears all the losses.

Ex: A Fancy store.
11.  What do you mean by a ‘Partnership firm’?

A partnership is an association of two or more persons to carry on business and to share its profit
and losses. The relation of a partnership arises from contract. The maximum number of partners
is limited to 10 in the case of banking business and 20 in the case of other business.

Ex: Chand & Co.
12.  What do you understand by the term ‘Joint Stock Company’?

“By a Company we mean an association of many persons who contribute money or money*s
worth to a common stock and employs it in some trade or business and also shares the profit and
loss as the case may be arising there from”. There are two types of Joint stock companies:

Private Limited company — Ex: M/s Key Media Pvt. Ltd.
Public Limited company — Ex: M/s Pearl credits Ltd.

13.  Who is (i) an active partner (ii) a sleeping partner?

Active partner: Any partner who is authorized by others to manage the business is known as
active partner. Sleeping partner: Any partner who does not express his intention to participate in
the business can be called as a sleeping partner. He will be just an investor who has a right to
share profits.

14.  What is a Co-operative Enterprise?

A Co-operative enterprise is a voluntary association of persons for mutual benefit and its aims
are accomplished through self-help and collective effort. It may be described as a protective
device used by the relatively less strong sections of society to safeguard their economic interests
in the face of exploitation by producers and sellers working solely for maximizing profits. Ex:
AAVIN Milk Federation Cooperative Society.

15.  What is a Private limited company?

A Private limited company is a company which has a minimum paid up capital as may be
prescribed. It can be incorporated with just two persons. It can have a maximum of 50 members.



It cannot go in for a public issue. It restricts the transfer of its shares. It is particularly suitable for
industrial ventures which can get many concessions in respect of income tax. Ex: M/s Key
Media Pvt. Ltd.

16.  What is a Public limited company?

A Public limited company should have a minimum of 7 members and the maximum limit is
unlimited. It can issue shares to the Public. The finan- cial statement should be sent to all the
members and to the Registrar of Companies. The shares of a public limited company can be
transferred by the members to the others without any restriction by the company. Such transfers
are made through organized markets called ,,stock markets™ or

,»stock exchanges®. Ex: M/s Pearl credits Ltd.

17.  What is a Public sector Enterprise?

Public enterprise or State enterprise is an undertaking owned and controlled by the local or state
or central government. They are financed and managed by the government. They are started with
a service motive. Ex: NLC Ltd.

18.  What is a Public Corporation?

A Public corporation is an autonomous body corporate created by a special statute of a state or
central government. A public corporation is a sepa- rate legal entity created for a specific

purpose.

Ex: LIC.

TECT 1 (ctanaapTH3HPOBAHHBINA KOHTPOJIb):
The source: https://www.mtel.nesinc.com/Content/Docs/MA_FLDO019 PRACTICE TEST.pdf

1. Which of the following is the best example of a manager performing the management
function of controlling?

A. A marketing manager conducts market research to identify new marketing opportunities.
B. A supervisor provides performance assessments to workers along with suggestions for
improvement.

C. A project manager chooses workers to serve on a team that will work on the development
of a new product.

D. A store manager meets with workers to explain the company's business goals and
philosophy.

2. Which of the following actions is likely to be a major step in implementing a program of

Total Quality Management (TQM)?

A. analyzing business operations to identify areas where improvements in efficiency are
possible
B. establishing a centralized decisionmaking structure in which managers are given greater

authority



C.
merit
D.

instituting a policy of promoting managers from within and basing promotions entirely on

implementing the lowest cost options that are available at all levels of the production

Process

3.

In which of the following situations would it be most advantageous for a company to

outsource a portion of its production to a qualified independent vendor?

A.

Production has been switched from a batch to a continuous-flow process, and efficiency

in all phases of production has increased.

B.

Several new production lines have been recently added, but future demand for the

product is likely to drop due to a recession.

C.

Production facilities are operating close to full capacity, and managers expect a rapid

increase in demand for the product.

D.

A new product has just been added to the product line, but problems with quality control

have not yet been eliminated.

4.

When a company implements a just-intime system for manufacturing inputs, it is most

important to ensure that:

Sawp

5.

bulk rates for inputs are available from suppliers.

deliveries of inputs are scheduled during slack periods of production.
sufficient storage facilities for inputs are available.

deliveries of inputs from suppliers will not be interrupted.

Which of the following is likely to be one advantage of reducing the number of

management levels in a company's organizational struc- ture?

SCaowp

A.

decreasing task differentiation and employee specialization
increasing the flexibility of decision making

decreasing the workload for middle level managers
increasing morale and motivation among employees

Which of the following is the best example of a company changing its strategy?

Site managers decide to reorganize lines of authority to allow workers increased input in

decision making.

B.

Human resource managers decide to implement a diversity awareness program

throughout the company.

C.

Marketing managers decide to alter the product line to appeal to a niche rather than a

general market.

D. Production managers decide to switch to continuous-flow rather than batch
manufacturing.
7. The equity theory of employee motivation states that employees are motivated in

proportion to their perceptions of the:

A.

fairness of their compensation compared with that of others who put forth similar effort

in performing similar work.

B.

gap between the compensation given to upper management and the average pay of

nonmanagement workers in the company.



C. extent to which they are treated as social equals by higher-ranking members of the
company's workforce.

D. willingness of company managers to listen to their opinions and allow them to play a
meaningful role in company decision making.

8. In mediating conflicts within a group, it is most important that a group leader be seen by
all parties to the conflict as someone who is:

A. disinterested in obtaining a quick resolution of the conflict.

B. willing to allow group members to set the ground rules for the debate.

C. impartial with regard to favoring potential solutions to the conflict.

D. able to impose a solution to the conflict if necessary.

9. Which of the following is one advantage to a business of hiring independent contractors

to work on projects rather than hiring regular full-time or part-time employees?

A. Staffing levels can be more easily adjusted to reflect the changing needs of the company.
B. Independent contractors are more likely to provide innovative ideas and bring new
solutions to the business.

C. Independent contractors are more likely to quickly embrace the corporate culture of the
business.

D. The supply of workers who are looking for freelance jobs is likely to be greater than

those looking for permanent positions.

10.  In which of the following cases does the company's action violate federal labor law?

A. An employee is disciplined for advocating the formation of a union in the company
cafeteria during the employee's lunch hour.

B. Employees are not allowed to come to work after collective bargaining breaks down and
the union threatens a strike.

C. Nonemployee union organizers are barred from company property after distributing pro-
union leaflets in the company parking lot.

D. Permanent replacement workers are hired after collective bargaining breaks down and

union members go on strike.

11.  An employee would most likely be entitled to receive workers' compensation payments if
he or she misses time at work due to:

A. a respiratory infection caught from a coworker during working hours.

B. the serious illness or death of a close relative.

C. injuries suffered while walking home from work.

D. stress associated with dealing with an abusive supervisor.

12.  Health savings accounts (HSAs) are offered to employees by many companies.

Employees can use money from these accounts to pay out- of-pocket health-care expenses that
are not covered by the employee's health insurance plan. Which of the following best describes
the primary advantage to employees of contributing to these accounts?

A. Employers must match employee contributions to the account.
B. Employee contributions to these accounts earn a high rate of government-backed interest.
C. Employee contributions to the account are not taxed.



D. Employees who sign up for these accounts pay lower deductibles on their health
insurance.

13.  The yearly deductible for an employee in a company's health insurance plan is $1,200.
This is best interpreted to mean that:

A. the employee must pay $1,200 per year to the insurance company as his or her share of
the cost of health insurance.
B. the maximum yearly amount that the insurance company will pay for routine health care

for the employee is $1,200.

C. the employee must pay the first $1,200 of certain medical bills before the insurance
company begins to make payments.

D. the insurance company will pay the first $1,200 of any individual medical bill and the
employee will be liable for the rest.

14. A manager wants to send the same message to a half-dozen people. What type of
communication channel should the manager use if the goal of the communication is to encourage
interaction?

A. meeting

B. phone call

C. e-mail

D. presentation

15.  In which of the following situations is the listener demonstrating active listening?

A. Mark periodically paraphrases out loud the key points made by Keysha as she explains a
production plan.

B. Raul points out an error in pronunciation made by Jack while Jack is going over a new
schedule.

C. Maria takes detailed notes while Jamal proposes a solution to a shipping problem.

D. Todd nods his head in agreement while listening to Marcia critique a departmental
budget.

TECT 2 (cranaapTH3HPOBAHHBINH KOHTPOJIb):
MPO Fenétres
The resource: https://www.dunod.com/sites/default/files/atoms/files/9782100588336/
Feuilletage.pdf

Research problem

How to succeed in the PVC window market? Case summary

This case study is based on real events which occurred in 2010. It describes the launch by MPO
Fenétres of new windows, characterised by improved thermal performance, achieved by the use
of triple glazing. This company is based in the French region of Orne. It has 200 employees, and
realized a turnover of over €35 million in 2010. It has positioned itself as an innovative
company, always seeking to apply the latest technical developments. In the current economic
crisis customers are more careful with their money, and think more carefully about potential
purchases. In recent years it has been shown that consumers’ purchasing behaviour has evolved,



and that criteria such as sustainable development and environmental protection are now among
the factors that may influence purchasing decisions. In this sense, an “ecological consciousness”
has emerged. Not only the Grenelle de I’Environnement (a French forum for the discussion of
issues relating to sustainable development) and govern- ment standards, but also tax credits
associated with the purchase of certain goods, have affected the housing industry, and therefore
also window manu- facturers. Rebuilding and renovation are also subject to these factors. In this
context, the launch of windows made of PVC, with their high thermal per- formance and
technical and competitive advantages, was important for this SME. It was the company
managers’ responsibility to launch and market the- se products successfully.

Learning objectives
This case study is designed to illustrate the practical application of the theoretical concepts

covered during marketing and strategy lectures. Specifically, the case study focuses on
marketing strategies. Working on this case study will show the student how to:

. analyse a company’s internal and external environment;

. identify the “key success factors” for a company operating in this industry;

. draft a sales pitch;

. decide on the size of the salesforce needed for a targeted commercial area;

. calculateng a selling price;

. determine the feasibility of promotional offers, such as discounts. Themesandtoolsused
. tools for analysing the business environment (SWOT, PESTEL);

. estimation and calculation of the operating margin;

. Human resources and hiring issues.

Target audience

This case study is suitable for new students ofmarketing and strategy: it enables the review of the
fundamentals of market analysis, demonstrating the criteria used for strategic decision-making
and for implementing a business strategy.

