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1.1Meap ¥ 3aaa4u OCBOCHHUS M CIUILINHBI
JlanHasi mporpamMma paccuuMTaHa Ha CTYACHTOB, MPOIOJDKAIONINX 00YYeHHE B MarucTpaType
JI'TIY. OcHOBHO¥M HENbIO MpenoAaBaHus JUCIUIUTHHBI «IHOCTpaHHBIN S3bIK B MPOodhecCHOHATBHON
KOMMYHHKAITUW» SIBISICTCS 3aKpPEIUICHUE 3HAHWA, MMOTYYCHHBIX MAaruCTPaHTaMU B TPEIBIIYIIEM
stane oOy4yeHus- OakajaBpuar, W JajbHEHIIee HuX YIIyOJIeHHE 3a CYeT HM3YyYCHHs S3bIKa
npoecCHOHATBLHON KOMMYHHUKALIUH.
ey manHO# MPOrpaMMBbl — Pa3BUTHE Y CTYJAEHTOB MarucTpaTypbl YMEHHH ¥ HABBIKOB OOIIICHHUS
B YCTHOH W THMCHbMEHHOW (QopMe B THIHMYHBIX CHTyauusx B cdepe mnpodeccuoHanbHOM
KOMMYHHUKAITUH, a TAK)KE COBEPIICHCTBOBAHKE SI3bIKOBOM M 00MIETPOPECCHOHATBHON KOMITETCHITHH.
JloCTHKEHHIO JAaHHOU LIETTM CIIOCOOCTBYET pelIeHUE CIEAYIOMINX 3a4a4:
® Dpa3BUTHE HHTEpeca K T[PUMCHCHHIO HMHOCTPAHHOTO  S3bIKa B  IPAKTHKE
caMo00pa3oBaTelIbHON JACATEIHPHOCTH I1€/1arora;
® pa3BUTHEC KOMMYHHKATHBHBIX YMCHHH MaruCTPaHTOB;
pa3BUTHE MEXKYIbTYPHBIX 3HAHUW U YMEHHH, KOTOpbIE TO3BOJSIOT MAarucTpPaHTy
OpPUEHTUPOBATHCS B PA3NUYHBIX TUIAX KYJIbTYP U COOTHOCHMBIX C HUMH HOPM JEIOBOTO

OOIIICHUS,

® pa3BUTHE 3HAHUA M YMEHUH COCTABICHHS JCIIOBOM KOPPECHOHICHIIMM Ha WHOCTPAHHOM
SI3BIKE;

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

CryneHTbl J0JDKHBI YMETh OCBEIIATh PAa3HOOOPa3HbIE BOIPOCHI, MPABMUIIBHO CHUHTAaKCUYECKU U
CTHJIMCTUYECKU OPraHNU30BaTh CBOIO peYb, IPOBOJNUTH AHAIIN30B TEKCTOB JI€JI0OBOM HAIIPABICHHOCTH.
PaboTa Haj COBEpIIEHCTBOBAHMEM sI3bIKAa BEIETCS KaK Ha Marepuane MUCbMEHHBIX paboT, Tak M
YCTHO C MOCJEAYIOIIMM KOMMEHTHPOBAHUEM, OOCYXJI€HUEM U paboTOW HaJl MHAMBUAYAIbHBIMU U
TUOUYHBIMU ommOkaMu. Ilpu orGope mMeronnmueckoro marepuaiga ocod0oe BHHUMaHUE HEOOXOIUMO
yaensaTh 3(QQPEKTUBHBIM NpHEeMaM AaKTUBHOTO OOyuYeHHs, a TaKXKe JOCTHIKEHHUSIM COBPEMEHHBIX
METOAMK (KOMMYHMKAaTHBHOIO M MHTEHCHBHOTO OOYyuYeHMs, UTPOBOrO MOAeIMpoBaHus). B xone
JAHHOTO Kypca CTYAEHT J0JKEH NMPUoOpPEeCTH NPaBUIIbHbIE IPOU3HOCUTEIbHBIE HABBIKH, HAYUUTHCS
CBOOOJHO M MPaBWJIBHO MOJb30BaTbCid I'PaMMATHYECKUMU KOHCTPYKLUSMHM aHTJIHUICKOrO S3bIKa,
OBJIAJIETh JIOCTATOYHO OOLIMPHBIM CJIOBapeM U HAYUUTHCS CTUIIMCTHUYECKU MPABHIBHO O(OPMIISATh
CBOIO peYb KaK YCTHYIO, TaK U ITIUCbMEHHYIO.

2.MecTo qucuununsl B crpykrype OITIOIT BO
Huctmruinaa (51.0.02.02) «MHOCTpaHHBINA 53bIK B MPO(ECCHOHATBHON KOMMYHHUKAIIUI
BxomuT B Moaynb b.1.0.02 «IIpodeccuonanbhHas koMMyHUKanus» ydae6roro rana OITOIT
BO 1o nanpasienuto noaroroBku 44.04.01 Ienaroruueckoe obOpa3oBaHuHe.
Huctummuaa (61.0.02.02) «MHocTpaHHBIN S3BIK B POQECCUOHATLHOW KOMMYHHKAIIA

OasupyeTcst Ha KOMIICTCHIUSAX, 3HAHUSAX, YMEHUSAX U HABBIKaX, CPOPMHUPOBAHHBIX Y 00YyYAIOIIUXCS B
pe3ynbraTe OOY4YeHUs B cpellHel o0meo0pa3oBaTelbHOW IIKOJE W B PE3yJbTare OCBOCHHUS
muctmmmuH - OIIOIT  GakamaBpa «lIpakTHdyeckuii Kypc aHTJIMHACKOTO —SI3BIKA». Hucnunnuna
«/HOCTpaHHBIA S3bIK B MPO(ECCHOHATBHOH KOMMYHHKAIIMM» OOCCIIEUUBACT YIIIyOJICHHYIO
MOJATOTOBKY CTYJIEHTOB-MaruCTPaHTOB K pa3HOOOpa3HOM mnpodeccHoHaabHOH —JeSITEIbHOCTH,
CBSI3aHHOH C WCIOJb30BaHMEM 3HAHWHA M YMEHUI B OOJACTH MHOCTPAHHOTO S3bIKA B YUPEKICHHUIX
00pazoBaHms, KyIbTYpHI, yipasieHus, B CMU, B 00acTu MEXKyJIbTYPHOH KOMMYHHUKAITUH. 3HAHUE
S3bIKa HEOOXOIUMO I MarvuCTPaHTOB I W3Y4eHUS WH(POPMAIOHHBIX PECypCOB Ha aHTIHHCKOM
s3pike.  KommereHnuu, copMUpOBaHHBIE B MPOLECCE M3YUYCHUS TUCHUIUIMHBL, HEOOXOIMMBI IS
OCBOEHMS COJECP)KAaHUA JUCLUUIUIMH: «MeToauKa MpenoJaBaHus aHIVIMMCKOrO SI3bIKA B YCIOBUAX
MHOTOSI3BIYUSY, K AHTITHHCKUHA A3BIK I MEKKYJIBTYPHOH KOMMYHHUKAITUNY, IUCIUILIMH MO BBIOOPY
CTylICHTA,  BBIMOJMHEHUS  3amanmid  (y4eOHOW,  TMPOM3BOACTBEHHOW  MPaKTHUK,  HAyJHO-
MCCIIEIOBATEIHCKON PadOThI) M TIOATOTOBKH K HTOTOBON aTTECTAIUH.



3.Jlnanupyempble pe3yJabTaThbl 00y4eHHs 10 JUCHUIINHE

B pe3ynbraTte OCBOCHHSI COACPKAHMSI POTPAMMBI y OaKanaBpa JOKHBI OBITH CPOPMUPOBAHBI

KOMIICTCHIINU.

®opmupyemMble KOMIIETEHIIUH

Koxa

HaunmenoBanue

IlepeyeHb MJIAHMPYEMBbIX Pe3yJIbTATOB
o0yueHUsI MO JUCIUILJIMHE

Yuuepcaabuble komnerennun (YK)

YK-4.

CriocobeH TpUMEHSITh COBPEMEHHBIE
KOMMYHHKATUBHBIC TEXHOJIOTHH, B TOM
YHCIIe Ha HHOCTPaHHOM (BIX) sI3bIKe(ax),
TSt aKaJeMHUYECKOT0 u
npodeCcCHOHATLHOTO B3aUMOICHCTBHUS

YK 4.1.

YMeer BbIOMpPATH HAa TOCYAAPCTBEHHOM U
WHOCTPAHHOM (-bIX) fI3bIKaX KOMMYHHKAaTHBHO
IpUeMIIEMBbIE CTHJIM AEJIOBOTO OOIIEHMUS,
BepOasIbHBIE M HEBepOaJbHbIE CPEACTBA
B3aUMOJICUCTBHSI C MapTHEPaAMHU

YK 4.2. YMmeer ncnonb3oBaTh HHGOPMAIIOHHO-
KOMMYHHMKALIMOHHBIE TEXHOJOTHH IPH
MOUCKE HE0O0XOTUMOHN HH(POPMALIUH B
IpoIecce PeLeHNs Pa3IHYHbIX
KOMMYHHMKaTHUBHBIX 33a7]ad Ha TOCYAapCTBEHHOM
Y UTHOCTPAHHOM (- bIX) SI3bIKaX.

