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1.lesan 1 327244 0CBOCHMS JMCIUTITTHHBI
JlaHHas mporpamMma paccuMTaHa Ha CTYJEHTOB, IPOJOJDKAIOIMX 00ydyeHue B maructparype AITIY.
OcCHOBHOH 1IeNIbI0 TIpenoAaBaHusl TUCHUIUIMHBL «MHOCTpaHHBIH S3bIK B NpOQecCHOHAIbHON
KOMMYHUKALIUW» SBJISICTCS 3aKPEIUICHUE 3HAHWMM, IOJyYEHHBIX MAaruCTpPaHTaMHU B IPEIbLAYIIEM
stanie oO0yuyeHHs- OakajgaBpuar, W JajipHEilllee UX YINIyOJ€HHWE 32 CuUeT HU3YyYeHHUs s3bIKa
npogeccnoHaIbHON KOMMYHUKALIUH.
Henps nanHOM mporpamMmbl —pa3BUTHE Y CTYJIEHTOB MAarucTpaTypbl YMEHUH W HaBBIKOB OOIIECHUS B
YCTHOW W NHUCbMEHHOW (opMe B THUIMYHBIX CHTyalusx B cdepe npodeccHoHaNbHOM
KOMMYHHUKAIINH, & TAK)KE COBEPILIEHCTBOBAHHE S3bIKOBOM M 0011eNpO(heCcCHOHATBHOM KOMITETEHITUH.
JIOCTHKEHHIO TaHHOM 11 CIOCOOCTBYET pelIeHUe CIIeIyIoIuX 3a/4a4:
® pa3BuUTHE  HUHTEpeca K IPUMEHEHHIO HMHOCTPAHHOTO  f3bIKa B  IIPAaKTHKE

camMo00pa3oBaTeNbHOMN JEATEIIbHOCTH IEearora;

pa3BUTHE KOMMYHUKATUBHBIX YMEHHMI MaruCTPaHTOB;

pa3BUTHE MEXKYJIbTYPHBIX 3HAaHUW M YMEHMM, KOTOpBIE IIO3BOJISIOT MAruCTPaHTy

OPHEHTHPOBATHCS B PA3IUYHBIX TUMNAX KYJbTYp M COOTHOCHUMBIX C HUMH HOPM [€JOBOTO

0OIIeHMS;

® pa3BUTHE 3HAHWM M YMEHUH COCTABJICHMS JEJIOBOM KOPPECIOHIEHIMN HAa MHOCTPAHHOM
SA3BIKE;

®  OBJAaJIeHUE TEXHUKOW UTEHUs, IepeBoa U pedepupoBaHus ayTeHTUYHBIX TEKCTOB J€JI0BOM
TEMAaTUKHU.

CryneHThl JTOJDKHBI yMETh OCBEIIaTh Pa3HOOOpas3HbIE BOINPOCHI, NMPABUIBHO CHUHTAKCHUYECKH U
CTWIMCTUYECKH OPraHU30BaTh CBOIO peYb, IPOBOJUTDH AHAIU30B TEKCTOB JAEJI0BON HAIPABIECHHOCTH.
PaGota Haj coBeplIeHCTBOBAaHMEM sI3bIKa BEAETCA KaK Ha Marepualie MUChbMEHHBIX paboT, Tak U
YCTHO C TMOCIEAYIOIIUM KOMMEHTUPOBAHHEM, OOCYKACHUEM U pabOTON HajJ MHIUBHYaJbHBIMH U
TUNUYHBIMU omuOkamu. Ilpu orGope meroanueckoro marepuasia ocoboe BHUMaHHE HEOOXOIUMO
yneniath 3(G(EeKTUBHBIM NpHEMaM AaKTUBHOTO OOY4YeHMs, a TaKXKe JOCTHKEHHSIM COBPEMEHHBIX
METOJUK (KOMMYHHUKATHUBHOIO W MHTEHCHBHOIO OOydY€HHs, UTPOBOro MojaenupoBaHusi). B xone
JAHHOTO Kypca CTYJEHT J0JDKEH NPUOOPECTH MPaBUIbHbBIE IPOU3HOCUTEIbHBIC HABBIKH, HAYUUTHCS
CBOOOJHO M TPaBUJILHO IOJI30BAThCS IPAMMATUYECKUMH KOHCTPYKIMSIMH aHIJIMMCKOTO SI3bIKa,
OBJIAJIETh JIOCTaTOYHO OOIIMPHBIM CIOBAPEM M HAYYUTHCS CTHIMCTUYECKH MPABUIBHO O()OPMIIATH
CBOIO peYb KaK YCTHYIO, TaK U IINCbMEHHYIO.

2.Mecro qucuuminnsbl B ctpykrype OIIOITI BO
HJuctmmmmaa (51.0.02.02)  «MHOCTpaHHBI  A3BIK B MPO(ECCHOHAIBHOM
KOMMYHUKAIIUU»OTHOCUTCS K JUCIHUILUIMHAM 0a3oBoi yactu brioka 1 yuebnoro mumana OITOIT BO
o HanpasneHuto noaroroskn44.04.011lexarornyeckoe obpazoBaHUeE.
Huctmmmmaa (51.0.02.02) «MHOCTpaHHBINA SI3BIK B MPO(EeCcCHOHATHHON KOMMYHHUKAIIHN))

0a3upyeTcs Ha KOMIIETCHLIUAX, 3HAHUIX, YMEHUSAX U HaBBIKax, COPMHUPOBAHHBIX Y 00YyYaIOIINXCS B
pesyibTaTe OOy4YeHHS B CpefaHed o001meo0pa3oBaTebHON IMKOJIE W B PE3yJdbTaTe OCBOCHUS
mucuurue - OIIOIT  OGakanaBpa  «IIpakTuueckuili Kypc aHITIMHCKOro si3blkay. JucoumimHa
«/HOCTpaHHBIN $3BIK B MPO(ECCHOHATHHOW KOMMYHHUKAIMM» OO0ECIeurBaeT yriIyOJeHHYIO
MIOATOTOBKY CTYIEHTOB-MAarucTPaHTOB K pa3HOOOpa3HOH mpodeccHoHaIbHON NeATENBHOCTH,
CBSI3aHHOM C HMCIOJBb30BaHMEM 3HAHUM M YMECHHUI B 00JAaCTH MHOCTPAaHHOTO SI3bIKA B YUPEKICHHUSIX
00pa3oBaHUs, KyJIbTYpHI, yipasieHus, B CMU, B o01acTi MEXKYJIbTYPHOH KOMMYHHKAITUN. 3HAHHEC
SI3bIKA HEOOXOAMMO Il MaruCTPaHTOB Ul U3y4YeHHs MH(POPMAIMOHHBIX PECYpPCOB Ha aHTITMHCKOM
s3pIke. KommereHnuu, copMUpOBaHHBIE B TPOILIECCE M3YYEHHs TUCHUIUIMHBI, HEOOXOAUMBI IS
OCBOEHHS COJICP)KaHUSl MUCHUILTHH: «MeToauKa MpernoaBaHus aHTIIHICKOTO S3bIKa B YCIOBHSIX
MHOTOSI3BIYHSY», « AHTIIMHACKHUH SI3BIK JUT MEXKKYJIBTYPHOH KOMMYHHKALIUI», AMCUUILIAH 110 BBIOOPY
CTYINeHTa, BBHIIONHEHWS  3aJaHuil  (y4eOHOW, TPOU3BOJACTBEHHOW  MPAaKTHK,  HAy4YHO-
HCCIIeI0BATENbCKOM PadOThl) U IOATOTOBKH K UTOTOBOM aTTECTalUH.



3.0Jlnanupyembie pe3yJbTaThl 00yUYeHHUs M0 TUCHHUIIMHE

B pesynbrate ocBOEHHs coAepKaHUsI IPOrpaMMbl y OakanaBpa JOKHBI ObITh c(POPMHUPOBAHBI
KOMIIETCHIINH

®opMupyemMble KOMIIETEHIIUH

Kon

HaunmenoBanue

Ilepeuens MIaHNPYeMbIX Pe3yJIbTATOB
00yuyeHusi 0 TUCHUILJIMHE

YuusepcaiabHable kKomnerenuuu (YK)

VK-4.

Crnioco0eH MPUMEHSITh COBPEMEHHEIE
KOMMYHHKATUBHBIC TEXHOJIOTHH, B TOM
YHUCIIe Ha HHOCTPAHHOM (BIX) sI3bIKe(ax),
Ut aKaJIeMHYECKOT0 u
npo¢ecCHOHANEHOTO B3aUMOACHCTBUS

YK 4.1.

YmMeeT BbIOMpATh HA TOCYAAPCTBEHHOM H
WHOCTPAHHOM (-bIX) SI3bIKAX KOMMYHHKAaTHBHO
IpUEeMIIEMBbIE CTHIIH JICJIOBOTO OOIICHUS,
BepOasibHBIC M HeBepOaNbHBIC CPEICTBA
B3aMMO/ICHICTBUS C TAPTHEPAMHU

YK 4.2. YMmeeT ncnonb3oBaTh HHOOPMALIMOHHO-
KOMMYHUKAIIMOHHBIE TEXHOJIOTUU TIPH
MOUCKe HEeoO0XO0ANMOU HH(OpMAITUH B
MpoIlecce PeIeHHUs Pa3THIHbBIX
KOMMYHHUKATUBHBIX 3a/1a4 Ha TOCYIapCTBEHHOM
Y MTHOCTPAHHOM (- BIX) S3BIKAX.

YK 4.3. Ywmeer BECTHU JIEJIOBYIO
MEPETHCKY, VUUTBIBasE ~ OCOOCHHOCTHU
CTWJIUCTHKH OQUIUAIBEHBIX U HEO(PHUIHMATBHBIX
MUCeM,  COILMOKYJIbTYPHBIepa3IuunsBpopmare
KOPPECTIOHJICHIIMA HA TOCYJapCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3bIKaX

YK 4.4.

YMeeT  KOMMYHHMKaTHBHO H  KYJIBTYPHO
MPUEMJIEMO BECTH YCTHEIE JISIIOBBIC Pa3rOBOPHI B
npoiecce npodecCUOHATEHOTO
B3aMMOJICUCTBUS HA  TOCYIAapCTBEHHOM U
HMHOCTPAHHOM (-bIX) SI3BIKAX.

YK4.5.JleMoHCTpHpYET YMEHUE BBIMONHATh
MepeBo]] aKaJAEMUYECKUX U MPOPECCHOHATBHBIX
TEKCTOB c WHOCTPaHHOTO (-BIX) Ha
TOCYJIapCTBEHHBIH S3BIK.

Oomenpgeccnonanbubie komnerenunu (OIIK)

OIIK-8

Criocoben MIPOEKTUPOBATH
NMEAArornucCKyo A€ATCIbHOCTh Ha
OCHOBC CIICHHAJIBHBIX HAaYYHBIX 3HaAHUN
U PE3yJIbTaTOB HCCIIeIOBAHHUI

OIIK 8.1. 3HaeT 0cOOEHHOCTH MEAarOTHYECKON

NEeSTENBbHOCTH; TpeboBaHWA K  CyOBeKTaM
MEJArOTMYECKOM  JeSITENbHOCTH;  PE3YJIbTaThl
Hay4HbBIX HUCCIIEIOBaHUI B ctepe

HCI[ZH‘OI‘PI‘ICCKOIZ JACATCIIBHOCTH.

OIIK 8.2. YMmeeT ncnonabp30BaTh COBPEMEHHbBIE
CIICHIUAJIbHBIC HAYUYHBIC 3HAHUA U PE3YJIbTAThI
WCCIIeIOBaHuil U1 BEIOOpa METOJIOB B
NEeJarorn4ecKoi JesITeTbHOCTH.

OIIK 8.3. Brnageer meromamu, GopMamu M
CpE/ICTBAaMH TIEJIarOTHYECKON JIeSITEIbHOCTH;
OCYIIECTBISIET UX BHIOOP B 3aBUCHMOCTHU OT
KOHTEKCTa MPOQEeCCHOHANLHOH JIeSTeIbHOCTH
C y4ETOM pe3yJIbTaTOB HAYYHBIX HCCIICIOBAHUH.




4. TpynoémMkocTb TMCUMILIUHBI (MOTYJIs1)

OO6m1ast TpyA0€MKOCTh TUCIMIUIMHBI COCTABISIET 3 3aueTHble eanHuIbI( 108 qacoB).

Z[I/ICI_II/IHJ'II/IHB. N3y4acTCd B 1-m CeMEeCTpC.

Tabmumna 1

Bug yuebHoii paboTh

Ounag

¢dhopma
0o0ydeHMs

3aouHas

hopma
o0OydeHust

AyIuTOpHBIe 3aHATHSA (BCEro)

28

Jlexun

[paxTrueckue 3ausTus (113)

28

Cemunapsl (C)

Jlaboparopusie padots (JIP)

CamocrosiTesqibHast padoTa (Bcero)

80

102

K 3aHATHAM

[IpopaboTka MaTepuana JSKIHA, TOJITOTOBKA

CaMocCTOoSITeIbHOE HU3Yy4YCHHUE TEM

KonTponbHbie paboTst

Pedepar

Kypcogoii mpoekT (pabora)

IIpomexxyTouHas aTTectaius (3aueT,
JK3aMeH)

3auér

3auér

OO0mmas Tpy10eMKOCTh

108

108

5.Conepskanue TUCHUILTHHBI (MOTYJISA)
5.1. TemaTnuyeckui mJiax

Tabnmma 2
Ne HaumenoBanue paznena Bunbt yueOHOM pabOThI U TPYAO0EMKOCTh X U3yUCHUS
(TeMBI) TUCUHUIIAHBL | Jlekuuu [Tpaxr. JlaGop. Camocrosrt | [IpomexyTou
3aHATUS 3aHATUS eJIbHast HBIN
pabota KOHTPOJIb
OYH | 030 | O4H | 030 | O4H | 030 | O4H | 030 | OYH | 030
Monayas 1. IIpodeccuonanbHoe odmenune
1.1 [Ty6nu4HOE BHICTYIUICHUE 4 2 10 12
KaK »aHp JeIOBOTO
oOLIeHUS.
1.2. ®dopMaTsl 1EJI0BOTO 4 10 12
OOIIICHUS 2
1.3. CryeOHBIii Tuaor. 4 10 14
1.4. Bunsl neperoBopos, 4 10 13
npaBuJia UX BEACHUSA.
Hroro 3a 1 mopyab 16 |4 40 51
Moayasb 2. [IucbMeHHbIe OM3HEC- KOMMYHUKAIIUA
2.1. dopmarsl, npaBuiia 3 2 10 12
MUCHMEHHOTO  JICJIOBOTO
o0IIeHUS
2.2. AHHOTHpOBaHUE, 3 10 12




pedepupoBanue
Ka4eCTBEHHOMU MPECCHI

PE3IOMHPOBaHHUE u

2.3. | Onpenenenne KII. 3 10 14
2.4. | CuHTakcuyeckue 3 10 13
ocobernHocTH sizbika KI1
Hroro 3a 2 moayJb 12 2 40 |51
Hroro 3a cemecTp 28 |6 80 102 | 3au. | 3au.