1 Introducing MPO Fenétres

Founded in 1970 in Alengon (Orne), the company MPO Fenétres (Menuiserie Plastique de
1’Ouest) was one of the first French companies in the PVC/carpentry sector to offer a customized
service. However, at that time, in France, very little was known about PVC, carpentry and
double-glazing technology: these markets were still in their infancy. It took about ten years, and
two oil crises (in 1974 and especially in 1979) for the PVC window market to really take off.
The commercial policy of EDF (the French public energy provider) at that time favoured the
development of this product, en- couraging investors to push for “all electric” installations,
which would, according to the manufacturer provider, require better insulation of public build-
ings to reduce heat loss. Despite MPO Fenétres’s financial losses since the creation of the
company in 1978, the managers decided to invest in new office and production buildings. From
1970 to 1997, MPO Fenétres’s products were rather basic. Two new product ranges were then
offered by the company: a range of high quality windows made of aluminium and wood (1997)
and windows featuring «+ super heat», with an improved insulation value, made of aluminum
with a thermal break (2007). These additions to its product range were introduced in line with the
company’s desire to widen its target market. These two new product categories now account for
10% of the company’s turnover. MPO Fenétres initially specialized in public and collective
markets (professional/ major accounts, government, schools, municipalities and other
communities).



However, from 1995 onwards it developed its sales to individual consumers. The public market
today accounts for about 60% of the company’s turnover, while the (still growing) consumers’
market accounts for the remaining 40%. There are 200 employees working for the company, and
turnover is over €35 million (source: Internal figures 2010). Significant growth has occurred
over the last decade.

The company is constantly on the lookout for technical and technological innovations, both of
which are well represented in its range of low thermal co- efficient products. Further the high
requirements of the company in terms of the quality of materials, assembly, and installation
exceed the market stand- ard. This allows the company to offer its customers products at the
forefront of innovation, a key success factor in this industry. Incidentally, this is one of the four
founding values of the company, together with perfectionism (the aim to do the best possible
job), cheerfulness within the company, and honesty with all company’s stakeholders (both
employees and customers). The French carpentry market, and more specifically the market for
windows, has undergone several phases in recent years. We review these below.

2 Market figures: 2010

A survey conducted by the UFME (Union des Fabricants de Menuiseries Extérieures, July 2011)
among stakeholders (designers, window manufacturers, outlets and installers) reveals the
following. In 2010, the French window market suffered a decline of 4% compared to 2009 with a
value of about €9 bil- lion (€5 billion relating to installation). The market was at its historical
highest in the year 2005-2006, with 12.3 million windows sold, following a steady increase in
the global market of about 4% per year be- tween 2000 and 2006.

The overall volume of sales in 2010 shows that more than 11 billion windows (excluding
opening glazed facades, shutters and doors) were sold. Among these, only 5% were imported:
this is because the carpentry sector remained unaffected by the massive industrial relocations
occurring in recent years.

Local production is an important factor: most consumers prefer to buy from local companies and
artisans. Almost all components of windows sold in France are produced in the European
Community. Indeed, as consumer preferences vary greatly from one country to

another, it is very difficult to market a standard product globally, which partly explains the
customisation this phenomenon. In addition, over 90% of windows are custom made, which
further limits the importation of materials.

The housing sector, and more specifically the sector relating to windows and shutters, employed
110,000 people in France in 2010. A third of this market value is linked directly to the jobs
created (€3.25 billion over 10 billion for the housing sector overall). The market is mainly based
on SMEs (around 5,000) who manufacture the windows, and artisans (around 40,000) who
install them. Two major markets exist for windows: windows in new buildings account for 26%
of market volume, while replacement windows represent the remaining 74% (source: UFME,
2011). In terms of market value, the reno- vation market is larger, and generates more income.
Important price fluctuations can be observed on the market. The average price of a window is
€420 (net of tax). However, as soon as the cost of installa- tion is added, the price can rise by at
least 80%, to €760. Since 2004, the average price of a window has increased by 38%. Several
factors explain this, including the quality and type of material used: the market has shift towards
aluminium on one hand, and towards more efficient products on the other hand. However, in
terms of the volume of products sold, PVC largely dominates the market, with 62% of market
share, followed by aluminium (22%) and wood (13%). However, looking at value estimates,
aluminium accounts for 33% of market value and PVC for 49%. Nevertheless, the distribution



and installation costs are declining, which, in a highly competitive market, offsets the rising costs
of the commodities and materials used in the manufac- turing process.

The research institute Xerfi forecast two major changes in this market by 2011. Its first
prediction was accelerated growth in the renovation market, rein- forcing its importance. As a
result of rising energy prices, individuals will be more likely to invest in better insulating
materials for their houses in order to reduce their energy bills. Its second prediction was a sharp
rise (expected to be a long-term trend) in new building, accounting for a third of the con-
struction market.

Given the likely future development of the market, there are plenty of opportunities for window
manufacturers, including a greater focus on customiza- tion. However, it is important to note that
most of these new products linked to innovations will be linked to improved technical attributes
of these prod- ucts. This does not allow further development toward the consumers’ market. It
also protects companies from enjoying a share of the activity of the do It Yourself market
segment. The largest distributor of joinery products in France is Lapeyre (a subsidiary of Saint-
Gobain), one of the largest producers, processors and distributors of materials in France. Yet this
operator represents only 10% of the market. The market report by Xerfi identifies other actors on
the market:

1. Specialists in manufacture, marketing their products primarily business to business (B2B)
but invest small amounts in niche markets, due to higher profitability expectations.
2. Independent joinery networks (including MPO Fenétres) usually suffer from a lack of

recognition and limited geographical coverage.

3. The DIY and unskilled distribution networks. These actors (such as Leroy Merlin), which
have become essential market windows, now offer a com- prehensive range of joinery (doors,
windows, etc.) and benefit from their vast distribution networks to offer promotions.

4. Finally, a new type of actor has recently emerged on the market: Online sale specialists
(such as Fenétre24, Brico-Fenétre). These target individual customers with specific building or
DIY knowledge. Most of these companies use a business and development model based on
franchising (to promote rapid development of their distribution network) and aim their products
at middlemen or independent artisans. Of these, the company which enjoys the greatest level of
customer awareness is FPEE and its associated distribution network, Art & Fenétres. Sales of
windows are governed by a set of strict regulations and legislation. For instance, government
initiatives and statutes promote the acquisition or replacement of windows by individual home-
owners. Some of the relevant regulations are detailed in the next section.

3 The statute on thermal regulation

Since 1975, the statute on thermal regulation has imposed rules on French companies regarding
the energy consumption of buildings. Since its inception, the aim has been to reduce energy
consumption by 15 to 20% every five years. The Thermal Regulation of 2012 (“RT 2012”) has
been in force since July 2011 for the tertiary sector and public buildings, and from 1 January
2013 for residential houses. It is intended to promote better building design so as to reduce
overall energy consumption and the need for heating. In 2012 these statutory requirements were
increased, requiring contractors to increase their efforts to reduce the energy consumption of
buildings. The main objective is to achieve self-sufficiency for energy purposes in buildings by
2020. Thus, this regulation promotes the use of more efficient technologies for the production
and retention of heat, as well as the production of renewable energy.

Many standards apply to the design of buildings, including windows and doors.

The new ISO 23045: 2008 establishes specific guidelines applicable to the design of buildings, to
improve energy efficiency. To this end, the ISO covers the choice of the raw materials and



components used, the location of the building, and the energy sources used. In theory, the ISO
enables the transmis- sion and sharing of information about a building’s energy efficiency by
standardizing its energy statement. It also

defines objectives specific to each construction project from the design stage onwards (source:
ISO Standards habitat).

In addition, companies use independent inspection and certification to prove the increased
performance of their products, and to act as a guarantee of their quality. Thus, the NF and CSTB
labels ensure compliance for window manufacture, with minimum levels of quality and
standards concerning air — and water-tightness, and wind resistance. Such certification of PVC
joinery allows consumers to assess manufacturing quality with respect to those three factors.
Finally, in response to the growing concerns of both individuals and institutions about global
warming, the “Grenelle Environment Forum”, or- ganized in 2007 by the Fillon government,
brought together for the first time the State and the represent tives of civil society to define a
roadmap for Ecology, Development and Sustainable Planning (source: Presentation by the
Grenelle, October 2010). The Grenelle has achieved some progress by promoting the
involvement of all stakeholders. In terms of development and planning, the Grenelle’s objectives
are to: «promote efficient urban land re- sources, energy and implement technological
breakthrough in thermal improvement renovation and accelerate the renovation of the old fleet”
(source: Grenelle Environment Forum, “Building rises to the challenge”, October 2010).
Following discussions, two key measures were implemented.

The first was the introduction of interest-free loans for qualifying energyefficient building
projects, from early April 2009. Such loans are available for house renovation work to reduce
both energy consumption and the emission of greenhouse gases. The loan is granted for certain
types of work (such as project management and energy consumption assessments, insurance
fees, etc.) or for any work involved in and inseparable from energy efficiency im- provements
and installation carried out by a professional. This latter category includes the installation of new
windows, including triple-glazed windows.

Specific conditions must be met to qualify for such a loan (concerning the age of the house, the
grant

of any previous loan, the amount of the loan, repayment schedule, etc.) These loans rapidly
became popular: by late July 2009, 15,000 applications had been received, and by the end of
March 2010, more than 100,000 loans had been granted.

The second measure introduced were training schemes for companies and craftsmen, to
encourage them to take into account the energy performance of buildings. Since its launch in
2008, over 10,000 workers have been trained under this measure. Following this market trend,
MPO Fenétres has obtained certification, allowing the company to showcase its commitment to
sustainable development, from product

design through to its installation. MPO Fenétres highlights its long-term commitment by
ensuring that the joinery products it sells are environmentally- friendly.

MPO Fenétres maintains its commitment to the continuous improvement of its products,
including products with triple glazing, which allow an increase in performance of over 40%
compared to the best double-glazing on the market. This commitment is reflected in all
companies’ activities, as stated above, but MPO Fenétres has also improved its installation and
waste treatment along ecological lines, including waste

recycling.

In other words, since 1 March 2007, MPO Fenétres has committed itself to producing more eco
friendly windows, offering NFcstBat-certified eco friend- ly windows and triple-glazed Visio
windows. As such, MPO Fenétres puts the most efficient windows in terms of thermal insulation
within reach of eve- ryone. The company decided to concentrate on this market sector, which,



according to the company’s CEQ, represents the future of the company. Noting that for an
average surface area of 50 to 100 m2, 10 to 15% of heat loss from dwellings comes from
windows, it appears that they are an important ele- ment that could improve the overall energy
performance of homes. Indeed, these windows have become the ideal solution in terms of
domestic thermal insulation. The three panes which make up the triple glazing are separated by
spaces filled

with gas, giving them excellent thermal performance. Triple glazing captures very little heat. It
therefore gives very good thermal insulation and ensures low heat loss, saving energy by
reducing the amount of heating needed in winter and of cooling in summer. However, triple
glazing products are much more expensive to purchase, and the acoustic insulation offered is not
necessarily better than that of “acoustic double glazing”. Therefore, the company needs to ensure
the best promotion in order to convince clients to invest in these products.

