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Po3rnsiHyT0 MeTOOM PO3BUTKY TBOPYHX 3Hi0HOCTell CTyIeHTIiB- EKOHOMICTIB Ha
3aHATTAX 3 aHrJgiiicbkoi MoBu. IIpoananizoBaHo pe3yJbTaTH 3aNpONOHOBAHMX METOAIB Ta
PEKOMEH/I0BAHO iX 10 BUKOPMCTAHHA Ha 3aHATTAX 3 aHIJilicbkoi MoBu. HaBeneHo npukJjaaau
3 aBTeHTHYHUX JKepeJt IS 3aPONOHOBAHNX METO/IB.
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DEVELOPMENT OF ECONOMICS STUDENTS CREATIVE
CAPABILITIESAT THE ENGLISH CLASSES

The article reviews the methods of development of Economics students creative capabilities
at the English classes. The results of suggested methods are analyzed and recommended to use at
the English classes. The authentic examples are given for suggested methods.
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IMocTranoBka npo6Jjemu. CydacHUH cTaH PO3BUTKY €KOHOMIKH B YKpaiHi BHUMarae BiJl 3aKiajiB
BHIIOI OCBITM MIATOTOBKM HE TUIBKM BHCOKOKBaTi(DIKOBAHMX BHIIYCKHHUKIB, a ¥ (axiBIliB, fAKi 37aTHI
TBOPYO MUCIIUTH, UIYKATH IIISIXU BUPIIICHHS IPOOJIeM, MPUAMATH HOBATOPCHKi PillICHHS.

Oco0arBO aKTyaJTbHHM 32 OCTaHHI POKH CTaJl0 BUBYEHHS iHO3EMHHX MOB. EKOHOMIUHI, KyJIbTYpHI,
MOJITHYHI 3B’ SI3KU 3 3apYODLKHUMH KpaiHaMH BUMAararoTh 3HaHb iHO3€MHHX MOB, OCOOJIMBO aHTJIIHCHKOT —
MOBH MDKHApOIHOTO CHUIKyBaHHSA. CTYyAEHTH PO3YMIlOTh, IO 3HAHHS IHO3EMHHUX MOB, SK 1 BUIbHE
KOPUCTYBaHHS KOMII' FOTEPOM, HEOOXITHI KOXKHIN MOJIOIH JTIOAMHI.

OpHaK TUIBKM HE3HAYHA KUIBKICTh HAIIUMX CTYACHTIB JIOCKOHAJIO 3HA€ IHO3EMHY MOBY, X04a B 3apy-
ODKHUX KpaiHaxX OCBIYEHI MOJIOAI JFOAU PO3MOBJISIIOTH JCKITPKOMA 1HO3EMHHMMH MOBAaMHM 1 00OB’ 13KOBO —
anrmiiicekoro [1, c. 15].

Kpim 3HaHb, HeoOXigHUX BUITycKHHKOBI BH3 mts MaiiOyTHBOT ycmimHOi kap’ €py, BUBUCHHS 1HO3EM-
HUX MOB Y CYYacHiil BUIIIM IIKOJI PO3KPHBAE BEIMKI MOMIJIMBOCTI JUIi PO3BUTKY TBOPHOCTI CTYIICHTIB.
VYBech HaBUAIBHHI TIpoOIleC TOBHHEH OYyTH CKEpOBAaHWH Ha PO3BHUTOK TBOPYMX 3MI0OHOCTEH CTY/IEHTIB,
CaMOCTIHOTO MUCJICHHS, BMIHHS TIpaI[fOBaTH CaMOCTIHHO 1 OXOIUIIOBaTH BCI BHUIM MOBJICHHEBOI
TisUTBHOCTI [2, cT. 2].

