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I OPTAHM3AIIMOHHO-METOIWYECKHWH OTAEJ

1.1 lleab u 3aga49u TUCUMUILJIMHDI.

Ilenb0 OCBOEGHMS IUCLUMIUIMHBI SIBISETCS O3HAKOMMUTH CTYAEHTOB C OCHOBHBIMU
MOJIO)KEHUSIMU COBPEMEHHOI TEOpHM IMEepeBO/ia U CIOCOOCTBOBATH (POPMHUPOBAHUIO B ITOU
CBSI3M psAlla NEPEBOJYECKUX HABBIKOB M YMEHMH, UYTO B COBOKYIHOCTH JOJDKHO 3aJI0KHUTh
OCHOBBI JUIsl POPMHUPOBAHUS Y HUX [IEPEBOTUECKON KOMITETEHIIUH.

JU1st TOCTHKEHUS ITOCTABICHHOW LIEJIN IIPEAYCMAaTPUBACTCS PELIECHUE CIEAYIOIUX 3a4a4:
= (opMupOBaHME CHCTEMbl 3HAHUW O TMeEpeBOjAe, €ro BUAAaX, NparMaTHYECKUX U
HOPMATHBHBIX AacCIEKTaX, OCOOCHHOCTSX IepeBoJa MaTepUalIOB pa3IMYHBIX HKAHPOB,
TUMUYHBIX TPYJHOCTSAX U CTAHJAPTHBIX CIIOCOOaX UX MPEOJIOJICHUS, a TAK)KE O METOAAX U
KPUTEPUSAX OLICHKU KauecTBa I1epEeBOJa;
= (opMupOBaHHE PsAA IEPEBOTUECKIX HABBIKOB M YMEHHI IyTeM MPUMEHEHUS
[IOJIyYEHHBIX 3HAHWN HA IIPAKTUKE B XOJI€ BHIIIOJIHEHHS TPEHUPOBOYHBIX YIIPAXKHEHUI

1.2 MecTo y4eOHO# nucuunannbl B crpykrype OINIOII

Hucuunnuna «TecTupoBaHHe B HMHOS3bIYHOM OOpa30BaHHMW» OTHOCHTCA K 4YacTH,
dbopMupyeMoil ydacTHUKaMH OOpa30BaTeNbHBIX OTHOILIEHWH broka 1, B COOTBETCTBHH C
®I'OC BO u mpennHasHavyeHa Mg CTYISHTOB, oOydarommxcs mo HampasieHuto 45.03.01
@unonorus, npopuns «3apyOexnas ¢unonorus». Wiydaercs B 5,6,7,8 cemectpe, dhopma
KOHTpoJIs — 3a4eT (5,6,7), ax3aMeH (8).

I[JIH N3YUCHUA JUCHUIIIIMHBL HGOGXOI[I/IMBI 3HAHUA, YMCHHA U KOMIICTCHIIUH, ITIOJTYUYCHHBIC
00y4JaronMMuUCs B OpraHu3aIiuy o01iero oopa3oBaHus U B Pe3yJIbTaTe U3yUeHUs
BBEJICHUS B IPOPHIBHYIO MTOJITOTOBKY OCHOB (DHUIIOIOTHH.

OcBoenne qucuuIuinHbl « TecTHpoBaHuEe B HHOSI3BIYHOM 00pa30BaHUM SIBIISETCS
HE00X0IMMOW OCHOBOM ISl MOCTEIYIOIEro U3y4eHus: AUCHUILINH NPO(eCCHOHAIIBHOTO
nukia: Iloaroroska k ciade u caada rocyJapCTBEHHOIO SK3aMeHa
1.3 Posib nucuumiinHbl B (pOPMHUPOBAHNH KOMIIETEHIMI BbINYCKHHUKA.

HucummuimHa  «TectupoBaHue B WHOSA3BIYHOM — 0Opa30BaHUID SABJISICTCS
COCTABJISAIOLIEH B Ipolecce (pOpMUPOBaHUS Yy CTyAEHTa MPO(PECCHOHANIBHON KOMIETEHIIUU
I1K-4.

1.4 Ilepevyenn TpeGoBaHNi IVIAHUPYEMBIX Pe3y/IbTATOB 00y4eHHUsI 110 JUCIUIIIHHE

OOyuaromuiics JOMKEeH 00J1aAaTh CAeAYIONMMHI KOMIIETEHITUSIMU

Kon Conepxanne
KOMIIeTeHIIUH KOMIIETCHIIUH
[1IK-4 CrniocobeH K KOMMYHUKAIIMM B YCTHOM M MHUCbMEHHON (pOpMax Ha pyCCKOM U

MHOCTPAaHHOM  fA3BIKaX JJIs  pPEIIeHHMs  33Ja4  MEXIWYHOCTHOIO U
MEXKYJIbTYPHOTO B3aMMOJICUCTBUSI, aHAIM3y TEKCTOB pa3HbIX CTWJIEH Ha
MHOCTPAHHOM $I3bIKE, S3bIKOBBIX €IMHUIL U TIEPEBOAYECKUX TpaHCHOpMaUit

[lepeueHs mIaHUPyEMBIX pe3yIbTaTOB OOYUECHUS MO TUCLUILINHE:




Haumenoeanue | Koo u K00 u naumenosanue unouxamopa 00CmudiceHus
Kamezopuu HaumeHoBaHUe npogheccuonanvHoii Komnemenyuu
(cpynnot) npogeccuonanvhoi
npogeccuonany | Komnemenyuu
HbIX
KomnemeHnuuil
MexbsasbikoBas | [IK-4 1.1 B.IIK-4 Bnameer pycckMM U HHOCTPaHHBIM
komMmyHuKanus | CriocoOeH K | SI3BIKOM B 00OBbEMe, JOCTAaTOYHOM JUIS pelieHus 3aaad
KOMMYHHKAIIH B | MEeXJIMYHOCTHOTO, MEXKYJIbTYpHOTO u
YCTHOU 1 | mpodeCCHOHATBHOTO B3aUMOICHCTBHSI.
MUCBMEHHOU (opMax
Ha PyCCKOM u | 2.1 B.IIK-4 Bnageer HaBbikamMH (HOHETHYECKOTO,

MHOCTPAHHOM SI3bIKaxX
JUISL PELIeHHs 3a1a4y
MEKJIMYHOCTHOTO U
MEXKYJIbTYPHOTO
B3aUMOICHUCTBH,
aHaIu3y TEKCTOB
pa3HBIX CTWIEH Ha
WHOCTPAaHHOM SI3BIKE,
S3BIKOBBIX €IUHUI] U
MEPEBOAYECKUX
Tparchopmarmii

(OHOIIOTHYECKOTO, JIEKCUYECKOT O,
Mopdoormgeckoro, CHHTaKCHYECKOTO "
CTWJIMCTUYCCKOIO aHalin3da pa3JIndHbIX SA3bIKOBBIX
eIMHHII.

3.1 B.IIK-4 CniocobeH npuMeHsTh

OCHOBHBIC TIOJIO)KEHHSI W KOHLENIMU B OOJIACTH
A3bIKA, JINTEPATYpbl W KyJIbTYpHl IIPH AaHAIU3E
TEKCTOB Pa3HOU IparMaTU4eCKOM HAIPaBICHHOCTU

4.1 B.IIK-4 Cnoco0OeH OCYIIECTBIATh IE€PEBOA U
(W) WHTEPHpPETaNi0 TEKCTOB C PYCCKOTO Ha
MHOCTPAHHBIN /C MHOCTPAHHOTO HAa PYCCKHUH S3BIK,
TEKCTOB Pa3IMYHON >KaHPOBOM MNPHUHAMJICKHOCTH H
IIparMaTHYeCKON HalpaBJIE€HHOCTU




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

OcHoBHBIE NPU3HAKHU C)OPMHPOBAHHOCTH KOMIIETEHUMH (IECKPUNITOPHOE ONUCAHUE YPOBHS)

Oran
[Ipu3Haky oieHKH [Tpu3Haku onieHKH C(HOPMHUPOBAHHOCTU KOMITETECHIIUU
Kon u conepxxanue OCBOCHHUS
. Hec(hOpMUPOBAHHOCTH = " "
KOMITETEHITHIA KOMITETEHIIUH MUHHMMAaJbHBbIHI cpeaHuit MaKCUMaJIbHbBII
N KOMIIETEHIIUH
[1K-4 2 He 3naet ocHOBHBIE 3HaeT MUHUMYM Crniocoben 3HaeT JIEKCUYeCKue
CrocobeH k JEKCUYECKHE JIEKCUYECKUX €INHUIL IIPOIEMOHCTPUPOBATH €IMHUIIBI 00IIEero U
KOMMYHHUKAIINH B €AMHULIBI U o01Iero u 3HaHHE JIEKCUYECKHUX TEPMHHOJIOTMYECKOTO
YCTHOM ¥ MMCbMEHHOMN 0COOEHHOCTH MX TEPMHHOJIOTMYECKOTO €AMHHULL OOLIETO U XapakTepa B Hy)KHOM
dopmax Ha pycCKOM U UCIIOJIb30BaHuA, xapakTepa; 0a30ByI0 TEPMHUHOJIOTHYECKOTO o0beMe 1 0COOEHHOCTH
MHOCTPAHHOM $SI3bIKaxX OCHOBHBIE pa3Inyus HOPMAaTUBHYO Xapakrepa u UX HUCIIOJI30BAHNUS,

JUTSL PEIICHUS 33124
MEXITMYHOCTHOTO U
MEXKYJIBTYPHOTO
B3aUMOICHUCTBU,
aHaJIM3y TEKCTOB
pasHbIX CTHJICH Ha
MHOCTPAaHHOM SI3bIKE,
SI3BIKOBBIX €JIMHHULL U
HEePeBOTUECKUX
Tpanchopmarmii

1.1 B.IIK-4.
2.1 B.IIK-4

MMCbMEHHOW U yCTHOU
peuu; aaropuT™M
00paboOTKH TEKCTOBOI

IrpaMMAaTHKy B
AKTHBHOM BJIaJICHUN
U OCHOBHBIE

0COOEHHOCTEN UX
HCIIOJIBL30BaHU,
OCHOBHBEIC paBJII/I‘-II/Iﬂ

OCHOBHBIE pa3Inuus
MMACbMEHHOW U yCTHOU
peuu; OCHOBHBIE (DaKThI

uH(pOpMaLnH. rpaMMaTH4ECKHE MIMCbMEHHOW U YCTHOM aJITOPUTM 00pabOTKH
KOHCTPYKIIUU JIJIs peuu; alropuTM TEKCTOBOH MH(pOpMAIIHH.
MMaCCUBHOTO 00pabOTKH TEKCTOBOM
BOCTIPHSITHS. uHpOpMaLIUH.

