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1.1Meap ¥ 3aaa4u OCBOECHHUS IHCIHUIINHBI
JlanHast mporpamMma paccuuMTaHa Ha CTYACHTOB, MPOJOJDKAIONIMX 00yYeHHE B MarucTpaType
JI'TIY. OcHOBHO¥M HENbIO MpenoAaBaHus JUCIUIUTMHBI «IHOCTpaHHBIN S3bIK B MPOodheCcCHOHATBHON
KOMMYHHKAITUW» SIBISICTCS 3aKpPEIUICHHE 3HAHWA, MOJTYYCHHBIX MAaruCTpPaHTaMU B TPEIBIIYIEM
stane oOyueHusi - OakajliaBpuar, W JaibHeiInee ux yriayOjJeHue 3a CYeT H3Yy4YeHHUs S3bIKa
npodeccHoHATbHOW KOMMYHHKAIUH.
ey maHHO# MPOrpaMMBbl — Pa3BUTHE Y CTYJAEHTOB MarucTpaTypbl YMEHUM ¥ HABBIKOB OOIIICHUS
B YCTHOH W THUCHbMEHHOW QopMe B THIMYHBIX CHTyauusx B chepe mnpodeccnoHanbHOM
KOMMYHHUKAITUH, a TAK)KE COBEPIICHCTBOBAHKE SI3bIKOBOM 1 00IIETTPOPECCHOHATBHOW KOMITCTCHITHH.
JloCcTH)KEeHHIO JAaHHOU LIETTU CIIOCOOCTBYET pEelICHUE CISAYIOUX 3a1a4:
® Dpa3BUTHE HHTEpeca K TPUMCHCHHMIO HMHOCTPAHHOTO  S3bIKAa B  IPAKTHKE
caMo00pa3oBaTeIbHON JACATEIHHOCTH I1€/1arora;
pa3BUTHE KOMMYHUKATUBHBIX YMEHHUI MaruCTPaHTOB;
® pa3BUTHE MEXKYIbTYPHBIX 3HAaHHUM ¥ YMEHUH, KOTOpbIE TO3BOJIAIOT MAarHUCTPaHTY
OpPUEHTUPOBATHCS B PA3NUYHBIX TUMAX KYJIbTYp U COOTHOCHMBIX C HUMHU HOPM JIETIOBOTO

OOIIICHUS,

® pa3BUTHE 3HAHWA W YMEHUH COCTABICHHS JCJIIOBOM KOPPECIOHICHIIMM Ha WHOCTPAHHOM
SI3BIKE;

®  OBJAJICHUE TEXHUKOW YTCHHUS, NIEPEBO/IAa U peeprupOBaHIs AyTCHTUIHBIX TEKCTOB JICTOBOM
TCMATUKH.

CryneHTbl J0JDKHBI YMETh OCBEIIATh PAa3sHOOOPA3HbIE BOIPOCHI, INPAaBUIBHO CHUHTAKCUYECKU U
CTHJIMCTUYECKU OPraHNU30BaTh CBOIO peyb, IPOBOJUTH AHAIIN30B TEKCTOB JI€JI0OBOM HAIIPABICHHOCTH.
PaboTa Haj COBEpIIEHCTBOBAHMEM sI3blKa BEJETCA KaK Ha MaTepuaje MUCbMEHHBIX paboT, Tak U
YCTHO C MOCJIEAYIOIMM KOMMEHTHPOBAHUEM, OOCYKJIE€HUEM U pabOTOW HaJ MHAUBUAYAIbHBIMU U
TUOUYHBIMU omnOkamu. Ilpu orGope mMeronnueckoro marepuaiga ocod0oe BHHUMaHUE HEOOXOIUMO
yaensaTh 3()QPEeKTUBHBIM IpHUEMaM AaKTUBHOTO OOYYEHHMs, a TakKXKe JOCTHKEHHUSIM COBPEMEHHBIX
METOAMK (KOMMYHHKAaTHBHOIO M HMHTEHCHBHOrO OOy4YeHMs, UTPOBOTO MojeiaupoBaHusi). B xoze
JAHHOTO Kypca CTYAEHT J0JKEH NMPUOOPECTH NPaBUIIbHbIE IPOU3HOCUTEIbHBIE HABBIKH, HAYUYUTHCS
CBOOOJHO M TNPaBWJIBHO MOJb30BaThCsi I'PAaMMATHYECKMMU KOHCTPYKLHUSMH aHTJHUICKOrO S3bIKa,
OBJIAJIETh JIOCTATOYHO OOIIMPHBIM CJIOBAPEM M HAYUYHUTHCA CTHUJIMCTUYECKU MPABUIBLHO OQOPMIISTH
CBOIO peYb KaK YCTHYIO, TaK U IIMCbMEHHYIO.

2.MecTo nucuunaunsl B crpykrype OIIOIT BO
Hucuumnuna (b1.0.02.02) «MHocTpaHHBIH $3bIK B MPOQPECCHOHANBHON KOMMYHUKALIUID)

BXOJIUT B MOIYydb MPOPECCHOHATHHOW KOMMYHUKAIIMU yuebnoro tiana OIIOII BO 1o
HanpasieHuto noarotosku 44.04.01 Ilenarornyeckoe oOpazoBaHHUE.

Huctummuaa (51.0.02.02) «MHOCTpaHHBIH S3bIK B PO(GECCHOHANBHON KOMMYHHUKAIUIY Oa3upyercs Ha
KOMIIETEHIIUSX, 3HAHUIX, YMEHUSX M HABBIKAX, COOPMUPOBAHHBIX Yy 00YYarOIIUXCS B PE3YJIbTaTe 00ydeHUs
B CpelaHeil o00meo0pa3oBaTe/ibHOM IIKoJIe M B pe3ynbrare ocBoeHus aucuuiumma OITOIT Gakamaepa
«[IpakTudeckuii Kypc aHIIMUCKOro s3bikay. JucruminHa «MHOCTpaHHBIH $3bIK B NMPO(EeCCHOHATBHON
KOMMYHUKAIMIDY OO0ECIeUnBACT YTIIYOJICHHYIO TOJATOTOBKY CTYACHTOB-MarMCTPaHTOB K pa3HOOOpa3HOM
npo(eCCHOHATIBPHON JIEATSIIBHOCTH, CBSI3aHHOW C HCIIOJIb30BAaHWEM 3HAaHMW W yMEHHMH B 001acTh
WHOCTPAaHHOTO sI3bIKAa B YUYPESKACHUSIX OO0pa3oBaHWs, KyIbTypbl, ympaeienus, B CMU, B obOnactu
MEXKYJIbTypHOH KOMMYHHKAI[MH. 3HAaHWE $3bIKa HEOOXOAUMO /Il MAruCTPaHTOB [UISl W3yYeHUs
WHPOPMAITMOHHBIX PECYpPCOB HAa aHTIHUICKOM si3bike.  KommereHimu, chopMHUpOBaHHBIE B TpoIiecce
W3yYCHHS TUCHUIUIMHBI, HEOOXOIUMBI IJIsi OCBOCHHS CONEPKaHUS JUCLUIUIMH: «MeToauKa IpenogaBaHust
AHTJIMACKOTO SI3bIKA B YCIOBUAX MHOTOS3BIUUSY, «AHTTUUCKHUM S3BIK AJI1 MEKKYJIBTYPHON KOMMYHUKALIUN),

JUCHUILIIUH I10 BI:I60py CTYACHTA, BBLIIIOJHCHUA 3a):[aHPII7[ (y‘[e6H0171, HpOI/I3BOZ[CTBeHHOI>'I MPAaKTHUK, HAYYHO-



HCCHCZLOB&TCJ’IBCKOﬁ pa6OTI>I) 1 IMMOATOTOBKH K HTOTOBOM aTTCCTaluu.

3.Jlnanupyembie pe3yJabTaThl 00y4eHHUS MO JUCHUILINHE

B pesynbraTte oCBOEHHS COEpKaHHsI IPOrpPaMMbl Y MarucTpa JOJDKHBI ObITh c(hOpMUPOBAHBI

KOMIICTCHIINU.

@dopMupyeMble KOMIIETEHIHU

Kon

HaumenoBanue

Ilepeyens nuIaHNpyeMbIX pPe3yJIbTATOB
00y4eHMs 10 JMCHUIIMHE

YHusepcaabable komnereHuuu (YK)

YK-4.

CriocoOeH TPUMEHSATh COBPEMCHHEIC
KOMMYHUKATUBHBIC TCXHOJIOTHH, B TOM
YHCiIe Ha MHOCTPaHHOM (BIX) sI3BIKe(ax),
JUTST AKaJICMHUCECKOTO u
po(heCCUOHATBHOTO B3aUMOICHCTBUS

YK 4.1.

