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1.Ileab ¥ 327241 OCBOCHMS AUCHHILIUHBI
JlaHHas porpamMMa paccuMTaHa Ha CTYJIEHTOB, IPOAOIDKAOIKX o0ydeHue B maructpatype AITIY.
OCHOBHOH T1IeJIBIO TIPETOJIaBaHMs JAUCHUIUIMHBI «MHOCTpaHHBIN S3BIK B MPOQeCcCHOHATHHOU
KOMMYHMKAIUW» SBJSETCS 3aKpPEIUIEHUE 3HAHWM, IMOJIYYEHHBIX MarucTpaHTaMU B IPEIbIIyLIEM
sTane oOyueHus - OakajaBpuaT, M JajJbHEiIIee MX YIIyOJeHHEe 3a CUeT H3y4YeHHs s3bIKa
npoeCcCHOHATLHON KOMMYHUKALIUH.
Iesnp naHHOM mMporpaMmbl —pa3BUTHE Y CTYACHTOB MarucTpaTypbl YMEHUH M HABBIKOB OOILEHUS B
YCTHOW W THCbMEHHOW (opMe B THUIMYHBIX CHUTyalusax B cdepe mpodeccHoHANbHOIM
KOMMYHHKAIIMH, @ TAK)KE COBEPILIEHCTBOBAHNUE SI3bIKOBOH U 00111€TTpO(hecCHOHATBHON KOMIIETEHIINH.
JloCTHKEHMIO TaHHOM LI CIIOCOOCTBYET PELIEHUE CASAYIOLUX 3a4a4:
® Dpa3sBUTHE MHTEpeca K IPUMEHEHUIO HMHOCTPAHHOIO  s3blKa B  IIPAKTHKE
camMo00pa30BaTeNIbHON JeATeNbHOCTH NIE1arora;
pa3BUTHE KOMMYHUKATUBHBIX YMEHHUU MarucTpaHTOB;
® Dpa3BUTHE MEXKKYJIbTYPHBIX 3HAaHMM M YMEHHUH, KOTOpbIE IIO3BOJIAIOT MAaruCTPaHTy
OPUEHTUPOBATLCSA B PA3JIMYHBIX TUIAX KYJIbTYP M COOTHOCHUMBIX C HUMH HOPM JEJIOBOTO

OOIIICHMUS,

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

®  OBJAJICHUE TEXHUKOW YTCHHUs, IEPEBO/IA U peepUPOBAHHS AYTCHTUYHBIX TEKCTOB JIEJIOBOU
TCMATUKH.

CrTyneHTbl JOJDKHBI YMETh OCBEIIATh Pa3HOOOpa3Hble BOMNPOCHI, MPABUIBHO CHUHTAKCHYECKU U
CTHJIMCTUYECKU OPraHNU30BaTh CBOIO peyb, IPOBOJUTH AHAIIN30B TEKCTOB JI€JI0OBOM HAIIPABICHHOCTH.
PaboTa Haj CcOBEpIIEHCTBOBAHUEM sI3bIKAa BEIETCS KaK Ha Marepuane MUCbMEHHBIX paboT, Tak M
YCTHO C TOCJICAYIOIMIMM KOMMEHTHPOBAaHUEM, OOCYKICHHEM W pabOTO HaJ MHIMBUAYAJILHBIMH U
TUnMYHbIMU ommbkamu. Ilpu orb6ope meronnyeckoro marepuana ocod0oe BHUMAaHHE HEOOXOIUMO
ynensatb 3(p(EeKTUBHBIM TpUeMaM AaKTHBHOTO OOY4YEeHHs, a TaKKe IOCTIDKEHHSIM COBPEMEHHBIX
METOAMK (KOMMYHMKAaTMBHOI'O M HMHTEHCHBHOIO OOyuY€HHs, UIPOBOrO MoJenupoBaHus). B xone
JAHHOT'O Kypca CTYAEHT JI0JKEH NMPUOOPECTH NPABUIIbHBIE IPOU3HOCUTEIbHBIE HABBIKH, HAYUYUTHCS
CBOOOJHO M MNpPaBWIBHO IOJb30BaTbCid I'PAaMMATUYECKUMU KOHCTPYKLUSIMM aHIJIMICKOrO S3bIKa,
OBJIAJIETh JIOCTATOYHO OOIIMPHBIM CJIOBAPEM M HAYUUTHCS CTUIMCTUYECKU IPABUIBHO O(OPMIISATH
CBOIO peYb KaK YCTHYIO, TaK U IIMCbMEHHYIO.

2.MecTo nucuunaunsl B crpykrype OIIOIT BO

Jucuumnuna (51.0.02.02) «MHOCTpaHHBIH S3bIK B NMPO()ECCHOHAIBHOW KOMMYHUKAIIUH»
BxoauT B monaynb b1.0.02 «IIpodeccuonanbhHas koMmmyHukaus» ydeonoro miana OITOIT BO
MOATOTOBKM MAarucTpoB Mo HampaBieHuto mnoarotoBku 44.04.01 Ilemarormyeckoe obOpazoBaHue,
Maructepckas mporpamma «Teopust M mpakTHkKa OOY4YEHUS MEXKYJIbTYpPHOH KOMMYHHKAIIMH B
MOJIMATHUYECKOH U NOJIMKYIBTYPHOU cpefie (aHMITMUCKUN S3bIK).
Huctunnuaa (b1.0.02.02) «MHocTpaHHBIN S3bIK B MPO(ECCHOHAIBHOM KOMMYHHMKALUW» Oa3upyeTcs Ha
KOMIIETEHIIUSX, 3HAHUIX, YMEHUSX M HABBIKAX, COOPMUPOBAHHBIX Yy 00YYarOIIUXCS B PE3YJIbTaTe 00ydeHUS
B CpelHeil o00mieo0pa3oBaTeNIbHOM IKoJe M B pe3ynbrate ocBoenus auciuiuind OITOIT GakanaBpa
«IpakTUeCKUl KypC aHTIIUACKOTO SI3bIKA.
Jucturuimaa «MHOCTpaHHBIN SI3BIK B IPO()ECCHOHATBHOM KOMMYHHKALMM» OOECIIeunBaeT yriryOIeHHYO
MOJTOTOBKY CTYJCHTOB-MaruCTpaHTOB K Pa3HOOOpa3HO#l MpOopecCHOHATbHON JAESTEIbHOCTH, CBSI3aHHOH ¢
UCIIONb30BAaHWEM 3HAHMH W YMEHHWH B O0JACTH HMHOCTPAHHOTO S3bIKA B YYPESKACHHAX OOpa3oBaHUS,
KyJIbTyphl, ynpasienus, B CMU, B 0061acTi MEXKYJIbTypHOH KOMMYHUKAIMU. 3HAHUE S3bIKa HEOOXOIMMO
JUTSE MAaTUCTPAHTOB JIJIs1 H3y4YeHHsI NH(OPMAITMOHHBIX PECYpPCOB Ha aHTIIMICKOM SI3bIKE.
KOMHCTGHHI/II/I, C(i)OpMI/IpOBaHHI)Ie B IpoHecCce HUIY4YCHUA TUCHUILIVHBI, HCO6XOJII/IMBI JI1  OCBOCHUSA
ColepXKaHus JUCHUIUTHH:  «MeToquKa NpenofaBaHusi aHIJIMHCKOTO SI3bIKa B YCJIOBHSX MHOTOS3BIYHS,
«AHIIMICKUH SA3BIK JUIS MEKKYJIBTYPHOH KOMMYHUKAIIMUY, AMCIMIUIMH 110 BBIOOPY CTYACHTA, BHIIOJIHEHHS
3amannii (yaeOHOHM, TPOW3BOJCTBEHHON MPAaKTHUK, HAYYHO-HCCIIEIOBATEIHCKON PabOTBI) W IMOATOTOBKH K
UTOTOBOM aTTeCTalNH.



3.Jlnanupyemble pe3yabTaThbl 00y4eHHs! 0 JUCHUIIIHHE

B pe3ynbraTte OCBOEHHS COIEpKaHMs IPOrpaMMbl Y Maructpa JOJKHBI ObITh ChOPMUPOBAHBI

KOMIICTCHIINU.

@®opMupyeMble KOMIIETEHIHUU

Kon

HaumenoBanue

Ilepeyens nuIaHNpyeMbIX pPe3yJIbTATOB
00y4eHHs 110 JMCHHUIIIMHE

YuauBepcanabhble komnerenuuu (YK)

YK-4.

CriocoOcH TPUMEHSATh COBPEMCHHEIC
KOMMYHUKATUBHBIC TCXHOJIOTHH, B TOM
YHCIIe Ha MHOCTPAaHHOM (BIX) SI3BIKe(ax),
JUTST aKaJIeMHYECKOT0 u
po(heCCHOHATBHOTO B3aUMOICHCTBUS

YK 4.1.