Many consumers are willing to spend large sums on products which produce immediate benefits.
Expenditure on housing (including joinery) often in- volves substantial outlay, from which the
expected savings are less obvious to individuals. Yet such investment is an effective way to
reduce energy costs significantly. Thus, the company’s marketing should focus on the potential
savings in energy costs for homeowners over the long term.

In order to support sales, MPO Fenétres has developed products within the framework of
sustainable development, from design to installation. Additional certification for the installation
of windows obtained in 2011 is further evidence of the company’s desire to provide a quality
service. These certificates and service evaluations conducted by independent arbiters are
highlighted by the company’s sales staff in discussions with existing and potential custom- ers.
The sales force is therefore a very important element of the new marketing strategy and the
launch of the

triple-glazed windows.

4 Marketing and distribution strategies

With regard to marketing and distribution, the business is customer-oriented: therefore MPO
Fenétres has chosen to keep control of the entire supply chain, right through from the order to
delivery to (and sometimes installation for) the customer.

For both new and replacement windows, MPO Fenétres markets, designs, manufactures and
installs its own products, thus ensuring complete control of the order and keeping to a minimum
the number of contacts for the customer.

The company distributes its products through two distribution channels: a central department in
charge of “key accounts” and “communities”, and a net- work of eight agencies deployed in
northeastern France, all owned by the company. These agencies are the cornerstone of the
distribution network. Each agency employs fifteen salespersons, as the control of about 15% of
its market area, and operates in a sales

territory of approximately 45,000 customers. The company’s salespeople actively seek potential
clients, especially at trade fairs and exhibitions. These events are of paramount importance: they
afford opportunities to expand the client base and win new contracts. Up to 25% of the annual
turnover of an agency can be attributed to contacts made during these events. Today, the
continuing strong growth of the market has encouraged MPO Fenétres’s CEO to rethink the
organisational model of its agencies. In order to improve performance and increase the
commercial strength of the company, an audit of its business performance was conducted.
Internal research within the company enabled the identification of tasks conducted by
employees, and the time al- located to each task, over the course a year. The results are as
follows.



Each year, a salesperson has two weeks of training and five weeks of paid holidays (in
accordance with employment law). Two weeks of their annual working time is devoted to
attending trade fairs. In addition, the average salesperson is absent one week per year for
personal reasons. In terms of the or- ganization of their five-day working week, the Director
observed that one day is devoted to purely administrative tasks (making appointments and
report- ing activities). For the remaining four days of the week, based on a working day of 11
hours, one hour is devoted to the management of administrative problems and urgent tasks, and
one hour is taken as a lunch break. In terms of customer contacts, information obtained from
sales staff showed that the average sale is concluded at the end of the third meeting, and that
such meetings last on average about an hour. Convinced that high thermal performance PVC
windows are the future of the company, the company’s directorate decided to develop sales of
these as its primary strategic activity. It therefore needed to develop a marketing strategy for
these products on the retail market. Some factors are key to the strategic approach needed:
individuals are not necessarily aware of the technical features of the products. In addition,
although they offer real benefits, triple-glazed products are more expensive. This may hinder
sales of triple-glazed products, because many alternatives, which are cheaper and perform
equally well, are still marketed, both in the compa- ny’s own catalogue and in those of its
competitors. Although the triple-glazed products are better in terms of insulation and
sophistication, their price may be an important deterrent.

Questions

1. Conduct an internal and an external diagnosis of the company. Use the SWOT tool to
synthesize this information.

2. Identify the Key Factors for Success from the diagnosis.

3. Write a sales pitch for the company. Prepare sales claims to be presented to sellers.
Remember to take into account the potential objections of customers: provide the employees
with arguments to counter customers’ misconceptions.

4. Suggest incentives to stimulate the sales force (bonuses, collective or individual
incentives, etc.) to encourage their continued training and to support sales of this product.
5. Dtemine the optimum size of a business team for an agency, using the information

provided in the case study. Consider the effectiveness of an agenc y’s sales team and the
commercial influence that the agency can exercise in its area of operation.
6. Assess the feasibility of a commercial promotion offering “triple-glazed windows for the

price of double glazing” for the product launch.

IIpumepHBIe BONIPOCHI K 3a4eTy H IK3AMEHY :
VYK-4.1, YK-4.3, YK-4 .4, [IK-4.1

Cocrout u3 ABYX BOIIPOCOB, MPCAIOKCHHBIX U3 CIIMCKA HUIKE:

1. What skills should a professional in your sphere have? What three skills do you consider
essential to make a successful career? Why do you think so?
2. What are the spheres where philologists/linguists can develop their careers? What are the

close spheres? What are the distant spheres?
3. What additional knowledge/skills does a philologist/linguist need to develop his/her
career in a distant sphere of business?



4. What is ethics? What can be considered ethical and unethical in business?

5. What is ethical and unethical in your professional sphere?

6. What are the strategies to deal with unethical behavior at a work place?

7. What are the situations/events/occasions when/where you can network? What are the
strategies/approaches in networking?

8. How can you start communication, when networking?

9. How can you characterize your communication style? Do you think it is effective in all
business situations?

10.  What kinds of communication do you know? What is more powerful: verbal or non-
verbal communication? Explain your point of view and give your examples.

11.  Talk about a situation when you have to change the communication style. What do you
have to control in the latter situation/occasion?

12.  What is a standard strategy to start a telephone conversation if you do not know a person?

If you know the person, but it is not your close rela- tion? If it is your
partner/colleague/subordinate?

13.  What are the typical communication problems in telephoning?

14.  What barriers may appear when you communicate remotely? Consider both technical and
psychological problems.

15.  What are the stages of planning a business trip? What obstacles may appear? How to
overcome the obstacles?

16.  What is “negotiations”? What are the situations when you have to negotiate?

17.  What are the effective strategies in negotiations? Talk about at least three strategies.
18.  What negotiation styles can you think of? What are their peculiarities?
19.  How to deal with people of different styles to make the communication effective and

reach your goal in communication?
20.  What are the markers to recognize the style of communication?

21.  What is your personal communication style? What are the advantages and disadvantages
of it?
22.  What difficulties may you encounter, negotiation with business people of other style?

What transactional losses can you experience?
23.  What makes a presentation successful? Consider the key aspects (physiological/technical/
etc..). Explain. Give examples if necessary.

24.  What is the structure of a typical presentation? Why are business presentations arranged
this way? What are the stages of a typical presentation?
25.  How can a speaker develop the contact with the audience? What instruments/strategies

can you recommend to an unexperienced speaker?

26.  What is elevator’s pitch/elevator speech? How to make it effective?

27.  What is a value proposition? Why it has become trendy? What are the advantages of it in
a process of networking?

28. What problems can appear at a workplace (consider problems as a system: within
a company/a company member vs the outer circle, technical, personal/interpersonal, ethical,
etc.)?

29.  Identify economic systems and cycles

30.  What is the role of entrepreneurship in economics/society?

31.  Why should companies be socially responsible?

32.  What is business-related ethical behavior?

33.  What is social responsibility? Consider the individual level and 2-3 social levels?
34.  What is business management?
35. What managerial skills do you need to develop to make your career successful?

36.  What are the key functions of business management?



37.  What are cultural influences of business organization?

38.  What are the impacts on business organizations in economics/politics/culture?

39.  What are the elements of the financial planning process?

40.  What is business plan? Do you think it is needed to start a business?

41.  What are the essential elements of the marketing mix?

42.  What is the role of the Internet and Social Media in marketing efforts?

43. Do you think that sometimes the Internet marketing is unethical? Explain and give your
examples.

44.  What is PR? Categorize methods and practices associated with effective public relations.
45.  What is the role of technology and information management systems in strategic
business?

46.  What is Financial management? Why it is essential for economics?



HNHCTpyMEeHTHI KOHTPOJISI 3HAHUM U CTeNIeHU OCBOCHUS KOMIIETeHI UM

JU1g IpOBEpKU 3HAHUN U CTENEHU OCBOEHMSI KOMIIETEHIIMH CTYJEHTOB IO IUCLUILUINHE
UCIIOJIB3YIOTCS KaK 3JIEKTPOHHBIE CPEJICTBA, TAK U OyMa)KHbIE HOCUTETH UHPOPMAIIIH.

K GyMaxHBIM CpeJIcCTBaM KOHTPOJISI OTHOCSTCS HK3aMEHAIIMOHHbIE OMIICTHI.

K anexTpoHHBIM cpeacTBaM, HCIOJIb3YeMbIM jisi OOy4eHHS U KOHTPOJsS,, OTHOCHUTCS
nporpamMa Ha minatgopme Moodle, mo3BoJsIOMIAs NMPOrPaMMHPOBATh BapUaHThl TECTOB U
KOHTPOJIBHBIX 33JJaHUIl U 3a7]a4 KaK B pekuMe = o0ydeHHe =, TaK U B PEKUME = KOHTPOJIb =.
CryneHT, BOWAS B MNporpaMMmy MO HHAMBHIYaJbHOMY IIapoJIl0, IOJy4aeT CBOW BapHaHT
CIIy4aiiHbIM 00pa3oM c(OPMUPOBAHHBIX TECTOB UM CUTYaIlHOHHBIX 3a/1ad.

OneHka pe3yabTaToB IPOU3BOJUTCS B COOTBETCTBUH C YTBEP)KIEHHOW IIKAJION OLICHUBAHUS.

