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1.1Meap ¥ 3aaa4u OCBOECHHUS M CIUILINHBI
JlanHasi mporpamMma paccuuMTaHa Ha CTYACHTOB, MPOJOJDKAIONUMX 00yYeHUE B MarucTpaType
JI'TIY. OcHOBHO¥M HENbIO MpenoAaBaHus JUCIUIUTHHBI « THOCTpaHHBIN SI3bIK B MPOodheCcCHOHATBHON
KOMMYHHKAIIUU» SIBISETCS 3aKpEIUICHHE 3HAHWA, MOTYYCHHBIX MAaruCTPaHTaMU B TPEIbIIyIIEM
stane oOydeHusi - OakajliaBpuar, W JajbHEiIIee WX yriayOJleHHEe 3a CYET H3Y4YeHHUs s3bIKa
npodeccHoHATbHOW KOMMYHHUKAIUH.
ey maHHO# IPOrpamMMBbl — Pa3BUTHE y CTYJICHTOB MarucTpaTypbl YMEHHH M HAaBBIKOB OOIIICHHS
B YCTHOH W THCBMEHHOW ¢opMe B THIHMYHBIX CHTyanusx B chepe mpodeccnoHaabHOI
KOMMYHHKAITUH, a TAK)KE COBEPIICHCTBOBAHKE SI3bIKOBOM M 00IIETTPOPECCHOHATBHON KOMITETCHITHH.
JlocTHKEeHHIO JAaHHOU LIETTU CIIOCOOCTBYET peIlIeHUE CIASAYIOIMMX 3a4a4:
® pa3BUTHE HHTEpeca K TPUMCHCHHUI0O HWHOCTPAHHOTO  sI3bIKa B  TPAKTHKE
caMo00pa3oBaTeIbHON JACATEIHPHOCTH I1€]1arora;
pa3BUTHE KOMMYHUKATUBHBIX YMEHHH MaruCTpaHTOB;
® pa3BUTHEC MEXKYJIBTYPHBIX 3HAaHWA H YMEHUH, KOTOPHIE TIO3BOJIIIOT MAardUCTPAHTY
OPUEHTUPOBATHCS B PA3NUYHBIX TUIMAX KYJIbTYP U COOTHOCHUMBIX C HHUMH HOPM JEIIOBOTO

OOIIICHUS,

® Dpa3sBUTHE 3HAHUW U YMEHHUH COCTaBIECHUA JIE€JIOBOM KOPPECIOHACHIMU HAa WHOCTPAHHOM
A3BIKE;

®  OBJIA/ICHUE TEXHUKOW UTEHHUs, IEpeBO/ia U peepupoBaHUsl ayTEHTUUHBIX TEKCTOB JI€JIOBOM
TEMAaTHKHU.

CryneHTbl JAOJKHBI YMETh OCBEIIATh PAa3sHOOOPA3HbIE BOIPOCHI, NPABUIBHO CHUHTAKCUYECKU U
CTHJIMCTUYECKH OPraHNU30BaTh CBOIO PEUb, IPOBOJNUTH AHAIIM30B TEKCTOB JIEJIOBOM HAIIPaBICHHOCTH.
PaboTa Haj cOBEpIIEHCTBOBAHMEM sI3bIKa BEJETCS KaK Ha MaTepuane MUCbMEHHBIX paboT, Tak U
YCTHO C MOCJEIYIOIIMM KOMMEHTHPOBAHUEM, 00CYK/IeHHEM U pabOoTOM HaJl MHAMBUAYAIbHBIMU U
TUNUYHBIMU omuOkaMu. Ilpu orGope mMeronnyeckoro marepuaiga ocod0oe BHHUMaHHE HEOOXOJIUMO
yAenATh 3(pPEKTUBHBIM IpHEMaM AaKTUBHOTO OOydYeHHs, a TaKkKe JOCTHKEHHSIM COBPEMEHHBIX
METOAMK (KOMMYHUKAaTHBHOIO M HMHTEHCHBHOTO OOyueHHs, UTPOBOro MojeiaupoBaHus). B xoze
JTAHHOTO Kypca CTYAEHT JOJKEH NMPUOOPECTH NMPAaBUIIbHBIE IPOU3HOCUTEIbHBIE HABBIKU, HAYUYUTHCS
CBOOOJHO M MPaBWJIBHO MOJb30BaTbCid I'PaMMATHYECKUMU KOHCTPYKLHMSMH aHTJUICKOrO S3bIKa,
OBJIAJIETh JIOCTATOYHO OOIIMPHBIM CJIOBAPEM M HAYYUTHCS CTHJIMCTUYECKU MPAaBUIBLHO O(OPMIISATH
CBOIO peYb KaK YCTHYIO, TaK U IUCbMEHHYIO.

2.MecTo qucuunauabl B crpykrype OIIOII BO
Hucuuruinaa (51.0.02.02) «MHocTpaHHBI A3BIK B NPOQECCHOHATBHON KOMMYHMKALIUU»

BXOJIUT B MOIYyJb MPOPECcCHOHATBHOW KOMMYHHKAIUH yuebHoro miana OIIOII BO 1o
HarnpaBieHuto moarotoBku 44.04.01 [legarornyeckoe oOpa3oBaHue.

Hucuunmuna (b1.0.02.02) «MHOCTpanHbIi S3BIK B MPOGECCHOHATBHON KOMMYHHUKALIMMW» 0a3supyeTcst Ha
KOMIIETEHIIUSX, 3HAHUIX, YMECHHSAX W HaBbIKaX, CQOPMUPOBAHHBIX Yy 00yUArOIIUXCS B PE3yJIbTaTe OOyUeHUS
B CpeaHeil o00Iieo0pa3oBaTeIbHOM IKoJe M B pe3ynbrare ocBoenus aucuuiuima OITOIT Gakamaepa
«IIpakTHUeckuii Kypc aHIIIMUCKOrO s3bikay. JluciuminHa «MHOCTpaHHBIH $3bIK B NMPO(EeCCHOHATBHON
KOMMYHUKAITUI» OO0ECIeUnBacT YTIyOJICHHYIO IOITOTOBKY CTYIACHTOB-MAaruCTPAaHTOB K pa3HOOOpa3HOM
MPOPECCHOHATILHON  NEATeTFHOCTH, CBSI3aHHOM C HWCIOJIB30BAHWEM 3HAHWM HW YMEHHUW B 00JacTH
WHOCTPAHHOTO S3bIKa B YUYPEXKICHHAX O0Opa3oBaHUs, KyJIbTypbl, ynpasienns, B CMU, B olOmactu
MEXKyJIbTypHOW KOMMYHHKAI[MH. 3HAaHWE s3bIKa HEOOXOOWMO Il MAaruCTPaHTOB ISl HW3YyYeHHUS

WHPOPMAITMOHHBIX PECYpPCOB HAa aHTIHUICKOM si3bike.  KommereHiwmu, chopMHpOBaHHBIE B TpoIiecce



M3YUYEHUS TUCIUATIINHEI, HEOOXOIUMEBI JUTsl OCBOCHHSI COMNEP KaHMUS TUCITUTIIHH:

«MeTomrKa TIpernogaBaHus

AHTJIMICKOTO SI3BbIKA B YCIOBUAX MHOTOA3BIYUS, «AHTTUACKUHR SI3bIK pIRIS MC)I(KynBTypHOI;'I KOMMYHHUKalIun»,

JUCHUILIINH I10 BI)I60py CTYACHTA, BLINNOJHCHUA BBILBHI/Iﬁ (yqe6H0171, HpOI/ISBOILCTBGHHOfI IMMPAKTHUK, HAYYHO-

HCCIIEJ0BATEIBCKOM pa6OTI)I) 1 NMOAIOTOBKH K HUTOT'OBOM aTTCCTalu.

3.J1lnanupyempble pe3yJabTaThbl 00y4eHHsI M0 JUCHUIINHE

B pesynbrare ocBOeHHs cofep:KaHUsI IPOTPAMMbl Y MarucTpa JIOJKHBI ObITh C(OPMUPOBAHBI

KOMIICTCHIIUU.

@®opMupyeMble KOMIIETEHIHMU

Kon

HaumenoBanue

Ilepeyenb niIaHNpyeMbIX pPe3yJIbTATOB
00y4eHHs 10 JMCHHUIIIMHE

Yuusepcaabublie komnerenuuu (YK)

YK-4.

Crnioco0eH TNpHUMEHATh COBPEMEHHBIE
KOMMYHHKATHBHbIE TEXHOJIOTHH, B TOM
YHCIIe Ha HHOCTPaHHOM (BIX) si3bIKe(ax),
Uis aKaJIEMHUYECKOT0 u
npodeccnoHaIbHOTO B3aUMOACHCTBUS

YK 4.1.

YMeer BBIOMpPATH HAa TOCYAapPCTBEHHOM U
WHOCTPAHHOM (-BIX) f3BIKaX KOMMYHHKAaTHBHO
IpUEeMJIEMbIE CTWJIN JEJIO0BOTo OOIIeHM ,
BepOanbHBIE 1 HeBepOaIbHBIE CPEICTBA
B3aMMO/ICHCTBUS C MAPTHEPAMH

YK 4.2. YMmeeT ucnonb3oBaTh HHGOPMAIOHHO-
KOMMYHHKAIIMOHHBIE TEXHOJOTHH IPH
MOUCKe HE0O0XOTUMOHN HH(POPMALIUH B
IpoIecce PeIeHUs PA3IHYHbIX
KOMMYHHKAaTUBHBIX 33a7]ad Ha TOCYAapCTBEHHOM
Y UTHOCTPAHHOM (- bIX) SI3bIKaX.

YK 4.3. YwMmeer BECTH JIEJIOBYIO
MEPEIHUCKY, YUUTBIBAsE  OCOOCHHOCTH
CTWJIUCTUKH OQUIMATBHBIX W HEO(QUIHATBHBIX
MHCEM, COIIMOKYJIbTYpHBIC pa3jiinuus B Gopmare
KOPPECTIOH/ICHIIMM HA TOCYJapCTBEHHOM U
MHOCTPAHHOM (-BIX) S3BIKAX

YK 4.4.

YMeer  KOMMYHUKaTMBHO U KYJIbTYpHO
MPUEMIIEMO BECTH YCTHEIE JICIOBBIE Pa3rOBOPHI
B nporuecce npodeccnoHaIbLHOTO
B3aMOJICHCTBHS ~HAa  TOCYAAapCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3BIKAX.

YK4.5. JleMOHCTpUpPYET YMEHHE BBIOIHATH
NEePEeBOJ aKaAEMUUECKUX M MPOGECCHOHATBHBIX
TEKCTOB c HWHOCTPAHHOTO (-pIX) Ha
rOCYJIapCTBEHHBIN SI3bIK.

