ABTOHOMHAsI HEKOMMEpPUECKasi OpraHu3alys BbICIIET0 00pa3oBaHus
CamMapckuil yHUBEPCUTET rOCYIapCTBEHHOIO YIIPABICHUS
«MexayHapOqHbIlI HHCTUTYT PBIHKA

Yr1Bepxkaaro
[TpopexTop no yueOHoii paboTe u
Ka4yecTBY 00pa3oBaHuUs

H. A. lonrora

15 ampens 2026 1.

OOH/I OHEHOYHBIX CPEACTB AUCHUIIIIMHBI

NuHocTpaHHbIN A3BIK B IpodeccuoHaIbHOU chepe

HamnpaBnenue moaroToBKu: 38.03.01 DxoHomuka
ITpoduib NOArOTOBKHU: DKOHOMHUKA, (pUHAHCHI U OM3HEC
Kpamuduxarms: OakamnaBp
dopma 00yueHus: OYHO-3a09Has
I'on Hauana NOArOTOBKHU: 2026
Camapa

[OKYMEHT MOAMVCAH
sy ONEKTPOHHOW MOAMACHIO 2026

CepTucukat: 02D6B1B50005B4ADB841E7667F8653A9AB
Bnageneu: YYMAK BAOVM FrEHHAOBEBW/Y
[OevictButeneH: ¢ 06.03.2026 go 06.06.2027




1. OHEHOYHBIE CPEICTBA, COOTHECEHHBIE C IIJIAHUPYEMbIMHU
PE3YJIbTATAMU OBYUYEHMUS 110 JUCHUIIVIMHE

Koa n Koa n Pe3yabTaTsl Bua arrecranuu u
HaMeHOBaHMe HAaMeHOBaHUe 00y4eHusI Mo OIIEHOYHBIX CPE/ICTB
KOMIIeTeHIIHH HHIHKATOPA AUCHHITHHE
JAOCTUKEHHS
KOMIIeTeHIUH
YK-4. Criocoben YK-4.1-3. YK-4.1-3.3-1. 3naer |Tekyumii KOHTPOJIb: TECTOBOE
OCYIIECTBIIATh Hcnons3yer OCHOBHBIE HCTOYHHKH |3aJJaHHE CO MHOXKECTBEHHBIM
JICTIOBYIO nHOPMAIIHIO U3 ¥ MH()OPMAIIMOHHO-  |BBIOOPOM, YCTHBIN OIPOC,

KOMMYHUKAITUIO B
YCTHOU U
MUCbMEHHOU (hopMax
Ha roCcy1apCTBEHHOM
si3bike Poccuiickoi
®Oeneparuu u
MHOCTPaHHOM(BIX)
si3bIKe(ax).

WHOSI3BIYHBIX
HCTOYHHUKOB B CBOEH
npodeccnoHaTBEHOM

chepe.

KOMMYHUKaTHBHbIE
CPEJCTBA MOJIYYECHHS
uH(popMaluu Ha
MHOCTPAaHHOM SI3bIKE
B CBOEH
npodeccruoHaIbHON

chepe.

BBIIIOJIHEHHE JIEKCUKO-
IrpaMMaTHYECKUX YIIPaKHEHUH,
M3Y4arollee YTEeHUE,
IIPOMEXKYTOUHBIN TECT.
ITpoMexyTouHas aTTecTalnus:
KOHTPOJIbHOE 3aJJaHHE.

VK-4.11-3.V-1. Ymeer
BBITTOJIHATH MMOUCK
WHOSI3BIYHOU
nH(pOpMaIIUU B CBOCH

Texymuit KOHTPOJIb:
ITOMCKOBOE YTEHUE
[TpomMexyTouHas aTTecTalus:
KOHTPOJIBHOE 3aJ1aHuE.

npoQeCCHOHAIBLHON

chepe.

