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1.Ieap u 3a7a4¥ OCBOCHHS TUCHUIINHBI
Jlannast mporpamMma paccuMTaHa Ha CTYACHTOB, MPOJOJDKAIOIIUMX 00y4YeHHEe B MarucTpaType
JTTTY. OcHOBHOI 1IeNIbI0 TIPETOAaBaHus TUCIUIUINHBI «IHOCTPaHHBIN S3bIK B MPOQECCHOHATBHON
KOMMYHUKAIMW» SIBJISICTCS 3aKpEIUICHUE 3HAHWM, MOJYYEHHBIX MAaruCTpaHTaMHU B IPEbIIYIIEM
sTare oOyueHHs - OakajaBpuaT, W JalbHEHIIee WX YIIyOJeHHEe 3a CUeT H3YYeHHs S3bIKa
npodeccnoHanTbHOM KOMMYHHUKAIUH.
Lesnb qaHHOM MPOTpaMMBbl — pa3BUTHE Y CTYIEHTOB MarCTPaTyphl YMEHU 1 HABBIKOB OOIICHHS
B YCTHOM W mNHCbMEHHON ¢QopMe B THUNMYHBIX cuUTyauusx B chepe mnpodeccuoHaNbHON
KOMMYHHKAIIMH, @ TAK)KE COBEPIICHCTBOBAHUE SI3BIKOBOM U 001IeTTpoheCcCHOHATFHON KOMITETEHIINH.
JloCTHKEHHIO TaHHOM L€ CIOCOOCTBYET PellIeHUE CIEAYIOUX 3a4a4:
® pa3BUTHE MHTEpeca K IpPUMEHEHHI0O HMHOCTPAaHHOIO  sI3blKa B IPAaKTHKE
camMo00pa30BaTENbHON JAEATEIbHOCTH MEIArora;
® pa3BUTHE KOMMYHUKAaTUBHBIX YMEHUU MaruCTPaHTOB;
® pa3BUTHE MEXKKYJIbTYPHbIX 3HAaHUM M YMEHUH, KOTOpbIE IIO3BOJIAIOT MAruCTPaHTy
OpPUEHTUPOBATHCS B PA3IMYHBIX TUIAX KYJIbTYpP U COOTHOCHMBIX C HUMHU HOPM JIEJIOBOIO

OOIIIEHN;

® Dpa3sBUTHE 3HAHUW M YMEHHUH COCTaBIECHUSA JIE€JIOBOM KOPPECIOHACHIMU HAa MHOCTPAHHOM
A3BIKE;

®  OBJIA/ICHUE TEXHUKOW YTEHHUs, IEpPeBO/ia U peepupoBaHMsl AyTEHTUYHBIX TEKCTOB JEJI0BOI
TEMaTHUKH.

CTyneHThbl JOJKHBI YMETh OCBEIATh Pa3HOOOpPa3HbIE BONPOCHI, MPABUIBHO CUHTAaKCUYECKH U
CTWJINCTUYECKH OPIaHU30BaTh CBOIO pE€Yb, IPOBOJUTH aHAJIIN30B TEKCTOB JEJIOBOM HAIPABICHHOCTH.
Pabora Haj COBEpIICHCTBOBAHMEM SI3bIKa BEIETCS KaK HAa MaTepHaie MUCHbMEHHBIX paboT, Tak U
YCTHO C MOCIEAYIOIIUM KOMMEHTUPOBAaHUEM, O0CYX/I€HUEM U paboTON HajJ MHIUBHUIYaIbHBIMH U
TUNUYHBIMU omuOKkamu. [Ipu orGope meToauueckoro marepuaia ocoboe BHHUMaHUE HEOOXOJIUMO
ynenats 3((EeKTUBHBIM NpHEMaM aKTUBHOTO OOY4YeHHs, a TakXKe JOCTHXKEHHSIM COBPEMEHHBIX
METOJIMK (KOMMYHHMKaTUBHOTO M WHTEHCHUBHOTO OOYYEHHMs, WIPOBOr0O MoJeiupoBaHus). B xone
JAHHOTO Kypca CTYIEHT JI0JKEH MPUOOPECTH NMpaBUIIbHbIE IPOU3HOCUTEIbHBIC HABBIKM, HAYYUTHCS
CBOOO/ZIHO M TPaBUJIBLHO IOJI30BAThCSl IPAMMATUYECKUMHU KOHCTPYKIUSMH aHIJIMICKOTO sI3bIKa,
OBJIA/IETh JIOCTaTOYHO OOIIMPHBIM CJIOBAPEM M HAYUUTHCS CTHIIMCTHUYECKH NMPABHIBHO O(POPMIIATH
CBOIO pe€4b KaK YCTHYIO, TaK U NINCbMEHHYIO.

2.MecTto qucuuniauHbl B crpykrype OIIOII BO
HJuctiummaa  (b1.0.02.02)  «MHOCTpaHHBII ~ S3bIK B MpPOQecCHOHANbHON
KOMMYHHKAIUm» BXoauT B Moaynb b1.0.02 «[IpodeccronanbHas KOMMYHUKALUS» Y4eOHOTO TIaHa
OIIOIT BO mnoaroroBku MarucTpoB mo HampasieHuto mnoarotoBku 44.04.01 Ilemarormueckoe
oOpa3oBaHHe, Marucrepckas mnporpaMma « Teopuss U TpakTUKa OOY4YEHHS MEXKYIbTYpPHOMI
KOMMYHMKAIUH B MOJIMA3THUYECKON U TOJIUKYJIBTYPHOU cpesie (aHTTTUICKUI SI3bIKY).

Huctummunaa (51.0.02.02) «MHOCTpaHHBIH S3bIK B PO(GECCHOHANBHON KOMMYHHKAIMY 0a3upyercs Ha
KOMIIETEHIIMSX, 3HAHUIX, YMEHUSAX M HABBIKAX, CHOPMUPOBAHHBIX Yy 00YUAIOLIMXCS B PE3YJIbTaTe 00yUeHHS
B cpeaHeil oOmeoOpa3oBaTenbHOM InKosie M B pesynbrare ocBoeHus: aucuuriuH OIIOIT Oakanaspa
«IIpakTHYECKUI KypC aHIJIMACKOTO SI3bIKA».

HuctunmuHa «HOCTpaHHBINH SI3BIK B MPOQPECCUOHANFHON KOMMYHHKAIIMK» 00ECIeunBaeT YriyOJIeHHYIO
HOATOTOBKY CTYAEHTOB-MAarucTpaHTOB K Pa3zHOOOpa3HOH MpodeccHOHaNbHON AEATENbHOCTH, CBSI3aHHOH ¢
UCTIONb30BAaHWEM 3HAHUH W yMEHHH B OOJACTH WMHOCTPAHHOTO S3bIKa B YUPESKACHHIX 0Opa3oBaHUS,
KyJIbTypbl, yrpasienusi, B CMU, B o01acTi MEeXKyJIbTypHOH KOMMYHHKAIMH. 3JHAHHE SI3bIKa HEOOXOAMMO
IUISl MAarUCTPAHTOB AJISl M3y4eHHsI HHPOPMALMOHHBIX PECYPCOB Ha aHTIIMHCKOM SI3BIKE.

Komnerenunun, copMupoBaHHBIE B MNpoOLECCE W3YyYEHHS IOUCHUIUIMHBL, HEOOXOOUMBI AJISl OCBOCHUS
COJiep)KaHusl JUCLUIUIMH:  «MeToauKa IpernoJaBaHusl aHIJIMHCKOrO S3blKa B YCJIOBUSIX MHOTOSI3BIYMSAY,
«AHTIMHACKUHN SA3BIK JJI1 MEXKYJIbTYPHOH KOMMYHHUKALIUKM», JUCLMUIUIMH O BBEIOOPY CTYNIEHTa, BHIOIHEHUS
3agaHuil (y4eOHOH, NMPOM3BOACTBEHHON NPAaKTHK, HAYYHO-MCCIENOBATENbCKON pabOThl) M MOATOTOBKH K



HTOTOBOI aTTCCTalluu.

3.Jlnanupyembie pe3yJabTaThl 00y4eHHS MO JUCHUILINHE

B pesynbraTte oCBOEHHs COlEpKaHMsI IPOrpaMMbl Y MarucTpa JOJDKHBI ObITh c(hOpMUPOBAHBI

KOMIICTCHIINU.

dopMupyeMble KOMIIETEHIHU

Kon

HaumenoBanue

Ilepeyens NuIaHNpyeMbIX pPe3yJIbTATOB
00y4eHHs 110 JMCHHUIIIMHE

YuauBepcaiabhble komnerenuuu (YK)

YK-4.

CriocoOcH TPUMEHSATh COBPEMCHHEIC
KOMMYHHKATUBHbBIC TEXHOJIOTUH, B TOM
YHCiIe Ha MHOCTPAaHHOM (BIX) SI3BIKe(ax),
JUTST aKaJIeMHYECKOT0 u
po(heCCUOHATBHOTO B3aUMOICHCTBUS

YK 4.1.

YmMeeT BbIOMpaTh Ha TOCYHapCTBEHHOM H
WHOCTPaHHOM

(-p1x) SI3BIKAX KOMMYHHUKATHBHO
MPUEMIIEMBIC CTHIIU JEIOBOTO

oOmeHus, BepOalbHBIE W HEBepOaTbHBIC

CpeJICTBA B3aUMOJIEMCTBUS C TapTHEPAMHU.
YK4.2.

YMmeer wHCMoNb30BaTh  HWHGOPMALUMOHHO-
KOMMYHHKAIIUOHHbIE ~ TEXHOJOTUU  TIpU
MIOMCKE HeoO0XoauMol wuHboOpManuu B
mporecce pelieHus pa3IMYHBIX
KOMMYHHUKATHBHBIX 3aja4 Ha
rOCy/IapCTBEHHOM M HMHOCTPAaHHOM (-BIX)
A3BIKAX.

YK 4.3.

YMeeT BeCcTH JIENOBYIO  TMEpENUCKY,
YUUTBHIBasi ~ OCOOEHHOCTH  CTUJIMCTHUKH
opUIMANBHBIX W HEO(PHIUATBHBIX IHCEM,
COLIMOKYJBTYPHBIE pa3nuuusi B Qopmare
KOPPECHOHJIEHIIUM Ha TOCYJapCTBEHHOM U
MHOCTPAHHOM (-bIX) SI3bIKaX.

YK 4.4.

YMeeT KOMMYHHKAaTHBHO U KYJIbTYpPHO
IPUEMJIEMO  BECTH  YCTHbIE  JIEJIOBBIE
Pa3roBOPEI B porecce
poeCCHOHATLHOIO B3aUMOJICHCTBUS Ha
rOCy/JapCTBEHHOM M MHOCTPAaHHOM (-bIX)
S3BIKAX.

VYK 4.5. JlemoHCTpUpYET yMEHUE

BBITIOJTHATH MEPEBOJI aKaJIEMHUYECKUX U
podeccuoHaNbHBIX TEKCTOB C
WHOCTPAHHOTO (bIX) Ha TOCYAapCTBEHHBIN
S3BIK.