Ob6menpdeccuonanbubie komnereHuuu (OIK)

OIIK-8

Crniocoben MIPOEKTUPOBATH
NEeIarorn4YecKyIo JesITeNbHOCT Ha
OCHOBE CIELHUAIBHBIX HAYYHBIX 3HAHHUN
Y pe3yJIbTaTOB MCCIIEIOBAHUIM

OIIK 8.1. 3HaeT 0COOEHHOCTH IIEaroruyecKoi
JEeSITeIbHOCTH;  TpeOoBaHWs K  CyOBeKTaM
MEearornYeckoil  JesTeIbHOCTH;  PE3yJIbTaThl
Hay4YHBIX HCCIIeIOBaHUT B chepe
He}IaFOFquCKOﬁ JCATCIIBHOCTU.

OIIK 8.2. YMeeT HCII0/Ib30BaTh COBPEMEHHBIE
ClICMaJIbHbIC HAYYHBIC 3HAHUA U PE3YJIbTAThI
WCCIIEIOBaHUH I BEIOOpA METO/IOB B
MEeIarornYecKOi JeaTeNbHOCTH.




OIIK 8.3. Bmageer meromamu, hopMamMu H
CPEIICTBAMU IMEJarOTUYECKON JICATEIIBHOCTH;
OCYIIECTBIISIET WX BBIOOpP B 3aBUCHMOCTH OT
KOHTEKCTa MPOECCUOHANTBHON IEATENLHOCTH
C YYETOM PEe3yJIbTaTOB HAYYHBIX UCCIICAOBaHUM.

4. TpynoéMKocThb JUCHUTIITHHBI (MOTYJIA)

OO0r11ast TPYA0EMKOCTb AUCIMILIMHBI COCTaBsIeT 3 3aueTHbIe enuHuiibl (108 gacos).

JucuuiuinHa u3ydaercs B 1-M cemectpe. Tabmuna 1
Bun yue6HO# paboTs Ounas 3aouHad
¢dopma dopma
o0yueHus o0yHeHs
AyauTOopHBIe 3aHATHUSA (BCEro) 28
Jlekun
IIpaxTrueckue 3ansatus (I13) 28
Cemunapsr (C)
Jlaboparophbie padotsl (JIP)
CamocTosiTesibHast padoTa (Bcero) 80 102
[IpopaboTka MaTepuaa JeKIHii, IT0Ar0TOBKa
K 3aHATUSIM
CaMocTosATENbHOE U3YUYEHHUE TEM
KonTtponbHbie paboTh
Pedepar
Kypcogoii mpoekT (paboTa)
IIpomexyTounas arrectanus (3a4er, 3auér 3auér
9K3aMeH)
O01mas Tpya0eMKOCTh 108 108
5.Coep:kanue TUCHUNIMHBI (MOZYJIs1)
5.1. TemaTn4eckuii nJIaH
Tabnuma 2
Ne HanmenoBanue pasnena Buapt yaeOHO# pabOThI U TPYIOEMKOCTh UX U3YYCHHS
(TeMBI) TUCHHMIUTMHBL | Jlekrpm [Mpaxr. JIaGop. Camocrost | [TpomexyTou
3aHATHS 3aHATHS elbHast HBIN
pabota KOHTPOJIb
OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030
Moayas 1. lIpodeccuonaibHoe o01IeHUE
1.1 [1yOnu4HOE BBHICTYIUICHHE 4 2 10 | 12
KaK JKaHp JITIOBOTO
o0IIeHUsL.
1.2. | ®opmatsl 1eI0BOTO 4 10 12
o0meHns 2




1.3. Cry>keOHBIN THUAJIOT. 4 10 14
1.4. | Bunsl neperoBopos, 4 10 13
MpaBHJIa UX BEACHHUS.
Hroro 3a 1 moayasn 16 4 40 | 51
Monayasb 2. [IncbMeHHbIe OM3HEC- KOMMYHUKAUHA
2.1. | ®opmartsl, IpaBuia 3 2 10 12
MUCBMEHHOTO  JISJIOBOTO
oO0IIeHus
2.2. | AHHOTHPOBaHHUE, 3 10 12
pe3IOMHUpPOBaHUE u
pedepupoBanme
KaueCTBEHHOMU IPECChI
2.3. | Ompenenenune KII. 3 10 14
2.4. | CuHTakcHyecKue 3 10 13
ocobennoctu sizbika KI1
HToro 3a 2 moayJb 12 2 40 51
HTroro 3a cemecTp 28 80 | 102 | 3au. | 3au.
5.3. Tembl NpaKTHYECKUX/CEMUHAPCKHX, JJAOOPATOPHBIX 3aHATHII U MepeYeHb 3a1aHUil
Taobmuma 4
No Tema npakTuueckoro 3amanus (MM BOIPOCH AJIs ®dopma JIlureparypa
n/m (cemunapckoro, nab.) 00CyXIIeHUS Ha CeM. 3aHSITHH) OTYETHOCTH
3aHATHUA
Mopnyas 1. IIpodeccuonaibHoe o0menune
[Ty6simunoe BeicTyienue | 3auamue Nel,2 VerHbiid CM. myHKT 72,0
1.1. | xak »aHp 1€n0BOrO 1.MudopmannonHas ompoc.
00ILIEHNS. peub. KonrposnbHo-
2.IlpuBeTcTBeHHAsT peYb. TCCTOBRIC
3aJlaHus.

3.ToproBas peus.

4, Dramnbl MOATOTOBKA H
MPOBEACHUS TTyOIUIHOTO
BBICTYIUICHHUS.
JIOKOMMYHHKaTHBHBII
3Tam: OMpeNeieHne TEMBI
U ILeNd  BBICTYIUICHUS,
OLICHKa  ayJIuTOpUM U
00CTaHOBKH, noabop
MaTepuaia, CO3aHHE
TEKCTa M NPE3EeHTaLUH,
peneTHIHs.
KoMMyHHKaTUBHBI:
BBICTYIUIEHHE, OTBETHI Ha
BOIIPOCHI, BEJICHHUE
TTOJIEMHUKH.
[TocTKOMMyHHMKaTUBHBII
3Tal: aHaJIu3 PeyH.

Sanamue No2

1.YcraHoBiICHHE  KOHTaKTa C
ayIUTOpUEH, ero TIPUEMBL:
BOIIPOCHO-OTBETHBIN MpUEM,

nEpexXo L OT MOHOJIOIra K OJUaJIory,




MpUeM  CO3JaHHMS  MPOOIEMHOM
CUTYalluH, npruemM HOBHU3HBI
vH(pOpMaIlMd Omopa Ha JIMYHBIHA
OTBIT, WCIOJNB30BaHHE  IOMODPA,
KpaTKoe OTCTYIUICHHE OT TEMBL.
2.CpenctBa HeBepOaIbHOM
koMMyHHKarnmu. [lo3a,  KecTsl,
MHUMHKa BBICTYTAIOMIETO.
3.IlpaBuna MOJATOTOBKH
Mpe3eHTAlnK:  KOJHYECTBO  H
obopmMmIicHHE  CclaiioB,  BBIOOD
mpudTa, CHUHTaKCHYECKHUE
OCOOCHHOCTH TEKCTa, CTPYKTypa
MIpe3eHTAINH.
4Ananus
BBICTYTIJICHUSI.
Ty OJIMIHOTO
5.KosutekTuBHbIiH
BBICTYIUICHUH
6.[lucemenHbBIC
BBICTYTUICHHUSIX.

MyOJINIHOTO
Cxema aHanmza
BBICTYIIJICHUSI.
pa3bop
COKYPCHHKOB.
OT3BIBBI 0

1.2

DopMaTsl 1EJI0BOTO
oO0rmIeHus

3anamue Ne3
1.CocTaBnsmonme  yCIHEIIHOTO
JIEJIOBOTO o01IeHHS.
2.MeXKyIbTYpHBIC Pa3indusi B
JIETIOBOM OOILIEHHHU.

3anamue Ned
3.0cobenHoCTH JIEJIOBOTO
oOuieHuss B oQuIMAIBHON U
HeopUIMaTbHOH  0OCTaHOBKE.
4 PeyeBoi JTHKET.
5.PernonanpHOEC BapbHpPOBAHUE
B JIGJIOBOM  OOIIEHMH  Ha
AHTJIUHACKOM SI3BIKE.

VYerHbii
orpoc.
KonTponbHo-
TECTOBBIE
3alaHus.

CwMm. nyHKT 7,6

1.3.

Crny>xeOHBIN THUaorT.

3anamue No5

1.Tumsl peyeBbIX aKTOB B JICTIOBOM
OOIICHUU: BOIIPOC, MOOYKICHHE,
coo0ITIeHIE

2.3aKphIThHIC, OTKPBITHIC,
PHUTOPUYECKUE BOIMPOCHI, BOMPOCHI

JUIsE  O0JIyMBIBAHHS, IEPEIOMHBIC
BOIIPOCHL.

3.Metoapl yOexIeHus
cobeceqHMKa

4 IlcuxonornyecKue THIIBI
cO0ECeTHUKOB.

5.Hesepbansubie cpencTBa

JIEJIOBOTO OOIIEHMS.

3anamue Neb
6.IIpocTpaHcTBEHHBIC HOPMBI
JIEJIOBOTO OOIICHMSL.
7.CiyxeOHbIH TesneOHHBIN
pasroBop.

8.TexHHKa peun B pa3roBope 1o
TenedoHy.

9.ITpaBuna BepeHMs Tene(OHHOTO

YcrHblid
orpoc.
KontpomnsHo-
TECTOBBIE
3aaHuA.

CM. nyHKT 72,0




pasroBopa.
10. MuTepBbIO ITpH NIpUEMe Ha
pabory.

1.4.

Bupsl neperosopos,
IIPAaBUJIA UX BEICHHUS.

3anamue No 7

1.9ramer HOATOTOBKH u
MIPOBEACHUS [IEPErOBOPOB.
2.J10KOMMYHHMKaTHBHBIH 3Tan: cOop
nH(pOpMAaIUK, ONpPENCICHUE LCICH
U 3a7a4, ONpPEACIICHUE BPEMEHHU U

MecTa  BCTpeuH, Y4aCTHUKOB
Jelerayu.
3.KoMMyHHKaTHBHBII 3Tam:

MPENCTAaBICHUE  CTOPOH  JPyT
IOpyTy, W3JIOKEHUE TMpodleM W
LeJsied, aHainu3 NpoOJIeMBbl, AUAIOT
Y4aCTHHKOB, apryMeHTaLHs
BAapHaHTOB pEIICHUH, IOJBEJCHHE
UTOTOB W TPUHATHE pEUICHUH,
COCTaBJICHHUE MPOEKTa JOKYMEHTOB.
4.T10CTKOMMYHHKAaTUBHBI  OTaIl:
aHaJIu3 MepPEeroBOPOB.

5.513b1KOBas COCTAaBIISIOIIAS
YCIEUIHbIX IEPErOBOPOB: CIIOCOOBI
MPUBJICUCHHUS BHUMAaHUS, IPOBEPKa

a/IeKBaTHOCTH MOHUMAaHUS,
MOJIBITOXKHBAHHUE JOCTUTHYTBIX
JIOTOBOPEHHOCTEW, — CMSTYeHUE
BBICKA3bIBAHUSL.