[Ixana oueHUBaHUs Kputepun onieHuBanus

«OTIIUYHO» CTYJEHT JIOJKEH: MPOIEMOHCTPUPOBATH IITyO0KOE U MPOYHOE
YCBOCHHUC 3HAHUHU Marepuraia; UCUCPIIbIBAIOLIIC, ITOCICAOBATCIIBHO,
rPaMOTHO U JIOTUYECKHU CTPOMHO U3JI0KUTh TEOPETUUECKUI
MaTepHa; MpaBWIbHO (POPMYyITUPOBATH ONPEACICHNUS;
MPOJEMOHCTPUPOBATh YMEHUS CAMOCTOSITEILHOM paboThI €
HOPMATUBHOIIPABOBOMU JIUTEPATYPOU; YMETh CIEIaTh BEIBOJBI 110
n3JaraéMoMy MaTepuaiy

((XOpOHIO» CTYI[GHT JOJIXKCH: HpO[[eMOHCTpI/IpOBaTB JOCTATOYHO ITOJTHOC
3HAHHE MaTepHaa; MPOJIEMOHCTPUPOBATh 3HAHUE OCHOBHBIX
TeOpeTI/I‘-IeCKI/IX HOHﬂTHﬁ; J0CTAaTO4YHO IIOCIICA0BATCIBHO,
IPaMOTHO U JIOTHYECKH CTPOWHO M3JIaraTh MaTe€pHa,
HpOI{CMOHCTpI/IpOBaTB yMeHI/IC OpI/IeHTI/IpOBaTBCH B HOpMaTI/IBHO-
NPaBOBOM JINTEPATYPE; YMETh CAEIaTh JOCTATOYHO
000CHOBAHHEBIE

BBIBOJIbI 110 H3JIATAEMOMY MaTepHATy

«YIOBJIETBOPUTEIBHO CTYZACHT JOJDKEH: IPOAEMOHCTPUPOBATh O0ILEe 3HAHNE
M3y4aeMoOro MaTepualla; 3HaTb OCHOBHYIO PEKOMEHIYEMYIO
IPOTPaMMOM TUCIUIUIMHBI yUeOHYIO INTEPATypPy; YMETh
CTPOUTH OTBET B COOTBETCTBHH CO CTPYKTYPOH HM3JIaraeMoro

BOITPOCA;
I10Ka3aThb 06H1€e BJIAICHUC HOHATUIHHBIM anmnapaToM IUMCHUILINHBI,
«HEYIOBJICTBOPUTEIHHO CTaBHTCS B Clly4yae: HE3HAHHS 3HAYUTEIBHON YacTh
» NpOTrpaMMHOTO MaTepualia; He BJaJICHHsI TOHSITUHHBIM arapaToM

JTUCIUTITMHBL, CYIIECTBEHHBIX OIMTUOOK MPU U3JIOKEHUU YUeOHOTO
Marepuaa; HEYyMEHHsI CTPOUTh OTBET B COOTBETCTBUH CO
CTPYKTYPOU H3J1araeMoro BOIpoca; HEyMEHHS JeJIaTh BHIBOIBI 110
u3JaraéMoMy MaTepuaiy.

«3a4€T» 3aCiIy’KUBaeT CTYAEHT, IOKa3aBIINI 3HaHHE OCHOBHOIO
y4eOHO-NIPOrpaMMHOI0 MaTepuana B 00beMe, HEOOXOMMOM IS
JabHENIIero o0yueHus 1 npodeccuoHaIbHOM 1eATeNbHOCTH,
CIPABJIAIOIUICS C BBIIIOJIHEHUEM 3aJJaHUM, ITPEyCMOTPEHHBIX
IIPOrpamMMOii, 3HAKOMBII C pEKOMEHI0BAHHOM JIUTEPATYPOU 1O
nporpamme Kypcea. IIpu ucnonp3oBaHuu 1 KOHTPOJIS TECTOBOMN
MIPOTpamMMBbl — €CJTH CTYJeHT HabupaeT 71% u 0osiee mpaBHIIbHBIX
OTBETOB.

«HEe3a4eT» BBICTABIIIETCSl CTYACHTY, NOKa3aBLIeMy MpoOesbl B 3HAHUU
OCHOBHOTO y4€OHO-IPOIPaMMHOI0 MaTepHuana, JOMYCTHBILEMY
NPUHLUIUANIbHBIE OIIMOKM B BBIIIOJHEHUH TPEAYCMOTPEHHBIX
nporpamMmoil  3amaHuil. Ilpu ucnonp3oBaHMM IS KOHTPOJIS




TECTOBOW MpOrpaMMbl — €CIIM CTYyAEHT HaOupaer menee 71 %
IPaBIJIBHBIX OTBETOB.

IIpuioxenne 2.

JIUCT UBMEHEHUU

Hara NeNe crpanun(bl) | copepkaHue | MpUMeYaHue
U3MEHeHus!
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	максимальный
	УК-4- Способен осуществлять деловую коммуникацию в устной и письменной формах на государственном языке Российской Федерации и иностранном языке
	1.1_Б.УК-4.
	3.1_Б.УК-4.
	4.1_Б.УК-4
	3
	Не знает основных принципов осуществления деловой коммуникации в устной и письменной формах на государственном языке Российской Федерации и иностранном языке.
	Плохо разбирается в основных принципах осуществления деловой коммуникации в устной и письменной формах на государственном языке Российской Федерации и иностранном языке.
	В целом, знает основные принципы осуществления деловой коммуникации в устной и письменной формах на государственном языке Российской Федерации и иностранном языке.
	Уверенно знает принципы осуществления деловой коммуникации в устной и письменной формах на государственном языке Российской Федерации и иностранном языке.
	Не умеет осуществлять деловую коммуникацию в устной и письменной формах на государственном языке Российской Федерации и иностранном языке.
	Слабо умеет осуществлять деловую коммуникацию в устной и письменной формах на государственном языке Российской Федерации и иностранном языке.
	Умеет осуществлять деловую коммуникацию в устной и письменной формах на государственном языке Российской Федерации и иностранном языке, но иногда делает ошибки. 
	Хорошо умеет осуществлять деловую коммуникацию в устной и письменной формах на государственном языке Российской Федерации и иностранном языке.
	Не владеет навыками деловой коммуникации в устной и письменной формах на государственном языке Российской Федерации и иностранном языке. 
	Слабо владеет навыками деловой коммуникации в устной и письменной формах на государственном языке Российской Федерации и иностранном языке.
	Владеет навыками деловой коммуникации в устной и письменной формах на государственном языке Российской Федерации и иностранном языке, но иногда нуждается в помощи специалистов. 
	Хорошо владеет навыками деловой коммуникации в устной и письменной формах на государственном языке Российской Федерации и иностранном языке.
	* - Формирование компетенций проходит в 3 этапа: 1-2 курс -1-й этап; 3 курс -2-й этап; 4 курс (4-5 курс -при очно-заочной и заочной формам обучения) -3-й этап -при освоении ОПОП бакалавриата
	Код и содержание компетенций
	Этап освоения компетенции*
	Основные признаки сформированности компетенции (дескрипторное описание уровня)
	Признаки оценки несформированности компетенции
	Признаки оценки сформированности компетенции
	минимальный
	средний
	максимальный
	ПК-4
	Способен к коммуникации в устной и письменной формах на русском и иностранном языках для решения задач межличностного и межкультурного взаимодействия, анализу текстов разных стилей на иностранном языке, языковых единиц и переводческих трансформаций
	1.1_Б.ПК-4
	3
	Не знает основные лексические единицы и особенности их использования, основные различия письменной и устной речи; алгоритм обработки текстовой информации.
	Знает минимум лексических единиц общего и терминологического характера; базовую нормативную грамматику в активном владении и основные грамматические конструкции для пассивного восприятия.
	Способен продемонстрировать знание лексических единиц общего и терминологического характера и особенностей их использования, основные различия письменной и устной речи; алгоритм обработки текстовой информации.
	Знает лексические единицы общего и терминологического характера в нужном объеме и особенности их использования, основные различия письменной и устной речи; основные факты алгоритм обработки текстовой информации.
	Не может использовать иностранный язык в межличностном и межкультурном общении и учебной ситуации, воспринимать общее содержание текстов заданного уровня сложности общего и профессионально- ориентированного характера.
	Может использовать иностранный язык в межличностном и межкультурном общении, воспринимать общее содержание текстов заданного уровня сложности общего и профессионально- ориентированного характера
	со значительным количеством ошибок.
	Использует иностранный язык в межличностном и межкультурном общении, воспринимает общее содержание текстов заданного уровня сложности общего и профессионально- ориентированного характера
	с минимальными ошибками.
	Свободно использует иностранный язык в межличностном и межкультурном общении, воспринимает общее содержание текстов заданного уровня сложности общего и профессионально-ориентированного характера.
	Не способен применить знания основных положения и концепции области языка, литературы и культуры при работе с текстами разных видов. Не способен самостоятельно делать выводы общего и частного характера в процессе анализа текстов.
	Применяет знания основных положения и концепции области языка, литературы и культуры при работе с текстами разных видов. Не способен самостоятельно делать выводы общего и частного характера в процессе анализа текстов.
	Уверенно применяет знания основных положения и концепции области языка, литературы и культуры при работе с текстами разных видов. Способен самостоятельно делать выводы общего и частного характера в процессе анализа текстов.
	Свободно применяет знания основных положения и концепции области языка, литературы и культуры при работе с текстами разных видов. Способен самостоятельно делать выводы общего и частного характера в процессе анализа текстов.
	Не владеет навыками работы с текстами повышенной сложности. При переводе и интерпретации различных типов текстов не учитывает жанровую, прагматическую, стилистическую особенности текста.
	Владеет навыками работы с текстами повышенной сложности. При переводе и интерпретации различных типов текстов не учитывает жанровую, прагматическую, стилистическую особенности текста
	Уверенно владеет навыками работы с текстами повышенной сложности. При переводе и интерпретации различных типов текстов учитывает жанровую, прагматическую, стилистическую особенности текста.
	Свободно владеет навыками работы с текстами повышенной сложности. При переводе и интерпретации различных типов текстов учитывает жанровую, прагматическую, стилистическую особенности текста в полной мере
	* - Формирование компетенций проходит в 3 этапа: 1-2 курс -1-й этап; 3 курс -2-й этап; 4 курс (4-5 курс -при очно-заочной и заочной формам обучения) -3-й этап -при освоении ОПОП бакалавриата
	Зачет - 0,2(7)
	Экзамен- 0,3(8)
	Приветствие. Светская беседа и заполнение пауз. Табуированные темы. Жесты. Прощание.
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	Начало разговора, его ведение, завершение.
	Проблемы во время телефонного разговора: помехи на линии, непонимание. Сообщения на автоответчике.
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	Обсуждение цен, скидок, условий и сроков поставки и платежа.
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	Структура презентации. Формирование индивидуального стиля выступления.
	Связь со слушателем.
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	Устройство на работу. Поиск работы. Собеседование. Корпоративная этика. Увольнение.
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	Обсуждение альтернативных возможностей решения деловой проблемы.
	Телеконференция.
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	Открытие счета. Виды вкладов. Типы карточек. Проценты.
	Конкуренция в банковском секторе.
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	Мировые фондовые рынки. Фондовые индексы. Виды акций.
	Растущий и падающий рынки. Мировой финансовый кризис.
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	Административное управление внутри иностранного предприятия.
	Компаративный анализ наименований административных структур предприятия на английском и русском языках.
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	УК-4.1, УК-4.3, УК-4.4, ПК-4.1
	3.2 Самостоятельная работа обучающихся по дисциплине
	3.2.1 Распределение часов, отведенных на самостоятельную работу обучающегося.