5.3.TemMbl NpakTHYECKUX/CEeMHUHAPCKHX, JJA00PATOPHBIX 3aHATHI U NepevYeHb 3aaHuil

Tabmnuua 4
Ne Tema mpakTH4eckoro 3aganust (MM BOIIPOCHI JUIst dopma Jlureparypa
/1 (cemuuapckoro, nab.) 00CyXIIeHUs Ha CEM. 3aHSATHH) OTYETHOCTH

3aHATUA

Moayas 1. [IpodeccuonaibHoe o01eHHE

[Ty6nm4HOE BBICTYIUICHHE
KaK JKaHp JEJI0OBOTO
oO0menus.

I.1.

Sanamue Nol,2
1.Madopmarrionnas

peus.

2.IlpuBeTcTBEHHAs] peEyb.
3.ToproBas peyb.

4. Dranbl IOATOTOBKH M
HPOBENCHUS ITyOJIMYHOTO
BBICTYIUIEHHS.
JIOKOMMYHHUKATUBHBII
3Tal: OINpENEIECHNE TEMBI
W IeTd  BBICTYIUICHHA,
OIIEHKa  ayJIuTOpHUH U
00CTaHOBKH, mo1oop
Mmarepuana, co3JaHue
TEKCTa U TIPE3eHTAlVH,
peneTunys.
KoMMyHUKaTHUBHBIN:
BBICTYIUIEHHE, OTBETHI Ha
BOTIPOCHI, BEJICHHE
MOJIEMUKH.
TTocTKOMMYHHKATHBHBIN
JTal: aHaJIN3 PEeYH.

Sanamue No2

1.Ycra"osieHnue KOHTaKTa C
ayJuTOpUei, €ero TIPUEMBIL:
BOIIPOCHO-OTBETHBII IIPUEM,

Hepexoa OT MOHOJOra K IHAJIOTYy,
IpUeM  CO3JaHHMsi  HPOOJIEeMHOMN
CUTyaluu, ImpueM HOBU3HBI
UHQOpPMAalMK ONOpa Ha JMYHBINA
OIIBIT, HCIOJIb30BaHHE  IOMODA,
KpPaTKOe OTCTYIUICHHE OT TEMBI.
2.CpenctBa HeBepOaIbHOM
koMmyHuKanun.[lo3a, KECTHI,
MHMHKA BBICTYIIAOIICTO.

3.IlpaBuna MTOATOTOBKHU
Ope3eHTAlUH:  KOJIWYEeCTBO U
oopmileHHe  CIaiiioB,  BBIOOP
mpudra, CHHTAKCHUYECKHE

YcrHbii
oIIpoc.
KonTpoasHo-
TECTOBBIE
3aJaHusl.

CM. niyHKT 72,0




OCOOCHHOCTH TEKCTa, CTPYKTypa
Mpe3eHTAIUH.
4 Ananu3 myOIMYHOTO
BoIcTyuleHus. (CxemMa  aHanmm3a
My OIMYHOTO BBICTYIUICHUSI.
5.KonnexkrusHslil pasbop
BBICTYIUICHUH COKYPCHHUKOB.
6.IlncrmeHHBIC OT3BIBBI 0
BBICTYILUICHUSX.
1.2 | ®dopmaTsl 1eT0BOTO 3anamue Ne3 VYcTHBIH CwMm. nyHKT 72,6
oO01eHus 1.CocraBnsromniue yCIELHOoro | Oupoc.
JICIIOBOTO o6menns. | KoHTpombHo-
2.MeXKyIbTypHBIE pasnudus B | TCCTOBPIC
JISIIOBOM OOIICHHH. SA/IAHIL.
3anamue No4
3.0cobenHoCTH JICJIOBOTO
oOlieHUss B OQHIMATBHON U
HEODHUITHATBPHOW  0OCTaHOBKE.
4.PeueBoit JTHKET.
5.PernonansHOe BapbUpPOBaHUE
B JIeJIOBOM  OOIICHWHM  Ha
AHTJIMHACKOM SI3bIKE.

1.3. | Ciry>xe0HbIi TUaJIoT. 3anamue Ne5 VYcTHBIH CM. iyHKT 72,0
1.Tumbl pedeBBIX aKTOB B JIETIOBOM | OMPOC.
oOleHnn: BoOmpoc, MoOyKaeHHe, | KOHTPOIbHO-
COOGH.I@HI/Ie TECTOBBIC
2.3akpbITHIE, OTKpBITHIE, | ~C/AHHA:
pUTOPUYECKHUE BOIMPOCHI, BOIMPOCHI
JUIsE  OOJyMBIBaHUsI, TICPEIOMHBIC
BOTIPOCHI.
3.Metonpl yOeKIeHUS
cobeceTHUKA
4 .Ilcuxonoruveckue THUTIBI
co0eceTHUKOB.
5.HeBepOanbHbie CpeacTBa
JIEJIOBOTO OOIICHHUS.
3anamue Neb
6.IIpocTpaHCTBEHHBIE HOPMBI
JIETTIOBOTO OOIICHUSI.
7.CiryxeOHbIl TenedOHHBIH
pasroBop.

8. TexHuka peud B pa3roBope o

Tenedony.

9.IlpaBuna BeneHUs Tene(OHHOTO

pasroBopa.

10. MIlHTEpBBIO IIpU IpHEME HA

paborty.

1.4. | Buapl neperosopos, 3anamue Ne 7 YerHerit Cwm. yHKT 73,0
IpaBUJIa KX BEICHHUS. 1.9T1ans! IOATrOTOBKH U | omnpoc.

MIPOBEACHUS T1eperoBopoB. | KOHTPOIbHO-

2.JIOKOMMYHHKATUBHBIH dTar: cbop | TCCTOBPIC
3a/IaHHus.

UHQOpMAIMH, ONpe/elicHHe Ieei
U 3aJa4, ONpeJelicHue BPEMEHH U
MecTa  BCTPEYH,  YYaCTHHKOB
JieTIeraluH.
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3. KoMMyHHUKaTUBHBII 3Tam:
MpeJACTaBlIieHHe  CTOPOH  JApYT
Ipyry, W3JI0KEHHEe MpodieM H
Henei, aHaiu3 npobjeMbl, AUaior
YYaCTHUKOB, apryMeHranus
BapUAHTOB pELIEHUH, MOJBENECHUE
UTOTOB M TPHUHATUE PELICHUH,
COCTaBJICHHE TIPOEKTa JOKYMEHTOB.
4.1IoCTKOMMYHUKAaTHUBHBIA  3TaI:
aHaJIN3 IEPETOBOPOB.

5.513bIKOBAs COCTaBIIAIOIIAA
YCHEUIHBIX TIePEroBOPOB: CIIOCOOBI
MIPUBJICYEHUS] BHUMAaHMsI, ITPOBEpKa

aJIeKBaTHOCTH MMOHNMAaHMUS,
MOJTBITO’KABAaHUE JOCTUTHYTHIX
JIOTOBOPEHHOCTEW, — CMSTYECHUE
BBICKA3bIBAHMSI.

6.Y4eT KyNbTYpPHBIX Pa3Induil pu
MMOATOTOBKE u BEIICHUHN
MIEPErOBOPOB.

3anamue Ne 8
1.hatepBpro. llenm wu  3agaum
OoOIeHnss ¢  TPEeACTaBUTENSIMHU

MIPECCHI.
1./IoKOMMYHHMKaTHBHBIH JTall:
orpesiesieHne (coBMecTHO c

WHTEPBBIOEPOM) Kpyra IMpobiem
pas3roBopa, MOArOTOBKa OTBETOB Ha

IpeanoaaraeMole BOIIPOCHI,
U3y4eHue UHPOPMaLIH 0
KypHAIIUCTE.
2.KoMMyHHMKaTHBHBII JTall:
IIPUBETCTBUE, YCTaHOBJIEHUE
KOHTAaKTa; OTBETHl Ha BOMPOCHI
WHTEPBbIOEPa, MpOLIAaHuE u
OnarogapHOCTh 3a  MHTEpPECHbBIE
BOIPOCBHI.

3.II0CTKOMMYHUKATUBHBIA  3TaIl:
aHanu3 uHTepBbro. IlpaBuna mus
HUHTEPBBIOUPYEMBIX.

4.Crieninpuka mpecc-KoHGEPESHITHH
Kak BHAa JEJIOBOTO OOIICHHS.

ITogroroska K npecc-
KOH(epeHINH.

5.CoctaBieHue  3asBICHHUS IS
MPECCHI. Oo6uienue c

KYpPHAIMCTAMHA ~ TIOCNIE  Tpecc-
KOH(DepeHITHH.

MO)IyJ'lI) 2. IIucbMeHHBIe OHU3HeC- KOMMYHUKaIUHU

2.1.

®opmarsl,
MHCbMEHHOTO
oO0LeHns

InpaBuiia
JACIIOBOIo

Sanamusn No9,10

1. 531K TMCHEMEHHOTO JEJIOBOTO
oO1eHus.

2.Buast JIEJTOBBIX MHCEM.

CTpykTypa  JIeIOBOTO  IHCHMA.
3.53BIK ¥ CTHJIB JCIIOBOTO MHCHhMA,
4. TUn4YHbIC KITUIIE.

S5.JIucpMo-3ampoc ¥ OTBET Ha

Yerabiid
orIpoc.
KontpomnsHo-
TECTOBBIE
3a7aHusL.

Cwm. myHKT 72,0




3arpoc, MUCBMO-3aKa3,
pekiaManuy. DJIEKTPOHHASA TI0YTa:
(hopMat, CTUIIb, TUIIUYHBIC KITHIIIE,

2.2

AHHOTUpPOBaHHUE,
pEe3IOMHUpOBaHNE
pedepupoBanue
Ka4eCTBEHHOM MPECChI

Sanamus Nell

1.Pe3tome. Llens cocraBneHus
pe3roMe, ero CTPYKTypa U SI3bIK.
2.CTpyKTypa, coaepKaHue  sI3bIK
COMPOBOAUTEIHHOTO MTHUChMa
3.AHHOTHpPOBaHUE,
pe3roMUpoBaHue U peepupoBaHue
Ka4yeCTBEHHOM ITPECCEHI.

VYcTHbIH
orpoc.
KonTtponsHo-
TECTOBBIE
3aaHHs.

CM. iyHKT 72,0

2.2.3.

Onpenenenue KII.

3anamue Nel2
1.0npenenenne KII.
2.CnoBapHsiii coctaB KII:

Yerabiid
orIpoc.
KontpomnsHo-

Cwm. myHKT 72,0

TECTOBBIC
3aJaHunA.

001IeynoTpeOnTeNIbHAS U JICJIOBas
JICKCUKA, TEPMHHBI, UMEHA
COOCTBEHHBIE.

3.CTunucTHYECKHE 0COOEHHOCTH
KII: meradopa, urpa cios,
aJUTIO3US, IUTAIMS], HEOJOTU3MEI,
pOJIb TTIOBTOPA B U3BIICUCHUH
UHQOpPMAIHH.

4 KoHuenTyanabHbIA U
JIMHT'BUCTUYECKUI aCIEKT
ny6nukanmii B KI1, ux coBnaaenus
U PaCXOXKJICHUSI

3anamue Nel3,14
1.CuHTakcuueckue OCOOEHHOCTH
sI3BIKA KIT:
[IIPOKOYTIOTPEOUTENHHBIC
rpaMMaTHYecKie  KOHCTPYKIIHH,
CUHTAKCHUECKasi  KOHBEPICHIIUS,
CEerMeHTaIus CTPYKTYPBI
TIPEIITIOKEHNS, aKTyalabHOE
YJIeHEHHUE.

2.Kore3uss M KOTEpEHTHOCTH B
KII3.Cnoco6st KOMIIPECCUH
TEKCTa MpPU  PE3IOMHPOBAHMH,
AHHOTUPOBaHUH, pedepUPOBAHUU
KII.

4. SI361KOBBIE KJTAIIE,
UCIIOJIb3yEeMbIE TIPH KOMIIPECCUU
TEKCTA.

Yerapii
orpoc.
KonTtpomnsHo-
TECTOBBIE
3a7aHusL.

2.4. | CuHTakcH4ecKue
ocobennoctH s3e1ka KI1

CM. iyHKT 72,0

5.4. 3apanus caMoCTOATEILHOI padoThI
Ocob6oe MecTo B OCBOCHHHU JIaHHOM JUCLUUIUTHHBI 3aHUMAeT CaMOCTOATENIbHAs paboTa CTYJCHTOB
(CPC) o6mmm oobpemoMm 80/1029acoB.
Jia ycrmentHoro OcBOEHHSI Marepuaia Kypca W MPHOOPETeHHS COOTBETCTBYIOIINX HABBIKOB W YMEHHI
PEKOMEHIyeTCsl 3HAaKOMCTBO C OOJBLIMM KOJIHYECTBOM ayTEHTHYHBIX OOpa3LOB YCTHBIX U MUCHMEHHBIX
JICIIOBBIX ¥ TPO(ECCHOHATHHBIX KOMMYHHKAIIUN, UX TOJPOOHBIN S3bIKOBON aHanmu3. Jlns perieHus STon
3a/laul PEKOMEHAYeTCS He TOJBKO HCIOIB30BAaHHE COOTBETCTBYIOIIEH JIMTEPAaTyphl, HO WU PECypCcOB
UHTEPHETa, B OCOOCHHOCTH TE€X, KOTOpbIC pa3paboTaHbl (M MOCTOSHHO OOHOBJISIOTCS) CIICIHAIBHO IS
00y4eHus S3bIKY JeNI0BOTO U npodeccroHanbHoro odmenus. Ocoboe BHUMaHHE ClIeqyeT OOpaTUTh Ha To,
KaKk B YCTHOM H TINCBMEHHOM JI€JIOBOM OOIICHHH TIPOSIBISIIOTCS MEKKYJIBTYpHBIE —pPa3lUydus
KOMMYHHKaHTOB. Ha camocrositensayto paboty mo Mojymnro | BBIHOCSATCS TEOPETHUECKHE ACTIEKTHI
npeaaraeMbIX TeM, KOTOPBIE CIeAyeT U3Y4UTh 10 HCTOYHUKAM Ha PyCCKOM M aHTJIMHCKOM SI3bIKAX, a TaKKe



MOATOTOBKA ITyONMYHOTO BBICTYIUIEHHS TpPEX BHJOB: IPHBETCTBEHHAs pedb, MH(OPMAIMOHHAs pedb U
TOproBas peyb.

