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1. ITACITOPT ®OHAA OHEHOYHbLIX CPEJICTB

1.1. O6nactb npuMeHeHus

@DoH/ OIIEHOYHBIX CPENICTB — SIBISAETCS HEOTHEMJIEMOW YacThl0 y4eOHO-
METOJIMYECKOr0 KOMIUIEKCA YYeOHOW JuctuIuinHbl «MHOCTpaHHBIM S3BIK B
npodeccuoHanbHO cdepe» U MpelHa3HAYeH ISl KOHTPOJS M OLEHKHU
00pa3oBaTeNbHBIX JOCTHXKEHUN OOYYAIOIIMXCS, OCBOMBIIUX MPOrpamMMy JaHHOU
JTUCUUTUIAHBIL.

1.2. KoHTponupyeMble KOMIETEHIIUH

Koa xonTposupyemoit Jdran Cnoco0 Ouenoynoe
KOMIIETeHIUH (popmMupoBaHusi | OLECHUBAHUSA CpPeACTBO
KOMIIeTEeHIIUH

OK-5: crioco6HOCTS K Kommiekr

KOMMYHUKAIINH B KOHTPOJIUPYIOIINX

YCTHOM ¥ TUCBMEHHOMN MaTepuaioB s
OpMax Ha pyCCKOM U JK3aMeHa

I%)HECTpaHH(E\Z A3bIKAX 0a30BbIii JKzamen

JUISL pEeLIeHUs 3a1a4

MEXJIMYHOCTHOTO U

MEXKYJIbTYPHOTO

B3aUMOJECHUCTBUS

[TokazaTenu oOlLlEHMBaHUS KOMIIETEHIMM TIPEJACTABICHBI B  pas3jese
«TpeboBanusi Kk pe3yibTaTaM OCBOCHHS JUCHUIUIUHBDY pabouyeld MNporpammbl
muciuIuinebl - «MHOCTpaHHBIM  s3bIK B mpodeccHuoHanbHOM — chepe» ¢
JIEKOMITO3ULIMEN: 3HATh, YMETh, BIIAJI€Th.

IIpu oueHuBaHuM CcHOPMUPOBAHHOCTH KOMIETEHIMH 10 JUCLMILIUHE
«IHOCTpaHHBIH SI3bIK B MpodeccuoHanbHol cdepey ucnonbzyercs 100-0amibHas
IIKaJIa.

OTBeT XOPOILIO CTPYKTYPHUPOBAH;

II0JIHOE IIOHUMAHKE UCCIIEAYEMOr0 BOIIPOCa;
HOJIHBIN U IITyOOKUIl aHaJIu3 BONpOca;
KPUTHYECKOE  UCIIONb30BAHME  TEOPUU U

[TpodeccuonanbubIit PEKOMEHIyeMOro MaTepuana i YTCHUS;
ypOBeHB “5” 85-100 |pacmmmpenrie u  yrayOJieHHE  JIEKITMOHHOTO
(oTmuHO) MaTepHana;

apryMEHTUPOBAHHAS JIOTHKA;
IIPOJTYMaHHOCTb, TBOPYECKHMH M OPWUTMHAJIBHBIN
IOJIXOJ K OCBEILEHUIO BOIIPOCaA;
WJUIFOCTPATUBHOCTh MAacCOM MPUMEPOB U JAHHBIX
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Xopotiiasi Opranu3aiiysi, Ho psii HECYIECTBEHHBIX
YIYIIEHUH B IJIaHE COJICPIKAHMUS;

. YMEHHE AapryMEHTHUPOBaTb M  MCIOJIb30BATh
[IponBuHyTHIN )
ypOBEHB “4” 70-84 |!'PTMEPRL
(xopomo) HEKOTOPOE pacmnpeH'He 151 yriyoneHue
JIEKIIMOHHOT'O MaTepuania;
UCIIOJIb30BaHUE COOTBETCTBYIOIINX
KOHLIENITYAJIbHBIX MOJIEJIEN
Y IOBNETBOPUTENBHBI ~ YPOBEHb, €CTb PN
CYUIECTBEHHBIX YIyIIEHUH; ciabble MecTa B
Basosbiii ypoBers “3” CTHJIEBOM O()OPMIICHHH, CTPYKTYPE U aHAIIH3E;
(Y/1OBIETBOPHUTETHHO) 60-69 |B ocHOBHOM Oasupyercs Ha JIGKIIMOHHOM
MaTepHae;
uHbopMaIus IIpEACTaBICHA YETKO, HO
OTCYTCTBYET OPUTMHAIBHOCTD B €€ U3JI0)KECHUU
HeynoBneTBopuTenbHOE BBIIOIIHEHUE;
MuHUMaIIbHBIN YaCTUYHOE TOHUMAaHUE MPOOJIEMBbI;
YpOBEHb ‘27 35.59 |HECMOTPS Ha HAIMMME Pl BECbMa YJaqHbIX
(HEeYOBJIETBOPUTEID MecT, paboTa XapaKTepu3yeTrcsi OTCYTCTBHUEM
HO) TIIATEIbHOTO aHAJIN3a;
HEaJICKBaTHOCTh IIPUMEPOB
MuHuUManbHBIN OtcyTcTBHE TIOHMMaHUS BOIpoca, padboTa He
ypoBeHb 17 0-34 |CTPYKTypHpOBaHa u HE COOTBETCTBYET
(HEeyOBJIETBOPHUTEIND TpeOOBaHUSIM;
HO) HAJIMYKE CEPhE3HBIX OIIMOOK M HECOOTBETCTBUM

PeiiTuHroBasi cucremMa JJist OLEHKH yCNEBAEMOCTH CTY/ICHTOB

Pa30ouBka 0aioB.

[IpomesxyTouHbIil pedTuHr — 70 6amioB:

1) PeliTuHr pa®oThl CTy/I€HTA HAa IPAKTUYECKUX 3aHATHIX — 22 Oania.

MakcuManbHbIA PEUTHUHT, KOTOPBIA CTYJEHT MOXET 3apaboTaTh Ha OJHOM
CEMHUHAPCKOM 3aHATUU — 2 Oasuia:

- 32 OTJIMYHBINA OTBET (MOTHBIN, O€30MMO0THBIN) — 2 Oaa;

- 32 aKTUBHYIO pa0oTy Ha cemuHape (ot 2 110 4 BeICTyIUIeHU) — 1-2 Gasia;

- 32 HETOYHOE BBICTYIUIEHHE, 32 HETOYHOE ONOJIHeHne — 1 Oai;

- 33 OTKa3 OT OTBETA, 3a HEMIPaBUJIbHBIN O0TBET — () OaIoB.

2) PeliTUHT KOHTPOJIBHBIX TOYEK — 25 OaJIoB.

3) PeliTuHT mocemeHus JEKIMOHHBIX 3aHATHI — 6 OaJIJIOB.

4) PelTUHT TIOCEIIeHUs CEMUHAPCKUX 3aHATHN — 7 0aslIoB.

5) Pelitunr noompurensHblii — 10 6amos:

- pa3paboTKa crieHapus 1eJ10Boi urpsl — 10 6aios;

- COCTaBJIEHUE KPOCCBOPAOB — 5 OAILIOB;

- peleHne 3a71a4 MOBBIIICHHOU CIIOXKHOCTH — 5-10 0aIL1oB;
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- Hanucanue u 3amnura pedepara — 3-7 6amios.
Cnaua >x3amena — 30 6ayuioB.