YK 4.3. YMmeer BECTHU JIEJIOBYIO
MEPENNCKY, YUUTBIBasE ~ OCOOCHHOCTH
CTUJTUCTUKH OQUIMATBHBIX W HEO(QUIHATBHBIX
MHCEM, COIMOKYJIBTYpPHBIC pa3iudus B ¢opmare
KOPPECTIOHJICHIIMK Ha TOCYIapCTBEHHOM U
MHOCTPAHHOM (-bIX) S3BIKAX

VK 4.4.

YMeeT  KOMMYHHKaTHBHO W KYyJBTYPHO
MPUEMJIEMO BECTH YCTHBIC JICJIOBBIC Pa3roBOPHI
B nporecce npodecCHOHAITEHOTO
B3aUMOJICHCTBUSI HA  TOCYJAapCTBEHHOM U
WHOCTPAHHOM (-bIX) SI3BIKAX.

VYK4.5.JleMOHCTpUpPYET YMEHHE BBIMOJIHATh
NEePeBO]l AKaAEMUUECKUX U MPOPECCHOHATBHBIX
TEKCTOB c WHOCTPAHHOIO (-p1X) Ha
rOCYJIapCTBEHHBIN S3bIK.

Ob6menpdeccuonanbubie komnerenuuu (OIK)

OIIK-8

Crniocoben MIPOEKTUPOBATH
NeIaroTUYeCcKyI0 JesITeNbHOCT Ha
OCHOBEC CIICHUAJIBHBIX HaY4YHBIX 3HAHUH
Y pe3yJIbTaTOB UCCIIEIOBAHUIM

OIIK 8.1. 3HaeT 0COOEHHOCTH I1€JaroruyecKoi
JEeSITeIbHOCTH;  TpeOOBaHWs K  CyObeKTaMm
MEearornYeckoil  JesATeIbHOCTH;  PE3YJIbTaThl
Hay4YHBIX HCCIIeIOBaHUT B chepe
He}IaFOFquCKOﬁ JCATCIIBHOCTHU.

OIIK 8.2. YMeeT ucronp30BaTh COBPEMEHHBIE
CIEIMaIbHbIC HAYYHbIE 3HAHWS U PE3yNbTaThl
WCCIIEIOBaHUH [ BEIOOpA METO/IOB B
MeAaroru4ecKoi 1eATEIbHOCTH.

OIIK 8.3. Bnageer meromamu, hopmamu H
CpPE/ICTBAMHU IEIarOTHYECKON eSITEIbHOCTH;
OCYIIECTBIISIET UX BHIOOP B 3aBUCHMOCTH OT
KOHTEKCTa MPOeCCHOHANBHON AEATENEHOCTH
C Y4ETOM pPe3yJbTaTOB HAYYHBIX UCCIICIOBAHUM.




4. TpynoéMKocThb JUCHUIIITHHBI (MOTYJIA)

OO011ast TPYI0EMKOCTh IUCIHUILIHHBI COCTaBIsCT 3 3aueTHbIe equauibl (108 gacos).

JucuuniuuHa usyyaercs B 1-m cemectpe. Tabmuna 1
Bun yue6HOI paboTh Ounas
¢dbopma
00yueHust
AyaurtopHble 3aHATHS (BCEro) 28
Jlekun
IMpakTrueckue 3anstus (I13) 28
Cemunapsr (C)
Jlaboparopusie padotsl (JIP)
CamocrosiTesibHast paboTa (Bcero) 80
IIpopaboTka MaTepuaa JeKIUi, MOArOTOBKA K
3aHATHAM
CaMocTosATeNbHOE U3YUEHHE TEM
KonTtponbHbIe paboThI
Pedepar
Kypcogoii mpoekt (padota)
[TpomesxyTouHas aTTecTarus (3a4er, Bauér
JK3aMEH)
OO6m1as Tpy10€MKOCTh 108
5.Coep:kanue TUCHUINIMHBI (MOLYJIs)
5.1. TemaTnueckuii nJian
Tabmuma 2
Ne HanmeHnoBanue pasnena Bunet yueGHO paboOThI U TPYIOEMKOCTh UX U3YUEHUS
(TeMBI) IUCLUILINHEL Jlexuuu [paxkr. JlaGop. Camocrosr | [IpomexyTou
3aHATHS 3aHATHS elbHast HBIN
pabota KOHTPOJIb
OYH ‘ 030 | O4YH ’ 030 | OYH ’ 030 | O4YH ‘ 030 | OYH | 030
Mogayas 1. [IpodeccuonaibHoe o0LIeHUE
11 [IyGnu4noe BBICTYIUIEHHE 4 10
KaK JKaHp JIJI0BOTO
0O0IIeHUSI.
1.2. | ®opmartsl AeT0BOTO 4 10
oO0IIeHHs
1.3. CrnykeOHBIN THUaJIoT. 4 10




1.4. | Buasl meperoBopos, 4 10
MPaBUJIa UX BEACHUS.
Hroro 3a 1 Mmoayb 16 40
Monayasb 2. [IncbMeHHbIE OM3HEC- KOMMYHUKAUHA
2.1. | ®dopmartsl, [paBHIIa 3 10
MUCBMEHHOTO  JISJIOBOTO
oO1eHus
2.2. | AHHOTHPOBaHHUE, 3 10
pE3IOMHUpPOBaHUE u
pedepupoBanue
KayeCTBEHHOM MpecChl
2.3. | Onpenenenne KII. 3 10
2.4. | CuHTakcHuyeckue 3 10
ocoberHoctH s3b1ka KI1
HToro 3a 2 moayJib 12 40
Hroro 3a cemectp 28 80 3au.
5.3. TemMbl NpaKTHYECKUX/CEMUHAPCKHX, JJA0OPATOPHBIX 3aHATHI U NMepeYeHb 3aJaHuil
Tabnuna 4
No Tema npakTuueckoro 3amanus (WM BONPOCH JJIs ®dopma Jlutepatypa
n/m (cemuHapckoro, y1ab.) 00CYXICHUS Ha CEM. 3aHSTHH) OTYETHOCTH
3aHATHA
Moay.s 1. IIpodeccuonanbHoe odleHue
[Ty6nmunoe BeicTyruienue | 3auamue Nel,2 Verubiid CM. nyHKT 72,0
1.1. | kak saHp J1eI0BOTO 1. MuadopmanmonHas ompoc.
0O0IIEHHUS. peub. Koutposbro-
2 IlpuBeTcTBEHHAsT peEYb. TCCTOBBIC
3a/IaHus.

3.ToproBas peus.

4. DTtambl MOATOTOBKH HU
MPOBEACHUS TTYOJIUYHOTO
BBICTYIUICHUSI.
JJoKOMMYHHKATUBHBIHI
3Tam: OIpeAeieHne TEMBI
W TeNd  BBICTYIUICHUS,
OLICHKa  ayJIuTOpUM U
00CTaHOBKH, no100p
MaTepuaa, co3/laHue
TEKCTa MW MPE3CHTaIUH,
peneTHIHA.
KoMMyHUKaTUBHBIN:
BBICTYIUIEHHE, OTBETHI Ha
BOIPOCHI, BEJICHUE
TTOJIEMHUKH.
ITocTkKOMMyHUKaTHBHBIN
3Tal: aHaJIu3 peyH.

3anamue Ne2

1.YcranosneHnue KOHTAaKTa c
ayJIUTOPUCH, €ro MIPUEMBI:
BOIIPOCHO-OTBETHBIN IpHUeM,

Mepexo OT MOHOJIOTa K JIHAJIOTY,
MpUeM  CO3JaHHSI  MPOOIEMHOM
CUTYaIuH, npueM HOBU3HBI




vH(pOpMaIlM omopa Ha JIMYHBIHA

OMBIT, HWCIOJB30BAHHE  OMOPA,
KpaTKoe OTCTYIUICHHE OT TEMBL.
2.Cpencrea HeBepOaIbHOR
KOMMyHHKanuu. [lo3a,  KeCTHl,
MHMHKA BBICTYIAIOIIETO.
3.IlpaBuna [TOATOTOBKHU
MPE3CHTAlMK:  KOJMYECTBO U
odpopmienune  cmaiioB,  BBIOOp
mpudTa, CHHTaKCHYCCKHE
0COOCHHOCTH TEKCTa, CTPYKTypa
MPE3CHTAIHH.
4 Anamus MyOIMIHOTO
BeIcTyIUIeHUs. (Cxema  aHanm3a
MyOINIHOTO BBICTYIUICHHS.
5.KosutekTuBHbIiH pa3bop
BBICTYIIJICHUH COKYPCHUKOB.
6.ITuceMeHHbIC OT3BIBBI 0
BBICTYIIJICHHUSX.
12 | dopmartsl 1enoBoro 3anamue Ne3 VerHbiid CM. nyHKT 72,0
oOmeHus 1.Cocrapnstone  yCIEMIHOTO | OTpoc.
JIeTI0BOTO o6uenns. | KOHTpoTBHO-
2.MeXKyIbTypHBIE pasiauuus B | oo OBPIC
JIEJIOBOM OOIIEHUH. ST
3anamue Nod
3.0cobenHoctn JIeJIOBOTO
oOmenns B oQuIHMAIBLHOH U
HeopUIMaTbHOH  0OCTaHOBKE.
4. PedeBoif STHUKET.
5.PernoHanbHOEe  BapbUpPOBaHUE
B JICNIOBOM  OOIIEHMHM  HA
AHTJIMHACKOM SI3BIKE.