	наглядности,
	индивидуализации,
	коммуникативности на основе использования информационных технологий, разработанного учебно-дидактического комплекса, включающего пакет специальных учебно-методических презентаций
	использования учебных пособий, адаптированных для восприятия студентами с нарушением слуха.
	замедленное и ограниченное восприятие;
	недостатки речевого развития;
	недостатки развития мыслительной деятельности;
	пробелы в знаниях; недостатки в развитии личности (неуверенность в себе и неоправданная зависимость от окружающих, низкая коммуникабельность, эгоизм, пессимизм, заниженная или завышенная самооценка, неумение управлять собственным поведением);
	некоторое отставание в формировании умения анализировать и синтезировать воспринимаемый материал, оперировать образами, сопоставлять вновь изученное с изученным ранее; хуже, чем у слышащих сверстников, развит анализ и синтез объектов. Это выражается в том, что глухие и слабослышащие меньше выделяют в объекте детали, часто опускают малозаметные, но существенные признаки.
	дозирование учебных нагрузок;
	применение специальных форм и методов обучения, оригинальных учебников и наглядных пособий, а также оптических и тифлопедагогических устройств, расширяющих познавательные возможности студентов;
	специальное оформление учебных кабинетов;
	организация лечебно-восстановительной работы;
	усиление работы по социально-трудовой адаптации.
	Использование указаний, как в устной, так и письменной форме;
	Поэтапное разъяснение заданий;
	Последовательное выполнение заданий;
	Повторение студентами инструкции к выполнению задания;
	Обеспечение аудиовизуальными техническими средствами обучения;
	Разрешение использовать диктофон для записи ответов учащимися;
	Составление индивидуальных планов занятий, позитивно ориентированных и учитывающих навыки и умения студента.
	Примерные оценочные материалы

	Тест 1
	MULTIPLE CHOICE QUESTIONS) (20 marks)
	Answer ALL questions in this section. Choose the best answer for each question. Marks will not be deducted for incorrect answers. Each question carries 2 marks.
	1. Which of the following is NOT a component in the Communication Model?
	(1) Sender
	(2) Messenger
	(3) Encoding
	(4) Receiver
	A All of the above B All, except (1) C All, except (2) D All, except (3)
	2. What kind of information should be included in a resume?
	(1) Work experience
	(2) Education
	(3) Affiliation and membership
	(4) Letter of recommendation
	A All, except (1) B All, except (2) C All, except (3) D All, except (4)
	3. What are the common barriers that impede communication?
	(1) Barriers with people
	(2) Barriers with words
	(3) Barriers made by cultural differences
	(4) Barriers made by distance A All of the above
	B All, except (2) C All, except (3) D All, except (4)
	4. Which of the following information should be included in minutes?
	(1) Date and venue of the meeting
	(2) Decisions made at the meeting
	(3) Comments from the members
	(4) Action to be taken by the members A All of the above
	B All, except (2) C All, except (3) D All, except (4)
	5. When preparing to write for business purposes, the 4 Ps include:
	(1) Personal
	(2) Position
	(3) Polite
	(4) Professional A All, except (1) B All, except (2) C All, except (3) D All, except (4)
	6. What should be avoided when engaging in business correspondence?
	(1) Choppy sentences
	(2) Passive sentences
	(3) Bias-free language
	(4) Cliches
	A All, except (1) B All, except (2) C All, except (3) D All, except (4)
	7. Which of the following is NOT a problem when calling for a meeting:
	A Personal agenda B Team spirit
	C Interpersonal conflicts D Cultural differences
	8. Which of the following sentences about reports is NOT true?
	A A short report is meant to convey information in an efficient, compact format.
	B An annual report is usually published once a year for shareholders as well as for employers.
	C A recommendation report examines a situation and concludes with specific recommendations.
	D A proposal is a report written to convince a reader that a need exists and that specific action should be taken to remedy that need.
	9. Which of the following is NOT an external business written communication?
	A Complaint letter B Curriculum Vitae C Memo
	D Enquiries letter
	10. Effective communication can ONLY be achieved when:
	(1) The audience is understood
	(2) Feedback is encouraged
	(3) Thoughts are organised A All of the above
	B All, except (1) C All, except (2) D All, except (3)
	Тест 2
	SECTION B (SHORT QUESTIONS) (20 marks)
	Answer ALL questions in this section. Marks are indicated at the end of each question. Please read the article and answer the short questions below.
	The Cost of Recovery
	“Reprinted with permission from SCMP.com Limited (www.scmp.com)” Economic recovery may be just around the corner – but it is not alone. Lurking there and waiting to pounce on consumers are public utility companies and the transport industry. Most of the companies now reported to be applying for charge or fare increases had to peg prices during the recession, but they seem to believe that the new economic climate will justify a rise without causing a public outcry. In fact, any move to start pushing fees and charges up before the average family has felt the benefit of the upturn in the economy will be very badly received. It will be well into next year before the feel-good factor returns. Unemployment remains at around 4.8 per cent. Many companies continue to operate a wage freeze, and where pay increases have been given they have tended to be low.
	Thursday’s wage survey said the average rise for 2001 would be below three per cent. If the cost of vital services such as electricity, gas and wa- ter supplies, ferry routes or the MTR and KCR are increased early next year before there is a noticeable improvement in living standards, the pub- lic disapproval level will be high. In some cases there could be genuine hardship.
	Mandatory Provident Fund schemes will take money out of many wage packets for the first time when they begin next month and it will be some time before household budgets adjust to that unaccustomed expense. If next year’s pay rise settle at around the predicted three per cent, they will be swallowed up in overheads if some of these price rises go ahead.
	Any move by the electricity companies to raise tariffs will be strongly resented. The system by which the two companies are able to press ahead with unnecessary construction in order to add to an oversupply of power is already a source of deep dissatisfaction. According to the Audit Commission, consumers have been overcharged by $3.4 billion because of excess capacity. The focus of attention now should be in finding a solution to this unacceptable situation, rather than speculating on how soon, and by how much, electricity bills will rise.
	Travel costs are likely to have a knock-on effect on other sectors of the economy. If bus, train, ferry and tunnel fares go up, there is bound to be an impact on property prices in the outlying areas. Those who have survived the recession without losses will have a problem putting up a con- vincing case for price rises. Others, like the Post Office, which has suffered through the rise of the Internet and has frozen charges since 1996, are less contentious. But recovery is not robust enough to absorb a spate of increases coming at once; and that is something the Government should bear in mind.
	REQUIRED:
	1. In the first paragraph, what is not alone? And why?
	(4 marks)
	2. In the second paragraph, what did companies do during a recession? What are they doing now and what is its most likely effect?
	(5 marks)
	3. (a) What is the current unemployment rate?
	(1 mark)
	(b) Will there be any pay rise?
	(4 marks)
	4. List THREE examples of a utility company.
	(3 marks)
	5. What does the article conclude that should the Government bear in mind
	(3 marks)
	(Total 20 marks)
	SECTION B (SHORT QUESTIONS) (20 marks)
	Тест 1
	Multiple choice questions: Select the best answer. (1 point each)
	1. What are the primary functions of business management?
	a. Planning, organizing, controlling
	b. Strategizing, communicating, planning
	c. Finance, operations, management
	d. Marketing, accounting, human resource management
	2. The standard of living for a nation’s people depends mainly on
	a. the quality of the natural environment
	b. how much political freedom they have
	c. their incomes and the prices of the good and services they buy
	d. the amount of labor and capital available employed in the manufacturing sector
	3. The total value of final goods and services produced within a nation’s borders in a given year is known as that nation’s
	a. aggregate production quota
	b. aggregate domestic output
	c. index of aggregate economic output
	d. gross domestic product
	4. The nation of Tryland has seen the total value of the goods and services it produces increase rapidly over the past year. What is the most likely result of this change?
	a. A rise in Tryland’s GDP
	b. A rise in Tryland’s CPI
	c. A rise in Tryland’s unemployment rate
	d. A decline in the number of workers who are structurally unemployed
	5. Which of the following statements about government deficit spending is most accurate?
	a. Although the government used to run big deficits, it has consistently run surpluses since the late 1980s.
	b. One reason the government has a hard time reducing deficits is that there is a great deal of pressure on the government to increase its spending each year.
	c. The federal government violates the law by running deficits because the Constitution requires the government to balance its budget each year.
	d. The government has used deficit spending to lower the national debt.
	6. What measure is used to report price changes at the wholesale level?
	a. Gross domestic product (GDP)
	b. Consumer price index (CPI)
	c. Wholesale price index (WPI)
	d. Producer price index (PPI)
	7. Jack is the sole proprietor of a gift shop in a small shopping center. Any profit Jack's business earns is
	a. totally tax-free
	b. taxed only as Jack's personal income
	c. taxed only if and when it is distributed to investors
	d. taxed twice, once as business income, then again as Jack's personal income
	8. What is the easiest form of business to start and to end?
	a. Sole proprietorship
	b. Limited partnership
	c. Corporation
	d. Cooperative
	9. A(n) is a person who assumes the risk of starting a business.
	a. manager
	b. stakeholder
	c. entrepreneur
	d. private investor
	10. Which theory states that a nation should produce and sell goods that it produces most efficiently to other countries, and buy goods that are produced more efficiently by other countries?
	a. Comparative advantage
	b. Absolute advantage
	c. Bilateral advantage
	d. Mercantilism
	11. Which of the following would be a unique focus of an integrity-based ethics code?
	a. Shared accountability among employees
	b. Improved awareness of the relevant laws
	c. Increased penalties for code violators
	d. Increased control over employee actions
	12. When managers work to create conditions and systems to ensure that everything and everyone works together to achieve the organi- zation's goals, they are involved in the	function of management.
	a. controlling
	b. leading
	c. planning
	d. organizing
	13. A national chain of hotels utilizes a centralized authority structure. What is the most likely reason why top management favors cen- tralized authority?
	a. They want to maintain a uniform image and high quality service.
	b. They want to improve customer service response time.
	c. They intend to empower its first-line employees.
	d. They want to utilize a cross-functional organization.
	14. Which of the following terms describes the set of values, beliefs, rules, language, and institutions held by a specific group of people?
	a. Culture
	b. Ethnocentricity
	c. Social beliefs
	d. Institutional society
	15. To implement a policy of empowerment, sometimes an organization has to restructure itself so that
	a. workers agree to work overtime without extra pay
	b. an entire level of management is removed from the organization
	c. managers have more responsibility and employees learn to follow directions
	d. managers have less authority and employees have more responsibility
	16. What is the purpose of the double-entry procedure in accounting?
	a. To create the financials
	b. To record debits and credits
	c. To prepare the journals
	d. To keep the accounting equation in balance
	17. Which the following instruments has the longest duration?
	a. Bridge loan
	b. Treasury bill
	c. Treasury note
	d. Treasury bond
	
