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1.Ileap u 3a7a4M OCBOCHHS THCHUIINHBI
JlanHast mporpamMma paccuMTaHa Ha CTYAEHTOB, MPOJOJDKAIONIMX 00ydYeHHE B MarucTparype
JTTTY. OcHOBHOI 1IENIBbI0 TIPETIOAaBaHus TUCIHUIUINHBI «IHOCTPaHHBIN S3bIK B MPOQECCHOHATBHON
KOMMYHUKAIMW» SIBJISICTCS 3aKpEIUICHUE 3HAHWM, MOJYYEHHBIX MaruCTpaHTaMU B IPEIbIIYIIEM
sTare oOy4yeHHs- OakajmaBpuaT, W JajbHEWINee WX YIIIyOJeHHEe 32 CUeT M3YYEHHUS S3bIKa
npodeccnoHanTbHOM KOMMYHHKAIUH.
Lesnb qaHHOM MPOTpaMMBbl — pa3BUTHE Y CTYI€HTOB MarCTPaTypbl YMEHU M HABBIKOB OOIICHHS
B YCTHOM W MNHCbMEHHON (opMe B THUNMYHBIX CcHUTyalusx B cdepe mnpodeccuoHanbHON
KOMMYHHKAIIMH, @ TAK)KE COBEPIICHCTBOBAHUE SI3IKOBOH 1 001IeTTpohecCHOHATFHON KOMITETEHIINH.
JloCTHKEHHIO TaHHOM LI CIIOCOOCTBYET PEllIeHUE CASAYIOIUX 3a4a4:
® pa3BUTHE MHTEpeca K IPUMEHEHUI0O HMHOCTPAHHOIO  sI3blKa B IPAKTHKE
camMo00pa30BaTENbHON JAEATEIbHOCTH NEIArora;
® Ppa3BUTHE KOMMYHUKAaTUBHBIX YMEHUW MaruCTPaHTOB;
pa3BUTHE MEXKYJIbTYPHbIX 3HAaHMW W YMEHMH, KOTOpPbIE MO3BOJSIOT MarucTpaHTy
OpUEHTUPOBATHCS B PA3IMYHBIX TUIAX KYJIbTYpP U COOTHOCHMBIX C HUMHU HOPM JIEJIOBOIO

OOIIIEHH;

® Dpa3sBUTHE 3HAHUW M YMEHHUH COCTaBICHUS JEJIO0BOM KOPPECIOHACHIMU HAa MHOCTPAHHOM
A3BIKE;

®  OBJIA/ICHUE TEXHUKOW YTEHHUs, IEpeBO/ia U peepupoBaHUsl AyTEHTUYHBIX TEKCTOB JI€JIOBOH
TEMaTHUKH.

CTyneHThl JOJKHBI YMETh OCBEIIaTh Pa3HOOOpa3HbIE BOIPOCHI, NMPABUIBHO CHUHTAKCUYECKU U
CTWJINCTUYECKH OPTaHU30BATh CBOIO p€yb, IPOBOJUTH aHAJIIN30B TEKCTOB JEJI0BOI HAlPaBIECHHOCTH.
PaboTa Haj COBEpIIEHCTBOBAHMEM SI3bIKA BEIETCS KaK HAa MaTepuaie MUCHbMEHHBIX paboT, Tak |
YCTHO € IMOCIEAYIOIIUM KOMMEHTUPOBAaHUEM, 00CYX/IeHHEM M paboTON HajJ MHIMBHUIYaIbHBIMH U
TUNUYHBIMU omuOkamu. Ilpu orGope mMeronmveckoro mMarepuaia 0codoe BHHUMaHHE HEOOXOIUMO
ynenars 3((EeKTUBHBIM MpHUEMaM aKTUBHOIO OOY4YEeHHs, a TakXKe JOCTHKEHHSIM COBPEMEHHBIX
METOJIMK (KOMMYHMKaTUBHOTO U HMHTEHCHUBHOTO OOYYEHMs, UIPOBOr0 MoJeiupoBaHus). B xone
JAHHOTO Kypca CTYIEHT JI0JKEH MPUOOPECTH MPaBUIIbHbBIE IPOM3HOCUTEIbHBIE HABBIKH, HAYUYUTHCS
CBOOOZIHO M TPaBUJIBHO IOJIb30BAThCS IPAMMATUYECKUMHU KOHCTPYKLUSMH AHIJIMMCKOTO sI3bIKa,
OBJIA/IETh JIOCTaTOYHO OOIIMPHBIM CIOBAPEM M HAYUUTHCS CTHIIMCTHUYECKH MPABHIBHO O(POPMIIATH
CBOIO pe€4b KaK YCTHYIO, TaK U IIMCbMEHHYIO.

2.MecTto aucuuniaunsl B crpykrype OIIOII BO
Hucuummna (51.0.02.02) «MHOCTpaHHBI sI3bIK B MPO(ECCHOHANTBHON KOMMYHHKALIAK
BxoauT B Moayne b.1.0.02 «IpodeccronanbHasi KOMMYyHUKaLusA» yde6roro miana OITOII
BO mo nanpasnenuto noarotosku 44.04.01 Ilemarornyeckoe oOpazoBaHUeE.
Huctunmuaa (51.0.02.02) «MHocTpaHHbBI S3BIK B NPOQECCHOHAIBHON KOMMYHHKALIUID)

0azupyeTcst Ha KOMIETCHIUAX, 3HAHHUAX, YMEHUSIX U HABBIKaX, COPMHUPOBAHHBIX Y O0YYaIOLINXCS B
pesynbraTte OOYy4YeHHs B cpelHeid o0meoOpa3oBaTeNbHON IIKOJIE M B PE3YJIbTaTe OCBOCHHS
mucuuuinH - OIIOII  GakanaBpa «lIpakThdeckuii Kypc aHIIIMHACKOTO — SI3BIKAY. Hucuunnuna
«HOCTpaHHBI sI3BIK B TpO(deccCHOHaTbHOH KOMMYHHKALIMH» 00eCHeunBaeT yriyOJeHHYIO
MOATrOTOBKY CTYAE€HTOB-MAarMCTPaHTOB K pa3HOOOpa3sHOM NpoQecCHOHANBHON —JesITeIbHOCTH,
CBS3aHHOH C WCIOJB30BaHWEM 3HAHWHA M YMEHHUIl B 00JACTH MHOCTPAHHOTO S3bIKa B YUPEKICHHUIX
oOpa3oBaHus, KyJIbTYypbl, yipasienus, B CMU, B 00:1acT MEXKyIbTYPHOH KOMMYHUKAIIMH. 3HAHUE
A3bIKa HEOOXOAMMO I MaruCTPaHTOB Ui W3yYCHHs MHPOPMAIMOHHBIX PECYpPCOB Ha aHTIMHCKOM
s3pike. KomrmereHnmu, copMHupoBaHHBIE B MIPOIECCE M3yUEHHUS TUCIUIUIMHBL, HEOOXOIMMBI IS
OCBOCHUS COJAEpkKaHHUA AMCLUUIUIMH: «MeToanuka MpenoAaBaHus aHTIMICKOrO S3bIKa B YCIIOBUSIX
MHOTOSI3BIYUSY, K AHTITHHCKHUH S3BIK I MEKKYJIBTYPHON KOMMYHHUKAITUI, IUCITUILINH MO BBIOOPY
CTyIEeHTa, BBINONHEHHWS  3amaHuii  (y4eOHOW,  MPOM3BOACTBEHHOM  MPaKTHUK,  HAy4HO-
UCCIIEIOBATENbCKOM PabOThl) U HOATOTOBKH K HTOTOBOW aTTECTALIUH.



3.Jlnanupyemble pe3yabTaThbl 00y4eHHUs! 0 JUCHUIIIHHE

B pe3ynbraTte ocBOeHMs cofepKaHMsI IPOrpaMMbl y OakanaBpa JOKHBI ObITh CPOPMUPOBAHBI

KOMIICTCHIIUU.

@®opMupyeMble KOMIIETEHIHMU

Kon

HaumenoBanue

Ilepeyens nuIaHNpyeMbIX pPe3yJIbTATOB
00y4eHHs 10 JMCHHUIIIMHE

YuuepcaabHuble komnereHnun (YK)

YK-4.

CriocobeH TpUMEHSITh COBPEMEHHBIE
KOMMYHHKATHBHBIE TEXHOJIOTHH, B TOM
YHCIIe Ha HHOCTPaHHOM (BIX) sI3bIKe(ax),
JUTs aKaJIeMHUYECKOTO u
npodeccnoHaTbHOTO B3aNMOICHCTBHS

YK 4.1.

YMeeT BbIOMpaTh HA TOCYAapCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3BIKAX KOMMYHHUKaTHBHO
MPUEMJIEMbIE CTHJIM JICJIOBOTO OOIICHUS,
BepOaNbHBIC U HEBEpOABLHBIC CPEACTBA
B3aUMOJICHCTBHYS C MMAPTHEPAMHU

YK 4.2. YMmeeT ncnonb3oBaTh HHYOPMALIOHHO-
KOMMYHHKAIIMOHHBIC TEXHOJOTHH TPH
MTOUCKe HEeoOXoInMOoi MHGOpMAaIUH B
MpoIecce PeleHHsT Pa3THIHbIX
KOMMYHHKAaTHUBHBIX 3a]]a4 Ha TOCY/IapCTBEHHOM
Y MTHOCTPAHHOM (- BIX) SI3BIKAX.

YK 4.3. YwMmeer BECTU JIEJIOBYIO
MEPEIHCKY, YUUTHIBAs ~ OCOOCHHOCTH
CTUJTUCTUKH OQUIMATBHBIX W HEO(QUIHATBHBIX
MKMCEeM, COIIMOKYJILTYPHBIC pa3inuuus B popmare
KOPPECTIOH/ICHITUK Ha TOCYJIapCTBEHHOM U
MHOCTPAHHOM (-bIX) SI3BIKAX

YK 4.4,

YMeeT  KOMMYHHMKaTMBHO M KYJbTYPHO
MPUEMIIEMO BECTH YCTHBIC JICIOBBIC Pa3rOBOPHI
B mporiecce npo¢eCCHOHATEHOTO
B3aMMOJCHCTBUS Ha  TOCYJapCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3BIKAX.

