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1.Ileab ¥ 327241 OCBOCHMS AUCHHILIUHBI
JlaHHas porpamMMa paccuMTaHa Ha CTYJIEHTOB, IPOAOIDKaoIKX o0ydeHue B maructpatype AITIY.
OCHOBHOW 1LIE€NBbI0 MPENoAaBaHUsl IUCHMIUIMHBI «MHOCTpaHHBIM S3bIK B IPOQecCHOHATBHON
KOMMYHHUKAIIMH» SBISETCA 3aKpEIUICHHWE 3HAHWH, MOJYYEHHBIX MAruCTpaHTAMH B TMPEABIIYIIEM
sTane oOy4yeHHs- OakanaBpuaT, W JajbHeWIIee UX yIIyOJeHHEe 3a CuUeT M3Y4EHHUs s3bIKa
npoeCCHOHATLHON KOMMYHUKALIUH.
Iesnp naHHOM mMporpaMmbl —pa3BUTHE Y CTYACHTOB MarucTpaTypbl YMEHUH W HaBBIKOB OOILEHUS B
YCTHOW W THCbMEHHOW (opMe B THUNHUYHBIX CHUTyallusix B cdepe NpodeccuoHanbHOR
KOMMYHHKAIIMH, @ TAK)KE COBEPILIEHCTBOBAHUE SI3bIKOBOM U 00111€ITpO(hecCHOHATBHON KOMIIETEHIINH.
JIOCTM KEHHIO JAHHOM LIEIH CIIOCOOCTBYET PEIICHUE CIECAYIOIUX 3a/1a4:
® Dpa3BUTHE HHTepeca K [PUMEHEHUI0 HWHOCTPAHHOIO  s3bIKA B  IIPAKTHUKE
camMo00pa30BaTeNIbHON JEATENbHOCTH NE1arora;
pa3sBUTHE KOMMYHHKATHBHBIX YMEHHMI MarucTpaHTOB;
® Da3BUTHE MEXKYJIbTYpHBIX 3HaHMH U YMEHMH, KOTOpbIe IO3BOJSIOT MAarkuCTPaHTy
OPUEHTUPOBATHCSI B PA3IMYHBIX TUNAX KYJIbTYP U COOTHOCHMBIX C HUMHM HOPM JEJI0OBOTO

O0IIICHMUS,

® pa3BUTHE 3HAHWA U YMEHUH COCTABIICHHS JCJIOBOW KOPPECIOHICHIIMM Ha WHOCTPAHHOM
SI3BIKE;

®  OBJAJICHUE TEXHUKOW YTCHHUS, IEPEBO/IAa U peepupOBaHHS AYTCHTUYHBIX TEKCTOB JIEIOBOU
TCMAaTUKH.

CTyneHTbl JOJDKHBI YMETh OCBEIIATh Pa3HOOOpa3Hble BOMIPOCHI, MPABUIBHO CHHTAKCUYECKU U
CTHJIMCTUYECKH OPraHNU30BaTh CBOIO PEUb, IPOBOJUTH AHAIIM30B TEKCTOB JIEJIOBOM HAIIPaBICHHOCTH.
PaboTa Haj COBEpIIEHCTBOBAHMEM sI3bIKa BEJETCS KaK Ha MaTepuane MUCbMEHHBIX paboT, Tak U
YCTHO C TOCJICAYIOIIMM KOMMEHTHPOBAHUEM, OOCYKICHHEM W pabOTON HaJ MHIUBUAYAJIbHBIMU U
TUNMYHBIMU omOkamu. Ilpu or6ope meronnyeckoro marepuana oco00e BHUMaHHE HEOOXOIUMO
ynensatb 3()(EeKTUBHBIM TpUeMaM AaKTHBHOTO OOY4YeHHs, a TaKKe IOCTIDKEHHSM COBPEMEHHBIX
METOAMK (KOMMYHMKAaTMBHOIO M HMHTEHCHBHOIO OOyuYeHHs, UIPOBOrO MoJenupoBaHus). B xone
JAHHOTO Kypca CTYAEHT J0JKEH NMPUoOpPeCTH MPaBUIIbHbIE IPOU3HOCUTEIbHBIE HABBIKH, HAYYUTHCS
CBOOOJHO M MPaBWJIBHO MOJb30BaThCid I'PAaMMATHYECKUMU KOHCTPYKLHUSIMHM aHTIHUICKOrO S3bIKa,
OBJIAJIETh JIOCTATOYHO OOIIMPHBIM CJIOBAPEM M HAYUYUTHCS CTUIMCTUYECKU MPABHIBHO O(OPMIISATH
CBOIO peYb KaK YCTHYIO, TaK U MUCbMEHHYIO.

2.Mecro qucuumiaunsl B ctpykrype OITIOII BO
HucrurimHa (b1.0.02.02) «HOCTpaHHBIH SI3BIK B poheCCHOHATBHOMN
KOMMYHHUKAIIUU»OTHOCUTCS K UCIUILTHHAM 0a30Boii yactu broka 1 yuebnoro mmana OIIOIT BO
o HampasneHuro noAaroroBku44.04.01legarornveckoe obOpa3oBaHue.
Huctumuna (61.0.02.02) «MHocTpaHHBIH S3BIK B MPOQECCHOHAILHOW KOMMYHHKAIIUH»

0azupyeTcst Ha KOMIETEHIUAX, 3HAHHUAX, yMEHUSIX M HABBIKAaX, CGOPMHUPOBAHHBIX Y O0YYalOLIUXCS B
pesynbraTte OOY4YeHHS B cpelHeid o0meoOpa3oBaTeNbHON IIKOJIE M B PE3YJIbTaTe OCBOCHHS
muctummuH - OIIOIT  GakanmaBpa  «llpakTrdeckuii Kypc aHTIMHCKOro s3bIkay. JlucrumimuHa
«HOCTpaHHBIA $3bIK B TNPO(eCcCHOHATBHOH KOMMYHHKAllMM» OO0ECHeuMBaeT YriyOJeHHYIO
MOJATOTOBKY CTYJIEHTOB-MaruCTPaHTOB K Pa3HOOOpa3HON mNpodecCHOHaIbHOH —JAeSITEIbHOCTH,
CBSA3aHHOM C MCIOJb30BaHWEM 3HAHWHA M YMEHHUIl B 00JACTH MHOCTPAHHOTO S3bIKa B YUPEKICHHUIX
oOpa3oBaHus, KyJIbTYypbl, yrpasienus, B CMU, B 061acTu MEXKYJIBTYPHOM KOMMYHUKAMH. 3HAHUE
S3bIKa HEOOXOAMMO JUISI MAarUCTPAHTOB JUTS M3yYeHHS WHPOPMAIMOHHBIX PECYPCOB HAa aHTIUHCKOM
s3pike. KoMmmnereHmy, copMUpoOBaHHbBIE B MpoLecce MU3yYeHUS AMCLHUILIMHBI, HEOOXOIWUMBI IS
OCBOGHUS COAEpKaHWUA AWCUMIUIMH: «MeToanKa MpernofgaBaHus aHTIHICKOTO S3bIKa B YCIIOBHUSIX
MHOTOSI3BIYUS», «AHTITHHCKUN S3BIK U MEKKYJIBTYPHOH KOMMYHHUKAIIUN», IUCIIUILINH MO BBIOOPY
CTYAEHTa,  BBIMOJHEHHs  3aAaHuil  (y4eOHOH,  MPOM3BOJACTBEHHOW  NPAKTHK,  HAy4YHO-
MCCIIEIOBATEIHCKON Pa0OThI) M TIOATOTOBKH K HTOTOBOM aTTECTAIlHH.



3.Jlnanupyemble pe3yabTaThbl 00y4eHHsl 0 JUCIUIIHHE

B pesynbraTte ocBOEHHs colepKaHMsI IPOrpaMMbl y OakagaBpa J0JKHBI ObITh C(HOPMHUPOBAHBI

KOMIICTCHI MU

@dopMupyeMble KOMIIETEHIHMU

Kon

Haumenosanue

Ilepeyens nuIaHNpyeMbIX pe3yJIbTATOB
00y4eHHs 110 JMCHHUIIIMHE

YHusepcaiabable kKomnereHuuu (YK)

YK-4.

CriocoOeH TPUMEHSATh COBPEMCHHEIC
KOMMYHUKATUBHBIC TCXHOJIOTHH, B TOM
YHCiIe Ha MHOCTPAaHHOM (BIX) sI3BIKE(ax),
JUTSE AKaJICMHYECKOTO u
po(heCCUOHATBHOTO B3aUMOICHCTBUS

YK 4.1.

YMeeT BBIOMpATH HAa TOCYAaPCTBEHHOM U
WHOCTPAaHHOM (-bIX) fI3bIKaX KOMMYHHKAaTHBHO
npUeMIIeMble CTHIIN JEJIOBOTO OOIIEHMS,
BepOasIbHbIE U HEBepOaJbHbIE CPEACTBA
B3aMMO/ICHCTBUS C MAPTHEPAMH

VK 4.2. YMeeT ucronp30BaTh HHPOPMAITHOHHO-
KOMMYHHKAIIMOHHBIE TEXHOJOTHH TPH
MOUCKE HE0O0XOIUMOHN HH(POPMALIUH B
IpoIecce PeLeHNs Pa3IHYHbIX
KOMMYHHKAaTUBHBIX 3a]]a4 Ha TOCY/IapCTBEHHOM
Y MTHOCTPAHHOM (- bIX) SI3BIKAX.

YK 4.3. Ywmeer BECTHU bi( N (0):3% %)
MEPETIHCKY, YUUTBIBasE ~ OCOOCHHOCTHU
CTWJIMCTUKU O(HIMATBHBIX W HEO(HUIIHATBHBIX
nHCeM,  COIMOKYJIBTYpHBIEpa3MuuusBhopmare
KOPPECHIOHJICHIIMA HA TOCYAapCTBEHHOM U
MHOCTPaHHOM (-BIX) SI3bIKAX

YK 4.4.

YMeeT  KOMMYHMKaTMBHO M KYJBTYPHO
MIPUEMJIEMO BECTH YCTHBIE JIETIOBbIE Pa3srOBOPHI B
nporecce po¢eCCHOHAIBHOTO
B3aUMOJCHCTBUSI HAa  TOCYJAapCTBEHHOM U
WHOCTPAHHOM (-BIX) A3BIKAX.

VYK4.5.JIeMOHCTpHpPYET YMEHHUE BBIOJIHATh
NEePeBOJ] AKaAEMUUECKUX U MPOPECCHOHATBHBIX
TEKCTOB c WHOCTPAHHOTO (-p1x) Ha
rOCYJIapCTBEHHBIH SI3BIK.

