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1. lean u 3agaun AUCHUATIHMHBI

1.1 Henp qucuuruivHel — GopMUpOBaHUE KOMIIETEHIIHIA:

OIIK-2 CrocobeH yYuThIBaTh B MIPAKTUYECKOM IEATETLHOCTH CHEIU(UKY WHOSI3BIYHOW HAYYHOW KapTHHBI
MHpa U HayYHOT'O IUCKypca B PYCCKOM U U3y4aeMOM MHOCTPAHHOM SI3bIKaX

OIIK-4 Co3gaeT ¥ MOHMMAET MOHUMATh PEYEBBIC MPOU3BEICHHUS HAa MU3y4a€MOM HHOCTPAHHOM SA3bIKE B
YCTHOH M NMUChbMEHHON (hopMax NMPUMEHUTENIHbHO K OPHUIMAIBLHOMY, HEUTPATbHOMY U HEO(PHUIHMAILHOMY
peructpam oOUIeHUH. J[eMOHCTpUpYET HaBBIKM UYTEHUS U ayAUpOBaHMsS Ha | M3ydyaeMOM HHOCTPAaHHOM
S3bIKE, YMEET BOCIPHUHHMMATh M TOPOXAATh MOHOJOTHYECKHE M AHAIOTHUYECKHE TEKCThl B YCTHOH U
MUCbMEHHOU (popmax.

1.2 Tumbl 3amad mpodecCHOHATBHOW MEATETbHOCTH, K KOTOPBIM TOTOBATCS OOydYarolmuecs B paMKax
OCBOCHHUS JUCIUILTUHBL:

- HAy4YHO-UCCJIEA0BATEIbCKHI
- MEPEBOAYECKUI

1.3 JlucuuriinHa OpUEHTHPOBAHA HAa MOATOTOBKY OOydYaroUIMXCsl K MPo(ecCHOHaIbHOM AEATENIbHOCTH B
cdepe: 01 ObOpazoBanue u Hayka (B cdepax: peamu3allid OCHOBHBIX OOIIE0Opa30BaTEelbHBIX MPOTPaMM,
00pa3oBaTelbHbIX MPOrpaMM CpenHEero MpodeccuoHaIbHOrO 00pa3oBaHMs, BBICHIETO 00pa3oBaHUS,

JOTIOJTHUTENIBHBIX 00pa30BaTeIbHbIX MPOTrPaMM; HayYHBIX UCCIICAOBAHMIA)

1.4 B pe3ynbTare 0CBOCHHS JUCUUIUIMHBI y 00YYarOIUXCs TOJKHBI OBITH C(OPMUPOBAHBIL:

O06001TIeHHBIEC TPYIOBEIE
(yHKIMH / TPYAOBBIC
(YHKIMY / TPYAOBBIC HIIH
npodeccroHaIbHBIC
JercTBUs (IPU HATTUYIAN
npodcTangapra)

Konx n HammeHoBaHme
xommnereniuu ®I'OC BO,
HEOOXOIUMOM 1151
(hopMHUPOBaHUS TPYIAOBOTO
WIH TIPOo(heCCHOHATBLHOTO
JIeHCTBHS

MHankaTopbl JOCTHKEHUS] KOMIIETEHIIAM

OIIK-2 Cnocoben
YUUTHIBATh B PAKTHYECKOM
NESITeNbHOCTH CIEHUPHUKY
WHOS3BIYHON Hay4HOMU
KapTUHBI MHpa U HAYYHOTO
JUCKypca B pyCCKOM U
W3y4yaeMOM MHOCTPaHHOM
S3BIKAX

[IpumeHseTr moOMy4YeHHBIE TEOPETHUECKHE 3HAaHUA O
JUHTBUCTUYECKUX YYCHHUSX U SI3BIKO3HAHUM B HayYHOU
pabore, ¢ yderoM crneUU(pUKH WHOSZBIYHONW HAyYHOM
KapTHHBl MHpa M HaydyHOTO IHCKypca B PYCCKOM H
M3y4aeMOM fA3BIKax

OIIK-4 Coznaet u
MMOHMMAaEeT TOHUMATh
peueBble MPOU3BeIeHUS Ha
M3y9aeMOM WHOCTPAHHOM
SI3bIKE B YCTHOU U
MUCBbMEHHOM (hopMax
MIPUMEHUTENBHO K
ouIHaATHEHOMY,
HEUTpaIbHOMY U
HeO(HUITNATTEHOMY
perucTpaM OOIICHHH.
JleMOHCTpUpyET HaBBIKU
YTeHUA W ayANpOBaHHA Ha |
M3y9aeMOM WHOCTPAHHOM
SI3BIKE, YMEET
BOCIIPUHHUMATH U
MOPOXKAATh
MOHOJIOTHYECKHE U
UAJIOTUYECKHE TEKCTHI B
YCTHOU U MUCHhbMEHHOU
dhopmax.

Co3maer u TIOHHMaeT pe4yeBble TIPOM3BEACHHSA Ha
M3y9aeMOM HMHOCTPAHHOM SI3bIKE B YCTHOUW M MMCHMEHHOM

dhopmax MIPUMEHUTEITHHO K opHUITHATHEHOMY,
HEHTpaIbHOMY M HEOQUIIHATEHOMY pEerHCcTpaM OOLICHUH.
JemoHCcTpupyer HaBBIKU poheCCHOHAILHOM

KOMMYHHUKal Ha | HM3y4aeMOM HWHOCTPAaHHOM S3BIKE,
yMeeT BOCIPHUHHMATh W MOPOXKAATh MOHOJIOTHYECKHE H
JUAJIOTUYEeCKHE TEKCTHI B YCTHON M MUCbMEHHOU (hopMax




1.5 CornacoBanue MEXAUCITUTUTMHAPHBIX CBA3EH MUCIUTIINH, 00€CIIEYNBAIOIINX OCBOCHUE KOMITCTCHITHI:

OIIK-2 Crioco0GeH y4uThIBaTh B MPAKTUYECKON NEATENHHOCTU CHEIM(PUKY MHOS3BIYHON
Hay4YHOM KapTHUHBI MHpa M HAy4HOI'O JUCKYpCa B PYCCKOM M M3y4aéMOM MHOCTPaHHOM
A3BIKaX

Ne HaumeHnoBanue ®dopma
/1 JUCIATLINH, o0ydeHus
ONPEACTAIOIINX 3aounas
MCXKIUCHUITIIMHAPHBIC (CCMCCTP)
CBs3U 1 2 3 5

—

OO011ee A3bIKO3HAHUE | +
U UCTOPHS HAYKH O
SI3BIKE

2 |O01EeCcTBEHHO-TIOIHAT +
WYECKUM mepeBos

3 | [Ipemnurmomuast +
MpaKTHKA

4|Teopus nepesona +

OIIK-4 Co3maeT ¥ TOHUMAET IOHUMAaTh PEUYEBBIE MPOM3BEACHUS HAa H3Yy4YaeMOM
MHOCTPAHHOM f3bIKE B YCTHOM M TNHCbMEHHOM (opMax NPUMEHUTENIBHO K
opuUIIMaTLHOMY, HEWTpaJbHOMY H  HEO(PHUIIMATLHOMY  pETUCTpaM  OOIICHHH.
JleMOHCTpHUpYET HAaBBIKW YTEHUS U ayIupOBaHUS Ha | M3ydaeMOM HHOCTPAHHOM S3BIKE,
yMeeT BOCIIPUHUMATh U OPOXKAATh MOHOJIOTHUECKHE U TUATOTHUYeCKHe TEKCThI B YCTHOM
Y TUCbMEHHOHU (hopmax.