VK-4.11-3.V-2. Ymeer | Texymuii KOHTPOIIb:
BBITOJIHATh BBITIOJTHEHUE JIEKCUYECKUX

KOPPEKTHBII MepeBo/
o¢uIIHaTBEHBIX
JIOKyMEHTOB H

PO eCCHOHATBHBIX
TEKCTOB B JINYHBIX
EJISIX.

YIIPa)XKHEHUH, TECTOBOE
3aJIaHHE CO MHO>KECTBEHHBIM
BBEIOOPOM.

[IpomexxyTouHast arrecTanus:
KOHTPOJIBHOE 3aJIaHUE.

YK-4.1-4. [1y6auuHo
BBICTYIIAET C
JOKJIA/IOM, YIUTHIBAs
XapakTep ayAuTOpUHU
U 1IeTTh
KOMMYHUKAITIH.

VK-4.1-4.3-1. 3naer
peueBbie 000POTHI U
OCOOEHHOCTH CTHJIS
myOJIUIHOTO
BBICTYIUICHUS B
aKaJIeMHYECKON U
npoecCHOHABLHOM

Texkynui KOHTPOJIb: YCTHBIN
OIIPOC, JTEKCUKO-
IrpaMMaTHYECKUHN TECT CO
MHO>KE€CTBEHHBIM BEIOOPOM.
[IpomexxyTouHast arrecTanus:
KOHTPOJIBHOE 3aJJaHHE.




KOMMYHHKaIIUU.

VK-4.1-4.Y-1. Ymeer | Tekyiuid KOHTPOJIb: JIEKCUKO-
BbIOMpATH IrpaMMaTU4ECKUI TECT.
KoppekTHble cTwiIb U |[IpomexyTodnas arrecranus:
CpelCTBa MyOIMYHOTO | KOHTPOJIBHOE 33a/JaHue,

BBICTYIUICHUS B HaIMcaHue JIeJI0BOT0 MUChMa.
aKaJIeMHUYECKON U

npodecCHOHABLHOM

KOMMYHHKAITUH.

VK-4.11-4.B-1. Tekyimuil KOHTPOJIb: JOKIAL

Bnaneer naBplkaMu HpOMe)KYTO‘{HaH aTTcCTalusAd.
HY6J'II/I‘IHOFO KOHTPOJIBHOC 3a/IaHUC, YCTHOC
BBICTYILJICHUS. BBICKAa3bIBaAHHUC.




2. OueHoOYHBIE CPEACTBA JJIA TEKYILIEro KOHTPOJIs

2.1. TecToBoe 3alaHUE HA YCTAHOBJICHHUE COOTBETCTBUSA

A strategy 1. plan
B SWOT analysis 2. products
C troubleshooting 3. the person who started the company
D established 4. founded
E founder 5. an analysis of the company’s situation
F goods 6. solving problems
A 1 I8 [ ¢ [ o [ T [ [F T ]

2.2. TecroBoe 3a1aHNe HA YCTAHOBJICHUE MOCJIe10BATEILHOCTH.

A First of all Bic produced the throwaway pen, the biro.

B Bic is well-known for its disposable products.

C Today the company focuses on producing razors, biros and lighters.
D Next they invented the throwaway razor.

E Then came the disposable lighter.

2.3. TecToBOE 3a1aHKE C PAa3BEPHYTHIM OTBETOM.

IIpounTaiiTe TEKCT, pACKPOIiTEe CKOOKH, NOCTABUB IJ1ar0Jibl B HY’KHYIO
rpaMMaTH4ecKyl (popmy, NOSICHUTE CBOIl BHIOOP.

British Airways is an international airline which A (carry) over 28 million passengers each year. They B
(look) for graduates with potential for management.

