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1.Ilesqp u 3a7a4¥ OCBOEHHS TUCHUILIUHBI
Jlannast mporpamMma paccuMTaHa Ha CTYACHTOB, MPOJOJDKAIOIMX 00y4YeHHEe B MarucTparype

JTTTY. OcHOBHOI 1IENIbIO TIPETOAaBaHus TUCIUIUINHBI «IHOCTPaHHBIN S3bIK B POQECCHOHATBHON
KOMMYHMKAIUW» SIBJISETCS 3aKpPEIUICHUE 3HAHWM, IMOJIYYEHHBIX MarucTpaHTaMH B IPEIbLIyLIEM
sTanie oOyueHusi - OakajnaBpuar, M JajbHeilllee WX yriayOJeHHe 3a CYeT HU3YYeHHs S3bIKa
npodeccnoHanTbHOM KOMMYHHKAIUH.

Lesnb qaHHOM MPOTpaMMBbl — pa3BUTHE Y CTYI€HTOB MarCTPaTyphl YMEHU M HABBIKOB OOIICHHS
B YCTHOH W THUCHbMEHHOW QopMe B THIHMYHBIX CHTyauusx B cdepe mnpodeccuoHanbHOR
KOMMYHHKAIUH, a TAK)KE COBEPILIEHCTBOBAHUE SI3BIKOBOM U 001IenpodecCHOHaTbHON KOMIETEHIINH.
JIOCTHKEHHIO TaHHOM LI CTIOCOOCTBYET PEllIeHUE CIEAYIOIUX 3a1a4:

® pa3BUTHE HHTEpeca K T[PUMEHEHHI0 HMHOCTPAHHOTO  S3blIKa B  IPAKTHKE
camMo00pazoBaTeNbHON AEATEILHOCTH MEAarora;

® Ppa3BUTHE KOMMYHUKAaTUBHBIX YMEHUW MaruCTPaHTOB;

® DpAa3BUTUE MEXKYJbTYPHbIX 3HAaHUH U YMEHUH, KOTOpPbIE TO3BOJISIIOT MArucCTpaHTy
OPUEHTHPOBATHCS B PA3JIMYHBIX TUIAX KYJIbTYP U COOTHOCHUMBIX C HUMH HOPM JEJIOBOIO
OOIIICHUS,

® pa3BUTHE 3HAHUW U YMEHUU COCTaBJICHUA JI€JIOBOM KOPPECIOHACHUMU HAa WHOCTPAHHOM
A3BIKE;

®  OBJIA/ICHUE TEXHUKOW YTEHHUs, IEpPeBO/ia U peepupoBaHHs AyTEHTUYHBIX TEKCTOB JIEJIOBOM
TEMaTHKH.

CTyneHThl JOJKHBI YMETh OCBEIIAaTh Pa3HOOOpa3HbIE BONPOCHI, MPABUJIBHO CHHTAaKCUYECKH U
CTWJINCTUYECKH OPTaHU30BATh CBOIO PE€Yb, IPOBOJUTH AHAIM30B TEKCTOB JIEJIOBOM HAIPABIEHHOCTH.
PaboTa Haj cOBepIIEHCTBOBAHMEM sI3bIKa BEJETCS KaK Ha MaTepuaie MUCbMEHHBIX paboT, Tak U
YCTHO C MOCJIEAYIOIIMM KOMMEHTHPOBAHUEM, OOCYKJ€HUEM U pabOoTOW HaJ MHAMBUAYAIbHBIMU U
TUNUYHBIMU omuOKkamu. [Ipu orGope meToauueckoro marepuana oco0oe BHHUMaHUE HEOOXOJIUMO
yaenats 3((EeKTUBHBIM NpHEMaM aKTUBHOTO OOY4YEeHHs, a TaKXKe IOCTHXKEHHSIM COBPEMEHHBIX
METOAMK (KOMMYHHKAaTHBHOIO M HMHTEHCHBHOTO OOy4YeHMs, UTPOBOTO MoOjeiIupoBaHusi). B xoze
JAHHOTO Kypca CTYAEHT JOJKEH NMPUOOpPEeCTH MPaBUIIbHBIE IPOU3HOCUTENbHbBIE HABBIKU, HAYUYUThHCS
CBOOOJIHO M TPaBUJIIBHO MOJI30BAThCS IPAMMATUYECKUMHU KOHCTPYKIUSMH aHIJIMICKOTO SI3bIKa,
OBJIA/IETh JIOCTaTOYHO OOIIMPHBIM CIOBAPEM M HAYUUTHCS CTHIMCTHUYECKH MPABHIBHO O(POPMIIATH

CBOIO pCYb KaK YCTHYIO, TaK U IMCbMCHHYTO.

2.MecTo aucuunjuHsl B cTpykrype OIIOIT BO
Huctummmaa (b1.0.02.02) «MHOCTpaHHBIN $3BIK B MPOGECCHOHATHHOM KOMMYHHKAITAW))

BXOAUT B MOIYJIbh MPpOoheCcCHOHATHPHON KOMMYHHKAIIUU yuebHoro miana OIIOIT BO mo

HanpasieHuio noarotoBku 44.04.04 IpodeccuonanbHoe 00ydeHue (1o oTpacisam).



Hucuunnuna (51.0.02.02) «HOCTpaHHBIH A3bIK B MPOGECCHOHATBHON KOMMYHHUKALUW» Oa3supyeTcst Ha
KOMIIETECHIIMSX, 3HAHUIX, YMEHUSAX M HABBIKAX, CHOPMUPOBAHHBIX Yy 00YYarOIIUXCS B PE3yJbTaTe 00yUeHHS
B cpemHeil o0meoOpa3oBaTenbHOM MKoNe W B pesynbrare ocBoeHms aucuuiumH OIIOII GakamaBpa
«IIpakTudecknii Kypc aHTIIMKACKOTO si3bIkay. JucmummmHa «MHOCTpaHHBIN S3BIK B NMPO(eCcCHOHATBHOMN
KOMMYHHKAIIMM» OOECTeYNBAET YIIIyOJeHHYIO IOATOTOBKY CTYACHTOB-MAarMCTPAaHTOB K pa3HooOpa3HOU
mpo(hecCHOHAIbHON JNEATENBHOCTH, CBS3aHHOW C WCIIOJNIb30BaHWEM 3HaHMA W yMeHWd B oOjactu
WHOCTPAHHOTO S3bIKa B YUYPEKACHHUAX OOpa3oBaHUs, KyNbTyphl, ympaBienus, B CMU, B obGmactu
MEXKYyJIbTypHOH KOMMYHHUKAIIMH. 3HAaHWE s3bIKa HEOOXOAWMO Il MAaruCTPaHTOB ISl W3YyYEHUS
WH(OPMAITMOHHBIX PECypCcOB Ha AaHTIIMKACKOM s3bike.  KommereHiuu, chopMuUpoBaHHBIE B TIpoIiecce
M3YYeHUS TUCIUTUTNHBI, HEOOXOIWMBI i1l OCBOSHUS CONEPKaHUs TUCIMILINH: «MeTouKa mpernogaBanus
AHTIUICKOTO SI3BIKA B YCIOBHSIX MHOTOSI3BIUUSY», « AHTTTUICKUHN S3BIK JUIS MEKKYJIBTYPHOW KOMMYHHUKAITHH,
JUCLUIUTMH TI0 BBIOOPY CTY/ACHTA, BBIIOIHEHUS 3afaHuil (yueOHOH, MPOM3BOACTBEHHON MPAKTHK, HAYYHO-
HCCIIEI0BATENbCKOM paboThl) M TOATOTOBKU K UTOTOBOW aTTECTALIUH.

3.Jlnanupyemble pe3yabTaTbl 00y4eHHs MO JUCUHUILIUHE

B pe3yjbTaTe OCBOCHUS COACPIKAHUSA NPOIPAMMBI Y MAarucTtpa AOJI?KHbBI OBITE C(bOpMI/IpOBaHBI
KOMIICTCHIINH.

dopmupyemble KOMIIETEHIIHT IlepeyeHb MIAHUPYEMBIX Pe3yJbTATOB
00y4eHHUs MO AUCHUILINHE

Kon HauMeHnoBanue

YuusepcaabHuble komnerenuuu (YK)

YK-4. Criocoben  mpumeHsTh  coBpemeHHble | YK 4.1.

KOMMYHUKATUBHBIE TEXHOJIOTMHM, B TOM | YMEET BHIOMPaTh Ha TOCYJAPCTBEHHOM U
qycie Ha HMHOCTPAHHOM (bIX) s3bIke(ax), | HHOCTPAHHOM (-bIX) S3bIKAX KOMMYHHKaTUBHO
IS aKaJIECMUYECKOTO u | IpUeMJIEMbIC CTUJIKM JOCJIOBOIO 06H1€HI/I$I,

npoheCCHOHATBHOIO B3aUMOIEHCTBHS BepGam’HIU’Ie ¥ HeepOabHbIE CPE/CTBA
B3aUMOJIENCTBUS C TAPTHEPAMHU

YK 4.2. YMeer ucnonb30BaTh HHPOPMAIMOHHO-
KOMMYHUKAIIMOHHBIC TEXHOJIOTUU TPHU
MOWCKEe HEOOXOANMMON MHPOPMAIIUY B
MPOIIECCE PEIICHUS Pa3TUUHBIX
KOMMYHUKATHUBHBIX 33]1a4 Ha rOCYAapCTBCHHOM
Y MTHOCTPAHHOM (- bIX) SI3bIKAX.

YK 4.3. Ywmeer BECTH JIEJIOBYIO
MIEPETINCKY, YUUTBIBasE ~ OCOOEHHOCTH
CTWJIUCTUKN O(MUIMATBHBIX ¥ Heo(UIHaTbHBIX
MHCEeM, COIIMOKYNBTYpHBIE pa3indusi B ¢opmaTte
KOPDPECHOHJEHIIMA Ha TOCYJApCTBEHHOM H
WHOCTPAHHOM (-BIX) SI3BIKAX

YK 4.4.