Ne HaumenoBanue dopma

n/m JIMCITUILINH, oOyueHwMst
OTIPEIEIIONINX 3aouHast

MEXTUCITUTUTMHAPHBIS (cemectp)

CBs3HU 1 2 3 4

1| ABycTOopoHHMI +
MUCHbMEHHBIN MEPEBO/T
(mepBoIit
WHOCTPaHHBIN S3BIK)

2 |HayuHo-uccienoBaren +
bCKas paboTta

3|O0111eCTBEHHO-ITOIUT +
WYECKUM mepeBo

4 |IlepeBomueckas +
NpaKTHKA

5 [YrnyOnennsiii Kypc +
BTOPOTO
MHOCTPAaHHOTO A3bIKA!
rpamMMaruKa

6 | YrmyOnennsiii Kypc +
BTOPOTO
MHOCTPAaHHOTO A3bIKA!
YTEHUE U
ayIupOBaHHE




7 |YrnyOnennsliii Kypc +
MIEpBOTO
MHOCTPAaHHOTO A3bIKA!
YTEHUE U
ayIMpOBaHHE

2. MecTo nucuuiuiaiabl B cTpykrype OIl marucrparypsbi:
Hucrummaa «OCHOBBI TPOQPECCHOHATFHON KOMMYHHUKAIIMIY OTHOCHTCS K 00s3aTeIbHON YacTH Yy4eOHOTO
mnana OIl mo nanmpaBnenuto nmoarotoBku 45.04.02 - JIuHrBucTHKA.

JucuumimHa «OCHOBBI PO ECCHOHAIBHOM KOMMYHUKAIIMI» U3Y4aeTcsl B 3 ceMecTpe.

3.00beM u conepxaHue JUCUUILIUHBI
3.1.00peM QUCIMIUIMHEL: 3 3.€.
3aoyHas: 3 3.e.

Bun yueGHOM paboThI (BCB;(:;I‘?;:OB)
OO0mas Tpyn0éMKOCTb 1M CHUILTTHHBI 108
KonTaktHas pabora 10
JlaGoparopnsie (J1ab. pab.) 10
CamocrostensHas padota (CP) 89
OK3aMeH 9

3.2.Conepxanue Kypca:

No Haspanue Bun DOpMBbI TEKYIIETO
TEMBI pasnena/TeMbl y4eOHOMH KOHTPOJISI
paboTHI,
yac.
Jla6 | CP
pao.
313
3 cemecTp
1 OcCHOBHbIE TOHATHS TectupoBanue;
npodeccruoHanpHon | 2 | 22 Omnpoc
KOMMYHUKAITUU
2 Nmnmok n TectupoBanue;
pernyTanus B 3 | 24 Onpoc
npodeccroHaTbHOM
KOMMYHUKAIIUU
3 [TeperoBopsI Kak TectupoBanue;
BUI > | 04 Onpoc
npodeccuoHaTbHOM
KOMMYHUKAIIUU
4 Kondmukr B TecTupoBanue;
npodeccuonanpHoi | 3 | 19 Ompoc
KOMMYHUKAIIUU

Tema 1. OcHoBHbBIE MOHATHS NTPodeccuoHaNbHO kKoMMyHukanun (OI1K-2)
JlaboparopHbie padoThbI.
What is professional communication?



Professional communication is the process of exchanging ideas, thoughts, opinions, knowledge, and data in
workplace so that the message is received and understood with clarity and purpose. When we communicate
effectively, both the sender and receiver feel satisfied. Communication occurs in many forms, including
verbal and non-verbal, written, visual, and listening. It can occur in person, on the internet (on forums,
social media, and websites), over the phone (through apps, calls, and video), or by mail. For communication
to be effective, it must be clear, correct, complete, concise, and compassionate. We consider these to be the
5 C’s of professional communication.

How to improve your professional communication skills.

Communication, like any other skill, is one you can improve upon with practice. Here are a few ways to
start improving your communication skills, whether at home or on the job.

1. Consider your audience.

Who are you communicating with? Make sure you are aware of your audience—those you intend to
communicate with may differ from those who actually receive your messages. Knowing your audience can
be key to delivering the right messages effectively. Their age, race, ethnicity, gender, marital status, income,
education level, subject knowledge, and professional experience can all impact how they’ll receive your
message.

2. Practice active listening.

Active listening is the practice of giving your full attention in a communication exchange. Some techniques
include paying attention to body language, giving encouraging verbal cues, asking questions, and practicing
non-judgment. Before executing your communication, be sure to consider your audience and practice active
listening to get to the heart of their needs and desires.

3. Make your message as clear as possible.

4. Use the right medium or platform.

Professional communication requires you to consider whether you need to meet in person or if Zoom would
suffice. Is your message casual enough to use WhatsApp, or would a formal email be more efficient and
thorough? If you are catching up with a friend, do you two prefer to talk on the phone or via old-fashioned
letters? Whatever you choose should be intuitive and appropriate for you and your current situation.

Pay attention to your nonverbal skills.

Many people don’t realize that nonverbal cues can convey an unintended message to their audience. You
may think you’re being open, but if your arms are crossed or your back is turned, you’re creating a barrier.
Effective nonverbal communication includes: 1) Proper attire 2) Good posture 3) Natural gestures 4)
Purposeful movement 5) Appropriate eye contact 6)Energy and enthusiasm.

Developing professionalism and business etiquette skills.

Good manners and a businesslike, professional demeanor are among the top skills. The term
professionalism and its synonyms, such as business etiquette or protocol,

soft skills, social intelligence, polish, and civility, all have one element in common.

They describe desirable workplace behavior. Social intelligence points to a deep understanding of culture
and life that helps us negotiate interpersonal and social situations. This type of intelligence can be much
harder to acquire than simple etiquette. Social intelligence requires us to interact well, be perceptive, show
sensitivity toward others, and grasp a situation quickly and accurately. Soft skills are opposed to hard skills,
a term for the technical knowledge in your field. The top three soft skills on the managers’ wish list are the
ability to prioritize work, a positive attitude, and teamwork skills.

The role of professional ethical codes.

Professionals have strong codes of ethics to help guide their work. These are based on moral principles
such as honesty, doing no harm, helping people, acting in a fair way, upholding the truth, and honoring
commitments.

3aganus AJ151 CAMOCTOSITEIbHOM PadoThI.
3apanus AJs1 cCAaMOCTOATEIbHOM PadoThl.
TunoBble cUTyallu AJsl 1MAJI0T0B:
1. Discuss the Professional Journalists code of ethics.
The Society of Professional Journalists code of ethics in outline says that the media should:
. Seek the truth



. Act independently

. Be accountable and transparent. Respond to critics honestly and respectfully. Make corrections when
warranted. Admit mistakes.
. Minimize harm and have compassion for those who may be affected adversely by news coverage;

These are what we call “prescriptive” (should do) items. There are also “proscriptive” (no, don’t do this)
items on the ethics list. These include:

. Don’t lie, plagiarize or misrepresent your work.

. Don’t be afraid of criticism.

. Don’t accept gifts, free trips or preferential treatment.

. Don’t use undercover methods of gathering information unless traditional open methods will not

yield information vital to the public.

Tema 2. Umupx u pennyranus B npoeccuoHaabHoii kommyHukanun (OITK-4)

JlaGopaTopHbie padoThbI.
While a brand image is individual and momentary, reputation is the consolidation of several factors over
time, including the totality of the image in a collective conception. An image can change in a matter of
minutes or hours, while a reputation can take years to build. Image is more of a result of a concerted effort
by the advertising; branding and PR. Whereas, reputation is considered to be more of a result of consistent
public relations.
The pillars of reputation are seven aspects of the business you will need to take into consideration when
building the company’s image.
*Quality — to create a positive reputation, it’s important to show you offer a quality product or service.
*Innovation — customers want to see that you’re doing something different. A fresh approach will set you
apart from the competition.
*Company culture — almost every consumer is also an employee of someone else, so they will respect
companies that provide for their workers and create positive working conditions.
*Transparency and accountability — customers want to know what happens to their money, who makes their
products and where they come from.
*Corporate citizenship — today many consumers believe corporate responsibility extends to social and
environmental issues as well. They will support companies that offer sustainable products and give money
to charity.
*CEO reputation — when customers don’t interact with representatives, leaders become the personal face of
the organisation. A name and a story they can relate to make the company more memorable.
*Accomplishments — customers want to know what you’ve achieved so far, whether you’re a new start-up or
a company that’s been in business for a few years. Don’t be shy about sharing the company’s financial
growth or the size of the customer base. This will give people confidence in your ability to handle problems
and grow the business.
A personal professional image
A positive professional image is essential to a successful career, no matter your age or field. Whether you
are looking for a job, starting a new job, or a seasoned workplace veteran, it’s a good idea to learn (or
review) the basics of creating a positive professional persona. A professional persona includes four
elements:
- Attire and clothing: How you look.
- Body language: How you present yourself.
- Attitude and behavior: How you think and act.
- Conversation and language: How you communicate and engage others.
Your professional image speaks volumes about you and will help you develop and establish a positive
reputation. Here are some tips:



1. First impressions are critical. This is especially important for those entering the workforce, interviewing,
or starting a new position. People form their first impressions in three seconds. In a flash, they are forming
judgments about your competence, your personality, and your values. And once that impression is formed, it
is very difficult to change. So be sure your first impression says what you want it to say—namely, that you
belong.