YK4.5. JleMOHCTpUpPYET YMEHHE BBIMOIHATH
MePeBO/J] aKaJAEeMUYECKUX H MPOQECCHOHATBHBIX
TEKCTOB c WHOCTPaHHOTO (-bI1X) Ha
TOCYJIAPCTBEHHBIN SI3BIK.

Oomenpgeccnonanbubie komnerenunu (OIIK)

OIIK-8

Criocoben MPOEKTHPOBATh
MearorH4ecKyo AeITeIbHOCTh Ha
OCHOBE CII€LIMATbHBIX HAYYHBIX 3HAHUH
U pe3yJIbTaTOB UCCIIEIOBAHUIM

OIIK 8.1. 3HaeTr 0COOEHHOCTH I1€ArOrMUECKOM
JIEATSIILHOCTH;  TpeOOBaHMSA K  CyOBEKTaM
MEJJarOTUIECKON  JIEATENHHOCTH;  PE3YJIBTAThI
HAy4YHBIX HCCIIEA0BaHUI B chepe
MeJarorn4ecKon eI TENLHOCTH.

OIIK 8.2. YMeeT ucIoy1b30BaTh COBPEMEHHBIE
CIICMaJIbHbIC HAYYHbIC 3HAHUA U PE3YJIBTATHI
UCCIIeIOBaHMUI ISl BHIOOpA METOIOB B
MEe1arorn4ecKoi JesaTeIbHOCTH.

OIIK 8.3. Bnameer meromamu, GopMaMu H
CpeICTBaMU MEAarorn4eckoil AesTeNIbHOCTH;
OCYILIECTBIISIET MX BHIOOpP B 3aBUCHMOCTHU OT
KOHTEKCTa NMPOQeCCHOHANBHON NeITeTbHOCTH
C YUYETOM pPe3yJbTaTOB HAyYHBIX UCCIICIOBAHUH.




4. TpynoémMkocTh IUCHUILIHHBI (MOTYJINA)

OO11ast TPYI0EMKOCTh TUCIUILTHHBI COCTaBIsieT 3 3aueTHbIe eauHuibl (108 gacos).

HucuumninHa uzydaercs B 1-m cemectpe. Tabmuma 1
Bug yuebHoii paboTh Ounas
¢dopma
o0OyueHus
AyauTopHbIe 3aHTHS (BCEro) 28
Jlexunu
IMpaxktrueckue 3anstus (I13) 28
Cemunaps! (C)
Jlaboparopusie pabotsl (JIP)
CamocrosiTesibHast padoTa (Bcero) 80
[IpopaboTka MaTepuana IeKIuii, MOATOTOBKA K
3aHSITHIM
CaMocTosTeNbHOE U3YUEHHE TEM
KouTposbHbie paboThI
Pedepar
KypcoBoii mpoekT (paboTa)
[TpomeskyTouHas aTTecTaius (3a4er, 3ayérT
9K3aMEH)
OG1mast Tpy10eMKOCTh 108
5.Coep:kanue TUCHUNIMHBI (MOLYJIs1)
5.1. TemaTnuyeckuii nJian
Tabmuma 2
Ne HaunmenoBanue paszaena Bunel yueGHOI pabOThI U TPYI0EMKOCTh UX U3YUEHUS
(TeMBI) TUCIHMIUTMHBL | Jlekrpm [Mpaxr. JIaGop. Camocrosr | [IpomexyTou
3aHATHUS 3aHATHS ebHast HBIN
pabota KOHTPOJIb
OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | OYH ’ 030
Mopyas 1. IIpogeccnonanbHoe o01enne
11 [TyGnuvHOE BBICTYIUICHUE 4 10
KaK JKaHp JICJI0BOTO
0oOIEeHU.
1.2. ®dopmaTsl 1e710BOTO 4 10
oO01eHns
1.3. | CinyxeOHbIli 1UaIIOT. 4 10
1.4. | Bunsl neperoBopos, 4 10
npaBHjIa UX BEJICHUS.
Hroro 3a 1 moayib 16 40
Monayasb 2. [IncbmMeHHbIe OM3HEC- KOMMYHUKAIUHA
2.1. | ®opmartsl, npaBuIIa 3 10
NHCBMEHHOTO  JICJIOBOTO




oOImeHus
2.2. | AHHOTHpOBaHUE, 3 10
PE3IOMUpPOBaHHE "
pedepupoBanue
Ka4eCTBEHHOM MPeCcChl
2.3. | Onmpenenenue KII. 3 10
2.4. | CuHrakcuueckue 3 10
ocobeHHOCTH si3b1Ka KIT
Hroro 3a 2 moayJib 12 40
Hroro 3a cemectp 28 80 3au.

5.3.Tembl NpaKTHYECKUX/CEeMHUHAPCKHX, J1a00PaTOPHBIX 3aHATHH M NepedYeHb 3aJaHuM

Tabmuma 4
No Tema npakTuueckoro 3amanus (W1 BOMPOCH JJIs ®opma Jlutepatypa
n/m (cemuHapckoro, y1ab.) 00CYXICHUS Ha CeM. 3aHSITHHU) OTYETHOCTH
3aHATHUA
Moay.s 1. IIpodeccuonanbHoe o0LIeHUE
[Ty6nuunoe BeicTyIUIeHUE | 3anamue Nel 2 VeTHbIi CM. niyHKT 72,0
1.1. | kxak »xanp 1en0BOro 1.MudopmanmonHas orpoc.
o0uIeHwusI. pedb. KortpossHo-
2 IlpuBeTcTBEHHAsT peYb. TCCTOBBIC
3alaHus.

3.Toprosas peys.

4., Dranbl TMOATOTOBKH M
MPOBEACHUS ITyOJIMYHOIO
BBICTYIIJICHUSI.
JIoOKOMMYHHKATUBHBII
9TaIl: ONpeNeNeHUE TEMBI
W [eNH BBICTYIUICHHS,
OLIGHKa  ayJIuTOpUH U
00CTaHOBKH, mo100p
MaTepuaia, co3aHue
TeKCTa W IIPEe3eHTaIH,
peneTUIHsL.
KoMMyHUKaTUBHBIN:
BBICTYIJICHHE, OTBETHI HA
BOIIPOCHI, BEICHUE
MOJIEMUKH.
ITocTkOMMyHUKaTHBHBIN
3Tal: aHaJIu3 PeyH.

3anamue No2

1.YcraHoBieHHe  KOHTAaKTa  C
ayIUTOPUEH, €ero IIPUEMBL:
BOIIPOCHO-OTBETHBIN MIpHUEM,

Mepexoa OT MOHOJIOra K JAHANOTy,
IIpHEM  CO3JaHUs  MPOOJIEMHOM
CHUTYaIluH, npruemM HOBHU3HBI
nHpOpPMALMK OIopa Ha JIMYHBINA
OIIBIT, HCHOJIb30BAaHHE  IOMOpA,
KpaTKoe OTCTYIUICHHE OT TEMBI.
2.CpenctBa HeBepOaJIbHOM
koMMyHHKauuu. [loza,  sxecTsl,
MHUMHKA BBICTYTIAIOMIETO.

3.IlpaBuna MOJrOTOBKH




MPE3CeHTAIK:  KOJWYEeCTBO U
odpopmienue  cmaiiioB,  BBIOOp
mpudrTa, CHHTaKCHYCCKHE
0COOCHHOCTH TEKCTa, CTPYKTypa
MIPe3eHTAIHH.
4 Anamus my0IMYHOTO
BeIcTyIUIeHUs. (Cxema — aHanm3a
yOJIMYHOTO BBICTYIUICHUS.
5.KosnextuBHbIiH pa3bop
BBICTYTIJICHUH COKYPCHUKOB.
6.ITuceMeHHbIC OT3BIBBI 0
BBICTYIUICHUSX.
1.2 | ®opmartsl Ae10BOTO 3anamue Ne3 VcTHbII CM. iyHKT 72,6
oOIeHns 1.Cocrapnstone  yCIEmHOTO | Ompoc.
JIeTIOBOTO o6uienus, | KOHTpOIBHO-
2.MeXKy/IbTypHBIE pasiuuus B | ToClOBPIC
JIEJIOBOM OOIIEHHH. SANAHIL.
3anamue Nod
3.0cobenHoctn JIeJIOBOTO
oOmenns B oQuIHAIBLHOH U
HeopUIMaTbHOH  00CTaHOBKE.
4. Peuenoii JTHUKET.
5.PernoHanbHOe BapbHpPOBaHUE
B JIETOBOM  OOMIEHWH  Ha
AHTJIMHACKOM SI3BIKE.

1.3. | Ciry»xeOHbIi auaor. 3anamue No5 VerHbiid Cw. nyHKT 72,0
1.Tunbel peyeBbIX aKTOB B JICJIOBOM | ONPOC.
OGLICHHH: BOIPOC, MOOYXIcHHE, | KOHTPOTBHO-
COOBIEHHe TECTOBLIE
2.3aKpbITHIE, OTKpBITBIE, | o e
PUTOPUYECKHE BOMPOCH], BOTPOCHI
JUIs  O0JyMBIBaHUS, TEPEIIOMHBIC
BOTPOCHI.
3.Merozsl yOexaeHus
co0eceTHUKa
4.TlcuxonmoruuecKue THUIIBI
co0eCceTHUKOB.
5.HeBepOanbhble cpeJcTBa
JICIOBOTO OOIICHUSI.
3anamue Neb
6.[IpocTpaHCcTBEHHBIC HOPMBI
JICIOBOTO OOIICHUSI.
7.CyxeOHbIi Tese)OHHBIN
pasroBop.
8.TexHuKa peun B pa3roBope 1o
Tenedony.
9.IlpaBua BeeHUs TeIe(OHHOTO
pasroBopa.