YMeeT  KOMMYHUKAaTHBHO W KYJbTYpHO
MPUEMIIEMO BECTH YCTHBIE JI€JIOBBIE Pa3rOBOPHI
B polrecce npodeccuoHaIbHOro
B3aMMOJEWCTBUS HAa TOCYJapCTBEHHOM W
WHOCTPAHHOM (-BIX) A3BIKAX.

YK4.5.JIeMOHCTpUPYET YMECHHUE BBITIONHATE
MEePEBOJ| aKaJeMUIEeCKUX U MPOo(ecCHOHaTbHBIX
TEKCTOB c HMHOCTPaHHOTO (-b1x) Ha
TrOCYJapCTBEHHBIN SI3BIK.

YK-5. CnnocobeH aHanmu3upoBaTh U VK-5.1. 3Haer: 0COOCHHOCTH
YYUTBIBATh pa3HOOOpa3ue KyJibTyp B HETIOCPEJCTBEHHOW H  OIMOCPEIOBAHHOM
mponeccc MCKKYJIbTYPHOT'O KOMMYHUKAIIUU C IPCACTABUTCIIAMUA




B3aUMOJIENCTBUS

Pa3IMYHBIX KYJIBTYP U COLMAJIBHBIX TPYIII

(cyOKyIBTYD); OCHOBBI o0ecreueHus
Pa3IMYHBIX

TUIIOB KOMMYHUKaIIUA C YUCTOM
JIMYHOCTHBIX,

HallMOHAIIbHO-3THUYECKHUX,
KOH(ECCHOHATIBHBIX U

MHBIX 0COOEHHOCTEN Y4aCTHHUKOB
KOMMYHUKAaIUU;

IIpaBUJIa MEXKYJIBTYPHOU KOMMYHUKALIUH

VK-5.2.  VYmeer: rpamMOTHO, JOCTYIHO
u3JNarath NpoQeCcCHOHATBHYI0 HHPOPMAIUIO
B mporecce MEXKYIbTYPHOTO
B3aUMOJICHCTBUS; COOJIONATh ATHYECKHUE
HOPMBI U [IpaBa YeJI0BEKa;

aHAJIM3UPOBATh OCOOECHHOCTH COIHAILHOTO
B3aMMOJICHCTBUSL C YYETOM JIMYHOCTHBIX,
HAllMOHATBHO-3THUYECKHX,
KOH()ECCHOHANBHBIX M MHBIX O0COOEHHOCTEU
YYaCTHUKOB  KOMMYHHMKAllUM,  BBISBISTH
O6apbepbl B MEXKYJIbTYPHOM
B3aUMOJICICTBUHU, HAXOJUTh CIOCOOBI HUX
MIPEOOICHUS WM YCTPAHEHUS

VK-5.3.Bnaneer: HaBbIKaMH MOATOTOBKH U
npeoOpa3oBaHusi  MHPOpPMaALMU, BBIOOpPA
dbopM U CpEeACTB €€ MpeACTaBICHUS MIJis
o0ecrieueHus B3aMMOIIOHUMAaHUS B
nporecce MEXKYJIBTYPHOTO
B3aMMOJICHCTBHS; HABBIKAMU  aKTHBHOTO
CIIyIIaHusi, HAOJIOJEHUS W HHTEPIIPETAINH
MOBEJICHUS IpeJCcTaBUTENEN pa3HbIX
KYJIbTYp M COLUMAIBHBIX TPYII; HaBbIKAMH
BbIOOpa  a/IeKBaTHOM  KOMMYHMKAaTHBHOM
CTpaTeTUH B 3aBUCHMOCTH OT KYJIBTYPHOTO
KOHTEKCTa KOMMYHHKALIUU U TIOCTaBJIEHHBIX
Lenen

4. TpynoémMkocTh TUCHUILIHHBI (MOTYJIs1)

OO11ast TPYI0EMKOCTh JIUCIUILTUHBI COCTaBIsieT 3 3aueTHbIe equHuibl (108 gacos).

JucuunnuHa usydaercs B 1-mM cemectpe. Tabmuma 1
Bun yueOHOI paboThI Ovynag 3aouHasa
¢dbopma opma
oGyueHust oOyueHust

AyauTopHbIe 3aHATHS (BCEro) 28 6

Jlexun

[pakrryeckue 3anstus (I13) 28 6
Cemunaps! (C)




Jlaboparopusie padoTs (JIP)
CamocrosiTesibHast padoTa (Bcero) 80 102
[IpopaboTka MaTepuana JEKIHii, TOJrOTOBKA
K 3aHATHIM
CamocTosATeTbHOE U3YUYCHHE TEM
KoHTposbHbIE paboThI
Pedepar
KypcoBoii mpoexT (paboTa)
[TpomexxyTouHas aTTectanus (3a4er, 3auér 3auér
9K3aMEH)
OO01mas TpyI0eMKOCTh 108 108
5.Coep:kanue TUCHUINIMHBI (MOLYJIs1)
5.1. TemaTnueckuii mJian
Tabmuna 2
Ne HanmenoBanue paszaena Bunbl yueGHOI pabOThl U TPYIOEMKOCTbh UX U3YUEHUS
(TeMbI) TUCLUMIUIUEBL | Jlekruu IIpaxkr. Jla6op. Camocrost | [TpomexyTou
3aHATHUS 3aHATHS elbHas HBIN
pabora KOHTPOJIb
OYH ‘ 030 | O4YH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | OYH | 030
Mogay.as 1. [IpodeccuonaibHoe o0LIeHHE
11 [Ty6nmaHO€ BEICTYILUIEHUE 4 2 10 | 12
KaK JKaHp JICJI0BOTO
0oOIEeHU.
1.2. ®dopmaThl 1e10BOTO 4 10 12
0O0IIeHHS 2
1.3. | CnyxeOHbIli AUaIOr. 4 10 14
1.4. | Bumsl meperoBopos, 4 10 13
MpaBUIa UX BEICHMUS.
Hroro 3a 1 moay.b 16 4 40 51
Mogay.s 2. [ITucbMeHHbIe OU3HEC- KOMMYHUKALMU
2.1. | ®opmartsl, npaBuiIa 3 2 10 12
NHCBMEHHOTO  JICJIOBOTO
o0rnIeHust
2.2. | AHHOTUpOBaHUE, 3 10 12
PE3IOMUpPOBaHKE "
pedepupoBanue
KayeCTBEHHOM Mpecchl
2.3. | Onpenenenne KII. 3 10 14
2.4. | CuHTakcuveckue 3 10 13
ocobenHocTH s3bika KI1
Hroro 3a 2 moayJib 12 2 40 51
HToro 3a cemectp 28 6 80 | 102 | 3au. | 3au.

5.3.TemMbl NpaKTHYECKUX/CEMHHAPCKHUX, J1a00pPaTOPHBIX 3aHATHI U NepevyeHb 3aJaHUI

Tabnuna 4

Tema MPAKTUICCKOI'O

| 3amanus (w1 BOIpOCH st

| ®opma

| Jluteparypa




/o

(cemuHapckoro, 1ab.)
3aHATHU

00CYXXIIEHUS HAa CeM. 3aHSTHH)

OTYETHOCTH

Monayas 1. IIpodeccuonanbHoe o01enue

1.1

[Ty6nuuHOE BHICTYILUICHUE
KaK JKaHp JCIOBOrO
0o0ILIEeHNS.

3anamue Nel,2
1.Mudopmanronnas
peub.

2.IlpuBeTCTBEHHAs pEYb.
3.ToproBas peus.

4. DTtambl MOATOTOBKH U
MIPOBEACHUS IIyOJIMYHOIO
BBICTYIIJICHUSI.
JIOKOMMYHHMKATUBHBIN
9Tall: ONpPENENCHUE TEMBbI
W LeMH BBICTYIUICHHS,
OLICHKA ayguTOpUU U
00CTaHOBKH, mo00p
MaTepuaia, Co3JaHHe
TeKCTa MW IpEe3eHTaIH,
peneTHIHs.
KoMMyHUKAaTHUBHBIN:
BBICTYIUJICHUE, OTBETHI Ha
BOIPOCHI, BeJICHHUE
MOJIEMUKH.
ITocTkOMMyHUKaTUBHBIN
3Tal: aHaJIu3 peyH.

3anamue Ne2

1.YcraHoBieHHE  KOHTAaKTa  C
ayIUTOPUEH, €ro IIPUEMBL:
BOIIPOCHO-OTBETHBIN IIPHUEM,

nepexoq OT MOHOJIOra K AJualiory,

NpUeM  CO3JaHUs  MPOOJIEMHOU
CHTYAIIWH, npueM HOBU3HBI
nHpopManuK omopa Ha JIMYHBIA
OIIBIT, HCHOJIb30BaHHE IOMOpA,
KpaTKoe OTCTYIUICHHE OT TEMBL.
2.Cpencra HeBepOaIbHOM
KOMMyHUKanuu. [lo3a, KecTsl,
MHUMHKA BBICTYTIAIOIIETO.
3.[IpaBuna MOJITOTOBKHU
Mpe3eHTalMu:  KOJMYECTBO U
odpopmienue  cmaiiioB,  BBIOOp
mpudra, CHHTaKCHUYECKHE
0COOEHHOCTH TEKCTa, CTPYKTypa
Npe3eHTaINH.

4 Ananm3 TyOJIUIHOTO
BeICTyIuleHus. (Cxema  aHanmm3a
MyOJIMYHOTO BBICTYIUICHUSL.
5.KomnnextuBHbIi pazbop
BBICTYIUICHU COKYPCHUKOB.
6.IlucpmeHHbIC OT3BIBBI 0

BBICTYIUICHUSX.

Yerabii
oTpoc.
KontpomnsHo-
TECTOBBIE
3a7aHusL.