2. Look the part.

3. Act the part. You need to exhibit a positive, respectful attitude. You want to be confident but not cocky,
polite but not obsequious, friendly but not annoying. Be authentic, polite, and positive. Be your best self.

4. Use positive body language. Your body language is a crucial element of your image. It has to inspire
trust, because business is a financial venture, and approachability, because business is conducted through
social networks. Creating a professional persona through body language means:

. Carrying yourself confidently.

. Making eye contact when speaking.
. Offering a firm handshake.

. Sitting and standing up straight.

. Using open body language — facing the person speaking, squaring your body directly toward others,
without folded arms.
. Smiling and saying hello to people.
. Putting away the iPod. When you listen to your iPod, others may view this as disengagement, and that
is not the message you want to send.
3aganus 1J151 CAMOCTOSITEJIbHOM PadoThlI.
3apanus AJ1s1 CAMOCTOATEIbHOM PadoThlI.
TumnoBble CHTyallHH JJIsl THAJIOTOB:
1. Image and self presentation.

2. Reflect on a person who you feel demonstrates a high level of professionalism. With a partner, describe
the specific qualities, characteristics, and/or behaviors which convey your selected person’s
professionalism.

Tema 3. IleperoBopsnl kak Buja npodeccuonajbuoil kommyHukanuu (OIIK-2)
JlaboparopHbie padoThbI.

BoroNegotiation is defined as a discussion among individuals to reach to a conclusion acceptable to one and
all. It is a process where people rather than fighting among themselves sit together, evaluate the pros and
cons and then come out with an alternative which would be a win win situation for all. Negotiation helps in
reducing conflicts and disputes among each other. Negotiation is essential in every walk of life for a
peaceful and stress-free living.

Various models of negotiation:

1. Win Win Model - In this model, each and every individual involved in negotiation wins. No body is at
loss in this model and every one is benefited out of the negotiation. This is the most accepted model of
negotiation.

2. Win Lose Model - In this model one party wins and the other party loses. In such a model, after several
rounds of discussions and negotiations, one party benefits while the other party remains dissatisfied.

3. Lose Lose Model - As the name suggests, in this model, the outcome of negotiation is zero. No party is
benefited out of this model.

4. RADPAC Model of Negotiation

RADPAC Model of Negotiation is a widely used model of negotiation in corporates.
Let us understand it in detail

Every alphabet in this model signifies something:

R - Rapport

A - Analysis

D - Debate

P - Propose



A - Agreement
C - Close

R - Rapport: As the name suggests, it signifies the relation between parties involved in negotiation. The
parties involved in negotiation ideally should be comfortable with each other and share a good rapport with
each other.

A - Analysis: One party must understand the second party well. It is important that the individual understand
each other’s needs and interest. The shopkeeper must understand the customer’s needs and pocket, in the
same way the customer mustn’t ignore the shopkeeper’s profits as well. People must listen to each other
attentively.

D - Debate: Nothing can be achieved without discussions. This round includes discussing issues among the
parties involved in negotiation. The pros and cons of an idea are evaluated in this round. People debate with
each other and each one tries to convince the other. One must not lose his temper in this round but remain
calm and composed.

P - Propose: Each individual proposes his best idea in this round. Each one tries his level best to come up
with the best possible idea and reach to a conclusion acceptable by all.

A - Agreement: Individuals come to a conclusion at this stage and agree to the best possible alternative.

C - Close: The negotiation is complete and individuals return back satisfied.

Role of Personality in Negotiation.

An impressive personality goes hand in hand with good communication for an effective negotiation. A
charming personality is the key to an effective negotiation.

Let us understand how one’s personality traits help in an effective negotiation:

1. During negotiations an individual must try to be himself. One should not fake things or pretend to be
good. If you are not satisfied with the deal, do not pretend that you are happy. It’s better to raise a concern
then and there, rather than crib later. Be normal and relax, things will automatically fall into place.

2. It’s important to be sincere rather than just being serious. Sincerity is one of the most important
personality traits required in negotiation. One has to be sincere for an effective negotiation. Don’t take
things casually. Go well prepared for your negotiation. For a business deal, try to study everything related to
the deal beforehand. The agenda of the negotiation must be very clear to you. Carry all the related
documents which you might require at the time of negotiation. Don’t go just for the sake of it.

3. Be honest. Don’t fake things. During negotiations, honesty plays an important role.

4. Be Patient. It has been observed that impatient individuals are poor negotiators. 5. Be flexible and learn
to compromise. It’s okay to give priority to one’s personal interests but one should not be selfish. If you are
the first one to accept something, you will not become unimportant or lose anything, instead the other
person would look up to you and both of you will gain whatever you want.

6. One has to trust the second party for a better negotiation. Don’t always find faults in others. Not all
people are bad; there are people who are really good and helpful. One should not always think that the other
person would do harm to him. The second party is there just to do business; he is absolutely not your
enemy. Don’t just come to the point, start the conversation with a warm smile. If he is wearing a nice shirt,
do take the initiative to give him a compliment. Treat him as a friend. One should never be arrogant. He is
also representing his company just like you. Order coffee and some snacks. It will help in breaking the ice
and strengthening the bond between the two parties. Do remember that one should not be too casual and
over friendly.

7. Be professional in your approach. Once your deal is closed, do sign a contract in presence of both the
parties. Don’t only rely on verbal communication.

8. Enhance your listening skills for a better negotiation. Listen to the other party as well. He might come up
with something interesting and beneficial to you as well. One should never underestimate the second party.
Be a little tactful and diplomatic. Analyze the situation and respond accordingly.

Negotiation skills.

Negotiation skills are qualities that allow two or more parties to reach a compromise. These are often soft
skills and include abilities such as:

1. Communication - To negotiate communication plays vital role, this step helps to understand and explain
each others needs/wants.

10



2. Persuasion
3. Planning
4. Strategizing
5. Cooperating. BbIICJICHUS).
3ananus AJ51 CAMOCTOSITEILHOI padoThI.
3amaHus 1J1s1 CAaMOCTOSITE/IbHOM PadoThlI.
TunoBble CUTyallu sl INAJIOTOB:
1. Discuss advantages and disadvantages of each model of negotiation.
2. Discuss soft and hard skills in professional communication.