1.3. | Ciry»xeOHbli auaor. 3anamue No§ Verubiid CM. nyHKT 72,0
1.Tumel peueBBIX aKTOB B JEJIOBOM | OHPOC.
OGLICHHH: BOIPOC, MOOYXIeHHe, | KOHTPOTbHO-
COOBIEHHE TECTOBLIE
2.3aKpbITHIE, OTKpBITBIE, | o aHHA:

PUTOpPHYECKHE BOMPOCHI, BOIPOCHI

JUISE  OOJTyMBIBaHUS, TEPEIOMHEIC
BOIIPOCHL.

3.Merozsl yOeXKIEHHUS
cobeceaHrKa

4 IlcuxonoruyecKue THIIBI
co0eceTHUKOB.

5.Hesepbannubie cpencTBa

JIeJI0OBOTO OOLICHUSI.

3anamue Neb
6.[IpocTpaHCcTBEHHBIE HOPMBI
JIeJI0OBOTO OOLICHUSI.
7.CiyxeOHbIH Tese)OHHBIN
pasroBop.

8.TexHuKa peud B pa3roBope 1o
tenedony.

9.IlpaBuna BeeHUs TeIe(OHHOTO
pasroBopa.

10. MHTepBBHIO ITpH NIpHUEME Ha




pabory.

1.4.

Bunsl neperosopos,
MIPAaBUJIA UX BEICHHUS.

3anamue No 7

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

MecTa  BCTpEuH, Y4aCTHUKOB
Jelerayu.
3.KoMMyHHUKaTHBHEII JTam:

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

5.513b1KOBas COCTAaBJISIOIIAS
YCIIELIHBIX IEPErOBOPOB: CIIOCOOBI
MPUBJICUCHHUS BHUMAaHUS, IPOBEPKa

a/IeKBaTHOCTH MOHUMAaHUS,
MOJIBITOXKHBAHHUE JOCTUTHYTBIX
JIOTOBOPEHHOCTEW, — CMSTYeHUE
BBICKa3bIBAHMUS.

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

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

MIPECCHI.
1. J1oKOMMYHHKaTHBHBIH JTaI:
oTIpe/ieTIieHHe (coBMecTHO c

HHTEPBBIOEPOM) Kpyra mnpolieMm
pasroBopa, IOATOTOBKA OTBETOB Ha

MIPEAIOIIaracMble BOIIPOCHI,
H3y4eHUe nHpOpMaLUH 0
KYypHAIIUCTE.
2.KoMMyHHKaTUBHBIT JTaI:
MIPUBETCTBUE, YCTaHOBJICHHE
KOHTaKTa; OTBETHl Ha BOIPOCHI
HHTEPBBIOEPA, MpOLaHuE u
OnmarogapHOCTh 32 WHTEpECHBIE
BOITPOCBL.

3.ITocTKOMMYHUKATUBHBIM ~ 3TaI:
aHanu3 MHTepBbIO. [lpaBuna s
HWHTEPBBIOUPYEMBIX.
4.Crnemnduka npecc-KoH(epeHIHH
Kak BHJa JEJIOBOTO  OOIICHUS.
IToaroroBka K npecc-
KOH(epeHIINH.

YerHbii
orpoc.
KontponsHo-
TECTOBBIE
3aJaHusL.

CM. niyHKT 72,0




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

Mopnyas 2. IInceMeHHbIe OM3HEC- KOMMYHHKAIINH

2.1.

®DopmMmarsl,
MICbMEHHOTO
o0rmIeHus

ImpaBuJia
JACJIOBOIO

Sanamus Ne9,10
1.5I3bIK  HHMCBMEHHOTO
o0IIIeHMSL.

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

JCJIIOBOTO

YcrHbli
orpoc.
KoHnTponbHO-
TECTOBBIC
3a7aHuA.

CM. niyHKT 72,0

2.2

AHHOTUPOBAHHUE,

PE3IOMUPOBaHHE
pedepupoBanue

KaueCTBEHHOU IPECChI

Sanamusa Noll

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

YcTHbIl
orpoc.
KoHnTponbHo-
TECTOBBIC
3aaHUS.

CM. iyHKT 72,0

2.3.

Ompenenenne KII.

Sanamue Nol2

1.0Onpenenenne KII.
2.CrnoBapnslii coctas KII:
o0mIeynoTpeOuTeNbHAS U IEI0Bast
JIEKCHKA, TSPMUHBI, UMCHA
COOCTBEHHBIE.

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

4 KoHuenTyaibHBIN U
JIMHTBUCTUYECKHAH aCIIEKT
yonukanmii B K11, ux coBnageHus
U PACXOXKIACHHUS

VYcrHblit
ompoc.
KontpomnsHo-
TECTOBBIC
3a7aHMs.

CM. yHKT 72,0

2.4.

CHHTaKCHUYECKUE
ocobenHocTH sa3bika KIT

anamue Ne13,14
1.CunTakcuyeckie OCOOEHHOCTH
SI3BIKA KII:
HIUPOKOYMOTPEOUTETHHBIC
rpaMMaTH4YeCKHe  KOHCTPYKIUH,
CHHTaKCHUYECKas  KOHBEPTEHIIWS,
CerMeHTaIHsI CTPYKTYPBI
MPEUIOKEHHS, aKTyaJIbHOE
YJIeHCHHE.

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

4.513p1KOBBIC KJTHIIIE,
HCTIONB3YEMbIE TIPU KOMIIPECCHU
TEKCTA.

VYcTHbIl
ompoc.
KontponsHo-
TECTOBBIE
3aJJaHHUs.

CwMm. myHKT 72,0




5.4. 3ananus caMocToSITeIbHOI padoThI
Ocob60e MecTo B OCBOSHHH JIaHHON ITUCIMIUIMHBI 3aHAMAET CaMOCTOSITeNIbHAsI padoTa CTYACHTOB
(CPC) o6mmmm o6bemom 80/102uacos.

JJis ycnemHoro OCBOGHUsI MaTepualia Kypca U MPHOOPETEHUs] COOTBETCTBYIONINX HABBHIKOB U YMEHHM
PEKOMEHIyeTCsl 3HAKOMCTBO C OOJBIIUM KOJMYECTBOM ayTCHTHUYHBIX OOpa3lOB YCTHBIX M IMHCHMEHHBIX
JIEJIOBBIX M TPO(PECCHOHATBHBIX KOMMYHHUKAIMH, WX MOAPOOHBIA S3BIKOBOW aHanw3. (s pemieHus >Toi
3a7a4d PEKOMEHIYeTCS HE TOJIBKO HCHOIBb30BAHUE COOTBETCTBYIOMICH JUTEPATYphl, HO H PECYpPCOB
WHTEpPHETa, B OCOOCHHOCTH TeX, KOTOpble pa3paboTaHbl (M MOCTOSHHO OOHOBISIOTCS) CIEHHUATIBHO ISt
o0y4JeHus S3BIKY JEeT0BOTo U npodeccnonanpHoro obmeHus. Ocoboe BHIMAaHWE CIeIyeT 0OpaTUTh Ha TO,
Kak B YCTHOM U TIHCBMEHHOM [€JIOBOM OOIICHUH TMPOSBISIOTCS MEXKYJIBTYPHBIC —pa3Indus
KOMMYHHKaHTOB. Ha camoctositensHyto padoty mo Monynio 1 BBIHOCSTCS TEOPETHYECKHUE aCTEKTHI
MpeJiaraeMbIX TeM, KOTOPBIE CIIEAYeT U3yYUTh IO UCTOUYHMKAM HA PyCCKOM U aHTJIMHCKOM S3BIKAX, a TAKKeE
MOATOTOBKA ITyOJMYHOTO BBICTYIUIEHHS TpeX BHUJIIOB: NMPUBETCTBEHHAs pedb, MHPOPMAIMOHHAS PEYb U
TOproBasi peyb.

Ha camoctosTenbHyto paboty mo Moy 2 BEIHOCUTCS TeMa 1 «DopMaThl U CTHIIN TUATIOTHYECKOTO
JIeTIOBOTO OOIIEHUs», a TAK)KE MMMChbMEHHBIE 33/IaHMs: 1) pe3loMe U COIPOBOIUTENILHOE MMMCHMO IIPU TIPHEME
Ha paboTty (Tema 2); 2) menoBoe nuckMo (Tema 3); 3) memopanayMm (Tema 5); 4) mpotokon cobpaHus (Tema

6).

Ne Pazgen (tema) nporpammsl | Koinu | 3aganus ®opma Jluteparypa
n/n eCcTBO AJIsl CAMOCTOATEIBLHOI0 OTYETHOCT
qacoB BBIITOJITHCHU A H
Mogay.s 1. [IpodeccuonanbHoe o01eHue
[My6mmunoe BeicTyruienne | 10 1.0O3HakomIieHue VerHbIi Cwm. myHKT 72,0
1.1. | kak sxaHp a€noBOrO MarMcTpaHTOB C IUTAHOM | OMpoc.
00ILLIEeHUS. CaMOCTOSITETIHbHOM paboThI Konrpons
Ha yueOHBII ron, | HO"
o TECTOBBIC
rpad)kOM KOHCYJIbTallHH.
3a/IaHus.
2. Konkypc Ha nydiiee
SI3BIKOBOE nopT¢hoIno
o0ydJarormerocs.
3.BrinonHenue
€KCHE IEbHBIX
JIOMAIITHUX 3aJ[aHH 10
Kypcy «HOCTpaHHBII
SI3BIKY
3.http://www.englishclub.
com/speaking/presentatio
ns.htm
1.2 | ®opmartsl 1e10BOTO 10 1.Ananu3 Bujeosanvceil | YCTHBINA Cwm. myHKT 72,0
o01IeHus My OIMYHBIX orpoc.
BBICTYIUICHHUH 110 Konrposs
PEKOMEH ALK HO-
TCCTOBBIC
MPEToAaBaTeNsl U 1O
3aJaHus.
COOCTBEHHOMY BBIOODY
MarucTpaHra,



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

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

1.3.