10. MuTepBbIO ITpH NIpUEME Ha
pabory.
1.4. | Buzel meperoBopos, 3anamue Ne 7 YcTHblit Cwm. yHKT 72,0
IIpaBUJIa UX BEACHHUS. 1.Dramst IIOATrOTOBKH U | onpoc.
MIPOBEICHUS TeperoBopos. | KOHTPOIbHO-
2. JIOKOMMYHUKATHBHBIH 5Tam: coop | TCTOBPIC
3alaHus.

rH(pOpMAaIK, OIpeNeICHNE IeeH




" 3a1a4, OnpeacjiCcHuEC BPEMCHU U

MecTa  BCTpEYH, Y4aCTHUKOB
Jeieralyu.
3.KoMMmyHHKAaTUBHBIHT JTam:

MIPECTaBI€HUE  CTOPOH  ApPYyT
IOpyTy, WU3JI0XKEHHe MpobieM u
Lesied, aHanu3 NpoOJIeMBbl, AUATIOT
YYaCTHHKOB, apryMeHTanus
BAapHaHTOB pEIICHUH, IOJBEJCHUE
WTOTOB W TPHUHATHE pELIEHUI,
COCTaBJICHHE IIPOEKTa JOKYMEHTOB.
4.I10CTKOMMYHHMKATUBHBI ~ 3TaIl:
aHaJIN3 EPErOBOPOB.

5.513b1KOBas COCTAaBJISIOIIAs
YCIICIIHBIX TIEPETOBOPOB: CHOCOOBI
MIpUBJICYEHNUS BHUMaHUs, MPOBEpPKa

a/IeKBaTHOCTH NOHUMAaHUS,
MIO/IBITOXKUBAHNE JOCTUTHYTHIX
JIOTOBOPEHHOCTEN, — CMSTYCHUE
BBICKa3bIBAaHHUSL.

6.Yder KynbTypHBIX pa3iuanil Tpu
[IOATOTOBKE u BEJICHUU
IIEPErOBOPOB.

3anamue Ne 8
1.WutepBpro. llenn wu  3amaum
OOIIEHUsI ¢  TpPEACTABUTEISIMU

MIPECCHI.
1.JlokoOMMyHHKaTHBHBIH JTal:
oTIpe/ieTICHHe (coBMecTHO c

WHTEPBBIOEPOM) Kpyra mpoliem
pas3roBopa, IMOArOTOBKAa OTBETOB Ha

IIpeJIonaraeMsle BOTIPOCHI,
H3y4EHUE nHpOpMaLUH 0
KypHAIIUCTE.
2.KoMMyHHKaTUBHBIT JTam:
MIPUBETCTBUE, YCTaHOBJIEHHE
KOHTaKTa; OTBETBI Ha BOIPOCHI
HMHTEPBbIOEPA, MIpOIIaHKe u
OnarolapHOCTs 332  HUHTEPECHBIC
BOIIPOCBHI.

3.ITocTKOMMYHUKATHBHBIA  3TaI:
aHanu3 uHTepBbrO. IlpaBuna i
MHTEPBBIOMPYEMBIX.

4.Cretnduika npecc-KoHMepeHIH
Kak BHJa JEJIOBOTO  OOIIEHHUS.

[MoaroroBka K npecc-
KOH(epeHIINH.

5.CocTaBneHrne 3asBICHUS IS
MIPECCHI. Obuienne c

KypHaIMCTaMH  TIOCIE  Tpecc-
KOH(EepEeHIINH.

MOZ]y.]'lb 2. IIucbMeHHbIe OU3HeC- KOMMYHUKaIUH

2.1.

®dopmartsl,
MUCBMEHHOTO
oOreHus

IpaBuJIa
JCJIOBOI'o

Sanamusa Ne9,10

1.5I3bIK HHUCBMEHHOrO J€JI0BOr0
00IIICHMS.

2.Bunst JIEIIOBBIX ITHCEM.
CTpykTypa  JEJIOBOTO  IHCHEMA.

VYcTHbIi
orpoc.
KontponsHo-
TECTOBBIE
3aaHMs.

CwM. nyHKT 72,0




3.S3BIK ¥ CTHIIL EIOBOIO IHCHEMA,
4, TunuyHble KIUIIE.
5.IucemMo-3ampoc W  OTBET Ha
3ampoc, MMICHMO-3aKa3,
pekIamManuy. DJIEKTPOHHAs T0YTa:
(hopMaT, CTUIIb, THITMYHBIC KIIHIIIE.

2.2 AHHOTHPOBaHHE, Sanamus Nell Ycrnbrid CM. iyHKT 72,0
pE3IOMUPOBAHNE u | 1.Pestome. Llens cocraBnenus OIpoc.
pedepupoBanue pes3ioMe, ero CTPYKTypa | S3bIK. KonrponbHo-
Ka4eCTBEHHOM Mpecchl 2.CTpyKTypa, COAepsKaHue U S3bIK ;:;23?:6

COIIPOBOJUTEIBHOTO MUCEMa
3.AHHOTHpOBaHHE,
pe3roMupoBaHue U pedeprupoBaHne
Ka4eCTBEHHOM MPeCCHhl.

2.3, Ornpenenenne KII 3anamue Nel?2 YerHbii Cwm. mynkT 72,0
1.0Onpenenenne KII. orpoc.
2.CnoBapabiii coctas KII: KoutpornsHo-

TCCTOBBIC
3alaHusd.

00IIeynoTpeOUTEIIbHAS U IEIIOBast
JIEKCUKA, TSPMHUHBI, UMCHA
COOCTBEHHBIE.

3.CTUInCcTHIECKHE OCOOEHHOCTH
KII: meradopa, urpa ciios,
AJUTIO3MS, IIATALINS, HEOJIOTU3MEL,
POJIb TIOBTOpPA B U3BJICUCHUHU
WHPOPMALINH.

4 KoHuenTyaibHBIN 1
JIMHTBUCTHYECKUI acIIeKT
nyoukanuil B KI1, ux coBnaaeHus
U PACXOXKICHUS

2.4. | CuHTaKCHYECKHE anamue Nel3,14 Ycrubnii CM. iyHKT 72,0
ocobennocTy sa3bika KII 1.Cunrakcuueckne ocobeHHOCTH | OMPOC.
A3bIKa KIT: | KoutpombHo-

TECTOBLIC
IIMPOKOYIIOTPEOUTEBHBIE

3a/1aHNs.
rpaMMaTH4YeCKME  KOHCTPYKIHH,
CHHTaKCHYECKas  KOHBEPreHIIUs,

CerMEeHTaLHS CTPYKTYpHI
MIpeIOKEHHMS, aKTyaJbHOE
YJIeHEHUE.

2.Kore3us u xorepentHocTs B KII
3.Crioco0bl  KOMIIPECCHHM  TEKCTa

npu PE3IOMUPOBAHUN,
AHHOTUPOBaHUH, pedepUPOBAHUU
KII.

4 S13bIKOBBIE KJINIIE,
HCTIONB3yeMbIe TPH KOMIIPECCHH
TEKCTA.

5.4. 3apanns caMoCTOSITeIbHO padoThI
Ocoboe MecTo B OCBOGHHH JIaHHON TUCIMIUIMHBI 3aHUMAET CaMOCTOSITeNIbHAsL pa0doTa CTYAECHTOB
(CPC) obmmm oobemom 80/1024acoB.

Jns ycremrHoro ocBOoeHUsl MaTepuana Kypca U npruoOpeTeHns COOTBETCTBYIOUINX HABBIKOB U YMEHHUU
PEKOMEHIyeTCsT 3HAKOMCTBO C OOJBIIMM KOJHUYECTBOM ayTEHTHYHBIX OOpa3I[OB YCTHBIX U MUCHMEHHBIX
JICJIOBBIX M TPO(PECCUOHAIBHBIX KOMMYHHUKAIUM, WX MOAPOOHBIA S3BIKOBOW aHanw3. s perieHus >Toi
3a/la4ll PEKOMEHAYETCSI HE TOJIbKO HKCIIOJIb30BAaHWE COOTBETCTBYIONIEH JIMTEPATyphl, HO W PECYPCOB
WHTEpPHETa, B OCOOEHHOCTH TE€X, KOTOpHIE pa3padOTaHBl (M IMOCTOSIHHO OOHOBJISIOTCS) CHEITUATBHO IS
00y4eHus SA3bIKY JeNI0BOro U npodeccroHanbHoro oodmenus. Oco0oe BHUMaHUE ClIeAyeT 00paTuTh Ha To,



Kak B YCTHOM U TIMCBMEHHOM JICJIOBOM OOIICHHUH TMPOSBISIOTCS MEXKYJIBTYpHBIE —Pa3THUHUS
KOMMYHHKaHTOB. Ha camocTosTensHyo paboty mo Moayato 1 BBIHOCSATCS TEOPETHUYCCKHUE aCTICKTHI
Npe/IaraeMbIX TeM, KOTOPhIE CIIEAYET H3YUUTh 110 HCTOYHUKAM Ha PYCCKOM M aHIIIMIICKOM SI3bIKaX, a TaKKe
MOJTrOTOBKA IyOJIMYHOTO BBICTYIUICHHS TpPEX BHUIOB: MPUBETCTBEHHAs pedb, MHPOPMAIIMOHHAS PEYb U
TOProBasi peyb.

Ha camocrostenpHyro paboTy mo Moyiato 2 BeiHOCHTCS TeMa | «DopMaThl U CTHITH THATOTHYECKOTO
JIETIOBOTO OOIIEHUs», & TAK)KE MUChbMEHHBIC 3a/IaHus: 1) pe3ioMe U COMPOBOIUTEILHOE MUCHMO MTPU TIPHEME
Ha paboTty (Tema 2); 2) nenoBoe nuckMo (Tema 3); 3) memopanayMm (Tema 5); 4) mpoTokos codpaHus (Tema
6).