SmithKline Beecham is a transnational healthcare company. SB C (be) involved in research, development,
production and marketing of healthcare products, and D (employ) 54,000 people worldwide.

glo|m| >




2.4. TecTroBoe 3a/laHUE HA YCTAHOBJICHHUE COOTBETCTBUSA

IIpouuTaiiTe TEKCT U YCTAHOBHUTE COOTBETCTBUS

What motivates new graduates?
A high salary

B on-going training

C good location

D business travel

E individual responsibility

1. Danny likes to work on his own and to take a project through all its stages from start to finish.

2. Maureen hopes to work somewhere outside the city centre where there are good bus and train
connection.

3. Alex hopes he’ll be able to learn more skills and that he’ll have a chance to get more
qualifications.

4. Gemma would like to spend time working in other countries, particularly those in the
Mediterranean.

5. Julie wants to earn a lot of money quickly so that she can buy a new car.

A | B | c | o | E

e Cucrema OIlCHUBAHMS BbINOJHEHHUS TECTOBBIX 3aJaHUH

Tun 3amanusg

Vkazaaus no OIICHUBAHHIO

PCSYJ'IBTB.T OLICHHUBAaHUA

3aganue
3aKpBITOTO TUIIA
Ha YCTaHOBJICHHE
COOTBETCTBHUSI

C‘-II/IT&GTC?[ BepHBIM, ceClin HpaBI/IJ'II)HO
YCTAHOBJICHBI BCE COOTBETCTBUS
(TIO3UIMHU U3 OHOTO CTOJIOIA BEPHO
COIIOCTABIICHBI C MO3UIIUSIMU U3
BTOPOTO CTOJIOIA)

[TonHOE coBIageHne ¢ BEpHBIM
oTBeTOM — | 6as1, HeBEepHBIN OTBET
uim ero orcyrcTBue — 0 6aios.
JInGo yka3pIBaeTCs

«BEPHO»/ «HEBEPHO.

3amanue
3aKpBITOTO TUIIA
Ha YCTaHOBJICHHE

Cuuraercs BCPHBIM, CCJIN TPABUJIBHO
YKa3aHa BCA NMOCICA0BATCIIbHOCTb

[TomHOE CoBIaieHNE C BEPHBIM
oTBEeTOM — 1 OasuI, eciu JOmyIIeHbI
OIMOKY WJIA OTBET OTCYTCTBYeT — 0

6asioB.
MOCNeA0BaTeNbHOC | ITUGD
JIu6o yka3wiBaeTCst
™
«BEPHOY/ KHEBEPHO.
3ananue Cuutaetcst BEpHBIM, €CIIH OTBET [TonHbI paBUIBHBINA OTBET — 3

OTKPBITOTO THUIIA C
Pa3BEPHYTHIM

COBIIaAacT C 3TAJIOHHBIM I10
COJACPIKAHUIO U MTOJHOTC

Oarta; eciu IOMyIIeHa OHA
OIIMOKAa/HETOYHOCTE/OTBET




OTBCTOM

IIpaBWJIbHBIN, HO HE MOJIHBIIT — 1
0aJut; ecu TOmyIeHo Oojee OaHON
OIMOKK/OTBET HEMPABMIbHBIN/OTBET
orcyrcTByeT — 0 6aios.

JInbo ykasbiBaeTcs

«BEPHO»/ «HEBEPHO».

3ananue
KOMOWHUPOBAHHOT
O THUIIa C BBIOOPOM
OJTHOTO OTBETA M3

Cunraercsi BEpHBIM, €CIIH IPABUIBHO
yKazaHa nu¢pa u IpuBeACHBI
KOPPEKTHBIE apTyMEHTHI,

CoBniazieHue ¢ BEpHbIM 0TBETOM — 1
0aJu1, HeBEpHBIN OTBET WIIH €ro
orcyrcTBue — () Oaios.