Ob6menpodgeccuonan

bHbIe koMneTeHun (OIIK)

OIIK-8

Crniocoben MIPOEKTUPOBATh
MEJaroru4ecKyro AesITENbHOCTh HA
OCHOBE  CIIELMAJIbHBIX  HAYYHBIX
3HAHWUI 51 pe3yJIbTaToB
UCCIIEI0BAHUN

OIIK-8.1.
3Haer 0COOEHHOCTH [eJarornyecKomn
NeATeTLHOCTH; TpeOoBaHUS K CyOBeKTam
MeJaroru4eckoil 1eATeIbHOCTH; Pe3yIbTaThl
Hay4HBIX HCCIICIOBAaHUN B cepe
MeJarorn4ecKon AeITeIbHOCTH.
OIIK 8.2.
YmMmeer HUCIOJIL30BaTh
cHenuaibHbIE
HAy4YHBIC 3HAHUS 5 pe3yabTaThl
WCCJICIOBAaHUM I BhIOOpa METOJIOB B
MeJarorn4ecKor AeITeIbHOCTH.

COBpPCMCHHBIC




OIIK 8.3.

Brmageer  meromamu, dbopmamu "
CpeAcTBaMu
HCIIaFOFI/I‘IGCKOfI JACATCIIBHOCTH,
OCYIIIECTBIISICT UX BBIOOP B 3aBUCUMOCTHU OT
KOHTEKCTa npoheCCHOHATBLHON
JESTETPHOCTH €  Y4YeTOM  Pe3yJbTaToB
HAYYHBIX UCCIICTOBAHHIA.

4. TpynoéMKocThb JUCHUTITHHBI (MOTYJIA)

OO011ast TPYI0EMKOCTh AUCIHUILIAHBI COCTAaBIsCT 3 3aueTHbIe equHuibl (108 gacos).

Jucuuninuza usydaercs B 1-m cemectpe. Tabnuna 1
Bun yueOHOI paboTh OuHas 3aouHas
¢dopma opma
06yueHus o0yueHus
AyaurtopHble 3aHATHS (BCEro) 28 6
Jlekun
IIpaxTuueckue 3ansatus (I13) 28 6
Cemunapsr (C)
Jlaboparopusie padotsl (JIP)
CamocrosTenbHas padoTa (Bcero) 80 102

IIpopaboTka MaTepuana JEKIHii, TOArOTOBKA
K 3aHATUAM
CaMocTosATENbHOE U3YUEHHE TEM

KonTtponbHbie paboThl
Pedepar
Kypcogoii mpoekt (padbota)

[IpomesxyTouHas aTTecTarus (3a4er, 3auér 3auér
9K3aMEH)
O01as TpyI0eMKOCTh 108 108

5.Coep:kanue TUCHUNIMHBI (MOLYJIs1)
5.1. TemaTnyeckuii nJian

Tabmuma 2
Ne HanmeHnoBanue pasnena Bunet yueGHOM pabOThI U TPYIOEMKOCTh UX U3YUEHUS
(TeMBI) TUCHHUIUTMHBL [ Jlekrpm [Mpaxr. [Mpaktiu. | Camocrost | [Ipomexxyrou
3aHSTUS MO/TOT. enbpHas HBIN
pabota KOHTPOJIb
OYH \ 030 | OYH ’ 030 | O4H ’ 030 | O4H ‘ 030 | OUH ’ 030
Mogayas 1. [IpodeccuonaibHoe o0IeHUE
11 [IyGnu4noe BBICTYIUIEHHE 4 2 10 | 12
KaK >Ka"p JCIIOBOTO
oOmIeHMSL.
1.2. | ®opmartsl AeI0BOrO 2 1 2 1 10 12
o0rm1eHust
1.3. | CinyxeOHbIli 1UaIOr. 4 10 14




1.4. | Buasl meperoBopos, 2 2 10 13
MpaBUIa UX BEICHUS.
Hroro 3a 1 moayJb 12 3 4 40 | 51
2.1. | ®dopmartsl, [paBHIIa 2 1 1 1 10 12
NHCBMEHHOTO  JICJIOBOTO
oO1eHus
2.2. | AHHOTHPOBaHHUE, 2 1 10 12
pE3IOMHUpPOBaHUE u
pedepupoBanue
KayeCTBEHHOM MpecChl
2.3. | Onpenenenne KII. 3 10 14
2.4. | CuHTakcu4eckue 2 1 10 13
ocobernoctH s3bika KI1
Hroro 3a 2 moayab 9 1 3 1 40 51
Hroro 3a cemectp 21 4 7 2 80 | 102 | 3au.

5.3.Tembl NIpaKTHYECKUX/CEMHHAPCKHUX, J1a00PaTOPHBIX 3aHATHI U NepevyeHb 3aJaHUM

Tabnuna 4
No Tema npakTuueckoro 3amanus (W1 BOMPOCH JJIs ®dopma JIlutepatypa
/I (cemuHapckoro, y1ab.) 00CYXICHUS Ha CEM. 3aHSITHH) OTYETHOCTH
3aHATHA
Moayas 1. [IpodeccuonanbHoe o0leHUE

[Ty6nuunoe BeicTyIUieHUE | 3anamue Nel,2 VerHbiid CM. yHKT 7
1.1. | kax anp 1enoBoro 1.MudopmannonHas ompoc.

oO1IeHus. peus. KonrpospHo-

TECTOBBIC

2.IlpuBeTcTBEHHAsT peYb.
3a1aHus.

3.ToproBas peus.

4. DTtambl MOATOTOBKH HU
MPOBEACHUS TTyOJIUYHOTO
BBICTYIIJICHUSI.
JJoKOMMYHHKATUBHBII
9TaIl: ONpPENENIEHUE TEMBI
W IeNd  BBICTYIICHHUS,
OLIEHKA ayauTOpUd |

00CTaHOBKH, no00p
MaTepuaia, CO3/1aHuE
TEKCTa W NPE3CHTaLUH,
peneTHIHS.
KoMMyHUKaTUBHBIN:
BBICTYIUIEHHE, OTBETHI Ha
BOIPOCHI, BEJICHUE
TTOJIEMHUKH.

ITocTkKOMMyHUKaTHBHBIN
3Tall: aHAJIU3 PEYHU.

3anamue Ne2

1.Ycranosienue KOHTAaKTa C
ayIUTOPUEH, ero MIPUEMBL:
BOIIPOCHO-OTBETHBIN TIpHUeM,

Iepexoj; OT MOHOJIOTa K JHAiory,
IpHEM  CO3JaHUs  MPOOJIEMHOM
CUTYyaluH, npreM HOBHU3HBI
nHpOpMAIIMK Omopa HA JIMYHBII




OIBIT,  HCIOJB30BaHHE  IOMOPA,
KpaTKoe OTCTYIUICHHE OT TEMBI.
2.Cpencrea HeBepOaIbHOR
KOMMyHHKanuu. [lo3a,  KecTl,
MHMHKA BBICTYIAIOIIETO.
3.ITpaBua MOJITOTOBKH
MPE3CHTAIMK:  KOJWYECTBO U
odpopmienue  cmaiiioB,  BBIOOp
mpudTa, CUHTAKCHUYECKUE
0COOCHHOCTH TEKCTa, CTPYKTypa
MPE3CHTAIIHH.
4 Anamus my0IMYHOTO
BeIcTyIUIeHUs. (Cxema  aHanm3a
MyOJIMIHOTO BBICTYIUICHUSI.
5.KosnextuBHbIiH pa3bop
BBICTYIIJICHUH COKYPCHHKOB,
6.ITuceMeHHbIC OT3BIBBI 0
BBICTYIIJICHHUSX.
12 | dopmarthl 1emoBOrO 3anamue Ne3 VeTHbIR CM. myHKT 7
oOIeHus 1.Cocrapnstone  yCIENIHOTO | Ompoc.
JIETIOBOTO obutenms. | KOHTpOBHO-
2.MeXKyIbTypHBIE pasiaudus B | oo OBPIC
JIETIOBOM OOIICHUH. SAATHA.
3anamue Nod
3.0cobenHoctn JIeJIOBOTO
oOnieHuss B oQuIMAIbHON U
HeopUIMaTbHOH  0OCTaHOBKE.
4 PeueBoii JTHKET.
5.PernoHanbHOe BapbHpPOBaHUE
B JIETOBOM  OOIEHWH  Ha
AHIJTUHACKOM SI3BIKE.

1.3. | CaysxeOHblIii Traor. 3anamue Ne5 YerHbrit CMm. myHKT 7
1. Tumst pEYEBLIX aKTOB B JI€I0BOM | OHpOC.
oOlIeHnK: BOMpoC, TOOYKIeHHe, | KORTPOIbHO-
COO6HIeHI/Ie TECTOBBIC
2.3aKphIThHIC, OTKpBITEIE, | /A

PUTOpPHUYECKHE BOMPOCHI, BOIPOCHI

JUIsE  OOJTyMBIBAHUS, TEPEIOMHBIC
BOTPOCHI.

3.Metonsl yOexneHus
cobeceqHMKa

4 Ilcuxonoruyeckue THIIBI
cO0ECeTHUKOB.

5.Hesepbannubie cpencTBa

JIEJIOBOTO OOIIEHMS.

3anamue Neb
6.[IpocTpaHCcTBEHHBIE HOPMBI
JIEJIOBOTO OOIIEHMS.
7.CiyxeOHbIi Tesie)OHHBIN
pasroBop.

8.TexHuKa peun B pa3roBope 1o
Tenedony.

9.IlpaBuna BepeHUs TelIe(hOHHOTO
pasroBopa.

10. MHTepBbIO ITpH NIpHUEME Ha
pabory.




1.4.

Bunsl neperosopos,
MIPAaBUJIA UX BEICHHUS.

3anamue No 7

1.9ramer HOATOTOBKH u
MPOBEACHUS MIEPErOBOPOB.
2.JI0KOMMYHHMKaTHBHBIH 3Tam: cOop
nH(pOpMAaIUK, ONpPENCICHUE LEICH
U 337a4, ONpPEACIICHUE BPEMEHHU U

MecTa  BCTpEuH, Y4aCTHUKOB
Jelerayu.
3.KoMMmyHHKAaTUBHBIIT JTam:

MPENCTABICHUE  CTOPOH  IpyT
IOpyTy, W3JI0XKEHHEe TMpobileM ¢
LeJsied, aHanu3 NpoOJIeMBbl, AUATIOT
YYaCTHHUKOB, apryMeHTaLHs
BAapHaHTOB pEIICHUH, IOJBEJCHHE
UTOTOB W TPUHATHE pEUICHUH,
COCTaBJICHHE MPOEKTa JOKYMEHTOB.
4.T10CTKOMMYHHKATUBHBI  TaIl:
aHaJIu3 MepPEeroBOPOB.

5.513b1KOBas COCTAaBJISIOIIAS
YCIIELIHBIX IEPErOBOPOB: CIIOCOOBI
MPUBJICUCHHUS BHUMAaHUS, IPOBEPKa

a/IeKBaTHOCTH MIOHUMAaHUS,
MOJBITOXKHBAHUE JOCTUTHYTBIX
JIOTOBOPEHHOCTEW, — CMSTYCHUE
BBICKA3bIBaHUS.