AHaJIi3 oCcTaHHIX JOCTiKeHb i myoOsikaniid. [TpoGiemu TBOpUOi 0COOMCTOCTI JOCTIHKYBAIH BYCHI:
A.H. Jlyk (micuxosorist TBOp4OCTi, MUCIIEHHS 1 TBOp4icTh), A.S. [ToHOMapboB (3HAHHS, PO3yMOBHI PO3BUTOK,
MICUXOJIOTIsI TBOPYOCTI 1 TeEHarorika, MHUCICHHS 1 TBOpYicTh), A.M. Marromikia (nmpoOiaemMHi cHTyalli B
mucneHHi ta HapyaHi), I'.I. Ilykina (mpoOmema mi3HaBaibHOro iHTepecy B mexarorimi), H.B. Kiuyk
(bopmyBanmst TBOpuOi ocobucrocti BumTens), J.Bb. BoroseieHchka (OMH i3 MiAXOMIB OO IOCITIIKEHHS
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inauBinyansHoi TBopuocTi), [1.K. Exrenbmeiiep (Teopist TBOPUOCTi, TBOPYA OCOOUCTICTH Ta TBOPYE CEpPelo-
Buire), M.A. Xomoaua (mocmimKeHHs Tcuxoforii inTenekTy), B.A. Momsko (IICHXosoris TBOPUYOCTI),
H.E. Bopo6iioB (po3BUTOK TBOPYOi aKTUBHOCTI CTYJICHTIB MiJl YaCc BHBYCHHS AWCIMUILIIH T'YMaHITAPHOTO
muky [1, ¢. 19].

dopMyBaHHS TBOPYOI OCOOMCTOCTI Ha 3aHSTTAX 3 1HO3eMHOI MOBH BHCBIiTIeHO y crarti C.M. [lo-
poreHko “HaTxHeHHs1 TOpopKye TBOpYicTh (popMyBaHHS TBOPUYOi OCOOMCTOCTI HA 3aHATTAX 3 IHO3EMHOT
moBu)” Ta y crarti JL.M. Kopnienko “Ilnsxu po3BUTKYy TBOPYMX 3I0OHOCTEH CTYICHTIB Ha 3aHATTAX 3
1HO3eMHOT MOBH” .

OpHak He BCI MOXKJIMBI METOJM 3rajlaHi B IUX HAYKOBHX CTATTAX. TOMY MH BBa)KalIH JOLULIbHUM
3aMpOINOHYBATH I1Ie HEHa3BaH1 METO/IH, SIKi MM BUKOPHUCTOBYEMO Y BUKJIaIallbKIH MTPAKTHIII.

Buxiaang ocHoBHOro marepiany pociaimkeHHsi. HaiBunmii map, sSKUM Haropoausia JIIOJAUHY
MpUpoJa — IIe 3JaTHICTh J0 TBOPYOCTi. SIKMMH X CIIOCOOaMHM MOXKHA PO3BHUBATH TBOPYI 3A10HOCTI
CTYJICHTIB, HaBYAIO4M 1X aHTJIiHChKOl MOBH ? | uM 11e MOXKIMBO? SIK MMOKa3ye HaIll JOCBiJ BUKIaJaHHSI —
MOXIJINBO. Hacammepen, BUK/Iagau caM MOBUHEH OyTH TBOPUYOKO OCOOHCTICTIO, BECh Yac OYTH Y TBOPUOMY
MOIIYKY, IIYKaTH 1 BUKOPHUCTOBYBATH 3aBJaHHS 1 METOIH, sKi 1 3a0X04yBajad O CTYACHTIB 0 BUBYCHHS
1HO3eMHOI MOBH, 1 CIIPUSUIA PO3BUTKY IXHIX TBOPUYHX 3710HOCTEH.