CM. iyHKT 72,0




12 | ®dopmarthl 1e10BOTO 3anamue Ne3 VerHbli CM. iyHKT 72,6
o0rmIeHus 1.CocraBnsronie  ycrhemHoro | omnpoc.
JIETIOBOTO o6menns. | KOHTpOIbHO-
2.MeXKyIbTypHBIE pasauuus B | o0 OBPIC
JIeTTI0OBOM OOIICHUH. SANAHIL
3anamue Nod
3.0cobenHocTH JETI0BOTO
oOmeHus B OQUIMATBHOW U
HeoUIMambHOH  OOCTaHOBKE.
4.PeueBoii ITHKET.
5.PernonanpHOe BapbHpOBaHHUE
B JEeNOBOM  OOWIEHMHM  Ha
AHTTINICKOM SI3BIKE.
1.3. | CnyxeOHBbIii IHAITOT. 3anamue N5 VerHblit CM. niyHKT 72,0
1.Tunel peyeBBIX aKTOB B JIEJIOBOM | ONPOC.
OGLICHHH: BOIPOC, MOOYXIeHHe, | KOHTPOIbHO-
COO6HICHI/IC TCCTOBBIC
2.3aKpebITHIE, OTKpBITHIE, | o e
PUTOPHYECKUE BOIIPOCHI, BOIPOCHI
Ui OOJyMBIBaHUS, TEPEIIOMHBIC
BOTIPOCHI.
3.Metosst yOeKICHHS
cobeceHHKa
4 Tlcuxonoruueckue THUIIBI
cO0ECeqHNKOB.
5.Hesepbannabie cpencTsa
JIETIOBOTO OOIICHUSI.
3anamue Neb
6.I1pocTpaHCTBEHHBIE HOPMBI
JIETIOBOTO OOIICHUSI.
7.CnyxeOHbIi Tese)OHHBIN
pasroBop.
8.TexHuka pe4yn B pa3roBope 1o
tenedony.
9.[lpaBuna BeneHus Tene)OHHOTO
pasroBopa.
10. MuTepBbIO ITpH TIpUEME Ha
pabory.
1.4. | Bunsl neperosopos, 3anamue Ne 7 VerHbli Cwm. myHKT 73,0
MpaBuia UX BEJCHUSL. 1.DTamet MHOATOTOBKH H | ompoc.
MPOBEACHUS TeperoBopos. | KOHTPOILHO-
2.JI0KOMMYHHUKaTHBHBIH 9Tam: cbop | TCCTOBEIC
3aIaHus.

rH(pOpMaIuy, ONpeneieHne Leen
U 3ajiay, ONpEIETICHUE BPEMEHU U
MecTa  BCTpEuH, Y4aCTHUKOB
JeJieralyu.

3.KommyHHKAaTUBHBIHT
MPENCTaBIEHUE  CTOPOH  ApYyT
IOpyTy, U3JI0XKEHHE TMpodieM H
LeJsied, aHanu3 IpoOJieMbl, AUAJIOT
YYaCTHHKOB, apryMeHTanus
BApHAaHTOB pEIICHUH, IOJBEICHNE
UTOTOB W IPUHITHE pELICHUil,
COCTaBJICHHUE NPOEKTa JOKYMEHTOB.
4.I10CTKOMMYHMKATUBHBI  9TaIl:

oTall:




aHaJIN3 MIePEerOBOPOB.
5.513p1kOBas COCTaBJISIONIAS
YCIIENIHBIX TIEPErOBOPOB: CIIOCOOBI
MPUBJICUCHHS BHUMAHUS, ITPOBEPKa

aJIcKBATHOCTH MTOHUMaHus,
MOABITOKMBAHUE JOCTUTHYTHIX
JIOTOBOPEHHOCTEW, — CMST4YeHUE
BBICKa3bIBaHUSI.

6.YdeT KynbTypHBIX pa3IHyuil Ipu
IIOATOTOBKE 51 BEJICHUH
IEPETOBOPOB.

3anamue Ne 8
1.WaTepBpro. llemm w  3amadm
OOIICHUS ¢  TMPEACTABUTCIIIMU

IIPECCHI.
1. JlokKOMMYHHKATHBHBIH JTam:
oTpeJiesieHIe (coBmecTHO c

WHTEPBBIOEPOM) Kpyra mpoOieMm
pasroBopa, HOATOTOBKA OTBETOB Ha
IpearnoiaraeMble BOIIPOCHI,
H3y4eHue HHpOpPMALTUH 0
KYpHAaJIHCTE.
2.KoMMyHHUKaTHBHEII JTam:
MPUBETCTBUE, YCTaHOBJIEHUE
KOHTaKTa; OTBETHl Ha BOIPOCHI
HHTEPBbIOEPA, MpoILaHNE U
OnarolapHOCTs 33  HWHTEPECHBIC
BOIIPOCHI.
3.IlocTKOMMYHUKATHBHBIA  3TaIl:
aHanu3 uHTepBbIo. llpaBuna s
HHTEPBBIOUPYEMBIX.
4.Cretnduika npecc-KoHMepeHIH
KaKk BHAa JEJIOBOr0  OOIIEHHS.

IToaroroBka K rpecc-
KOH(pEepEeHIINH.

5.CocraBneHne 3asBICHUS IS
IIPECCHL. OObmenne c

KypHaJIMCTaMU  TIOCJIE  TIpecc-
KOH(epeHIHH.

Moayasb 2. [IucbMeHHbIe OU3HEC- KOMMYHUKALMA

2.1.

®opmMmarsl,
MHCHEMEHHOIO
OOIIeHUS

mpaBuia
JIEIIOBOTO

3anamua Ne9,10

1.5I3bIK HHCBMEHHOTO  JIE€JIOBOI'O
001IIeHMS.

2.Buasl JIENTOBBIX ITHCEM.
CtpykTypa  JIETOBOTO  IHCHMA.
3.S3BIK ¥ CTHIIL IETOBOTO IIHMCHEMA,
4, TunuyHbIe KIUILIE.
5.IluceMo-3armpoc ¥  OTBET Ha
3ampoc, MMMCHMO-3aKas3,
pekiiaManuy. DJIEKTPOHHAs IMOYTa:
(hopMaT, CTUIIb, THITMYHBIC KITHIIIE.

YcrHblit
o1mpoc.
KoHnTponbHO-
TECTOBBIE
3a/1aHuUsl.

CM. iyHKT 72,0




2.2

AHHOTHpOBaHUE,
pe3roMUpOBaHUE
pedepupoBanme
Ka4yeCTBEHHOM Mpecchl

Sanamusn Nell

1.Pe3tome. Ilenb cocraBieHus
pe3ioMe, ero CTPYKTypa | S3bIK.
2.CTpyKTYpa, Coiep:KaHue U S3bIK
COTIPOBOJUTEIHLHOIO MTUChMA
3.AHHOTHpOBaHHE,
pE3IOMHUpPOBaHUE U pedepupoBaHne
Ka4eCTBEHHOM MPeCCHhl.

YcTHbIi
oIpoc.
KontponsHo-
TECTOBBIE
3aJJaHHUs.

Cwm. myHKT 72,0

2.3.

Ompenenenne KII.

3anamue Nel2
1.0Ompenenenne KII.
2.CroBapHusiit coctas KII:

YcrHbli
orpoc.
KoHTponbHO-

CM. iyHKT 72,0

TECTOBEIE
3aJaHHUs.

o01IeynoTpeOUTEIbHAS U IEI0Bast
JICKCHUKA, TSPMHUHBI, UMEHA
COOCTBEHHBIE.

3.CTUInCcTHIECKHE OCOOEHHOCTH
KII: meracdopa, urpa ciios,
AJUTIO3MS, IIATALINS, HEOJIOTU3MEL,
POJIb TIOBTOPA B U3BJICUCHUHU
WHPOPMALIUH.

4 KoHuenTyaibHBIN 1
JIMHTBUCTHYECKHI acIIeKT
nyoukanuii B KI1, ux coBnaaeHus
U PACXOXKICHUS

YerHblil
orpoc.
KonTponbHo-
TECTOBBIE
3aaHUS.

2.4. | CuHTakcuyeckue
ocobenHocTH sa3bika KIT

3anamue Nel3,14
1.Cunrakcuyeckue 0cOOEHHOCTH
SI3bIKA KII:
LIMPOKOYIIOTPEOUTEIbHbIE
rpaMMaTH4ecKue  KOHCTPYKIUH,
CHUHTaKCUYECKasi  KOHBEPTeHIIHS,
CerMEeHTaLHS CTPYKTYpPHI
MIPEUIOKEHHS, aKTyaJIbHOE
YIIeHeHHE.

2.Koresus u xorepentHocTs B KII
3.Crioco0bl  KOMIIPECCHHM  TEKCTa
npu pE3IOMHUPOBAHUH,
AHHOTHPOBaHMH, pedeprupoBaHUN
KIL

4 S13bIKOBBIE KJINIIE,
HCTIONB3YeMbIE TIPU KOMIIPECCHU
TEKCTA.

CM. iyHKT 72,0

5.4. 3apanns caMocTOATeIbHO padoThI
Ocoboe MecTo B OCBOEGHHH JIaHHON TUCIMIUIMHBI 3aHUMAET CaMOCTOSITeNIbHAsI padoTa CTYACHTOB
(CPC) obmmm oobemom 80/1024acos.