Ne Pa3gen (tema) mporpammsl | Konnu | 3aganus ®opma Jluteparypa
n/n €CTBO AJIS1 CAMOCTOSITeIbHOTO OTYETHOCT
4YacoB | BbINOJHEHHs "

Mogay.s 1. IIpodeccuonanbHoe o01IeHUE

[Ty6mmunoe BeicTymienue | 10 1.0O3nakomnenue VeTHbIi Cwm. myHKT 72,0
1.1. | xak >xaHp 1€70BOTO MarkCTPaHTOB C MIAHOM | OHpoC.
OOIICHMS. CaMOCTOSTENbHOM paGoter | KOHTPOIL
Ha yueOHBIN rox, | 7O
rpaMKOM KOHCYJIbTAIH. ;;;;S;’:e
2. Konkypc Ha mydmee ’
SI3BIKOBOE opT¢hoIIU0
oOyuJatolerocs.
3.BrmonHenue
€KCHEICITBHBIX
JOMAIIHUX 3aJaHud 10
Kypcy «/HOCTpaHHBII
SI3BIKY
3.http://www.englishclub.
com/speaking/presentatio
ns.htm

1.2 | dopmaThl 1eIOBOTO 10 1.Ananu3 Bujico3anviceid | YCTHBIA Cwm. myHKT 72,0
00ILIEeHN MyOTMYHBIX orpoc.
BBICTYITJICHUH 11O Kontposs
peKoMeHIaLuH HO-

TCCTOBBIC
npernoaBarels u mo

3aJaHusl.
COOCTBEHHOMY BHIOOPY
MarucTpaHTa,
Olpe/Ie/ICHHE TUTIOB
0paTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

1.3. | CnyxeOHBI# qHAIOT. 10 1.Ilpocmotrp u aHaiu3 | YCTHBIH Cwm. myHKT 72,0
BHJI€O3aIUCEN ompoc.
CITy’KEOHBIX THAJIOTOB. Konrpons
AHanu3 BepOanbHON U HO
HeBepOanbHON TeCTOBLIE
3aJlaHus.
COCTaBJISIOIIIX
YCIELIHOTO U HEYJIa4HOTO
CITy»KeOHOTOo nrajiora.
[ToaroroBka k poseBoi
urpe «/HTepBBIO IPU
mpueMe Ha padoTy».
[IpocmoTp BuACO3anUCH
How to get a job you want
Ha OJtore
www.tiashija.blogspot.co
m
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1.4.

Busl neperoBopos,
MpaBujIa UX BEJCHUS.

10

1.Ananus Buaeo3anucei
MyOJIMIHBIX
BBICTYILJIEHUH 110
pEKOMEHIAITIH
MPEToAaBaTeNIsl U 10
COOCTBEHHOMY BHIOOPY
MarucTpaHTa,
OTIpe/ICIICHUE THUIIOB
OpaTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

Y cTHBIIT
omnpoc.
MoaynbHbI
M TecT.

CM. niyHKT 72,0

Monayasb 2. [IncbMeHHbIe OM3HEC- KOMMYHUKAUHA

2.1.

dopmarsl,
MMMCBMEHHOTO
oOmIeHHS

MpaBwiia
JIEIIOBOTO

10

1.IIpopaboTtka TEOPHUH
BOTIpOCa, M3ydeHue
SI3BIKOBOM COCTaBJISIONICH
O(UIMATILHOTO,

MOy O(hUITHATEHOTO u
HEO(UIMATIBHOTO CTHIICH
JTUAIOTMYECKOTO
JIEIIOBOTO OOIIeHHS.
2.ITpocmotp
BHJICO3AIKCEN Ha
peaIMeT W3yYEHUS
PETHOHAILHOTO
BapbUpPOBAaHUs B JAEIOBOM
0OIICHUH.

1.Hazaposa T.b.
AHTTIUCKUM SI3BIK
nenosoro obuenus. Kype
TEKIUH U IPAKTHKYM. —
ACT, Actpens, BKT.
2009

2.Hazaposa T.b.,
[Ipecnyxuna U.A..
PernonanbHoe
BapbUPOBAHKE B JCIOBOM
0OIIeHNH HA aHTITHICKOM
si3pike. — ACT, Actpenb,
BKT, 2009

YcrHpId
orpoc.
KouTpoas
HO-
TECTOBBIC
3a/1aHusl.

CM. myHKT 7a

.2

AHHOTHPOBaHUE,
PE3IOMHPOBAHKE u
pedepupoBanue
Ka4eCTBEHHOU Mpecchl

10

IIpocmotp w  aHanus
BH,Z[GOSaHPICGfI HUHTCPBBIO
Kaxk TOTOBUTLCS K
HHTEPBbIO
http://www.ublicityhound.
net/prepare-for-an-
interview-with-a-reporter-
these- 8-ways

YcrHblid
orpoc.
KouTpoas
HO-
TECTOBBIE
3a7aHusl.

CM. yHKT 7a

2.3

Omnpenenenue KII.

10

[TpopaboTka
BOTIpOCa
1.Beenenckas JLA.
Purtopuka u kynbTypa
peun. — ®enukc, 2010
2.Hazapoga T.b.
AHrIuicKuii 361K
nenosoro obuenus. Kype
JIEKIIUM U IPAKTUKYM. —

TEOpUH

VYcTHbIN
orpoc.
KonTtpons
HO-
TECTOBBIC
3a1aHuA.

CM. IyHKT 7a
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ACT, Actpens, BKT.
2009

I[IpocMoTp W  aHanu3
BHJICO3aIIACEN JUCKYCCUI

2.4 | CuHTakcuyeckue 10 [TpopaboTka Teopun VeTHbIR Cwm. myHKT 72
ocobennoctu s3p1ka KI1 BOIIpoca OIpoc.
[TonroroBka K MonymbHeI
MeKBy30BCKOMY HTect.

KOHKYpCY II€pEBOJIOB C
MHOCTPAHHOTO SA3bIKa HA
pycckuii (Tipo3a, mo33us)
(BBITIOJTHEHHE TIEpeBOa C
MHOCTPaHHOTO Ha
PYCCKUH SI3BIK,
IlonroroBka K KOHKYpCY
YTELOB Ha HMHOCTPAaHHOM
sI3pIKe  (03HAKOMJICHHE C
WHOS3BITHOM 033U EH,
3ay4rBaHue

Hau3yCTh)

[Tpopabotka TEOpUHN
BOIpoca

peun. — @enukc, 2010
1..Hazaposa T.b.
AHTIUICKUN S3BIK
nenosoro obuienus. Kypc
JIEKLUHA U IPAKTUKYM. —
ACT, Acrtpens, BKT.
2009

2.IIpocMoTp 1 aHanu3
BHJICO3aIIUCEN JUCKYCCUI
3. I[ToaroroBka x
MexBy30BCKOMY
KOHKYpCY Ha JIy4IInit
BOIIPOC HA HHOCTPAHHOM
sI3bIKE 110 TeMe «Briciee
oOpasoBanue B Poccun n
CTpaHax M3y4aeMoro
S3bIKa» (M3y4EeHHE
WHOA3BIYHON
JUTEPATYPHI,
COCTaBJIEHHE BOIpoca U
OTBETa)

5.5. Temsbl pedeparTos
5.6. TBopyeckue 3aiaHusI-HE NPETYCMOTPEHbI
5.7.Cutyanus A aHaJIM3a-He NPeIyCMOTPEHbI
5.8.Crarbu AJ1s1 cOCTaBJICHHS] aHHOTALMI, PeleH3Nl-He NMPeAyCMOTPEHbI
5.9.Tembl KypcOBbIX padoT He MPEAYCMOTPEHBI
6.@P0H/ OLIECHOYHBIX CPEACTB JAJIsl IPOBEACHHS IMPOMEKYTOYHOM aTTeCTAMH 00y4alOIMXCH M0
AUCHHUILIMHE (MOYJII0)

6.1./lepeuenv komnemenyuil ¢ yKazaHuem 3mManos ux opmMuposaHus & npoyecce 0C80eHUs
00pazosamenvHoOlU NPOSPAMMbL

dopmMupyeMble KOMIIETCHIMU IIepeyeHb MIAHUPYEMBIX Pe3yJIbTATOB
00y4eHHUsI O AUCHHILINHE

Kon HanmenoBanue

Yuusepcaiabuble kKomnerenunu (YK)
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VK-4.

CrocobeH TpUMEHSITh COBPEMEHHBIE
KOMMYHUKATUBHBIC TCXHOJIOTHH, B TOM
YUCJIe Ha MHOCTPAHHOM (BIX) sSI3BIKe(ax),
JUTS aKaJIEMUYECKOTO u
po(heCCUOHATBHOTO B3aUMOICHCTBUS

YK 4.1.

VYMeeT BBHIOMpPATh Ha TOCYIAPCTBEHHOM U
WHOCTPAHHOM (-bIX) fI3bIKaX KOMMYHHKAaTHBHO
HpUeMIIEMBble CTHIIN JEJIOBOTO OOIICHHS,
BepOasIbHBIE U HEBepOaJbHbIE CPEACTBA
B3aMMO/ICHCTBUS C MAPTHEPAMH

VK 4.2. YMeeT ucronp30BaTh HHPOPMAITHOHHO-
KOMMYHHKAlIMOHHBIE TEXHOJOTHH TPH
MOWCKE HE0O0XOIUMOH HH(POPMALIUH B
IIpoIecCce PEeILCHUS Pa3IHYHbIX
KOMMYHHMKAaTUBHBIX 3a7jad Ha TOCYAapCTBEHHOM
1 MTHOCTPAHHOM (- BIX) SI3BIKAX.