6.Y4eT KylbTypHBIX Pa3Inyuil npu
MOJITOTOBKE u BEICHUU
[IEPETOBOPOB.

3auamue No 8
1.UntepBrro. llemm wu  3amauum
OOIIeHUST ¢  MPEACTABUTEIIIMU

MIPECCHI.
1. J1oKOMMYHHKaTHBHBIH JTar:
oTIpe/ieTIeHHe (coBMecTHO c

HHTEPBBIOEPOM) Kpyra mnpoliem
pasroBopa, IOATOTOBKA OTBETOB Ha

MIPEAIOJIaracMble BOIIPOCHI,
H3y4eHue MHPOpPMAaLUH 0
KYPHAINCTE.
2.KoMMyHHKaTHBHBIN JTamn:
MIPUBETCTBUE, YCTaHOBJICHHE
KOHTaKTa; OTBETHl Ha BOIPOCHI
HHTEPBBIOEPA, MpOLaHuE u
OmarogapHOCTh 32  HHTEpECHBIE
BOITPOCBL.

3.IlocTKOMMYHUKATHBHBIM ~ 3Tall:
aHanu3 MHTepBbIO. [IpaBuna s
HWHTEPBBIOUPYEMBIX.
4.Crnemnduka npecc-KoHbepeHIHH
Kak BHJa JEJIOBOTO  OOILICHUS.
IToaroroBka K npecc-
KOH(pepeHIHH.

YcTHBIN
orpoc.
KontpomnsHo-
TECTOBBIE
3a/aHus.

CM. iyHKT 72,0




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

Mopnyas 2. IInceMeHHbIe OM3HEC- KOMMYHHKAIINH

2.1.

®DopmMmarsl,
MUCbMEHHOTO
o0rmIeHus

ImpaBuJia
JCJIOBOI0

Sanamus Ne9,10
1.5I3bIK  HHMCBMEHHOTO
o01IIeHMS.

2.Bunsl JIEJIOBBIX IHCEM.
CTpykTypa  JICIOBOTO  IHCHMA.
3.S3BIK ¥ CTHIIB IEIOBOTIO IIHCHEMA,
4, TunuyHble KIUIIE.
5.IluckMo-3ampoc ¥ OTBET Ha
3arpoc, MMICHMO-3aKa3,
pekiaMaruy. DICKTPOHHAS IMoYTa:
(dhopMaT, CTUIIb, THITMYHBIC KIIHIIIE.

JCJIIOBOTO

VYcerHbli
orpoc.
KontponsHo-
TECTOBBIE
3aJaHHUs.

CM. iyHKT 72,0

2.2

AHHOTUPOBAHHUE,

PE3IOMUPOBaHHE
pedepupoBanue

KaueCTBEHHOU IPECChI

Sanamua Nel 1

1.Pe3rome. Llens cocraBiaeHus
pe3ioMe, ero CTPYKTYpa U S3bIK.
2.CTpyKTypa, CoJlepKaHHUe U S3bIK
COTIPOBOJUTENHHOTO TUChMA
3.AHHOTHPOBaHHUE,
pe3IOMHpPOBaHUE U pedheprupoBaHue
KaueCTBEHHOU MPECCHL.

YcrHbli
ompoc.
KontpomnsHo-
TECTOBBIE
3aaHMA.

CwM. myHKT 72,0

2.3.

Ompenenenne KII.

Sanamue Nol?2

1.0Onpenenenne KII.
2.CrnoBapnslii coctas KII:
o0mIeynoTpeOnuTeNbHAS U IEI0Bast
JIEKCHKA, TSPMUHBI, UMCHA
COOCTBEHHBIE.

3.CTtunucTuyecKkue 0COOEHHOCTH
KII: metacdopa, urpa ciios,
AJUTIO3HS, IIATALIMS, HEOJOTU3MEIL,
POJIb TIOBTOpPA B U3BJIIEUCHUH
WHPOPMAIINH.

4 KoHuenTyaibHbBIN U
JIMHTBUCTUYECKUH acCIeKT
yonukaruii B K11, ux coBnanenus
U PACXOXKIACHHS

VceTHbii
orpoc.
KontpomnsHo-
TECTOBBIC
3a/1aHMS.

CM. nyHKT 72,6

2.4.

CHHTaKCHUYECKUE
ocobenHocTH sa3bika KIT

3anamue Nel3,14
1.Cunrakcuyeckue 0COOEHHOCTH
SI3BIKA KII:
LIMPOKOYIIOTPEOUTEIbHBIE
rpaMMaTH4ecKue  KOHCTPYKLUH,
CHUHTaKCUYeCKasi KOHBEPTEHIIHS,
CerMeHTaIHsI CTPYKTYPBI
MIPEUIOKEHHS, aKTyaJlbHOE
YJIeHCHHE.

2.Koresus u xorepentHocts B KIT
3.Crioco0bl  KOMIIPECCHH  TEKCTa
npu PE3IOMHUPOBAHUH,
AHHOTHPOBaHWH, pedhepupoBaHUN
KIIL.

4. S13p1KOBBIE KJTHIIE,
HCTIONB3YEMbIE TIPU KOMIIPECCHU
TEKCTA.

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

CwM. nyHKT 72,0




5.4. 3aganus caMOCTOSITEJILHOM PAdOTHI
Ocob6oe MecTo B OCBOSCHHH JIaHHON TUCIUIUIMHBI 3aHAMAET CaMOCTOSITeNIbHAsI padoTa CTYACHTOB
(CPC) o6mmmm o6bemom 80/102uacos.

s ycnenmrHoro ocBOGHUsI MaTepualia Kypca U MPHOOPETEHUs] COOTBETCTBYIOLINX HABBIKOB U YMEHHI
PEKOMEHIyeTCs 3HAKOMCTBO C OOJBIIUM KOJMYECTBOM ayTCHTHUYHBIX OOpa3lOB YCTHBIX M MHChMEHHBIX
JIEIOBBIX M TPO(ECCHOHATBHBIX KOMMYHHUKAIMH, WX MOAPOOHBIA S3BIKOBOW aHanw3. s perneHus >Tod
3a/la4ll PEKOMEHAYETCS HE TOJIbKO FKCIIOIb30BaHHE COOTBETCTBYIOMIEH JHUTEpaTyphl, HO W PECYpPCOB
WHTEpPHETa, B OCOOCHHOCTH TeX, KOTOpbIe pa3paboTaHbl (M MOCTOSHHO OOHOBISIOTCS) CIEHHUATIBHO ISt
o0ydJeHus sS3BIKY AETOBOTO U npodeccnonansHoro obmenus. Ocoboe BHUMAaHWE CIeIyeT 0OpaTUTh Ha TO,
KaKk B YCTHOM ¥ TIMCBbMEHHOM [IEJIOBOM OOIINEHWH TMPOSBISIOTCS MEXKYIbTYpHBIC Ppa3IHdus
KOMMYHHKAHTOB. Ha camocTositensHyto paboty mo Monynio 1 BBIHOCSTCS TEOPETHYECKHE aCTEKTHI
MpeJiaraéMbIX TeM, KOTOpPBIE CIIEAYeT U3yYUTh M0 UCTOYHUKAM Ha PYyCCKOM U aHTJIMHCKOM SI3BIKAX, a TAKKE
MMOATOTOBKA IMyOJIMYHOTO BBICTYIDICHHS TPEX BHJOB: NPUBETCTBEHHAs pedb, WH(MOPMAIMOHHAS PEeYh U
TOproBasi peyb.

Ha camoctosTenbHyto paboty mo Moyt 2 BeIHOCUTCS TeMa 1 «DopMaThl U CTHIIN TUATIOTHYECKOTO
JIEIIOBOTO OOIIEHUS», & TAKXKE MUCHhMEHHBIE 33/I1aHus: 1) pe3roMe U CONMPOBOIUTENFHOE MMUCEMO TIPH TIpHEeMe
Ha paboTty (tema 2); 2) nenoBoe nuckMo (Tema 3); 3) memopanayMm (Tema 5); 4) mpoTokos cobpaHus (Tema

6).
Ne Pa3nen (Tema) nporpammbl | Koamu | 3aganus ®opma JlutepaTtypa
n/n €CTBO | JJIsi CAMOCTOSATEILHOIO OTYETHOCT
qgacoB BbBINNOJIHCHUSA n
MopayJs 1. IIpodeccuonabHOE 00LICHHE
[Ty6nuunoe BeicTymienne | 10/12 1.03nakomiienne VerHbii Cwm. myHKT 72,0
1.1. | kak sxaHp 1€NOBOTO MarvCTPaHTOB € IIAHOM | OHpoc.
oO1IeHus. CaMOCTOSTETLHON paboThI Kowntpoins
Ha y4eOHBIHI rox, | HO~
o TECTOBLIC
rpad)kOM KOHCYJIbTaIIHH.
3a71aHus.
2. Konkypc Ha nydinee
SI3EIKOBOE nopT¢hoIno
o0yyJarorerocs.
3.Brimonnenne
€)KEHEeIETbHBIX
JIOMAIIHKUX 3aJaHui 110
Kypcy «/HOCTpaHHBII
SI3BIKY
3.http://www.englishclub.
com/speaking/presentatio
ns.htm
1.2 | ®opmartsl 1e10BOTO 10/12 1.Ananus Buzneo3anuceit | YCrHbIH Cwm. myHKT 72,0
o01eHus My OTUYHBIX orpoc.
BBICTYILUICHHUH 110 Konrporns
PEKOMEH ALK HO-
TECTOBLIC
MPEToAaBaTeNs U 1O
3aaHusl.
COOCTBEHHOMY BBIOODY
MarucTpaHTa,



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

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

1.3.

Cry>xeOHBII THaor.

10/14

1.Ilpocmotp w
BHJICO3aIIACEN
CITy’KE€OHBIX TUAJIOTOB.
Amnanmuz BepOanbHON 1
HeBepOaTbHON
COCTaBIISIIOIINX
YCHEIIHOTO U HEYJauHOTO
CITy)e0HOTO0 TUanora.
IToaroroBka K poseBoi
urpe «MTHTEpBBIO IIPU
npremMe Ha paboTy».
[IpocmoTp BuACO3anIUCH
How to get a job you want
Ha OJore
www.tiashija.blogspot.co
m

aHaIu3

YerHbii
orpoc.
KonTtpons
HO-
TECTOBBIE
3a7aHusL.

CM. yHKT 72,0

1.4.

Buns! neperosopos,
MIpaBHUJIa UX BEACHUS.

1013

1. Ananu3 Bugeo3anucei
My OJTMIHBIX
BBICTYIICHUN 1O
pEeKOMEeH Il
npenojasaresis 1 1o
coOCTBEHHOMY BBIOODY
MarvcTpanra,
oTpesieNieHHE TUIIOB
OpaTopoOB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

Y cTHBIT
orpoc.
MoaynbHbl
U TECT.

