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1.Ilesqp u 3aga4M OCBOEHHS TUCHUILIUHBI
Jlannas mnporpamma paccuuTaHa Ha CTYACHTOB, NPOJOJDKAIOIIMX OOydeHue B
maructparype AI'TTY. OcHOBHOM LiefblO IpenoaaBaHusl TUCHUIIUHBI « THOCTpaHHBIN SI3bIK B
npoeCCUOHATbHON ~ KOMMYHUKAIlUM»  SIBISICTCS  3aKpeIJICHWE 3HAHUH, MOJYYeHHBIX
MarucTpaHTamMH B IPEbIIyIIEM dTare o0ydeHus- 0akanaBpHuar, U JaJlbHenIIee UxX yriyoieHue
3a CYET U3Y4YEeHHUsI A3bIKa MPOPECCUOHATBHON KOMMYHUKALIUH.

Lenp naHHOM mporpamMMmbl — pa3BUTHE y CTYAEHTOB MAarucTpaTypbl YMEHHIl M HAaBBIKOB
OoOmieHWsI B yCTHOM © MHCBMEHHOW QopMe B THNHYHBIX CHUTyamusx B cdepe
npodeccnoHalbHOM ~ KOMMYHHMKAIlMM, a TaKKe COBEpIICHCTBOBAHHWE  S3BIKOBOM U
obmenpodeccHoHaTbHON KOMIICTCHIIHH.

JIoCTHKEHHIO TaHHOM 1IN CIIOCOOCTBYET PELICHUE CISAYIOIUX 3a1a4:

® pa3BUTHE UHTEpeca K TPUMEHEHHIO WHOCTPAHHOTO $f3bIKA B TIPAKTUKE
camMo00pa30BaTENbHON AEATEIBHOCTH TIe1arora;
pa3BUTHE KOMMYHUKATUBHBIX YMEHHMI MarucCTpaHTOB;

® Dpa3BUTUE MEXKKYJIbTYPHBIX 3HAHUW W YMEHHUH, KOTOpBIE IO3BOJIAIOT MaruCTPaHTy
OPUEHTHPOBATHCS B PA3JUYHBIX TUIMAX KYJIBTYP U COOTHOCHMBIX C HUMH HOPM
JIEJIIOBOTO OOIIEHUS;

® pa3BUTHUE 3HAaHUM M YMEHUN COCTABJICHMS JI€JIOBOM KOPPECHOHJICHIMM Ha
MHOCTPaHHOM $I3bIKE;

® OBJaJICHWE TEXHUKOW YTEHHUS, MepeBoja M pedepupoBaHUS AyTEHTUYHBIX TEKCTOB
JIeJI0BOM TEMATHKHU.

CTyneHThl AOHKHBI YMETh OCBEIAaTh pa3HOOOpa3HbIe BONPOCHI, IPABUIIBHO CHHTAKCUYECKU
U CTWIMCTHUYECKH OpPraHu30BaTh CBOK pe€Yb, MPOBOJUTH AHAJIU30B TEKCTOB JIENOBOM
HaIpaBJIEHHOCTH. Pabora Hax coBeplIEHCTBOBAHMEM SI3bIKa BENETCS KaK Ha Marepuale
MUCBMEHHBIX Pa0OT, TaK U YCTHO C TMOCJIEAYIOIIMM KOMMEHTHPOBAHHEM, OOCYXICHHEM H
paboToi Haa WHAWNBUIAYATbHBIMH M THUOUYHBIMH omuOkamu. [Ipu orGope MeToaudecKkoro
MaTepuaga ocoboe BHUMaHUE HEOOXOAuMO yaensTh dPQGEKTUBHBIM MPHEMaM AaKTUBHOTO
oOy4eHusi, a TaKkKe JIOCTHKEHUSM COBPEMEHHBIX METOAMK (KOMMYHHUKATUBHOTO H
WHTEHCUBHOTO O0YYEHHsI, ITPOBOTO MOJIETHPOBaHus). B Xoe naHHOro Kypca CTYJIEHT JI0JKEeH
MPUOOPECTH TPABUIBLHBIE MPOU3HOCUTENbHBIE HABBIKM, HAyYUTHCS CBOOOJHO U MPABUIBHO
MOJIb30BAThCS TPAMMATUYECKUMH KOHCTPYKLMSIMU aHTJIMKACKOTO SI3bIKA, OBJAJETh IOCTATOUYHO
OOLIMPHBIM CIOBAPEM U HAYYUTHCS CTHJIMCTUYECKH MPaBUWIBHO O(QOPMIISITH CBOIO Peub Kak
YCTHYIO, TaK U TUCbMEHHYIO.

2.MecTto nucuunjaunasl B crpykrype OIIOIT BO
Huctmrmuinaa  (51.0.02.02)  «MHOCTpaHHBIT 36K B NMPOPECCHOHATBHON
KOMMYHHKALIMM» OTHOCHTCS K JTUcHUIUIMHAM 0a30Boi yactu bioka 1 yyeOHoro mrana OITOII
BO mno nanpasnenuto noarotosku 44.04.01 Ilegarornueckoe o0OpazoBaHue.
Huctmmmmaa  (b1.0.02.02)  «MHOCTpanHBIH  s3bIK B mpodeccroHaIbHON

KOMMYHUKalUW» 0a3uUpyeTcs Ha KOMIIETCHIUIX, 3HaHUSX, YMEHHUSIX U HaBBbIKaX,
c(hOpMUPOBaHHBIX y O0YYArOIIHUXCS B pe3yJIbTaTe 0OyUeHUs B CpeiHel 001Ie00pa3oBaTebHOM
mKoie u B pe3ynbrate ocBoeHus mucnuruinH OIIOIT GakamaBpa «IIpaktudeckuii Kypc
AHTJIMICKOTO  S3BIKay. HuctummuHa  «HOCTpaHHBIH 53K B MPOQ)ECCHOHAIBHOM



KOMMYHHKaLUU» oOecrieuynBaeT yriIyOJIeHHYI0 TMOATOTOBKY CTYIEHTOB-MarucTpaHTOB K
pa3HooOpa3Hoil mpodecCHOHATBHON AEATENLHOCTH, CBSI3aHHOM C WCIOJIb30BaHWEM 3HAHUU H
YMEHUII B 00JacTH HMHOCTPAHHOTO $3bIKAa B YYPEKACHUSIX 0Opa3oBaHMs, KYJIbTYPHI,
ynpasnenus, B CMU, B 061acTu MEXKyJIbTYPHOH KOMMYHUKAIMH. 3HAHUE S3bIKa HEOOXOAUMO
Ul MAarucTpaHTOB Ul H3y4eHHs HHGOPMALMOHHBIX PECYpCOB HA AHIVIMHCKOM S3bIKE.
Komnerenuuu, copMupoBaHHBIE B TpoLecce W3yYEHHS TUCHUIUIMHBI, HEOOXOIUMBI IS
OCBOEHHUS COJEp)KaHUS AMCLUIUINH: «Meronuka TpenojaBaHMsl aHIJIMHCKOTO f3bIKa B
YCIOBUSX MHOTOSI3BIUMSY, «AHITIMHCKUHA SI3BIK UL MEXKYJIbTYPHOH KOMMYHUKALMNY,

JUCLHUIUIMH TIO BBIOOPY CTYACHTA, BBINONHEHHS 3agaHuil (y4eOHOH, NPOU3BOJCTBEHHON

MPAKTHK, HAYYHO-NCCIIEIOBATEIHCKON PaOOThI) M IOATOTOBKH K HTOTOBOM aTTECTAIIHU.

3.Jlnanupyembie pe3yJabTaThl 00y4eHHUS MO JUCHUILINHE

B pe3ynbraTte OCBOCHHSI COACpKAHMSI POTPAMMBI y OakaiaBpa JOKHBI OBITH CPOPMUPOBAHBI

KOMIICTCHIINU:

@®opMupyeMbie KOMIIETEHIHU

Kox

HaunmenoBanue

Ilepeuens nuIaHNpyeMbIX pe3yJIbTATOB
00y4eHHs 10 JMCHHUIIIMHE

YHusepcaiabHable komnereHuuu (YK)

YK-4.

CrniocoOeH TpHUMEHSTh COBPEMEHHBIE
KOMMYHHKATUBHbBIC TEXHOJIOTHH, B TOM
YHUCIIe Ha MHOCTPAaHHOM (BIX) SI3bIKe(aX),
JUTsL aKaJIEeMHUYECKOTO u
npodeCcCHOHATFHOTO B3aUMOICHCTBHUS

YK 4.1.

YMeer BBIOMpPATH HAa TOCYAapPCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3BIKaX KOMMYHHKAaTHBHO
HpUeMIIEMBble CTHIIN IEJOBOTO OOIICHMS,
BepOaIbHbIC U HEBEPOATIbHBIE CPEACTBA
B3aMMO/ICHCTBUS C TAPTHEPAMH

YK 4.2. YMeer ucnonp3oBars HHGOPMAIIMOHHO-
KOMMYHHKAIIMOHHBIE TEXHOJOTHH TPH
MOWCKe HEOoOXOANMON MHPOPMAIIUY B
MIPOIIECCe PELICHNS PA3IHYHBIX
KOMMYHHKAaTHUBHBIX 33]]a4 Ha TOCY/IapCTBEHHOM
Y MTHOCTPAHHOM (- bIX) SI3bIKAX.

YK 4.3. VYmMmeer BECTH JIEJIOBYIO
MEPENNCKY, YUUTBIBasi ~ OCOOCHHOCTH
CTHJIUCTUKH OQUIMATBHBIX W HEOQHUIHATBHBIX
HHCEM, COLIMOKYJIbTYpPHBIE paziauuus B ¢opmare
KOPPECIIOHACHIMM Ha TOCYIapCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3BIKAX

VK 4.4.