Cry»eOHbII THaor.

10

1.IIpocmotp w
BHJICO3aIIACEN
CITy’KE€OHBIX TUAJIOTOB.
AHanmu3 BepOanbHON 1
HeBepOaTbHON
COCTaBIISIIOIINX
YCHELHOTO U HEYJauHOTO
CITy’ke0HOTO0 Tuanora.
IToaroroBka K poseBoi
urpe «/HTEpBBIO ITPU
npreMe Ha paboTy».
[IpocmoTp BuACO3anUCH
How to get a job you want
Ha OJore
www.tiashija.blogspot.co
m

aHaJIu3

VcTHbIN
orpoc.
KonTpoas
HO-
TECTOBBIC
3a7aHUsl.

CM. iyHKT 7,0

1.4.

Bunsl neperosopos,
MIpaBHJIa UX BEACHUS.

10

1.AHanu3 BHaeO3anmucei
My OTMIHBIX
BBICTYIUICHUH 1O
pEKOMEHIAIuU
MIPEToAaBaTess v Mo
coOCTBEHHOMY BBIOODY
MarucTpaHTa,
OTIpeIeTICHUE TUIIOB
OpaTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

YcTHBIN
ompoc.
MonaynbHbl
M TecT.

Cwm. myHKT 72,0

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

2.1.

®opMarsl,
MMMCBMEHHOT O
001LIEeHNs

MpaBuiia
JIETTOBOTO

10

1.ITpopaboTtka TEOpUH
BOIIpoOCa, H3yYeHUe
SI3IKOBOM COCTaBIISIFOLLEN
oduLMaIBEHOTO,
1MoJ1yo(UIIHAIEHOTO u
HEO(PUIIMATIBHOTO CTHIICH
JTINAIOTHYECKOTO
JIEIIOBOTO OOIIeHHUS.
2.ITpocmotp
BHJI€O3aINCEN Ha
peaIMeT W3yYeHUS
PErHOHAIILHOTO
BapbUPOBaHMS B JEJIOBOM
o0IIeHNH.

1.Hazaposa T.b.
AHTTUICKAN S3BIK
nenoBoro oomenus. Kype
JICKIUH U MIPaKTHUKYM. —
ACT, Actpens, BKT.
2009

2.Hazaposa T.b.,
[Ipecuyxuna N.A..

VcTHbIi
orpoc.
KonTtpons
HO-
TECTOBBIC
3a7aHusl.

CM. yHKT 7a



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

Pernonansuoe
BapbUPOBAHKE B JCIIOBOM
OOIIEHNH Ha aHIJIMHCKOM
s3pike. — ACT, Actpenb,
BKT, 2009

D2 | AHHOTHpOBaHHE, 10 IIpocMorp ©  aHanmu3 | YCTHBIH CM. myHKT 7a
pe3roMUpOBaHUE BHUJICO3AIMCEN UHTEPBBIO | OHPOC.
pebepupoBanue Kak FOTOBHUTHCS x | Kourpoms
Ka4yecTBEHHOM Mpecchl MHTEPBBIO HO-
http://www.ublicityhound. | T¢ToB¢
net/prepare-for-an- SUAAHI
interview-with-a-reporter-
these- 8-ways
Onpenenenne KII. 10 [Tpopabotka TEOpUH | YCTHBIH CM. nyHKT 7a
BOIIpOca OIpoc.
23 1.BBenenckas JILA. Kontposs
Putopuka u KyJabTypa Ho"
peun. — @enukc, 2010 ;Z;:I]:;e
2.Hazapoga T.b. '
AHTIUICKUN S3BIK
nenosoro obuienus. Kypc
JICKIWHA U TPAKTUKYM. —
ACT, Actpens, BKT.
2009
[Ipocmorp u  aHanus
BHJICO3aUCEN JUCKYCCUI
2.4 | CuHTakcuueckue 10 [MpopaboTka Teopun VerHbIi Cwm. myHKT 72
ocobenHoctH s3pika KI1 BOIpoca ompoc.
IMoaroroska k IVVIOHYH"HH
MexBYy30BCKOMY H Tect.

KOHKYPCY TIepPEBOIOB C
WHOCTPAHHOTO SI3bIKa Ha
pycckuii (Tipo3a, mo33usi)
(BBITIOJTHEHUE TIEpPEBOJIA C
WHOCTPAHHOTO Ha
PYCCKUH SI3BIK,
[ToaroroBka K KOHKYpCY
YTEIIOB HA HWHOCTPAHHOM
s3bIKe  (O3HAKOMIIEHHE C
HHOS3BIYHOM I033HUEH,
3aydrBaHUE

Hau3yCTh)

[Tpopabotka TeOpUu
BOTIpOCa

peun. — @ennkc, 2010
1..Hazaposa T.b.
AHTTIHIACKUN SI3bIK
nenosoro oomenus. Kype
JIEKIUH U IPAKTUKYM. —
ACT, Actpens, BKT.
2009

2.IIpocMoTp 1 aHanu3
BHJICO3AIIUCEN JUCKYCCUI
3. [MoaroroBka k
MexBy30BCKOMY
KOHKYpCY Ha JIy4ITuit
BOIPOC Ha HHOCTPAHHOM
sI3pIKE 110 TeMe «Briciiee



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

OTBETA)

obpazoBanme B Poccuu u
CTpaHax M3y4aeMoro
S3BIKAY (M3y4YEeHHE
HMHOSI3BIYHOU
JUTEPaTypHI,
COCTaBJIEHHE BOIIPOCa U

5.5. Temsl peeparTos
5.6. TBopueckue 3aJaHUSA-HE NIPETYCMOTPEHbI
5.7.Curyanus 1Jis aHAJIU3a-He NPe1yCMOTPEHbI
5.8.Ctatbu 1Ji1 cOCTaBJIEHHS AaHHOTAIUI, pelleH3uii-He NMPe1yCMOTPEHbI
5.9.Tembl KypcOBBIX padOT He MPeTYCMOTPEHbI
6.D0oH/1 OLIEHOYHBIX CPEJICTB JIsl MPOBeAeHHUs MPOMEeKYTOYHOM aTTecTallul 00y4YaloIIMXCcs 1o
AUCHHUILIMHE (MOYJII0)

6.1./lepeuenv komnemenyuli ¢ yKkazaHuem 3manos ux oopmMuposanus 8 Npoyecce 0CE0eHUs.
00pazosamenvHoU NPOSPaAMMbl

®opmupyeMble KOMIIETEHIIUH

Kox

HaumenoBanue

Ilepeuens MIaHNPYeMBbIX pe3yJIbTATOB
0o0yueHUsl MO JUCIHUIJIMHE

Yuupepcaiabuble komnerennun (YK)

YK-4.

Crioco0eH TNpHUMEHSATh COBPEMEHHBIE
KOMMYHUKATHBHbIE TEXHOJIOTHH, B TOM
YHCIIe Ha HHOCTPaHHOM (BIX) sI3bIKe(ax),
Uis aKaJIEMHUYECKOT0 u
npo¢ecCHOHAIBHOTO B3aUMOICHCTBHS

YK 4.1.

YMeer BbIOMpPATH Ha TOCYAAPCTBEHHOM U
MHOCTPaHHOM (-bIX) f3bIKAX KOMMYHHKaTHBHO
IpUEeMIIEMbIE CTWIN JEJIO0BOro OOIIeHM,
BepOanbHBIE 1 HeBepOaIbHBIE CPEICTBA
B3aUMOJICHCTBHS C MapTHEPaAMHU

YK 4.2. YMmeer ncnonb3oBaTh HHGOPMAIOHHO-
KOMMYHHKAIIMOHHBIE TEXHOJIOTHH TIPH
MOUCKE HE0O0XOIUMOHN HH(POPMAILIUH B
MPOIIecCe PEeIICHUsT Pa3THYHBIX
KOMMYHHKATHUBHBIX 33]1a4 Ha TOCYAapCTBEHHOM
Y MTHOCTPAHHOM (- BIX) SI3bIKAX.

YK 4.3. YwMmeer BECTH JIEJIOBYIO
MEPENNCKY, YUUTBIBasE ~ OCOOCHHOCTH
CTWINCTHKU O(QHIMATIBHBIX U HEO(QHUINATBHBIX
NIHCEM, COIIMOKYJIBTYpHBIE pasziuuus B ¢opmare
KOPPECTIOH/ICHITMK Ha TOCYJIapCTBEHHOM U
WHOCTPAaHHOM (-bIX) fI3BIKaX

VK 4.4.

YMeeT  KOMMYHHKaTHBHO W KYyJbTYPHO
MPUEMJIEMO BECTH YCTHBIE JIEJIOBEIC Pa3rOBOPHI
B nporiecce npodecCHOHAITEHOTO
B3aMMOJCHCTBUS HA  TOCYIapCTBEHHOM U
WHOCTPAHHOM (-bIX) SI3BIKAX.

YK4.5. JleMOHCTpUpPYET YMEHHE BBIOIHATH
NEPEeBOJ] aKaAEMUYECKUX U MPOPECCHOHATBHBIX
TEKCTOB c MHOCTPAaHHOTO (-p1x) Ha
rOCYJIapCTBEHHBIN SI3bIK.