6.Y4eTr KynbTypHBIX Pa3Iuyuil npu
MOJITOTOBKE u BEICHUH
[IEPETOBOPOB.

3anuamue No 8
1.UntepBrro. llemm wu  3amauu
OOIICHUS ¢  MPEACTAaBUTEIIIMU

MIPECCHI.
1. J1o0KOMMYHHKaTHBHBIH JTall:
oTpesieTieHne (coBMecTHO c

WHTEPBBIOEPOM) Kpyra mpoOiem
pas3roBopa, IOArOTOBKAa OTBETOB Ha

IIPEAIOJIaracMble BOIIPOCHI,
H3y4EHUE nHpOpMaLUH 0
KYypHAIIUCTE.
2.KoMMyHHKaTUBHBIT JTaI:
MIPUBETCTBUE, YCTaHOBJICHHE
KOHTaKTa; OTBETHl Ha BOIPOCHI
HHTEPBBIOEPA, MpOLaHuE u
OmarogapHOCTh 32  HHTEpECHBIE
BOITPOCBL.

3.IlocTKOMMYHUKATUBHBIM  3TaI:
aHalM3 WHTEepBbIO. [IpaBuna yist
HHTEPBBIOUPYEMBIX.
4.Crnemuduka npecc-KoH(epeHIHH
Kak BHJa JIEIOBOTO  OOIICHUS.
IToaroroBka K npecc-
KOH(epeHIIHH.

Yerabii
oTpoc.
KontpomnsHo-
TECTOBBIE
3a7aHusL.

CM. myHKT 7




5.CocTaBiienye  3asgBiICHHUS A
MIPECCHI. OO01ieHue c
KYpPHAIHCTAMHA ~ TIOCIE  TIpecc-
KOH(EPCHIINH.

Mopnyas 2. IInceMeHHbIe OM3HEC- KOMMYHHKAIINH

2.1.

®DopmMmarsl,
MICbMEHHOTO
o0rmIeHus

ImpaBuJia
JACJIOBOIO

Sanamus Ne9,10
1.5I3bIK  HHMCBMEHHOTO
o0IIIeHMSL.

2.Bunsl JIEJIOBBIX IHCEM.
CtpykTypa  JCJIOBOTO  IHCHMA.
3.S3BIK ¥ CTHIIB IEIOBOTO IIHMCHEMA,
4, TunuyHble KIUIIE.
5.IluckMo-3ammpoc ¥  OTBET Ha
3ampoc, MMICHMO-3aKa3,
pexaamManuy. DJIEKTPOHHAS II0YTa:
(dhopMaT, CTUIIb, THITMYHBIC KIIHIIIE.

JCJIIOBOTO

YcrHbli
orpoc.
KoHTponbHO-
TECTOBBIC
3aJaHMA.

CM. myHKT 7

2.2

AHHOTUPOBAHHUE,

PE3IOMUPOBaHHE
pedepupoBanue

KaueCTBEHHOU IPECChI

Sanamusa Noll

1.Pe3rome. Llens cocraBiaeHms
pe3ioMe, ero CTPYKTYpa U S3bIK.
2.CTpyKTypa, COAep)KaHHUE U S3bIK
COTIPOBOIUTENHHOTO TUChMA
3.AHHOTHPOBaHHUE,
pe3IOMHPOBaHUE U pedheprupoBaHue
KaueCTBEHHOU MPECCHL.

YcrHblit
orpoc.
KonTponbHo-
TECTOBBIE
3aJJaHMUs.

CwMm. nyHKT 7

2.3.

Omnpenenenne KII.

Sanamue Nol2

1.Onpenenenne KI1.
2.CnoBapHsrit coctas KII:
o0mIeynoTpeOuTeNbHAS U IEI0Bast
JIEKCHKA, TSPMUHBI, UMCHA
COOCTBEHHBIE.

3.CtunucTuyecKkue 0COOEHHOCTH
KII: meracdopa, urpa ciios,
AJUTIO3HS, IIATALIMS, HEOJOTU3MEIL,
POJIb TIOBTOpPA B U3BJIEUCHUHT
WHPOPMALIUH.

4 KoHuenTyaibHBIN U
JIMHTBUCTUYECKHUH aCIIEKT
yOnmkarmii B K11, nx coBnanenus
U PACXOXKIACHHUS

YcrHbli
ompoc.
KontpomnsHo-
TECTOBBIE
3aaHMA.

CM. yHKT 7

2.4.

CHHTaKCHUYECKUE
ocobenHocTH s3bika KIT

3anamue Nel3,14
1.Cunrakcuyeckine OCOOEHHOCTH
A3bIKA KII:
LIIMPOKOYIOTPEOUTEIbHBIE
rpaMMaTH4YeCcKue  KOHCTPYKIIUH,
CHUHTaKCUYeCKasi KOHBEPTEHIHS,
CerMeHTaIHsI CTPYKTYPBI
MIPEUIOKEHHS, aKTyaJIbHOE
YJIeHCHHE.

2.Koresust u korepertHocTh B KIT
3.Crioco0bl  KOMIIPECCHH  TEKCTa
npu PE3IOMUPOBAHUH,
AHHOTHPOBaHHNH, pedhepupoBaHUN
KII.

4. 513pIKOBBIC KJTHILLE,
WCTIONB3YeMbIE TIPU KOMIIPECCHU
TEKCTa.

YcrHbiit
orpoc.
KontponsHo-
TECTOBBIE
3aJaHMUs.

CM. yHKT 7




5.4. 3ananus caMocToSITeIbHOI padoThI
Ocoboe MecTo B OCBOGHHH JAaHHON TUCIHIUIMHBI 3aHUMAET CaMOCTOSITeTIbHAsI padoTa CTYACHTOB
(CPC) obmmmm oobemom 80/102 gacos.

JJis ycnemHoro OCBOGHUsI MaTepualia Kypca U MPHOOPETEHUs] COOTBETCTBYIONINX HABBHIKOB U YMEHHM
PEKOMECHAYCTCSA 3HAKOMCTBO C 6OJH)HH/IM KOJIMYCCTBOM aYTCHTHUYHLIX 06pa311013 YCTHBIX U MMHUCBMCHHBIX
JIEJIOBBIX M TPO(PECCHOHATBHBIX KOMMYHHUKAIMH, WX MOAPOOHBIA S3BIKOBOW aHanw3. (s pemieHus >Toi
3aJauyd PEKOMEHIYETCSI HE TOJIBKO HCIIOJIb30BAaHHE COOTBETCTBYIOLIEH JIMTEPaTypbl, HO M PECYPCOB
WHTEpPHETa, B OCOOCHHOCTH TEX, KOTOpbIe pa3paboTaHbl (M MOCTOSHHO OOHOBISIOTCS) CIIEHUAIBHO ISt
o0y4JeHus S3BIKY JEeT0BOTo U npodeccnonanpHoro obmeHus. Ocoboe BHIMAaHWE CIeIyeT 0OpaTUTh Ha TO,
KaKk B YCTHOM M NHCbMEHHOM JE€JIOBOM OOLIEHHWH TPOSABISIIOTCA MEXKYJIbTYpHBIE —Pa3IHUuMUs
KOMMYHHUKAHTOB. Ha camoctositensHyto paboty mo Monynio 1 BBIHOCSTCS TEOPETHYECKHE aCTCKTHI
npeajiara€MbIX TEM, KOTOPBIC CICAYET U3YUHUTh 110 UICTOUHHMKAaM Ha PyCCKOM U aHTJINHCKOM SA3bIKAX, a TAKXKC
MOJArOTOBKA IIyOJMYHOI'O BBICTYIUIEHHUS] TPEX BHAOB: IPUBETCTBEHHAs peyb, WHGOPMALMOHHAs pedb U
TOpProBasi peyb.

Ha camoctosTenbHyto paboty mo Moy 2 BEIHOCUTCS TeMa 1 «DopMaThl U CTHIN THATOIHYECKOTO
JIeJIOBOTO OOILICHUS», a TAK)KE MUCbMEHHBIE 3a1aHusL: 1) pe3oMe U COMPOBOAUTENBHOE MHUCHMO IIPH IIPUEME

Ha paboTy (Tema 2); 2) menoBoe nuckMo (Tema 3); 3) memopanayMm (Tema 5); 4) mpoTokon cobpaHus (Tema
6).

Ne Pa3nen (Tema) nporpammbl | Koanu | 3aganus ®opma Jluteparypa
n/n eCTBO JJISL CAMOCTOSITEJILHOTO OTYETHOCT
qgacoB BBINMOJIHECHUSA n
Mogay.s 1. [IpodeccuonanbHoe od1eHue
[Ty0GauuHoOe BhICTYIUIEHHE 10/12 1.03nakomiienue VerHblit CM. myHKT 7
1.1. | kak sxaHp a€noBOrO MarMcTpaHTOB C IUTAHOM | OTpoc.
00ILLIEeHUS. CaMOCTOSITETIHbHOM paboThI Konrpons
Ha yueOHBII ron, | HO"
. TECTOBBIC
rpaMKOM KOHCYJIbTaIHH.
3a71aHMs.
2. Konkypc Ha nydiiee
SI3BIKOBOE opT¢oIno
oOyuJatolierocs.
3.Brinonnenne
€)KEHEeIETbHBIX
JIOMAIIHHX 3aJaHui 110
Kypcy «HOCTpaHHBII
SI3BIK»
3.http://www.englishclub.
com/speaking/presentatio
ns.htm
1.2 | ®opmartsl 1e10BOTO 10/12 1.Ananus Bugeosanuceidl | YCTHbIH Cwm. myHKT 7
o01IeHus My OIMYHBIX orpoc.
BBICTYIUICHUH 110 Konrposs
PEKOMEH ALK HO-
TECTOBBIC
MPEeToAaBaTes U Mo
3a71aHMs.
coOCTBEHHOMY BBIOODY
MarvCTpaHTa,



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

OIIpEACIICHUE THUIIOB
0paTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

1.3.

Cry»eOHbII THaor.

10/14

1.Ilpocmotp w
BHJICO3aIIACEN
CITyEOHBIX JIAJIOTOB.
AHanmu3 BepOanbHON 1
HeBepOaTbHON
COCTAaBJISIIOIITIX
YCHEIIHOTO U HEYAaYHOTO
CITy’ke0HOTO0 Tuanora.
[ToaroroBka K poneBou
urpe «THTepBBIO IPU
npreMe Ha paboTy».
[IpocmoTp BuACO3anUCH
How to get a job you want
Ha OJore
www.tiashija.blogspot.co
m

aHaJIu3

VT
orpoc.
KouTpoas
HO-
TECTOBBIC
3a7aHUs.

CM. myHKT 7

1.4.

Bunsl neperosopos,
MIpaBHJIa UX BEACHUS.

10/13

1.Ananus Bumeo3anucen
My OTMIHBIX
BBICTYIUICHUH 1O
pEKOMEHAANA
MIPEToAaBaTess v Mo
cOoOCTBEHHOMY BBIOODY
Marucrpanra,
OTpeie/iCHUE THUIIOB
OpaTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

YcerHbIN
ompoc.
MoaynbHbl
H TecT.