YMeeT  KOMMYHHKaTHBHO W KYJbTYpHO
MPUEMJIEMO BECTH YCTHBIE JI€JIOBbIE Pa3rOBOPHI
B mpouecce npodeccuoHaIbHOro
B3aMMOAEHUCTBUS HA  TOCYJapCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3BIKAX.

VYK4.5.JleMOHCTpUpPYET YMEHHUE BBIMOJIHATh
MEePEeBO/| aKaJAEeMUYECKUX H MPOGECCHOHATBHBIX
TEKCTOB c HWHOCTPAHHOTO (-b1X) Ha
rOCYIapCTBEHHBIH SI3BIK.

Ob6menpgeccuonanbubie komnerenuuu (OIK)

OIIK-8

Criocoben MPOEKTUPOBATH
MEIarOrM4ecKyo IeATeIbHOCTh Ha
OCHOBE CIELMANBHBIX HAYyYHBIX 3HAHHUU
Y PE3YJIBTATOB UCCIIEIOBAHUI

OIIK 8.1. 3HaeT 0COOEHHOCTH IEAArOrnYECKOM
JIeATENILHOCTH;  TpeOOBaHMS K  CyOBEeKTam
MeAaroru4eckor  JIesTeNIbHOCTH;  PEe3yJIbTaThl
Hay4YHBIX MCCIIeIOBaHUI B chepe
MeIaroruuecKoil AesITeILHOCTH.




OIIK 8.2. YMeeT nCIob30BaTh COBPEMEHHEIE
CIieIaIbHbIC HAYYHbBIC 3HAHUS U PE3YJIbTAThI
WCCJICIOBAHUM JIJIsl BRIOOpA METOMIOB B
MEeIarornIecKoi JesTeTbHOCTH.

OIIK 8.3. Bnageer merogamu, GopmMamu H
CpPE/ICTBAMHU IEIarOTHYeCKON JeSITEIbHOCTH;
OCYILIECTBIISIET MX BHIOOpP B 3aBUCHMOCTHU OT
KOHTEKCTa MPOeCCHOHANBHON AEATENLHOCTH
C Y4ETOM pPe3yJbTaTOB HAYYHBIX UCCIICTOBAHUM.

4. TpynoémMkocTb IUCHUILTHHBI (MOTYJIA)

OO01as TpyA0eMKOCTb AUCIUILIMHBI COCTaBIsIeT 3 3aueTHbIe enuHuibl (108 yacos).

Jucuunnuna uzydaercs B 1-M cemecrpe. Tabnuma
1
Bun yueOHOI paboTh OuHas 3aouHas
¢dopma opma

06yueHus o0yueHus
AynurtopHble 3aHATHS (BCEro) 28 6
Jlexiun
[paxTrueckue 3anstus (I13) 28 6
Cemunapsr (C)
Jlaboparopusbie padotsl (JIP)
CamocrosiTesibHasi paboTa (Bcero) 80 102
[MpopaboTka MaTepuana JeKIni, MOrOTOBKa
K 3QHSATHIM
CaMocTosATENbHOE U3YUEHHE TEM
KonTtponbHbie paboTh
Pedepar
Kypcogoii mpoekt (padbota)
[TpomexyTouHas aTTecTarus (3a4er, 3auér 3auér
9K3aMEH)
O06mas TpyI0eMKOCTh 108 108

5.Coep:kanue TUCHUNIMHBI (MOLYJIs1)
5.1. TemaTn4eckuii nJIan
Tabmuma 2
Ne HanmeHnoBanue pasnena Bunet yueGHOM pabOThI U TPYIOEMKOCTh UX U3YUEHUS

(TeMbI) TUCITUTUTHHBI

Jlexuun IIpaxr. JlaGop. Camocrosr | [IpomexyTou
3aHATUSA 3aHATHUSA ebHas HBII
pabota KOHTPOJIb
OYH \030 OYH ’030 O4YH ’030 OYH ‘030 OYH |030




Mogay.s 1. IlpodeccuonaibHoe o0LIeHUE

1.1 [TyOnuuHOE BBICTYILICHUE 4 2 10 | 12
KaK aHp JIeIOBOTO
oOmIeHMSI.
1.2. | ®opmartsl AeT0BOTO 4 10 12
o01IeHus 2
1.3. CrnyxeOHbII Tuanor. 4 10 14
1.4. | Bunsl neperoBopos, 4 10 13
MpaBUIIa UX BEICHMUS.
Hroro 3a 1 moayanb 16 4 40 51
Monayasb 2. [IncbMeHHbIe OM3HEC- KOMMYHUKAUMA
2.1. | ®opmartsl, [paBuIIa 3 2 10 12
MUCBMEHHOTO  JICIOBOTO
oOIeHus
2.2. | AHHOTHpOBaHHUE, 3 10 12
pEe3IOMHUpPOBaHUE 17§
pedepupoBanue
KaueCTBEHHOU MPECCHI
2.3. | Onpenenenne KII. 3 10 14
2.4. | CuHTakcuvyeckue 3 10 13
ocoberHoctH s3p1ka KI1
Hroro 3a 2 moayab 12 2 40 51
HToro 3a cemecTp 28 6 80 | 102 | 3au. | 3au.

5.3.Tembl NpaKTHYECKUX/CEMHUHAPCKHX, J1A00PaTOPHBIX 3aHATHI U NepevyeHb 3aIaHU I

Tabnuna 4
No Tema npakTuuecKkoro 3amanus (W BOMPOCH JJIs ®dopma JIureparypa
/T (cemuHapckoro, ab.) 00CYX/ICHUS Ha CeM. 3aHITHH) OTYETHOCTH
3aHATHA
Moayas 1. IIpodeccuonanbHoe odleHue
[Ty6nmunoe BeicTyruienue | 3auamue Nel,2 VerHbiid CM. nyHKT 72,0
1.1. | kax xaHp 1enoBoro 1.MudopmannonHas ompoc.
o0I1IEeHNS. peub. KonTponsHo-
2.IlpuBeTcTBEHHAsT peEYb. TeCTOBRIC
3a/1aHus.

3.ToproBas peus.

4, Dramnbl MOATOTOBKA H
MIPOBEJEHUS TyOIMIHOTO
BBICTYIUICHUS.
JIOKOMMYHHMKaTHBHBII
3Tam: OIpeAeieHne TEMBI
U ILeNd  BBICTYIUICHMUS,
OLICHKa  ayJIuTOpUH U
00CTaHOBKH, no100p
Marepuaia, co3aHue
TEKCTa W MPE3CHTaLUH,
peneTHIHS.
KoMMyHUKAaTUBHBIN:
BBICTYIUIEHHE, OTBETHI Ha
BOIPOCHI, BEJICHUE
TTOJIEMHUKHU.
ITocTKOMMYHUKATUBHBIN




OTall: aHaJIn3 PECYU.

anamue Ne2

1.Ycranosiaenue KOHTAaKTa c
ayIUTOPHEH, ero MPUEMBL:
BOIIPOCHO-OTBETHBIN TIpHUeM,

Mepexoa OT MOHOJIOra K JHANOTy,
TpUeM  CO3MaHHS  MPOOIEMHOM
CUTYyalluH, npreM HOBHU3HBI
nHGOpPMALMK OIlopa Ha JIMYHBINA
OIIBIT, HCHOJIB30BaHHE  FOMOpA,
KpaTkoe OTCTYIUIEHHE OT TEMBI.
2.CpenctBa HeBepOaIbHOM
KOMMyHUKanuu. [lo3a,  KecTsl,
MHUMUKA BBICTYAOIIETO.
3.IlpaBuna MOJTOTOBKH
Mpe3eHTalMu:  KOJMYECTBO U
opopmIleHHEe  CIAiioB,  BBIOOp
mpudTa, CHUHTAaKCHYECKHE
0COOEHHOCTH TEKCTa, CTPYKTypa
MPe3eHTaINH.
4Ananus
BBICTYIIJICHUSI.
Ty OJIMIHOTO
5.KomnnextuBHBIiH
BBICTYIUICHUI
6.ITuceMeHHbIe
BBICTYIUICHUSIX.

MyOIMIHOTO
Cxema aHanmsa
BBICTYIUICHUSL.
pazbop
COKYPCHHUKOB.
OT3BIBBI 0

1.2

DopMaTkl AETOBOrO
o0rmIeHus

3anamue Ne3
1.CocTaBnsmomnme  yCIEIIHOTO
JIEJIOBOTO o01IeHHS.
2.MexXKyIbTYpHBIC pa3jidvus B
JIETTOBOM OOIIIEHUH.

3anamue Ned
3.0cobenHOCTH JIEJIOBOTO
oOmerns B oQuIHMAIbLHOH U
HeoUIMaNbHOH  OOCTaHOBKE.
4 PeyeBoi JTHKET.
5.PernonanbpHOEe  BapbHPOBaHHE
B JIGJIOBOM  OOIIEHMH Ha
AHTIINHCKOM SI3BIKE.

VcTHbIi
orpoc.
KontpomnsHo-
TECTOBBIC
3a7aHUsl.

CwMm. yHKT 72,6

1.3.

Crny>keOHBIN THaor.

3anamue No5

1.Tumel peyeBbIX aKTOB B JICTIOBOM
OOIIeHUH: BOIIPOC, MOOYKICHHE,
CoO0O0IIeHnE

2.3aKpbITHIE, OTKPBITHIE,
PHUTOPUYECKUE BOIMPOCHI, BOMPOCHI

JUIsE  OOJIyMBIBAHHS, IE€PEIOMHBIC
BOIIPOCHI.

3.Metonpl yOexneHus
cobeceaHrKa

4 IlcuxonornyecKue THIIBI
cO0ECeTHUKOB.

5.HeBepOanbHble cpencTBa

JIEJIOBOrO OOIIEHUS.
3anamue Neb
6.[IpocTpaHcTBEHHBIE HOPMBI

YcrHblid
o1poc.
KonTponsHo-
TECTOBbBIE
3a1aHuUs.