Ha namry mymKy, 1OCHTH €EKTHBHO PO3BHUBAIOTH TBOPUICTH CTYACHTIB MpoOJeMHi cuTyarii. Mu
CTBOPIOEMO MPOOJIEMHI CUTYAIlil, sIKi MOXXYTh BUHUKHYTH B iXHil MailOyTHii poOOTi, 1 JaeMo 3aBAaHHs iX
BupimmTH. Hanpuknan, npu BuB4deHHi Temu “ COmpanies’ cTyIeHTH OTPUMYIOTh 3aBIaHHs:

Vaentino's owners have set aside €1,5million to invest in their company so that it continues to
expand and becomes an international business. Here is an excerpt from a company profile that a business
journal did recently:

Valentino can continue to grow, but only if it develops new products and finds new markets.

So, the problem is: how should Valentino invest the €1.5 million? Chart 2 lists the ways in which it
could do that.

Chart 2: I nvestment options

Option Codt Benefit

1. Buy new machinery €200, 000 End the delays caused by the old machines
breaking down

2. Invest in more research and development | €200, 000 Develop new products such as low-fat chocolate
drink, new biscuits/cakes

3. Buy out alocal computer €1,5 million Reduce local competition

4. Set up afactory in the €1,5 million Manufacture chocolates in amajor new market

us

5. Finance a market survey and research | €100, 000 Assess the market potential for  Valentino

trips to the US products . Contact agents

6. Invest in an existing group of cafes €500, 000 Become a partner in cafes which sell and promote
Valentino chcolates

7. Set up online sales €150, 000 Increase sadles and profits

8. Buy anew fleet of cars €500, 000 Increase motivation of the sales staff

Task:

You aredirectors of Valentino. Meet to discuss your investment plan.

1. Work in pairs. Decide how to spend the €1,5 million. Prepare a presentation of your investment
plan, with reasons for your choices.

2. Mest as one group and present your ideas.

3. Asone group, agree on afinal investment plan. [4, c. 29].

CTUMYITIOIOTH PO3BUTOK TBOPYHX 3/10HOCTEH CTYAEHTIB 1 PONBOBI irpu. BoHM BUKIHMKAIOThH JKBaBYy
3aIliKaBJICHICTh 1 AKTHUBHICTh Yy MIATOTOBI[ 1 MpOBeNEHHI 3aHATh. PonboBa rpa — neska MOJICHb
HaBKOJIMIIHBOI IIACHOCTI. B MOMEHT HpOBENEHHS IPH CTYACHTH OTPUMYIOTh HEOOXIAHMIA JOCBIN Mid B
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PI3HOMAaHITHUX cUTyallisfax. [Ipu 1boMy 1€l TOCBiA MOTIM OOTOBOPIOETHCS, 1 HA BIAMIHY BiJ MIHACHOCTI,
JIIOJMHA 0a4MTh 110 MOXKHA 3MIHMTHU. SIK pe3ynbTat, Hacmpapmdi il aii cTaloTh eeKTUBHIMMMHE. SIKIIO 10
POILOBOI IpH JOJATH € CIEMEHTH KOHKYPCY, 3MaraHHs — TO IPOILEC CTAa€ OUIbII IHTPUTYIOUMM Ta
mikasuM [1, c. 73].

Busuaroun temy “ Getting aloan”, mu nporoHyeMo CTyIeHTaM-eKOHOMICTaM POJIbOBY TPY:

Three different groups of inexperienced young business people in a small town require capital for
their business. They all apply to the local branch of Megabank. The three groups of would be borrowers
must develop financial arguments that they think will convince the bankers. The group preparing the role
of the bankers has to think of questions about the viability of the future businesses: will they be successful,
and why? Or why might they not be successful? The teacher gives you further details about the roles. You
have to prepare your questions or arguments in a group, after which one or two members of the groups of
borrowers will be chosen to negotiate with the bankers [4, ¢.73].

