NMPOrPAMMA KYPCA:
5-AHEeBHbIA UHTEHCUBHbIA TPEHUHI-KYPC
AenoBOoro aHrnumckoro a3bika «BUSINESS »

Mpynna - Intermediate

Mporpamma paccunTaHa Ha YPOBHM:

Ot Confident Pre-Intermediate go Entry Upper-Intermediate.

Lenb:

HayunTbcs HaBblkam gernoBoro obLieHnst Ha ypoBHe Intermediate. AKUueHT genaeTcs Ha
KOMMYHMKATUBHbIX CTpaTernsax, Heobxoanumbix Ans 3dEKTUBHOIO NCNOMNb30BaHUSA aHINTMNCKOrO
s3blka Ha paboTe.

Pesynbrar:

Bernoe n yBepeHHoe BrnageHne A3blKOBbIMU KINULLIE, FIEKCUKOWN Y rpaMMaTU4eCcKumMm
KOHCTPYKLMAMU Ha ypoBHe Intermediate B KOHTEKCTe 4eNOBOro O6LLEHMS.

MpoaonXnTenbHOCTb:
5 nHen ¢ 09.30 go 18.00, 50 akagemMmnyeckux 4acos.
Popmar:

3aHaTUA NPOXoasT B TPEHWHIOBOM chopmaTe Nno TEXHOMOMMU MHTEHCUBHOIO 0BYyYEHMs1 C y4eTOM
NPUHLMNA CMEHbI AeATENbHOCTU. VIHTEpaKTUBHbLIE NPaKTUYECKNe 3a4aHuns No4 NPUCMOTPOM
OMbITHOrO TPEHepa No3BONAIT OTpPabaTbiBaTh HABLIKM AEMOBOr0 OBOLLEHUS B XKU3HEHHbIX
CUTYyaLusiX.

YyeOHble nocoous:
CobGcTtBeHHas paspaboTka meTogmcToB komnaHmm «Ceoboga Cnosay.

O6cyxaaemMble TeMbl:

m O6cyxaaeman Tema

It's a deal (Introducing yourself, making useful contacts, exploring opportunities for
collaboration)

Mo pykam! (npeactaBneHune cebs, 3aBs3biBaHME MNONE3HbIX KOHTAKTOB, 06CYyXaeHne
BO3MOXHOCTEN COTpPYAHMYECTBA)

Corporate culture (discussing written and unwritten codes of behavior)
KopnopatunBHas kynbtypa (06cy>xaeHune rnacHbiX U HernacHbIX Npasun n HOPM
noBeAeHNst B KOMMaHUN)

Small talk (striking up and maintaining a conversation, meeting new business

partners)
Day 1/ Ceertckas 6ecepa (3aBsi3biBaHMe 1 nogaepxaHne 6eceabl, BCTpeda C HOBbIMA
Hetb 1 Bu3Hec napTHepamu)

Grammar block: Present tenses
MpammaTnyeckun 6rnok (Hactosiiee: 4 BpeMeHu)



Day 2/
[eHb 2

Day 3/
[eHb 3

Day 4/
[eHb 4

SWOT analysis (strengths, weaknesses, opportunities and threats)
SWOT-aHanu3a (M3yyeHne CunbHbIX, CriabbiX CTOPOH, BO3MOXHOCTEN U Yrpo3 B
OunsHece)

Style variation in business correspondence (formal, informal, neutral style)
CTunuctnyeckoe BapbMpoBaHME B OENOBON nepenncke (odumumanbHbIn,
HeouUnanbHbIA, HEUTParbHbIN CTUMb)

Making a short presentation of your company (introducing your company, its history,
achievements, reasons for success)
KpaTtkasa npeseHTaumsa KoMnaHum (MCTopus, AOCTUXKEHUS, NPUYUHBI ycrnexa)

Sales pitch (presenting a product, describing its USPs, persuading the audience to
buy it)

Mpopaxu (npe3eHTauns ToBapa, onucaHne ero yHMKanbHbIX CBOMCTB, HABbIKM
ybexpgeHus)

Grammar block: Past tenses
pammaTtnyeckuin 6rnok (NpoLusnoe: 4 BpeMeHn)

Case study: Dragon’s Den (full-fledged group presentation)
Kenc (nepegaya BBC «Jloroso [JpakoHa» - paboTa ¢ noTeHumnanbHbIMK
NHBECTOpaMK), pa3BepHyTasa rpynnoBas npe3eHTaums

Memos (writing a short memo for internal communication)
HanucaHue cnyxebHbIx 3anncok (4ns BHyTPUKOPNopaTUBHOIo obLeHns)

Persuasion skills (phrases and mini-meetings)
HaBblkn y6exxaeHus (knuwe n TpeHnpoBka B oopmaTe MUHU-COBELLAHNIA)

Brainstorming solutions (defining the problem, making suggestions and responding,
evaluating suggestions)

Mo3sroBou WTypM (onpeaeneHne npobnemMsbl, NpeanoXeHns n OTBET Ha
npeanoxeHne, oueHka NpeanoxeHum)

Leading a meeting (phrases for the chairperson, practice)
lMpoBeneHne coBelaHmi (ppasbl Ang npeacenatens, NpakTuka)

Grammar block: Futurity
MPammaTtnyeckmin 6rnok (bygyluee BpemMsi, CNOCOOLI ero BbipaXXeHus)

Case study (full-fledged meeting with multiple participants)
Kewic (coBellaHme ¢ 60MbLUIMM KONMYECTBOM porei/y4acTHUKOB)