YMeeT BbIOMpaTh Ha TOCYIapCTBEHHOM H
WHOCTPAaHHOM

(-p1x) SI3BIKAX KOMMYHHUKATHBHO
MPUEMIIEMBIC CTHIIN JEIOBOTO

oOmeHus, BepOalbHBIE W HEBepOaTbHbBIE

CpEJICTBA B3aUMOJIEHCTBUS CIIapTHEPAMHU.
YK4.2.

YMmeer wHcCnonb30BaTh  HMHGOPMALMOHHO-
KOMMYHHUKAIIUOHHbIE ~ TEXHOJIOTUU  TIpU
MIOMCKE HeoO0XoauMol wuHboOpManuu B
mporecce peleHus pa3IMYHBIX
KOMMYHHUKATHBHBIX 3a1au Ha
rOCy/IapCTBEHHOM M HMHOCTPAaHHOM (-BIX)
A3BIKAX.

YK 4.3.

YMeeT BeCcTHM JIETIOBYIO  MEpEIUcCKY,
YUUTBIBasE ~ OCOOEHHOCTH  CTHJIMCTHKHU
OPUITMATEHBIX W HEO(PHIIMATBHBIX IHCEM,
COLIMOKYJBTYPHBIE pa3nuuusi B Qopmare
KOPPECHOHJIEHIIMM Ha TOCYAapCTBEHHOM U
MHOCTPAHHOM (-bIX) SI3bIKaX.

YK 4.4.

YMeeT KOMMYHHKAaTUBHO U KYJIbTYpPHO
MpUEMJIEMO  BECTH  YCTHBIE  JICJIOBBHIE
pa3roBOpHI B nporecce
npo(ecCHOHANFHOTO B3aWMOJCUCTBUS Ha
rOCy/lapCTBEHHOM M MHOCTPAaHHOM (-bIX)
S3BIKAX.

VYK 4.5. JleMmoHCTpUpYET yMEHUE

BBITIOJTHSATH MEPEBOJT aKaJEMHUUECKHUX U
npodeccHOHANBbHBIX TEKCTOB C
WHOCTPAHHOTO (bIX) HA TOCYAapCTBEHHBIN
S3BIK.

Oo6menpodeccuonan

bHbIe komMneTeHun (OIIK)

OIIK-8

Criocoben MPOEKTHPOBATH
NEJarOrM4ECKyI0 ACSTEIBHOCTh HA
OCHOBE  CIIELHMAJbHBIX  HAay4YHBIX
3HaAHUU 51 pe3yJIbTaToB
UCCIIEI0BAHUN

OIIK-8.1.
3Haer 0COOEHHOCTH MeJarornyecKomn
NESTENIbHOCTH; TpeboBaHUS K CyOBEKTaM
MeAarorTHIeCKON JACSITeILHOCTH; PE3yIbTaThl
HAyYHBIX MCCIIEZIOBaHUN B cepe
[eIarorM4ecKo AeATENHLHOCTH.
OIIK 8.2.
YmMmeer HUCIOJIL30BaTh
CIIeIHaIbHBIE
Hay4JHBIC 3HAHUSA 51 pe3yabTaThI
UCCIIEIOBAaHU 111 BbIOOpa METONIOB B
e arOrM4YeCKON AeATENHHOCTH.
OIIK 8.3.
Bnaneer
CpeICcTBaMU
Iegarorn4ecKomn

COBpPCMCHHBIC

METOAaMH, dopmamu  u

ACATCIIBHOCTH,




JeSITEIbHOCTH
HAay4HBIX MCCIICJOBAaHUM.

OCYHICCTBJIACT UX BBIGOp B 3aBUCHUMOCTH OT
KOHTCKCTa

podecCHOHABLHOM
C y4eTOM pe3yJbTaToOB

4. TpynoémMkocThb IUCHUILIHHBI (MOTYJINA)

OO111ast TPYI0EMKOCTh TUCIUILTHHBI COCTaBIsieT 3 3aueTHbie eauHuibl (108 gacos).

JucuuiuimHa usydaercs B 1-m cemectpe. Tabmuua 1
Bun yueOHO# paboThI OvyHas 3aouHasa
dhopma ¢opma
o0y4eHus o0yUeHws
AyauTOpHBIE 3aHATHSA (BCEro) 28
Jlexun
[TpaxTtrueckue 3ansaTus (I13) 28
Cemunapsl (C)
Jlaboparopnbie pabots (JIP)
CamocTosiTesibHast padoTa (Bcero) 80 102
IIpopaboTka MaTepuana JeKIHii, MOATOTOBKA
K 3aHATHSIM
CamocTosaTenbHOe U3YYeHHE TeM
KonTponsHbie paboTht
Pedepar
Kypcogoii mpoekr (paboTta)
[IpomerxyToUuHast aTTecTaIus (3a4erT, Bauér Bauér
JK3aMEH)
OO01mas TpyI0eMKOCTh 108 108
5.Conep:xanue TMCHUIIUHDBI (MOIYJIfA)
5.1. TeMmaTuyecKMii MJIaH
Tab6muna 2
No HaumenoBanue paznena Bunet yueOHOI paboThI U TPYIOEMKOCTh UX U3YUCHUS
(TeMbI) JIMCUMILIMEBL | Jlekiyn [Mpaxr. [Mpaktiu. | Camoctost | [Ipomexyrou
3aHATUSA MOATOT. eJbHast HBIN
pabota KOHTPOJIb
OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | O4H ‘ 030 | OYH ‘ 030
Monayas 1. [IpodeccuonaibHoe o0eHue
11 [TyGnuvHOE BBICTYIUICHUE 4 2 10 | 12
KaK JKaHp JIeJIOBOT'0
o01mIeHus!.
1.2. | ®opmartsl AeT0BOTO 4 10 12
oO01eHns
1.3. Cry>keOHBIN THUaor. 4 10 14
1.4. | Bunsl neperoBopos, 4 2 10 13
IIpaBuJia UX BEACHUS.
Hroro 3a 1 moayanb 16 4 40 | 51




2.1. | ®opmartsl, MpaBuiIa 3 1 10 12
MUCBMEHHOTO  JICIOBOTO
oOmIeHHs
2.2. | AHHOTHpOBaHUE, 3 10 12
PE3IOMUPOBAHUE u 2
pedepupoBanme
Ka4eCTBEHHOM MPECChI
2.3. | Onpenencuue KII. 3 10 14
2.4. | CuHrakcuueckue 3 10 13
ocobenHoctH si3bika KI1
Hroro 3a 2 moayJib 12 2 40 51
Hroro 3a cemectp 28 6 80 | 102 | 3au.

5.3.TemMbl NpaKTHYECKUX/CEMHHAPCKHUX, J1a00PaTOPHBIX 3aHATHI U NepevyeHb 3aJaHUI

Tabnuma 4
No Tema npakTuueckoro 3amanus (WM BOIPOCH JJIs ®dopma Jlutepatypa
n/m (cemuHapckoro, y1ab.) 00CYXICHUS Ha CeM. 3aHSITHH) OTYETHOCTH
3aHATHUA
Moay.s 1. IIpodeccuonanbHoe o01IeHUE

[Ty6muunoe BeicTytuieHue | 3anamue Nel,2 VeTHbIi CM. yHKT 7
1.1. | kax xanp nemoBoro 1.Mndopmanmonnas OIpoC.

OOIICHUS. peub. Koutpospro-

TCCTOBBIC

2 IlpuBeTcTBEHHAsT peEYb.
3aJaHus.

3.ToproBas peys.

4., Dranbl TMOATOTOBKH M
MPOBEACHUS IyOJIMYHOIO
BBICTYTUICHUSI.
JJoKOMMYHHKATUBHBIHI
9TaIl: ONpeleNeHUe TEMBbI
W [eMH  BBICTYIUICHHS,
OLICHKA ayJguTOpUu |

00CTaHOBKH, mo100p
MaTepuaa, Co3J1aHHe
TEKCTa W TIPE3CHTAIHH,
peneTUIHsL.
KoMMyHUKaTUBHBIN:
BBICTYIUIGHUE, OTBETHI Ha
BOIIPOCHI, BEJICHHUE
MOJIEMUKH.

ITocTkOMMyHUKaTHBHBIN
JTAall: aHAJIU3 PEYH.

3anamue No2

1.VYcraHoBieHHe  KOHTaKTa  C
ayIUTOPUEH, €ro IIPUEMBL:
BOIIPOCHO-OTBETHBIN MIpHUEM,

Mepexoa OT MOHOJIOra K JHANOTy,
IIpHEM  CO3JaHUs  MPOOJIIEMHOM
CHUTYaIluH, nprueM HOBHU3HBI
nHpOpPMALMK OIopa Ha JIMYHBINA
OIIBIT, HCHOJIb30BAaHHE  IOMOpA,
KpaTKoe OTCTYIUICHHE OT TEMBL.
2.CpenctBa HeBepOaJIbHOM
kommyHuKauuu.llo3a, JKECTBI,




MHMHKA BBICTYIIAIOMIETO.