Haii6inpm nonyssipHU# ChOTOMHI 1, SIK MU BBa)KaEMO, HAWOUIBII eEeKTUBHUI METO]] CUTYAI[IIHHOTO
HaBuaHHs (a0o keiic-meron, Bim anri. “case study”). Iudopmariro, sika MomaeTbes y BUMIAM (aKTIB i
0a3yeThCsl Ha peajbHIM JKUTTEBIM CHTYyallil, CIiJ NpOAaHATI3yBaTh N JOaTH peKOMeHalil Imomo ii
onpamtoBanHs. CHTyalliiiHi BIpaBH IMONAIOTbCS Yy BHUTJBINI AUIOBHUX irp, abo sik po3dip mpodeciitnol
npobieMu 4u auiieMH. THIIOBUH Kelc — 1€ pO3IMOBib MO peajbHy MpoOJIeMy Y CHTYaIlilo, [0 MOXeE
BUHUKHYTH Yy KepiBHHUKA MiNPUEMCTBA YK TIEBHOTO aJMIHICTPATHBHOTO MiPO3/ILUTY 1, SIK IPABUJIO, BUMArae
MPUHAHSTTS YIPABIIHCHKOTO PIllICHHS.

3aBaHHsAM KeHC-METOIY € HE ITPOCTO NepeIaT 3HaHHS, a HABYMTH 3JaTHOCTI CIIPABIISITUCS 3 YHIKAIbHUMH
Ta HECTAH/IAPTHUMU CHTYAIliSIMH, 3 SKIMH, 3a3BU4ald, MU 1 MA€MO CIIPaBy B PEATbHOMY KHUTTI.

OO0B’ 130K BHKJIA/Ia4a — MOTHBYBATH 3aIliKaBJICHHS CTYJICHTIB. CTBOPHTH TaKe CEPEIOBUILE B ayIUTOPI,
SKE 3a0X0UY€ iX JUIMTUCS BIACHHMH iIeSIMH, 3HAHHSIMH 1 JIOCBIOM, OpaTd y4acTh B aHATITHYHOMY MpOIIEC.
OO0B’ SI3KOM CTYJICHTA € TIPUBHECEHHSI B HABUAJIGHHUI IPOLIEC CBOET AKTUBHOI YBArH.

OcCHOBHA MIHHICTh METOAY IOJSIra€ B TOMY, IO BIH J03BOJISE pealli3yBaTH HaNOLIBIIOK MIpOHO
TBOPUHMII TIOTEHIlIAN K BHKJIaga4a, Tak i cryaenra [1, c. 144-146].

[Mpu BuBuenHi Ttemu “Caresrs’ cTyJIeHTH-EKOHOMICTH OTPUMYIOTh 3aBJIaHHS:

Work in groups. You are members of the interviewing team. Discuss the strengths and weaknesses
of each candidate. Decide who to select for the vacant position. Note down the reasons for your choice.

Meet as one group. Discuss your choices. Decide who should fill the vacant position. [5, c. 13].

CknasiaHHs JiajoriB Ha 3a/laHy TeMY TaKOK PO3BHBA€ TBOPYICTH CTyAEHTIB. KpiM BHUKOpHCTaHHS
peanbHOl iH(pOpMaIllii, MH TaKOX 3a0XOYYEMO CTYJCHTIB (paHTA3yBaTH, BHCJIOBIIOBATH CBOI Mpii Ta
Oaxannst. Hanpukinaz, muis 3akpimienss temu “ Negotiating” Mu 1aeMo cTyeHTaM 3aBAaHHS:

Work in pairs. One of you isadirector of Lifetime Holidays and the other is a director of DirectSun.
Prepare for the negotiation . Then, following the agenda below, negotiate each point. Try to reach an
agreement on ajoint venture[5, c. 21].