4eTBIPEX U JIn6o yka3piBaeTcs
UCTIOJIb3yeMbIe TIPU BBIOOPE OTBETA
000CHOBaHUEM «BEPHOY/«HEBEPHOY.
BEIOOpA
3ananue
[TonHOE COBNasieHHE C BEPHBIM
KOMOWHUPOBAHHOT

O TUlia € BH60pOM

CuuTaercs BEpHBIM, €CJIA IIPAaBUIIBHO
yKa3aHbl U(PBI U TPUBEICHBI

0TBeTOM — | 6a, ecinu JOMmyIIeHbI
OIMOKY WA OTBET OTCYTCTBYEeT — 0

HECKOJIbKUX

KOPPEKTHBIE apTyMEHTHI, 0aJioB.
OTBETOB U

UCIIOJIb3yEeMbI€ MPU BEIOOPE OTBETA JIu6o yka3wiBaeTCst
000CHOBaHUEM

«BEPHOY/ KHEBEPHO.
BEIOOpA
Kpurtepun oieHKH K THIIOBOMY 32/1aHUI0
Kpurepun LLikana oueHnBaHusA

3aﬂaHI/Ie BBITIOJTHCHO
YaCTU4YHO

50-69 % mpaBUIBLHO BHIIOTHEHHBIX 33IaHUN —
«YIOBJIETBOPUTEIHHOY

32[,[[8.HI/IG BBITTIOJIHCHO

70-89 % npaBuWbHO BbIMOSTHEHHbIX 3a0aHUN — «XOPOIIIOY

3a,Z[aHI/Ie BBITIOJTHCHO
IIOJIHOCTBIO

90-100 % npaBubHO BbINOSTHEHHbIX 3a4aHUN — «OTIUIHOY

2.5 Hanucanue 1ejJ0BOr0 mMUChHMAa

Write a sales letter to your partner for the product you gave a presentation about.

Kpurepun oneHkn K THIOBOMY 3aAaHuIo 2.5

Kpurtepun

IIkana oneHNBaHUSA

CozlepxcaHHe nrucbMa COOTBCTCTBYCT KOMMYHHKaTHBHOﬁ 3aga4dyc, XOTiA

«YZOBJIETBOPUTEIILHO




UMEIOTCS  OTAENbHBIE HETOYHOCTH; COOJIONAIOTCS O0mMe MpaBHia
oopmienus penoBoro mucbMa (oOpamieHue, (GopMmaiabHOE 3aBEpIICHUE
MUCbMa, WMs); MBICIH M3JIOKEHBI B OCHOBHOM JIOTMYHO, JOITYyCTUMBI
OT/AENbHBIE HENOCTaTKH IpHU JEeJICHWH TeKcTa Ha ab3amsl W OpU
UCTIOJIB30BAHUM CPEJICTB MEepeaun JOrMIECKOH CBSI3H MEXIY OTACTbHBIMU
YacTSIMU TEKCTa; OOydYaroIIMiics HCIOJIB30BAI JIOCTAaTOYHBI 00BEM
JeKCUKA M TPaMMaTHYeCKMX  KOHCTPYKIHMH Ui pelleHHs
KOMMYHMKaTUBHOW  3amauu  (momyckaerca  4-5  ommbOK,  He
NPEISTCTBYIOMINX TOHUMaHHUIO TEKCTA).

»

Copmepkanne THUChbMa  COOTBETCTBYET KOMMYHUKATHBHOW  3ajaue;
coOmoatoTcsi mpaBwia OGOpMIICHUS J€JI0BOro mnuchma  (oOparieHue,
yKa3aHWe Ha TPEIbIIyIIyI0 MEpenucKy WIM HCTOYHHK HH(OpMaLNH,
COJIep>KaTeIbHOE  3aBepIlieHWe THChMa, YKa3aHWe Ha JajbHEHIIyro
nepenucky, (GopMalbHOE 3aBEpIICHUE MUCbMa, MMS); MBICIH H3JI0KEHbI
JOTHYHO, TEKCT TOJEeJeH Ha a03ampl; OOYYaloUIMiiCS HCIIOB30BaIl
JOCTATOYHBIA OOBEM JIEKCHKH W TPAMMATHYECKUX KOHCTPYKIUN ISt
pelieHrs KOMMYHHKAaTUBHOW 3amauu (momyckaercs 1-3 ommbOku, He
MPEMSITCTBYIONINX MOHUMAHUIO TEKCTA).

