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1. ɉɅȺɇɂɊɍȿɆɕȿ ɊȿɁɍɅɖɌȺɌɕ ɈȻɍɑȿɇɂə ɉɈ ȾɂɋɐɂɉɅɂɇȿ 
(ɆɈȾɍɅɘ), ɋɈɈɌɇȿɋȿɇɇɕȿ ɋ ɉɅȺɇɂɊɍȿɆɕɆɂ ɊȿɁɍɅɖɌȺɌȺɆɂ 
ɈɋȼɈȿɇɂə ɈȻɊȺɁɈȼȺɌȿɅɖɇɈɃ ɉɊɈȽɊȺɆɆɕ 

ɇɚɫɬɨɹɳɚɹ ɪɚɛɨɱɚɹ ɩɪɨɝɪɚɦɦɚ ɞɢɫɰɢɩɥɢɧɵ ɭɫɬɚɧɚɜɥɢɜɚɟɬ ɬɪɟɛɨɜɚɧɢɹ ɤ ɡɧɚɧɢɹɦ 
ɢ ɭɦɟɧɢɹɦ ɫɬɭɞɟɧɬɚ, ɚ ɬɚɤɠɟ ɨɩɪɟɞɟɥɹɟɬ ɫɨɞɟɪɠɚɧɢɟ ɢ ɜɢɞɵ ɭɱɟɛɧɵɯ ɡɚɧɹɬɢɣ ɢ 
ɨɬɱɟɬɧɨɫɬɢ.  

ɉɪɨɝɪɚɦɦɚ ɪɚɡɪɚɛɨɬɚɧɚ ɜ ɫɨɨɬɜɟɬɫɬɜɢɢ ɫ: 

• ɋɚɦɨɫɬɨɹɬɟɥɶɧɨ ɭɫɬɚɧɚɜɥɢɜɚɟɦɵɦ ɨɛɪɚɡɨɜɚɬɟɥɶɧɵɦ ɫɬɚɧɞɚɪɬɨɦ (ɋɍɈɋ 3++) ɩɨ 
ɧɚɩɪɚɜɥɟɧɢɸ ɩɨɞɝɨɬɨɜɤɢ  (ɭɪɨɜɟɧɶ ɛɚɤɚɥɚɜɪɢɚɬɚ):45.03.02 «Ʌɢɧɝɜɢɫɬɢɤɚ»; 

• Ɉɫɧɨɜɧɨɣ ɩɪɨɮɟɫɫɢɨɧɚɥɶɧɨɣ ɨɛɪɚɡɨɜɚɬɟɥɶɧɨɣ ɩɪɨɝɪɚɦɦɨɣ ɩɨ ɧɚɩɪɚɜɥɟɧɢɸ 
ɩɨɞɝɨɬɨɜɤɢ 45.03.02 «Ʌɢɧɝɜɢɫɬɢɤɚ»; 

• ɍɱɟɛɧɵɦ ɩɥɚɧɨɦ ɆȽɌɍ ɢɦ. ɇ.ɗ. Ȼɚɭɦɚɧɚ ɩɨ ɧɚɩɪɚɜɥɟɧɢɸ ɩɨɞɝɨɬɨɜɤɢ 45.03.02 
«Ʌɢɧɝɜɢɫɬɢɤɚ». 

 

ɉɪɢ ɨɫɜɨɟɧɢɢ ɞɢɫɰɢɩɥɢɧɵ ɩɥɚɧɢɪɭɟɬɫɹ ɮɨɪɦɢɪɨɜɚɧɢɟ ɤɨɦɩɟɬɟɧɰɢɣ, 
ɩɪɟɞɭɫɦɨɬɪɟɧɧɵɯ ɈɉɈɉ ɧɚ ɨɫɧɨɜɟ ɋɍɈɋ 3++ ɩɨ ɧɚɩɪɚɜɥɟɧɢɸ ɩɨɞɝɨɬɨɜɤɢ 45.03.02 
«Ʌɢɧɝɜɢɫɬɢɤɚ» (ɭɪɨɜɟɧɶ ɛɚɤɚɥɚɜɪɢɚɬɚ) 

Ʉɨɞ ɤɨɦɩɟɬɟɧɰɢɢ 
ɩɨ ɋɍɈɋ 3++ 

Ɏɨɪɦɭɥɢɪɨɜɤɚ ɤɨɦɩɟɬɟɧɰɢɢ 
 

 
ɍɧɢɜɟɪɫɚɥɶɧɵɟ ɤɨɦɩɟɬɟɧɰɢɢ ɫɨɛɫɬɜɟɧɧɵɟ 

 

ɍɄɋ-3 

(45.03.02) 

ɋɩɨɫɨɛɟɧ ɨɫɭɳɟɫɬɜɥɹɬɶ ɫɨɰɢɚɥɶɧɨɟ ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ ɢ 
ɪɟɚɥɢɡɨɜɵɜɚɬɶ ɫɜɨɸ ɪɨɥɶ ɜ ɤɨɦɚɧɞɟ, ɬɨɥɟɪɚɧɬɧɨ ɜɨɫɩɪɢɧɢɦɚɹ 
ɫɨɰɢɚɥɶɧɵɟ ɢ ɤɭɥɶɬɭɪɧɵɟ ɢ ɢɧɵɟ  ɪɚɡɥɢɱɢɹ 

ɍɄɋ-4 

(45.03.02) 

ɋɩɨɫɨɛɟɧ ɨɫɭɳɟɫɬɜɥɹɬɶ ɞɟɥɨɜɭɸ ɤɨɦɦɭɧɢɤɚɰɢɸ ɢ 
ɦɟɠɥɢɱɧɨɫɬɧɨɟ ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ ɜ ɭɫɬɧɨɣ ɢ ɩɢɫɶɦɟɧɧɨɣ ɮɨɪɦɚɯ ɧɚ 
ɝɨɫɭɞɚɪɫɬɜɟɧɧɨɦ ɹɡɵɤɟ Ɋɨɫɫɢɣɫɤɨɣ Ɏɟɞɟɪɚɰɢɢ ɢ 
ɢɧɨɫɬɪɚɧɧɨɦ(ɵɯ) ɹɡɵɤɟ(ɚɯ) 

 
Ɉɛɳɟɩɪɨɮɟɫɫɢɨɧɚɥɶɧɵɟ ɤɨɦɩɟɬɟɧɰɢɢ ɫɨɛɫɬɜɟɧɧɵɟ 

 

ɈɉɄɋ-3 

(45.03.02) 

ɋɩɨɫɨɛɟɧ ɨɫɭɳɟɫɬɜɥɹɬɶ ɦɟɠɴɹɡɵɤɨɜɨɟ ɢ ɦɟɠɤɭɥɶɬɭɪɧɨɟ 
ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ ɜ ɫɨɨɬɜɟɬɫɬɜɢɢ ɫ ɩɪɚɜɢɥɚɦɢ ɢ ɬɪɚɞɢɰɢɹɦɢ 
ɦɟɠɤɭɥɶɬɭɪɧɨɝɨ ɩɪɨɮɟɫɫɢɨɧɚɥɶɧɨɝɨ ɨɛɳɟɧɢɹ, ɩɪɚɜɢɥɚɦɢ 
ɪɟɱɟɜɨɝɨ ɨɛɳɟɧɢɹ ɜ ɢɧɨɹɡɵɱɧɨɦ ɫɨɰɢɭɦɟ 

 

Ⱦɥɹ ɤɚɬɟɝɨɪɢɣ «ɡɧɚɬɶ, ɭɦɟɬɶ, ɜɥɚɞɟɬɶ» ɩɥɚɧɢɪɭɟɬɫɹ ɞɨɫɬɢɠɟɧɢɟ ɪɟɡɭɥɶɬɚɬɨɜ 
ɨɛɭɱɟɧɢɹ (ɊɈ), ɜɧɨɫɹɳɢɯ ɧɚ ɫɨɨɬɜɟɬɫɬɜɭɸɳɢɯ ɭɪɨɜɧɹɯ ɜɤɥɚɞ ɜ ɮɨɪɦɢɪɨɜɚɧɢɟ 
ɤɨɦɩɟɬɟɧɰɢɣ, ɩɪɟɞɭɫɦɨɬɪɟɧɧɵɯ ɨɫɧɨɜɧɨɣ ɩɪɨɮɟɫɫɢɨɧɚɥɶɧɨɣ ɨɛɪɚɡɨɜɚɬɟɥɶɧɨɣ 
ɩɪɨɝɪɚɦɦɨɣ (ɬɚɛɥ. 1). 
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Ɍɚɛɥɢɰɚ 1.ɂɧɞɢɤɚɬɨɪɵ ɞɨɫɬɢɠɟɧɢɹ ɤɨɦɩɟɬɟɧɰɢɢ 

1 2 3 

Ʉɨɦɩɟɬɟɧɰɢɹ: ɤɨɞ ɩɨ ɋɍɈɋ 

3++, ɮɨɪɦɭɥɢɪɨɜɤɚ 
 

ɂɧɞɢɤɚɬɨɪɵ 
 

Ɏɨɪɦɵ ɢ ɦɟɬɨɞɵ ɨɛɭɱɟɧɢɹ, ɫɩɨɫɨɛɫɬɜɭɸɳɢɟ 
ɮɨɪɦɢɪɨɜɚɧɢɸ ɢ ɪɚɡɜɢɬɢɸ ɤɨɦɩɟɬɟɧɰɢɢ 

 

ɍɄɋ-3 

(45.03.02) 

ɋɩɨɫɨɛɟɧ ɨɫɭɳɟɫɬɜɥɹɬɶ 
ɫɨɰɢɚɥɶɧɨɟ ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ ɢ 
ɪɟɚɥɢɡɨɜɵɜɚɬɶ ɫɜɨɸ ɪɨɥɶ ɜ 
ɤɨɦɚɧɞɟ, ɬɨɥɟɪɚɧɬɧɨ 
ɜɨɫɩɪɢɧɢɦɚɹ ɫɨɰɢɚɥɶɧɵɟ ɢ 
ɤɭɥɶɬɭɪɧɵɟ ɢ ɢɧɵɟ  ɪɚɡɥɢɱɢɹ 

ɁɇȺɌɖ 

- ɨɫɧɨɜɧɵɟ ɩɪɢɟɦɵ ɢ ɧɨɪɦɵ ɫɨɰɢɚɥɶɧɨɝɨ 
ɜɡɚɢɦɨɞɟɣɫɬɜɢɹ 

- ɨɫɧɨɜɧɵɟ ɩɨɧɹɬɢɹ,  ɬɟɯɧɨɥɨɝɢɢ ɦɟɠɥɢɱɧɨɫɬɧɨɣ ɢ 
ɝɪɭɩɩɨɜɨɣ ɤɨɦɦɭɧɢɤɚɰɢɢ 

- ɨɫɨɛɟɧɧɨɫɬɢ ɤɨɪɩɨɪɚɬɢɜɧɨɣ ɤɭɥɶɬɭɪɵ 

ɍɆȿɌɖ 

- ɭɫɬɚɧɚɜɥɢɜɚɬɶ ɢ ɩɨɞɞɟɪɠɢɜɚɬɶ  ɫɨɰɢɚɥɶɧɵɟ 
ɤɨɧɬɚɤɬɵ, ɨɛɟɫɩɟɱɢɜɚɸɳɢɟ ɭɫɩɟɲɧɭɸ ɪɚɛɨɬɭ ɜ 
ɤɨɥɥɟɤɬɢɜɟ 

- ɩɪɢɦɟɧɹɬɶ ɨɫɧɨɜɧɵɟ ɦɟɬɨɞɵ ɢ ɧɨɪɦɵ ɫɨɰɢɚɥɶɧɨɝɨ 
ɜɡɚɢɦɨɞɟɣɫɬɜɢɹ ɞɥɹ ɪɟɚɥɢɡɚɰɢɢ ɫɜɨɟɣ ɪɨɥɢ ɢ 
ɜɡɚɢɦɨɞɟɣɫɬɜɢɹ ɜɧɭɬɪɢ ɤɨɦɚɧɞɵ 

ȼɅȺȾȿɌɖ 

- ɦɟɬɨɞɚɦɢ ɢ ɩɪɢɟɦɚɦɢ ɫɨɰɢɚɥɶɧɨɝɨ ɜɡɚɢɦɨɞɟɣɫɬɜɢɹ 
ɢ ɪɚɛɨɬɵ ɜ ɤɨɦɚɧɞɟ 

Ɏɨɪɦɵ ɨɛɭɱɟɧɢɹ: 
Ɏɪɨɧɬɚɥɶɧɚɹ ɢ ɝɪɭɩɩɨɜɚɹ ɮɨɪɦɵ. 
Ɇɟɬɨɞɵ ɨɛɭɱɟɧɢɹ: 
Ɇɟɬɨɞɵ ɩɪɚɤɬɢɱɟɫɤɨɣ ɪɚɛɨɬɵ (ɋɟɦɢɧɚɪɵ) 
Ɇɟɬɨɞ ɩɪɨɛɥɟɦɧɨɝɨ ɨɛɭɱɟɧɢɹ(ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ 
ɪɚɛɨɬɚ) 
Ⱥɤɬɢɜɧɵɟ ɢ ɢɧɬɟɪɚɤɬɢɜɧɵɟ ɦɟɬɨɞɵ ɨɛɭɱɟɧɢɹ: 
ɨɛɫɭɠɞɟɧɢɟ ɩɪɚɤɬɢɱɟɫɤɢɯ ɩɪɢɦɟɪɨɜ ɧɚ ɫɟɦɢɧɚɪɚɯ 

ɍɄɋ-4 

(45.03.02) 

ɋɩɨɫɨɛɟɧ ɨɫɭɳɟɫɬɜɥɹɬɶ ɞɟɥɨɜɭɸ 
ɤɨɦɦɭɧɢɤɚɰɢɸ ɢ 
ɦɟɠɥɢɱɧɨɫɬɧɨɟ ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ 
ɜ ɭɫɬɧɨɣ ɢ ɩɢɫɶɦɟɧɧɨɣ ɮɨɪɦɚɯ 
ɧɚ ɝɨɫɭɞɚɪɫɬɜɟɧɧɨɦ ɹɡɵɤɟ 
Ɋɨɫɫɢɣɫɤɨɣ Ɏɟɞɟɪɚɰɢɢ ɢ 
ɢɧɨɫɬɪɚɧɧɨɦ(ɵɯ) ɹɡɵɤɟ(ɚɯ) 

ɁɇȺɌɖ 

- ɩɪɢɧɰɢɩɵ ɩɨɫɬɪɨɟɧɢɹ ɭɫɬɧɨɝɨ ɢ ɩɢɫɶɦɟɧɧɨɝɨ 
ɜɵɫɤɚɡɵɜɚɧɢɹ ɧɚ ɪɭɫɫɤɨɦ ɢ  ɢɧɨɫɬɪɚɧɧɨɦ ɹɡɵɤɚɯ 

- ɩɪɚɜɢɥɚ ɢ ɡɚɤɨɧɨɦɟɪɧɨɫɬɢ ɞɟɥɨɜɨɣ ɭɫɬɧɨɣ ɢ 
ɩɢɫɶɦɟɧɧɨɣ ɤɨɦɦɭɧɢɤɚɰɢɢ 

ɍɆȿɌɖ 

- ɩɪɢɦɟɧɹɬɶ ɧɚ ɩɪɚɤɬɢɤɟ ɞɟɥɨɜɭɸ ɤɨɦɦɭɧɢɤɚɰɢɸ ɜ 
ɭɫɬɧɨɣ ɢ ɩɢɫɶɦɟɧɧɨɣ ɮɨɪɦɚɯ, ɦɟɬɨɞɵ ɢ ɧɚɜɵɤɢ 
ɞɟɥɨɜɨɝɨ ɨɛɳɟɧɢɹ ɧɚ ɪɭɫɫɤɨɦ ɢ ɢɧɨɫɬɪɚɧɧɨɦ ɹɡɵɤɚɯ 