TBopui nrckMOBI poboTH (HamucanHs pedepariB, Te3 IOMOBiAeH, HAYKOBHX CTaTel) — IIE OIMH
KpPOK JI0 PO3BUTKY TBOpYHMX 3Ai0HOCTEW CTyAeHTIB. MU 3a0X0UyeMO CTYACHTIB ONHCYBATH PE3YJIbTATH
CBOIX HAyKOBHX JOCII/XKEHb aHTTIHCHKOI0 MOBOIO Ta BUCTYIIATH 3 JIOTIOBI/IIMH Ha CTYJIEHTCHKUX HAYKOBO-
TEXHIYHUX KOH(EPEHIisX.

Juckycii Ta 0OrOBOpEHHS MPOYMTAHUX CTaTed 13 aBTEHTHUYHUX JDKEPET CIPHUSIIOTh HE TUIbKH
PO3BHTKY MOHOJIOTIYHOTO MOBJICHHS, a 1 PO3BUTKY TBOpYMX 3miOHOCcTed. Hampukmaz, micisi BUBYCHHS
temu “ Management” cryneHTaM IporoHyeEMO OOTOBOPHUTH B IPYIIax MUATAHHS:

What is a management? Is it an art or a science? An instinct or a set of skills and techniques that can
be taught?4, c. 12].

After reading about management, do you think you have theright skills to be a manager? Would you
be able, for example, to set objectives, motivate and coordinate the staff, and manage a department store,
or acomputer manufacturer? [4, c. 16].

CTBOpeHHS BIIACHUX KOMII' IOTEPHUX MpE3eHTAIlill BUMarae BiJ CTYJEHTIB HE TUILKU 3HaHb 3 (axy,
3HaHb 1HO3EMHOI MOBH, a 1 TBOPUOro OCMHUCIIeHHs. Ha 3aBepmaiibHOMy erarni BUBUYECHHS aHTIIIHCHKOT MOBH
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MH TIPOIIOHYEMO CTYJCHTaM, IO BHBYAIOTh MDKHApPOAHY CKOHOMIKYy, MiATOTYBaTH Mpe3eHTalii 3
HAaCTYITHUMH 3aBJaHHSAMMU.

1. You are a Sales Manager of a company in your city. You are being sent to an international
conference abroad. Create the most positive image of the company by your presentation.

2. You work as an Advertising Manager of a joint venture. Encourage the customers to buy the
products of your enterprise by your presentation.

CTI/IMy.]'I}O}OTB PO3BUTOK TBOPYOI'O MUCJIICHHA Ta BMIHHS ImpamnroBaTn CaMOCTiﬁHO TaKOX 3aHATTA 3
JOMAaIIHBOTO Ta IHAWBiAyalbHOro 4uTaHHSI. OOTrOBOPIOIOYM TEKCTH, PO3ITPYIOYHM CHTYyallil, CTYACHTH
BUPAXKAIOTh CBOE 0COOMCTE OaveHHs MPOOJIEMH, BUCIOBIIIOIOTh CTaBJICHHS 10 IEPCOHAXIB [2, ¢. 4].

BucHoBKH i mepcHeKTHBH NOJAJBIINX MOCHIIKEeHb. MalOyTHE Hamoi nep)kaBW, Hadli Ha
MOKpAIlEHHST YMOB JKHTTS, Ha SKiCHO HOBHUU piBEHb IMOB’s3aHI caMe 3 TBOPYO MHCISIYUMH MOJIOJUMH
JO/IEMU, SIKI TIOBUHHI MPUHTH y BCi chepu BUpoOHMITBA. HaByaroun iHO3eMHOI MOBH, MH HaMara€mMoch
PO3BUBATH TBOPYE MUCICHHS MaiiOyTHIX (paxXiBIliB OMHUCAHUMH Y LIl CTATTi crioco0amu. MOXKIIHMBO, I11e HEe
BCi CITOCOOM MM BHKOPUCTOBYBAIM JUIA Ii€] METH, TOMY TIOIIYKH HOBHUX METOJIB JJISI PO3BUTKY TBOPUYHX
3Mi0HOCTEH — 1€ HaIlll [JJaHU Ha MallOyTHE.
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