Jns ycrenmrHoro ocBOeHUsI MaTepuana Kypca U MpruoOpeTeHns COOTBETCTBYIOUINX HABHIKOB U YMEHHUU
PEKOMEHIyeTCsT 3HAKOMCTBO C OOJBIIMM KOJHUYECTBOM AyTEHTHYHBIX OOPAa3IOB YCTHBHIX M MUCHMEHHBIX
JICJIOBBIX M TPO(PECCHOHATBLHBIX KOMMYHHUKAIUH, WX MOAPOOHBIA S3BIKOBOM aHanmu3. Jlns pereHust 3Toi
3a/la4l PEKOMEHAYETCSI HE TOJIbKO HKCIIOJIb30BAaHWE COOTBETCTBYIONIEH JIMTEPAaTyphl, HO W PECYPCOB
WHTEpPHETa, B OCOOEHHOCTH TEX, KOTOPHIE pa3pabOTaHbl (M IMOCTOSHHO OOHOBIISIOTCS) CHEITHAIBHO IS
00yd4eHus SA3bIKy JeNI0BOTo U npodeccroHanbHoro obmenus. Ocoboe BHUMaHUE CleayeT OOpaTUTh Ha To,
KaKk B YCTHOM ¥ THCHbMEHHOM [IEJIOBOM OOIIEHWH TMPOSBISIOTCS MEXKYIbTypHBIE —pa3iIHuus
KOMMYHHKAHTOB. Ha camocTostensayto paboty mo Mogaymnio 1 BBIHOCSTCA TEOPETHYECKUE ACTEKTHI
MpeAJIaraeMbIX TEM, KOTOPBIC CICAYET U3YUUTh IO UCTOUHUKAM Ha PYCCKOM U aHTJIMMCKOM SI3bIKaX, a TAKXKE
MOTOTOBKA IMyOJMYHOTO BBICTYIUICHHS TPEX BUJOB: NPUBETCTBCHHAS peYb, WH(OPMAIMOHHAS PEUb U
TOPrOBast peyb.

Ha camocrositensayto paboty mo Mosymto 2 BerHOocuTCS TeMa 1 «DopMaThl v CTHITN AUATIOTHYESCKOTO
JIeTTIOBOTO OOILEHUS», a TaK)Ke MMCbMEHHBIE 3a1aHusl: 1) pe3toMe U COMPOBOAUTENHFHOE HUCEMO TPH MPHEME



Ha paboty (Tema 2); 2) aenoBoe nuckMo (Tema 3); 3) MeMopanayM (Tema 5); 4) mpoTokon codpanus (Tema
6).

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

Mogay.s 1. IlpodeccuonanibHoe o01IeHUE

[Ty6nn4HO€ BHICTYIUICHUE 10/12 1.03nakomnenue VYerHblit Cwm. myHKT 72,0
11 | kak JKaHp JIeJI0BOr0O MarvucTpaHTOB C IIJJAHOM OIpoc.
OOIICHMS. CaMOCTOSTENbHOM paGoTer | KOHTPOIL
Ha yueOHBIN rox, | H9”
rpa)uKOM KOHCYJIBTAIHH. ;;;;zii’:e
2. Konkypc Ha nydiee '
SI3BIKOBOE mmopTdoaro
oOyuJatorerocs.
3.Brimonnenue
eXKEHeIeIbHBIX
JOMAIIHUX 3aJaHud 10
Kypcy «HOCTpaHHBII
SI3BIK
3.http://www.englishclub.
com/speaking/presentatio
ns.htm

1.2 | dopmaThl 1eIOBOTO 10/12 1.Ananu3 Bujco3anviceidi | YCTHBIA Cwm. myHKT 72,0
OOIIeHUS MyOJIMIHBIX onpoc.
BBICTYIUICHUH 110 Kontposs
peKoMeHIaLuu HO-

TCCTOBBIC
npernojaBarels u mo

3aJaHusl.
COOCTBEHHOMY BBIOOPY
MarucTpaHTa,
Olpe/Ie/ICHUE TUTIOB
0paTopos.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

1.3. | CnyxeOHbIi TUajIor. 10/14 1.Ilpocmotrp u aHaiu3 | YCTHBIH Cwm. myHKT 72,0
BHJI€O3aIUCEN ompoc.
CITyeOHBIX INAJIOTOB. Konrpons
AHanu3 BepOanbHON U HO"
HeBepOanbHON TeCTOBLIE
3alaHus.
COCTaBJISIOIIIX
YCIELIHOTO U HEYJIa4HOTO
CITy»KeOHOTOo nrajora.
[ToaroroBka k poseBoi
urpe «IHTepBHIO IPU
mpueMe Ha padoTy».
[IpocmoTp BuACO3anUCH
How to get a job you want
Ha OJiore
www.tiashija.blogspot.co
m

1.4. | Buabl neperosopos, 1013 1.Ananus Busieosanuceii | YCTHBIA Cwm. yHkT 72,0
MpaBuja UX BEICHHUS. My OTMIHBIX OIpoc.
BBICTYIUICHUH 110 MOHYHBHH
pEKOMeHIaluH W TECT.
MIPETOAABATENS H TTO
COOCTBEHHOMY BBIOODY
MarvcTpaHra,
OIIpecICHUE TUIIOB
OpaTopoOB.
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2.http://www.englishclub.
com/speaking/presentatio
ns.htm

Mogayas 2. [IucbMeHHbIe OU3HEC- KOMMYHUKALMU

2.1.

dopmarsl,
MMUCBMEHHOTO
oOmIeHHS

mpaBHiIa
JIEJIOBOTO

10/12

1.IIpopaboTtka TEOPHUH
BOIIpOCa, U3yYeHUE
SI3BIKOBOM COCTaBJISIONICH
ohHUIIaILHOTO,

MOy OO UITHATEHOTO u
HEO(PUIMATBHOTO CTHIICH
JUAIOTHYECKOTO
JIEIIOBOTO OOTIIeHHS.
2.Ilpocmotp
BUJICO3AIUCEN Ha
peaIMeT W3yYEHUS
PETHOHAILHOTO
BapbUpPOBaHUA B JEI0BOM
oOmIeHn .

1.Hazaposa T.b.
AHTITUICKUN S3BIK
nenoBoro obmeHus. Kype
JEKIUH U IPaKTHKYM. —
ACT, Actpens, BKT.
2016

2.Hazaposa T.b.,
IIpecuyxuna N.A..
PernonanbHoe
BapbUPOBAHHE B JEIIOBOM
0OIIeHNH HA aHTITHICKOM
s3pike. — ACT, Actpens,
BKT, 2016

VcTHbIi
orpoc.
KouTpoas
HO-
TECTOBHIC
3a7aHUs.

CM. myHKT 7a

.2

AHHOTHUpPOBaHUE,

PE3FOMHPOBAHNC u

pedepupoBanue
Ka4eCTBEHHOM MPECChI

10/12

[Ipocmorp u  aHanus
BHHGOSaHHCGﬁ HUHTCPBBIO
Kaxk TOTOBUTLCS K
HWHTCPBBIO
http://www.ublicityhound.
net/prepare-for-an-
interview-with-a-reporter-
these- 8-ways

YerHbii
orpoc.
KouTpoas
HO-
TECTOBBIE
3a/1aHuA.

CM. yHKT 7a

2.3

Omnpenenenue KII.

10/14

[TpopaboTka
BOIIpOCa
1.BBenenckas JI.A.
Purtopuka u kynbTypa
peun. — @ennkc, 2015
2.Hazapoga T.b.
AHTTTUCKUM SI3bIK
nenosoro oomenus. Kypc
JIEKIIUH U IPAKTUKYM. —
ACT, Actpens, BKT.
2016

I[IpocMoTp W  aHanu3
BHJICO3aIUCEN TUCKYCCUI

TEOpUH

VT
ompoc.
KonTpoas
HO-
TECTOBBIC
3aJIaHMsL.

CM. IyHKT 7a

2.4

CHuHTakcuuyeckue
ocobennoctH si3eika KIT

10/13

[IpopaboTka Teopun
BOIIpOCa

ITonroroska k
MexBy30BCKOMY
KOHKYpCY IIEpEBOJIOB C

Y cTHBIN
omnpoc.
MoaynbHbI
M TecT.

CM. yHKT 7a
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WHOCTPAHHOTO SI3bIKa Ha
pycckuii (Tipo3a, mo33usi)
(BBITIOTHEHUE TIEPEBOJIA C
WHOCTPAHHOTO Ha
PYCCKHH S3BIK,
[MonroroBka K KOHKYPCY
YTEeIOB Ha HHOCTPAHHOM
A3bIKe (O3HAKOMIIGHHE C
WHOSI3BIYHON T033HUEN,
3ay4YHBaHHE

HaU3yCTh)

[Tpopabotka TEOPUU
BOTIpOCa

peun. — ®ennkce, 2015
1..Hazaposa T.b.
AHTIUICKUN S3BIK
nenoBoro obmenus. Kype
JIEKIIUI U TPAKTUKYM. —
ACT, Actpens, BKT.
2016

2.IIpocMoTp 1 aHanNu3
BHUJICO3AIHUCEN TUCKYCCUI
3. [loaroroBka
MexBy30BCKOMY
KOHKYpPCY Ha Jy4IIUi
BOIIPOC HA UHOCTPAHHOM
sI3bIKE 10 TeMe «Briciiee
obpaszoBanne B Poccnn n
CTpaHax U3y4aeMoro
SI3bIKaY (M3Y4YEeHUE
WHOSA3BIYHOU
JIUTEPaTypBhI,
COCTaBJIEHHE BOMpoca U
OTBETA)

5.5. Temsbl pedeparTos
5.6. TBopyeckue 3aiaHusI-HE NPETYCMOTPEHbI
5.7.Cutyanus A aHAJIM3a-He NPeAyCMOTPEHbI
5.8.Crarbu AJ1s1 coCcTaBJICHHS] aHHOTALMI, PelleH3NI-He NPeAyCMOTPEHbI
5.9.Tembl KypcOBBIX padoOT He NPEAYCMOTPEHBI
6.D0H/1 OLICHOYHBIX CPEICTB JJIsl IPOBEACHHUS NMPOMEKYTOYHOM aTTeCTAlUHM 00y4AIOLIUXCH 110
AUCHHUILIMHE (MOIYJII0)

6.1./lepeuenv komnemenyuil ¢ yKazaHuem d3mManos ux GopmMupo8arus 8 npoyecce 0C80eHUs
00pazosamenvHoOU NPOSPAMMbl

®opmupyeMble KOMIIETCHIIUH IlepeuyeHns NuIaHNPYeMBbIX Pe3yJIbTATOB
00y4eHHUsI 1O AUCUMILINHE

Kon HaumenoBanue

Yuausepcaabhbie komnereHunu (YK)

YK-4. Cnocoben mnpumensaTh coBpemenHble | YK 4.1.

