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1. HACIIOPT ®OHIA OIIEHOYHBIX CPEACTB

B pesynbraTe uzydeHus: mucuuiuinibl « MTHOCTpaHHBIN A3BIK» 00y4YaroIIuiics, B
cooTBeTcTBUM ¢ DenepaibHbIM TOCYAapCTBEHHBIM 00pa30BaTENIbHBIM CTaHIAPTOM
Boiciiero ooOpaszoBanus (PI'OC BO) mno HampaBieHUIO TMOATOTOBKH HAay4YHO-
nenarornyeckux kaapo B acnupantype 19.06.01 «IIpombinuieHHass 3KOJIOTUS U
ouotexHojorun» HampaiaeHHOCTH (Tpoduito) 05.18.05 «TexHomnorus caxapa u ca-
XapUCTBIX TPOJYKTOB, Yasi, Tabaka U CyOTpONMMUECKUX KYJIbTYp» BbIpaOaThIBAET Clie-
p13% {011 (H

YHHUBepcajibHble KOMIIETEHINU:

— TOTOBHOCTHh YYacCTBOBaTh B Pab0OTE POCCHUICKUX W MEXKIYHAPOIHBIX HCCIIE-
JOBATEIHCKUX KOJIJIEKTUBOB IO PEIICHUI0 HAYYHBIX M HaYyYHO-00pa30BaTEIbHBIX 3a-
naud (YK-3);

— TOTOBHOCTh HCHOJIB30BaTh COBPEMEHHBIC METOJbl M TEXHOJOTUU HAyYHOU
KOMMYHHUKAI[MH Ha TOCYIapCTBEHHOM U MHOCTpaHHOM si3bikax (YK-4).

[Tacriopt (oHIa OIEHOYHBIX CPEACTB AUCHUILTUHBI «HOCTpaHHBIA SI3BIK»
IpeacTaBieH B Tabauie 1.



[TacriopT hoHIa OIIEHOYHBIX CPEJCTB AUCHMUILUTHHBI « ITHOCTpaHHBIN SI3BIK)

Tabmura 1

Ne pazpena KoHnTpoJsmpyemsie HaumeHoBaHnue
AMCHHUIINHBI pa3zaeJibl Kox konTposupyemoi OLIEHOYHOI'0 CPeACTBA
AUCHUILINHBI KOMIIeTeHIIUH TeKy LU NPOMEKYTOYHBIH
KOHTPOJIb KOHTPOJ1b
1 2 3 4 5
AHIVINHCKHUI SI3BIK
1 DyHKIMOHAJBHBIE CTWIN peud. Hay4uHbIil CTUIIb peyn. VK-3. VK-4 [TonroroBka kpatkoi
’ AHHOTAIlUU
2 Oco0OeHHOCTH HAy4yHOro CTWJISI IIPU YCTHOM M NHCbMEHHOM .
ya pry VK-3, VK4 VY CTHBIN TOKIIAI
OOIICHHH.
3 [TonHblil ¥ HemoONHBINA cTHIKM pedd. OCHOBHBIE OCOOEHHOCTU .
N o [Tonroroska kpaTkoin
aHIJIMICKON apTUKYJIALMOHHOM 0a3bl. bpuTtanckoe crannapt- VK-3, YK-4 AHHOTALIHN
HOE IPOU3HOILICHUE
4 OcCHOBHBIE MHTOHALIMOHHBIE MOJENU OpPUTAHCKOTO BapHaHTa
. Pemenue
AHIJIMHCKOTO S3bIKA B COIIOCTABJIICHUU C aMEPUKAHCKUM Bapu- VYK-3, YK-4
CUTYallMOHHBIX 3a/1a4
AQHTOM.
) Puropuueckue cpeicTBa JIOTMYECKOTO BbIAENIEHUs Haubosee .
p P VK-3, YK-4 VYcrHbIl onpoc
Ba)XHbIX yacTei coobmenus. Ilayssl. I3mMeHeHne TeMna peun Bonpocsl k 5k3amMeny
6 BoicTynnenune ¢ gokmagom U jekuued. OcoOeHHOCTH CTHIIA VK-3. VK-4 Ob6cyxnenue
JIOKJIaJa ¥ JIEKLIMU Ha AHIVIMHCKOM SI3BIKE. ’ 3aJJaHHOH MPOo06JIEeMBI
7 [TpesenTanus. OcHOBHBIE IPaBUJIA YCIIEIIHON IIPE3EHTALINH. VK3, VK-4 [Toaroroska
’ KPaTKOTO COOOIIECHHS
8 Yucnurensheie. IlpeacraBnenue uudpoBoil mHbopmanuu B VK-3. VK-4 ITogroroBka kpaTkon
rpadukax u AuarpaMMax. ’ aHHOTAllUU
9 [TocTpoeHne mpe3eHTaluuu: BCTYIUIEHHE, OCHOBHAs 4acTb, 3a-
KJIFOUHUTEIIbHAS 4acTh. PUTOprYeckue npuéMsl BIMSHUA HA ay- YK-3, YK-4 VYeTHBII onpoc
JUTOPHUIO.
10 CoBpemennble (HOpMBI J0KIaAa U JIeKIuU. Bo3moxHOCTH HC- VK3, VK-4 Pemenue
M

MI0JIb30BaHUS HAIJISIHOMN I/IH(bOpMaI_II/II/I.

CUTYAllMOHHBIX 3a1a4




[Tponomxkenue Tadauibl 1

1 2 3 4 S)
11 ['pammaTHueckne OCOOEHHOCTH YCTHOTO HAYYHOT'O CTHIISL. VK3, VK-4 Pemenue
Bpemennubie GopMbl 17151 BBIpQKECHHS HACTOSIIIIETO ’ CUTYAIIMOHHBIX 3aJ1a4
12 Bpemennsie Gopmbl 7151 BeIpaykeHUs Ipoiueamero. Beipake- Pelere
HUE TPOIIEAIIETO B CIOXHBIX MPEIJIOKEHUSIX C COH3aMHU- VK-3, VK-4
CUTYaIIMOHHBIX 3a]1a4
napeunssmu before, after.
13 Bpemennsie dhopMbl 118 BeIpakeHus Oyayuiero. Jpyrue cmo- VK-3. VK-4 Pemenue
coOBbI BBIpaKEHUS OYIYIIETO. ’ CUTYallMOHHBIX 3a7a4
14 MopanbHbIe TJ1arojbl B OCHOBHBIX 3HAUEHHUAX: JOKEHCTBOBA-
Pemenue
HUA, CHoCOOHOCTH, paspeuieHus. [lepeBos nurepaTypsl 1Mo VK-3, YVK-4
CUTYallMOHHBIX 33734
CHEINAIBHOCTH
15 MopanbHbie THaroisl i BbipakeHus: comHeHus. Cocnara- Pewmere
TelnbHOE HakyIoHeHHe. [lepeBoj auTepaTypsl O CHEIHATBHO- YK-3, YK-4
o CUTYaIIMOHHBIX 337124
Bonpocsl k sk3ameny
16 [Ipoctblie u cnoxHbie npeanoxenus. [lpunarounsie ycinoBus u Pewmere
BpeMenu. KocBennas peub. [IpaBuio coriiacoBanusi BpeMEH. VK-3, YK-4
CUTYaIlMOHHBIX 33]1a4
IlepeBoa nuTepaTyphl MO CIEHIUATIBHOCTH
17 ['pamMmmaTruecke O0COOCHHOCTH MUCHbMEHHOM HAay4YHOW PEYH.
Crpanarenshblii 3anor. MHpuauTHBHBIE 000pOTHL. ITpHyact- YK-3, YK-4 YeTHBIN onpoc
HbIe 000poTHI. [lepeBos muTepaTyphl MO CIENHATIBHOCTH
18 Jlexcuyeckne OCOOEHHOCTH AHTJIMKWCKOTO HAYYHOTO TEKCTa.
OO6menayyHasi JeKCHKa, akaJeMUdecKas JEKCUKa, HaydyHas U
aKaJeMUYecKas TEPMUHOJIOTHS. Y CTOMYMBBIE CIIOBOCOYETAHUS VK-3, YK-4 YcTHBIi onpoc
u kumre. JlaTuHCKue cioBocoueTanus U abopeBuarypsl. Ha-
MMCAaHNE JJOKJIa1a HAa aHTJIMIICKOM SI3BIKE.
19 CunTakcuueckne 0COOCHHOCTH HAydyHOTO TekcTa. Jlenenue Ha
i a YK-3, VK-4 [Toaroroska pedepara

3.63EU_UJI. CB}ISyIOIJ_[I/Ie CJIOBA. KOMHOBI/II_II/IH HaquOﬁ CTaTbu.




[Tponomxkenue Tadauibl 1

2 3 4 5
20 Buasl npuaaToOYHbBIX IPENIOKEHUM. Y CTYNHUTENbHbIE NPUIaA-
TouHble npemyoxenus. [Ipunarounsie oTHOcHUTENbHBIE. OCO- YK-3, VK-4 TectupoBanue
OCHHOCTH aHTJMHCKON MyHKTYaIUH.
Hemenkuii si3pIK
1 OyHKIHUOHAIbHBIE CTUIM peun. HaydHblil CTHIIB peun. VK-3. VK-4 [ToaroroBka kpatkoit
’ aHHOTaIllNHU
2 Oco0eHHOCTH HAy4yHOro CTWJISI NPU YCTHOM U NHCbMEHHOM VK-3, VK-4 VCTHBIH TOKIAT
oO01eHn .
3 OcHoBHBIE 0COOCHHOCTH NMPOU3HOILICHUS B HEMEILIKOM SI3BIKE. VK3, VK-4 [ToaroroBka kparkoit
’ aAHHOTAITUU
4 OCHOBHbBIE MHTOHALIMOHHBIE MOJIENI: UHTOHALMS NTOBECTBOBA- .
. [ToaroroBka kparkoit
TEJIbHOTO, BOIIPOCUTEIBLHOIO MPEJIOKEHUN BceX BUIOB. CHH- VK-3, YK-4
TarMalus B HeMelKoM si3bike. [lay3bl. aHHoTaniH
5 PI/ITOpI/I‘IeCKI/Iev CpeZACTBa JIOTHYECKOIO BBIAEICHUsS HauOoisee VK-3, VK-4 Vermsii ompoc
Ba)XHBIX YacCTeil cCOOOIICHMSI.
6 Jloknman w jekmus: 0COOCHHOCTH CTHUIS JOKJIaua M JICKIIHH B VK3, VK-4 OOGcyxaeHue
HEMELIKOM SI3bIKE — OCHOBHBIE CTUJIMCTUYECKHUE CPECTBA. ’ 3aJIaHHOM MPOOIEMbI
" Bormpocsl k ok3aMeny
7 [Ipe3entanus. OCHOBHBIE ITpaBUiIa YCIEIIHON MPE3EHTALIUH. VK3, VK-4 [ToaroroBka KpaTkoro
’ COOOMIeHNUS
8 Yucnurensusle. IlpeacraBnenune uudpoBoil mHpopmanuu B VK-3. VK-4 IToaroroBka KpaTkoi
rpadukax u AuarpaMmax. ’ aHHOTAIHN
9 Komno3umus npe3eHTanuu: BCTYIJIEHUE, OCHOBHAsI 4acTh, 3a-
KITFOYUTENbHAs 9acTh (BBIBOJBI, OlleHKa) OCHOBHBIE OLITHOKHU YK-3, YK-4 VYcTHbIl onpoc
MIPU COCTABJICHUH MPE3CHTALINH.
10 CoBpemennble (HOpMBI J0KIaAa U JieKIuu. Bo3mMoxHOCTH HcC- VK-3. VK-4 Pewenne
MOJIb30BAHUS HATIIATHON WH(MOpMAIINK. ’ CUTYAIIMOHHBIX 3aJ1a4
11 ['paMmaTHyeckue OCOOCHHOCTH YCTHOTO HAy4YHOTO CTHIISAL. VK3, VK-4 Pemenune
BrIpakeHue HacTOSIIEro BpeMEHHU. ’ CUTYaIlMOHHBIX 3a/1a4
12 Bripaxkenue npomresmero BpeMeHu. OCHOBHbBIE OCOOCHHOCTH VK3, VK-4 Pemenune
)

ucnonp3oBanus Prateritum. Perfekt u Plusquamperfekt.