CM. yHKT 7

MO}Iy.]'lI) 2. IIncbMeHHbIE OM3HEC- KOMMYHUKaAIUH

2.1.

®opMarsl,
MMMCBMEHHOT O
001LIEeHNs

MpaBuiia
JIETTOBOTO

10/12

1.IlpopaboTka TEOpUHN
BOIIpoOCa, H3yYeHUe
SI3BIKOBOM COCTABJISIONICH
OUIHATEHOTO,
oJIyO(UITHAIEHOTO u
HEO(PUIMATIBHOTO CTHIICH
JIHAJIOTHYECKOTO
JIEJIOBOTO oO1IeHHS.
2.ITpocmotp
BHCO3aIrceit Ha
peaIMeT W3yYeHUS
PErHOHAIILHOTO
BapbUPOBAHMS B JEJIOBOM
0OIIeHUU.

1.Hazaposa T.b.
AHTIIMHACKUH SI3BIK
nenoBoro oomenus. Kype
JIEKIUH U IPAKTUKYM. —
ACT, Actpens, BKT.
2016

2.Hazaposa T.b.,
IIpecayxuna N.A..

VT
orpoc.
KonTtpons
HO-
TECTOBBIC
3a7aHUS.

CM. myHKT 7



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

Pernonansuoe
BapbUPOBAHKE B JCIIOBOM
OOIIEHNH Ha aHIJIMHCKOM
s3pike. — ACT, Actpenb,
BKT, 2016

D2 | AHHOTHpOBaHHE, 10/12 IIpocmMorp ©  aHamu3 | YCTHbIH CM. myHKT 7
pe3roMUpOBaHUE BHUJICO3AIMCEN UHTEPBBIO | OHPOC.
pebepupoBanue Kak FOTOBHUTHCS x | Kourpoms
Ka4yecTBEHHOM Mpecchl HHTEPBBIO HO-
http://www.ublicityhound. | T
net/prepare-for-an- SAARI
interview-with-a-reporter-
these- 8-ways
Onpenenenne KII. 10/14 | TIpopaboTka Teopuu | YCTHBIH CM. myHKT 7
BOIIpOCa onpoc.
23 1.BBenenckas JI.A. Kontposns
Putopuka u KyJabTypa Ho"
peun. — @ennkc, 2015 ;;;;z]::e
2.Hazapoga T.b. ’
AHTIUICKUN S3BIK
nenoBoro oomeHus. Kype
JEKIUH U IPaKTHKYM. —
ACT, Actpens, BKT.
2016
[Ipocmorp u  aHanus
BHJICO3aUCEN JUCKYCCUI
2.4 | CunTaKkcuueckue 10/13 [MpopaboTka Teopun VeTHbIi CM. nyHKT 7
ocobenHocTH s3bika KI1 BOIpoca onpoc.
[Tonroroska k MonybHe1
MexBY30BCKOMY H Tect.

KOHKYpCY TEepPEBOJIOB C
WHOCTPAHHOTO SA3bIKa HA
pycckuii (Tipo3a, mo33usi)
(BBITIOJTHEHUE TIEpPEBOJIA C
MHOCTPAHHOTO Ha
PYCCKUH SI3BIK,
[ToaroroBka K KOHKYpCY
YTEl0OB Ha HWHOCTPAHHOM
A3bIKE (O3HAKOMIIEHHE C

WHOS3BEIYHOM T033HEH,
3ay4YrBaHUE

Hau3yCTh)

[TpopaboTtka TEOpUHN
BOIIpOCa

peun. — @ennkc, 2015
1..Hazaposa T.b.
AHTIIMHACKUH SI3BIK
nenosoro oomenus. Kypc
JIEKIUH U MPaKTUKYM. —
ACT, Actpens, BKT.
2016

2.IIpocMoTp 1 aHanu3
BHJICO3aIIUCEN JUCKYCCUI
3. [ToaroroBka x
MexBYy30BCKOMY
KOHKYPCY Ha JTy4IINi
BOIIPOC HA HHOCTPAHHOM
SI3BIKE 110 TeMe «BrIciiee



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

obpazoBanme B Poccuu u
CTpaHaxX U3y4aeMoro
S3BIKAY (M3y4YEeHHE
HMHOSI3BIYHOU
JUTEPaTypHI,
COCTaBJIEHHE BOIIPOCa U
OTBETA)

5.5. Temsl peeparTos
5.6. TBopueckue 3aJaHUSA-HE NIPETYCMOTPEHbI
5.7.Curyanus 1Jis aHAJIU3a-He NPe1yCMOTPEHbI
5.8.Ctatbu 1Ji1 cOCTaBJIEHHS AaHHOTAINI, PelleH3uii-He NMPe1yCMOTPEHbI
5.9.Tembl KypcOBBIX padOT He MPeTYCMOTPEHbI
6.D0oH/1 OLIEHOYHBIX CPEJICTB JIsl MPOBeAeHHUs MPOMEeKYTOYHOM aTTecTallul 00y4YaloIIMXCcs 1o
AMCUUINJIMHE (MOLYJII0)

6.1./lepeuenv Kkomnemenyuii ¢ yKazaHuem 3manos ux ooOpMuposans 8 npoyecce 0C80eHUs
006pazosamenvHolU NPoOSPaAMMbl
YK-4. CnocobeH npuMeHsTh COBpeMEHHbIE KOMMYHUKATUBHBIE TEXHOJIOTHH, B TOM YHCJIE HA
MHOCTPAHHOM (bIX) s13bIKe(aX), AJIs1 aKaIEMUUECKOT0 U MPOo(eCCHOHATBHOTO B3aUMOICHCTBHS
OIIK-8. CriocobeH mpoeKTUpOBaTh MEAArOTHYECKYIO AeSITeIbHOCT HA OCHOBE CHEIMATbHBIX
Hay4YHBIX 3HAHUW U PE3YJIbTATOB UCCIICIOBAHUIN

6.1.2. Komnnekm KOHMPOIbHBIX 3A0AHUL UIU UHbLE MAMEPUATBL, HE0OX00UMbLe OJIs
OYECHUBAHUSL KOMNEMEHYUL NO MEOPEMUUECKOl 2PDAMMAMUKE AH2IULIICKO20 A3bIKA

INPUMEPBI TECTOBBIX 3AIIAHHI71 JJISA OHEHKHU KAYECTBA OCBOEHUS
JACHHUIIJIMHBI (MOLYJIA)
IIpumepHbIe TECTOBLIE 3aJaHUSA
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 | was a boy, my brother and | 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 | was
three years older than my brother, | won every 2 ... . In retrospect, | 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 | 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.

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.

5 ......: Your assumptions play a large part in how you view the world and behave towards

others. 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.

7 ......: Indialogue, 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, 1 ...... 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.|

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

myself how smart [ 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 If you sincerely intend to help or assist someone, do not hesitate to give

advice.

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.
¢) 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.
¢) 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

g. reschedule

1. arrange a meeting

2. find another time for the meeting

3. hold the meeting later

4. hold the meeting sooner

5. hold a longer meeting

6. 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) 1 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 | 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.
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.

HpaKanecxne 3aJaHus JJIl TEKyHIEero KOHTPOJIA 3HAHMH CTYACHTOB-MAaruCTpaHnToB

33}13]—[]/[0 1. OnpeueJmTe, 0O3HAYACT JIM CJI0BO CTPAHY UJIM HAMOHAJIBHOCTD U MOCTAaBbTE

oyksbl ¥ ‘C’ (‘country’) mim ‘N’ (‘nationality”).

1
2

Greek 6 China
Kuwait 7 Spanish



3 Russia 8 Japanese
4 Turkish 9 Swedish
5 France 10 Oman

2. JlonoJIHATE NPeNJI0KeHUs CJI0BAMH W3 PAMOYKH
| short / heawy / big / early / long / fast |
Hanpuwmep: 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 ! Last week, he talked for four hours!
5 Jane’s report was too . It didn’t give nearly enough information.

3. [lonGepuTe BhIpakeHUs1 U3 IBYX CTOJIOMKOB M 00pa3yiiTe ¢pa3bl, HAIpUMep:
__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.

) I don’t like going

4, I[OHOJIHI/ITC NMPEAJTO0KCHUA CJIOBAMU U3 PAMOYKH
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
4) hours are more important than a high (5) .

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

5. JlonoJiHuTE NMPeAI0KeHHs CJIOBAMH H3 PAMOYKH
23at/ 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 JlomosnuTe 04 bsABJIEHHS peasIoramMu in, on, at, from wau to.
ACE CARS
Are you travelling __to_ New York? Ace Cars can ...
e meet you 1 the airport.
e take you 2 the city centre 3 aluxury car.
e driveyou 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.

7 IlocTaBbTe IJ1aroJibl B HY;KHYI0 GopMmy.

My name’s Clive Mason and | (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 | (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

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

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

8. IlocTaBbTe ri1aroJ to be B HykHy10 hopmy.

Sandra (1) from Brazil. ‘I (2) 30 years old and 1 (3)

married,” she says. ‘My husband’s name (4) Lucas. 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) six years old, and he (8) at
primary school. ‘We (9) a busy family, but we (10) always together at the

weekend,’ says Sandra.

9. HouﬁepnTe OTBETHI K BbICKA3bIBAHUAM

See you later.

a) Not bad, 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:

3aganue 9. Bribepure Hy)KHOE CJIOBO M3 paMKH H 3aIIOJIHUTE MPOMYCKH:

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

1. 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
3ananue Nel(

Test 1 Public 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.

i. 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.

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.

- o a0

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. Itactsasabridge,a5 ... 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,

E gatherings

F professionalism




heightening their sense of openness and | G shift
7....
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 ............. Lin 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 ............... 3 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 ............... S:
groups of end-users with particular characteristics. We look at the marketing .............. ® This
includes the best way of distributing the product, deciding which ............. " and retail
................ 8 we are going to use. In the early stages, when the market is growing fast, it can be
quite .....ooeeviniinn. %: 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
................... 10 Of course, we try to be among these surviving companies, preferably number one

or number two in the market.

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

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

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

4 Q) casting b) lancing c) releasing d) throwing

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

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

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

10 a) stability b) stable C) 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.

2 The Dome's operators ............... (estimate) the number of visitors: they forecast 10 million, but
fewer than 7 million showed up.

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

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

5 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.

6 There are some companies with big problems because they ............ (extend) themselves in real
estate.

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

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

8. 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 c) consider d) make
3) anidea

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

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

a) come to b) do C) reach d) take



6) asolution

a) put forward b) look for c¢) work out d) deal with
9. Choose the best alternative from the words in brackets.
1 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.

2 They are the literate, (articulate /coherent/succinct), middle-class professionals such as lawyers,
academics, politicians and senior civil servants.

3 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).

4 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.

5. Many chapters conclude with useful sources of further information, and there is even a
(eloquent/lucid/succinct) but comprehensive glossary.

6 The government should be more (articulate/fluent/responsive) to people and less preoccupied
with special interest groups.