KOMMYHHKATHBHEIE TEXHOJIOTHH, B TOM | YMEET BBIOMPATh Ha TOCYJapCTBEHHOM U
YpClie Ha MHOCTPAHHOM (BIX) si3bIKe(ax), | HHOCTPAHHOM (-bIX) s3BIKAX KOMMYHHKATHBHO
IS aKaIeMUYECKOTO 1 | IpUEMJIEMbIe CTHJIM JICIIOBOTO OOIICHHS,
BepOanbHBIC U HeBepOaIbHBIC CPE/ICTBA

po(heCCHOHATBHOTO B3aUMOICHCTBUS b
B3aUMOJICHCTBHS C TapTHEPAMHU




YK 4.2. YMmeeT ncnonb3oBaTh HHYOPMALIOHHO-
KOMMYHHKAIIHOHHBIE TEXHOJIOTHH TIPH
MOUCKe HE0O0XOTUMOH HH(POPMALIUH B
IpoLecce pemeHus Pa3IHIHBIX
KOMMYHHKATHUBHBIX 33/1a4 Ha TOCYAapCTBEHHOM
Y MHOCTPAHHOM (- BIX) SI3BIKAX.

YK 4.3. Ymeer BECTH JIEIOBYTO
MEPEnucKy, YUUTBIBasi ~ OCOOCHHOCTH
CTUITUCTUKU OQUIHATBHBIX M HEOQUIHATBHBIX
NIHCEM, COIMOKYJIBTYpPHBIC pas3inudus B ¢opmare
KOPPECTIOHACHIIMM Ha TOCYIapCTBEHHOM U
MHOCTPAaHHOM (-bIX) S3BIKAX

YK 4.4,

YMeer  KOMMYHUKATHBHO W KYyJBTYpHO
MIPUEMIIEMO BECTH YCTHBIE JEIOBBLIE PAa3rOBOPEI
B mporecce npodecCHOHANTEHOTO
B3aUMOJICHCTBUSI HA  TOCYJapCTBCHHOM U
WHOCTPAHHOM (-BIX) SI3BIKAX.

YVK4.5.JIeMOHCTpUPYET YMEHHUE BBIIOJIHSATh
NEePeBOJ AKaAEMUUECKUX U MPO(PECCHOHATBHBIX
TEKCTOB C WHOCTPAHHOTO (-B1x) Ha
rOCYJIapCTBEHHBIN S3bIK.

Oomenpgeccnonanbubie komnereHunu (OIIK)

OIIK-8

Criocoben MPOEKTHPOBATh
MEJArOrHuecKyro IeATeIbHOCTh Ha
OCHOBC CIICHIUAJIbHBIX HAaYy4YHBIX 3HaAHUN
Y PE3YJIBTATOB UCCIIEIOBAHUI

OIIK 8.1. 3HaeT 0COOEHHOCTH TMeAarorn4ecKoi
NIeATENIbHOCTHA;  TpeOOBaHMSA K  CYOBEeKTaMm
MEearornYeckoil  JesTeTbHOCTH;  PE3YJIbTaThl
Hay4YHBIX MCCIIeIOBaHUN B chepe
He):[aFOFH‘IeCKOfI JCATCIBbHOCTU.

OIIK 8.2. YMeeT ucrosb30BaTh COBPEMEHHBIE
CHenralbHbIe HAyYHbIE 3HAHUS U PE3YJIbTAThI
WCCIIEI0OBaHUH I BEIOOpa METO/IOB B
Mearoru4ecKoi 1esTeIbHOCTH.

OIIK 8.3. Bnameer meromamu, hopMaMu u
CpEICTBaMU MEIarOTUIECKON NeATeIbHOCTH;
OCYIIECTBJISICT UX BHIOOP B 3aBUCUMOCTH OT
KOHTEKCTa MPpo(hecCHOHATHHON NeATEIbHOCTH
C YUETOM pPe3yJbTaTOB HAYIHBIX UCCIICIOBAHUH.

6.1.2. Komnaexm KOHMPOIbHBIX 3A0AHUL UTU UHbLE MAMEPUATIbl, HeoOX0oumble OJisl
OYEHUBAHUSL KOMNEMEHYUL N0 MeoPeMmU4ecKoll 2PAMMAmuKe aHeIUICKO20 A3bIKA

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

Test 2

Business Dialogue
1. Complete the following passage with the words provided: Resolving Conflict Made Quick

and Easy!

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




way to resolve a conflict. All we did was beat each other to a pulp with the last one standing being
declared the —winner.| Unfortunately, this is often how conflicts are resolved.

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

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

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

General Guidelines for Dialogue

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

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

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

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

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

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



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

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

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

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

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

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

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

7 ......: 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,| 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 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?

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.

l'[paRTn'{ecmle 3alaHuA JISl TEKYHIEro KOHTPOJIA 3HAHMH CTYACHTOB-MAaruCTpaHTOB

3ananue 1. Onpenennte, 03HAYAET JIM CJIOBO CTPAHY WJIM HALMOHAJIBHOCTb 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 NMPEAJTO0KCHUA 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 BhIpaxKeHUs 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/ITG 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
2 . She doesn’t get a lot of money, but for her (3) security and
4 hours are more important than a high (5) .

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

5. lonoJiHuTE 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 lonmosinuTe 00BSABIECHUS MpeasioramMu in, on, at, from wam to.

ACE CARS
Are you travelling __to_ New York? Ace Cars can ...
e meet you 1 the airport.
e take you 2 the city centre 3 aluxury car.
e drive you 4 your hotel to meetings or take you shopping and sightseeing.
And 5 Friday and Saturday night, we can show you the best nightlife with our special guided
tour.

7 IlocTaBbTe IJ1aroJbl B HYKHYIO (hopmy.

My name’s Clive Mason and I (1) (work) for an international business school in
Paris. Lucille, my wife, is French. She (2) (work) part-time as a website designer.
We (3) (live) near Vincennes. Lucille (4) (travel) to work by
metro, but | (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 HykHy10 hopmy.

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

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

weekend,” says Sandra.

9. [loadepuTe OTBETHI K BHICKA3LIBAHUSIM

a) Not bad, thanks. 1 Another coffee?

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

c) No, thanks. 2 ow’s business?

d) Goodbye.

e) Nice to meet you. 3 Would you like a drink?

f) Yes, please.

A:
B:
A:
B:
A:
B:
4 A: Hello, Mike.
B:
A:
B:
A: See you later.
B:

33[{3]—[1/16 9. BBI6epI/ITe HYXXHOC CJIOBO U3 paMKH U 3aIIOJIHUTC NIPOITYCKU:

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

1. a polite way of the ending of a letter.

2.The name and address of the company written to are usually on the left-hand side
against the margin.

3.The normal form of for letters addressed to organization is "Dear Sirs". "Dear Mr.



Smith™ has tended to replace "Dear Sir".

4.The of passenger travel on the railways in decreasing
5.A flat-paper container for a letter is called
6.This clause of the contract very much.
7.1 was surprised at the of his knowledge

3amanue Nel(
Test 1 Public Speaking

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

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

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

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

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

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

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

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




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

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

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

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

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

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

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

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

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

An 4 ... serves two purposes:

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

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

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

A introduction

B transition

C preparation

D anticipation

E gatherings

F professionalism
G shift

H spotlight

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

PowerPoint:

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

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

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

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

5. When you have limited preparation time.

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

7. When your audience suffers from PowerPoint fatigue.

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

A Booting up your computer, loading PowerPoint, opening your file, connecting the projector, and

troubleshooting the inevitable problems can take a lot of time.

B Using PowerPoint cues the audience to think of you as an instructor or a trainer — as someone

whose primary goal is to convey information.




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

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

E Once you start a PowerPoint presentation, your audience knows that you are planning to cover a
predetermined amount of material. You have already set the content, scope, direction, and sequence
of your presentation. They know their part is to sit back and observe.
F You want to look your audience in the eye and to say, in effect: “This is me. This is what | 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 ............... 3before ............... 4
them on to the market, or, if there's not much time, we may just launch them, monitor market
reaction and then modify them accordingly. We try to identify the different market ............... >
groups of end-users with particular characteristics. We look at the marketing .............. ® This
includes the best way of distributing the product, deciding which ............. " and retail
................ 8 we are going to use. In the early stages, when the market is growing fast, it can be
qQUIte ..o %: there are a lot of competitors, and the ‘rules of the game’ are not yet
established. Later, when everyone who is going to buy the product has bought it, and the market is
essentially one of replacement, there are usually fewer competitors and conditions are more
................... 10 Of course, we try to be among these surviving companies, preferably number one
or number two in the market.

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

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

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

4 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 ¢) 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.

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.

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.

B~ W



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

. 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.
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).

