OHNEHOYHBIE MATEPUAJIBI
O JUCIHHAIIJIMHE
[IepeBoa nem0BOM M FOPUIMYECKON TOKYMEHTAIUU

Kox monyis Monayanb
1164880(1) [lepeBoa B OM3HEC-KOMMYHUKAIIMSIX

Exarepun0Oypr



OI_ICHOLIHLIC MaTepurajibl COCTABJICHLL aBTOpOM(aMI/I)I

Ne ni/nt Damunns, nm, Yd4eHasl cTeNneHb, JOMKHOCTD IMoapa3nenenue

0T4eCTBO yueHoe 3BaHHe

1 ["apsieBa Jlenusa 0e3 yueHou Crapuuii MHOCTPAHHBIX SA3bIKOB
Pudarorna crernenu, 0es3 npenojaaBar

YYEHOTO 3BAHUSI eJIb

2 JlenmroxuHa AHHA KaHIWUIaT JlonieHT WHOCTPAHHBIX A3BIKOB

CepreeBHa (uitonoruuecKkux
HayK, 0€3 y4EeHOro
3BaHMS
CoraacoBaHo:

VYnpasienue o0pazoBaTeIbHBIX TPOTPaAMM

B.B. Tonopuiesa




ABTOpBI:
* T'apsieBa Jlenu3a PudaroBna, Crapumimii npenojgaBarejib, HHOCTPAHHBIX SI3bIKOB
* JlenroxuHa AnHa CepreeBHa, /[0leHT, HHOCTPAHHBIX A3bIKOB

1. CTPYKTYPA U OBBEM AUCHUIIJIMHBI [llepeson nenoBoii u opuanyeckoii

JAOKYMEHTAIUH
1. O0bem AUCHUIIMHBI B |4
3a4eTHBIX eIMHUIAX
2. Buabl ayinTOpHBIX 3aHATHH [IpakTHYecKre/CeMUHAPCKIE 3aHSITHSI
3. IIpomexyTouHast aTTECTAMA 3auer
4. Texkymas arrecrauus Kountposnbhas padora 1
Jomanrass pabota 1

2. IINIAHUPYEMBIE PE3YJBTATbBI OBYYEHUA MHIUKATOPBI) 11O
JAUACHUIIIIMHE MOJAYJIA lepero 1e/i0B0M ¥ IOPUINYECKON TOKYMeHTAINN

I/IHI[I/IKaTOp — 9TO NPHU3HAK / curnai/ Mapkep, KOTOpBIﬁ IIOKa3bIBACT, HA KAKOM YPOBHC
06}’an0]]le1051 AOJIKCH OCBOUTH PE3YJIbTAThI OGy‘-IGHI/ISI N UX MPEABABIICHUEC JOJIZKHO TOATBEPAUTH

(hakT OCBOCHHSI IPEIMETHOTO COACPKAHMSI JAHHON AMCIUILINHBI, yKa3aHHOTO B Ta0u. 1.3 PTIM-
PIIA.

Tabmumna 1
KoHTpo/IbHO-0LIeHOYHBIE
Konx n nHaumeHnoBanue Ilnanupyemble pe3yabTaThl cpeacTBa JJisl OLeHUBAHUS
KOMIIETEHIIUH o0y4eHUs1 (MHIMKATOPHI) AOCTHKEHUS pe3yibTara
00y4YeHHus 10 JMCUMUILINHE
1 2 3

[IK-2 -O6ecneuenue 3-1 - 3uarb 6azoBble mosioxkeHust | Jomamnss padora
MEXXbSI3bIKOBOTO 0 poJIu IIepeBoja B 3auer
B3aUMOJICVCTBHUS B MEXKYJIbTypHOU KOMMYyHUKaluy, | KonrponbhHas pabota
YCTHOW ¥ MUCBMEHHOW | O COLMOKYJIBTYPHOM U [IpakTH4ecKkne/ceMUHApCKUE
¢dbopmax B HMCTOPUYECKOU O0YCIIOBICHHOCTU | 3aHATHUS
ouIHaTBHOIM, MePEeBOTICCKON JACSITCIBHOCTH, U
HeOPUIHNAIBHON U BUJIaX IIEPEBOJIA U APYIUX
npodecCHoHaTbHON dbopMax sI3BIKOBOTO
cdepax oOIIeHMS, B MOCPEIHUYECTBA
pa3IUYHbIX 3-2 - 3HaTh MONOXKEHUsS 00
CTHJIMCTHYECKHUX SKBUBAJICHTHOCTU U
perucrpax aJICKBaTHOCTH ME€PEBOJIA, O