IlepecyeT cymMBbI 02/1J10B B TPAAUIUOHHYI0O U MEKIYHAPOAHYIO OLIEHKY

Hrorosasi cymma
Ouenka (PTOC) 0aL10B, yMHTHIBACT Ouenka (ECTS)
yCHENIHO CIAHHbIH
IK3aMeH
5 (OTIMYHO) 90 - 100 A (OTJIMYHO)
85 -89 B (odenp xopomio)
4 (xopolo) 75— 84 C (xopor110)
70-74
65 — 69 D (ynoBneTBopUTENbHO)
3 (YA1OBICTBOPHTE b HO) 60 - 64 E (mocpencTBeHHO)
2 (HeyJIOBJIE€TBOPUTEIHHO) Huzxe 60 6ai10B F (HeynoB1eTBOPUTENBHO)

2. TUITIOBBIE KOHTPOJIBHBIE 3AJAHM A

2.1. OHCHO‘IHBIG CpCACTBA IJIA TCKYIICTIO KOHTPOJIA YCIICBACMOCTH

BP Case Study.

British Petroleum has a worldwide reputation for commitment to knowledge
management (KM).

The knowledge management methodology pioneered in BP's is encompassed
by a simple framework, which describes a learning cycle — before, during and after
any event — which is supported by simple process tools. The lessons arising from
that learning loop are agreed and distilled by a community of practice. Finally, the
lessons — both specific and generic are incorporated into "Knowledge Assets” on
the corporate intranet.

Benefits. The business benefits of applying a consistent approach to
knowledge management have been significant. BP business managers attributed
hundreds of millions of dollars of added value as a direct result of using this
approach.

A practical example of this has been in the cost reduction in the construction
of European retail sites.

At the beginning of 1998 a challenge is set of reducing the build costs of
retail sites in Europe by 10%. The Alliance (a joint venture between BP and Bovis)
Is responsible for the management of these activities in Europe. The Alliance was
engaged in the benefits of knowledge management and invited the BP KM Team to
help them achieve this outcome. Step change in costs was delivered in 1998
(savings of $74 million) due to the harvesting and sharing of knowledge between
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the project engineers in Europe. This gave BP Downstream Retail competitive
advantage in the Mature European Marketplace. This knowledge is now also being
leveraged on a global scale by project engineers in Venezuela, China, Poland, and
Japan.

Similar examples of increased performance have come from BP's KM
application in speeding up business restructuring, developing new oil & gas fields,
improving plant productivity and accelerating new retail market entry.

The Role of top leaderships. John Browne, former CEO of British Petroleum
IS an outspoken enthusiast of the power of corporate learning. From his
perspective, learning provides the catalyst and the intellectual resource to create a
competitive advantage. "In order to generate extraordinary value for shareholders,
a company has to learn better than its competitors and apply that knowledge
throughout its businesses faster and more widely than they do. The way we see it,
anyone in the organization who is not directly accountable for making a profit
should be involved in creating and distributing knowledge that the company can
use to make a profit," says John Browne.

Browne has developed an action plan for competitive corporate learning to
spur changes in people's attitudes and ultimately formal and informal rules that
govern the organization's behavior. "The wonderful thing about knowledge is that
it is relatively inexpensive to replicate if you can capture it. Most activities or tasks
are not onetime events. Whether it's drilling a well or conducting a transaction at a
service station, we do the same things repeatedly. Our philosophy is fairly simple:
Every time we do something again, we should do it better than the last time," says
John Browne.

Virtual Teamwork Project. BP Exploration (BPX) was reorganized into 42
separate business units. Then, BP launched the Virtual Teamwork Project (VTP),
its first major KM initiative. The aim of VTP was to encourage the sharing of
knowledge and to motivate the business units to utilize IT tools to improve their
business. The VTP was designed to enable employees to share task-specific
knowledge and develop partnership relationships with the employees of other
units. Later the company launched a series of KM initiatives, which yielded
excellent financial results for its business operations. Following the successful
implementation of VTP, BP launched various KM tools such as Peer Assist, After
Action Review, BP Connect, Retrospect and Human portal.

Knowledge Management Team (KMT). BP became one of the first few
companies to treat KM as a separate discipline when it established a Knowledge
Management Team (KMT) in 1997. John Browne, British Petroleum's has a
personal interest in the subject, and established KMT to champion and harness the
benefits of organizational learning both within and across its flattened hierarchy.

Peer Groups. In order to integrate the efforts of the business units engaged in
the same business activities, they were organized into peer groups. They met
periodically to discuss the performance of their businesses. The purpose of the
reorganization was to facilitate knowledge sharing and build synergies, i.e. to



exchange knowledge and synergize creative capabilities and expertise of the
employees working in different business units of BP.

Enhancing Organizational Capability. To enhance organizational capability,
BP reduced or removed central functions, and business units were empowered to
chose their own routes to implement changes. A flat organization was established.
The number of management levels was reduced from 13 to 5.

MegaChange — a New Capability-based Approach. MegaChange is a total
systemwide cultural transformation of your organization. It means designing and
transforming organizations based on assumptions of human capability rather than
limitations using the tools of the modern resource-based management model.

Entrepreneurial Leadership of Transformational Change. One of the most
striking attributes of leaders of successful transformational change efforts is their
entrepreneurial spirit and behavior. These individuals think and act like heads of
their own businesses and are able to inspire and direct others to act in the same
manner. Entrepreneurial leaders are part visionary, part role model for the new
values and behaviors and part crusader. They frequently emerge from lower levels
of the organization, from the business, or from other organizations.

When John Browne became head of BP Exploration he was determined to
transform the company from underperforming bureaucracy to global leader.
Although BP was successful, the world was changing, and the business had to
become more adaptive to keep pace with new rapidly changing economy.

To enhance organizational capability, BP reduced or removed central
functions, and business units were empowered to chose their own routes to
implement changes. BP's organizational structure has evolved significantly
towards an entrepreneurial, empowered "federation™ of 100 business units. A flat
organization was established. The number of management levels was reduced from
13t05.

The Browne's strategy for BP included: entrepreneurial design driven by consistent
decentralization; single common strategy; a knowledge network of peers across the
business units.

As a start of creating more value, both internally and externally, Browne
opened up the organization, decentralized it, established information sharing and
knowledge management networks and developed an action plan for competitive
corporate learning. To find a natural equilibrium between creative chaos and order
and free the energy in BP, Browne moved the organization to the situation that was
at the edge of chaos. He created room different thinking. The company adopted
new business thinking and a new relationship to its business ecosystem. New
approaches to developments, new working relationships with contractors and new
alliances have been adopted. Browne's strategy included also process
improvement, major outsourcing, and asset sales. Most importantly, it included
total changes in BP corporate culture.

As a result of corporate transformation, BP increased the value of its share
price by a factor greater than 10 in a period when other companies were seeing



marginal improvements in their share prices. The overall benefit of company-wide
transformation was measured in billions of dollars.

Test. Improving Brand Image.

Susan: George, | was wondering if we could discuss our new marketing strategy for a moment.
George: Certainly Susan. You know that I'm working with Anne on changing our image, don't
you?

Susan: Yes, I think you'll make an excellent team. How do you feel about the merchandise we're
pushing?

George: In my opinion, the products were offering are fine. However, | think we should
concentrate on expanding our market share in the young adult market.

Susan: | totally agree. Who buys more products than twenty somethings?
George: Exactly. We haven't been very successful in our branding efforts, have we?

Susan: I'm not keen on changing our target audience, but we certainly have to improve our brand
image.
George: If we want to edge out our main competitor, we're going to have to target customers at a

younger age.

Susan: Maybe, but we also have to keep our competitive edge in quality.
George: Why don't we all get together for a discussion?

Susan: Can you let me know when your next meeting with Anne is going to be? I'd like to go
over some of our restructuring ideas with both of you.
George: As a matter of fact, we'll be meeting this afternoon. Let's meet at four, shall we?