YK 4.3. Ywmeer BECTH JIEJIOBYIO
MEPEnucKy, YUUTBIBasi ~ OCOOCHHOCTH
CTUITUCTUKU OQUIHATBHBIX M HEOQUIHATBHBIX
MIHCEM, COIMOKYJIBTYpPHBIC pa3iaudusi B opmare
KOPPECTIOHACHIIMK Ha TOCYIapCTBEHHOM U
MHOCTPAHHOM (-bIX) SI3BIKAX

VYK 4.4.

YMeeT  KOMMYHUKAaTHBHO U KYJbTYpHO
MIPUEMJIEMO BECTH YCTHBIE JI€JIOBbIE Pa3rOBOPHI
B polecce npodeccroHaIbLHOTO
B3aUMOJEHCTBUSI HAa  TOCYJapCTBEHHOM U
WHOCTPAHHOM (-bIX) A3BIKAX.

YVK4.5.JIeMOHCTpUPYET YMEHHUE BBIIOJIHSATh
MePeBO] aKaJeMHUECKUX U TPO(eCCHOHAITBHBIX
TEKCTOB c HWHOCTPAHHOTO (-p1X) Ha
rOCYJIapCTBEHHBIN S3bIK.

Oomenpgeccnonanbubie komnerenunu (OIIK)

OIIK-8

Criocoben MPOEKTHPOBATh
MEJArOrH4ecKyro IeATeIbHOCTh Ha
OCHOBE CIIELIMATBHBIX HAyYHBIX 3HAHHUU
Y PE3YJIBTATOB UCCIIEIOBAHUI

OIIK 8.1. 3HaeTr 0COOEHHOCTH I1€AarOrMUeCKOi

NIeATENIbHOCTHA;  TpeOOBaHMSA K  CYOBEeKTaMm
NeJarorudeckoi  JEATEeIBHOCTH;  PE3yJbTaThl
Hay4YHBIX MCCIIeIOBaHUN B chepe

nez[arornquKoﬁ JACATCIIBHOCTH.

OIIK 8.2. YMeeT ucrosb30BaTh COBPEMEHHBIE
CHenyalbHble HAyYHbIE 3HAHUS U PE3YJIbTAThI
WCCIIEIOBaHUH [T BLIOOpA METOJIOB B
Mearoru4ecKoi 1esTeIbHOCTH.

OIIK 8.3. Bnameer meromamu, hopMaMu u
CpEICTBaMU MEIarOTUIECKON NeATeIbHOCTH;
OCYIIECTBJISICT MX BHIOOP B 3aBUCUMOCTH OT
KOHTEKCTa MPpo(hecCHOHATHHON NeATETbHOCTH
C YUETOM Pe3yJIbTaTOB HAYYHBIX UCCIICIOBAHUH.

6.1.2. Komniexm KOHMPOIbHBIX 3A0AHULL UTU UHblEe MAMEPUATbl, HeobXxooumble OJis
OYEHUBAHUSL KOMNEMEHYUL N0 MeoPeMmU4ecKoll 2PAMMAmuKe aHeIUlCKO20 A3bIKA

IMPUMEPBI TECTOBBIX 3AJJAHUM 1151 OIEHKHA KAYECTBA OCBOEHHUSI
JTUCIHATLIAHBI (MOY.JIs])
IIpumepHbIe TecTOBbIE 3aJaHUSA

Test 2

Business Dialogue
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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.
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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
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one of our co-workers took it upon herself to give us advice about every aspect of our lives. In an
attempt to silence her once and for all, we decided to go out of our way to solicit her advice on
absolutely everything.
About a month later, she had in fact stopped giving unsolicited advice. Asking her for advice
clearly communicated to her that she and her opinions were valued.
Once she recognized that, she no longer felt the need to constantly offer unsolicited advice.
A —I know better than you,l or —I know and you don‘t, so I have to tell
you.|
B —I need to give you the benefit of my advice to validate or to prove to
myself how smart [ am.|
C —You can‘t figure this out on your own,l 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
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3) Lose-lose

negotiation

their most important objectives.

d) Neither negotiator knew the needs of the other party

and ended up making unnecessary concessions.

e) Having worked out this creative solution

neither party had to make any unwelcome

concessions.

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

the conditions dictated by the owners of the platinum

mine.

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

1) Singapore

2) China

3) Saudi Arabia

4) USA

5) Spain

6) Germany

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

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

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

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

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

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

definition:

a. cancel

b. postpone

c. bring forward

d. cut short

e. fix up

f. extend

g. reschedule

1. arrange a meeting

2. find another time for the meeting

3. hold the meeting later

4. hold the meeting sooner

5. hold a longer meeting

6. finish the meeting earlier

7. not hold the meeting at all

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

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

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

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

HpaRTn'{ecmle 3alaHudA JISI TEKYHIEro KOHTPOJIA 3HAHMH CTYACHTOB-MAaruCTpaHToOB

3ananue 1. Onpenennte, 03HAYAET JIM CJIOBO CTPAHY WJIM HALMOHAJIBHOCTH H MOCTABbTE
oyksb1 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. I[OHOJ]HHTC MPEAJIO0KCHUA CJIOBAMU U3 PAMOYKH
| 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!
5 Jane’s report was too . It didn’t give nearly enough information.

3. llogGepuTe BhIpaKeHUs U3 IBYX CTOJIOMKOB M 00pa3yiiTe ¢pa3bl, HAapUMep:
__C__tothe cinema on Friday night.

a) | often play 1 to the gym.

b) I never listen 2 golf on Saturdays.

c) I love going 3 TV after work.

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

f) 1 don’t like going

4, I[OHOJIHI/ITe MPEAJO0KCHUA CIOBAMU M3 PAMOYKH
colleagues / company / flexible / friendly / job / opportunities / salary

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

This year, Svetlana also has a (6) car and a lot of travel (7)
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5. JlonoJiHuTE MpesI0:KeHUs CJI0BAMHU 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 JlomosmuTe 00BABICHHS MpeaIoramu in, on, at, from miu 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 IToctaBbTe IJaroJbl 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 | (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 years old and I (3)

married,” she says. ‘My husband’s name (4) Lucas. We (5) management
consultants. We live in Jodo Pessoa, the Green City. Our office (6) Very near our
home.Sandra and Lucas have one son, Rafael. He (7) six years old, and he (8) at
primary school. “We (9) a busy family, but we (10) always together at the

weekend,’ says Sandra.

9. H0)16epnTe OTBETHI K BbICKA3bIBAHUAM

: See you later.

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

3aganue 9. Bribepure Hy)KHOE CIIOBO M3 PaMKH H 3aIIOJIHUTE MTPOMYCKH:
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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.
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7. Simplify. g. Practice relaxation techniques in the days
before your presentation. Lie down or sit
comfortably in a quiet place. Breathe slowly.
Close your eyes. Imagine your upcoming
speaking engagement. Picture yourself
speaking with confidence.

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

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

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

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

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

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

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

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

a. Talk to the person asking the question.

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

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

Keep your sense of humor.
Answer the question as directly and briefly as possible without being abrupt.
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. Use your answers to reinforce your main points. Avoid making a presentation about a
whole new subject.

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

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

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

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

4. Complete the following passage:

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

yourown3 ... . C preparation

An 4 ... serves two purposes: D anticipation

1. Itactsasabridge,ab5 ... 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.
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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 ............. 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 ............... S before .......c.......
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
................ ® 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 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.
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5.

6

1
1
2

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 c) put forward d) suggest
4) aproblem

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

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

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

. Choose the best alternative from the words in brackets.

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

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

0. Match the beginnings of the sentences to their endings a)-g).
This mining area was incredibly a) disastrous’, said one bank manager. ‘It
Bank deposits are disappearing as nervous couldn’t be worse.’
investors send their money abroad. 'The b) badly hit by the closure of the mines, which
situation is absolutely cost 10,000 jobs.
The organisation's systems have been 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.
The new management techniques were f) unrealistic, and a new budget will have to be
found to be highly presented to parliament next week.
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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. IlpakTu4yeckue 3aJaHUs JJIs1 IPOMEKYTOYHOT0 KOHTPOJISI 3HAHUM CTYI€eHTOB-
MAarucTpaHToOB