ȼɅȺȾȿɌɖ 

- ɧɚɜɵɤɚɦɢ ɱɬɟɧɢɹ ɢ ɩɟɪɟɜɨɞɚ ɬɟɤɫɬɨɜ ɧɚ 
ɢɧɨɫɬɪɚɧɧɨɦ ɹɡɵɤɟ ɜ ɩɪɨɮɟɫɫɢɨɧɚɥɶɧɨɦ ɨɛɳɟɧɢɢ 

Ɏɨɪɦɵ ɨɛɭɱɟɧɢɹ: 
Ɏɪɨɧɬɚɥɶɧɚɹ ɢ ɝɪɭɩɩɨɜɚɹ ɮɨɪɦɵ. 
Ɇɟɬɨɞɵ ɨɛɭɱɟɧɢɹ: 
Ɇɟɬɨɞɵ ɩɪɚɤɬɢɱɟɫɤɨɣ ɪɚɛɨɬɵ (ɋɟɦɢɧɚɪɵ) 
Ɇɟɬɨɞ ɩɪɨɛɥɟɦɧɨɝɨ ɨɛɭɱɟɧɢɹ(ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ 
ɪɚɛɨɬɚ) 
Ⱥɤɬɢɜɧɵɟ ɢ ɢɧɬɟɪɚɤɬɢɜɧɵɟ ɦɟɬɨɞɵ ɨɛɭɱɟɧɢɹ: 
ɨɛɫɭɠɞɟɧɢɟ ɩɪɚɤɬɢɱɟɫɤɢɯ ɩɪɢɦɟɪɨɜ ɧɚ ɫɟɦɢɧɚɪɚɯ 
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1 2 3 

- ɧɚɜɵɤɚɦɢ ɞɟɥɨɜɵɯ ɤɨɦɦɭɧɢɤɚɰɢɣ ɜ ɭɫɬɧɨɣ ɢ 
ɩɢɫɶɦɟɧɧɨɣ ɮɨɪɦɟ ɧɚ ɪɭɫɫɤɨɦ ɢ ɢɧɨɫɬɪɚɧɧɨɦ 
ɹɡɵɤɚɯ 

- ɦɟɬɨɞɢɤɨɣ ɫɨɫɬɚɜɥɟɧɢɹ ɫɭɠɞɟɧɢɹ ɜ 
ɦɟɠɥɢɱɧɨɫɬɧɨɦ ɞɟɥɨɜɨɦ ɨɛɳɟɧɢɢ ɧɚ ɪɭɫɫɤɨɦ ɢ 
ɢɧɨɫɬɪɚɧɧɨɦ ɹɡɵɤɚɯ 

ɈɉɄɋ-3 

(45.03.02) 

ɋɩɨɫɨɛɟɧ ɨɫɭɳɟɫɬɜɥɹɬɶ 
ɦɟɠɴɹɡɵɤɨɜɨɟ ɢ ɦɟɠɤɭɥɶɬɭɪɧɨɟ 
ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ ɜ ɫɨɨɬɜɟɬɫɬɜɢɢ ɫ 
ɩɪɚɜɢɥɚɦɢ ɢ ɬɪɚɞɢɰɢɹɦɢ 
ɦɟɠɤɭɥɶɬɭɪɧɨɝɨ 
ɩɪɨɮɟɫɫɢɨɧɚɥɶɧɨɝɨ ɨɛɳɟɧɢɹ, 
ɩɪɚɜɢɥɚɦɢ ɪɟɱɟɜɨɝɨ ɨɛɳɟɧɢɹ ɜ 
ɢɧɨɹɡɵɱɧɨɦ ɫɨɰɢɭɦɟ 

ɁɇȺɌɖ 

- ɩɪɚɜɢɥɚ, ɧɨɪɦɵ ɢ ɬɪɚɞɢɰɢɢ ɦɟɠɤɭɥɶɬɭɪɧɨɝɨ 
ɩɪɨɮɟɫɫɢɨɧɚɥɶɧɨɝɨ ɜɡɚɢɦɨɞɟɣɫɬɜɢɹ ɫ ɧɨɫɢɬɟɥɹɦɢ 
ɢɡɭɱɚɟɦɨɝɨ ɹɡɵɤɚ ɜ ɢɧɨɹɡɵɱɧɨɦ ɫɨɰɢɭɦɟ 

- ɩɪɚɜɢɥɚ ɪɟɱɟɜɨɝɨ ɨɛɳɟɧɢɹ ɜ ɢɧɨɹɡɵɱɧɨɦ ɫɨɰɢɭɦɟ 

- ɨɫɨɛɟɧɧɨɫɬɢ ɨɮɢɰɢɚɥɶɧɨɝɨ, ɧɟɣɬɪɚɥɶɧɨɝɨ ɢ 
ɧɟɨɮɢɰɢɚɥɶɧɨɝɨ ɪɟɝɢɫɬɪɨɜ ɨɛɳɟɧɢɹ ɜ ɢɡɭɱɚɟɦɨɦ 
ɢɧɨɫɬɪɚɧɧɨɦ ɹɡɵɤɟ 

ɍɆȿɌɖ 

- ɨɫɭɳɟɫɬɜɥɹɬɶ ɦɟɠɤɭɥɶɬɭɪɧɨɟ ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ ɫ 
ɧɨɫɢɬɟɥɹɦɢ ɢɡɭɱɚɟɦɨɝɨ ɹɡɵɤɚ ɜ ɫɨɨɬɜɟɬɫɬɜɢɢ ɫ 
ɩɪɚɜɢɥɚɦɢ, ɧɨɪɦɚɦɢ ɢ ɬɪɚɞɢɰɢɹɦɢ ɦɟɠɤɭɥɶɬɭɪɧɨɝɨ 
ɩɪɨɮɟɫɫɢɨɧɚɥɶɧɨɝɨ ɨɛɳɟɧɢɹ; ɬɨɥɟɪɚɧɬɧɨ 
ɜɨɫɩɪɢɧɢɦɚɬɶ ɢ ɭɜɚɠɢɬɟɥɶɧɨ ɨɬɧɨɫɢɬɶɫɹ ɤ 
ɦɟɠɤɭɥɶɬɭɪɧɵɦ ɪɚɡɥɢɱɢɹɦ 

- ɨɫɭɳɟɫɬɜɥɹɬɶ ɜ ɢɧɨɹɡɵɱɧɨɦ ɫɨɰɢɭɦɟ 
ɦɨɬɢɜɢɪɨɜɚɧɧɵɣ ɩɪɨɰɟɫɫ ɤɨɦɦɭɧɢɤɚɰɢɢ, 
ɧɚɩɪɚɜɥɟɧɧɵɣ ɧɚ ɪɟɚɥɢɡɚɰɢɸ ɤɨɧɤɪɟɬɧɨɣ ɰɟɥɟɜɨɣ 
ɭɫɬɚɧɨɜɤɢ, ɧɚ ɨɫɧɨɜɟ ɨɛɪɚɬɧɨɣ ɫɜɹɡɢ ɜ ɤɨɧɤɪɟɬɧɵɯ 
ɜɢɞɚɯ ɪɟɱɟɜɨɣ ɞɟɹɬɟɥɶɧɨɫɬɢ 

- ɩɨɥɶɡɨɜɚɬɶɫɹ ɪɟɱɟɜɵɦɢ ɮɨɪɦɭɥɚɦɢ ɨɮɢɰɢɚɥɶɧɨɝɨ, 
ɧɟɣɬɪɚɥɶɧɨɝɨ ɢ ɧɟɨɮɢɰɢɚɥɶɧɨɝɨ ɪɟɝɢɫɬɪɨɜ ɨɛɳɟɧɢɹ 
ɜ ɢɡɭɱɚɟɦɨɦ ɢɧɨɫɬɪɚɧɧɨɦ ɹɡɵɤɟ 

 

Ɏɨɪɦɵ ɨɛɭɱɟɧɢɹ: 
Ɏɪɨɧɬɚɥɶɧɚɹ ɢ ɝɪɭɩɩɨɜɚɹ ɮɨɪɦɵ. 
Ɇɟɬɨɞɵ ɨɛɭɱɟɧɢɹ: 
Ɇɟɬɨɞɵ ɩɪɚɤɬɢɱɟɫɤɨɣ ɪɚɛɨɬɵ (ɋɟɦɢɧɚɪɵ) 
Ɇɟɬɨɞ ɩɪɨɛɥɟɦɧɨɝɨ ɨɛɭɱɟɧɢɹ(ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ 
ɪɚɛɨɬɚ) 
Ⱥɤɬɢɜɧɵɟ ɢ ɢɧɬɟɪɚɤɬɢɜɧɵɟ ɦɟɬɨɞɵ ɨɛɭɱɟɧɢɹ: 
ɨɛɫɭɠɞɟɧɢɟ ɩɪɚɤɬɢɱɟɫɤɢɯ ɩɪɢɦɟɪɨɜ ɧɚ ɫɟɦɢɧɚɪɚɯ 
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2. ɆȿɋɌɈ ȾɂɋɐɂɉɅɂɇɕ ȼ ɋɌɊɍɄɌɍɊȿ ɈȻɊȺɁɈȼȺɌȿɅɖɇɈɃ 
ɉɊɈȽɊȺɆɆɕ 

Ⱦɢɫɰɢɩɥɢɧɚ ɜɯɨɞɢɬ ɜ ɛɥɨɤ Ȼ1 «Ⱦɢɫɰɢɩɥɢɧɵ (ɦɨɞɭɥɢ)» ɨɛɪɚɡɨɜɚɬɟɥɶɧɨɣ 
ɩɪɨɝɪɚɦɦɵ ɛɚɤɚɥɚɜɪɢɚɬɚ ɩɨ ɧɚɩɪɚɜɥɟɧɢɸ 45.03.02 «Ʌɢɧɝɜɢɫɬɢɤɚ». 

ɂɡɭɱɟɧɢɟ ɞɢɫɰɢɩɥɢɧɵ ɩɪɟɞɩɨɥɚɝɚɟɬ ɩɪɟɞɜɚɪɢɬɟɥɶɧɨɟ ɨɫɜɨɟɧɢɟ ɫɥɟɞɭɸɳɢɯ 
ɞɢɫɰɢɩɥɢɧ ɭɱɟɛɧɨɝɨ ɩɥɚɧɚ:  Шɤɨɥɶɧɵɣ ɤɭɪɫ ɢɧɨɫɬɪɚɧɧɨɝɨ ɹɡɵɤɚ.  Ɉɫɧɨɜɵ ɹɡɵɤɨɡɧɚɧɢɹ   Ⱦɪɟɜɧɢɟ ɹɡɵɤɢ ɢ ɤɭɥɶɬɭɪɵ   ɉɟɞɚɝɨɝɢɤɚ ɢ ɩɫɢɯɨɥɨɝɢɹ    ɉɪɚɤɬɢɱɟɫɤɢɣ ɤɭɪɫ ɩɟɪɜɨɝɨ ɢɧɨɫɬɪɚɧɧɨɝɨ ɹɡɵɤɚ  

Ɉɫɜɨɟɧɢɟ ɞɚɧɧɨɣ ɞɢɫɰɢɩɥɢɧɵ ɧɟɨɛɯɨɞɢɦɨ ɤɚɤ ɩɪɟɞɲɟɫɬɜɭɸɳɟɟ ɞɥɹ ɫɥɟɞɭɸɳɢɯ 
ɞɢɫɰɢɩɥɢɧ ɨɛɪɚɡɨɜɚɬɟɥɶɧɨɣ ɩɪɨɝɪɚɦɦɵ:  Ɋɟɮɟɪɢɪɨɜɚɧɢɟ ɢ ɪɟɞɚɤɬɢɪɨɜɚɧɢɟ ɬɟɤɫɬɚ   ɉɨɞɝɨɬɨɜɤɚ ɢ ɡɚɳɢɬɚ ɜɵɩɭɫɤɧɨɣ ɤɜɚɥɢɮɢɤɚɰɢɨɧɧɨɣ ɪɚɛɨɬɵ  

Ɉɫɜɨɟɧɢɟ ɭɱɟɛɧɨɣ ɞɢɫɰɢɩɥɢɧɵ ɫɜɹɡɚɧɨ ɫ ɮɨɪɦɢɪɨɜɚɧɢɟɦ ɤɨɦɩɟɬɟɧɰɢɣ ɫ ɭɱɟɬɨɦ 
ɦɚɬɪɢɰɵ ɤɨɦɩɟɬɟɧɰɢɣ ɈɉɈɉ ɞɥɹ ɧɚɩɪɚɜɥɟɧɢɹ (ɭɪɨɜɟɧɶ ɛɚɤɚɥɚɜɪɢɚɬɚ): 45.03.02 
Ʌɢɧɝɜɢɫɬɢɤɚ. 

 



8 

 

3. ɈȻɔȿɆ ȾɂɋɐɂɉɅɂɇɕ 

Ɉɛɳɢɣ ɨɛɴɟɦ ɞɢɫɰɢɩɥɢɧɵ ɫɨɫɬɚɜɥɹɟɬ 21 ɡɚɱɟɬɧɵɯ ɟɞɢɧɢɰ (ɡ.ɟ.), 756 
ɚɤɚɞɟɦɢɱɟɫɤɢɯ ɱɚɫɨɜ (567 ɚɫɬɪɨɧɨɦɢɱɟɫɤɢɯ ɱɚɫɨɜ). ȼ ɬɨɦ ɱɢɫɥɟ: 
1 ɫɟɦɟɫɬɪ – 5 ɡ.ɟ. (180 ɚɤ.ɱ.), 2 ɫɟɦɟɫɬɪ – 6 ɡ.ɟ. (216 ɚɤ.ɱ.), 3 ɫɟɦɟɫɬɪ – 6 ɡ.ɟ. (216 ɚɤ.ɱ.), 4 
ɫɟɦɟɫɬɪ – 4 ɡ.ɟ. (144 ɚɤ.ɱ.). 

Ɍɚɛɥɢɰɚ 2. Ɉɛɴёɦ ɞɢɫɰɢɩɥɢɧɵ ɩɨ ɜɢɞɚɦ ɭɱɟɛɧɵɯ ɡɚɧɹɬɢɣ (ɜ ɚɤɚɞɟɦɢɱɟɫɤɢɯ ɱɚɫɚɯ) 

ȼɢɞɵ ɭɱɟɛɧɨɣ ɪɚɛɨɬɵ 

Ɉɛɴɟɦ ɩɨ ɫɟɦɟɫɬɪɚɦ, ɚɤɚɞ. ɱ. 