Susan: I'm afraid I already have an appointment then. Do you think we could meet earlier?
George: Well, I'll have to check with Anne.

Multiple Choice Comprehension Questions

1. Susan was aware that George is going to be working with Anne.
o frue
. false

« doesn't say
2. What does George think Sport Outfitters needs to concentrate on?

« changing merchandise
« expanding market share
« improving quality

3. What has Sport Outfitters been unsuccessful in doing?

« branding efforts
« developing new merchandise
« 0Opening outlets



4. What is Susan not keen on?

« changing publicity campaigns
« improving branding
. targeting younger customers

5. Why can't Susan meet with George and Anne at four?

« she has to travel this afternoon
« she has an appointment
« she has the afternoon off

Business game. Marketing.

This exercise tests your decision making, analytical reasoning skills and
your ability to put forward a persuasive case - all important management skills.
You should study the problem which follows and produce recommendations for
action and the reasons behind your decision. This is a group exercise with your
groupmates with each candidate given the role information for one manager.

The case. Kent Airlines are considering adding a newly discovered tropical
island to their list of destinations. The island is 3,000 miles away in mid-Atlantic.
The islanders have a potent drink called 'OROS' which they think will go down
well in European markets and consequently are building a new international airport
to expand the drinks and holiday business. The name of the island is Atlantis.

A group of eight managers has been gathered to decide whether the
destination is viable, what type of aircraft to use and what profits might be
expected.

You have 45 minutes to discuss the issue before the Marketing Director
arrives to hear you put your case to him.

If you decide to go ahead then:

e What sort of customers would you try to attract?

e What 'message’ would you try to put across to them? Design a poster
or slogan (15 words maximum) to do this.

e How would you publicise the destination?
e How would you deal with competitors (other airlines)?

The team is:
e FUTURES AUDIT e ENGINEERING



MANAGER MANAGER

e MARKET RESEARCHER e LOGISTICS MANAGER
e PRICING MANAGER e PLANNING MANAGER
MARKET
e SCHEDULING
e CARGO MANAGER MANAGER

Cargo manager. We could probably make £10,000 profit per trip using a 747
for the transport of "OROS" or £8,000 using a Tristar in addition to passenger
income.

Engineering manager. We would need to station one overseas engineer
permanently on Atlantis. We would also need to have spare parts such as tyres and
engine components available there. We have a 747 available for a Thursday flight
only and no other days, or a Tristar Series 200 available for a Saturday flight.

Logistics manager. The costs of fuel, engineering, food for passengers,
salaries, loading and unloading and refueling etc. would be £80,000 for a 747 and
£65,000 for a Tristar.

Futures audit manager. The politics of island seem stable. The island will get
enough money from selling "OROS" to pay for the building of the airport and
hotels.

Researcher. The island has an excellent climate and good beaches, but there
Is a lack of nightlife at present. There is great interest from both leisure and
business customers in going to the island. A Saturday departure would give us
sufficient demand for us to use a Boeing 747, but departures on other days would
generate a much lower demand and make the Boeing unprofitable to use.

Pricing manager. We would need to put on flights with special cheap rate
tourist fares as well as the standard business fare, but using these we could
probably generate £90,000 of income per trip using a 747 or £72,000 using a
Tristar.

Marketing planning manager. This can be a profitable route looked at in both
the short term and the long term.

Scheduling manager. The flight could depart at 21.00 hours on Saturday if
an aircraft is available: this would be convenient for passengers and would also fit
in with loading, catering and engineering staff.

Available aircraft.

Boeing 747 (Jumbo Jet).

On long haul routes where traffic levels are heavy, the 747 continues to be
the mainstay of the fleet. Its exceptionally low fuel-consumption gives it a very
low seat/mile costs.
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Routes: Long haul, mainly to North America, Caribbean, Africa, the Orient
and Australasia.

Capacity: 22 First Class, 104 Business, 234 Economy (Total 360) passengers
and approximately 16 tonnes of cargo on a 2,000 mile sector.

Seating: First Class - Sleeper seats are in pairs, with a 62 ins pitch, Business
- two rows of two abreast in upper deck and three rows of two abreast on the main
deck, with a 36 ins pitch; Economy - mostly two rows of three abreast and one of
four abreast, with a 31 ins pitch.

Engines: Four Rolls-Royce R8211-524C2s, giving 51,600 Ibs thrust each.
Cruising speed: 600 mph, at 35,000 ft.

Range: 6,850 miles.

Auto land capacity: To Category A limits Lengths: 70.7 m (231 ft 11 ins)
Wingspan: 59.6 m (195 ft 9 ins).

Height: 19.3 m (63 ft 4 ins) Fuselage width: 6.4 m (20 ft 11 ins).

Fuel capacity: 203,860 litres (44,850 gallons).

Fuel consumption: 10,445 kg per hour (2,901 gallons an hour).

Maximum take-off weight: 371,940 kg (820,000 Ibs).

Landing gear: 16 main and two nose wheels.

Flight crew: Captain, one co-pilot and one flight engineer Cabin crew: 15.

Tristar Series 200.

Routes: The Series 200 flies medium haul routes with heavy traffic.

Seating: (Series 200) First Class - three rows of two abreast sleeper seats,
with a 62 ins pitch; Business - three rows of two abreast with a 36 ins pitch;
Economy - mostly two rows of three abreast and one of four abreast with a pitch
generally of 34 ins.

Engines: Three Rolls-Royce RB211-228s (-5248s on Series 200s and 500s),
giving 42,000 Ibs of thrust.

Cruising speed: 550 mph, at 35,000 ft.

Range: Series 200 - 4,362 miles;

Auto land capability: To Category 1B limits length: 54.2 m (117 ft 8 ins).

Wingspan: 47.3 m ;155 ft 4 ins) Height: 16.0 m (55 ft 4 ins) Fuselage width:
6 m (19 ft 8 ins).

Fuel capacity: 90,150 litres (19,830 gallons).

Fuel consumption: 7,424 kg an hour (2,062 gallons an hour).

Maximum take-off weight: 195,000 kg (429,902 Ibs).

Landing gear 8 main wheels and 2 nose wheels.

Flight crew: Captain, one co-pilot and one flight engineer.

Cabin crew: 8-12, depending on route, type, and number of passengers.
Presenting your conclusions.
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You will be asked to give a short presentation of your case in front of the
group. This would test your public speaking skills, ability to present an argument
etc. Also, your skills of verbal communication, team working, persuasiveness and
time management would be looked for. A good starting point might be to decide on
the criteria (cost, logistics, publicity) you will use to decide and to rank these in
order of importance. Keep an eye on the time as you would be marked down if you
didn't finish.

Solution.

Is the destination is viable?

Yes. There are enough passengers and a viable cargo, acceptable costs, an
available aircraft and a healthy profit (see below).

What type of aircraft should be used?

The detailed aircraft information is actually a red herring: apart from the
aircraft range it is not required to solve the exercise!

Both aircraft have sufficient range. A 747 is available for a Thursday flight
and no other days, or a Tristar Series 200 is available for a Saturday flight. A
Saturday departure would give sufficient demand for a Boeing 747, but departures
on other days would generate a much lower demand and make the Boeing
unprofitable to use. The flight could depart at 21.00 hours on Saturday if an aircraft
Is available: this would be convenient for passengers and would also fit in with
loading, catering and engineering staff. From this information it is clear that the
Tristar is the better choice.

What profits might be expected?

747 Tristar
Fares 90,000 72,000
Cargo 10,000 8,000
Costs -80,000 -65,000
Profit 20,000 15,000

What sort of customers would you try to attract?

It's an expensive destination in terms of fuel, so high income middle class
passengers would be best targeted. Also winter sun seekers as the climate is good
all year round as it's in the tropics. Could perhaps be used for business conferences
or as a reward for sales executives?