CM. iyHKT 72,0




JIeJI0BOTO OOLIEeHUS.
7.CiyxeOHbIH TesneOHHBIN
pasroBop.

8.TexHHKa peun B pa3roBope I1o
Tenedony.

9.IlpaBuna BepeHUs Tene(OHHOTO
pasroBopa.

10. MuTepBbIO ITpH NIpHUEMe Ha
pabory.

1.4.

Buel neperoBopos,
MpaBuiia UX BEJCHUS.

3anamue Ne 7

1.3Tanst MIOATOTOBKH u
MIPOBECHUS [IEPETOBOPOB.
2.JIOKOMMYHHUKATUBHBIH dTart: coop
nHGOpPMALIUK, OTpeeiIeHUe Leen
U 3aja4, ONpeJeNeHne BPEMEHHU U

MecTa BCTpEYH, Y4aCTHUKOB
JieJeraryi.
3.KoMMmyHHKaTUBHBII JTal:

MPENCTAaBICHUE  CTOPOH  JIpyT
IOpyTy, U3JI0XKEHHE TMpodieM H
Lesied, aHanu3 MpOOJIEMBI, AUAIOT
YYaCTHHUKOB, apryMeHTaLus
BapHaHTOB pPELICHUH, MOIBEICHHE
WTOTOB U IIPUHATUE PpEUICHUH,
COCTaBJICHHE TPOEKTa JOKYMEHTOB.
4 IIoCTKOMMYHUKATUBHBIA  OTaIl:
aHaJIN3 IEPErOBOPOB.

5.513b1KOBas COCTaBJISIOIIAS
YCIIEUIHBIX IEPErOBOPOB: CIIOCOOBI
MPUBJICYCHNUS] BHUMAaHUS, IIPOBEPKa

aJICKBATHOCTH [IOHUMaHHUs,
MOABITO)KBAHUE JOCTUTHYTBIX
JOTOBOPEHHOCTEH, — CMSATYECHHE
BBICKA3bIBaHMSL.

6.Y4eT KynbTypHBIX pa3iIuyuii Ipu
ITOATOTOBKE u BEJICHUH
[IEPErOBOPOB.

3anamue Ne 8
1.WntepBpro. lemn wu  3amaum
OOIICHUS ¢  MPEACTABUTEIIIMU

IIPECCHI.
1. JIokKOMMYHHKATHBHBIH JTam:
OIIpeIeIICHHE (coBMecTHO c

MHTEPBBIOEPOM) Kpyra mpoOliem
pasroBopa, NOArOTOBKA OTBETOB Ha
MIpeIoiaraeMele BOIIPOCHI,
HU3y4yeHHUe rH(pOopMaIuu 0
KypHAIIUCTE.
2.KoMMyHHKaTUBHBIT JTam:
MIPUBETCTBUE, YCTaHOBJICHUE
KOHTaKTa; OTBETHl Ha BOIPOCHI
HMHTEPBBIOEPA, MIpOIIaHNE u
OnarolapHOCTh 32  HWHTEPECHBIC
BOIIPOCHI.
3.IlocTKOMMYHUKATUBHBIM  3TaI:
aHaiu3 wuHTEpBbIO. IlpaBmia ams

YcTHBIN
orpoc.
KontponsHo-
TECTOBBIE
3a/laHMsL.

CM. iyHKT 72,0




HUHTEPBBIONPYEMBIX.
4.Crnennduka npecc-KoH(epeHIHH

Kak BHJa JICIOBOTO  OOLICHUS.
IToarotoBka K npecc-
KOH(pepeHIINH.

5.CocraBieHue  3asBICHHS  JUIS
TIPECCHI. Ob6mienne c
KYpHaIMCTaMH  TOCIe  Tpecc-
KOH(epeHIINH.

Moayas 2. IlncbMeHHbIe OU3HEC- KOMMYHUKAIIUH

2.1. Dopmarsl, npasuna | 3auamus Ne9,10 Yerablit Cwm. mynkT 7a,0
IMMCBMEHHOr0  n1eyioBOro | 1.5I3pIKk NOHUCBMEHHOIO AEJIOBOro | Ompoc.
00IIEHNS 001LIEeHuS. KoutposbHo-
2.Bunst JIeTIOBBIX nicem, | TCTOBRIC
CtpykTypa  JElOBOTO  IHCHMA. SANAHIL
3.5I3BIK U CTHIIB JEIOBOTO MUCHMA,
4. Tunu4HbIe KITUIIE.
5.IluceMo-3ammpoc ¥ OTBET Ha
3arpoc, HCHEMO-3aKa3,
pexiIamManuy. DJNEeKTPOHHAs MOoYTa:
(dopmar, cTuiIb, TUTUYHBIE KITUILIE.
2.2 AHHOTHpPOBaHHUE, 3anamusa Nell VCTHBIH CwM. myHKT 72,0
pe3IOMUpPOBaHUE u | 1.Pestome. Ilens cocraBnenus ompoc.
pedepupoBanue pe3ioMe, ero CTPYKTypa | S3bIK. KontpornbHo-
Ka4eCTBEHHOM MPECCHI 2.CTpyKTypa, COJEp/KAHHUE U A3bIK | CCTOBRIC
COIIPOBOJIUTEIBHOIO MUChMA SANAHIL
3.AHHOTHpOBaHHE,
pe3oMHUpOBaHue U pedepupoBaHue
Ka4eCTBEHHOM MpPeCCHhI.
23. Omnpenenenne KII. 3anamue Nel?2 YerHblii Cwm. nyHKT 7a,0
1.0Onpenenenne KII. ormpoc.
2.Crnosapssiii coctas KIT: KonrposbHro-
00IIeynoTpeOuTeNbHAS U AeioBas | oo OBPIC
3aIaHML.

JIEKCHKA, TEPMUHBI, IMEHA
COOCTBEHHBIE.

3.CTunrcTHIeCKre 0COOEHHOCTH
KII: meradopa, urpa cios,
aJIJIIO3MSL, LIATALMS, HEOJIOTU3MBEI,
pOJIb TIOBTOPA B U3BJIICUCHUH
nH(bOpMAaIUH.

4 KoHuenTyaibHBIN 1
JIMHIBUCTUYECKHM aCIIeKT
myonmukarmii B KI1, nx coBmaneHus
U PacXOKJICHHUS




2.4. | CuHTaKcHYeCcKHue 3anamue Ne13,14 Ycrabii Cwm. myHKT 72,0
ocobennoctu sa3bika KII 1.Cunrakcuyeckne ocobeHHOCTH | OHPOC.
SI3BIKA KIT; | KonrpoibHo-
TECTOBLIC
[IUPOKOYTOTPEOUTETHHBIC
3a1aHNs.
rpaMMaTHYeCKie  KOHCTPYKIIHH,
CHHTaKCHUYECKass  KOHBEPTEHIVS,
cerMeHTaIus CTPYKTYPBI
MPEUTOKEHHS, aKTyaJIbHOE
YJIeHEHHE.

2.Koresus u xorepentHocts B KIT
3.Croco0bl  KOMIIPECCHH  TEKCTa
npu PE3IOMUPOBaHHH,
AHHOTHUPOBaHWH, pedepupoBaHUU
KII.

4. 513pIKOBBIC KJIMIIIE,
UCIIONIb3YEMbIe TIPH KOMIIPECCHH
TEKCTa.

5.4. 3aganusi caMOCTOSATEIbHON PadOTHI
Ocob6oe MecTo B OCBOGHHUH aHHOM TUCUMIUIMHBI 3aHUMAET CaMOCTOsITEIbHAs paboTa
crynentoB (CPC) o6mum oo6bemom 80/10249acos.

s ycriemHoro OcBOEHHSI MaTepHana Kypca M NPHOOPETEHHs] COOTBETCTBYIOIIMX HABBIKOB U
YMEHUI PEKOMEHAYETCS 3HAKOMCTBO C OOJBLIMM KOJIMYECTBOM AyTEHTUYHBIX OOpPA3LOB YCTHBIX H
MUCHMEHHBIX JIEIOBBIX U MPO(ECCHOHAIBHBIX KOMMYHHUKAIIUH, HX TIOAPOOHBIH SI36IKOBOH aHanmu3. J{is
pelIeHHs 3TOH 3a7aull pEeKOMEHAYeTCsl HE TOJIBKO MCIIOJIb30BaHUE COOTBETCTBYIOIICH JIUTEPATYPhI, HO
U pecypcoB MHTEpPHETa, B OCOOEHHOCTH TeX, KOTOpPhIe pa3paboTaHbl (M MOCTOSHHO OOHOBIISIOTCS)
CHEIMATILHO JIJIsi 00YyYeHUs SI3BIKY JIEIOBOTO U npodeccuoHanbHoro obmienus. Ocoboe BHUMaHUC
clieyer oOpaTHTh Ha TO, Kak B YCTHOM U THMCbMEHHOM JE€JIOBOM OOINEHWH TPOSBISIFOTCS
MEXKYJIbTYpHBIE Pa3lIniusi KOMMYHHKaHTOB. Ha camocrosrensnyo padory mo Mogyimo 1
BBIHOCSITCSl TEOPETHUECKHE ACIEKThI MPEIaraéMblX TE€M, KOTOPbIE ClIeAyeT M3Y4UTh 10 HCTOUYHHKAM
Ha PYCCKOM M aHTJUICKOM SI3BIKaX, a TaKKe IMOJI'OTOBKA IMyOJMYHOI'O BHICTYIUIEHUS TPEX BUOB:
MIPUBETCTBEHHAS peyb, MHPOPMAIIOHHASL PEYb U TOProBasi peyb.

Ha camocrosarenpHyto paboty mo Mopaymro 2 BbeHOcHTCS Tema 1 «®DopmaThl W CTHIIN
JMAJIOTHYECKOTO  JIEJIOBOTO  OOIIEHMs», a Takke MUChbMEHHBbIe 3ajaHus: 1) pesiomMe #
COIPOBOAUTEIBHOE MUCHMO TpU IpueMe Ha padoty (tema 2); 2) nmenoBoe muchMo (tema 3); 3)
MeMOpaHAyM (TeMa 5); 4) mpoToko codpaHus (Tema 6).