Tema 4. Konduiukr B npopeccnonanbHoii kommynunkanuu (OITK-4)

JlaGopaTopHbie padoThbI.
Conflict is the physical or psychological struggle associated with the perception of opposing or
incompatible goals, desires, demands, wants, or needs. When incompatible goals, scarce resources, or
interference are present, conflict often results, but it doesn’t mean the relationship is poor or failing. All
relationships progress through times of conflict and collaboration. The way we navigate and negotiate these
challenges influences, reinforces, or destroys the relationship. Rather than viewing conflict negatively, view
it as an opportunity for clarification and growth.
Types of Conflict.
Conlflict can arise for a variety of reasons. There are seven types of conflict:
1. Structural conflict
* Problems with the way a situation is set up (i.e., who is involved, geographical and physical relationships,
unequal power and authority, impact of underlying processes, impact of external events). For example,
structural reasons for conflict could be things such as difficulty setting times to meet with colleagues who
are in different time zones, one person thinks they are “in charge” but other members of the group don’t
agree, the business processes take a lot of time to implement so it is hard to get things done on time, etc.
2. Relationship conflict
» Relationship conflict may arise from poor communication, stereotyping, misconceptions, and time
constraints.
For example, relationship triggers for a conflict could resemble the following scenarios: a couple of group
members do not answer emails in a timely way, holding up progress for others; someone assumes that a
certain person’s disability will prevent them from participating in a project, without asking the person what
they feel confident in doing; a supervisor moves up a deadline so that the group is under increasing time
pressure, etc.
3. Interaction conflict
» Some people have not developed their skills in interacting with others. This can be a source of conflict,
particularly when one’s needs are not met by others. Interaction challenges can lead to negative responses
such as avoidance and attack.
For example, interaction triggers can occur when a solitary worker is required to work in a team-oriented
culture or when a worker doesn’t realize that their poor time-management skills are affecting the team’s
ability to complete a project on time.
4. Values and Identity conflict
* We all have different values and perceptions. When these do not align within a working group, or when
they are challenged, they can cause conflict.
For example, values-and-identity triggers can occur when a colleague tells another that their method is
“wrong” or when a worker refuses to work on a project because it doesn’t align with their personal beliefs
(i.e., there is misalignment with the person’s political or religious views).
5. Data conflict
* Lack of information, or conflicting information, causes considerable conflict in the workplace.
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For example, data triggers can occur in an instance where a manager has told a subordinate what the
deliverables of a project are, but another team member has been instructed by a different manager with a
different set of goals.

6. Cultural conflict

* Cultural conflict arises when there is misunderstanding of group norms, confusion over language and
communication styles, or underlying trust is missing.

For example, cultural triggers can occur when a new employee joins a workplace where the business culture
is different from the one she left, or when people from different cultural backgrounds work on the same
team but misunderstand meanings because of language barrier.

The Five Phases of Conflict.

When you experience conflict at work, you may notice that there are five distinct stages, as follows:

1. Prelude

2. Triggering Event

3. Initiation

4. Differentiation

5. Resolution.

Conflict Management Styles.

1. Competing

The competing style indicates a high concern for self and a low concern for other. When we compete, we

are striving to “win” the conflict, potentially at the expense or “loss” of the other person. One way we may
gauge our win is by being granted or taking concessions from the other person.

2. Avoiding

The avoiding style of conflict management often indicates a low concern for self and a low concern for
others. In some cultures that emphasize group harmony over individual interests, avoiding a conflict can
indicate a high level of concern for others. In general, avoiding doesn’t mean that there is no
communication about the conflict. Remember, it is impossible not to communicate. Even if you don’t
verbalize your point of view, your actions will show others something about how you are feeling. Even
when we try to avoid conflict, we may be giving our feelings away through our verbal and non-verbal
communication.

3. Accommodating

The accommodating conflict management style indicates a low concern for self and a high concern for
others and is often viewed as passive or submissive, in that one person obliges another without providing
personal input. The motivation behind accommodating plays an important role in whether or not it is an
appropriate strategy. Generally, we accommodate because we are being generous, we

are obeying, or we are yielding. If we are being generous, we accommodate because we genuinely want to;
if we are obeying, we don’t have a choice but to accommodate (perhaps because of the potential for
negative consequences or punishment); and if we yield, we may have our own views or goals but give up on
them because of fatigue, time constraints, or because a better solution has been offered. Accommodating
can be appropriate when there is little chance that our own goals

can be achieved, when we don’t have much to lose by accommodating, when we feel we are wrong, or when
advocating for our own needs could negatively affect the relationship.

4. Compromising

The compromising style shows a moderate concern for self and others and may indicate low investment in
the conflict and/or the relationship. Even though we often hear that the best way to handle a conflict is to
compromise, the compromising style isn’t a win—win solution; it is a partial win—lose. In essence, when we
compromise, we give up some or most of what we want. It’s true that the conflict gets resolved temporarily,
but lingering thoughts of what you gave up could lead to a future conflict. Compromising may be a good
strategy when there are time limitations or when prolonging a conflict may lead to relationship
deterioration. Compromise may also be good when both parties have equal power or when other resolution
strategies have not worked.

5. Collaborating

12
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The collaborating style involves a high degree of concern for self and others, and usually indicates
investment in the conflict situation and the relationship. Although the collaborating style takes the most
work in terms of communication competence, it ultimately leads to a win—win situation in which neither
party has to make concessions because a mutually beneficial solution is discovered or created. The obvious
advantage is that both parties are satisfied, which could lead to positive

problem solving in the future and strengthen the overall relationship.

Conflict-free communication.

Basis for conflict-free communication. Classification of linguistic means which lead to conflicts.
3aganus AJ151 CAMOCTOSITEJIbHOM PadoThlI.

3apanus AJs1 cCAMOCTOATEIbHOM PadoThl.

Tunosble cUTyanuu 1Jisi 1UHAI0TOB:

1. Case study “Conflict at work™.

2. Case study “Personal conflict”.

4. KoHTpO/Ib 3HAHUI 00yYAKOIIMXCS U THIIOBbIE OLIEHOYHbIE CPeACTBA
4.1. Pactipenenenue 6amios:
baniabHO-peHTHHTOBBIE MEPOTIPUSTHS HE MPETyCMOTPEHBI

4.2 TunoBsie OLIEHOYHBIE CPEACTBA TEKYILIETO KOHTPOJIS
Onpoc

Tema 1. OcHoBHBIE OHATHS TPO(HECCHOHATBHOW KOMMYHHKAITUN
YCTHBIN OIIPOC 10 U3YYEHHOU TEME.

Tema 2. UMy u pernytanus B IpoecCUOHATEHON KOMMYHHUKAIUN
YCTHBIN OPOC IO U3YYEHHOH TEME.

Tema 3. TleperoBops! Kak BuA MpodeCCHOHATEHON KOMMYHHUKAIIH
YCTHBIN OIIPOC 10 U3YYEHHOU TEME.

Tema 4. Koudaukr B npodeccroHaIbHOM KOMMYHUKAITUH
YCTHBIN OPOC IO U3YYEHHOH TEME.

TecTupoBanme

Tema 1. OcHOBHBIE OHATHS TPO(HECCHOHATBPHOW KOMMYHHKAITUN
Tecr 1
1. Communication is sharing of information between two or more persons, with continuous
a. Efforts b. Feedbacks c. Gestures d. Movements
2. Communication can occur in isolation
a. True b. False
3. Which of the following is not listed amongst the barrier to communication?
a. Physical noise b. Physiological noise c. Psychological noise d. Physically challenged
4. What are the types of communication
a. Verbal communication b. Nonverbal communication c. Both a and b d. None
5. Non-verbal communication cannot be avoided.
a. True b. False
6. What is Jargon?



a. Name of the individual b. Name of the organization c. Technical term d. Name of the country
7. What does “Haptic” refer to?

a. Communication through touch b. Communication through words c. Communication through letters d.
Communication through emails

8. Yellow and Green are associated with negative feelings
a. True b. False
9. Which of the following is not part of the communication classification?

a. Two way face-to-face b. Multiple but not face-to-face c. Two-way non-face-to-face d. One-way
non-face-to-face

10. Communication between peers is essential for  coordination

a. Functional b. Organizational c. Managerial d. Statistical

11. Shareholders are very important internal stakeholders since they are the  of the company
a. Managers b. Owners c. Directors d. Union Members

Tema 2. Umumx 1 peryTanus B IpoecCHOHATbHON KOMMYHHUKAIIUN
Teer 2
1. Communication with shareholders can be done through meetings, letters, and/or advertisements.
a. True b. False c. None
2. Which of the following is/are part of the flow of communication in an organization?
a. Upward communication b. Downward communication c. Horizontal communication d. All of above
3. communication may be defined as information that flows from subordinates to superiors
a. Downward communication b. Upward communication c. Horizontal communication d. None of above
4. An advantage of regular downward communication is

a. It motivates employees b. It gives promotion to employees c. It creates a climate of transparency d. It
reduces gaps.