ȼɫɟɝɨ 

Ʉɨɥɢɱɟɫɬɜɨ ɫɟɦɟɫɬɪɨɜ ɨɫɜɨɟɧɢɹ 
ɞɢɫɰɢɩɥɢɧɵ 

5 6 7 8 

Ɉɛɴɟɦ ɞɢɫɰɢɩɥɢɧɵ 756 180 216 216 144 

Ⱥɭɞɢɬɨɪɧɚɹ ɪɚɛɨɬɚ* 312 72 90 90 60 

ɋɟɦɢɧɚɪɵ (ɋ) 312 72 90 90 60 

ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ (ɋɊ) 444 108 126 126 84 

ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 39 9 11.25 11.25 7.5 

ɉɨɞɝɨɬɨɜɤɚ ɤ ɷɤɡɚɦɟɧɭ 120 30 30 30 30 

ȼɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ 87 24 24 24 15 

ɉɨɞɝɨɬɨɜɤɚ ɤ ɤɨɧɬɪɨɥɶɧɨɣ 
ɪɚɛɨɬɟ 

12 
3 3 3 3 

Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ 
ɪɚɛɨɬɵ 

186 
42 57.75 57.75 28.5 

ȼɢɞ ɩɪɨɦɟɠɭɬɨɱɧɨɣ 
ɚɬɬɟɫɬɚɰɢɢ 

 
ɗɤɡɚɦɟɧ ɗɤɡɚɦɟɧ ɗɤɡɚɦɟɧ ɗɤɡɚɦɟɧ 

 
 *ɜ ɬɨɦ ɱɢɫɥɟ, ɜ ɮɨɪɦɟ ɩɪɚɤɬɢɱɟɫɤɨɣ ɩɨɞɝɨɬɨɜɤɢ



9 

 

4. ɋɈȾȿɊɀȺɇɂȿ ȾɂɋɐɂɉɅɂɇɕ, ɋɌɊɍɄɌɍɊɂɊɈȼȺɇɇɈȿ ɉɈ ɆɈȾɍɅəɆ ɍɑȿȻɇɈɃ ȾɂɋɐɂɉɅɂɇɕ ɋ 
ɍɄȺɁȺɇɂȿɆ ɈɌȼȿȾȿɇɇɈȽɈ ɇȺ ɇɂɏ ɄɈɅɂɑȿɋɌȼȺ ȺɄȺȾȿɆɂɑȿɋɄɂɏ ɂɅɂ ȺɋɌɊɈɇɈɆɂɑȿɋɄɂɏ ɑȺɋɈȼ ɂ 
ȼɂȾɈȼ ɍɑȿȻɇɕɏ ɁȺɇəɌɂɃ 

                                                                                                                                                            Ɍɚɛɥɢɰɚ 3. ɋɨɞɟɪɠɚɧɢɟ ɞɢɫɰɢɩɥɢɧɵ 

№ ɩ/ɩ Ɍɟɦɚ (ɧɚɡɜɚɧɢɟ) ɦɨɞɭɥɹ 

ȼɢɞɵ ɡɚɧɹɬɢɣ*, ɱɚɫɵ Ʉɨɦɩɟɬɟɧɰɢɢ, 
ɡɚɤɪɟɩɥɟɧɧɵɟ ɡɚ 

ɬɟɦɨɣ (ɤɨɞ ɩɨ ɋɍɈɋ 
3++) 

Ɍɟɤɭɳɢɣ ɤɨɧɬɪɨɥɶ ɪɟɡɭɥɶɬɚɬɨɜ ɨɛɭɱɟɧɢɹ 

Ʌ ɋ ɅɊ ɋɊ 
ɋɪɨɤ 

(ɧɟɞɟɥɹ) Ɏɨɪɦɵ 

Ȼɚɥɥɵ 

(ɦɢɧ/ 
ɦɚɤɫ) 

1 ɫɟɦɟɫɬɪ 

1 

Means of communication in 

business. Trade exhibitions and 

fairs  

0 22 0 26 
ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
6 

Ⱦɨɦɚɲɧɟɟ ɡɚɞɚɧɢɟ 12/20 

ɂɌɈȽɈ: 12/20 

2 

Management and marketing. 

Marketing methods and 

advertising. 

0 24 0 26 
ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
12 

Ⱦɨɦɚɲɧɟɟ ɡɚɞɚɧɢɟ 15/25 

ɂɌɈȽɈ: 15/25 

3 

Methods of foreign trade 

Agency and distributorship 

 on-r� -, JSC <K�m�7=  

0 26 0 26 
ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
18 

Ʉɨɧɬɪɨɥɶɧɚɹ ɪɚɛɨɬɚ  15/25 

ɂɌɈȽɈ: 15/25 

4 ɗɤɡɚɦɟɧ - - - 30 - - - 18/30 

 ɂɌɈȽɈ ɡɚ ɫɟɦɟɫɬɪ 0 72 0 108 - - - 60/100 

2 ɫɟɦɟɫɬɪ 

5 

Commercial activities and types 

of contracts  

 

0 28 0 32 
ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
6 

Ⱦɨɦɚɲɧɟɟ ɡɚɞɚɧɢɟ 12/20 

ɂɌɈȽɈ: 12/20 

6 
Contract of sale. Negotiations. 

 
0 30 0 32 

ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
12 

Ⱦɨɦɚɲɧɟɟ ɡɚɞɚɧɢɟ 15/25 

ɂɌɈȽɈ: 15/25 
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7 

Stock Exchange Market. 

Securities and banking. Llo6!’s 

insurance business  

0 32 0 32 
ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
18 

Ʉɨɧɬɪɨɥɶɧɚɹ ɪɚɛɨɬɚ 15/25 

ɂɌɈȽɈ: 15/25 

8 ɗɤɡɚɦɟɧ - - - 30 - - - 18/30 

 ɂɌɈȽɈ ɡɚ ɫɟɦɟɫɬɪ 0 90 0 126 - - - 60/100 

3 ɫɟɦɟɫɬɪ 

9 

Terms of payment. Commercial 

talks. 
 

0 28 0 32 
ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
6 

Ⱦɨɦɚɲɧɟɟ ɡɚɞɚɧɢɟ 12/20 

ɂɌɈȽɈ: 12/20 

10 
Terms of delivery. T%" 4orl!’, 
tractor market. 

0 30 0 32 
ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
12 

Ⱦɨɦɚɲɧɟɟ ɡɚɞɚɧɢɟ 15/25 

ɂɌɈȽɈ: 15/25 

11 

Discussing terms of payment 

and time of delivery. Contract 

for construction work. 

0 32 0 32 
ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
18 

Ʉɨɧɬɪɨɥɶɧɚɹ ɪɚɛɨɬɚ 15/25 

ɂɌɈȽɈ: 15/25 

12 ɗɤɡɚɦɟɧ - - - 30 - - - 18/30 

 ɂɌɈȽɈ ɡɚ ɫɟɦɟɫɬɪ 0 90 0 126 - - - 60/100 

4 ɫɟɦɟɫɬɪ 

13 
Arbitration. Claims and 

complaints. 
0 24 0 23 

ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
5 

Ⱦɨɦɚɲɧɟɟ ɡɚɞɚɧɢɟ 12/20 

ɂɌɈȽɈ: 12/20 

14 
Discussing Guarantee, Packing, 

Marking &Shipment clauses.  
0 20 0 18 

ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
9 

Ⱦɨɦɚɲɧɟɟ ɡɚɞɚɧɢɟ 15/25 

ɂɌɈȽɈ: 15/25 

15 Successful  business companies.  0 16 0 13 
ɍɄɋ-3, ɍɄɋ-4, 

ɈɉɄɋ-3 
12 Ʉɨɧɬɪɨɥɶɧɚɹ ɪɚɛɨɬɚ 15/25 
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ɂɌɈȽɈ: 15/25 

16 ɗɤɡɚɦɟɧ - - - 30 - - - 18/30 

 ɂɌɈȽɈ ɡɚ ɫɟɦɟɫɬɪ 0 60 0 84 - - - 60/100 

5. *ɜ ɬɨɦ ɱɢɫɥɟ, ɜ ɮɨɪɦɟ ɩɪɚɤɬɢɱɟɫɤɨɣ ɩɨɞɝɨɬɨɜɤɢ   
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 Соде̬жа̦ие ди̭ципли̦ы, ̭т̬укту̬и̬ова̦̦ое по те̥а̥ ;̥одуля̥Ϳ 

№, ɩ/ɩ ɇɚɢɦɟɧɨɜɚɧɢɟ ɦɨɞɭɥɹ, ɫɨɞɟɪɠɚɧɢɟ ɑɚɫɵ 

1 
«Means of communication in business. Trade exhibitions and fairs» 

 
 

 

 ɋɟɦɢɧɚɪɵ 22 

ɋ1.1 

Introduction to foreign trade activity. Foreign trade in the SU and in Russia.. The 

structure of foreign trade . Conversational formulas: introducing people, greetings. 

Formal style vs informal style. Dialogues 1: mini conversations 
2 

C1.2 
International foreign trade organizations-general information. Business terms and 

language. Conversational formulas: expressing request. Conversational 

introductions. Dialogues 2: mini conversations in class. 
2 

C1.3 
Ministry of Foreign Trade. Business terms and language. Conversational formulas: 

expressing opinion, asking someone for opinion. Dialogues 3: mini conversations 

in class. 
2 

ɋ1.4 
Personal contacts (meetings, business talks). Business correspondence: an enquiry. 

Enquiry letters and useful phrases. Block style structure. Conversational formulas: 

expressing agreement or disagreement. Dialogues 4: mini conversations in class. 
2 

ɋ1.5 
Ministry of Foreign Economic Development. Conversational formulas: expressing 

confirmation. Dialogues 5: mini conversations in class. Forms of tenses in the 

active voice. 
2 

ɋ1.6 
State Committee of Foreign Economic Relations. Foreign trade Associations. 

Conversational formulas: expressing gratitude and responding. Dialogues 6: mini 

conversations in class. Indirect <4%= questions. 
2 

ɋ1.7 
Trade exhibitions and fairs. Historical background to and arrangement of trade 

fairs in Russia. Conversational formulas: expressing regret. Dialogues 7: mini 

conversations in class. Indirect <6",/(no4= questions. 
2 

ɋ1.8 
Specialized trade fairs and exhibitions in Russia and abroad (Crokus-city, Expo-

centre). Conversational formulas: expressing offers of services, suggestions. 

Dialogues 8: mini conversations in class. 
2 

ɋ1.9 
Business correspondence: an offer, its kinds. Free offer vs firm offer. Letters-offers 

(replies to enquiries) and useful phrases. Conversational formulas: invitations, 

arrangements. Dialogues 9: mini conversations in class.  
2 

ɋ1.10 

Chamber of Commerce and Industry. Business correspondence: counterproposals, 

orders. Letters-orders (replies to offers).Conversational formulas: farewell. 

Dialogues 10: mini conversations in class, all conversational formulas studied in 

use. 

2 

ɋ1.11 <Lesdrevmash-2021= International trade fair. Role-play.  2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 26 

ɋɊ1.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 2.75 

ɋɊ1.2 ȼɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ 12 

ɋɊ1.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 11.25 

   

2 
«Management and marketing. Marketing methods and advertising» 

 
 

 ɋɟɦɢɧɚɪɵ 24 

ɋ2.1 
Management. Levels and arias of management. Management skills. 

Business objectives and values, recruitment, training and qualifications. 
Grammar: Participle I. 

2 

ɋ2.2 
Management. Competitive strategy and advantage. Working conditions, 

remuneration, redundancy. Grammar: Participle I. 
2 

ɋ2.3 
British company structure: Board of directors, CEO, MD, sales manager, 

staff manager, production manager, export manager, R&D department, 
2 
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financial department, etc. 

ɋ2.4 
British company: business ethics, motivation. Business meetings. Methods of 

foreign trade. Grammar: Participle II. 
2 

ɋ2.5 
Marketing: market research. Telephone conversations with the switch board 

operator. Dialogues, useful phrases. Grammar: Participle II. 
2 

ɋ2.6 
Marketing: market potential. Telephone conversations with the secretary. 

Dialogues, useful phrases. Grammar: Participle I, II 
2 

ɋ2.7 
Marketing: product-line and selection of goods. Telephone conversations to make 

an appointment (to put it off or cancel it). Dialogues, useful phrases. Grammar: 

Participle I, II 
2 

ɋ2.8 

Marketing mix: 4-Ps (product). Design, brand name, packaging, warranties. 

Telephone conversations to place an order. Dialogues, useful phrases. Grammar: 

gerund as a subject. Structures; There is no use/point doing smth.; it is 

useless/worth doing smth; be busy doing smth. 

2 

ɋ2.9 

Marketing mix: 4-Ps  (price,).Base prices and discounts, rebates. Telephone 

conversations to get or pass on information. Dialogues, useful phrases. Grammar: 

gerund after verbs -  like, hate, continue, finish, miss, start, delay, keep, put off, 

give up, etc. 

2 

ɋ2.10 

Marketing mix: 4-Ps (place). Distribution, transportation and storage, 

intermediaries. Telephone conversations about the arrival of inspectors. Dialogues, 

useful phrases. Grammar: gerund after verbs - remember, enjoy, avoid, mention, 

forgive, require, mind, suggest, etc. 

2 

ɋ2.11 

Marketing mix: 4-Ps (promotion). Providing information to target market, 

advertising and publicity. Telephone conversations about force majeure 

circumstances. Dialogues, useful phrases. Grammar: gerund after verbs followed 

by prepositions - to insist on, aim at, charge with, result in/from, rely on, succeed 

in, object to, commit oneself to, etc. . 

2 

ɋ2.12 

Marketing: advertising. Bill-boards, TV and radio commercials, street 

adverts, advertising campaigns. Advertising features and tricks, sales-

pitches. Grammar: gerund  after prepositions -  by means of, in respect of, in terms 

of, on behalf of, in favour of, as for/to, etc. 

2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 26 

ɋɊ2.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 3 

ɋɊ2.2 ȼɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ 12 

ɋɊ2.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 11 

   

3 

«Methods of foreign trade. Agency and distributorship contracts. JSC 

<K�m�7=» 

 

 

 ɋɟɦɢɧɚɪɵ 26 

ɋ3.1 
Foreign trade in Russia through v/o associations and firms of the Ministry of 

Foreign Economic development. Grammar: gerund after verbs need and want. 

Business correspondence: letters acknowledging orders. Useful phrases. 
2 

ɋ3.2 

Foreign trade in Russia through foreign agency firms. Grammar: gerund after 

nouns used with prepositions – chance of, idea of, way of, method of, means of, 

problem of, etc. Business correspondence: letters of complaints & claims in 

connection with poor quality and damaged goods. Useful phrases. 

2 

ɋ3.3 

Foreign trade in Russia through manufacturing enterprises. Grammar: gerund as 

adverbial modifier after prepositions after, before, besides, instead of, in spite of, 

on, without, by, in case of, apart from, etc. Business correspondence: letters of 

complains & claims in connection with delay in delivery. Useful phrases. 

2 

ɋ3.4 
Foreign trade in Russia through joint Russian-foreign companies abroad. Business 

correspondence: letters of complains & claims in connection with missing or short 

shipped goods. 
2 
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ɋ3.5 
Russian involvement in Foreign trade through joint enterprises and joint ventures 

set up in Russia. Grammar: Passive infinitive. 
2 

ɋ3.6 
Commodity Exchanges. Russian involvement in Foreign trade at Commodity 

Exchanges. Negotiation basics: small talk, main body, conclusion. Listening and 

discussing dialogues-negotiations in class. 
2 

ɋ3.7 
Auctions and tenders. Selling at auctions according to sample. Trading by 

tenders. . Negotiations: small talk, main body, conclusion. Making basic dialogues-

negotiations in class. 
2 

ɋ3.8 

Agents and agency agreements. Main responsibilities of Agent and his 

Principal according to the agreement. Dialogues-negotiations between the 

Agent and the Principal concerning the rights and obligations under 

agreement. 

2 

ɋ3.9 

Distributors – distributorship agreement. Different types of agreements. 

Main responsibilities of Distributor and his Principal according to the 

agreement. Dialogues-negotiations between the Distributor and the 

Principal concerning  the rights and obligations under agreement. 

2 

ɋ3.10 

Agent vs distributor. Agency agreements vs distributorship agreements. 

Sole and exclusive Distributor. Trading on a consignment basis. Trading on 

a tale quale basis. 

2 

ɋ3.11 

Company structure. Public company, Limited company, Privately-owned 

company. Joint stock company Kamaz  (JSC).Company history and business 

activity using up-to-date information from the Internet. S-.!"n-,’ r"por-, 
welcome. 

2 

ɋ3.12 

Joint stock company Kamaz (JSC). Product line, technical characteristics, 

prices and long-standing partners (foreign and local) including up-to-date 

information from the Kamaz Internet site. S-.!"n-,’ r"por-, 
welcome.Dialogues-negotiations on technical characteristics of the models in 

interest, prices and discounts (bargaining). 

2 

ɋ3.13 

Joint stock company Kamaz  (JSC). Sports team and participation in 

international rallies, sports achievements as the way of promotion, lease programs. 

Dialogues-negotiations on lease between India Carriers – Kamaz, British Logistics 

– Kamaz or German Company (to choose from). 