Ne Pasnea (Tema) nmporpammbl | Koamu | 3aganus ®opma Jlutepartypa
n/n €CTBO AJISl CAMOCTOAITEJILHOTO OTYéTHOCT
qacoB BbINNOJTHCHU A Hu
MopayJs 1. IIpogeccuonaibHOE 00LICHHE
[Ty6nmunoe BeicTytUieHue | 10/12 1.03nakomnenue Verubiid Cwm. myHKT 72,0
1.1 | kak JKaHp JI€JI0BOr0 MarucTpaHTOB C IIJIAHOM ompoc.
OOIICHMS. CaMOCTOSTENBHOM paGoTer | KOHTPOIS
Ha y4eOHBIN rox, | 19°
v TCCTOBBIC
rpa)uKOM KOHCYJIbTAIHH.
3aJaHusl.
2. Konkypc Ha mydmee
SI3BIKOBOE nopT¢hoJIuo
oOyuJatorerocs.
3.Boimonnenue
€KEeHEIENbHBIX

JOMAaIIHKUX 3aJlaHui 1O
Kypcy «THOCTpaHHBIH
A3BIK»
3.http://www.englishclub.
com/speaking/presentatio
ns.htm
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1.2

@opmaThl J1€JI0BOTO

o01IeHus

10/12

1.Ananu3 Buaeo3amnucei
MyOJIMIHBIX
BBICTYIUICHUH 11O
pEKOMEHIAITIH
MPEToAaBaTeNIsl U 10
COOCTBEHHOMY BHIOOPY
MarucTpaHTa,
OTIpe/ICIICHUE THUIIOB
OpaTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

YceTHbll
orpoc.
KonTtpons
HO-
TECTOBBIE
3a/laHus.

CM. niyHKT 72,0

1.3.

Cay>xeOHBII uajor.

10/14

1IlpocMoTrp ® aHamu3
BHJICO3aIIACEN
CITy>KE€OHBIX TUAJIOTOB.
Amnanu3 BepOanbHOi 1
HeBepOaIbHON
COCTABJISFOILINX
yCeurHoro u1 HEy1a4Horo
CiTy’ke0HOTO0 Tuanora.
[ToaroroBka K posieBoi
urpe «1HTEpBBIO ITPU
npreMe Ha paboTy».
[IpocmoTp BuACO3anUCH
How to get a job you want
Ha Onore
www.tiashija.blogspot.co
m

Y cTHBIM
orpoc.
KonTpoas
HO-
TECTOBEIC
3a7aHHs.

CM. niyHKT 72,0

1.4.

Buns! neperosopos,
mpaBujia UX BECACHUA.

1013

1.Ananus BumeO3anucen
MyOJIMIHBIX
BBICTYIIJICHUH 11O
pEKOMEHAAINA
MperoaaBaTesis U 1o
coOCTBEHHOMY BBIOODY
MarucTpaHra,
oTpeiesiCHUE TUIIOB
OpaTopoOB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

YcTHBIN
ompoc.
MoaynbHbl
U TECT.

CM. niyHKT 72,0

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

2.1.

®opMarsl,
MUCbMEHHOT'O
oO01eHus

npaBuiia
JACJIIOBOI'O

10/12

1.ITpopaboTtka TEOpUH
BOTIpOCa, M3ydeHue
SI3BIKOBOM COCTABJISIONICH
oduLMaIBEHOTO,

oIy O(hUITHATEHOTO u
HEO(PUIIMATIBHOTO CTHIICH
JIAAJIOTHYECKOTO
JIEJIOBOTO OOIIIEHHS.
2.ITpocmotp
BHJICO3aITHCEH Ha
peaIMeT W3yYeHUS
PETHOHAIILHOTO
BapbUPOBaHMs B JEJIOBOM
00IIeHUY.

1.Hazaposa T.b.
AHTIIMHACKUH SI3BIK

VYerHblit
orpoc.
KonTtpons
HO-
TECTOBBIE
3a/1aHu.

CM. yHKT 7a
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nenoBoro oomenwms. Kypc
JICKIWHA U TPAKTUKYM. —
ACT, Actpens, BKT.
2009

2.Hazaposa T.b.,
IIpecuyxuna N.A..
Pernonansaoe
BapbUPOBAHKE B JCIIOBOM
OOIEHNN HA aHTTTHHACKOM
s3pike. — ACT, Actpenb,
BKT, 2009

D2 | AHHOTHpPOBaHHE, 10/12 IIpocmMorp ©  aHamu3 | YCTHBIH CM. myHKT 7a
pe3roMUpOBaHUE BHUJICO3AIMCEN UHTEPBBIO | OHPOC.
pebepupoBanue Kak FOTOBHUTHCS x | Kourpoms
KayeCTBEHHOH Mpecchl WHTEPBBIO HO-
http://www.ublicityhound. | T°ToB8e
net/prepare-for-an- SAAAHIT
interview-with-a-reporter-
these- 8-ways
Onpenenenne KII. 10/14 | TIpopaboTka TEOpUH | YCTHBIH CM. yHKT 7a
BOIIpOca ompoc.
23 1.BBenenckas JILA. Kontposs
Purtopuka u xyneTypa Ho"
peun. — @ennkc, 2010 ;Z;;z];je
2.Hazapoga T.b. '
AHTIUICKUN S3BIK
nenoBoro obmenus. Kype
JIEKLUHA U IPAKTUKYM. —
ACT, Actpens, BKT.
2009
[Ipocmorp u  aHanus
BUJICO3AIINUCEN TUCKYCCUI
2.4 | CuHTakcuueckue 10/13 [MpopaboTka Teopun VerHbli CM. yHKT 7a
ocobenHoctH si3bika KI1 BOIIpOCa onpoc.
IToaroroBka k IVVIOHYH"HH
MexBY30BCKOMY H Tect.

KOHKYpCY NEepPEBOJIOB C
WHOCTPAaHHOTO $3bIKa Ha
pycckuii (Tipo3a, mo33us)
(BBITIOJTHEHHE TIEpPEBOJIA C
WHOCTPAaHHOI'O Ha
PYCCKUH SI3BIK,
[ToaroroBka K KOHKYpCY
YTEl0B Ha HWHOCTPAHHOM
A3bIKe (O3HAKOMIIGHHE C

WHOSI3BIYHOMN TO33H1eEH,
3ay4IrBaHUE

Hau3yCTh)

[Tpopabotka TeOpUuu
BOIIpOCa

peun. — ®enukc, 2010
1..Hazaposa T.b.
AHTTIHACKUN SI3bIK
nenosoro oomenus. Kype
JIEKIUH U MIPaKTUKYM. —
ACT, Actpens, BKT.
2009

2.IIpocMoTp M aHaIM3
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BUJI€O3AIMCEN TUCKYyCCUI
3. [ToaroroBska K
MexBYy30BCKOMY
KOHKYPCY Ha Jy4IIUil
BOIIPOC HA UHOCTPAHHOM
sI3BIKE 10 TeMe «Briciee
obpazoBanme B Poccnu u
CTpaHax U3y4aeMoro
SI3bIKAY (M3YUYCHUC
WMHOSI3BIYHOU
JTUTEPaTypHI,
COCTaBJIEHHE BOIpOca U
OTBETA)

5.5. Temsl peeparTos
5.6. TBopueckue 3aJaHUSA-HE NIPETYCMOTPEHbI
5.7.Curyanus 1Jis aHAJIU3a-He NPe1yCMOTPEHbI
5.8.Ctarbu 111 COCTaBJICHHS AHHOTALMMH, PelleH3Mii-He NPe1yCMOTPEHbI
5.9.Tembl KypcoOBBIX padoT He PeAyCMOTPEHbI
6OPOHAL OULEHOYHBIX CpeaACTB ANA NpoBeAeHMUSH
NPOMEXYTOYHOMNW aTTecTauUuuUMU o6yt-|arou.w|xc;| no
omcuumnnuHne (Mopoynio)

6.1./lepeuenv Kkomnemenyuii ¢ yKazaHuem 3manos ux ooOpMuposansl  npoyecce
0ceoeHusi 06pazoeamenvHol NPOSPAMMbl

®opmupyeMble KOMIIETEHIIUH Ilepeuens MIaHNPYeMBbIX pPe3yJIbTATOB
0o0yueHUsl MO JUCIHUIJINHE

Kon HaumenoBanue

Yuupepcanabuble komnerennun (YK)

YK-4. CriocobeH mpuMeHsATh coBpeMeHHbIe | YK 4.1.

KOMMYHHMKATUBHBIC TCXHOJIOTMH, B TOM VMeer BBIOMpATh Ha TOCYJAPCTBEHHOM M
YUCJIe Ha MHOCTPAHHOM (BIX) si3bIKe(ax), | ”THOCTPAHHOM (-bIX) sI3BIKAX KOMMYHHKATHBHO
s aKaIEeMIYECKOTO u | TIpUEeMJIeMbIe CTHIJIM JISJIOBOTO OOIIEHHS,
BepOaIbHBIC M HEBEpOAJIbHBIE CPEACTBA

HpO(l)eCCI/IOHaJ'IBHOFO BSaHMOHeﬁCTBHﬂ .
B3aMMOACUCTBUSA C MTapTHEPAMU

YK 4.2. YMmeer ncnonb3oBaTh HHGOPMAIOHHO-
KOMMYHHKAIIMOHHBIC TEXHOJOTHH TMPH
MOWCKEe HEOOXOANMON MHPOPMAIIUY B
MPOIIECCE PEIICHUS Pa3TUUHBIX
KOMMYHHKATHBHBIX 33]1a4 Ha TOCYapCTBEHHOM
Y MTHOCTPAHHOM (- BIX) SI3bIKAX.