How would you publicise the destination?

Climate, drink and beaches!

Television is usually too expensive for a specific destination. Could produce
a brochure and advertise in quality newspapers and the internet would be
important. Talk to tour operators to arrange packages and staff could be send to
high street travel agencies. Competitions could be arranged around the OROS
drink

How would you deal with competitors (other airlines)?

11



Increase revenue by extra advertising. Offer cheap hotel accommodation
packages. Use as a stopover on the route to American destinations.

Test. Advertising.

Q1 In order to make a sensible ....... among the different vacuum cleaners
available, it is important to do some research.
(a) comparing (b) comparison (c) compares (d) comparative

Q2 The local department store has to make a sustained effort at this time of the
year to ....... customer demand for summer clothing.
(a) satisfy (b) satisfaction (c) satisfies (d) satisfying

Q3 A good team leader must be able to ....... his colleagues to face the challenge of
a downturn in business.
(@) inspiring (b) inspiration (c) inspires (d) inspire

Q4 The ....... trend in children's desire to wear designer label clothes should be
exploited.
(a) currant (b) current (c) occurring (d) occurred

Q5 You haveto ....... the public that it is in their own interest to read the
instructions on all our medicines.
(a) convict (b) conviction (c) convince (d) convincing

Q6 In order to survive in this business you must adopt a ....... stance.
(a) competition (b) competing (c) competitor (d) competitive

Q7 The ....... of alcohol is not allowed in any of the company's premises in order to
present a clean image.
(a) consumer (b) consumption (c) consuming (d) consumes

Q8 When you are setting out to ....... new customers in an advertisement, choose
the right words.
(a) attraction (b) attractive (c) attract (d) attracts

Q9 The really effective television commercial is the one that ....... you of its
authenticity.
(@) persuades (b) persuasion (c) persuasive (d) persuading

Q10 I can strongly recommend this ....... as the best available on the market today.
(@) producer (b) product (c) production (d) produce
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Final Test.

1. Adam Smith __ ten years to writing his first fundamental work.
a. devotes b. devoted c. is devoted
2. Hemade  ascience.
a. economics b. economy c. the economy
3. Heisoften __ asthe founder of political economy too.
a. regards b. regarded c. regard
4. Economics ___ to find laws or principles by building models.
a. is tried b. try c. tries
5. The predictions of models ___ the basis of economic theories.
a. form b. forms c. is formed
6. Then the predictions ____ with the facts of real life.
a. is compared b. compare c.are compared
7. One of the texts __ about Cambridge University Press.
a. speak b. speaks c. is spoken
8. This text Economics reading room.
a. is called b. calls c. called
9. The book The Economics of Network Industries __ a few years ago.
a. published b. is published c. was published
10. 1t students and researchers to the latest developments in the field.
a. is introduced b. introduces c. introduce
11. Entertainment Industry Economics by Harold VVogel.
a. wrote b. was written C. writes
12. 1t asaguide for financial analysis.
a. characterizes b. characterized c. was characterized
13. Harold Vogel ___ the business economics of entertainment enterprises.
a. examined b. examine c. is examined
14. This edition ____ a full chapter on the Internet.
a. is incorporated b. incorporate c. incorporates
15. Itis a guide onthe __, financing, production and marketing of entertainment.
a. economics b. economy C. economies
16. It is an extract froman ___ source.
a. origin b. originate c. original
17. The text was ____ adapted.
a. slightly b. slight c. lightly
18. Thistext __ from the Financial Times.
a. borrowed b. was borrowed c. borrows
19. Itis very important .
a. news b. new c. newly
20. Economics as a science ____ of two disciplines.
a. consists b. consist c. will consist
21. Microeconomics ____individual producers, consumers, or markets.
a. is studied b. study c. studies
22. These facts ___ the prices, wages and earnings.
a. effect b. affect c. are affected
23. __ study the economy as a whole.
a. Microeconomics b. Macroeconomic  c¢. Macroeconomics
24. This text focuses ___ the strategic analysis of markets.
a.on b.in c. of
25. GDP can be measured ___ three ways.
a. at b.in c.on
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26. GNP is an important measure of a country’s economic

a. prosper b. prosperous C. prosperity
27. The GDP in Britain rose 0.9 per __in the third quater.
a. cent b. cents c.%
28. The Russian economy is commodity .
a. drive b. drove c. driven
29. These payments accounted  half of the budget’s revenue.
a.in b. for c. by
30. He said they would stick _____a tight fiscal policy.
a. for b.in c.to
31. The Times is ____ most successful national newspaper in Britain.
a.a b.an c. the
32. The Times is now 63, 000 ahead __ The Guardian.
a. of b.to c. by
33. The Independent by the Financial Times a few months ago.
a. has been overtaken b. was overtaken c. is overtaken
34. Itis a very popular newspaper ___my mind.
a.in b. to c. for
35. The demand ____ such goods is growing.
a. for b. at c.to
36. All the firms can be grouped into wholesalersand .
a. retailing b. retailers C. retails
37. The wholesaler ___ goods in bulk from producers.
a. buys b. buy c. is bought
38. The holding of stocks ____ prices.
a. even out b. evens out c. have evened out
39. Most companies __a number of different products.
a. is marketing b. has marketed c. market
40. Retail sales are still
a. subdued b. subdue c. subdivide
41. According ___ data release yesterday sales fell 1.4%.
a. by b. with c.to
42. They are struggling to combat __ music sales.
a. declining b. decline c. to decline
43. The US recording industry is considering ____action against them.
a. law b. legal c. legality
44. They are going to ___ suits against such individuals.
a. files b. filing c. file
45. The newspaper item ___ about individual piracy.
a. speak b. speaks C. is spoken
46. He does not ____a good first impression.
a.do b. make c. makes
47. Sales had begun to decline .
a. either b. neither c. too
48. Most consumers are not prepared to buy these goods .
a. too b. either C. neither
49. The economyis ___ the doldrums.
a.on b. of c.in
50. Their economy is making little progress recession.
a. out b. out of c. off
51. Eurozone economic growth is ___ to ease.
a. like b liked c. likely
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52. This institute that GDP growth will be 1.8 per cent.

. estimates b. is estimated C. estimation
53. The annual growth was ___ stronger.
. Substantial b. substance C. substantially
54. Seasonally adjusted _ rose to 8.4.
. unemployed b. unemployment c. employ
55. The business cycle shows __in the level of economic activity.
. fluctuate b. fluctuations c. fluctuated
56. Depression by low output and unemployment.
.isaccompanied  b. accompanies c. accompanied
57. Aggregate demand __ substantial output level.
. is exceeded b. exceed c. exceeded
58. This decision was consistent ____ the objectives.
. with b. of c. by
59. They _ a goal of profit maximization.
. sit b. set c. are set
60. They adjust output and priceto _____ their goal.
. achieved b. achieve c. achieves
61. Itwas 35 per cent increase in perating profits.
.a b.an c. the
62. The company wanted to bring its accounting in line ___ US system.
. of b. to c. with
63. He spoke about the compnay’s  -cutting program.
. cost b. costly c. costing
64. The sales increased by 10 per cent compared __ the estimates.
. of b. to c. with
65. Companiesina ____ are locked together.
. Clustered b. cluster c. clusters
66. Skilled employees often __ between businesses.
. migrate b. emigrate c. immigrate
67. This strategy by American businessmen.
. adopted b. was adopted c. is adopting
68. Manufacturing ___ in Southeast Asia.
. base b. is based C. basis
69. They turned ideas into products through the swift __ of new firms.
. formation b. formative c. formula
70. The company offered a certain number of ____ calls and messages.
. free of charge b. free c. freedom
71. In return the customers would receive messages containing
. advertising b. advertise c. advertised
72. Their mobile phones are capable receiving picture messages.
.in b. of c.to
73. The advertising would mostof the company’s funding.
. be provided b. provide c. provisional
74. They can ____ their quotas of free calls.
. exceed b. be exceeded C. excess
75. Then they pay at a rate of 15 pence per .
. the minute b. a minute C. minute
76. We can calculate the price of demand at each price.
. elastic b. elasticity c.elatically
77. Now look __ the next column.
.to b. for c.at
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a.