2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 26 

ɋɊ3.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 3.25 

ɋɊ3.2 ɉɨɞɝɨɬɨɜɤɚ ɤ ɤɨɧɬɪɨɥɶɧɨɣ ɪɚɛɨɬɟ 3 

ɋɊ3.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 19.75 

   

4 ɗɤɡɚɦɟɧ 30 

ɋɊ4.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɷɤɡɚɦɟɧɭ 30 

   

5 
«Commercial activities and types of contracts» 

 
 

 ɋɟɦɢɧɚɪɵ 28 

ɋ5.1 

Commercial activities and types of contracts Basic activities associated with 

conclusion of foreign trade contracts. Grammar: Subjunctive Mood, if-

clauses. Zero conditional. 

2 

ɋ5.2 

Auxiliary commercial activities ensuring successful performance of the 

basic ones, associated with carriage of the goods – Charter party. Grammar: 

Subjunctive Mood, if-clauses. First conditional. 

2 

ɋ5.3 
Auxiliary commercial activities associated with insurance – Insurance 

Policy. Grammar: Subjunctive Mood, if-clauses. Second conditional. 
2 

ɋ5.4 Auxiliary activities associated with banking operations, financing the deals, 2 
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settlement of payments between the Sellers and the Buyers. Grammar: 

Subjunctive Mood, if-clauses. Third conditional. 

ɋ5.5 

Auxiliary activities associated with settlement contracts guaranteeing 

observance of mutual liabilities, Customs activities. Grammar: Subjunctive 

Mood, mixed conditional. 

2 

ɋ5.6 

Conclusion of agency agreements, agreements with the Suppliers for export 

goods, with the Importers for the purchase of goods. Grammar: Subjunctive 

Mood,  I wish/if only structure. 

2 

ɋ5.7 

Agreements with advertising agencies, agreements with the firms dealing 

with market research. Specific individual characteristics. Grammar: 

Subjunctive Mood, I wish/if only structure. 

2 

ɋ5.8 

Contract of sale, contract for construction work (delivery, erection and 

commissioning of the equipment), lease contract. Specific individual 

characteristics. Terms and conditions of the contract of sale: subject and 

volume of delivery. Grammar: Subjunctive Mood, <I ,.$$",- -%�- &,%o.l!= 
structure. Verbs: suggest, propose, urge, demand, etc. 

2 

ɋ5.9 

Contracts of sale: turnkey contracts and large-scale contracts on a 

compensation basis. Specific individual characteristics. Terms and 

conditions of the contract of sale: prices and the total value of the contract. 

Grammar: Subjunctive Mood, <I- &, %&$% -&m"= ,-r. -.r", 

2 

ɋ5.10 

Contracts of sale: barter deals and compensatory deals. Specific individual 

characteristics. Terms and conditions of the contract of sale: time of 

delivery and terms of payment. Grammar: Subjunctive Mood, as if/as 

though – structure. 

2 

ɋ5.11 

License agreements (sales and purchase of ideas, scientific-technical 

knowledge) –  licenses, patents know-how. Specific individual 

characteristics. Terms and conditions of the contract of sale: packing and 

marking, shipment., <I- &, &mpor-�n-...-%�-= ,-r. -.r". 

2 

ɋ5.12 

Marine Insurance Policy or Certificate. Specific individual characteristics. 

Terms and conditions of the contract of sale guarantee, insurance. Revision 

of Subjunctive structures. 

2 

ɋ5.13 

Charter Party: Voyage Charter Party, Time Charter Party, Demise Charter 

or Bareboat Charter Party. Contract of Affreightment. Terms and conditions 

of the contract of sale: sanctions and compensation for damages. Revision 

of Subjunctive structures. 

2 

ɋ5.14 

The main characteristics of the Contract of Sale: force majeure 

circumstances, arbitration. General provisions. Revision of Subjunctive 

structures. 

2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 32 

ɋɊ5.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 3.5 

ɋɊ5.2 ȼɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ 12 

ɋɊ5.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 16.5 

   

6 
«Contract of sale. Negotiations» 

  

 ɋɟɦɢɧɚɪɵ 30 

ɋ6.1 

Contract of sale. Main clauses of the contract. General conditions and terms 

of sale. Contract for the sale of pumps. Active vocabulary and terms. 

Business talks, negotiating techniques. Preparation: planning, research, 

objectives, limits, strategy.  

2 

ɋ6.2 Main clauses of the contract (1) - Subject matter of the contract. Contract 2 
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for the sale of the clothes for men (coats). Active vocabulary. Negotiating 

techniques: establishing good rapport with your opposite number, areas of 

common ground and likely conflict, listening. Effective negotiating: small 

talk (weather, journey, entertainments, sightseeing, last events, directions, 

hotel conditions, likes-dislikes, preferences, etc.). S-.!"n-,’ m&n&-dialogues. 

ɋ6.3 

Main clauses of the contract (2) - Price and total value of the contract. 

Active vocabulary. Negotiating techniques: constructive attitude to your 

partner, keeping objectives and key points in mind, flexibility. Effective 

negotiating : small talk, starting negotiations, negotiating the agenda. 

Conversational formulas S-.!"n-,’ m&n&-dialogues.. 

2 

ɋ6.4 

Main clauses of the contract (3) – Terms of payment. Active vocabulary.  

Negotiating techniques: clarifying the position, summarizing the progress, 

reaching agreement, confirmation. Effective negotiating: clarifying position, 

encouraging interest. Conversational formulas. S-.!"n-,’ m&n& !&�lo$.",. 

2 

ɋ6.5 

Main clauses of the contract (4)– Date of delivery. Active vocabulary.  

Negotiating techniques: being ready to compromise, alternatives, language. 

Effective negotiating: exerting pressure (threatening). Conversational 

#orm.l�,. S-.!"n-,’ mini-dialogues. 

2 

ɋ6.6 

Main clauses of the contract (5) – Liabilities of the parties Active 

vocabulary..  Negotiating techniques: dealing with problems. Obstacles and 

sticking points. Handling the problem of being pressurized into pricing on 

spot. Effective negotiating: modifiers (just, still, a bit, model verbs, 

negatives, etc.), indirectness. Conversational formulas. Students’ m&n&- 
dialogues. 

2 

ɋ6.7 

Main clauses of the contract (6) – packing, marking, shipment. Active 

vocabulary. Effective negotiating: making and responding to proposals 

(positive, neutral, negative). Conversational formulas. S-.!"n-,’ m&n&- 
dialogues. 

2 

ɋ6.8 

Main clauses of the contract (7) – quality of the goods. Active vocabulary. 

Effective negotiating: asking for and giving feedback (formal, informal), 

checking for approval. Conversational formulas. S-.!"n-,’ m&n-dialogues. 

2 

ɋ6.9 

Main clauses of the contract (8) - acceptance of the goods according to 

certificate of quality. Active vocabulary.  Effective negotiating: making 

concessions. Conversational formulas. S-.!"n-,’ m&n&-dialogues. 

2 

ɋ6.10 

Main clauses of the contract (9) – guarantee, submitting a claim. Active 

vocabulary. Effective negotiating: reassuring. Asking about problems, 

expressing worries. Conversational formulas. S-.!"n-,’ m&n&-dialogues. 

2 

ɋ6.11 

Main clauses of the contract (10) – force majeure circumstances. Active 

vocabulary. Effective negotiating: apologies, criticism deductions. 

Conversational formulas. S-.!"n-,’ m&n&-dialogues. 

2 

ɋ6.12 

Main clauses of the contract (11)- arbitration, disputes, disagreements. 

Active vocabulary. Agency contract for the sale of lubricants and greases. 

Negotiations. Grammar: Subjunctive Mood in object clauses and clauses of 

comparison. 

2 

ɋ6.13 

Main clauses of the contract (12) – other conditions. Active vocabulary. 

Commissioning agreement for the sale of crude oil. Negotiations. Grammar: 

Subjunctive Mood in object clauses and clauses of comparison. 

2 

ɋ6.14 

Main clauses of the contract (13) – legal addresses. Active vocabulary. 

Contract for rendering services (legal, accounting, consulting and 

information processing). Negotiations. 

2 

ɋ6.15 Contract of sales e- revision. Contract for construction work in close up. 2 
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Active vocabulary. Negotiations. 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 32 

ɋɊ6.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 3.75 

ɋɊ6.2 ȼɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ 12 

ɋɊ6.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 16.25 

   

7 

«Stock Exchange Market. Securities and banking. Llo6!’, &n,.r�n " 
business» 

 

 

 ɋɟɦɢɧɚɪɵ 32 

ɋ7.1 

Stock Exchange market, market place, SEC, OTC market. Discussing the 

text. Active vocabulary, questions, summary, written translations, 

definitions of the terms. 

Reports: New York Stock Exchange, AMEX, SEC, OTC market. 

2 

ɋ7.2 

Getting to know Stock Exchanges. Auction exchanges (NYSE, AMEX), 

Electronic Exchange ( NASDAQ). Discussing the text. Active vocabulary, 

questions, summary, written translations, definitions of the terms. 

2 

ɋ7.3 

Trading on the Stock Exchange floor. Price continuity. Discussing the text. 

Active vocabulary, questions, summary, written translation, definitions of 

the terms. Discussing the text. Active vocabulary, questions, summary, 

written translations, definitions of the terms. 

2 

ɋ7.4 

Orders basics: stop order, market order, limit order ,all or none order, good 

till canceled order, day order. Market vs limit order. Discussing the text. 

Active vocabulary, questions, summary, written translations, definitions of 

the terms. 

2 

ɋ7.5 

Stock basics. Common stocks, preferred stocks. How stocks trade. Discussing the 

text. Active vocabulary, questions, summary, written translations, 

definitions of the terms. 

2 

ɋ7.6 

Securities. Categories of common stocks. Limited liability concept. 

Discussing the text. Active vocabulary, questions, summary, written 

translation, definitions of the terms 

2 

ɋ7.7 
Securities. Preferred stocks. Discussing the text. Active vocabulary, written 

translation, definitions of the terms, questions, summary. 
2 

ɋ7.8 

Bonds basics. Characteristics. Face value/par value, coupon, maturity. 

Discussing the text. Active vocabulary, questions, summary, written 

translations, definitions of the terms 

2 

ɋ7.9 

Bonds-Corporate, bonds- US Government (long-term, intermediate-term, 

short-term), bonds-municipal. Convertible securities. Discussing the text. 

Active vocabulary, written translation, questions, summary, definitions of 

the terms. 

2 

ɋ7.10 

Options basics. Speculation vs hedging. How options work. Rights and 

warrants. Discussing the texts. Active vocabulary, written translation, 

questions, summary, definitions of the terms. 

2 

ɋ7.11 

Futures basics. Brief history. The players. How the futures market works. 

Discussing the text. Active vocabulary, questions, summary, written 

translations, definitions of the terms. 

2 

ɋ7.12 
Commodities and financial futures. Discussing the text. Active vocabulary, 

written translation, questions, summary, definitions of the terms. 
2 

ɋ7.13 

Initial Public Offering basics. Why go public? Underwriting process. 

Discussing the text. Active vocabulary, questions, summary, written 

translations, definitions of the terms. 

2 
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ɋ7.14 

Llo6!’, &n,.r�n " �.,&n",,. B� ($ro.n! -o -%"  omp�n6 %&,-or6, .n!"r4r&-"r,, A1-

100 Llo6!’,  l�,,&#& �-&on. Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. 
2 

ɋ7.15 

European - Global trends in Stock Market. Discussing the text. Active 

vocabulary, written translation,  questions, summary, definitions of the 

terms 

2 

ɋ7.16 

Russian Stock Exchanges (RTS, MICEX). Discussing the text. Active 

vocabulary, questions, summary, written translations, definitions of the 

terms. 

2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 32 

ɋɊ7.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 4 

ɋɊ7.2 ɉɨɞɝɨɬɨɜɤɚ ɤ ɤɨɧɬɪɨɥɶɧɨɣ ɪɚɛɨɬɟ 3 

ɋɊ7.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 25 

   

8 ɗɤɡɚɦɟɧ 30 

ɋɊ8.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɷɤɡɚɦɟɧɭ 30 

   

9 
«Terms of payment. Commercial talks» 

  

 ɋɟɦɢɧɚɪɵ 28 

ɋ9.1 
Public finance .Dialogue:Discussing the price and terms of delivery. Money 

– buying, selling and paying.    
2 

ɋ9.2 
Terms of payment. Methods of cash payment: Payment by cheque. 

Advantages and disadvantages. The field of application. 
2 

ɋ9.3 

How to make payment Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. Gr�mm�r: <I 
suggest (insist, agree, propose, demand, advice, recommend, require, etc.) 

-%�- &=. 

2 

ɋ9.4 

Terms of payment. Methods of cash payment: T/T Payment or payment by 

post remittance. Advantages and disadvantages. The field of application. 

Case-studies. 

2 

ɋ9.5 

Bargaining for better prices. (Big Boss). Discussing the text. Active 

vocabulary, written translation, questions, summary, definitions of the 

terms. Gr�mm�r: <I 4&,% I (n"4&= 

2 

ɋ9.6 
Terms of payment. Methods of cash payment: Payment by Letter of Credit 

Advantages and disadvantages. The field of application. Case-studies. 
2 

ɋ9.7 

Bargaining for discounts. (Big Boss). Discussing the text. Active 

vocabulary, written translation, questions, summary, definitions of the 

terms. Gr�mm�r: <I 4&,% I %�! (no4n&= 

2 

ɋ9.8 
Terms of payment. Methods of cash payment: Payment for collection. 

Advantages and disadvantages. The field of application. Case-studies. 
2 

ɋ9.9 

Irrevocable letter of credit. Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. Gr�mm�r: <I 4&,% 
6o. 4o.l!&= 

2 

ɋ9.10 
Terms of payment. Methods of payment on credit: Payment by drafts. 

Advantages and disadvantages. The field of application. Case-studies.  
2 

ɋ9.11 

Skyscraper Consrtruction Inc. vs Johnes Steel history. Discussing the text. 

Active vocabulary, written translation, questions, summary, definitions of 

the terms. Grammar:<I- loo(, �, &# 4" 4"r"&=. Financing foreign trade 

(Payment by drafts). 

2 
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ɋ9.12 
Terms of payment. Methods of payment on credit: Payment in advance. 

Advantages and disadvantages. The field of application. Case-studies. 
2 

ɋ9.13 

Markets demystified. Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. Gr�mm�r: <I- 
loo(, �, &# 4" %�! �""n&= 

2 

ɋ9.14 

Terms of payment. Methods of payment on credit: payment on an open 

account. Advantages and disadvantages. The field of application. Case-

studies. 

2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 32 

ɋɊ9.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 3.5 

ɋɊ9.2 ȼɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ 12 

ɋɊ9.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 16.5 

   

10 
«Terms of delivery. T%" 4orl!’, -r� -or m�r("-». 

 
 

 ɋɟɦɢɧɚɪɵ 30 

ɋ10.1 

Dialogue:Discussing terms of payment and time of delivery. Discussing the 

text. Active vocabulary, written translation, questions, summary, definitions 

of the terms. 

2 

ɋ10.2 

Terms of delivery. Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. General 

information. Incoterms-tabulated and incoterms in pictures.  

2 

ɋ10.3 

Terms of delivery- EXW, Ex Works, named place. Shipping documents, 

commercial invoice. R",pon!&n$ -o  .,-om"r’, n""!,. D&, .,,&n$ -%" -"5-. 
Active vocabulary, written translation, questions. 

2 

ɋ10.4 

Terms of delivery – FCA, named place Shipping documents, Way bill, road 

bill. Complex object  after the verbs: to see, to hear, to watch, etc. The 

4orl!’, -r� -or m�r("-. S-.!"n-,’ r"por-,. A -&v" vo ��.l�r6, 4r&--"n 
translation, questions. 

2 

ɋ10.5 
Terms of delivery – FAS, named port of shipment Shipping documents, Bill 

of Lading. T%" R.,,&�n -r� -or m�r("-. S-.!"n-,’ r"por-, 2 

ɋ10.6 
Terms of delivery – FOB, named port of shipment. Shipping documents 

Certificate of quality. Belorus tractor mar("-. S-.!"n-,’ r"por-,. 2 

ɋ10.7 

Terms of delivery – CFR, named port of destination Shipping documents, 

Certificate of Origin. Case-studies. T%" Am"r& �n -r� -or m�r("-. S-.!"n-,’ 
reports. 