Cwm. myHKT 72,0

Moay.s 2. [IucbMeHHbIe OM3HEC- KOMMYHUKALMU

.1

®opMarsl,
MMMCBMEHHOT O
001LIEeHNs

npaBuiIa
JIETTOBOTO

10/12

1.IlpopaboTka TEOpUHN
BOIIpoOCa, W3y4CHUE
SI3IKOBOM COCTaBIISIFOLLEN
oduLMaIBEHOTO,
MoJ1yO(hUITHAIEHOTO u
HEO(PUIMATIBHOTO CTHIICH
JIUAIOTHYECKOTO
JIEIIOBOTO OOIICHHUS.
2.ITpocmotp
BHJI€0O3aINCEN Ha
peaIMeT W3YyYCHUS
PErHOHAIILHOTO
BapbUPOBaHMS B JEIOBOM
00IIeHNH.

1.Hazaposa T.b.
AHTTUICKHAN S3BIK
nenoBoro oomenus. Kype
JICKIUH U MIPaKTHUKYM. —
ACT, Actpens, BKT.
2016

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

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

CM. yHKT 7a



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

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

D2 | AHHOTUPOBAHUE, 10/12 | IlpocMoTp ®  aHamu3 | YCTHBIH Cwm. myHKT 7a
pe3roMHUpOBaHNE BHJICO3AIIUCEH UHTEPBBIO | OMPOC.
pebepupoBanue Kak FOTOBHUTHCS K | Kontpoms
Ka4eCTBEHHOU Mpecchl HWHTEPBBIO HO-
http://www.ublicityhound. | "“¢T°E>¢
net/prepare-for-an- SAAHIT
interview-with-a-reporter-
these- 8-ways
Onpenenenne KII. 10/14 | TIpopaboTka Teopuu | YCTHBIH CM. myHKT 7a
BOIIpOca ompoc.
23 1.BBenenckas JILA. Konrposs
Putopuka u KyJabTypa HO-
peun. — @ennkc, 2015 ;Z;;Ei’;le
2.Hazapoga T.b. '
AHTIUICKUN S3BIK
nenoBoro oomeHus. Kype
TEKIUH U IPAKTHKYM. —
ACT, Actpens, BKT.
2016
I[Ipocmorp u  aHanus
BHJICO3AIUCEN TUCKYCCUM
2.4 | CunTakcuueckue 10/13 | IIpopaboTKa Teopuu YceTHbli CM. myHKT 7a
ocobennoctH s3b1ka KI1 BOIIpOCa ompoc.
IToaroroBska k {WO/IYHBHH
MexBYy30BCKOMY 1 Tect.

KOHKYPCY TI€PEBOIOB C
WHOCTPAHHOTO SI3bIKa Ha
pycckwii (Tipo3a, mo33usi)
(BBITIOJTHEHHE TIEpPEBOJIA C
WHOCTPAHHOTO Ha
PYCCKUH SI3BIK,
[ToaroroBka K KOHKYpCY
YTEIIOB HA HWHOCTPAHHOM
s3bIKe  (O3HAKOMIIEHHE C
HHOS3BIYHOM IO33HUCH,
3ay4uBaHUe

Hau3yCTh)

[Tpopabotka TeOpUu
BOTIpOCa

peun. — @ennkc, 2015
1..Hazaposa T.b.
AHTTIHACKUN SI3bIK
nenosoro oomenus. Kypc
JIEKIUH U IPAKTUKYM. —
ACT, Actpens, BKT.
2016

2.IIpocMoTp 1 aHanu3
BHJICO3AIIUCEN TUCKYCCUI
3. [MoaroroBka k
MexBy30BCKOMY
KOHKYPCY Ha JTy4IIui
BOTIPOC Ha HHOCTPAHHOM
sI3pIKE 110 TeMe «Bpiciiee



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

OTBETA)

obpazoBanue B Poccuu u
CTpaHax M3y4aeMoro
SI3BIKAY (M3yUCHHE
VMHOSI3BIYHOU
JUTEPaTypBI,
COCTaBJIEHHE BOIIPOCa U

5.5. Tembl pedepaToB
5.6. TBopueckue 3aaHusI-HE NPEIyCMOTPEHbI
5.7.Cutyanus A5 aHAJIM3a-He NPeAyCMOTPEHbI
5.8.CtaTbu 111 cOCTABJIEHUS] AHHOTALMA, pelleH3Uii-He MPeayCMOTPeHbI
5.9.Tembl KypcoBBIX padoT He NPeLyCMOTPEHbI
6.D0H/ OLICHOYHBIX CPEJICTB IS NPOBEIeHNs IPOMEKYTOYHOM aTTecTalliH 00y4aloIuXcs Mo
AUCHHUIIMHE (MOYJIIO)

6.1./lepeuenv komnemenyuil ¢ yKazaHuem 3manos ux GopmMuposaHus 8 npoyecce 0C80eHUs
00pazosamenvbHolU NPOSPaAMMbl

@®opMupyeMbie KOMIIETEHIHU

Kox

HaunmenoBanue

Ilepeuyenn niIaHNMpyeMbIX pPe3yJIbTATOB
00y4eHHs 10 JMCHUIIIMHE

Yuusepcaabuble komnereHuuu (YK)

YK-4.

Crnioco0eH TNpHUMEHATh COBPEMEHHBIE
KOMMYHHKATHBHbIE TEXHOJIOTHH, B TOM
YHCIIe Ha HHOCTPaHHOM (BIX) sI3bIKe(ax),
Uis aKaJIEMHUYECKOT0 u
npo¢ecCHOHAIBHOTO B3aUMOICHCTBHS

YK 4.1.

YMeer BBIOMpPATH HAa TOCYAapPCTBEHHOM U
WHOCTPAHHOM (-BIX) f3BIKaX KOMMYHHKAaTHBHO
HpUeMIIEMBble CTIIIN IEJOBOTO OOIICHHS,
BepOaIbHBIC U HEBEPOAIbHBIE CPEACTBA
B3aMMO/ICHCTBUS C MAPTHEPAMH

YK 4.2. YMeer ucnosab3oBaTh HHPOPMAIUOHHO-
KOMMYHHUKAIIMOHHBIE TEXHOJIOTHH TIPH
MOUCKE HE0O0XOIUMOHN HH(POPMAIIUH B
MPOIIecCe PEeMICHUsT Pa3THYHBIX
KOMMYHHUKATUBHBIX 33]1a4 Ha TOCYAapCTBEHHOM
Y MTHOCTPAHHOM (- BIX) SI3bIKAX.

YK 4.3. YwMmeer BECTH JIEJIOBYIO
HEePEeTnCKY, YUUTBIBaSE ~ OCOOEHHOCTH
CTHJIUCTUKH OQUIHATBHBIX M HEO(QHUIHATBHBIX
NIHCEM, COIMOKYJIBTYpHBIE paziauuus B ¢opmare
KOPPECIOHACHIMM Ha TOCYJapCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3BIKAX

YK 4.4.

YMeeTr  KOMMYHUKaTMBHO W KYJIbTYpHO
MPUEMIIEMO BECTU YCTHBIE JICTIOBBIE Pa3rOBOPHI
B mpouecce npodeccnoHaIbLHOTO
B3aWMOJICHCTBUSI Ha  TOCYJIapCTBEHHOM U
WHOCTPAHHOM (-bIX) SI3bIKaX.

YK4.5. JleMOHCTpUPYET YMEHHE BBIOIHATH
NEePEeBO]] aKaAEMUUECKUX M MPOECCHOHATBHBIX
TEKCTOB c HMHOCTPAHHOTO (-p1x) Ha
rOCYyJIapCTBEHHBIN SI3bIK.

Oomenpgeccnonanbubie komnerenunu (OIIK)

OIIK-8

Crnocoben MIPOECKTUPOBATH
MeIarOTUYECKYIO JIeSITeBHOCTh Ha
OCHOBE CIICIIMATBHBIX HAYYHBIX 3HAHUHU
U pe3yJbTaTOB UCCIIEIOBAHUI

OIIK 8.1. 3HaeT 0COOCHHOCTH TEarOrHIeCKOM
NeATeTLHOCTH, TpeOoBaHWSI K  CyOBeKTam
MEAaroTUIeCKON  JIEATENLHOCTH;  PE3YJIbTaThl
HAyYHBIX WCCIICIOBaHUN B chepe
MeIarOrNIeCKOM JIeITeIbHOCTH.




OIIK 8.2. YMeeT UCIob30BaTh COBPEMEHHEIE
CHeIAANbHBIC HAYYHBIC 3HAHUS U PE3YJIbTaThI
WCCJICIOBAHUM JIJIsl BRIOOpA METOJIOB B
MeAaroruIeCcKOi IeATSIIEHOCTH.

OIIK 8.3. Bmageer meromammu, hopMamMu H
CPEIICTBAMU MEJarOTUYECKON JICATEIIBHOCTH;
OCYIIECCTBIISICT WX BHIOOP B 3aBUCUMOCTH OT
KOHTEKCTa MPo(heCcCHOHATBHON ICATEIBHOCTH
C YYETOM PEe3yJIbTaTOB HAYYHBIX UCCIICAOBAHUM.

6.1.2. Komnaexm KOHMPOAbHBIX 3A0AHULL UTU UHblE MAMEPUATDL, He0OX00uMblLe 0.5
OYECHUBAHUSL KOMNEMEHYULL N0 MEOPEMUYecKoll ZPAMMAMUKE AHSTUTICKO20 SI3bIKA

INPUMEPBI TECTOBBIX 3AZ[AHI/II71 JJISA OHEHKHU KAYECTBA OCBOEHUS
JUCLUIIINHBI (MOJYJIA)
IIpumMepHBIEe TECTOBBIE 3aJaHUS
Test 2
Business Dialogue
1. Complete the following passage with the words provided: Resolving Conflict Made Quick
and Easy!
That’s a contradiction in terms. When | was a boy, my brother and | would get into arguments
over some dumb thing or another. Rather than having us talk the 1 ...out, our Dad would make us
put on boxing gloves, then take us out in the backyard where we would duke it out. Since | was
three years older than my brother, | won every 2 ... . In retrospect, | see that this was an absurd
way to resolve a conflict. All we did was beat each other to a pulp with the last one standing being
declared the —winner.| Unfortunately, this is often how conflicts are resolved.
The person with the bigger 3 ... wins, or the person who wants to avoid the perception of being
on the receiving end of the —bigger punchl gives in or goes along to avoid the 4 ... . In either
case, nothing is really resolved. There is no mutual 5 ... of ideas, no contribution, 6 ... ,
cooperation, or learning. There is only contention, confrontation, and 7 ... . In reality, both parties
lose something.

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

A punch

B consequences.