Ha camocTositensHyto paboTy o Moayiio 2 BeiHOCUTCS Tema | «DopMaThl U CTUIIN AUATOTUIECKOTO
JIETIOBOTO OOILIEHH», @ TAKXKE MICEMEHHBIE 3aJaHus: 1) pe3loMe W CONMPOBOIUTENBHOE TIMCHMO IIPU IIpHEMe
Ha paboTty (Tema 2); 2) nenoBoe muckMo (tema 3); 3) memopanayMm (tema 5); 4) mpoTokos cobpanus (Tema
6).

Ne Pazgen (tema) nporpammsel | Kosmmu | 3aganus ®opma Jlutepartypa
n/n €CTBO JJISl CAMOCTOSITEIbHOIO oT4éTHOCT
4acoB | BBINOJIHEHUS "

Moayas 1. [IpodeccuonanibHoe odeHue

[Ty6nmuHOE BEICTYILUIEHUE 10/12 1.O3HakoMIeHHE VerHbIid CM. yHKT 72,0
1.1. | xaK »aHp JeI0BOr0 MarvucTpaHTOB C IJIaHOM OIpoc.
oO1eHusl. CaMOCTOSTENBHOMN paGoTer | KOHTPOIB
Ha yueOHBIN rox, | 1O
rpadKoM KOHCYJIbTAIIHH. TCCTOBPIC
2.Konkypc Ha Iydiee SafamiL
SI3BIKOBOE
noptdonmoobyuaromeroc
s

3.Bemonnaenne
€KEHEAEIbHBIX
JOMAILHUX 3aJaHUH IO
Kypcy «HOCTpaHHBI
SI3BIK»

3.http:/
www.englishclub.com/

speaking/
presentations.htm

1.2 | ®opmatsr nemoBoro 10/12 1.Ananm3 Bujeo3anucelt | YCTHBIA CM. myHKT 72,0
oO1eHus Ty OJTTIHBIX onpoc.
BBICTYIUICHUI 110 Kontporms
PEKOMEHIAIMK HO-
TCCTOBBIC
MpernojiaBares 1 1o
3aJaHus.
COOCTBEHHOMY BBIOOPY
MarucTpaHra,
OIpe/ieIeHHe TUTIOB
0paTopOB.
2.http://www.englishclub.

com/speaking/presentatio
ns.htm

1.3. | CyxeOHblii JUaIor. 10/14 I.IlpocMoTp W aHanu3 | YCTHBIA CM. yHKT 7a,0
BHJI€03aIUCEN omnpoc.
CITYy’KE€OHBIX JTUATIOTOB. Konrponns
ARanu3 BepOanbHOM 1 HO-
HeBepOaIbHOM TecToBbie
COCTaBILAOIIUX SAATI.
YCIIEIIHOTO U HEYJAYHOTO
CITy>KeOHOTO JThaora.
[ToxroroBka k poseBoit
urpe «/HTEepBBIO IPU
nmpueMe Ha paboTy».
[IpocMoTp BuaEO3anucu
Howtogetajobyouwant Ha
Omore

www.tiashija.blogspot.co
m

1.4. | Bunsl meperosopos, 1013 1.Ananm3 Bujeo3anuceit | YCTHBIA CM. myHKT 72,0

IIpaBUJIa UX BEACHUS. Ty OJTTIHBIX onpoc.
MoaynbHbl



http://www.englishclub.com/speaking/presentations.htm
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http://www.englishclub.com/speaking/presentations.htm
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BBICTYIUICHUH IO
pEKOMEH AN
npenojaBaresns 1 1o
coOCTBEHHOMY BEIOODY
MarucTpasra,
omnpeeieHHe THIIOB
OpaTopOB.
2.http://www.englishclub.

com/speaking/presentatio
ns.htm

H TecT.

Monayasb 2. [IucbMeHHbIe OM3HEC- KOMMYHUKALMA

dopMarsl,
MTUCBMEHHOTO
o01IeHNs

npaBuiia
JCJI0BOTO

10/12

1.IIpopaboTtka TEOpUH
BOIIpOCA, M3y4YeHUE
SI3BIKOBOM COCTAaBJIAIOIICH
o(UITHATHHOTO,
OTyOpHUITHATBHOTO u
Heo(pHIIMANTBHOTO CTHIICH
JINAJIOTUYECKOTO
JIEIIOBOTO oOmeHusI.
2.IIpocmotp
BUEO3aUCEN Ha
MpeaMeT W3Yy4eHUs
pPEruoOHaIBHOTO
BapbUPOBAHUS B JICJIOBOM
0OIIeHNH.

1.Hazaposa T.b.
AHTIUICKUHN S3BIK
nesoBoro obmenus. Kype
JIEKIIUN U IPAKTUKYM. —
ACT, Actpens, BKT.
2009

2.Hazaposa T.b.,
[Ipecuyxuna N.A..
Pernonansnoe
BapbUPOBAHKE B JEIIOBOM
0OIIeHny Ha aHTITHHACKOM
si3pike. — ACT, Actpenb,
BKT, 2009

YcrHbIl
orpoc.
KonTpons
HO-
TECTOBBIC
3a/1aHusl.

CMm. yHKT 72

2.2

AHHOTUPOBAHHUE,
PE3IOMHUPOBaHHE u
pedepupoBanue
Ka4eCTBEHHOM MPecChl

10/12

[Ipocmorp w  aHanmm3
BHI€03aITUCEN UHTEPBBIO
Kak TOTOBUTHCS K
WHTEPBBIO

http://
www.ublicityhound.net/
prepare-for-an-interview-
with-a-reporter-these- 8-

ways

YcrHbIl
ompoc.
KonTpoas
HO-
TECTOBBIC
3a/IaHusl.

CMm. yHKT 72
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Ompenenenune KII.

10/14

IIpopabotka
BOIIpOCa
1.BBenenckas JI.A.
Puropuka u KysneTypa
peun. — @enuke, 2010
2.Hazaposa T.b.
AHTTUICKUI A3BIK
nenooro obmenus. Kype
JISKIUI U TPAKTUKYM. —
ACT, Actpens, BKT.

TEOpUHU

YerHbld
oIpoc.
Koutpons
HO-
TECTOBBIE
3aaHusL.

CM. yHKT 7a
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2009
IIpocmorp u  aHanus
BUICO3AIIMCEN TUCKYCCUM

24

CHHTaKCHYECKue 10/13 [Ipopabotka Teopuu VCTHBIT CM. myHKT 7a
ocobennoctH s3b1ka KIT BOIIpoca ompoc.
IToaroroBka x IEAOHYH"HH
MexBY30BCKOMY v Tect.
KOHKYPCY TIEpEBOJIOB C
WHOCTPAHHOTO A3BIKa Ha
pycckuii(Tpo3a, mod3usi)
(BBITIONTHEHHE TIEPEBOAA C
WHOCTPAaHHOTO Ha
PYCCKUI SI3BIK,
[loxroroBka K KOHKYpCY
YTEIOB HAa WHOCTPAHHOM
sI3bIKEe  (O3HAKOMJIEHHE C
WHOSI3BIYHOU T033UEH,
3ay4rBaHNE

HaW3yCTh)

[Ipopabotka TEOpHH
BOIpoca

peun. — @ennke, 2010
1..Hazaposa T.b.
AHIIMICKUN S3bIK
nenosoro obmmenus. Kypc
JIEKIIMHA U IPAKTUKYM. —
ACT, Actpens, BKT.
2009

2.ITpocMmoTp ¥ aHamuU3
BUICO3AIIUCEN TUCKYCCUI
3. Iloaroroska k
MexBy30BCKOMY
KOHKYPCY Ha Jy4IINi
BOIPOC Ha HHOCTPAHHOM
sI3bIKE 110 TeMe «Briciee
oOpa3zoBanue B Poccuu u
CTpaHax U3y4aeMoro
SI3bIKaY (M3y4YEeHUE
HMHOSI3BIYHOU
JTUTEPaTYPHI,
COCTaBJIEHHE BOIIPOCA U
OTBETA)

5.5. Temsbl pedeparTos
5.6. TBopuyeckue 3aaHusA-HEe NPELYCMOTPEHBI
5.7.Cutyanus A5 aHaJIu3a-He NMPeayCMOTPEHbI
5.8.CraTbu A1 COCTABJICHMS AaHHOTALMI, PelleH3Nii-He MPe1yCMOTPEeHbI
5.9.Tembl KypcOBBbIX pa00THE NPEAYCMOTPEHBI
6.POHA, OLLEHOYHbIX CPEeacCTB AJiA NPOoBeAeHUA NPOME)XXYTOYHOM
aTTecTtauuMm ody4yalowmxcs Nno gucuuniamHe (Mmoaynio)

6.1.1lepeuenv komnemeHyull ¢ yKazaHuem 5manos ux opmMupo8aHus 6 npoyecce 0C80eHUs
00pazosamenvHoU NPOSPaAMMbl

®opMupyemMble KOMIIETCHIIUH IlepedyeHns MuIaHNPYyeMBbIX pPe3yJIbTATOB

Kon

oﬁyqemm Mo TMCIMIIJIMHE

HaumenoBanue

YuuBepcaabHubie komnereHnun (YK)




YK-4. CriocobeH MpUMEHATh COBPEMEHHEIE
KOMMYHHKATUBHBIC TEXHOJIOTHH, B TOM
qyclie HA MHOCTPaHHOM (BIX) s3bIKe(ax),
TUIst AKaJeMHUECKOTI0 u

npodeCcCHOHATLHOTO B3aUMO/ICHCTBUS

YK 4.1.

YMeer BbIOMpAaTh HA TOCYIAPCTBEHHOM U
MHOCTPAHHOM (-bIX) S3bIKaX KOMMYHHKATHBHO
MpUeMIIEMbIE CTHJIM JIJIOBOTO OOLICHUS,
BepOabHBIE I HeBepOANbHEIE CPENICTBA
B3aMMOJICHICTBUS C TTApPTHEPAMH

YK 4.2. Ymeer ucnionb3oBaTh HHHOpMAIMOHHO-
KOMMYHHKAIIMOHHBIE TEXHOJOTHU IPH
MOUCKE HEOOXOTUMOM HH(pOPMAIUH B
MpOoLIeCCe PELIeHNUS Pa3IHYHbIX
KOMMYHHMKaTHUBHBIX 33/1a4 Ha FOCYJapCTBEHHOM
Y MTHOCTPAHHOM (- BIX) A3BIKAX.

YK 4.3, VYmeer BECTH b1 (0 (0:3% )
MEPETHCKY, YYUTBIBasE ~ OCOOCHHOCTH
CTWJIUCTHKH OQUIHAIBHBIX M HEO(PHUIMAIbHBIX
MACeM,  COIMOKYJBTYPHBIepaznuansBpopmare
KOPPECTIOHJCHIIMM Ha TOCYJapCTBEHHOM W
MHOCTPAHHOM (-BIX) SI3BIKAX

VYK 4.4.

YMeeT  KOMMYHHKaTHBHO H  KYJBTYPHO
MpUEMJIEMO BECTH YCTHBIE JICIIOBBIE Pa3rOBOPHI B
mporecce npogecCHOHAEHOTO
B3aUMOJEWCTBUSI HA  TOCYyNAapCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3bIKAX.

YK4.5./IeMOHCTpUpYET yMEHUE BBIOJHATh
MepeBO] aKaAEMUUECKUX U NMPO(ECCHOHATBHBIX
TEKCTOB c HWHOCTPAHHOTO (-bIX) Ha
rOCYJIapCTBEHHBIN SI3bIK.

Ob6menpgeccuonanbubie komnerenuuu (OIIK)

OIIK-8 | Cnocoben IIPOEKTUPOBATH
MEAArOTHYECKYIO AEATEIbHOCTh Ha
OCHOBE CIIEHUAIbHBIX HAYYHBIX 3HaHUH

U PE3YJBTATOB HUCCIEIOBAHUM

OIIK 8.1. 3HaeT 0cOOEHHOCTH MENArOTHYECKON

NeSITeTPHOCTH;  TpeOoBaHUS K  cyOBeKTam
HeHaFOFquCKOﬁ JACATCIBHOCTH, PE3YIbTATHI
Hay9IHBIX HCCIIeI0BaHNIN B chepe

ncgaror HYCCKOU JACATCIIBHOCTH.

OIIK 8.2. YMeeT ucnoap30BaTh COBPEMEHHbBIE
creLuagbHble Hay4YHbIC 3HAHUA U PE3yJIbTaThl
WCCIIeIOBAaHUM I BRIOOpA METOJIOB B
Mearoru4ecKoil e TeNbHOCTH.

OIIK 8.3. Bnameer meromamu, dopMaMu U
CpeICTBaMH MEIarOTHIECKON JesITeTbHOCTH;
OCYIIECTBIISIET MX BBIOOP B 3aBHCUMOCTHU OT
KOHTEKCTa MPOQPECCHOHATLHON eI TETbHOCTH
C YYETOM PE3YJbTaTOB HAYUHBIX HCCIIEIOBAHUI.

6.1.2. Komnaekm KOHMPOIbHBIX 3A0AHUL UTU UHbLE MAMEPUATLL, HEOOXO0OUMbLE 0I5
OYEHUBAHUS KOMNEMEHYUL NO MeopemuiecKoll 2pamMmMamure aH2auticKo2o A3blKa

IPUMEPHI TECTOBBIX 3AJJAHUM JJISI OHEHKH KAUECTBA OCBOEHUA

JTUCIHUATLIAHBI (MOY.JIs1)
IIpumepHbIe TeCTOBbIE 3aJaHUS

Test 2
Business Dialogue




1. Complete the following passage with the words provided: Resolving Conflict Made Quick
and Easy!

That’s a contradiction in terms. When I was a boy, my brother and I would get into
argumentsover some dumb thing or another. Rather than having us talk the 1 ...out, our Dad
would make us put on boxing gloves, then take us out in the backyard where we would duke it
out. Since I was three years older than my brother, I won every 2 ... . In retrospect, I see that this
was an absurd way to resolve a conflict. All we did was beat each other to a pulp with the last one
standing being declared the —winner.| Unfortunately, this is often how conflicts are resolved.

The person with the bigger 3 ... wins, or the person who wants to avoid the perception of being
on the receiving end of the —bigger punchl gives in or goes along to avoid the 4 ... . In either
case, nothing is really resolved. There is no mutual 5 ... of ideas, no contribution, 6 ... ,
cooperation, or learning. There is only contention, confrontation, and 7 ... . In reality, both parties
lose something.

We should realize that conflict is often the byproduct of being uniquely different — and we
are all unique. We have different values, different experiences, different perceptions, likes and
dislikes, tastes, and 8 ... . In essence, our differences present an opportunity to expand our
perspective and our 9 ... . Unfortunately, we usually have a difficult time considering points of
view that are not our own or that are outside the realm of our own experience. That‘s when the
conflict shows up. The 10 ... you face when you encounter conflict is to accelerate through it.
Only then you have an opportunity to resolve it.