S3BIKOBOI HOPME U y3yCE O

JIEKCUKO-TPAaMMAaTHYECKHUX,

CUHTAaKCUYECKUX,

KOMMYHUKATHUBHBIX U

CTHJIMCTHYECKHUX aCIeKTax

1epeBoia




3-3 - BBIABIATH U KPUTUYECKU
aHATM3UPOBATh KOHKPETHHIE
poOJIEMBI IEPEBOTUECKUX
ACTIEKTOB MEKKYJIbTYPHOU
KOMMYHUKAIUH, BIUSIONINE Ha
3¢ (HEKTUBHOCTH MEKKYIBTYPHBIX
U MEXbSI3bIKOBBIX KOHTAKTOB

I1-1 - BnageTp sI36IKOM Kak
OpyAHreM OOIIEHUS U CITIOCOOOM
BBIPKECHHS MBICITH B IEJISX
oOecrieueHusi KOMMYHUKaTUBHOMN
JIESATETLHOCTH B IBYSI3bIYHON
CUTYALIMH U Tepeaun
KOTHUTHBHOM, SMOIITMOHAJIBHON U
ACTETUYCCKON MHPOPMAIIHH,
BBICKAa3aHHOM Ha OJTHOM SI3bIKE,
CpElICTBAMU JIPYTOro s3bIKa

[1-2 - BnageTb TEXHUKOU
nepeBo/ia (IMepeBoIYECKUMHU
npueMaMu, TpaHCHOPMAIHSIMHU,
3aMEHAMH) U UCTIOIb30BATh MPHU
HEO0OXOAMMOCTH KOMIIPECCHIO,
JIEKOMITPECCUIO0 U KOMIIEHCAIUIO
uHbopMauu

V-1 - Beibupats nepeBoiueckoe
penieHune, Hanboee mpueMiIeMoe
C TOYKH 3pEHHS] HOPMATHUBHBIX,
CTHJIMCTHYECKHUX U y3yaTbHBIX
napamMeTpoOB BbICKa3bIBaHUS, a
TaK)Ke C YIETOM MEKKYJIbTYPHOTO
KOHTEKCTa MEPEBOIUECKOU
NeSTeTbHOCTH

V-2 - BrageTs TEXHUKOU
nepeBo/ia (MepeBoIYECKUMHU
npueMaMu, TpanchopMalusIMu,
3aMEeHaMM) M UCTIOIb30BaTh MPHU
HEO00XO0IMMOCTH KOMIIPECCHIO,
JIEKOMITPECCUIO U KOMIIEHCALINIO
uHbopmanuu

3. HPOHEAYPBI KOHTPOJISA U OUEHUBAHUSA PE3YJBTATOB OBYYEHUS B
PAMKAX TEKYHIEX M TIPOMEXYTOYHOH ATTECTAIIAU TIO
JNCIHUIIVIMHE MOAYJA B  BAJBHO-PEUTUHIOBOM CHUCTEME
(TEXHOJIOTHYECKAS KAPTA BPC)

3.1. [Ipouenayps! Tekyuieii 1 MPOMEKYTOUHOI aTTECTAIMU MO TUCHHUITIHHE

1. Jlekuuu: ko3()GUIHEHT 3HAYMMOCTH COBOKYIHBIX Pe3yJIbTATOB JIEKIMOHHBIX 3aHATHI
— He MPeayCMOTPEHO




Texkymas arrecTanus HA JeKIHAX Cpoku — | Makcumaianb

ceMecTp, | Hasl OLleHKa
yueOHas B Oas1ax
HeJleJIst

BecoBoii kK03(p)(puHeHT 3HAYNMOCTH Pe3yJIbTATOB TEKYyLIel ATTeCTANUM 10 JEKIUAM — He
MPEeAYCMOTPEHO