5. Hearing and listening are the same.

a. True b. False

6. The s often interpreted as a lack of understanding or attention.
a. Noise b. Silence c. Yawning d. Disturbance

7. Close questions may begin with

a. What b. Why c. Are d. Where

8. What are the types of questions?

a. Open-ended questions b. Close-ended questions c. Both d. None
9. Which of the following is not a “WH” question?

a. How b. Why c¢. Whom d. Will

10. A satisfied customer is the best  for any company’s product
a. Advertisement b. Message c¢. Propaganda d. Opportunity

11. Writing methodology comprises of how many stages?

a. One b. Two c. Three d. Four

Tema 3. IleperoBopsl Kak Bu Mpo(heCcCHOHATBHON KOMMYHHUKALIUU
Tecr 3
1. Which of the following is not part of speech?
a. Noun b. Tense c. Verb d. Adverb
2. It is better to use the word ,,interrogate rather than “ask”
a. True b. False
3. Using the passive voice is a technique of
a. Emphasis b. Ordination c. Subordination d. Grammar
4. Readability is determined by
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a. Handwriting b. Length of word/sentence c. Quality of page d. Other factors
5. will not replace face-to-face meetings completely.
a. Telephone b. Internet c. Video conferencing d. Teleconferencing
6. Telephone communication has the advantage of providing immediate feedback.
a. True b. False
7. Where will you elaborate on the main points in a presentation?
a. Introduction b. Body c. Conclusion d. Outline
8. Meaningful reading or reading with understanding is considered as
a. An active process b. A positive strategy c. A positive process d. An active strategy

9. What is identified as “looking over a textbook quickly, in order to get a general or superficial idea or the
content”?

a. Scanning b. Extensive reading c¢. Skimming d. Intensive reading

10. Business letters are used primarily to communicate with

a. External stakeholders b. Internal stakeholders c. Customers d. Agents

11. Which of the following letters inform the buyer or customer about the action that has been taken?
a. Claim letters b. Adjustment letters c. Goodwill letters d. Persuasive letters

Tema 4. Kordnukr B mpodeccOHaTbHON KOMMYHUKAITUH
Tect 4
1. The  of the press release must elaborate on the information contained in the introductory paragraph.
a. Introduction b. Conclusion c. Outline d. Body
2. Product advertisement is more a public relations activity than a form of advertising
a. True b. False
3. Business reports must use _ nouns
a. Concrete b. Abstract c. Proper d. Common
4. The general  of a resume is extremely important.
a. Statement b. Length c. Appearance d. Format
5. Cover letters can also be used to personalize your qualifications for a specific job.
a. True b. False
6. includes the background and purpose of the study.
a. Body b. Introduction c. Conclusion d. Statement
7. is done purely to communicate the organization’s name and logo to the public or consumers.
a. Institutional advertising b. Advocacy advertising c. Corporate identify advertising
d. Public relations advertising
8. Information sharing meetings may take place among co-workers or may also involve top management.
a. True b. False
9. The items to be discussed are listed in the  order of priority in the agenda.
a. Ascending b. Alphabetical c. Descending d. Chronological
10.  enables two parties in different locations to see and speak to each other?
a. Telephone b. Teleconferencing c. Messenger chat d. Television
11. Communication is the __ of business
a. Life Blood b. Backbone c. Mind d. Hand

4.3 IIpomexxyTouHast aTTeCTAlUS 110 AUCITUIUTHHE MPOBOAUTCS B hOpMe dK3aMeHa

Tunosblie Bonpockl 3k3amena (OIIK-2, OITK-4)
1. ®opMBbI, HOPMBI U IPUHIUITBI TPO(EeCCHOHATHPHON KOMMYHHKALINH.
2. BepbanbHas u HeBepOabHass KOMMYHHUKAITHS.
3. IMHTK 1 ero COCTaBIsIomue B MpodheccnoHaIbHONH KOMMYHHKALINH.
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4. PemyTanus u ee COCTaBISAIOMINE B TPodecCnoHaIbHONH KOMMYHHKALINH.
5. XapakTepucTrKa IMeperoBOpoB Kak Buaa MpoGeCcCUOHATFHON KOMMYHHUKAIIHH.
6. Crpareruu ¥ TaKTUKH BEJCHUS IIEPETOBOPOB.
7. DTUYecKre MPUHIUIIBI MPO(eCCHOHATEHON KOMMYHHUKAITHH.
8. Ilcuxonoruveckue MpueMbl BIUSHUS Ha MapTHEpa MPOoPeCCUOHATEHON KOMMYHUKAIUH.
9. SI3pIKOBBIC CPEACTBA MAHHUMYJISITUBHOTO BO3ACHCTBUSA B MPOGECCHOHATLHON KOMMYHHUKAITHH.
10. Tumnonorust U MPUINHBI KOH(IUKTOB B MPoeCcCHOHATHHON KOMMYHHKAITHIH.
11. Turbl KOHPIUKTHBIX JIMYHOCTEH.
Bomnpocel 3x3aMeHa / 3a4eTa
1. Professional communication skills.
2. The role of professional ethical codes.
3. A company professional image.
4. A personal professional image.
5. Models of negotiation.
6. Role of personality in negotiation.
7. Types of conflict.
8. Conflict management styles.
9. Conflict-free communication.
10. Self presentation at an interview.12. Ctpareruu ynpasieHus: KOHQIUKTOM.

TunoBble 3axanus s sk3amena (OIIK-2, OITK-4)
Tembl 1J151 MOATOTOBKHU pedeparTos.
. Ilcuxonorust IMYHOCTH U CTUIIH MPO(HECCHOHATBHOTO OOIICHHUSI.
. O6me TpedoBaHuUs ET0BOTO ATHKETA.
. Buapl 1 3Tanel 1€10BBIX IEPETOBOPOB.
. Pontb mepeBourKa B OpraHu3aniy U MPOBEICHUH JISJIOBBIX TIEPETOBOPOB.

1
2
3
4
5. IlpuunHbl KOHQIUKTOB B MPO(ECCHOHATBHON KOMMYHHUKAIIUH.
6. CiocoObI mpeaynpexaeHuss KOHGIUKTOB B MPO(eCCHOHATbHON KOMMYHHUKAITHH.

7. OCHOBBI ACKOH(DIMKTU3ALNN WU MATKON KOH(PPOHTAIIUH.

8. Cneninduka «ympapisieMOro KOH(PIIUKTA.

9. SI3bIKOBBIE CpEACTBAa MAHUIYJIATUBHOTO BO3JIEHCTBUA B IPO(PEeCCHOHATIEHOW KOMMYHUKALIHH.
1

0. OcoOGeHHOCTH HAITMOHAIBHOTO ATUKETa (CTpaHa 1Mo BHIOOPY CTY/ICHTA).

4.4. llIkana oueHMBaHUS TPOMEKYTOUHOM aTTeCTALMKI

JleckpunTopsl (YpOBHH) — OCHOBHBIC TIPU3HAKH OCBOCHHUS (ITOKA3aTeIu

Ornenka Komnerenuu
TOCTHKEHHMSI pe3ynbTaTa)

OIIK-2 JleMOHCTpHUpYET MPOYHbIE 3HAHUS OCHOBHBIX TEHACHIIMN pPa3BUTHUS
S3BIKO3HAHUS; COBPEMEHHBbIE Hay4HbIE MapaurMbl B 00JacTu
¢bunonoru M AUHAMHUKY HMX pPa3BUTHUS, CUCTEMY METOIUYECKUX
MPUHIIMIIOB U TPUEMOB (UIOIOTHYECKOTO HCCIeOBaHUs. 3HAET
CHelU(pUKYy HHOS3BIYHON HAy4YHOM KapTHMHbI MHUpAa M HAayYHOTO
JMCKYpCa B PyCCKOM M U3y4aeMOM sI3bIKaxX

«OTIIUMYHO»
OIIK-4 Ha BbICOKOM ypOBHE [E€MOHCTPUPYET BJIaJE€HUE HABBIKAMHU

npo¢eCCHOHAIIbHOW KOMMYHUKAIIMM Ha | M3ydyaeMOM HHOCTPaHHOM
A3bIKE. YMEET CO37aBaTh U TOHUMATh pEUEBbIE MPOU3BEICHHS Ha
M3y4yaeMOM WHOCTPAHHOM S3bIKE B YCTHOH M NMHUCBMEHHOH (hopmax
PUMEHHUTEIBHO K oduanbHOMY, HelTpanbHOMY u
HEO(UITHAIEHOMY PETUCTPaM OOLICHHS