3.ITpaBuna MTOATOTOBKHU
MPE3CeHTAIMK:  KOJWYEeCTBO U
obopmMIicHHE  CclaiioB,  BBIOOP
mpudra, CHUHTaKCHYECKHUE
0COOEHHOCTH TEKCTa, CTPYKTypa
MPE3CHTAIIHH.
4 Anamus my0IMYHOTO
BeIcTymieHus. (Cxema  aHanmza
MyOJIMIHOTO BBICTYIUICHUSI.
5.KomnexTuBHBIH pazbop
BBICTYIUICHUH COKYPCHHUKOB.
6.ITuceMeHHbIC OT3BIBBI 0
BBICTYIIJICHUSIX.
12 | dopmartsl 1eoBOro 3anamue Ne3 VeTHbIR CM. myHKT 7
o0rmIeHus 1.CocraBnsronpe  ycrhemHoro | onpoc.
JIETI0BOTO oburenms. | KOHTpoIBHO-
2.MeXKynbTypHbIE pasaudus B | oC OBPIC
JIETIOBOM OOIICHUH. SANAHIL
3anamue Nod
3.0cobennoctn JIEIIOBOTO
oOnieHuss B oQuIMAIBHON U
HeoUIMaNbHOH  OOCTaHOBKE.
4 PeueBoii JTHKET.
5.PernoHanbHOe BapbHpPOBaHUE
B JeNIOBOM  OOWIEHMH  Ha
AHTJIMACKOM SI3BIKE.

1.3. | CnyxeOHblii Auaor. 3anamue Ne5 VeTHbIi CM. yHKT 7
1.Tunel peyeBBIX aKTOB B JIEJIOBOM | OTPOC.
obueHnn: Bompoc, moOyxkaeHue, | KOHTPOIbHO-
COO6IHeHI/Ie TCCTOBBIC
2.3aKkpbIThIC, OTKpBITEIE, | /A
PUTOPUYECKHE BOMPOCHI, BOMPOCHI
Ui O0JlyMBIBaHUS, TEPEIIOMHBIC
BOTIPOCHI.
3.Metonsl yOexneHus
co0eceHUKa
4.TIcuxonoru4ecKue TUIIBI
CO0ECEIHUKOB.
5.Hesepbannabie cpencTaa
JIETIOBOTO OOIICHUSI.
3anamue Neb
6.ITpocTpaHCTBEHHBIC HOPMBI
JIETIOBOTO OOIICHUSI.
7.CnyxeOHbIH Tesne)OHHBIN
pasroBop.
8.TexHuKa peur B pa3roBope 1o
TenedoHy.
9.IlpaBuna BegeHUs TeIe(OHHOTO
pasrosopa.

10. MHTepBbIO ITpH NIpHEME Ha
pabory.
1.4. | Buasl neperosopos, 3anamue Ne 7 VerHbli CM. iyHKT 7
MpaBuia UX BEJCHUSL. 1.DTamst MHOATOTOBKH H | ompoc.
MPOBEACHUS TeperoBopos. | KOHTPOIbHO-

TCCTOBBIC




2.J10KOMMYHHMKAaTHBHBIH 3Tal: cOop
nHpOpPMAaLIUH, ONpeNeiIeHUe Leen
W 3a/1a4, ONpENCICHHE BPEMEHH U

MecTa  BCTpeuH, YYaCTHUKOB
Jeleranyu.
3.KommyHHMKaTUBHBII JTam:

MPENCTABICHUE  CTOPOH  JIpyT
IOpyTy, WU3JI0XKEHHe MpobieM u
Lesied, aHaiau3 MpoOJIEMBbl, AUATIOT
YYaCTHUKOB, apryMeHTaLHS
BapHaHTOB pPELICHUH, MOIBEICHHE
WTOTOB W TIPUHATHE pELIEHUH,
COCTaBJICHHUE MPOEKTa JOKYMEHTOB.
4 ITIoOCTKOMMYHUKAaTUBHBIA  OTaIr:
aHaJIU3 IEPErOBOPOB.

5.53b1K0Bas COCTAaBIIAIOIIAs
YCIIEUIHBIX IEPErOBOPOB: CIIOCOOBI
MIpUBJICYEHNUS BHUMaHUs, MPOBEpPKa

aJIeKBaTHOCTHU MMOHUMaHUS,
MOJBITOXKHBAHUE JOCTUTHYTBIX
JOTOBOPEHHOCTEH, — CMATYCHUE
BBICKa3bIBaHUS.

6.Yder KynbTypHBIX pa3iuadil Ipu
MIOJITOTOBKE u BEACHUU
HIEPErOBOPOB.

3anuamue No 8
1.WnutepBpro. lemm wu  3amaum
OOIICHUS ¢  TMPEACTABUTEIIIMU

MIPECCHI.
1. JIokKOMMYHHKaTHBHBIH JTam:
oTpe/iesieHHe (coBmecTHO c

WHTEPBBIOEPOM) Kpyra mpoOlieMm
pas3roBopa, IOATOTOBKAa OTBETOB Ha

IpeAIoaraeMble BOTIPOCHI,
H3y4eHue nHpOpMAITUH 0
KYpHAJIHCTE.
2.KoMMyHHUKaTHBHBII JTam:
MIPUBETCTBUE, YCTaHOBJICHUE
KOHTaKTa; OTBETHl HA BOIPOCHI
HWHTEPBbIOEPA, MpoILaHNue U
OnarolapHOCTh 32  HWHTEPECHBIC
BOTIPOCHI.

3.IlocTKOMMYHUKATHBHBIA ~ 3TaIl:
aHanu3 uHTepBbrO. IlpaBuna i
HHTEPBBIOUPYEMBIX.

4.Crnemmnduka npecc-koH(epeHIUH
Kak BHJa JEJIOBOTO  OOIICHUS.

IToaroroBka K npecc-
KOH(epeHIINH.

5.CocraBieHue  3asBICHHA  JUIS
MIPECCHI. OO6menue c

KypHaJIMCTaMH  TIOCIE  TIpecc-
KOH(epeHIHH.

3aJaHuA.

Mopnyas 2. IInceMeHHbIe OM3HEC- KOMMYHHKAIINH

2.1.

Dopmarsl,
MMICbMEHHOI'O
OOIIeHUS

npaBuia
JIEJI0BOTO

3anamua Ne9,10
1.5I3bIK IMCBMEHHOI'O  JEJIOBOTO
o01IIEeHHS.

Ycrablii
o1poc.
KoHTponbHO-

CM. myHKT 7




2.Bunsl JIETOBEIX IIHCEM.
CtpykTypa  JEJIOBOTO  IHCHMA.
3.SI3BIK ¥ CTHIIB IEIOBOIO IHCHEMA,
4, TunuyHble KIUIIE.
5.IluckMo-3ammpoc ¥  OTBET Ha
3arnpoc, MMHCHMO-3aKa3,
pexaamManuy. DJIEKTPOHHAS II0YTa:
(hopMaT, CTUIIb, THITMYHBIC KIIHIIIE.

TECTOBBIC
3aJlaHus.

2.2

AHHOTHpOBaHUE,
pE3IOMHUPOBaHUE
pedepupoBanue

Sanamusa Nell
1.Pe3rome. Llens cocraBieHms
pe3ioMe, ero CTPYKTypa U S3bIK.

YcrHbli
orpoc.
KoHTponbHO-

CM. myHKT 7

TECTOBEIE
3aJaHHUs.

Ka4eCTBEHHOM MPeCcChl 2.CTpyKTypa, CoepiKaHue U SI3bIK
COIPOBOTUTEIILHOTO MTUCHMA
3.AHHOTHPOBAHHUE,
pe3roMupoBaHue U pedeprupoBaHue

Ka4EeCTBEHHOW MPECCHI.

YcrHbli
orpoc.
KontpomnsHo-
TECTOBBIE
3aaHMA.

3anamue Nol2

1.Onpenenenne KI1.
2.CnoBapHsrit coctas KII:
o0mieynoTpeOuTeNbHAS U IEI0Bast
JICKCHKaA, TCpMI/IHbI, NMCHa
COOCTBEHHEIE.

3.CtunucTuyeckue 0COOEHHOCTH
KII: meracdopa, urpa ciios,
AJUTIO3HS, IIATALIMS, HEOJOTU3MEIL,
POJb IOBTOpPA B U3BJIEUCHUHT
nH(pOpMAaITUH.