HpOMe)KyTO‘lHaH aTrrecranusd 1o JEeKIUuAM — HeT
BecoBoii KOI)(l)q)l/IIII/IeHT SHAYUMOCTH pE3yJIbTaToB HpOMe)KyTO‘{HOﬁ aTTeCTAalMi 110 JEKIUAM
— HE IPEAYCMOTPECHO

2. lIpakTHYecKue/ceMUHAPCKHE 3aHATHS: KOI(PPUUMEHT 3HAYUMOCTH COBOKYIHBIX
pe3yJbTATOB NPAKTHYECKUX/CEMUHAPCKUX 3aHATHI — |

Texymas arrecTanys Ha NPAKTHYECKUX/CEMUHAPCKUX Cpoku — | Makcumainb
3aHATHAX ceMecTp, | Hafd OLEHKA
yueOHasi | B 0ajax
He el
oomawnss paboma 4,10 50
KOHMPOJIbHASL paboma 4,16 50

BecoBoii kK03()(puHeHT 3HAYNMOCTH Pe3yJIbTATOB TeKYyllel aTTeCTAlUM 110
NPaKTHYEeCKUM/CeMUHAPCKUM 3aHsaATUsAIM— (.5

IIpomexyTouHAast aTTeCTAUMSA MO MPAKTHYECKUM/CEMHUHAPCKUM 3aHATHAM—3a4eT
BecoBoii k03¢ GuUIIHEeHT 3HAYUMOCTH Pe3yJIbTATOB MPOMEKYTOUHOI ATTECTALMHU 10
NPAKTHYECKUM/CEeMUHAPCKUM 3aHATHAM— (.5

3. JlabopaTopHble 3aHATUSA: KO (PUIIHEHT 3HAUYMMOCTH COBOKYNHBIX Pe3yJibTaTOB
J1A00PATOPHBIX 3AHATHH —H e 11PEIYCMOTPEHO

Texyuiasi aTTecTalus Ha JJAG0OPATOPHBIX 3aHATHAX Cpoxun — | Makcumajiab
ceMecTp, | Hasl OLIeHKa
yuyeOHasi | B 0ajax

HeJeJIst

BecoBoii k03¢ puumeHT 3HAYMMOCTH Pe3yJIbTATOB TeKYyLIelH aTTeCTALUH 110 JIA00PATOPHBIM
3aHATHAM -He 11PeyCMOTPEeHO

IIpome:xxyTouHasi aTTecTaAlNs MO JA0OOPATOPHBIM 3AHATHAM —HET
BecoBoii kK03(p)(puHeHT 3HAYNMOCTH Pe3yJAbTATOB MPOMEKYTOUYHOM ATTECTAIUM 110
JIa0OPATOPHBIM 3aHATHAM — HE 1IPeIyCMOTPEHO

4. OnynaiiH-3aHATHSA: KOI(P(PUIHEHT 3HAYMMOCTH COBOKYIHBIX Pe3yJbTATOB OHJIANH-3aHATHH
—He NPeIyCMOTPEHO

Tekymas arrecTanus HA OHJIAWH-3AHATHAX Cpoxu — MaxkcumaJjb
ceMecTp, Haf OLIEHKA
yueOHast B 0aJuax

Heaeas

BecoBoii k03¢ (puHEeHT 3HAYMMOCTH Pe3YJIbTATOB TeKYylleill aTTeCTAlNH 110 OHJIANH-
3aHSITHSAM -1 e 1PeyCcMOTPeHo

IIpome:xxyTOo4YHast aTTecTALMSA 110 OHJIAMH-3aHATHAM —HeT
BecoBoii K03 GUIHMEHT 3HAYUMOCTH Pe3YyJIbTATOB MIPOMEKYTOYHOM aTTECTALMHU 110 OHJIANH-
3aHATHAM — He [IPeyCMOTPEHO

3.2. Ilpouenypsbl TeKyliei U NPOMEKYTOUHON ATTECTAMM KYPCOBOii padoThl/IPOEeKTa

Texymias arrecTanus BbINOJHEHUS KYPCOBOii Cpoku — cemecTp, | MakcumaabHast
padoThI/poeKTa yuyeOHasi HeJleJisl | OIlEHKA B 0ajliax