@opMOI  NPOMEKYTOYHOM  arTecTauud 10  aucuuiuimHe  «MHOCTpaHHBIM — A3BIK B
npodeccnoHanTbHOM KOMMYHHKAIUK siBisieTcs 3a4eT. Cucrema TEKyIIero U pyoeKHOTO KOHTPOJIS
CTPOUTCS 10 OATLHO-PEHTHHIOBOM MOJIEH, @ UTOTOBBIM 3aUeT CTYACHTHI IMOJIy4aloT B KadeCcTBE
HaKOIMHUTEJIbHOW peHTHHTOBOM oOleHKH (He MeHee 30 OamioB). B TexHomormueckoi kapte
JTUCIUIUIMHBL BBIICTICHBI BCE (OPMBI TEKYIIETO U PyOSKHOTO KOHTPOJS, KaKIas U3 KOTOPBIX
OLICHUBAETCS ONpeeNIEHHBIM KOJIMYECTBOM OalsIOB (B IMaNa30HE «KMUHUMYM — MAaKCUMYyM»).
Bo3moxHO HauuciaeHwe OOHYCHBIX W IITpadHBIX OauIOB (HANpUMEp, K HEYAOBICTBOPUTEIBHON
OLICHKE B COYETAHUU C PEUTUHIOBBIM LITPA(POM NMPUPABHUBAIOTCA cllada TEKCTa yueOHOro 3aJaHus,
MM03aMMCTBOBAaHHOTO M3 MHTEpHETa WM U3 KOJUICKIIMHM y4eOHBIX 3aJaHWi MpPOIUIBIX JIET, clada
IBYMsI ¥ OoJiee CTyJeHTaMH UJACHTUYHOIO TeKCTa Y4eOHOTO 3a/laHusl, UCIOIB30BaHUE IEKTPOHHBIX
porpaMM rnepeBojia. PeTHHroBbIe OOHYCHI TIPEyCMaTPUBAIOTCS IPH IEMOHCTPAIIMH CTYICHTAMU B
X0Jle ceMecTpa YriayOJeHHOro 3HaHUs y4eOHOTrO M JOMOJHUTEIHLHOTO MaTepuasa, TBOPUYECKOTO,
WHUIIMATUBHOTO M JAUCIUIUIMHUPOBAHHOTO OTHOIICHMS K ydeOHOMY mporieccy. TexHoloruueckas
KapTa BKJIIOYaeT 0a30BYI0 M JOMOJHUTEIbHYIO 4acTH. B 0a30BOM 4YacTH NpPUBOAMTCS pacueT
PEUTHUHIOBOM OIIEHKH T€X Y4E€OHBIX 3aJaHUN M KOHTPOJBHBIX MPOIEAYpP, KOTOPHIC BBIMOIHSIIOTCS
CTyJIEHTaMHU B TeuyeHue cemectpa. Jlis UTOroBoro 3ayera CTyA€HTaM JOCTaTOYHO Hakonuth 30
O0amutoB. ENWHCTBEHHBIM 0053aTEIbHBIM YYEOHBIM 3aJaHUEM, KOTOPBIC MAruCTPaHTHI JTOJKHBI
BBIIIOJIHUTh BHE 3aBUCUMOCTH OT JIOCTUTHYTOI'O YPOBHSI HAKONUTEIbHON OLEHKH, SBISAETCA
MOATOTOBKA W TPE3eHTals y4eOHOTO MpOoeKTa (CTYACHTHI, MO YBAKUTEIbHBIM IMPUYUHAM, HE
NPUHSIBIIME Yy4YyacTHE B OTOM pabore, 00s3aHbl MOATOTOBUTH YYEOHBIM MPOEKT B COCTaBe
JOTIOTHUTEIBHBIX YY€OHBIX 3a/aHuii). JlomoaHuTenbHAs 4acTh TEXHOJOTUYECKON KapThl BKIIFOYACT
KOMITEHCUPYIOIIHE yuyeOHble 3a/1aHusl. MarucTpaHThl BBIMOJHSIOT UX B TOM CIIy4ae, €CIId B paMKax
0a30BOIl YacTH HEe CyMenH HaOpaTh KOJIMYECTBO OAyUIOB, HEOOXOAMMOE JUIsl TIOJTYYEHHUsS 3advera.
Bei6op OMOMHUTENBHBIX Y4E€OHBIX 3a/laHUl U3 MPEATIOKEHHOTO TEepedyHs MarucTpaHThI
OCYILIECTBIISIOT CaMOCTOSATENIbHO. CPOK UX BBIIIOJIHEHUS ONPEAEIAETCS MPENo1aBaTeIeM.

IIpuMepbI BONPOCOB /151 3a4eTa
dopmanbHOE U HEPOPMATIBHOE JIETI0BOE MUCHMO.
Kimme B 1en1oBOM NUCbME.
A60OpeBHaTyphl B 1€JI0BOM IHCHME.
Oco0eHHOCTH AeT0BOM JOKYMEHTAINH.
KonTtpakt. Tumsl COBpeMEHHBIX KOHTPAKTOB.
OO0pa31bl KOHTPAKTOB.
Knuire KOHTpakToB.
CrnenanmpHast TEPMHUHOJIOTHSI B KOHTPaKTaX.
OmnpenesneHye ¥ TUIIBI I€JIO0BBIX BCTpEU.
10 [TmanupoBaHue MPOBEACHUS ICTOBOM BCTPEUH.
11. ®yHKUMOHATbHBIE 0COOCHHOCTH SI3bIKA JIETIOBBIX BCTPEY.
12. Kinme 1eioBBIX BCTpEY.
13. Onpenenenue M TUIIBI TPE3EHTALUH.
14. CtpykTypa npe3eHTanuu.
15. Knuire B npe3eHTanuu.
16. CTrymcTuveckre 0COOCHHOCTH TTPE3CHTAIIHN.
17. OnpeneneHuie U TUITBI IEPETOBOPOB.
18. OcoOEHHOCTH SI3bIKa TIEPETOBOPOB: JICKCUKA, (YHKITHMOHATBHBIC CTHIIN, JTUCKYPC.

CoNoOARWNE
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1./lonosinuTe pa3roBop Ha KoH(pepenuun. Mosiu npeacrasiasier 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. [IpounTtaiite Tekct Legal education u nepenaiite kpaTkoe coiepKaHue Ha aHTITHHCKOM
SA3BIKE:
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.
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3ananme 3. CocTaBbTe aHHOTAIMIO K cieAyronieMy Tekcty: Legal education

3ananmue 4. [ToaroroBbTe MPE3CHTAIMIO CBOSH HAYYHOU CTaThH WIIH JTOKJIAa, UCTIONb3YS
HI/I)I(erI/IBeILCHHBIC BBIpa)KeHI/ISI:

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 copepkaHue Ha
AHTJIMMCKOM 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 BOITPOCHI 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 Ha PyCCKOM SI3BbIKE U MepelaiiTe ero coepikaHue Ha aHTJIMHCKOM U
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Ha000POT.

23. ConocraBbTe aHIMiickoe (PYCCcKoe) CIIOBO MIIH BBIPAKEHHUE C €r0 MEPEBOIOM.
24. TloctaBbTe BONPOCHI K TAHHBIM MPEATTIOKEHHSIM.

25. CnenaiiTe JaHHBIC IPEIOKECHUS OTPUIIATEIILHBIMH.

26. BcraBpTe MpONyIIEHHBIE CIIOBA B JAHHBII TEKCT.

3ananue Ne7 [Ipounraiite u nepeseaure Tekctr 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.

3apanue 8. Onpenenure, Kakue U3 HIDKETIEPEUNCICHHBIX THKTOB MOTYT OBITH Hanboiee
npurogaeivu 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:
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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
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E Honesty and sincerity F Mutuality G Inquiry and Reflection
H A Safe Space | Growth through crisis J ldentifying Assumptions
General Guidelines for Dialogue

1......: How do you listen? What does it mean to you to hear someone? In Dialogue you should
listen to hear meaning emerge both from individuals and from the group. You need to listen for
common assumptions and for the voices that question those assumptions.

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

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

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

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

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

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.
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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 assumptioniis, 1 ......
e The authoritative assumptionis, 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 |

2

am.

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

¢) 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.
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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 OyeHUuBaHu:A

OneHounoe [IIxana oueHnBaHUA [IpeacraBnenre OLIEHOYHOTO
CpeACTBO cpezncTsa B poHJe
3aumeno
KoHnTpoasHo- [TpaBunbHBIX OTBETOB 51- Donp TECTOBBIX
TECTOBBIE 33JaHUS BrickasbiBaHue, B OCHOBHOM, JIOTMYHO; | IPAaKTHYECKUX 3aaHUN
UMEIOTCSL OTAEJIBbHBIE HEIOCTATKH IpH
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HCIIOJIb30BAaHUU CPCICTB JIOTHYSCKOM

CBsI3H, UMCIOTCA OTACIBbHBIC
HCAOCTAaTKKU IIpU [ACJIICHHWU TCKCTAa Ha
ab3 albl; HMCIOTCA OTACIIBHBIC

HapymeHus B O(OPMIICHMHM TEKCTa.
Hcnonb3yemMblii  cilOBapHbIA  3amac
COOTBETCTBYET IIOCTABJIEHHOM 3ajaue,
OIHAKO  BCTpPEYalOTCAd  OTAEJNIbHBIC
HETOYHOCTH B YNOTPEOJIEHUH CIIOB,
anbO0 CIOBapHBIM 3amac OrpaHUyeH, HO
JIEKCUKAa  UCIOJb30BaHA  IPABUIIBHO.
Nmeetcs paa rpaMMaTH4YeCKUX
OLINOOK, HE 3aTPyAHSIOLINX
MOHMMAaHUE TEKCTA.

Hezaumeno»

[TpaBuiibHBIX 0TBETOB MeHee 50%.
KpaitHe orpaHuYeHHBIM  CIIOBApHBIN
3amac  HE  IO3BOJIAET  BBIIOJHUTh

IIOCTaBJIEHHYIO 3a1aqy.
I'pammaTnueckue IpaBuIa HE
COOJIFOIArOTCH.

HenpasuiisHOE HCIIOJIb30BaHUE
IrpaMMaTU4YECKUX  CTPYKTYp  J€JjlaeT
HEBO3MOKHBIM BBIIIOJIHCHHE

MMOCTaBJICHHOM 3aaun

MexKynbTypHbIE
0COOEHHOCTH
JIeJIOBOM
KOMMYHI/IKaIII/II/I

3aumeno l1paBunbHbIX 0TBETOB 51-

3aaHue BBIOJHEHO: HEKOTOPHIE
aCTNeKThl, yKa3aHHbIC B  3aJIaHUH,
PacKpbITBl  HEMOJHOCTBhIO;  HUMEIOTCS
OTJICTbHBIC HAPYIIICHUS CTUICBOTO
Oo(OpMIICHUS peuu; MPHUHSTHIE B SI3bIKE
HOPMBI ~ BEXKIIMBOCTH, B OCHOBHOM,
COOJTFOJICHEI. Lenb o0IIeHUS
JIOCTUTHYTA, OJTHAKO TeMa pacKphITa HE
B nolHOM oObeMe. COLMOKYIbTYpHBIE
3HAHHS, B OCHOBHOM, HCIIOJb30BaHbI B
COOTBETCTBUH C CUTYyaluen oOIeHH
Hezaumeno»

ITpaBuiibHBIX O0TBETOB MeHee 50%.
3amaHue HE BBITOJIHEHO: COJCpPKAHHE
HE OTpakaeT TE€ AacHeKThl, KOTOpPbIE
YKa3aHbI B 3a1aHUH, WIHA HE
CootBeTcTBYeT TpedyeMoMy o00beMy.
Ilens oOmieHns HE JOCTUTHYTA

PeueBoil PTHKET: COBETHI U
PEKOMEHJALINH.