2 

ɋ10.8 
Terms of delivery - CIF, named port of destination Shipping documents, 

Insurance Policy. Unique selling point. Spider diagram. 
2 

ɋ10.9 

Terms of delivery – CPT, named place of destination Shipping documents, 

packing sheet/packing list. Case-studies. The New Holland. Discussing the 

text. Active vocabulary, written translation, questions, summary. 

2 

ɋ10.10 

Terms of delivery – CIP, named place of destination. Complex Object after 

the verbs: to want, to expect, would like. Case-studies. The industry 

prospective. Discussing the text. Active vocabulary, written translation, 

questions, summary. 

2 

ɋ10.11 

Terms of delivery – DAF, named place. Cross-cultural differences and 

problems. Discussing the text. Active vocabulary, written translation, 

questions, summary, definitions of the terms. 

2 

ɋ10.12 

Terms of delivery – DES, named port of destination. British nation 

p�r-& .l�r&-&",, m"n-�l&-6, �.,&n",, "-%&  �n! <Bon -on=, !r",,  o!". Discussing 

the text. Active vocabulary, written translation, questions, summary, 

2 
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definitions of the terms. 

ɋ10.13 

Terms of delivery – DEQ, named port of destination. Complex Object : to 

make smb. happy/sorry/unhappy/cross/etc. Competitiveness of the Russian 

agricultural machinery. Discussing the text. Active vocabulary, written 

translation, questions, summary. 

2 

ɋ10.14 

Terms of delivery – DDU, named place of destination. American 

p�r-& .l�r&-&",, m"n-�l&-6, �.,&n",, "-%&  �n! <Bon -on=, !r",,  o!". Discussing 

the text. Active vocabulary, written translation, questions, summary, 

definitions of the terms 

2 

ɋ10.15 

Terms of delivery – DDP, named place of destination. Round up- round 

down. Discussing the text. Active vocabulary, written translation, questions, 

summary, definitions of the terms. 

2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 32 

ɋɊ10.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 3.75 

ɋɊ10.2 ȼɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ 12 

ɋɊ10.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 16.25 

   

11 

«Discussing terms of payment and time of delivery. Contract for 

construction work» 

 

 

 ɋɟɦɢɧɚɪɵ 32 

ɋ11.1 
Letter of credit versus payment for collection. Negotiating techniques: small 

talk, starting negotiation, negotiating agenda. Case studies. 
2 

ɋ11.2 

Shipping documents: invoice, Charter party, Insurance Policy, Bill of 

lading, Certificate of Origin, Certificate of quality, packing list. Case-

studies. 

2 

ɋ11.3 
Discussing guarantee. Negotiating techniques: preparing the ground. Case-

studies. Grammar revision: Degrees of comparison of far, old, near, late. 
2 

ɋ11.4 
Discussing packing, marking and shipment. Negotiating techniques: making 

and responding to proposals. Case-studies. 
2 

ɋ11.5 

Discussing the terms of the contract for construction work. Carrying out 

design work Dialogues. Negotiating techniques: setting the agenda, 

sequencing and linking (objectives, agenda, timing, roles, procedure). 

2 

ɋ11.6 
Discussing the amount of construction work. Dialogues. Negotiating 

techniques: establishing position, asking for and giving feedback. 
2 

ɋ11.7 
Discussing the time limits Dialogues. Negotiating techniques: clarifying 

position, asking questions and showing interest. 
2 

ɋ11.8 
Discussing the cost of the design work. Dialogues Negotiating techniques: 

managing conflict, downtoning your language.  
2 

ɋ11.9 
Discussing feasibility study and elaboration of the technological part. 

Dialogues. Negotiating techniques: making suggestion and proposals.  
2 

ɋ11.10 

 Working out the detailed Project report. Dialogues.                                                                          

Negotiating techniques: making concessions, checking for agreement, 

approval.  

2 

ɋ11.11 
Discussing the delivery and the cost of equipment. Dialogues. Negotiating 

techniques: modifiers, negatives for modifying, indirectness 
2 

ɋ11.12 
Discussing alterations and amendments. Dialogues. Negotiating techniques: 

bargaining, exerting pressure and making conditions. 
2 

ɋ11.13 
Discussing the supervision of erection and commissioning. Dialogues. 

Negotiating techniques: conclusion and agreement, concluding and closing 
2 

ɋ11.14 Discussing the terms and conditions of vocational training. Dialogues, 2 
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exercises. Debating techniques: emphatic What- or It-  structures 

ɋ11.15 
 Doing business through agents. Discussing lines of cooperation. Debating 

techniques: tag questions 
2 

ɋ11.16 
Discussing participation in tenders. Invitation to tender and tendering 

conditions. Debating techniques: business idioms.                                                                                                                            
2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 32 

ɋɊ11.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 4 

ɋɊ11.2 ɉɨɞɝɨɬɨɜɤɚ ɤ ɤɨɧɬɪɨɥɶɧɨɣ ɪɚɛɨɬɟ 3 

ɋɊ11.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 25 

   

12 ɗɤɡɚɦɟɧ 30 

ɋɊ12.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɷɤɡɚɦɟɧɭ 30 

   

13 
«Arbitration. Claims and complaints». 

 
 

 ɋɟɦɢɧɚɪɵ 24 

ɋ13.1 
Discussing claims and complaints about damaged or defective equipment. 

Dialogues. Active vocabulary. Rhetorical devices: proverbs, sayings. 
2 

ɋ13.2 
Discussing delay  in commissioning the plant. Dialogues. Active 

vocabulary. Rhetorical devices: questions 
2 

ɋ13.3 

Arbitration Court at the RF  Chamber of Commerce and Industry. 

Discussing the text. Active vocabulary, written translation, questions, 

summary, definitions of the terms.   

2 

ɋ13.4 

Legal security for the foreign economic activities. Discussing the text. 

Active vocabulary, written translation, questions, summary, definitions of 

the terms. Phrasal verbs and idioms. 

2 

ɋ13.5 

Settlement of disputes and arbitration Discussing the text. Active 

vocabulary, written translation, questions, summary, definitions of the 

terms. Phrasal verbs and idioms. 

2 

ɋ13.6 

Discussing sanction and force majeure circumstances. 

General conditions of sale. Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. 

2 

ɋ13.7 

License agreements. Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. Rhetorical 

devices: emphatic structures. 

2 

ɋ13.8 
Discussing general questions of license agreement, contract price and 

license fee. Dialogues. Rhetorical devices: statistics. 
2 

ɋ13.9 

Obligations of the licensor/licensee. Discussing the text. Active vocabulary, 

written translation, questions, summary, definitions of the terms. Phrasal 

verbs and idioms. 

2 

ɋ13.10 
Patent infringement. Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. 
2 

ɋ13.11 
Turn-key construction. Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. 
2 

ɋ13.12 
Discussing provisions of the project with utilities and engagement of the 

new sub-contractor. Dialogues. 
2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 23 

ɋɊ13.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 3 

ɋɊ13.2 ȼɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ 9 

ɋɊ13.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 11 
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14 

 

«D&, .,,ing Guarantee, Packing, Marking & Shipment clauses» 

 

 

 

 ɋɟɦɢɧɚɪɵ 20 

ɋ14.1 

Financing foreign trade. Pricing. Levels and areas of management 

Discussing the text. Active vocabulary, written translation, questions, 

summary, definitions of the terms. 

2 

ɋ14.2 

Pricing strategies. Management skills. Discussing the text. Active 

vocabulary, written translation, questions, summary, definitions of the 

terms. 

2 

ɋ14.3 

Financial instruments. The basis of financial management. Three steps of 

financial planning Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. 

2 

ɋ14.4 

Describing graphs. Outside sources of financing. Discussing the text. Active 

vocabulary, written translation, questions, summary, definitions of the 

terms. 

2 

ɋ14.5 

Economic issues. The three sectors of the economy. Accounting. The basis 

for accounting process. Discussing the text. Active vocabulary, written 

translation, questions, summary, definitions of the terms. 

2 

ɋ14.6 

Economic theories. Taxation. Operations management. Discussing the text. 

Active vocabulary, written translation, questions, summary, definitions of 

the terms  

2 

ɋ14.7 

Risk management (fire, industrial espionage, working conditions, accident 

prevention. Discussing the text. Active vocabulary, written translation, 

questions, summary, definitions of the terms. 

2 

ɋ14.8 

Management information technology. Discussing the text. Active 

vocabulary, written translation, questions, summary, definitions of the 

terms. 

2 

ɋ14.9 

Recruitment. Human resources management. Discussing the text. Active 

vocabulary, written translation, questions, summary, definitions of the 

terms. 

2 

ɋ14.10 

The art of job application. Curriculum vitai (resumey). Discussing the text. 

Active vocabulary, written translation, questions, summary, definitions of 

the terms. 

2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 18 

ɋɊ14.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 2.5 

ɋɊ14.2 ȼɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ 6 

ɋɊ14.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 9.5 

   

15 
«Successful  business companies» 

 
 

 ɋɟɦɢɧɚɪɵ 16 

ɋ15.1 

Franching. Yandex. History, development, founders, innovative products. 

Discussing the text. Active vocabulary, written translation, questions, 

summary, definitions o# -%" -"rm,. S-.!"n-,’ r"por-,. Revision: basic 

commercial activities. 

2 

ɋ15.2 

Corporate alliances and acquisitions. Nestle. History, development, 

founders, innovative products. Discussing the text. Active vocabulary, 

written translation, questions, ,.mm�r6, !"#&n&-&on, o# -%" -"rm,. S-.!"n-,’ 
reports. Revision: securities market. 

2 
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ɋ15.3 

International business style. Ford. History, development, founders, 

innovative products. Discussing the text. Active vocabulary, written 

translation, questions, ,.mm�r6, !"#&n&-&on, o# -%" -"rm,. S-.!"n-,’ r"por-, 
Revision: basic commercial activities.. 

2 

ɋ15.4 

Business and the environment. BMW. History, development, founders, 

innovative products. Discussing the text. Active vocabulary, written 

translation, quest&on,, ,.mm�r6, !"#&n&-&on, o# -%" -"rm,. S-.!"n-,’ r"por-, 
Revision: securities market. 

2 

ɋ15.5 

Company performance, an annual report. Microsoft. History, development, 

founders, innovative products. Discussing the text. Active vocabulary, 

written translat&on, q.",-&on,, ,.mm�r6, !"#&n&-&on, o# -%" -"rm,. S-.!"n-,’ 
reports. Revision: basic commercial activities. 

2 

ɋ15.6 

Setting up a business. Apple. History, development, founders, innovative 

products. Discussing the text. Active vocabulary, written translation, 

q.",-&on,, ,.mm�r6, !"#&n&-&on, o# -%" -"rm,. S-.!"n-,’ r"por-,. Revision: 

management and marketing. 

2 

ɋ15.7 

The business media. Gazprom. History, development, founders, innovative 

products. Discussing the text. Active vocabulary, written translation, 

q.",-&on,, ,.mm�r6, !"#&n&-&on, o# -%" -"rm,. S-.!"n-,’ r"por-,. Revision: 

basic commercial activities. 

2 

ɋ15.8 

Product and corporate advertising. Facebook. History, development, 

founders, innovative products. Discussing the text. Active vocabulary, 

4r&--"n -r�n,l�-&on, q.",-&on,, ,.mm�r6, !"#&n&-&on, o# -%" -"rm,. S-.!"n-,’ 
reports. Revision: basic commercial activities. 

2 

 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ 13 

ɋɊ15.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ 2 

ɋɊ15.2 ɉɨɞɝɨɬɨɜɤɚ ɤ ɤɨɧɬɪɨɥɶɧɨɣ ɪɚɛɨɬɟ 3 

ɋɊ15.3 Ⱦɪɭɝɢɟ ɜɢɞɵ ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ ɪɚɛɨɬɵ 8 

   

16 ɗɤɡɚɦɟɧ 30 

ɋɊ16.1 ɉɨɞɝɨɬɨɜɤɚ ɤ ɷɤɡɚɦɟɧɭ 30 
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5. ɍɑȿȻɇɈ-ɆȿɌɈȾɂɑȿɋɄɈȿ ɈȻȿɋɉȿɑȿɇɂȿ ɋȺɆɈɋɌɈəɌȿɅɖɇɈɃ 
ɊȺȻɈɌɕ ɋɌɍȾȿɇɌɈȼ 

ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ ɫɬɭɞɟɧɬɨɜ ɩɨ ɞɢɫɰɢɩɥɢɧɟ ɨɛɟɫɩɟɱɢɜɚɟɬɫɹ ɫɥɟɞɭɸɳɢɦɢ ɭɱɟɛɧɨ-

ɦɟɬɨɞɢɱɟɫɤɢɦɢ ɦɚɬɟɪɢɚɥɚɦɢ: 
1. Ɋɚɛɨɱɚɹ ɩɪɨɝɪɚɦɦɚ ɞɢɫɰɢɩɥɢɧɵ. 
2. ɍɱɟɛɧɚɹ ɥɢɬɟɪɚɬɭɪɚ ɢ ɞɨɩɨɥɧɢɬɟɥɶɧɵɟ ɦɚɬɟɪɢɚɥɵ �Ɋɚɡɞɟɥ 7 Ɋɚɛɨɱɟɣ ɩɪɨɝɪɚɦɦɵ 

ɞɢɫɰɢɩɥɢɧɵ]. 
3. ɉɟɪɟɱɟɧɶ ɪɟɫɭɪɫɨɜ ɢɧɮɨɪɦɚɰɢɨɧɧɨ-ɬɟɥɟɤɨɦɦɭɧɢɤɚɰɢɨɧɧɨɣ ɫɟɬɢ «ɂɧɬɟɪɧɟɬ» 

�Ɋɚɡɞɟɥ 8Ɋɚɛɨɱɟɣ ɩɪɨɝɪɚɦɦɵ ɞɢɫɰɢɩɥɢɧɵ]. 
4. Ɇɟɬɨɞɢɱɟɫɤɢɟ ɭɤɚɡɚɧɢɹ ɞɥɹ ɨɛɭɱɚɸɳɢɯɫɹ ɩɨ ɨɫɜɨɟɧɢɸ ɞɢɫɰɢɩɥɢɧɵ �Ɋɚɡɞɟɥ 9 

Ɋɚɛɨɱɟɣ ɩɪɨɝɪɚɦɦɵ ɞɢɫɰɢɩɥɢɧɵ], ɨɛɟɫɩɟɱɢɜɚɸɳɢɟ ɫɚɦɨɫɬɨɹɬɟɥɶɧɭɸ ɪɚɛɨɬɭ 
ɫɬɭɞɟɧɬɚ ɩɪɢ ɩɨɞɝɨɬɨɜɤɟ ɤ ɭɱɟɛɧɵɦ ɡɚɧɹɬɢɹɦ, ɜɵɩɨɥɧɟɧɢɢ ɞɨɦɚɲɧɢɯ ɪɚɛɨɬ, 
ɩɨɞɝɨɬɨɜɤɟ ɤ ɤɨɧɬɪɨɥɶɧɵɦ ɦɟɪɨɩɪɢɹɬɢɹɦ ɢ ɚɬɬɟɫɬɚɰɢɹɦ. 