A punch
B consequences.
C issue
D understanding
E argument
F biases
G challenge
H collaboration
I compulsion J
sharing
2. Read the passage above again. According to the author, which of the following is true?
a. Conflicts are unavoidable.
b. Resolving a conflict may be quick and easy.
c. People tend to be self-centered in dealing with others.
d. People can learn from conflicts.
3. Supply the following text with subheadings.
A Awareness B The magic of dialogue C Listening D Suspension E
Honesty and sincerity F Mutuality G Inquiry and Reflection
H A Safe Space I Growth through crisis J Identifying Assumptions

General Guidelines for Dialogue

listen to hear meaning emerge both from individuals and from the group. You need to listen for
common assumptions and for the voices that question those assumptions.

In listening you let meaning unfold in the conversation as a whole. You will then hear the shared
meaning that can evolve only when many individual meanings are shared and heard. The Chinese
character for listen contains the sub characters one heart, eye and earall of which you must use to
truly listen. Listening is the first step in making dialogue effective.

2 ......: In dialogue you must speak the truth as you see it, be sincere. You have to assume that
the other person is also sincere and telling the truth. This develops trust. You can then engage in
dialogue with confidence.

3 ......: The capacity to see the living processes that underlies all things. It is to become aware of
yourself and the impact you have - right in the moment it occurs. It includes letting go, or
"suspending" your certainty, to see things from another point of view.



With awareness you can entertain multiple points of view at once, even if they are opposed or in
contradiction with one another.

4 .....: Means that you stop your assumptions from interfering with your listening. You neither
suppress what you think nor advocate it. In the words of Isaacs, you —change directions, stop,
step back, see things with new eyes.|

You allow differences to be present — not moving immediately to agreement or debate, but
developing the skill for bridging across the diversity of opinions, assumptions, backgrounds and
ideas.

The word suspend comes from the Latin root suspendere, which means "to hang below." It has to
do with drawing out, or stretching. It refers to displaying your thinking in a way that lets you and
others see and understand.

When you practice suspending your judgments, you learn to hold your opinions lightly. You
consciously open yourself to hearing and understanding each person's point of view. You create a
space between your judgments and your reactions so that you can hear the other person in a new
way. This is key to building a climate of trust and safety in a group.

others. Yet assumptions are often invisible. Your assumptions are so habituated that you "know"
the world agrees with them.

6 ......: When you are unclear about what someone means, you ask a question. In Dialogue the
intent of questions is twofold. One purpose is to draw the other out in a safe and supportive way.
More importantly, questions allow for digging deeply into ideas and perspectives that are novel.
Questions can give room for reflection and develop the understanding of the entire group.
Questions should never belittle or criticize. They are instead a way to learn and understand.
Learning to identify our assumptions allows us to see the world in a new light. By identifying
your assumptions you learn to build common ground and consensus.

You learn to respect others and their contributions, regardless of the fact that these contributions
may contradict things you have long held to be true.

7 ......: In dialogue, there is a mutual search for understanding. Each regards the other as a
partner in a shared inquiry. You see your partner in conversation as someone whose point of view
is valued, someone with whom to explore the familiar and develop the new.

You are open to the possibility that the meanings of one may cause those of the other to be revised
or changed. The conversation develops together. Yet, everyone is individually responsible for
whatever they feel is needed and relevant.

you can create a safe, holding environment for a group of people. When people feel safe, they can
be more aware of their thinking, their conversations, their interrelationships, and their potential
for better action. This is what Isaacs calls "a strong container."

9...... : As you address difficult issues, the crises that break out are essential parts of your
development. You learn from them and build with them. You need to stay with the dialogue until
a new level of understanding develops.

10 ......: occurs when a group wanders into new territory - discovers new meaning - that can

only be discovered by the entire group. This is meaning that no individual formed alone - rather it
flows from the group as a whole. For the group, this can be a powerful experience because it is the
creation of shared meaning. Creating shared meaning is a step toward creating community and
working collaboratively.

4. Complete the following passage:

Giving unsolicited advice is what causes problems. Advice is necessarily preceded by a judgment
or evaluation—which is based on our interpretation of the situation. Although you may sincerely
intend to help or assist someone, giving unsolicited advice sends a variety of underlying messages
which are all based on assumptions, and which are almost always perceived as negative. As a
result, advice often comes across as judgmental, authoritative, or self-serving:

When we give unsolicited advice, the judgmental assumption is, I ...... The authoritative
assumption is, 2 ...... The self-serving assumption is, 3 ...... I once worked in an office where



one of our co-workers took it upon herself to give us advice about every aspect of our lives. In an
attempt to silence her once and for all, we decided to go out of our way to solicit her advice on
absolutely everything.

About a month later, she had in fact stopped giving unsolicited advice. Asking her for advice
clearly communicated to her that she and her opinions were valued.

Once she recognized that, she no longer felt the need to constantly offer unsolicited advice.
A —I know better than you,l or —I know and you don‘t, so I have to tell

you.l

B —I need to give you the benefit of my advice to validate or to prove

tomyself how smart I am.|

C —You can‘t figure this out on your own,l or —I don‘t trust youto figure
itout.

5. Which of the following is NOT a good suggestion?

Here are some suggestions for making your advice work.

A Don‘t interpret rhetorical questions as a request for advice.

B Ask for permission to give advice.

C If you sincerely intend to help or assist someone, do not hesitate to
giveadvice.

D Listen, listen, and listen! —

E Be honest.

F Offer to assist, not insist.

G Allow people decide for themselves.

6 . Choose the best title for each paragraph about negotiations:

1. Look for ways of —expanding the piel.

2. Be ready to explore as many variables as possible.

3. Know your minimum acceptable offer.

4. Start with easier points and leave the difficult ones for last.

a) You must know how much you can give up and what conditions you can
accept. It is essential that you examine many various combinations of

variables to be dealt with in the negotiation process. These variables may
include price, delivery conditions, quantity, credit terms or date.

b) Creative negotiators can work out new opportunities that benefit both parties.

In the ideal situation the opponents achieve their objectives and none of them has

to make a considerable concession. You can argue about how to divide the

market or you can work together and expand it in such a way that

each party has a substantial share.

c) Having dealt with the easier issues in a successful way negotiators are more
optimistic. This positive attitude makes it easier to deal with the harder matters.
d) Increasing the number of variables makes it easier to work out a compromise.
Whenever a car dealer does not want to give up the price of a car, he will think
about alternative incentives for the client, such as equipping the car with a better
radio or tyres.

7 . Decide which sentences match each negotiation style.

1) Win-win negotiation

a) Small business owners had no choice but to accept

the price quoted by the large corporation.

b) The question of price proved to be a stumbling block

and both parties came back from the negotiations

empty-handed.

c) After some haggling both parties achieved

28

2) Win-lose negotiation



3) Lose-lose

negotiation

their most important objectives.

d) Neither negotiator knew the needs of the other party

and ended up making unnecessary concessions.

e) Having worked out this creative solution

neither party had to make any unwelcome

concessions.

f) There was no room for bargaining — we had to accept

the conditions dictated by the owners of the platinum

mine.

8. Match the tips for people doing business abroad and the names of countries they
apply to.

1) Singapore

2) China

3) Saudi Arabia

4) USA

5) Spain

6) Germany

a) Punctuality is very important. Arriving a few minutes early
is advisable. Talking with hands in pockets is considered rude.
b) Strong and direct eye contact can be misinterpreted as an
attempt to intimidate the speaker.

c) Remember that the O.K. gesture is considered obscene.

d) Give your host a firm handshake and maintain direct eye
contact.

e) Present your business card with your right hand only
because the left hand is considered unclean. Remember that
showing the bottom of the foot is very impolite.

f) Remember about Guanxi, which means _relationships®.
Build a relationship before talking business.

9. Match each of the words in the list with its definition:

a. cancel

b. postpone

c. bring forward

d. cut short

e. fix up

f. extend

. reschedule

. arrange a meeting

. find another time for the meeting

. hold the meeting later

. hold the meeting sooner

. hold a longer meeting

. finish the meeting earlier

7. not hold the meeting at all

10. Choose the request which is more appropriate for each situation.
1. Ask a close colleague to give you the phone number of a hotel he knows.
a) Can you give me the phone number?

b) I wonder if you could give me the phone number?

2. Ask your manager to read a report you wrote before you send it to a client.
a) Would you mind reading this report before I send it?

b) Can you read this report before I send it?

3. Ask the sales representative from the supplier to send you a brochure.
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a) Could you send me a brochure?

b) Would you mind sending me a brochure?

4. Ask a client to return a document to you — unfortunately there is a mistake in
it.

a) Please return the document to us as soon as possible.

b) Could you please return the document to us so that we can correct it?
Many thanks.

5. You are going to visit a new client; ask them to send you directions to their
office.

a) [ wonder if you could send me some directions to your office?

b) Can you send me the directions to your office?

6. You want to attend a conference in the US. Ask a senior manager to
authorize the expenditure.

a) Would you please authorize the expenditure?

b) I‘d really appreciate it if you could authorize this expenditure.

HpaKaneCKne 3aJaHus JJIAl TEKyHIero KOHTPOJIsA 3HAHMH CTYACHTOB-MAaruCTpaHTOB

3apanme 1.0npenennre, 03Ha4aeT Ju CJI0BO CTPAHY WM HAIIMOHAIBLHOCTD U MOCTaBbTe GYKBBI M ‘C’
(‘country’)uaum ‘N’ (‘nationality’).

1 Greek 6 China

2 Kuwait 7 Spanish
3 Russia 8 Japanese
4 Turkish 9 Swedish
5 France 10 Oman

2.JlonoJHATE NPeJI0KeHNs CJI0BAMH M3 PAMOYKH
| short/ keawy / big / early / long / fast |
Hampuwmep: I can’t carry this box. It’s too heavy.

1 I think 7.30 is too for a meeting.

2 I have a lot of books, but no space. My office isn’t enough.

3 Taxis always drive too . It isn’t safe!

4 Mike’s presentations are too I Last week, he talked for four hours!
5 Jane’s report was too . It didn’t give nearly enough information.

3. ITonGepute BhIpa:KeHHUs U3 IBYX CTOJOMKOB U 00pa3yiiTe (ppasbl, Hampumep:
__c__ tothe cinema on Friday night.

a) [ often play 1 to the gym.

b) I never listen 2 golf on Saturdays.

c) I love going 3 TV after work.

d) I work 4 to CDs. I’'m not keen on music
e)l quite like watching 5 from home once a month.

f) Idon’tlikegoing

4. lonoJHuTEeNPeII0KEHHSICJOBAMUM3PAMOYKH
colleagues / company / flexible / friendly / job / opportunities / salary

Svetlana is a website designer at Orion Data. She has a (1) boss and very helpful
(2) . She doesn’t get a lot of money, but for her (3) security and
(@) hours are more important than a high (5)

This year, Svetlana also has a (6) car and a lot of travel (7)

5. lonoiHUTE NPEVI0KEHUs CJIOBAMH U3 PAMOYKH
| 23"/at / in / June / Monday / morning / New Year / the |




1 We are always very busy in the .
2 Budapest is beautiful the spring.
3 We never go on holiday in .
4 Our sales conference is on October.
5 The office is quiet on mornings.
6 Max sometimes works till 11:30 night.
7 Our company closes for three days in summer.
8 We sometimes have a short holiday at
6 JlonmoHuTE00bABIEHUANIPEATOTAMMIN, On, at, fromuanto.
ACE CARS
Are you travelling  to New York? Ace Cars can ...
* meet you 1 the airport.
¢ take you 2 the city centre 3 aluxury car.
e drive you 4 your hotel to meetings or take you shopping and sightseeing.
And 5 Friday and Saturday night, we can show you the best nightlife with our special guided
tour.

7IlocTaBbTernaroJbIBHYKHyO(GopMmy.

My name’s Clive Mason and I (1) (work) for an international business school in
Paris. Lucille, my wife, is French. She (2) (work) part-time as a website designer.
We (3) (live) near Vincennes. Lucille (4) (travel) to work by
metro, but I (5) (take) a bus. We (6) (have) two children, Sam and
Nicole. They (7) (go) to a French primary school. At the weekend we

(8) (love) playing tennis or going to the swimming pool. Sometimes, Lucille

&) (take) the children to the cinema or to a drama club. Both Sam and Nicole

(10) (say) they want to be film stars!

8.IlocTaBbTernaroitobeBHyKHYHO(OPMY.

Sandra(l)  fromBrazil.‘I(2) ~~ 30yearsoldandI(3)
married,” she says. ‘My husband’sname(4) ~~ Tucas. We(5)  management
consultants. We live in Jodo Pessoa, the Green City. Our office (6) ~ very near our
home.Sandra and Lucas have one son, Rafael. He (7) ~ sixyearsold,andhe(8) ~ at
primary school.We (9)  abusy family, butwe (10) ~ always together at the

weekend,’ says Sandra.

9.11010epUTEOTBETHIKBbICKA3BIBAHUAM

: See you later.

a) Notbad, thanks. 1 A: Another coffee?
b) Hi, Jane. Good to see you again! B:
¢) No, thanks. 2 A: How’s business?
d) Goodbye. B:
e) Nice to meet you. 3 A: Would you like a drink?
f) Yes, please. B:
4 A: Hello, Mike.
B:
5 A: My name’s lan.
B:
A
B:

3apanne 9.Bribepute HY)KHOE CIIOBO U3 PaMKH M 3aIIOJIHATE MPOIYCKH:



to type , the complimentary, closing, extent, salutation, volume, concern, envelope

l. a polite way of the ending of a letter.
2.The name and address of the company written to are usually on the left-hand side
against the margin.
3.The normal form of for letters addressed to organization is "Dear Sirs". "Dear Mr.
Smith" has tended to replace "Dear Sir".
4.The of passenger travel on the railways in decreasing
5.A flat-paper container for a letter is called
6.This clause of the contract very much.
7.1 was surprised at the of his knowledge
3aganue Nel0

Test 1Public Speaking

1. The ability to give a speech is one of the most valued business skills today. And yet most people
say that giving a speech is their greatest fear. Below are 10 tips on how to overcome fear of public
speaking. Match the tips with their explanations.

1. Expect to be nervous. a. Know what you are going to say — and why
you want to say it.

2. Prepare. b. In the thirty seconds before you begin
speaking, take three slow, deep breaths through
your nose, filling your belly. As you breathe
out, say silently to yourself, “Relax.”

3. Practice. c. Make the audience your allies. Talk to
individuals before your presentation to get to
know them. Look them in the eye as you speak
to them, one person at a time. When your
audience sides with you, your job as a speaker
becomes easier.

4. Breathe. d. Even experienced speakers get nervous.
Don't try to eliminate your jitters. Turn them
into energy you can use to boost your
delivery.

5. Rehearse. e. Most speakers try to do too much in a
speech. Then they worry about leaving
something out or losing their train of thought.
Aim, instead, to communicate one basic idea.
Keep it short and simple.

6. Focus on your audience. f. People won’t see how nervous you are.
(They can’t tell if your palms are sweating or
your knees are knocking or your heart is
pounding.) So don’t tell them. Smile. Stick
your chest out. Look confident, even if you
don’t feel it.