CUTYAallMOHHBIX 3aJ1a4




[Tponomxkenue Tadauibl 1

2 3 4 5
13 Ob6pa3zoBanue Oyaymiero BpemMeHH. CrOCOOBI BBIPayKEHHUS VK-3. VK-4 Pemenne
OyAyIIero B HEMELKOM SI3bIKE. ’ CUTYallMOHHBIX 33Ja4
14 MoganpHble I1arojsl B UX OCHOBHBIX 3HAYEHMAX: JOJI-
Pewenne
JKEHCTBOBAHHUSI, CIIOCOOHOCTH, pa3peIieHusI. VK-3, VK-4
CUTYallMOHHBIX 3aJa4
ITepeBost iuTepaTyphl MO CIEHUAIBHOCTH
15 OO6pa3oBaHre W UCIIOJIH30BAHUE COCIAraTeIbHOrO0 HaKJIO- VK-3. VK-4 Pemenue
HeHusl. [lepeBost inTepaTyphl 0O ClIEHUAIBHOCTH ’ CUTYallMOHHBIX 3aJa4
16 [TpocTeie u cnoxHble npemiokeHus. Cl0KHOCOUNHEHHBIE
N Pemenue
U CIIO)KHONOAYMHEHHBIE npenioxkenus. [lepeBox nuTepa- VK-3, YK-4
CUTYallMOHHBIX 3a7a4
TYpBI 110 CTIEIUATIBbHOCTH
17 CrpanarenbHbiit 3anor. Mapunutueabie 000poThl. [Ipuya- .
paa ¢ P p VK-3, VK-4 YcTHbIN onpoc
cTHBIe 000poTHI. [lepeBos auTepaTyphl O CIEMUATBHOCTH
Bomnpocs! k 3k3ameny
18 Jlekcuueckue 0coOEHHOCTH HaydyHOro ctuis. OOuieHayy-
Hasl JIEKCHKaA, aKaJieMU4yecKas JEeKCUKa, HayyHas U aKaje-
MHUYECKass TEPMUHOJIOTHUA. Y CTOMYUBBIE CIIOBOCOYETAHUS VK-3, YK-4 YeTHBIN onpoc
u kiume. JlaTuHckue cioBocoueTaHusi M abOpeBUATYpHI.
Hanucanue JOKJ1a1a Ha HEMEIKOM SI3bIKE.
19 Cuntakcuyeckne OCOOCHHOCTH HaydyHOTO Tekcrta. Jlerne-
HUe Ha ab3aupl. Cssyromme ciaoBa. Kommosunus Hayuy- VK-3, YK-4 ITonroroska pedepara
HOM CTaThH.
20 Buasl nmpuaaTodHbIX NpPEJIOKEHHUH: NpUAaTOYHbIE J0-
NIOJTHUTENbHBIE, BPEMEHH, NMPUYNHBI, YCIOBHS, IENH, OT-
» BP > 1P Y/ ’ ’ VK-3, YK-4 TectupoBanue

HOCHUTCJIBHBIC MTPUIATOYHBIC ITPCATIOKCHUA. OcoOeHHOCTH
HEMEIIKOH ITYHKTYyaluu.




KonTtpones ocBoenus nucuuninuibl « MTHOCTpaHHBIN SA3BIK» ITPOBOAUTCS B COOT-
BeTCTBUHU C «llonoxkeHnem o Mmopsake NpoOBEACHUS TEKYIIETO KOHTPOJIA YCIIEBAEMO-
CTH U MPOMEXKYTOUYHON aTTecTallud OOYYarOMIMXCS MO MporpaMMam MOJATOTOBKH Ha-
y4HO-TIegarorunyeckux kaapos B acuupanrype ®I'bHY BHUUTTU».

OueHnBaHKe pe3yabTaTOB MPOBOAMUTCS C MOMOIIBIO IIKAJT OLEHKH, IPUBEICH-
HBIX B Ta0aMIE 2.

Tabmura 2

[Mxans! OLCHKHN PC3YyJIbTAaTOB O6y‘-ICHI/I$I N OCBOCHUA NHUCIHUIIIIMHBI

Bua ouenouHoro cpeacrsa

dopMa TeKyLIero KOHTPOJIs
yCIeBaeMOCTH, IPOMEKYTOY-
HOW M UTOTOBOM aTTecTalnu

MIxaja oneHKHu

Texkymnii KOHTPOJIb YCIIEBAEMOCTH

TecTbl MO pa3aeny TUCITUTUIMHBI

TGCTI/IpOBaHI/Ie IIHMCBbMCHHOC
HJIN C UCIIOJIb30BAHUEM IIPO-
I'paMMHBIX CPCIACTB HaA IIPAKTHU-
YCCKOM 3aHATHUU

100-nporieHTHAs 1IKaIa

Bomnpocs! s Tekyiero KoHTpo-
JIs1 110 pa3ziely AUCUUTIIHHBI

[TuceMeHHBI 1100 YCTHBIN
ONPOC Ha IPAKTUYECKOM 3aHS-
TUU

JIByxOanibpHast mKana

WuauBuayanbHble TeMbI pedepa-
TOB I10 3aJJTaHHOM TEMATHKE

Y CTHBIN TOKIa]] HA IPaKTH4e-
CKOM 3aHSITUU U €r0 00CyXie-
HHE

YerpipéxOamipHas mKaia

JIMCKyCCUOHHBIE TEMBI JJIS1 TTPO-
BEJICHHS KPYTJIOTO cTONa (AMUCITY-
Ta, 1e06aTOB, MMOJIEMHUKHN)

OOcyxaeHue 3a1aHHON TIPO-
OJIeMBI U CIOPHBIX BOTIPOCOB
10 pa3fenry QUCLUILINHEL Ha
MIPAKTUYECKOM 3aHSATUU

JIByxOamibpHas mKkana

Ornucanue pa3TUIHBIX TIPOU3BO/I-
CTBEHHBIX CUTYaIlUil (KeiChl)

Pemrenne CUTYalMOHHBIX 3a1a4
Ha INPAKTUYCCKOM 3aHATUN

JIByxOanmibpHas mKana

WNHauBunyanbHbIE pa3HOYPOBHE-
BbIE 3a/1aHNUs (BKJIIOYasi TUIIOBBIE
C BapUaHTaMU PELICHUS)

Pemenne pa3HOypOBHEBBIX 3a-
Jla4 Ha PaKTUYECKOM 3aHATUH

YerbipéxOaribHas IKaia

WNuauBuayallbHbIE 3a1aHUS pac-
YETHOT'O TUIIA, KOHTPOJIbHBIE pa-
00THI (BKIJIIOYAs TUIIOBBIE C BapH-
aHTaMH pelIeHNUs)

3ammTa KOHTPOJIbHOM paboThI

YetsipéxOaibHas mKana

“pOMe)KyTO‘lHaﬂ arrecranus

BOHpOCBI K 5K3aMCHY

DK3aMeH

YetsipéxOarbHas mKana

Kancz[a;[ IIKaJIa OOCHKHW BKIIOYACT KPUTCPHH, HAa OCHOBC KOTOPLIX BBLICTABJIA-

I0TCS OlleHKH (Tabnwuia 3).




Tabmuna 3

KpI/ITCpI/II/I BBICTABJICHUSA OLICHOK ITDU IIDOBCACHUHU TCKYIIICT'O KOHTPOJIA
)41 HpOMG)I(YTO‘{HOﬁ aTTcCTalln

IxkaJaa oueHKH

Onenka

Kpurepuii BbicTaB/IeHUSI OLEHKHU

1

2

3

100-mponieHTHAS
[IKaJjia

OTJIMYHO

85-100 %% npaBUILHBIX OTBETOB

XOpOLIO

65-84 %% TNpaBUIBLHBIX OTBETOB

YJIOBJIETBOPUTEIILHO

40-64 %% npaBUIBHBIX OTBETOB

HEYIAOBJICTBOPUTEIIEHO

MeHee 40 % npaBUIbHBIX OTBETOB

JIByx0OainbHas
HIKaja

3a4TCHO

BrinosHeHno

HE 3a4TCHO

He BrInomneno

YetsipéxOamnbHas
IIKanza

OTJIIMYHO

AcnupaHT TIIyOOKO W MPOYHO YCBOMIJ BECh IMPO-
IrpaMMHBIM MaTepuall, HCUePIbIBAIOIIE, IOCISI0Ba-
TEJIPHO, TPAMOTHO ¥ JIOTUYECKH CTPOHHO €ro m3Jja-
raeT, TECHO YBSI3bIBACT TEOPHUIO C MPAKTUKOH. Ac-
HI/IpaHT HC 3any,I[H$[€TC$I C OTBCTOM HpI/I BHUIOMN3-
MEHEHHUH 3aJIaHus, CBOOOTHO CIpaBIsAETCS C 3aja-
yaMHu, 3aJJaHUsIMU U IIpyFI/IMI/I BHUIaMU HpI/IMeHeHI/Iﬂ
3HAHHUM, MOKA3bIBAE€T 3HAHMS 3aKOHOJATEIBLHOIO U
HOpMaTI/IBHO-TeXHI/I‘-ICCKOFO MaTepI/IaJIOB, HpaBI/UH)-
HO OOOCHOBBIBACT IPHHSATHIC PEIICHHUS, BIIAJCET
paBHOCTOpOHHI/IMI/I HaBbBIKAMU U HpI/IeMaMI/I BBIITOJI-
HEHMsI TPAKTUYECKUX Pa0bOT, OOHAPYKUBAET yMe-
HHE CaMOCTOSATEIbHO 0000IIaTh W M3jIaraTb Mare-
pua, He TomycKas OIIHOOK.