Oomenpdeccnonanbubie komnerenunu (OIIK)

OIIK-8

Criocoben MIPOEKTUPOBATH
MEJArOruuecKyro 1eITeIbHOCTh Ha
OCHOBE CIIELIMATIBHBIX HAYYHBIX 3HAHHUU
Y PE3YJIBTATOB UCCIIEIOBAHUI

OIIK 8.1. 3HaeTr 0COOEHHOCTH I1€4arOrMUECKOM
JIeATENIbHOCTHA;  TpeOOBaHMS K  CyOBEeKTaMm
MEJJarOTUIECKON  JIESATENHHOCTH; PE3YJIbTAThI
Hay4YHBIX WCCIIeIOBaHUT B chepe
Me1arorM4ecKou AesITeIbHOCTH.

OIIK 8.2. YMeeT ucrob30BaTh COBPEMEHHBIE
CrienaibHbIe HAyYHbBIE 3HAHUS U PE3YIbTAThI
WCCIIEIOBAHMM ISl BRLIOOPA METOIOB B
MeAaroru4ecKoi 1eATEIbHOCTH.

OIIK 8.3. Bnageer meromamu, hopmamu H
CPeICTBaMH MEAArOrMYeCcKOi AeATeNbHOCTH;
OCYILIECTBIISIET WX BHIOOpP B 3aBUCHMOCTH OT
KOHTEKCTa PO eCCHOHANBHON AEATENILHOCTH
C Y4ETOM pPe3yJIbTaTOB HAYYHBIX UCCIICIOBAHUI.




4. TpynoémMkocTb TUCHUILTHHBI (MOTYJIA)

OO6mmast Tpy1I0€MKOCTh TUCIHUIUIMHBI COCTABISIET 3 3aueTHbIe eAuHUIBI( 108 gacoB).

Jucuunnuna uzydaercs B 1-m cemectpe.

Ta0muma 1

Bun yueOHO# paboTs

Ounag

dhopma
oOyueHus

3aoyHas

dhopma
o0yueHus

AynurtopHble 3aHATHS (BCEro)

28

Jlexun

IIpaktrueckue 3ansatus (113)

28

Cemunapsr (C)

Jlaboparopusie padotsl (JIP)

CamocTosiTesibHast paboTa (Bcero)

80

102

K 3aHATHAM

ITpopaboTka MaTepuaa JIEKIHH, II0rOTOBKa

CamMocTosTeIbHOe N3YUYCHUC TEM

KonTponsHbie paboTht

Pedepar

Kypcogoii mpoekr (paboTta)

[TpomexxyToUYHas aTTecTanus (3a4erT,
9K3aMCH)

3auér

3auér

O0mmas TpyI0eMKOCTh

108

108

5.Copepikanue TUCHUNIMHBI (MOXYJIA)

5.1. TemaTuyeckuii miaan

Tabmuma 2
Ne HaumenoBanue pasnena Bunet yueGHOM pabOThI U TPYIOEMKOCTh UX U3YUEHUS
(TEeMbI) TUCIMIIIMEBL | Jlekruu ITpaxr. JTaGop. Camocrost | [TpomexyTod
3aHATUSA 3aHATUSA eJbHas HBII
paboTta KOHTPOJIb
OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | O4H | 030
Moayas 1. [IpodeccuonajibHoe od0eHue
1.1 [Ty6nmuHOE BEICTYILUIEHUE 4 2 10 12
KaK aHp JIeJI0BOTO
oOmIeHMS.
1.2. ®DopMaTkl IET0OBOTO 4 10 12
o01IeHus 2
1.3. | Ciyxe0OHblIii AUAIOT. 4 10 14
1.4. | Buzapl neperoBopos, 4 10 13
IIpaBuJia UX BEACHUS.
Hroro 3a 1 moayJib 16 |4 40 51
Moay.s 2. [IucbMeHHbIe 0U3HEC- KOMMYHUKALMU
2.1. ®dopmartsl, IpaBuia 3 2 10 12
NHCBMEHHOTO  JICJIOBOTO
o011eHust




2.2. | AHHOTHpOBaHUE, 3 10 12
pe3rOMHpOBaHUE "
pedepupoBanme
Ka4eCTBEHHOM Mpecchl
2.3. | Onpenenenne KII. 3 10 14
2.4. | CuHTakcH4yecKue 3 10 13
ocobenHoctH si3bika KI1
Hroro 3a 2 moayJib 12 2 40 |51
HToro 3a cemectp 28 |6 80 102 | 3auy. | 3au.

5.3. TeMbl NIPAKTHYECKUX/CEMUHAPCKHUX, JJAOOPATOPHBIX 3aHATHI M NepeYeHb 3aJaHuil

Tabmuna 4
Ne Tema npakTu4eckoro 3anmanust (MK BOIIPOCHI IS ®opma Jluteparypa
/T (cemuHapckoro, 1ab.) 00CYXICHUS Ha CeM. 3aHITHH) OTYETHOCTH

3aHATHUA

Moayas 1. [IpodeccuonanbHoe o0leHUE

1.1.

[Ty6GnudHOE BBICTYIUIEHUE
KaK JKaHp JeJIOBOrO
00IIEHNS.

3anamue Nol,2
1.Mudopmanronnas

peysb.

2.IlpuBeTrcTBeHHas] peyb.
3.ToproBas peusb.

4. Dranbl MOATOTOBKA H
MPOBEACHUS ITyOJIMYHOIO
BBICTYIIJICHUSI.
JIOKOMMYHMKATUBHBII
3Tam: OIpenaeieHne TEMBI
W LeIH BBICTYIUICHHS,
OLIEHKa  ayJIuTOpUH U
00CTaHOBKH, no100p
MaTepuaia, co3J1aHHe
TEKCTa W TNPE3CHTALNH,
peneTHIus.
KoMMyHUKaTHUBHBIN:
BBICTYIIJICHHE, OTBETHI Ha
BOTIPOCHI, BeJICHHUE
TIOJIEMHUKH.
[TocTkOMMyHUKaTUBHBIN
9TaIl: aHAJIHU3 PEUH.

3anamue Ne2

1.YcraHoBienne KOHTaKTa C
ayIUTOpUEH, ero MIPUEMBL:
BOIIPOCHO-OTBETHBIN IIPHEM,

Iepexoj; OT MOHOJIOTa K JHAJoTy,
OpUeM  CO3JaHus  NpoOJIEeMHON
CUTyaluu, ImpueM HOBHU3HBI
nHpOpMAITUK OmoOpa HA JIMYHBII
OIBIT, HCIOJB30BAaHHE  IOMOPA,
KpaTKoe OTCTYIUICHHE OT TEMBI.
2.Cpenctaa HeBepOaIbHOMN
komMmyHuKauuu.llosa, JKECTBI,
MHUMHKA BBICTYTAIOMIETO.

3.IIpaBuna IIOATOTOBKH
MpPEe3eHTALMK:  KOJMYECTBO U
oopmiieHUEe  CIAlJoB, BBIOOP

YcrHbli
orpoc.
KontpomnsHo-
TECTOBBIE
3alaHus.

CM. nyHKT 72,0




mpudrTa, CHHTaKCHICCKHE
OCOOCHHOCTH TEKCTa, CTPYKTypa
MIpe3eHTAIINN.
4 Ananmus MyOIMIHOTO
BeIcTymyieHus. Cxema  aHanmsa
yOJIMYHOTO BBICTYIUICHUSI.
5.KomnexkTuBHBIH pazbop
BBICTYIUICHUH COKYPCHHKOB,
6.[TucemeHHbBIC OT3BIBBI 0
BBICTYIUICHUSIX.
1.2 | dopMaThl AEIOBOIO 3anamue Ne3 VYcrabIin CM. iyHKT 72,6
oOmIeHHs 1.CocraBnsitoriiie  yCHEMIHOro | OMpoc.
JIeTIOBOTO o6menns. | KOHTpOIbHO-
2.MeXKyIbTypHbIE pasauyus B | oC OBPIC
JIeTI0BOM OOIICHUH. SAIAHHA.
3anamue Nod
3.0cobennoctn JIEIIOBOTO
oOmerns B oQuIHAIBLHOH U
HeoUIMaNbHOH  OOCTaHOBKE.
4.PeyeBoii STHUKET.
5.PernonanpHOE BapbHpOBaHWE
B JENOBOM  OOUICHWH  Ha
AHTJIMHACKOM SI3BIKE.

1.3. | Ciny>xeOHbIi JUAJIOT. 3anamue N5 VerHblit CM. niyHKT 72,0
1.Tunbl pedeBbIX aKTOB B JEJIOBOM | OMPOC.
OGLICHHH: BOIPOC, MOOYXIeHHe, | KOHTPOTbHO-
coOOIIeHNE TECTOBBIC
2.3aKkpbIThIE, OTKPBITHIE, SANAHIL
PUTOpPHYECKHE BOTPOCHI, BOIPOCHI
JUIsE  OOJTyMBIBAHUS, TEPEIOMHBIC
BOTIPOCHL.
3.Metoabt yOexneHus
cobeceIHruKa
4.Ilcuxonoru4ecKue THITBI
co0eCceTHUKOB.
5.HesepbanbHbie cpeacTBa
JIeTIOBOTO OOIICHUSI.
3anamue Ne6
6.IIpocTpaHcTBEHHBIE HOPMBI
JIEJIOBOTO OOIICHMSL.
7.CryxeOHbIi TenedOHHbIH
pasroBop.
8.TexHuKa peuu B pa3roBope o
TenedoHy.
9.IlpaBua BeeHUs TeIe(OHHOTO
pasroBopa.

10. MHTEpBBIO IPH TIPHEME HA
pabory.
1.4. | Buabl neperosopos, 3anamue No 7 VYerHblit CM. iyHKT 72,0
MpaBuia UX BEJCHUSL. 1.9rams! HOJATOTOBKH u | ompoc.
MIPOBEIECHMS I1epEroBopoB. | KOHTPOIbHO-
2.JI0KOMMYHHUKaTHBHBIH 9Tam: cbop | TCCTOBEC
3a/aHus.

rH(pOpMaIy, ONpeneieHne Leen
U 3ajlay, ONpEAETICHUE BPEMEHU U
MECTa  BCTpEYH, Y4aCTHUKOB




Jesieralyy.
3.KoMMyHHKaTHBHBII JTal:
MIPEOCTABICHUE  CTOPOH  JIpyT
IpyTy, WU3JIOKEHHE IMpobieM u
Lesied, aHaiau3 MpoOJIEMBl, AUATIOT
YYaCTHUKOB, apryMeHTaIHs
BapUaHTOB pPELICHUH, MOIBEICHHE
UTOTOB W TPUHATHE pELICHUH,
COCTaBJIEHHE MPOEKTa JJOKYMEHTOB.
4. IIoCTKOMMYHUKAaTUBHBIA  OTaIl:
aHaJIN3 IEPErOBOPOB.

5.513p1KOBasA COCTaBJISIOIIAS
YCIEUIHBIX IEPErOBOPOB: CIIOCOOBI
IIPUBJICYCHNUS BHUMAHUS, [IPOBEPKa

aJIeKBaTHOCTHU MTOHUMaHus,
[IO/IBITOKUBAHNE JOCTUTHYTHIX
JOTOBOPEHHOCTEH, — CMATYeHUE
BbICKAa3bIBaHUS.