4 KoHuenTyanabHBIN 1
JIMHIBUCTUYECKHUH aCIIEKT
myOmmkarmii B K11, nx coBnanenus
U PacXOXKACHUs

) 3. Omnpenenenne KII. Cwm. myHKT 7

Sanamue Nel3,14 VerHblii

1.Cunrakcuyeckne ocobenHocTn | OMpoc.
S3EIKA KIT: KontpomnsHo-
HIUPOKOYIOTPEOUTETBHEIC TeCTOBbIC
3adaHus.
rpaMMaTH4YeCKUe  KOHCTPYKIUH,
CHUHTaKCUYECKasi  KOHBEPTEHIIHS,
CerMeHTaIHsI CTPYKTYPBI
MPEUIOKEHHS, aKTyaJIbHOE
YJICHCHUE.
2. Koresuss W KOTEpEeHTHOCTh B
KII3.Crioco0st KOMIIPECCHU
TEKCTa TpPH  PE3IOMUPOBAHUH,
AHHOTHPOBaHHMH, pedeprupoBaHUN
KIL
4. S13p1KOBBIE KJTHILIE,
UCTONB3yeMble MpPU KOMIPECCHU
TEKCTA.

2.4. | CunTrakcuueckue
ocobenHocTH s3bika KIT

CM. myHKT 7

5.4. 3apanus caMmoCTOATEIbHOM PadoThI
Oco60e MeCTO B OCBOEHUHU JIaHHOM JUCIMIUIMHBI 3aHUMAET CaMOCTOSITeIbHAsl pab0oTa CTYAECHTOB
(CPC) obmmm oobemom 80/1024acoB.
Jnst yCHemHoro OcBOEHHs MarepHaia Kypca W NPHOOPETeHHS COOTBETCTBYIOLIMX HAaBBIKOB M YMEHHUI
PEKOMEHJTyeTCsl 3HAKOMCTBO C OOJIBIIUM KOJMUYECTBOM ayTEHTHYHBIX OOpa3IOB YCTHBIX M IMHChMEHHBIX
JIETIOBBIX U MPO(ECCHOHAIBHBIX KOMMYHUKAIMHA, X TOAPOOHBIN S3bIKOBOM aHamu3. J{s pemieHust dTod
33Jla4yl PEKOMEHAYETCSI HE TOJIBKO MCIIOJIb30BAHUE COOTBETCTBYIOLIEH JMTEpaTypbl, HO U PECYPCOB



WHTEpHETa, B OCOOCHHOCTU TEX, KOTOpbIE pa3paboTaHbl (M IMOCTOSHHO OOHOBISIOTCS) CIEIUAIBLHO IS
00y4JeHUs SA3BIKY JEN0BOro U npodeccnonanbHoro obmenus. Ocoboe BHUMaHUE CIeAyeT 0OpaTUTh Ha TO,
KaKk B YCTHOM U TINICBMEHHOM JICJIOBOM OOIICHWH TPOSBISIOTCS MEXKYJIBTYpHBIE —Pa3IUUUs
KOMMYHHKaHTOB. Ha camoctosTensHyto paboty mo Momaynto 1 BBIHOCSATCS TEOPETHUYECKHE ACIIEKTHI
MpeIaracMbIX TeM, KOTOPBIC CISAYET U3YYHUTh M0 UCTOYHUKAM Ha PYCCKOM W aHTJIMICKOM SI3bIKaX, a TAKXKe
MOJITOTOBKA MYOJIUYHOTO BBICTYIUICHUS TPEX BUJIOB: NPUBETCTBEHHAS pedb, WHPOPMAIMOHHAS pedb U
TOproBasi peyb.

Ha camocrositensHyto padoty o Mosymto 2 BerHocuTCS TeMa 1 «DopMaThl U CTHIIN AUATIOTHISCKOTO
JICJIOBOTO OOINEHUS», a TAKXKE MUCHhMEHHBIC 3a1aHus: 1) pe3FOMe M CONPOBOIUTEIILHOE MMUCHMO TIPU MTPHEME
Ha paboTty (Tema 2); 2) menoBoe nuckMo (Tema 3); 3) memopanmyMm (Tema 5); 4) IpoTOKOI coOpaHus (Tema
6).

Ne Pazgen (tema) nporpammsel | Kotnu | 3aganus ®opma Jlureparypa
n/m €CTBO AJISl CAMOCTOSITEJILHOTO OTYéTHOCT
4acoB | BBINOJIHEHUS "

Monyas 1. IIpodeccuonanbHoe o01enue

[Ty6auunoe BeicTymienune | 10/12 1.03nakomiienne VeTHbli Cwm. myHKT 7
1.1. | kak >xaHp a€NOBOTO MarvucTpaHTOB C IIJJAHOM OIpoc.
001IEeHN S, CaMOCTOSITETLHON pabOThI Konrpois
Ha y4eOHBII ron, | HO"
rpa(uKOM KOHCYIBTAIMM. | oo oore
3aaHusL.
2. Konkypc Ha mydmee
S3BIKOBOE
MopThOINO00YIAFOIIErOC
A1
3.Beimonnenue
€XKEHeIeIbHBIX
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 7
oOIIeHUS MyOJIMIHBIX onpoc.
BBICTYIUIEHUH 110 Konrposs
PEKOMEH ALK HO-

TCCTOBBIC
HperoaBaTelisi U 1o

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

1.3. | CnyxeOHbIi TUajIor. 10/14 1.Ilpocmotrp u aHaiu3 | YCTHBIH CM. myHKT 7
BHJI€O3aIHCEH ompoc.
CITyeOHBIX TUAJIOTOB. Konrposs
AHanu3 BepOanbHOM U HO"
HeBepOATBHON TecToBbIe
3aJlaHus.
COCTaBJISOIIIX
YCIELIHOTO U HEYJIa4uHOTO
CITy»KeOHOTOo nrajiora.
[ToaroroBka k poseBoi
urpe «IHTepBHIO IPU
nmpueMe Ha paboTy».
[IpocmoTp BuAco3anucu
Howtogetajobyouwant ua
Oitore
www.tiashija.blogspot.co



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

m

1.4.

Bune! neperosopos,
[IPaBUJIA UX BEACHUS.

10/13

1.Ananus Bugeo3anucei
My OTMIHBIX
BBICTYIUICHUH 110
PEKOMEH AN
[IpernoaaBaTess v 1o
c0oOCTBEHHOMY BBIOODY
MarvcTpaHTa,
OTIpe/ICIICHUE THUIIOB
OpaTopOB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

YcTHBIN
orpoc.
MopnynbHbI
H TecT.

CM. myHKT 7

Mogayas 2. [IucbMeHHbIe 0U3HEC- KOMMYHUKALMU

2.1.

dopmarsl,
IIMCBMCHHOTI'O
001IIeHHS

TpaBriIa
JIETTOBOTO

10/12

1.IIpopaboTtka TEOPHUH
BOIIpOCa, H3yYeHUE
SI3BIKOBOM COCTABIISIFOLIEH
OUIHATHEHOTO,

oIy O(UITHAIEHOTO u
HEO(UIMATIBHOTO CTHIICH
JUATIOTHYECKOTO
JICIIOBOTO OOIICHHS.
2.ITpocmotp
BHJICO3aIHACEN Ha
peaIMeT W3yYEHUS
PETHOHAILHOTO
BapbUPOBAHUS B JEIOBOM
oOmIeHn .

1.Hazaposa T.b.
AHTTTUACKUN SI3bIK
nenoBoro oomenus. Kype
JIEKIIUI U TPAKTUKYM. —
ACT, Actpens, BKT.
2016

2.Hazaposa T.b.,
IIpecuyxuna N.A..
PernonanbHoe
BapbUPOBAHHE B JEITOBOM
OOIIIEHUH HA AHTJIUHACKOM
s3pike. — ACT, Actpens,
BKT, 2016

VYeTHbIl
orpoc.
KonTtpons
HO-
TECTOBBIE
3alaHus.

CM. myHKT 7

.2

AHHOTHUpPOBaHUE,

PE3IOMHUpPOBaHKE u

pedepupoBanue
Ka4eCTBEHHOM MPECChI

10/12

[Ipocmorp u  aHanus
BUJIE03AIIMCEN UHTEPBBHIO
Kax TOTOBUTLCS K
HWHTCPBBIO
http://www.ublicityhound.
net/prepare-for-an-
interview-with-a-reporter-
these- 8-ways

VT
orpoc.
KonTtpons
HO-
TECTOBBIC
3a7aHUsl.

CM. myHKT 7

2.3

Ompenenenne KII.

10/14

IIpopaboTtka
BOIIpOCa
1.BBenenckas JI.A.
Putopuka u kynapTypa
peun. — @ennkc, 2015
2.Hazaposa T.b.
AHIUICKUN A3BIK

TEOpUH

YcrHbii
o1poc.
KonTpoas
HO-
TECTOBbIE
3a1aHus.

CM. myHKT 7
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nenoBoro oomenus. Kype
JIEKIUHA U MPAKTUKYM. —
ACT, Actpens, BKT.
2016

IIpocmotp u  aHanus
BHUJICO3AINUCEN TUCKYCCUM

2.4 | CuHTaKkcuueckue 10/13 | IIpopaboTka TeOpuH YcrHsrit Cwm. mynkT 7
ocobenHocTH s3b1ka KI1T BOIIpoca ompoc.
IloaroroBska k MOHWLHH
MeKBy30BCKOMY v Tect.