XOpOLIO

AcnHMpaHT TBEpAO 3HAET NMPOTPAMMHBIN MaTepuall,
IPaMOTHO U IO CYILECTBY M3JIaraer €ro, He J0Iyc-
KaeT CYHIECTBEHHBIX HETOYHOCTEN B OTBETE Ha BO-
IIPOC, MOXET IPaBUIBHO IPUMEHATH TEOpETUYE-
CKHE TOJIOXKEHHS U BIIaJieeT HEOOXOJUMbIMU HABBI-
KaMH IIPY BBIIIOTHEHUH IIPAKTUYECKUX 3aJaHUN.

yJI0BJIETBOPUTEIILHO

AcCIHpaHT yCBOWJI TOJIBKO OCHOBHOM MaTepHall, HO
HE 3HAET OTACIIbHBIX JETAJICH, TOMYyCKAaeT HETOYHO-
CTH, HEJOCTAaTOYHO NpPaBWIbHbIE (DOPMYIHPOBKH,
HapylaeT MOCIEA0BaTENIbHOCT B U3JI0KEHUU IIPO-
IPAMMHOI0 MaTEpHUAJIa U UCIIBITHIBACT 3aTPyIHEHHUS
B BBINIOJIHCHUY IIPAKTUYECKUX 3aJaHUN.

HEYAOBJICTBOPUTECIIEHO

AcCNHMpaHT HE 3HAET 3HAYMUTENIIBHOM YacTH Ipo-
IPaMMHOI'0 MaTepuaja, JOIYCKAaeT CYLLIECTBCHHBIC
OLMOKH, ¢ OOJIBIIUMH 3aTPYAHEHUSIMHU BBIIOJTHSAET
MPaKTUYECKHE PaOOTHI.

OILICHKH «HE 3a4TEHO», «HEYIOBICTBOPHUTEIBHO» CTABATCS TAKXKE B CIydasX,
€CII acIUPaHT HE MPHUCTYIAal K BBHITIOJHEHUIO 3aJaHUs, a TAK)Ke MPU OOHAPYKCHHUU
CIICAYIONINX HAPYIICHWIA: CIIMChIBAHUE; TUIAaruart; (hanbcuuKanus JaHHBIX U PE3YIib-
TaTOB PaOOTHI.



2. TEKYIIIUI KOHTPOJIb

Texkymuid KOHTPOJIb MO JUCHUIUIMHBI «IHOCTpaHHBIN SI3BIK» ITO3BOJIAET OLE-
HUTb CTENEHb BOCIPHUATHS y4eOHOro Marepuaga v MPOBOAUTCA JJI OLIEHKU Pe3yilb-
TaTOB U3YUYEHUS pa3/IeNoB (TEM) JUCLMUILIUHBIL.

Texymmii KOHTPOJIb MPOBOAUTCS B (POPME YCTHOTO ONPOCA, MUCBMEHHOTO TEC-
TUPOBaHUs, MOATOTOBKU pedepara, 0OCYXKIEHHUS 3aaHHOW MPOOJIEMBbl M CIIOPHBIX
BOIIPOCOB I10 Pa3feily AUCLUIUIMHBI, PEIICHHUs CUTYallMOHHBIX 3a/1a4, PELICHUs pas-
HOYPOBHEBBIX 337a4 U Jp.

2.1. YcTHblii onpoc

OnHoit u3 GopM TEKYIIEro KOHTPOJIS SIBISIETCS YCTHBIH OMPOC, OICHWBAHUE
KOTOPOTO MPOUCXOJUT IO ABYXOauTbHOHN mikane. OTBET acmupaHTa JOHKCH Mpe-
CTaBJIAITh COOOI CBSI3HOE, JIOTMYECKH IOCJIEAOBATEILHOE COOOIIEHHE Ha 3aJaHHBIN
BOIIPOC, TIOKa3bIBaTh €ro YMEHHE MPUMEHSITh ONPEJICIICHUs, MPpaBujia B KOHKPETHBIX
CITyJasx.

TabOmuma 4

Kpurepun olieHHUBaHUSI OTBETOB HA BOIPOCHI ISl YCTHOTO (MTMCBMEHHOTO) OIpoca

HIxaJja oneHKH Onenka Kpurepuii BbicTaBJIeHUS OLIEHKH
3a4TECHO Brimmonneno
JIByxOaibpHas 1mKana
HE 3a4TEeHO He BrImmosmHeHO

2.2. Kparkasi aHHOTAIIMA

AHHOTaIMs JOJDKHA COJIEpKaTh Ha3BaHUE CTAaThbH, YKa3aHHE 00JIaCTH 3HAHMS,
10 KOTOPOM JJaHHasi CTaThbsl HamucaHa, HEe MeHee 150 CJIOB oTpa)karolnX OCHOBHOE
coiep>KaHUE CTaTbU, BHIBOIBI.

CrpykTypa aHHOTALIMH:

1. Ha3Banwue cTaThbH.

2. HanmenoBanue 00J1acTH WM paszena 3HaHUSA, TI0 KOTOPOM JaHHAs CTaThs
BBITIOJIHCHA.

3. ' maBHast MBICJIb CTATHH.

4. UznoxeHue coiepkaHusi B IMOCIEIOBATEIBHOCTH cTaThu (He MeHee 150
CJIOB).

5. BbIBOZBI aBTOPA, COJIEPKALIUECS B 3aKIIOUECHNUH.

Kputepun orieHMBaHUsST aHHOTAIIUN

OlieHKa OTJMYHO CTaBUTCS, €CJIM: AHHOTAIIUS TIOJIHOCTBIO OTBEYAeT TpeOoBa-
HUSM HaIMCaHMUS B COOTBETCTBUM C TEKCTOM OpUTHMHaa. T€KCT aHHOTAaIllMU HE CO-
JEPKUT TPAMMATHYECKUX M CTUIMCTHYCCKUX OIMMOOK. TepMHUHOIOTHS UCIIOIb30BaHa
MPaBUWIBHO U €IMHOOOPA3HO.

OneHka XOpo1Io CTaBUTCS, €CJIM: AHHOTAlUA B LIEJIOM OTBeYaeT TpeOOBaHUIM
HaIKMCaHUsl B COOTBETCTBUU C TEKCTOM OopuruHajia. JlomyckaeTcs ogHa rpaMmaTHye-
CKasl W CTUJMCTUYEcKas omuoOka. MIMeroTcs HecyleCTBEHHbIE MOTPEITHOCTH B HC-
MOJIb30BAHUU TE€pMUHOJIOTHH. [TapamMeTphbl HCXOIHOTO TEKCTa B OCHOBHOM aJI€KBATHO
MepeIaHbl.
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OueHka ya10BJeTBOPUTEIbHO CTABUTCS, €CIU: AHHOTAIUSI COJAEPKUT IpamMma-
TUYECKHUE U CTHIIMCTUYECKUE OmUOKH. [1moxas «uuTabenbHOCTh) TEeKCTa aHHOTAIUU
3aTPyAHSIOT ee NMoHuMaHue. [Ipu Hamuca HUM aHHOTAllUU HE COOJIIOJICH MPUHIIUIL
eanHooOpasus. Mimerorcs Hapyiienus B hopMe NpeabsiBICHUS TEKCTa aHHOTAIUH.

OrneHka HeyJ0BJIEeTBOPUTEJIbHO CTaBUTCS, €CJIM: TEKCT aHHOTALIMKU COJIEPKUT
MHOTO IPaMMaTHYE€CKUX M CTHJIMCTHUYECKHX OIIMOOK. I'pyObie HapyiieHus B ¢popme
MPEAbABICHUS TEKCTa aHHOTAIIMH.

2.3. Pedepar

Pedepar — kparkas 3amuch uaeH, COASPKANIUXCS B OJHOM WU HECKOIBKUX
HMCTOYHHKAX, KOTOpasi TpeOyeT YMEHHsI COTIOCTABJIATh U aHAJTU3UPOBATH PA3INIHBIC
TOYKH 3peHus. Ero 3amauamu SBISIOTCS:

— ¢GopMHpOBaHHNE YMEHHH CaMOCTOSITEIHHOW PabOTHI acMpaHTa C WCTOYHHU-
KaMH JINTEepaTyphl, UX CUCTEMaTH3aIINS;

— pa3BUTHE HABBIKOB JIOTUYECKOTO MBIIILJICHUS;

— yIIIyOJICHHE TEOPETUUECKUX 3HAHUM 10 MPpoOIIeMe UCCIIET0OBAHMS.

PedepupoBanue npeamnonaraeT U3a0KeHUE KaKOro-inOo BOIMpoca Ha OCHOBE
KJaccudukanyu, o000IIeHHs, aHAJIN3a U CUHTE3a OJHOTO WJIM HECKOJIbKUX UCTOYHU-
KoB. TekcT pedepara HOMKEH COJEpkKaTh apryMEHTUPOBAHHOE M3JIOKEHUE OIpee-
JIEHHOU TEMBI.

[To nucummiune «IHOCTpaHHBIN S3BIK» pedepar COCTaBISAETCSA 0 JIUTEpaType,
MPOYUTAHHON HAa HHOCTPAHHOM SI3bIKE TIO TEME JIMCCePTAIUH.

O6bem pedepara — 15 neuarnsix crpanuil 12 keraem uepes 1,5 uatepnana.

CrtpykTypa pedepara:

1. TUTYNBHBIN JIUCT.

2. Coneprkanuie pabOThl C yKa3aHUEM CTPAHMI] KAXJIO0TO pasjelia, mojapasesa
(TMyHKTA, TIOJIITYHKTA).

3. Beenenune — nznaraeTcs 1eab 1 3a1a9u padoThl, 000CHOBAaHUE BHIOOPA TEMBI
U e€ akTyabHOCTb. O0BEM: 1-2 CTpaHUILIBI.

4. OcHOBHas 4acCTh — TEKCTOBOE M3JIOKEHHUE MaTepuasa, pa30ouToe Ha pa3feibl,
Mo/Ipasiesbl (ITYHKTHI, TIOITYHKTHI) ¢ HEOOXOIUMBIMHU CCHIJIKAMHA HA UCTOYHUKH, WIC-
MOJIb30BAaHHBIC aBTOPOM. B OCHOBHOW 4WacTW W3MaraeTcs TOYKa 3PECHHS aBTOpa Ha
OCHOBE aHaJn3a JIUTEepaTypsl 1o npoodseme. O0bEM: 12-15 cTpanui.