«XOPOIIIO

OIIK-2

JIeMOHCTpUpPYET  3HAHMS  OCHOBHBIX  TEHACHUUN  pa3BUTUA
S3BIKO3HAHUS; COBPEMEHHBIC HAy4HblEe NapagurMbl B 001acTH
GWIONOTUM M JIWHAMHUKY HX pa3BUTHUS, CHUCTEMY METOANYECKHX
NPUHIUIIOB ¥ TPHEMOB (PHIOJOTHUECKOTO HCCIEJOBAaHUSA. 3HAET
cneun(uKy HHOS3BIYHON HAy4yHOM KapTUHBI MHpa M HAYyYHOIO
JUCKypCa B PyCCKOM M MU3y4a€MOM SI3bIKax

OIIK-4

Ha xopomieM ypoBHE JEMOHCTPHPYET BIAJCHUE HABBIKAMH
npoeCCHOHAIBHOW KOMMYHUKAIIUK Ha | M3ydyaeMOM HHOCTPaHHOM
s3bIKE. YMEET CO37aBaTh M TIOHUMATh pPEUEBBIC TPOM3BEICHHS Ha
M3y4yaeMOM WHOCTPAHHOM SI3bIKE B YCTHOH M MHUCHBMEHHOH (hopmax
MPUMEHHUTEITHHO K oumanbHOMY, HEHTpaTbHOMY "
HeOo(HUIIUAIEHOMY PETHUCTpaM OOIICHUS

«YIOBIETBOPUTEIHHOY

OIIK-2

JleMOHCTpHUpyeT ciabble 3HAHUSI OCHOBHBIX TEHACHIMHI pa3BUTHS
S3BIKO3HAHUS; COBPEMEHHBIX HAy4HbIX HapagurM B 001acTu
GWIoNOruM U AMHAMHUKY WX Pa3BUTHSA, CHUCTEMBl METOIUYECKHX
NPUHIUIIOB U TMPHUEMOB (HIIONOTHYECKOro uccienoBanus. [linoxo
3HaeT cneuru(uKy UHOS3BIYHONW HAyYHOH KapTUHBI MUpPA U HAYYHOTO
JUCKypCa B PyCCKOM M MU3Y4ae€MOM SI3bIKax

OIIK-4

Ha ymoBneTBOpHUTENIEHOM ypOBHE JEMOHCTPHPYET  BIIAJICHUE
HaBBIKAMU TPOPECCHOHATFHOW KOMMYHUKAIlMM Ha | H3y4aeMoM
WHOCTPAaHHOM sI3BIKE. YMeEeT co3[aBaTh M IIOHMMaTh pEUYCBBIC
MPOM3BE/ICHUSI HAa H3y4aeMOM HMHOCTPAHHOM S3bIKE B YCTHOW H
MUCHbMEHHOW  (OopMax  MNPUMEHUTEIFHO K  O(HIHAIBHOMY,
HEUTpaJIbHOMY U HEOPUIIUATLHOMY PErUCTpaM OOIICHUS

«CHEYAOBJICTBOPUTCIIHHO)

OIIK-2

JleMOHCTpHUpyeT ciabble 3HAHUSI OCHOBHBIX TEHACHIMH pa3BUTHS
S3BIKO3HAHUS; COBPEMEHHBIX HAay4HbIX NapagurM B 001acTu
GwIoNOruM U AMHAMHUKY WX Pa3BUTHSA, CHCTEMBl METOIMYECKHX
MPUHIUIIOB ¥ MPHEMOB (PHIIOJIOTHMYECKOTro uccienaoBanus. He 3naer
cneun(uKy HHOS3BIYHON HAy4yHOM KapTUHBI MHpa M HAYyYHOTO
JUCKypCa B PyCCKOM M MU3y4ae€MOM SI3bIKax

OIIK-4

[IpakTnuecku HE  BIaJeeT HaBBIKAaMH  MPOGECCHOHATBHON
KOMMYHHUKallMl Ha | M3y4aeMOM HMHOCTpaHHOM si3bike. He ymeer
co3/aBaTh M TIOHMMaTh pEYEBbIC MPOU3BEIEHUS Ha HU3y4YaeMOM
WHOCTPAaHHOM  SI3bIKE B YCTHOM ¥  THChMEHHOH  (opmax
MIPUMEHUTEIHHO K opUIHAIEHOMY, HEUTpaILHOMY u
HeOo(HUIIUAIEHOMY PETrUCTpaM OOIICHUS

5. Metoanueckue yKkazaHus JJisi 00y4al0UUXCsl IO OCBOCHHM IO TMCHUILIMHBI (MOXYJIA)
5.1 Meroauueckue yKa3aHus IO OpraHU3aIlUN CaMOCTOSITEIbHOI paboThl 00yUYaromuXCs:

[Mpuctynass Kk W3Y4YCHUIO AMCUMIUIMHBI, B TEPBYIO OYepenb OOyYaromMMCS HEOOXOIUMO O3HAKOMHTHCS
comepkanremM padoueii mporpammbl aucturummabl (PIT[]), koTopas ompenenseT comepskaHue, oObeMm, a
TaKXKe MOPSAIOK N3yUSHHsI U TIPENOAaBaHus Y4eOHOW AUCITUTUINHBI, €€ pa3/elia, YacTH.

Jlnist caMOCTOSTeNbHON pabOThl BAKHOE 3HaUCHUE UMEIOT paszieibl «O0beM U copepikaHue TUCIUILTHHBDY,
«Y4eOHO-MeToauueckoe U HH(popMaIMoHHOE 00ecTedeHne TUCIUILTMHBD U «MarepruanbHO-TEXHUIECKOe
obecriedeHre TUCIUILIMHEI, IPOrpaMMHOE obecrieueHue, mpodeccHoHaIbHbIe 0a3bl TaHHBIX U
MH(POPMALMOHHBIE CIIPABOYHBIC CUCTEMBI.

B pasgene «O0beM U conepkaHWe IUCIMIUIMHBD) YKa3bIBAIOTCS BCE pasfelibl M TEMbl H3y4aeMoil
JTMCLUIUIMHBIL, @ TAK)KEe BUJBI 3aHATHH U TNIAHUPYEMBIH 00bEM B aKaJJeMHUYECKUX Yacax.

B pasmene «YdeOHo-meromuueckoe U uH(pOpManMOHHOE oOecledYeHne AUCHUIUIMHBDY — yKazaHa
peKoMeH1yeMasi OCHOBHAsS U JIOTIOJIHUTENbHAS JIUTEpaTypa.
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B pazmene «MarepuanbHO-TEXHUYECKOE OOECIEUeHUE TUCIUIUIMHBL, TMPOTPaAaMMHOE OOecrieueHue,
npodeccruoHanbHble 0a3bl MaHHBIX W WH(OPMAIMOHHBIE CIPABOYHBIE CHCTEMBD» COACPKHUTCS IMEpeueHb
npodeccuoHaNbHBIX 0a3 JaHHBIX U HHPOPMAIMOHHBIX CIIPABOYHBIX CHCTEM, HEOOXOIUMBIX JJISi OCBOCHHUS
TACIIUATUIMHEL

5.2 Pexomennaruu o0y4aromumcs 1o padbore ¢ TeOPETHUECKUMHU MaTepHallaMu 110 TUCIUITIMHE

[Ipu uzyyennu u npopabOTKe TEOPETUUECKOT0 MaTepHana HeoOX0AUMO:

- IPOCMOTPETH elle pa3 mpe3eHTanuio Jekunu B cucreMe MOODLe, TOBTOPUTH 3aKOHCIIEKTUPOBAHHBIN Ha
JEKUMOHHOM 3aHATUM MaTepual M JOMNOJIHUTh €ro € YYEeTOM PEKOMEHJOBAaHHOM IOMOIHUTEIbHOU
JTUTEPaTyphl;

- IIPY CaAMOCTOSITEIBHOM M3yYE€HUH TEOPETUYECKOM TEMBI CAENATh KOHCIIEKT, UCIIOJIb3Ysl PEKOMEHIOBAHHBIE
B PII/] ucrounuku, npodeccruoHayibHble 0a3bl JaHHBIX U HHPOPMAIIMOHHBIE CIIPABOYHbBIE CUCTEMBI:

- OTBETUTDH Ha BOIIPOCHI JIsl CAMOCTOATEIILHON pabOoThI, TTO TeMe MpecTaBieHHbIe B myHKTe 3.2 PIT/I.