He moxert MoskeT UCTIOIB30BaTh Ucnonszyer CB0OOIHO UCTIONB3YET

UCIIOJIb30BaTh MHOCTPAHHBIHN S3BIK B WHOCTPaHHBIN S3bIK B WHOCTPaHHBIN S3bIK B

WHOCTPAHHBIH SI3BIK B
MEXJINYHOCTHOM U
MEXKKYJIBbTYPHOM
0O0IIeHUH U yueOHOM
CUTyalVH,
BOCIIPHHUMATB 001IIee
CO/Iep)KaHHE TEKCTOB

MEKJINYHOCTHOM U
MEKKYJIbTYPHOM
OOIICHHY,
BOCIIPHHUMATh 00111ee
COZIep’KaHNe TEKCTOB
3a/IaHHOT'O YPOBHS
CIIO)KHOCTHU OOLIEro u

MEKIUYHOCTHOM U
MEKKYJIbTYPHOM

001IIeHNH, BOCTIPUHUMAET

o01iee copepkaHue
TEKCTOB 33JJAHHOTO
YPOBHSI CIIO)KHOCTH
o0miero u

MEKINYHOCTHOM U
MEKKYJIbTYPHOM
00IIIeHNH,
BOCIIPHHUMAET o0111ee
CoZIep’KaHHe TEKCTOB
3aJ1aHHOTO YPOBHS
CIIOKHOCTH OOIIETO

3aJJaHHOTO YPOBHS npodeccuoHaIbHO- npogeccuoHaIBHO- npodeccuoHaIBHO-
CJIO’KHOCTH OOILETo U OPHEHTUPOBAHHOTO OpPUEHTHPOBAHHOTO OpPUEHTHPOBAHHOTO
npodeccuoHaIbHO- Xapakrepa Xapakrepa Xapakrepa.




OPUECHTHPOBAHHOTO
Xapakrepa.

CO 3HAYUTCIBbHBIM
KOJIWYECTBOM
OLINOOK.

¢ MUHUMAJIbHBIMUA
OIITMOKaMH.

He cnocoben
MPUMEHUTH 3HAHUS
OCHOBHBIX
MTOJIOXKEHUS U
KOHIIENIUHA 00IaCcTH
SI3bIKA, TUTEPATYPHI U
KyJbTYpbI IIpu paboTe
C TEKCTaMH Pa3HBIX
BHI0B. He criocoben
CaMOCTOSITEIIBHO
JIeaTh BBIBOJIBI

[IpumensieT 3HaHUS
OCHOBHBIX ITOJI0KEHHS
M KOHIICIIIINHK 00JIaCTH
SI3BIKa, INTEPATYPHI U
KyJbTYpBI TIpU padoTe
C TEKCTaMH Pa3HBIX
Buj0B. He criocoben
CaMOCTOSITEIHLHO
JIeNIaTh BBIBOIBI
00I1Iero ¥ YaCTHOT'O
XapakTepa B Imporiecce

YBepeHHO NpPUMEHSAET
3HAHHUSA OCHOBHBIX
ITOJIOKCHUS U KOHICIIIIUN
00J1acTH SI3BIKa,
JTUTEPATYPhl U KYyJIbTYPbI
pu paboTe C TEKCTaMU
pa3sbIx BU0B. CriocoOeH
CaMOCTOSTEBHO J1€1aTh
BBIBOJIBI OOIIIETO U
YaCTHOTO XapaKkTepa B
MIpOIIecce aHaIn3a

CB0OOAHO TTPUMEHSIET
3HAHUS OCHOBHBIX
MOJIOKEHUS U
KOHIICIIIUK 00J1aCTU
SI3BIKA, JIUTEPATYPHI U
KYJIBTYpBI TIPU paboTe ¢
TEKCTaMU paSHI)IX
BunoB. Criocoden
CaMOCTOSTEIIBHO JIeJIaTh
BBIBOJIBI OOIIETO U
JaCTHOTO XapakTepa B

0OILIETO ¥ YaCTHOTO aHaJN3a TEKCTOB. TEKCTOB. Ipolecce aHaIn3a

XapakTepa B IpoLecce TEKCTOB.

aHaJn3a TEKCTOB.

He Bnaneer HaBbikamMu | Biajseer HaBbIkamu VBEPEHHO BIAJIEET CBoGOIHO  BIAjIEET
paboTHl C TEKCTaMK HaBbIKaMM ~ paGoTbl ¢ | HABBIKAMH  DaboTHl ¢

paboThl C TEKCTaMU
MOBBILICHHOU
cioxHoctu. [Ipn
NepeBoJie U
UHTEPIpETANN
Pa3TUYHBIX THIIOB
TEKCTOB HE YUUTHIBACT
YKaHPOBYIO,
parMaTHYeCcKyIo,

CTUJIIMCTUYCCKYIO

MMOBBIICHHOMN
cinoxHocTH. [Ipn
MepeBoic U
HUHTEpIpETaun
Pa3TUYHBIX TUTIOB
TEKCTOB HE YUUTHIBACT
XKAHPOBYIO,
MparMaTU4ecKylo,

CTHUIIMCTUYCCKYIO

TEKCTaMU TIOBBILICHHON
cinoxHocTH. [lpn
epeBoJe U
HHTEpIpETalun
PA3JIMYHBIX TUIIOB TEKCTOB
YYUTBIBAECT KAHPOBYIO,
MIparMaTU4ECKyIo,
CTUJIIMCTUYCCKYTIO

0COOEHHOCTH TEKCTA.

TEKCTaMH ITOBBIIIICHHOM
cinoxHoctu. [Ipn
IepeBoJIe U
WHTEpIpPETaALNUN
Pa3JIMYHBIX THUIIOB
TEKCTOB YYUTHIBAECT
YKaHPOBYIO,
MparMaTUyeCcKyo,
CTUJIUCTUYECKYIO
0COOEHHOCTH TEKCTA B
MOJIHON Mepe




0COOEHHOCTH TEKCTA.

0COOEHHOCTH TEKCTA

[TK-4

Crnoco6eH K
KOMMYHHKAIINH B
YCTHOW U MUCbMEHHOMN
(dopMax Ha pycCKOM U
MHOCTPAHHOM S3bIKaX
JUISL peleHus 3a1a4
MEXJIMYHOCTHOTO 1
MEXKYJIBTYPHOTO
B3aUMOICHUCTBUS,
aHAJIN3Y TEKCTOB
pa3HBIX CTHJICH Ha
WHOCTPAHHOM $I3bIKE,
SI3BIKOBBIX €JTUHUI] U
NEPEBOUECKUX
Tpanchopmarmii

1.1_B.IIK-4.
2.1 B.IIK-4

He 3Haet ocHOBHBIE
JIEKCUYECKHE
€UHULBI U
0COOEHHOCTH MX
WCITIOJIb30BAHUA,
OCHOBHBIE pa3Inyus
MMUCbMEHHOW U YCTHOU
peyu; aNropuT™M
00pabOTKH TEKCTOBOM

3HaeT MUHUMYM
JICKCHYECKUX €INHUIL
o01iero u
TEPMUHOJIOTHYECKOTO
xapakrepa; 0a30ByIO
HOPMAaTHUBHYIO
rpaMMaTHKy B
aAKTHBHOM BIIAZICHUU
U OCHOBHBIC

Cnocoben
MIPOJICMOHCTPHPOBATH
3HAHUE JIEKCUYECKHX
€IMHHAIL] OOIIETO U
TEPMUHOJOTHYECKOTO
XapakTepa u
0COOEHHOCTEH HX
HCIIOJIb30BaHMS,
OCHOBHBIC Pa3INIHs

3HaeT JIEKCUUECKUE
€IMHUIIBI O0IIEro U
TEPMUHOJIOTMYECKOTO
XapakTepa B Hy)KHOM
0o0beMe 1 0COOCHHOCTH
UX UCIOJIb30BaHUs,
OCHOBHBIE Pa3IUYHs
MMACbMEHHOW U yCTHOU
peun; OCHOBHBIE (PaKThI

uH(pOpMaLnH. rpaMMaTH4ECKHE MIMCbMEHHOW U yCTHOM aJITOPUTM 00pabOTKH
KOHCTPYKLUU TS peuu; anropuTM TEKCTOBOM MH(pOpMAaIUH.
MMaCCUBHOTO 00pabOTKH TEKCTOBOM
BOCTIPHSITHSI. uHpOpMALIUH.

He moxert MoskeT UCTIOIB30BaTh Ucnonszyer CB0OOIHO UCTIONB3YET

UCTIOJIb30BATh WHOCTPaHHBIH S3BIK B WHOCTPaHHBIN S3BIK B WHOCTPAHHBIN S3BIK B

WHOCTPAHHBIH SI3bIK B
MEKJIMYHOCTHOM U
MEKKYJIBTYPHOM
oOIeHNH U yueOHOI
CUTYyalUH,
BOCIIPHHUMATH 00111ee
cofiep’KaHNe TEKCTOB
3a/1aHHOTO YPOBHS
CJI0KHOCTH OOIIETO U
npodeccuoHaIbHO-
OPHEHTHPOBAHHOTO
Xapakrepa.

MEXIUYHOCTHOM U
MEXKYJIbTYPHOM
00IIIeHNH,
BOCIIPUHUMATH 0011Iee
COJIEp’)KaHUE TEKCTOB
3aJJaHHOTO YPOBHS
CJI05KHOCTH OOIIEro 1
podeccHoHaIbHO-
OpPUEHTHPOBAHHOTO
Xapakrepa

CO 3HAYUTEIBHBIM
KOJINYECTBOM

OLINOOK.

MEXKJIMYHOCTHOM M
MEXKYJIbTYPHOM
001IIeHnH, BOCTIPUHUMAET
oO1ee comepxaHue
TEKCTOB 3aJaHHOT'0
YPOBHS CIIOKHOCTH
o0miero u
npo¢eCCUOHAIBHO-
OpPUEHTHPOBAHHOTO
Xapakrepa

¢ MUHUMAJIbHBIMH
OIIOKaMH.