5. 3akmoueHne — (OPMHUPYIOTCS BBIBOABI M TPEHJIOKECHHS. 3aKIIOYCHUE
JOJDKHO OBITh KPATKUM, YETKUM, BBIBOJIBI JOJIKHBI BBITEKATh U3 COJEPKaHUSI OCHOB-
Hol yacTu. O0BEM: 1-3 cTpaHHITBI.

6. CIuCOK MCTIIOJIb30BAaHHOM JTUTEPATYPHI.

7. Ilpunoxenus.

[Tpunoxenus sBISIOTCS HEOOA3aTEIBHONW YacThiO pedepaTa U 3aBUCAT OT Te-
MaTuku pedepata. [IpuaokeHuss MOTYT COJIepKaTh JOKYMEHTBI, TaOIHIIBI, JHArpaM-
MBI, TPapUKH, WLTIOCTPAIINHA, CXEMBI U T. 1. [IpuioskeHHs pacmoiararoTcs Mmocie/1o-
BaTeJIbHO, COTJIACHO pa3zenam (TMojipasaesiaM), OTpakaroluM UX COJep KaHue.

Pedepart odopmiisiercs B COOTBETCTBUU C:
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— I'OCT 7.32-2001 «Cuctema crangapToB no uHbopMaiuu, ONOINOTEUHOMY
U u3gaTenbckomMy neny. OTueT o HaydHO-HMCClIeoBaTeabckoil padore. CTpyKTypa u
npaBuiia 0hOpMIICHUS» — ONPEIENISICT CTPYKTYPY OGOPMIICHHSI, a TAaK)Ke YCTaHABIIH-
BaeT MpaBujia HAMMMCAHUS OTYETa 00 MCCIIEI0BaTEIbCKOM HAydYHOU paboTe.

— T'OCT 7.1-2003 «Cuctema cranaapToB o uHpopmaim, OudIMOTeUHOMY U
u3narenbckoMy naeny. bubmmorpadudaeckas 3amuch. bubnuorpaduueckoe omucanue.
OO6mme TpeOoBaHUS W TIPaBUIIA COCTABJICHUSY — MPEIBSIBIISACT MpaBwiia mo odopmiie-
HUIO0 OMOMHOrpaduIecKOi 3aMMCy UIN OTUCAHMUS.

— I'OCT 7.82-2001 «Cuctema crangapToB no uHbopMaiuu, ONOINOTEHHOMY
U u3gatensckomy neny. bubmuorpadudeckas 3anmch. bubnmorpaduueckoe ommca-
HUE DJIEKTPOHHBIX pecypcoB. O0mue TpeOoBaHMs U MpaBUIa COCTABICHUS» — yCTa-
HaBJIMBACT HOPMATHUBHI IO OPOPMIIEHHUIO ANEKTPOHHBIX PECYpPCOB B pedeparte.

Pedepar ouenuBaercs npenoaaBaresneM UCX0Asl U3 YCTaHOBJIEHHBIX KPUTEPUEB
(Tabmuma 5).

Tabnuna 5
Kpurepun onienuBanus pedepara
Ornenka Onucanue
5 «OTIIMYHO» — BO BBCJACHHEC YCTKO C(I)OpMy.]'II/IPOBaH TE3UC, COOTBGTCTBYIOH_II/Iﬁ

TEME 3cCe, BHINOIHEHA 33/1a4a 3aMHTEPECOBATh YU TATENS;
— JIeTIieHHe TEeKCTa Ha BBEACHHE, OCHOBHYIO YaCTh U 3aKIIOYCHHE

— B OCHOBHOM YacTH JIOTUYHO, CBSI3HO W TMOJIHO JIOKA3bIBAETCS BBI-
JBUHYTHIIN TE3HC;

— 3aKIIIOYCHHUE COJACPKHUT BBIBOJBI, JIOTUYHO BBITCKAIONINE M3 CO-
JIEpaHNUsI OCHOBHOM 4acCTH;

— TpaBUIBHO (YMECTHO U JOCTAaTOYHO) HCIIONB3YIOTCS Pa3HO00-
pa3HbIe CpPEe/ICTBA CBA3H;

— JIEMOHCTPUPYET IOJHOE IMOHMMaHue mpobiembl. Bce Tpebora-
HUS, TIPEBSIBIISIEMBIC K 33JaHUIO BBITTOJIHCHBI.

4 «xopouio» — BO BBEJCHHME YETKO C(HOPMYJIHPOBAH TE3HUC, COOTBETCTBYIOLIUI
TEME 3cce, B U3BECTHOM Mepe BBINOJIHEHA 3a/1a4a 3aMHTEPEcOBATh
YUTATEIS;

— B OCHOBHOM YacTH JIOTMYHO, CBSI3HO, HO HEIOCTATOYHO IIOJIHO
JTIOKa3bIBACTCSI BHIIBUHYTHIN TE3HC;

— 3aKIIOYEHHUE COACPKHUT BBIBOJBI, JJOTUYHO BBITEKAIOUINE U3 CO-
JIEp’KaHUsl OCHOBHOM 4acTH;

— YMECTHO UCHOJb3YIOTCS Pa3HOOOpPa3HbIE CPEJICTBA CBA3H;

— 7S BBIP@XEHHS] CBOMX MBICIEH CTYIEHT HE IMOJb3yeTCs YIpo-
HIEHHO-TIPUMHUTUBHBIM SI3BIKOM.

3 «yIOBIICTBOPUTEITHHO — BO BBeJIeHHE Te3UC CHOPMYITHMPOBAH HEYETKO WUJIM HE BIIOJHE CO-
OTBETCTBYET TeMe pedepara;

— B OCHOBHOH 4YacTW BBIBUHYTBIM TE3UC JOKAa3bIBAETCS HEIOCTa-
TOYHO JTIOTUYHO (YOeIUTEeIHHO) U MOCIEI0BATENHHO;

— 3aKJIIOYEHUE BBIBOJBI HE TMOJHOCTHIO COOTBETCTBYIOT COJIEpKa-
HHUIO OCHOBHOI YacCTH;

— HEIOCTaTOYHO WJIH, HA000POT, N30BITOYHO UCTIOIB3YIOTCS CPEeli-
CTBa CBSI3U;

— SI3bIK paOOTBHI B 11€JIOM HE COOTBETCTBYET YPOBHIO aCIIUPAHTA.
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[Iponomxenne TadauIbI 5

2 «HEYNOBJIETBOPUTEILHO» | — BO BBEIEHUE TE3UC OTCYTCTBYET HJIM HE COOTBETCTBYET TEME pe-
depara;

— B OCHOBHOM YaCTH HET JOTMYHOI'O IOCJIEI0BATEIIBHOTO PACKPHI-
THUS TEMBI;

— BBIBOJIbI HE BBITEKAIOT U3 OCHOBHOM YacCTH;

— CpelCTBa CBS3M HE 00ECIIEYMBAIOT CBI3HOCTD U3JIOKEHUS,

— OTCYTICTBYET AEJIEHHE TEKCTa Ha BBEICHUE, OCHOBHYIO YacCTh U
3aKJIIOYEHUE;

—  SI3BIK paOOTBI MOXKHO OIEHUTH KaK «IIPUMUTHBHBIN.

2.4. TectrupoBanue

Tect npeacrasnsier coboil HAOOP TECTOBBIX 3aJlaHUM, OTPAKAIOLIUX BOIPOCHI
1o yueOHOI qucUIUIMHBL « IHOCTpaHHBIN S3bIKY.

W3 mpeninoXkeHHbIX BAapUAHTOB HEOOXOJUMO OTMETUTh MNPABUJIbHBIA OTBET
(omuH mim 6osee B 3aBUCUMOCTHU OT MOCTABJIEHHOTO Bompoca). OTMETKHU O MpaBUIIb-
HBIX BapuaHTaX OTBETOB B TECTOBBIX 33JaHUSX JienatoTcs pazdoopunBo. Hepazbopuu-
BbI€ OTBETHI HE OLICHUBAIOTCS, TECTOBOE 3aJaHUE CUUTACTCS HE BBIITOJIHEHHBIM.

Ha nanucanue tecta OTBOJUTCS HE MeHee 45 MUHYT.

IIpn TectupoBanum ucrnonszyerca 100-poreHTHas mkana oueHkHd. OneHka
BBICTABIIICTCSI B COOTBETCTBUU C TabiuIeH 6.

Tabnuua 6
Kputepuu onieHuBaHus TMCbMEHHOTO TECTUPOBAHUS
[ITkaa OlleHKH OneHka Kputepuii BbICTaBICHUS OLIEHKU
100-porieHTHAS IKaja  (OTIMYHO 85-100 %% mpaBHILHBIX OTBETOB
XOpOIIO 65-84 %% npaBUIbHBIX OTBETOB
YZIOBJIETBOPUTEIHHO 40-64 %% mpaBHIIBHBIX OTBETOB
HEyI0BIeTBOpUTENbHO  MeHee 40 % npaBHIIbHBIX OTBETOB
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3. NPOMEXYTOUYHAS (MTOTI'OBAS) ATTECTALIUSA

[IpomexxyTouHast arrectalds MOABOAUT UTOTH U3YYEHUS JAUCIUILUIAHBI
«MHOCTpaHHBIN S3BIK» W MPOBOJUTCS MO UTOraM oOydeHus B 4 cemecTpe 2 Kypca
(m1s ouHoM W 3aouyHOM (Gopmbl 00ydeHHUs). MToroBas OIlEHKAa YYUTHIBACT
COBOKYITHBIE PE3YJIbTATHl KOHTPOJISI 3HAHUM.

Y4eOHBIM IJIAHOM 110 JAHHOW JUCHUIIIMHE NPElyCMOTPEH SK3aMEH.

DK3aMeH NMPOBOJUTCS B COYETAHUU MUCbMEHHOM U YCTHOU (hOpM.

Kputeprn uTOroBOM OLIEHKH PE3yJIbTaTOB OCBOCHHS TUCIUILUIUHBI (TIPOMEKY-
TOYHOM aTTECTALMM) MPEICTABIEHBI B TA0IULE 4.