6.Y4eT KyIbTypHBIX paziIuuuil Mpu
MOJIrOTOBKE u BEICHUU
[IEPErOBOPOB.

3anuamue No 8
1.Wutepepto. Lenu wu  3agaun
OOIICHUS ¢ MPEACTABUTEIIIMU

IIPECCHI.
1.JJoKOMMYHUKaTUBHBIN JTam:
oTIpe/ieTIeHHe (coBMecTHO c

WHTEPBBIOEPOM) Kpyra mpoOieM
pasroBopa, HOATOTOBKA OTBETOB Ha
mpearnoiaraeMble BOIIPOCHI,
H3y4eHue nHpOpMAITUH 0
KypHAIIUCTE.
2.KoMMyHHUKaTUBHBII JTam:
MIPUBETCTBUE, YCTaHOBJIEHUE
KOHTaKTa; OTBETHl Ha BOIPOCHI
HHTEPBbIOEPA, MpoILaHNue u
0aroapHOCTs 32  HWHTEPECHBIC
BOTIPOCHI.
3.JI0OCTKOMMYHUKATUBHBIA ~ 3Tall:
aHanM3 WHTepBbIO. llpaBuna s
HHTEPBBIOUPYEMBIX.
4.Cretnduika mpecc-KoHMepeHIH
Kak BHIa JEJIOBOTO0  OOIIEHHS.

IToaroroBka K npecc-
KOH(pEepEeHIINH.

5.CocraBiieHre  3asBIICHHS IS
IIPECCHI. OO01ieHue c

KypHaJIHCTAMH  IIOCJIE  IIPecc-
KOH(epeHIHH.

Moayasb 2. [IucbMeHHbIe OU3HEC- KOMMYHHKALUHA

2.1.

dopmMmarsl,
MMCHEMEHHOIO
OOIIeHUS

MpaBuiIa
JIEJI0BOTO

Sanamus Ne9,10

1.5I3bIK TIMCHMEHHOI'O  JIEJIOBOTO
00IIICHMS.

2.Bungel JEIIOBBIX IHCEM.

CtpykTypa  JEJIOBOTO  IHCHMA.
3 5I3bIK M CTHJIb JIEJIOBOT'O IIHCHhMA,
4. TunuyHple KIINIIIE.

YcrHblit
o1poc.
KoHTponbHO-
TECTOBBIE
3a/1aHusl.

CM. niyHKT 72,0




5.JIucpmMo-3ampoc W  OTBET Ha
3arpoc, MMCHMO-3aKa3,
peKiaManuy. DICKTPOHHAs IoYTa:
(dbopmar, cTUIIb, TUITHYHBIE KITUIIIE.

2.2 AHHOTHPOBaHHUE, Sanamusa Nell VCTHBIH CM. niyHKT 72,0
pe3lOMUpOBaHUE u | 1.Pestome. Ilenw cocTaBnenust ompoc.
pedeprpoBanue pe3roMe, ero CTPYKTypa H SA3bIK. Kontponpo-
Ka4eCTBEHHOM MPECCHI 2.CTpyKTypa, COflepKaHUe U SA3bIK | oo OBPIC
COIPOBOTUTEILHOTO MTUCHMA SANAHIL.
3.AHHOTHPOBAHHE,
pe3roMupoBaHie U pedeprupoBaHme
Ka4ECTBEHHOW MPECCHI.

3. Onpenenenne KI1. 3anamue Nel2 YerHblit Cum. myHKT 72,0
1.0npenenenue KII. ompoc.
2.Crnosapsnsiii coctas KIT: KontponbHo-
00ILIeynoTpeOuTeIbHAS U eioBast | Lo TOBRIC
JIEKCHKA, TEPMHUHBI, UMECHA SANARMA:
COOCTBEHHEIE.

3.CtuincTuyecKkue 0COOEHHOCTH
KII: meradopa, urpa cios,
QILTIO3USL, TUTALUS, HEOJIOTU3MBI,
POJIb MOBTOPA B M3BJICUCHUN
nH(bOpMAaITUH.

4.KoHuenTyaibHbBIN U
JIMHTBUCTUYECKUI aClIEKT
myOmmkarmii B K11, nx coBnanenus
U PacXOXKACHUs

2.4. | CunTakcudeckue Sanamue Nel3,14 VCTHBIA CM. niyHKT 72,0
ocobennocTu sa3bika KII 1.Cunrakcuyeckne ocobennoctu | OMPocC.
A3bIKa KIT; | KonrpoiHo-

TECTOBBIC
HIIUPOKOYIOTPEOUTETBHEIC

3a1aHus.
rpaMMaTH4eCKHe  KOHCTPYKIIHH,
CUHTAKCHYECKass KOHBEPIeHIIHS,

CerMEeHTaIHs CTPYKTYpBI
TIpeIOKEHHUS, aKTyaJbHOE
YJICHEHHE.

2.Koresuss W KOTepeHTHOCTh B
KII3.Crioco6s1 KOMIIpECCHU

TEKCTa TpPH  PE3IOMHUPOBAHUH,
AHHOTHPOBaHUH, pedeprpoBaHUN

KIL

4 SI3bIKOBBIC KJIUIIIE,
HCIONb3yeMbIe MPU KOMIIPECCUU
TEKCTa.

5.4. 3apanus caMmoCTOATEIbHOM PadoThI
Oco00e MecTo B OCBOSHUH JaHHOH JUCIUIUIMHBI 3aHUMAET CaMOCTOsITeNIbHAs padoTa CTyIEHTOB
(CPC) obmmm oobsemom 80/1024acoB.
st ycHemHoro OcBOEHHs MarepHaia Kypca W NPHOOPETEHHS COOTBETCTBYIOLIMX HAaBBIKOB M YMEHHUH
PEKOMEH/IyeTCSl 3HAKOMCTBO C OOJBIIMM KOJMYECTBOM AYTEHTHUYHBIX OOpa3lOB YCTHBIX M MHCHMEHHBIX
JIENIOBBIX U MPO(EeCCHOHAIBHBIX KOMMYHHUKAIMA, UX TOAPOOHBIN SI3bIKOBOM aHanu3. J{ns pemieHus 3Tol
33Jla4yl PEKOMEHAYETCSI HE TOJIBKO MCIIOJIb30BAHUE COOTBETCTBYIOLIEH JMTEpaTypbl, HO U PECYPCOB
HWHTEpPHETa, B OCOOCHHOCTH TEX, KOTOpble pa3paboTaHbl (M MOCTOSHHO OOHOBISIOTCS) CHELHUAIbHO IS
00y4YeHHs A3bIKY JEJI0BOr0 U npodeccnoHanbHoro obieHus. Oco0oe BHUMaHUE ClieAyeT 0OpaTUTh Ha TO,
KaKk B YCTHOM ¥ TIHMCHbMEHHOM [I€JIOBOM OOIIEHWH TMPOSBISIOTCS MEXKYJIbTYpHBIE —pa3IHuus
KOMMYHHKaHTOB. Ha camocTostensHyto paboty mo Moxynto 1 BBIHOCSTCS TEOpETHUYECKHE acIeKThI



MpenIaracMbIX TeM, KOTOPBIE CISAYET H3YUHUTh M0 UCTOYHUKAM Ha PYCCKOM U aHTIIMICKOM SI3BIKaX, a TAKXKe
MOATOTOBKA IMyOJMYHOTO BBICTYIUICHHS TPEX BUJOB: NPUBETCTBCHHAS pevb, WH(OPMAIMOHHAS PEeUb U
TOproBasi peyb.

Ha camocrosrenshyto paboty no Moaymto 2 BerHocHuTCs TeMa 1 «DopMaThl ¥ CTHITH TUATIOTHYECKOTO
JICJIOBOTO OOINEHUS», @ TAKKE MUCHhbMEHHBIC 3a1aHus: 1) pe3FOMe M CONIPOBOIUTEIILHOE MMUCHMO TIPU MTPHEME
Ha paboTty (Tema 2); 2) menoBoe nuckMo (Tema 3); 3) memopanmyMm (Tema 5); 4) IpoTOKOJI coOpaHus (Tema
6).

Ne Pa3gen (tema) nporpammsel | Kotnu | 3aganus ®opma Jlureparypa
n/m €CTBO AJISl CAMOCTOSITEJILHOTO OT4YéTHOCT
4acoB | BBINOJIHCHHUS "

Monyas 1. [IpodeccuonanbHoe o01enue

[Tyb6nwanoe BeicTyruienne | 10/12 1.0O3HaKoMIIEHHE VerHbli Cwm. myHKT 72,0
L.1. | kxak sxanp nenoBoro MarucTpaHToB C IUTAHOM | OTpoc.
OOILICHUS. CaMOCTOATEIBHOM paboTsr | KOHTPOIb
Ha y4eOHBII rox, | HO-
rpaduKOM KOHCYIbTAIHH. TECTOBLIC
3a7aHusl.
2.Konkypc Ha mdydiee
SI3BIKOBOE
mopThOINO000yIaAFOIIEroc
s,
3.Brimonnenue
€XKEeHEeIEeNbHBIX
JIOMAIIHKUX 33JaHUui 1O
Kypcy «HOCTpaHHBII
SI3BIK
3.http://www.englishclub.
com/speaking/presentatio
ns.htm

1.2 | dopmartsl 1e10BOTO 10/12 1.AHanu3 BUpeo3anuceit | YCTHbIH Cwm. myHKT 72,0
0oO01IeHNS My OTMIHBIX onpoc.
BBICTYIUIEHUH 110 Konrposs
PEKOMEH ALK HO-

TECTOBBIC
MpenoaBaTes 1 1o

3a7aHusL.
COOCTBEHHOMY BBIOOPY
MarvCTpaHTa,
ompeJieNieHHe THITOB
0paTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

1.3. | CnyxeOHBIH Tuaor. 10/14 1.IlpocMoTp u aHamm3 | YCTHbIH Cwm. myHKT 72,0
BHJIC03aIIACEN OIpoc.
CITyeOHBIX INAJIOTOB. Konrpons
Ananus BepOanbHON 1 HO-
HeBepOATBHON TECTOBPIC
3aJlaHus.
COCTaBJISIOLIMX
YCIICHIHOTO U HEYJIAYHOTO
CITy»Ke0OHOTOo nrajiora.
IToaroroBka k poseBoi
urpe «THTepBHIO TPU
mpueMe Ha padoTy».
[TpocMoTp BUaEO3anIUCH
Howtogetajobyouwant Ha
Onore
www.tiashija.blogspot.co
m



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

1.4.

Busl neperoBopos,
MpaBujia UX BEJCHUS.

1013

1.AHanu3 BUEO3anucen
MyOJINYHBIX
BBICTYIUICHUH 11O
pEKOMEHIAITIH
MPEToAaBaTesIsl U Mo
COOCTBEHHOMY BHIOOPY
MarucTpaHTa,
OTIpeICIICHUE TUIIOB
OpaTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

YcTHBIIT
onpoc.
MonynbHbI
M TecT.