BecoBoii k03(p(punueHT TeKyed aTTecTAIMU BLINOJHEHUSI KYPCOBO padoThl/mpoeKTa—

BecoBoii kK03(p)(puIIHEeHT MPOMEKYTOUHOM ATTECTALMU BHINIOJHEHUSI KYPCOBOM
padoThI/MPOEKTA— 3aIUUTHI —

4. KPUTEPUM U YPOBHM OIIEHWUBAHUS PE3VJIbTATOB OBYUEHHUS IO
JTUCHUILIMHE MOJY.JISA

4.1. B pamkax bPC npumMeHstoTcs yTBep:kIeHHbIC Ha Kaeape/MHCTUTYTe KPUTEpUH (TIPU3HAKH )
OLICHUBAHMS JOCTIKEHHUI CTYACHTOB MO JAUCHUILTAHE MOIyJs (Tabi. 4) B paMKax KOHTPOJIbHO-
OIICHOYHBIX MEpOMNPUATUN Ha COOTBETCTBHUE YyKa3aHHBIM B TaOm.l pesynpTaTam oOyudeHUs

(MHAMKATOpAM).

Tab6nura 4

Kpurepun oneHuBanns y4eOHbIX JOCTHKEHUH 00yYaIOIINXCH

Pe3yabTarhl Kpurepun oneHnBaHusi yueOHbIX JOCTH:KEHHUI, 00y4aromuxcs Ha

00y4eHust COOTBETCTBHE Pe3yJIbTaTAM 00y4eHHsI/MHAUKATOPAM

3HaHU CTyAeHT IeMOHCTpUPYET 3HaHUs ¥ IOHUMaHUe B 00J1aCTH N3YUYEeHHUS Ha
YPOBHE YKa3aHHBIX MHIUKATOPOB M HEOOXOJIUMBIE IJIsi MPOJOJIKEHUS
OoOy4YeHHs W/WIM BBIIOJHEHHUS TPYIOBBIX (YHKIMH ¥ JEHCTBHIA,
CBSI3aHHBIX C PO(ECCHOHATBHOM I TETbHOCTBIO.

YMeHns CTyeHT MOXKET MPUMEHSATh CBOM 3HAHUS M IIOHMMaHUE B KOHTEKCTaXx,

IIPE/ICTABICHHBIX B OLICHOYHBIX 3aJaHUAX, JEMOHCTPUPYET OCBOEHHUE
YMEHHM Ha ypOBHE YKa3aHHBIX HHIMKATOPOB U HEOOXOJUMBIX JIst
MPOAOIKEHUST OOYYEHHs H/MIM BBINOJIHEHHUS] TPYAOBBIX (YHKIMHA U
JIeICTBHM, CBSI3aHHBIX C MPOdecCHOHAIBHOM J1eTENbHOCTBIO.

OrbIT /BiIagcHUE

CTYIlCHT ACMOHCTPUPYCT OIIBIT B o0iactu HU3YUCHUA HaA YPOBHC
YKa3aHHBIX WHAWKATOPOB.

Jlpyrue pe3yabTaThl

CTyeHT AEeMOHCTPHUPYET OTBETCTBEHHOCTh B OCBOCHHH PE3YJIHTaTOB
00y4YeHHs Ha YPOBHE 3aIITAHUPOBAHHBIX HHIHKATOPOB.

CtyneHT CcnocoOeH BBIHOCUTH CYXXICHHS, [el1aTh OICHKH U
(hopmyIHpoBaTh BBIBOIBI B 00JIACTH U3YUYCHUSI.

CTyAeHT MOXKET cOO0MIaTh MPETOAABATEIIO U KOJUIETaM CBOETO YPOBHS
COOCTBEHHOE TOHMMAaHHE U YMEHHS B 00JIACTH U3Y4CHHUSI.