KOHKYPCY IIEpEBOJIOB C
MHOCTPAHHOTO SI3bIKa Ha
pycckuii(Tipo3a,
0231 ) (BBITIOJTHEHUE
nepeBoja ¢
MHOCTPaHHOTO Ha
PYCCKUH SI3BIK,
IloaroToBka K KOHKYpCY
YTElOB Ha HWHOCTPAaHHOM
sI3bIKe  (03HAKOMJICHHE C
WHOS3EIYHOM 033U EH,
3ay4rBaHue

Hau3ycTh)

[TpopaboTtka TEOpUHN
BOIpoca

peun. — @ennkce, 2015
1..Hazaposa T.b.
AHIIMIACKHAN A3BIK
nenosoro obuienus. Kypc
JIEKIUHA U MPAaKTUKYM. —
ACT, Acrtpens, BKT.
2016

2.IIpocMoTp U aHAIM3
BHJICO3aIIUCEN JUCKYCCUI
3. [ToaroroBka k
MexBy30BCKOMY
KOHKYPCY Ha JIyqITuit
BONPOC Ha HHOCTPAHHOM
s13bIKe 0 TeMe «Briciiee
oOpa3oBanue B Poccun u
CTpaHaxX U3y4aeMoro
S3bIKa» (M3y4EeHHE
WHOA3BIYHON
JTUTEPaTypHI,
COCTaBIIEHHE BOIIPOCa H
OTBETa)

5.5. Tembl pedeparTos
5.6. TBopuyeckue 3a1aHUsI-HE NIPELYCMOTPEHBI
5.7.Cutyanus 118 aHAJIM3a-He NPeAyCMOTPEHbI
5.8.Crarbu A5l cocTaB/ieHHs] aHHOTALMIi, pelleH3Uli-He MPegyCMOTPeHbI
5.9.Tembl KypcoBBIX pa0OTHE MPeIyCMOTPEHbI
6.D0H/1 OLICHOYHBIX CPEICTB JJIsl IPOBEACHHUS IPOMEKYTOYHOM aTTeCTAlMH 00y4YAIOIIMXCS 110
AMCUUIJIMHE (MOAYJII0)

6.1./1epeuenv komnemenyull ¢ yKazaHuem 3manos ux opmMuposaHus 8 npoyecce 0C80eHuUs
06pa306amenvHol NPOSPaAMMbL
VYK-4. CnocobeH npuMeHsTh COBpEMEHHbIE KOMMYHUKATUBHBIE TEXHOJIOTHH, B TOM YHCIIE HA
MHOCTPaHHOM (BIX) sI3bIKe(aX), U aKaJeMUYeCKOro U Mpo(hecCHOHAIIbHOTO B3aUMOIeHCTBHS



OIlIK-
8 .CHOCO6CHHPOGKTI/IPOBaTLHCILaF OFI/I‘-ICCKyIO,ZLeﬂTeHLHOCTBHaOCHOBeCHeHHaHLHBIXHaquBIX3HaHHﬁ n
pe3yJAbTAaTOB MCCIICIOBAHUI

6.1.2. Komniekm KOHMPOIbHBIX 3A0AHUL UTU UHblEe MAMEPUAIbl, HeobXooumble OJisl
OYEHUBAHUSL KOMNEMEHYUL NO MEOPEMUUECKOll 2PDAMMAMUKE AHSIULIICKO20 A3bIKA

MNPUMEPBI TECTOBBIX 3AI[AHI/II7[ JJISA OHEHKHU KAYECTBA OCBOEHUS
JACHHUIIJIMHBI (MOLYJIA)
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
argumentsover 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, I 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

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 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 assumptionis, 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.l

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

tomyself how smart I am.|

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

itout.l

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

giveadvice.

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-winnegotiation

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

theirmostimportantobjectives.

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. Talkingwithhandsinpocketsisconsideredrude.

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. holdthemeetinglater

4. holdthemeetingsooner

5. hold a longermeeting

6. finishthemeetingearlier

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 I send it?

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

a) Could you send me a brochure?

b) Would you mind sending me a brochure?

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

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

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

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

a) I 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.

HpaKTI/I‘IECKI/Ie 3aJaHus JJISl TEKyIIEero KOHTPOJIsA 3HAHMH CTYACHTOB-MAaruCTpaHToB

3ananue 1.0npenesnnte, 03HAYAET JIM CJI0BO CTPAHY HJIM HAHOHAJIBLHOCTD M MOCTaBbTe OYKBBI M ‘C’
(‘country’)uam ‘N’ (‘nationality?).

1

2
3
4
5

Greek 6 China
Kuwait 7 Spanish
Russia 8 Japanese
Turkish 9 Swedish
France 10 Oman

2.JlonoJIHUTE NpPeAJI0KEeHUs] CJI0BAMHU M3 PAMOYKH

| short / heavy / big / early / long / fast |

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

ab~rwNPE

I think 7.30 is too for a meeting.

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

Taxis always drive too . It isn’t safe!

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

3. llonGepuTe BhIpaxkeHUs1 3 IBYX CTOJIOMKOB M 00pa3yiiTe ¢pa3bl, HAIpUMeEp:
__C__ tothe cinema on Friday night.

a) | often play 1 to the gym.
b) I never listen 2 golf on Saturdays.



c) I love going 3 TV after work.

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

f) Idon’tlikegoing

4. lonoIHUTENpe10KeHHICI0BAMMU3PAMOUKHI

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

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

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

5. JlonoJiHMTE NpesIosKeHUs CJI0BAMH U3 PAMOYKH

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

1 We are always very busy in the :
2 Budapest is beautiful the spring.
3 We never go on holiday in .
4 Our sales conference is on October.
5 The office is quiet on mornings.
6 Max sometimes works till 11:30 night.
7 Our company closes for three days in summer.
8 We sometimes have a short holiday at
6 JlomosHuTeoOBABIEHUANPELIOramMuin, on, at, fromusmto.
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.

7IlocTaBbTErJIaroJIbIBHYKHYI0OpMY.

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.ITocTaBbTeraroatobeBuyxuywdopmy.

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.I1oa0epuTEOTBETHIKBHICKA3BIBAHUSIM
a) Notbad, 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:
6 A: See you later.
B:

3aganue 9.BpiOepuTe HY>)KHOE CIIOBO U3 PAMKH U 3aTIOJHUTE MPOITYCKU:

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 1Public 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?” “Canyouhearme?”)

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

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

C Bring handouts. Make copies of your slides to distribute as you speak, if necessary.
D Use humor to relieve audience tension. When her computer crashes, one speaker says, “A

TV can insult your intelligence, but it takes a computer to make you feel like a total idiot.”
Direct your humor at the situation or at yourself, never at another person.



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

a. Talk to the person asking the question.

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

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

else has a question?”

Be respectful: avoid sarcasm, criticism, or arrogance.

Keep your sense of humor.

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

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

whole new subject.

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

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

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

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

- o a0

4. Complete the following passage:

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

yourown3... . C preparation

An 4 ... serves two purposes: D anticipation

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

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

E gatherings
F professionalism
G shift

H spotlight

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

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

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



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

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

5. When you have limited preparation time.

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

7. When your audience suffers from PowerPoint fatigue.

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

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

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

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

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

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

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

6. Karen Hughes is Marketing Director at a multinational consumer electronics firm. Choose
the correct word from the list below to complete what she says.
We are one of the world's ............. Yin consumer electronics, introducing new
types of product that did not exist previously. However, where we are not first to the market with a
new product-type, we look at the market ............... 2_If it looks good, we develop our own
versions of the product. We usually test our offerings in focus ............... S before .............. 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
qQUuite ...veiniiennnnn. % 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
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9

1

2

3

4

a) casting b) lancing c) releasing d) throwing
a) sects b) segments c) selections d) sets
a) combination b) miscellany C) mixture d) mix
a) immediacies b) intermediaries ¢) intermediates d) intermezzos
a) outcomes b) outflows c) outlets d) outpourings
a) variety b) various C) vicarious d) volatile

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

. 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.
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 c) make d) sort out
5) adecision

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

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

. Choose the best alternative from the words in brackets.
Customers can ring freephone numbers from any of the nine European countries in which

Gateway trades. They are answered in Dublin by a native or (articulate/ fluent/persuasive)
speaker.

They are the literate, (articulate /coherent/succinct), middle-class professionals such as lawyers,
academics, politicians and senior civil servants.
If you remember the 19605, they say, you weren't there. Anita Pallenberg famously was there, but
her recollections are amazingly detailed and (hesitant/lucid/ responsive).
If you feel (coherent /eloquent /inhibited) in the way you move and express yourself, going to a
workshop with a trained dance therapist may provide the help you need.
Many chapters conclude with useful sources of further information, and there is even a
(eloquent/lucid/succinct) but comprehensive glossary.
The government should be more (articulate/fluent/responsive) to people and less preoccupied
with special interest groups.