Tabnuna 4
Kputepru uTOroBoi OLIEHKH Pe3yJIbTaTOB OCBOCHUS U CIIUILITUHBI
«MHOCTpaHHBIN A3BIK»

Ouenka Kpurepun
1 2
OTJINYHO AcnupaHT Tiy00KO M TPOYHO YCBOMJI BECh IPOTPAMMHBIA MaTepH-

aJI, MCUEPIIbIBAIOIIE, IOCIEA0BATSIBHO, TPAMOTHO W JIOTUYECKU
CTPOWHO €ro HW3JIaraeT, TECHO YBSA3BIBAET TEOPHUIO C TPAKTHUKOM.
CTyneHT He 3aTpyJaHSIeTCS C OTBETOM IpPHU BHIOM3MEHEHUU 3aJa-
HUS, CBOOOJHO CIpaBISICTCS C 3a7adaMu, 3aJaHUSIMA U JIPYTHMH
BUJAMU TIPUMEHCHHUSI 3HAHWM, TOKAa3bIBACT 3HAHUS 3aKOHOIATEIb-
HOTO ¥ HOPMATHBHO-TEXHHUYECKOTO MaTepUasoOB, MPaBUIHHO 000C-
HOBBIBACT NMPUHATHIC PEIICHUS, BIIAJICET Pa3HOCTOPOHHUMH HAaBBI-
KaMH M TpUE€MaMU BBIIIOJHEHUS MPAKTHUYECKUX paboT, oOHapyX u-
BaeT YMEHHE CaMOCTOSITeNIbHO 0000IIaTh U U3JaraTh MaTepuai, He
JIOTTyCKasi OIMMOOK.

X0po1Io AcnHpaHT TBEp/O 3HAET MPOrpaMMHBIM MaTepual, TPaMOTHO U MO
CYLIECTBY H3JaraeT €ro, He JIOIyCKAaeT CYIIECTBEHHBIX HETOYHO-
CTEl B OTBETE Ha BOINPOC, MOKET MPaBUJIBHO IIPUMEHATH TEOPETHU-
YECKHUE MOJIO0XKEHUS U BIaieeT HEOOXOAMMBIMU HaBBIKAMM MPH BBI-
MOJTHEHNUU MPAKTUUECKUX 3aJIaHHH.

Y0BJIETBOPHUTEJIBHO AcnupaHT YCBOWJI TOJIbKO OCHOBHOW Marepuall, HO HE 3HAaeT OT-
JIENBbHBIX JI€Talel, IOIyCKAaeT HETOYHOCTH, HEJOCTAaTOYHO IIpa-
BUJIbHBIE (DOPMYIMPOBKH, HAapyIIaeT MOCIEI0BaTEIbHOCTh B U3JI0-
KEHUH MPOrpaMMHOTO MaTepuaja M MCIBIThIBAECT 3aTPYAHEHUS B
BBITMIOJTHEHUH NMPAKTUYECKUX 3a/laHuM.

HEY/10BJIETBOPUTEIbHO AcnHpaHT HE 3HAeT 3HAYMUTEIHLHON YacTH MPOTrPpaMMHOTO MaTepua-
7a, JOIMYCKAeT CYIIECTBEHHBIE OIIMOKH, C OOJBITUMHU 3aTpyaHE-
HUSMU BBITIOTHSIET MIPAKTUIECKUE PAOOTHI.

Bormpocsl, BEIHOCHMBIC Ha 9K3aMEH, JOBOJATCS JI0 CBEJCHUS O0YyJaronuxcs B
TEYEHUE TIEPBOTO MeCsIa O0yUCHHUS.

KontponbHbie TpeOOBaHMS W 3a7aHUSI COOTBETCTBYIOT TPEOYyeMOMY YpPOBHIO
YCBOCHUS TUCUUILUIMHBI U OTPAXKAKOT €€ OCHOBHOE COAEPKAHUE.
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4. ®OHJA OHEHOYHBIX CPEACTB / Texymuii KonTpoan
Bonipocsl 1J151 TeKymero KOHTPoJisi
o JucuuIinHe «MTHOCTpaHHBIN A3BIK

Bormnpocsl /151 CaMOKOHTPOJIA

1. Yto coboii npeAcTaBisieT MOHATHE «HAYYHOTO CTUIIS.

2. HazoBuTe OCHOBHBIE 3JIEMEHTHI YCTHOTO OOIIEHUS.

3. OxapakTepu3yiTe OCHOBHBIC BU]IbI IPOU3HOIICHHUS.

4. Ilepeuncnure OCHOBHBIE MPU3HAKHU IOJHOIO (JIEKTOPCKOTO) CTUIS MPOH3-
HOILICHUSI.

5. Ilepeunciure BUIIbI YCTHBIX BBICTYTUICHHM.

6. Kmaccuduxarms micbMEHHBIX BUJOB HAyYHOTO OOIICHUS.

/. HazoBuTe OCHOBHBIE NMPABUJIA YCIICIIHON PE3EHTALUN.

8. OcobeHHOCTH MMCHbMEHHOW HayYHOU PEYH.

9. TI'pammatuueckue popmbl HayuHOM peun. [lomHbie U cokparieHHbIe (OPMBI.

10. I'pammaTtuyeckue GOpMBbI YCTHOTO BBICTYILIICHUS

11. I'pamMmaTHyecKrue MOJCIIU MMUCbMEHHBIX (hOPM OOIIICHUS

12. I'pammatuyeckue ocoOeHHOCTH aHHOTaluu. CTpagaTelbHbIN 3aJI0T.

13. OcobOeHHOCTH yNIOTpeOIeHUs apTUKIICH B HAYYHOU peuun

14. TlonsiTre TepMUHA.

15. [aiiTe onpeneneHrne NOHITUIO TEPMUHOJIOTHYECKOE CIIOBOCOYETAHNE.

16. Pa3Hple BUIBI a00pEeBHATYD.

17. OcHOBHBIE XapaKTEPUCTUKN HEUTPAIILHON HAYYHOH peyu.

18. OcobeHHOCTH yIIOTpeOICHUS JAaTHHCKUX ab0peBraTyp.

19. Kiumie B Hay4HOH peyn.

20. OdunmanbHbIi 1 HEOPHUIMATBHBINA CTUIH PEYH.

21. OcoOEHHOCTH HEUTPAIBHOTO CTUJISL PEUH.

22. CTUIUCTUYECKHE OCOOCHHOCTH YCTHOTO OOIICHHUS.

23. CTUIMCTHYECKUE OCOOCHHOCTH MMChbMEHHOTO HAyYHOT'O OOIICHUS.

24. DMOIMOHATBLHOCTh U MOJAIBHOCTh YCTHOTO HAYYHOTO OOIIICHHUSI.

25. OcHOBHBIE MPaBUJIa YCIEITHON MTPE3EHTAIINU.

26. @opMbI MpeICTAaBICHUS HATJISAIHON MH(GOPMAIIHH.

27. IlpencraBiieHne YUCICHHON WHOpMAITUU

28. PUTOpHUYECKHI aCTIEKT YCTHOTO BBICTYTICHHUS.

29. BapuaTUBHOCTb CTUJISI BBICTYIUJICHUSI.
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5. ®OHJI OHEHOYHBIX CPEJACTB / Texkymuii Kontpoab
IIpumepHbIe TEMbI HAYYHBIX JOKJIA10B
o JucuuIiuHe «THOCTpaHHBIN A3BIK

Kpatkue cooOmienust (3-5 MHH) Ha WHOCTPAHHOM SI3BIKE IO HaIpaBJICHUSM
MOJITOTOBKY aCITUPAHTOB:

CoNoaRrwDNE

OT1uéT 0 3apyOe’KHON HAYYHOUN CTaXKUPOBKE.

BricTymuienre Ha MeXIyHaApOAHOU KOH(EPEHITHH.
BrIicTyTieHre ¢ KpaTKuM COOOIIEHNEM O HAyYHOU CTaThe.
OTtuéT 0 paboTe Hax qUCCEPTALUEH.

OTYET MO HAYYHOMY TPAHTY.

OTY€ET 0 BHEAPEHUH PE3YIBTATOB HAYYHOTO UCCIIETOBAHUS.
BrIcTyreHne ¢ TOKIIaI0M 10 TEME JUCCEPTALIHAH.
BricTynuieHue ¢ JIEKIMEN 110 TEME JUCCEPTALUH.
[IpeseHTanus 0 MepCueKTUBax pa3BUTUS UCCIECTYEMOU TEMBI.
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6. ®POHJA OHEHOYHBIX CPEJACTB / IIpoMe:xyTouHasi aTTeCTALUSA
Tembl pedepaToB o gucuuInHe « MHOCTPAHHBIUA A3BIK»

TemaTtuka pedeparoB 1no auTeparype, NpOYUTAHHOM HAa UHOCTPAHHOM S3BIKE,

CBs3aHa C HHCCGpTaHHOHHOﬁ pa60Toﬁ 4ACIIMpaHTa UJIA C 00J1aCTBIO €To HAaY4YHBIX HH-
TCPCCOB.
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7. ®OHJ OHEHOYHBIX CPEACTB / [IpomesxkyToyHasi aTTeCcTALUSA
IIpumepHbIe TECTOBBIE 3a1aHUS
o JucuuminHe «MMTHOCTpaHHBIN A3BIK»

TecToBoe 3aganue Nel

Directions for the Negotiations Skills Test
This test will assess your ability to determine the most effective way to deal
with a particular situation. Check all the answers that apply for each question.

1. A client walks into your office and is exceedingly angry and difficult to
talk to. How do you approach your client to make your meeting as productive as
possible?

A. You suggest that you both take a break and wait for your client to cool off.

B. In a stern voice, remind your client that there is an appropriate manner in
which to speak to professionals and you expect to be treated accordingly.

C. Reschedule the meeting.

D. Push forward with the meeting and make the best of the situation.

E. Acknowledge that they are upset and ask them what is bothering them.

2. You are negotiating a major purchase, such as a car or a house, and the
sales agent suggests a price far above your anticipated purchase price. How do
you address the agent in order to get the best price?

A. Respond with a low price and engage in positional bargaining, hoping that
you will end up somewhere in the price range you think is fair.

B. Ask what the basis for their suggested price is.

C. Advise the sales agent that their price is far too high and that you will walk
away unless they give you a more reasonable price.

D. Suggest a price of your own and provide the criteria upon which you have
arrived at the price.

E. None of the above.

3. You and your significant other are having the same argument you have
had many times in the past. Your significant other always pushes the same ar-
gument despite the fact that you have given them a number of counter-
arguments. What do you do to resolve the situation?

A. Paraphrase what your significant other keeps repeating and ask them if what
you have said is an accurate representation of his arguments.

B. Politely point out that they are repeating themselves and ask them to provide
you with a new argument.

C. Inform them that you are not convinced by their argument and ask why they
haven't agreed with your numerous counter-arguments.

D. Realize that they are just trying to gain the moral high ground with you and
declare that they "agree with you or else" in order to get them to either agree with you
or say something new.

E. None of the above.
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4. You are negotiating a multi-billion dollar merger and your counterpart
faxes you the proposed terms and conditions in an attempt to get the upper hand
in the negotiations and suggests a three-hour meeting to discuss the terms. What
do you do?

A. Go through their proposal point-by-point and try to determine their rationale
for including each provision.

B. Develop a list of concerns in regards to the provisions they have included.

C. Develop an agenda for the scheduled meeting.

D. Come up with a counter-proposal of your own.

E. In order to send a message of "strength,"” immediately contact your counter-
part suggesting an alternative meeting time during which you will provide them with
a counter-proposal.