MEXJIMYHOCTHOM U
MEXKYJIbTYPHOM
00IIIeHNH,
BOCITPUHUMAET 00111ee
COJIEp’)KaHUE TEKCTOB
3aJJaHHOTO YPOBHS
CJIO’)KHOCTH OOIIETO U
po¢eCCUOHAIBHO-
OpPUEHTHPOBAHHOTO
Xapakrepa.

He ciocoben
NPUMEHHUTD 3HAHUSI

HpI/IMeHHeT 3HaHHUA
OCHOBHBIX ITOJIOXKCHU A

YBEpEHHO NPUMEHSET
3HAaHUS OCHOBHBIX

CB000IHO MTPUMEHSET
3HAHUSI OCHOBHBIX




OCHOBHBIX
MIOJIOKEHUS 1
KOHIIENIINH 00JIaCTH
SI3BIKA, JTUTEPATYPHI U
KyJBTYpPBI IIpU paboTe
C TEKCTaMH Pa3HbIX
BuI0B. He criocoben
CaMOCTOSTENIHHO
JI€TIATh BBIBOIBI

M KOHIIENIINU 00JIacTH
SI3BIKA, JTUTEPATYPHI U
KyJIbTYpBI IpU paboTe
C TEKCTaMH Pa3HBIX
Bu0B. He ciocoben
CaMOCTOSITEJILHO
JIeJIaTh BHIBOIBI
0O0I1IET0 ¥ YaCTHOT'O
XapakTepa B Iporecce

MTOJIOYKEHUS U KOHLICTIIIHH
o0JracTH s3bIKa,
JTUTEPATYPBI U KYJIBTYPbI
npu paboTe ¢ TEeKCTaMH
pasHbIx BUI0B. CriocoOeH
CaMOCTOSTENIbHO JIeJIaTh
BBIBOJIBI OOIIIETO 1
YaCTHOTO XapaKkTepa B
MpoLIecce aHalu3a

MTOJIOKEHUS U
KOHIIEIINH 00JIacTH
SI3bIKA, TUTEPATYPHI U
KyJIbTYpBI IpU paboTe ¢
TEKCTaMH Pa3HBIX
Bua0B. Crioco0eH
CaMOCTOSTEIILHO JI€JIATh
BBIBOJIBI OOIIETO U
YaCcTHOTO XapakTepa B

OOIIIETO U YaCTHOTO aHaJIN3a TEKCTOB. TEKCTOB. IPOLIECCE aHAIU3a
XapakTepa B IIPOLECCE TEKCTOB.

aHAJIN3a TEKCTOB.

He Bnageer naBsikamMu | Bnageer HaBbIkaMu YBepeHHo Biazeer CBo06o1HO BJIAZEET
paboThl C TEKCTAMHM paboThl C TEKCTAMM HaBbIKAMM ~ paGoThl ¢ | HABBIKAMH  DaboTHI ¢

MOBBILIEHHOU
cioxxHoctu. [Tpu
IepeBoOJIE U
WHTEPHPETALNN
pa3IUYHBIX TUIIOB
TEKCTOB HE YUUTHIBACT
JKaHPOBYIO,
parMaTu4ecKyro,
CTUJIMCTHYECKYIO

0COOEHHOCTH TEKCTA.

MOBBILIEHHOU
cnoxkHoctu. [Ipu
IepeBOJIE U
MHTEPIPETALNN
Pa3IMYHBIX TUIIOB
TEKCTOB HE YUUTHIBACT
XKaHPOBYIO,
MparMaTH4ecKyro,
CTHJIMCTHUYECKYIO

0COOEHHOCTH TEKCTA

TEKCTaMH MOBBIIIEHHOMN
cioxkHoctu. [Tpu
IepeBoJIE U
UHTEpIIpeTaluu
Pa3IMYHBIX TUIIOB TEKCTOB
YYUTBIBACT )KaHPOBYIO,
MparMaTU4ecKy1o,
CTHJIUCTHYECKYTO

0COOEHHOCTH TEKCTA.

TEKCTaMU MOBBIIIEHHON
cnoxkHoctu. [Ipu
MepeBoJIe U
WHTEPIIPETANN
Pa3IMYHBIX THIIOB
TEKCTOB YYUTHIBAET
XKAHPOBYIO,
IparMaTHIeCcKyIo,
CTHIIUCTHYECKYIO
0COOCHHOCTH TEKCTa B
MOJIHON Mepe

* - @opMupoBaHUE KOMIETEHIIMH POXOIUT B 3 3tama: 1-2 kypce -1-it atan; 3 xKypc -2-i atarm; 4 kypc (4-5 Kypc -IIpu 09HO-3209HOM U 3a09HOM (popMaM o0yUeHws) -
3-it atan -nipu 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

OO0mas Tpy10eMKOCTh IMCUMILUINHBI COCTaBJIsAeT 9 3aueTHbIE eAUHULBI, 324 yaca

Bupn yueOnoit | 3ansatua | 3anatusi | BeOunapsl | Koncyabra | ATrecTanmsa | CamocrosiTe
padoThI JIEKIIMOH | CEeMHHapC U JIbHas
HOI'0 KOIro padora
THIIA THIIA
KonrakTHas - 36(5) - 2(8) - 35,8(5)
pabora B 32(6) 39,8(6)
) 5
TCOPETHYECCK 22(8) ’
oro
00yueHust
IIpome:xyTou - - - - 3aver - -
Has 0,2(5,6,7)
arrecranms OK3aMeH —
0,3(8)
Hroro: - 126 - 2 0,9 195,1

1 COAEP)KAHUE JUCHUIIMHBI C YKASAHUEM OTBEJEHHOI'O HA HUX
KOINYECTBA AKAJEMUYECKUX YACOB U BUJIOB YYEBHBIX 3AHATUU U

®OPM TEKYHIEI'O KOHTPOJIA

3.1. Kpartkoe conep:kanne JMCHUILIHHBI C YKA3aHHEM TeM.

Ne Ha3Banue Tembl KonrakTHas pa6ora ¢
TeM 00y4YaIUMHCS
bl o © S =
S s - o x| = E
S gz 2| Zz&8=2| 3E
= O x| = o 38| 28
EZ el Eas| S =gl &g¢°
SR ZEF| & & ¥k S 2
<o) " D v e s =
% s =) N
= ) e =
1. DopMaT MeKAYHAPOIHOI0 IK3aMeHa - 22 Onpoc | TIK-4.1
3HAKOMCTBO ¢ ()OPMATOM U TPEOOBAHUAMHM samapn | 11K-4.2
MexayHapoaHoro 3k3amena IELTS i
3HAKOMCTBO C aJITOPUTMOM PaOOTHI YaCTH
TOBOPEHHE, TUCHMO, YTCHUE U ayJUPOBAHUE
2. I'oBopenne - 26 - | Onpoc | IIK-4.1
Osnakomiienue ¢ popmMaTroM paboTEI ¢ sagapn | 11K-4.2
3aJJaHUSIMU YaCTH TOBOPEHUS B PaMKax o
MexayHapoaHoro 3k3amena [ELTS.




TpeHnpOBOYHOE BHITIOIHEHUE 3aJaHUMN.
Peuesble kinme.

3. IIucemo - 28 Ompoc | [IK-4.1
AJITOPUTM HAIMCAHUS [THUCHMA U 3CCE B sagann | 11K-4.2
3aJlaHUSAX YaCTH MMHUChMa B paMKax o
MexayHapoaHoro sk3ameHa IELTS.

TpeHrnpoBOYHOE BHITIOITHEHUE 3aJaHUN
®opwmar scce. Kimmme. Hecrannaptasie
riarossl O6pasibl opUIHaIBLHOTO U
HEO(PUIMATLHOTO CTUJICH MHUChMa

4. Yrenue - 2 Ompo I1K-4.1
W3yuenue GpopmaTa pabOThI C TEKCTAMHU B 4 C 11K-4.2
3aJJaHUSX YaCTH YTCHHSI B paMKax 3a/1aH
MexayHapoaHoro sk3amena [ELTS ust
TpeHnpoBOYHOE BBHIMOTHEHUE 3aJaHHI.

[TpuHIHIIBI pabOTHI ¢ TEKCTOM: CTPYKTYpA.
5. AyaupoBaHue - 2 Ompo [1K-4.1
[IpocaymuBaHUe TEKCTOB B 33JaHUSIX YaCTH 6 c 11K-4.2
aynupoBanus 1o tunty IELTS u BeinonHeHue 3a7aH
3agaHui K HUM. [IpuHIUIIBI usa
KOHCIIEKTUPOBAHMS M YCBOCHHUS
MPOCIyIIaHHOW HH(POpMAIIUH.
Hroro: - 126
3.2 CamocTtosiTesibHasA padoTa 00y4alOIMXCs 110 AUCHHIIIMHE
3.2.1 PacnipeniesieHne 4acoB, OTBeIEHHBIX HA CAMOCTOSITE/ILHYI0 Pa00Ty 00y4arolerocs.
CamocrosiTesibHast Bcero O0bem 1o cemecTpam
padora 4acoB 3 6 7 3
(ITo VII)

[Toaroroska k
MPaKTUYECKUM 3aHATUSIM

P : 161,4 5 6 7 8
BBITIOJTHEHHE TOMAIITHUX
3aJaHnui
IToaroroBka K KOHTPOJIIO 33,7 - - - 33,7
Bcero

195,1 35,8 49,8 35,8 52,3

3.2.2 MeToauveckne yKa3aHHs 10 OPraHU3aLMU CAMOCTOATEIbHON PadoThl

o0yuaromerocst

CamocrosrenbHas paboTa - 3TO Cl10cO0 aKTUBHOTO, IIEJICHANIPABICHHOTO MPHOOpETeHUS
CTYJ€HTaMH HOBBIX 3HAHUI M YMEHHI 0€3 HEMOCPEACTBEHHOIO yYacTHsI B 3TOM IIpoliecce
npernojiaBaTesnei, Ho NoJ UX METOIMYECKUM PyKoBOACTBOM. CaMocTosTenbHas paboTa CTyIeHTa

COCTOHUT H3 perynﬁpHoﬁ MOATOTOBKH K IMPAKTHYCCKUM 3aHATHAM, KOHCIICKTUPOBAHUA JICKIII/II;'I,




BBITIOJIHEHHSI TOMAIIHEro 3aAaHus. CaMocTosTeNbHas paboTa CTyJIeHTa BKJIIOUAeT B ce0sl TakxKe
HU3YUYCHUC NOIMOJHHUTECIBHOI'O MaTCpuraia 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 CIIEUAIbHYI0 MOHOTpaUIECKYIO 1
MEPUOANYECKYIO JTUTEPATYPY B COOTBETCTBUU C PEKOMEHAALIUSAMH MTPENOAaBaTes WiIH
CaMOCTOATENBEHO. B mporiecce camocTosTeIbHOM paboThl 00YJIarONTUIACS UCTIOIB3YET
TEXHUYECKHE CPECTBA, 00ECIICUNBAIOIINE JOCTYI K MHPOpPMALUH (KOMIBIOTEPHBIX 0a3 TaHHbIX,
CHCTEM aBTOMAaTH3MPOBAHHOTO MPOEKTUPOBAHUS, CETEBOI (popMe peanus3alii 00pa3oBaTeIbHbBIX
IporpaMM u T.11.). B ciyyae Heo0X0AMMOCTH 00yYarOIUIC MOKET MOIY4YUTh ITOMOIIb U (MJITH)
KOHCYJIbTAIMIO TpernoaaBareis. Ha 3aHSITUAX CTYJeHT JOJIKEeH NMPpeA0CTaBUTh MPEnoiaBaTeio
OTYET O CaMOCTOSATENIHO MPOBEACHHOM MOUCKE MH(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 AINTOPHUH.