YK 4.3. Ymeer BECTH JIETIOBYIO
HEePEeTnCKY, YUYUTBIBAaSE ~ OCOOCHHOCTH
CTHJIICTUKU OQUIMAIBHBIX M HEO(QHUIHATbHBIX
NIHCEM, COIMOKYJIBTYpHBIE paszinuuus B ¢opmare
KOPPECIOHACHIMM Ha TOCYHapCTBEHHOM U
WHOCTPAaHHOM (-bIX) SI3BIKaX

VK 4.4.

YMeeT  KOMMYHHKaTMBHO M KyJIbTYPHO
MPUEMJIEMO BECTH YCTHBIE JIEJIOBEIE Pa3rOBOPHI
B nporiecce npodecCHOHATLHOTO
B3aMMOJCHCTBUS HA  TOCYIapCTBEHHOM U
WHOCTPAHHOM (-bIX) SI3BIKAX.

YK4.5.JleMOHCTpUpPYET YMEHHE BBIOIHATH
MEePEeBO/| aKaJAEeMUYECKUX H MPOQECCHOHATBHBIX
TEKCTOB c HMHOCTPAHHOT'O (-p1x) Ha
rOCYJIapCTBEHHBIN SI3bIK.




Oomenpgeccnonanbubie komnereHunu (OIIK)

OIIK-8 | Crocoben TIPOEKTUPOBATH
MearOTUIECKYIO ICITCIBbHOCTh Ha
OCHOBE CIEIUATBHBIX HAYYHBIX 3HAHHN
U pe3yJIbTaTOB UCCIICIOBAHUN

OIIK 8.1. 3HaeT 0COOEHHOCTH II€arornyecKoi
JeATeNIbHOCTHA;  TpeOOBaHMA K  CYOBEeKTaMm
MEJAaroTHIeCKON  JIEATENLHOCTH;  PE3YJIbTaThl
HAYYHBIX HCCIIETOBAHMI B chepe
[IE€IarOrMYECKOM AeATEILHOCTH.

OIIK 8.2. YMeeT ucnonp30BaTh COBPEMEHHBIE
crenyanbHble HayYHbIe 3HAHUS U PE3yJIbTaThI
WCCIIEIOBaHUH JI BRIOOpA METO/IOB B
HearornIecKon IesITebHOCTH.

OIIK 8.3. Bnageer meromamu, GopmMamu H
CpE/ICTBAMHU IEIarOTHYECKON eSITeIbHOCTH;
OCYILIECTBIISIET MX BHIOOpP B 3aBUCHMOCTHU OT
KOHTEKCTa MPOeCCUOHANBHON AEATENEHOCTH
C YYETOM pEe3yJIbTaTOB HAYUHBIX UCCIIECOBAHUM.

6.1.2. Komnnekm KOHMPOIbHBIX 3A0AHUL WU UHbLE MAMEPUAIbl, He0OXoouMble OJisl
OYECHUBAHUSL KOMNEMEHYUL NO MEOPEMUUECKOll 2PDAMMAMUKE AH2IULIICKO20 A3bIKA

NPUMEPBI TECTOBbIX 3A,Z[AHI/II71 JJIsA ONEHKHU KAYECTBA
OCBOEHUS JUCLATIJIMHBI (MOLY.JI51)
HpnMeprle TECTOBBIC 3aIaHUA

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, 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.l 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
consequence
s. C issue



D
understandi
ng E
argument
F biases
G challenge
H
collaborati
onl
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

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 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.

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.

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 ......: 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.

But
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.l



B —I need to give you the benefit of my advice to validate or to
prove to myself how smart I am.|
C —You can‘t figure this out on your own,| or —I don‘t trust you to
figure it out.l
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.

c) Remember that the O.K. gesture is considered obscene.
d) Give your host a firm handshake and maintain direct
eye contact.

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

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

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

a. cancel

b. postpone

c. bring

forward d.

cut short

e.

fix

up f.

exte

nd

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.

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

3aganue 1. Onpenenante, 03HAYAET JIM CJIOBO CTPAHY WJIH HAMOHAILHOCTD U MOCTABLTE
oyksbI 1 ‘C’ (‘country’) mam ‘N’ (‘nationality”).

1 Greek 6 China

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

2. JlonoJiHUTE NMPEAT0KeHHs CJIOBAMH H3 PAMOYKHU
| short / heavy / 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!
) Jane’s report was too . It didn’t give nearly enough information.

3. ITonGepure BhIpaKeHHUsl U3 IBYX CTOJOMKOB U 00pa3yiiTe ¢ppasbl, HAmpuMep:
__C__tothe cinema on Friday night.
a) | often play 1 to the gym.
b) I never listen 2 golf on Saturdays.
¢) 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) 1 don’t like going

4. lonoJIHNTE NMpeJI0sKeHUs CJI0BAMHU U3 PAMOUYKH
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. lonoJiHMTE Mpe1/I0:KeHUs CJI0OBAMHU U3 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 lonmosinuTe 00BsIBJICHUS MpeasioramMu in, on, at, from wam 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 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.
7 IloctaBbTe IJaroJibl B HY:KHYI0 ¢opMmy.
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 (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 riaaroJ to be B HykHy0 hopmy.
Sandra (1) from Brazil. ‘I (2) 30 yearsold 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. [londepuTe OTBETHI K BHICKA3BIBAHUSIIM

a) Not bad, thanks. 1 A: Another coffee?

b) Hi, Jane. Good to see you again! :

¢) No, thanks. 2 How’s business?

d) Goodbye. :

e) Nice to meet you. 3 : Would you like a drink?
f) Yes, please. :
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: See you later.



3ananme 9. Boibepure Hy)KHOE CIOBO U3 PAMKH U 3alIOJTHUTE MPOITYCKH:

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?”

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

d. 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
necessary — and helpful — to introduce the
main speaker. With the right 2 ... , you can
make the event more successful and establish
yourown3... .

An 4 ... serves two purposes:

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,
heightening their sense of openness
and 7 ....

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.

A introduction

B transition

C preparation

D anticipation

E gatherings

F professionalism
G shift

H spotlight

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 ............... >: 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 ................2 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 ................... 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 ¢) potential d) power

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

4  a) 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
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. 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.

Vickers has a good reputation for buying companies that are ............ (perform), turning
them round, and bringing them back to profitability.

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

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

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

We opened a chain of private nursery schools. We miscalculated our costs and ...............
(charge) parents by maybe 25 per cent, which is one reason we became popular and
successful.

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

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

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

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

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

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

a) deny b) have ¢) 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

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

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

The government should be more (articulate/fluent/responsive) to people and less

preoccupied with special interest groups.

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

1
2

This mining area was incredibly a) disastrous’, said one bank manager. ‘It
Bank deposits are disappearing as nervous couldn’t be worse.’

investors send their money abroad. 'The b) badly hit by the closure of the mines, which
situation is absolutely cost 10,000 jobs.

The organisation's systems have been c) stable, secure and hopeful.

severely d) difficult, but much easier than it was before.

The finance minister said the budget was  e) criticised by auditors, who found corruption



totally and mismanagement.

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. HpaRTn'{ecmle 3alaHUA JISI IPOMEKYTOYHOI0 KOHTPOJIsA 3HAHUHA CTYAECHTOB-
MaruCTpaHToB

DopMOil  MTPOMEKYTOUYHOM  aTTECTallMM 1O  JUcCUMIUIMHE «MHOCTpaHHBIM  SI3BIK B

npodecCHOHATbHON KOMMYHHMKAIMK sBIsieTcs 3adeT. CHucTeMa TEKyIIero U pyOexHOro
KOHTPOJISI CTPOUTCS 110 OaJIIIbHO-PEHTUHIOBOI MOJIENH, @ UTOTOBBIH 3a4eT CTYIEHTHI TOJIy4aroT
B Ka4eCTBE HAKOMUTEIILHOW PeUTHHrOBOH olleHKH (He MeHee 30 GayioB). B TexHomormueckoi
KapTe AUCLUIUIMHBI BbIIEIECHBI BCe (DOPMBI TEKYILIETO0 M PYOEXKHOro KOHTpPOJIA, Kakaas W3
KOTOpBIX OLIEHUBAETCSl OIPENEICHHBIM KOJMYECTBOM OayioB (B JAMana3oHe «MUHUMYM —
MaKCUMYyM»).
Bo3moxxHO ~ Haumcnenume ~— OOHyCHBIX ~®M  mTpadHBIX  OauioB  (Hampumep, K
HEYJIOBJIETBOPUTEIILHOM OIIEHKE B COYETAHUU C PEHTUHIOBBIM IITpadoM HPUPABHUBAIOTCS
claya TeKcTa ydeOHOro 3aJaHMs, MMO3aMMCTBOBAHHOTO W3 VIHTepHETa WIM W3 KOJJICKIHH
y4eOHBIX 3aJlaHMil MPOLUIBIX JIET, caya JABYyMs M OoJjiee CTYAEHTaMHM HJIEHTHYHOIO TEKCTa
y4eOHOTO 3aJaHMsl, HCIIOIb30BaHHUE JICKTPOHHBIX MIPOrpaMM epeBojia. PelTHHroBbIe OOHYCHI
IIpeIyCMaTPUBAIOTCS IIPU JEMOHCTPAIMU CTYJIEHTAMU B XOJ/I€ CEMECTpa yIiIyOJeHHOIO 3HaHUS
y4eOHOTO W JIONOJHHUTEIBHOTO  MaTepuaja,  TBOPUYECKOrO,  WHUIMATUBHOTO U
JUCLUIUIMHUPOBAHHOTO OTHOLIEHWsT K YydyeOHOMy mpoueccy. TexHonoruyeckas Kapra
BKJIFOYaeT 0a30ByI0 W JONOJHHUTENBbHYIO dYacTh. B 0a30BOi 4YacTH NPHUBOIAUTCS pacdeT
PEUTHHIOBOM OLEHKM TeX Y4eOHbIX 3aJaHUil M KOHTPOJIBHBIX HpOLENyp, KOTOpbIE
BBIIIOJIHAIOTCSA CTYAGHTaMU B TeueHue cemecTpa. Jljii MTOroBOro 3adera CTYJAEHTaM
noctatroyHo HakonuTh 30 OamnoB. EAMHCTBEHHBIM 00s3aTeNbHBIM Y4YEOHBIM 3aJlaHHEM,
KOTOpbIE€ MarucCTpaHThl JOJDKHBI BBINOJIHUTH BHE 3aBUCHMOCTH OT JIOCTHUTHYTOTO YPOBHS
HAKOMUTEJIbHOW OLIEHKH, SBJSETCSA MOATrOTOBKA M MPE3EHTAIMs y4eOHOro MpoeKTa (CTYAEHTHI,
[0 YBa)XUTEIbHBIM IIPUUMHAM, HE MPUHSBILINE Y4acTUe B 3TOH paboTe, 00s3aHbl OJTOTOBUTH
y4eOHBIM TPOEKT B COCTAaBE JOMOJHUTENBHBIX Y4eOHbIX 3ahaHuil). JlomoiHMTENbHAs 4acTb
TEXHOJIOTUYECKON KapThl BKJIIOYAET KOMIIEHCUpYIOLIME YydeOHble 3ajaHus. MaructpaHThl
BBINOJIHAIOT X B TOM CJIy4ae, €Clii B paMKax 0a30BOM 4acTH He CyMesd HaOpaTh KOJIMYECTBO
0a10B, He0OX0IMMOE ISl IOTy4YeHHs 3a4eTa. BpIOOp NOMONMHUTENbHBIX YUEOHBIX 3aJaHUN U3
IIPEIJIOKEHHOTO  TEPEYHs] MarucTpaHThl OCYHIECTBIIIOT — camocToATenpHO. Cpok X
BBITIOJTHEHUS OIIPEIEIseTCsl IPENOoIaBaTENIEM.