YMeer BBIOMpATH HAa TOCYAapPCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3BIKAX KOMMYHHKAaTHBHO
MPUEMIIEMBIE CTHIIH JISJIOBOTO OOIICHHUS,
BepOasIbHBIE U HEBepOaJbHbIE CPEACTBA
B3aMMOJICHCTBHS C TTApTHEPAMHU

YK 4.2. YMeer ucnonp3oBarb HHGOPMAIIHOHHO-
KOMMYHUKAIIMOHHBIC TCXHOJIOTHU IIPpU
MOWCKEe HEOOXOANMOHN MHPOpPMAIIUU B
IpoIecce PeIeHUs PA3IHYHbIX
KOMMYHUKATHUBHBIX 3aJa4 Ha TOCYJapCTBECHHOM
Y UTHOCTPAHHOM (- bIX) SI3bIKaX.

YK 4.3. YMmeer BECTHU JIEJIOBYIO
HEPEeTINCKY, YUUTBIBasE ~ OCOOEHHOCTH
CTHJIUCTUKH OQUIHMATBHBIX W HEO(QHUIHATBHBIX
IHCEM, COIIMOKYJIBTYpHBIE pa3nuuus B Gopmare
KOPPECTIOHACHIINM Ha TOCYJapCTBEHHOM U
MHOCTPaHHOM (-BIX) SI3bIKAX

VK 4.4.

YMeeT  KOMMYHHKAaTHBHO U KYJbTYpHO
MPUEMJIEMO BECTH YCTHBIE JI€JIOBbIE Pa3rOBOPHI
B npoiecce npodecCHOHAIBHOTO
B3aUMOJEHCTBUSI HAa  TOCYJAapCTBEHHOM U
WHOCTPAHHOM (-bIX) A3BIKAX.

VYK4.5.JleMOHCTpUpPYET YMEHHE BBIOJIHATh
MepeBo/J] aKaJAeMUYECKUX H MPOECCHOHATBHBIX
TEKCTOB ¢  WHOCTpaHHoro  (-pIX)  Ha
rOCYIAapCTBEHHBIN SI3BIK.

Oomenpdeccnonanbubie komnereHunu (OIK)

OIIK-8

Crniocoben MIPOEKTUPOBATH
MEIarOrM4eCKyIo JeATEIbHOCTh Ha
OCHOBE CIEIMANBHBIX HAYYHBIX 3HAHHUU
Y PE3YJIHTATOB UCCIIEIOBAHUI

OIIK 8.1. 3HaeT 0COOEHHOCTH I1€JArOrMUECKOM
NIeATENILHOCTH;  TpeOOBaHMS K  CyOBEeKTaMm
MEJIarOTUIECKON  NESATENHbHOCTH;  PE3YJIbTAThI
Hay4YHBIX HCCIIeIOBaHUI B chepe
MeIaroruuecKoil AesITeILHOCTH.

OIIK 8.2. YMeeT ucronp30BaTh COBPEMEHHBIE
CrieabHbIe HAYYHBIE 3HAHUS U PE3YIbTaThI
WCCIIEOBAHMM ISl BRLIOOPA METOIOB B
MeAaroru4ecKoi 1eATEIbHOCTH.

OIIK 8.3. Bnageer meromamu, hopmamu H
CpeICTBaMU MEAarornieckoil AesTeNbHOCTH;
OCYILIECTBIISIET WX BHIOOpP B 3aBUCHMOCTH OT
KOHTEKCTa MPOeCCHOHANBHON AEATENIEHOCTH
C YUETOM Pe3yJIbTaTOB HAyYHBIX UCCICIOBAHUI.




4. TpynoéMKocThb JUCHUTITHHBI (MOTYJIA)

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

HucuuruimHa u3ydaercs B 1-M cemectpe. Tabmuua 1
Bun yueOHOI paboTs Ounas 3aouHas
dhopma ¢opma
00ydeHust o0yyeHus
AyIHTOpHBIE 3aHATHS (BCEro) 28 6
Jlexun
[TpaxTrueckue 3ansatus (I13) 28 6
Cemunapsr (C)
Jlaboparopusie padotsl (JIP)
CamocrosiTesibHast paboTa (Bcero) 80 102
[IpopaboTka MaTepuana JEKIHii, TOJrOTOBKA
K 3aHATUAM
CamocTosaTenbsHOe U3yYeHHE TEM
KonTponsHbie paboTht
Pedepar
Kypcogoii mpoekr (paboTta)
[IpomexxyToUuHast aTTecTaIus (3a4er, 3auér 3auér
9K3aMEH)
OOGm1as Tpy10eMKOCTh 108 108
5.Conep:xanue TMCHUNIUHBI (MOTYJIsT)
5.1. TeMmaTuyecKMii MJIaH
Tabmumna 2
No HaumenoBanue pasnena Bunet yueOHO paboThI U TPYIOEMKOCTh UX U3YUEHUS
(TeMbI) JIMCUMILIMEBL | Jlekiyn [Mpaxr. JIa6op. Camocrost | [TpomexyTou
3aHATUSA 3aHATHS eJbHast HBIN
pabota KOHTPOJIb
OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030
Monayas 1. IlpogeccuonanbHoe oduenune
11 [IyGnu4Hoe BBICTYIUIEHHE 4 2 10 | 12
KaK JKaHp JIeJIOBOTO
oOmIeHMS.
1.2. ®DopMaThl IET0BOTO 4 10 12
o011eHus 2
1.3. Cry>keOHBIN THUaor. 4 10 14
1.4. | Bunsl neperoBopos, 4 10 13
IpaBuJia UX BEACHUS.
Hroro 3a 1 moayanb 16 4 40 | 51
Moay.s 2. [ITucbMeHHbIe OU3HEC- KOMMYHUKALMU
2.1. | ®opmartsl, NpaBuJa 3 2 10 12
IHCBMEHHOTO  JICIIOBOTO
o01IeHus




2.2. | AHHOTHPOBaHHUE, 3 10 12
PE3IOMHUPOBAHUE "
pedepupoBanme
Ka4yeCTBEHHOM Mpecchl
2.3. | Onpenenenne KII. 3 10 14
2.4. | CuHTakcuveckue 3 10 13
ocobenHoctH si3bika KI1
Hroro 3a 2 moayJib 12 2 40 51
Hroro 3a cemecTp 28 6 80 | 102 | 3au. | 3au.

5.3. TeMbl IPAKTHYECKUX/CEMUHAPCKHUX, JJA0OPATOPHBIX 3aHATHI M NepeYyeHb 3aJaHuil

Tabnuna 4
Ne Tema npakTu4eckoro 3anmanust (MK BOIIPOCHI IS dopma Jluteparypa
/T (cemuHapckoro, 1ab.) 00CYX/ICHUS Ha CeM. 3aHITHH) OTYETHOCTH
3aHATHS
Moay.s 1. [IpodeccuonanbHoe o0leHUE
[Ty6muunoe BeicTytuieHue | 3anamue Nel,2 VeTHbIR CwM. myHKT 72,0
1.1. | kak »anp nen0BOro 1.Mndopmanmonnas OIpoc.
00IIIeHUS. peub. KoutposbHo-
2.IlpuBeTcTBEHHAs pedb. TecToBbIC
3aaHuUs.

3.ToproBas peus.

4, Drtambl DOArOTOBKH H
MPOBEACHUS ITyOJIMYHOIO
BBICTYIIJICHUSI.
JIOKOMMYHUKATUBHBII
3Tam: OIpeneieHne TEMBI
W LeMH  BBICTYIUICHHS,
OLIGHKa  ayJIuTOpUH U
00CTaHOBKH, no00p
MaTepuaa, Co3J1aHHe
TEKCTa W TNPE3EHTALNH,
peneTHIHns.
KoMMyHUKaTUBHBIN:
BBICTYIIJICHHE, OTBETHI HA
BOIPOCHI, BEJICHHUE
TIOJIEMHUKHU.
[TocTKOMMyHHMKaTHBHBII
3Tal: aHaJIu3 peyH.

3anamue No2

1.YcraHoBieHHe  KOHTAaKTa  C
ayJIUTOpHUEH, ero IIPUEMBL:
BOIIPOCHO-OTBETHBIN IIPHAEM,

Mepexo OT MOHOJIOTa K JIHANOTY,
NpUeM  CO3JaHus  MPOOJIEMHOU
CUTyaluu, ImpuemM HOBHU3HBI
vH(pOpMaIlMd Omopa Ha JIMYHBIHA
OIBIT, HCHOJI30BaHHE FOMOpA,
KpaTrkoe OTCTYIUIGHHE OT TEMBI.
2.Cpencra HeBepOaIbHOMN
KOMMyHUKauuu. [lo3a, KecTsl,
MHUMUKA BBICTYAFOIIETO.

3.Ilpaeuna [TOATOTOBKHU
Mpe3eHTAMK:  KOJWYEeCTBO U
oopmIICHHE  ClIAlJ0B,  BBIOOP




mpudrTa, CHHTaKCHUYCCKHE
OCOOCHHOCTH TEKCTa, CTPYKTypa
MPEe3CHTAIIHH.
4 Anamus MyOIMIHOTO
BBICTyIUIeHUs. (CxemMa  aHaimn3a
MyOINIHOTO BBICTYIUICHHUSL.
5.KomnexTuBHEIH pazbop
BBICTYIIJICHUH COKYPCHHKOB,
6.ITuceMeHHbIC OT3BIBBI 0
BBICTYIIJICHUSIX.
1.2 | ®dopmartsl 1e10BOr0O 3anamue Ne3 VYcrabiin CM. iyHKT 72,6
oOmIeHHs 1.Cocrapinsitoniue  yCIEIIHOTO | OTpoc.
JICJTIOBOTO o6ureHus. | KOHTpOIBHO-
2.MeXKynbTypHbIE pasaudus B | o OBPIC
JICTIOBOM OOIICHUH. SAIAHHA.
Sanamue Nod
3.0cobennoctr JIEIIOBOTO
oOmenns B oQuIHAIBLHOH U
HeoUIMaNbHOH  OOCTaHOBKE.
4 PeueBoit JTHKET.
5.PernonanpHOE BapbHpOBaHUE
B JICIOBOM  OOIIEHWM  Ha
AHTJIMHACKOM SI3BIKE.