10. Match the beginnings of the sentences to their endings a)-g).

1 This mining area was incredibly a) disastrous’, said one bank manager. ‘It

2 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.

3 The organisation's systems have been c) stable, secure and hopeful.
severely d) difficult, but much easier than it was before.

4 The finance minister said the budget was  e) criticised by auditors, who found corruption
totally and mismanagement.

5 The new management techniques were f) unrealistic, and a new budget will have to be
found to be highly presented to parliament next week.

6 Making films in Britain is unbelievably g) successful in 30% of companies and

7 The country's international position is moderately successful in 45% of cases.

now exceptionally

6.2.1. IIpakTHYeckue 3aJaHUs 1JIsl IPOMEKYTOYHOI0 KOHTPOJISA 3HAHUH CTY€HTOB-
MarucTpaHTOB

@opMOIl  MPOMEKYTOYHOM  arTecTalud Mo  AucuuIiinHe  «MHOCTpaHHBIM — A3BIK B
npodeccHOHATbHON KOMMYHUKAIUU sBisieTcs 3adeT. CucreMa TEKyLero u pyoeKHOro KOHTPOJIS
CTPOMUTCS 1O OalNIbHO-PEHTHUHIOBOM MOJIEIM, @ UTOTOBBII 3a4€T CTYAEHTHI MOJIy4aloT B KayecTBE
HAaKOMUTENbHON peUTHHTOBON olueHku (He MeHee 30 OammoB). B TexHomormyeckoil kapre
TUCHUIUIMHBL BbIIETIEHBI BCE (OPMbI TEKYILIEr0 U pyOEKHOro KOHTPOJS, KakJaas M3 KOTOPBIX
OLIEHUBAETCS OIPEJICIEHHBIM KOJTMYECTBOM OAJUIOB (B AMANA30HE K(MUHUMYM — MAaKCUMYM»).
Bo3moxHO HauucieHne OOHYCHBIX M IITpadHBIX OauioB (HampuMep, K HEYAOBIETBOPUTEIBHOMN
OLIEHKE B COYETAaHUH C PEUTHHTOBBIM IITpadoM NMPUPABHUBAIOTCS CAaya TEKCTa y4eOHOro 3a/aHus,
M03aMMCTBOBaHHOTO M3 MHTepHeTa WM U3 KOJUIEKIUHM y4eOHBIX 3aJaHHil MpPOIUIBIX JIET, clada
IBYMs U OoJiee CTyeHTaMU UJCHTUYHOTO TEKCTa y4eOHOro 3aJaHus, UCIOIb30BAHNE IIEKTPOHHBIX
porpaMM nepeBoja. PeiiTuHroBsie 60HYCHI peyCMaTPUBAIOTCS TP IEMOHCTPAIIMH CTY/IEHTaMU B
XOJIe ceMecTpa YriIyOJeHHOTO 3HaHUS Y4eOHOrO M JOMOJHHUTENBHOTO MaTepHualia, TBOPYECKOTO,
WHUIMATUBHOTO U JUCIHUIUIMHUPOBAHHOTO OTHOILIEHUS K yuyeOHOMY mporieccy. TexHosornueckas
KapTa BKJIIOYaeT 0a30BYI0 M JIONOJHUTENbHYIO YacTH. B 0a30BOi uYacTM NpPHUBOAMUTCS pacueT
PEUTHUHTOBOM OIIEHKU Te€X Y4YeOHBIX 3a/laHUi M KOHTPOJBHBIX MPOLEAYpP, KOTOPBIE BBIIOIHSIIOTCS
CTYJEHTaMHM B TeueHue cemecTpa. JlJIi UTOroBOro 3adera CTyJEHTaM JOCTaTOYHO HakomuTh 30
O6amioB. EnuHCTBEHHBIM 0053aTeIbHBIM YYEOHBIM 3aJaHUEM, KOTOPbIE€ MAruCTPaHThI JOJKHBI
BBIIIOJIHUTh BHE 3aBUCUMOCTH OT JOCTUTHYTOI'O YPOBHS HAKOIUTEIBHOM OLEHKH, SBISETCA
MOATOTOBKA M TpEe3eHTalUsl y4eOHOro MpoeKTa (CTYACHTHI, MO YBaKUTEIbHBIM NpUYMHAM, HE



MPUHSABIIAE YyYacTHE B JTOM pabore, 00s3aHBI TOATOTOBHTH YYEOHBIM MPOEKT B COCTaBE
JOIIOJIHUTCIIBbHBIX y‘-IC6HI:IX 3al[aHHfI). I[OHOJIHI/ITCHBHEUI JacTh TEXHOJIOTMYEeCKOU KapThbl BKIIHOYACT
KOMIICHCUPYIOIINE yueOHbIe 3aaHusl. MarucTpaHThl BBINOJHSIOT UX B TOM Clly4ae, €ClH B paMKax
0a30BOil YacTH He CyMenHu HaOpaTh KOJIMYECTBO OayuioB, HEOOXOAMMOE sl MOJYYECHHs 3aueTa.
BbiOOp JONOMHHUTENBHBIX Y4YEOHBIX 3aJaHUN W3 TPEAJIOKCHHOTO TIEPEYHS MaruCTPaHThI
OCYIIECTBISIOT CAaMOCTOSITENIbHO. CPOK X BBITIOJIHEHUS OMPEACIISETCS MPEoIaBaTeIeM.

IIpumepsbl BONPOCOB /1151 3a4eTa
dopmanbHOE U HEPOPMATBHOE JICTIOBOE MTUCHMO.
Knumie B nenoBom nucbme.
AOGOpeBHATYpPHI B ICTIOBOM ITHUCHME.
Oco6eHHOCTH /1eTI0BOM JOKYMEHTAIHH.
Kontpakt. TUmsl COBpeMEHHBIX KOHTPAKTOB.
OO0pas1ibl KOHTPAKTOB.
Kiuire KOHTpaKkToB.
CrieninanbHasi TSPMUHOJIOTHST B KOHTPAKTaX.
OmnpeeseHrUe ¥ TUTIBI ICTIOBBIX BCTPEY.
10 [TnaaupoBaHmue MPOBEICHUS JICIIOBOM BCTPEUH.
11. ®yHKIIMOHATIBHBIE OCOOCHHOCTH SI3bIKA JICJIOBBIX BCTPEY.
12. Kinie 1einoBeIX BCTpeEH.
13. OnpezaencHue U TUITBI IPE3CHTAIIHH.
14. CtpyxTypa npe3eHTauuu.
15. Knumie B mpe3eHTaIuu.
16. CTrimcTu4eckre 0COOCHHOCTH TTPE3CHTAIIHN.
17. OnpezeneHre U TUITBI IEPETOBOPOB.
18. OcoOeHHOCTH SI3bIKA MIEPETOBOPOB: JICKCHKA, PYHKIIMOHATBHBIC CTHIIH, TUCKYPC.

CoNoOA~WNE

1.lonostHuTe pa3roBop Ha KoH(pepeHuuu. MoJuin npeacraBiasier Camy koJier: 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) like
flying!

3ananue 2. [IpounTaiite Texct Legal education u nepenaiite kpaTkoe copep)KaHue Ha aHTITUHCKOM
SI3BIKE:
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. VVocational 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 for qualification

as an advocate in Scotland.

3ananue 3. CocTaBbTe aHHOTALMIO K cieAytomeMy TekcTy: Legal education

3aganue 4. [loaroToBbTE NPE3EHTALNIO CBOEH HAYYHOM CTaTbH WJIU JTOKJa/1a, UCIIONb3YsI
HIDKEIIPUBEICHHBIC BBIPAYKECHHUS .

Sample of Presentation
Dear friends and colleagues,

May I welcome you on behalf of... . My name is ... , let me start by giving our terms of reference.
My aim today is to discuss... I have divided my report into two parts. First, I would like 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 about the

history of the subject ... . Now for the main problem. There is an essential difference between ... .
Turning now to the possibilities, | 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 to

discuss ... .Could you hand around these leaflets, please? That concludes my talk. Please feel
free to ask questions.
3ananue S. [IpounTaiite Texct Speaking on Public u nmepenaiite kpatkoe coaepkaHue Ha
AHTJIMHACKOM SI3BIKE!

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 exactly where and when the report is to be made.
Having a clear idea of what the people in the audience are: their knowledge on the subject, status,
age, business culture, specific interests — these help identify the needs of the audience. The
information you are going to present should be tailored to meet the needs of the listeners. You
should also devise the most appropriate format and sketch out for the use of demonstration materials
and handouts. After providing answers to seven basic questions: why?, to whom?, what?, where?,
when?, how long?, how?, you get down the plan of the 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 / inviting questions.

3aganue 6. OTBETETE Ha BOIPOCHI IO COJEPIKAHUIO 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. [IpounTaiiTe TEKCT HAa PyCCKOM SI3BIKE U TIEpeIaiiTe ero CoAep kaHnue Ha aHTIIMACKOM U
Hao0OpOT.

23. ComnocTraBbTe aHTIIHICKOE (PYCCKOE) CITIOBO MIIH BBIPAKEHHE C €T0 MEPEBOIOM.
24. TloctaBbTe BOIIPOCHI K JaHHBIM MPEAJIOKCHUSM.

25. Cnienaiite TaHHBIE MTPEIIOKEHUS OTPULIATETEHBIMHU.

26. BcTaBbTe MPOMYIICHHBIE CIIOBA B IAHHBIN TEKCT.

3ananne Ne7 IIpountaiite u nepeeaure Tekct RESUME

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.

3aganmue 8. Onpenenure, Kakue U3 HIDKETIEPEUNCIICHHBIX ITYHKTOB MOTYT OBITH HanboIee
npurogasivu 1yt CV (T. e. curriculum vitae):
Your name, address and telephone number.



The title and reference number of the job.

Your date of birth.

Your 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 2 Business Dialogue

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

That’s a contradiction in terms. When | was a boy, my brother and | 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 | was three years
older than my brother, | won every 2 ... .

In retrospect, | 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?
Conflicts 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.

o0 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 | Growth through crisis J Identifying Assumptions
General Guidelines for Dialogue
1......: How do you listen? What does it mean to you to hear someone? In Dialogue you should
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.

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.

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:

e When we give unsolicited advice, the judgmental assumptionis, 1 ......

e The authoritative assumption s, 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 “Ineed 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 If you sincerely intend to help or assist someone, do not hesitate to give advice.
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 pie”.
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.



b)

d)

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 c) 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 aclose 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 | send it?
b) Can you read this report before | send it?
3. 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?
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?

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 noxkazameneil u Kpumepuee OYeHUBAHUs KOMNEeMeHYuil Ha pasiuiHblX SManax ux
Gopmuposanus, onucanue WKail OYyeHU8aHUs.