IIpuMepbI BONPOCOB /151 3a4eTa

dopmanbHOE U HEPOPMATIBHOE JIETI0BOE MTUCHMO.
Kimmme B 1enoBoM nucbMe.
A0GOpeBHaTyphl B 1€JI0BOM IHCHME.
Oco0eHHOoCTH AeT0BOM JOKYMEHTAIIH.
KonTtpakt. TUnsl COBpeMEHHBIX KOHTPAKTOB.
OO6pa3sibl KOHTPAKTOB.

Knuie KOHTpakToB.

CrenanmbHasi TEPMHAHOJIOTHSI B KOHTPaKTaXx.

OmnpeneneHre ¥ TUIIB I€JIOBBIX BCTPEU.

10 [TmranupoBaHue MPOBEACHUS ICTOBOM BCTPEUH.
11. ®yHKIIMOHANBHBIE 0COOEHHOCTH SI3bIKA JETIOBBIX BCTPEU.
12. Kiamie 1efoBBIX BCTPEH.

13. Onpenenenue U TUIBI TPE3EHTAIUHA.
14. CtpykTypa mpe3eHTalum.

LCoNoOA~AWNE



15. Knumie B mpe3eHTaIuy.

16. Ctunuctideckne 0COOCHHOCTH MPE3CHTAIUH.

17. OnpeneneHue U TUIBI IEPETOBOPOB.

18. OcobeHHOCTH SI3BbIKA MIEPETOBOPOB: JICKCHKA, PYHKIIMOHATBHBIC CTHIIH, TUCKYPC.



1./lonosinuTe pa3roBop Ha KoHpepenuun. Mosiu npeacrapiasier Camy kosuter: 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 coiepKaHue Ha aHTIHIHCKOM
S3BIKE:
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. 1t 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.



3ananme 3. CocTaBbTe aHHOTAIMIO K cieayronieMy Tekery: Legal education

3ananue 4. [ToaroToBbTe MPE3CHTAIMIO CBOSH HAYYHOUM CTaThU WM JTOKJIAAa, UCTIOIb3YS
HIKETIPUBEICHHBIC BBIPAXKEHUS:

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, 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 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 5. [IpounTaiite Tekct Speaking on Public u nmepemaiite kpatkoe cojepkaHue Ha
AHTJIMICKOM 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.

3aga}me 6. OTBeTHTE HA BOIIPOCHI IO COACPIKAHUIO TCKCTA:

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. IIpounTaiiTe TEKCT HAa PyCCKOM SI3BIKE U MepelaiiTe ero coaep kaHue Ha aHTJIMHCKOM U



HA000POT.

23. ComocraBbTe aHIIIHICKOE (PYCCKOE) CJIOBO HIIH BBIPAXKEHHUE C €r0 TIEPEBOIOM.
24. TlocTaBbTe BOMPOCHI K TAHHBIM MPEIOKCHUSIM.

25. CnienaiiTe TaHHBIC MTPEUIOKEHUS OTPUIATESITHLHBIMH.

26. BcTaBhTe MPOIYIICHHBIE CIIOBA B TAHHBIA TEKCT.

3ananue Ne7 [Ipounraiite u nepeseaure 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.

3ananue 8. Onpenenure, Kakue U3 HIDKETIEPEUNCICHHBIX THKTOB MOTYT OBITH Hanboiee
npuroanbivu st CV (1. 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:



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, I 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.

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 | Growth through crisis J ldentifying 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:

« When we give unsolicited advice, the judgmental assumption s, 1 ......
e The authoritative assumption s, 2 ......
e The self-serving assumption s, 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 “T 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.

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.
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.

2.

3.

4.

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) | 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 noxazamenei u Kpumepuee OyeHueaHusl Komnemelmm? HA pas3jiudHblx omanax ux
QbOPMMPOGGHM}Z, onucarue wKajl OyeHUuBaHuA

OneHounoe IIIxana oneHBaHUI [IpencraBienue  OLIEHOYHOTO
CpEeNICTBO cpenctsa B GhoHIe
3aumeno
KonTponbHo- ITpaBuiibHBIX OTBETOB 51- ®oun TECTOBBIX
TECTOBBIE 3aJaHUS Bricka3piBaHre, B OCHOBHOM, JIOTHYHO; | MPAKTHYECKUX 3adaHUI
MMEIOTCSl OTJEJIbHBIE HEAOCTATKU MNpU




HCIIOJIb3OBAHHUU CPCACTB JIOTUYECKOM

CBsI3H, HUMCIOTCA OTACIBbHBIC
HEAOCTAaTKKU IIpU JACJIICHHMKU TCKCTAa Ha
ab3 albl; HMCIOTCA OTACIBbHBIC

HapymieHuss B O(OPMIICHMHM TEKCTa.
Hcnonb3yemMblii  ciloBapHbI  3amac
COOTBETCTBYET IIOCTAaBIEHHOW 3ajauye,
OJTHAKO  BCTpEYAlOTCSd  OTJENbHBIC
HETOYHOCTH B YHOTPEOJIEHUH CIIOB,
a100 CIIOBapHBINA 3amac OrpaHUYEH, HO
JeKCHKa UCIOJIb30BaHa MPaBUIBHO.
Nmeercs psn rpaMMaTHYEeCKUX
OLINOOK, HE 3aTPYAHSIOLINX
IOHUMAaHHE TEKCTA.

Hezaumeno»

[IpaBunbubIX 0TBETOB MeHEee 50%.
KpaitHe orpaHuYeHHBIM  CIIOBApHBIN
3amac  HE  IO3BOJIAET  BBIIOJHUTH

IIOCTaBJIEHHYIO 3az1aqy.
I'pammaTnueckue IpaBuIa HE
COOJIFOIar0TCA.

HenpasuiisHOE HCIIOJIb30BaHUE
IrPaMMaTU4YECKUX  CTPYKTYp  J€JIaeT
HEBO3MOKHBIM BBIIIOJIHCHHE

MMOCTaBJICHHOM 3aJaun

MexKynbTypHBIE
0COOEHHOCTH
JIeII0BOU
KOMMYHHUKAaIUH

3aumeno paBuibHBIX OTBETOB 51-

3aaHue BBIOJHEHO: HEKOTOPHIE
aCTIeKThl, yKa3aHHbIC B  3aJIaHUH,
PacKpBITBl  HEMOJHOCTHhIO;  HUMEIOTCS
OTJICTbHBIC HAPYIIICHUS CTUIICBOTO
Oo(OpPMIICHUS peuH; MPUHATHIE B SI3bIKE
HOPMBI ~ BEXKIIMBOCTH, B OCHOBHOM,
COOJTFOJICHEI. Lenb o0IIeHUS
JIOCTUTHYTA, OJTHAKO TeMa PacKphiTa HE
B nolHOM oObeMe. COLMOKYIbTYpHBIE
3HAHUS, B OCHOBHOM, HCITOJIb30BaHbI B
COOTBETCTBUU C CUTYyaIHEH OOLIEHUS
Hezaumeno»

[IpaBunbHbIX 0TBETOB MeHEe 50%.
3amanue HE BBIOJIHEHO: COJCPKAHKE
HE OTpakaeT Te€ AacHeKThl, KOTOpPHIE
YKa3aHbI B 3a1aHUH, WIHA HE
CooTBeTcTBYeT TpedyeMoMy o0beMy.
Ilens oOmieHns HE JOCTUTHYTA

PeyeBoil 3THKET: COBETHI U
PEKOMEH TIaINH.

Coo0urenne
TEME

Io

3auTeHo

[IpaBunbHBIX 0TBETOB 51-
BricTynaromuii 1eMOHCTpUPYET 3HAHUSA
o BBIOpPAaHHOM TEME, nMeeT
3aTpyJHCHUS c HCIIOJIb30BAHUEM
TeMaTu4yeckoro BokaOymsipa; MmeroTcs

Temsbl coobIIIEHMI




HECYILIECTBEHHbIE  TOTPEIIHOCTH B
UCIOJIb30BAaHUU TEPMUHOJIOTHH.
OTCYTCTBYET COIIPOBOAUTEIbHBIN
JIEMOHCTPAIIOHHBIH MaTepual.
3HAYUTENBHOE KOJIMYECTBO  OMIMOOK
A3BIKOBOT'O XapakTepa.