= O

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. IlpakTu4yeckue 3aJaHUs JAJIs1 IPOMEKYTOUYHOT0 KOHTPOJISI 3HAHUM CTYI€HTOB-
MArucTpaHTOB

@opMOI  NPOMEKYTOYHOM  arTecTauud o  aucuuiuimHe  «MHOCTpaHHBIM — A3BIK B
npodeccnoHaTbHOM KOMMYHHMKAIUU siBisieTcs 3adeT. CucreMa TEeKYIIero U pyOeKHOTO KOHTPOJIS



CTpOUTCS MO OaNIbHO-PEHTHUHTOBOM MOJENN, a UTOTOBBIA 3a4eT CTYAEHTHI MOJY4YarOT B KauecTBE
HAKOMUTEIIbHON pEeUTHHTOBON omeHkn (He Menee 30 OamioB). B TexHomormdeckoil kapre
JTUCHUIUIMHBL BbIIETICHBI BCe (OPMBI TEKYIIETO M PYOEKHOTO KOHTPOJS, KaxKdas U3 KOTOPBIX
OIICHUBAETCS OMPECIICHHBIM KOJMYECTBOM 0aUIOB (B IHMANa30HE «MUHUMYM — MAaKCUMYM»).
Bo3moxHO HauuciaeHue OOHYCHbIX U IITpadHBIX OauioB (HampUMep, K HEYAOBICTBOPUTEIBHOMN
OIICHKE B COYCTAHWH C PEUTUHTOBBIM MITPaGOM MPUPABHUBAIOTCS Ca4a TEKCTa y4eOHOTO 3aaHusl,
M03aUMCTBOBaHHOTO M3 MHTepHeTa WM U3 KOJUICKUWH Y4eOHBIX 3aJlaHui MPOLUIbIX JIeT, caaya
ABYM:A U 60.]166 CTyACHTAMU UACHTUYHOT'O TCKCTA yqe6Hor0 3aaHus, UCIIOJIB30BAHUEC SJICKTPOHHBIX
mporpaMM rnepesoja. PeiiTuHrosie 60HYCHI peyCMaTPUBAIOTCS MPU JEMOHCTPALIMU CTYIEHTaMH B
X0JIe ceMecTpa YriIyOJeHHOTO 3HaHUS Y4eOHOTO M JOMOJHHUTEIHHOTO MaTepualia, TBOPYECKOTO,
WHUIMATUBHOTO U JUCIHMUILUIMHUPOBAHHOTO OTHOILIEHUS K yuyeOHOMY mporieccy. TexHosoruueckas
KapTa BKJIIOYaeT 0a30BYI0 W JIOTOJHUTENBbHYIO 4acTH. B 0a30BOH 4yacTW NTPUBOAUTCS pacyer
PEUTHHIOBOM OIICHKU Te€X y4YeOHBIX 3a/JlaHUi M KOHTPOJIbHBIX IMPOLEAYP, KOTOPHIE BBIMTOJIHSAIOTCS
CTyACHTaMH B TCYCHHUEC CCMECTpPA. I[JIH HUTOroBOro 3a4ucTa CTYACHTaAM IOOCTATOYHO HAKOIIMTbH 30
O6amioB. EnuHCTBEHHBIM 0053aTeIbHBIM YYEOHBIM 3aJaHUEM, KOTOPbIE MAruCTPaHThI JOJKHBI
BBIIIOJHUTH BHE 3aBUCHUMOCTH OT IOOCTUTHYTOI'O YPOBHA HAaKOIMUTEIbHOMI OLICHKHU, ABJIACTCA
MOATOTOBKA W TMpE3eHTaIMsl Y4eOHOro MpoeKTa (CTYACHTHI, MO YBaKUTEIbHBIM IpPUYMHAM, HE
NPUHSBIIME y4yacTHe B OTOH paboTe, 0O0sS3aHBl MOATOTOBUTH Y4YEOHBIH MPOEKT B COCTaBe
JIOTIOIHUTEIBHBIX y4eOHBIX 3a/aHuil). JomomHUTENbHAs YacTh TEXHOJOTUYECKONW KapThl BKIHOYAET
KOMIICHCHUPYIOIIUC yT-I€6HI)IC 3adaHus. MaFI/ICTpaHTLI BBIITOJIHAIOT UX B TOM ClIy4dae, €CJIM B paMKax
0a30BOM YAaCTU HE CyMeJM HaOpaTh KOJIMYECTBO OayioB, HEOOXOIUMOE Jisd TMOJy4YeHHs 3aueTa.
BbibOp 10NOMHUTENBHBIX Y4E€OHBIX 3aJaHUM U3 MPEAJIOKEHHOTO IMEepedyHs MarucTpaHThl
OCYUIECTBJISIFOT CAMOCTOATENbHO. CPOK MX BBIITOJIHEHUS ONPEEISIETCS IPENO01aBATEIEM.

IIpumepsI BONIPOCOB 111 3a4eTa
®dopmasibHOE U He(hOpPMaTIbHOE JIEI0BOE MMUCHMO.
Kiunie B 1enoBom nuceMe.
A0GOpeBuaTypsl B IEJIOBOM MHUCHME.
Oco6eHHOCTH /1€70BOM JOKYMEHTAIUH.
Kontpakr. Tumsl COBpeMEHHBIX KOHTPAKTOB.
OO0pa31bpl KOHTPAKTOB.
Kimre KoHTpakToB.
CrniennanbHasi TEpMUHOJIOTHS B KOHTPAKTaXx.
OnpeneneHre U TUIHI IE€JIOBBIX BCTpPEY.
10 [InannpoBaHue NPOBENEHUS AEIOBOM BCTPEUH.
11. dyHkIMoHaANIBHBIE OCOOEHHOCTH SI3bIKA JIETIOBBIX BCTPEY.
12. Knuie 1e1oBbIX BCTpey.
13. OmnpenienieHUE U TUTIBI TPE3SHTATIHIH.
14. CtpykTypa npe3eHTaum.
15. Kiume B npe3eHTanuu.
16. Ctunuctuveckre 0COOEHHOCTH MPE3CHTAIIHH.
17. Onpenenenue u TUIBI IEPETOBOPOB.
18. OcobeHHOCTH S3bIKa IEPETOBOPOB: JIEKCUKA, (PYHKIIMOHAIBHbIE CTHIIH, TUCKYPC.
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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. [IpounTaiite Texct Legal education u nepenaiite kpaTkoe cojiepKaHue Ha aHTITHICKOM
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.



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

3ananmue 4. [ToaroroBbTe MPE3CHTAIMIO CBOSH HAYYHOU CTaThU WIIH JIOKJIAAa, UCTIOIb3YS
HUKETIPUBEICHHBIC BBIPAXKEHUS:

Sample of Presentation
Dear friends and colleagues,

May I welcome you on behalf of... . My name is ... , let me start by giving our terms of reference.
My aim today is to discuss... I have divided my report into two parts. First, I would like to talk
about ... .Secondly, I am going to analyze ... .This will take about twenty minutes.

To save time, could we leave questions until the end? Right. First of all, just a few words about the
history of the subject ... . Now for the main problem. There is an essential difference between ... .
Turning now to the possibilities, | must say that there is a choice of two courses of
action... .Next we come to our recommendations ... .I have prepared a detailed list of issues to
discuss ... .Could you hand around these leaflets, please? That concludes my talk. Please feel
free to ask questions.
3ananue 5. [IpounTtaiite Tekct Speaking on Public u mepemaiite 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 BOIIPOCHI IO COACPIKAHUIO TCKCTA:

1.Why do we have to speak on public?

2.Do all speeches have anything in common?

3.What are the common features of all speeches?

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

5.What is the typical plan of a speech?

6.What should you pay special attention to?

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

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



Ha000POT.

23. ConocraBbTe aHIMiickoe (PYCCKOE) CIIOBO MIIH BBIPAKEHHUE C €r0 MEPEBOIOM.
24. TloctaBbTe BOIPOCHI K TAHHBIM MPEJIOKEHHSIM.

25. CuenaiiTe JaHHBIC IPEIOKECHUS OTPUIIATEIILHBIMH.

26. BcraBbTe MpONyIIEHHBIE CIIOBA B JAHHBII TEKCT.

3ananue Ne7 [Ipounraiite u nepeseaure Tekct RESUME

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

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

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

Always be positive and never apologize for being You.

3apanue 8. Onpenenure, Kakue U3 HIDKETIEPEUNCICHHBIX TyHKTOB MOTYT OBITH Hanboiee
npuroanbivu Uit 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

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.



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

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

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

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

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

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

4. Complete the following passage:

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

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

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

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

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

2

am.

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



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

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

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

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

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

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

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

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

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

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

and ended up making unnecessary concessions.

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

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



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

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

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

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

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

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

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

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

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

a. cancel 1. arrange a meeting

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

d. cutshort 4. hold the meeting sooner

e. fixup 5. hold a longer meeting

f. extend 6. finish the meeting earlier

g. reschedule 7. not hold the meeting at all

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

1.

2.

3.

4.

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

a) Can you give me the phone number?

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

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

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

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

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

a) Could you send me a brochure?

b) Would you mind sending me a brochure?

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

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

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

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

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

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

6.3.Onucanue noxazamenei u Kpumepues OyeHUu6aHus Komnemelmuﬁ Ha pa3judHblx omanax ux
gbopMupoeaHuﬂ, onucarnue wKajl OyeHUuBaHuA

Onenounoe [Ixana oneHuBaHusg [IpencraBienue  OLIEHOYHOTO
CPEeNCTBO cpencTsa B hoHJIE
3aumeno
KonTpoasHo- ITpaBuiibHBIX OTBETOB 51- ®oun TECTOBBIX
TECTOBBIE 33JaHUS BrickasbiBaHue, B OCHOBHOM, JIOTMYHO; | IPAaKTHUYECKUX 3aJaHUM
MMEIOTCSl OTJEJIbHBIE HEAOCTATKU MNpU




HCIIOJIb3OBAHHUU CPCACTB JIOTUYECKOM

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

HapymieHuss B O(OPMIICHMHM TEKCTa.
Hcnonb3yemMblii  ciloBapHbI  3amac
COOTBETCTBYET IIOCTAaBIEHHOW 3ajauye,
OIHAaKO  BCTpPEYaloTCid  OTJEJIbHbIC
HETOYHOCTH B YHOTPEOJIEHUH CIIOB,
anbO0 CIOBapHBIM 3amac OrpaHUyeH, HO
JeKCHKa UCIOJIb30BaHa MPaBUIBHO.
Nmeetcs pan rpaMMaTH4eCKHX
OMMOOK, HE 3aTPYAHSIOLINX
MOHUMAaHUE TEKCTA.