4.2 ]JIns olleHUBaHUSI YPOBHS BBIIIOJHEHUS] KPUTEPHEB (YPOBHS AOCTHIKEHUH 00YUYarOIUXCs IPU
MPOBEICHHN KOHTPOJIBHO-OLCHOYHBIX MEPONPUITHHA 110 IMCIMIUIMHE MOJIYJIsI) HCIIOIB3YeTCs
yHHMBEpcalibHasl miKasna (Tadi. 5).

Tabauua 5

IIIxaja oeHUBAHHUA JOCTHKEHHUSI Pe3yJIbTaTOB 00y4eHHs (MHANKATOPOB) 110 YPOBHAM

XapakTepuCcTHKA YPOBHEH TOCTHKEHUS Pe3Y/JIbTATOB 00yueHNsl (MHANKATOPOB)
Ne Conep:kanue ypoBHs HIkana oneHnBanus
n/n BbITNIOJIHEHUS] KPUTEPUSs Tpaguuuonnas KauecTBennas
OlleHUBAHHS Pe3yJIbTATOB XapaKTepPUCTHKA YPOBHS XapaKkTepucTu
o0y4eHHUs Ka YPOBHS
(BBINOJITHEHHOE OIEHOYHOE




3aJaHue)

1. PesynbraTsl 00y4yeHus OtiinyHO 3auTeHo Bricokuii (B)
(MHIUKATOPbI) JOCTUTHYTHI B (80-100 6ammoB)
IOJIHOM 00beMeE, 3aMeUYaHUll HET

2. PesynbTarel o0yueHus Xoportio Cpennuii (C)
(MHIUKATOPHI) B LIETIOM (60-79 Gannos)

AOCTUTHYThBI, UMCIOTCA 3aMCUYaHUs,
KOTOpbIE HE TPEOYIOT
00513aTeNIbHOTO YCTPAHEHUsI

3. PesynbraTsl 00y4yeHus Y 10BIETBOPUTEIILHO [Toporossrii (IT)
(MHIMKATOpPbI) TOCTUTHYTHI HE B (40-59 6annoB)
IIOJIHOM Mepe, €CTh 3aMeYaHmst

4. OcBocHHE Pe3yJIbTaTOB O0yUCHUS HeynosnerBopurens He Henocrarounsiit
HE COOTBETCTBYET MHAMKATOPaM, HO 3a4TEHO (H)

MMEIOTCS CYIIECTBEHHBIC OMMOKU U | (MeHee 40 6aymioB)
3aMeuaHusi, TpedyeTcs 1opadoTKa

5. Pe3ynbrar 00yueHus: He JOCTUTHYT, HenocrarouHno cBuaeTENHCTB Her pe3ynbTaTa
3a/IaHH€ HE BBIIIOJIHEHO JUIsl OLICHUBAHUS

5. COJEP)KAHUE KOHTPOJIbHO-OIEHOYHBIX MEPONPHUSITUI MO
TUCIATITAHE MOTYJISI

5.1. Onucanue ayaIUTOPHBIX KOHTPOJbHO-OLEHOYHBIX MEPONPHUATHI MO JAMCHUILINHE
MoOaYyJIs

5.1.1. IlpakTuyecKkue/ceMUHAPCKHE 3aHATHSA

[IpuMepHBI ITIEpeyeHb TEM

1. ITepeBox nenoBwix nuceM (Tumsl aenoBeix muceM. OdopMIICHHE IETTOBBIX TTHCEM.
CtpyKTypa, A3bIK, 0OCOOEHHOCTH JI€TI0OBOM KOppecnoHaeHInH). [lepeBoa KOHTpaKToB
(PaznoBunHocTu koHTpakTa. OdopmieHue, CTpyKTypa, 36K KOHTPAKTOB U JPYTHUX JACTOBBIX
JIOKYMEHTOB).

2. IlepeBoj «111a0OHHBIX» JOKYMEHTOB (OJIaHKOB, YAOCTOBEPEHUMN, TACIOPTOB, AUTLIOMOB).
[lepeBOo HOPMATUBHO-TIPABOBBIX AKTOB (MEXKIYHAPOAHBIX, 3aPYOEKHBIX UM POCCUUCKUX
aKTOB.

[IpumepHbIe 3amaHus

How many expressions with brand do you know? Match the terms with their definitions.