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

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

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

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

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

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

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

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

now exceptionally

6.2.1. HpaRTn'{ecmle 3alaHUA JISI IPOMEKYTOYHOI0 KOHTPOJIsA 3HAHUHA CTYAECHTOB-
MAaruCTpaHToB

®opmMoil IPOMEKYTOUHOM aTTeCTallMu M0 JUCHUIUINHE «IHOCTpaHHBIHN A3bIK B PO EeCCHOHATBLHON
KOMMYHHMKAIUH sBJseTcs 3a4eT. CucreMa TEeKyIIero 1 pyoeKHOro KOHTPOJIsE CTPOUTCS 110 OAJUIbHO-
pPEUTHHIOBOW MOJENM, a MTOTOBBIM 3aueT CTYJAEHTHI IOJIy4alOT B KadeCTBE HAKOIUTEIbHOMN
peiituHroBoil oneHku (He menee 30 OamnoB). B TexHomornyeckoi kapre AUCLMILIMHBI BbIAEIEHBI
Bce (DOPMBI TEKYILEro U PyOEKHOI0 KOHTPOJIS, KaX/as U3 KOTOPBIX OLIEHUBAETCS ONpEAETICHHBIM
KOJIMYECTBOM 0alIOB (B TUAITa30HE KMHHUMYM — MAKCHMYM)).

Bo3MokHO HauuciieHue OOHYCHBIX W IITpadHBIX OaIoB (HampuUMep, K HEYIOBJIETBOPUTEIbHON
OLIEHKE B COYETAaHUH C PEUTHHTOBBIM IITpadOM MPUPABHUBAIOTCS C/Iaya TEKCTa YUeOHOTO 3aJlaHus,
[103aMMCTBOBAaHHOr0 M3 MHTepHeTa MM M3 KOJUIEKIMH YYeOHBIX 3aJlaHMil MpOLUIBIX JeT, caaya
IBYMsI M 0oJiee CTyJeHTaMH UJAEHTUYHOI'O TEKCTa y4eOHOr0 3aJJaHusl, UCII0JIb30BAHUE 3JIEKTPOHHBIX
porpamMm nepeBoja. PeTuHroBsle 60HYChI IPEeyCMaTPUBAOTCS IIPH IEMOHCTPALMH CTYACHTAaMH B
XOJIe ceMecTpa yriIyOJeHHOro 3HaHUS Y4e€OHOrO M JOIOJIHMUTEIBHOIO MaTepHuala, TBOPYECKOIo,
MHUIMATUBHOTO M JMCUUIUIMHUPOBAHHOTO OTHOILIEHHS K ydyeOHOMY mpoueccy.TexHoaornueckas
KapTa BKJIIOYaeT 0a30ByI0 M JOMOJHMUTEIbHYIO yacTH. B 0a30BOil yacTH NpuBOAMUTCA pacyeT
PEUTHHTOBON OLIEHKU Te€X Y4YEeOHBIX 3aJaHMi U KOHTPOJIBHBIX NMPOLEAYpP, KOTOpPbIE BBIMOIHSAIOTCS
CTYJEHTaMH B TeueHue cemecrtpa. i UTOroBOro 3adera CTyJAEHTaM JOCTaTOYHO Hakomuth 30
6amtoB. EnuHCTBEHHBIM 00s3aTeNbHBIM Y4E€OHBIM 3aJaHUEM, KOTOpPbIE MAarduCTPaHThI JIOJIKHBI
BBIIIOJTHUTh BHE 3aBUCUMOCTH OT JOCTUTHYTOTO YpPOBHS HAKONUTEIBHON OIIEHKH, SIBIISETCS
MOJIrOTOBKA M MpPE3eHTalMsl y4yeOHOro MpoeKTa (CTYAEHTHI, MO YBaXHUTEIbHBIM NpPUYMHAM, HE
NPUHSBIIME y4yacTHE B 3TOM pabore, 00s3aHBl MOATOTOBUTH YYEOHBIN MPOEKT B COCTaBe
JIOTIOJTHUTENBHBIX YUeOHBIX 3a/laHuii).JlonmonHuTeNbHas YacTh TEXHOJIOIMYECKONH KapThl BKIHOYAET
KOMITEHCUpYIOIIHE yueOHble 3a/1aHusl. MarucTpanThl BBINOJHSIOT UX B TOM ClIydae, €CJIM B paMKax
0a30BOif YacTH He cCyMenM HaOpaTh KOJIMYECTBO OajuloB, HEOOXOAMMOE ISl MOJY4YEHHs 3aueTa.
BeibOp 10OMOMHUTENBHBIX Y4E€OHBIX 3aJaHUM U3 MPEAJIOKEHHOTO TEepedyHs MarucTpaHThI
OCYILIECTBIISIOT CaMOCTOSITENIBHO. CPOK MX BBIIIOJIHEHUS ONPEAEIAETCS MPENO1aBaATEIEM.

IIpumepsI BONIPOCOB /1J111 3a4eTa
dopmanbHOE U HEPOPMATIBHOE JI€I0BOE MTUCHMO.
Knumie B 1enoBom nucbMe.

A06OpeBuaTyphl B IEJIOBOM MHCHME.
Oco6eHHOCTH /1€7I0BOM JOKYMEHTAIUH.
KoHntpakt. TUIbI COBpEeMEHHBIX KOHTPAKTOB.
OO6pas1bl KOHTPAKTOB.

Kimire KOHTpakToB.

CrnennanbHasi TEpMUHOJIOTHS B KOHTPAKTaXx.
OnpeneneHye u TUIHI A€TOBBIX BCTPEY.

©CoNoR~wWNE



10. TlnanupoBaHue MPOBEACHUS JACIIOBON BCTPEYUH.
11. ®yHKIIMOHATEHBIE OCOOCHHOCTH SI3bIKA JIEJIOBBIX BCTPEY.
12. Knumie nenoBbIX BCTpEY.
13. OnpenencHue U TUTIBI TPE3CHTAIIHIA.
14. CtpykTypa mpe3eHTaluH.
15. Kunie B npe3eHTanuu.
16. Ctunmuctuyeckrne 0COOCHHOCTH ITPE3EHTAIUH.
17. Onpenenenue u TUIBI IEPETOBOPOB.
18. OcobeHHOCTH sI3bIKa MIEPErOBOPOB: JIEKCHKA, PYHKIIMOHAIbHBIE CTUIIH, TUCKYPC.

1./TonosanTe pasroop Ha koudepenuu. MosutnnpeacrasisierCamykoJier: 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)
likeflying!

3ananme 2. [Ipounraiite Tekct Legaleducation u nmepenaiite kpaTkoe comep:kaHue Ha
AHTIINICKOMSA3EIKE:
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 forqualification as
an advocate in Scotland.

3ananne 3.CocraBpTe aHHOTAIHIO K cieayromemy Tekcry:Legaleducation

3aganue 4. IloaroToBbTE NPE3EHTALNIO CBOEH HAYYHOM CTaTbU WUIIH JTOKJIa1a, UCIIONb3Ys
HUDKETPUBEICHHBIEBBIPAYKECHUS

Sample of Presentation
Dear friends and colleagues,

May I welcome you on behalf of... . My name is ... , let me start by giving our terms ofreference.
My aim today is to discuss... I have divided my report into two parts. First, I wouldlike 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 aboutthe

history of the subject ... . Now for the main problem. There is an essential differencebetween ... .
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

todiscuss ... .Could you hand around these leaflets, please? That concludes my talk. Pleasefeel
freetoaskquestions.
3ananue
5.IIpounTaiiterexcrSpeakingonPublicunepeaaiiTekpaTkoecoiepKaHNeHAAHT TTHHCKOMSI3bIKE !
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 exactlywhere and when the report is to be made. Having a
clear idea of what the people in the audienceare: their knowledge on the subject, status, age, business
culture, specific interests — these helpidentify the needs of the audience. The information you are
going to present should be tailored tomeet the needs of the listeners. You should also devise the most
appropriate format and sketchout for the use of demonstration materials and handouts. After
providing answers to seven basicquestions: why?, to whom?, what?, where?, when?, how long?,
how?, you get down the plan ofthe 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 / invitingquestions.




3ananue 6.0TBeTHTE HA BOIPOCHI 110 COACPIKAHUIO TEKCTA!

1.Why do we have to speak on public?

2.Do all speeches have anything in common?

3.What are the common features of all speeches?

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

5.What is the typical plan of a speech?

6.What should you pay special attention to?

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

22. [IpounTaiiTe TEKCT HAa PyCCKOM SI3BIKE U TIepealiTe ero CoAepKaHne Ha aHTIIMICKOM HHA000pOT.
23. ComnocraBbTe aHIIHICKOE (PYCCKOE) CIIOBO MIIH BBIPAKEHHE C €0 MEPEBOIOM.
24. IlocraBbTe BOIIPOCHI K JAHHBIM IIPEAT0KEHUIM.

25. CnenaiiTe TaHHBIC TIPEIJIOKECHHS OTPUIIATEIILHBIMH.

26. BcTaBbTe MPOITYIICHHBIE CIIOBA B IAHHBIA TEKCT.

3aganue Ne7 IIpounraiitennepesenurerekcTRESUME

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.