Hezaumeno»

[TpaBuiibHBIX O0TBETOB MeHee 50%.
KpaitHe orpaHuYeHHBIM  CIIOBApHBIN
3amac  HE  IO3BOJIAET  BBIIOJHUTH

IIOCTaBJIEHHYIO 3ajgady.
I'pammaTnueckue IpaBuIa HE
COOJIFOIar0TCA.

HenpasuiisHOE HCIIOJIb30BaHUE
rPpaMMaTU4YECKUX  CTPYKTYp  JA€JaerT
HEBO3MOKHBIM BBIIIOJIHCHHE

MMOCTaBJICHHOM 3a0aun

MexKynbTypHBIE
0COOEHHOCTHU
JIeII0BOU
KOMMYHHUKAaIUH

3aumeno 1paBunbHBIX OTBETOB 51-

3aaHMe BBINOJIHEHO: HEKOTOPHIE
aCTIeKThl, yKa3aHHbIE B  3a/IaHUM,
PAaCKpBITBI  HEMOJHOCTBbIO;  MMEIOTCS
OTJeNIbHBIC HAPYIICHUSI CTHIICBOTO
oopmiieHHs peun; MPHUHATHIE B S3BIKE
HOPMBI  BEXKIUBOCTH, B OCHOBHOM,
COOJIIOJICHEI. Lenb o01IeHUS
JOCTUTHYTA, OJHAKO TeMa PacKphITa HE
B MOJHOM oObeme. COLMOKYIbTYpHBIE
3HaHUS, B OCHOBHOM, HCIIOJIb30BaHBI B
COOTBETCTBUU C CUTYyallel 0OIIeHUs
Hezaumeno»

ITpaBuiibHBIX OTBETOB MeHee 50%.
3amaHre HE BBINOJIHEHO: COJEPKAHHE
HE OTpakaeT Te acCHeKThl, KOTOpbIe
yKa3aHbl B 331aHUH, WITH HE
CootBeTrcTBYeT TpeOyeMoMy OO0BEMY.
Llens oOmIeHus HE TOCTUTHYTA

PeyeBoil 3THKET: COBETHI U
PEKOMEH TIaINH.

Coo0urienune
TeEME

o

3aureHo

[IpaBunbHbIX OTBETOB 51-
BricTynaromuii 1eMOHCTpUPYET 3HAHUSA
o BBIOpPAaHHOM TEME, nMeeT
3aTpyJHEHUs]  C  HCIIOJIb30BAHUEM
TeMaTu4yeckoro BokaOymsipa; MmeroTcs

TeMsbl cOOOIIEHNHA




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

Hezaumeno»

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

HEJ0CTOBEPHOM uH(pOpMaInHy,
BBICTYNAIOUIMM  JIONMYIIEHO OO0JjbIlIoe
KOJIMYECTBO rpyObIX OIIIOOK
SI3BIKOBOTO XapakTepa.
ITncbpMEeHHBIH 1 «3aumenoy @doH/T TEKCTOB Ha MEPEBOJT

YCTHBIN
IIEPEBOJ

[TpaBunbHBIX 0TBETOB 51-%

[lepeBon monHBINA, O€3 MPOMYCKOB H
IIPOM3BOJIBHBIX  COKpAIlEHUH  TEeKCTa
OpUI'MHaa, JIOITYCKaeTCsl OJlHa
¢dakTuyeckas oOmMUOKa, INpPU YCIOBUH
OTCYTCTBUS NOTEPh UH(DOPMALIK U
CTWJIUCTUYECKUX  IOTPEIIHOCTEH  Ha
apyrux ¢parmeHrax Tekcra. MmeroTcs
HECYUIECTBEHHbIE  IOTPEIIHOCTH B
VCIIOJIb30BaHUU TEPMUHOJIOTHH.
IlepeBon B  [1OCTAaTOYHOW  CTEINEHH
OTBEUYAET CUCTEMHO-SI3bIKOBBIM HOPMAaM
U CTUJIIO si3bIKa mepeBojaa. KynbTypHbie
U QYHKIIMOHAIbHbIE

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

JlonyckaroTcss HEKOTOpPbIE HapyLIEHUs B
dbopMe npeabsIBICHUS ITEPEBOIA.

«Hezaumeno»

ITpaBuiibHBIX O0TBETOB MeHee 50%.
ITepeBon COAEPHKUT MHOTO
dakTtnyeckux  ommbok.  Hapymena
MIOJTHOTA nepeBo/ia, ero
OKBHUBAJIEHTHOCTh U aJIeKBaTHOCTh. B
nepeBojie rpy0o HapylIeHbl CHCTEMHO-
S3BIKOBBIE  HOPMBI U CTWJIb SI3bIKA
nepeBoga. KoMMyHHKaTHBHOE 3aJaHUE
HE BBINIOJHEHO. [ pyOble HapyIIeHus B
dbopMe npeabsIBICHUS TEPEBOJIA.

PedepupoBanue
CTaThH

«3aumenoy

[TpaBunsHBIX 0TBETOB 51-%

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

®ownj crareit as
pedepupoBaHus




COOCTBEHHOE OTHOIIICHHE K Tpodiieme,
0003Ha4YEeHHON B MPEI0KEHHON
ctatbe. CopepxaHue COOOIICHUS
COOTBETCTBYET  TeMe.  AJieKBaTHas
peakius Ha JOMOJHUTEIIbHBIE BOIPOCHI
MperoaBaTes.

Peub npaBuibHas, JOIYCKAKOTCS
HE3HAYHUTEJIbHEIE OIIHMOKH SI3BIKOBOTO
xXapakrepa.

«He3zaumeno»
IIpaBunpHbIX 0TBETOB MeHee 50%.
Heymenne OT/CIIUTh OCHOBHYIO

UHPOpPMALIMI0O  OT  BTOPOCTENEHHOM,
HOTIBITKA  peeprpoBaHust CBOIATCA K
BOCIIPOU3BEECHUIO TOTOBBIX
IIPEIOKEHU I U3 TEKCTA.

PeueBas akTUBHOCTB CTYZCHTAa HHU3Kasl.
Peakuus Ha BOIpocsl

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

ITuceMeHHbBIE
paboThI

«3auteno» [IpaBunbHBIX 0TBETOB 51-%
— CTYACHT ITOATOTOBUII 33JaHUE T10
peIoKEeHHOMY QopMmaTy, XOTs
UMEIOTCS OTJENbHBIE HAPYILICHUS
CTUJIEBOTO O(POPMIICHUS PEYUH.
Hcrionb3yeMblii CIIOBapHBIN 3amac
COOTBETCTBYET IIOCTABJICHHOW 3aj1aue,
OJIHAaKO BCTPEUAIOTCS OTJEJIbHbBIE
HETOYHOCTHU B yIOTPEOJIEHUH CIIOB
100 CIOBapHBIN 3amac OrpaHUYeH, HO
JIEKCUKAa MCI0JIb30BaHa MPAaBUIIBHO.
NmeeTcs psa rpaMMaTHYECKUX
OIINOOK, HE 3aTPYAHSIIOLINX
noHnMmanue Tekcta. Opporpaduueckue
OIIMOKY MPAKTUYECKU OTCYTCTBYIOT.
«He3auyTeHO» — CTYJEHT MOATOTOBUI
3aJaHue ¢ TpyObIMH HapYIICHUSIMHU
dbopmara MUCbMEHHOU paboThL.
OTCyTCTBYeT JIOTUKA B IOCTPOCHHH
BBICKA3bIBAaHUs; TEKCT HE O(OopMIIeH
COrIacHO Heobxoaumomy  ¢dopmary.
KpaiiHe orpaHMuYeHHBII  CIOBAapHBIN
3armac  HE  TO3BOJSIET  BBIOJHUTH
[IOCTABJIEHHYIO 3ajady. JlomyuieHsl
rpyosie  Jekcuueckue U (WIN)
rpaMMaTHYeCKHe OITHOKH.

®oHT ASITOBBIX ITHCEM,
KOHTPAKTOB

IlepeBon nenoBBIX
IMHCEM

«3auteno» [IpaBunbHbIX 0TBETOB 51-%
—  TEKCT  TMepeBoja  aneKBaTeH
UCXOHOMY COOOIIECHHIO; M3JI0KECHHUE, B
OCHOBHOM, JJOTUYHO )41 T'paMOTHO,
POIEMOHCTPUPOBAHO 3HaHHE "
MOHUMAaHUE KIIIOUEBOU TCPMUHOJIOTUHA U

DoHJ ICTOBEIX IHCEM,
KOHTPAKTOB




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

CTPYKTYD.

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

NEepPeBeIEHHOM  TEKCT€  OTCYTCTBYET
JOTHKAa W HMMEKOTCS MHOTOYHCIICHHBIC
rpaMMatudeckue  omuOku  (Oonbime
BOCBMH); H3YYCHHBIM BOKaOymsip u
JICKCUKO-TPAMMATHUECKUE  CTPYKTYPhI
HepeBe/ICHbl HEBEPHO JIMOO COBCEM HE
TIepEBE/ICHBI.

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

A) OcHoBHas1 1uTEparypa
1.Amyp6exoBa T.W. Business English [Tekcr]: yuebnoe nocodue. — T.1. Amrypbexona.
Maxaukana: UL AT'Y. — 2018.
2.I'ycnskoBa, A.B. Business English in the New Millennium : yue6Hoe mocobue /
A.B. T'ycnaxoBa ; MunucrepctBo oOpa3oBanus u Hayku Poccuiickoit denepanmn, MoOCKOBCKUI
NeAarorn4eckuil ToCyJapCcTBEHHbINM yHuBepcureT. - MockBa : MIIT'Y, 2016. - 180 c. : wi. -
bubmuorp. B kH. - ISBN 978-5-4263-0358-4 ; To e [Omekrponnsii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=472847 (21.09.2018).
3.I'aparyns C.M. Aurnuiickuii si3bIK Juis esioBoro obmenus -PocroB u//1: ®enuke, 2017.-268 c.
4.0sunnnukoBa, .M. The course of business English for the linguistic department :
yuebHoe nocodue / I.M. OBunnHukoBa, B.A. JleGenesa ; pea. C.C. XpomoBa. - Mocksa : EBpasuiickuii
OTKPBITBIH MHCTUTYT, 2016. - 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 numepamypa

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

2. lIlleBenéna, C.A. JlenoBoii anriuiickuii : yaeonoe mocobue / C.A. IlleBenéra. - 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).