78. There a hundred per cent change in price.

1S b. are C. were
79. You can see the change in price.
. per b. percentage C. per cent
80. There are a few ways of these rules.
. to explain b. explain c. explaining
81. Let me this.
. explaining b. to explain c. explain
82. Let’s __this price as an example.
. take b. taking c. to take
83. Price supportis ___ of supporting the incomes of certain producers.
. means b. a means C. mean
84. The price support method results wasteful over-production.
.in b. on c. of
85.If I ____ the text I shall answer your question.
. reads b. shall read c. read
86. North Korea was forced ___ food prices sharply.
. lifting b. lift c. to lift
87. Theyhadto ____ their prices.
. rise b. raise C. raising
88. The prices are constantly .
. rising b. rasing C. going
89. It has been important factor in raising the prices.
.an b.a c. the
90. He __ gold prices rising to $725 an ounce.
. forecast b. forecasting c. forecasts
91. Itis often calledan ___ country.
. industrialized b. industrialize c. industry
92. They declined buying the __ goods.
. manufacture b. manufactures c.manufactured
93. There are ____ products to serve these needs.
. many b. much c. a little
94. Practically __ they act as a dictator.
. speak b. speaking C. spoke
95. They __the right choice between the two extremes.
. were made b.made c. are made
96. The government is directly responsible __ this sector.
. off b. for c. of
97. The enterprise became public to be rescued from .
. bankrupt b. bankrupts c. bankruptcy
98. Some public corporations are still publicly :
. owner b. own c. owned
99. Very many public corporations later became __ again.
. privately b. privates C. private
100.A special mention should of British Rail.
be made b. made c. make

Cooeceoosanue. Interview.
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General Interview Questions.

1. What are your strengths?
2. What are your weaknesses?
Where would you like to be in your career five years from now?

What’s your ideal company?

o > »

Are you willing to relocate?

Behavioral Interview Questions.

1. Can you describe a time when your work was criticized?

2. Have you ever been on a team where someone was not pulling their own
weight? How did you handle it?

3. What is your greatest failure, and what did you learn from it?
4. What irritates you about other people, and how do you deal with it?

5. If I were your supervisor and asked you to do something that you disagreed
with, what would you do?

6. What’s the most difficult decision you’ve made in the last two years and
how did you come to that decision?

Career Development Questions.

1. What are you looking for in terms of career development?
2. How do you want to improve yourself in the next year?

More About You.

1. What would be your ideal working environment?
What do you look for in terms of culture — structured or entrepreneurial?

What techniques and tools do you use to keep yourself organized?

> wo»

Tell me about your proudest achievement.

5. Why did you choose your major?
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6. What would you do if you won the lottery?
7. What do you like to do for fun?

8. What do you do in your spare time?

/lenosoe nucomo. Letter of application.

Writing task:
You have seen this advertisement on the Guardian website, and would like to apply
for a job. Write a letter of application explaining why you would like to work as a
research analyst and why you think you would be suitable for the job (professional
knowledge, personality, experience). Write between 180 and 200 words.
An exciting new opportunity for a research analyst within a well-established
research agency has arisen. Our client is a reputable agency with a presence in over
100 countries worldwide and is keen to recruit a self-starter with market research/
data analytics experience and good commercial acumen to work within Media
Analytics.
As a media research analyst, your role involves helping to understand how
individuals act online and to see how the internet affect their behaviours and
attitudes through projects that vary from online customer journeys to client
segmentation.
Responsibilities will include:

e leading a day to day project management for small to medium-sized

projects;

e data checking and reporting and managing work outsourced to third
parties;

e providing high quality client service and developing long-term
relationships with clients;

e project management, including briefing suppliers and tracking
fieldwork.

The ideal candidate will be someone who has 1 to 2 years experience working
within the market research industry and also possess the following key criteria:
e must be educated to a degree level,

¢ ability to analyse data and translate these into insights;

e a genuine passion and interest for online research as well as
advertising and media;
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e have confidence in presenting and be proficient in Power Point and
Excel;

e ability to perform work accurately and effectively with attention to
detail.

This is an excellent opportunity for an exceptional researcher with superb analysis
skills to join a leading research organization within their media division and in
return my client will offer a competitive salary package and a fantastic working
environment and drive to excel in this role. If this sounds like you, do not hesitate
and apply now!

2.2. O1ieHOYHBIE CPEICTBA JJIsl TPOMEKYTOUYHON aTTeCTaINH

Task 1. FINANCIAL STATEMENTS AND PROFITABILITY RATIOS

The financial statements of a business provide important information for people
outside the business who do not (0) ........... access to the internal accounts. For
example, existing and (1) .......... shareholders can see how much profit a business
made, the value of its assets and the level of cash (2) .......... . Although these
figures are useful, they do not mean a great deal by themselves. In order to (3)
.......... any real sense of the figures in the final accounts, they need to be properly
analysed using accounting ratios and then (4) .......... with either the previous year’s
ratios or against averages for the industry

The profitability of a company is important and a key (5) .......... of its success. In
the profit and loss account the figures shown for gross profit and net profit mean
very little by themselves. However, by (6) .......... them as a percentage of sales
they become much more useful. The figures can then be evaluated against those of
previous years, or with those of similar companies.

Example:

0 A hold B have C grant D keep

Answer — B

1 A eventual B promising C aspiring D potential

2 A reserves B stocks C quantities D stores

3 A reach B find C take D make

4 A differentiated B opposed C compared D balanced

5 A measure B evidence C mark D proof

6 A indicating B expressing C outlining D pronouncing
Task 2.

COMPANY BUDGETS

Most senior executives know that the competitive battles ahead will involve not only ensuring that their
company gets better at what it does, but is also different from others. To achieve this they need talented
managers who can produce more imaginative strategies for growth and improvement, make faster decisions, be
more flexible, be better prepared to anticipate threats and opportunities, and who can consistently improve
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quality and customer satisfaction. To this list you can add any number of other key competitive issues that are
becoming more important as the service economy gathers speed.

But executives also know that none of these aspirations are attainable without changing the way the
business is run. While most companies have tried to address these issues by reducing management layers and
focusing on the customer, few have been successful. One of the reasons is the inability to shift the management
philosophy from one of top-down control to bottom-up empowerment. It is because budgets are most commonly
used by organisations to exercise control that they are at the centre of this thorny issue.

Budgets are, in effect, barriers to change and fail to do well what most managers think they do well — that
is, provide order and control. They are barriers for many reasons. Firstly, they reinforce the command-and-
control management model and thus undermine attempts at organisational change, such as delegation and
empowerment. In addition, they tend to set a ceiling on growth potential and a floor for cost reductions, thus
stifling real improvement breakthroughs. Strong brands, skilled people, excellent management processes, strong
leadership, and loyal customers are assets that are outside the measurement orbit of the accounting system.
Budgets are typically extrapolations of existing trends, with little attention being paid to anticipatory models.
What is more, they act as barriers to exploiting co-operation across the business units.