C issue

D understanding

E argument

F biases

G challenge

H collaboration

I compulsion J

sharing

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



b. Resolving a conflict may be quick and easy.
c. People tend to be self-centered in dealing with others.
d. People can learn from conflicts.
3. Supply the following text with subheadings.
A Awareness B The magic of dialogue C Listening D Suspension E
Honesty and sincerity F Mutuality G Inquiry and Reflection
H A Safe Space | Growth through crisis J Identifying Assumptions

General Guidelines for Dialogue

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

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

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

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

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

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

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

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

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

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

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

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

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

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



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

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

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

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

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

4. Complete the following passage:

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

When we give unsolicited advice, the judgmental assumption is, 1 ...... The authoritative
assumption is, 2 ...... The self-serving assumption is, 3 ...... I once worked in an office where
one of our co-workers took it upon herself to give us advice about every aspect of our lives. In an
attempt to silence her once and for all, we decided to go out of our way to solicit her advice on
absolutely everything.

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

Once she recognized that, she no longer felt the need to constantly offer unsolicited advice.

A —I know better than you,| 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 [ am.|

C —You can‘t figure this out on your own,| or —I don‘t trust you to figure it

out.|

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

Here are some suggestions for making your advice work.

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

B Ask for permission to give advice.

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

advice.

D Listen, listen, and listen! —

E Be honest.

F Offer to assist, not insist.

G Allow people decide for themselves.

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

1. Look for ways of —expanding the piel.

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

3. Know your minimum acceptable offer.

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

a) You must know how much you can give up and what conditions you can

accept. It is essential that you examine many various combinations of



variables to be dealt with in the negotiation process. These variables may
include price, delivery conditions, quantity, credit terms or date.
b) Creative negotiators can work out new opportunities that benefit both parties.
In the ideal situation the opponents achieve their objectives and none of them has
to make a considerable concession. You can argue about how to divide the
market or you can work together and expand it in such a way that
each party has a substantial share.
¢) Having dealt with the easier issues in a successful way negotiators are more
optimistic. This positive attitude makes it easier to deal with the harder matters.
d) Increasing the number of variables makes it easier to work out a compromise.
Whenever a car dealer does not want to give up the price of a car, he will think
about alternative incentives for the client, such as equipping the car with a better
radio or tyres.
7 . Decide which sentences match each negotiation style.
1) Win-win negotiation
a) Small business owners had no choice but to accept
the price quoted by the large corporation.
b) The question of price proved to be a stumbling block
and both parties came back from the negotiations
empty-handed.
c) After some haggling both parties achieved
28
2) Win-lose negotiation
3) Lose-lose
negotiation
their most important objectives.
d) Neither negotiator knew the needs of the other party
and ended up making unnecessary concessions.
e) Having worked out this creative solution
neither party had to make any unwelcome
concessions.
) There was no room for bargaining — we had to accept
the conditions dictated by the owners of the platinum
mine.
8. Match the tips for people doing business abroad and the names of countries they
apply to.
1) Singapore
2) China
3) Saudi Arabia
4) USA
5) Spain
6) Germany
a) Punctuality is very important. Arriving a few minutes early
is advisable. Talking with hands in pockets is considered rude.
b) Strong and direct eye contact can be misinterpreted as an
attempt to intimidate the speaker.
¢) Remember that the O.K. gesture is considered obscene.
d) Give your host a firm handshake and maintain direct eye
contact.
e) Present your business card with your right hand only
because the left hand is considered unclean. Remember that
showing the bottom of the foot is very impolite.
f) Remember about Guanxi, which means _relationships®.



Build a relationship before talking business.

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

definition:

a. cancel

b. postpone

c. bring forward

d. cut short

e. fix up

f. extend

g. reschedule

1. arrange a meeting

2. find another time for the meeting

3. hold the meeting later

4. hold the meeting sooner

5. hold a longer meeting

6. finish the meeting earlier

7. not hold the meeting at all

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

1. Ask a close colleague to give you the phone number of a hotel he knows.
a) Can you give me the phone number?

b) 1 wonder if you could give me the phone number?

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

a) Could you send me a brochure?

b) Would you mind sending me a brochure?

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

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

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

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

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

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

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

a) Would you please authorize the expenditure?

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

HpaKanecxne 3aJaHus JJIfl TEKyHIEro KOHTPOJIA 3HAHMH CTYACHTOB-MAaruCTpaHToB

33}13HI/IC 1. Onpeuem/lre, 0O3HAYACT JIM CJI0BO CTPAHY UJIM HAMOHAJIBHOCTD U MOCTABbTE
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. lonoJHUTE NMpeJI0:KeHUs CJI0BAMHU U3 PAMOYKH

| short / heavyt / big / early / long / fast |




Hanpuwmep: I can’t carry this box. It’s too heavy.

1 I think 7.30 is too for a meeting.

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

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

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

3. [lonGepuTe BhIpaKeHUs] U3 IBYX CTOJIOMKOB M 00pa3yiiTe ¢pa3bl, HANpUMep:
__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.
) I don’t like going

4. lonoJIHNTE NpeJIoKeHHs CJI0BAMHU U3 PAMOYKH

colleagues / company / flexible / friendly / job / opportunities / salary

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

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

5. JlonoJiHMTE NMpesI0:KeHUs CJI0BAMH 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 lonosiHuTe 00BSIBIECHUS MpeasioramMu in, on, at, from wim to.
ACE CARS
Are you travelling __to_ New York? Ace Cars can ...
e meetyou 1 the airport.
e take you 2 the city centre 3 aluxury car.
e driveyou 4 your hotel to meetings or take you shopping and sightseeing.
And 5 Friday and Saturday night, we can show you the best nightlife with our special guided
tour.

7 IlocTaBbTe IJ1aroJibl B HY:KHYIO (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

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

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

8. IlocTaBbTe ri1aroJ to be B Hy:kHYI0 hopmy.



Sandra (1) from Brazil. ‘I (2) 30 years old and | (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. lonbGepuTe OTBETHI K BHICKA3bIBAHUSAM

See you later.

a) Not bad, thanks. 1 A: Another coffee?
b) Hi, Jane. Good to see you again! B:
¢) No, thanks. 2 A: How’s business?
d) Goodbye. B:
e) Nice to meet you. 3 A: Would you like a drink?
f) Yes, please. B:
4 A: Hello, Mike.
B:
) A: My name’s lan.
B:
A:
B:

Baua}me 9. BBI6epI/ITe HY>XHOC CJIOBO U3 paMKH U 3aIIOJIHUTC IIPOITYCKHU:

\ 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
3amanue Nel(

Test 1 Public Speaking

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

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

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




3. Practice.

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

4. Breathe.

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

5. Rehearse.

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

6. Focus on your audience.

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

7. Simplify.

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

8. Visualize success.

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

9. Connect with your audience.

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

10. Act confident.

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

2. Which of the following is NOT good advice?

If your equipment breaks down when you are making a speech...




A If at all possible, be prepared to replace key equipment on the spot.

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

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

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

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

a. Talk to the person asking the question.

b. When answering a question begin by addressing the questioner, then turn to others in

the audience. When you finish, look to some other part of the room and ask, “Who

else has a question?”’

Be respectful: avoid sarcasm, criticism, or arrogance.

Keep your sense of humor.

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

Use your answers to reinforce your main points. Avoid making a presentation about a

whole new subject.

g. Don’t be afraid to say, “I don’t know.” Ask for the person’s business card and
promise to get back to him or her with the answer.

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

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

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

- o a0

4. Complete the following passage:

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

yourown 3 ... . C preparation

An4 ... serves two purposes: D anticipation

1. Itactsasabridge,a5 ... from one part
of a meeting to another. It gives the
audience time to make a mental and
emotional 6 ... .

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

E gatherings
F professionalism
G shift

H spotlight

Your task is to introduce the speaker, not to




take center stage. The 8 ... is on you only for a
moment so that you can shine it where it
belongs: on the speaker.

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

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

2. When you want to engage your audience’s emotions and imaginations.
3. When you want (primarily) to connect with your audience.

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

5. When you have limited preparation time.

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

7. When your audience suffers from PowerPoint fatigue.

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

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

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

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

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

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

groups of end-users with particular characteristics. We look at the marketing .............. 6 This
includes the best way of distributing the product, deciding which ............. " and retail
................ & we are going to use. In the early stages, when the market is growing fast, it can be
qQUItE ..o, %: there are a lot of competitors, and the ‘rules of the game’ are not yet
established. Later, when everyone who is going to buy the product has bought it, and the market is
essentially one of replacement, there are usually fewer competitors and conditions are more
................... 10, Of course, we try to be among these surviving companies, preferably number one
or number two in the market.

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

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

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

4  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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

9. Choose the best alternative from the words in brackets.



1 Customers can ring freephone numbers from any of the nine European countries in which
Gateway trades. They are answered in Dublin by a native or (articulate/ fluent/persuasive)
speaker.

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

3 If you remember the 19605, they say, you weren't there. Anita Pallenberg famously was there, but
her recollections are amazingly detailed and (hesitant/lucid/ responsive).

4 1f you feel (coherent /eloquent /inhibited) in the way you move and express yourself, going to a
workshop with a trained dance therapist may provide the help you need.

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

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

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

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

2 Bank deposits are disappearing as nervous couldn’t be worse.’
investors send their money abroad. 'The b) badly hit by the closure of the mines, which
situation is absolutely cost 10,000 jobs.