5. Ʉɨɦɩɥɟɤɬ ɢɧɞɢɜɢɞɭɚɥɶɧɵɯ ɡɚɞɚɧɢɣ. 
ɋɬɭɞɟɧɬɵ ɩɨɥɭɱɚɸɬ ɞɨɫɬɭɩ ɤ ɭɤɚɡɚɧɧɵɦ ɦɚɬɟɪɢɚɥɚɦ ɧɚɱɢɧɚɹ ɫ ɩɟɪɜɨɝɨ ɡɚɧɹɬɢɹ ɩɨ 
ɞɢɫɰɢɩɥɢɧɟ. 
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6. ɎɈɇȾ ɈɐȿɇɈɑɇɕɏ ɋɊȿȾɋɌȼ ȾɅə ɉɊɈȼȿȾȿɇɂə ɌȿɄɍɓȿȽɈ 
ɄɈɇɌɊɈɅə ɂ ɉɊɈɆȿɀɍɌɈɑɇɈɃ ȺɌɌȿɋɌȺɐɂɂ ɋɌɍȾȿɇɌɈȼ ɉɈ 
ȾɂɋɐɂɉɅɂɇȿ 

Ɏɨɧɞ ɨɰɟɧɨɱɧɵɯ ɫɪɟɞɫɬɜ (ɎɈɋ) ɞɥɹ ɩɪɨɜɟɞɟɧɢɹ ɬɟɤɭɳɟɝɨ ɤɨɧɬɪɨɥɹ ɢ 
ɩɪɨɦɟɠɭɬɨɱɧɨɣ ɚɬɬɟɫɬɚɰɢɢ ɨɛɭɱɚɸɳɢɯɫɹ ɩɨ ɞɢɫɰɢɩɥɢɧɟ ɛɚɡɢɪɭɟɬɫɹ ɧɚ ɩɟɪɟɱɧɟ 
ɤɨɦɩɟɬɟɧɰɢɣ ɫ ɭɤɚɡɚɧɢɟɦ ɷɬɚɩɨɜ ɢɯ ɮɨɪɦɢɪɨɜɚɧɢɹ ɜ ɩɪɨɰɟɫɫɟ ɨɫɜɨɟɧɢɹ ɨɛɪɚɡɨɜɚɬɟɥɶɧɨɣ 
ɩɪɨɝɪɚɦɦɵ (ɪɚɡɞɟɥ 1). ɎɈɋ ɨɛɟɫɩɟɱɢɜɚɟɬ ɨɛɴɟɤɬɢɜɧɵɣ ɤɨɧɬɪɨɥɶ ɞɨɫɬɢɠɟɧɢɹ ɜɫɟɯ 
ɪɟɡɭɥɶɬɚɬɨɜ ɨɛɭɱɟɧɢɹ, ɡɚɩɥɚɧɢɪɨɜɚɧɧɵɯ ɞɥɹ ɞɢɫɰɢɩɥɢɧɵ. 

ɎɈɋ ɜɤɥɸɱɚɟɬ ɜ ɫɟɛɹ:  ɩɟɪɟɱɟɧɶ ɤɨɦɩɟɬɟɧɰɢɣ ɫ ɭɤɚɡɚɧɢɟɦ ɷɬɚɩɨɜ ɢɯ ɮɨɪɦɢɪɨɜɚɧɢɹ ɜ ɩɪɨɰɟɫɫɟ ɨɫɜɨɟɧɢɹ 
ɨɛɪɚɡɨɜɚɬɟɥɶɧɨɣ ɩɪɨɝɪɚɦɦɵ;  ɨɩɢɫɚɧɢɟ ɩɨɤɚɡɚɬɟɥɟɣ ɢ ɤɪɢɬɟɪɢɟɜ ɨɰɟɧɢɜɚɧɢɹ ɤɨɦɩɟɬɟɧɰɢɣ ɧɚ ɪɚɡɥɢɱɧɵɯ ɷɬɚɩɚɯ ɢɯ 
ɮɨɪɦɢɪɨɜɚɧɢɹ, ɨɩɢɫɚɧɢɟ ɲɤɚɥ ɨɰɟɧɢɜɚɧɢɹ;  ɬɢɩɨɜɵɟ ɤɨɧɬɪɨɥɶɧɵɟ ɡɚɞɚɧɢɹ ɢɥɢ ɢɧɵɟ ɦɚɬɟɪɢɚɥɵ, ɧɟɨɛɯɨɞɢɦɵɟ ɞɥɹ ɨɰɟɧɤɢ ɡɧɚɧɢɣ, 
ɭɦɟɧɢɣ, ɜɥɚɞɟɧɢɣ ɢ (ɢɥɢ) ɨɩɵɬɚ ɞɟɹɬɟɥɶɧɨɫɬɢ, ɯɚɪɚɤɬɟɪɢɡɭɸɳɢɟ ɷɬɚɩɵ ɮɨɪɦɢɪɨɜɚɧɢɹ 
ɤɨɦɩɟɬɟɧɰɢɣ ɜ ɩɪɨɰɟɫɫɟ ɨɫɜɨɟɧɢɹ ɨɛɪɚɡɨɜɚɬɟɥɶɧɨɣ ɩɪɨɝɪɚɦɦɵ;  ɦɟɬɨɞɢɱɟɫɤɢɟ ɦɚɬɟɪɢɚɥɵ, ɨɩɪɟɞɟɥɹɸɳɢɟ ɩɪɨɰɟɞɭɪɵ ɨɰɟɧɢɜɚɧɢɹ ɡɧɚɧɢɣ, ɭɦɟɧɢɣ, 
ɜɥɚɞɟɧɢɣ ɢ (ɢɥɢ) ɨɩɵɬɚ ɞɟɹɬɟɥɶɧɨɫɬɢ, ɯɚɪɚɤɬɟɪɢɡɭɸɳɢɯ ɷɬɚɩɵ ɮɨɪɦɢɪɨɜɚɧɢɹ 
ɤɨɦɩɟɬɟɧɰɢɣ. 

Ʉɨɧɬɪɨɥɶ ɨɫɜɨɟɧɢɹ ɞɢɫɰɢɩɥɢɧɵ ɩɪɨɢɡɜɨɞɢɬɫɹ ɜ ɫɨɨɬɜɟɬɫɬɜɢɢ ɫ ɉɨɥɨɠɟɧɢɟɦ ɨ 
ɬɟɤɭɳɟɦ ɤɨɧɬɪɨɥɟ ɭɫɩɟɜɚɟɦɨɫɬɢ ɢ ɩɪɨɦɟɠɭɬɨɱɧɨɣ ɚɬɬɟɫɬɚɰɢɢ ɫɬɭɞɟɧɬɨɜ ɆȽɌɍ ɢɦ. ɇ.ɗ. 
Ȼɚɭɦɚɧɚ. 

ɎɈɋ ɹɜɥɹɟɬɫɹ ɩɪɢɥɨɠɟɧɢɟɦ ɤ ɞɚɧɧɨɣ ɪɚɛɨɱɟɣ ɩɪɨɝɪɚɦɦɟ ɞɢɫɰɢɩɥɢɧɵ. 
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7. ɉȿɊȿɑȿɇɖ ɍɑȿȻɇɈɃ ɅɂɌȿɊȺɌɍɊɕ ɂ ȾɈɉɈɅɇɂɌȿɅɖɇɕɏ 
ɆȺɌȿɊɂȺɅɈȼ, ɇȿɈȻɏɈȾɂɆɕɏ ȾɅə ɈɋȼɈȿɇɂə ȾɂɋɐɂɉɅɂɇɕ 

Ʌɢɬɟɪɚɬɭɪɚ ɩɨ ɞɢɫɰɢɩɥɢɧɟ 

1. ɉɪɚɤɬɢɤɭɦ ɩɨ ɤɭɥɶɬɭɪɟ ɪɟɱɟɜɨɝɨ ɨɛɳɟɧɢɹ ɍɱɟɛɧɨ-ɩɪɚɤɬɢɱɟɫɤɨɟ ɩɨɫɨɛɢɟ / 
Ⱥɩɚɥɶɤɨɜ ȼ.Ƚ.; ɂɝɧɚɬɨɜɚ ȿ.ȼ. 
2. ɉɪɚɤɬɢɤɭɦ ɩɨ ɤɭɥɶɬɭɪɟ ɪɟɱɟɜɨɝɨ ɨɛɳɟɧɢɹ ɩɨ ɧɚɩɪɚɜɥɟɧɢɸ ɩɨɞɝɨɬɨɜɤɢ 04.03.01 
ɉɟɞɚɝɨɝɢɱɟɫɤɨɟ ɨɛɪɚɡɨɜɚɧɢɟ ɍɱɟɛɧɨ-ɦɟɬɨɞɢɱɟɫɤɨɟ ɩɨɫɨɛɢɟ / Ɍɛɨɟɜɚ Ɂ.ɗ. 

 

Ⱦɨɩɨɥɧɢɬɟɥɶɧɵɟ ɦɚɬɟɪɢɚɥɵ 

 

3. Ʌɭɤɶɹɧɨɜɚ ɇ.Ⱥ.,ɍɱɟɛɧɨɟ ɩɨɫɨɛɢɟ «ɇɚɫɬɨɥɶɧɚɹ ɤɧɢɝɚ ɛɢɡɧɟɫɦɟɧɚ», Ɇ.:Ƚɂɋ, 2008-

568ɫ, 10-ɟ ɢɡɞɚɧɢɟ 

4. ɉɟɪɟɫɭɧɶɤɨ ȿ.Ⱥ., ɍɱɟɛɧɨɟ ɩɨɫɨɛɢɟ «Ⱦɟɥɨɜɨɣ ɚɧɝɥɢɣɫɤɢɣ», Ɇ.:ɎȽȻɈɍ ȼɉɈ 
ɆȽɍɅ, 2012.-100ɫ. Ʉɚɮɟɞɪɚɥɶɧɵɣ ɮɨɧɞ 

 

 5.    Kov-.n L.G., <En$l&,% #or ��n("r,, �ro("r,, m�n�$"r, �n! m�r("- ,p" &�l&,-,=, Ɇ.: ȽɈɍ 

ȼɉɈ ɆȽɍɅ, 2009.- 63ɫ. ( ɦɚɬɟɪɢɚɥɵ ɢɡ ɤɧɢɝɢ), www.twirpx.com/file/2023498/, 

www.vdocuments.site/kovtun.html. Ȼɢɛɥɢɨɬɟɤɚ 

 6.    CC Uniform Customs and Practice for Documentary Credits UCP 500. ɂɧɬɟɪɧɟɬ ɪɟɫɭɪɫ: 

https://digilander.libero.it/Viniciuss/ucp500.pdf 

7. Michael Swan, Practical English Usage, Oxford University Press, 2009. Ʉɚɮɟɞɪɚɥɶɧɵɣ ɮɨɧɞ  

 

 

 

 

 

http://www.twirpx.com/file/2023498/
http://www.vdocuments.site/kovtun.html
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8. ɉȿɊȿɑȿɇɖ ɊȿɋɍɊɋɈȼ ɋȿɌɂ ɂɇɌȿɊɇȿɌ, ɊȿɄɈɆȿɇȾɍȿɆɕɏ 
ȾɅə ɋȺɆɈɋɌɈəɌȿɅɖɇɈɃ ɊȺȻɈɌɕ ɉɊɂ ɈɋȼɈȿɇɂɂ ȾɂɋɐɂɉɅɂɇɕ 

1. ɋɚɣɬ ɤɚɮɟɞɪɵ «Ʌɢɧɝɜɢɫɬɢɤɚ»: https://mf.bmstu.ru/info/faculty/kf/caf/k5/ 

2. Ɉɬɤɪɵɬɚɹ ɢɧɮɨɪɦɚɰɢɨɧɧɚɹ ɝɪɭɩɩɚ ɤɚɮɟɞɪɵ ɜ ɫɨɰɢɚɥɶɧɨɣ ɫɟɬɢ «ȼɄɨɧɬɚɤɬɟ»: 
http://vk.com/ 

3. Ɋɨɫɫɢɣɫɤɚɹ ɝɨɫɭɞɚɪɫɬɜɟɧɧɚɹ ɛɢɛɥɢɨɬɟɤɚ. http://www.rsl.ru. 

4. Ƚɨɫɭɞɚɪɫɬɜɟɧɧɚɹ ɩɭɛɥɢɱɧɚɹ ɧɚɭɱɧɨ-ɬɟɯɧɢɱɟɫɤɚɹ ɛɢɛɥɢɨɬɟɤɚ Ɋɨɫɫɢɢ. 
http://www.gpntb.ru. 

5. Ȼɢɛɥɢɨɬɟɤɚ ɆȽɌɍ ɢɦ. ɇ.ɗ. Ȼɚɭɦɚɧɚ. http://library.bmstu.ru. 

6. ɇɚɭɱɧɨ-ɬɟɯɧɢɱɟɫɤɚɹ ɛɢɛɥɢɨɬɟɤɚ ɄɎ ɆȽɌɍ ɢɦ. ɇ.ɗ. Ȼɚɭɦɚɧɚ. http://library.bmstu-

kaluga.ru. 

7. ɇɚɭɱɧɚɹ ɷɥɟɤɬɪɨɧɧɚɹ ɛɢɛɥɢɨɬɟɤɚ http://eLIBRARY.RU.  

8. ɗɥɟɤɬɪɨɧɧɨ-ɛɢɛɥɢɨɬɟɱɧɚɹ ɫɢɫɬɟɦɚ ɢɡɞɚɬɟɥɶɫɬɜɚ «Ʌɚɧɶ» http://e.lanbook.com.  

9. ɗɥɟɤɬɪɨɧɧɨ-ɛɢɛɥɢɨɬɟɱɧɚɹ ɫɢɫɬɟɦɚ «ɍɧɢɜɟɪɫɢɬɟɬɫɤɚɹ ɛɢɛɥɢɨɬɟɤɚ ɨɧɥɚɣɧ» 
http://biblioclub.ru.  

10. ɗɥɟɤɬɪɨɧɧɨ-ɛɢɛɥɢɨɬɟɱɧɚɹ ɫɢɫɬɟɦɚ «IPR�oo(,» http://www.iprbookshop.ru.  

11. ɗɥɟɤɬɪɨɧɧɨ-ɛɢɛɥɢɨɬɟɱɧɚɹ ɫɢɫɬɟɦɚ (ɗȻɋ) «ɘɪɚɣɬ» https://biblio-online.ru.  

12. Цɟɧɬɪɚɥɶɧɚɹ ɛɢɛɥɢɨɬɟɤɚ ɨɛɪɚɡɨɜɚɬɟɥɶɧɵɯ ɪɟɫɭɪɫɨɜ Ɇɢɧɨɛɪɧɚɭɤɢ ɊɎ. www.edulib.ru.  

13. ȿɞɢɧɚɹ ɤɨɥɥɟɤɰɢɹ ɰɢɮɪɨɜɵɯ ɨɛɪɚɡɨɜɚɬɟɥɶɧɵɯ ɪɟɫɭɪɫɨɜ http://school-collection.edu.ru.  

14. Ɏɟɞɟɪɚɥɶɧɵɣ ɰɟɧɬɪ ɢɧɮɨɪɦɚɰɢɨɧɧɨ-ɨɛɪɚɡɨɜɚɬɟɥɶɧɵɯ ɪɟɫɭɪɫɨɜ. http://fcior.edu.ru.  

 

 

https://mf.bmstu.ru/info/faculty/kf/caf/k5/
http://vk.com/
http://www.rsl.ru/
http://www.gpntb.ru/
http://library.bmstu.ru/
http://library.bmstu-kaluga.ru/
http://library.bmstu-kaluga.ru/
http://elibrary.ru/
http://e.lanbook.com/
http://biblioclub.ru/
http://www.iprbookshop.ru/
https://biblio-online.ru/
http://www.edulib.ru/
http://school-collection.edu.ru/
http://fcior.edu.ru/
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9. ɆȿɌɈȾɂɑȿɋɄɂȿ ɍɄȺɁȺɇɂə ȾɅə ɋɌɍȾȿɇɌɈȼ ɉɈ ɈɋȼɈȿɇɂɘ 
ȾɂɋɐɂɉɅɂɇɕ 

ɉɪɢɫɬɭɩɚɹ ɤ ɪɚɛɨɬɟ, ɤɚɠɞɵɣ ɫɬɭɞɟɧɬ ɞɨɥɠɟɧ ɩɪɢɧɢɦɚɬɶ ɜɨ ɜɧɢɦɚɧɢɟ 
ɧɢɠɟɫɥɟɞɭɸɳɢɟ ɩɨɥɨɠɟɧɢɹ. 