Hezaumeno»

IIpaBunpHbIX 0TBETOB MeHee 50%.
CooO1ieHre He IMOATOTOBIIEHO, JHOO0
UMEET CYIIECTBEHHbIE MPOOesbl IO
MPEICTABICHHONW TEMaTHUKE, OCHOBAH Ha

HEJIOCTOBEPHOU uHpOpMaInHy,
BBICTYMAIOUIMM  JIOIMYHIEHO OOJIbIIOe
KOJIUYECTBO rpyoBIX (9111510 3
SI3BIKOBOTO XapakTepa.
[TucbMeHHBIN U «3aumeno» ®oH/1 TEKCTOB Ha MEPEBOJI

YCTHBIN
IIEPEBOJ

[TpaBunbHBIX 0TBETOB 51-%

[lepeBon monHbBINA, 0O€3 MPOMYCKOB H
IIPOM3BOJIBHBIX  COKpAIlEHUH  TEeKCTa
OpUI'MHaa, JIOITYCKaeTCsl OJlHa
¢dakTuyeckas oOmMUOKa, INpPU YCIOBUH
OTCYTCTBUS NOTEPh MH(DOPMALUK U
CTWJIUCTUYECKUX  IOTPEIIHOCTEH  Ha
apyrux ¢parmenrax Tekcra. VMmeroTcs
HECYUIECTBEHHbIE  IOTPEIIHOCTH B
VCII0JIb30BaHUU TEPMUHOJIOTUU.
IlepeBon B  [1OCTAaTOYHOW  CTEINEHH
OTBEUYAET CUCTEMHO-SI3bIKOBBIM HOPMAaM
U CTUJIIO si3bIKa mepeBojaa. KynbTypHbie
U QYHKIIMOHAJIbHbIE

napaMeTrpsl  HMCXOJHOTO  TEKCTa B
OCHOBHOM aJeKBaTHO  IEpEIaHbl.
KoMMmyHUKaTUBHOE 3aJ1aHue
peann30BaHo, HO HEZ0CTaTOYHO
ONTUMAJIBHO.

JlonyckaroTcss HEKOTOpbIE HapyIIEHUS B
dbopMe npeabsIBICHUS IEPEBOA.

«Hezaumeno»

ITpaBuiibHBIX O0TBETOB MeHee 50%.
ITepeBon COAEPHKUT MHOTO
dakTtnyeckux  ommbok.  Hapymena
MIOJTHOTA nepeBo/ia, ero
HKBUBAJIEHTHOCTh U aJIeKBaTHOCTh. B
nepeBojie rpy0o HapylIeHbl CHCTEMHO-
S3BIKOBBIE HOPMBI M CTHJIb  SI3bIKa
nepeBona. KoMMyHUKaTHBHOE 3a/aHUe
HE BBINOJHEHO. [ pyOble HapyIIeHus B
dbopMe npebsIBICHUS TEPEBOJIA.

PedepupoBanue
CTaThH

«3aumenoy

[TpaBunsHBIX 0TBETOB 51-%

OcHoBHas MH(OpMAIUS H3BJICYCHA U3
TEKCTa C MOJHO M TOYHO. OTCYTCTBYeET
u30bITOuHass MHGopMarys. BrickazaHo

donn crarent g
pedepupoBaHus




COOCTBEHHOE OTHOIIICHHE K Tpodiieme,
0003Ha4YEeHHON B MPEI0KEHHON
cratbe. Coneprxkanue cooOIIeHUs
COOTBETCTBYEeT  Teme.  AJleKBaTHas
peakius Ha JOMOJHUTEIIbHBIE BOIPOCHI
IpernoaaBaress.

Peub npaBuibHas, JOIYCKAKOTCS
HE3HAYUTENbHbIE OMIMOKH S3bIKOBOTO
xXapakrepa.

«He3zaumeno»
IIpaBunpHbIX 0TBETOB MeHee 50%.
Heymenue OT/ECIIUTh OCHOBHYIO

UHPOPMALIMIO  OT  BTOPOCTEIEHHO,
HOTIBITKA  peeprpoBaHust CBOIATCA K
BOCIIPOU3BEECHUIO TOTOBBIX
IIPEIOKEHU I U3 TEKCTA.

PeueBas akTUBHOCTB CTYZCHTAa HHU3Kasl.
Peakuus Ha BOIpocsl

npenogasareiss OTCYTCTBYET WM HE
aZlcKBaTHA TeMe. boJybIoe KOIM4YeCcTBO
OLIMOOK SI3bIKOBOTO XapaKTepa.

ITnceMmenHrle
paboThI

«3auteno» [IpaBunbHBIX 0TBETOB 51-%
— CTYJIEHT ITOATOTOBMJI 3a/laHUE 110
npeUIo’KeHHOMY (hopMaTy, XOTs
UMEIOTCA OT/IeNIbHbIEC HAPYIICHUS
CTUJIEBOTO O(POPMIICHUS PEYUH.
Hcrionb3yeMblii CIIOBapHBIN 3amac
COOTBETCTBYET IIOCTABJICHHOW 3aj1aue,
OJIHAKO BCTPEUAIOTCS OTJEIbHbIE
HETOYHOCTHU B yIOTPEOJIEHUH CIIOB
a100 CIOBapHBIN 3amac orpaHuYeH, HO
JIEKCUKAa MCI0JIb30BaHa MPAaBUIIBHO.
NmeeTcs psa rpaMMaTHYECKUX
OIIMOOK, HE 3aTPYAHSIIOLINX
noHnMmanue tekcta. Opporpaduueckue
OIIMOKN MPAKTUYECKU OTCYTCTBYIOT.
«He3a4TeHO» — CTYJEHT MOArOTOBHII
3aJaHue ¢ TpyObIMH HapYIICHUSIMHU
dbopmara MUCbMEHHOU paboThL.
OTCyTCTBYeT JIOTUKA B IOCTPOCHHH
BBICKA3bIBAaHUs; TEKCT HE O(OopMIIeH
COrIacHO Heobxoaumomy  ¢dopmary.
KpaiiHe orpaHMuYeHHBII  CIOBAapHBIN
3armac  HE  TO3BOJSIET  BBIOJHUTH
IIOCTABJIEHHYIO 3ajady. JlomyuieHsl
rpyoble  Jjekcudeckue U (WiIn)
rpaMMaTH4YeCcKHe OITHOKH.

®oHT ASITOBBIX ITHCEM,
KOHTPAKTOB

ITepeBon nenoBBIX
IMHCEM

«3auteno» [IpaBmibHbIX 0TBETOB 51-%
—  TEeKCT  IepeBojla  aJeKBaTEH
HCXOJIHOMY COOOILEHHIO; U3JI0KEHHUE, B
OCHOBHOM, JIOTMMHO U TI'PaMOTHO;
IPOIEMOHCTPUPOBAHO 3HaHHe u
IOHMMAHHE KIJIIOUEBOM TEPMUHOJIOTUU U

DoHJI ICTIOBEIX IHCEM,
KOHTPAKTOB




JEKCUKO-TPAMMAaTH4YECKUX  CTPYKTYD;
JIOITyCKAeTCst 10 4eThIpEX
HE3HAUUTENFHBIX OHMIMOOK B IEPeBOjIE
TEPMUHOB U JIEKCHUKO-TPaMMAaTHYECKHUX

CTPYKTYD.

«He3auTeHo» — TEKCT TmepeBoja
MMOJIHOCTBIO HE COOTBETCTBYET
HUCXOJIHOMY COOOIIEHHIO; B

NepeBeIEHHOM  TEKCT€  OTCYTCTBYET
JOTHKAa W HMMEKOTCS MHOTOYHCIICHHBIC
rpamMmmarudeckue  ommoOku  (Oonbiie
BOCBMH); H3YYCHHBIM BOKaOymsip u
JIEKCHUKO-TPAMMATHYECKUE  CTPYKTYPHI
NepeBe/ICHbl HEBEPHO JIMOO COBCEM HE
TIepEBE/ICHBI.

7.Y4eOHO-MeTOAMYECKOE U NH(POPMALIMOHHOE 00ecneyeHue TUCIHILINHBI

A) OcHoBHas1 1uTEparypa
1.Amyp6exona T.U. Business English [Tekcr]: yuebnoe nocodue. — T.1. Amrypbexona.
Maxaukana: UL AT'Y. — 2018.
2.I'ycnsikoBa, A.B. Business English in the New Millennium : yue6Hoe mocobue /
A.B. T'ycnaxoBa ; MunucrepcTtBo oOpa3zoBanust 1 Hayku Poccuiickoit denepanuu, MoCKOBCKUit
NeJaroruueckuii rocyJapcTBeHHbIl yHuBepcurer. - Mocksa : MII'Y, 2016. - 180 c. : wi. -
bubmuorp. B kH. - ISBN 978-5-4263-0358-4 ; To xe [Onekrponnsii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=472847 (21.09.2018).
3.I'aparyns C.M. Aurnuiickuii si3bIK Juist esioBoro oomenus -PocroB H//1: ®enuke, 2013.-268 c.
4.0BunnHuKOBa, .M. The course of business English for the linguistic department :
yuebHoe nocodue / I.M. OBunnnukosa, B.A. JleGenesa ; pea. C.C. XpomoBa. - Mocksa : EBpasuiickuii
OTKpBITBIH HHCTUTYT, 2010. - 301 c. - ISBN 978-5-374-00361-1 ; To xe
[DOnexrponnsii pecypc]. - URL: http://biblioclub.ru/index.php?page=book&id=90921 (21.09.2018).

b)/lononnumenvnaa tumepamypa

1. T'ymosckas, I'.H. Auramiickuii s3p1k npodeccruonanbHoro oomeHus=LSP: English for
professional communication : yue6Hoe nocooue / I'.H. I'ymoBckas. - Mockaa :
NznatenberBo «DnmaTan, 2016. - 218 c. - bubmworp. B kH. - ISBN 978-5-9765-2846-8 ;
To xe [DnexTponHsIit pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=482145 (21.09.2018).