CM. niyHKT 72,0

Monayasb 2. [IncbmMeHHbIe OM3HEC- KOMMYHUKAIUHA

2.1.

dopmarsl,
MMMCBMEHHOTO
001LIEeHNs

MpaBwiia
JIEIIOBOTO

10/12

1.IIpopaboTka TEOPHUH
BOIIpOCA, M3ydeHne
SI3BIKOBOM COCTaBJISIIOIIICH
O(UIMATILHOTO,

MOy O(UITHATEHOTO u
HEO(UIMATIBHOTO CTHIICH
JINAJIOTHYECKOTO
JIEIIOBOTO OOIIICHHS.
2.IIpocmoTp
BHICO3aIMCcei Ha
peIMeT W3yYeHUS
PETHOHAILHOTO
BapbUpPOBAHUS B JAEJIOBOM
OOIIECHHUH.

1.Ha3zaposa T.b.
AHTTIUHACKHN S3BIK
nenosoro obmenus. Kype
JEKIUH U IPAKTHKYM. —
ACT, Actpens, BKT.
2009

2.Hazaposa T.b.,
[Ipecnyxuna U.A..
PeruonanbHoe
BapbUPOBAHKE B JCTIOBOM
OOIIEHUY HA aHTJITHHACKOM
si3pike. — ACT, Actpenb,
BKT, 2009

VYerHbii
orpoc.
KouTpoas
HO-
TECTOBBIE
3a7aHusL.

CM. yHKT 7a

2.2

AHHOTHPOBaHUE,
PE3IOMHPOBAHKE u
pedepupoBanue
Ka4eCTBEHHOU Mpecchl

10/12

IIpocmotp w  aHanus
BUJIE03aMNCeH HHTEPBBIO
Kax TOTOBHUTHCS K
WHTEPBBIO
http://www.ublicityhound.
net/prepare-for-an-
interview-with-a-reporter-
these- 8-ways

YcrHblid
orpoc.
KouTpoas
HO-
TECTOBBIE
3a/laHus.

CM. yHKT 7a

23

Omnpenenenue KII.

10/14

[TpopaboTka
BOIIpOCa
1.Beenenckas JLA.
Purtopuka u kynbTypa
peun. — ®enukc, 2010
2.Hazapoga T.b.
AHrauickuii sa3b1k
nenosoro obuenus. Kype
JIEKIIUI U IPAKTUKYM. —

TEOpUH

VYcTHbIN
orpoc.
KonTtpons
HO-
TECTOBBIE
3a/1aHuA.

CM. IyHKT 7a



http://www.englishclub.com/speaking/presentations.htm
http://www.englishclub.com/speaking/presentations.htm
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ACT, Actpens, BKT.
2009

I[IpocMoTp W  aHanu3
BHJICO3aIIACEN JUCKYCCUI

2.4 | CuHTaKkcuueckue 10/13 [TpopaboTka Teopun VYerHblit CM. myHKT 7a
ocobennoctu s3pika KI1 BoOIIpoca OIpoc.
[TonroroBka K MonymbHEI
MekKBy30BCKOMY HTect.

KOHKYpCY I1€PEeBOJIOB C
WHOCTPAHHOTO SI3bIKA Ha
pycckuii(Tipo3a,
1033us1 )( BBIIIOJTHEHNE
nepeBoja ¢
WHOCTPAHHOTO Ha
PYCCKHI S3BIK,
[ToarotoBka K KOHKYpCY
YTEeIOB Ha HHOCTPAHHOM
sI3bIKe  (O3HAKOMJICHHE C

WHOSI3BIYHOMN MO33H1EH,
3ay4YHBaHHE

HaU3yCTh)

ITpopabotka TEOPUHU
BOIpoca

peun. — @enukce, 2010
1..Hazaposa T.b.
AHTIUICKUN S3BIK
nenoBoro obmenus. Kype
JIEKLUHA U IPAKTUKYM. —
ACT, Actpens, BKT.
2009

2.IIpocMoTp 1 aHanu3
BUJICO3AIIUCEN TUCKYCCUI
3. IToaroroBska k
MexBy30BCKOMY
KOHKYpCY Ha JIy4IInit
BOIPOC Ha HHOCTPAHHOM
A3bIKe 110 TeMe «Bricmee
oOpasoBanue B Poccun u
CTpaHax U3y4aeMoro
S3bIKa» (M3Yy4EeHHe
WHOSI3BIYHOU
JTUTEpaTyphl,
COCTaBJIEHHE BOIpOCca U
OTBETA)

5.5. Temsbl pedeparTos
5.6. TBopyeckue 3aaHusI-HE NPEIyCMOTPEHbI
5.7.Curyanus QUi aHAJIU3a-He NMPe1yCMOTPEHbI
5.8.Crarbu AJ1s1 cocTaBJIeHHS] aHHOTALMI, pelleH3NIi-He PeAyCMOTPEHbI
5.9. Tembl KypcOBbIX pa00THE NPeIyCMOTPEHBI
6.D0H/1 OLIEHOYHBIX CPeJICTB JIsl IPOBeAeHHUs MPOMEeKYTOYHOM aTTecTalluu 00y4aloumXcs 1o
AUCHHUILIMHE (MOYJII0)

6.1.1lepeuens KomnemeHyutl ¢ yKazaHuem dmanos ux opmMuposanus 8 npoyecce 0C80eHUs
00pazosamenvHoOlU NPOSPaAMMbl

®opMupyemMble KOMIIETCHIIUH Ilepeyens nuIaHNpPyeMBbIX Pe3yJIbTATOB
0o0y4eHHUsI 1O AUCUMILINHE

Kon HaumenoBanue

YuauBepcaabhbie komnereHunu (YK)




VK-4.

CrocobeH TpUMEHSITh COBPEMEHHBIE
KOMMYHUKATUBHBIC TCXHOJIOTHH, B TOM
YHCiIe Ha MHOCTPaHHOM (BIX) sI3BIKe(ax),
JUTS aKaJIEMUYECKOTO u
po(heCCUOHATBHOTO B3aUMOICHCTBUS

YK 4.1.

VYMeeT BBIOMpPATH Ha TOCYIApPCTBEHHOM U
WHOCTPAHHOM (-bIX) f3bIKaX KOMMYHHKAaTHBHO
npUeMIIEMBble CTHIIN JEJIOBOTO OOIIeHHS,
BepOasIbHBIE U HEBepOaJbHbIE CPEACTBA
B3aMMO/ICHCTBUS C MAPTHEPAMH

VK 4.2. YMeeT ucronp30BaTh HHPOPMAITHOHHO-
KOMMYHHKAlIMOHHBIE TEXHOJOTHH TPH
MOUCKe HE0O0XOTUMOH HH(POPMALIUH B
IIPOIIecCce PEeICHUS Pa3IMYHbIX
KOMMYHHMKATHUBHBIX 3a7jad Ha TOCYAapCTBEHHOM
1 MTHOCTPAHHOM (- BIX) SI3BIKAX.

YK 4.3. Ywmeer BECTH JIEJIOBYIO
MEPEenucKy, YUUTBIBasi ~ OCOOCHHOCTH
CTUITUCTUKU OQUIHATBHBIX M HEO(QUIHATBHBIX
nHCceM,  COIMOKYJIbTYpHBIEpa3MuuusBhopmare
KOPPECTIOHZICHIIMM Ha TOCYIapCTBEHHOM U
MHOCTPAHHOM (-bIX) SI3BIKAX

YK 4.4.

YMeeT  KOMMYHUKAaTHBHO U KYJBTYpHO
MIPUEMJIEMO BECTH YCTHBIE JIEJIOBbIE Pa3srOBOPHI B
poliecce npodeccuoHaIbHOTO
B3aUMOJEHCTBUSI HAa  TOCYJAapCTBEHHOM U
WHOCTPAHHOM (-bIX) A3BIKAX.

VK4.5.JIeMOHCTpUPYET YMEHHUE BBIIOJHSATh
MePeBo] aKaJeMHUeCKUX U TPO(eCCHOHAITBHBIX
TEKCTOB c MHOCTPaHHOTO (-p1X) Ha
rOCYJIapCTBEHHBIN S3bIK.

Oomenpdeccnonanbubie komnerenunu (OIIK)

OIIK-8

Criocoben MPOEKTHPOBATh
MEJAroruuecKyro 1eITeIbHOCTh Ha
OCHOBE CIIELIMATIBHBIX HAYYHBIX 3HAHHUU
Y PE3YJIBTATOB UCCIIEIOBAHUI

OIIK 8.1. 3Haetr 0COOEHHOCTH I1€4arOrMueCKOil

JeSTeIbHOCTH;  TpeOoBaHMs K  CyObekTam
MeIaroruyeckKo  JEATETbHOCTH;  PE3yJbTaThl
Hay4YHBIX WCCIIeIOBaHUN B chepe

nez[arornquKoﬁ JACATCIIBHOCTH.

OIIK 8.2. YMeeT ucronb30BaTh COBPEMEHHBIE
CHenralbHble HAyYHbIE 3HAHUS U PE3YJIbTAThI
WCCIIEIOBaHUH [T BLIOOpA METO/IOB B
Mearoru4ecKoi 1esTeIbHOCTH.

OIIK 8.3. Bnameer meromamu, hopMaMu u
CpEICTBaMU MEIarOTUIECKON NeSATeIbHOCTH;
OCYIIECTBJISICT UX BHIOOP B 3aBUCUMOCTH OT
KOHTEKCTa MPpo(hecCHOHATHHON NeATENbHOCTH
C YUETOM Pe3yIbTaTOB HAYIHBIX UCCIICIOBAHUH.

6.1.2. Komniexm KOHMPOIbHBIX 3A0AHULL UTU UHblEe MAMePUAIbl, Heobxooumble OJisl
OYEHUBAHUSL KOMNEMEHYUL N0 MeoPemuU4ecKoll 2PAMMAmuKe aHeIUCKO20 A3bIKa

IMPUMEPBI TECTOBBIX 3AJJAHUM 1151 OIEHKA KAYECTBA OCBOEHHUSI
JTUCIHATLIAHBI (MOY.JIs])
IIpumepHbIe TecTOBbIE 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 1 was a boy, my brother and I would get into
argumentsover some dumb thing or another. Rather than having us talk the 1 ...out, our Dad
would make us put on boxing gloves, then take us out in the backyard where we would duke it
out. Since I was three years older than my brother, I won every 2 ... . In retrospect, I see that this
was an absurd way to resolve a conflict. All we did was beat each other to a pulp with the last one
standing being declared the —winner.| Unfortunately, this is often how conflicts are resolved.

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

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

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

General Guidelines for Dialogue

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

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

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

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



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

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

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

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

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

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

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

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

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

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

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

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

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

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

4. Complete the following passage:

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

When we give unsolicited advice, the judgmental assumptionis, 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

tomyself how smart I am.|

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

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

Here are some suggestions for making your advice work.