1.3. | CnyxeOHBbIii THAITOT. 3anamue N5 VerHblit CM. niyHKT 72,0
1.Tunel peyeBBIX aKTOB B JIEJIOBOM | ONPOC.
OOIIeHUH: BOMPOC, MOOYXKICHHUE, KonrpossHo-
cooBImeHre TECTOBLIE
2.3aKpbITHIE, OTKpBITHIE, | o e
PUTOPUYECKHE BOIMPOCHI, BOMPOCHI
JUIsE  OOJTyMBIBAHUS, TEPEIOMHBIC
BOIIPOCHI.
3.Metonsl yOexneHus
cobeceIHruKa
4.TIcuxonoruv4ecKue TUIIBI
c0o0eCeTHUKOB.
5.HesepbannHbie cpencTsa
JICJIOBOTO OOIICHMSL.
3anamue Ne6
6.ITpocTpaHCTBEHHBIC HOPMBI
JIEJIOBOTO OOIICHMSL.
7.Ciryxxe0HbIi TenedOHHBIH
pasroBop.
8.TexHuKa peuu B pa3roBope 1o
TenedoHy.
9.IlpaBua BeeHUs TeIe(YOHHOTO
pasroBopa.

10. MHTepBbIO ITpH NIpHEME Ha
pabory.
1.4. | Bunsl neperosopos, 3anamue Ne 7 VerHbIi Cwm. myHKT 73,0
MpaBuia UX BEJCHUSL. 1.9ramne! HOJATOTOBKH U | ompoc.
MIPOBEIECHIS I1ePEroBOpoB. | KOHTPOIbHO-
2.JI0KOMMYHHUKaTHBHBIH 9Tam: cbop | TCCTOBEIC
3aaHusl.

nHpOpMAITUH, ONpeneiIcHue eI
¥ 3a7ad, OINpeaciieHne BPEMECHH H
MecTa BCTpEUH, YY4aCTHUKOB




Jeieralyu.

3.KomMMmyHHKaTUBHBII JTal:
MPENCTABICHUE  CTOPOH  JIpyT
IpyTy, WU3JIOKEHHE IpobiIeM u
Lesied, aHaiau3 MpoOJIEMBbl, AUATIOT
YYacCTHHKOB, apryMeHTaIus
BapUaHTOB pPELICHUH, MOIBEICHHE
WTOTOB W TIPUHATHE pELIEHUH,
COCTaBJICHHE MPOEKTa JOKYMEHTOB.
4 ITIoCTKOMMYHUKAaTUBHBIA  OTaIl:
aHaJI3 IEPErOBOPOB.

5.513b1K0Bas COCTaBIIAIOIIAs
YCIIELIHBIX IEPErOBOPOB: CIIOCOOBI
IIPUBJICYCHNUS BHUMAHUS, [IPOBEPKa

aJICKBATHOCTH MTOHUMaHus,
MIO/IBITOKUBAHNE JOCTUTHYTHIX
JOTOBOPEHHOCTEH, — CMATYEHUE
BBICKa3bIBaHUS.

6.Y4eT KynbTypHBIX pa3iIuyuii Ipu
ITOATOTOBKE 51 BEJICHUH
[IEPETOBOPOB.

3anuamue No 8
1.WnutepBpro. lemn wu  3amaum
OOIICHUS ¢  MPEACTABUTEIIIMU

IIPECCHI.
1. JIokKOMMYHHKATHBHBIH JTam:
oTIpe/ieTICHHe (coBMecTHO c

WHTEPBBIOEPOM) Kpyra mpoOiem
pasroBopa, HOATOTOBKA OTBETOB Ha
mpearnoiaragMble BOIIPOCHI,
H3y4eHue nHpOpMAITUH 0
KypHAIIUCTE.
2.KoMMyHHKaTHBHBII JTam:
MIPUBETCTBUE, YCTaHOBJIEHUE
KOHTaKTa; OTBETHl Ha BOIPOCHI
HHTEPBBIOEPA, MpoILaHNue U
OnarolapHOCTs 332  HHTEPECHBIC
BOIIPOCHI.
3.IlocTKOMMYHUKATHBHBIA  3TaIl:
aHanM3 WHTepBbIO. [lpaBuna s
HHTEPBHIOUPYEMBIX.
4.Creruduika npecc-KoHbepeHIH
Kak BHJa JEJIOBOTO0  OOIIEHHS.

IToaroroBka K npecc-
KOH(pepEeHIINH.

5.CocraBieHue  3asBICHHA  JUIS
IIPECCHL. Obuienne c

KypHaJIMCTaMH  TIOCNIE  TIpecc-
KOH(epeHIHH.

Moayasb 2. [IucbMeHHbIe OU3HEC- KOMMYHUKALMHA

2.1.

®opmMmarsl,
MHCHEMEHHOIO
OOIIeHUS

mpaBuiIa
JIEIIOBOTO

3anamua Ne9,10

1.5136IK NOHUCBMEHHOIO AEJIOBOTO
o01IICHMS.

2.Bunsl JIEJIOBBIX MHCEM.
CTpykTypa  JCJIOBOTO  IHCHMA.
3.S3BIK ¥ CTHIIB IEIOBOIO IHCHEMA,
4, TunuyHble KIUIIE.

YcTHbIN
ompoc.
KontponbHo-
TECTOBBIC
3aaHHS.

Cwm. myHKT 72,0




5.IucpmMo-3ampoc W OTBET Ha
3arpoc, MMCHMO-3aKa3,
peKiaManuy. DICKTPOHHAS IoYTa:
(dopmar, CTUIIb, THITUYHBIE KITUIIIC.

2.2 AHHOTHpOBaHHUE, Sanamua Nell VCTHBIH CM. myHKT 72,0
pe3lOMUpOBaHUE u | 1.Pestome. Ilenw cocTaBnenust ompoc.
pedeprupoBanme pe3roMe, ero CTPYKTYpa | A3bIK. Kontponso-
Ka4eCTBEHHOM MPECCHI 2.CTpyKTypa, COlepKaHue U s3Ik | |oo1OBPIC
COTPOBOIUTEIILHOTO MMUChMa SANARHA.
3.AHHOTHPOBAHHUE,
pe3roMHupoBaHKe U pedeprupoBaHie
Ka4EeCTBEHHOW MPECCHI.

2.3 Omnpenenenne KII. 3anamue Nel?2 YerHbii Cwm. mynkT 7a,0
1.0Onpenenenne KII. ompoc.
2.Crnosapnsiii coctas KIT: KontponbHo-
00LIeynoTpeOuTeIbHAS U AeoBast | Lo TOBBIC
JIEKCHKa, TEPMUHBI, IMECHA SA/AHUA.
COOCTBEHHEIE.

3.CtunucTuyeckue 0COOEHHOCTH
KII: meradopa, urpa cios,
AJUTIO3HS, IIATALIMS, HEOJOTU3MEIL,
POJIb TIOBTOPA B U3BJICUCHUHU
nH(pOpMAaITUH.

4 KoHuenTyanabHBIN 1
JIMHTBUCTUYECKUN aCEKT
myOnmkarmii B K11, ux coBnaneHus
Y PACXOKIACHHS

2.4. | CuHTakcuueckue 3anamue Nel13,14 VcTHbIi CM. niyHKT 72,0
ocobennocTu sa3bika KII 1.CunTakcuueckue ocoGeHHOcTH | OMPOC.
A3bIKa KIT: | Konrpoiho-

TECTOBBIC
IIUPOKOYIOTPEOUTETBHEIC

3a/[aHUL.
rpaMMaTHYeCKHe  KOHCTPYKIIHH,
CHHTaKCHYECKass  KOHBEPreHIUs,

CerMeHTalus CTPYKTYPBI
HpEIIOKEHUS, aKTyaJlbHOE
YJICHEHHUE.

2.Koresust u korepentHocTh B KIT
3.Crioco0bl  KOMIIPECCUH  TEKCTa

npu PE3IOMUPOBAHUH,
AHHOTUPOBaHUM, pedepUpPOBaHUN
KII.