Oomenpgeccnonanbubie komnereHunu (OIIK)

OIIK-8

Crnocoben MIPOEKTUPOBATH
MEeIarOTUYECKYIO JIeSITeBHOCTh Ha
OCHOBE CIICIUABLHBIX HAYYHBIX 3HAHHN
U pe3yJIbTaTOB HCCICIOBAHUN

OIIK 8.1. 3HaeT 0COOCHHOCTH TIEeAArOTHIeCKON
NeATeTLHOCTH, TpeOoBaHMSI K  CyOBEeKTam
MEAaroTUIeCKON  JIEATENLHOCTH;  PE3YJIbTaThl
HAy4YHBIX WCCIICIOBaHUN B chepe
MeIarOTNIeCKOM JIeITeIbHOCTH.




OIIK 8.2. YMeeT UCIob30BaTh COBPEMEHHEIE
CIeIaIbHbIC HAYYHbBIC 3HAHUS U PE3YJIbTAThI
WCCJICIOBAHUM JIJIsl BRIOOpPA METOMIOB B
MEearornIecKoi JesTeTbHOCTH.

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

6.1.2. Komniekm KOHMPOIbHBIX 3A0AHUL UTU UHbLE MAMEPUATIbL, He0OX0OUMbLE OJI5
OYEHUBANUSL KOMNEMEHYUL O MeopPemudecKoll 2pamMmamuKe aHeIUlCKO20 A3bIKd

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

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

A punch

B consequences.

C issue

D understanding

E argument

F biases

G challenge

H collaboration

I compulsion J

sharing

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



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

General Guidelines for Dialogue

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

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

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

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

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

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

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

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

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

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

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

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

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

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



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

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

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

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

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

4. Complete the following passage:

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

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

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

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

A —I know better than you,| or —I know and you don‘t, so I have to tell

you.l

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

myself how smart [ am.|

C —You can‘t figure this out on your own,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
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 humber?

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

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

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

a) Could you send me a brochure?

b) Would you mind sending me a brochure?

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

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

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

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

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

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

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

a) Would you please authorize the expenditure?

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

HpaKanecxne 3aJaHus JJIl TEKyHIEero KOHTPOJIA 3HAHMH CTYACHTOB-MAaruCTpaHnToB

3azlalme 1. Orlpezle.nnTe, 03HAYAET JIX CJIOBO CTPaHy UWJIH HAIIUOHAJIBHOCTb U MOCTABLTE
oyksbI 1 ‘C’ (‘country’) mam ‘N’ (‘nationality”).

1 Greek 6 China

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

2. lonoJiHUTE MpeJI0:KeHUs CJI0BAMHU U3 PAMOYKH

| short / heawy / big / early / long / fast |




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

1 I think 7.30 is too for a meeting.

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

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

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

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

4. lonoJIHNTE NpeJIosKeHUs CJI0BAMHU U3 PAMOYKH

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

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

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

5. JlonoJiHMTE NMpesI0:KeHUs CJI0BAMH U3 PAMOYKH

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

1 We are always very busy in the :
2 Budapest is beautiful the spring.
3 We never go on holiday in .
4 Our sales conference is on October.
5 The office is quiet on mornings.
6 Max sometimes works till 11:30 night.
7 Our company closes for three days in summer.
8 We sometimes have a short holiday at
6 JlomosmuTe 00BABJIECHHS Mpeaoramm in, on, at, from wuau to.
ACE CARS
Are you travelling __to_ New York? Ace Cars can ...
e meet you 1 the airport.
e take you 2 the city centre 3 aluxury car.
e drive you 4 your hotel to meetings or take you shopping and sightseeing.
And 5 Friday and Saturday night, we can show you the best nightlife with our special guided
tour.

7 IlocTaBbTe IJ1aroJibl B HY:KHYI0 GopMmy.

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 ri1aroJ to be B HykHy1I0 hopmy.



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

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

weekend,’ says Sandra.

9. HouﬁepnTe OTBETHI K BbICKaA3bIBAHUAM

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. Beibepure Hy)KHOE CJIOBO M3 PaMKH H 3aIIOJIHUTE MTPOMYCKU:

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

1. a polite way of the ending of a letter.
2.The name and address of the company written to are usually on the left-hand side
against the margin.
3.The normal form of for letters addressed to organization is "Dear Sirs". "Dear Mr.
Smith™ has tended to replace "Dear Sir".
4.The of passenger travel on the railways in decreasing
5.A flat-paper container for a letter is called
6.This clause of the contract very much.
7.1 was surprised at the of his knowledge
3ananue Nel(

Test 1 Public Speaking

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

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

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




3. Practice.

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

4. Breathe.

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

5. Rehearse.

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

6. Focus on your audience.

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

7. Simplify.

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

8. Visualize success.

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

9. Connect with your audience.

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

10. Act confident.

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

2. Which of the following is NOT good advice?

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




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

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

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

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

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

a. Talk to the person asking the question.

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

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

else has a question?”

Be respectful: avoid sarcasm, criticism, or arrogance.

Keep your sense of humor.

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

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

whole new subject.

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

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

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

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

- o a0

4. Complete the following passage:

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

yourown 3 ... . C preparation

An 4 ... serves two purposes: D anticipation

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

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

E gatherings
F professionalism
G shift

H spotlight

Your task is to introduce the speaker, not to




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

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

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

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

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

5. When you have limited preparation time.

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

7. When your audience suffers from PowerPoint fatigue.

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

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

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

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

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

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

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

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

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

types of product that did not exist previously. However, where we are not first to the market with a

new product-type, we look at the market ............... 2 1 it looks good, we develop our own

versions of the product. We usually test our offerings in focus ............... *pefore ......oo.......

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 .....ooeeviniinn. % there are a lot of competitors, and the ‘rules of the game’ are not yet
established. Later, when everyone who is going to buy the product has bought it, and the market is
essentially one of replacement, there are usually fewer competitors and conditions are more
................... 10 Of course, we try to be among these surviving companies, preferably number one
or number two in the market.

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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



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

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

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

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

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

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

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

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

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

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

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

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

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

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

now exceptionally

6.2.1. IlpakTH4eckue 3aJaHus 1JIsI IPOMEKYTOYHOI0 KOHTPOJISA 3HAHUMN CTY€HTOB-
MarucTpPaHTOB

@opMOIl  MPOMEKYTOYHOM  arTecTallud MO0  JuciuIiimHe  «MHOCTpaHHBIM  A3BIK B
npodeccuoHaTbHON KOMMYHUKALUU siBisieTcs 3a4eT. CucreMa TeKyLero U pyOeXHOTro KOHTPOJIS
CTPOMUTCS 10 OAINIbHO-PEHTHUHIOBOM MOJIENH, @ UTOTOBBIM 3au€T CTYIEHTHI MOJIy4aloT B KayecTBE
HAKOMUTENbHON peUTHHTOBOI olneHkn (He MeHee 30 OamnoB). B TexHomormyeckoil kapre
JTUCHUIUIMHBL BbIIETIEHBI BCE (OPMbI TEKYILET0 U pyOEKHOro KOHTPOJS, Kakaas W3 KOTOPBIX
OLIEHUBAETCS OIPEJICIEHHBIM KOJTMYECTBOM OAJUIOB (B AMANA30HE K(MUHUMYM — MAaKCUMYM).
Bo3moxHO HauuciaeHne OOHYCHBIX M IITpadHBIX OauioB (HampuMep, K HEYAOBIETBOPUTEIBHOMN
OLIEHKE B COYETAaHUH C PEUTHHTOBBIM HITpadoM NMPUPABHUBAIOTCS CAaya TEKCTa y4eOHOro 3a/aHus,
M03aMMCTBOBaHHOTO M3 MHTepHeTa WM U3 KOJUIEKIMHM y4eOHBIX 3aJaHHil MpOIUIBIX JIET, clada
IBYMs U OoJiee CTyIeHTaMU UJCHTUYHOTO TEKCTa yueOHOro 3aJjaHus, UCIOIb30BAHNE IIEKTPOHHBIX
nporpaMM nepesoja. PeliTuHrosie 60HYCHI peyCMaTpPUBAIOTCS IPU IEMOHCTPAILMH CTY/IEHTaMU B
XOJIe CeMecTpa YIiIyOJIeHHOTO 3HaHUS Y4eOHOTrO M JOMOJHHUTENBHOTO MaTepHalia, TBOPYECKOTo,
WHUIMATUBHOTO U JUCIHMUIUIMHUPOBAHHOTO OTHOILIEHUS K yuyeOHOMY mporieccy. TexHosornueckas
KapTa BKJIOYaeT 0a30BYI0 M JIOTOJHUTENBbHYIO YacTH. B 0a30Boi uyacTM NpPHUBOAMUTCS pacueT
PEUTHHIOBOM OIIEHKU TeX Y4YeOHBIX 3a/laHui M KOHTPOJBHBIX MPOIENyp, KOTOPhIE BBIMOIHSIIOTCS
CTYJEHTaMHM B TeueHue cemecrpa. JlJI1 MTOroBOro 3adera CTyJEHTaM JOCTATOYHO HakonuTh 30
O6amioB. EnuHCTBEHHBIM 0053aTelbHBIM YYEOHBIM 3aJaHUEM, KOTOPbIE€ MAruCTPaHThI JOJKHBI
BBIIIOJTHUTh BHE 3aBUCUMOCTU OT JOCTUTHYTOTO YpPOBHSI HAKOIMUTEJIBHON OLIEHKH, SBISETCS
MOATOTOBKA M TpEe3eHTalusl y4eOHOro MpoeKTa (CTYACHTHI, MO YBaKUTEIbHBIM MNpUYMHAM, HE
NPUHSBIIME Yy4yacThe B JTOH paboTe, 0O0sM3aHBI MOATOTOBUTH Yy4YeOHBIH TPOEKT B COCTaBe
JIOTIOJTHUTENBHBIX YUeOHBIX 3a/1aHuil). JlomoJHUTENbHAS YacTh TEXHOJOTMYECKON KapThl BKIIIOYAET
KOMIICHCUpYIOIIKe yuyeOHble 3aaHusl. MarucTpaHThl BBINOJHAIOT UX B TOM Clly4ae, €CIM B paMKax
0a30BO yacTW HE cyMenu HaOpaTh KOJIMYECTBO OAJIOB, HEOOXOAWMOE ISl TOJYYCHHUs 3adeTa.