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

B Ask for permission to give advice.

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

D Listen, listen, and listen! —

E Be honest.

F Offer to assist, not insist.

G Allow people decide for themselves.

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

1. Look for ways of —expanding the piel.

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

3. Know your minimum acceptable offer.

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

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

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

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

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

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

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

each party has a substantial share.

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

7 . Decide which sentences match each negotiation style.

1) Win-win negotiation

a) Small business owners had no choice but to accept

the price quoted by the large corporation.

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

and both parties came back from the negotiations

empty-handed.

c) After some haggling both parties achieved

28

2) Win-lose negotiation



3) Lose-lose

negotiation

their most important objectives.

d) Neither negotiator knew the needs of the other party

and ended up making unnecessary concessions.

e) Having worked out this creative solution

neither party had to make any unwelcome

concessions.

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

the conditions dictated by the owners of the platinum

mine.

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

1) Singapore

2) China

3) Saudi Arabia

4) USA

5) Spain

6) Germany

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

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

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

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

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

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

a. cancel

b. postpone

c. bring forward

d. cut short

e. fix up

f. extend

. reschedule

. arrange a meeting

. find another time for the meeting

. hold the meeting later

. hold the meeting sooner

. hold a longer meeting

. finish the meeting earlier

7. not hold the meeting at all

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

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

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

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

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

b) Would you mind sending me a brochure?

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

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

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

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

a) I 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.

IIpakTnyeckue 3aJaHus AJs TEKYIIEr0 KOHTPOJISI 3HAHUI CTYI€HTOB-MATHCTPAHTOB

3ananue 1.0npenesnnre, 03HAYAET JIM CJI0BO CTPAHY WM HAMOHAJIBLHOCTD U MOCTaBbTE OYKBBI M ‘C’
(‘country’)uwiu ‘N’ (‘nationality’).

1 Greek 6 China

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

2.JIonoJIHUTE NPeJI0KEeHUs] CJI0BAMHU U3 PAMOYKHU
\ short / heavy / big / early / long / fast \
Hanpumep: 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 . Itisn’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. [logGepuTe BhIpaxKeHUs U3 IBYX CTOJIOMKOB U 00pa3yiiTe ¢pa3bl, Hampumep:
__c__ to the cinema on Friday night.

a) I often play 1 to the gym.

b) I never listen 2 golf on Saturdays.

c) I love going 3 TV after work.

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

f) Idon’tlikegoing

4. lonoIHUTENPe10KEeHHICI0BAMMU3PAMOUYKH
colleagues / company / flexible / friendly / job / opportunities / salary

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

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




5. JlonoJIHNTE NpeJIoKeHUs CJTI0BAMM U3 PAMOYKH

23""at / in / June / Monday / morning / New Year / the

1 We are always very busy in the .
2 Budapest is beautiful the spring.
3 We never go on holiday in .
4 Our sales conference is on October.
5 The office is quiet on mornings.
6 Max sometimes works till 11:30 night.
7 Our company closes for three days in summer.
8 We sometimes have a short holiday at
6 lonoJiHuTEe0ObSIBJICHUSINPEJIOraAMUIn, on, at, fromunuto.
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 drive you 4 your hotel to meetings or take you shopping and sightseeing.
And 5 Friday and Saturday night, we can show you the best nightlife with our special guided
tour.

7IlocTaBbTErIAT0JBIBHY:KHYI0(hOpMY.

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

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

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

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

8.IlocraBbTeriarontobeBny:xnyrgopmy.

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

9.11o10epuUTEOTBETHIKBBICKA3bIBAHUAM

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

3aganue 9.BpiOepute HY)KHOE CJIOBO U3 PAMKH U 3alIOJHUTE MPOITYCKU:



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
3aganue Nel0
Test 1Public Speaking

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

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

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

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

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

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

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




7. Simplify. g. Practice relaxation techniques in the days
before your presentation. Lie down or sit
comfortably in a quiet place. Breathe slowly.
Close your eyes. Imagine your upcoming
speaking engagement. Picture yourself
speaking with confidence.

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

9. Connect with your audience. 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?”

c. Be respectful: avoid sarcasm, criticism, or arrogance.

Keep your sense of humor.
Answer the question as directly and briefly as possible without being abrupt.



f.  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.

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

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

E gatherings
F professionalism
G shift

H spotlight

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

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

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

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

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

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

5. When you have limited preparation time.

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

7. When your audience suffers from PowerPoint fatigue.



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

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

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

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

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

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

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

6. Karen Hughes is Marketing Director at a multinational consumer electronics firm. Choose
the correct word from the list below to complete what she says.

We are one of the world's ............. 'in consumer electronics, introducing new

types of product that did not exist previously. However, where we are not first to the market with a
new product-type, we look at the market ............... 2 If it looks good, we develop our own
versions of the product. We usually test our offerings in focus ............... ? before ............... 4

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 ............... 3
groups of end-users with particular characteristics. We look at the marketing .............. % This
includes the best way of distributing the product, deciding which ............. 7 and retail
................ ¥ we are going to use. In the early stages, when the market is growing fast, it can be
QUItE .., ?: 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
................... 9. Of course, we try to be among these surviving companies, preferably number one
or number two in the market.

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

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

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

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

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

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

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

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

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



1 Vickers has a good reputation for buying companies that are
round, and bringing them back to profitability.
(estimate) the number of visitors: they forecast 10 million, but

2 The Dome's operators
fewer than 7 million showed up.

3 Metro tried to buy Wertkauf, but was

4 Under the agreement, NCR will
Solectron for at least five years.

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

(source) the manufacture of its computers to

(perform), turning them

(bid) by Wal-Mart.

(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

estate.
7 He is a skilful politician who has
8 The government has

............ (extend) themselves in real

(manoeuvre) his rivals.
(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
2) aproposal
a) accept b) agree
3) anidea
a) deny b) have
4) aproblem
a) face b) deal with
5) adecision
a) come to b) do
6) a solution
a) put forward b) look for

c) reject d) do

c¢) consider d) make

c) put forward d) suggest
c) make d) sort out
c¢) reach d) take

¢) 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)

2 Bank deposits are disappearing as nervous
investors send their money abroad. "The b)
situation is absolutely

3 The organisation's systems have been ©)
severely d)

4 The finance minister said the budget was  e)
totally

5 The new management techniques were f)

found to be highly

disastrous’, said one bank manager. ‘It
couldn’t be worse.’

badly hit by the closure of the mines, which
cost 10,000 jobs.

stable, secure and hopeful.

difficult, but much easier than it was before.
criticised by auditors, who found corruption
and mismanagement.

unrealistic, and a new budget will have to be
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. IlpakTHyeckue 3aJaHUA IS MPOMEKYTOUYHOT0 KOHTPOJISI 3HAHUM CTY/I€HTOB-
MAarucTpaHToOB

®opMoil TPOMEKYTOUHOM aTTECTALUU MO AUCHUILUINHE «HOCTpaHHBIHN A3bIK B IPOpECCHOHATBLHON
KOMMYHHKAIUH siBJsieTcs 3a4eT. CucreMa TeKyIIero 1 pyoeKHOro KOHTPOJIS CTPOUTCS 10 OaJIbHO-
PEUTHHIOBOM MOJENH, a WTOTOBBIM 3a4€T CTYJICHTHI MOJYYalOT B KAue€CTBE HAKOIUTEIbHOU
perTuHroBoi oneHku (He meHee 30 OamioB). B TexHOMOrMYeCKOW KapTe MUCHUILIAHBI BbIICICHBI
Bce (pOopMBI TEKyIIEro U pyOeKHOTO KOHTPOJIS, KaKIas U3 KOTOPHIX OIIEHUBACTCS ONPECICHHBIM
KOJMYECTBOM OailioB (B [UANa3oHe «MUHUMYM — MAKCUMYM)).

Bo3moxHO HauucieHwe OOHYCHBIX W IITpadHBIX OaUIOB (HANpPUMEp, K HEYAOBICTBOPUTEIBHON
OLICHKE B COYETAHUU C PEUTHHIOBBIM IITPA(QOM MPUPABHUBAIOTCS cadya TEKCTa y4eOHOIo 3aaHus,
M03aMMCTBOBAaHHOTO M3 MHTepHeTa WM W3 KOJUJIEKIMH y4eOHBIX 3aJaHui MPONUIBIX JIET, clava
IBYMsI ¥ OoJiee CTyJeHTaMH UJICHTUYHOIO TeKCTa Y4eOHOTO 3a/laHusl, UCIOIB30BaHUE IEKTPOHHBIX
porpaMM mnepeBojia. PeTHHroBbie OOHYCHI TIPEyCMaTPUBAIOTCS TPU JEMOHCTPAIMH CTYICHTaMH B
X0Jle ceMecTpa YriayOJeHHOro 3HaHUs y4eOHOTrO M JOMOJHHUTEIHLHOTO MaTepuaia, TBOPYECKOro,
WHUIMATHBHOTO W JHUCUUIUIMHHUPOBAHHOIO OTHONICHHS K ydeOHoMy mporeccy.TexHomorndeckas
KapTa BKJIIOYaeT 0a30BYIH0 M JOMOJHHUTEIbHYIO 4acTH. B 0a30Boil yacTH NPUBOAUTCSA pacyeT
PEUTHUHIOBOM OLIEHKH TeX Y4€OHBIX 3aJaHUN M KOHTPOJBHBIX IMPOIEAYpP, KOTOPHIC BBIMOIHSIOTCS
CTyJIEHTaMH B TeueHue cemectpa. [lns UTOroBoro 3adera CTyA€HTaM JOCTATOYHO Hakonuth 30
O0amioB. EnuHCTBEHHBIM 00sI3aTCIIBHBIM yUeOHBIM 3aJlaHueM, KOTOPBhIE MaruCTPAaHTHI JOJKHBI
BBIIIOJIHUTh BHE 3aBUCUMOCTH OT JIOCTUTHYTOI'O YPOBHSI HAKONMUTEIBHON OLEHKH, SBISAETCA
MOATOTOBKA W TPE3eHTalMs y4eOHOTO MpoeKTa (CTYACHTHI, MO YBAXKUTEIBHBIM IMPUYMHAM, HE
NPUHSBIIME Yy4YyacTHE B O3TOM pabore, 00s3aHBl MOATOTOBUTH YYEOHBI MPOEKT B COCTaBe
JOTIOTHUTEIBHBIX YU4e€OHBIX 3aJaHuil)./[onomHuTeNbHAs 4acTh TEXHOJIOTHYECKON KapThl BKIIOYACT
KOMITEHCUPYIOIIHE yuyeOHbIe 3a/1aHus. MarucTpaHThl BBIMONHSIIOT UX B TOM CIIy4ae, €CIId B paMKax
0a30BO yacTW HE cyMenu HaOpaTh KOJIMYECTBO OaJIOB, HEOOXOAUMOE ISl MOJyYeHHUs 3auera.
Bri6op IOMOMHUTENBHBIX Y4EOHBIX 3aJlaHUi U3 MPEAIOKEHHOTO TEepedyHs MarucTpaHThI
OCYILIECTBIISIOT CaMOCTOSATENIbHO. CPOK HX BBIIOJIHEHUS ONPEAEISETCs MPENo1aBaTeIeM.