7. Simplify. g. Practice relaxation techniques in the days




before your presentation. Lie down or sit
comfortably in a quiet place. Breathe slowly.
Close your eyes. Imagine your upcoming
speaking engagement. Picture yourself
speaking with confidence.

8. Visualize success. h. Stand up and walk around as you practice
out loud. Don’t memorize your speech or
practice it word for word. Talk it through,
point by point. Imagine you’re explaining your
main ideas to a friend.

9. Connect with your audience. 1. Speak to supportive audiences in small
forums where less is at stake — at a staff
meeting or a PTA meeting. Join Toastmasters
or take a Dale Carnegie course. Work with a
coach.

10. Act confident. J- Stage fright is rooted in self-preoccupation.
(“How am I doing?” “Am I making any
sense?”’) Stop focusing on yourself. Focus,
instead, on your audience. (“How are you?”
“Are you getting this?” “Can you hear me?”)

2. Which of the following is NOT good advice?
If your equipment breaks down when you are making a speech...
A If at all possible, be prepared to replace key equipment on the spot.

B Focus on the audience and on your message, not on the problem. As you work on a
solution, keep your audience involved. If you can’t quickly resolve the problem, go on with
your presentation as best you can.

C Bring handouts. Make copies of your slides to distribute as you speak, if necessary.

D Use humor to relieve audience tension. When her computer crashes, one speaker says, “A
TV can insult your intelligence, but it takes a computer to make you feel like a total idiot.”
Direct your humor at the situation or at yourself, never at another person.

E Ask someone to fix it and wait patiently.
3. Which of the following is NOT a good tip on how to handle questions and answers?

a. Talk to the person asking the question.

b. When answering a question begin by addressing the questioner, then turn to others in
the audience. When you finish, look to some other part of the room and ask, “Who
else has a question?”

Be respectful: avoid sarcasm, criticism, or arrogance.

Keep your sense of humor.

Answer the question as directly and briefly as possible without being abrupt.

Use your answers to reinforce your main points. Avoid making a presentation about a
whole new subject.
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g. Don’t be afraid to say, “I don’t know.” Ask for the person’s business card and
promise to get back to him or her with the answer.

h. Postpone questions that require lengthy answers. Give a brief answer, admit that
there’s more to be said, and offer to discuss it more fully in private.

i. Turn certain questions back on your audience, asking for their input.

j.  Retain control of the situation, deciding when to move on.

4. Complete the following passage:

In formal 1... or larger meetings it's often | A introduction
necessary — and helpful — to introduce the
main speaker. With the right 2 ... , you can | B transition
make the event more successful and establish

yourown3 ... . C preparation

An 4 ... serves two purposes: D anticipation

1. Ttacts as a bridge, a 5 ... from one part
of a meeting to another. It gives the
audience time to make a mental and
emotional 6 ... .

2. It prepares people for the speaker,
heightening their sense of openness and
7....

E gatherings
F professionalism
G shift

H spotlight

Your task is to introduce the speaker, not to
take center stage. The 8 ... is on you only for a
moment so that you can shine it where it
belongs: on the speaker.

5. There are times — especially for leaders — when using PowerPoint in a speech makes little
sense and may even be counterproductive. Here are seven times when it’s better NOT to use
PowerPoint:

1.When you want to project a sense of leadership.

2. When you want to engage your audience’s emotions and imaginations.

3. When you want (primarily) to connect with your audience.

4. When you want (primarily) to engage your audience’s participation.

5. When you have limited preparation time.

6. When you have limited time to deliver your presentation.

7. When your audience suffers from PowerPoint fatigue.

To which from 1 — 7 are A — G a comment?



A Booting up your computer, loading PowerPoint, opening your file, connecting the projector, and
troubleshooting the inevitable problems can take a lot of time.

B Using PowerPoint cues the audience to think of you as an instructor or a trainer — as someone
whose primary goal is to convey information.

C The novelty of PowerPoint has worn off. People have been subjected to too many mediocre
PowerPoint presentations. Slide after slide of bullet points. Cheesy graphics. Annoying special
effects.

D Sometimes you’re caught last minute with only a short time to pull together a presentation. You
need to use what time you have to analyze your audience, strategize your presentation, and sketch
out a rough outline.

E Once you start a PowerPoint presentation, your audience knows that you are planning to cover a
predetermined amount of material. You have already set the content, scope, direction, and sequence
of your presentation. They know their part is to sit back and observe.
F You want to look your audience in the eye and to say, in effect: “This is me. This is what I value.
This is what I want of you.”

G PowerPoint is best at displaying information, which appeals to people’s rational minds.

6. Karen Hughes is Marketing Director at a multinational consumer electronics firm. Choose
the correct word from the list below to complete what she says.
We are one of the world's ............. 'in consumer electronics, introducing new
types of product that did not exist previously. However, where we are not first to the market with a
new product-type, we look at the market ............... 2 If it looks good, we develop our own
versions of the product. We usually test our offerings in focus ............... >before ...............
them on to the market, or, if there's not much time, we may just launch them, monitor market
reaction and then modify them accordingly. We try to identify the different market ............... >
groups of end-users with particular characteristics. We look at the marketing .............. 6 This
includes the best way of distributing the product, deciding which ............. 7 and retail
................ ¥ we are going to use. In the early stages, when the market is growing fast, it can be
quite .....oeveninnnn. %: there are a lot of competitors, and the ‘rules of the game’ are not yet
established. Later, when everyone who is going to buy the product has bought it, and the market is
essentially one of replacement, there are usually fewer competitors and conditions are more
................... 1, Of course, we try to be among these surviving companies, preferably number one
or number two in the market.

1 a) beginners b) pioneers ¢) premiers d) starters

2 a)possible b) potency ¢) potential d) power

3 a)circles b) classes ¢) gatherings d) groups

4 a)casting b) lancing ¢) releasing d) throwing

5 a)sects b) segments ¢) selections d) sets

6 a) combination b) miscellany ¢) mixture d) mix

7 a) immediacies b) intermediaries ¢) intermediates d) intermezzos
8 a) outcomes b) outflows ¢) outlets d) outpourings
9 a)variety b) various ¢) vicarious d) volatile

10 a) stability b) stable ¢) static d) stationary

7. Use one of the prefixes, out-, over- or under-, with the correct form of the verb in brackets to
complete each of the sentences below.

1 Vickers has a good reputation for buying companies that are ............ (perform), turning them
round, and bringing them back to profitability.
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The Dome's operators ............... (estimate) the number of visitors: they forecast 10 million, but
fewer than 7 million showed up.

Metro tried to buy Wertkauf, but was ................ (bid) by Wal-Mart.

Under the agreement, NCR will ............... (source) the manufacture of its computers to
Solectron for at least five years.

We opened a chain of private nursery schools. We miscalculated our costs and ...............

(charge) parents by maybe 25 per cent, which is one reason we became popular and successful.
There are some companies with big problems because they ............ (extend) themselves in real
estate.

He is a skilful politician who has ................. (manoeuvre) his rivals.

The government has ............ (run) its spending commitments by € 1 billion.

. Look at the nouns below. Choose one verb which can’t be used in collocation with each
noun.
1) asuggestion

a) put forward b) make c) reject d) do
2) aproposal

a) accept b) agree ¢) consider d) make
3) anidea

a) deny b) have ¢) put forward d) suggest
4) aproblem

a) face b) deal with c) make d) sort out
5) adecision

a) come to b) do c) reach d) take
6) a solution

a) put forward b) look for ¢) work out d) deal with

. Choose the best alternative from the words in brackets.
Customers can ring freephone numbers from any of the nine European countries in which
Gateway trades. They are answered in Dublin by a native or (articulate/ fluent/persuasive)
speaker.
They are the literate, (articulate /coherent/succinct), middle-class professionals such as lawyers,
academics, politicians and senior civil servants.
If you remember the 19605, they say, you weren't there. Anita Pallenberg famously was there, but
her recollections are amazingly detailed and (hesitant/lucid/ responsive).
If you feel (coherent /eloquent /inhibited) in the way you move and express yourself, going to a
workshop with a trained dance therapist may provide the help you need.
Many chapters conclude with useful sources of further information, and there is even a
(eloquent/lucid/succinct) but comprehensive glossary.
The government should be more (articulate/fluent/responsive) to people and less preoccupied
with special interest groups.

0. Match the beginnings of the sentences to their endings a)-g).
This mining area was incredibly a) disastrous’, said one bank manager. ‘It
Bank deposits are disappearing as nervous couldn’t be worse.’
investors send their money abroad. '"The b) badly hit by the closure of the mines, which
situation is absolutely cost 10,000 jobs.
The organisation's systems have been ¢) stable, secure and hopeful.
severely d) difficult, but much easier than it was before.
The finance minister said the budget was  e) criticised by auditors, who found corruption
totally and mismanagement.
The new management techniques were f) unrealistic, and a new budget will have to be
found to be highly presented to parliament next week.
Making films in Britain is unbelievably g) successful in 30% of companies and
The country's international position is moderately successful in 45% of cases.



now exceptionally

6.2.1. HpaKTuquKue 3alaHuA 1JISI IPOMEKYTOIHOI0 KOHTPOJIA 3HAHMH CTYACHTOB-
MaruCTpaHToB

DopMoii TPOMEKYTOUHON aTTeCTalluu 10 JucHUIUinHe « ITHOCTpaHHBIN S3bIK B IPOGECCHOHATBHON
KOMMYHUKAIUH ABJIIETCS 3a4eT. CucTeMa TEKyIIeTo U pyOeKHOT0 KOHTPOJISI CTPOUTCS TI0 OayTbHO-
PEUTHUHIOBOM MOJENHM, @ WTOTOBBIM 3a4€T CTYJEHThl IOJYyYalOT B KAueCTBE HAKOMHUTEIbHOU
peritunroBoii oneHku (He mMeHee 30 OamioB). B TexHoMOrMYecKoil KapTe AUCIUIUIMHBI BBIICICHBI
Bce (pOpMBI TEKyIIero U pyOeKHOTO KOHTPOJIS, KaXAast U3 KOTOPHIX OLEHUBAETCS OMpeeieHHBIM
KOJIMYECTBOM OajlioB (B JUaNa30HE «KMUHUMYM — MAKCUMYM)).

Bo3moxHO HauucieHne OOHYCHBIX U IITpadHBIX OaIoOB (HAIpUMEP, K HEYAOBICTBOPUTEILHOM
OIICHKE B COYETAHUHU C PEUTHMHTOBHIM IITpadOM MPUPABHUBAIOTCA CJavya TEKCTa y4eOHOTO 3aJaHus,
M03aMMCTBOBAHHOTO W3 MHTepHeTa Wi M3 KOJUICKIMHM Y4YeOHBIX 3aJaHHMil MPOILIBIX JET, cladya
JIBYMs M 0oJiee CTyACHTaMHU UJIEHTUIHOTO TEKCTa y4eOHOTO 3a/IaHMs, UCIIOJIH30BAHUE YJIEKTPOHHBIX
nporpamm nepeBoja. PeiiTuHroBbie 00HYCHI MPEAYCMaTPUBAIOTCS MPU AEMOHCTPAIIMU CTYJCHTAMHU B
X0Jle ceMecTpa YriiyOJeHHOTO 3HaHUS YYEOHOrO0 M JOTOJHUTEIHHOTO MaTepualia, TBOPUYECKOTo,
WHUIIMATUBHOTO U JUCIUIUIMHUPOBAHHOTO OTHOIIEHUS K yueOHOMY mporueccy.TexHonornueckas
KapTa BKJIIOYaeT 0a30BYH0 W JOIMOJHHUTENbHYIO 4YacTh. B 0a30BOil 4YacTH TPUBOAMTCS pacyeT
PEUTUHIOBOM OIIEHKH TeX Y4YeOHBIX 3aJaHUil M KOHTPOJBHBIX MPOLEAYP, KOTOPHIE BBIMOIHIIOTCS
CTyJICHTaMH B TeueHue cemecTpa. [[ns uToroBoro 3adera CTyJeHTaM JOCTATOYHO HAKOMUTH 30
O0amnoB. EnuHCTBEHHBIM 00s3aTENbHBIM yUeOHBIM 3a/laHuEM, KOTOpPbIE MArUCTPaHThI JIOJKHBI
BBITIOJIHUTh BHE 3aBUCUMOCTH OT JOCTHUTHYTOTO YPOBHS HAKOTHUTEIBHOW OIICHKH, SBJISETCS
MOJITOTOBKA M TMpe3eHTaluss y4eOHOro MpoeKTa (CTYyACHTHI, MO YBAKUTENbHBIM MPUYMHAM, HE
IOPUHABILKE Yy4yacTHEe B OToM paboTe, 00s3aHbl NOJATOTOBUTH YYEOHBIM IPOEKT B COCTaBe
JOTIOTHUTENBHBIX Y4eOHBIX 3aJaHui)./]|ONMOTHUTENbHAS YaCTh TEXHOJOTUYECKOW KapThl BKIIOYAECT
KOMITCHCHUPYIOIHE yueOHbIe 3aqaHusi. MarucTpaHThl BBITIOJHSIOT UX B TOM CJIy4ae, €Clid B paMKax
0a30BOM YacTU HE CyMeJIM HaOpaTh KOJUYECTBO OasioB, HEOOXOAUMOE AJis MOITYYCHHs 3ayeTa.
BpiOop AOMONMHUTENBHBIX yYE€OHBIX 3aJaHUN W3 MPEIJIOKEHHOTO TEPEYHS MaruCTPaHThI
OCYILIECTBIISIIOT CAaMOCTOSATENbHO. CPOK MX BBIIIOJIHEHUSI ONPEAEIISIETCS IIPENOoJaBaTesIeM.

IIpumeps! BOIPOCOB /11 3a4eTa
®opmanbHOE U HEOpPMaTIbHOE JIEII0BOE MMUCHMO.
Knuie B nes10BoM nuceMe.
AOGOpeBUaTypHI B IEJIOBOM MHCHME.
Oco0eHHOCTH /1€TI0BOM JOKYMEHTAIUH.
KoHTpakT. Tunel COBpeMEHHBIX KOHTPAKTOB.
OO6pa31bl KOHTPAKTOB.
Kinme KOHTpakToB.
CrnennanbHasi TEpMUHOJIOTHS B KOHTPAKTaX.
OmnpeneneHye 1 TUIbI AEJIOBBIX BCTPEY.
10 [TnanupoBaHue IPOBENEHUS 1EI0OBON BCTPEUH.
11. ®yHKUIMOHATBEHBIE OCOOEHHOCTH SI3bIKA JI€TIOBBIX BCTPEY.
12. Knuiue 1enoBbIX BCTpeEU.
13. Onpeenenre U TUIIBI IPE3CHTAITUH.
14. CtpykTypa npe3eHTanuu.
15. Knuine B npe3eHTanuu.
16. Ctunuctudeckre 0COOEHHOCTH MPE3CHTALIUN.
17. Onpenenenre U TUTIBI TIEPETOBOPOB.
18. OcoOeHHOCTH s3bIKa EPETOBOPOB: JIEKCHUKA, ()YHKIIMOHATIbHbBIE CTUIIU, TUCKYPC.
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1.JlonoanuTe pasrosop Ha koHdepenuuu. MosutnnpeacrasiasierCamykoJuier: doesn’t/is/ are / do /
isn’t / aren’t

Molly Hello. My name  is  Molly Edison. I work for Carolina Consulting.