KonTtpons camocTosiTenbHOI paboThl CTyIEHTOB Ha YpOBHE Kadeapbl OCYIIECTBISIETCS C
IIOMOIIBIO Fpa(bI/IKOB TEKYIIETO KOHTPOJIA YCIIEBAEMOCTHU CTY ICHTOB. CDOpMI)I OTYETHOCTH
Pa3IM4HBL: YCTHBIE OTBETHI HA KOHTPOJIbHBIE BOIPOCHI, TECTHI, SK3aMEH.

IV. Y4ebHOo-MeTOAMYeCKOEe M HH(POPMALMOHHOE O0eceuyeHue Mo TUCIHIIJIMHE

4.1. ocHOBHasl JUTEpaTypa

Ne HaumeHoBaHune yueOHUKOB, y4eOHO-MeTOANYECKUX, METOAUYECKHUX MOCOOMH,
Pa3padoTOK M peKOMeHIAIUM
n

1. Munosunos, B. A. Beeaenune B IELTS: (Mexnynapoanas Cucrema TecTupoBaHHS
3nanuii AHrnumiickoro fI3pika) : yuebHoe mocobue / B. A. MunoBugos. — Mocksa ;
bepnun : Qupexkr-Meaua, 2015. — 333 c. : uin. — Pexxum noctyna: no nognucke. — URL:
https://biblioclub.ru/index.php?page=book&id=428593 . — ISBN 978-5-4475-5280-0. —
DOI 10.23681/428593. — Tekct : anekTpoHHbIi. ([laTa obpamenus: 10.07.2022)

4.2 nONOJHHUTEJIbHAS JUTEpaTypa

Ne HaumeHoBaHue y4eOHNKOB, y4eOHO-MeTOAUYECKUX, METOAMYECKHUX NOCOOHIi,
pa3padoToOK M peKOMeHIAnu i
n

1. | Konogkuna JI. C., MaxanbkoBa H. B., Illupornmazoa H. C., Hlupoxux E. A.
TectupoBaHue B MHOA3BIYHOM OOpa30BaHMU: HIArM K ycHexy: yueOHoe mocobue / mnon
pea. H. M. Koctunoii — Mxesck: U3n-Bo «Y amyprckuit yausepeutet», 2013. — 170 ¢ —
URL:___http://elibrary.udsu.ru/xmlui/bitstream/handle/123456789/10473/2013100.pdf?
sequence=1. — TekcT : anektponusIi. ([ata obpamenns: 10.07.2022)

4.3 nmporpamMMHoe ofecrieyeHue: 00IeCHCTEMHOE M IPUKJIAIHOE IPOrpaMMHOe
ol0ecnieyeHue:

Homep | HammenoBanue I1O PexBU3UTHI KommenTapuii
NMOATBEPKAAIOLEro



https://biblioclub.ru/index.php?page=book&id=428593

JTOKYMEHTA
1. OneparmoHHasi cuctemMa Howmep munienzuu 64690501
Microsoft Windows Pro
Bepcuu 7/8
2. IIporpamMmHBIil TakeT Howmep munenszuu 43509311
Microsoft Office 2007
3. ABBY FineReader 14 Koy nosuumu af14-251w01-
102
4. LibreOffice Mozilla Public License v2.0.
S. GIMP (rpaduueckuit Creative Commons
penakrop) Attribution- ShareAlike 4.0
International License.
6. Blender (rpaduka 3D ) GNU__General Public
License (GPL)
7. Inkscape (BektopHas rpaduka) | GNU General Public
License (GPL)
8. ESET NOD32 Antivirus [TyGnuyHBIl KiTIOY 100 T
Business Edition nmuuensuu: 3AF-4JD- '
N6K
9. MonynbHast OOBEKTHO- GNU __ General Public CBobogHoe
OpUEHTUPOBAHHAS License (GPL) pacrp, caiit
JMHAMIYCCKas y4eOHast http://docs.moodle.org/
cpena “LMS Moodle” v/
10. ApxwuBatop 7-Zip GNU__ Lesser General CeobomHoe
Public License (LGPL) pacrp,cait
https://www.7-zip.org/
1 nunensus, web
JOCTYII
11. CrpaBouyHo-nipaBoBasi cuctema | JloroBop Ne-18-00050550
«KoncyapranT Ilmrocy ot 01.05.2018

4.4. Ba3bl JaHHbIX, HH(l)OpMaIII/IOHHO-Cl'[paBO‘lHLIe H ITOUCKOBbIC CUCTEMbI

[Ipodeccuonanpuple 6a3pl JaHHBIX W HMHGOPMAIMOHHBIE CIIPABOYHBIE CHCTEMBI,
WNudpopmanmonnsie cnpaBoyHble cucteMmbl DenepanibHblii mopran «Poccuiickoe oOpa3oBaHue»
https://edu.ru/.

OneKkTpoHHass OuONMOTEeYHasT CHCTEMa
http://biblioclub.ru/

4.5. UndopManuoHHbIe TEXHOJOTHH, HCIOJIb3yeMble IIPH OCYLIECTBJICHUHU
0o0pa30BaTe/IbLHOTO NpoLecca Mo JHCUHMIIJINHE, BKJII0Yasi epedyeHb MPOrpaMMHOI0
o0ecrnieyeHusi 1 HHGOPMALMOHHBIX CIPABOYHBIX CHCTEM.

DnekTpoHHas HHPpopMamoHHo-o0pa3zoBarenbHast cpeaa (QUOC) http://rhga.pro/

«YHUBEpPCUTETCKass OMOIMOTEKA OHJIAHY

V. MATEPUAJIBHO-TEXHUYECKOE OBECIIEYEHHUE JUCIUIIJIMHBI

CIemuAJIbHBIX OCHALIEHHOCTL CHENHAJBHLIX TIOMEIEeHHI Wu
noMelleHnid  JIsl | moMelleHHu i JAJIsl CAMOCTOSITeIbHOI padoThl

HaumenoBaHue
NOMEILeHuH W
CaMOCTOSITeJIbHOI padoThl

Y4eOHble ayauTOPUU MJIsi TPOBEACHUS ITomerenus o0ecrieueHsl

YYeOHBIX 3aHATHH, TPETYCMOTPEHHBIX | HH(GOPMAIMOHHO-TEICKOMMYHHKAIIMOHHON ceTn MHTepHeT, B
cpeny
texanaeckumu | YOY "PXT'A" u K 37eKTPOHHBIM OMOJIIMOTEYHBIM CHCTEMAaM,

JOCTYTIOM K

nporpaMmoii 6akanaBpraTta, OCHAIlICHHbBIE | AJIEKTPOHHYIO  MH(QOPMAIOHHO-00pa30BaTEeIbHYIO

000opyIoBaHHEM u



http://rhga.pro/
http://biblioclub.ru/
https://edu.ru/

cpeacTBaMu 00ydeHusl. 000pYZOBaHBI CIIeUAM3NpOBaHHONW Mebenblo  (pabouee
MECTO Mperio/iaBaTes, CIeNUaTn3NpOBaHHas y4yeOHas
Mmebenb Uit 00y4aromuxcs, T0cKa ydeHH4ecKas) a Takke
TEXHUYECKUMH CpPEICTBAMH OOydeHHs (KOMITBIOTED WIIH

HOYTOVK, MIEPEHOCHOM 158105 CTallMOHAPHBIHN
MYJIbTUMEIUUHBIN KOMILIEKC, CTallMOHAPHBIN WU
NMEPEHOCHON BKpaH Ha CTOMKE  AJi1 MYJbTUMEIUHHOTO
MPOEKTOPA).
Ilomemenne st  CaMOCTOSITENIbHOM [Homemenne obecrnieueHo JOCTYIIOM K
paboThI UH(POPMAIIMOHHO-TEICKOMMYHUKAIMOHHOM cetu MHTepHeT, B

3JIEKTPOHHYIO  WH()OPMAIMOHHO-00pa30BaTeIEHYIO  Cpeay
YOV "PXI'A" U K 3NEeKTPOHHBIM OMOJIMOTEYHBIM CHCTEMaM,

000pyIOBaHKl  CIICIMATU3UPOBAHHOW  MeOembio u
KOMITBIOTEPHOI TEXHUKOMH.
ITomemmenue s XpaHEHUs u [ToMelienre  OCHAIIEHHOE  CIEHHMAIU3UPOBAHHOMN
MPO(UITAKTHYECKOTO oOciyXuBaHHs | MEOEINbIO (CTEIUIaXH, CTOM, CTYH).

y4e0HOTr0o 000pyIOBaHHS

VI. CHEOUAJIMBUPOBAHHBIE YCJIIOBUSI HWHBAJIMJAM UM JIUIHAM C
OT'PAHUYEHHBIMU BO3MOXKXHOCTAMMU 310POBbs
VYkazaHHbIE HIXKE YCJIOBUS HMHBAJIHMJIAM U JIUIAM C OTPAHUYEHHBIMH BO3MOKHOCTSIMHU
3I0POBbSI IPUMEHSIOTCS TIPH HAJTMYWHU YKA3aHHBIX JIMI] B TPYIIE 00yYaroInuXcs B 3aBUCUMOCTH
OT HO30JIOTUH 3a00JIeBaHUI WM HAPYIIEHHHA B pabOTe OTAEIHHBIX OPTaHOB.
O0yueHue CTY/IEHTOB ¢ HAPYIIIEHHEM CJIyXa
OOyueHHe CTYIeHTOB ¢ HAapyLIeHHEM CJIyXa BBICTPAUBACTCS Yepe3 peaTu3alUio

CICAYIOIUX NMEAArOrM4CCKUX IMPpUHIHUIIOB:
- HarjIsiAHOCTH,

- VHIUBUyaJTU3ALIHH,

- KOMMYHHUKATUBHOCTH Ha OCHOBE HCIOJIb30BaHUSI MH(POPMAIMOHHBIX TEXHOJOTHUA,
pa3pabOTaHHOTO Y4YeOHO-TUIAKTUYECKOTO KOMIUIEKCA, BKJIIOYAIOMIETO TMAKEeT CHEIHATbHBIX
y4eOHO-METOIMUECKHUX MPE3CHTAINNA

- UCTIOJIb30BaHUs YU€OHBIX TOCOOMH, alanTUPOBAHHBIX JUIS BOCIIPHATHUS CTYIEHTAMU C
HapyILIEHUEM CIIyXa.