5. You have been asked to mediate between two parties seeking to reach an
agreement on a matter of great importance to them. Each party has its own set
of demands that appear incompatible with the demands of the other party. Is a
solution possible? If so, how would you go about finding one?

A. Let each party know that they are far from coming to an agreement and ask
them to make any concessions they feel are reasonable to the other party.

B. Suggest concessions to each party and attempt to convince each party of the
reasonableness of agreeing to the concessions.

C. Ignore their initial sets of demands and ask each party what they are hoping
to attain in the agreement and come up with an agreement of your own.

D. Declare to both sides that you think an agreement is impossible unless they
both commit to being more reasonable.

E. None of the above.

6. You are having trouble communicating effectively with your boss. She
seems to be picking on you, in particular, and you don't know why. You are get-
ting increasingly unhappy with the situation, so you:

A. Address the issue directly by asking your boss why she is always singling
you out for criticism.

B. Address the issue directly by politely telling your boss that you feel as
though you have been singled out for criticism lately and ask her if there is something
in particular about your performance of which you need to be made aware.

C. Seek out a job offer from a competitor and tell your boss that you will leave
unless you are treated with greater respect.

D. Jokingly tell your boss that you think she might not like you and see what
she says.

E. Draft a letter explaining what you believe your job responsibilities are and
ask your boss if your assumptions are accurate and, if not, what you have missed.

7. You have been seeking greater responsibility at work for quite a while
and a position just opened up at your company that you think would be perfect
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for you. While you are confident you can do the job, you lack one of the creden-
tials required for the position. How do you recommend yourself for the position?

A. Point out the benefits to the company of letting you fill the position, such as
the fact that you are a known quantity, you are familiar with the company, and they
would save both time and money on recruiting.

B. Seek out a competing offer and threaten to quit unless they offer you the po-
sition.

C. Offer to do the job at no salary increase for a probationary period of 3 to 6
months.

D. Apply for the position through normal channels and make your pitch during
the interview process.

E. Offer to get the necessary credentials in exchange for a promise that the job
will be available when you are finished.

8. Which one of the following is the most common mistake made by nego-
tiators in the Argue step?

A Trying to win the argument

B Not listening

C Interrupting the other side

D Asking closed questions

E Answering their own questions

9. Which one of the following is the most common mistake made by nego-
tiators in the Signal step?

A Misinterpreting signals

B Viewing a signal as a sign of weakness and punishing the other side for giv-
ing it

C Interrupting the other side

D Only picking up signals that suit them and their line of argument

E Missing signals

10. Which one of the following is the most common mistake made by nego-
tiators in making Proposals?

A Being vague

B Making unrealistic proposals

C Getting their offers in front of their conditions

D Not making them

E Muddling them up with explanations part way through

11. Which one of the following is the most common mistake made by nego-
tiators when Receiving Proposals?

A Interrupting

B Not listening

C Ignoring them

D Denying or not giving the other side what they wan

E Asking "Do you think I'm stupid?"
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12. Which one of the following is the most common mistake made by nego-
tiators in the Package step of negotiations?

A Being competitive

B Under valuing our concessions

C Over valuing our concessions

D Giving "Elk Steaks"

E Failing to address the other sides issues

13. Which one of the following is the most common mistake made by nego-
tiators in the Bargain step of negotiations?

A Putting a price on demands

B Over valuing concessions

C Under valuing concessions

D Not having a wish list

E Giving not trading

14. Which one of the following is the most common mistake made by nego-
tiators in the Close step of negotiations?

A Not recognising closing opportunities - questions about minor aspect or de-
tails about proposals

B Giving late concessions without getting anything in return

C Not asking for the deal

15. Which one of the following is the most common mistake made by nego-
tiators in the Agree step of negotiations?

A Failing to summarise the deal

B Imposing their own summary of the deal

C "Deal creeping" or letting their lawyers do this

TectoBoe 3amanue No 2
Omeemovme Ha ciiedyrouiue 60nPOCHL:
1. Employment History' means:
Which schools you have attended.
Which diplomas and certificates you have.
Where you have worked.

SIS B

. Which is a postcode?
24 Green Street
044
CM1 2XB

00N

. Which is a correct response to the question: How do you do?
I'm fine.
I'm a clerk.
How do you do?

0 W
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4. The personnel office deals with:
© Clients

© Management

@ Staff

5. Which document is intended to provide clients with information about
an organization?

“ Memo

“ Inquiry

@ Catalogue

6. Hauoume npasuiibHblil omeem:

A formal letter should begin with .......
Dear Evie,

Dear John,

Dear Mum,

Dear Sir/Madam

oINS BEEe BlEe |

1. Hatioume npasunvhblii omeem.:

A letter beginning with 'Dear Sir/Madam," should end .......
© Best wishes,

With love,

Yours faithfully

Yours sincerely

ST BEEe |

8. Hatioume npaesuibHbili omeen.:

The date of writing the letter should be .......
“ Not written anywhere
©  Written at the top under the address
- ©  Written before your signature
2. ©  Written at the very end of your letter

9. Pacnonooicume wacmu adpeca omnpagumeris
8 NPABUILHOM NOpsoKe:

area code 1.
COUNTRY (in capital let- 2.
ters)

house number, street 3.
place 4.
Dr Pemberton 5.
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10. Pacnonoacume uacmu ﬂeflOGOZO nucoema 6 npasujilibHom I’ZOD}Z()KQ.'

Greeting

Date

Content

Your address

Sign off

Signature

Company title and address

11. IIpouumavime hpacmenm nucoma u evibepume dpazovl OoJiee noOxXooauue

0151 CMUJISL HANUCAHUS 0€]108020 NUCLMA

Dear Mr. Smith,

| thought I’d write/ I am writing to complain about the state of the

yard/condition of the playground. Over the last two weeks, | have

noticed loads of rubbish/a great deal of litter.

I reckon/It is my opinion that this litter is a health hazard. Furthermore/On top of
this, the litter is an eyesore. What’s more/In addition, | think that our school needs
better/more adequate security to prevent vandals littering.

To finish/In conclusion, | hope you will take my concerns seriously and

I look forward to your reply/you writing back to me.

Yours Sincerely/Yours Faithfully

Name Here

12. Onpeodenume mun nucoma, 20e MOMNCHO NPOUYUMAMb Cledyiouue dhpasvl.:

I would like to apply for the post of super-efficient personal assistant.

a) apology
b) job application

13. Onpeodenume mun nucoma, 20e MOMNCHO RPOUYUMAMb Cledyiouue dhpasvl:

I am returning the watch together with a copy of the receipt and would be

grateful if you would refund my money.
a) apology
b) complaint
c) a letter of thanks

14. Onpeoenume mun nucoma, 20e MOACHO RPOYUMAMb CIeOVIouUe hpasol.:

I would like to apologize for the poor service that you have experienced

while travelling as a customer of our coach company.
a) request for advice

b) apology
¢) explanation
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15. Onpedenume mun nucoma, 20e MONCHO npoHumMams ciedyrouue gpasol.

Mr. Dave Manning, who is in charge of Influx Finance Corporation, in-
formed me about the auditor development program. He told me that the Chica-
go office of Influx Finance Corporation is actively seeking to hire young gradu-
ate for the program.

d) cover letter

e) complaint letter

f) inquiry letter

TecroBoe 3agaHue Ne 2
Equipment for Presentation
1. Here is some of the equipment you might use for presenting. Match the
words to the items
lectern -------- data projector-------- flipchart------- whiteboard-------
microphone----- screen------ laser pointer------ laptop-------

2. Now read the descriptions of four different presentations below and
choose the best seating arrangement: a) boardroom; b) horseshoe (or U-shaped);
c) cabaret; d) circle; e) theatre style. You can choose two possibilities if they are
both suitable

1. An informal presentation to an audience of 10-15 people in which there will
be a lot of discussion afterwards

2. Your company’s annual sales conference including presentations from dif-
ferent sales regions. There will be an audience over 50 representatives.

3. A presentation in which you are also going to ask the audience to have dis-
cussions in groups.

4. An informal presentation to an audience of 10-15 people. Members of the
audience may want to take notes and drink tea or coffee during a presentation.
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3. Giving and receiving feedback on a presentation is a useful way to im-
prove your technique. Match the descriptions of different aspects of a presenta-
tion to the feedback comments.

visual aids; navigation; key message; structure; eye-contact; body language; anecdote; first
impression; recapping

1. “Your presentation had a clear introduction and then it had main messages
but it didn’t have a conclusion. You need to include that next time” structure.

2. “Dress smartly and try to appear friendly. Before you start speaking, smile at
everyone. You want the audience to like you.’

3. “I liked the graphs and diagrams you showed us. They made your presenta-
tion very clear”

4. “Look at people When you talk to them. They’1l feel you are talking directly
to them and will trust you more”

5. “Your presentation was entertaining but what exactly were you trying to tell

us?”

6. “I really liked the story from your childhood. It was an interesting way to in-
troduce your main message”

7. “Your presentation was excellent The only thing I’d suggest is that you try
not to cross your arms. It makes you look defensive and unconfi-
dent.”

8. You guided the audience very well. You always told us when one point was
finished and what you were going to talk about next”

9. “I liked the way you repeated your main messages at the end. It helped me to
remember the most important points”
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4. Match the expressions below to the correct section of a presentation

1. That is the end of my presentation... Introduction
2. Now today I’d like to talk to you

about...

3. This brings me to the second point...

4. I’'m going to go through three points... | Messages

5. That more or less covers...

6. Let’s move to the last point...
7. Let’s leave that. there for now, shall we? Conclusion
8. So let’s start with...

9. First of all, I'1l talk about...

10. Secondly, I’'ll cover...

11. And finally, I want to discuss...

5. Read these sentences from different presentations. Replace the under-
lined phrase with one of the following expressions:

Moving on (from...) to... ; Now let’s look at...;, Now I'd like to consider...;
That was my first point; Next I'd like to...; That covers all I wanted to say about...;
Turning now to...; 1'd like to begin by (examining)...; That’s enough about...

1. First of all, I’d like to start by talking about our new software and showing
you how it works.

2. So I’ve told you how our new services work and now let’s examine some of
the benefits they’ll bring to your company.

3. That’s all I wanted to say about the closure of our plant in Ireland. So turn-
Ing Now to a more cheerful topic, I’d like to talk about...

4. That more or less covers last month’s sales results so now I’d like to consid-
er my third point: our sales strategy for the coming year.

5. I’ve spoken enough about the sales targets for next year so I'll leave that
there. Turning now to our current operation.