Brand awareness, brand equity, brand extension, brand identity, brand image, brand loyalty, brand
name, branding, derived brand, off-brand.

. What a brand is called.

. How much people are aware of a brand.

. What a company wants people to think about a brand.

. When a product doesn’t fit the company’s brand.

. The value (either monetary or not that a brand adds to a product or ser-vice.
. When people like a brand and buy it again and again.

. When a product or service is associated with a brand.

. When an existing brand is used to support a new range of products.

. When a component of a product becomes a brand in its own right.
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Use the given words to complete the following list of ways to learn about your customers.

clients, competitors, find out, listening, loyal customers, new trends, sales records, search terms

1. Email directly with one or two questions.

2. Examine the that people type into your website’s search func-tion. Which items are
people looking for?

3. Schedule a social event, such as a wine tasting, for existing or poten-tial , and use this as
an opportunity to more about what they want.

4. Compare your marketing approach with that of your . What are-as are they targeting that
you aren’t?

5. Read trade journals to learn about . This will help you stay ahead of the competition.

6. Study your to see what facts you already have about the people who buy from you.

7. Spend time in a shop or at a trade fair to people. What do they talk about? What
questions do they ask?

4. E-mail Marketing

a) Why email?

+ email is more powerful than ever; the email in-box still happens to be the #1 preferred channel for
permission-based marketing messages;

« it moves the conversation about your business or information product to a more personal
environment — the in-box;

* pays for itself;

* eco-friendly.

b) What makes email marketing effective?

* By consistently offering valuable content, you build loyal followers.

* More followers through referrals and word-of-mouth.

* You can track email data easily and watch your response rates as they climb or fall.

¢) What solutions don’t work?

» email newsletters that waste our time;
* pitches that annoy us;

* downright spam.

d) What works?

* Value exchange — your valuable information for your prospect’s val-ued time.

* Your subscribers need to know they can trust you, that you’re not a soulless self-promoting spam-
bot.

Read and translate this text on making a successful headline.

The best headline I have ever been associated with is: “RUSH ORDERS DON’T UPSET US!” I
originally used this headline in an ad for a florist. It does several things for this advertiser. First, it
attracts a segment of the market that is much more service-focused than cost-focused. Second, it
appeals to a specific situation many users find themselves in when they have looked under the



“Florists” heading. It also helps the advertiser know when a call is coming from the Yellow Pages ad
because frequently the caller will say, “You say rush orders don’t upset you. Can you, will you, and by
the way how much?” This headline also works well for printers, advertising specialty companies and
formal wear shops, just to name a few.

LMS-munatdopma
1. HE mpeayCMOTpEHO

5.2. Onucanue BHeayIMTOPHBIX KOHTPOJbHO-OLEHOYHBIX MEPONPHUATHII H CPeICTB
TeKYIIero KOHTPOJIsI 0 TUCHHILTHHE MOXYJIst

PaznoypoBHeBoe (nudpepeHupoBaHHOE) 00yUSHHE.
ba3zoBbIi

5.2.1. KonTpoabHas paGora
[IpuMepHBIii TepeyeHp TeEM
1. OcobennocTr HanMcaHus MUChMa O pueMe Ha padoty (Letter of Acceptance)
2. OcobenHocTH HanmucaHus nMucbMa-3asBienue (Application letter)
3. CTpyKTypa Ien0oBOro nrchMa o mpuemMe Ha paboTy
4. CTpyKTypa A€I0BOro NUCbMa-3asiBIECHUS
IIpumepHbIe 3ananus
Mrs Jane Tumin
HR Manager
Sommertim
7834 Irving Street
Denver, Colorado

Mrs Lean
9034 Cody Street

Denver, Colorado
USA, 90345

February 15, 2016

Dear Mrs Lean

With reference to our telephone conversation yesterday I am glad to tell you that we offer you
the position of Senior Lawyer in our company. You will be provided with company car
according to the corporate policy and full medical insurance. Your salary will be $100 000 per
year according to your request. You may learn about job conditions in job offer attached to this
letter.