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

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

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

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

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

now exceptionally

6.2.1. HpaKanecmle 3aIaHUA IJISI IIPOMEKYTOYHOI0 KOHTPOJIsA 3HAHUH CTYAEHTOB-
MaruCcTpaHnToB

DopMOM  NPOMEXKYTOYHOM  arTecTauud o  aucuuiuiiHe  «MHOCTpaHHBIM  A3BIK B
npo¢eCcCuOHAIbHOW KOMMYHUKAIUU siBNisieTcs 3adeT. CucTreMa TeKyIero U pyOoeKHOTO KOHTPOJIS
CTPOUTCS MO OaNTbHO-PEHTHUHIOBOM MOJIETH, @ UTOTOBBII 3aUeT CTYACHTHI MOJY4Yal0T B KayecTBE
HAaKONUTENIbHON peWTuHroBoil oueHku (He MeHee 30 OamioB). B TexHomormueckoil kapre
JTUCIUIUTMHBL BBIIETICHBI Bce (OPMBI TEKYIIETO M PYOEKHOro KOHTPOJS, KaKOas W3 KOTOPBIX
OLICHUBAETCS ONpeeIEHHBIM KOJIMYECTBOM OayioB (B 1Mana3oHe «KMUHUMYM — MaKCUMYyM» ).
Bo3moxHO HauncieHwe OOHYCHBIX U IMITpadHBIX OauioOB (HAMpUMeEp, K HEYIOBIECTBOPHUTEIHHOU
OIICHKE B COUYETAHUHU C PEUTHHTOBBIM IITpa(OM MPUPABHUBAIOTCS Cavya TEKCTa y4eOHOTO 3aaHusl,
MM03aUMCTBOBAaHHOTO M3 VHTEpHETa WM U3 KOJUICKIIMM y4YeOHBIX 3aJaHUil MPOIUIBIX JIET, clada
IBYMs B OoJiee CTyJIeHTaMU UJICHTUYHOTO TeKCTa y4eOHOTO 3aaHusl, CIIOIh30BAHUE IICKTPOHHBIX
mporpaMM mnepeBoja. PeiiTuHroBsie 60HYCHI IPEyCMaTPUBAIOTCS PU JEMOHCTPAIIMH CTyIEHTaMU B
X0JIe ceMecTpa yriayOJeHHOro 3HaHUs Y4eOHOTO M JIONOJHUTEIHLHOTO MaTepuaia, TBOPUYECKOTO,
WHUIIMATUBHOTO U JUCIHUILUTMHUPOBAHHOTO OTHOIIEHUS K yd4eOHOMY mporieccy. TexHomoruyeckas
KapTa BKJIIOYaeT 0a30BYI0 M JOMOJHMUTEIbHYIO 4acTH. B 0a30Boil yacTM NPUBOAUTCA pacyeT
PEUTHHTOBOM OIICHKU Te€X Y4YEOHBIX 3a/laHUi M KOHTPOIBHBIX MPOIEAYpP, KOTOPHIC BHITOTHSIOTCS
CTyZICHTAaMH B TE€4YeHHE ceMecTpa. JlJI1 MTOroBOTO 3aueTa CTYACHTaM IOCTAaTOYHO HakomuTh 30
O0amioB. EnuWHCTBEHHBIM 00s3aTeIbHBIM YYEOHBIM 3aJaHUEM, KOTOPBIE MArUCTPaHTHI JOJKHBI
BBIIIOJIHUTh BHE 3aBUCUMOCTH OT JIOCTUTHYTOT'O YPOBHS HAKOIWUTEIbHOM OLEHKH, SBISETCA
MOATOTOBKA W TMPE3CHTAIUs Y4eOHOTO MPOeKTa (CTYACHTHI, MO YBAXKHUTEIbHBIM TpPUYMHAM, HE
MPUHSBIIAE YyYacTHE B JTOM paboTe, 00s3aHbI TOJATOTOBHTH YYEOHBIH TPOCKT B COCTaBe
JIOTIOTHUTEBHBIX YUeOHBIX 3a/aHuii). JOmoTHUTENbHAS YacTh TEXHOJOTHYECKOH KapThl BKIIFOYAET
KOMITEHCUpYIOLIe yueOHble 3a/1aHusl. MarucTpaHThl BBIMOIHSIOT UX B TOM CiIydae, €ClId B paMKax
0a30BOM YaCTH HE CyMeJIM HaOpaTh KOJIMYECTBO OamioB, HEOOXOMUMOE IJisA TOTy4YeHHUsS 3adera.



Bribop JOMOMHHUTENBHBIX Y4YeOHBIX 33JaHUN M3 TMPEAJOKEHHOTO TIEpPeyHs MarucTpaHThI
OCYILIECTBISIOT CaMOCTOATENBHO. CPOK UX BBIIOJIHEHUS ONPEACIIAETCS IPENOJaBaATEIEM.

CoNoOR~WNE

10

11.
12.
13.
14.
15.
16.
17.
18.

IIpumepbl BONIPOCOB /151 3a4UeTa
dopmanbHOE U HEPOPMATIBHOE JIETIOBOE MTUCHMO.
Kiunie B 1€10BOM MCHME.

AOGOpeBHaTyphI B 1€TIOBOM IHCHME.
Oco0EeHHOCTH JIETIOBON TOKYMEHTAITHH.
Kontpakr. Tumbsl COBpeMEHHBIX KOHTPAKTOB.
OO0pas1bl KOHTPAKTOB.

Knumie koHTpakToB.

CrnennanbHasi TEpMUHOJIOTHS B KOHTPAKTaX.
Omnpenenenye U TUIIBI I€TI0BBIX BCTPEU.
[InannpoBaHue NPOBENEHNUS AEIOBOM BCTPEUH.
@OyHKIMOHAIbHbIE 0OCOOEHHOCTH fA3bIKA JIEJIOBBIX BCTPEY.
Kiunie nenoBbix BCTpeu.

Omnpenenenye u TUIbI IPE3EHTALNN.
CrpyKTypa npe3eHTaluu.

Kimmire B npezenranuu.

Crunuctrueckue 0COOEHHOCTU Ipe3eHTalUH.
Onpenenenre u TUIBI IIEPETOBOPOB.

Oco0eHHOCTH SA3bIKa IEpEroBOpPoOB: JICKCHKA, Q)YHKHI/IOHEUIBHBIG CTWUJIN, JUCKYPC.



1./lonosinuTe pa3roBop Ha KoHdepenmun. Mosiu npeacraBiasier 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 Tekct Legal education u nepenaiite kpaTkoe coepKaHne Ha aHTITHICKOM
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. It may be distinguishable from law school
in the sense that a faculty is a subdivision

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

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



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

3aganmue 4. [loaroroBbTe NPE3eHTALMIO CBOCH HAYYHOM CTaThbU WJIM JOKJIA/1a, UCTIONb3YS
HIKEIIPUBECHHBIE 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 nepexnaiite kpatkoe coiepxkaHue Ha
AHTJINICKOM 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.

3apanue 6. OTBEThTE Ha BOMPOCHI 110 COJICPKAHUIO 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. IIpounTaiiTe TEKCT HAa PYCCKOM SI3bIKE U TIEPEAANTe €ro CoJepKaHe Ha aHTIIMHCKOM 1



Hao000pOT.

23. CormocraBbTe aHITUICKOE (PyCCKOE) CJIOBO WIIM BBIPAXKEHUE C €r0O IIEPEBOIOM.
24. TlocTaBbTe BONPOCH! K TAHHBIM MPEATI0KESHHUSM.

25. Cnenaiite JaHHbIE IPEUIOKEHUS OTPULIATEIHLHBIMH.

26. BcTaBpTe MpOIyIIEHHBIE CIIOBA B TAHHBIA TEKCT.

3ananue Ne7 [Ipounraiite n nepeBeaute 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.

3ana}me 8. OnpenenI/ITe, KaKHeC U3 HUKCTICPCUUCIICHHBIX ITYHKTOB MOT'YT ObLITH HauboJee
npurogasiMu 11t CV (T. e. curriculum vitae):

Your name, address and telephone number.

The title and reference number of the job.

Your date of birth.

Your marital status.

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

Your hobbies and leisure interests.

The sports you play.

Details of all the jobs you have had.

The languages you speak, read or write.

Details of the examinations you passed at school.

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

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

Your reasons for applying for this job.

When you are available for interview.

Details of your present (or last) job.

Your current (or last) salary.

The salary you would expect to receive.

The names and addresses of two or three referees.

Test 2 Business Dialogue

1. Complete the following passage with the words provided:



Resolving Conflict Made Quick and Easy!

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

In retrospect, | see that this was an absurd way to resolve a conflict. All we did was beat each other
to a pulp with the last one standing being declared the “winner.” Unfortunately, this is often how
conflicts are resolved. The person with the bigger 3 ... wins, or the person who wants to avoid the
perception of being on the receiving end of the “bigger 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 o

3. Supply the following text with subheadings.

A Awareness B The magic of dialogue C Listening D Suspension



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

General Guidelines for Dialogue

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..u.e. : 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 ......
e The authoritative assumption s, 2 ......
e The self-serving assumption is, 3 ......

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

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

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

2

am.

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



5. Which of the following is NOT a good suggestion?
Here are some suggestions for making your advice work.
A Don’t interpret rhetorical questions as a request for advice.
B Ask for permission to give advice.
C If you sincerely intend to help or assist someone, do not hesitate to give advice.
D Listen, listen, and listen!
E Be honest.
F Offer to assist, not insist.
G Allow people decide for themselves.

6 . Choose the best title for each paragraph about negotiations:
1. Look for ways of “expanding the pie”.
2. Be ready to explore as many variables as possible.
3. Know your minimum acceptable offer.
4. Start with easier points and leave the difficult ones for last.

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.

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 nokazameneil u Kpumepuee OyeHueaHusl KOMI’lemeHL;uﬁ HA pas3iudrsvlx osomanax ux
d)OpMMpO@ClHM}Z, onucarue wKajl oyeHuearusl

OnenouHoe IIxana oueHUBaHUA IIpencraBnenre OLIEHOYHOIO
CPENICTBO cpencTsa B hoHIE
3aumeno
KonTponbsHo- [IpaBunpHBIX OTBETOB 51- donp TECTOBBIX
TECTOBBIC 3aJ]aHUs Bricka3biBaHMe, B OCHOBHOM, JIOTHYHO; | MPAKTUYECKUX 3aJaHUM
MMEIOTCSl OTJENbHBIE HEAOCTATKU IpHU




HCIIOJIB30BAHUU CPCICTB JIOTHYSCKOM

CBA3HU, HMCHOTCA OTACJIIBHBIC
HEJOCTaTKW TpU JCJICHUM TEKCTa Ha
ab3aIlsl; HMEIOTCA  OTACJbHEIE

HapylmeHuss B O(QOpPMIICHMM TEKCTa.
Hcnonb3yemMblii  CIOBapHBIA  3amac
COOTBETCTBYET IIOCTAaBJIEHHOW 3ajaue,
OJJHAKO  BCTPEYAIOTCAd  OTHAENbHBIC
HETOYHOCTH B YHOTPEOJIEHUH CIIOB,
a100 CJIOBapHBIM 3amac OrpaHU4YEH, HO
JeKCHKa UCIOJb30BaHa IPaBUIBHO.
HNmeercs paa rpaMMaTu4CCKux
OLINOOK, HE 3aTpyAHSIOIIMX
IIOHUMAaHUEC TECKCTA.

Hezaumeno»

[IpaBunpHbIX 0TBETOB MeHee 50%.
KpaitHe orpaHuyYeHHBI  CIIOBAPHBIN
3amac  HE  IO3BOJSIET  BBINOJHUTH

MOCTaBIICHHYO 3amagy.
I'pammaTHYeCKHE IpaBUIIa HE
CcoOJII0Hat0TCS.