Ⱦɢɫɰɢɩɥɢɧɚ ɩɨɫɬɪɨɟɧɚ ɩɨ ɦɨɞɭɥɶɧɨɦɭ ɩɪɢɧɰɢɩɭ, ɤɚɠɞɵɣ ɦɨɞɭɥɶ ɩɪɟɞɫɬɚɜɥɹɟɬ 
ɫɨɛɨɣ ɥɨɝɢɱɟɫɤɢ ɡɚɜɟɪɲɟɧɧɵɣ ɪɚɡɞɟɥ ɤɭɪɫɚ. ȼ ɩɟɪɜɨɦ ɫɟɦɟɫɬɪɟ ɱɟɬɵɪɟ ɦɨɞɭɥɹ (ɜɤɥɸɱɚɹ 
ɷɤɡɚɦɟɧ). ȼɨ ɜɬɨɪɨɦ ɫɟɦɟɫɬɪɟ ɱɟɬɵɪɟ ɦɨɞɭɥɹ (ɜɤɥɸɱɚɹ ɷɤɡɚɦɟɧ). ȼ ɬɪɟɬɶɟɦ ɫɟɦɟɫɬɪɟ 
ɱɟɬɵɪɟ ɦɨɞɭɥɹ (ɜɤɥɸɱɚɹ ɷɤɡɚɦɟɧ). ȼ ɱɟɬɜɟɪɬɨɦ ɫɟɦɟɫɬɪɟ ɱɟɬɵɪɟ ɦɨɞɭɥɹ (ɜɤɥɸɱɚɹ 
ɷɤɡɚɦɟɧ). 

ɇɚ ɩɟɪɜɨɦ ɡɚɧɹɬɢɢ ɫɬɭɞɟɧɬ ɩɨɥɭɱɚɟɬ ɢɧɮɨɪɦɚɰɢɸ ɞɥɹ ɞɨɫɬɭɩɚ ɤ ɤɨɦɩɥɟɤɫɭ 
ɭɱɟɛɧɨ-ɦɟɬɨɞɢɱɟɫɤɢɯ ɦɚɬɟɪɢɚɥɨɜ ɩɨ ɞɢɫɰɢɩɥɢɧɟ. 

ɋɟɦɢɧɚɪɫɤɢɟ ɡɚɧɹɬɢɹ ɩɪɨɜɨɞɹɬɫɹ ɞɥɹ ɡɚɤɪɟɩɥɟɧɢɹ ɭɫɜɨɟɧɧɨɣ ɢɧɮɨɪɦɚɰɢɢ, 
ɩɪɢɨɛɪɟɬɟɧɢɹ ɧɚɜɵɤɨɜ ɟɟ ɩɪɢɦɟɧɟɧɢɹ ɞɥɹ ɪɟɲɟɧɢɹ ɩɪɚɤɬɢɱɟɫɤɢɯ ɡɚɞɚɱ ɜ ɩɪɟɞɦɟɬɧɨɣ 
ɨɛɥɚɫɬɢ ɞɢɫɰɢɩɥɢɧɵ. 

ɉɪɚɤɬɢɱɟɫɤɚɹ ɩɨɞɝɨɬɨɜɤɚ ɩɪɢ ɪɟɚɥɢɡɚɰɢɢ ɭɱɟɛɧɨɣ ɞɢɫɰɢɩɥɢɧɵ ɨɪɝɚɧɢɡɭɟɬɫɹ ɩɭɬɟɦ 
ɩɪɨɜɟɞɟɧɢɹ ɩɪɚɤɬɢɱɟɫɤɢɯ ɡɚɧɹɬɢɣ ɢ ɢɧɞɢɜɢɞɭɚɥɶɧɵɯ ɢ(ɢɥɢ) ɝɪɭɩɩɨɜɵɯ ɤɨɧɫɭɥɶɬɚɰɢɣ, 
ɩɪɟɞɭɫɦɚɬɪɢɜɚɸɳɢɯ ɭɱɚɫɬɢɟ ɨɛɭɱɚɸɳɢɯɫɹ ɜ ɜɵɩɨɥɧɟɧɢɢ ɨɬɞɟɥɶɧɵɯ ɷɥɟɦɟɧɬɨɜ ɪɚɛɨɬ, 
ɫɜɹɡɚɧɧɵɯ ɫ ɛɭɞɭɳɟɣ ɩɪɨɮɟɫɫɢɨɧɚɥɶɧɨɣ ɞɟɹɬɟɥɶɧɨɫɬɶɸ. 

ɉɪɚɤɬɢɱɟɫɤɚɹ ɩɨɞɝɨɬɨɜɤɚ ɦɨɠɟɬ ɜɤɥɸɱɚɬɶ ɜ ɫɟɛɹ ɨɬɞɟɥɶɧɵɟ ɡɚɧɹɬɢɹ ɥɟɤɰɢɨɧɧɨɝɨ 
ɬɢɩɚ, ɤɨɬɨɪɵɟ ɩɪɟɞɭɫɦɚɬɪɢɜɚɸɬ ɩɟɪɟɞɚɱɭ ɭɱɟɛɧɨɣ ɢɧɮɨɪɦɚɰɢɢ ɨɛɭɱɚɸɳɢɦɫɹ, 
ɧɟɨɛɯɨɞɢɦɨɣ ɞɥɹ ɩɨɫɥɟɞɭɸɳɟɝɨ ɜɵɩɨɥɧɟɧɢɹ ɪɚɛɨɬ, ɫɜɹɡɚɧɧɵɯ ɫ ɛɭɞɭɳɟɣ 
ɩɪɨɮɟɫɫɢɨɧɚɥɶɧɨɣ ɞɟɹɬɟɥɶɧɨɫɬɶɸ. 

ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ ɫɬɭɞɟɧɬɨɜ ɜɤɥɸɱɚɟɬ ɫɥɟɞɭɸɳɢɟ ɜɢɞɵ:ɜ ɩɟɪɜɨɦ 
ɫɟɦɟɫɬɪɟ ɩɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ, ɩɨɞɝɨɬɨɜɤɚ ɤ ɷɤɡɚɦɟɧɭ, ɜɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ 
ɡɚɞɚɧɢɹ, ɩɨɞɝɨɬɨɜɤɚ ɤ ɤɨɧɬɪɨɥɶɧɨɣ ɪɚɛɨɬɟ, ɜɨ ɜɬɨɪɨɦ ɫɟɦɟɫɬɪɟ ɩɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ, 
ɩɨɞɝɨɬɨɜɤɚ ɤ ɷɤɡɚɦɟɧɭ, ɜɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ, ɩɨɞɝɨɬɨɜɤɚ ɤ ɤɨɧɬɪɨɥɶɧɨɣ ɪɚɛɨɬɟ, 
ɜ ɬɪɟɬɶɟɦ ɫɟɦɟɫɬɪɟ ɩɨɞɝɨɬɨɜɤɚ ɤ ɫɟɦɢɧɚɪɚɦ, ɩɨɞɝɨɬɨɜɤɚ ɤ ɷɤɡɚɦɟɧɭ, ɜɵɩɨɥɧɟɧɢɟ 
ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ, ɩɨɞɝɨɬɨɜɤɚ ɤ ɤɨɧɬɪɨɥɶɧɨɣ ɪɚɛɨɬɟ, ɜ ɱɟɬɜɟɪɬɨɦ ɫɟɦɟɫɬɪɟ ɩɨɞɝɨɬɨɜɤɚ ɤ 
ɫɟɦɢɧɚɪɚɦ, ɩɨɞɝɨɬɨɜɤɚ ɤ ɷɤɡɚɦɟɧɭ, ɜɵɩɨɥɧɟɧɢɟ ɞɨɦɚɲɧɟɝɨ ɡɚɞɚɧɢɹ, ɩɨɞɝɨɬɨɜɤɚ ɤ 
ɤɨɧɬɪɨɥɶɧɨɣ ɪɚɛɨɬɟ. Ɋɟɡɭɥɶɬɚɬɵ ɜɫɟɯ ɜɢɞɨɜ ɪɚɛɨɬɵ ɫɬɭɞɟɧɬɨɜ ɮɨɪɦɢɪɭɸɬɫɹ ɜ ɜɢɞɟ ɢɯ 
ɥɢɱɧɨɝɨ ɪɟɣɬɢɧɝɚ, ɤɨɬɨɪɵɣ ɭɱɢɬɵɜɚɟɬɫɹ ɧɚ ɩɪɨɦɟɠɭɬɨɱɧɨɣ ɚɬɬɟɫɬɚɰɢɢ. ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ 
ɪɚɛɨɬɚ ɩɪɟɞɭɫɦɚɬɪɢɜɚɟɬ ɧɟ ɬɨɥɶɤɨ ɩɪɨɪɚɛɨɬɤɭ ɦɚɬɟɪɢɚɥɨɜ ɥɟɤɰɢɨɧɧɨɝɨ ɤɭɪɫɚ, ɧɨ ɢ ɢɯ 
ɪɚɫɲɢɪɟɧɢɟ ɜ ɪɟɡɭɥɶɬɚɬɟ ɩɨɢɫɤɚ, ɚɧɚɥɢɡɚ, ɫɬɪɭɤɬɭɪɢɪɨɜɚɧɢɹ ɢ ɩɪɟɞɫɬɚɜɥɟɧɢɹ ɜ 
ɤɨɦɩɚɤɬɧɨɦ ɜɢɞɟ ɫɨɜɪɟɦɟɧɧɨɣ ɢɧɮɨɪɦɚɰɢɢ ɢɡ ɜɫɟɯ ɜɨɡɦɨɠɧɵɯ ɢɫɬɨɱɧɢɤɨɜ. 

Ɍɟɤɭɳɢɣ ɤɨɧɬɪɨɥɶ ɩɪɨɜɨɞɢɬɫɹ ɜ ɬɟɱɟɧɢɟ ɤɚɠɞɨɝɨ ɦɨɞɭɥɹ, ɟɝɨ ɢɬɨɝɨɜɵɟ 
ɪɟɡɭɥɶɬɚɬɵ ɫɤɥɚɞɵɜɚɸɬɫɹ ɢɡ ɨɰɟɧɨɤ ɩɨ ɫɥɟɞɭɸɳɢɦ ɜɢɞɚɦ ɤɨɧɬɪɨɥɶɧɵɯ ɦɟɪɨɩɪɢɹɬɢɣ: 
- Ⱦɨɦɚɲɧɢɟ ɡɚɞɚɧɢɹ 

- Ʉɨɧɬɪɨɥɶɧɚɹ ɪɚɛɨɬɚ. 

Ɉɫɜɨɟɧɢɟ ɞɢɫɰɢɩɥɢɧɵ ɢ ɟɟ ɭɫɩɟɲɧɨɟ ɡɚɜɟɪɲɟɧɢɟ ɧɚ ɫɬɚɞɢɢ ɩɪɨɦɟɠɭɬɨɱɧɨɣ 
ɚɬɬɟɫɬɚɰɢɢ ɜɨɡɦɨɠɧɨ ɬɨɥɶɤɨ ɩɪɢ ɪɟɝɭɥɹɪɧɨɣ ɪɚɛɨɬɟ ɜɨ ɜɪɟɦɹ ɫɟɦɟɫɬɪɚ ɢ ɩɥɚɧɨɦɟɪɧɨɦ 
ɩɪɨɯɨɠɞɟɧɢɢ ɬɟɤɭɳɟɝɨ ɤɨɧɬɪɨɥɹ. ɇɚɛɪɚɬɶ ɪɟɣɬɢɧɝ ɩɨ ɜɫɟɦ ɦɨɞɭɥɹɦ ɜ ɤɚɠɞɨɦ ɫɟɦɟɫɬɪɟ, 
ɩɪɨɣɬɢ ɩɨ ɤɚɠɞɨɦɭ ɦɨɞɭɥɸ ɩɥɚɧɨɜɵɟ ɤɨɧɬɪɨɥɶɧɵɟ ɦɟɪɨɩɪɢɹɬɢɹ ɜ ɬɟɱɟɧɢɟ 
ɷɤɡɚɦɟɧɚɰɢɨɧɧɨɣ ɫɟɫɫɢɢ ɧɟɜɨɡɦɨɠɧɨ. 

Ⱦɥɹ ɡɚɜɟɪɲɟɧɢɹ ɪɚɛɨɬɵ ɜ ɫɟɦɟɫɬɪɟ ɫɬɭɞɟɧɬ ɞɨɥɠɟɧ ɜɵɩɨɥɧɢɬɶ ɜɫɟ ɤɨɧɬɪɨɥɶɧɵɟ 
ɦɟɪɨɩɪɢɹɬɢɹ. 

ɉɪɨɦɟɠɭɬɨɱɧɚɹɚɬɬɟɫɬɚɰɢɹɩɨ ɪɟɡɭɥɶɬɚɬɚɦ ɩɟɪɜɨɝɨ ɫɟɦɟɫɬɪɚ ɩɨ ɞɢɫɰɢɩɥɢɧɟ 
ɩɪɨɯɨɞɢɬ ɜ ɮɨɪɦɟ ɷɤɡɚɦɟɧɚ, ɤɨɧɬɪɨɥɢɪɭɸɳɟɝɨ ɨɫɜɨɟɧɢɟ ɤɥɸɱɟɜɵɯ, ɛɚɡɨɜɵɯ ɩɨɥɨɠɟɧɢɣ 
ɞɢɫɰɢɩɥɢɧɵ, ɫɨɫɬɚɜɥɹɸɳɢɯ ɨɫɧɨɜɭ ɨɫɬɚɬɨɱɧɵɯ ɡɧɚɧɢɣ ɩɨ ɧɟɣ. ɉɪɨɦɟɠɭɬɨɱɧɚɹ 
ɚɬɬɟɫɬɚɰɢɹ ɩɨ ɪɟɡɭɥɶɬɚɬɚɦ ɜɬɨɪɨɝɨ ɫɟɦɟɫɬɪɚ ɩɪɨɯɨɞɢɬ ɜ ɮɨɪɦɟ ɷɤɡɚɦɟɧɚ, 
ɤɨɧɬɪɨɥɢɪɭɸɳɟɝɨ ɨɫɜɨɟɧɢɟ ɤɥɸɱɟɜɵɯ, ɛɚɡɨɜɵɯ ɩɨɥɨɠɟɧɢɣ ɞɢɫɰɢɩɥɢɧɵ, ɫɨɫɬɚɜɥɹɸɳɢɯ 
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ɨɫɧɨɜɭ ɨɫɬɚɬɨɱɧɵɯ ɡɧɚɧɢɣ ɩɨ ɧɟɣ. ɉɪɨɦɟɠɭɬɨɱɧɚɹ ɚɬɬɟɫɬɚɰɢɹ ɩɨ ɪɟɡɭɥɶɬɚɬɚɦ ɬɪɟɬɶɟɝɨ 
ɫɟɦɟɫɬɪɚ ɩɪɨɯɨɞɢɬ ɜ ɮɨɪɦɟ ɷɤɡɚɦɟɧɚ, ɤɨɧɬɪɨɥɢɪɭɸɳɟɝɨ ɨɫɜɨɟɧɢɟ ɤɥɸɱɟɜɵɯ, ɛɚɡɨɜɵɯ 
ɩɨɥɨɠɟɧɢɣ ɞɢɫɰɢɩɥɢɧɵ, ɫɨɫɬɚɜɥɹɸɳɢɯ ɨɫɧɨɜɭ ɨɫɬɚɬɨɱɧɵɯ ɡɧɚɧɢɣ ɩɨ ɧɟɣ. 
ɉɪɨɦɟɠɭɬɨɱɧɚɹ ɚɬɬɟɫɬɚɰɢɹ ɩɨ ɪɟɡɭɥɶɬɚɬɚɦ ɱɟɬɜɟɪɬɨɝɨ ɫɟɦɟɫɬɪɚ ɩɪɨɯɨɞɢɬ ɜ ɮɨɪɦɟ 
ɷɤɡɚɦɟɧɚ, ɤɨɧɬɪɨɥɢɪɭɸɳɟɝɨ ɨɫɜɨɟɧɢɟ ɤɥɸɱɟɜɵɯ, ɛɚɡɨɜɵɯ ɩɨɥɨɠɟɧɢɣ ɞɢɫɰɢɩɥɢɧɵ, 
ɫɨɫɬɚɜɥɹɸɳɢɯ ɨɫɧɨɜɭ ɨɫɬɚɬɨɱɧɵɯ ɡɧɚɧɢɣ ɩɨ ɧɟɣ. 