6. Match the two halves of these sentences for stating aims and intentions.

1. Today, I’d like to talk... a) at some of the issues involved in
doing this.

2. Firstly, I’'m going to look... b) about the proposal to open a new
factory in England.

3. Then I intend to... ¢) how to find a suitable location for
the factory.

4. And finally, I’ll explain... d) to the handout in front of you as
we go.

5. My aim is... e) outline the potential costs and
savings.

6. Note that I’ll be referring... f) to give you an overview of the
situation.
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7. Directing your audience about questions. Look at the sentences below.
Can questions be asked during, after or not at all?

1. Feel free to stop me as we go along to ask questions.

2. There’ll be time after I’ve finished for questions.

3. Please hold up your hand at any time if you have questions.

4. As we’re short on time today, I’'m afraid I won’t be taking any ques-
tions.

5. There’ll be the opportunity to ask questions at the end.

8. Match the phrases below with the appropriate headings:

A.Introducing yourself and establishing credibility

B. Stating your aims and intentions

C. Showing understanding of your audience

D.Explaining the benefits

E. Referring to timing and giving directions

1.Hello.../Good morning/afternoon/evening; 2. In the next ten minutes I’11 tell
you about...3. . This will allow you to...; 4. I believe that many of you...; 5. Thank
you all for coming;6. One way we feel that you may benefit is by ...; 7. So over the
next twenty minutes we’re going to look at...; 8. I hope that you will
see/learn/discover...; 9. We’d like to offer you...; 10. It’s nice to see so many of you
today; 11. There will also be time at the end for questions...; 12. My name’s...;13. 1
understand that you‘re all busy; 14. I work for/represent...; 15. In a minute I’'ll ex-
plain what | mean in more detail; 16. Please feel free to interrupt me with ques-
tions...; 17. ’'m in charge of/ responsible for...; 18. | appreciate how important it is
for your company to...; 19. My talk is divided into three areas; 20. I'm going to be
talking about; 21. I know that your company...;

9. Structuring your message. Write the missing words from the box below.

Formal presentation

Could I have your 1)... please? Good morning everyone. 2)... myself and Fo-
cus Advertising, I'd like to welcome you. My name's Sven Larsen, I'm Commercial
Director. This morning, I'd like to 3)... the campaign concept we've developed for
you. I've 4)... my presentation into three parts. Firstly, I'll give you the 5)... to the
campaign. Secondly, I'll discuss 6)... we plan to use. Finally, I'll talk you through the
7)... for the TV commercial. If you have any questions, please don't 8)... to interrupt
me.

Informal presentation

Right let's get started. Hi everyone, I'm Dominique Lagrange. As you know,
I'm Creative Director of DMK. Good to see you all. I'm going to tell you about the
ideas we've 9)... for the ad campaign. My talk is in three parts. I'll start with the
10)... to the campaign, move on to the media we plan to use, and finish with the
11)... for the commercial. If there's anything you're not clear about, 12)... and ask
any questions you want.
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On behalf of; go ahead; background; attention; storyboard; come up with; story-
board; outline; divided; background; the media; hesitate;

10. Read the pairs of sentences below which have the same meaning.
Complete the second sentence using one of the verbs below. The first sentence
has been done for you.

recommending; arguing ; remind; analyse; outline

1. What I’m saying is that we need to expand more quickly.

What I’'m arguing for is faster expansion.

2. Moving on, look at the figures in more detail.

Turning to my next point, I’d like to the figures in more detail.

3. In my view, we should export to more countries in Europe.

What I’'m is that we export to more countries in Europe.

4. One thing that we must never forget is that customer care is our top priority.

I’d like to you that customer care is our number one priority.

5. I’d like to briefly run through our sales plans for the next year.

Now, I’'ll our sales plans for the forthcoming year.

11. Match the phrases below with the appropriate headings:

A.Introducing your point

B. Explaining

C.Giving examples

D.Recapping and returning to your point

E. Imagining a dream or disaster

1. If we continue to... the consequences will be...; 2. To sum up, I believe this
proposal...; 3. My first point is...; 4. As I said before/earlier...;5. So far I’ve talked
about...; 6. So as you can see...; 7. Let’s return to my earlier point...; 8. If we
asked... they would probably say...; 9. We’ve also looked at...; 10. Let me give you
an example...; 11. Let’s take a few minutes to imagine...; 12. This is really important
point...; 13. This means that...; 14. What I mean is...; 15. In other words...;16. Im-
agine the following situation...; 17. Moving on to my next point...;18. So, that’s
enough about...; 19. Let’s start with...; 20. For example/instance...; 21.I’d like to
outline/examine/propose...; 22. So I’ve explained why...; 23. What I’m arguing for
is...; 24. Another way to think of this is...;

12. Read these tips about designing slides and using visual aids. Which
ones do you think give good advice? Which sentences give bad advice? Write let-
ters (G) or (B) next to each sentence:

Designing slides Using visual aids effectively

e The Rule of Five have no more than | ¢ Don’t always use visual aids

five lines of text on a slide and no more
than five words on a line.

¢ Pictures and diagrams are often more
effective than words.

e Use as many slides as possible be-

e ook at the audience not the screen.
e Walk up to the screen and point out
details.

e Don’t turn your back on the audi-
ence.
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cause slides help the audience to under- | ¢ Announce a slide before you show it.
stand. _ e Describe everything on the visual aid.
* Keep graphs and charts simple by | e Don’t control when your audience
only including the main information. reads the handout.

13. Complete this extract by replacing the words in italics with one of the
verbs below. In some cases more than one answer is possible.

break down summarize illustrate indicate represent

I’m going to sum up the key findings...According to this chart the
overall response suggests that customers are fairly likely to recommend
your company. However this chart shows an average response across the
three regions. If we divide these responses into the three regions like
this, it shows the difference in customer satisfaction region by region.

14. Put the words below in the correct order to form sentences that an-
nounce the end of a presentation.
1. reached | have end the of presentation my

2. the talk brings me that end to of my

3. have | one finishing last say thing to before

4. nearly it time is me for end my talk to

5. is that end of presentation the almost my

15. Complete the dialogue using phrases a-e below.

Anna: | find it somewhat difficult to believe as there were positive scores from
some participants but no positive comments.

Patricia: 1 . You mean why I didn’t put any positive comments
on the customer feedback on the site?

Anna: Yes. Surely there were some positive comments.

Patricia: Of course. 2 3 this
Is a concern for you. Let me explain. As I said before, | was only presenting the main
findings, the full details are in your report. With regard to the feedback on the call
center, however, I’m afraid the responses where either negative or quite neutral.

Anna: But you didn’t report any of the neutral comments.

Patricia: 4 I didn’t report any of the neutral comments.
But my aim was to give you an overview of the findings — not to go into every single
detail. But my comments are representative of the majority, though I accept don’t tell
the whole story. 5

Anna: | guess so. Thanks.

a.  You’re quite right d.  Does it make sense?

b. It’s a good question e. I can understand how...

C. Can I check if I‘ve under-
stood you properly?
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TecToBoe 3aganue Ne 3

1. Which statement demonstrates lack of confidence in the subject?
* All of these

« | think this will be a great presentation today

* | hope you like my presentation

* | apologize for not stating this clearly

2. Which of the following is NOT a recommended presentation technique?
» Reading every word of your presentation from your notes

» Writing down hints like "pause” or "change slide"

* Speaking slowly

» Writing/typing notes with very large font

3. True or false? Audience feedback only comes from verbal clues.
* TRUE

* False

4. What is a commonly used color in corporate presentations because it's

positively associated with conservatism, confidence, dependability, and the male
gender.

* Yellow
* Green
* Red

* Blue

5. Presentations of an hour or longer are more impactful than a presenta-

tion of 20 Minutes.

tion?

* true
 False

6. To be a good presenter, you need to be

» Well prepared

* A naturally talented and charismatic speaker
* Good looking and pleasing

* Good at making animations in PowerPoint

7. What would always be a successful enhancement to a business presenta-
* An opening song
* Animated graphics

 Larger text
* Greater depth and breadth of knowledge on the subject
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8. How can you know what to expect before a presentation?

* All of these

* Obtain feedback about the last presentation made for the same client; to avoid
pitfalls

* Read on LinkedIn about the attendees

* Create a list of potential questions from the audience

9. True or False? If you have been given a 60-minute window for your
presentation, you should intentionally finish early to allow time for questions.

* True

* False

10. Which of these is a good way to create contrast in your presentation?
* Move around the room

* Mix the design of your slides

* Change the tone of your voice

* All of these

11. Which type of body language is encouraged when delivering a presen-
tation?

* Closed

* Open

* Erratic

12. What could be fatal to the success of a presentation?
* Poorly designed graphics

* Being poorly dressed

* All of these

* Lack of confidence and knowledge

13. Towards the end of a presentation, what should be the focus?
* Reviewing key points

* Having fun together at a lunch or dinner

* Collecting business cards

14. If you are presenting slides to a room of people, you should stand so
that you are facing the:

* Projector

* Audience

* Slides

15. True or False? Humor can be successfully incorporated into a profes-
sional presentation to create a connection with the audience.

* False

* True
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16. What should be considered before making a presentation?
* All of these

* The A/V equipment that will be used

* The slide show content

* The subject matter

17. What is the best plan when preparing for a presentation?
* Prepare trigger words to remind you of key points

* All of these

* Create a professionally designed PowerPoint slide show

* Study your subject, and prepare notes

18. What is the best way to practice and review for a presentation?
* Present to colleagues

* Present to family & friends

* All of these

* Video tape yourself

19. According to Edward Tufte, when presenting complex material you
should follow what pattern?

* Question-answer-question

* Simple-simple-complex

* Technical-emotional-technical

* Particular-general-particular

20. Which of these is the most accurate analogy for the relationship be-
tween you (the presenter) and the audience?

* Mentor / Hero

* Boss / Subordinate

* Homeowner / Guest

* Judge / Jury

21. True or False? Bullet points have been scientifically proven to be more
effective than full sentences on slides.

* True

* False

22. True or False? Animations and builds are a surefire way to get your
audience engaged.

* False

* True

23. The process of brainstorming as many ideas as possible is known as
thinking, and the process of narrowing your focus to the best of those
ideas is known as thinking.
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* exploratory, selective
* broadband, narrowband
* creative, managerial

24. True or false? It's always best to leave basic printed brochures about

your services after a presentation

* True
* False

25. Filler words should be withheld from presentations, including ""Umm"’,

"Like" or ""Uh"

* True « False

TecToBoe 3aganue Ne 4

1. The benefits of arriving early for a presentation include:
* A chance to meet with the audience

* A chance to check your technology

* A chance to acclimate to the room lighting and temperature

* All of these

2. Which of the following is NOT important for effective communication

with an audience?

but:

e attention

* retention

* motivation

* memorization

3. Research has found that most decision-making is based not on logic,

* Opinions of friends
* The weather

* Emotion

* Perception

4. When using an analagous example, a speaker is using a/an
 combined speech design

* comparative speech design

« scientific speech design

5. Making a presentation, it's best to be
* Boisterous and really brief

* Intelligent with a high 1Q

* Friendly and responsive to questions

* All of these
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6. What's the most important aspect of your presentation slides?
* The way you interact with them

* The amount of information

* The visual engagement

* The font and color

7. What is vital in building a good impression on top of the presentation it-
self?

* Smiling and saying thank you

* Buying lunch for the client

* Asking the right amount and types of questions

* Showing a video

8. Some good transition phrases that humanize you, and so are good to
throw into your presentation, might be *"To Be Honest™ and "You Know" or
"Like"

* True

* False

9. ""Say what you're going to tell them, tell them, then ,"" IS a classic
presentation format.