HenpaeuibHoe HCIIOJIb30BaHHUE
rpaMMaTHYECKUX  CTPYKTYp  JeliaeT
HEBO3MOYKHBIM BBLIIIOJIHEHHE

MTOCTaBJIICHHON 3a1aun

MexXKynpTypHbIE
0COOEHHOCTH
JEII0BOM
KOMMYHHKAIUH

3aumeno l1paBunbpHBIX OTBETOB 51-

3amaHne BHIOIHEHO: HEKOTOPHIE
acleKThl, YyKa3aHHbIE B  3a/1aHUH,
PacKpbITBl  HEMOJHOCTBHIO;  MMEIOTCS
OTJIeNIbHbIE HAPYILIIEHUS CTHIIEBOTO
oopMIIeHHS peuH; MPHHATHIC B S3bIKE
HOPMBI  BEXJIUBOCTH, B OCHOBHOM,
COOJIIOIEHBI. ensb oO01IeHNs
JIOCTUTHYTA, OJJHAKO TeMa PacKphITa He
B NoJHOM oObeMe. COLMOKYJIbTYypHBIE
3HaHUS, B OCHOBHOM, HCIOJb30BaHbI B
COOTBETCTBHUH C CHUTYyaIllel OOIIeHUS
Heszaumeno»

[TpaBuiibHBIX OTBETOB MeHee 50%.
3ajaHue He BBINOJHEHO: COJIEpXKaHUE
HE OTpakaeT Te acCHeKThl, KOTOpbIE
yKa3aHbl B 33J1aHNU, UM HE
CooTBeTcTBYeT TpeOyeMoMy 0OBeMy.
Lenpb oOmieHust He JOCTUTHYTA

PeueBoil PTUKET: COBETHI U
PEKOMEHIalluH.

CooOmenne
TemMe

1o

3aureHo

[TpaBunpHBIX OTBETOB 51-
BeicTynaromuii 1eMOHCTPUPYET 3HAHUSA
o BBIOpaHHOU TeMe, HMEeT
3aTpyIHEHUs C  HCHOJb30BAaHUEM
TeMaTH4eCcKoro Bokalyisipa; Mwmerorcs

Tembl coOOLLIEHNH




HECYIIECTBEHHbIE  TOTPENTHOCTH B
UCTIOJIb30BAaHUU TEPMUHOJIOTHH.
OTCYTCTBYET COTIPOBOUTETHHBIN
JIEMOHCTPALIMOHHBII MaTepuail.
3HAUNTEILHOE KOJIMYECTBO  OIIMOOK
SI3BIKOBOTO XapakTepa.

Hezaumeno»

[TpaBuiibHBIX OTBETOB MeHee 50%.
CooO1ieHre He IOATOTOBJIEHO, OO0
UMEET CYIIECTBEHHBIE MPOOETBl IO
MPEICTaBICHHOW TEMaTUKE, OCHOBAaH Ha

HEJI0CTOBEPHOU uHpopManuy,
BBICTYNAIOLIUM  JONYLIEHO OOJbIloe
KOJIM4YECTBO rpyObIX OLIMOOK
A3BIKOBOIO XapaKTepa.
[TucbMeHHbIN 1 «3aumenoy @oHJ TEKCTOB Ha NEPEBOT

YCTHBIN
EPEBO

ITpaBunbHBIX 0TBETOB 51-%

[lepeBog monHbINA, 0€3 MPONYCKOB H
MIPOU3BOJIBHBIX  COKpAIIEHHM  TeKCTa
OpUTHHAJA, JIOITY CKaeTCs OJIHa
dakTuyeckas ommoOka, MPU YCIOBHH
OTCYTCTBHS TIOTEPh HH(POPMALIHH U
CTUJIMCTUYECKUX  TMOTPEIIHOCTEH  Ha
Ipyrux ¢parmeHTtax Tekcra. Mmerorcs
HECYIIECTBEHHbIE  IMOTPEUIHOCTH B
MCIIOJIb30BaHUU TEPMUHOJIOTHH.
IlepeBon B [OCTaTOYHOW  CTEINEHHU
OTBEYACT CHUCTEMHO-SI3BIKOBHIM HOpMaM
U CTWIIO si3bIKa nepeBoa. KynbTypHbie
1 QyHKIIMOHAJIbHbIE

napamMeTpbl  MCXOAHOTO  TEKCTa B
OCHOBHOM aZIeKBaTHO MepeiaHbl.
KoMmyHuKaTHBHOE 3a/laHue
peannu30BaHo, HO HEJI0OCTATOYHO
ONTUMAJIBHO.

JlonyckaroTcs HEKOTOpble HapyIICHUs B
dopme mpeabsIBICHUS IEPEBOAA.

«Hezaumeno»

[TpaBuiibHBIX O0TBETOB MeHee 50%.
IlepeBon COZIEPKUT MHOTI'O
daktudeckux  ommbOok.  Hapymena
MIOJIHOTA nepeBoJa, ero
SKBUBAJIEHTHOCTh U aJIeKBaTHOCTh. B
nepeBoJie rpyo0 HapyILIeHbl CUCTEMHO-
A3BIKOBBIE HOPMBI W CTWJIb  SI3BIKA
nepeBoga. KoMMyHHMKaTUBHOE 3aJaHuE
HE BBINOJIHEHO. [ pyOble HapyleHus B
dopme mpeabsIBICHUS IEPEBOAA.

Pedepuposanue
cTaThbn

«3aumenoy»

[TpaBunbHBIX 0TBETOB 51-%

OcHoBHasi UH(pOpMAIUs H3BJIEYECHA U3
TEKCTa C MOJHO U TOYHO. OTCYTCTBYET
n30bITOuHass mHMopmarus. BeickazaHo

doupa craTen ois
pedepupoBanus




COOCTBEHHOE OTHOIIIEHHE K MpobiemMe,
0003HAa4eHHOH B IIPEJI0KEHHON
ctatbe. ComepxaHue cOOOIICHUS
COOTBETCTBYET  TeMme.  AJleKBaTHas
peaxiusi Ha JONOJHUTENbHbIE BOMPOCHI
IpernoaBaTers.

Peun npaBuibHas, 10MyCKaOTCS
HE3HAYUTCIIbHbBIC OIHI/I6KI/I A3BIKOBOT'O
Xapakrepa.

«Hezaumeno»
[TpaBuiibHBIX O0TBETOB MeHee 50%.
Heymenue OTIENUTh OCHOBHYIO

UHPOPMALIMIO OT  BTOPOCTENECHHOM,
HOMNBITKU pedepupoBaHus CBOAATCS K
BOCIIPOU3BEICHUIO TOTOBBIX
NpeATI0KEHUH U3 TeKCTa.

PedeBasi akTUBHOCTB CTYZCHTA HHU3Kas.
Peakuust Ha BOIIpOCHI

npenojaBaTenss OTCYTCTBYET WM HE
aJiekBaTHa TeMe. boJbloe KoIMm4ecTBO
OIMOOK SI3LIKOBOTO XapaKTepa.

IIucemenHbIE
paboTsl

«3auteno» [IpaBunbHbIX 0TBETOB 51-%
— CTYJI€HT MOATOTOBHJI 33/IaHUE T10
npeUiokeHHOMY (hopMmaTy, XoTs
UMEIOTCS OT/ENIbHBIC HApYIICHHS
CTHJIEBOTO O(DOPMIICHUS PEUH.
Hcrnionb3yeMblil CIIOBapHBIN 3am1ac
COOTBETCTBYET IMOCTABJICHHOH 3a/1a4e,
OJIHAKO BCTPEYAIOTCS OTJEJIbHbBIE
HETOYHOCTHU B YIIOTPEOJIEHNUH CIIOB
100 CIIOBapHBIN 3amac OrpaHUdeH, HO
JIeKCHKa UCIOIb30BaHA MPABUIIBHO.
Wmeercs psi rpaMMaTHYECKUX
OLIMOOK, HE 3aTPyAHSIOLINX
noHuManue Tekcra. Opdorpaduaeckue
OLIMOKH MPAKTUYECKH OTCYTCTBYIOT.
«He3auTeH0» — CTYIEHT IMOATOTOBHII
3alanue ¢ TpyObIMH HapyLICHUSMU
dbopmara MACbMEHHOU paboTHI.
OTcyTCTBYyeT JOrMKa B HOCTPOCHHUHU
BBICKA3bIBaHMS; TEKCT He O(OopMIICH
COIJIACHO  HeoOXoauMoMy  Qopmary.
KpaitHe orpaHuYeHHBI  CIIOBAPHBIN
3armac He  IO3BOJIAET  BBINOJHUTH
MOCTaBIEHHYIO 3aaauy. JlomylieHsl
rpyOble  jekcuyeckue U (WIN)
rpaMMaTHYECKHE OIIHOKH.

®oHJ IEJIOBLIX ITHCEM,
KOHTPAKTOB

IlepeBon nenoBbIX
IMHUCEM

«3auTteno» [IpaBunbHbIX 0TBETOB 51-%
—  TEKCT  TepeBoja  aJaeKBaTeH
UCXOJHOMY COOOIIECHUIO; H3JI0KEHUE, B
OCHOBHOM, JIOTHYHO U TPaMOTHO;
IPOIEMOHCTPUPOBAHO 3HaHHe u
HOHMMAaHHE KIIOUYEBONH TEPMUHOIOTUH U

DoH AeIOBBIX ITHCEM,
KOHTPAKTOB




JIEKCUKO-TPAMMAaTHYECKUX  CTPYKTYD;
JIOITyCKaeTCs iy YETBIPEX
HE3HAUUTENIbHBIX OUIMOOK B IEpEeBOjE
TCPMHUHOB U JICKCUKO-TPAMMATUYCCKUX

CTPYKTYP.
«He3auTeH0» — TEKCT IMeEpeBoja
HOJTHOCTBIO HE COOTBETCTBYET
UCXOIHOMY COOOIIEHUIO; B

NEPEeBEICHHOM  TEKCT€  OTCYTCTBYET
JIOTUKA M WMMEIOTCSI MHOTOYHCIICHHBIE
rpaMmaTH4eckue  omuOku  (OosbIe
BOCHMH); M3YYCHHBIH BOKAOyJsIp W
JICKCHUKO-TPAMMATHUYECKUE  CTPYKTYPHI
nepeBe/IeHbl HEBEPHO JIMOO COBCEM HE
TICPEBE/ICHBI.

7.Y4eOHO-MeTOAMYECKOE U NH(POPMALMOHHOE 0O0ecnieyeHue JUCIUIIMHBI

A) OcHoBHast IMTEpaTypa
1.Amyp6ekoa T.U. Business English [Tekcr]: yaebnoe mocobue. — T.M. Amrypoekosa.
Maxaukana: UITL[ AT'Y. — 2018.
2.I'ycnsikoBa, A.B. Business English in the New Millennium : yue6Hoe nmocobue /
A.B. T'ycasxoBa ; MunuctepctBo obpazoBanust U Hayku Poccuiickoit deneparnyu, MockoBcKuit
Nearornyeckuil rocyJapcTBeHHbIN yHuBepcureT. - MockBa : MIIT'Y, 2016. - 180 c. : wi. -
bubmuorp. B kH. - ISBN 978-5-4263-0358-4 ; To e [OnekrponHslii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=472847 (21.09.2018).
3.I'aparyns C.W. AHrnumiickuit s3Ik Ui genaoBoro oouienus -Pocros H//1: @enukc, 2013.-268 c.
4.0BunnaHnKOBa, V1.M. The course of business English for the linguistic department :
yuebHoe nocodue / I.M. OBunnnukoBa, B.A. Jlebenesa ; pea. C.C. XpomoBa. - Mocksa : EBpasuiickuii
OTKpBITHINA HHCTUTYT, 2010. - 301 c. - ISBN 978-5-374-00361-1 ; To xe
[DnexTponnsii pecype]. - URL: http://biblioclub.ru/index.php?page=book&id=90921 (21.09.2018).

b)/lonoanumenvnas tumepamypa

1. T'ymosckas, [.H. Aurnuiickuii s3bik mpodeccuonanbroro oodmenus=LSP: English for
professional communication : yue6HO0€e mocodowue / I'.H. I'ymoBckasi. - Mockaa :
NznatenberBo «DmuHTa), 2016. - 218 ¢. - bubaworp. B kxH. - ISBN 978-5-9765-2846-8 ;
To xe [DnexTpoHHbIi pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=482145 (21.09.2018).