3aua}me 8. OHpe,I[eJ'II/ITC, KaKne€ U3 HUKCTICPCUUCIICHHBIX ITYHKTOB MOT'YT ObITbHANOOIIEE
npuroanbivu s CV (1. e. curriculumvitae):

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 2Business Dialogue

1. Complete the following passage with the words provided:
Conflict Made Quick and Easy!

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

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

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

A punch

B consequences.

C issue

D understanding

E argument

F biases

G challenge

H collaboration

I compulsion

J sharing

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

Conflicts are unavoidable.

Resolving a conflict may be quick and easy.

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

o0 ow



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.

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.

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.

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 assumptioniis, 1 ......
e The authoritative assumption s, 2 ......
e The self-serving assumption is, 3 ......

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



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

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

2

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

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

1.
2.
3.
4.

a)

b)

d)

Look for ways of “expanding the pie”.

Be ready to explore as many variables as possible.

Know your minimum acceptable offer.

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

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.

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.

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.

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

a) Can you give me the phone number?

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

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

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

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

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

a) Could you send me a brochure?

b) Would you mind sending me a brochure?

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

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

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

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

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

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

6.3.Onucanue nokazameneil u Kpumepuees OUeHU6aHUA KOMI’lemeHZ/;MIZ HA pasjiuvdrvlx omanax ux
d)opMupoeaHu}z, onucarnue wKajl OyeHUueaHuA



Onucanue nokasareJsieil 1 KpUTepHeB OLIEHUBAHUS KOMIIETEH LM, ONMCaHUe KA oueHuBanusa YK-4
CxeMa OLICHKH ypOBHS ()OPMUPOBAHHS KOMIIETCHLIUH «CCIIOCOOHOCTh MPUMEHSTH COBPEMEHHBIE
KOMMYHHMKATHUBHbBIC TEXHOJIOTMH, B  TOM YHCJE HAa MHOCTPaHHOM(bIX) A3bIKe(aX), Ul AKaAEMUIECKOTO U

npogecCHOHAIFHOTO B3aUMOACHCTBHS

VYposens | [lokazarenu (4to OueHoyHas mkasia
oOyJaronuics Heszauteno 3auTeHo
JIOJKEH
IIPOAEMOHCTPUPOB
aTh)
[Toporos | Cnocoben OtcytcTBHE ymenuii | ChopmupoBano yMEHHE
BIiA HIPUMEHSThH MPUMEHSTH CBOOOTHOTIPUMEHSTH COBPEMEHHBIC
COBPEMEHHBIE COBPEMEHHBICKOMMYHHKA | KOMMYHUKATUBHBIE TEXHOJIOTHH, B TOM
KOMMYHHMKATUBHBIC | THBHBIE TEXHOJIOTHH, B | YHCJE HA HHOCTPaHHOM(BIX)
TEXHOJIOTHH, B TOM | TOM YHCIIC Ha A3bIKe(ax), JUIs aKaJJeMHIECKOTO 1
quCie Ha HMHOCTPAaHHOM(BIX) PpodeCCHOHATTLHOTOB3aNMOICHCTBUS
MHOCTPaHHOM(BIX ) sI3bIKe(ax), AT
s3bIKe(ax), st aKaJIEMUYECKOTO U
aKaJICMUYECKOTO U | IPOECCHOHATBEHOTO
npodeccHoHambHOT | B3aMMOACHCTBUS
0
B3aUMOJICUCTBUS

Onucanue moka3areieil W KpUTepHeB OLEHUBAHMA KOMIIETEHUMI, ONHMCAaHUE IIKAJ
OLICHUBAHMSA OIIK-8Cxema OLICHKH YPOBHS (dbopmupoBaHUs KOMIIETCHIINH
"CriocoO6eHNPOEKTHPOBATHIIEAAr OTHYECKYIO I TEIbHOCThHA0OCHOBECTICLINAIbHBIXHAYUHBIX3HAHUN U

pe3yJIbTAaTOB MCCIICIOBAHUI

KoMneTeHn IMoka3aTenu OueHoyHas IKaJIa
s He3aureno 3auTeHo
OIIK-8 HMOIIK 8.1. 3naer: | O0yuaromuiics | OOydvaronuiics Oo6yugatomu | OOydJaroIMiAcs
CriocobeH 0COOCHHOCTH HE 3HaeT | YaCTUYHO, ¢ | Hcs c | umeer
MIPOCKTUPOBA | MEIArOTUIECKOM 0COOEHHOCTH 00JILIIMMH HE3HAYNTE | CUCTeMHbIEe
Th JIeSITEIIbHOCTH; MeJarornieckoil | MOrpemHOCTAMHU | JIbHBIMH 3HAHUA 00
nejaroruvec | TpeboBaHHS K | JEATCIIbHOCTH; 3HaeT MOrpemHo | 0OCOOEHHOCTH
KyIO cyObeKkTam TpeOOBaHMsI K | OCOOEHHOCTH CTSAMU MeJIarOrMaeCcKom
JIESTENIbHOCT | MeJarorndeckon cyOBbeKTam MeAaroruieckoi | 3Haer JIeSITEIbHOCTH;
b Ha OCHOBE | JeSITEIHHOCTH; Mearorn4eckor | e TeIbHOCTH; 0COOCHHOC | TpeOOBaHUSA K
CHCIMANIbHBI | Pe3yJbTaThl HAYYHBIX | JICATEIBHOCTH, | TpeOOBaHUs K | TH cyOBbeKTam
X  HAYYHBIX | MCCJIEIOBaHUMA B | pe3yJbTaThl cyOBeKTam Mearoruie | Mmeaarorudaeckoi
3HaHUU ctepe Hay4YHBIX MeAarorn4eckol | CKou JIeSITEIbHOCTH;
MeIarormaeCcKOm HCCIICIOBAHUM B | NESATEIHHOCTH; NESATEIHHOC | Pe3ybTaThl
JIeSTeIbHOCTH. chepe pe3yJIbTaThl TH; HAYYHBIX
HOIIK 8.2. VYmMeer: | megaroru4ecko | Hay4HbIX TpeOOBaHM | UCCIICIOBAHUHN B
WCITOJIB30BaTh JESTeTLHOCTH. WCCIIEIOBAaHNNA B | 4 K | chepe
COBpPEMEHHBIC He yMmeet | chepe cyOBeKTaM | TeJarorunaecKou
CrieIalbHbIC HCIIOJIb30BaTh MeAarornieckor | mejgaroruye | JesTeNbHOCTH.
Hay4YyHbIE 3HAHHUA ¥ | COBPEMCHHEIC JIESTEIILHOCTH. CKOM TBopuecku
pe3ynbTaThl CIeIHMAIbHBIC NMOCPECTBEHHO | JACSTEIHHOC | YMEeT:
WCCIIe/IOBAaHUN JUIS | HAYy4YHbBIE ymeert TH; HCIIONIb30BaTh
BEIOOpa METOMOB B | 3HAHHS U | UCTIOJIH30BATh pe3yabTaThl | COBPEMEHHBIC
MearorMaeCKOM pe3yIbTaThI COBpPEMEHHbBIE HAY4YHBIX CIeIMAIbHBIE
JIeATCTLHOCTH HCCIIEIOBAHII CIIeIIMaTbHBIC HCCJIeI0oBa | HAyJHBIE
MOIIK 8.3. Brnaneer: | ans BbIOOpa | HAY4YHbIE 3HAHUS | HUU B | 3HaHuUsi u