* use visuals

* break for questions

« tell them what you just told them

« wait for applause

10. Which of the following is NOT a commonly accepted type of speech de-
sign?

* Sequential

* Spatial

» Comparative

* Exclamatory

11. The method of connecting to an audience through common ground is
called

* hanging out

« identifying

* associating

* friending

12. True or False? It is necessary to present all of the related information
supporting your argument in a presentation, or else the audience won't believe
you.

* False

* True
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13. What is positive nervousness?

* Being certain of your nervousness

* Neither of these

* Channeling nervous energy into your presentation

14. True or false? You should put all the information that you want your
audience to understand on your slides.

* False

* True

* Keynote

* Prezi

* Whiteboard/paper

* PowerPoint

15. Finish this statement: A PowerPoint presentation should
* Use a 2-color scheme

* Be limited to less than 10 slides

* Outline at a high-level the presentation objectives

» Match word for word what you will tell your audience

16. Experts generally agree that Is one of the most effective
means of communication.

* storytelling

* charts and graphs

* dense analytical reports

17. True or False? During a presentation, it's best to read the text on your
slides so you don't get off track

* False

* True

18. True or false? Repetition is never effective when giving a presentation.
* True
* False

19. True or False? The design of your slides does not matter if your con-
tent is interesting enough.

* False

* True

20. The ability to recognize emotions and connect with others, a critical
skill for presenters, is known as:

* Empathy

* Sympathy

* Entropy
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21. Providing a handout separate from your slides:

* Provides more information than verbal communication

* All of these

» Allows the audience to focus on your presentation rather than retaining spe-
cific information

* Assures that important material is accessible after the presentation

22. True or False? You can give the exact same presentation to any room,
regardless of who your audience is.

* False

* True

23. The correct order for handling your content when creating a presenta-
tion from scratch is:

* Organize, design, collect

* Collect, organize, design

* Collect, design, organize

* Design, organize, collect

24. The quality of your presentation is most directly related to the quality
of your:

* Preparation

* Slide design

* Topic

* Opening sentence

25. True or False? Reading from slides is an effective way to convey in-
formation to the audience.

* True

* False

TecToBoe 3axanue Ne 5

1. Which one of the following is the most common mistake made by nego-
tiators in making Proposals?

A Being vague

B Making unrealistic proposals

C Getting their offers in front of their conditions

D Not making them

E Muddling them up with explanations part way through

2. Which one of the following is the most common mistake made by nego-
tiators when Receiving Proposals?

A Interrupting
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B Not listening

C Ignoring them

D Denying or not giving the other side what they wan
E Asking "Do you think I'm stupid?"

3. Which one of the following is the most common mistake made by nego-
tiators in the Package step of negotiations?

A Being competitive

B Under valuing our concessions

C Over valuing our concessions

D Giving "Elk Steaks"

E Failing to address the other sides issues

4. Which one of the followina is the most common mistake made by nego-
tiators in the Bargain step of negotiations?

A Putting a price on demands

B Over valuing concessions

C Under valuing concessions

D Not having a wish list

E Giving not trading

5. Which one of the following is the most common mistake made by nego-
tiators in the Close step of negotiations?

A Not recognising closing opportunities - questions about minor aspect or de-
tails about proposals

B Giving late concessions without getting anything in return

C Not asking for the deal

6. Which one of the following is the most common mistake made by nego-
tiators in the Agree step of negotiations?

A Failing to summarise the deal

B Imposing their own summary of the deal

C "Deal creeping" or letting their lawyers do this

7. What is the best way to practice and review for a presentation?
* Present to colleagues

* Present to family & friends

* All of these

* Video tape yourself

8. According to Edward Tufte, when presenting complex material you
should follow what pattern?

* Question-answer-question

» Simple-simple-complex

* Technical-emotional-technical

* Particular-general-particular
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9. Which of these is the most accurate analogy for the relationship between
you (the presenter) and the audience?

* Mentor / Hero

* Boss / Subordinate

* Homeowner / Guest

* Judge / Jury

10. True or False? Bullet points have been scientifically proven to be more
effective than full sentences on slides.

* True

* False

11. True or False? Animations and builds are a surefire way to get your
audience engaged.

* False

* True

12. The process of brainstorming as many ideas as possible is known as
thinking, and the process of narrowing your focus to the best of those
ideas is known as thinking.
* exploratory, selective
* broadband, narrowband
* creative, managerial

13. Which one of the following is the most common mistake made by nego-
tiators in the Signal step?

A Misinterpreting signals

B Viewing a signal as a sign of weakness and punishing the other side for giv-
ing it

C Interrupting the other side

D Only picking up signals that suit them and their line of argument

E Missing signals

14. Which one of the following is the most common mistake made by nego-
tiators in making Proposals?

A Being vague

B Making unrealistic proposals

C Getting their offers in front of their conditions

D Not making them

E Muddling them up with explanations part way through

15. Which one of the following is the most common mistake made by nego-
tiators when Receiving Proposals?

A Interrupting

B Not listening

C Ignoring them

D Denying or not giving the other side what they wan

E Asking "Do you think I'm stupid?"
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8. ®OHJI OHEHOYHbBIX CPEJACTB / [IpomexyTouHas aTTecTanus
IlepeyeHb BONPOCOB K IK3aMEHY
o JucuuminHe «MMTHOCTpaHHBIN A3BIK»

1. [lucbMeHHBIN TIEPEBOJT CIEIUATBHOTO TEKCTa CO CIIOBAPEM C MHOCTPAHHOTO
s3bIKa Ha pOAHOM (pycckuit) - 00beM 2500 3HAKOB.

2. O3HaKOMUTEJIbHOE YTEHHE CIEIUAILHOTO TEKCTa Ha MHOCTPAHHOM SI3bIKE
0e3 cioBaps M M3JI0KECHHUE €0 COJACpKaHUS Ha WHOCTPAHHOM SI3bIKE, 00bEM TEKCTa
1500 3HaK0B, 00BEM BBICKA3bIBAaHUS HE MEHEE 15 mpenmoKeHuil.

3. becena Ha MHOCTPAaHHOM S3BIKE IO TEME JUCCEPTAIMH: BKIIOYAET MOHOJIO-
TUYECKOE BBICKa3bIBAaHME O00BEMOM HE MEHee 25 MpensioKEeHUN M OTBEThI Ha CIOH-
TaHHbIe BoOmpockl. [IpobnemaTuka Oecenbl 00s13aTEIbHO BKIIIOYAET TAaKUE BOMPOCHI,
KaK I1eJb, IPEAMET HCCIEI0BaHUs, aKTyallbHOCTh, HOBU3HA, TEOPETHUYECKAs 3HAUU-
MOCTb MCCJIEJIOBAaHUs, €ro arpolanys, 0co0yr 3HaYUMOCTb JUIsl pETMOHA U T.J.

IIpuMepHBbIe BONPOCHI, BBIHOCHMBbIE HA IK3aMeH

What problems does your work concentrate on?
What can you say about the experiment you are going to start?
What is the objective of your experiment?
Is the scope of your research wide?
How long does an experiment usually last?
What factors ensure good progress in your research?
What problems does your current research include?
Is your research pure fundamental (applied, practical)?
Have you got all the necessary facilities for your research?
10 What are research facilities like in your laboratory? Are they excellent or
just ad-equate?
11. What problems deserve theoretical and experimental investigation in your
field of science?
12. The practical application of the results of research is the task of every sci-
entist. How do you see the problem?
13. What is the subject of your thesis?
14. What problems do you deal with in your thesis?
15. How many parts do you plan to have in your thesis?
16. Is there an introductory part in your thesis?
17. Which part of your thesis presents a detailed account of the experimental
results?
18. . In what way do you check (process) your experimental data?
19. What methods do you apply in your research?
20. Do the results of your work show good agreement with the theory?
21. How is your work progressing?
22. How long have you been working at the problem?
23. Have you already collect-ed and arranged necessary experimental data?
24. How long will it take you to get through with your experiment?
25. Do you use conventional or new methods (approach) in your experiments?
26. Have all the experiments been a success? ( Are the results of an experiment

CoNoaRrWNE
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al-ways satisfactory)?

27. Are you fully satisfied with the results obtained?

28. Will the results obtained be of practical importance?

29. What crop (insect) do you work with?

30. Are you through with your research?

31. What crop (pest, animal, etc.) have you chosen for study?

32. Is it difficult to analyze the results? Do you use computers for this purpose?

33. . Can you say that the problem you studied is solved?

34. How many stages does your experiment consist of? What are they?

35. Have you any publications on the subject you study?

36. Where do you carry out your experiments?

37. . What problems do you deal with in your published papers?

38. Where and when was your article published?

39. . Did you summarize all the data obtained in your paper?

40. What are your scientific plans for the nearest future?

41. Do you study all the literature in your field before writing your thesis?

42. What course of studies and lectures did you attend while a post-graduate?

43. Can science students publish their research papers in professional journals?

44. Have you done any interesting research worthy of publication?

45. Do you agree that the knowledge of foreign languages is absolutely neces-
sary for a contemporary scientist? Why?

46. What do you think about the future of your own branch of science?

47. What journals have you read to prepare for your exams?

48. Have you passed all your candidate exams?

49. What is the subject of your summary (abstract)?

50. What is the main orientation of the laboratory you work at?

51. Have you ever attended a scientific conference? Have you made a report?

52. What is the key problem your laboratory is solving at present?

53. Who do you think has advanced the most fundamental ideas of your field
of science?

54. What does the reliability of the experimental results depend on?

55. What is the role of the up-to-date lab equipment in the research work?

56. Is your individual research correlated with group studies?

57. Are you familiar with the theoretical grounds of the problem?

58. What is the interrelation between theory and experiment?

59. Do you feel a call for science?

60. Does post-graduate course give science students all the possibilities for re-
search work?

61. What are you specializing in?

62. What is the difference between experimental and theoretical researches and
what is their interrelation?

63. Experiments in your field of science in future. What will they be?

64. Many scientists state that it is important to formulate possible solution of
the problem before starting the experiments. What is your opinion?

65. Are you inclined to question theories or do you take all of them for grant-
ed?
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