Boibop 0OMOMHUTENBHBIX Y4€OHBIX 3aJlaHUl U3 MPEAJIOKEHHOTO TEepedyHs MarucTpaHTh
OCYILIECTBIISIOT CaMOCTOSTENIbHO. CPOK UX BBIIIOJIHEHUS ONPEAEIAETCS PENO01aBaTEIEM.

CoNoO~WNE

10

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

IIpuMepbI BONIPOCOB JIsl 3a4eTa
dopmaiibHOE U He(hOpMaITbHOE JIEI0BOE MUCHMO.
Knumie B nenoBom nucbme.

AOGOpeBHATYPHI B ICTIOBOM ITUCHME.
OcoOeHHOCTH /1eTI0BOM JOKYMEHTAIUH.
KonTpakT. Tumnel COBpeMEHHBIX KOHTPAKTOB.
OO0pas1ibl KOHTPAKTOB.

Kiumie KoHTpakToB.

CrennanbHast TEPMUHOJIOTHSI B KOHTPAKTaXx.
OmnpeneneHye u TUIIBI A€TOBBIX BCTPEY.
[TmanupoBaHue MPOBEACHUS ICTOBOM BCTPEUH.
OyHKIMOHATbHBIE 0COOCHHOCTH fA3bIKA JIEIIOBBIX BCTPEY.
Knumie nenoBsix BCTpey.

Omnpenenenue u TUIbI TPE3EHTALIUN.
CrpyKTypa npe3eHTaluH.

Knumie B npezenTanum.

Crunuctryeckre 0COOCHHOCTHU MTPE3CHTALINM.
OmnpeneneHue U THITBI IEPErOBOPOB.

Oco0eHHOCTH S3bIKA TIEPETOBOPOB: JIEKCHKA, (DYHKIIMOHABHBIC CTUIIH, JUCKYPC.



1.JTonosnuTe pasropop Ha koudepennuu. Moyn npeactasiser Camy koJuter: doesn’t/is/are /do/
isn’t/ aren’t

Molly Hello. My name ___is___ Molly Edison. I work for Carolina Consulting.
Sam Oh, hello. I’'m Sam Amos, and these (1) my colleagues, Bill Carter and
Emma Crumb.

Bill, Emma How do you do.

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

Emma No, we (2) .We’re engineers.

Molly And where (3) you work?

Bill We’re with AK Designs.

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

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

3ananue 2. [IpounTaiite Tekct Legal education u nepenaiite kpaTkoe coiepKaHue Ha aHTITHICKOM
S3BIKE:
Legal education

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

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

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



3ananme 3. CocTaBbTe aHHOTAIMIO K cieAyronieMy Tekcty: Legal education

3ananue 4. [ToaroroBbTe MPE3CHTAIMIO CBOSH HAYYHOM CTaThH WIIH JTOKJIAa, UCTIONb3YS
HI/I)I(erI/IBeI[eHHLIe 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 cojepkaHue Ha
AHTJIMICKOM SI3BIKE:

You may speak on public for different reasons, on different subjects, to people of different
business culture and personal taste. The speaker may want:

* To inform the audience about some subject matter;

* To introduce some subject matter;

* To encourage the audience to make a decision;

* To sell goods / services.

However, delivering speeches will be almost the same in structure. Language points will
differ a little. All good speeches have two things in common: the underlying structure and the
language points which typically arise to serve this structure. If you are going to deliver a speech,
you must first have a plan. You should know exactly where and when the report is to be made.
Having a clear idea of what the people in the audience are: their knowledge on the subject, status,
age, business culture, specific interests — these help identify the needs of the audience. The
information you are going to present should be tailored to meet the needs of the listeners. You
should also devise the most appropriate format and sketch out for the use of demonstration
materials and handouts. After providing answers to seven basic questions: why?, to whom?, what?,
where?, when?, how long?, how?, you get down the plan of the report.

It may be as follows:

1. Greetings / Introducing oneself;

2. Introducing the subject;

3. Describing the sequence;

4. Starting the report itself;

5.Moving to the next point;

6. Summarizing;

7.Concluding;
8.Thanking / inviting questions.

3aga}me 6. OTBeTHTE HA 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 HAa PyCCKOM SI3bIKE U Mepe/laiiTe ero coAep)kaHue Ha aHTIIMICKOM U



HA000POT.

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

25. CnenaiiTe JaHHBIC IPEIOKECHUS OTPUIIATEIILHBIMH.

26. BcraBbTe MpONyIICHHBIE CIIOBA B JAHHBII TEKCT.

3ananue Ne7 [Ipounraiite u nepeseaure rTekct RESUME

A GV (curriculum vitae) is essential if you're applying for a new job or for promotion within
your own company, or even to register as a delegate at a conference. Some information might be
given in your CV, some in your letter of application - and perhaps some on a Supplementary
Information sheet (giving information relevant to the particular job you're applying for).

There are no fixed international rules about this: different countries have different practices.

But you can follow some hints by writing your CV: Always type it on unlined white paper,
preferably a single sheet. Write your name, address and telephone number. Put your health record,
date of birth and marital status. In the next section, note down your education. Put any
qualifications on the next line. Next, detail your work history, starting with your most recent job.
Give dates, employers and describe your duties. List hobbies and interests and put extra information
in a separate section. End by saying that two referees are available on request — not naming them
leaves you free to choose the best ones for particular jobs. Remember the longer an application, the
less chance it has of being read. Never send a photo-copied letter — it looks as though you don’t
care.

Always be positive and never apologize for being You.

3ananue 8. Onpenenure, Kakue U3 HIDKETIEPEUNCICHHBIX THKTOB MOTYT OBITH Hanboiee
npurogaeiMu 11t CV (T. e. curriculum vitae):

Your name, address and telephone number.

The title and reference number of the job.

Your date of birth.

Your marital status.

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

Your hobbies and leisure interests.

The sports you play.

Details of all the jobs you have had.

The languages you speak, read or write.

Details of the examinations you passed at school.

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

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

Your reasons for applying for this job.

When you are available for interview.

Details of your present (or last) job.

Your current (or last) salary.

The salary you would expect to receive.

The names and addresses of two or three referees.

Test 2 Business Dialogue

1. Complete the following passage with the words provided:



Resolving Conflict Made Quick and Easy!

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

In retrospect, | see that this was an absurd way to resolve a conflict. All we did was beat each other
to a pulp with the last one standing being declared the “winner.” Unfortunately, this is often how
conflicts are resolved. The person with the bigger 3 ... wins, or the person who wants to avoid the
perception of being on the receiving end of the “bigger punch” gives in or goes along to avoid the 4
... . In either case, nothing is really resolved. There is no mutual 5 ... of ideas, no contribution, 6 ...
, cooperation, or learning. There is only contention, confrontation, and 7 ... . In reality, both parties
lose something.

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

A punch

B consequences.

C issue

D understanding

E argument

F biases

G challenge

H collaboration

I compulsion

J sharing

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

Conflicts are unavoidable.

Resolving a conflict may be quick and easy.

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

oo

3. Supply the following text with subheadings.

A Awareness B The magic of dialogue C Listening D Suspension



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

General Guidelines for Dialogue

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

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

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

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

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

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

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

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

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

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

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

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

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



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

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

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

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

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

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

4. Complete the following passage:

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

« When we give unsolicited advice, the judgmental assumption s, 1 ......
e The authoritative assumptionis, 2 ......
e The self-serving assumption is, 3 ......

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

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

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

2

am.

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



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

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

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

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

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

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

7 . Decide which sentences match each negotiation style.
a) Small business owners had no choice but to accept the
price quoted by the large corporation.
b) The question of price proved to be a stumbling block

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

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

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

and ended up making unnecessary concessions.

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

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



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

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

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

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

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

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

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

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

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

a. cancel 1. arrange a meeting

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

d. cutshort 4. hold the meeting sooner

e. fixup 5. hold a longer meeting

f. extend 6. finish the meeting earlier

g. reschedule 7. not hold the meeting at all

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

1.

2.

3.

4.

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

a) Can you give me the phone number?