2. llleBenéna, C.A. JlenoBoii anriuiickuii : yaeoHnoe mocobue / C.A. IlleBenésa. - 2-¢ u3.,
nepepad. u gomn. - Mocksa : FOuutu-/lana, 2015. - 382 c. - ISBN 978-5-238-01128-8 ; To
xe [DnexTpoHHsIii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=436816 (21.09.2018).

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

8. [lepeyeHn pecypcoB HH(POPMANMOHHO-TEJIEKOMMYHHUKAMOHHOI ceTH « AHTEepHETY,
He00XO0IUMBIX /IJIsl OCBOCHUS TUCHHUILIUHBI (MO1YJIf)

IIpyn nmpoBeneHUM NPAKTHUYECKUX 3aHATHM IO JUCLUIIIMHE «J[eI0BOM MHOCTPaHHBIA S3BIK»
UCIIONIB3YETCS  CIEAYIoIee MpOrpaMMHOE oOeclieueHne COBPEMEHHBIX HWH(OPMAIMOHHO —
KOMMYHI/IKaTI/IBHBIX TGXHOJIOFI/IfIZ
WHTepHeT-pecypcChl: aHrIos3buHbie canTel: hitp://www.wikipedia.com; http://www.krugosvet.ru;
http://www.diplomotahes.com; http://www.lenta.ru; http://www.comersant.ru; http://www.uno.org;
-morickoBass cucrema Google s momcka uHPOpPMALIMKM HA 1O TeMaM, BBIHOCUMBIM Ha
CaMOCTOATCIIbBHOC U3YUCHUC,

-y4eOHbIe TOcoOHs U y4eOHO-MEeTOAMUECKUe pa3padoTku HayuHo# Oubmmorexu AITIY;
-3JIEKTPOHHBIM pecypcHbIi LEHTP HAYYHOM OnOIMOoTEKH ALY, “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/publicrelationl/a/organizingapressconference.htm
http://www.ehow.com/how 4494650 prepare-press-conference.html

9. Meroauyeckue ykazaHus 1Jisl 00y4arouXcsl M0 0CBOEHUIO THCIUIITHHBI

OOydeHue MHOCTPAHHOMY SI3bIKY I10 JaHHOW MporpamMme rOTOBHUT K JIEJIOBOMY OOIIEHUIO
Ha aHIJIMMCKOM SI3bIKE, KaK B MPO(QECCHOHAIbHON AEATEeIbHOCTH, TaK U B MOBCEJHEBHON KHU3HU, a
TaK)K€ YYUT YUTAThb U MIOHMMATh TEKCTHI PA3JINYHOM HAIPABIECHHOCTH, YYUT NKCATh AHHOTALMU U
pedepar, nucath NUChMa YaCTHOTO U JIEJIOBOI0 XapakTepa. B mporpammy Bk/IIOY€Ha crieliMajibHas
TEPMUHOJIOTHS A3bIKa JI€JIOBOTO OOLICHHUS.

HeoOxonumo pa3pabaTbiBaTh COBMECTHO C IIPENoOAaBaTeleM HWHAUBUAYAIbHBIA alrOpPUTM
CaMOCTOSITENIbHON PaboThl U pabOTH! Ha 3aHATUSAX. OCHOBHAsI peKOMEeHAalusl, 0OecreurnBaronias
ycIex IpU OCBOCHUH, Kak OTAEIbHBIX TEM, TaK U Kypca B IIeJIOM - CUCTeMaThueckas paboTa HaJ
3aJJaHUsIMU, KOHKPETU3UpOBaHHBIMH B 11.3, «ConepkaHue caMOCTOATENbHOM paboTh». BeImomHss
3a/laHusl, CTYJIEHT KOHTPOJUPYET CTENEHb YCBOEHUs MaTepHalla M, €CIM OH HE B COCTOSHHH
BBIIIOJIHUTh TO WM HHOE 3aJaHue, OH [OJDKEH BHUMATEIBHO IIPOYUTATH COOTBETCTBYIOILEE
IIPABWJIO II0 PEKOMEHJOBAHHOW JMTEpaType. [Tocne 3aBepuieHMs KaXJIoro OJOKa TeM,
[IPENOIAaBATEIb NACT «TBOPYECKUE» 3aaHMs: HANKMCAHUE CBA3HBIX PACCYKACHUH, BBHICKA3bIBAaHUM,
aHHOTaLMH U pedepaToB, MUCEM JIMYHOTO U JIEI0OBOT0 XapaKTepa, IOATr0TOBKA YCTHOIO COOOLICHUS
10 33J]aHHOM TeMe, MOATOTOBKA K POJIeBOM Hrpe, Hampumep, «OTKpBITHE COOCTBEHHOTO OM3HECa».
Ha 5T0 OTBOIMTCS IOCTAaTOYHOE KOJMYECTBO YAaCOB HA CaMOCTOSITENIBHYIO MOArOTOBKY. Ilownck u
cbop Mmarepuana JIOMKEH OCYILECTBISATHCS CTYAEHTAMHM CaMOCTOSTENIBHO M3 COOTBETCTBYIOIIMX
VMCTOYHHMKOB: TEPUOAUYECKUX W3/IaHWW, HAYYHO — IOMYJSAPHBIX TEKCTOB, HAy4YHBIX CTaTeH,
mMoHnorpaduii, UutepHer - pecypcos. IIpu moaroroBke Takux KOMMYHUKaTHBHO-OPUEHTHPOBAHHBIX
3aJaHUI: POJICBBIX WIP, TPYNIOBBIX IUCKYCCHMM M T.I. CIEAYeT NPUICPKUBATHCA CLEHApHs,
pa3pabOTaHHOTO COBMECTHO C IPETNOIaBaTEIIsIM.
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10 . llepeuenb HHPOPMANMOHHBIX TEXHOJIOTHA, HCIOJIB3yeMBbIX MPH OCYIECTBICHUH
00pa30BaTeJIbLHOIO NPoIecca Mo IMCHUIINHE (MOAYJII0), BKJIOYAs NlepedeHb MPOrpaMMHOTI0
obecreyeHusi U HHPOPMAIHMOHHBIX CIIPABOYHBIX CHCTEM (IPH HEOOXOAMMOCTH)

[Ipu npoBeneHUM MPAKTUYECKUX 3aHATHH 1o guciumuinHe «lHOcTpaHHBIA — SI3BIK B
npoeCCHOHATPHON KOMMYHHKAIIMU» HCIONB3YIOTCS CIEAYIOIIUE IPOrpaMMHBIE O0ECTICUCHHS
COBpPEMEHHBIX MH(GOPMAIIMOHHO — KOMMYHHMKAaTHUBHBIX TexHosiormii: Microsoft Office, Excell,
cioBapb-iepeBoguuk ABBYLingvo 12, obyuatome nporpammer: «Speaking Englishy», «Tell me
more», «Anrmuiickuii Ha Ypa», «lIpodeccop XwurruHc. AHrIUHCKHA 0€3 akKIeHTay,
«VHTepaKkTUBHBINA y4eOHUK IO COBPEMEHHON I'paMMAaTHKE aHTIIMICKOTO s3bIKay, «CaMOoydnuTeNu 1o
AQHIJIMHACKOMY  SI3bIKY»; HHTepakTuBHble Kypchl «TOEFL»; TpeHUHroBble MpOrpamMMbl MO
rpaMMaTHUKe W JIEKCHKE, TECTOBBIC 33/JaHUS MO AHTIHICKOMY sI3BIKY: « TecThl Mo aHTIMHCKOMY
SI3BIKY»; Y4eOHBIC TOCOOUS U YUeOHO-METOIMUECKHE pa3padoTku HaydHor Onbmmoreku JII'TIY.

11. MaTepuajbHO-TeXHHYeCKOe o0ecneyeHne JUCIUIINHBI

HpI/IMeHeHI/Ie COBPEMCHHBIX O6pa3OBaTeJ'ILHHX TeXHOHOFHﬁ, B paMKaX KOTOPbIX PCAIN3YCTCA
OCBOCHHEC JTUCHUIUIMHBI, MpCAnojaract MHCIOJIb30BaHUC aKaI[eMI/IHGCKOﬁ ayauTopun  Ijid
MMPOBCACHUA HPAKTHUICCKUX 3aHITHU C HCO6XOI[I/IMBIMI/I TCXHUYCCKUMU CPCACTBAMU (KOMHLIOTep,
IIPOEKTOp, DOKpaH, HHTEpaKTUBHasg [JOCKa, ayIuo- UW- BHIECO almaparypbl, Meduasal C
BO3MOJXHOCTBIO ITPOCMOTpPA CITYTHUKOBOT'O TCJICBUACHUA HAa HHOCTPAHHOM }IBBIKC).

CpenctBa oOydeHHsI BKIIOYAIOT Y4eOHO-CIIPABOYHYIO JIUTEpaTypy (PEKOMEHIOBaHHEIC
y‘le6HI/IKI/I u y‘Ie6HLIC HOCO6I/I$I, CJIOBapu, y‘le6HbIe U AYTCHTHUYHBIC IICYATHBIC, ayAHO- U
BUJeoMarepuaisl, UHTEpHET-pecypehl).

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

HaI‘JIfl[[HI)Ie, Ay OBHU3YyaJIbHEIC, TEXHUYCCKHUEC CpeacrBa 06y‘IeHI/Iﬂ . KOMIIBIOTCD,
MYJIbTUMEINA, AyIHUOBU3YAJIbHBIC MAaTCPpHUAJIbI.