4 S13pIKOBBIE KJIAIIE,
HCIONb3yeMbIe MPU KOMIIPECCUU
TEKCTa.

5.4. 3apganus caMmoCTOATEILHOM PadoThI
Oco00e MecTo B OCBOEHUH JaHHOH JHCIUIUIMHBI 3aHUMAET CaMOCTOsITeNIbHas paboTa CTyIEHTOB
(CPC) obmmm oobemom 80/1024acos.

i ycnemHoro ocBOEHUsI MaTepualia Kypca U MpHOOPETEHUs] COOTBETCTBYIOIINX HABBHIKOB U YMEHHN
PEKOMEH/IyeTCSl 3HAKOMCTBO C OOJBIIMM KOJMYECTBOM AyTEHTHUYHBIX OOpa3lOB YCTHBIX M MHCHMEHHBIX
JIENIOBBIX U MPO(ECCHOHATIBHBIX KOMMYHHUKAIMA, UX TOAPOOHBIN SI3bIKOBOM aHanu3. J{ns pemeHus 3Ton
3aJladyl PEKOMEHAYETCSI HE TOJIBKO HCIIOJIb30BAHUE COOTBETCTBYIOLIEH JMTEpaTypbl, HO U pECYPCOB
WHTEPHETa, B OCOOCHHOCTH TEX, KOTOphle pa3palboTaHbl (M MOCTOSHHO OOHOBISIOTCS) CHEHHAIBHO AJIS
00y4YeHHs A3BIKY AEJI0BOr0 U npodeccnonanbHoro obieHus. Ocoboe BHUMaHUE CleAyeT 0OpaTUTh Ha TO,
Kak B YCTHOM U IHCbMEHHOM J€JIOBOM OOLIEHUM TPOSABISIIOTCA MEXKKYJIbTYpHBIE —Pa3INuUs
KOMMYHHKaHTOB. Ha camoctosTensHyto paboty mo Moxynio 1 BBIHOCSTCS TEOpETHUYECKHE acIeKThI



MpeIaracMbIX TeM, KOTOPBIE CISAYET H3YUHUTh M0 UCTOYHUKAM Ha PYCCKOM U aHTIIMICKOM SI3BIKaX, a TAKKe
MOTOTOBKA IMyOJMYHOTO BBICTYIUICHHUS TPEX BUJOB: NPUBETCTBCHHAS pevb, WH(OPMAIMOHHAS PEeUb U
TOproBasi peyb.

Ha camocrosrenshyto paboty no Moaymto 2 BerHOcHTCS TeMa 1 «DopMaThl ¥ CTHITH TUATIOTHYECKOTO
JICJIOBOTO OOINEHUS», @ TAKXKE MUCHbMECHHBIC 3a1aHus: 1) pe3FOMe M CONPOBOIUTEIILHOE MMUCHMO TIPU MTPHEME
Ha paboTty (Tema 2); 2) menoBoe nuckMo (Tema 3); 3) memopanayMm (Tema 5); 4) IpoTOKOJI coOpaHus (Tema

6).
Ne Paznen (Tema) nporpammsbl | Kooy | 3aganus ®opma Jlureparypa
n/n €CTBO AJI CaMOCTOATEJIbHOI'O OTYETHOCT
4acoB BbIITOJTHCHU A Hu
Monyas 1. IIpodeccuonanbHoe o01enue
[Ty6nauunoe BeicTymienue | 10/12 1.03nakomiieHne VeTHbli Cwm. myHKT 72,0
1.1. | xak >xaHp 1€70BOTO MarkCTpaHTOB C IIAHOM | OMpoc.
OOIIEeHUS. CaMOCTOATEIBHOM paboTsr | KOHTPOIb
Ha yueOHbIit rox, | HO°
rpaduKOM KOHCYIbTAIH. TECTOBBIC
3a/IaHus.
2. Konkypc Ha mydmee
SI3BIKOBOE nopT¢hoIno
oOydJatorrerocs.
3.BrimonHenue
€KEHEIeTbHBIX
JOMAITHUX 3aJaHuH O
Kypcy «/HOCTpaHHBII
SI3BIKY
3.http://www.englishclub.
com/speaking/presentatio
ns.htm
12 | ®opmartsl 1e10BOTO 10/12 1.Ananus Buzneo3anuceit | YCTHbIH Cwm. myHKT 72,0
oO0LIeHUS My OTMYHBIX o1mpoc.
BBICTYIUJICHUH 11O Konrposs
PEKOMEHIAINH HO-
npenojasaresis 1 1o TeCTOBbIC
c0oOCTBEHHOMY BBIOODY SAIAHIA
MarucTpaHra,
orpeJieieHNe THIIOB
OpaTopoOB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm
1.3. | CnyxeOHBIi TMajor. 10/14 1IlpocMoTrp ® aHanu3 | YCTHBIH Cwm. myHKT 72,0
BHJICO3aIIACEN onpoc.
CITY’KEeOHBIX JUAIOTOB. Konrposs
Ananus BepOaIbHON U HO~
HeBepOaIbHOM TECTOBLIE
3aIaHus.
COCTABJISTFOIIHX
YCIICHIHOTO U HEYJIaYHOTO
CITyke0HOT0 Juanora.
IToaroroBka K posieBoi
urpe «HTepBBIO IPU
npuemMe Ha paboTy».
[TpocMoTp BUaEO3aTUCH
How to get a job you want
Ha Onore
www.tiashija.blogspot.co
m
1.4. | Buasl neperoBopos, 1013 1.Ananus Buneosanuceit | YCTHBII CM. nyHKT 73,6
NpaBuUja UX BEACHHUS. MyOJINYHBIX OIpoc.
BBICTYIUICHUH 110 Monynbrbt
pEKOMEHIAIUH 1 Tect.
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mnmpernogaBaTeiid U 1o
COOCTBEHHOMY BBIOOPY
MarucTpaHTa,
OIIpEACIICHUE THUIIOB
0paTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

Monayasb 2. [IncbMeHHbIe OM3HEC- KOMMYHUKAUHA

2.1

®opmMarsl,
MIUCBMEHHOTO
o01meHust

nmpaBuia
JCJIOBOIO

10/12

1.IlpopaboTka Teopuu
BOTIpOCa, M3ydeHue
SI3BIKOBOM COCTABJISIFOLIECH
o(HLIMAIBEHOTO,

MOy O(UITHATEHOTO u
HEeO(PHUIMATHHOTO CTHIICH
JTUAIOTMYECKOTO
JIEIOBOTO OOIICHHS.
2.ITpocmotp
BUJICO3AIUCEN Ha
peIMeT W3yYCHUS
PETHOHAIEHOTO
BapbUPOBAHUS B JEIOBOM
oOmIeHu.

1.Hazaposa T.b.
AHTTIUCKUM SI3BIK
nenosoro obuenus. Kype
JIEKIIUI U TPAKTUKYM. —
ACT, Actpens, BKT.
2016

2.Hazaposa T.b.,
[Ipecnyxuna U.A..
PernonanbHoe
BapbUPOBAHKE B JICTIOBOM
OOIIIEHUH HA AHTJIUHACKOM
si3pike. — ACT, Actpenb,
BKT, 2016

Y cTHBIM
ompoc.
KouTpoas
HO-
TECTOBBIC
3aaHUs.

CM. myHKT 7a

.2

AHHOTHPOBaHUE,
PE3IOMHUPOBAaHUE u
pedepupoBanue
Ka4eCTBEHHOU Mpecchl

10/12

IIpocmotp w  aHanus
BH,Z[GO3&HI/ICGI>1 HUHTCPBBIO
Kak T'OTOBUTHCA K
HHTEPBBIO
http://www.ublicityhound.
net/prepare-for-an-
interview-with-a-reporter-
these- 8-ways

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

CM. myHKT 7a

2.3

Omnpenenenue KII.

10/14

[TpopaboTka
BOTIpOCa
1.Beenenckas JLA.
Putopuka u kyapTypa
peun. — Oennkc, 2015
2.Hazapoga T.b.
AHTTIHACKUN SI3bIK
nenosoro obmenus. Kype
JICKIUH U IPaKTUKYM. —
ACT, Actpens, BKT.
2016

IIpocMoTp u®  aHanu3
BHJICO3aAIUCEN TUCKYCCUI

TEOpUH

VYcTHbIN
orpoc.
KonTtpons
HO-
TECTOBBIE
3a1aHuA.

CM. IyHKT 7a
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CHHTaKCHYECKHE 10/13

ocobennoctH s3pika KIT

[IpopaboTtka Teopuu VYerHbii CwM. IyHKT 7a
BoOIIpoca OIpoc.

[TonroroBka K MonymbHeI
MekKBy30BCKOMY HTect.