«XOopouro»

Copmepxanue  THChbMa  COOTBETCTBYET KOMMYHUKATHBHOW  3ajaye;
coOmoatoTcsl mpaBuiaa OQGOpMIICHHS JIEJIOBOTO TIHChbMa (oOpalieHue,
YKa3aHWe Ha MPEIbIAYIIYI0 IEPENUCKy WIH HUCTOYHUK HWH(POPMAIIHH,
COZiep)KaTeIbHOEe  3aBEpIIEHHE NHChbMa, YKa3aHWE Ha JAIbHEHIIYIO
nepenucky, (GopMaJbHOE 3aBEpIICHUE TMHUCbMa, MMS); MBICIH H3JI0KEHbI
JIOTUYHO, TEKCT TOJeNeH Ha ab3albl; O0O0yJaroIuiics WCHOIb30BalT
JOCTATOYHBIH O0BEM JIEKCHKM W TPaMMATUYECKUX KOHCTPYKUUH TS
pelieHrss KOMMYHUKAaTUBHOM 3a/ladl, B TOM YHCJIE CPEACTBA JIOTUYECKOM
CBSI3M.

«OTIHUYHO»

Kimroun x TeCTOBBIM 3aJaHUsSIM

Howmep 3ananus BepHb1il oTBET
2.1. A 1
B 5
C 6
D 4
E 3
F 2
2.2 21543
2.3 A) Carries B) are looking C) is D) employs
24 A 5)
B 3
C 2
D 4
E 1




2.4 MoHO0JIOTHYECKOE BHICKA3LIBAHUE

Make a company presentation
Speak about the History of a company

Speak about the styles of management

KpnTepml OIICHKH paﬁoTbl Ha MPAKTUIECCKOM 3aHATHH

MaxkcuMajbHOE KOJHYECTBO 0aJ1JI0B 32

Kpurrepint 3aHATHE
YcTHBIN 0NIPOC, KOJUIOKBHYM
OCHOBHBIE TEOPETUYECKHE IIOJOXKEHHUS IO BOIPOCY
packpbIThl. FIMeroTcs 351eMeHThl 000CHOBAaHUS BBIBOJIOB.
Nmerorcss  sneMeHThl  cucTeMaTu3aluu  MH(poOpMaluu,
5 6amnos

(bakxThl IpUMEHEHUST TPOPECCUOHATBHON TEPMHUHOIOTHH.
OueBUIHO HCIIOJIb30BAaHUE HUCTOYHUKOB
PEKOMEHI0BaHHOM JIUTEPATYPBI.




3. OueHoOYHbIE cpeaAcTBa ANA MPOMEXYTOYHOM aTTecTauum

YK-4.11-3.3-1. 3HaeT OCHOBHBIC HCTOYHUKHN U HH()OPMAITMOHHO-KOMMYHUKATUBHBIC CPEACTBA MOJIYICHHS
nH(pOpMalIUY Ha HTHOCTPAHHOM SI3bIKE B CBOeH mpodeccuoHanbHoi chepe.

YK-4.1-3.Y-1. YMeeT BBIMOIHATH MMOUCK HHOS3BIYHOW HH(POPMAIIMH B CBOCH MpodecCHoHaIbHOM cdepe.
VK-41-3.Y-2. YMmeer BBINOJNHATH KOPPEKTHBIM  MMEpeBOJ  OPHUIMATIBHBIX  JOKYMEHTOB H
po(eCCHOHATBHBIX TEKCTOB B JINYHBIX HEJISAX.