- TP IOATOTOBKE K TEKYIIEMY KOHTPOJIIO HCIIOIb30BaTh MaTepralibl (hoHa oreHouHbIX cpencts (POC).
5.3 Pexomenmanuu mo paboTe ¢ HayYHOU U y4eOHOM JIUTepaTypoit

PabGota ¢ OCHOBHOM M JONOJIHUTENBHOM JIHUTEPATYpOl SBISETCS IIaBHOM (OpMOIl caMOCTOATENbHOM
paboThl M HEoOXOoOMMa MPH MOATOTOBKE K YCTHOMY ONpPOCY Ha CEMUHApPCKUX 3aHATHAX, K Jebartam,
TECTHUPOBAaHUIO, 3Kk3aMeHy. OHa BKIIOYaeT MpopabOTKy JIEKIMOHHOTO MaTephalia M PEeKOMEHIOBAHHBIX
HCTOYHMKOB U JINTEPATYPHI 110 TEMATHKE JIEKIIUH.

KoHCHeKT JIeKInu JOJKEeH coliepKaTh pedepaTUBHYIO 3alIUCh OCHOBHBIX BOIPOCOB JICKIIUH, B TOM YHUCIIE C
ornopoii Ha pasMmeleHHsle B cucteme MOODLe mpe3eHTany, OCHOBHBIX MCTOYHUKOB M JIMTEPATYpPhl IO
TeMaM, BBIBOJBI MO KaXKAOMY Bompocy. KoHCIeKT MOXKeT OBITh BBITIOJIHEH B paMKax paclieuyaTKd BbIIa4uH
MPe3eHTAlUi JIGKIUH WM B OTACNBHOW TeTpaau mo mpeaMery. OH JOKeH OBITh aKKypaTHBIM, XOPOIIO
YUTAaEMBbIM, HE COAEPIKAaTh HE OTHOCALIYIOCS K TeMe UH(POPMAIUIO HITH PUCYHKH.

KoHcnieKThl HayyHOW JHUTEparypbl MPU CaMOCTOSATENBHOM IOATOTOBKE K 3aHATHUAM JOJDKHBI CONEPIKaTh
OTBETHl HA KaX/blii TOCTaBICHHBIH B TEME BONPOC, MMETh CCHUIKY Ha HCTOYHHK WH(POpPMALUU C
00s13aTeNbHBIM YKa3aHUEM aBTOpAa, HAa3BaHMS W TOJA HW3AAHUS HUCIOJIb3YeMOH HayyHOW JHMTEpaTyphl.
KoHcniekT MoOXeT ObITh ONOpPHBIM (COAEpXAaTh JHUIIb OCHOBHBIE KIIIOUYEBBIC MO3MIIMH), HO TPH 3TOM
MO3BOJISIIOIMM  JIaTh TIOJIHBIA OTBET IO BOINPOCY, MOXET ObITh MOAPOOHBIM. OO0bEeM KOHCHEKTa
OIIPENETSAETCS CAMUM CTYIACHTOM.

B nporecce paboThl ¢ OCHOBHOM U JOTIOTHUTEIIBHON JTUTEPATYPOH CTYICHT MOXKET:

- JenaTh 3allUCU IO XOAy 4YTE€HHS B BMJIE NPOCTOr0 WIM pPa3BEPHYTOrO IIaHa (co31aBaTh IEPEUYEHb
OCHOBHBIX BOIIPOCOB, PACCMOTPEHHBIX B UCTOYHHKE);

- COCTaBJATH TE3HUCHl (LMTHpOBaHHE HauOoJee BAKHBIX MECT CTaTbu MJIM MOHOTpaduu, KOPOTKOE
U3JI0KEHUE OCHOBHBIX MBICJIEH aBTOpA);

- TOTOBUTH aHHOTAIMH (KpaTKoe 000011IeHe OCHOBHBIX BOIIPOCOB PabOTHI);

- CO3/1aBaTh KOHCIIEKTHI (Pa3BEPHYTHIC TE3UCHI).

5.4. PexomeH1a1iuy MO NOATOTOBKE K OTAEJIBHBIM 33aHUAM TEKYIIETO KOHTPOJISA

CobecenoBanue MpennoyaraeT OpraHu3aluio Oecelpl MpernoAaBareist co CTyAEHTaMH 10 BOIpPOcam
MPAKTHYECKOTO 3aHATUS C LIEJbI0 Oojiee OOCTOATEIHHOTO BBISBICHHUS UX 3HAHUN MO OINpeneIeHHOMY
pasgeny, Teme, mpobieme W T.I. Bce wieHbl Ipynmbl MOTYT Y4acTBOBaTh B OOCYXKIEHUH, J00aBIATH
nH(pOpMaIUIO, TUCKYTUPOBATh, 3a/1aBaTh BOIIPOCHI U T.1.

YCTHBIE OMpOC MOXET TMPUMEHATHCS B pas3audHbIX (Qopmax: (QpoHTAIbHBIN, WHIWBUIYAIBHBIN,
KOMOMHUPOBaHHBIA. OCHOBHBIE KaU€CTBA YCTHOTO OTBETA MOJIJIEKALIETO OIICHKE:

- MPaBWJIBHOCTh OTBETA 110 COAECPIKAHHUIO;

- IOJTHOTA U TIIyOuHa OTBETA;

- CO3HATEJIbHOCTh OTBETA;

- JIOTHKA U3JI0KEHUS MaTepuaa;

- PalMOHAJILHOCTh UCIIOJIb30BaHHBIX PUEMOB U CTIOCOOOB PEIlIeHUS TOCTaBIEHHONW yueOHO! 3a/1auu;

- CBOEBPEMEHHOCTh M 3((EKTUBHOCTH MCIIOIB30BAHUS HATNISIHBIX MOCOOMHA M TEXHUYECKUX CPEICTB IPH
OTBETE;

- HCII0JIb30BAaHUE JIONIOJHUTEIBHOTO MaTepraa;

- PallMOHAJIBHOCTH UCIOJIb30BAHUS BPEMEHH, OTBEICHHOIO Ha 3aJJaHUE.
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YCTHBIM OIIPOC MOXKET CONPOBOXAATHCS IMPE3CHTALUEH, KOTOpas IMOATOTaBIMBACTCA IO OAHOMY U3
BOIIPOCOB MPAKTHYECKOTO 3aHATHUS. [Ipy BRICTYIUIEHHH ¢ Mpe3eHTalueld HeoOXoauMo oOpamarb BHUIMaHUE
Ha TaKM€ MOMEHTBHI KaK:

- colep)KaHUE MPE3CHTAllMN: aKTYaJIbHOCTh TEMbI, MOJHOTA €€ PACKPBITHS, CMBICIOBOE COACpIKaHUE,
COOTBETCTBHE 3asBICHHOW TEMBI CONIEPIKAHHUIO, COOTBETCTBHE METOAMYECKAM TPEOOBaHUSIM (IIETTH. CCBHUTKH
Ha PeCypChl. COOTBETCTBHUE CONEPXKAHHS M JIUTEPATyphl), MPAKTHUECKasT HANPaBICHHOCTh, COOTBETCTBHE
CoZIepKaHus 3asiBICHHON (opMe, aJeKBaTHOCTD UCIIOJIb30BaHHS TEXHHUECKUX CPEICTB yUEOHBIM 3aqadam,
MOCIIEIOBATEIEHOCTD U JIOTHYHOCTb MPE3CHTYEMOTO Marepuara,