Sam Oh, hello. I’'m Sam Amos, and these (1) my colleagues, Bill Carter and
Emma Crumb.

Bill, Emma How do you do.

Molly How do you do. Bill, Emma — are you architects?

Emma No, we (2) .We’re engineers.

Molly And where (3) you work?

Bill We’re with AK Designs.

Molly Oh, yes. I know Arnold Ricks. He works for AK Designs.

Emma Yes, that’s right. But he (4) here at the conference with us. He (5)
likeflying!

3aganue 2. [IpounTaiite Tekct Legaleducation u nepenaiite kpaTkoe coaepKaHue Ha
AHTJIMICKOMSI3BIKE:
Legal education

Legal education is the education of individuals who intend to become legal professionals or those
who simply intend to use their law degree to some end, either related to law (such as politics or
academic) or business. It includes: First degrees in law, which may be studied at either
undergraduate or graduate level depending on the country. Vocational courses which prospective
lawyers are required to pass in some countries before they may enter practice. Applied legal
education for specific branches of law such as, Business law, Human resource and Labour laws,
Property laws, Family laws, Human rights & Legal awareness, Taxation law and many more.
Higher academic degrees and doctorate. In addition to the qualifications required to become a
practicing lawyer, legal education also encompasses higher degrees, such as doctorates, for more
advanced academic study. In many countries other than the United States, law is an undergraduate
degree. Graduates of such a program are eligible to become lawyers by passing the country's
equivalent of a bar exam. In such countries, graduate programs in law enable students to embark on
academic careers or become specialized in a particular area of law. In the United States, law is a
professional doctorate degree known as a Juris Doctor. Students embark upon their legal studies
only after completing an undergraduate degree in some other field (usually a bachelor's degree). The
undergraduate degree can be in any field, though most American lawyers hold bachelor's degrees in
the humanities and social sciences; legal studies at the undergraduate level are available at a few
institutions. American law schools are usually an autonomous entity within a larger university. In
contrast, the LL.B. degree is still the standard qualification in other common law jurisdictions,
mostly in the Commonwealth of Nations. Faculty of law is another name for a law school or school
of law, the terms commonly used in the United States. This term is used in Canada, other
Commonwealth countries and the rest of the world. It may be distinguishable from law school in the
sense that a faculty is a subdivision

of a university on the same rank with other faculties, i.e., faculty of medicine, faculty of graduate
studies, whereas a law school or school of law may have a more autonomous status within a
university, or may be totally independent of any other post-secondary educational institution.

In addition in some countries, including Germany, the United Kingdom, Canada and some states of
Australia, the final stages of vocational legal education required to qualify to practice law are
carried out outside the university system. The requirements for qualification as a barrister or as a
solicitor are covered in those articles. See advocate for details of the requirements forqualification
as an advocate in Scotland.



3apanme 3.CocTaBbTe aHHOTAIMIO K clieaytoniemy TekcTy:Legaleducation

3aganue 4. [loAroToBbTE NPE3EHTALINIO CBOEH HAYYHOW CTaThbU WJIU JI0KJIa/1a, UCTIOIb3Ys
HIDKETIPHBE/ICHHBICBBIPAXKCHUS:

Sample of Presentation
Dear friends and colleagues,

May I welcome you on behalf of... . My name is ... , let me start by giving our terms ofreference.
My aim today is to discuss... I have divided my report into two parts. First, I wouldlike to talk
about ... .Secondly, [ am going to analyze ... .This will take about twenty minutes.

To save time, could we leave questions until the end? Right. First of all, just a few words aboutthe

history of the subject ... . Now for the main problem. There is an essential differencebetween ... .
Turning now to the possibilities, I must say that there is a choice of two courses of

action... .Next we come to our recommendations ... .I have prepared a detailed list of issues
todiscuss ... .Could you hand around these leaflets, please? That concludes my talk. Pleasefeel
freetoaskquestions.

3apanue

S.IIpounraiiterekctSpeakingonPublicunepenaiirekparkoecoaepKaHieHAaHTIMHCKOMS3BIKE :
You may speak on public for different reasons, on different subjects, to people of different
business culture and personal taste. The speaker may want:

* To inform the audience about some subject matter;

* To introduce some subject matter;

* To encourage the audience to make a decision;

* To sell goods / services.

However, delivering speeches will be almost the same in structure. Language points will
differ a little. All good speeches have two things in common: the underlying structure and the
language points which typically arise to serve this structure. If you are going to deliver a speech,
you must first have a plan. You should know exactlywhere and when the report is to be made.
Having a clear idea of what the people in the audienceare: their knowledge on the subject, status,
age, business culture, specific interests — these helpidentify the needs of the audience. The
information you are going to present should be tailored tomeet the needs of the listeners. You
should also devise the most appropriate format and sketchout for the use of demonstration materials
and handouts. After providing answers to seven basicquestions: why?, to whom?, what?, where?,
when?, how long?, how?, you get down the plan ofthe report.

It may be as follows:

1. Greetings / Introducing oneself;

2. Introducing the subject;

3. Describing the sequence;

4. Starting the report itself;

5.Moving to the next point;

6. Summarizing;
7.Concluding;
8.Thanking / invitingquestions.

3ananue 6.0TBeTHTE HA BOIIPOCHI IO COJCPIKAHUIO TEKCTA:

1.Why do we have to speak on public?

2.Do all speeches have anything in common?

3.What are the common features of all speeches?

4. How would you know whether people listen to you or not?

5.What is the typical plan of a speech?

6.What should you pay special attention to?

7.What are the most memorable bits of any speech?

22. IlpounTaiiTe TEKCT Ha PYCCKOM SI3BIKE U MEPEIaTe €ro coJaepKaHue Ha aHTJIMMCKOM U



HA000pPOT.

23. ComocTaBbTe aHTIIMICKOE (PYCCKOE) CIIOBO MJIH BBIPAKEHUE C €T0 TIEPEBOIOM.
24. IlocTaBbTe BONPOCHI K IAHHBIM MPETI0KECHHSIM.

25. CnenaiiTe TaHHBIC MPETIOKEHUS OTPULIATEIIBHBIMM.

26. BcraBbTe mpoIynieHHbIE CI0BA B JAHHBIN TEKCT.

3aganue Ne7 [IpounraiiteunepesenuteTekcTRESUME

A GV (curriculum vitae) is essential if you're applying for a new job or for promotion within
your own company, or even to register as a delegate at a conference. Some information might be
given in your CV, some in your letter of application - and perhaps some on a Supplementary
Information sheet (giving information relevant to the particular job you're applying for).

There are no fixed international rules about this: different countries have different practices.

But you can follow some hints by writing your CV: Always type it on unlined white paper,
preferably a single sheet. Write your name, address and telephone number. Put your health record,
date of birth and marital status. In the next section, note down your education. Put any qualifications
on the next line. Next, detail your work history, starting with your most recent job. Give dates,
employers and describe your duties. List hobbies and interests and put extra information in a
separate section. End by saying that two referees are available on request — not naming them leaves
you free to choose the best ones for particular jobs. Remember the longer an application, the less
chance it has of being read. Never send a photo-copied letter — it looks as though you don’t care.
Always be positive and never apologize for being You.

3aganue 8. Onpenenute, Kakue U3 HIKETIEPEUNCIICHHBIX TyHKTOB MOTYT ObIThbHanboee
npurogasvu Juig CV (T. e. curriculum vitae):

Your name, address and telephone number.

The title and reference number of the job.

Y our date of birth.

Y our marital status.

The name and address of present (or last) employer.

Your hobbies and leisure interests.

The sports you play.

Details of all the jobs you have had.

The languages you speak, read or write.

Details of the examinations you passed at school.

Details of the professional diplomas or degrees you have gained.
Details of training courses you have attended.

Details of your achievements and responsibilities in your working career.
Your suitability for the job advertised.

Your reasons for applying for this job.

When you are available for interview.

Details of your present (or last) job.

Your current (or last) salary.

The salary you would expect to receive.

The names and addresses of two or three referees.

Test 2Business Dialogue

1. Complete the following passage with the words provided:



Resolving Conflict Made Quick and Easy!

That’s a contradiction in terms. When I was a boy, my brother and I would get into arguments over
some dumb thing or another. Rather than having us talk the 1 ... out, our Dad would make us put on
boxing gloves, then take us out in the backyard where we would duke it out. Since I was three years
older than my brother, | won every 2 ... .

In retrospect, I see that this was an absurd way to resolve a conflict. All we did was beat each other
to a pulp with the last one standing being declared the “winner.” Unfortunately, this is often how
conflicts are resolved. The person with the bigger 3 ... wins, or the person who wants to avoid the
perception of being on the receiving end of the “bigger punch” gives in or goes along to avoid the 4
... . In either case, nothing is really resolved. There is no mutual 5 ... of ideas, no contribution, 6 ...
, cooperation, or learning. There is only contention, confrontation, and 7 ... . In reality, both parties
lose something.

We should realize that conflict is often the byproduct of being uniquely different—and we are all
unique. We have different values, different experiences, different perceptions, likes and dislikes,
tastes, and 8 ... . In essence, our differences present an opportunity to expand our perspective and
our 9 ... . Unfortunately, we usually have a difficult time considering points of view that are not
our own or that are outside the realm of our own experience. That’s when the conflict shows up.
The 10 ... you face when you encounter conflict is to accelerate through it. Only then you have an
opportunity to resolve it.

A punch

B consequences.

C issue

D understanding

E argument

F biases

G challenge

H collaboration

I compulsion

J sharing

2. Read the passage above again. According to the author, which of the following is true?

Conlflicts are unavoidable.

Resolving a conflict may be quick and easy.

People tend to be self-centered in dealing with others.
People can learn from conflicts.

ac o

3. Supply the following text with subheadings.

A Awareness B The magic of dialogue C Listening D Suspension



E Honesty and sincerity F Mutuality G Inquiry and Reflection
H A Safe Space 1 Growth through crisis J Identifying Assumptions

General Guidelines for Dialogue

listen to hear meaning emerge both from individuals and from the group. You need to listen for
common assumptions and for the voices that question those assumptions.

In listening you let meaning unfold in the conversation as a whole. You will then hear the shared
meaning that can evolve only when many individual meanings are shared and heard.

The Chinese character for listen contains the sub characters one heart, eye and ear- all of which you
must use to truly listen. Listening is the first step in making dialogue effective.

other person is also sincere and telling the truth. This develops trust. You can then engage in
dialogue with confidence.

3 ......: The capacity to see the living processes that underlies all things. It is to become aware of
yourself and the impact you have - right in the moment it occurs. It includes letting go, or
"suspending" your certainty, to see things from another point of view.

With awareness you can entertain multiple points of view at once, even if they are opposed or in
contradiction with one another.

suppress what you think nor advocate it. In the words of Isaacs, you “change directions, stop, step
back, see things with new eyes.”

You allow differences to be present — not moving immediately to agreement or debate, but
developing the skill for bridging across the diversity of opinions, assumptions, backgrounds and
ideas.

The word suspend comes from the Latin root suspendere, which means "to hang below." It has to
do with drawing out, or stretching. It refers to displaying your thinking in a way that lets you and
others see and understand.

When you practice suspending your judgments, you learn to hold your opinions lightly. You
consciously open yourself to hearing and understanding each person's point of view. You create a
space between your judgments and your reactions so that you can hear the other person in a new
way. This is key to building a climate of trust and safety in a group.

Yet assumptions are often invisible. Your assumptions are so habituated that you "know" the world
agrees with them.

intent of questions is twofold. One purpose is to draw the other out in a safe and supportive way.
More importantly, questions allow for digging deeply into ideas and perspectives that are novel.

Questions can give room for reflection and develop the understanding of the entire group. Questions
should never belittle or criticize. They are instead a way to learn and understand.



Learning to identify our assumptions allows us to see the world in a new light. By identifying your
assumptions you learn to build common ground and consensus. You learn to respect others and their
contributions, regardless of the fact that these contributions may contradict things you have long
held to be true.

in a shared inquiry. You see your partner in conversation as someone whose point of view is valued,
someone with whom to explore the familiar and develop the new.

You are open to the possibility that the meanings of one may cause those of the other to be revised
or changed. The conversation develops together. Yet, everyone is individually responsible for
whatever they feel is needed and relevant.

can create a safe, holding environment for a group of people. When people feel safe, they can be
more aware of their thinking, their conversations, their interrelationships, and their potential for
better action. This is what Isaacs calls "a strong container."

9...... : As you address difficult issues, the crises that break out are essential parts of your
development. You learn from them and build with them. You need to stay with the dialogue until a
new level of understanding develops.

be discovered by the entire group. This is meaning that no individual formed alone - rather it flows
from the group as a whole. For the group, this can be a powerful experience because it is the
creation of shared meaning. Creating shared meaning is a step toward creating community and
working collaboratively.

4. Complete the following passage:

Giving unsolicited advice 1s what causes problems. Advice is necessarily preceded by a judgment or
evaluation—which is based on our interpretation of the situation. Although you may sincerely
intend to help or assist someone, giving unsolicited advice sends a variety of underlying messages
which are all based on assumptions, and which are almost always perceived as negative. As a result,
advice often comes across as judgmental, authoritative, or self-serving:

*  When we give unsolicited advice, the judgmental assumption is, 1 ......
e The authoritative assumption is, 2 ......
e The self-serving assumption is, 3 ......

I once worked in an office where one of our co-workers took it upon herself to give us advice about
every aspect of our lives. In an attempt to silence her once and for all, we decided to go out of our
way to solicit her advice on absolutely everything. About a month later, she had in fact stopped
giving unsolicited advice. Asking her for advice clearly communicated to her that she and her
opinions were valued. Once she recognized that, she no longer felt the need to constantly offer
unsolicited advice

A “I know better than you,” or “I know and you don’t, so I have to tell you.”

B “I need to give you the benefit of my advice to validate or to prove to myself how smart I

2

am.

C “You can’t figure this out on your own,” or “I don’t trust you to figure it out.”



5. Which of the following is NOT a good suggestion?

Here are some suggestions for making your advice work.

A Don’t interpret rhetorical questions as a request for advice.

B Ask for permission to give advice.

C Ifyou sincerely intend to help or assist someone, do not hesitate to give advice.

D Listen, listen, and listen

'G‘

E Be honest.

F Offer to assist, not insist.

G Allowpeople decide for themselves.

6 . Choose the best title for each paragraph about negotiations:

1.

2.
3.
4

a)

b)

d)

Look for ways of “expanding the pie”.