IIpumepsl Bonpocos A5 3a4yeTa
dopmanbHOE U HePOPMATILHOE JIETI0BOE MUCHMO.
Kimme B 1en1oBoM NucbMe.
A60OpeBHaTyphl B 1€JI0BOM IHCHME.
Oco0eHHOoCTH AeT0BOM JOKYMEHTAINH.
Kontpakr. Tumsl COBpeMEHHBIX KOHTPAKTOB.
OO0pa31bl KOHTPAKTOB.
Kiumie KoHTpakToB.
CriennanbHasi TEpPMUHOJIOTHSI B KOHTPAKTaXx.
OnpeneneHre U TUIHI IEJI0BBIX BCTPEY.
10 [ImanupoBaHue NPOBEICHUS JEI0BOM BCTPEUH.
11. ®yHKIMOHATBHBIE OCOOCHHOCTH S13bIKA JIETIOBBIX BCTPEY.
12. Knumie genoBbIX BCTpeEY.
13. Onpezenenre U TUIBI TPEe3eHTAUH.
14. CTtpykTypa npe3eHTaluu.
15. Knuie B npe3eHTanuu.
16. Ctunuctuyeckue 0COOEHHOCTH MPE3EHTAIHH.
17. OnpeneneHye U TUIBI IEPETOBOPOB.
18. OcobeHHOCTH A3bIKA IEPETOBOPOB: JIEKCHKA, (DYHKIIMOHAIBHBIE CTHIIN, JTUCKYPC.
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1.lononauTe pasrosop Ha koHGepenunu. MosnunpeacrapiasgserCamykonier: doesn’t / is/ are / do /
isn’t/ aren’t

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

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

Bill, Emma How do you do.

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

Emma No, we (2) .We’re engineers.

Molly And where (3) you work?

Bill We’re with AK Designs.

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

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

3ananue 2. [IpounTaiite Tekct Legaleducation u nepenaiite Kkpatkoe cojep)kaHue Ha
AHTJIMHACKOMS3BIKE:
Legal education

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

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

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



3ananue 3.CocraBpTe aHHOTAIUIO K cneaytoniemy Tekcry:Legaleducation

3apanmue 4. [loaroToBbTe MPE3EHTALMIO CBOSH HAYYHOM CTaThbU WM JTOKJIAAa, UCTIONb3YS
HIKEITPUBEICHHBIEBBIPAYKEHNUS :

Sample of Presentation
Dear friends and colleagues,

May I welcome you on behalf of... . My name is ... , let me start by giving our terms ofreference.
My aim today is to discuss... I have divided my report into two parts. First, I wouldlike to talk
about ... .Secondly, I am going to analyze ... .This will take about twenty minutes.
To save time, could we leave questions until the end? Right. First of all, just a few words aboutthe
history of the subject ... . Now for the main problem. There is an essential differencebetween ... .
Turning now to the possibilities, I must say that there is a choice of two courses of
action... .Next we come to our recommendations ... .I have prepared a detailed list of issues
todiscuss ... .Could you hand around these leaflets, please? That concludes my talk. Pleasefeel
freetoaskquestions.
3aganue
S.IIpountaiiterekctSpeakingonPublicunepegaiiTekpaTkoecoaepKaHieHAaH TN CKOMSI3BIKE:
You may speak on public for different reasons, on different subjects, to people of different
business culture and personal taste. The speaker may want:
* To inform the audience about some subject matter;
* To introduce some subject matter;
* To encourage the audience to make a decision;
* To sell goods / services.
However, delivering speeches will be almost the same in structure. Language points will
differ a little. All good speeches have two things in common: the underlying structure and the
language points which typically arise to serve this structure. If you are going to deliver a speech,
you must first have a plan. You should know exactlywhere and when the report is to be made.
Having a clear idea of what the people in the audienceare: their knowledge on the subject, status,
age, business culture, specific interests — these helpidentify the needs of the audience. The
information you are going to present should be tailored tomeet the needs of the listeners. You
should also devise the most appropriate format and sketchout for the use of demonstration materials
and handouts. After providing answers to seven basicquestions: why?, to whom?, what?, where?,
when?, how long?, how?, you get down the plan ofthe report.
It may be as follows:
1. Greetings / Introducing oneself;
2. Introducing the subject;
3. Describing the sequence;
4. Starting the report itself;
5.Moving to the next point;
6. Summarizing;
7.Concluding;
8.Thanking / invitingquestions.

3aganue 6.0TBETHTE HA BOMPOCHI IO COACPKAHUIO TEKCTA!

1.Why do we have to speak on public?

2.Do all speeches have anything in common?

3.What are the common features of all speeches?

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

5.What is the typical plan of a speech?

6.What should you pay special attention to?

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

22. IlpounTaiiTe TEKCT HA PYCCKOM SI3BIKE U MEPEIaiiTe €ro COAECpKaHUE Ha aHTJTUUCKOM U



Hao000pOT.

23. ConocraBbTe aHIIUIICKOE (PYCCKOE) CJIOBO MIIM BBIPAKEHUE C €I0 IIEPEBOJIOM.
24. IlocTaBbTe BOIIPOCHI K JAHHBIM IIPEII0KECHUSIM.

25. CpenaiiTe naHHbIE IPEAIOKEHUS OTPULIATEIbHBIMU.

26. BcraBbTe IpOITyIICHHBIC CJIOBA B JAHHBIA TEKCT.

3apanue Ne7 [IpountaiitennepeBenuretekcTRESUME

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.

3ananme 8. Onpenenure, Kakue U3 HUKENEPEUNCIEHHBIX YHKTOB MOT'YT ObITbHan00IIee
npuroaabivu Juist 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 2Business Dialogue

1. Complete the following passage with the words provided:



Resolving Conflict Made Quick and Easy!

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

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

We should realize that conflict is often the byproduct of being uniquely different—and we are all
unique. We have different values, different experiences, different perceptions, likes and dislikes,
tastes, and 8 ... . In essence, our differences present an opportunity to expand our perspective and
our 9 ... . Unfortunately, we usually have a difficult time considering points of view that are not
our own or that are outside the realm of our own experience. That’s when the conflict shows up.
The 10 ... you face when you encounter conflict is to accelerate through it. Only then you have an
opportunity to resolve it.
A punch
B consequences.
C issue
D understanding
E argument
F biases
G challenge
H collaboration
I compulsion
J sharing

2. Read the passage above again. According to the author, which of the following is true?
Conlflicts are unavoidable.
Resolving a conflict may be quick and easy.

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

oo

3. Supply the following text with subheadings.

A Awareness B The magic of dialogue C Listening D Suspension



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

General Guidelines for Dialogue

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

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

The Chinese character for listen contains the sub characters one heart, eye and 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.

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

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

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

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

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

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

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



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

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

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

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

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

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

4. Complete the following passage:

Giving unsolicited advice 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 assumption is, 1 ......
o The authoritative assumptionis, 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.”



S.

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 Allowpeople decide for themselves.

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

1.

2.
3.
4

a)

b)

d)

Look for ways of “expanding the pie”.

Be ready to explore as many variables as possible.

Know your minimum acceptable offer.

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

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

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

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

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

7 . Decide which sentences match each negotiation style.

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

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

empty-handed.

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

important objectives.

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

and ended up making unnecessary concessions.

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

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



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

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

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

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

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

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

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

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

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

a. cancel 1. arrange a meeting

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

d. cut short 4. hold the meeting sooner

e. fixup 5. hold a longer meeting

f. extend 6. finish the meeting earlier

g. reschedule 7. not hold the meeting at all

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

1.

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

a) Can you give me the phone number?

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

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

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

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

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

a) Could you send me a brochure?

b) Would you mind sending me a brochure?

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

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

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

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

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

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

6.3.Onucanue nokazameneil u Kpumepuee OyeHu6aHusl KOMI’lemeHI/;I/HZ Ha pa3jludHblx omanax ux
qbopmupoeaHuﬂ, onucarue wKajl OoyeHuearusl

OueHnovHoe [[Ixana oueHuBaHUs [IpencraBnenue

CPEJICTBO OIICHOYHOTOCPEACTBAB (hOHIe
3aumeno

KonTponsHo- [IpaBuibHBIX OTBETOB S1- Donp TECTOBBIX

TECTOBBIC 3aJaHUs BBICK%BIBB_HI/IG, B OCHOBHOM, JIOTUYHO, | HPAKTUYCCKUX Ba,Z[aHI/If/'I
UMEIOTCSOT/IETIbHbIE HEJNOCTaTKU MpH




MCIIOJIb30BAaHUHUCPEICTB JIOTUYECKOM
CBSI3M; UMEIOTCSA OTIEJIbHBICHE0CTATKI
Opu JeJeHUMM TeKcTa Ha al3allbl;
UMEIOTCS  OTJAEIbHBIE  HapyLICHUS
BohopMIICHHH TeKcTa. Vcmonmb3yeMblit
CJIOBapHbIN3amac COOTBETCTBYET
MOCTaBJICHHOM 3ajaue, OJTHAKO
BCTPEUAIOTCSl OTAEJIbHbIE HETOYHOCTH B
ynoTpeOJIeHu: CcJIoB, JUOO CIOBapHbBIN

3armac  OrpaHMYeH, HO  JICKCHKA
UCTIONIb30BaHa NpaBuiIbHO. MIMeeTcs psin
rpaMMaTH4YeCKUX OLINOOK,

HE3ATPYAHAIOMIUX ITIOHKMMAaHHUE TECKCTA.

Hezaumeno»

[TpaBuiibHBIX O0TBETOB MeHee 50%.
Kpaithe orpaHuyeHHbBIA  CJIOBapHBIN
3amac HE  IIO3BOJISIET  BBIIOJIHHUTH
MIOCTaBJICHHYIO
3ajady.l’'pammarnueckue IpaBuia  He
COOJIFOIar0TCA.