HNuTepHeT-pecypcesl
www.bbclearningenglish/com (section “Business English™)
http://www.businessenglishonline.net/InCompany/intro.htm
http://www.dialogueworks.com/pages/blogs.php
http://www.logosnoesis.com/dialogue
http://www.wittcom.com/leader_resources.htm



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

http://www.englishclub.com/speaking/presentations.htm
http://www.kwintessential.co.uk/cultural-services/cross-cultural-communication.html
http://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these- 8-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-TEJIEKOMMYHUKAIIMOHHOI ceTH «AHTepHET,
He00XO0IUMBIX /IJI51 OCBOCHUS TUCHHUILUIHHBI (MO1YJIA)

IIpyn nmpoBeneHUM NPAKTHUYECKUX 3aHATHM IO JUCLUIIIMHE «J[eI0BOM MHOCTPaHHBIA S3BIK»
UCIIOJIB3YETCS  CIEAyIoIee MpOrpaMMHOE oOeclieueHne COBPEMEHHBIX HWH(OPMAIMOHHO —
KOMMYHI/IKaTI/IBHBIX TGXHOJIOFI/IfIZ
WHTepHeT-pecypcehl: 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 WHPOpPMANIMKM HA TIO TEMaM, BBIHOCUMBIM Ha
CaMOCTOATCIIBHOC U3YUCHUC,

-y4eOHbIe TocoOus U ydeOHO-METOAMUECKUE pa3padoTku HayuHo# oubmuorexu AITIY;
-3JIEKTPOHHBIM pecypcHbIi LEHTP HAYYHOM OnOIMOoTEKH ALY, “Wikipedia”
http://www.wikipedia.org

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

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

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

http://www.logosnoesis.com/dialogue

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

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

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

9. Meroauyeckue yKazaHusi JAJsl 00y4arOLIUXCS MO0 OCBOEHUIO TUCIUTLIUHBI

OOydeHue MHOCTPAHHOMY SI3bIKY I10 JaHHOW MporpamMme rOTOBHUT K JIEJIOBOMY OOIIEHUIO
Ha aHIJIMMCKOM SI3bIKE, KaK B MPO(eCCHOHAIbHON JESITeNbHOCTH, TaK U B IIOBCEITHEBHOM JKU3HH, a
TaK)KE€ YYUT YUTAThb U MIOHUMATh TEKCThI PA3JINYHOM HAINPABIECHHOCTH, YYUT MCATh AHHOTALMU U
pedepar, nucath TUChMa YaCTHOTO U JIEJIOBOTO XapakTepa. B mporpammy BKJIIOY€Ha CriellMaibHas
TEPMUHOJIOTHS A3bIKA JIEJIOBOTO OOIICHHUS.

HeoOxonumMo pa3pabaTbiBaTh COBMECTHO C TpPENojAaBaTeileM WHAMBUAYAIbHBIN alrOpuTM
CaMOCTOSITENIbHOU PaboThl U pabOTH! Ha 3aHATUSAX. OCHOBHAsI peKOMEHAalusl, 0OecredrnBaroias
ycIex IpU OCBOCHHUH, KaK OT/IEIbHBIX TEM, TaK M Kypca B IIeJIOM - CUCTeMaTHueckas padoTa HaJ
3aJaHUSIMU, KOHKPETU3UPOBaHHBIMU B 11.3, «CoaepkaHue caMOCTOATENbHOM paboTh». BeimonHsis
3a/1aHMs, CTYIEHT KOHTPOJMPYET CTENEHb YCBOCHHsI Marepuana W, €Clid OH HE B COCTOSIHUM
BBIIIOJIHUTh TO WM HHOE 33JaHUE, OH [OJDKEH BHUMATEIBHO IIPOYUTATH COOTBETCTBYIOILIEE
IIPABWJIO II0 PEKOMEHIOBAHHOM JIUTEpaType. [Tocne 3aBepuieHMs KaXJIoro OJOKa TeM,
[IPEINOIAaBaTElb 1AeT «TBOPYECKUE» 3aJlaHMs: HANMCAHUE CBA3HBIX PACCYKIACHUH, BBICKA3bIBAaHUM,
aHHOTaLMU U pedepaToB, MUCEM JIUYHOTO U JIEIOBOT0 XapaKTepa, IOAr0TOBKa YCTHOI'O COOOLIEHUS
10 33J]aHHOW TeMe, MOATOTOBKA K POJIEBON Hrpe, Harmpumep, «OTKPBITHE COOCTBEHHOTO OM3HECa».
Ha 5T0 OTBOIMTCS TOCTATOYHOE KOJMYECTBO YAaCOB HA CAMOCTOSITENIBHYIO NOArOTOBKY. Ilonck u
cbop Marepuana JOMHKEH OCYILECTBIISATHCS CTYAEHTAMHU CaMOCTOSITEIIbHO W3 COOTBETCTBYIOIIMX
VCTOYHUKOB: MEPUOJUYECKUX HW3JaHUN, HAY4YHO — IOMYJSPHBIX TEKCTOB, HAy4YHBIX CTaTei,
MoHnorpaduii, UutepHer - pecypcos. IIpu moaroroBke Takux KOMMYHUKAaTHBHO-OPUEHTHPOBAHHBIX
3aJaHUI: POJICBBIX WIP, TPYNIOBBIX IUCKYCCHMM M T.I. CIEAYeT NPUIACPKUBATHCA CLEHapHs,
pa3paboTaHHOI0 COBMECTHO C IPEMOAaBATEIISIM.


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 HHPOPMANMOHHBIX TEXHOJIOTHA, HCIOJIB3yeMBbIX MPH OCYIECTBICHUH
00pa30BaTeJIbLHOIO NPoIecca Mo IMCHUIINHE (MOAYJII0), BKJIOYAs NlepedeHb MPOrpaMMHOTI0
obecreyeHusi U HHPOPMAIHMOHHBIX CIIPABOYHBIX CHCTEM (IPH HEOOXOAMMOCTH)

[Ipu npoBeneHUM MPAKTUYECKUX 3aHATHH 1o guciumuinHe «lHOcTpaHHBIA — SI3BIK B
npoeCCHOHATHPHON KOMMYHHMKAIIMW» HCIONB3YIOTCS CIEAYIOIIUE MPOrpaMMHBIE OOECTICUCHHS
COBpPEMEHHBIX MH(POPMAIIMOHHO — KOMMYHHMKAaTHUBHBIX TexHosiormii: Microsoft Office, Excell,
cioBapb-niepeBoguk ABBYLingvo 12, oGyuaronie nporpammser: «Speaking Englishy», «Tell me
more», «Anrmuiickuii Ha Ypa», «lIpodeccop XwurruHc. AHrIUACKHA 0€3  aKIeHTay,
«VIHTepaKkTUBHBINA y4eOHUK IO COBPEMEHHON I'paMMAaTHKE aHTIIMICKOTO s3bIKay, «CaMoydnuTenu 1o
AHIJIMHACKOMY  SI3bIKY»; HUHTepakTuBHble Kypchl «TOEFL»; TpeHUHroBble MNpOrpamMMmbl 1O
IrpaMMaTUKE U JIEKCUKE, TECTOBBIE 3aJaHMsI 10 AHIVIMHCKOMY A3BIKY: « TecTbl MO aHIVIMHCKOMY
SI3BIKY»; Y4eOHBIC TOCOOUS U YIeOHO-METOIMUECKHE pa3padoTku HaydHor Onbmmoreku JII'TIY.

11. MaTepuajibHO-TeXHHYeCKOe o0ecneyeHne JUCIHIIHHBI

HpI/IMeHeHI/Ie COBPEMCHHBIX O6pa3OBaTeJ'ILHHX TeXHOHOFHﬁ, B paMKaX KOTOPbIX PCAIN3YCTCA
OCBOCHHMEC IOUCHUILNIMHBI, MpeAnojaract HMCIOJIb30BaAaHUC aKaHGMI/I‘-IeCKOf/'I ayauTopun  Ijid
IMPOBCACHUA HNPAKTHICCKUX 3QHSTUHN C HCO6XOI[I/IMBIMI/I TCXHUYCCKHMH CpCACTBAMUA (KOMHLIOTep,
IIPOEKTOp, DOKpaH, HHTEpaKTHUBHAsg JOCKa, ayIuo- U- BHIECO almaparypbl, Meduasal C
BO3MOXHOCTBIO ITPOCMOTpPA CIIYTHUKOBOI'O TCJICBUACHHW S HA HUHOCTPAHHOM HSLIK@).

CpenctBa oOydeHHsI BKIIOYAIOT Y4eOHO-CIIPABOYHYIO JIUTEpaTypy (PEKOMEHIOBaHHEIC
y‘le6HI/IKI/I u y‘I66HLIe HOCO6I/I$I, CJIoBapu, y‘le6HHe U AYTCHTHUYHBIC IICUATHBIC, ayAHUO- U
BUJeoMarepuaisl, UHTEpHET-pECypChl).

[Tporpammer: Microsoft PowerPoint 2007, Adobe Acrobat nmu6o Foxit Reader.

Hal"J'Ifl)IHI)Ie, AyIUOBHU3YyaJIbHEIC, TEXHUYCCKUC CpeacTBa 06y‘IeHI/I$I : KOMIIBIOTCD,
MYJIbTUMEINA, AyIHOBU3YAJIbHBIC MAaTCPpHUAJIbI.