Be ready to explore as many variables as possible.

Know your minimum acceptable offer.

Start with easier points and leave the difficult ones for last.

You must know how much you can give up and what conditions you can accept. It is
essential that you examine many various combinations of variables to be dealt with in the
negotiation process. These variables may include price, delivery conditions, quantity, credit
terms or date.

Creative negotiators can work out new opportunities that benefit both parties. In the ideal
situation the opponents achieve their objectives and none of them has to make a considerable
concession. You can argue about how to divide the market or you can work together and
expand it in such a way that each party has a substantial share.

Having dealt with the easier issues in a successful way negotiators are more optimistic. This
positive attitude makes it easier to deal with the harder matters.

Increasing the number of variables makes it easier to work out a compromise. Whenever a
car dealer does not want to give up the price of a car, he will think about alternative
incentives for the client, such as equipping the car with a better radio or tyres.

7 . Decide which sentences match each negotiation style.

a) Small business owners had no choice but to accept the
price quoted by the large corporation.
b) The question of price proved to be a stumbling block

1) Win-win negotiation and both parties came back from the negotiations

empty-handed.

2) Win-lose negotiation c) After some haggling both parties achieved their most

important objectives.

3) Lose-lose negotiation d) Neither negotiator knew the needs of the other party

and ended up making unnecessary concessions.

e) Having worked out this creative solution neither party
had to make any unwelcome concessions.

f) There was no room for bargaining — we had to accept
the conditions dictated by the owners of the platinum
mine.



8. Match the tips for people doing business abroad and the names of countries they apply to.

1)
2)
3)
4)
5)
6)

Singapore a) Punctuality is very important. Arriving a few minutes early is
China advisable. Talking with hands in pockets is considered rude.

Saudi Arabia b) Strong and direct eye contact can be misinterpreted as an attempt to
USA intimidate the speaker.

Spain ¢) Remember that the O.K. gesture is considered obscene.

Germany d) Give your host a firm handshake and maintain direct eye contact.

e) Present your business card with your right hand only because the
left hand is considered unclean. Remember that showing the bottom
of the foot is very impolite.

f) Remember about Guanxi, which means ‘relationships’. Build a
relationship before talking business.

9. Match each of the words in the list with its definition:

a. cancel 1. arrange a meeting

b. postpone 2. find another time for the meeting
c. bring forward 3. hold the meeting later

d. cutshort 4. hold the meeting sooner

e. fixup 5. hold a longer meeting

f. extend 6. finish the meeting earlier

g. reschedule 7. not hold the meeting at all

10. Choose the request which is more appropriate for each situation.

1.

Ask a close colleague to give you the phone number of a hotel he knows.

a) Can you give me the phone number?

b) I wonder if you could give me the phone number?

Ask your manager to read a report you wrote before you send it to a client.

a) Would you mind reading this report before I send it?

b) Can you read this report before I send it?

Ask the sales representative from the supplier to send you a brochure.

a) Could you send me a brochure?

b) Would you mind sending me a brochure?

Ask a client to return a document to you — unfortunately there is a mistake in it.

a) Please return the document to us as soon as possible.

b) Could you please return the document to us so that we can correct it? Many thanks.
You are going to visit a new client; ask them to send you directions to their office.
a) I wonder if you could send me some directions to your office?

b) Can you send me the directions to your office?

You want to attend a conference in the US. Ask a senior manager to authorize the expenditure.

a) Would you please authorize the expenditure?
b) I’d really appreciate it if you could authorize this expenditure

6.3.Onucanue noxazameneu u Kpumepues OYyeHUBaHUA KomnemeHuuﬁ HA pasjiudHblx omanax ux
qbopMupoeaHu}z, onucarue mKal OyeHUBAHU:A

OrueHouHOE IlIxana oreHMBaHKS [Ipencrasnecune

CPEJCTBO OIICHOYHOTOCpeICTBAB (HOHJIC
3aumeno

KonrtpomnbHo- [TpaBuIBHBIX OTBETOB 51- Donp TECTOBBIX

TECTOBBIE 3aIaHUS BrickaspiBaHne, B OCHOBHOM, JIOTHYHO; | IPAKTHYECKUX 3aJaHUN
UMCIOTCSOT/ICIbHBIC HEJAOCTATKH IIPH
HCTIOJTb30BAHUUCPEICTB JIOTUYECKOH




CBA3HU, UMCIOTCA OTACIABHBICHCIOCTATKHU
Ipu JeJeHHuH TeKcTa Ha ab3allbl;
NMCHOTCA OTACIIbHBIC HapyHmICHUA
BoopmiieHNM TekcTa. Vcmonmb3yeMblit
cJOBapHbIA3anac COOTBETCTBYET
IIOCTaBJIEHHOU 3ajade, OJTHAKO
BCTPCHAKOTCA OTACIIbHBIC HCTOYHOCTU B
yHnoTpeOJIeHUU CJIOB, JTUOO CIIOBApHBINA

3amac  OrpaHUuYeH, HO  JIEKCHKa
UCTIONB30BaHa MpaBuiIbHO. MIMeeTcs psn
rpaMMaTHYECKHUX o1ooK,

HE3ATPYAHAONIUX ITIOHUMAaHHUE TECKCTA.

Hezaumeno»

ITpaBmiibHBIX O0TBETOB MeHee 50%.
Kpaithe orpaHuyeHHbBId  CJIOBapHBI
3amac  He  TO3BOJISIET  BBIMOJHUTH
MOCTaBJICHHYIO

3agady.l' pammaTrueckue TpaBuia HE
COOJIFOIar0TCH.

HenpasuibHoe HCIIOJIb30BaHUE
rpaMMaTHYECKUX  CTPYKTyp  JeJaeT
HEBO3MOKHBIM
BBITIOJTHEHUETIOCTaBJICHHOM 3a7auun

MeXKyIbTypHbBIE 3aumeno IIpaBUnbHBIX OTBETOB 51- PedeBoil 3TUKET: COBETHI U
0COOEHHOCTH PEKOMEHIalUH.
JIeJIOBOM 3a/iaHue BBIMOJIHEHO: HEKOTOPhIE
KOMMYHHKAITHH aCTICKTHI, yKa3aHHBIC B

3aJJaHUU,PACKPBITHI

HEIOJHOCTHIO; UMEIOTCSI OTJICTbHBIE

HAPYLICHUSCTUIIEBOTO

OopOpPMIICHHS PEUU; TPHUHATHIC BSI3BIKE

HOPMBIBEKIIUBOCTH, BOCHOBHOM,

cobmronensl. Llenb O0MIEeHNAIOCTUTHYTA,

OJIHAKO TeMa pacKpbiTa HE B IOJHOM

obveme. COIMOKYIbTYpHBIC3HAHUS, B

OCHOBHOM, UCIIOJIb30BaHBI B

COOTBETCTBUU C CUTYyaIMeH OOIIECHUS

Hezaumeno»

ITpaBmiibHbIX 0TBETOB MeHee 50%.

3alaHue HE BBIMIOJHEHO: COJEepKaHUe

HE OTpaxaeT Te€ AacCIeKThl,KOTOpPbIC

yKa3aHbIB 3aJJaHUH, WIH HE

CootBercTByeTTpeOyeMOMy  00BeMy.

[{enb oOmieHus: HE TOCTUTHYTa
CooO1ienue o | 3aureno TeMsbl cooO1IEHNIT
TEME ITpaBuiIbHBIX OTBETOB 51-

BeicTynaronmii 1eMOHCTpUPYET 3HAHHS
1o BBIOpaHHOM TeMe,
UMEEeT3aTPYAHEHHUS C HCIIOJIB30BaHUEM
TeMaTHYecKoro Bokalyisipa; Mmerorcs
HECYIIECTBEHHBICTIOTPEITHOCTH B




UCTIOJIb30BAaHUU TEPMUHOJIOTHH.
OTCYTCTBYET
COTMPOBOTUTENIbHBINIEMOHCTPAIMOHHBI
W Marepuasl. 3HAYUTEILHOEKOJIUYECTBO
OIIMOOK SI3BIKOBOTO XapakKTepa.
Hezaumeno»

ITpaBmiibHBIX 0TBETOB MeHee 50%.
CooOuienre He MOATOTOBJIEHO, JIHOO
UMEETCYIIECTBEHHBIE ~ TPOOENBl 10
Mpe/ICTaBICHHONTEeMaTUKe, OCHOBAaH Ha
HEI0CTOBEpHOWHH(pOpMAaINHY,

BBICTYTAIOLIUM JIOTYIIEHO00bIII0E
KOJINYECTBO TPYOBIX OMIMOOKSI3BIKOBOTO
Xapakrepa.
[TuceMeHHbIM 1 «3aumenoy @DOoH/J TEKCTOB Ha NIEPEBOT

YCTHBIN
IIEPEBO]

IIpaBunbHbIX 0TBETOB 51-%

[lepeBon monHBINA, 0€3 MPOIMYCKOB
UIIPOU3BOJIBHBIX COKpALICHUH TeKCTa
OpUI'MHAJIA,0IyCKaeTCs 0JlHa
¢dakTrueckass  ommOKa, TPHUYCIOBUHU
OTCYTCTBHS MIOTEPh HH(DOPMAIINU U
CTHWJIUCTUYECKUX  IOTpPEHIHOCTe  Ha
npyrux@parmMenTtax Ttekcra. Mmerorcs
HECYIIECTBEHHBICIIOTPEIIHOCTH B
UCIIOJIb30BAHUU TEPMUHOJIOTHHU.
IlepeBon B  J1OCTaTOYHOM  CTENEHU
OTBEYACTCUCTEMHO-S3bIKOBBIM HOpMaM
U CTWIIO si3bIKarnepeBoja. KynbrypHbie
U QYHKIMOHAIbHBIE

nmapaMmeTpsl  MCXOJHOTO  TeKcTa B
OCHOBHOMA/IEKBAaTHO nepeIansbl.
KommyHukaTuBHOE3a1aHUE
peajin30BaHo, HO
HEJAO0CTAaTOYHOONTHUMAIIBHO.
JonyckarioTcs HEKOTOpbICHAPYIICHHS B
dbopMe npeabsIBICHUS TEPEBOIA.

«Hezaumeno»

ITpaBmiibHbIX 0TBETOB MeHee 50%.
[TepeBon COJICP)KUT MHOTO
¢daktnyeckuxomubok.Hapymena
MOJIHOTA nepeBo/a,
€rO’KBUBAJICHTHOCTh U aJICKBAaTHOCTh. B
nepeBoJerpy0o HapylieHbl CUCTEMHO-
SI3BIKOBBIE ~ HOPMBI ~ HCTWJIb  SI3BIKA
nepeBoga. KomMMyHHKaTHBHOE3alaHUE
HE BBIMOJHEHO. [ pyOble HapyIIeHus B
dbopMe npebsBICHUS IEPEBOIA.

PedepupoBanue
CTaTbu

«3aumenoy

[IpaBunbHbIX 0TBETOB 51-%

OcHoBHast MHQOpMaLUs H3BICYECHA W3
TEKCTa C MOJHO M TOYHO. OTCYTCTBYET
n30bpITOYHassnHopManys.  BrickazaHo
coOCTBEHHOEOTHOIIIEHHE K Tpobieme,

®DoHp cTaTen 1S
pedepupoBaHus




0003HAYEHHO! BIPEUIOKEHHON CTaThe.
Coneprxanue cooOIEeHUs
COOTBETCTBYET  TeMe.  AJleKBaTHas
peaxkuusi HaJOMOJHUTENIbHbIE BOIPOCHI
MPEeno1aBaTels.

Peun npaBuibHast, 1OMycKaOTCA
HE3HAYUTCIIbHBIC OH_II/I6KI/I SA3BIKOBOT'O
Xapakrtepa.

«Hezaumeno»

ITpaBmiibHBIX O0TBETOB MeHee 50%.
Heymenue OTIENUTh OCHOBHYIO
UHPOPMALIUIOOT BTOPOCTETIEHHO,
HOMBITKH  pehepUPOBAHUACBOIATCI K
BOCIIPOU3BEICHHIO

TOTOBBIXMPE/IIOKEHUN U3 TEKCTa.
Pequaﬂ aKTI/IBHOCTBCTy,Z[eHTa HHU3Kasl.

Peakuust Ha BOIIPOCHI

HpenonaBaTensl OTCYTCTByeT HJIN HE

aJleKkBaTHaTeMe. bBOJbIIOEe KOJUYECTBO

OIIMOOK SI3BIKOBOTO XapaKTepa.

IIucemennrie
paboThI

«3aureno» [IpaBmibHbIX OTBETOB 51-%
— CTYJCHT MOATOTOBUJI 33aHHE T10
MpeIoKEHHOMY (opMaTy, XOTs
UMEIOTCS OT/ICIIbHBIC HAPYIIICHUS
CTHJIEBOTO O(POPMIICHUS PEUH.
Hcnons3yeMblil CIIOBapHBIN 3a11ac
COOTBETCTBYET MOCTABICHHOM 3a]1aue,
OJTHAKO BCTPEYAIOTCS OT/ECIIbHBIC
HETOYHOCTH B YIOTPEOJICHUH CIIOB JTUOO
CJIOBApHBII 3a11ac OrpaHUYeH, HO
JIEKCUKa HCIOJIb30BaHa PAaBUIIBHO.
WmeeTcs psia rpaMMaTHYECKUX OMIHOOK,
HE 3aTPYAHSIONINX TOHUMaHUE TeKCTa.
Opdorpaduueckue ommodKu
MPAKTHYECKHU OTCYTCTBYIOT.
«He3auTeH0» — CTYACHT MOATOTOBHI
3aJjaHue C TpyObIMH HapyLICHUSIMHU
dbopmara MMHCbMEHHOM paboTHL.
OTCyTCTBYeT JIOTUKa B TOCTPOCHHUU
BBICKA3bIBaHUS; TEKCT HE odopmMIieH
corjjacHo HeoOXxomumomy  (opmary.
KpaitHe  orpaHuyeHHBId  CJIOBapHBII
3armac  HE  IO3BOJISIET  BBINOJHUTH
MOCTaBJIICHHYK  3agady. JlomymieHsl
rpyoOble  JIEKCHYECKHE u (vn)
rpaMMaTHYECKHE ONTHOKH.