HenpasunbHoe HCIIOJIb30BAaHUE
rpaMMaTH4YEeCKUX  CTPYKTYp  JEJaerT
HEBO3MOKHBIM
BBIIIOJIHEHUETIOCTABICHHON 3a/1a4u

MeXKynbTypHbIE 3aumeno 11paBunbHBIX OTBETOB 51- PeueBoil 3THKET: COBETHI U
0COOEHHOCTHU PEKOMEHIalln K.
JIEJIOBOM 3alaHuE BBIIIOJIHEHO: HEKOTOPHIE
KOMMYHHUKAaIUH ACTEKTHI, yKa3aHHbIE B
3a/1aHUU,PACKPBITHI
HEIOJHOCThIO;UMEIOTCS OTJIEIbHbIE
HapYIICHUACTUIIEBOTO
O(QOpMIIEHHS peur; NPUHATHIE BSI3bIKE
HOPMBIBEXKIIUBOCTH, BOCHOBHOM,
coOmroaensl.Llenb 00IIeHNAI0OCTUTHYTA,
OJIHAKO TE€Ma pacKpbiTa HE B IOJIHOM
o0veme. ConuOKYyIbTYpHBIE3HAHUS, B
OCHOBHOM, UCIIOJIb30BaHBI B
COOTBETCTBUU C CUTyalel oOLIeHUS
Heszaumeno»
[TpaBuiibHBIX 0TBETOB MeHee 50%.
3aaHuEe HE BBINOJHEHO: COJEp)KaHUE
HE OTpa)kaeT Te acCIeKThI,KOTOpbIE
YKa3aHbIB 33JJaHUU, UIH HE
CootBercTByeTTpeOyeMoOMy  00BEMY.
Llenp oOIIEHUS HE JOCTUTHYTA
Coobmenue 1o | 3auTeHo Tembl cooO1IeHM
TeMe IIpaBunpHBIX OTBETOB S1-

BeicTynaromuii 1eMOHCTPUPYET 3HAHUSA
o BBIOpPaHHOM TeMe,
MUMEET3aTPYAHEHNUS C MCIOJIb30BAaHUEM
TeMaTU4ecKoro BokaOymsipa; Mmerorcs




HECYIIECTBEHHBICIOTPEIIHOCTH B
UCTIOJIb30BAaHUH TEPMUHOJIOTHH.
OTCYTCTBYET
COIPOBOJUTEBHBINIEMOHCTPAMOHHBIN
MaTepuai.  3HAUUTEIbHOEKOJIUYECTBO
OIIMOOK SI3LIKOBOTO XapakTepa.
Hezaumeno»

ITpaBuiibHBIX 0TBETOB MeHee 50%.
Coo0O1ieHre He MOATOTOBJICHO, JIHOO
UMEETCYIIECTBEHHBIE ~ MPOOeNbl 0
Mpe/ICTaBICHHONTEMATUKEe, OCHOBAH Ha
HEI0CTOBEPHOWHH(pOpMAIIHH,

BBICTYIAIOIIUM JIOTYIIIEHOOOJIBIIIOE
KOJINYECTBO TPYOBIX OMIMOOKSI3BIKOBOTO
XapakTepa.
IIuceMeHHbIi 1 «3aumernoy @OHJ TEKCTOB Ha MEPEBOJL

YCTHBIN
IIEPEBOJL

[IpaBuibHBIX OTBETOB 51-%

[lepeBox monHBIM, 0€3 MPOMYCKOB
UIIPOU3BOJIBHBIX COKPALICHUM TEKCTa
OpUTHHAJIA,TOTYCKACTCS 0JlHa
dakTuyeckas omubOKa, MPUYCIOBHH
OTCYTCTBHS MOTEPh HH(POPMAIIH U
CTHWJIUCTUYECKUX  TOTPENIHOCTe  Ha
npyrux@parmMenTax Ttekcra. MwmeroTcs
HECYIIECTBEHHBICIIOTPEIIHOCTH B
UCTIOJIb30BaHUH TEPMUHOJIOTHH.
[lepeBor B  JOCTaTOYHON  CTENeHH
OTBEYAETCUCTEMHO-S3bIKOBBIM HOpMaM
U CTWIIO si3bIKanepeBona. KymnbTypHbie
U QYHKIIMOHAJIbHbIE

napamMeTpbl  UCXOIHOTO  TEeKCTa B
OCHOBHOMA/IEKBATHO nepeaansbl.
KommyHukaTuBHOE3a1aHUE
peann3oBaHo, HO
HEJIO0CTAaTOYHOONTUMAIIBHO.
JlomyckaroTcsi HEKOTOPBICHAPYIICHUST B
dbopme mpeabsIBICHUS IEPEBOAA.

«Hezaumeno»

[TpaBuiibHBIX 0TBETOB MeHee 50%.
IlepeBon COZIEPKUT MHOTI'0
dakTuaeckuxomuook.Hapymena
MIOJIHOTA nepeBoja,
€ro’KBUBAJIEHTHOCTh U aJIeKBaTHOCTh. B
nepeBosierpy0o HapyleHbl CHCTEMHO-
A3BIKOBBIE ~ HOPMBI ~ HUCTWJIb  SI3bIKA
nepesoga. KomMyHUKaTHBHOE3aJaHUE
He BBINOJNIHEHO. ['pyOble HapyieHus B
dopme peabsIBICHUS IEPEBOA.

Pedepuposanue
CTaTbu

«3aumeno»

[IpaBunbHbIX OTBETOB 51-%

OcHoBHast uH(poOpManus HM3BIEYECHA U3
TEKCTa € TMOJHO U TOYHO. OTCYTCTBYET
n30pITouHasimHGOpManysi.  BrickazaHo

domnp crareit s
pedepupoBaHus




COOCTBEHHOCOTHOIIICHUE K TMpobieme,
0003HaUYEHHOHN BITPEIOKEHHOW CTaThe.
Copepxanue coOOIIEHUS
COOTBETCTBYET  TeMme.  AJleKBaTHas
peaxkiusi HaJOIMOJHUTEIbHBIE BOIPOCHI
IpernoiaBaTes.

Peun npaBuibHas, TOMYyCKaOTCS
HE3HAYUTCIIbHbBIC OH_II/I6KI/I SA3BIKOBOT'O
XapakTepa.

«Heszaumeno»

ITpaBuiibHBIX O0TBETOB MeHee 50%.
Heymenue OT/IENUTh OCHOBHYIO
UHPOPMALUIOOT BTOPOCTEIIEHHOM,
HOIBITKH  peepupOBAHUSACBOIATCS K
BOCIIPOU3BEICHHUIO

TOTOBBIXIIPEIUIOKCHUH U3 TEKCTA.
PeueBas AKTUBHOCTBLCTYACHTA HHU3Ka:d.
Peaxiust Ha BOIpOCHI

IperoaaBarTelis OTCYTCTBYeT WM HeE
aJieckBaTHaTeMe. bBoJbllloe KOJIUYeCTBO
OIMOOK SI3LIKOBOT'O XapaKTepa.

IIucrmenHbIE
paboTsl

«3auTeno» [IpaBuibHbIX OTBETOB S51-%
— CTYAEHT ITOATOTOBUJI 33/1aHUE T10
npeIoxKeHHOMY GopMaTy, XOTs
UMEIOTCS OT/IENIbHbIE HAPYILIEHUS
CTHJIEBOTO O(DOPMIICHUS PEUH.
Hcrnons3yeMblii CIIOBapHBIN 3amac
COOTBETCTBYET IIOCTABJIEHHON 3a/1a4e,
OJIHAKO BCTPEYAIOTCS OTJEJIbHbBIE
HETOYHOCTHU B YHOTPEOJIEHUH CIIOB MO0
CJIOBApHBIM 3aI1ac OrPaHUYEH, HO
JIEKCUKA MCII0JIb30BaHa IIPABUIIBHO.
HmeeTcs psa rpaMMaTHUECKUX OLIMOOK,
HE 3aTPYAHSIOINX TOHUMaHUE TEKCTA.
Opdorpaduueckue ommoOKu
IIPAKTUYECKH OTCYTCTBYIOT.
«He3auTeHo» — CTyIEHT MOATOTOBUI
3aJaHie C TpyObIMH HapyIICHUSMH
dbopmara MHUCbMEHHOM paboTHI.
OtcyTcTByeT JIOTMKa B IIOCTPOEHUH
BBICKA3bIBaHUS; TEKCT HE odopmiieH
COIJIaCHO  HeoOxoauMoMmy  Qopmary.
KpaitHe orpaHWyYeHHBIA  CJIOBapHBII
3amac  HE  TO3BOJSET  BBIIOJHUTH
MIOCTaBJICHHYIO  3amady. JlomyiieHsl
rpyOble  JEKCUYECKUe u (vm)
rpaMMaTH4YeCKHE ONIHOKH.

DoHJ IETOBEBIX ITHCEM,
KOHTPaKTOB

IlepeBoa nenoBbIxX
ITHCEM

«3aureno» [IpaBunbHbIX 0TBETOB 51-%
—  TEeKCT  TepeBoja  aJeKBaTeH
UCXOJHOMY COOOILEHMIO; U3II0XKEHUE, B
OCHOBHOM, JIOTUYHO M  TPAaMOTHO;
IPOIEMOHCTPUPOBAHO 3HaHUE U
NOHMMAaHHE KJIIOYEBOH TEPMUHOJIOTHH H

@oHJ NENOBBIX ITUCEM,
KOHTPAKTOB




JEKCUKO-TPAMMAaTHYECKUX  CTPYKTYP;
JIOIIyCKAeTCs iy YETBIPEX
HE3HAUUTENIbHBIX OIIMOOK B IEPEBOAE
TCPMHUHOB H JICKCUKO-IPAMMATUYCCKUX

CTPYKTYP.
«He3auTeHo» — TEKCT TepeBoja
HOJTHOCTBIO HE COOTBETCTBYET
UCXOHOMY COOOIIEHUIO; B

NEPEeBEICHHOM  TEKCTE  OTCYTCTBYET
JIOTUKA ¥ HMEIOTCS MHOTOYHCIICHHBIE
rpaMmaTu4eckue  ommOku  (OonbIe
BOCbMH), W3YYCHHBIA BOKAOymsip U
JICKCHKO-TPAMMATHYECKUE  CTPYKTYPHI
nepeBeieHbl HEBEpHO JIMOO COBCEM HE
TICPEBE/ICHBI.

7.Y4eOHO-MeTOAMYEeCKOe U HH(POPMALIMOHHOE o0ecnevyeHne TUCUUNINHBI

A) OcHoBHas1 JInTepaTrypa
1.Amypbekoa T.W. Business English [Tekcr]: yaebnoe mocodue. — T.1. AmrypOekosa.
Maxaukana: UITLAI'Y. — 2018.
2.I'ycnsikoBa, A.B. Business English in the New Millennium : yue6Hoenocobue /
A.B. TI'ycnisaxoBa ; MunuctepctBo obpa3oBanus u Hayku Poccuiickoit denepanuu, MockoBckuit
Nearornyeckuil rocyJapcTBeHHbI yHuBepcurer. - Mocksa : MIIT'Y, 2016. - 180 c. : wmi. -
bubnunorp. B kH. - ISBN 978-5-4263-0358-4 ; To xe [Dnektponnsiii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=472847(21.09.2018).
3.I'aparyns C.W. AHrnumiickuit s3bIk Ui genaoBoro oouenus -Pocros H//1: ®enukc, 2013.-268 c.
4.0BunnHukoBa, .M. The course of business English for the linguistic department :
yuebnoe nocodue / I.M. OBunnnukoBa, B.A. Jlebexnesa ; pen. C.C. Xpomona. - Mocksa : EBpasuiickuii
OTKpBITHINA HHCTUTYT, 2010. - 301 c. - ISBN 978-5-374-00361-1 ; To xe
[DnexTponnsIit pecypc]. - URL: http://biblioclub.ru/index.php?page=book&id=90921 (21.09.2018).

b)/lonoanumenvnaa tumepamypa

1. T'ymosckas, I'.H. Aurnuiickuii s3b1k npodeccuonansuoro ooumenns=LSP: English for
professional communication : yue6noe moco6ue / I'.H. I'ymoBckas. - Mocksa :
WznatenbctBo «DmunaTan, 2016. - 218 c. - bubnuorp. B kH. - ISBN 978-5-9765-2846-8 ;
To xe [DnexTponHsIil pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=482145(21.09.2018).