KOHKYpCY II€pEBOJIOB C
MHOCTPAaHHOTO SI3bIKa Ha
pycckuii (Tipo3a, o33us)
(BBITIOJTHEHHE TIEpEBO/A C
MHOCTPaHHOTO Ha
PYCCKUH SI3BIK,
IloaroroBka K KOHKYpCY
YTELOB Ha HMHOCTPaHHOM
sI3pIKe  (03HAKOMJICHHE C
WHOS3BIYHOMN 033U EH,
3ay4rBaHue

Hau3ycTh)

[TpopaboTtka TEOpUHN
BOIpoca

peun. — @ennkce, 2015
1..Hazaposa T.b.
AHIIUIACKHAN A3BIK
nenosoro obuienus. Kypc
JIEKLUHA U IPAKTUKYM. —
ACT, Acrtpens, BKT.
2016

2.IIpocMoTp U aHAIHN3
BHJICO3aIIUCEN JUCKYCCUI
3. IloaroroBka k
MexBy30BCKOMY
KOHKYpCY Ha JIy4IIni
BOIIPOC HA HHOCTPAHHOM
s13bIKe 0 TeMe «Briciiee
oOpa3oBanue B Poccuu u
CTpaHax M3y4aeMoro
S3bIKa» (M3y4EeHHE
HWHOA3BIYHON
JUTEPATYPBHI,
COCTaBJIEHHE BOIIpOCa U
OTBETa)

5.5. Tembl pedeparTos

5.6. TBopuyeckue 3a1aHUsI-HE NIPELYCMOTPEHBI
5.7.Cutyanus A1 aHAJIM3a-He NPegyCMOTPEHbI

5.8.Crarbu A5l cocTaB/ieHHs] aHHOTALMIi, pelleH3Uli-He MPeayCMOTPeHbI

5.9.Tembl KypcOBBIX padoOT He PEAYCMOTPEHBbI
6.D0H/1 OLICHOYHBIX CPEICTB JJIsl IPOBEACHHUS MPOMEKYTOYHOM aTTeCTAlUM 00y4AIOLINXCH 110
AMCUUINJIMHE (MOAYJII0)

6.1./lepeuenv komnemenyuil ¢ yKazaHuem 3manos ux Gopmuposarus 8 npoyecce 0C80eHUs
006pa306amenvHOl NPOSPAMMbL

®opmupyeMble KOMIIETEHIIUU

IlepeyeHb NIaHUPYEMBIX Pe3yJIbTATOB

Kon

HanmenoBanue

Oﬁy‘-lel-ll/lﬂ o AUCHMIIJIMHE

Yuusepcaabuble komnerenuuu (YK)




VK-4.

CrocobeH TpUMEHSITh COBPEMEHHBIE
KOMMYHUKATUBHBIC TCXHOJIOTHH, B TOM
YHCiIe Ha MHOCTPAaHHOM (BIX) sI3BIKe(ax),
JUTS aKaJIEMUYECKOTO u
po(heCCUOHATBHOTO B3aUMOICHCTBUS

YK 4.1.

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

VK 4.2. YMeeT ucronp30BaTh HHPOPMAITOHHO-
KOMMYHHKAlIMOHHBIE TEXHOJOTHH TPH
MOWCKE HE0O0XOIUMOH HH(POPMALIUH B
HpoLecce pemeHus Pa3THIHbBIX
KOMMYHHKATHUBHBIX 33/1a4 Ha TOCYAapCTBEHHOM
1 MHOCTPAHHOM (- BIX) SI3BIKAX.

YK 4.3. Yumeer BECTH JIEIIOBYTO
MEPEnucKy, YUUTBIBasi ~ OCOOCHHOCTH
CTUJIUCTUKU OQUIMATBHBIX M HEO(QUIHATBHBIX
MIHCEM, COIMOKYJIBTYpPHBIC pa3iaudus B ¢opmare
KOPPECTIOHZCHIIMM Ha TOCYIapCTBEHHOM U
MHOCTPAHHOM (-bIX) S3BIKAX

VYK 4.4.

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

YVK4.5.JIeMOHCTpUPYET YMEHHUE BBIIOJIHSATh
NEePeBOJ AKaAEMUYECKUX U MPOGECCHOHATBHBIX
TEKCTOB C WHOCTPAHHOTO (-B1x) Ha
rOCYJIapCTBEHHBIN S3bIK.

Oomenpdeccnonanbubie komnerenunu (OIK)

OIIK-8

Criocoben MPOEKTHPOBATh
MEJArOruuecKyro 1eITeIbHOCTh Ha
OCHOBE CIIELIMATBHBIX HAyYHBIX 3HAHHUU
Y PE3YJIBTATOB UCCIIEIOBAHUI

OIIK 8.1. 3Haetr 0COOEHHOCTH I1€AArOrMYECKOM

NeSTeIbHOCTH;  TpeOoBaHMs K  CyObekTam
MeIaroruyeckKo  JEATETbHOCTH;  PE3yJbTaThl
Hay4YHBIX MCCIIeIOBaHUN B chepe

nez[arornquKoﬁ JACATCIIBHOCTH.

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

OIIK 8.3. Bnageer meromamu, hopmamu H
CpeJICTBaMU IeIarOru4eckoil JesTeIbHOCTH;
OCYILIECTBIISIET WX BBIOOpP B 3aBUCHMOCTH OT
KOHTEKCTa MPOeCCHOHANBHON AEATENILHOCTH
C Y4ETOM pPe3yJIbTaTOB HAYYHBIX UCCIICIOBAHUI.

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

MMPUMEPBI TECTOBBIX 3AIAHUIA 1151 ONEHKU KAYECTBA OCBOEHMSI
JUCHUILIMHBI (MOY.JISI)
IIpumepHbIe TeCTOBBIE 3aaHMS

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,l or —I know and you don‘t, so I have to tell
you.|
B —I need to give you the benefit of my advice to validate or to prove to
myself how smart [ am.|
C —You can‘t figure this out on your own,l or —I don‘t trust you to figure it
out.|
5. Which of the following is NOT a good suggestion?
Here are some suggestions for making your advice work.
A Don‘t interpret rhetorical questions as a request for advice.
B Ask for permission to give advice.
C If you sincerely intend to help or assist someone, do not hesitate to give
advice.
D Listen, listen, and listen! —
E Be honest.
F Offer to assist, not insist.
G Allow people decide for themselves.
6 . Choose the best title for each paragraph about negotiations:
1. Look for ways of —expanding the piel.
2. Be ready to explore as many variables as possible.
3. Know your minimum acceptable offer.
4. Start with easier points and leave the difficult ones for last.
a) You must know how much you can give up and what conditions you can
accept. It is essential that you examine many various combinations of
variables to be dealt with in the negotiation process. These variables may
include price, delivery conditions, quantity, credit terms or date.
b) Creative negotiators can work out new opportunities that benefit both parties.
In the ideal situation the opponents achieve their objectives and none of them has
to make a considerable concession. You can argue about how to divide the
market or you can work together and expand it in such a way that
each party has a substantial share.
¢) Having dealt with the easier issues in a successful way negotiators are more
optimistic. This positive attitude makes it easier to deal with the harder matters.
d) Increasing the number of variables makes it easier to work out a compromise.
Whenever a car dealer does not want to give up the price of a car, he will think
about alternative incentives for the client, such as equipping the car with a better
radio or tyres.
7 . Decide which sentences match each negotiation style.
1) Win-win negotiation
a) Small business owners had no choice but to accept
the price quoted by the large corporation.
b) The question of price proved to be a stumbling block
and both parties came back from the negotiations
empty-handed.
c) After some haggling both parties achieved
28
2) Win-lose negotiation



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.

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

3ananue 1. Onpenennte, 03HAYAET JIM CJIOBO CTPAHY WJIM HALMOHAJIBHOCTH H MOCTABbTE
oyksb1 1 ‘C’ (‘country’) mam ‘N’ (‘nationality”).

1 Greek 6 China

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

2. I[OHOJ]HI/ITC MPEAJTOKCHUA 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 BhIpaxeHUs U3 IBYX CTOJIOMKOB M 00pa3yiiTe ¢pa3bl, HapuUMep:
__C__ tothe cinema on Friday night.

a) | often play 1 to the gym.

b) I never listen 2 golf on Saturdays.

c) I love going 3 TV after work.

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

f) 1 don’t like going

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

Svetlana is a website designer at Orion Data. She has a (1) boss and very helpful
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. JlonoJiHuTE MpeJI0:KeHUs CJI0OBAMHU U3 PAMOYKH

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

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

7 IToctaBbTe IJaroJbl B HY:KHYI0 ¢opMmy.

My name’s Clive Mason and I (1) (work) for an international business school in
Paris. Lucille, my wife, is French. She (2) (work) part-time as a website designer.
We (3) (live) near Vincennes. Lucille (4) (travel) to work by
metro, but | (5) (take) a bus. We (6) (have) two children, Sam and
Nicole. They (7) (go) to a French primary school. At the weekend we

(8) (love) playing tennis or going to the swimming pool. Sometimes, Lucille

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

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

8. IlocTaBbTe riaaroJ to be B HykHy0 hopmy.

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

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

weekend,’ says Sandra.

9. [londepuTe OTBETHI K BHICKA3BIBAHUSIM

: 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. BriGepure HyKHOE CIOBO U3 PAMKH U 3aIIOJTHUTE MIPOIYCKH:



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

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

Test 1 Public Speaking

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

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

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

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

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

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

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




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

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

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

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

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

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

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

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

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

a. Talk to the person asking the question.

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

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

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.

4. Complete the following passage:

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

yourown3 ... . C preparation

An 4 ... serves two purposes: D anticipation

1. Itactsasabridge,ab5 ... from one part
of a meeting to another. It gives the
audience time to make a mental and
emotional 6 ... .