Executive summary (reporting the outcome of the meeting)
HanucaHue otyeTta o pesynsratax NpoBe4eHHOro CoBeLlaHus

Negotiating (making proposals, responding to proposals, negotiating a win-win
solution)

MeperoBopsbl (BbIABUXKEHNE NPEANOXEHNIA, OTBET Ha NPEANOXEHWS, NEPEroBOpbI,
HaLerneHHble Ha B3auMOBbLIFOAHOE peLUeHmne)

Salary negotiations (making your point, giving reasons)
MeperoBopbl 0 3apnnare (M3NoXeHne CBoen No3nMunn, NPUBEAEHNE AOBOAOB)

Grammar block: tag questions
pammaTtnyeckmii 6rok: BONpockl nepecnpoca

Case study (full-fledged negotiations)
Kenc (MHoroatanHble neperoBopsbl)

Formal correspondence (replying to an enquiry, apologizing and giving reasons)
OdmumanbHbIi CTUNb (OTBET Ha 3anpoc, U3BUHEHNSA C OOBbSICHEHNEM NPUYNH)



Day 5/
[eHb 5

Dealing with problems (customer service issues, handling disgruntled clients)
PelwweHmne npobnem (npobnembl cdepbl 06CnyxmBaHus, obLeHNne ¢ HegOBOMNbHLIMU
KNneHTamm)

Cultural issues (do’s and don’ts of British and American etiquette)
MexkynsTypHoe obLieHne (BpuTaHCKUA U aMepUKaHCKUA Oer0OBOW 3TUKET)

Telephoning (taking/leaving messages, requests, enquiries)
O6LweHure no TenedoHy (Npuem/nepenada coobLleHnin, NpockbObl, 3anpochl)

Celebrating success (concluding a deal, reviewing achievements)
MpasgHoBaHue ycnexa (3aknoyeHne caenku, 0630p JOCTUKEHNIA)

Letter of application
Mncbmo 06 ycTponcTee Ha paboTy



NMPOrPAMMA KYPCA:
5-AHEeBHbIA UHTEHCUBHbIA TPEHUHI-KYPC
AenoBOoro aHrnumckoro a3bika «BUSINESS »

Mpynna - Upper-Intermediate

Lenb:

HayunTtbcs HaBblkam genoBoro obuieHns Ha ypoBHe Upper-Intermediate. AKueHT genaetcs Ha
KOMMYHUKAaTUBHbIX CTpaTernsax, Heobxoaumbix Ans 3eKTUBHOrO UCNonNb30BaHNsA GusHec-
aHITIMIACKOro A3blka Ha paboTe.

Pesynbrar:

Bernoe n yBepeHHoe BrnageHne A3bIKOBbIMU KIULLIE, FIEKCUKOWN Y rpaMMaTU4eCcKumMm
KOHCTpYKLMsMn Ha ypoBHe Upper-Intermediate B KOHTEKCTe genoBoro obLueHus.

MpoaonXnTenbHOCTb:

5 nHen ¢ 09.30 go 18.00, 50 akagemMmnyeckux 4acos.

Popmar:

3aHATMSI NPOXOAAT B TPEHUHIOBOM bopMaTte no TEXHONOMMM MHTEHCMBHOMO 0By4YEHNS C y4ETOM
NpUHUMNA CMeHbl AeATenbHOCTU. HTepakTUBHbIE NpakTUYeckMe 3agaHus nog npucMoTpom
ONbITHOrO TPEHepa NO3BONAT OTpabaTbiBaTh HaBbIKM AENOBOro OOLEHUS B KN3HEHHbIX
cuTyaumsx.

YyeOHble nocoowus:

CobcTBeHHas paspaboTka meTogmcToB komnaHmm «Ceoboga Cnosay.

O6cyxaaemMble TeMbl:

m O6cyxaaeman Tema

Life on the move
Breaking the ice (starting a conversation, making small talk)

Making a strong start (giving a short introduction, stimulating interest, preparing an

introduction)
Day 1/ MocTaHoBka uenei no SWOT
Aenb 1 Developing skills of self-presentation

Conducting a small talk

Retelling news in a close to resource way
Development of critical thinking

Dealing with customer complaints/ customer service

Management and leadership
Discussing styles of leadership/ management, types of leader/ manager.
Dealing with risk (risk management, using PEST analyses)

Day 2/ Discussing organizational change, presenting change

[eHb 2 Passive voice Grammar
Discussing motivation (material benefits and non-material benefits, performance
appraisal)

Business case: Solving staffing problems




Meetings and presentations

Eloquesnt language (idioms which are connected with meetings)

Conducting a meeting — sharing ideas

Discussing business ethics

Grammar: asking questions (types of questions)

Presentation skills essentials (presentation behavior/ presentation rules/ video

Day 3/ ion/ clichés/ " ving f | tati
[eHb 3 session/ clichés/ presenting — giving formal presenta ion)
Business case: outsourcing
Negotiations
Dav 4/ Negotiations (terms, idioms, cliches)
ﬂezb 4 Reaching an agreement (situation cliches)
Conducting negotiations (Vision business case)
Grammar: emphatic language
Dealing with situations on the phone
AOB (any other business)
Dav 5/ The application process (common questions/ conducting and participating in the
ﬂ:zb 5 interview)

Conducting an interview

Composing CV (rules)

Founding own business (working out a business strategy, ideas for start-ups, blue/
red ocean strategies)