K uncay npodiem, xapakTepHBIX AJIs JIHI] C HAPYLIEHHEM CJIyXa, MOKHO OTHECTH:
- 3aME€JUIEHHOE U OTPaHUYEHHOE BOCIIPUATHUE;

- HEAOCTATKH PEUCBOI'0 pA3BUTUA;
- HEAOCTATKH PA3BUTHUS MBICIIUTEIbHOM JCATCIIBHOCTH,

- npoOenbl B 3HAHUSX; HEIOCTATKH B PAa3BUTHH JIMYHOCTU (HEYBEPEHHOCTh B cebe |
HEOMpaBJaHHAsT 3aBUCHMOCTh OT OKPYKAIOMUX, HHU3Kas KOMMYHHKAOEIbHOCTh, O3TOW3M,
MEeCCUMM3M, 3aHWKCHHAsT WM 3aBBIIICHHAs CaMOOIICHKA, HEYyMEHHE YIPABIATH COOCTBEHHBIM
MOBEJICHUEM );

- HEKOTOPOE OTCTAaBaHHE B (bOpMI/IpOBaHI/II/I YMCHHUS aHAJIIM3UPOBATh W CHUHTE3UPOBATH




BOCHpI/IHI/IMaCMHﬁ MaTtcpuall, OICPUPOBATH o6pa3aMI/1, COIIOCTABJISITb BHOBb H3YYCHHOC C
HU3YUYCHHBIM paHEC; XYIKEC, YEM Yy ClIbINIAIUX CBCPCTHHUKOB, PA3BUT aHAJIN3 U CUHTEC3 00BEKTOB.
910 BBIPAXKACTCA B TOM, YTO IIyXHUC U CHaGOCHLIIHaH_[I/Ie MCHBIIC BBIACIAIOT B 00BEKTE Ac€Talin,
4acCTO OITYCKArOT MaJI0O3aMCTHBIC, HO CYIICCTBCHHBIC ITPHU3HAKH.

[Tpu opranmzamuu 00pa30BaTENBHOTO TMpoIlecca CcO CiaadOCHbIIanIe ayauTopuei
HeoOxoauMa ocolasi pUKcaIs Ha apTUKYJISIIUUA BBICTYIAIOMIETO - CIEIYyeT TOBOPUTH TPOMYE H
gyerye, moAdupasi MOAXOASIIUNA YPOBEHb.

Cnenuduka 3puTeILHOI0 BOCHPUSTHS CIA00CTBIIAMINX BIUsSET Ha 3()(HEKTUBHOCTH
uX 00pa3HON MaMsATH - B OKPYKAIOMIUX MpeIMeTaXx U SIBICHUSX OHU YacTO BBIIEISIOT
HECYILIECTBEHHbIE NTpu3Haku. [Iponecc 3amoMUHAHUS y CTYJEHTOB C HAPYLIEHHBIM CIYyXOM BO
MHOTOM  OMOCPEAYEeTCS JEATENbHOCTHIO MO0 aHaIW3y BOCHPUHUMAEMbIX OOBEKTOB, IO
COOTHECEHHNIO HOBOT'O MaTepraja ¢ YCBOCHHBIM paHee.

Hexotopsie OCHOBHBIE TMOHATHUS HW3Y4aeMOTO Marepuaia CTyACHTaM HeoO0XO0IuMOo
OOBSACHATH JOmoJHUTEIbHO. Ha 3aHsaTusx Tpebyercs yAenATh TOBBIINICHHOC BHHUMAHHE
CHEIMATLHBIM TIPO(ECCUOHATBFHBIM TEPMUHAM, a TaK)KE HCIIOJIB30BAHHUIO MPO(HECCHOHATBLHOM
JeKCUKHU. J[JIg JydInero yCBOCHHsS CHEIHAIBHOW TEPMHUHOJOTHH HEOOXOIMMO KaXIbld pa3
MHACaTh HA JOCKE MCIOJIb3yEMbIE TEPMHUHBI U KOHTPOJHUPOBATH UX YCBOEHUE.

Buumanue B Oonblnel  CTeNMeHM  3aBUCUT  OT  HM300pa3UTENIbHBIX  KAayecTB
BOCIIPUHUMAEMOI0 MaTepuaja: 4YeM OHH BBIpA3UTENIbHEE, TEeM Jierde CiaaboCibIIanim
CTYJEHTaM BbIJCIUTh UHPOPMATUBHBIC TPU3HAKU MIPEIMETA WU SIBJICHHUS.

B npouecce o0yuyeHusi peKOMEHAYeTCH MCIO0Jb30BaTh PAa3HOOOPA3HbIA HATJISIAHbIN
maTepuaJ. CloXXHbIe Ui TOHUMaHUSl TeMbl JIOJDKHBI ObITh CHAa0XKEHBI KaK MOXHO OOJBIINM
KOJIMYECTBOM HariisigHoro Marepuaina. OcoOyio posib B 00y4eHUU JIUI C HAPYIIEHHBIM CIyXOM,
urparoT BugeoMatepuansl. [lo BO3MOXKHOCTH, NpeAbsaBlIseMas BUACOMH(GOPMALUS MOXKET
COIPOBOXAATbCSA TEKCTOBOM OeryIel CTpOKOH WK CypAOJIOTHYECKUM IEPEBOIOM.

Buneomarepuanbl 1oMoraroT B M3YyYEHMHM IIPOLECCOB M SBJICHUM, NOAJAKOLIUXCSA
BUJCO(PUKCAIINH, AaHUMALUg MOXET OBbITh HCIONb30BaHA [UIsl HW300paKeHHUS pPa3IUYHBIX
JUHAMUYECKUX MOJIEIIEH, HE MOJJAOIINXCS BUICO3AIIUCH.

OO0vyeHye CTYIEHTOB C HAPVIIEHUEM 3PEeHHUs.

Criendprika 00y4eHUs CIEThIX U CIa00BUAANINX CTYIEHTOB 3aKIFOYACTCS B CIICIYIOIIEM:
- JI03UPOBAaHUE YUEOHBIX HATPY30K;

- NpUMEHEHUE CIIEIHATBHBIX (OPM M METOIOB 00yUEHUsI, OPUTUHAIBHBIX YIEOHUKOB U
HarJISHBIX TOCOOUH, a TaKKe ONTUYECKUX U TU(DIIONETarornyecKruX yCTPOUCTB, PACIIUPSIOMINX
ITI03HABATEJIbHBIE BOBMOXKHOCTH CTYEHTOB;

- crienuanbHoe 0popMIIeHHE YUeOHBIX KAOUHETOB;
- OpraHu3anys J1e4ueOHO-BOCCTAHOBUTEIBHOM pabOThI;
- ycuJieHHe paboThl IO COLMANIbHO-TPYI0OBON a/lanTalllu.

Bo Bpems mpoBeneHusi 3aHATUH CleAyeT 4alle MepeKIrodarh 0OyYaroIIUXcs ¢ OJHOTO
BHUJIA JICSITEIBHOCTU HA IPYTOM.



Bo Bpems mpoBeneHus 3aHATUS TENAroru  JIOJDKHBI  YUUTBHIBATh  JIONMYyCTUMYIO
IIPOJOJKUTEIBHOCTh HENIPEPHIBHOM 3pPUTEIBHON HAarpy3Ku JUlsl CIa0OBHIALIMX CTyAEHTOB. K
J03UPOBAHUIO 3PUTEIILHON PabOTHI HAI0 MOAXOIUTH CTPOTO UHANBHUIYAIBHO.

HckyccTBeHHasi 0CBEIIEHHOCTHh MOMeELEHN, B KOTOPbIX 3aHHUMAIOTCH CTYJEHThI C
NMOHWKEHHBIM 3peHneM, J0JKHA cocTaBasATh 0T 500 10 1000 ik, MOATOMY pPEKOMEHIyeTCs
HCIIOJIb30BaTh JIONOJHUTEIbHBIE HACTOJIbHBIE CBETWIbHUKU. CBET NOJKEH NajaTh C JIEBOM
CTOPOHBI WK TPsiMO. KITI0YeBBIM CPEICTBOM COLMAIBHOW M PO(ECCHOHATBHON peaduInuTanuu
JOZIel ¢ HapyLIEHUSIMH 3pPEHUs, CIIOCOOCTBYIOIIMM HX YCIENIHOW HMHTErpaldd B COLMYM,
SBIISTIOTCSI TH()OPMAITMOHHO-KOMMYHHUKAIIMOHHBIE TEXHOJIOTHH.

OrpaHnueHHOCT, HMH(pOPMaUA Yy  CIA0OBHISIIMX  OOYCIIOBIMBAET  CXEMaTHU3M
3pUTENILHOTO 00pasa, ero CKyAHOCTh, PparMeHTapHOCTh WJIM HETOYHOCTb.

[Ipu cnaGoBuAeHUH CTpaJaeT CKOPOCTb 3PUTEIBHOTO BOCIPUSATHS; HapyllIeHUe
OMHOKYJIAPHOTO 3peHHUs (ITOJIHOIEHHOTO BHJICHUS JBYMS TJla3aMH) y CIA0OBHUISIINX MOXKET
MPUBOJIUTH K TaK HA3bIBAEMOW MPOCTPAHCTBEHHOHN clienoTe (HApyIICHUIO BOCTIPHUSATHS
MEPCTIEKTUBBI U TITyOUHBI TPOCTPAHCTBA), UTO BXKHO MPHU YEPUEHUHU U YTEHUH YepTekKeH.