	18. What term is used to describe the core characteristics that define a brand?
	a. Brand essence
	b. Brand quality
	c. Brand element
	d. Brand nature
	19. What type of marketing channel consists of the producer and the consumer?
	a. Direct channel marketing
	b. Indirect channel marketing
	c. Traditional marketing
	d. Mono-channel marketing
	Short answer questions: Answer in two to four complete sentences. ((2 points each)
	20. Discuss a critical function of the information technology that is used in business.
	21. Explain a major difference between hardware and software.
	Тест 2
	PRINCIPLES OF MANAGEMENT SHORT QUESTIONS AND ANSWERS UNIT: I
	2 MARKS
	1. Define Management.
	According to KOONTZ & WEIHRICH, “Management is the process of designing and
	maintaining of an environment in which individuals working together in groups efficiently accomplish selected aims”.
	“Management is the art of getting things through and with people in formally organized groups”. Ex: Human Resource Management, Financial Management.
	2. Is Management - an art or science?
	Managing as practice is an art; the organized knowledge underlying the practice is a science.
	Managing has the following features that make it an art.
	1. Creative
	2. Individual approach
	3. Application and dedication
	4. Initiative and
	5. Intelligence.
	The following features make it a science.
	5. Systematic decision making
	6. Universal management process
	7. Situational output and
	8. Universally accepted management.
	Thus management can be called both as an art and science.
	3. What are the essential skills of Managers?
	The major skills required or expected out of managers are:
	Technical skills – Pertaining to knowledge and proficiency in activities involving methods and procedures;
	Human skills – Ability to work effectively with other persons and to build up cooperative group relations to accomplish organizational objectives;
	Conceptual skills – Ability to recognize significant elements in a situation; and to understand the relationship among those elements; and
	
	Design skills – Ability to solve problems in ways that will benefit the enterprise.
	4. Define Scientific Management.
	Scientific management involves specific method of determination of facts through observation. The concept of scientific management was intro- duced by Frederick Winslow Taylor in the USA in the beginning of 20th century. It was further carried on by Frank and Lillian Gilbreth, Henry Gantt, etc. It was concerned essentially with improving the operational efficiency at the shop floor level. “Scientific Management is concerned with knowing exactly what you want men to do and then see in that they do it best and cheapest way”.
	5. List the principles of Scientific Management.
	Scientific management was introduced by F.W Taylor who is known as the Father of Scientific Management. He adopted scientific methods to in- crease the productivity and greater efficiency in production.
	The principles of Scientific Management are: Separation of planning and working; Functional foremanship; Job analyzers
	6. List the contributions of Fayol towards Management.
	Henry Fayol is a French industrialist whose contributions are termed as operational management or administrative management. He followed „The Classical Approach‟ to the evolution of management thought. His contributions are given as follows:
	Grouping of activities of an industrial organization into six groups, namely- Technical, commercial, financial, security, accounting and manageri- al;
	Identified six types of qualities of a manager are- Physical, mental, moral, educational, technical and experience;
	Fourteen principles of Management namely- Division of Work, Authority and responsibility and so on; and
	Five elements/functions of management- Planning, organizing, commanding, coordinating and controlling.
	7. List out the Functions of management
	
	Planning
	Organizing
	Staffing
	Leading or Direction or Coordination
	Controlling
	8. List out the Management level and functions.
	Top-level management
	Middle level management
	Lower level management
	Top level management functions
	1. To formulate goals and policies
	2. To formulate budgets
	3. To appoint top executives
	Middle level management functions.
	1. To train motives &develop supervisory level
	2. To monitor and control the operations performance
	Low level management
	1. To train &develop workers To assign job
	2. To give orders and instructions
	3. To report the information about the workers
	9. What are the roles played by a Manager?
	Interpersonal roles
	1. Figurehead role
	2. The leader role
	3. The liaison role Informational roles
	4. The recipient role
	5. The disseminator role
	6. The spokesperson role Decision roles
	7. The entrepreneurial role
	8. The disturbance-handler role
	9. The resource allocator role
	10. Define ‘Sole proprietorship’.
	A Business unit that is owned and controlled by a single individual is known as sole trading or sole proprietorship concern. He uses his own sav- ings for running the business. The sole trader makes all purchases and sells on his own and maintains all the accounts. He alone enjoys all the prof- its and bears all the losses.
	Ex: A Fancy store.
	11. What do you mean by a ‘Partnership firm’?
	A partnership is an association of two or more persons to carry on business and to share its profit and losses. The relation of a partnership arises from contract. The maximum number of partners is limited to 10 in the case of banking business and 20 in the case of other business.
	Ex: Chand & Co.
	12. What do you understand by the term ‘Joint Stock Company’?
	“By a Company we mean an association of many persons who contribute money or money‟s worth to a common stock and employs it in some trade or business and also shares the profit and loss as the case may be arising there from”. There are two types of Joint stock companies:
	Private Limited company – Ex: M/s Key Media Pvt. Ltd.
	Public Limited company – Ex: M/s Pearl credits Ltd.
	13. Who is (i) an active partner (ii) a sleeping partner?
	Active partner: Any partner who is authorized by others to manage the business is known as active partner. Sleeping partner: Any partner who does not express his intention to participate in the business can be called as a sleeping partner. He will be just an investor who has a right to share profits.
	14. What is a Co-operative Enterprise?
	A Co-operative enterprise is a voluntary association of persons for mutual benefit and its aims are accomplished through self-help and collective effort. It may be described as a protective device used by the relatively less strong sections of society to safeguard their economic interests in the face of exploitation by producers and sellers working solely for maximizing profits. Ex: AAVIN Milk Federation Cooperative Society.
	15. What is a Private limited company?
	A Private limited company is a company which has a minimum paid up capital as may be prescribed. It can be incorporated with just two persons. It can have a maximum of 50 members. It cannot go in for a public issue. It restricts the transfer of its shares. It is particularly suitable for industrial ventures which can get many concessions in respect of income tax. Ex: M/s Key Media Pvt. Ltd.
	16. What is a Public limited company?
	A Public limited company should have a minimum of 7 members and the maximum limit is unlimited. It can issue shares to the Public. The finan- cial statement should be sent to all the members and to the Registrar of Companies. The shares of a public limited company can be transferred by the members to the others without any restriction by the company. Such transfers are made through organized markets called „stock markets‟ or
	„stock exchanges‟. Ex: M/s Pearl credits Ltd.
	17. What is a Public sector Enterprise?
	Public enterprise or State enterprise is an undertaking owned and controlled by the local or state or central government. They are financed and managed by the government. They are started with a service motive. Ex: NLC Ltd.
	18. What is a Public Corporation?
	A Public corporation is an autonomous body corporate created by a special statute of a state or central government. A public corporation is a sepa- rate legal entity created for a specific purpose.
	Ex: LIC.
	ТЕСТ 1 (стандартизированный контроль):
	The source: https://www.mtel.nesinc.com/Content/Docs/MA_FLD019_PRACTICE_TEST.pdf
	1. Which of the following is the best example of a manager performing the management function of controlling?
	A. A marketing manager conducts market research to identify new marketing opportunities.
	B. A supervisor provides performance assessments to workers along with suggestions for improvement.
	C. A project manager chooses workers to serve on a team that will work on the development of a new product.
	D. A store manager meets with workers to explain the company's business goals and philosophy.
	2. Which of the following actions is likely to be a major step in implementing a program of Total Quality Management (TQM)?
	A. analyzing business operations to identify areas where improvements in efficiency are possible
	B. establishing a centralized decisionmaking structure in which managers are given greater authority
	C. instituting a policy of promoting managers from within and basing promotions entirely on merit
	D. implementing the lowest cost options that are available at all levels of the production process
	3. In which of the following situations would it be most advantageous for a company to outsource a portion of its production to a qualified independent vendor?
	A. Production has been switched from a batch to a continuous-flow process, and efficiency in all phases of production has increased.
	B. Several new production lines have been recently added, but future demand for the product is likely to drop due to a recession.
	C. Production facilities are operating close to full capacity, and managers expect a rapid increase in demand for the product.
	D. A new product has just been added to the product line, but problems with quality control have not yet been eliminated.
	4. When a company implements a just-intime system for manufacturing inputs, it is most important to ensure that:
	A. bulk rates for inputs are available from suppliers.
	B. deliveries of inputs are scheduled during slack periods of production.
	C. sufficient storage facilities for inputs are available.
	D. deliveries of inputs from suppliers will not be interrupted.
	5. Which of the following is likely to be one advantage of reducing the number of management levels in a company's organizational struc- ture?
	A. decreasing task differentiation and employee specialization
	B. increasing the flexibility of decision making
	C. decreasing the workload for middle level managers
	D. increasing morale and motivation among employees
	6. Which of the following is the best example of a company changing its strategy?
	A. Site managers decide to reorganize lines of authority to allow workers increased input in decision making.
	B. Human resource managers decide to implement a diversity awareness program throughout the company.
	C. Marketing managers decide to alter the product line to appeal to a niche rather than a general market.
	D. Production managers decide to switch to continuous-flow rather than batch manufacturing.
	7. The equity theory of employee motivation states that employees are motivated in proportion to their perceptions of the:
	A. fairness of their compensation compared with that of others who put forth similar effort in performing similar work.
	B. gap between the compensation given to upper management and the average pay of nonmanagement workers in the company.
	C. extent to which they are treated as social equals by higher-ranking members of the company's workforce.
	D. willingness of company managers to listen to their opinions and allow them to play a meaningful role in company decision making.
	8. In mediating conflicts within a group, it is most important that a group leader be seen by all parties to the conflict as someone who is:
	A. disinterested in obtaining a quick resolution of the conflict.
	B. willing to allow group members to set the ground rules for the debate.
	C. impartial with regard to favoring potential solutions to the conflict.
	D. able to impose a solution to the conflict if necessary.
	9. Which of the following is one advantage to a business of hiring independent contractors to work on projects rather than hiring regular full-time or part-time employees?
	A. Staffing levels can be more easily adjusted to reflect the changing needs of the company.
	B. Independent contractors are more likely to provide innovative ideas and bring new solutions to the business.
	C. Independent contractors are more likely to quickly embrace the corporate culture of the business.
	D. The supply of workers who are looking for freelance jobs is likely to be greater than those looking for permanent positions.
	10. In which of the following cases does the company's action violate federal labor law?
	A. An employee is disciplined for advocating the formation of a union in the company cafeteria during the employee's lunch hour.
	B. Employees are not allowed to come to work after collective bargaining breaks down and the union threatens a strike.
	C. Nonemployee union organizers are barred from company property after distributing pro-union leaflets in the company parking lot.
	D. Permanent replacement workers are hired after collective bargaining breaks down and union members go on strike.
	11. An employee would most likely be entitled to receive workers' compensation payments if he or she misses time at work due to:
	A. a respiratory infection caught from a coworker during working hours.
	B. the serious illness or death of a close relative.
	C. injuries suffered while walking home from work.
	D. stress associated with dealing with an abusive supervisor.
	12. Health savings accounts (HSAs) are offered to employees by many companies. Employees can use money from these accounts to pay out- of-pocket health-care expenses that are not covered by the employee's health insurance plan. Which of the following best describes the primary advantage to employees of contributing to these accounts?
	A. Employers must match employee contributions to the account.
	B. Employee contributions to these accounts earn a high rate of government-backed interest.
	C. Employee contributions to the account are not taxed.
	D. Employees who sign up for these accounts pay lower deductibles on their health insurance.
	13. The yearly deductible for an employee in a company's health insurance plan is $1,200. This is best interpreted to mean that:
	A. the employee must pay $1,200 per year to the insurance company as his or her share of the cost of health insurance.
	B. the maximum yearly amount that the insurance company will pay for routine health care for the employee is $1,200.
	C. the employee must pay the first $1,200 of certain medical bills before the insurance company begins to make payments.
	D. the insurance company will pay the first $1,200 of any individual medical bill and the employee will be liable for the rest.
	14. A manager wants to send the same message to a half-dozen people. What type of communication channel should the manager use if the goal of the communication is to encourage interaction?
	A. meeting
	B. phone call
	C. e-mail
	D. presentation
	15. In which of the following situations is the listener demonstrating active listening?
	A. Mark periodically paraphrases out loud the key points made by Keysha as she explains a production plan.
	B. Raul points out an error in pronunciation made by Jack while Jack is going over a new schedule.
	C. Maria takes detailed notes while Jamal proposes a solution to a shipping problem.
	D. Todd nods his head in agreement while listening to Marcia critique a departmental budget.
	ТЕСТ 2 (стандартизированный контроль):
	MPO Fenêtres
	The resource: https://www.dunod.com/sites/default/files/atoms/files/9782100588336/Feuilletage.pdf
	