Onucanue nokasareJsieil 1 KpUTepHeB OLIEHUBAHUS KOMIIETEH LM, ONMcaHue IIKAa oneHuBanusa YK-4
Cxema OIeHKH YPOBHS ()OPMUPOBAHUS KOMITETEHITHH «CCIIOCOOHOCTH MPUMEHSITH COBPEMEHHBIC
KOMMYHHKATHBHBIC TEXHOJIOTHH, B  TOM YHCJIE HA HHOCTPaHHOM(BIX) A3bIKe(ax), ISl aKaJIEMUIECKOTO U

npodecCHOHAILHOTO B3aUMOICHCTBHS

VYposensb | [lokazatenu (4rto OueHoyHas mkana
oOyyJaronuics Heszaureno 3auTeHo
JIOJKEH
MPOJAEMOHCTPUPOB
aTh)
[Toporos | Cnocoben OtcytcTBHE ymenuii | ChopMupoBaHo  yMeHHe  CBOOOHO
BIiA NPUMEHSThH NPUMEHSTH COBPEMEHHBIE | IPUMEHSTh COBPEMEHHBIE
COBpPEMCHHBIC KOMMYHUKAaTUBHBIC KOMMYHUKATHUBHBIC TEXHOJIOTUH, B TOM
KOMMYHUKAaTHUBHBIC TC€XHOJIOTUH, B TOM YHCJIC | YHUCJIC HA I/IHOCTpaHHOM(I)IX)
TEXHOJIOTHH, B TOM | Ha s3bIKe(ax), JUIsl aKaJJeMHUYECKOTO U
YHCIIe Ha WHOCTPaHHOM(BIX) npodeccnoHaIbHOTO B3aUMOICHCTBHS
MHOCTPaHHOM(BIX) sI3bIKe(ax), s
s3bIKe(ax), IS aKaJIeMUYECKOTO U
aKaJICMUYECKOTO U | MPOPECCHOHATBEHOTO
PO EeCCHOHATLHOT | B3aMMOJICHCTBUSA
0
B3aMMOJICHCTBHS

Onucanue moka3areieii W KpUTepHeB OLEHUBAHWS KOMIIETeHIMH, ONMUCAHHME IIKAJ
ounenuBanus OIIK-8 Cxema omnenku ypoBHS ¢opmupoBanus KommereHmn " CrocodeH
MIPOEKTUPOBATh TEJArorn4yecKylo JAeSTeIbHOCTh Ha OCHOBE CIIELUAlbHBIX HAy4YHbIX 3HAHUNA U
pE3yabTaTOB UCCIIEIOBAHNMN



KomnereHu IMoxa3zarenu OueHovyHas IKaJaa
us He3zauTteHo 3auteHo
OIIK-8 HMOIIK 8.1. 3naet: | O0yuaromuiicas | OOydJaromnuiics O6yuatomy | OOGydaroImuics
Cnocoben 0COOCHHOCTH He 3HaeT | YACTHYHO, ¢ | Mcs C | UMeer
MPOEKTUPOBA | MEAArOrHIeCKON 0COOCHHOCTH 00JIbIIIMH HEe3HAYHUTE | CHCTEMHBIE
Th JIESATEIILHOCTH; MEJaTOTHYECKON | MOrpelHOCTAMH | JHHBIMH 3HAHUSA 00
megarorudec | TpeOoBaHUS K | TeSTeITbHOCTH; 3HaeT NMOrpelHo | 0OCOOEHHOCTH
KYIO cyOBeKTam TpeOoBaHUSI K | OCOOEHHOCTH CTAMH MEeIarorn4ecKoi
JISATENILHOCT | MeJarorndeckon cyObeKTamMm Mearoruieckol | 3Haer JIESATEIIbHOCTH;
b Ha OCHOBE | JCATEIHLHOCTH; MeJarorn4eckor | esATeIIbHOCTH; O0COOCHHOC | TpeOOBaHUSA K
CIICIIMATBHBI | pe3yJabTaThl HAyUYHBIX | MEATCITBLHOCTH, | TPEOOBAHWS K | TH cyOBeKkTam
X  HAYYHBIX | MCCJICIOBaHUMA B | pe3yJbTaThl cyOBeKTam MearoTu4e | MeIaroruaecKoi
3HaHUH’ chepe HayYHBIX MeJarornyeckor | CKou JIESITEIIbHOCTH;
MearormaecKom HCCITICAOBAHUHA B | NEATEIHHOCTH; NEATEIBLHOC | Pe3yNbTaThl
JEeATCITLHOCTH. cthepe pe3yIbTaThI TH; Hay9IHBIX
HNOIIK 8.2. VYwmeer: | negarornueckoi | Hay4HBIX TpeOOBaHM | UCCIICJIOBAHUN B
HCITOJIB30BaTh NESTCTLHOCTH. HCCIACHOBAHUHA B | A K | cdepe
COBpPEMEHHbIE He ymeet | chepe CcyOBeKTaM | IeIarorudaeckoit
CIICIIMaJIbHBIC HCITIOJIb30BaATh Hel[aFOFH‘ICCKOfI neagaroruye NCATCIIBHOCTH.
HAay4YHBIC 3HaHUA n | COBPCMCHHBIC NCATCIIBHOCTH. CKOH TBOp‘-ICCKI/I
pe3ynbTaThI CHeTHaIbHbIe MOCPEICTBEHHO | JESATENFHOC | yMEeT:
I/ICCHGI[OBHHI/Iﬁ IJId | HAYYHBIC ymeer TH, HUCIIOJIB30BaTh
B])I60pa METOA0B B | 3HAaHUA U | UCITIOJIB30BaTh pPE3YyIbTAThl | COBPCMCHHBIC
ITearoruaecKom pe3yIbTaThI COBpPEMCHHBIC Hay9IHBIX cIenaIbHbIC
JEeATCTLHOCTH HCCIIEeOBAHMI CITeIIHAaIbHBIC HCCIe0Ba | HayJIHBIC
HOIIK 8.3. Bnaneer: | mis BBIOOpA | HAyYHbIC 3HAHHUS | HUH B | 3HAHUA u
MeToaMu, (GopMaMHu M | METOJIOB B | H pe3yiabTaThl | cepe pe3yNbTaTHI
cpeacTBamMu MeIaroru4eckon | uccieaoBaHui Meaaroruye | ucciaeJoBaHUN
nearoruaeckomn IESATEIbHOCTH. IS BBIOOpA | CKOM ISt BBIOOpA
JESITEeIILHOCTH, He Baaneer METOJIOB B | I€ATEIBLHOC | METOLOB B
OCYIIECTBIISAET X | METOJIaMH, MearOri4eckol | TH. TearoruaecKom
BBIOOp B 3aBUCHUMOCTH | popMaMu U JIEATEIIbHOCTH. Ymeer JIESATSIIbHOCTH
oT KOHTEKCTa | CpeIcTBaMu YACTHYHO UCIIOJIb30Ba | IPOEeCCHOHANb
npohecCHOHANTBHOMN MeITarOTHICCKON | BJIajeeT Th HO BIIaJIeeT
JIeATCTLHOCTH C | ACATCIBHOCTH; METOaMH, COBPEMEHH | METOJaMH,
y4eTOM  PEe3yJbTaToOB | OCYIIECTBISET dbopmamu u 13(S bopmamu u
Hay4YHBIX WX BBIOOD B cpeacTBamu CIIE[UAJIbH | CpEeNCTBaMU
HCCJICTIOBaHUH. 3aBUCUMOCTH OT | MTEJAaroruvyeckor | ble TearoruaecKom
KOHTCKCTA JACATCIIBHOCTH, Hay4YHbIC JACATCIIBHOCTH,
npoecCHOHab | OCYIISCTBIISACT UX | 3HAHUS U OCYIIECTBIISCT
HOI BEIOOD B pe3ynbTaThl | UIX  BEIOOpD B
JEATECILHOCTH C | 3aBUCUMOCTH OT HCCIIe0Ba | 3aBUCUMOCTH OT
Y4e€TOM KOHTEKCTa HUI JJIA KOHTEKCTa
pe3yIbTaToB npoecCHoHaNbH | BEIOOpA npodeccroHab
Hay4HBIX Oif IeATENNLHOCTH | METOJIOB B | HOM
HCCIIeI0OBaHUI C y4eTOM nearoruyue | AeSITeIbHOCTH C
pe3ynbpTaToB CKOM Y4ETOM
HayJHBIX JIESATEIILHOC | Pe3yJbTaTOB
HCCIIEOBAHUMN. TH. HAay4YHBIX
Bnaneer HCCIIEIOBaHU.
METOIaMH,
hopmamu u
cpelcTBaM
u
reJjaroruye
CKOM
JIEATESIILHOC
TH;




OCYIIIECTBI
SIeT UX
BEIOOD B
3aBUCHMOC
TH OT
KOHTEKCTa
npodeccuo
HAJILHOM
JIeSTEeITBHOC
TH C
Y9eTOM
pe3yNbTaTo
B HAYYHBIX
HCCIIeIoBa
HHU.

OueHouHoe [Ixana oueHuBaHuUs [IpencraBinenne OLIEHOYHOTO
CPEICTBO cpencTsa B GoHJIE

3aumeno
KonTposbHo- [IpaBunpHBIX OTBETOB 51- DonHp TECTOBBIX

TCCTOBBIC 3aJJaHUA

BBICKBBBIB&HPIC, B OCHOBHOM, JIOTH4YHO,
HMCIOTCA OTHACJIBbHBIC HCAOCTATKU IIPU
HCIIOJIb30BAHUU CpPCACTB JIOTUYECKOM

CBA3HU, HUMCHOTCS OTIOCIIBHBIC
HEJOCTaTKHA TpU JCJICHUU TEKCTa Ha
a03arbl; HMEIOTCA  OTAEJIbHBIE

HapylmieHuss B O(OPMIICHMM TEKCTa.
Hcnons3yemplii  CIOBapHBIA  3amac
COOTBETCTBYET IIOCTABJIEHHOHN 3ajaue,
OJTHAKO  BCTPEYAIOTCS  OTJENbHBIC
HETOYHOCTH B YHOTPEOJIEHUH CIIOB,
1100 CIIOBapHBINA 3amac OrpaHUYEH, HO
JIEKCUKAa  HCIOJb30BaHA  IPaBUIIBHO.
Nmeetcsa paa rpaMMaTH4YCCKUX
omHOOK, HE 3aTpyJHSAIOLINX
INOHUMAaHUE TEKCTA.

Hezaumeno»

ITpaBuiibHBIX O0TBETOB MeHee 50%.
KpaitHe orpaHuyeHHBI  CIIOBAPHBIN
3amac  HE  I03BOJSET  BBINOJHUTH

MTOCTABJICHHYO 3aaqy.
['pammaTHaeckue MpaBuIia HE
COOIFOTat0TCA.

HemnpasuibHoe HCIIOIb30BaHIE
rpaMMAaTHYCCKUX  CTPYKTYp  JeliaeT
HEBO3MOYKHBIM BBIIIOJIHEHHE

MMOCTaBICHHON 3a7aun

IMPAKTUYICCKUX SaHaHI/Iﬁ

MexKynbTypHBIE
0COOCHHOCTH
JIETIOBOM
KOMMYHUKaIUU

3aumeno l1paBunbpHBIX OTBETOB 51-

33}13HI/IG BBITIOJTHCHO: HEKOTOPELIC
ACIICKTHI, YKa3aHHBIC B 3aJaHuN,

PeueBoil ATHUKET: COBETHI U
PEKOMEHIallH.