With respect,

Jane Tumin,
HR Manager



[Tpumep:
Kira Stan
7834 East street
Chicago, Illinois

Trend&Fashion
9034 Groom Street
Chicago, Illinois
USA, 90345

July 12, 2017

Dear Sirs

With reference to your vacancy for Office Manager I am sending you my CV attached to this
letter. I have an experience of working as a secretary for 2 years in a small company where I had
no career prospects. [ am the Bachelor of Business Administration and so I think my education
would allow me to make a significant contribution to your company. I would be very grateful if
you consider my application.

With respect,
Kira Stan

LMS-matdopma
1. HE mpeayCMOTpEHO

5.2.2. lomamnss padora

[IpumepHbIil IEpedYeHb TEM

1. OcobeHHOCTH COCTAaBICHUS INIOCCAPUS KIIUILIE M TEPMUHOJIOIMH JEJIOBBIX THCEM

2. OcOOEHHOCTH COCTABIICHHSI INIOCCAPHS KITUILE U TEPMUHOJIOTHH KOHTPAKTOB

3. OcobeHHOCTH COCTaBICHUS TII0CcCapys FOPUINUECKUX TEPMUHOB U KJIMIIE, HCTIOIb3YEMBIX
IIPU [IEPEBOJIE HOPMATUBHO-IIPABOBBIX aKTOB.

4. CtpyKTypa A€I0BOro Nuchma

5. CtpyKTypa KOHTpaKkTa

[IpumepHsbIe 3ananus

With reference to your letter of 7 September, I ... — Ccputasics Ha Bamre nmucemo ot 7
CEHTSOP, o ...
I am writing to enquire about ... — Hanpasisto Bam muceMo ¢ 11e51bi0 yTOYHEHUS

uH(DOpMAITUH O ...

After having seen your advertisement in ... , [ would like ... — B cBs3u ¢ Bammm pexiiaMHbIM
OOBSIBIICHHEM B ..., 51 ObI X0Te(a) ...

After having received your contact information from ... , I ... — B cBs3u ¢ noixy4yenuem
Bamux pekBU3UTOB (KOHTAKTHBIX JAHHBIX) OT ..., A ...

I received your address from ... and would like ... — 5 momyuun Bamm koHTaKTHbBIE TaHHBIE
OT ... M XOTeJI OBl ...

We/l recently wrote to you about ... — HenaBHo Mbl/s Hanpasisii(u) Bam undopmarmio o ...
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Thank you for your letter of 3 November. — barogaprio Bac 3a Bame nucemo ot 3 HOSIOpSL.

Thank you for your letter regarding ... — bnaronapro Bac 3a Barie mucbM0 OTHOCHUTENBHO ...

Thank you for your letter/e-mail about ... — Beipaskato Bam GarogapHocTs 3a Baie
MMCBMO/3JIEKTPOHHOE IMUCHMO O ...

In reply to your letter of 2 June, ... — B oTBeT Ha Bamie nucbmo ot 2 HioHS ...

Read and translate. What are the advantages of “warning” headlines?

I don’t remember where I read this, but it was life-changing to understand. It’s a little-known
fact about how animals respond to danger, especially in the jungle. When one species of animal
sounds a warning call, whatever it is,

ALL animals respond and pay attention. But when the all clear sounds, it has to be specific to
that type of animal. If a Macaw starts screaming that a tiger is about to attack, all the animals pay
attention. But when the Macaw

calls the all clear, the only ones that pay attention are the Macaws.

Using a warning headline is a way to get everybody’s attention, even if they’re not in your
direct target audience. You have to be careful not to abuse it or have it turn out to be a bunch of
hype because that’ll make people mad. People are trained to pay attention to warnings. Warning
labels appear on virtually everything in our lives from prescription medication to plastic bags on
plush toys. People respond to being scared, so grab their attention with a warning headline!

WARNING: you can overdo this. Don’t be like the little boy who cried wolf. If you use a
warning headline, do it intelligently and realistically. Otherwise, you kill your credibility.

How To Create an Experience Map

Your experience map describes, step by step, the journey that a prospect takes from stranger
all the way through to loyal repeat and referring customer. Begin by collecting every observation
the different teams may have about this avatar. Find out what the avatar is doing today, and what
could be improved about her journey as she goes from being a stranger (unaware of your product
or service) through becoming and remaining a happy client or customer.