2. lIlleBenéra, C.A. JlenoBoit anrnuiickuii : yaeoHoe nmocodue / C.A. IlleBenésa. - 2-e uzs.,
nepepad. u gon. - Mocksa : FOuut-/lana, 2015. - 382 c. - ISBN 978-5-238-01128-8 ; To
ke [DnextpoHHsii pecype]. - URL:
http://biblioclub.ru/index.php?page=book&id=436816(21.09.2018).

HHuTepHer-pecypcesl
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://biblioclub.ru/index.php?page=book&id=472847
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- 8-
wayshttp://marketing.about.com/od/publicrelation 1/a/organizingapressconference.htm
http://www.ehow.com/how_4494650_prepare-press-conference.html

8. Ilepeyenn pecypcoB nHGOPMAITHOHHO-TEJIEKOMMYHHKANIMOHHOI ceTH « UHTEepHET»,
HEO0XOIMMBIX /1JI5l 0CBOECHHA TUCIUTLTUHBI (MOTYJIs1)
[Ipy mpoBeCHUHM NPAKTUUYECKUX 3aHATUH 10 JTUCHUIIIMHE «J[eToBOM WHOCTpPaHHBIA SI3BIK)»
UCTIONIB3YETCSCIEAYIONee MPOTpaMMHOE OOECIICYeHHE COBPEMEHHBIX HH(DOPMAIMOHHO —
KOMMYHHUKATHUBHBIXTEXHOJIOTHH:
Hurtepuer-pecypcsl: aHrnos3braabie caTol: http://www.wikipedia.com; http://www.krugosvet.ru;
http://www.diplomotahes.com; http://www.lenta.ru; http://www.comersant.ru; http://www.uno.org;
-nouickoBass cucrtema Google s mnoucka wWHGOpPMAIMKM HAa 1O TEMaM,BBIHOCUMBIM Ha
CaMOCTOSITENIbHOE U3yUYCHUE;
-y4eOHbIe TOCOOMs U yueOHO-MeTouuecKue pa3paboTku HayyHoiouoimoreku AI'TIY;
-3JIEKTPOHHBIN pecypCHbIN LIEHTpP Hay4HOU O0ubIMoTEeKH AUTY;*“Wikipedia”
http://www.wikipedia.org
www.bbclearningenglish/com (section “Business English”)
http://www.businessenglishonline.net/InCompany/intro.htm
http://www.dialogueworks.com/pages/blogs.php
http://www.logosnoesis.com/dialogue
http://www.wittcom.com/leader_resources.htm
http://www.englishclub.com/speaking/presentations.htm
http://www .kwintessential.co.uk/cultural-services/cross-cultural-communication.html
http://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these- 8-
wayshttp://marketing.about.com/od/publicrelationl/a/organizingapressconference.htm
http://www.echow.com/how_4494650_prepare-press-conference.html

9. MeToauyeckune yKazaHus AJsi 00y4AOIIHUXCS M0 OCBOEHHUIO JUCIUIJIMHBI

OOydeHre WHOCTPaHHOMY S3bIKY [0 JaHHOW NporpaMme TOTOBUT K JEJIOBOMY OOILIEHHUIO
HAQHIJIMHCKOM $I3bIKE, KaK B MPO(ECCHOHAIBHONW AEATENbHOCTH, TaK U B IOBCEIHEBHOW >KMU3HH,
aTaKXKe y4UT YHUTaTh U MOHUMATh TEKCThl Pa3IMYHOW HAINPaBICHHOCTH, YUYUT MUCATbAaHHOTALIUU U
pedepar, mucath MUChbMa YaCTHOTO U JIEIOBOTO XapakTepa. B mporpammy BkIItOUeHAcHEIMaIbHAs
TEPMHHOJIOTHS SI3bIKA JIEJI0OBOIO OOLICHHUS.

Heob6xoanmo pa3pabaTbIBaTh COBMECTHO c IpenojaBaTesieM WHIVBUAYaJIbHBIN
ITOPUTMCAMOCTOSITENIbHOM  paboThl M paboTel Ha 3aHATHSIX. OCHOBHasE peKOMEHAAINS,
obecrnieunBaronast

ycIex IpU OCBOGHUH, KaK OT/EIbHBIX TEM, TaK M Kypca B IIeJIOM - CUCTeMaTHueckas padoTa HaJ
3aJaHUsIMM, KOHKpeTH3upoBaHHbIMH B 1.3, «ConepaHue CaMOCTOSTENbHOW  pabOThI».
Boinonuss3ananus, CTYIEHT KOHTPOJIMPYET CTENeHb YCBOEHHS MaTepuana M, €ClIM OH HE B
COCTOSIHUMBBINIOJIHUTG TO WIM HMHOE 33JaHHE, OH JIOJDKEH BHHMMATEIBHO IIPOYMTATH
COOTBETCTBYIOILIEENPABUIIO 110 PEKOMEHI0BaHHOM JnTepaTtype. Ilocie 3aBepiieHus kaxaoro 0inoka
TEM, MpENoJaBaTellb JaeT «TBOPYECKME» 3aJaHUS:HANMCAHUE CBS3HBIX  PacCyKICHU,
BBICKA3bIBaHUI, aHHOTAUMH U pedeparoB, MUCEM JIMYHOTO HJEJIOBOIO XapakTepa, MOArOTOBKa
YCTHOTO COOOIEHHUs] MO 3aJaHHOM Teme, MOJATrOTOBKAa K poJieBoiurpe, Hampumep, «OTKpbITHE
coOcTBeHHOro 6usHeca». Ha 3T0 OTBOAUTCS JOCTATOYHOEKOINYECTBO YACOB HA CAMOCTOSITEIbHYIO
MOJTOTOBKY. ITouck " coop MaTtepuana
JOJDKEHOCYIECTBIATBCACTYACHTAMUACAMOCTOSATENIbHON3COOTBETCTBYFOLIMXUCTOUHUKOB: IEPUONYE
CKMX HW3JaHWH, HAYy4HO — TMOIMYJISIPHBIX TEKCTOB, HAYYHBIX cTared, MoHorpadwuii,IHTepHer -
pecypcoB. IIpu moaroroBke Takux KOMMYHHKaTHBHO-OPHMEHTHPOBAHHBIX 3aJaHUI:POJIEBBIX WUIP,
IPYNIIOBBIX AMCKYCCHH M T.II. CIEAYET MPHIEPKUBAThCA CLIEHApHUs, pa3pabOTaHHOIOCOBMECTHO C


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://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://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

nmpenoaaBaTCIsAM.

10 . Ilepeyenb MHGOPMALMOHHBIX TEXHOJIOIHii, MCII0JIb3yeMbIX IPHOCYIECTBJICHUHU
o0pa30BaTeIbHOIO Npouecca Mo AUCHUIIHHE (MOAYJII0), BKJIIOYasi lepeYeHb NPOrpaMMHOI0
o0ecreyeHus1 1 HHPOPMANUOHHBIXCIIPABOYHBIX CHCTEM (MPH HEOOXOAMMOCTH)

[Ipy nmpoBeneHMM IPAKTUYECKMX 3aHATUM 10  jgucuuimHe  «MHOCTpaHHBIM — sA3BIK B
npoeCCHOHATBHON KOMMYHMKALIMM» HCIIOJIb3YIOTCACIEAYIOIIME  MPOrpaMMHbIE OOeCIeYeHUs
COBPEMEHHBIX HH(OPMAIIMOHHO — KOMMYHHKaTUBHbIXTexHONOrHi: Microsoft Office, Excell,
cioBapb-tiepeBogunk ABBYLingvo 12,00y4aronue nporpammel: «Speaking Englishy», «Tell me
more», «Anrmuickuii  Ha  Ypan,«lIpodeccop Xurrmac. AHTIMICKHI 0€3  aKIEHTay,
«VHTepaKkTUBHBINA y4€OHHMK IO COBPEMEHHONIPAaMMATUKE aHIIMICKOrO s3bIKay, «CaMOyduTean 1o
AQHITIMICKOMY  A3bIKY»; uHTepakTuBHbIEKYpchl «TOEFL»; TpeHuHroBble mporpammsl 110
rpaMMaTUKe M JIEKCUKE, TECTOBBbIE 3a/laHUS MOAHIVIMHCKOMY S3bIKY: « TecTbl 10 aHrIMicKOMYy

S3BIKY»; yUeOHBIE TOCOOUS U Yy4eOHO-MEeToANYEeCKe pa3padoTku HayuHoiouommorexu AITIY.

11. MaTepnaubﬂo-TexmmeCKoe odecrneuyeHue AUCHHUIIIIMHBI

[TpuMeHeHne COBPEMEHHBIX 00pa30BaTEIIbHBIX TEXHOJIOTHH, B PAMKaX KOTOPBIX Peal3yeTCs
OCBOGHHE JUCIMIUIMHBI, MPEANoJaraeT HCIONb30BaHUE aKaJEMHYECKOH ayAuTOpHH Ui
MMPOBEACHHUA HPAKTUUCCKHUX 3aHIATHH C H€O6XOI[I/IMI)IMI/I TEXHUYCCKUMHU CPCACTBAMH (KOMHI)IOTep,
NPOEKTOp, OJKpaH, HHTEPAKTHBHAs JOCKa, ayauo- HW- BUJAEO ammapaTypbl, MeAuasal c
BO3MOXHOCTBIO IMIPOCMOTpA CIYTHUKOBOI'O TCJICBUACHWA HA MHOCTPAHHOM 9[31)11(6).

CpenctBa oOyueHMsI BKJIHOYAOT Y4eOHO-CIIPABOYHYIO JIUTEPaTypy (PeKOMEHJOBaHHbIE
y4eOHUKH M Yy4eOHbIe IOCOOMs, CJOBapH, y4eOHbIE M ayTeHTHYHBIC II€YaTHBIC, ayAuo- |
BUIeoMaTepuaibl, THTepHET-pecypchl).

[Tporpammer: Microsoft PowerPoint 2007, Adobe Acrobat nu6o Foxit Reader.

Harnsnnele, ayanoBU3yalbHble, TEXHUYECKUE CpeICTBAa OOyueHHs: KOMIIBIOTEp,
MYJIbTUMEANA, ayJHOBU3YyaJIbHBIC MaTCpHAJIbI.
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