Coo0urenne
TeEME

Io

3aureHo

[TpaBuibHBIX OTBETOB 51-
BelcTynaromuii JEMOHCTPUPYET 3HAHUSA
o BBIOpPAaHHOM TEeME, HMEET
3aTpyIHEHUS c HCITOJIb30BAaHUEM
TeMaTu4eckoro BokaOymsipa; MmeroTcs

Temsbl coobIIIEHMI
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HECYILIECTBEHHbIE  MOTPEUIHOCTH B
MCIOJIb30BaHUU TEPMUHOJIOTHH.
OTCYTCTBYET COIPOBOAUTEIbHBIN
JIEMOHCTPAIIMOHHBIH MaTepua.
3HAYUTEIBHOE KOJIMYECTBO  OIIHUOOK
A3BIKOBOT'O XapakKTepa.

Hezaumeno»

IIpaBunpHbIX 0TBETOB MeHee 50%.
CooO11ieHre He IMOATOTOBIIEHO, JHOO0
UMEEeT CYIIECTBEHHbIE MpoOesbl IO
MPEICTABICHHONW TEMaTUKE, OCHOBAH Ha

HEJIOCTOBEPHOU uHpOpMaInH,
BBICTYMAIOUIMM  JIOIMYHIEHO OOJIbIIOe
KOJIMYECTBO rpyoOBIX (0111510 3
SI3BIKOBOTO XapakTepa.
[TucbMeHHBIN U «3aumeno» ®oH/1 TEKCTOB Ha MEPEBOJI

YCTHBIN
IIEPEBOJ

[TpaBunbHBIX 0TBETOB 51-%

[lepeBon monHbBINA, 0O€3 MPOMYCKOB H
IIPOM3BOJIBHBIX ~ COKpAIlEHUN  TEeKCTa
OpUI'MHaa, JIOITYCKaeTCsl OJlHa
¢dakTuyeckas oOmMUOKa, INpPU YCIOBUH
OTCYTCTBUS NOTEPh UH(OpMALK U
CTWJIUCTUYECKUX  IOTPELIHOCTEH  Ha
apyrux ¢parmenrax Tekcra. VmeroTcs
HECYUIECTBEHHbIE  IOTPEIIHOCTH B
MCII0JIb30BaHUU TEPMUHOJIOTUU.
IlepeBon B  [IOCTAaTOYHOW  CTENEHHU
OTBEUYAET CUCTEMHO-SI3bIKOBBIM HOPMAaM
U CTUJIIO si3bIKa mepeBojaa. KynbTypHbie
U QYHKIIMOHAIbHbIE

napaMeTrpbl  HMCXOJHOTO  TEKCTa B
OCHOBHOM aJeKBaTHO  IEpEJaHbl.
KoMMmyHUKaTUBHOE 3aJ1aHue
peann30BaHo, HO HEZ0CTaTOYHO
ONTUMAJIBHO.

JlonyckaroTcss HEKOTOpPbIE HapyIIEHUs B
dbopMe npeabsIBICHUS IEPEBOA.

«Hezaumeno»

ITpaBuiibHBIX 0TBETOB MeHee 50%.
IlepeBon COJIEPKUT MHOTI'O
dakTtnyeckux  ommbok.  Hapymena
MIOJTHOTA nepeBo/ia, ero
HKBUBAJIEHTHOCTh W aJ€KBaTHOCTh. B
nepeBojie rpy0o HapylIeHbl CHCTEMHO-
S3BIKOBBIE HOPMBI M CTHJIb  SI3bIKa
nepeBona. KoMMyHUKaTHBHOE 3aaHUe
HE BBINOJHEHO. [ pyOble HapyIIeHus B
dbopMe npebsIBICHUS TEPEBOJIA.

PedepupoBanue
CTaTbu

«3aumenoy»

[TpaBuiibHBIX 0TBETOB 51-%

OcHoBHas MH(OpMaIUS H3BJICYCHA U3
TEKCTa C MOJHO M TOYHO. OTCYyTCTBYeET
u30bITouHass MHGopMaiys. BrickazaHo

donn crarent g
pedepupoBaHus
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COOCTBEHHOE OTHOIICHHE K Ipoldiieme,
0003HaYEHHONI B MIPEIOKCHHOM
crarbe. Coziepkanue cooOIIeHUs
COOTBETCTBYET  TeMe.  AJeKBaTHas
peaxkiusi Ha JIOIOJHUTEIbHbIE BOIPOCHI
IIpernoaaBarels.

Peub npaBuibHas, JOIYCKAKOTCS
HE3HAUUTENIbHbIE OLIMOKHU S3BIKOBOIO
XapakTepa.

«He3zaumeno»
IIpaBunpHbIX 0TBETOB MeHee 50%.
Heymenue OTZECIIUTH OCHOBHYIO

UHPOpPMALIMI0  OT  BTOPOCTENECHHOM,
HOMBITKH pedeprpoBaHuss CBOIATCA K
BOCIIPOU3BEECHUIO TOTOBBIX
IIPEIOKEHU I U3 TEKCTA.

PeueBas akTUBHOCTB CTYZCHTAa HHU3Kas.
Peakuus Ha BOIpocsl

penogasareisl OTCYTCTBYET WIM HE
aZlcKBaTHA TeMe. boJybImioe KOIMM4ecTBO
OLIMOOK SI3bIKOBOTO XapaKTepa.

IIucrMmennsie
paboThI

«3auTteno» [IpaBunbHBIX 0TBETOB 51-%
— CTYJIEHT ITOATOTOBMJI 3a/IaHUE 110
npeUIo’KeHHOMY (hopMaTy, XOTs
UMEIOTCS OT/IeNIbHbIEC HAPYIICHUS
CTHJICBOTO O()OPMIICHUS PEUH.
Hcnonb3yeMblil C10BapHBIN 3anac
COOTBETCTBYET IIOCTABJICHHOW 3aJaue,
OJIHAaKO BCTPEYAIOTCS OTJEJIbHbBIE
HETOYHOCTHU B yIOTPEOJIEHNH CIIOB
100 CIOBapHBIN 3amac OrpaHUYeH, HO
JIEKCUKAa MCI0JIb30BaHa MPAaBUIIBHO.
NwmeeTcs psa rpaMMaTHYECKUX
OIIMOOK, HE 3aTPYAHSIIOLINX
noHnMmanue tekcta. Opporpaduueckue
OIIMOKN MPAKTUYECKU OTCYTCTBYIOT.
«He3auTeHO» — CTYJEHT MOATOTOBWI
3alaHue ¢ TpyObIMM HapyUIEHUSIMU
dbopmara MACbMEHHOU paboThL.
OTCyTCTBYET JIOTUKa B IOCTPOEHHUH
BBICKA3bIBAaHUs; TEKCT HE OhopMIIeH
COIIacHO Heobxoaumomy  ¢dopmary.
KpaiiHe orpaHMuYeHHBII  CIOBAapHBIN
3armac  HE  TO03BOJISIET  BBINOJHUTH
[IOCTABJIEHHYIO 3azady. JlomyuieHsl
rpyoble  jekcuueckue M (WiIn)
rpaMMaTH4YeCcKHe OLTHOKH.

®oHT ASITOBBIX ITHCEM,
KOHTPaKTOB

ITepeBon nenoBbIX
IMHUCEM

«3auteno» [IpaBmibHbIX 0TBETOB 51-%
—  TEeKCT  IepeBoJla  aJeKBATEH
UCXOJIHOMY COOOILEHHIO; M3JI0KEHHUE, B
OCHOBHOM, JIOTMMHO U TI'PaMOTHO;
IPOIEMOHCTPUPOBAHO 3HaHUE u
NOHMMAHNE KIJIIOUEBOW TEPMUHOJIOTHH U

DoHJI ICTIOBEIX IHCEM,
KOHTPAaKTOB
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JIEKCUKO-TPAMMATHUYECKUX  CTPYKTYD;
JIOIYCKAETCA o YETBIPEX
HE3HAUYUTCIIbHBIX OH_II/IGOK B HepeBoz[e
TEPMHUHOB U JIEKCUKO-TPAMMAaTUYECKUX

CTPYKTYD.

«He3auTeHo» — TEKCT TMepeBoja
IMOJIHOCTBIO HE COOTBETCTBYET
HUCXOJIHOMY COOOIIEHHIO; B

NEpPEeBeIEHHOM  TEKCT€  OTCYTCTBYET
JOTHKAa W WMMEKOTCS MHOTOYHCIICHHBIC
rpaMMatudeckue  omuOku  (Oonbime
BOCBMH); H3YYCHHBIM BOKaOymsip u
JICKCUKO-TPAMMATHYECKUE  CTPYKTYPBI
NepeBe/ICHbl HEBEPHO JIMOO COBCEM HE
HIepEBE/ICHBI.