VK-4.1-4.3-1. 3naer peueBble OOOPOTHI W OCOOEHHOCTH CTWIS MyOJIMYHOTO BBICTYIUJICHUS B
aKaJeMH4eCcKOol U MpoecCHOHATbHON KOMMYHUKAIIUH.

YK-4.11-4.Y-1. VYmeer BbIOMpaTh KOPPEKTHBIE CTHJIb W CPEIACTBA IMYOJMYHOTO BBICTYIICHUS B
aKaJeMHYeCcKor U MpopeCcCHOHATBHON KOMMYHUKAIIHH.

VYK-4.11-4.B-1. Bnaneer HaBbIKaMH ITyOJIUYHOTO BBICTYIUICHUS.

3.1. BaHK KOHTPOJILHBIX 3a1aHU# (¢ YKa3aHueM KOMIIETeHIHH)

YKb-4. 1-1.3-1.

3anoJIHUTE NPOMYCKHU:

1.1 A person with a good education usually gets ... better job.

1.2 Our city succeeded ... collecting a large sum of money for charity.

VKb-4. U-1. 3-1.
Bbi0epuTe onnH NpaBMIIbHBIN OTBET:
1.3 Why didn't you give me a call yesterday? We ... discuss everything together.

a) can C) may

b) must d) could

1.4 My passport ... last month, and nobody has found it yet .
a) lost c) has been lost

b) was lost d) had been lost

1.5 1t ... in London this morning that the British Oil Corporation had discovered oil under the sea near the
Welsh coast.

a) announced ¢) had been announced

b) would be announced  d) was announced

1.6 | disapprove of people who ... all sorts of promises which they have no intention of keeping.

a) made c) have made
b) makes d) make
VKB-4. 1-2. 3-1.

Bri0epuTe Bce npaBU/IbHBIEC OTBEThI:

1.7 He has earned ... money that he has decided to help the poor.
a) so much c) so little

b) so many d) such a lot of

1.8 There are ... things that money can't buy.



a) any C) some
b) many d) something

BJIOK 2 IIPOBEPKA YMEHUI

YKb-4.1-2. V-1.
2.1 IlpounTaiiTe TekcT M BbiOepuTe 5 cy10B 10 TeMe «CTPYKTypa KOMIIaAaHHW

Companies often attempt to implement a major change in strategy. Determined managers go forth with the
plans, and they expect enthusiasm and commitment from their subordinates. But instead, employees drag
their feet and figure out ways to undermine the process. The change effort gets bogged down, and results
fall short. In Why Resist Change? Paul Strong explains how corporate leaders can overcome employees'
concerns about change by revising the mutual obligations and commitments, both stated and implied, that
exist between them. The author presents two case studies of his ideas in action.

YKb-4. U-1. V-1.

2.2 IIpourure Tekcrbl A-C u chopMyIupyiiTe OCHOBHYI0 MBICIb KaKI0Ir0 U3 HUX B OTAEJIbHOM
NpeaI0KeHUH.

A

COLEMAN'S

As was widely reported, we closely examined the possibility of merging with a food-distribution business
during the year. However, whilst the strategic rationale for combination was sound, it became clear that it
would not be in our shareholders' best interests to proceed with the deal, with its risk of increasing debt.
Instead, we intend to concentrate on our core activity. Nevertheless, the market within which we operate is
fiercely competitive, and the advent of new entrants is creating market conditions in which continued
earnings growth will become increasingly challenging.

B

SHERIFF

This is a momentous period for the pharmaceutical industry. Against the background of scientific and
economic change, we are seeing inevitable further consolidation of what remains one of the most
fragmented of the great global industries. Sheriff will not shrink from participating in this process if
circumstances necessitate such action in the interests of future success. However, today, the overwhelming
preoccupation of your Board, executive management and staff is with the job at hand, which is to grow the
business and deliver the promises we have made in terms of turning around our losses of recent years.