PacKpBITBI  HEMOJIHOCThIO;  UMEIOTCS
OTJIebHBIC HAPYIICHHUSI CTUIEBOTO
Oo(OpMIICHUS peud; MPUHSTHIE B SI3bIKE
HOPMBI ~ BEXKIIMBOCTH, B OCHOBHOM,
COOJIIOIEHBI. Lenb oO01IeHNs
JIOCTUTHYTA, OJTHAKO TeMa PacKphiTa HE
B nosHOM oObeMe. COLMOKYIbTYpHBIE
3HAHUS, B OCHOBHOM, HCIIOJb30BaHBI B
COOTBETCTBUU C CUTYyalMel 0OLIeHUS
Hezaumeno»

IIpaBunpHbIX 0TBETOB MeHee 50%.
3amanue HE BBIMOJIHEHO: COJACPKAHHE
HE OTpakaeT TE€ AacHeKThl, KOTOpPbIE
YKa3aHbl B 33IaHUH, WIHA HE
CootBeTcTBYeT TpebyemMoMy 0OBeMy.
Llens oOmmIeHUs HE JOCTUTHYTA

CooOurenune
TEME

110

3auTeno

[TpaBuaBHBIX OTBETOB 51-
BelcTynaromuii JEMOHCTPUPYET 3HAHUSA
o BBIOpaHHOIM TEME, UMeeT
3aTpyJHEHUS C HCII0JIb30BaHUEM
TeMaTH4eCcKoro BokaOynspa; Mmerorcs
HECYUIECTBEHHbIE  IOTPEIIHOCTH B
UCII0JIb30BAaHUU TEPMUHOJIOTHH.
OTCYTCTBYET CONPOBOAUTEbHBIN
JIEMOHCTPALIMOHHBIN Marepuail.
3HAUUTENIbHOE KOJIMYECTBO  OIINOOK
SA3BIKOBOTO XapaKTepa.

Hezaumeno»

ITpaBriibHBIX 0TBETOB MeHee 50%.
CooO1ienre He IOArOTOBIEHO, JHOO
UMEeT CYIIECTBEHHbIE MpOoOensl o
IIpeJICTaBICHHON TeMaTHUKe, OCHOBAH Ha

TeMbl cOOOIIIEHU I

HEJIOCTOBEPHOI uH(popMaIumy,
BBICTYNAIOUIMM  JIONMYIIEHO OO0JjbIIoe
KOJIMYECTBO rpyOBIX om0k
SI3BIKOBOTO XapakTepa.
[TucbMeHHBIN U «3aumeno» @DOoH/1 TEKCTOB Ha MEPEBOJL

YCTHBII
IIEPEBOJ

[TpaBuiibHBIX 0TBETOB 51-%

[TepeBon monHBIA, 0€3 MPOMYCKOB U
MIPOM3BOJIBHBIX ~ COKpAIlEHUH TeKCcTa
OpUTMHAlA, JIOTTYCKAETCsI OJlHa
¢dakTuyeckas oOmMOKa, MPU YCIOBHUH
OTCYTCTBUS MOTEPh MH(POPMAIIH U
CTHJINCTUYECKUX  MOTPElIHOCTed  Ha
Ipyrux ¢parmenrax Tekcra. VmeroTcs
HECYUIECTBEHHbIE  MOTPEIIHOCTH B
MCII0JIb30BaHUU TEPMUHOJIOTHH.
IlepeBon B  [OCTAaTOYHOW  CTEHNEHHU
OTBEYAET CUCTEMHO-SI3bIKOBBIM HOPMaM
U CTUJIIO s3bIKa mepeBojaa. KynbTypHbie
U QYHKIMOHAIbHbIE

apaMeTpsl  UCXOJHOIO  TEKCTa B




OCHOBHOM aJICKBAaTHO NnepCaaHbl.

KommyHuKaTHBHOE 3a/laHue
peaan30BaHo, HO HE/I0CTaTOYHO
ONTUMAJIBHO.

JlomyckaroTcsi HEeKOTOpbIE HapyIICHHS B
dopme mpeabsIBICHUS IEPEBOAA.

«He3zaumeno»

IIpaBunpHbIX 0TBETOB MeHee 50%.
IlepeBon COZICPKUT MHOTI'O
dakTudeckux  ommbOok.  Hapymena
IIOJIHOTA epeBo/a, ero
HKBUBAJIIEHTHOCTh U aJIeKBaTHOCTh. B
[epeBoJie rpy00 HapylIeHbl CUCTEMHO-
A3BIKOBBIE HOPMBI U CTWJIb SI3bIKa
nepeBoja. KoMMyHHMKaTUBHOE 3aJaHuE
HE BBINOJHEHO. [ pyOble HapyieHus B
(dbopMe pebsIBICHUS IEPEBOJIA.

PedepupoBanue
CTaThbH

«3aumenoy

[TpaBunbHBIX 0TBETOB 51-%

OcHoBHast uH(pOpMAIUs H3BIEYECHA U3
TEKCTa ¢ MOJIHO M TOYHO. OTCYTCTBYET
u30bITOYHass uHPoOpMaIus. BeickazaHo
CcOOCTBEHHOE OTHOIICHHE K Tpoliieme,
0003Ha4YEeHHOUI B MPEII0KEHHOU
cratbe. Coneprxkanue cooOIeHus
COOTBETCTBYET  TeMe.  AJleKBaTHas
peakiys Ha JOMOJHUTEIbHBIE BOIPOCHI
MPEnoiaBaTes.

Peub npaBunpHas, JOMYCKAKOTCS
HE3HAYUTENbHbIE OIIMOKH S3BIKOBOTO
Xapakrepa.

«Hezaumeno»

ITpaBmiibHBIX O0TBETOB MeHee 50%.
Heymenue OTJIETIUTh OCHOBHYIO
UHPOpPMALMI0O  OT  BTOPOCTENECHHOM,
MOMBITKA pePEepUpoBaHUs CBOAITCS K
BOCIIPOU3BEIEHUIO TOTOBBIX
IIPEIIOKEHUH U3 TEKCTA.

PeueBas akTUBHOCTB CTYZEHTAa HHU3Kasl.
Peakuus Ha BOIIpocsl

npernojaBaresss OTCYTCTBYET WM HE
aZiekBaTHa TeMe. boJblioe KOIMYecTBO
OIIMOOK S3bIKOBOTO XapaKTepa.

®oup crarent it
pedepupoBaHus

IluceMeHHbBIE
paboThI

«3auteno» [IpaBmibHbIX 0TBETOB 51-%
— CTYAEHT IIOATOTOBUII 33JaHUE T10
peyIoKEHHOMY QopMaTy, XOTs
MUMEIOTCS OT/IENIbHBIE HAPYILIEHUS
CTHJIEBOTO O(POPMIIEHHUS PEUH.
Hcrnions3yeMblii CIIOBapHBIM 3am1ac
COOTBETCTBYET IMOCTABJICHHOM 3a/1a4e,
OJIHAKO BCTPEUAIOTCS OTJENbHbBIE
HETOYHOCTH B yNOTpeOJIEHUH CIIOB

DoHJ ICTOBEIX IHCEM,
KOHTPAaKTOB




1100 CIOBapHBIN 3arac OorpaHUYeH, HO
JIEKCUKA UCIOJIb30BaHa MIPABUIIBHO.
HmeeTtcs psa rpaMMaTHUYECKUX
OIMOO0K, HE 3aTPYIHSAIOLINX
noHuManue tekcra. Opdorpaduaeckue
OLIMOKH MPAKTUYECKH OTCYTCTBYIOT.
«He3auTeHO0» — CTYIEHT MOATOTOBHII
3aJjaHie C TpYObBIMH HapyIICHUSIMHU
dbopmara MMACbMEHHOM paboTHI.
OTCcyTCTBYeT JOrMKa B MOCTPOCHHU
BBICKA3bIBaHUS; TEKCT He 0¢opMIeH
coryiacHo HeoOxoaumomy  Qopmary.
KpaitHe orpaHvyeHHBI  CIIOBApHBIN
3arac HE  IO3BOJIICT  BBIOJHHUTH
MOCTaBIIEHHYI0  3ajauyy. JlomylleHsl
rpyOble  Jjekcuueckue U (WUIIM)
rpaMMaTHYeCKHe OMHOKH.

[TepeBon nemoBbIX «3auTeHo» [IpaBunbHbIX 0TBETOB 51-% | DOH[ AETOBBIX MMHUCEM,
MHCEM —  TeKCT nepeBoia aJICKBaTeH | KOHTPAKTOB

HCXOJIHOMY COOOIIECHHIO; U3JIOKEHHUE, B
OCHOBHOM, JIOTHYHO M TPaMOTHO;
MIPOJIEMOHCTPUPOBAHO 3HAHHUE u
MMOHUMaHHE KIIFOYEBOW TEPMUHOJIOTUU U
JIEKCUKO-TPAMMATHYECKUX  CTPYKTYP;
JIOTTYCKaeTCst Ji(o) YETBIPEX
HE3HAYMUTEJbHBIX OIMOOK B TEPEBOJIC
TEPMHUHOB U JICKCUKO-TPAMMAaTHYECKHX

CTPYKTYP.

«He3auTeHo» — TEKCT TMepeBoja
HOJTHOCTBIO HE COOTBETCTBYET
HUCXOHOMY COOOIIIEHUIO; B

NEepeBeICHHOM  TEKCT€  OTCYTCTBYET
JOTMKa M HMMEIOTCS MHOTOYHMCIICHHbIE
rpaMMarudeckue  omuoOku  (Oonbiue
BOCbMH); M3Yy4YCHHBI BOKaOysip u
JIEKCHUKO-TPAMMATHYECKHE  CTPYKTYPHI
HepeBECHbl HEBEPHO JTHOO COBCEM HE
HIepEeBE/ICHB.

7.Y4eOHO-MeTOAMYECKOEe M HH(POPMALIMOHHOE 00ecnieueHue TUCIHIIIMHBI

A) OcHoBHasi IMUTEpPaTypa
1.Amyp6exoBa T.U. Business English [Tekct]: yue6Hoe mocodbue. — T.1. AmrypbOekona.
Maxauxkana: I AT'Y. — 2018.
2.I'ycnsixoBa, A.B. Business English in the New Millennium : yue6Hoe mocobue /
A.B. I'ycnsxoBa ; MunuctepctBo oOpasoBanusi U Hayku Poccuiickoit @enepannu, MoCKOBCKUI
MEeJarOTUYECKUA TOCYIapCTBEHHBIM yHuUBepcutTeT. - Mocksa : MIIT'Y, 2016. - 180 c. : wi. -
bubmuorp. B kH. - ISBN 978-5-4263-0358-4 ; To xe [OnekrponHsli pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=472847 (21.09.2018).
3.I'aparyns C.WU. AHrnumiickuit si3pIK Ui AenoBoro oomenus -Pocros H//1: @ennkc, 2017.-268 c.
4.0BunnnnkoBa, .M. The course of business English for the linguistic department :
yuebHoe nocobue / U.M. OpunnnukoBa, B.A. Jle6enesa ; pen. C.C. XpomoBa. - Mocksa : EBpasuiickuii
OTKPBITHIA HHCTHUTYT, 2016. - 301 c. - ISBN 978-5-374-00361-1 ; To xe



http://biblioclub.ru/index.php?page=book&id=472847

[DnexTponnslit pecypce]. - URL: http://biblioclub.ru/index.php?page=book&id=90921 (21.09.2018).

b)/lononnumenvnan rumepamypa

1. T'ymosckas, I'.H. Aarnutickuii s361k mpodeccuonanbroro oomenns=LSP: English for
professional communication : yae6Hoe moco6ue / I'.H. I'ymoBckas. - Mocksa :
N3narensctBo «@imHTaY, 2016. - 218 . - bubauorp. B kH. - ISBN 978-5-9765-2846-8 ;
To ke [DnextponHsIii pecypce]. - URL:
http://biblioclub.ru/index.php?page=book&id=482145 (21.09.2018).