	Research problem
	How to succeed in the PVC window market? Case summary
	This case study is based on real events which occurred in 2010. It describes the launch by MPO Fenêtres of new windows, characterised by improved thermal performance, achieved by the use of triple glazing. This company is based in the French region of Orne. It has 200 employees, and realized a turnover of over €35 million in 2010. It has positioned itself as an innovative company, always seeking to apply the latest technical developments. In the current economic crisis customers are more careful with their money, and think more carefully about potential purchases. In recent years it has been shown that consumers’ purchasing behaviour has evolved, and that criteria such as sustainable development and environmental protection are now among the factors that may influence purchasing decisions. In this sense, an “ecological consciousness”
	has emerged. Not only the Grenelle de l’Environnement (a French forum for the discussion of issues relating to sustainable development) and govern- ment standards, but also tax credits associated with the purchase of certain goods, have affected the housing industry, and therefore also window manu- facturers. Rebuilding and renovation are also subject to these factors. In this context, the launch of windows made of PVC, with their high thermal per- formance and technical and competitive advantages, was important for this SME. It was the company managers’ responsibility to launch and market the- se products successfully.
	Learning objectives
	This case study is designed to illustrate the practical application of the theoretical concepts covered during marketing and strategy lectures. Specifically, the case study focuses on marketing strategies. Working on this case study will show the student how to:
	• analyse a company’s internal and external environment;
	• identify the “key success factors” for a company operating in this industry;
	• draft a sales pitch;
	• decide on the size of the salesforce needed for a targeted commercial area;
	• calculateng a selling price;
	• determine the feasibility of promotional offers, such as discounts. Themesandtoolsused
	• tools for analysing the business environment (SWOT, PESTEL);
	• estimation and calculation of the operating margin;
	• Human resources and hiring issues.
	Target audience
	
	This case study is suitable for new students ofmarketing and strategy: it enables the review of the fundamentals of market analysis, demonstrating the criteria used for strategic decision-making and for implementing a business strategy.
	1 Introducing MPO Fenêtres
	Founded in 1970 in Alençon (Orne), the company MPO Fenêtres (Menuiserie Plastique de l’Ouest) was one of the first French companies in the PVC/carpentry sector to offer a customized service. However, at that time, in France, very little was known about PVC, carpentry and double-glazing technology: these markets were still in their infancy. It took about ten years, and two oil crises (in 1974 and especially in 1979) for the PVC window market to really take off. The commercial policy of EDF (the French public energy provider) at that time favoured the development of this product, en- couraging investors to push for “all electric” installations, which would, according to the manufacturer provider, require better insulation of public build- ings to reduce heat loss. Despite MPO Fenêtres’s financial losses since the creation of the company in 1978, the managers decided to invest in new office and production buildings. From 1970 to 1997, MPO Fenêtres’s products were rather basic. Two new product ranges were then offered by the company: a range of high quality windows made of aluminium and wood (1997) and windows featuring «+ super heat», with an improved insulation value, made of aluminum with a thermal break (2007). These additions to its product range were introduced in line with the company’s desire to widen its target market. These two new product categories now account for 10% of the company’s turnover. MPO Fenêtres initially specialized in public and collective markets (professional/ major accounts, government, schools, municipalities and other communities).
	However, from 1995 onwards it developed its sales to individual consumers. The public market today accounts for about 60% of the company’s turnover, while the (still growing) consumers’ market accounts for the remaining 40%. There are 200 employees working for the company, and turnover is over €35 million (source: Internal figures 2010). Significant growth has occurred over the last decade.
	The company is constantly on the lookout for technical and technological innovations, both of which are well represented in its range of low thermal co- efficient products. Further the high requirements of the company in terms of the quality of materials, assembly, and installation exceed the market stand- ard. This allows the company to offer its customers products at the forefront of innovation, a key success factor in this industry. Incidentally, this is one of the four founding values of the company, together with perfectionism (the aim to do the best possible job), cheerfulness within the company, and honesty with all company’s stakeholders (both employees and customers). The French carpentry market, and more specifically the market for windows, has undergone several phases in recent years. We review these below.
	2 Market figures: 2010
	A survey conducted by the UFME (Union des Fabricants de Menuiseries Extérieures, July 2011) among stakeholders (designers, window manufacturers, outlets and installers) reveals the following. In 2010, the French window market suffered a decline of 4% compared to 2009 with a value of about €9 bil- lion (€5 billion relating to installation). The market was at its historical highest in the year 2005-2006, with 12.3 million windows sold, following a steady increase in the global market of about 4% per year be- tween 2000 and 2006.
	The overall volume of sales in 2010 shows that more than 11 billion windows (excluding opening glazed facades, shutters and doors) were sold. Among these, only 5% were imported: this is because the carpentry sector remained unaffected by the massive industrial relocations occurring in recent years.
	Local production is an important factor: most consumers prefer to buy from local companies and artisans. Almost all components of windows sold in France are produced in the European Community. Indeed, as consumer preferences vary greatly from one country to
	another, it is very difficult to market a standard product globally, which partly explains the customisation this phenomenon. In addition, over 90% of windows are custom made, which further limits the importation of materials.
	The housing sector, and more specifically the sector relating to windows and shutters, employed 110,000 people in France in 2010. A third of this market value is linked directly to the jobs created (€3.25 billion over 10 billion for the housing sector overall). The market is mainly based on SMEs (around 5,000) who manufacture the windows, and artisans (around 40,000) who install them. Two major markets exist for windows: windows in new buildings account for 26% of market volume, while replacement windows represent the remaining 74% (source: UFME, 2011). In terms of market value, the reno- vation market is larger, and generates more income.
	Important price fluctuations can be observed on the market. The average price of a window is €420 (net of tax). However, as soon as the cost of installa- tion is added, the price can rise by at least 80%, to €760. Since 2004, the average price of a window has increased by 38%. Several factors explain this, including the quality and type of material used: the market has shift towards aluminium on one hand, and towards more efficient products on the other hand. However, in terms of the volume of products sold, PVC largely dominates the market, with 62% of market share, followed by aluminium (22%) and wood (13%). However, looking at value estimates, aluminium accounts for 33% of market value and PVC for 49%. Nevertheless, the distribution and installation costs are declining, which, in a highly competitive market, offsets the rising costs of the commodities and materials used in the manufac- turing process.
	The research institute Xerfi forecast two major changes in this market by 2011. Its first prediction was accelerated growth in the renovation market, rein- forcing its importance. As a result of rising energy prices, individuals will be more likely to invest in better insulating materials for their houses in order to reduce their energy bills. Its second prediction was a sharp rise (expected to be a long-term trend) in new building, accounting for a third of the con- struction market.
	Given the likely future development of the market, there are plenty of opportunities for window manufacturers, including a greater focus on customiza- tion. However, it is important to note that most of these new products linked to innovations will be linked to improved technical attributes of these prod- ucts. This does not allow further development toward the consumers’ market. It also protects companies from enjoying a share of the activity of the do It Yourself market segment. The largest distributor of joinery products in France is Lapeyre (a subsidiary of Saint-Gobain), one of the largest producers, processors and distributors of materials in France. Yet this operator represents only 10% of the market. The market report by Xerfi identifies other actors on the market:
	1. Specialists in manufacture, marketing their products primarily business to business (B2B) but invest small amounts in niche markets, due to higher profitability expectations.
	2. Independent joinery networks (including MPO Fenêtres) usually suffer from a lack of recognition and limited geographical coverage.
	
	3. The DIY and unskilled distribution networks. These actors (such as Leroy Merlin), which have become essential market windows, now offer a com- prehensive range of joinery (doors, windows, etc.) and benefit from their vast distribution networks to offer promotions.
	4. Finally, a new type of actor has recently emerged on the market: Online sale specialists (such as Fenêtre24, Brico-Fenêtre). These target individual customers with specific building or DIY knowledge. Most of these companies use a business and development model based on franchising (to promote rapid development of their distribution network) and aim their products at middlemen or independent artisans. Of these, the company which enjoys the greatest level of customer awareness is FPEE and its associated distribution network, Art & Fenêtres. Sales of windows are governed by a set of strict regulations and legislation. For instance, government initiatives and statutes promote the acquisition or replacement of windows by individual home- owners. Some of the relevant regulations are detailed in the next section.
	3 The statute on thermal regulation
	Since 1975, the statute on thermal regulation has imposed rules on French companies regarding the energy consumption of buildings. Since its inception, the aim has been to reduce energy consumption by 15 to 20% every five years. The Thermal Regulation of 2012 (“RT 2012”) has been in force since July 2011 for the tertiary sector and public buildings, and from 1 January 2013 for residential houses. It is intended to promote better building design so as to reduce overall energy consumption and the need for heating. In 2012 these statutory requirements were increased, requiring contractors to increase their efforts to reduce the energy consumption of buildings. The main objective is to achieve self-sufficiency for energy purposes in buildings by 2020. Thus, this regulation promotes the use of more efficient technologies for the production and retention of heat, as well as the production of renewable energy.
	Many standards apply to the design of buildings, including windows and doors.
	The new ISO 23045: 2008 establishes specific guidelines applicable to the design of buildings, to improve energy efficiency. To this end, the ISO covers the choice of the raw materials and components used, the location of the building, and the energy sources used. In theory, the ISO enables the transmis- sion and sharing of information about a building’s energy efficiency by standardizing its energy statement. It also
	defines objectives specific to each construction project from the design stage onwards (source: ISO Standards habitat).
	In addition, companies use independent inspection and certification to prove the increased performance of their products, and to act as a guarantee of their quality. Thus, the NF and CSTB labels ensure compliance for window manufacture, with minimum levels of quality and standards concerning air – and water-tightness, and wind resistance. Such certification of PVC joinery allows consumers to assess manufacturing quality with respect to those three factors. Finally, in response to the growing concerns of both individuals and institutions about global warming, the “Grenelle Environment Forum”, or- ganized in 2007 by the Fillon government, brought together for the first time the State and the represent tives of civil society to define a roadmap for Ecology, Development and Sustainable Planning (source: Presentation by the Grenelle, October 2010). The Grenelle has achieved some progress by promoting the involvement of all stakeholders. In terms of development and planning, the Grenelle’s objectives are to: «promote efficient urban land re- sources, energy and implement technological breakthrough in thermal improvement renovation and accelerate the renovation of the old fleet” (source: Grenelle Environment Forum, “Building rises to the challenge”, October 2010). Following discussions, two key measures were implemented.
	The first was the introduction of interest-free loans for qualifying energyefficient building projects, from early April 2009. Such loans are available for house renovation work to reduce both energy consumption and the emission of greenhouse gases. The loan is granted for certain types of work (such as project management and energy consumption assessments, insurance fees, etc.) or for any work involved in and inseparable from energy efficiency im- provements and installation carried out by a professional. This latter category includes the installation of new windows, including triple-glazed windows.
	