7.Y4eOHO-MeTOAMYECKOE U NH(POPMALMOHHOE 0O0eceyeHue JUCIIUIIMHBI

A) OcHoBHas1 1uTEparypa
1.Amyp6exoBa T.U. Business English [Tekcr]: yuebnoe nocodue. — T.1. Auryp6exona.
Maxaukana: UL JAI'Y. — 2018.
2.I'ycnskoBa, A.B. Business English in the New Millennium : yue6Hoe mocobue /
A.B. I'yciisixoBa ; MunucTepcTBO 00pa3oBanus W Hayku Poccuiickoit @eneparnu, MoCKOBCKuUit
NeJaroruyeckuii rocyJapcTBeHHbll yHuBepcurer. - Mocksa : MIIT'Y, 2016. - 180 c. : wi. -
bubnmorp. B kH. - ISBN 978-5-4263-0358-4 ; To xe [DnekrponHbiii pecype]. - URL:
http://biblioclub.ru/index.php?page=book&id=472847 (21.09.2018).
3.I'aparyns C.W. AHrnmiickuii si3pIK Juis gesoBoro oomenus -Pocros v/l @ennkc, 2013.-268 c.
4.0sunnnukoBa, .M. The course of business English for the linguistic department :
yuebHoe nocodue / I.M. OBunnHuKkoBa, B.A. JleGenesa ; pea. C.C. XpomoBa. - Mocksa : EBpasuiickuit
OTKpBITBIH HHCTUTYT, 2010. - 301 c. - ISBN 978-5-374-00361-1 ; To xe
[Dnexrponnsii pecypc]. - URL: http://biblioclub.ru/index.php?page=book&id=90921 (21.09.2018).

b)/lononnumenvnaa tumepamypa

1. T'ymosckas, I'.H. Aurauiickuii s361k npodeccruonanbHoro oomenus=LSP: English for
professional communication : yue6Hoe nocobue / I'.H. I'ymoBckas. - Mockaa :
WznarensctBo «@muHTaY, 2016. - 218 ¢. - bubauorp. B kH. - ISBN 978-5-9765-2846-8 ;
To xe [DnexkTponHsIii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=482145 (21.09.2018).

2. llleBenéna, C.A. JlenoBoii anriuiickuii : yaeonoe mocobue / C.A. Illepenéra. - 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
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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 /IJI51 OCBOCHUS TUCHHUILUIHHBI (MO1YJIA)

IIpyn nmpoBeneHUM NPAKTHUYECKUX 3aHATHM IO JUCLUIIIMHE «J[eI0BOM MHOCTPaHHBIA S3BIK)»
HCIIOJIB3YETCSl  CIEAYIOIee MpOrpaMMHOE oOecleueHne COBPEMEHHBIX HWH(OPMAIMOHHO —
KOMMYHI/IKaTI/IBHBIX TGXHOJIOFI/If/'I:

WHTepHeT-pecypchl: aHrIos3buHbie cauTel: hitp://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 WHPOPMALMKM HA 1O TeMaM, BBIHOCUMBIM Ha
CaMOCTOATCIIBHOC U3YUCHUC,

-y4eOHbIe TOcoOus U y4eOHO-METOAMUECKUe pa3padoTku HayuHo# Oubmmorexu AITIY;
-3JICKTPOHHBIA ~ PECYpPCHBIM  IEHTp  Hay4dHoit  OubOmmoreku  JATTIY;  “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. Meroauyeckue yKazaHusi JAJsl 00y4arOLIUXCS MO0 OCBOEHUIO TUCIUTLIUHBI

OOydeHue MHOCTPAHHOMY $I3bIKY 10 JAaHHOM MporpamMme rOTOBHUT K JI€JIOBOMY OOIIEHUIO
Ha aHIJIMMCKOM SI3bIKE, KaK B MPO(QECCHOHAIbHON AEATEeIbHOCTH, TaK U B MIOBCEHEBHON KU3HH, a
TaK)K€ YUUT YUTATh U TIOHUMATh TEKCTHl PA3JIMYHONW HANpPaBIECHHOCTH, YYUT IIUCATh AaHHOTALMH U
pedepar, nucath NUChMa YaCTHOTO U JIEJIOBOIO XapakTepa. B mporpammy BK/IIOU€Ha criellMajibHas
TEPMUHOJIOTHS A3bIKA JI€JIOBOTO OOIICHHUS.

HeoOxonumMo pa3pabaTbiBaTh COBMECTHO C MPENOJaBaTENeM HWHAMBUAYAIbHBIN aJIrOPUTM
CaMOCTOSTENIbHON PaboThl M paboTH! Ha 3aHATUAX. OCHOBHAs peKOMEHIaIus, oOecreurnBaroias
ycIiex IpU OCBOECHHUH, KaK OT/IEIbHBIX TEM, TaK U Kypca B 1IeJIOM - CUCTeMaTHueckas paboTa HaJ
3aJaHUSIMU, KOHKPETU3UPOBaHHBIMU B 1.3, «CoaepaHue caMOCTOATENbHOW paboTh». BeimonHss
3a/laHusl, CTYJIEHT KOHTPOJHMPYET CTENEeHb YCBOEHHUS Marepuaja U, €CIM OH He B COCTOSHUU
BBIMIOJIHUTh TO WJIM HHOE 3aJaHHe, OH JOJDKEH BHHUMATEIbHO IPOYUTATh COOTBETCTBYIOIIEE
IPaBWJIO IO PEKOMEHJO0BAaHHOM JHTepaType. [Tocne 3aBepuieHust Kaxjaoro OJoKa TeM,
IpenoAaBaTeib JAaeT «TBOPUECKHUE» 3aJaHUs: HAIMCAHUE CBA3HBIX PACCYKJIEHUH, BbICKA3bIBaHUII,
aHHOTaUUi U pedeparoB, MUCEM JINYHOTO U JEIOBOr0 XapaKTepa, MOJr0TOBKA YCTHOIO COOOIICHHUS
10 33J]aHHOW TeMe, MOATOTOBKA K POJIEBOM Hrpe, Hampumep, «OTKpBITHE COOCTBEHHOTO OM3HECa».
Ha 3T0 oTBOIMTCS NOCTAaTOYHOE KOJIMYECTBO YAaCOB Ha CaMOCTOSTENbHYIO MOAroTOBKY. [lonck u
cbop Mmarepuana JIOMKEH OCYILECTBIISATHCS CTYAEHTAMHU CaMOCTOSTENIBHO W3 COOTBETCTBYIOIIUX
UCTOYHUKOB: MEPHUOJNMYECKUX W3JIaHUM, HAYYHO — TMOMYJSPHBIX TEKCTOB, HAy4yHBIX CTaTei,
MoHorpaduii, UntepHer - pecypcoB. IIpu noaroroBke Takux KOMMYHUKAaTHBHO-OPUEHTHPOBAHHBIX
3a/laHui: POJIEBBIX WIp, TPYMNNOBBIX IUCKYCCHMH W T.M. CIeAyeT NpUIEP>KUBATHCA ClLEHapHus,
pa3pabOTaHHOTO COBMECTHO € IPENoaBaTesIM.
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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 . llepeuenb HHPOPMAIUOHHBIX TEXHOJIOTHii, HCNOJIb3yeMbIX PH OCYIIECTBICHUH
00pa30BaTEJILHOIO Mpolecca Mo AUCHUIJINHe (MOAYJI10), BKJIKYAs NepedyeHb MPOrpaMMHOI0
obecreyeHusi U HHPOPMAIHMOHHBIX CIIPABOYHBIX CHCTEM (IPH HEOOXOAMMOCTH)

[Ipu npoBeneHUM MPAKTUYECKUX 3aHATHM 1o guciumuinHe «HocTpaHHBIH — SI3BIK B
npoeCCHOHATBPHON KOMMYHHMKALIMW» HCIONIB3YIOTCS CIEAYIOIIUE IPOrpaMMHBIE OOECTICUCHHS
COBpPEMEHHBIX MH(GOPMAIIMOHHO — KOMMYHHMKATHUBHBIX TexHosiormii: Microsoft Office, Excell,
cioBapp-iepeBoguuk ABBYLingvo 12, obyuatome nporpammel: «Speaking English», «Tell me
more», «Anrmuiickuii Ha Ypa», «lIpodeccop XwurruHc. AHrIUACKHA 0€3 aKIeHTay,
«VIHTepakTUBHBINA y4eOHUK MO COBPEMEHHON I'paMMAaTHKE aHTIIMICKOTO sI3bIKay, «CaMoyduTenu 1o
AHIJIMHACKOMY  SI3bIKY»; HHTepakTuBHble Kypchl «TOEFL»; TpeHUHroBble MpOrpamMMmbl MO
IrpaMMaTUKE U JIEKCUKE, TECTOBBIE 3aJaHMsI 110 AHIVIMHCKOMY A3BIKY: « TecTbl MO aHIVIMHCKOMY
SI3BIKY»; Y4eOHBIC TOCOOUS U YUeOHO-METOIMUECKHE pa3paboTku HayaHou Onommoreku JAI'TIY.

11. MaTepuajbHO-TeXHHYeCKOe o0ecneyeHne JUCIUIINHBI

HpI/IMeHeHI/Ie COBPEMCHHBIX O6pa3OBaT€J'II>HbIX TEXHOJIOT I/If/i, B paMKaXx KOTOPbIX PCAIN3YyCTCA
OCBOCHHMEC IOUCHUILNIMHBI, MpeAnojaract HMCIOJIb30BaAHUC aKalleMI/IHGCKOf/'I ayauTopun - Ijid
MMPOBCACHUA IPAKTUICCKUX 3aHITHH C HCO6XOI[I/IMBIMI/I TCXHUUYCCKUMHU CPCACTBAMU (KOMHLIOTep,
IIPOEKTOp, DOKpaH, HHTEpAaKTUBHAsd [JOCKa, ayauo- K- BHIECO almaparypbl, Meduasal C
BO3MOXHOCTBIO ITPOCMOTpPA CIIYTHUKOBOI'O TCJICBUACHW A HA HHOCTPAHHOM HSLIKC).

CpenctBa oOydeHHsI BKIIOYAIOT Y4€OHO-CIIPABOYHYIO JIUTEpaTypy (PEKOMEHIOBAaHHBIC
y‘le6HI/IKI/I u y‘I66HLIe HOCO6I/I$I, CJIoBapu, y‘le6HHe U AYTCHTHUYHBIC IICYATHBIC, ayAuO- U
BUJeoMarepuaisl, UHTepHET-pECypChl).

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

HaI‘JIfl[[HI)Ie, Ay OBHU3YyaJIbHEIC, TEXHUYCCKUC CpeacTBa 06y‘~I€HI/I$I . KOMIIBIOTCD,
MyJIbTUMEIHNA, AyJHOBU3YAJIbHBIC MAaTCPpHUAJIbI.
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