2. Ilesenéra, C.A. [lenoBoii anrnuiickuii : yaeonoe nmocodue / C.A. IlleBenéra. - 2-e us .,
nepepad. u gon. - Mocksa : FOuutu-Jlana, 2015. - 382 c. - ISBN 978-5-238-01128-8 ; To
ke [DnekTpoHHbI pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=436816 (21.09.2018).

HNuTepHeT-pecypcsl
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-ways
http://marketing.about.com/od/publicrelation1/a/organizingapressconference.htm
http://www.ehow.com/how 4494650 prepare-press-conference.html

8. IlepeueHb pecypcoB HH(POPMALMOHHO-TEJIeKOMMYHUKALMOHHOM ceTH «HTepHeT»,
HEeO00XOAUMBIX /15l OCBOCHHS TUCHUILINHBI (MOLYJIs1)

[Ipu npoBeneHNHM NPAKTUYECKUX 3aHATUH MO TUCHUIUIMHE «J[eI0BOM MHOCTpaHHBINA S3BIK»
UCIIOJIb3YETCSl  CIEAYIOllee MpOorpaMMHOE OOeCHeuYeHHE COBPEMEHHBIX MH()OPMAlMOHHO —
KOMMYHHUKaTHBHBIX TEXHOJOTHIL:

WutepHeT-pecypcbl: aHrinos3saabie 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;
-nouckoBas cucrema Google a1 moucka MHPOpPMALMU HAa 1O TeMaM, BBIHOCUMBIM Ha
CaMOCTOSITEJILHOE U3YUYECHHUE;

-y4eOHbIe TOCOOMs U ydeOHO-MeToJuuecKue pa3paboTku HayyHoil Oubnuorexu AI'TIY;

-OJICKTPOHHBI ~ PECYpCHBIA  TEHTP HaYYHOUH oubmorekn  JAI'TIY; “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-ways
http://marketing.about.com/od/publicrelation1/a/organizingapressconference.htm
http://www.ehow.com/how 4494650 prepare-press-conference.html

9. MeToauyecKkue yKa3aHusi JAJsl 00yYaAIOLIUXCS M0 OCBOCHUI THCIUTLIHHBI


http://biblioclub.ru/index.php?page=book&id=90921
http://biblioclub.ru/index.php?page=book&id=482145
http://biblioclub.ru/index.php?page=book&id=436816
http://www.bbclearningenglish/com
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-%20%20%208-ways
http://marketing.about.com/od/publicrelation1/a/organizingapressconference.htm
http://www.ehow.com/how_4494650_prepare-press-conference.html
http://www.wikipedia.org/
http://www.bbclearningenglish/com
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-%20%20%208-ways
http://marketing.about.com/od/publicrelation1/a/organizingapressconference.htm
http://www.ehow.com/how_4494650_prepare-press-conference.html

OOydeHre HTHOCTPAaHHOMY SI3BIKY IO JAHHOM MPOTpaMMe TOTOBUT K JIEIIOBOMY OOIIEHUIO HA
AHTTIUICKOM $I3bIKE, KaK B MPO(ECCHOHATBHOU NEATEIbHOCTH, TaK U B TMOBCEIHEBHOM >KM3HH, a
TaK)K€ YUUT YUTATh U MOHUMATh TEKCTHl PA3IMYHOM HANPABJICHHOCTH, YUUT MHUCATh AaHHOTAIUU U
pedepar, nucaTh MUCbMa YAaCTHOTO U JIEJIOBOTO XapakTepa. B mporpammy BkiloueHa creluajibHas
TEPMHHOJIOTHS SI3bIKA JIEJIOBOTO OOIICHMSI.

HeoOxonumo paspabarbiBaTh COBMECTHO ¢ IMpernojaBaTelieM WHAUBUAYAIbHBIN alrOpUTM
CaMOCTOSITENILHOM paboThI U PabOTHI Ha 3aHATHIX. OCHOBHAS PEKOMEH IS, 00eCIIeUHBArOIIIAs
ycIieX MpU OCBOEHHUH, KaK OT/IEIbHBIX TEM, TaK M Kypca B LIeJIOM - CUCTeMaThuyeckas paboTa Haj
3aJlaHUsIMH, KOHKPETU3UPOBaHHBIMU B 1.3, «ColepkaHue caMOCTOATEIbHOU PadoTh». BhIMOTHSISA
3a/laHusl, CTYIEHT KOHTPOJIMPYET CTENEHb YCBOEHHUs MaTepuana U, €cId OH He B COCTOSHUU
BBITIOJIHUTH TO WJIM MHOE 33IaHUE, OH JIOJXKEH BHUMATEIBLHO IPOYUTATh COOTBETCTBYIOIIEE MPABHUIIO
[0 peKOMEHI0BaHHOM nuTeparype. I[locie 3aBepieHus Kaxa0ro 0J10ka TeM, MpernojaBaTenb AaeT
«TBOPYECKHE» 3aJaHWsA: HAIMCAHUE CBS3HBIX PACCYKICHUM, BbBICKa3blBAaHUW, AHHOTALMH U
pedeparoB, nuceM JIMYHOTO U JIEJIOBOIO XapakTepa, MOJArOTOBKA YCTHOTO COOOIIEHHUS MO 3aJaHHOU
TeMe, TOATrOTOBKAa K pOJIeBOW Hrpe, Hampumep, «OTKpbITHE COOCTBEHHOro Om3Heca». Ha 3To
OTBOJUTCSI JAOCTATOYHOE KOJIMYECTBO YacCOB HAa CAMOCTOSTENbHYI MOAroToBKy. Ilouck u cOop
Marepuaiga JOHKEH OCYIIECTBISATHCS CTYIEHTAMH CaMOCTOSTEIbHO H3 COOTBETCTBYIOIIMX
HMCTOYHUKOB: TIEPUOJAUYECKUX HW3JIaHUN, HAy4YHO — TMOMYJSPHBIX TEKCTOB, HAy4YHBIX CTaTew,
MoHorpadwmii, UaTepHeT - pecypcoB. [Ipu moAroToBke TakMx KOMMYHHKATHBHO-OPHEHTHPOBAHHBIX
3aJlaHui: POJIEBBIX WIp, TPYMNMOBBIX AUCKYCCHH M T.I. CIEIyeT NpUIEP>KUBATHCA CIICHAPUS,
pa3paboTaHHOTO COBMECTHO C MPEIOIaBATEIISIM.

10 . ITepeyeHb MHGPOPMAMOHHBIX TEXHOJIOTHii, HCIOJIB3YeMbIX PH OCYIIECTBJIEHUHU
00pa30BaTeILHOIO MPOLECCa MO0 AMCHHUILINHE (MOAYJII0), BKJIKYAs NepevyeHb POrPaMMHOI0
ol0ecrieyeHus1 1 MHGOPMAIMOHHBIX CIIPABOYHBIX CHCTeM (IIPH HEOOXO0AMMOCTH)

IIpy npoBeneHUM MPAKTHYECKUX 3aHATHMH 10 aucuuiuinHe «VHOCTpaHHBI  S3BIK B
npoeCCHOHATTbHON KOMMYHHUKAIIUW» HCIIOJIB3YIOTCS CIEAYIONMe IMPOrpaMMHBIE 00ecIiedeHus
COBPEMEHHBIX HH(OpPMAIIMOHHO — KOMMYHUKAaTUBHBIX TexHomoruil: Microsoft Office, Excell,
cioBapb-niepeBounk ABBYLingvo 12, oOyuaromue nporpammsel: «Speaking English», «Tell me
more», «AHraumiickuii Ha VYpa», «lIpodeccop XurruHc. AHrIuiickuii 0e3  akueHTa»,
«IHTepakTUBHBIN y4EOHMK [0 COBPEMEHHON IpaMMaTUKE aHTJIUIICKOTO s3bIKa», «CaMOy4YUTEH 110
aHTTIMICKOMY S3bIKY»; MHTepakTuBHble Kypchl «TOEFL»; TpeHHHroBblE NIpOrpaMMsbl II0
rpaMMaTUKE M JIEKCHKE, TECTOBbIE 3aJaHUs MO AHTJIMHCKOMY SI3bIKY: « TecTbl mo aHrIuiicKkomy
A3BIKY»; yueOHbIe TocoOus ¥ yueOHO-MeToInuecKue pa3paboTku HayyHoi 6ubmmorexku ATTIY.

11. MaTepua/jibHO-TEXHHYECKOE 00ecreyeHue JUCHUTLIUHBI

HpI/IMeHeHI/Ie COBPCMCHHBIX O6pa3OBaTeJ'ILHLIX TeXHOHOFHﬁ, B paMKaX KOTOPbBIX pCAIN3YyCTCA
OCBOCHHC AWCHUIUIMHBI, [OPCAIOIaract MCI0JIb30BaHUC aKaneanecxoﬁ ayauTopun i
MMPOBCACHUA TPAKTUUCCKHUX 3aHATHHN C HCOGXOI[I/IMBIMI/I TCXHUYCCKUMU CPCACTBAMU (KOMI’ILIOTCp,
IMPOCKTOP, OKPaH, HHTCPAKTUBHAA JOCKA, ayaAWO- - BUACO allllapaTypbl, MEaa3ajl C BO3MOXHOCTBIO
MMpoOCMOTpa CIIYTHUKOBOT'O TCIICBUJACHUSA HA HHOCTPAHHOM HBLII(C).

CpenctBa 00yuyeHHS BKIIOYAIOT Y4eOHO-CIIPABOUHYIO JIUTEpaTypy (peKOMEHJIOBaHHBIE
yT-IC6HI/IKI/I u y‘-IC6HLIe HOCO6I/I}I, CJIOBApH, y‘{e6HLIe U AYTCHTUYHBIC IICYATHBIC, ayAUO- U
BUJeoMaTepuaisl, UHTEpHET-pecypehl).

[Mporpammer: Microsoft PowerPoint 2007, Adobe Acrobat 1u6o Foxit Reader.

HaFJ'ISIJIHBIe, AyJIMOBU3YyaJIbHBIC, TEXHUYCCKUEC Cp€acTBa O6yquI/I$I . KOMIIBIOTED,
MYJIbTHUMEINA, ayAUOBU3YaAJIbHBIC MATCPUAJIbI.