	Specific conditions must be met to qualify for such a loan (concerning the age of the house, the grant
	of any previous loan, the amount of the loan, repayment schedule, etc.) These loans rapidly became popular: by late July 2009, 15,000 applications had been received, and by the end of March 2010, more than 100,000 loans had been granted.
	The second measure introduced were training schemes for companies and craftsmen, to encourage them to take into account the energy performance of buildings. Since its launch in 2008, over 10,000 workers have been trained under this measure. Following this market trend, MPO Fenêtres has obtained certification, allowing the company to showcase its commitment to sustainable development, from product
	design through to its installation. MPO Fenêtres highlights its long-term commitment by ensuring that the joinery products it sells are environmentally- friendly.
	MPO Fenêtres maintains its commitment to the continuous improvement of its products, including products with triple glazing, which allow an increase in performance of over 40% compared to the best double-glazing on the market. This commitment is reflected in all companies’ activities, as stated above, but MPO Fenêtres has also improved its installation and waste treatment along ecological lines, including waste
	recycling.
	In other words, since 1 March 2007, MPO Fenêtres has committed itself to producing more eco friendly windows, offering NFcstBat-certified eco friend- ly windows and triple-glazed Visio windows. As such, MPO Fenêtres puts the most efficient windows in terms of thermal insulation within reach of eve- ryone. The company decided to concentrate on this market sector, which, according to the company’s CEO, represents the future of the company. Noting that for an average surface area of 50 to 100 m2, 10 to 15% of heat loss from dwellings comes from windows, it appears that they are an important ele- ment that could improve the overall energy performance of homes. Indeed, these windows have become the ideal solution in terms of domestic thermal insulation. The three panes which make up the triple glazing are separated by spaces filled
	with gas, giving them excellent thermal performance. Triple glazing captures very little heat. It therefore gives very good thermal insulation and ensures low heat loss, saving energy by reducing the amount of heating needed in winter and of cooling in summer. However, triple glazing products are much more expensive to purchase, and the acoustic insulation offered is not necessarily better than that of “acoustic double glazing”. Therefore, the company needs to ensure the best promotion in order to convince clients to invest in these products.
	Many consumers are willing to spend large sums on products which produce immediate benefits. Expenditure on housing (including joinery) often in- volves substantial outlay, from which the expected savings are less obvious to individuals. Yet such investment is an effective way to reduce energy costs significantly. Thus, the company’s marketing should focus on the potential savings in energy costs for homeowners over the long term.
	In order to support sales, MPO Fenêtres has developed products within the framework of sustainable development, from design to installation. Additional certification for the installation of windows obtained in 2011 is further evidence of the company’s desire to provide a quality service. These certificates and service evaluations conducted by independent arbiters are highlighted by the company’s sales staff in discussions with existing and potential custom- ers. The sales force is therefore a very important element of the new marketing strategy and the launch of the
	triple-glazed windows.
	4 Marketing and distribution strategies
	
	With regard to marketing and distribution, the business is customer-oriented: therefore MPO Fenêtres has chosen to keep control of the entire supply chain, right through from the order to delivery to (and sometimes installation for) the customer.
	For both new and replacement windows, MPO Fenêtres markets, designs, manufactures and installs its own products, thus ensuring complete control of the order and keeping to a minimum the number of contacts for the customer.
	The company distributes its products through two distribution channels: a central department in charge of “key accounts” and “communities”, and a net- work of eight agencies deployed in northeastern France, all owned by the company. These agencies are the cornerstone of the distribution network. Each agency employs fifteen salespersons, as the control of about 15% of its market area, and operates in a sales
	territory of approximately 45,000 customers. The company’s salespeople actively seek potential clients, especially at trade fairs and exhibitions. These events are of paramount importance: they afford opportunities to expand the client base and win new contracts. Up to 25% of the annual turnover of an agency can be attributed to contacts made during these events. Today, the continuing strong growth of the market has encouraged MPO Fenêtres’s CEO to rethink the organisational model of its agencies. In order to improve performance and increase the commercial strength of the company, an audit of its business performance was conducted. Internal research within the company enabled the identification of tasks conducted by employees, and the time al- located to each task, over the course a year. The results are as follows.
	Each year, a salesperson has two weeks of training and five weeks of paid holidays (in accordance with employment law). Two weeks of their annual working time is devoted to attending trade fairs. In addition, the average salesperson is absent one week per year for personal reasons. In terms of the or- ganization of their five-day working week, the Director observed that one day is devoted to purely administrative tasks (making appointments and report- ing activities). For the remaining four days of the week, based on a working day of 11 hours, one hour is devoted to the management of administrative problems and urgent tasks, and one hour is taken as a lunch break. In terms of customer contacts, information obtained from sales staff showed that the average sale is concluded at the end of the third meeting, and that such meetings last on average about an hour. Convinced that high thermal performance PVC windows are the future of the company, the company’s directorate decided to develop sales of these as its primary strategic activity. It therefore needed to develop a marketing strategy for these products on the retail market. Some factors are key to the strategic approach needed: individuals are not necessarily aware of the technical features of the products. In addition, although they offer real benefits, triple-glazed products are more expensive. This may hinder sales of triple-glazed products, because many alternatives, which are cheaper and perform equally well, are still marketed, both in the compa- ny’s own catalogue and in those of its competitors. Although the triple-glazed products are better in terms of insulation and sophistication, their price may be an important deterrent.
	Questions
	1.  Conduct an internal and an external diagnosis of the company. Use the SWOT tool to synthesize this information.
	2. Identify the Key Factors for Success from the diagnosis.
	3. Write a sales pitch for the company. Prepare sales claims to be presented to  sellers. Remember to take into account the potential objections of customers: provide  the  employees  with  arguments  to  counter  customers’  misconceptions.
	4. Suggest incentives to stimulate the sales force (bonuses, collective or individual  incentives,  etc.)  to  encourage  their  continued  training  and  to  support  sales of this product.
	5. Dtemine the optimum size of a business team for an agency, using the information provided in the case study. Consider the effectiveness of an agenc y’s sales team and the commercial influence that the agency can exercise in its  area of operation.
	6. Assess the feasibility of a commercial promotion offering “triple-glazed windows for the price of double glazing” for the product launch.
	
	1. What skills should a professional in your sphere have? What three skills do you consider essential to make a successful career? Why do you think so?
	2. What are the spheres where philologists/linguists can develop their careers? What are the close spheres? What are the distant spheres?
	3. What additional knowledge/skills does a philologist/linguist need to develop his/her career in a distant sphere of business?
	4. What is ethics? What can be considered ethical and unethical in business?
	5. What is ethical and unethical in your professional sphere?
	6. What are the strategies to deal with unethical behavior at a work place?
	7. What are the situations/events/occasions when/where you can network? What are the strategies/approaches in networking?
	8. How can you start communication, when networking?
	9. How can you characterize your communication style? Do you think it is effective in all business situations?
	10. What kinds of communication do you know? What is more powerful: verbal or non-verbal communication? Explain your point of view and give your examples.
	11. Talk about a situation when you have to change the communication style. What do you have to control in the latter situation/occasion?
	12. What is a standard strategy to start a telephone conversation if you do not know a person? If you know the person, but it is not your close rela- tion? If it is your partner/colleague/subordinate?
	13. What are the typical communication problems in telephoning?
	14. What barriers may appear when you communicate remotely? Consider both technical and psychological problems.
	15. What are the stages of planning a business trip? What obstacles may appear? How to overcome the obstacles?
	16. What is “negotiations”? What are the situations when you have to negotiate?
	17. What are the effective strategies in negotiations? Talk about at least three strategies.
	18. What negotiation styles can you think of? What are their peculiarities?
	19. How to deal with people of different styles to make the communication effective and reach your goal in communication?
	20. What are the markers to recognize the style of communication?
	21. What is your personal communication style? What are the advantages and disadvantages of it?
	22. What difficulties may you encounter, negotiation with business people of other style? What transactional losses can you experience?
	23. What makes a presentation successful? Consider the key aspects (physiological/technical/ etc..). Explain. Give examples if necessary.
	24. What is the structure of a typical presentation? Why are business presentations arranged this way? What are the stages of a typical presentation?
	25. How can a speaker develop the contact with the audience? What instruments/strategies can you recommend to an unexperienced speaker?
	26. What is elevator’s pitch/elevator speech? How to make it effective?
	27. What is a value proposition? Why it has become trendy? What are the advantages of it in a process of networking?
	28. What problems can appear at a workplace (consider problems as a system: within a company/a company member vs the outer circle, technical, personal/interpersonal, ethical, etc.)?
	29. Identify economic systems and cycles
	30. What is the role of entrepreneurship in economics/society?
	31. Why should companies be socially responsible?
	32. What is business-related ethical behavior?
	33. What is social responsibility? Consider the individual level and 2-3 social levels?
	34. What is business management?
	35. What managerial skills do you need to develop to make your career successful?
	36. What are the key functions of business management?
	37. What are cultural influences of business organization?
	38. What are the impacts on business organizations in economics/politics/culture?
	39. What are the elements of the financial planning process?
	40. What is business plan? Do you think it is needed to start a business?
	41. What are the essential elements of the marketing mix?
	42. What is the role of the Internet and Social Media in marketing efforts?
	43. Do you think that sometimes the Internet marketing is unethical? Explain and give your examples.
	44. What is PR? Categorize methods and practices associated with effective public relations.
	45. What is the role of technology and information management systems in strategic business?
	46. What is Financial management? Why it is essential for economics?