[Tpu 3putensHO paboTe y c1aboBUASIIMX OBICTPO HACTYMAeT YyTOMJIEHHE, YTO CHHXKAET
ux paborocrnoco6HOCTh. [ToaTOMY HEOOXOMMO MPOBOAUTH HEOOJBIINE MIEPEPHIBHI.

CnaGoBHIAIMIUM MOTYT OBITh MIPOTHUBOIIOKa3aHbl MHOTHE OOBIYHbIE AEHCTBHS, HAIIPUMED,
HAKJIOHBI, pE3KHE TMPBDKKU, TMOAHITHE TSKECTed, TaK Kak OHHM MOTYT CIIOCOOCTBOBATH
yXyaumieHuto 3peHus. Jns ycBoeHus uHGpOpManMu CIa0OBUIAIUMM Tpedyercs Oobluee
KOJIMYECTBO MOBTOPEHUI M TPEHUPOBOK.

[Ipu mpoBeaeHMH 3aHATUH B YCIOBUSAX MOBBILICHHOTO YpPOBHS IIyma, BUOpamuu,
JUINTENIbHBIX 3BYKOBBIX BO3ACUCTBHH, MOXKET PAa3BUTbCS YYyBCTBO YCTaJOCTH CIIyXOBOTO
aHaJIN3aTopa U AE€30PUEHTALINU B IIPOCTPAHCTBE.

[Ipu nexuuoHHOW (Qopme 3aHATUI CIA0OBUIAIIUM CIEAYeT Pa3peliuTh HCIOIb30BaTh
3BYKO3AIHUCHIBAIOLINE YCTPOICTBA U KOMIIBIOTEPHI, KaK CIOCO0 KOHCIIEKTHUPOBAHMS, BO BPEMs
3aHATHMN.

Nudpopmammio HEOOXOAWMO TMPENCTABIATh HMCXOMAS M3 CHEUU(PUKU CIA0OBUISIIETO
cryaenTta: KpynHblii mwpudt (16-18 pasmep), AMCKOBBI HAKOMUTENb (YTOOBI MPOYUTATH C
MIOMOUIbI0 KOMIIBIOTEPA CO 3BYKOBOHM mporpammoit), ayauodaiiisl. Be€ 3amucanHoe Ha Jocke
JOJDKHO OBITH 03BYYEHO.

Heo0xoaumMo KOMMEHTHPOBATh CBOU YKECThl U HAJIIMCH Ha JOCKE U MepeIaBaTh CIOBaMU
TO, YTO YaCTO BBIpAKAETCS MUMHKOW W kectamu. [Ipm yTeHHMM BCIyX HEOOXOAMMO CHavaja
npenynpeauts 06 stom. He cienyer 3aMeHATh YTEHHE NEPECKA30M.

[Ipu paGoTe Ha KOMIBIOTEPE CJEIYyEeT HWCHOJIb30BaTh MPUHLHUI MaKCUMAaJIbHOIO
CHIDKEHHUSI 3PHUTEIbHBIX HArpy30K, [IO3UPOBAHHWE M YepeOBaHUE 3PUTEIbHBIX HArpy30K C
OPYTMMU BHJIAaMU JESTEIbHOCTH, HCIOJb30BaHUE CHEIHAIbHBIX MPOTrPAMMHBIX CPEICTB JUIS
YBEIMUYEHHUS N300paKeHHs Ha IKpaHe WU Ui O3BYYUBAHUS MH(GOPMAILIMU; — MPUHIUI PaOOThHI
C TIOMOIIBIO KJIaBHATYPbI, @ HE € MOMOIIBI0 MBIIIN, B TOM YHCJE C MCIOJIb30BAHUE «TOPSIUUX)
KJIABUII U OCBOCHHUE CJIETIOTO JECATUIIANBIIEBOIO METO/1a TIeYaTH Ha KJIaBHATYpE.

OO0OvuyeHue CTYIEHTOB ¢ HAPVIIEHHEM ONOPHO-ABUIraTeabHOro ammapara (O1A).
Crynentsl ¢ HapymeHusMu OJIA mpeacTaBiasioT cO00H MHOTOYMCIIEHHYIO TPYIITY JIHII,

UMEIOIIUX Pa3JInYHbIe JBUTATEeIbHbIC ATOJIOTHH, KOTOPHIE YaCTO COUETAIOTCS C HAPYIICHUSIMH B
[I03HABATEJILHOM, PEYE€BOM, AMOLMOHAIBHO-TMYHOCTHOM pa3BuTHH. OOyueHHe CTYAEHTOB C
HapymeHusiMu OJlA TOMKHO OCYIIECTBIATHCA Ha (hOHE JIeueOHO-BOCCTAHOBHUTEIBHOM paboTHI,



KOTOpasi JI0JKHA BECTUCH B CIEIYIOIIMX HAINpPaBICHUAX: MOCUIbHAS MEAMIMHCKAS KOPPEKLHA
JBUTATENBHOTO Ae(deKTa; Tepanus HEPBHO-TICUXUIECKUX OTKIOHCHHA.

Crennduxa nopaxennit OJIA Moxer 3aMeyieHHO (hOpMUPOBATh TaKHE OMNEpalvy, Kak
CpPaBHEHHE, BBIIEJIEHUE CYLIECTBEHHBIX M HECYIIECTBEHHbIX IPU3HAKOB, YCTAHOBJICHHE
IIPUYMHHO-CJIEICTBEHHOM 3aBUCUMOCTH, HETOYHOCTh YIIOTPEOJIIEMBIX TOHITUH.

[Tpu TsKETIOM MOpaKEHUHM HIDKHUX KOHEYHOCTEH PYKH MPHUCYTCTBYIOT TPYAHOCTH INPHU
OBJIQJICHUH ONPEJICICHHBIMU NPEAMETHO-IPAKTUYECKUMU IEHCTBUSMHU.

[Topaxxennss OJIA 9acTo CBsSI3aHbI C HAPYLICHUSMH 3PEHMS], CIyXa, YyBCTBUTEIBHOCTH,
MIPOCTPAHCTBEHHON OpPUEHTALMU. DTO TPOSBISAETCS 3aMEICHHOM (OPMHUPOBAHUM TOHSTHIA,
OINPENENIAIONINX IOJIOKEHHE MPEIMETOB M YacTed COOCTBEHHOrO Tela B IPOCTPAHCTBE,
HECIIOCOOHOCTH y3HaBaTh U BOCIIPOM3BOAUTEL (PUTYpBI, CKJIaJAbIBATh U3 YacTel 1enoe. B nucbme
BBISIBIITFOTCS OIMMOKH B TpadrueckoM n300paxxeHun OyKB U udp (acuMMeTpusi, 36pKaJIbHOCTB ),
HAYaJo MUChMa U YTEHUS C CEPEAMHBI CTPAHUIIBI.

Hapymenus OJA  nposBIsiIoTcs B pacCTpONMCTBE  BHHUMAHMs U IaMATH,
paccpeloTOYEHHOCTH, CYK€HHMM 00bEéMa BHHMMaHUs, NPEOOJaJaHUU CIyXOBOM NaMATH Hax
3pUTENbHON. DMOIMOHAIBHBIE HAPYILIEHHsI MPOSBISAIOTCS B BHUJIE MOBBIIIEHHONH BO30yANMOCTH,
IIPOSIBJIEHUH CTPAXOB, CKIIOHHOCTH K KOJIEOaHUSAM HAaCTPOCHMSL.

[IponomKUTENBPHOCTD 3aHATHS HE JOJDKHA IpeBblluaTh 1,5 yaca (B AeHb 3 yaca), mocie
yero pekoMenayercsa 10—I15-muHyTHBIM mnepepsiB. [l opraHuzanuu y4eOHOro mnporecca
HE00XOIMMO OTpeNIeIUTh y4eOHOEe MECTO B ayJAUTOPHH, CIEAYyeT pa3pelIuTh CTYICHTY CaMOMy
noaoupatb KOMGOPTHYIO MO3Y AJS BBINOJHEHHs MUCBMEHHBIX M YCTHBIX pa0oT (cuus, CTos,
00JIOKOTUBIITUCH U T.JI.).

[Ipu npoBeneHNM 3aHATHIA ClIeAyeT yUYUTHIBaTh 00BEM U (OPMBI BHITIOJIHEHUS YCTHBIX U
MUCBMEHHBIX paboT, TEeMIT pabOThl ayJJUTOPUU M TIO BO3MOXXHOCTH MEHSATH (HOPMBI IPOBEACHUS
3aHATHH. C LeNnblo MOJIyYEeHUs JIMLAMU C TOPaKEHUEM OINOPHO-ABUIATEIBHOIO amrmapara
MHPOpPMALIUK B TOJHOM OOBEME 3BYKOBBIE COOOIICHHUS HY)XHO yOJIMpOBATH 3PUTEIBHBIMHU,
MCTIOJIb30BaTh HATIAHBIN MaTepua, o0yJarolye BUI1e0OMaTepUabl.

[Ipu pabote co crynenTamu ¢ HapymeHneM OJIA HE0OXOIUMO HCIONIB30BATh METOIBI,
aKTUBU3HPYIOIIME IIO3HABATEIbHYIO JIE€ATEIbHOCTh YYalllUXCsl, pa3BUBAIOIINE YCTHYIO H
MUCbMEHHYIO pedb U (OpMUPYIOIIKE HEOOXOUMbIE YUeOHbIE HABBIKH.

@u3nvecKnil HETOCTAaTOK CYIIECTBEHHO BIIMSET Ha COLMAJIbHYIO MO3UIMIO CTYAEHTAa, Ha
€ro OTHOUICHHE K OKpYKalolleMy MHUpY, CJIEICTBUEM YEro SBISIETCS HCKa)XEHHE BeAylIeH
JESTeTHbHOCTH W OOIIEHUS C OKPYXAIOIUMH. Y TaKHX CTYACHTOB HAOIIOJAOTCS HapyIICHUS
JMYHOCTHOTO pa3BUTHs: IOHM)KEHHAash MOTHBALUs K JEATEIbHOCTH, CTpaxu, CBSI3aHHBIE C
MePEIBUKEHUEM U MTEPEMEILIEHUEM, CTPEMIIEHHE K OTPAHUYEHUIO COLIMAIbHBIX KOHTAKTOB.