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

E gatherings
F professionalism
G shift

H spotlight

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

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

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

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

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

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

5. When you have limited preparation time.

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

7. When your audience suffers from PowerPoint fatigue.



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

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

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

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

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

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

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

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

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

types of product that did not exist previously. However, where we are not first to the market with a
new product-type, we look at the market ............... 2_If it looks good, we develop our own
versions of the product. We usually test our offerings in focus ............... $before ............... 4

them on to the market, or, if there's not much time, we may just launch them, monitor market
reaction and then modify them accordingly. We try to identify the different market ............... >
groups of end-users with particular characteristics. We look at the marketing .............. ® 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 .....ooeevininnn. % there are a lot of competitors, and the ‘rules of the game’ are not yet
established. Later, when everyone who is going to buy the product has bought it, and the market is
essentially one of replacement, there are usually fewer competitors and conditions are more
................... 10 Of course, we try to be among these surviving companies, preferably number one
or number two in the market.

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

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

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

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

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

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

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

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

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.



= ©

5.

6

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

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

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

Under the agreement, NCR will ............... (source) the manufacture of its computers to

Solectron for at least five years.

We opened a chain of private nursery schools. We miscalculated our costs and ...............
(charge) parents by maybe 25 per cent, which is one reason we became popular and successful.
There are some companies with big problems because they ............ (extend) themselves in real

estate.
He is a skilful politician who has ................. (manoeuvre) his rivals.
The government has ............ (run) its spending commitments by € 1 billion.
. Look at the nouns below. Choose one verb which can’t be used in collocation with each
noun.
1) asuggestion
a) put forward b) make C) reject d) do
2) aproposal
a) accept b) agree c) consider d) make
3) anidea
a) deny b) have c) put forward d) suggest
4) aproblem
a) face b) deal with ) make d) sort out
5) adecision
a) come to b) do C) reach d) take
6) asolution
a) put forward b) look for c) work out d) deal with

. Choose the best alternative from the words in brackets.

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

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

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

1 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 ) 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 JJIsI MPOMEKYTOUYHOr0 KOHTPOJISI 3HAHUI CTYIeHTOB-
MAarucTpaHToOB

@opMOI  NPOMEKYTOYHOM  arTecTauud 1o  aucuuimimHe  «MHOCTpaHHBIM — A3BIK B
npodeccnoHanTbHOM KOMMYHHKAIUK siBisieTcs 3a4eT. Cucrema TEKyIIero U pyoeKHOTO KOHTPOJIS
CTPOUTCS 10 OATLHO-PEHTHHTOBOM MOJIEH, @ UTOTOBBIM 3aUeT CTYACHTHI IMOJIy4aloT B KadeCcTBE
HaKOINHUTEJIbHOW peHTHHTOBOM oOleHKH (He MeHee 30 OamnoB). B TexHomormueckoi kapre
JTUCIUIUIMHBL BBIICTICHBI BCE (OPMBI TEKYIIETO U PyOSKHOrO KOHTPOJS, KaKIas U3 KOTOPBIX
OLICHUBAETCS ONpeeNIEHHBIM KOJIMYECTBOM OalsIOB (B IMaNa30HE «KMUHUMYM — MAaKCUMYyM»).
Bo3moxHO HaunciaeHwe OOHYCHBIX M IITpadHBIX OaLUIOB (HANPUMEp, K HEYHAOBICTBOPUTEIBHOMN
OLICHKE B COYETAHUU C PEUTUHIOBBIM HITPA(POM MPUPABHUBAIOTCA cllada TEKCTa y4eOHOro 3aJaHus,
M03aMMCTBOBAaHHOTO M3 MHTepHeTa WM M3 KOJUIEKIMH Y4eOHBIX 3aJaHui MPONUIBIX JET, caaua
IBYMsI ¥ OoJiee CTyJeHTaMH UJACHTUYHOIO TeKCTa Y4eOHOTO 3a/laHusl, UCIOIB30BaHUE IEKTPOHHBIX
porpaMM rnepeBojia. PeTHHroBbIe OOHYCHI TIPEyCMaTPUBAIOTCS IPH IEMOHCTPAIIMH CTYICHTAMU B
X0Jle ceMecTpa YriayOJeHHOro 3HaHUs y4eOHOTrO M JOMOJHUTEIHLHOTO MaTepuasa, TBOPUYECKOTO,
WHUIIMATUBHOTO M JAUCIUIUIMHUPOBAHHOTO OTHOIICHMS K ydeOHOMY mporieccy. TexHoloruueckas
KapTa BKJIIOYaeT 0a30BYI0 M JOMOJHUTEIbHYIO 4acTH. B 0a30BOM 4YacTH NpPUBOAMTCS pacueT
PEUTHUHIOBOM OIIEHKH T€X Y4E€OHBIX 3aJaHUN M KOHTPOJBHBIX MPOIEAYpP, KOTOPHIC BBIMOIHSIIOTCS
CTyIeHTaMH B TeueHue cemecTpa. s UTOroBoro 3adera CTyJEHTaM TOCTATOYHO HakomuTh 30
O0amutoB. ENWHCTBEHHBIM 0053aTEIbHBIM YYEOHBIM 3aJaHUEM, KOTOPBIC MAruCTPaHTHI JTOJKHBI
BBITIOJTHUTh BHE 3aBUCUMOCTH OT JOCTUTHYTOTO YPOBHS HAKOMUTEIBHON OICHKH, SIBISETCS
MOATOTOBKA W TPE3eHTalMsd y4eOHOTO MpOoeKTa (CTYACHTHI, MO YBAXKHUTEIHHBIM IMPUYMHAM, HE
MPUHSBIIME Yy4YacTHE B OTOM paboTe, 00s3aHBl MOATOTOBUTH YYEeOHBIM MPOEKT B COCTaBe
JOTIOTHUTEIBHBIX YY€OHBIX 3a/aHuii). JlomoaHuTEeNbHAS YacTh TEXHOJOTUYECKON KapThl BKIIFOYAET
KOMITEHCUPYIOIIHE yueOHble 3a/1aHusl. MarucTpaHThl BBIMOMHIIOT UX B TOM CIIy4ae, €CIIU B paMKax
0a30BOl yacTW HE cyMenu HaOpaTh KOJIMYECTBO OaJlJIOB, HEOOXOAUMOE JIJIsi TOJYyYEHHUs 3adeTa.
Bei6op IOMONHUTENBHBIX Y4E€OHBIX 3a/laHUl U3 MPEATIOKEHHOTO TEepedyHs MarucTpaHThI
OCYILIECTBIISIOT CaMOCTOSATENIbHO. CPOK UX BBIIIOJIHEHUS ONPEAEIAETCS MPENo1aBaTeIeM.

IIpuMepbI BONPOCOB /151 3a4eTa
dopmanbHOE U HEPOPMATIBHOE JIETI0BOE MUCHMO.
Kimme B 1en1oBOM NUCbME.
A60OpeBHaTyphl B 1€JI0BOM IHCHME.
Oco0eHHOCTH JIETT0BON TOKYMEHTAITUH.
KonTtpakt. TUmsl COBpeMEHHBIX KOHTPAKTOB.
OO6pa3sibl KOHTPAKTOB.
Knuire KOHTpakToB.
CrenanmbHasi TEPMHAHOJIOTHSI B KOHTPaKTaXx.
OmnpeneneHre 1 TUIIB I€JIOBBIX BCTPEU.
10 [TmranupoBaHMe MPOBEACHUS ICTOBOM BCTPEUH.
11. ®yHKIMOHATbHBIE OCOOCHHOCTH SI3bIKA JIETOBBIX BCTPEY.
12. Kinme 1eioBBIX BCTpEY.
13. Onpenenenue M TUIIBI TPE3EHTALUH.
14. CtpykTypa npe3eHTanuu.
15. Knuire B npe3eHTanuu.
16. Ctunmuctudyeckre 0COOEHHOCTH TTPE3EHTAIUH.
17. Onpenenenue U TUIIBI IEPETOBOPOB.
18. OcobeHHOCTH s3bIKa TIEPETOBOPOB: JEKCHUKA, (YHKIIMOHATIBHBIE CTHIIN, JUCKYPC.

CoNoORARWNE



1./lonosinuTe pa3roBop Ha KoHpepenuun. Mosiu npeacrasiasier Camy kosuter: doesn’t/is/ are /do/
isn’t/ aren’t

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

Bill, Emma How do you do.

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

Emma No, we (2) .We’re engineers.

Molly And where (3) you work?

Bill We’re with AK Designs.

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

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

3ananue 2. [IpounTtaiite Tekct Legal education u nepenaiite kpaTkoe coiepKaHue Ha aHTITHHCKOM
SA3BIKE:
Legal education

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

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

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



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

3ag!anne 4, HOI[FOTOBBTC IIPE3CHTALlUIO CcBOCH HaquOfI CTaTbX WUJINK JOKJIaadd, UCITOJIb3Ysd
HMXKCIIPUBCICHHBIC BBIPAXKCHUS

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 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 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 Tepe/iaiiTe ero coaep)kaHue Ha aHTIIHICKOM H



Ha000POT.