If asked why we use budgets, most managers would probably answer, ‘to set targets and control business
operations’. But budgets evolved in the 1920s to help growing businesses manage their capital resources and
plan their cash requirements. It was not until the 1960s that budgets were used to set targets, control operations
and evaluate managerial performance. While planning remains an important part of the management process, it
is widely believed that setting targets and controlling and evaluating performance using budgets is fundamentally
flawed because it directs managerial behaviour towards achieving predetermined financial targets rather than
harnessing the energy of people at all levels towards continuously improving competitive strategies and
customer-oriented processes.

So, if existing budgeting systems have such crucial weaknesses, why do we still rely on them? In fact,
accountants have tried to improve them. Zero-based budgeting and activity-based budgeting represent valiant
efforts to update the process, but they tend to be complex project-driven approaches that fail to evolve into
standard management practices. Basically, though, budgeting has not changed because it is a part of
unchallenged tradition. Some companies are re-engineering their budgeting processes to make them faster and
cheaper, but such an approach fails the test, as it leaves the behavioural weaknesses in place.

What does all this mean for the role of management accountants? Many accountants now accept that setting
fixed financial targets and measuring performance against them makes little sense when the competitive
environment is subject to continuous change. Plans and strategies need to unfold continuously as new knowledge
emerges. Above all, management accountancy should be concerned with the future and ensuring that the right
questions are asked and the right decisions are taken that add maximum long-term value. It is hard, though, to
see how these changes can be managed successfully while leaving the current budgeting system in place.

1. To deal with the competition they are likely to meet in the future, companies
should look for managers who will

A recognize and reward talented people.

B bring considerable experience to the job.

C respond immediately to financial difficulties.

D take a creative approach to developing the business.

2. According to the second paragraph, why have companies failed in their
response to key competitive issues?

A Authority for decision-making is too restricted.
B Customer needs are not given sufficient priority.
C There are too many layers of management.

D Budgets are not adequately monitored.
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3. One problem resulting from the way budgets are usually set is that

A they give too optimistic a view of a company’s growth potential.

B they allow staff to avoid taking responsibility for their decisions.

C they tend to produce too many targets for the workforce to meet.

D they limit innovative behaviour because they focus on past experience.

4. According to the writer, changes in the use of budgets since the 1960s
have prevented managers from

A giving enough time to planning.

B concentrating on motivating the workforce.

C working out realistic targets.

D assessing the competence of their employees.

5. According to the writer, why have new budgeting systems not been
widely adopted?

A Traditional systems are relatively easy to operate.

B New systems have proved slow and expensive.

C Traditional systems are part of accepted practice.

D New systems have proved unpopular with managers.

6. According to the final paragraph, many management accountants now
believe that

A companies should be prepared to modify their strategies.

B budgeting should not influence management decisions.

C too many company decisions are taken with a short-term view.
D targets should reflect recent trends in an industry sector.

Task 3.

MERGERS CAN BE SUCCESSFUL

Mergers are always headline news. Some financial commentators even regard them
as an indicator of the economic health of a nation. Which is strange when you
consider that most mergers and acquisitions fail. The deals themselves go through,
and regardless of the high costs, the bankers get paid. But then the expected
economies of scale prove elusive and there are clashes of corporate cultures.
Employees become nervous and less efficient as they worry about losing their jobs.
Depending on whose research you believe, 50 to 80 per cent of acquisitions fail to
fulfil the strategic objective for which they were designed. Given all this, it is
Interesting to see a merger which is successful. And that is what seems to have
happened when Promo and Truck Ads merged.

Eva Lendel started Promo in 1991, the same year Paul Watson founded Truck Ads.
Both companies did the same thing: they ran poster campaigns on trucks for major
advertisers. It was a new medium and both companies expanded quickly. It looked
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so easy and profitable that lots of small operators came into the business . which
worried both of them because they felt that these new companies did not really
know what they were doing. This, they felt, could have a negative effect on all
companies in this sector. So Lendel and Watson formed a trade association to
protect the reputation of their businesses. *Out of all these companies that
mushroomed up,’ says Watson, ’almost none have survived. They just didn’t offer
a professional service.’

Once they had the market largely to themselves, Lendel and Watson competed in
some situations and collaborated in others. Whenever one had more campaigns
than they could handle, they would subcontract to the other. Finally, Lendel
suggested that her company buy Truck Ads. It helped that Lendel and Watson had
known and respected each other for years. They knew from the trade association
that they had many business values in common. And they knew they would lose
business opportunities if they did not get bigger. In negotiations Lendel and
Watson were not afraid to tackle the problems that so many companies avoid. They
agreed that, as Promo was the larger company as well as the acquirer, Lendel
would be the new boss and Watson her deputy. There was no nonsense about joint
leadership or everything staying the same.

Turning two workforces into one is never easy. ’Once the merger had gone
through, I was relieved that there had been no redundancies,’ says Lendel. ’I hadn’t
realised, though, how much loyalty there was to the Truck Ads brand. This
impressed me but also worried me as we had wiped away the brand overnight. So |
brought in lots of policies to make everyone feel part of the team and then | saw
every employee individually to explain the advantages of the merger for them.’
"Merger costs are high,” says Lendel. ’Legal expenses alone can wipe out any
upside. But not this time. I didn’t think we’d cover our huge legal fees for a year,
but we managed to do it in three months. In fact, those costs made us push hard for
new business.’

1. According to the first paragraph, what is one reason why mergers and
acquisitions

often fail?

A The costs involved are too high.

B The companies involved have different attitudes to business.

C The merger or acquisition is not given a clear goal.

D Staff leave because they feel their jobs are not secure.

2. Lendel and Watson thought that many of the smaller operators in the industry
A lacked professional standards.

B had expanded too quickly.

C wanted to set up a trade association.

D were making excessive profits.

3. Before the merger, Lendel and Watson were aware that the two companies

A were already beginning to lose business.

B had different strengths and weaknesses.

C were doing too much subcontracting.
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D had similar ideas about business

4. During negotiations, Lendel and Watson decided that

A the two of them could not work together.

B one person would be in charge of the new company.

C there would be no major changes in the new company.

D the size of Promo could lead to problems.

5. What did Lendel do after the merger had been completed?

A She began putting staff in different teams.

B She refused to make any staff redundant.

C She explained to all staff how the merger would benefit them.
D She congratulated the staff on their loyalty to the new company.
6. What does Lendel say about the company’s legal costs?

A They were cleared more quickly than expected.

B They had to be settled within a year.

C They were not so high as she had expected.

D They were reduced in return for early settlement

TASK 1. Read the article about Starbuck’s. Choose the correct word (A, B, or C)
to fill each gap.

In these times of financial difficulty, many companies are looking (0) ways
to reduce the price of their products. A recent example is an instant coffee (1)

‘Via’. Via has been developed by Starbuck’s, (2) 1s the world’s
largest coffee shop chain. The company claims that it tastes just as good (3)

real coffee and costs about (4) quarter of the price. (5) the
company is not making the instant coffee for customers in its own coffee shops.
Instead, it is trying to (6) a share of the 17 billion dollars that the world
spends (7) instant coffee. It is a risky strategy. If the new instant coffee (8)

a success, maybe customers will stay away from the Starbuck’s coffee

shops and make (9) own instant coffee at home. Eating at home is a trend
that we (10) already see in the recession.
0 A after B for Cto
1 A calling B calls C called
2 Awho B that C which
3Aas B like C than
4 A the B some Ca
5Awhen Bif C but
6 A win B wins C winning
7 A for B with Con
8 Awillbe Bis C would be
9 A their B his C this
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10 A would B can C must

Task 2. Choose the right answer based on the text below.

Catching out the Dishonest Candidate

Most personnel managers agree that job interviews are one of the least objective recruitment methods. But the advantages
of testing are not going to change the (0) A of the interview to employers. The appeal of the interview has everything to do
with the (11) factor.