2. Ilesenéna, C.A. JlenoBoii anrnuiickuii : yuebnoe nocodue / C.A. llleBenéra. - 2-e uzn.,
nepepad. u gomn. - Mocksa : FOuuTu-/lana, 2015. - 382 c. - ISBN 978-5-238-01128-8 ; To
xe [DnexTponnsii pecypce]. - 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. [lepeyeHb pecypcoB HHGPOPMAIMOHHO-TEJIEKOMMYHUKANMOHHOI ceTn « UHTEepHET»,
HEe00XO0IMMBIX /IJIS1 OCBOEHUSI I CHUILIHHBI (MOYJ151)

[Tpu npoBeaeHUM MPAKTUYECKUX 3aHATUN MO IUCHMILIUHE «/[e10BON MHOCTpaHHBINA S3BIK»
UCTIOJB3YETCsl  CIIEAYIOIIee MPOrpaMMHOE OOeCHeueHHEe COBPEMEHHBIX HH(POPMALMOHHO —
KOMMYHHUKATHUBHBIX TEXHOJOTHH!

HuTtepHeT-pecypcbl: aHrnos3srdHbie caThl: http://www.wikipedia.com; http://www.krugosvet.ru;
http://www.diplomotahes.com; http://www.lenta.ru; http://www.comersant.ru; http://www.uno.org;
-morickoBasi cucrema Google s momcka WHPOpPMANIMKM HA 1O TeMaM, BBIHOCUMBIM Ha
CaMOCTOSITEJIbHOE U3yUEHUE;

-y4eOHbIe TOCOOHs U yueOHO-MeTOAUECKue pa3padoTku HaydHoi Oubmuorexu AITIY;
-JICKTPOHHBIA ~ PECYpPCHBI  IEHTp  HayyHoit  OubOmmorekm  JI'TIY;  “Wikipedia”
http://www.wikipedia.org

www.bbclearningenglish/com (section “Business English”)
http://www.businessenglishonline.net/InCompany/intro.htm
http://www.dialogueworks.com/pages/blogs.php

http://www.logosnoesis.com/dialogue

http://www.wittcom.com/leader resources.htm
http://www.englishclub.com/speaking/presentations.htm
http://www.kwintessential.co.uk/cultural-services/cross-cultural-communication.html
http://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these- 8-ways
http://marketing.about.com/od/publicrelation1/a/organizingapressconference.htm
http://www.ehow.com/how 4494650 prepare-press-conference.html

9. MeToauueckue YKazaHust Jas oﬁyqamumxcn 0 OCBOCHHUIO NUCHHUIIJINHBI

OO0y4deHrne MHOCTPAHHOMY SI3BIKY IO JIAaHHOM MporpamMMe TOTOBUT K JIEJIOBOMY OOIICHHIO
Ha aHTJIMICKOM $SI3bIKEe, KaK B MPO(ECCHOHATBHON AESITENFHOCTH, TaK U B TIOBCETHEBHOM KU3HU, a
TaK)K€ YYUT YUTATh U TIOHUMATh TEKCThI Pa3JIMYHON HAMPaBIEHHOCTH, YIUT MHUCATh aHHOTAIMHA U
pedepar, nucath MUChMa YaCTHOTO U JIEIOBOTO XapakTepa. B mporpammy BkItOueHa crieldaibHast
TEPMHUHOJIOTHS SI3bIKA JIETTOBOTO OOIICHUSI.

HeoOxonumo pa3pabaTpiBaTh COBMECTHO C TIpEIoOJAaBareieM WHANBUAYAIbHBIN aITOPUTM
CaMOCTOSITEIIbHON paboThI ¥ paboTHI Ha 3aHATHIX. OCHOBHAS PEKOMEH IAINs, 00eCTICUnBAIOIAs
ycrex IpHu OCBOCHUH, KaK OTAEThHBIX TEM, TaK U Kypca B IIEJIOM - CUCTeMaTH4eckas paboTa HaJl
3aIaHUsIMHU, KOHKPETU3UPOBaHHBIMU B 1.3, «ConepikaHre CaMOCTOSITEIbHONW padoTh». BhIomHSs
3a/1aHMsl, CTYAEHT KOHTPOJMPYET CTENEHb YCBOCHMSI Marepuana U, €Clii OH H€ B COCTOSIHUM
BBIIIOJIHUTh TO WJIM HMHOE 3aJaHuE€, OH [OJDKEH BHUMATEJIBHO IPOYUTATH COOTBETCTBYIOIIEE
MpaBUJIO MO PEKOMEHJOBAHHOW JUTEpATypeE. [Tocme 3aBepmieHust Kaxaoro OJoka TeM,
MPEINOJaBaTeNb JA€T «TBOPUECKHE» 3aJaHMs: HAIMCAHUE CBSI3HBIX PAacCy>KJCHUMN, BHICKA3bIBAHU,
aHHOTalUi U pedepaToB, MUCEM JIMYHOTO U JIETIOBOTO XapaKTepa, MOArOTOBKA YCTHOTO COOOIICHUS
10 3aJ]aHHOW TeMe, MOATOTOBKA K POJIEBOW UTpe, Hanpumep, «OTKphITHE COOCTBEHHOTO OM3HECay.
Ha 310 oTBOAMTCA MOCTATOYHOE KOJIUYECTBO YACOB HA CAMOCTOSTENBHYIO MOArOTOBKY. Ilomck u
cOOp Marepuana JODKEH OCYIIECTBIATHCA CTYACHTAMH CaMOCTOSTEIBHO W3 COOTBETCTBYIOIIMX
WMCTOYHHUKOB: TMEPUOAUYECKUX U3JIaHUM, HAYYHO — TMOMYJSPHBIX TEKCTOB, HAyYHBIX CTaTeH,
MoHorpadwuii, TaTeprer - pecypcos. [Ipu moaroroBke Takux KOMMYHHUKATHBHO-OPUEHTUPOBAHHBIX
3aJIaHUI: POJIEBBIX WUIp, TPYIMIOBBIX JUCKYCCUA M T.M. CIEAYyET MNPUACPKUBATHCS CLEHApUs,
pa3pabOTaHHOTO COBMECTHO C MIPETO1aBaTEIIsAM.


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

10 . Ilepeyenb HHGOPMALMOHHBIX TEXHOJIOTH, MCI0JIb3yeMbIX PH OCYIIECTBJICHUH
o0pa3oBaTe/IbHOIO NMpouecca no AMCHUIIHHE (MOAYJII0), BKIKOYasi lepeYeHb IPOrpaMMHOI0
o0ecneyeHusi 1 HHPOPMANUOHHBIX CIIPABOYHBIX CHCTEM (MPH HEOOXOAMMOCTH)

IIppu mnpoBeneHMHM NPAKTUYECKUX 3aHATHM 10 AuciMIUIMHE «MHOCTpaHHBIM S3BIK B
npoeCCHOHATBHON KOMMYHHMKALIMM» HCIIOJIB3YIOTCS CIEAYIOIIME IPOrpaMMHbIE 00eCeUeHMs
COBPEMEHHBIX HMH()OPMAIIMOHHO — KOMMYHHMKAaTUBHBIX TexHojoruii: Microsoft Office, Excell,
cioBapb-niepeBoqunk ABBYLingvo 12, oGydaromme nporpammel: «Speaking English», «Tell me
more», «AHrmiickuii Ha Ypa», «lIpodeccop Xurrunc. AuHramiickuii 6e3 akUeHTay,
«MHTepaKkTUBHBINA yUeOHUK 10 COBPEMEHHOM I'paMMaTHKE aHIJIMHCKOIo s3bIKa», «CaMOoy4uTeNIn 1o
AQHITIMHCKOMY SI3bIKY»; UHTepakTuBHble Kypchl «TOEFL»; TpeHUHIroBblE IpPOrpaMMbl 11O
IrpaMMaTUKE M JICKCHUKE, TECTOBBIE 3aJaHMs 10 AHIVIMHCKOMY SI3BIKY: « TeCThl MO aHINIMHACKOMY
A3BIKY»; yueOHbIe TOcOOus 1 yueOHO-MeToIn4YecKnue pa3paboTk HayuyHoi oubmmorexku ATTIY.

11. MaTepnanbno-TexrmquKoe odecneyeHue AUCHUIIJINHBI

[IpumeneHnrne COBpeMEHHBIX 00pa30BaTEIbHBIX TEXHOJIOTHUN, B paMKaX KOTOPBIX PEaIM3yeTCs
OCBOCHHUC NUCHUIIIMHBI, IIPCAIIojgaract HCIOJIb30BAHHUC aKaﬂeMHHeCKOﬁ ayJuTopun - IjiAd
MMPOBCACHUA HPAKTUICCKHUX 3aHSTUI C HCOGXOI{I/IMI)IMI/I TCXHUYCCKUMHU CPEACTBAMU (KOMHLIOTep,
IMPOCKTOP, DJOKpaH, MUWHTCPAKTUBHAA HOOCKa, ayAuo- H- BHACO alImaparypbl, Mcauazal C
BO3MOXHOCTBIO ITPOCMOTpPA CIYTHUKOBOTI'O TCJICBUACHWA HA MHOCTPAHHOM HBBIKG).

Cpe,Z[CTBa O6y‘leHI/I}I BK/JIKOYAKOT yqe6H0-cnpaBquy10 JIATCPATYpPy (peKOMeHILOBaHHBIe
y4eOHUKH M Yy4YeOHbBIE TOCOOMs, CJIOBapH, ydeOHble M AayTEHTWYHBIC II€YaTHBIC, ayauo- |
BUJeOMaTepuansl, UHTEpHET-pecypehl).

[Mporpammer: Microsoft PowerPoint 2007, Adobe Acrobat 6o Foxit Reader.

HaFJ'IH,Z[HBIe, AyANOBHU3YAJIbHBIC, TCXHHUYCCKHUC cpeacrBa O6y‘leHI/I$I : KOMIIBIOTECD,
MYJbTHMEANA, Ay TUOBU3YyaJIbHBIC MaTCpHaJIbI.