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

25. CnenaiiTe JaHHBIC IPEIOKECHUS OTPUIIATEIILHBIMH.

26. BcraBpTe MpONyIIEHHBIE CIIOBA B JAaHHBII 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 st 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 | 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 Komnemelmuﬁ HA pas3jiudHblx omanax ux
QbOPMMPOGGHM}Z, onucarue wKajl OyeHUuBaHu:A

Onenounoe [Ixana oneHuBaHusg [IpencraBienue  OLIEHOYHOTO
CPEeNCTBO cpencTsa B hoHIE
3aumeno
KonTposasHo- ITpaBuiibHBIX OTBETOB 51- ®oun TECTOBBIX
TECTOBbIE 33JaHUS BrickasbiBanue, B OCHOBHOM, JIOTUYHO; | MPAKTHUYECKUX 3a1aHUN
MMEIOTCSl OTJENbHBIE HEAOCTATKU MpHU




HCIIOJIb30BAaHUU CPCICTB JIOTHYSCKOM

CBsI3H, HUMCIOTCA OTACIBbHBIC
HCAOCTAaTKKU IIpU [ACJIICHHWU 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
OMMOOK, HE 3aTPYAHSIONINX
MOHUMAaHUE TEKCTA.

Hezaumeno»

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

IIOCTaBJIEHHYIO 3a1aqy.
I'pammaTnueckue IpaBuIa HE
COOJIFOIArOTCH.

HenpasuiisHOE HCIIOJIb30BaHUE
IrpaMMaTU4YECKUX  CTPYKTYp  J€JjlaeT
HEBO3MOKHBIM BBIIIOJIHCHHE

MMOCTaBJICHHOM 3adaun

MexKynbTypHBIE
0COOEHHOCTH
JIeII0BOU
KOMMYHHUKAaIUH

3aumeno paBunbHBIX OTBETOB 51-

3aaHue BBIOJHEHO: HEKOTOPHIE
aCTNeKThl, yKa3aHHbIC B  3aJIaHUH,
PacKpbITBl  HEMOJHOCTBhIO;  HUMEIOTCS
OTJICTbHBIC HAPYIIICHUS CTUICBOTO
Oo(OpPMIICHUS peuH; MPUHATHIE B SI3bIKE
HOPMBI ~ BEXKIIMBOCTH, B OCHOBHOM,
COOJIIOJICHEI. Lenb o01IeHUS
JIOCTUTHYTA, OJTHAKO TeMa pacKphITa He
B NomHOM oObeMe. COLMOKYIbTYpHBIE
3HAHHUS, B OCHOBHOM, HCIIOJIb30BaHbI B
COOTBETCTBUH C CUTyaluen oOIIeHHS
Hezaumeno»

ITpaBuiibHBIX O0TBETOB MeHee 50%.
3amanue HE BBIOJIHEHO: COJCPKAHKE
HE OTpakaeT TE€ AacHeKThl, KOTOpPbIE
YKa3aHbI B 3a1aHUH, WIHA HE
CootBeTcTBYeT TpedyeMoMy o00beMy.
Ilens oOmIeHNs HE JOCTUTHYTA

PeyeBoil 3THKET: COBETHI U
PEKOMEH TIaINH.

Coo0urienune
TeEME

o

3aureHo

[IpaBunbHbIX OTBETOB 51-
BricTynaromuii 1eMOHCTpUPYET 3HAHUSA
o BBIOpPAaHHOM TEME, nMeeT
3aTpyJHEHUs]  C  HCIIOJIb30BAHUEM
TeMaTu4eckoro BokaOymsipa; MmeroTcs

TeMsbl cOOOIIEHNHA




HECYILIECTBEHHbIE  MOTPEUIHOCTH B
UCIOJIb30BAaHUU TEPMUHOJIOTHH.
OTCYTCTBYET COIPOBOAUTEIbHBIN
JIEMOHCTPAIIMOHHBIH MaTepual.
3HAYUTEIBHOE KOJIMYECTBO  OIIHUOOK
A3BIKOBOT'O XapakrTepa.

Hezaumeno»

IIpaBunpHbIX 0TBETOB MeHee 50%.
CooO11ieHre He IMOATOTOBIIEHO, JHOO0
UMEEeT CYIIECTBEHHbIE MpoOesbl IO
MPEICTABICHHONW TEMaTUKE, 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 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
MCIIOJIb30BaHUU TEPMUHOJIOTUU.
IlepeBon B  [1OCTAaTOYHOW  CTENEHHU
OTBEUYAET CUCTEMHO-SI3bIKOBBIM HOPMaM
U CTUJIIO si3bIKa mepeBojaa. KynbTypHbie
U QYHKIMOHAIbHbIE

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

JlonyckaroTcss HEKOTOpPbIE HapyIIEHUS B
dbopMe npeabsIBICHUS ITEPEBOIA.

«Hezaumeno»

ITpaBuiibHBIX O0TBETOB MeHee 50%.
ITepeBon COAEPKUT MHOTO
dakTtnyeckux  ommbok.  Hapymena
MIOJTHOTA nepeBo/ia, ero
DKBUBAJIEHTHOCTh M aJeKBaTHOCTh. B
nepeBojie rpy0o HapylIeHbl CHCTEMHO-
S3BIKOBBIE HOPMBI U CTWJIb SI3bIKA
nepeBoga. KoMMyHHKaTUBHOE 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. OTCYTCTBYeET
u30bITOuHass MHGopMarys. BrickazaHo

®omnj crareit as
pedepupoBaHus




CcOoOCTBEHHOE OTHOIIICHHE K Tpodiieme,
0003Ha4YEeHHON B MPEI0KEHHON
cratbe. Coneprxkanue cooOIeHUs
COOTBETCTBYEeT  TeMme.  AJeKBaTHas
peakiys Ha JOMOJHUTENIbHBIE BOIPOCHI
pernoaaBaress.

Peub npaBuibHas, JOIYCKAKOTCS
HE3HAYUTENbHbIE OMIMOKH S3bIKOBOTO
xXapakrepa.

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

UHPOpPMALIMIO  OT  BTOPOCTEHNEHHOM,
HOTIBITKA  peeprpoBaHust CBOIATCA K
BOCIIPOU3BEECHUIO TOTOBBIX
IIPEIOKEHU I U3 TEKCTA.

PeueBas akTUBHOCTB CTYZCHTAa HHU3Kas.
Peakuus Ha BOIpocsl

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

IIucrMmennsie
paboThI

«3auTteno» [IpaBunbHBIX 0TBETOB 51-%
— CTYJIEHT ITOATOTOBMJI 3a/IaHUE 110
peIoKEeHHOMY QopMmaTy, XOTs
UMEIOTCS OTJENbHBIE HAPYILIEHUS
CTUJIEBOTO O(POPMIICHUS PEYUH.
Hcrionb3yeMblii CIIOBapHBIN 3amac
COOTBETCTBYET IIOCTABJICHHOW 3aJaue,
OJIHAaKO BCTPEYAIOTCS OTJEJIbHbBIE
HETOYHOCTHU B yIOTPEOJIEHNH CIIOB
100 CIOBapHBIN 3amac OrpaHUYeH, HO
JIEKCUKAa MCI0JIb30BaHa MPAaBUIIBHO.
NwmeeTcs psa rpaMMaTHYECKUX
OIIMOOK, HE 3aTPYAHSIIOLINX
noHnMmanue Tekcta. Opporpaduueckue
OIIMOKY MPAKTUYECKU OTCYTCTBYIOT.
«He3auyTeHO» — CTYJEHT MOATOTOBUI
3aJaHue ¢ TpyObIMH HapYIICHUSIMHU
dbopmara MACbMEHHOU paboThL.
OTCcyTCTBYEeT JIOTUKa B IOCTPOEHHUH
BBICKA3bIBAaHUs; TEKCT HE OhopMIIeH
COIIacHO Heobxoaumomy  ¢dopmary.
KpaiiHe orpaHMuYeHHBII  CIOBAapHBIN
3armac  HE  TO03BOJISIET  BBINOJHUTH
[IOCTABJIEHHYIO 3azady. JlomyuieHsl
rpyosie  Jekcuueckue U (WIN)
rpaMMaTHYeCKHe OITHOKH.

®oHT ASITOBBIX ITHCEM,
KOHTPaKTOB

IlepeBon nenoBBIX
IMHCEM

«3auTteno» [IpaBunbHbIX 0TBETOB 51-%
—  TEKCT  TMepeBojla  aJaeKBaTeH
UCXOHOMY COOOIIECHHIO; M3JI0KECHHUE, B
OCHOBHOM, JJOTUYHO )41 T'paMOTHO,
POIEMOHCTPUPOBAHO 3HaHHE u
MOHUMAaHUE KIIIOUEBOU TCPMUHOJIOTUHA U

DoHJ ICTOBEIX IHCEM,
KOHTPAKTOB




JEKCUKO-TPAMMAaTHYECKUX  CTPYKTYD;
JIOITyCKAeTCst 10 4eThIpEX
HE3HAUUTENFHBIX OLIMOOK B IEPEeBOjIE
TEPMUHOB U JIEKCHUKO-TPaMMAaTH4YECKHUX

CTPYKTYD.