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

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

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

b) Can you read this report before | 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

OneHovHoe [IIxana oueHnBaHUA [IpeacraBnenre OLIEHOYHOTO
CpeACTBO cpencTsa B hoHe
3aumeno
KonTponbHo- [TpaBuibHBIX 0OTBETOB 51- Donp TECTOBBIX
TECTOBBIE 3aJaHUS BrickasbiBaHue, B OCHOBHOM, JIOTMYHO; | IPAaKTHYECKUX 3aaHUN
UMEIOTCSL OTAEJIBbHBIE HEIOCTATKH IpH




HCIIOJIb30BAaHUU CPCICTB JIOTHYSCKOM

CBsI3H, UMCIOTCA OTACIBbHBIC
HCAOCTAaTKU IIpU [ACJIICHUU TCKCTAa Ha
ab3 albl; HMCIOTCA OTACIIBHBIC

HapymeHus B O(OPMIICHMHM TEKCTa.
Hcnonb3yemMblii  ciloBapHbI  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 HCIIOJIb30BAaHUE
IrpaMMaTU4YECKUX  CTPYKTYp  J€JjlaeT
HEBO3MOKHBIM BBIIIOJIHCHHE

MMOCTaBJICHHOM 3aaun

MeXKyIbTypHBIE
0COOCHHOCTHU
IETIOBOM
KOMMYyHHKAIHH

3aumeno l1paBunbHbIX 0TBETOB 51-

3a/1aHKe BBITOTHEHO: HEKOTOPBIC
aCTNeKThl, yKa3aHHbIC B  3aJIaHUH,
PacKpbITBl  HEMOJHOCTBhIO;  HUMEIOTCS
OTJICTbHBIC HAPYIIICHUS CTUIICBOTO
Oo(OpPMIICHUS peuH; MPUHATHIE B SI3bIKE
HOPMBI ~ BEXKIIMBOCTH, B OCHOBHOM,
COOJTFOJICHEI. Lenb o0IIeHUS
JIOCTUTHYTA, OJTHAKO TeMa pacKphITa HE
B nolHOM oObeMe. COLMOKYIbTYpHBIE
3HAHHS, B OCHOBHOM, HCIIOJb30BaHbI B
COOTBETCTBUH C CUTYyaluen oOIeHH
Hezaumeno»

ITpaBuiibHBIX 0TBETOB MeHee 50%.
3amanue HE BBIOJIHEHO: COJACPKAHKE
HE OTpakaeT TE€ AacHeKThl, KOTOpPbIE
YKa3aHbI B 3a1aHUH, WIHA HE
CootBeTcTBYeT TpedyeMoMy o00beMy.
Ilens oOmieHns HE JOCTUTHYTA

PeueBoil PTHKET: COBETHI U
PEKOMEHJALIUH.

Coo0urenne
TEME

Io

3aureHo

[TpaBunbHBIX 0TBETOB 51-
BelcTynaromuii JeMOHCTPUPYET 3HAHUSA
o BBIOpPAaHHOM TEeME, HMEET
3aTpyIHEHUS c HCITOJIb30BAaHUEM
TeMaTu4yeckoro BokaOymsipa; MmeroTcs

Temsbl coobIIIEHMI




HECYIIECCTBCHHBIE  MOTPEIIHOCTH B
WCITOJIb30BAaHUU TEPMHUHOJIOTHH.
OTCYTCTBYET COTPOBOIUTEIBHBII
JIEMOHCTPAIIMOHHBIN MaTepHal.
3HAYMTEIIbHOE KOJUYECTBO  OIIMOOK
SI3LIKOBOTO XapaKTepa.

Hezaumeno»

IIpaBunpHbIX 0TBETOB MeHee 50%.
CooO11ieHre He IMOATOTOBIIEHO, JHOO0
MMEET CYIICCTBEHHBIE MPOOEBI IO
MPEJICTABJICHHON TeMaTUKe, OCHOBAH Ha

HEJ0CTOBEPHOM uH(popManuuy,
BBICTYMAIOUIMM  JIOIMYHIEHO OOJIbIIOe
KOJIMYECTBO rpyoOBIX (0111510 3
SI3BIKOBOTO XapakTepa.
ITnceMeHHBIN U «3aumeno» @DoH/ TEKCTOB Ha NEPEBO/T

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 mepeBoja. KynbTypHbie
U QYHKIMOHAIbHbIE

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

JlonyckaroTcss HEKOTOpbIE HapyIIEHUS B
dbopMe npeabsIBICHUS IEPEBOA.

«Hezaumeno»

ITpaBuiibHBIX 0TBETOB MeHee 50%.
IlepeBon COJICPKUT MHOTI'O
dakTtuyeckux  ommbok.  Hapymena
MOJTHOTA nepeBo/ia, ero
HKBUBAJIEHTHOCTh U aJI€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 O0TBETOB 51-%

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

donn crarent g
pedepupoBaHust




COOCTBEHHOE OTHOIICHHE K Ipoldiieme,
0003HaYEHHONI B MIPEIIIOKECHHOM
crarbe. Conepkanue cooOIIEeHUsS
COOTBETCTBYET  TeMe.  AJeKBaTHas
peaxkiusi Ha JIOIOJHUTEIbHbIE BOIPOCHI
IIpernoaaBarels.

Peub npaBuibHas1, JOIYCKAKOTCS
HE3HAUUTENIbHbIE OLIMOKHU S3BIKOBOIO
XapakTepa.

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

UHPOpPMALIMI0  OT  BTOPOCTENECHHOM,
HOMBITKH pedeprpoBaHust CBOIATCA K
BOCIIPOU3BEIECHUIO TOTOBBIX
IIPEIOKEHU I U3 TEKCTA.

PeueBas akTUBHOCTB CTYZCHTAa HHU3Kas.
Peakuus Ha BOIpocsl

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

ITnceMmenHrle
paboThI

«3auTteno» [IpaBunbHBIX 0TBETOB 51-%
— CTYZIEHT ITOATOTOBMJI 3a/1aHUE I10
npeUIo’KeHHOMY (hopMaTy, XOTs
UMEIOTCS OT/IeNIbHbIEC HAPYIICHUS
CTHJICBOTO O(POPMIICHHS PEUH.
Hcnonb3yeMblil C10BapHBIN 3anac
COOTBETCTBYET IIOCTABJICHHOW 3aJaue,
OJIHAaKO BCTPEYAIOTCS OT/JC/IbHBIE
HETOYHOCTHU B yIOTPEOJIEHNH CIIOB
100 CIOBapHBIN 3amac OrpaHUYeH, HO
JIEKCUKAa MCI0JIb30BaHa MPAaBUIIBHO.
NwmeeTcs psa rpaMMaTHYECKUX
OIIMOOK, HE 3aTPYAHSIIOLINX
noHnMmanue tekcta. Opporpaduueckue
OIIMOKN MPAKTUYECKU OTCYTCTBYIOT.
«He3a4TeHO» — CTYJEHT MOJArOTOBUII
3alaHue ¢ TpyObIMM HapyUIEHUSIMU
dbopmara MACbMEHHOU paboThL.
OTCyTCTBYET JIOTUKa B IOCTPOEHHUH
BBICKA3bIBaHUs; TEKCT HE O(opMIIeH
COIIacCHO HeoOxoaumomy  (dopmary.
KpaiiHe = orpaHMuYeHHBII  CIOBAapHBIN
3armac  HE  TO03BOJISIET  BBINOJHUTH
[IOCTABJIEHHYIO 3azady. JlomyuieHsl
rpyoble  jekcuueckue M (WiIn)
rpaMMaTH4YeCcKHe OLTHOKH.

®oHT ASITOBBIX ITHCEM,
KOHTPaKTOB

ITepeBon nenoBBIX
IMHCEM

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

DoHJI ICTIOBEIX IHCEM,
KOHTPAaKTOB




JIEKCUKO-TPAMMATHUYECKUX  CTPYKTYD;
JIOITYCKAeTCA bi(s) YETBIPEX
HE3HAUYUTCIIbHBIX OIJ_II/I60K B HCpCBOI[e
TEPMHUHOB U JIEKCUKO-TPAMMAaTUYECKUX

CTPYKTYD.

«He3auTeHo» — TEKCT TMepeBojaa
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.Amyp6exona T.U. Business English [Tekcr]: yuebnoe nocodue. — T.1. Aurypbexona.
Maxaukana: UL JAI'Y. — 2018.
2.I'ycnskoBa, A.B. Business English in the New Millennium : yue6Hoe mocobue /
A.B. I'yciisxoBa ; MunucTepcTBO 00pa3oBanus W Hayku Poccuiickoit ®eneparmu, MoCKOBCKuUit
NeJaroruyeckuii rocyJapcTBeHHbIl yHuBepcurer. - Mocksa : MIIT'Y, 2016. - 180 c. : wi. -
bubmmorp. 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. AHrimiickuit si3pIk uis genoBoro oomenns -Pocros v//1: @ennkc, 2013.-268 c.
4.0BunnnauKOBa, .M. The course of business English for the linguistic department :
yuebHoe nocodue / I.M. OBunnnukoBa, B.A. Jlebenesa ; pen. C.C. XpomoBa. - Mocksa : EBpasuiickuit
OTKpBITBIH MHCTUTYT, 2010. - 301 c. - ISBN 978-5-374-00361-1 ; To xe
[Dnexrponnsrii 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. lIlleBenéna, C.A. JlenoBoii anrmuiickuii : yaeonoe mocodue / C.A. lleBenépa. - 2-¢ u3.,
nepepad. u gomn. - Mocksa : FOuutu-/lana, 2015. - 382 c. - ISBN 978-5-238-01128-8 ; To
xe [DnexTpoHHsIii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=436816 (21.09.2018).