OMOLIMOHATIBHO-BOJIEBIE HAPYIIEHUs MPOSABISIIOTCA B IOBBILIEHHOW BO30yAHMMOCTH,
Ype3MEpPHOM UYBCTBUTENBHOCTH K BHEIIHUM pa3IpaKUTENAM M IYIJIUBOCTH. Y OJHUX
oTMeudaeTcsi OeCHOKOMCTBO, CYETJIMBOCTb, PACTOPMOXKEHHOCTb, Yy JpPYTUX - BsUIOCTb,
IIACCUBHOCTB U JIBUTATEJIbHAS 3aTOPMOKEHHOCTb.

ITpu oOmieHuu ¢ 4enTOBEKOM B MHBAJIMAHOM KOJSICKE, HY’KHO CAENaTh Tak, 4TOObl BallH
rj1a3a HaXoJWJIMCh Ha OJHOM ypoBHe. Ha He€ Henb3s 0010KaunBaThCs.

Bceerna HeoO0xomumo NMYHO YOEKIaTbCs B JIOCTYIHOCTH MECT, TJ€ 3arlJlaHUPOBAHBI
3aHATHSL.

JIvnia ¢ ICUXMYECKUMH NPOOJIeMaMH MOTYT UCIIBITHIBATH SIMOIIMOHAIBHBIE PACCTPONCTBA.
Ecnu yenoBek, MMEIOLIMM TaKue HapyIIEHUs, pacCTPOEH, HYKHO CHPOCHTh €ro CIIOKOWHO, 4TO
MOKHO CZenaTh, 4YToObl moMo4yb eMmy. He ciemyer TOBOpPHTH pPe3KO C YEeIOBEKOM, MMEIOIUM



NICUXUYECKHUE HApYUICHUs, JlaXe €CIM JUIsl 3TOro HMMeroTcss ocHoBaHus. Ecim cobeceaHuk
MIPOSIBIISIET APYKEIMOOHOCTh, TO Juilo ¢ OB3 OyneT uyBcTBOBaThH Ce0sl CIIOKOMHO.

[Ipu oOmieHnu C JIFOJBMHU, UCTIBITHIBAIOIIMMU 3aTPYJHEHUS B PEUYH, HE JOIMYCKAETCS
nepebuBaTh U MONPaBJISTh. HE00X0MMMO OBITH TOTOBBIM K TOMY, YTO Pa3roBOp C YEJIOBEKOM C
3aTpyAHEHHOU PeUblo 3alMeT OO0JIbIIIe BPEMEHH.

Heobxonumo 3a1aBath BOIPOCHL, KOTOPBIE TPEOYIOT KOPOTKUX OTBETOB MJIM KUBKA.

OO0uue pekoMeHAaIUM 10 PadoTe ¢ 00yYaAIIMMUCI-HHBAJINTAMU.
- Hcnonb3oBaHue yka3zaHul, Kak B yCTHOM, Tak U MTUCbMEHHOHN (hopMme;

— [TosTanHOE pa3bsICHEHUE 3aIaHUH;

- [TocnenoBarenbHOE BHITIOJHEHHE 3a/IaHUM;

- [ToBTOpEHME CTYIEHTAMU WHCTPYKIIUHU K BBITIOJTHCHHUIO 33/1aHNUS,

- ObecnieueHne ayaAMOBU3yalbHBIMU TEXHUYECKUMU CPEACTBAMH 00yUYEeHMUS;
- Pazpemienne ncnonp30BaTh TUKTO(OH TSI 3aMTMCH OTBETOB YUAITUMUCH;

- CocraBnenue WHIAWBHUYAJIbHBIX IIJIAHOB 3aH$ITI/II\/'I, IMO3UTHBHO OPUCHTUPOBAHHBIX U
YUYUTBIBAIOINUX HABBIKU U YMCHHA CTYACHTA.

VII. METOAUYECKHUE VYKA3ZAHUA [JIsd OBYYAKOLIUXCA 11O
OCBOEHMHIO JUCHUIIJINHBI.

[Ipuctynas kK M3y4eHUIO TUCHUIUIMHBI, 00yUYaIOMIMMCS 1EIecO00pa3HO 03HAKOMUTHCS C
ee pabouell mporpaMMoM, y4eOHOW, HAYYHOH M METOMWYECKOW JIMTepaTypoH, MMEIOIICHCS B
OuOIMOTEKE, a TAKXKE C TpeIaracMbIM NIEpeYHEM 3aTaHUH.

PexoMeHaaumMu mo moJAroToBKe K ayJUTOPHBIM 3aHATHAM

JleKMOHHBIE 32AHATHA

YMeHME COCPEAOTOYCHHO CIylIaTb JICKOUW, AKTUBHO BOCIPHHHUMAThL U3JIaracMbIC
CBEICHUS SIBJISIETCS — 9TO BaKHeilIllee yCIIOBME OCBOCHHUS NaHHOW AucuUIUIMHBL Kaxmas u3
JIEKIIUHA COTMPOBOXKIAETCS KOMIBIOTEPHOM MpE3eHTalMe, KOTOpas WIUIIOCTPUPYET OCHOBHBIC
CTHJIM M TEHICHIIMM B WCTOPUHU nAu3aitHa. Kpome TOro, B KOHIE KaXIOl JEKIHWU C LETbI0
CO3/IaHUsl YCJIOBHUU NJISi OCMBICICHMS COJEp)KaHUS Marepuaja oOydaroluMcs TMpejuiaraeTcs
OTBETUTh Ha Bompoc. Kparkue 3anmucu JeKnuil, UX KOHCHEKTUPOBAHHWE IOMOTaeT YCBOUTH
Matepuain. [loaTomMy B XoA€ JEKIMOHHBIX 3aHATUN HEOOXOJWMO BECTH KOHCIEKTHPOBAHUE
ydeOHOro MaTepuana, oopaiiasi BHUMaHHE Ha CaMOe BaXKHOE U CYIIIECTBEHHOE B HEM.

IIpakTH4yeckue 3aHATUHA

B xozme moAroToBKM K MPaKTHUECKUM 3aHATHSAM HEOOXOIUMO M3YYHTh OCHOBHYIO
JUTEPATypy, O3HAKOMUTBHCS C JONOJHUTEIBHOM JIMTEpaTypoil, HOBBIMH IyONMKalMsIMH B
NEPUOJMYECKUX M3JAHMAX: JKypHanaxX, raserax u T.J. lIpy 53TOM BaXHO yYUTHIBATH
pEeKOMEHIalluy MpenojaBaTeliss U TpeOoBaHUs yueOHOH mporpaMMbl. BaHO Takke onmparbes
Ha KOHCIICKTHI HCKHHﬁ. B XOAC 3aHATHA BAKHO BHUMATCIBHO CIYIIATh BBICTYIUICHUS CBOUX



OTHOKYpCHUKOB. I[Ipr HEOOXOAMMOCTH 3aJaBaTh UM YTOYHSIIOIIME BOIPOCH], AaKTHBHO
Y4aCTBOBaTb B O6CY)KI[CHI/II/I HN3y4aCMbBIX  BOIIPOCOB. B X0A€ CBOCTO BBICTYIUICHUA
11eJIeco00pa3HO UCIIOJIB30BATh KaK TEXHUYECKUE CPECTBA O0yUEHUS, TaK U TPAJUIIMOHHBIC (TIPH
HEO0OXOAMUMOCTH).

Opranusanus BHEayAUTOPHOM AeITEIbHOCTH CTYACHTOB
BueayauropHas nesTenbHOCTh 00ydarollerocs Mo AaHHOM AUCLUMIIIMHE Mperojaraet
CaMOCTOSITENIbHBIM TIOUCK MH(pOpMAIU, HEOOXOAUMOM, BO-TIEPBbIX, ISl BHIMOIHEHUS 3aJaHHN
CaMOCTOSITENTLHONH pa®OTBl W, BO-BTOPBHIX, MOJATOTOBKY K TEKyHmled M MPOMEKYTOUYHOU
aTTecTaluy. Y CIIENIHAsi OPraHu3alusl BPEMEHH 110 YCBOCHMIO TaHHOW JUCLUILUIMHBI BO MHOTOM
3aBUCHUT OT HAJIWYMS Yy OOYy4aromierocsi yMeHHsl CaMOOpPraHHU30BaTh ceOsl U CBOE Bpems JUIs
BBITIOJIHEHMSI IPEAJIOKEHHBIX JOMAITHUX 3aJaHUM.

IloaroroBKa K 3K3aMeHy 3a4eTy

B npomecce moAroroBkM K 3K3aMEHY 3ayeTy OOydaroleMycs pPEKOMEHIYeTCs Tak
OpraHHM30BaTh CBOIO yueOy, 4TOOBI Bce BHABI PabOT M 3aJaHHii, MpeayCMOTpPEHHbIe padodyeit
POrpaMMoii, ObUIM BBIMIOJIHEHBl B CPOK. OCHOBHOE B IMOJATOTOBKE K HK3aMEHY 3aueTy - 3TO
MIOBTOPEHHE BCEro MaTepuasia y4eOHOM IUCHMIUIMHBL. B JHU NMOArOTOBKHM K 3K3aMeHY 3adera
HEo0X0UMO H30erath Ype3MEepHOU Meperpy3Ku YMCTBEHHOU paboToii, uepeayst TpyA U OTIBIX.
[Ipy moAaroToBKe K chaue SK3aMeHa 3ayera cTapaiitech BeCh 00beM pPabOThI paclpenelisiTh
pPaBHOMEpPHO TO JHSM, OTBEACHHBIM MJis MOATOTOBKH K 3K3aMEHY 3a4eTy KOHTPOJIHPOBATH
KaX/bli JIeHb BBIMONHEHUS pPadoThl. [Ipy TOATrOTOBKE K JK3aMEHY 3ayeTy C OIICHKOMH
1es1ecoo0pa3sHo MOBTOPATh IMPOWACHHBIH MaTepual B CTPOIOM COOTBETCTBUU C Yy4eOHOM
POTPaMMO#, IPUMEPHBIM TIEPEUHEM YYEOHBIX BOIPOCOB, 33JaHUI, KOTOPHIE BBIHOCSATCA Ha
3a4eT U COAEp KAIMXCS B TAHHOW ITPOrpaMMe.