®DoHJ IENOBBIX ITHCEM,
KOHTPAKTOB

[TepeBon nemoBBIX
MMHCEM

«3aureno» [IpaBunbHbIX 0TBETOB 51-%
— TEKCT nepeBoja a/IeKBaTeH
UCXOIHOMY COOOIIIEHUIO; U3JTI0XKEHHE, B
OCHOBHOM, JIOTHMHO Y T'PaMOTHO;
MPOJEMOHCTPUPOBAHO 3HaHUE u
MOHUMAHUE KIIOYEBON TEPMUHOJIOTHH U
JICKCUKO-TPAMMATHUYECKUX  CTPYKTYD;

DoH TENOBLIX ITHCEM,
KOHTPAKTOB




JIOITyCKAETCs pile] YETBIPEX
HE3HAUUTENbHBIX OIIMOOK B IEPEBOAE
TEPMUHOB U JIEKCUKO-IPAMMAaTHYECKUX

CTPYKTYP.
«He3auTeHO» — TEKCT MepeBoja
MOJTHOCTHIO HE COOTBETCTBYET
HUCXOTHOMY COOOIIEHUIO; B

MEepeBEICHHOM  TEKCTE  OTCYTCTBYET
JJIOTUKA U HUMCHTCA MHOTI'OYHNCICHHBIC
rpaMMmaTideckue  omuOku  (Oosbie
BOCbMHM); H3YYEHHBIH BOKaOYJsp W
JIEKCHKO-TPAMMATHYECKHUE  CTPYKTYPHI
nepeBeIcHbl HEBEpHO JIMOO COBCEM HE
NIePEBE/ICHBI.

7.YueOHO-MeTOAuYecKoe U MH(OPMAIIHOHHOE o0ecneyeHue U CIUTIINHbI

A) OcHoBHas1 JUTEpaTypa
1.Amyp6exoBa T.U. Business English [Tekcr]: yuebnoe nocodue. — T.M. AurypOekosa.
Maxaukama: UTTIHATI'Y. — 2018.
2.I'ycnaxosa, A.B. Business English in the New Millennium : yuebnoenocobue /
A.B. T'ycnaxoBa ; MunucrepcTBo oOpa3zoBanus u Hayku Poccuiickoit ®denepannun, MOCKOBCKUI
Nearorndeckuil rocyJapcTBEHHbIN yHuBepcurer. - Mocksa : MII'Y, 2016. - 180 c. : wun. -
bubmuorp. B kH. - ISBN 978-5-4263-0358-4 ; To xe [Onexktponnbiii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=472847(21.09.2018).
3.Taparyms C.W. Aarnuiickuii 361K 15 AesoBoro oomenus -Poctos w/l: ®ennkce, 2013.-268 c.
4.0BunnHKKOBa, .M. The course of business English for the linguistic department :
yaebHoe nocodue / .M. OBunnnukoBa, B.A. Jle6enesa ; pen. C.C. Xpomona. - Mocksa : EBpa3zuiickuii
OTKpBITHIN HHCTUTYT, 2010. - 301 c. - ISBN 978-5-374-00361-1 ; To xe
[DnexTponnsiii pecypc]. - URL: http://biblioclub.ru/index.php?page=book&id=90921 (21.09.2018).

b)/lononnumenvnan iumepamypa

1. T'ymosckas, I'.H. Aurnuiickuii s3p1k npodeccuonansHoro oomenus=LSP: English for
professional communication : yae6HO0e mocooue / I'.H. 'ymoBckas. - Mockaa :
W3narenberBo «DaunHTan, 2016. - 218 c. - bubauorp. B kH. - [ISBN 978-5-9765-2846-8 ;
To ke [Dnextponnslii pecypce]. - URL: http://biblioclub.ru/index.php?
page=book&id=482145(21.09.2018).

2. Illesenéra, C.A. JlemoBoii anrnuiickuii : yueoHoe nmocodue / C.A. lleBenéra. - 2-e usm.,
nepepad. u gor. - Mocksa : FOuutH-/lana, 2015. - 382 c. - ISBN 978-5-238-01128-8 ; To
xe [Dnexrponnsiid pecypc]. - URL: http://biblioclub.ru/index.php?
page=book&id=436816(21.09.2018).

HNHTepHET-pEcypehl
www.bbclearningenglish/com (section “Business English”)
http://www.businessenglishonline.net/InCompany/intro.htm
http://www.dialogueworks.com/pages/blogs.php
http://www.logosnoesis.com/dialogue
http://www.wittcom.com/leader_resources.htm

http://www.englishclub.com/speaking/presentations.htm



http://www.englishclub.com/speaking/presentations.htm
http://www.wittcom.com/leader_resources.htm
http://www.logosnoesis.com/dialogue
http://www.dialogueworks.com/pages/blogs.php
http://www.businessenglishonline.net/InCompany/intro.htm
http://www.bbclearningenglish/com

http://www.kwintessential.co.uk/cultural-services/cross-cultural-communication.html
http://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these- 8-

wayshttp://marketing.about.com/od/publicrelationl/a/organizingapressconference.htm
http://www.ehow.com/how_4494650_prepare-press-conference.html

8. Ilepeuenn pecypcoB HH(OPMAIUOHHO-TEJIEKOMMYHUKANMOHHOM ceTH « UHTEpHETY,
HEe00XO0AUMBIX /1JIs1 OCBOCHHS M CUMILIAHBI (MO1YJIs1)
[Ipy mpoBeaeHUM NPAKTUYECKUX 3aHATUM 10 JUCHUIUIMHE «J[eTOBOM WHOCTPAaHHBIN  SA3BIK»
UCTIONB3YETCACIEyIoIee MporpaMMHOe  O0OeCredYeHne COBPEMEHHBIX HH()OpPMAIMOHHO —
KOMMYHHKATHBHBIXTEXHOJIOTH:
HHTepHeT-pecypchl: aHrIosA3bIuHbIe caThl: http://www.wikipedia.com; http://www.krugosvet.ru;
http://www.diplomotahes.com; http://www.lenta.ru; http://www.comersant.ru; http://www.uno.org;
-mouckoBass cucremMa Google s mowmcka wWHGOpPMAaNMKM HA TIO TEMaM,BHIHOCUMBIM Ha
CaMOCTOSITEIILHOE U3yUCHHE;
-y4eOHbIe TOcOOus U ydeOHO-MeToAnuecKre pa3padoTku HaydHoHOnbOmoreku AITTY;
-3JIEKTPOHHBIHI pecypcHbIf LEHTP Hay4YHOH OubIMOTEKN AT'TTY;“Wikipedia”
http://www.wikipedia.org
www.bbclearningenglish/com (section “Business English”)
http://www.businessenglishonline.net/InCompany/intro.htm
http://www.dialogueworks.com/pages/blogs.php
http://www.logosnoesis.com/dialogue
http://www.wittcom.com/leader_resources.htm
http://www.englishclub.com/speaking/presentations.htm
http://www.kwintessential.co.uk/cultural-services/cross-cultural-communication.html
http://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these- 8-

wayshttp://marketing.about.com/od/publicrelationl/a/organizingapressconference.htm
http://www.ehow.com/how_4494650_prepare-press-conference.html

9. MeToauyeckue yKazaHus JJsl 00yYAOUIUXCS M0 OCBOEHUIO THCIHIIIMHBI

OOyueHrne WHOCTPAHHOMY SI3BIKY 1O JAaHHOW TMIporpaMMme TOTOBUT K JIEJIOBOMY OOIIEHHUIO
HAQHTJIMHCKOM SI3BIKE, KaK B MPO(ECCHOHAILHOW JCSITEIbHOCTH, TaK U B TOBCEJIHCBHOW KHU3HH,
aTaK>XKe YUuT YUTAaTh U IIOHUMATh TCKCTHI pa3J'II/I‘IHOI\/'I HaHpaBHeHHOCTI/I, YauT IINCAaTbAaHHOTAIIUN U
pedepar, nmucath MUChMa YaCTHOTO M JICJIOBOTO XapakTepa. B mporpaMmy BKIItOUEHACIICIIHATbHAS
TEPMHUHOJIOTHS SI3bIKA JEI0BOTO OOIICHHS.

Heob6xoammo pa3pabartbIBaTh COBMECTHO c npernoaBaTeaem WHIUBUY QJIbHBIN
ITOPUTMCAMOCTOSITENIbHOM  paboTel M paboTel Ha 3aHATHAX. OCHOBHasE pEKOMEHAALNs,
obecreynBaromas

ycnex HpI/I OCBOCHHNH, KaK OTACJIbHBIX TEM, TaK U Kypca B [ICJIOM - CUCTEMATHUYCCKas pa60Ta Hazg
3aJJaHUsMH, KOHKPETU3MPOBaHHBIMH B 1.3, «CojepkaHHe CaMOCTOSATCILHOU  pabOThD».
BI)IHOJ'IHSI?I?.a)IaHI/ISI, CTYJIGHT KOHTpO.]'H/IpyeT CTCIICHb YCBoeHI/Iﬂ MaTepI/Iana H, €CIIi OH HEC B
COCTOSIHUUBBIIIONHUTG TO WJIM HMHOC 3aJaHue, OH JIOJDKCH BHHMATEIILHO IPOYUTATH
COOTBETCTBYIOIICETIPABHIIO IT0 PEKOMEHI0OBAHHOM JIuTepaType. [locie 3aBepiicHus KaKaoro 010ka
TEeM, TpernojaBarelb JaeT «TBOPYECCKHE»  3aJaHUS HAIKMCAHUC CBSI3HBIX  PACCYXKJICHUM,
BBICKa3bIBaHUI, aHHOTAIMK W pedepaToB, MUCEM JUYHOTO HJCIIOBOIO XapakTepa, MOATOTOBKA
YCTHOTO COOOINEHUSI TI0 3aJaHHOM TeMe, MOJArOTOBKAa K poJieBoiurpe, Hampumep, «OTKpBITHE
coOCTBeHHOrO OmM3Heca». Ha 3T0 OTBOAMTCS TOCTATOYHOCKOIHMYECTBO YaCOB HA CAMOCTOSITEIbHYIO
MOJITOTOBKY. ITouck u coop MaTepuaia
JOJDKEHOCYMIECTBIISATHCACTY ICHTAMUCAMOCTOATEIbHOU3COOTBETCTBY FOIIIMX HCTOUHUKOB : TIEPHOHUE
CKUX HU3JaHW{, HAYYHO — TMOMYJISPHBIX TEKCTOB, HAYyYHBIX CTareil, MoHorpadwuii, IuTepHeT -
pecprOB. HpI/I IIOATOTOBKE TaKHUX KOMMYHI/IKaTI/IBHO-OpI/IeHTI/IpOBaHHBIX SaﬂaHHﬁ:pOHeBBIX I/IFP,
IPYMIOBBIX JUCKYCCHU W T.I. CICIYET MPHICPKUBATHCS CIICHApHUsS, pa3pabOTaHHOTOCOBMECTHO C
PO/ IaBaTE M.


http://www.ehow.com/how_4494650_prepare-press-conference.html
http://marketing.about.com/od/publicrelation1/a/organizingapressconference.htm
http://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these-%20%20%208-ways
http://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these-%20%20%208-ways
http://www.kwintessential.co.uk/cultural-services/cross-cultural-communication.html
http://www.englishclub.com/speaking/presentations.htm
http://www.wittcom.com/leader_resources.htm
http://www.logosnoesis.com/dialogue
http://www.dialogueworks.com/pages/blogs.php
http://www.businessenglishonline.net/InCompany/intro.htm
http://www.bbclearningenglish/com
http://www.wikipedia.org/
http://www.ehow.com/how_4494650_prepare-press-conference.html
http://marketing.about.com/od/publicrelation1/a/organizingapressconference.htm
http://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these-%20%20%208-ways
http://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these-%20%20%208-ways
http://www.kwintessential.co.uk/cultural-services/cross-cultural-communication.html

10 . ITepeyenb MHGOPMALMOHHBIX TEXHOJIOIHil, HCIOJIb3YEMBbIX NPHOCYILECTBJICHUHN
0o0pa3oBaTeIbHOIO NMpouecca Mo JMCHUIINHE (MOAYJII0), BK/II0Yasi lepe4eHb MPOrpaMMHOI0
o0ecrnieyeHUs1 1 HH(POPMALMOHHBIXCIIPABOYHbIX CHCTEM (IPU HEOOXOAUMOCTH)

IIpy nmnpoBeneHMM TPAKTHYECKHUX 3aHATHM 1o aucuuiuiMHe «MHOCTpaHHBIM  S3bIK B
npodeccCHoHaNbHOM KOMMYHHUKAIIMU» HCIOJIb3YIOTCACIEAYIONINEe  MPOrpaMMHbIe o0OecredeHus
COBPEMEHHBIX HH(POPMALMOHHO — KOMMYHHKaTHBHbIXTexHoJoruil: Microsoft Office, Excell,
cnoBapb-niepeBoiuk ABBYLingvo 12,00yuatonne nporpammsl: «Speaking English», «Tell me
more», «AHrmickuii Ha  VYpan,«lIpodeccop Xurruhc. AHMIMHACKUE 0e3  aKUeHTay,
«VHTepaKTUBHBIN yU4EeOHHK [0 COBPEMEHHONIpaMMAaTHKE aHTJIMHCKOTO sI3bIKay, «CaMOyuuTeNn 1o
aHIIMIICKOMY  A3BIKY»; uHTepakTuBHbIEKYpchl «TOEFL»; TpeHuHroBble mporpaMmel IO
rpaMMaTHKe M JIEKCUKE, TECTOBBIE 3aJaHUS MOAHIIMUCKOMY S3bIKY: « TecThl MO aHTIUHCKOMY

A3BIKY»;yueOHbIe T0coOUs U yueOHO-MeToinuecKue pa3paboTku HayuyHonOouomoTeku AITIY.

11. MaTepuanbHO-TeXHUYeCKOe o0ecnedeHne JUCHUITHHbBI

[IpumeHeHne COBpEeMEHHBIX 00pa30BaTEIbHBIX TEXHOJIOTHH, B paMKaX KOTOPBIX PEaTH3yeTcs
OCBOCHHE JIMCIMIUIMHBI, MPEANOaraeT HCIHONb30BAHUE aKaJEMHUYSCKONH ayJUTOPHH IS
NPOBEJCHUS NMPAKTUYECKUX 3aHATHH C HEOOXOAWMBIMH TEXHHYECKUMH CpPEICTBAMHU (KOMITBIOTED,
NPOEKTOp, OJKpaH, HMHTCpaKTHBHAs JIOCKAa, ayJuo- HW- BHUJEO amlmapaTypbl, MeIuazanl C
BO3MOXKHOCTBIO IPOCMOTpPA CITyTHUKOBOT'O TEJICBUICHHUS HA WHOCTPAHHOM SI3BIKE).

CpexnctBa 0oO0ydYeHHs BKJIIOYAIOT YYEeOHO-CIIPaBOYHYIO JIHTEpaTypy (peKOMEHIOBaHHBIC
y4yeOHHKH M y4eOHble IMOCOOus, ClOBapW, ydeOHbIE M ayTEHTUYHBIC IICYaTHbIC, ayAuo- |
BUIeOMaTepHaibl, IHTepHET-pecypchl).

IIporpammser: Microsoft PowerPoint 2007, Adobe Acrobat mu6o Foxit Reader.

Harnsauele, aynuoBu3yasibHbIC, TEXHHYECKHE CpEJCTBA OOYdYCHHS:  KOMIIBIOTED,
MYJIBTUME/IHA, ayIMOBU3YaIbHbIC MaTECPUAIIBL.
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