Most people believe they are a (12) judge of character and trust their instinctive feelings. We might use some kind of test
to aid the (13) process, but we usually pick a candidate who interviews well, has good (14) and an impressive work record.

But (15) the candidate lies or is less than completely honest, “This can be a serious problem for employers”, (16) Alan
Conrad, Chief Executive at Optimus Recruitment. “The most difficult liars to find out are those who (17) half-truths rather
than complete lies.” Research (18) that up to 75 percent of curriculum vitaes are deliberately inaccurate. The most
common practice is (19).

Interviewers should therefore concentrate on areas of (20) such as gaps between periods of employment and job (21) that
seem strange. “Focusing on these areas will force candidates to tell the truth or become increasingly (22). This is usually
when people signal their (23) by their body language. Sweat on the upper lip, false smiles and nervous hand movements
all (24) discomfort.”

Conrad does not suggest an aggressive police-style interview technique, but insists that (25) inspection of curriculum vitae
is absolutely essential. Only by asking the right questions can you confirm the suitability of the candidate or put pressure
on those who are being less than completely honest.

0 A attraction B discipline C rules D regulations
11 A emotion B feeling C human D person

12 A reasonable B sensible C substantial D normal

13 A choice B selection C identification D discovery
14 A examinations B papers C notes D qualifications
15 A pretend B think C suppose D fantasise

16 A reveals B admits C exaggerates D explains
17A say B tell C inform D talk

18 A shows B predicts C calculates D reckons

19 Alignorance B forgetfulness  C omission D carelessness
20 A error B incorrectness  C uncertainty D indecision

21 A descriptions B advertisements C interpretations D routines

22 A untrue B illegal C dishonest D criminal

23 A annoyance B anger  C anxiety D disappointment
24 A indicate B prove C present D picture
25 A immediate B tight C near D close

Task 3. Read the following text and state whether the statements below are True (T) or False (F).

Switzerland is one of the few countries in the world that guarantees, by law, the secrecy of
its bank accounts. As long as the client of a Swiss bank has not done anything that is considered
illegal in Switzerland, the bank will not reveal the client's identity to anyone.

During World War 11, for example, many families from war-torn Germany, Italy, and
France were able to keep their savings secure by putting them in Swiss banks. Many Europeans
still consider having a bank account in Zurich, Basel, Lugano, or Geneva to be a sign of financial
security.

Opening a legal, numbered Swiss bank account is still relatively easy to do, usually
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involving nothing more than going to Switzerland, filling out a few forms, and making a deposit.
Swiss bankers are known to be dependable, trustworthy, and, above all, discreet. These qualities
have made Switzerland one of the world's banking centers. But they have also made Switzerland
a center for money laundering.

Swiss bank accounts are useful for money-laundering schemes because once money passes
through a respectable Swiss bank, it is accepted anywhere in the world. When several Swiss
banks were found to be facilitating the activities of international drug traffickers in the 1980s, the
Swiss authorities finally decided to break open several secret accounts that were linked to illegal
activities abroad.

Most people holding Swiss bank accounts, however, do not use them to launder illegally
earned money. They merely want their legally earned funds to be safe and free from government
control and taxes at home. Swiss bankers do not reveal the accounts of clients accused of
avoiding taxes in their home country, since tax evasion is not considered to be "illegal™ in
Switzerland: it is only a civil, not a criminal offense.

Foreigners - as long as they break no Swiss laws - can keep their money in Swiss bank
accounts without fear. This guarantee of secrecy can be used by many unscrupulous people for a
wide variety of shady international activities. In the case of the Iran contra scandals during the
1980s, for example, the secret deals between America's CIA and the Iranian arms merchants
were paid for in part with money deposited by CIA agents at banks in Switzerland.

Philippine dictator Ferdinand Marcos had also deposited large sums of illegally acquired
funds in Swiss banks during the 1970s and 1980s. When he was deposed, the Philippine
government called for the return of these funds, which was agreed to by the Swiss authorities.
After several abuses of Swiss banking secrecy, the Swiss authorities announced that they would
be ready to open any accounts revealed to be linked to illegal international activity.

26. Switzerland guarantees by law the secrecy of its bank accounts.

27. A Swiss bank is a sign of financial security for many Europeans.

28. Swiss bankers are not always dependable, trustworthy and, above all, discreet.

29. Unfortunately, Switzerland is also a center for money laundering.

30. Sometimes Swiss authorities break open secret accounts if they are linked to illegal activities
abroad.

31. Tax evasion is a criminal offense in Switzerland.

32. The secret deals between American C.I.A. and the Iranian authorities were paid for with
money deposited by C.I.A. agents at Swiss banks.

33. The Swiss banks did not return the Philippine dictator's illegaly acquired funds to the
Philippine government.

Task 4. Read the text and choose the right answer based on the information in the text.

On a certain day after the lecture on the UK taxation system the Group was to visit the Tax
Department of a lawyers' firm in the centre of London. Mr. Hill and the participants went
there by tube which is the fastest means of transport when one wishes to move in the centre of
the city. After they got into the building of the firm they went to the secretary's office.

Mr. Hill: Good afternoon.

Secretary: Good afternoon, sir.

Mr. Hill: My name is Hill and here is the Group of Russian businessmen. We have got an
appointment with Mr. Brown for three.

Secretary: Mr. Brown is waiting for you in the conference room. Follow me, please.

In the conference room a few Englishmen were waiting for the Group. Mr. Brown, Head of
the Department, welcomed the Group and introduced his colleagues. They were solicitors and
legal assistants of different offices. Each of them spoke about his scope of business for some
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time. Thus the participants had some information on commercial taxes, international taxes.
Project Finance taxes and other taxation matters.

A lot of questions were asked and answered then. The discussions were very useful and
informative. Before the participants left they were offered latest Tax Guides containing
current tax rates and tax saving hints.

34. After what lecture did the group visit A. On taxation.
a lawyers' firm? B. On lawyers.
C. On lawyers' firms.

35. By what means of transport did they A. By taxis.

go? B. By tube.
C. By bus.
36. Who is Mr. Brown? A. Secretary.

B. Head of a department.
C. Head of the firm.
37. How many lawyers were present at A. Only Mr. Brown.
the talk? B. Mr. Brown and a colleague of
his.
C. Mr Brown and a few col-
leagues of his.
38. On what matters did they speak? A. Only on commercial taxes.
B. Only on international taxes.
C. Only on Project Finance taxes.
D. On a few taxation matters.

39. Did the participants ask any A. Yes, and quite a lot.
questions? B. Yes, just a few.

C. No, they didn't.
40. What guides were they offered? A. Latest tax guides.

B. Latest project finance guides.
C. Latest corporation tax guides.

3. METOAMYECKHNE MATEPHAIJIBI, OIIPEJEJIAIOIINE
IMPOLUEAYPBI OUEHMBAHMA PE3VYIIbTATOB OCBOEHHKA [TPOI'PAMMBI
JUCLHAITJIMHBI.

3.1. Texkyuuii KOHTPOJIb YCIIEBAEMOCTH CTYJIEHTOB

Tekylmmi KOHTPOJIb YCIIEBAEMOCTH — 3TO YCTAHOBJICHUE YPOBHs 3HaHUM,
YMEHUM, BIaJICHUN CTYJEHTOB IO OTHOIIEHUIO K 00bEMY U COJIEP>KaHUIO Pa3/iesioB
(Moxynel, yacTteil) y4eOHbIX OUCILUIUINH, MPEICTABICHHBIX M YTBEPIKICHHBIX B
y4€OHBIX MJIaHaX U y4eOHBIX MpOrpaMmmax.