Ɇɟɬɨɞɢɤɚ ɨɰɟɧɤɢ ɩɨ ɪɟɣɬɢɧɝɭ 

ɋɬɭɞɟɧɬ, ɜɵɩɨɥɧɢɜɲɢɣ ɜɫɟ ɩɪɟɞɭɫɦɨɬɪɟɧɧɵɟ ɭɱɟɛɧɵɦ ɩɥɚɧɨɦ ɡɚɞɚɧɢɹ ɢ ɫɞɚɜɲɢɣ 
ɜɫɟ ɤɨɧɬɪɨɥɶɧɵɟ ɦɟɪɨɩɪɢɹɬɢɹ, ɩɨɥɭɱɚɟɬ ɢɬɨɝɨɜɭɸ ɨɰɟɧɤɭ ɩɨ ɞɢɫɰɢɩɥɢɧɟ ɡɚ ɫɟɦɟɫɬɪ ɜ 
ɫɨɨɬɜɟɬɫɬɜɢɢ ɫɨ ɲɤɚɥɨɣ: 

Ɋɟɣɬɢɧɝ Ɉɰɟɧɤɚ ɧɚ ɷɤɡɚɦɟɧɟ 

85 – 100 ɨɬɥɢɱɧɨ 

71 – 84 ɯɨɪɨɲɨ 

60 – 70 ɭɞɨɜɥɟɬɜɨɪɢɬɟɥɶɧɨ 

0 – 59 ɧɟɭɞɨɜɥɟɬɜɨɪɢɬɟɥɶɧɨ 

 

Ɉɰɟɧɢɜɚɧɢɟ ɞɢɫɰɢɩɥɢɧɵ ɜɟɞɟɬɫɹ ɜ ɫɨɨɬɜɟɬɫɬɜɢɢ ɫ ɉɨɥɨɠɟɧɢɟɦ ɨ ɬɟɤɭɳɟɦ 
ɤɨɧɬɪɨɥɟ ɭɫɩɟɜɚɟɦɨɫɬɢ ɢ ɩɪɨɦɟɠɭɬɨɱɧɨɣ ɚɬɬɟɫɬɚɰɢɢ ɫɬɭɞɟɧɬɨɜ ɆȽɌɍ ɢɦ. ɇ.ɗ. Ȼɚɭɦɚɧɚ. 
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10. ɉȿɊȿɑȿɇɖ ɂɇɎɈɊɆȺɐɂɈɇɇɕɏ ɌȿɏɇɈɅɈȽɂɃ, 
ɂɋɉɈɅɖɁɍȿɆɕɏ ɉɊɂ ɂɁɍɑȿɇɂɂ ȾɂɋɐɂɉɅɂɇɕ, ȼɄɅɘɑȺə 
ɉȿɊȿɑȿɇɖ ɉɊɈȽɊȺɆɆɇɈȽɈ ɈȻȿɋɉȿɑȿɇɂə, ɂɇɎɈɊɆȺɐɂɈɇɇɕɏ 
ɋɉɊȺȼɈɑɇɕɏ ɋɂɋɌȿɆɂ ɉɊɈɎȿɋɋɂɈɇȺɅɖɇɕɏ ȻȺɁ ȾȺɇɇɕɏ 

ɂɧɮɨɪɦɚɰɢɨɧɧɵɟ ɬɟɯɧɨɥɨɝɢɢ: 

 ɗɥɟɤɬɪɨɧɧɚɹ ɢɧɮɨɪɦɚɰɢɨɧɧɨ-ɨɛɪɚɡɨɜɚɬɟɥɶɧɚɹ ɫɪɟɞɚ ɆȽɌɍ ɢɦ. ɇ.ɗ. Ȼɚɭɦɚɧɚ 
ɨɛɟɫɩɟɱɢɜɚɟɬ ɞɨɫɬɭɩ ɤ ɭɱɟɛɧɵɦ ɩɥɚɧɚɦ, ɪɚɛɨɱɢɦ ɩɪɨɝɪɚɦɦɚɦ ɞɢɫɰɢɩɥɢɧ (ɦɨɞɭɥɟɣ), 
ɩɪɨɝɪɚɦɦɚɦ ɩɪɚɤɬɢɤ, ɷɥɟɤɬɪɨɧɧɵɦ ɭɱɟɛɧɵɦ ɢɡɞɚɧɢɹɦ ɢ ɷɥɟɤɬɪɨɧɧɵɦ ɨɛɪɚɡɨɜɚɬɟɥɶɧɵɦ 
ɪɟɫɭɪɫɚɦ, ɭɤɚɡɚɧɧɵɦ ɜ ɪɚɛɨɱɢɯ ɩɪɨɝɪɚɦɦɚɯ ɞɢɫɰɢɩɥɢɧ (ɦɨɞɭɥɟɣ), ɩɪɨɝɪɚɦɦɚɯ ɩɪɚɤɬɢɤ, 
ɮɨɪɦɢɪɨɜɚɧɢɟ ɷɥɟɤɬɪɨɧɧɨɝɨ ɩɨɪɬɮɨɥɢɨ ɨɛɭɱɚɸɳɟɝɨɫɹ, ɜ ɬɨɦ ɱɢɫɥɟ ɫɨɯɪɚɧɟɧɢɟ ɟɝɨ ɪɚɛɨɬ 
ɢ ɨɰɟɧɨɤ ɡɚ ɷɬɢ ɪɚɛɨɬɵ. ɉɪɟɞɭɫɦɨɬɪɟɧɚ ɜɨɡɦɨɠɧɨɫɬɶ ɫɢɧɯɪɨɧɧɨɝɨ ɢ ɚɫɢɧɯɪɨɧɧɨɝɨ 
ɜɡɚɢɦɨɞɟɣɫɬɜɢɹ ɫɬɭɞɟɧɬɨɜ ɢ ɩɪɟɩɨɞɚɜɚɬɟɥɟɣ ɩɨɫɪɟɞɫɬɜɨɦ ɬɟɯɧɨɥɨɝɢɣ ɢ ɫɥɭɠɛ ɩɨ 
ɩɟɪɟɫɵɥɤɟ ɢ ɩɨɥɭɱɟɧɢɸ ɷɥɟɤɬɪɨɧɧɵɯ ɫɨɨɛɳɟɧɢɣ ɦɟɠɞɭ ɩɨɥɶɡɨɜɚɬɟɥɹɦɢ ɤɨɦɩɶɸɬɟɪɧɨɣ 
ɫɟɬɢ ɂɧɬɟɪɧɟɬ.   e-m�&l ɩɪɟɩɨɞɚɜɚɬɟɥɹ ɞɥɹ ɨɩɟɪɚɬɢɜɧɨɣ ɫɜɹɡɢ: peresunko@mgul.ac.ru 

ɉɪɨɝɪɚɦɦɧɨɟ ɨɛɟɫɩɟɱɟɧɢɟ: 

 Office 

ɂɧɮɨɪɦɚɰɢɨɧɧɵɟ ɫɩɪɚɜɨɱɧɵɟ ɫɢɫɬɟɦɵ: 

 ɂɧɮɨɪɦɚɰɢɨɧɧɨ-ɩɪɚɜɨɜɚɹ ɫɢɫɬɟɦɚ «Ƚɚɪɚɧɬ» http://www.garant.ru;  ɂɧɮɨɪɦɚɰɢɨɧɧɨ-ɩɪɚɜɨɜɚɹ ɫɢɫɬɟɦɚ «Ʉɨɧɫɭɥɶɬɚɧɬ ɉɥɸɫ» http://www.consultant.ru; 

 

ɉɪɨɮɟɫɫɢɨɧɚɥɶɧɵɟ ɛɚɡɵ ɞɚɧɧɵɯ: 

 Ɏɢɥɨɥɨɝɢɱɟɫɤɢɣ ɩɨɪɬɚɥhttp://www.philology.ru. 

 Ȼɢɛɥɢɨɬɟɤɚ Ƚɭɦɟɪhttps://www.gumer.info/bibliotek_Buks/Linguist/Index_Ling.php 

 

 

http://www.garant.ru/
http://www.consultant.ru/
http://www.philology.ru/
https://www.gumer.info/bibliotek_Buks/Linguist/Index_Ling.php
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11. ɈɉɂɋȺɇɂȿ ɆȺɌȿɊɂȺɅɖɇɈ-ɌȿɏɇɂɑȿɋɄɈɃ ȻȺɁɕ, 
ɇȿɈȻɏɈȾɂɆɈɃ ȾɅə ɂɁɍɑȿɇɂə ȾɂɋɐɂɉɅɂɇɕ 

ɉɟɪɟɱɟɧɶ ɦɚɬɟɪɢɚɥɶɧɨ-ɬɟɯɧɢɱɟɫɤɨɝɨ ɨɛɟɫɩɟɱɟɧɢɹ ɞɢɫɰɢɩɥɢɧɵ 

№, 
ɩ/ɩ 

ȼɢɞ ɡɚɧɹɬɢɣ ȼɢɞ ɢ ɧɚɢɦɟɧɨɜɚɧɢɟ ɨɛɨɪɭɞɨɜɚɧɢɹ 

1 ɋɟɦɢɧɚɪɵ ɫɩɟɰɢɚɥɶɧɨ ɨɛɨɪɭɞɨɜɚɧɧɵɟ ɚɭɞɢɬɨɪɢɢ ɫ 
ɦɭɥɶɬɢɦɟɞɢɣɧɵɦɢ ɫɪɟɞɫɬɜɚɦɢ, ɫɪɟɞɫɬɜɚɦɢ 
ɡɜɭɤɨɜɨɫɩɪɨɢɡɜɟɞɟɧɢɹ ɢ ɢɦɟɸɳɢɦɢ ɜɵɯɨɞ ɜ ɫɟɬɶ 
ɂɧɬɟɪɧɟɬ; ɩɨɦɟɳɟɧɢɹ ɞɥɹ ɩɪɨɜɟɞɟɧɢɹ ɚɭɞɢɬɨɪɧɵɯ 
ɡɚɧɹɬɢɣ, ɨɛɨɪɭɞɨɜɚɧɧɵɟ ɭɱɟɛɧɨɣ ɦɟɛɟɥɶɸ; ɚɭɞɢɬɨɪɢɢ 
ɨɫɧɚɳɟɧɧɵɟ ɤɨɦɩɶɸɬɟɪɚɦɢ ɫ ɞɨɫɬɭɩɨɦ ɤ ɛɚɡɚɦ 
ɞɚɧɧɵɯ ɢ ɫɟɬɢ ɂɧɬɟɪɧɟɬ; ɫɬɭɞɢɢ; ɤɨɦɩɶɸɬɟɪɧɵɟ 
ɤɥɚɫɫɵ. 

2 ɋɚɦɨɫɬɨɹɬɟɥɶɧɚɹ ɪɚɛɨɬɚ ɛɢɛɥɢɨɬɟɤɚ, ɢɦɟɸɳɚɹ ɪɚɛɨɱɢɟ ɦɟɫɬɚ ɞɥɹ ɫɬɭɞɟɧɬɨɜ; 
ɜɵɫɬɚɜɨɱɧɵɟ ɡɚɥɵ; ɚɭɞɢɬɨɪɢɢ, ɨɫɧɚɳɟɧɧɵɟ 
ɤɨɦɩɶɸɬɟɪɚɦɢ ɫ ɞɨɫɬɭɩɨɦ ɤ ɫɟɬɢ ɂɧɬɟɪɧɟɬ. 
ɋɨɰɢɨɤɭɥɶɬɭɪɧɨɟ ɩɪɨɫɬɪɚɧɫɬɜɨ ɭɧɢɜɟɪɫɢɬɟɬɚ 
ɩɨɡɜɨɥɹɟɬ ɫɬɭɞɟɧɬɭ ɤɚɱɟɫɬɜɟɧɧɨ ɜɵɩɨɥɧɹɬɶ 
ɫɚɦɨɫɬɨɹɬɟɥɶɧɭɸ ɪɚɛɨɬɭ. 

 

 



Утверждена на заседании кафедры К5

«Лингвистика»

Протокол № 9 от 20.04.2022 г.

ЛИСТ ВНЕСЕНИЯ ИЗМЕНЕНИЙ
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ОБЕСПЕЧЕНИЯ И ИНФОРМАЦИОННЫХ СПРАВОЧНЫХ СИСТЕМ, ЧИТАТЬ В
СЛЕДУЮЩЕЙ РЕДАКЦИИ:

10. Перечень информационных технологий, используемых при изучении дисциплины,
включая перечень программного обеспечения, информационных справочных систем и
профессиональных баз данных
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Преподаватель кафедры:
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НЕОБХОДИМОЙ ДЛЯ ОСВОЕНИЯ ДИСЦИПЛИНЫ, ЧИТАТЬ В СЛЕДУЮЩЕЙ
РЕДАКЦИИ:

7. Перечень учебной литературы и дополнительных материалов, необходимых для освоения
дисциплины

Литература по дисциплине:
1. Практикум по культуре речевого общения Учебно-практическое пособие / Апальков В.Г.;
Игнатова Е.В.
2. Практикум по культуре речевого общения по направлению подготовки 04.03.01 Педагогическое
образование Учебно-методическое пособие / Тбоева З.Э.

2). П.10. ПЕРЕЧЕНЬ ИНФОРМАЦИОННЫХ ТЕХНОЛОГИЙ, ИСПОЛЬЗУЕМЫХ
ПРИ ИЗУЧЕНИИ ДИСЦИПЛИНЫ, ВКЛЮЧАЯ ПЕРЕЧЕНЬ ПРОГРАММНОГО
ОБЕСПЕЧЕНИЯ И ИНФОРМАЦИОННЫХ СПРАВОЧНЫХ СИСТЕМ, ЧИТАТЬ В
СЛЕДУЮЩЕЙ РЕДАКЦИИ:

10. Перечень информационных технологий, используемых при изучении дисциплины,
включая перечень программного обеспечения, информационных справочных систем и
профессиональных баз данных

Программное обеспечение:
- OpenOffice

Преподаватель кафедры:
Пересунько Е.А., старший преподаватель, peresunko@bmstu.ru
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1). П.7. ПЕРЕЧЕНЬ ОСНОВНОЙ И ДОПОЛНИТЕЛЬНОЙ УЧЕБНОЙ ЛИТЕРАТУРЫ,
НЕОБХОДИМОЙ ДЛЯ ОСВОЕНИЯ ДИСЦИПЛИНЫ, ЧИТАТЬ В СЛЕДУЮЩЕЙ
РЕДАКЦИИ:

7. Перечень учебной литературы и дополнительных материалов, необходимых для освоения
дисциплины

Литература по дисциплине:
1. Практикум по культуре речевого общения Учебно-практическое пособие / Апальков В.Г.;
Игнатова Е.В.
2. Практикум по культуре речевого общения по направлению подготовки 04.03.01 Педагогическое
образование Учебно-методическое пособие / Тбоева З.Э.

2). П.10. ПЕРЕЧЕНЬ ИНФОРМАЦИОННЫХ ТЕХНОЛОГИЙ, ИСПОЛЬЗУЕМЫХ
ПРИ ИЗУЧЕНИИ ДИСЦИПЛИНЫ, ВКЛЮЧАЯ ПЕРЕЧЕНЬ ПРОГРАММНОГО
ОБЕСПЕЧЕНИЯ И ИНФОРМАЦИОННЫХ СПРАВОЧНЫХ СИСТЕМ, ЧИТАТЬ В
СЛЕДУЮЩЕЙ РЕДАКЦИИ:

10. Перечень информационных технологий, используемых при изучении дисциплины,
включая перечень программного обеспечения, информационных справочных систем и
профессиональных баз данных

Программное обеспечение:
- OpenOffice

Преподаватель кафедры:
Пересунько Е.А., старший преподаватель, peresunko@bmstu.ru