HNHuTepHeT-pecypcsl
www.bbclearningenglish/com (section “Business English™)
http://www.businessenglishonline.net/InCompany/intro.htm
http://www.dialogueworks.com/pages/blogs.php
http://www.logosnoesis.com/dialogue
http://www.wittcom.com/leader _resources.htm



http://biblioclub.ru/index.php?page=book&id=472847
http://biblioclub.ru/index.php?page=book&id=90921
http://biblioclub.ru/index.php?page=book&id=482145
http://biblioclub.ru/index.php?page=book&id=436816
http://www.bbclearningenglish/com
http://www.businessenglishonline.net/InCompany/intro.htm
http://www.dialogueworks.com/pages/blogs.php
http://www.logosnoesis.com/dialogue
http://www.wittcom.com/leader_resources.htm

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

8. [lepeyeHn pecypcoB HH(POPMANMOHHO-TEJIEKOMMYHHUKAMOHHOI ceTH « AHTEepHET»,
He00XO0IUMBIX /IJI5l OCBOCHHUS TUCHUILIUHBI (MO1YJIAA)

IIpyn nmpoBeneHUM NPAKTHUYECKUX 3aHATHM IO JUCLUIIIMHE «J[eI0BOM MHOCTPaHHBIA S3BIK)»
HCIIONIB3YETCS  CIEAYIoIee MpOrpaMMHOE oOeclieueHne COBPEMEHHBIX HWH(OPMAIMOHHO —
KOMMYHI/IKaTI/IBHBIX TGXHOJIOFI/If/'I:

WHTepHeT-pecypchl: aHrIos3buHbIie canTel: hitp://www.wikipedia.com; http://www.krugosvet.ru;
http://www.diplomotahes.com; http://www.lenta.ru; http://www.comersant.ru; http://www.uno.org;
-morickoBass cucrema Google s momcka uHPOpPMALMKM HA 1O TEMaM, BBIHOCUMBIM Ha
CaMOCTOATCIIBHOC U3YUCHUC,

-y4eOHbIe T0coOHs U y4eOHO-MeTOqMUECKUe pa3padoTku HayuHoi Oubmuorexu AITIY;
-3JIEKTPOHHBIM pecypcHbIi LEHTP HAYYHOM OuOIHOTEKH ALY, “Wikipedia”
http://www.wikipedia.org

www.bbclearningenglish/com (section “Business English”)

http://www.businessenglishonline.net/InCompany/intro.htm

http://www.dialogueworks.com/pages/blogs.php

http://www.logosnoesis.com/dialogue

http://www.wittcom.com/leader _resources.htm

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

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

9. Meroauyeckue yKazaHusi JAJsl 00y4arOLIUXCS MO0 OCBOEHUIO TUCIUTLIUHBI

OOydeHue MHOCTPAHHOMY SI3BIKY I10 JaHHOW MporpamMme FOTOBHUT K JIEJIOBOMY OOILEHUIO
Ha aHIJIMMCKOM SI3bIKE, KaK B MPO(eCCHOHAIbHON AESITEeIbHOCTH, TaK U B IIOBCEIHEBHOM JKU3HHU, a
TAK)K€ YUUT YUTATh U TIOHUMATh TEKCTHI PA3JIMYHONM HANpPAaBIECHHOCTH, YYUT IUCATh AaHHOTALMHA U
pedepar, nucath NUChMa YaCTHOTO U JIEJIOBOTO XapakTepa. B mporpammy Bk/IIOY€Ha crieliMajbHas
TEPMUHOJIOTHS A3bIKA JI€JIOBOTO OOLICHHUS.

HeoOxonumo pa3pabaTbiBaTh COBMECTHO C TPENOAABATEIEM HWHAMBUAYAIbHBIN aJTrOpUTM
CaMOCTOSITeNIbHON paboThl U pabOTH! Ha 3aHATUSAX. OCHOBHAsI peKOMEeHAalus, 0OecreurnBaroias
ycIex IpU OCBOCHUH, KaK OT/AEIbHBIX TEM, TaK M Kypca B IIEJIOM - CUCTeMaTHueckas padoTa Haj
3aJaHUsIMU, KOHKPETU3UpOBaHHbIMU B 11.3, «ConepkaHue caMOCTOATENbHOM paboTs». BhimonHss
3a/laHusl, CTYJIEHT KOHTPOJHMPYET CTENEHb YCBOEHUS Marepuaja W, €CIM OH HE B COCTOSIHMM
BBIMIOJIHUTh TO WM HMHOE 3aJaHHe, OH J[OJDKEH BHHUMATENIBHO IIPOYUTATh COOTBETCTBYIOLIEE
IpaBWJIO IO PEKOMEHJOBAaHHOM JHUTepaType. [Tocne 3aBepuieHus Kaxjaoro OJokKa TeM,
IpenoaaBaTeib JAaeT «TBOPUECKHUE» 3aJaHUs: HAIMCAHUE CBA3HBIX PACCYKJIEHUM, BBICKA3bIBAaHUII,
aHHOTaUUi U pedepaToB, MUCEM JINYHOTO U JEIOBOr0 XapaKTepa, MOJr0TOBKA YCTHOIO COOOIICHHUS
10 33JJaHHOM Teme, MOATOTOBKA K POJeBON Hrpe, Hampumep, «OTKPHITHE COOCTBEHHOTO OM3HECa».
Ha 3T0 0TBOIMTCS OCTaTOYHOE KOJMYECTBO YAaCOB HAa CaMOCTOSITENIbHYIO MOJAroTOBKY. Ilouck u
cbop Mmarepuana JIOMKEH OCYILECTBIISATHCS CTYAEHTAMHU CaMOCTOSITEIbHO M3 COOTBETCTBYIOIIUX
MCTOYHUKOB: MEPHUOJUYECKUX W3JIaHUM, HAy4yHO — TMOMYJSPHBIX TEKCTOB, HAy4YHBIX CTaTei,
MoHorpaduii, UntepHer - pecypcoB. IIpu noaroroBke Takux KOMMYHUKAaTHBHO-OPUEHTHPOBAHHBIX
3aJJaHUI: POJIEBBIX WUIp, TPYNINOBBIX JIUCKYCCHH M T.M. CIEAyeT NPUIEP>KUBATHCSA CLEHapHus,
pa3pabOTaHHOTO COBMECTHO € IPENoaBaTesIM.


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
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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
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http://www.ehow.com/how_4494650_prepare-press-conference.html

10 . IlepeyeHb HHGPOPMALMOHHBIX TEXHOJIOTHIi, MCIOJIL3yeMbIX PH OCYIIECTBJIEHUH
00pa30BaTeJIbLHOIO NMpolecca Mo IMCHUIINHEe (MOAYJII0), BKJIKOYAs NlepedyeHb NPOrpaMMHOTI0
olecrieyeHnst 1 HHPOPMAIMOHHBIX CIIPABOYHBIX CHCTEM (IIPH HEOOXOAMMOCTH)

[Ipu npoBeneHUM MPAKTUYECKUX 3aHATHM 1o guciumuinHe «lHocTpaHHBI — SI3BIK B
npodeCCHOHATPHON KOMMYHHMKALIMK» HCIONB3YIOTCS CIEAYIOIIME IPOrpaMMHBIE OOECTICUCHHS
COBpPEMEHHBIX MH(GOPMAIIMOHHO — KOMMYHHMKAaTHUBHBIX TexHosiormii: Microsoft Office, Excell,
cioBapb-iepeBoquuk ABBYLingvo 12, obydatomme nporpammel: «Speaking English», «Tell me
more», «Anrmuiickuii Ha Ypa», «lIpodeccop XwurruHc. AHCIUACKHA 0€3 aKIeHTay,
«VIHTepakTUBHBINA y4eOHUK IO COBPEMEHHON I'paMMAaTHKE aHTIIMICKOTO sI3bIKay, «CaMoyduTenu 1o
AQHIJIMHACKOMY  SI3bIKY»; HHTepakTuBHble Kypchl «TOEFL»; TpeHUHroBble MpPOrpamMMmbl MO
rpaMMaTUKE U JIEKCUKE, TECTOBBIE 3aJaHMsI 10 AHIVIMHCKOMY A3BIKY: « TecTbl MO aHIVIMHCKOMY
SI3BIKY»; Y4eOHBIC TOCOOUS U YIeOHO-METOIMUECKHE pa3padoTku HaydHou Onbmmoreku JAI'TIY.

11. MaTepuajbHO-TeXHHYeCKOe o0ecneyeHne JUCIUIINHBI

HpI/IMeHeHI/Ie COBPCMCHHBIX 06p330BaT€HI>HBIX TeXHOJIOFI/II;'I, B paMKaX KOTOPLIX pCaAIN3yETCA
OCBOCHHEC OUCHUIIIMHBI, MpeAnojaract HMCIOJIb30BaHUC aKaHGMI/I‘{eCKOﬁ ayauTopun  Ijid
MMPOBCACHUA HPAKTHUICCKUX 3QHATHUHN C HCO6XOI[I/IMBIMI/I TCXHUYCCKHMH CpCACTBAMU (KOMHLIOTep,
IIPOEKTOp, DOKpaH, HHTEpPaKTHUBHAs JOCKa, ayIuo- U- BHIECO ammaparypbl, Meduasal C
BO3MOJXHOCTBIO ITPOCMOTpPA CIIYTHUKOBOI'O TCJICBUACHHW A HA HUHOCTPAHHOM HSLIKG).

CpenctBa oOydeHHsI BKIIOYAIOT Y4€OHO-CIIPABOYHYIO JIUTEpaTypy (PEKOMEHIOBaHHBIC
y‘le6HI/IKI/I u y‘Ie6HLIC HOCO6I/I$I, CJIOBapu, y‘le6HbIe U AYTCHTUYHBIC IICUATHBIC, ayAuO- U
BUJeoMarepuaisl, UHTEepHET-pecypChl).

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

HaI‘JIfl[[HI)Ie, Ay OBHU3YyaJIbHEIC, TEXHUYCCKHUEC CpeacTBa 06yqu1/m . KOMIIBIOTCD,
MyJIbTUMEIHNA, AyJHOBU3YAJIbHBIC MAaTCPpHUAJIbI.