- odopMiieHHE TMpe3eHTAlMU: 00bheM (OMTHUMATbHOE KOJWYECTBO), AW3alH (YUTAEMOCTh, HAJIMYHE U
COOTBETCTBHE TpapUKd W aHUMAIMH, 3BYKOBOE OQOpMIICHHE, CTPYKTYpHpPOBaHUE WH(POPMAIIUH,
COOTBETCTBHE 3asBJICHHBIM TpPEOOBAaHUSIM), OPHUTHHAIBHOCTH OQGOPMIICHHS, ACTETHKA, HCIIOJIIb30BaHHE
BO3MO)KHOCTH ITPOTPAMMHO# CpeJIbl, COOTBETCTBHE CTaHIapTaM 0(hOpMIICHUS;

- TMYHOCTHBIC Ka4eCTBa: OPATOPCKUE CITOCOOHOCTH. COOIIONEHHIE PErIaMeHTa, SMOIMOHAIBHOCTh, YMEHHUE
OTBETHTBH Ha BOIPOCHI, CHCTEMATU3UPOBAHHBIC, TITyOOKHE 1 TIOJHBIC 3HAHUS 110 BCEM pa3JieiiaM IPOTrPaMMBI:
- COIEepKaHHWE BBICTYIUICHUS: JIOTMYHOCTh W3JIOKEHUS Marepuaia, PacKpbITHE TEeMbl, JOCTYITHOCTh
u3nokeHus, d¢pdextuBHOCT, TpuMeHeHus cpeactB  WKT, cmocoObl W yCIOBUSL  TOCTHDKCHHS
pPEe3yNBbTaTUBHOCTH W 3(P(HEKTUBHOCTH U1l BBIMIOJHEHHS 3a/1a4d CBOeH MpOo(eCCHOHAIBHOW WM Y4eOHOU
JESITeTbHOCTH, JOKA3aTeIbHOCTh MPUHUMAEMBIX PEUICHUH, YMCHHUE apTyMEHTHUPOBATh CBOW 3aKJIIOYCHUS,
BBIBOJIBI.

6. YueOHO-MeTOAUYecKOe U HHPOPMALIMOHHOE 00ecnieyeHue TUCIHIINHBI

6.1 OcHOBHas nuTEpaTypa:

1. XKepnakoBa M. b. JlenoBoe obmenue : YueOHuk u npaktukym [ns CITO. - Mocksa: FOpaiit, 2021. - 370
c. - Tekcr : anexrpounslii // 9bC «FOPAUT» [caiit]. - URL: https://urait.ru/bcode/474773

2. KoctepuHa, 1O. E., Jlacuma, M. B., Bssuruna, C. 0. [lenoBoii anrmuiickuii si3eik = Business English :
yaebHoe nocobue. - Becb cpok oxpaHbl aBTOPCKOTo npasa; [lenoBoit anmuiickuii si361k = Business English.
- Owmck: OMcKMIl rocylapcTBEHHbI TexHuueckud yHuBepcutetr, 2020. - 96 c. - URL:
https://www.iprbookshop.ru/115417.html
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®nunta, 2021. - 150 c. - Teker : snexrponssbiid / DbC «KoHCynpTaHT CTyIeHTa By3a M MeIBYy3a [CalT]. -
URL: https://www.studentlibrary.ru/book/ISBN97859765266481021.html

6.2 JlonosHUTENBHAS IUTEpATYpA:

1. Slukuna, H. B. MHOs3pIuHAsA TpodeccroHanbHass KOMMYHUKAIMS : MPAKTUKyM. - Bech Cpok oxpaHbI
aBTOpCKOTO TipaBa; MHos3buHAsA mpodeccHoHalbHas KoMMYyHHKaius. - OpeHOypr: OpeHOyprckuit
rocynapctBeHHbIi yHUBepcuTeT, DbC ACB, 2016. - 98 c. - Tekct : anexrponnsiit / IPR BOOKS [caiiT]. -
URL: http://www.iprbookshop.ru/61361.html

2. Yammua, WM. W., Muno, E. B. Annmiickuii s3wik. IIpodeccuonanpHas koMMyHHKaIusi B cdepe

He(TeXMMHYECKOT0 TPOM3BOJACTBA : YyueOHOe mocodue. - Bech cpok OXpaHbl aBTOPCKOTO TIpaBa;
Anrmuiickuii  s3biK.  [IpodeccuonanpHas kommyHukanuss B cdepe Heprexummu. - Omck: Omckuid
rOCy1apCTBEHHbIN TEXHUYECKHI YHUBEPCUTET, 2020. - 115 C. - URL:

https://www.iprbookshop.ru/115408.html

3. Enbaena, JI. B. IIpaktukym no npodeccroHanbHO-OpUeHTHpOBaHHOMY o0ImeHuio. [IpodeccnonanpHas
KOMMYHHKAITUSI YYUTEIs aHTJIMHACKOTO sI3bIKa : ydeOHoe aneKTpoHHoe mocobue. - 2024-01-01; IIpakTukym
1o npodeccuoHaNIbHO-OpUEeHTUPOBaHHOMY oOmeHuo. [IpodeccronanbHas koMMyHuKanus yud. - [lepmb:
[TepMckuii TOCYmapCTBEHHBIM TymMaHUTapHO-Nieqarorndyeckuii ynusepcuret, 2013. - 119 c¢. - URL:
https://www.iprbookshop.ru/32084.html

6.3 VHbIe NICTOUHMKMU:
1. American National Corpus - http://www.anc.org/
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3. Business and work British Council [ - https://www.businessenglishpod.com/
4. Aarmmiickuii s3BIK.py - english.language.ru
5. aHDIIOSA3BIYHEIN croBaphk codeTaemocTu Roget's Thesaurus - http://poets.notredame.ac.jp/Roget
6. ba3a TekcTOB Ha aHTIIMIICKOM sI3BIKE - WWW.language-to-go.com
7. bubnanorexa ['ymep — rymaHuTapHble Hayku - https://www.gumer.info/

7. MaTepuaibHO-TeXHHYECKOe o0ecnedeHue M CHUIIMHBI, IPOrPpaMMHOe odecrieveHne,
npodeccuoHaIbHbIe 0a3bI JAHHBIX U HH(POPMAIIMOHHBIE CTIPABOYHbIE CHCTEMbI

I[J'DI MMPOBCACHUA 3aHATUM TI0 JUCHUITINHEC HGOGXO,Z[I/IMO CJICAYIOIICC MAaTCpUAJIbHO-TCXHUYCCKOC
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IpynmnoBbIX W HWHIAWBHUAYAJbHBIX KOHCYHLTaLII/If/’I, TCKYLICTO KOHTPOJA H HpOMe)KYTOqHOﬁ arrecranuu,
IIOMCIICHUA 1A CaMOCTOSITEIIHLHOM pa6OTI:I.

VY4eOHble ayTUTOPUN U IIOMELICHHUS ISl CAMOCTOSTEIbHON pabOThl YKOMIUIEKTOBAHBI CHICIIMATIM3UPOBAHHOM
MeOeNbI0 U TEXHUYECKUMHU CPEACTBAMHU 00yUeHHUsI, CITy>KalllUMHU JJIsl TIPeACTaBIeHUs yueOHoM nHpopManuu
OO0JIBIIION ayTUTOPHH.

[TomereHus: 11 CaMOCTOSITEIbHON pabOThl YKOMITJIEKTOBAHBI KOMIIBIOTEPHOW TEXHUKOM C BO3MOXKHOCTBIO
MOAKITFOYEHHUS K ceTn "UnTepuer” u obecrieueHreM JloCTyna B AIEKTPOHHYIO
nH(pOPMAITMOHHO-00pa30BaTEIBHYIO CPeNy YHUBEPCUTETA.

Jlnst mpoBeeHusl 3aHATHI JICKIIMOHHOTO THIIAa UCTIONB3YIOTCS HAOOPBI IEMOHCTPAILIMOHHOTO 000PYI0BaHUS,
00ecrneYnBaroIe TEMaTHYECKHE WILTIOCTPAIH (TIPOEKTOP, HOYTOYK, SKpaH/ MHTEPaKTUBHAS JOCKA).
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