C

BVL

Profit before taxation was £20m, in comparison with the £32m achieved in the previous year. This
disappointing result includes a provision of £26m on one project, due to costs exceeding the guaranteed
maximum price quoted to the client. One result is that the Construction Division has been set targets to
increase the level of partnering and fee work. Turnover, already stagnant, may decline, but profits are
expected to recover. In addition, improvements will be made to the control processes relating to tendering,
and to the quality of project management



YKb-4. U-2. V-1.

2.3 IlpouTuTe TEKCT, B KOTOPOM NPONYILIEeHbI YeThbIpe MpeaioKeHus. 3amojaHuTe nmponycku 1-4
npenio:xkeHusamu A-D.

People from all over the world like the taste of chocolate.(1) . You may like dark or light chocolate,
you may prefer it plain or with nuts, but whatever your tastes are, you will certainly enjoy the chocolate
produced by the Hershey Company.

Hershey chocolate became famous all over the world thanks to a quiet but very hard-working and
generous person — Milton Hershey, the founder of the company.

(2)__ His mother wanted him to learn practical skills. She believed practice is more important than
college education. So when Milton finished the fourth grade, she arranged for him to become a printer’s
assistant. (3)__ In a while he became an assistant in a candy factory. He helped to make candy and
became very successful at it.

After a few years of training, Milton understood that he wanted to start his own business. He borrowed
some money from his aunt and set up a small candy shop. For five long years Milton Hershey worked
extremely hard but had no success. (4) ___ Finally, he closed the shop and found work with a candy maker
again. It was there that he discovered caramel and how fresh milk could be used to make it.

A But Milton didn’t like the job and left it soon after.
B He invested in the business more money than he made from it.
C Milton Hershey grew up in Pennsylvania, USA.

D It’s the most popular dessert and snack

YKb-4. U-3. V-1.

BJIOK 3 ITIPOBEPKA HABBIKOB

3.1 CoBMecTHO ¢ APYruM o0y4aromMMcsl 03HAKOMbTeCh € cuTyanueil 1 B popme quajora odcyaure
Bornpockl 1-3. Bpems Ha moaroroBky 15 MunyT, 00bém Bhicka3biBanus 10 10 mpensioxeHuii.

Your company has been invited to participate in an international business conference. The conference will
be held during the busiest part of the year. You have been asked to consider the actions that should be
taken in preparation for the event.

1. How should the company select members of staff to represent the company at the conference?
2. What practical arrangements need to be made by the company before the conference?
3. How should the company respond after the conference to interest shown in its products/services?



3.2. Ki1104H K KOHTPOJIbHBIM 33JaHUAM

1.1. a
1.2. in
1.3. d
1.4. b
1.5. d
1.6. d
1.7. ad
1.8. bc
2.3. 1D2C3A4B

HIxajia ¥ KpUTEPUH OLEHKH TEKYLIEro TeCTUPOBAHUSA

Yucio npaBHIbHBIX
Onenka
OTBETOB

90-100% npaBUIBHBIX
OlLieHKa «OTJIIMYHO»
OTBETOB

70-89% mpaBHIBLHBIX
O1eHKa «XOPOIIOY»
OTBETOB

50-69% mpaBUIBHBIX
OrneHka «yI0BIETBOPHTEIHEHOY
OTBETOB

Memnee 50%

OlieHKa «HEYIOBJIETBOPUTETHLHOY
MIPaBUJIbHBIX OTBETOB

3.3. Ilepeuyennb TeM Ui NPOBEPKHU 00Pa30BaTeIbHBIX Pe3yJIbTATOB HA 3HAHUSA
(BOmpoChI K 3a4€Ty/IK3aMeHYy, IPH HAJIMYHNH)

1. Prepare a short company presentation

2. Speak about types of retail outlets

3. What information do bar codes contain?

4. What do you understand by the term troubleshooting?
5. Speak about the structure of a multinational company.
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