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

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

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

A) OcHoBHas1 1uTEparypa
1.Amyp6exoBa T.U. Business English [Tekcr]: yuebnoe nocodue. — T.1. Auryp6exona.
Maxaukana: UL JAI'Y. — 2018.
2.I'ycnskoBa, A.B. Business English in the New Millennium : yue6Hoe mocobue /
A.B. I'yciisixoBa ; MunucTepcTBO 00pa3oBanus W Hayku Poccuiickoit @eneparnu, MoCKOBCKuUit
NeAarorn4eckuil ToCyJapCcTBEHHbINM yHuBepcurer. - 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 s3bIK Ui esioBoro oomenus -PocroB H//1: ®enuke, 2013.-268 c.
4.0sunnnukoBa, .M. The course of business English for the linguistic department :
yuebHoe nocodue / I.M. OBunnnukosa, B.A. Jlebenesa ; pen. C.C. XpomoBa. - Mocksa : EBpasuiickuii
OTKpBITBIH HHCTUTYT, 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 s3p1k npodeccruonanbHoro odmeHns=LSP: English for
professional communication : yue6Hoe nocobue / I'.H. I'ymoBckas. - Mockaa :
NznatenberBo «DnmaTan, 2016. - 218 ¢. - bubaworp. 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. llleenéna, C.A. JlenoBoii anriuiickuii : yaeonoe mocodue / C.A. IlleBenéna. - 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-TEJIEKOMMYHHUKAMOHHOI ceTH « AHTEepHETY,
He00XO0IUMBIX /IJI5l OCBOCHHUS TUCHUILIUHBI (MO1YJIAA)

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

WHTepHET-pecypchl: aHrIos3buHbIe caTel: 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 uWHPOpPMAIMKM HA 1O TeMaM, BBIHOCUMBIM Ha
CaMOCTOATCIIBHOC U3YUCHUC,

-y4eOHbIe TOcoOHs U y4eOHO-MEeTOMUECKUe pa3padoTku HayuHo# 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/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 FOTOBHUT K JIEJIOBOMY OOILEHUIO
Ha aHIJIMMCKOM SI3bIKE, KaK B MPO(eCCHOHAIbHON AESITEIbHOCTH, TaK U B IIOBCEITHEBHOM JKU3HHU, a
TaK)K€ YYUT YUTAThb U MIOHUMATh TEKCThI PA3JINYHOM HAIPABIECHHOCTH, YYUT NUCATh AHHOTALMU U
pedepar, nucath TUChMa YaCTHOTO U JIEJIOBOTO XapakTepa. B mporpammy BK/IIOY€Ha criellMaibHas
TEPMUHOJIOTHS A3bIKA JIEJIOBOTO OOIICHHUS.

HeoOxonumMo pa3pabaTbiBaTh COBMECTHO C TpPENojAaBaTeileM WHAMBUAYAIbHbBIN alrOpUTM
CaMOCTOSITeNIbHON PaboThl U pabOTHI Ha 3aHATUSAX. OCHOBHAsI peKOMEHAalusl, 0OecreurnBaroias
ycIex IpU OCBOCHHUH, KaK OTAEIbHBIX TEM, TaK M Kypca B IIeJIOM - CUCTeMaTHueckas paboTa HaJ
3aJaHUSIMU, KOHKPETHU3UPOBaHHBIMH B 11.3, «ColepkaHue caMOCTOATENbHON paboTh». BeimonHss
3a/1aHMs, CTYIEHT KOHTPOJMPYET CTENEHb YCBOECHHsS Marepuala M, €CIM OH HE B COCTOSIHUM
BBIIIOJIHUTh TO WM HHOE 3aJaHue, OH [OJDKEH BHUMATEIBHO IIPOYUTATH COOTBETCTBYIOIIEE
IPABWJIO II0 PEKOMEHAOBAHHOM JMTEpaType. [Tocne 3aBepuieHMs KaXJIoro OJOKa TeM,
[IPEIOIAaBATElb AT «TBOPYECKUE» 3aJlaHMs: HANKMCAHUE CBA3HBIX PACCYKIACHUH, BBHICKA3bIBAaHUM,
aHHOTalMU U pedepaTos, MUCEM JIMYHOTO U JEI0BOT0 XapaKTepa, OAr0TOBKA YCTHOTO COOOIIEHHUs
10 33J]aHHOW TeMe, MOATOTOBKA K POJEBON Hrpe, Hampumep, «OTKPBITHE COOCTBEHHOTO OM3HECa».
Ha 5T0 OTBOIMTCS ITOCTATOYHOE KOJMYECTBO YAaCOB HA CAMOCTOSITENBHYIO NOArOTOBKY. Ilonck n
cbop Mmarepuana JIOMHKEH OCYILECTBIISATHCS CTYAEHTAMHU CaMOCTOSITEIIbHO W3 COOTBETCTBYIOIIUX
VCTOYHUKOB: MEPUOJUYECKUX HW3JaHUM, HAy4YHO — IOMYJSPHBIX TEKCTOB, HAy4YHBIX CTaTeH,
mMoHnorpaduii, UutepHer - pecypcos. IIpu moaroroBke Takux KOMMYHUKaTHBHO-OPUEHTHPOBAHHBIX
3aJaHUI: POJICBBIX WIP, TPYNIOBBIX IUCKYCCHMM M T.I. CIEAYeT NPUICPKUBATHCSA CLEHaApHs,
pa3paboTaHHOI0 COBMECTHO C IPENOAaBATEISIM.


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

10 . llepeuenb HHPOPMAIUOHHBIX TEXHOJIOTHii, HCNOJIb3yeMbIX PH OCYIIECTBICHUH
00pa30BaTeJIbLHOIO NMPoIecca Mo IMCHUIINHE (MOAYJII0), BKJIIOYAs NlepedeHb POrpaMMHOTI0
obecreyeHusi U HHPOPMAIHMOHHBIX CIIPABOYHBIX CHCTEM (IPH HEOOXOAMMOCTH)

[Ipu npoBeneHUM MPAKTUYECKUX 3aHATHM 1o guciumuinHe «lHocTpaHHBI — SI3BIK B
npoeCCHOHATHPHON KOMMYHHMKALIMK» HCIONIB3YIOTCS CIEAYIOIIME IPOrpaMMHBIE OO0ECTICUCHHS
COBpPEMEHHBIX MH(POPMAIIMOHHO — KOMMYHHMKAaTHUBHBIX TexHosiormii: Microsoft Office, Excell,
cioBapb-iepeBoguuk ABBYLingvo 12, obyuatome nporpammel: «Speaking English», «Tell me
more», «Anrmuiickuii Ha Ypa», «lIpodeccop XwurruHc. AHrIUACKHA 0€3 aKIeHTay,
«VIHTepakTUBHBINA y4eOHUK MO COBPEMEHHON I'paMMAaTHKE aHTIIMICKOTO s3bIKay», «CaMoyduTenu no
AHIJIMHACKOMY  SI3bIKY»; HHTepakTuBHble Kypchl «TOEFL»; TpeHUHroBble MpOrpamMMmbl MO
IrpaMMaTUKE U JIEKCUKE, TECTOBBIE 3aJaHMsI 110 AHIVIMHCKOMY A3BIKY: « TecTbl MO aHIVIMHCKOMY
SI3BIKY»; Y4eOHBIC TOCOOUS U YUeOHO-METOIMUECKHE pa3padoTku HaydHor Onbmmoreku JII'TIY.

11. MaTepuajibHO-TeXHHYeCKOe o0ecneyeHne JUCIHIIHHBI

HpI/IMeHeHI/Ie COBPEMCHHBIX O6pa3OBaT€J'II>HbIX TEXHOJIOT I/If/i, B paMKaXx KOTOPbIX PCAIN3YyCTCA
OCBOCHHMEC IOUCHUILNIMHBI, MpeAnojaract HMCIOJIb30BaAHUC aKalleMI/IHGCKOf/'I ayauTopun - Ijid
IMPOBCACHUA HNPAKTHUUICCKUX 3QHSTUHN C H606X0,I[I/IMBIMI/I TCXHUYCCKHMH CpECACTBAMU (KOMHBIOTep,
IIPOEKTOp, DOKpaH, HWHTEpPaKTHBHAsg [JOCKa, ayIuo- UW- BHIECO ammaparypbl, Meduasal C
BO3MOXHOCTBIO ITPOCMOTpPA CIIYTHUKOBOI'O TCJICBUACHW A HA HHOCTPAHHOM HSLIKC).

CpenctBa oOydeHHsI BKIIOYAIOT Y4€OHO-CIIPABOYHYIO JIUTEpaTypy (PEKOMEHIOBaHHBIC
y‘le6HI/IKI/I u y‘I66HLIe HOCO6I/I$I, CJIoBapu, y‘le6HHe U AYTCHTUYHBIC IICUATHBIC, ayAHUO- U
BUJeoMarepuaisl, UHTepHET-pECypChl).

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

Hal"J'Ifl)IHI)Ie, AyIUOBHU3YyaJIbHEIC, TCXHUYCCKUC CpeacTBa 06y‘ICHI/I$I . KOMIIBIOTED,
MYJIbTUMEIHNA, AyIHOBU3YAJIbHBIC MaTCpHUAJIbI.