Tekymmii KOHTPOJb YCIIEBAEMOCTHM OCYIIECTBISIETCS Yepe3 KOMIUIEKC
UCIBITAHUM CTYJEHTOB B BHJI€ YCTHBIX M IIMCBMEHHBIX ONPOCOB, KOJJIOKBHYMOB,
KOHTPOJBHBIX pPabOT, NPOBEPKH JIOMAIIHMX 3aJaHHAW, 3allUThl OTYETOB,
KOMIIBIOTEPHOTO M OJIAHOYHOTO TECTUPOBAHMUA. BO3MOXHBI U Jpyrue BHJIbI
KOHTPOJS MO YCMOTpPEHHUIO Kadeapbl, oOecreunBaroniel yuyeOHbl mporecc Mo
JAHHOW TUCUUIUIMHE, B TOM YUCJIE, KOHTPOJIb MTOCEIIAEMOCTH 3aHATUH.
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B cucrtemy Tekyuiero KOHTpoisi pEeKOMEHyeTCsl BBOAUTh He0Os3aTeNbHbIE
MEPOIPUATHUS, TO3BOJIAIOIIME MOBBICUTh CEMECTPOBBIA PEUTHHI, HaIpUMED,
ydyacTHE B OJMMIIMAJAaX, HAay4dHOE MHCCJIEIOBAaHUE, YydYyacTUE B HAy4YHBIX
KOH()EepeHIUAX C JOKIJIAIOM M0 TEME M3Yy4aeMOro npeaMera u T.J. ¢ Ha3HaYeHUEM
OlpeNeNieHHbIX Oa/uloB, MpHOABIsEMBIX K CEMECTPOBOMY PEUTHUHTY IIO
mucuuiuivie. [Ipu sToM pedTUHT He noipkeH npesbimath 100 6amios.

JUIs TeKyIIero KOHTPOJsi YCIEBAaeMOCTH Ha Kadenpax, OCYIIECTBIISIOIINX
y4eOHbII IpoIecC, CO3/1AI0TCSI U NEPUOIMYECKU aKTyaJIu3UpyrOTCsi OaHKU TECTOB,
3alaHU, TPOrPAMMBbI KOMIIBIOTEPHBIX MTPOBEPOK U T.II. MAaTEPUAJIBL.

Bunbel u CcpoKkM NpOBEAEHUS  MEPONPUITHI  TEKYILIErOo  KOHTPOJIA
yCTaHABJIMBAIOTCS paboyel mporpaMmMon yueOHON AUCITUTIIIAHEI.

3.2. IlpomexxyTouHasi aTTecTalus

[IpomexxyTouHas aTrTecTanusi CTYIAEHTOB — 3TO YCTAaHOBJIIEHHE YpPOBHS
3HaHWM, YMEHUHW, BIAJCHUN OOyYaeMbIX, KaK I10Ka3aTeNsl YPOBHS OCBOCHHS
TpeOyeMbIX KOMIIETEHIIMI, 1O OTHOWIEHWI0O K OO0OBEMY U  COJEPKAHUIO
CEMECTPOBBIX YaCTEN y4EOHBIX JUCLUUIUIMH WIA JUCUUIUINH B IIEJIOM.

OueHka TPOMEXYTOYHOM — aTTecTaluud CTyAEHTa 10 JAUCIHUIUIMHE
(dopMUpyeTCsT HAa OCHOBAHMM CEMECTPOBOIO PEUTHMHIAa TEKYILIEr0 KOHTPOJIS H
pPEUTHHTA 3aYETHOT'O W/WJTM YK3aMEHAIMOHHOTO UCTIHITAHHUS.

3adeTHOEe/PK3aMEHAIlMOHHOE ~ WCHBITAHWE  MPOBOJUTCA B CPOKH,
YCTaHABIMBAEMbIE B COOTBETCTBUU C YTBEP)KICHHBIMU YYCOHBIMU IIJIAHAMH,
KaJIeHJIapHBIMU y4eOHBIMU TpaduKamMu, IPUKa3aMHU.

[IpenonaBarens MMEET MPaBO MPUHATH y CTYAEHTA 3a4eT W/WIU 3K3aMEH
TOJIBKO TIPU HAJIUYUM TMEPBUYHBIX JOKYMEHTOB II0 Y4YE€Ty pe3yJIbTaToB
OPOMEXYTOYHOM  arTecTanuu.  [lepBUYHBIMM ~ JOKYMEHTaMH  SIBJISIIOTCS
AK3aMEHAI[MOHHBIE W 3a4E€THbIE BEJOMOCTH, WHIAWBUIYaJbHbIC pa3pelIeHUs Ha
cAady 3a4yeToB, 3K3aMEHOB, KYPCOBBIX MpPOEKTOB (pabor). Bce mnepBuuHbIe
JOKYMEHTBI TOJIKHBI TIEpPE/IaBaThCsl B IEKAHAT MPENOAaBaTENEM JIMYHO HE MTO3/JHEE
CJIEIYIOLIEro JHS NOCIIE IPOBEICHUS UCIIBITAHUS IPOMEKYTOUHON aTTECTALUH.

[lo pe3ynpTaTaM MPOMEKYTOUHOM aTTECTAIlMU CTYIAEHTY, KPOME UTOTOBOIO
petituara mmo 100-0amipbHOM IMKajae, BBICTABISCTCS HMTOrOBas OTMETKA, KOTOpas
MOKET OBITH nuddepeHnupoBaHHON («OTIMYHOY, «XOPOIIO»,
«YZOBJIETBOPUTEIBLHOY, «HEYOBIIETBOPUTEIBHOY), oo
HeauddepeHIIMPOBAHHON («3aYTEHOY, «HE 3aUTCHOY).

[Ipu arTecTanuu Ha «OTIMYHO», «XOPOIIOY», «YAOBIETBOPUTEIBHO» U
«3a4TEHO» CTYJEHT CYMTAETCS MOJIYYMBIIUM IIOJOXKUTEIbHYIO OLIEHKY H
OPOLIEANIMM HPOMEXKYTOUHYIO —arrectanuio. [lonoXuTenbHble OLICHKH |
COOTBETCTBYIOILIME PEUTHUHIHU 3aHOCATCS B MEPBUYHBIE JTOKYMEHTHl U 3a4YETHbBIC
KHIDKKM ~ CTYJEHTOB. 3aluCH B 3aY€THBIX KHHUXKKAaX CTYIEHTOB JIOJKHBI
OCYUIECTBJISATHCS TOJIBKO MOCie 0(OpMIICHHS TEPBUYHBIX IOKYMEHTOB.

OLEHKH «HEYIOBIETBOPUTEIBHO» U «HE 3aYTEHO) MPOCTABIISIFOTCS TOJIBKO B
NEePBUYHbBIE JOKYMEHTBHI.
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HeynosierBopurenbHble pe3ysbTaThl MPOMEXYTOUHOM aTTECTAllMU 110
OJHOMY WJIHM HECKOJIbKHM y4yeOHBIM KypcaMm, JTUCIHHUIUIMHAM (MOIYJIsIM)
00pa30BaTEIbHON MPOrPaMMBbl UM HETIPOXOKIEHUE NMPOMEKYTOUHON aTTeCTalUuu
B YCTAQHOBJICHHBIE CPOKH TMPU3HAIOTCS AKAJAEMHUYECKOW 3aJ0JKEHHOCTHIO.
CryneHTsl 00s13aHbl TUKBUANPOBATH aKaJJEMHUUECKYIO 33/ I0JIKEHHOCTb.

Buael 1 cpoku npoBeIeHUS MEPOIPUIATUNA IMPOMEKYTOUYHOW aTTECTaLMU
YCTaHABJIMBAIOTCS padoyeil mporpaMmMoi y4eOHON AUCITUTUIHHEI.
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