Answer the questions:

* How does the prospect find you? What’s the first point of contact? Does she initiate it, or do
you?

* What does the sales process look like today? Anything you know should be fixed?

» What kinds of web-findable content (blog, YouTube channel, podcast, etc.) are available to
the prospect so she can begin to educate herself about your product or service? What questions
are answered? How will that content be crafted to be both interesting and useful/relevant to the
prospect’s problems?

» What motivates the prospect to raise her hand for permission-based content, like an opt-in
email list? What makes taking that action irresistible for her?

» What does the prospect need to know in order to make an informed decision to buy

* What does she need to believe and experience in order to be delighted to become a client or
customer

* What does the actual purchasing experience look like? What are the steps? How could that
process be made simpler and more enjoyable?

» What happens immediately after the purchase is made?

* How is the product or service delivered today? How could you make that experience more
satisfying for this avatar?
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» What is the plan for staying in touch with this new customer? For ensuring that she’s having

an excellent experience with your product or service?
* How does a delighted customer find out how to refer you to others? What are the steps of
that experience?

LMS-mnardopma

1. HE mpexyCMOTPEHO

5.3. Onucanne KOHTPOJIbHO-0LEHOYHBIX MEPONPUATHII IPOMEKYTOYHOT0 KOHTPOJIS 110
AUCHUIINHE MOLY IS

5.3.1. 3auer
Cnucok nMpuMeEpHBIX BOIPOCOB

1. 1. Tunu4uHbIe OMMUOKH MPHU NIEPEBOJIC CTOBBIX IHUceM 2. OCOOEHHOCTH JICJIOBBIX IMHCEM Ha

pycckoM si3bike 3. OCOOEHHOCTH JIEJIOBBIX ITMCEM Ha aHITIMUCKOM si3blke 4. CTpyKTypa J€I10BOT0O

nucbMa S. YacTHbie mpobiieMbl IEpeBO/Ia IETOBBIX TUCEM 6. THIIBI IETOBBIX MHCEM U

nepeBojueckue mnpodsuemsl 7. Tunuuxelie omnOKY Ipu nepeBojie KOHTpakToB 8. OcoOeHHOCTH

nepeBojaa KoHTpakra 9. Tunosas ctpykrypa koHTpakra 10. Pe3stome Ha anrnmiickom 11.

«ITabnoHHbBIEY JOKYMCHTbBI Ha AHTJIMMCKOM U PYCCKOM s3bIKaX: TUIIbI, CTPYKTYpPA, 0COOEHHOCTH

12. HOpMaTI/IBHO—HpaBOBBIe aKThl Ha aHTJIMMCKOM U PYCCKOM s3bIKaX: TUIIbI, CTPYKTYpPAa,

ocobenHocTH 13. OcoOEHHOCTH YCTHOTO MEePeBo/ia B OM3HEC-KOMMYHHKAIIUN
LMS-matdopma

1. He mpegycMOTpEHO

5.4 CopepxaHue KOHTPOJIbHO-0LCHOYHBIX MEPONIPUATHI 110 HANIPABJICHUAM
BOCIIUTATEIbHOM /1esITeIbHOCTH

Hanpasnenue Bun TexuHonorus KoMmrerenir PesynbTar KonTpoabHo-
BOCIIUTATEIbHOM | BOCHMTATEIbHOW | BOCHMTATEIbHOU st bl OLICHOYHBbIE
JeSATEIbHOCTH JEeSATEIbHOCTH JIeATEITbHOCTH o0OyudeHus MepPONpHUATHS
TexHonorus [1K-2 V-2 [IpakTuueckue/cem
4e6HO dhopMHUpOBaHUS I1-1 WHAPCKUEC 3aHATHUS
Bocnuranue y YBEPEHHOCTH U
HCCJIEI0BATENbCK
HOJIUKYJIBTYPHOC TOTOBHOCTH K
asi, Hay4Ho- .
TH U CaMOCTOSITEIIbHOU
HCCJIEI0BATENbCK .
TOJIEPAHTHOCTH s yCIEUTHON
poQeCCuOHAIbH

OU IeITEeNbHOCTHA
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