Pa3padorunku:

PXT'A

(MecTO paboThI) (TOKHOCTD, y4. CTENEHb, 3BAaHUE) (monmuck) (®HO)



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

11K-4.1,I1K-4.2

IlpumepHbIe 3a1aHUS K ayIMPOBAHUIO:
Listen the text and Answer the questions below.
Write NO MORE THAN THREE WORDS AND/OR A NUMBER for each answer.

What three factors can make social interaction in a foreign community difficult?
L3 R

IIpumepHbIe 3a1aHNST K TOBOPEHUIO:
The resource: https://www.ielts.org/-/media/pdfs/115041_ speaking sample task -
_part_l.ashx
Let’s talk about your home town or village.
* What kind of place is it?
» What’s the most interesting part of your town/village?
* What kind of jobs do the people in your town/village do?
* Would you say it’s a good place to live? (Why?)

IIpumepHbIe 3a1aHUs K MHCBMY:
The resource: : https://www.ielts.org/-/media/pdfs/writing-sample-tests/academic-writing-
sample-task-2b.ashx
Write about the following topic:
International tourism has brought enormous benefit to many places. At the same time, there is
concern about its impact on local inhabitants and the environment. Do the disadvantages of
international tourism outweigh the advantages?

Give reasons for your answer and include any relevant examples from your own knowledge
or experience.
Write at least 250 words.



le/lMeprIe 3aJaHUA K YTCHUIO:

Read the text and write the correct letter, A-G, in boxes 1-4 on your answer sheet.

The importance of language
Scientific management involves specific method of determination of facts through 1 . The
concept of scientific management was introduced 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 2 with improving the operational 3. at the shop floor level.
“4 is concerned with knowing exactly what you want men to do and then see in that they
do it best and cheapest way”.

a observation b efficiency c scientific management d essentially

Ipumepnwvie 6onpocwl k 3auemy.
IMK-4.1,I1K-4.2
Tecr
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
1I’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:

l. 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 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 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.

Ilpumepnwie éonpocwl K IK3ameny
MK-4.1,1TK-4.2

CocrTouT U3 4X 3aJaHUN:

1. Read the text. Name the task types and do them.

2. Read the text and create IELTS-like questions of various types.
3. Listen to the text and do the tasks.

4. Essay writing.



HNHCcTpyMEeHTHI KOHTPOJISl 3HAHUM U CTENIeHU OCBOCHUS KOMIIETeHIUM

JUid pOBEpKU 3HAHUN U CTENIEHU OCBOEHMSI KOMIIETEHLIMH CTYJEHTOB IO IUCLUIUIMHE
HCIOJIB3YIOTCS KaK 3JIEKTPOHHBIE CPEJICTBA, TAK U OyMa)KHbIE HOCUTEIH UHPOPMAIIIH.

K GymMaxHBIM Cpe/IcCTBaM KOHTPOJISI OTHOCSTCS SK3aMEHAIMOHHbIE OMIIETHI.

K 21exTpoHHBIM cpeacTBaM, HCIOJIb3YEMbIM JJisi OOy4E€HHS U KOHTpPOJsS,, OTHOCHUTCS
nporpamMa Ha minatrgopme Moodle, mo3BossIomIas NPOrpaMMHPOBATh BapUaHThl TECTOB U
KOHTPOJIBHBIX 33JJaHUIl U 3a7]a4 KaK B peKUMe = o0ydeHHe =, TaK U B PEKUME = KOHTPOJIb =.
CryneHT, BOWAS B MNporpaMMmy IO HHAMBHUIYaJbHOMY IIapOJIIO, IIOJy4aeT CBOW BapHaHT
CIly4aiiHbIM 00pa3oM c(OPMUPOBAHHBIX TECTOB UM CUTYaIlMOHHBIX 3a/ad.

OneHka pe3yabTaToB IPOU3BOJUTCS B COOTBETCTBUHU C YTBEP)KIEHHOM 1IKAJION OLICHUBAHUS.

[IIkana oneHuBaHus Kpurepuu orieHuBaHus

«OTIIUYHO» CTYJEHT JIOJKEH: MPOIEMOHCTPUPOBATH TITyOOKOE U MTPOYHOE
YCBOEHUE 3HAHWW MaTepuasa; UCYEPIbIBAIOLIE, [I0CIEA0BATEIBHO,
TPAMOTHO U JIOTHYECKU CTPOMHO U3JI0KUTh TEOPETUUECKUI
MaTepHai; MpaBWIbHO (POPMYITUPOBATH ONPEACICHHUS;
MPOJEMOHCTPUPOBATh YMEHUS CAMOCTOSITETbHOU paboThI €
HOPMATUBHOIIPABOBOM JINTEPATYPOU; YMETh CIEIaTh BEIBOJBI 110
U3J1aTa€MOMY MaTepHaily

«XOPOILIO» CTYJICHT JIOJDKEH: TPOJEMOHCTPUPOBATH JJOCTATOYHO ITOJTHOE
3HAHUC MaTepHaﬂa; HpOIIeMOHCTpI/IpOBaTL 3HAHUEC OCHOBHBIX
TEOPETUYECKHUX MOHATHI; JOCTATOYHO MOCIIE0BATEIBHO,
TPaMOTHO U JIOTUYECKU CTPOMHO M3Narath MaTepua;
MIPOJIEMOHCTPHUPOBATh YMEHHE OPHEHTUPOBATHCS B HOPMATUBHO-
MIPABOBOH JINTEPATYPE; YMETH CIIENATh JOCTATOYHO
000CHOBaAHHBIE

BBIBOJIBI 110 M3J1ara€MOMY MaTepHaIy

«YIOBIIETBOPUTEITHHOY CTYJIEHT JIOJDKEH: MPOIEMOHCTPUPOBATH 001Iee 3HAHHE
U3y4aeMOro MaTepuala; 3HaTb OCHOBHYIO PEKOMEHTyEMYIO
POrpaMMO TUCIUIUIMHBI Y4eOHYIO JIUTEPATypPy; YMETh
CTPOUTH OTBET B COOTBETCTBHH CO CTPYKTYPOU H3JIaraeMoro

BOITPpOCaA,
IIOKa3aThb O6HI€€ BJIaJICHUC MMOHATUMHBIM anmnapaToM JUCHHUILINHBI,
«HCYOOBJICTBOPHUTECIBHO CTaBUTCA B CJIy4dac: HC3HAHUA 3HAYUTEIILHOM YacTH
» IMporpaMMHOIro MaTtepuaja; HC BJIaJJCHUA MOHATUHHBIM armapaTomM

JTUCIUIUTAHBL, CYIIECTBEHHBIX OMIMOOK MPU U3T0KEHHH YIeOHOTO
MaTtepuayia; HOYyMEHHsI CTPOUTh OTBET B COOTBETCTBHH CO
CTPYKTYpPO H31araeMoro Borpoca; HEyMEeHHs JeJIaTh BbIBObI 110
u3JaraéMoMy MaTepuaiy.

«3a4€T» 3aCITy>KMBAET CTYJICHT, NOKa3aBIINI 3HAHUE OCHOBHOTO
y4eOHO-TIPOrPaMMHOTO MaTepuaia B 00beMe, HEOOXOIUMOM IS
JabHEUIIero o0yueHus 1 npodeccuoHAbHOMN 1eATeTbHOCTH,
CITPABJISIONIMIACS C BBITIOJTHEHUEM 3aJJaHUH, TIPETYCMOTPEHHBIX
MIPOTrPaMMOM, 3HAKOMBIN C PEKOMEHJOBAHHOM JIMTEPATYPOU MO
nporpamme Kypca. [Ipy ncnonbp3oBaHud sl KOHTPOJISI TECTOBOM
MPOrpaMMBbI — €Clii CTYJeHT HabupaeT 71% u 6onee nmpaBUIbHBIX
OTBETOB.

«HE3a4eT» BBICTABJISIETCS] CTYJCHTY, MOKa3aBIIeMy MpoOesbl B 3HAHUU
OCHOBHOTO y4€OHO-IIPOrpaMMHOTO MaTepHaia, IOIMyCTHUBIIEMY




NPUHIHUIKAIBHBIE OIIMOKM B BBIIOJHEHUU IPEITyCMOTPEHHBIX
nporpaMmoil  3amanuii. Ilpm  wWcmonb30BaHMM IS KOHTPOJIS
TECTOBOW MpOrpaMMbl — €CIIM CTYyAEHT HaOupaer menee 71 %
MIPABUJIbHBIX OTBETOB.

IIpuioxenne 2.

JIUCT UBMEHEHUI

Hara NeNe crpanun(bl) | cogep:kaHue | MpUMeYaHue
U3MeHEeHus
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	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
	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.
	2.1_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
	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

	Listen the text and Answer the questions below.
	Write NO MORE THAN THREE WORDS AND/OR A NUMBER for each answer.
	What three factors can make social interaction in a foreign community difficult?
	• 1 ...............................
	• 2...............................
	• 3 ..................................
	Примерные задания к говорению:
	The resource: https://www.ielts.org/-/media/pdfs/115041_speaking_sample_task_-_part_1.ashx
	Let’s talk about your home town or village.
	• What kind of place is it?
	• What’s the most interesting part of your town/village?
	• What kind of jobs do the people in your town/village do?
	• Would you say it’s a good place to live? (Why?)
	Примерные задания к письму:
	The resource: : https://www.ielts.org/-/media/pdfs/writing-sample-tests/academic-writing-sample-task-2b.ashx
	Write about the following topic:
	International tourism has brought enormous benefit to many places. At the same time, there is concern about its impact on local inhabitants and the environment. Do the disadvantages of international tourism outweigh the advantages?
	Give reasons for your answer and include any relevant examples from your own knowledge
	or experience.
	Write at least 250 words.
	Примерные задания к чтению:
	Read the text and write the correct letter, A-G, in boxes 1-4 on your answer sheet.
	The importance of language
	Scientific management involves specific method of determination of facts through 1_____. The concept of scientific management was introduced 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 2____with improving the operational 3.___at the shop floor level. “4 _____ is concerned with knowing exactly what you want men to do and then see in that they do it best and cheapest way”.
	a observation b efficiency c scientific management d essentially
	Примерные вопросы к зачету:
	Тест
	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.
	Примерные вопросы к экзамену
	Состоит из 4х заданий:
	1. Read the text. Name the task types and do them.
	2. Read the text and create IELTS-like questions of various types.
	3. Listen to the text and do the tasks.
	4. Essay writing.