MeToaaMH, opMaMu U | METOJIOB B|H pe3ynbTaThl | chepe pe3yIbTaThl
CpelCcTBaMu MeJaroruIecKor | UCCIIeIOBaHUN MeJarornye | UCCie0BaHui
Mearoru4ecKoi JEATEILHOCTH. JUTST BbIOOpPA | CKOM JUTS BBIOODA
JIeSITeIbHOCTH; He Baageer METO/OB B | IEATEITHLHOC | METOIIOB B
OCYIIECTBISCT WX | METOJIaMH, MeAaroruieckonl | Tu. e IarOTUIECKOM
BEIOOD B 3aBUCHUMOCTH | JopMaMu U JIESATEIILHOCTH. Ymeer JIESTEIIbHOCTH
oT KOHTEKCTa | CPeIICTBAMH YACTHYHO HCTIONB30Ba | MPodheCcCHOHAIb
npoheCcCUOHANBHOMN MeJarornieckorl | BJIaJieeTMETOAaM | Th HO BJIAJICCT
JIESATEIIbHOCTH C | IeATeNBbHOCTH; ", popMamMu u COBPEMEHH | METOJaMH,
YUETOM  PE3YJIbTATOB | OCYIIECTBIISCT CpencTBaMu blc hopmamu u
HAY4YHBIX HX BBIOOD B [Earoru4eckoi | CIelualbH | CpeacTBaMHU
UCCJICJIOBAHUH. 3aBUCHMOCTH OT | JICATCIILHOCTH; bIC e IarOTUIECKOM
KOHTEKCTa OCYIIECTBJISICT UX | HAay4HBIC JICATCIIbHOCTH;
poQ)eCCHOHATL | BEIOOP B 3HAHUSA U OCYIIECTBIISAET
HOM 3aBHCHMOCTH OT | Pe3yJbTaThl | UX BBIOOp B
JIESTSIILHOCTU C | KOHTEKCTa UCCIICJIOBA | 3aBUCUMOCTU OT
Y4EeTOM mpo(heCCHOHAIBH | HUH IS KOHTEKCTa
PE3yJIbTAaTOB Oi1 IeATENILHOCT | BBIOOpA npoheccCroHab
HayYHBIX C Y4ETOM METOJIOB B | HOM
HCCIIeI0BaHUI pe3yIbTaTOB regaroruye | JesTEIbHOCTU C
Hay4YHBIX CKOM YYETOM
WCCJICIOBAaHUM. JISATEIILHOC | PEe3yJbTaTOB
TH. HAay4YHBIX
Brnaneer HCCIIeIOBaHUH.
METOJAMHU,
hopmamu u
cpecTBaM
u
Mearoruye
CKOM
JICATCIIBHOC
TH;
OCYIIECTBI
SIET UX
BHIOOD B
3aBUCHMOC
TH OT
KOHTEKCTa
npodeccuo
HaJIbHOM
JICATEIILHOC
THU C
y4eTOM
PE3yIbTaTo
B HAYYHBIX
UCCIIeI0BA
HUH.
OneHounoe [Ixana oneHuBanusg [IpencraBnenue
CpPEICTBO OIICHOYHOTOCpeJICTBAB (hOHIE
3aumeno
KontponbHo- [TpaBuiIbHBIX OTBETOB 51- ®oHA TECTOBBIX

TECTOBBIC 3a/ITaHUA

Bricka3piBaHre, B OCHOBHOM, JIOTHYHO;
MMEIOTCSOTACIIBHBIE HEIOCTAaTKU IMPU
WCTIOJIb30BAaHUHUCPEICTB
CBSI3M; UMEIOTCS OTACIbHBICHEIOCTaTKU

JIOTUYECKO

MPAKTUYECKUX 3aJaHHUI




Opu  JEJCHHH TEeKCTa Ha a03allbl;
UMEIOTCS  OTJAEIbHBIE  HapyLICHUS
BoopMIICHHH TeKcTa. Vcrmonb3yeMblit
CJIOBapHbIN3amnac COOTBETCTBYET
MOCTaBJICHHOM 3ajaue, OJTHAKO
BCTPEUAIOTCS OTAEJIbHbIE HETOUYHOCTH B
ynotpeOJIeHU CcIoB, JUOO CIOBapHbBIN

3amac  OrpaHHYEH, HO  JIEKCHKa
UCIIONIb30BaHa IpaBwibHO. MMeeTcs psin
rpaMMaTH4YeCKUX OLIHNOOK,

HE3ATPYAHAONIUX ITIOHUMAaHHUE TCKCTA.

Hezaumeno»

[TpaBuiibHBIX O0TBETOB MeHee 50%.
KpaitHe orpaHuyeHHBIA  CJIOBapHBII
3armac  HE  IO3BOJSET  BBIIOJHUTH
MOCTaBICHHYIO
3ajauy.l’'pammaTrnueckue mpaBuia He
COOJIFOIAr0TCA.

HenpasunsHoe HCIIOJIb30BAaHUE
rpaMMaTHYeCKHX  CTPYKTYp  JeNaeT
HEBO3MO>KHBIM
BBINIOJTHEHUETIOCTaBICHHOM 3a7aun

MexKyIbTypHBIE 3aumeno 1paBuibHbBIX OTBETOB 51- PeueBoil »THKET: COBETHl U
0COOEHHOCTH pPEKOMEHIalnH.
JeJI0BOM 3aaHue BBIOJIHEHO: HEKOTOPhIE
KOMMYHHUKAIIH ACTICKTHI, yKa3aHHbIE B

3aJJaHUU,PACKPBITHI

HETIOJTHOCTBIO;UIMEIOTCS OTJeNbHBIC

HapyLIECHUSICTUIEBOTO

oopMIIeHHS pPEYH; MPUHSATHIC BSI3BIKE

HOPMBIBEXIIMBOCTH, BOCHOBHOM,

cobmonensl. l{enp 00mEeHUsITOCTUTHYTA,

OJIHAKO TE€Ma pPACKphITa HE B IOJHOM

o0veme. ConuOKyIbTYypHBIE3HAHUS, B

OCHOBHOM, UCIIOJIb30BaHBI B

COOTBETCTBHUU C CUTYyalHel 00IIeHUs

Heszaumeno»

[TpaBuiibHBIX O0TBETOB MeHee 50%.

3amaHMe HE BBINOJIHEHO: COJEp)KaHue

HE OTpaXkaeT Te€ acCHeKThL,KOTOpbIE

yKa3aHbIB 33J[aHUU, UK HE

CootBercTByeTTpeOyeMoMy  00BEMY.

Llenb oOIIeHUs HE JOCTUTHYTA
Coobmenue 10 | 3ayTeHo Tembl coobIeHMi
TEME [TpaBuiibHBIX OTBETOB 51-

BricTynarommili JEMOHCTPUPYET 3HAHUS
o BBIOpaHHOM TEeME,
MMEET3aTPYAHEHNUS C MCIOJIb30BAHUEM
TeMaTU4ecKoroBokalyisipa;, lmMerorcs
HECYLIECTBEHHBICIIOTPEIIHOCTH B
MCIOJIb30BaHNUU TEPMUHOJIOTHH.




OTCYTCTBYET
COIPOBOAUTEIBHBIAIEMOHCTPALIMOHHBII
Marepuan.  3HAYUTEIbHOCKOJIMYECTBO
OIIMOOK SI3LIKOBOTO XapakTepa.
Hezaumeno»

[TpaBuiibHBIX O0TBETOB MeHee 50%.
CooO1ieHre He IOATOTOBJIEHO, JIHOO
UMEETCYIICCTBEHHBIE ~ TPOOENIbl 110
MPEICTAaBICHHOUTEMAaTHKE, OCHOBAaH Ha
HEI0CTOBEPHOMNH(pOpMAIIHH,

BBICTYITAOIIIM JOMYIIEHOOO0IBIIIOE
KOJINYECTBO TPYOBIX OMIMOOKSI3BIKOBOTO
Xapakrepa.
IInceMeHHBIA U «3aumeno» @oHJ| TEKCTOB Ha MEPEBO/T

YCTHBIN
IepeBO]

[TpaBmibHBIX OTBETOB 51-%

[lepeBon monHBIM, 0€3 MPOMYCKOB
UIIPOU3BOJIBHBIX COKpAIIEHUHA TEKCTa
OpUTHHAIA,J0MyCKaeTCs oJlHa
dakTuyeckas omuOKa, MPUYCIOBHH
OTCYTCTBHUS IMOTEPh HHPOPMALINH U
CTHWJIUCTUYECKUX  IOTPEIIHOCTe  Ha
apyruxgparmMenrax Tekcra. lmerorcs
HECYIIECTBEHHBICIOTPEIIHOCTH B
WCIIOJIb30BAHUU TEPMHUHOJIOTHH.
IlepeBor B JOCTAaTOYHOM  CTEMEHU
OTBEYACTCUCTEMHO-SI3bIKOBEIM  HOpMaM
U CTWIIO si3bIKanepeBona. KynbTypHbie
U QYHKIIMOHAIBHbIC

mapaMeTrpbl  HCXOJHOTO  TEKcTa B
OCHOBHOMA/IEKBAaTHO MepeIansbl.
KommyHukaTHBHOE3a1aHUE
pean30BaHo, HO
HEJOCTAaTOYHOONITUMAJIBHO.
JomyckatoTcss HEKOTOPBICHAPYIIICHUS B
dbopMe npeabsIBICHUS TEPEBOIA.

«Hezaumeno»

[TpaBuiibHBIX O0TBETOB MeHee 50%.
IlepeBon COZIEPKUT MHOT'O
dakTuueckuxomubox.Hapymiena
IIOJIHOTA nepeBoja,
€rO3KBHBAJICHTHOCTh U a/1eKBaTHOCTh. B
nepeBoierpy0o HapylmeHbl CHCTEMHO-
S3BIKOBBIE ~ HOPMBI ~ HUCTWUJIb  SI3BIKA
nepesoga. KomMyHUKaTHBHOE3a1aHUE
He BBINOJIHEHO. ['pyOble HapyleHus B
dopme mpebsIBICHUS IEPEBOA.

PedepupoBanue
CTaThbu

«3aumeno»

[TpaBunbHBIX 0TBETOB 51-%

OcHoBHasi WH(pOpMANHs H3BJICYCHA W3
TEKCTa € MOJHO U TOYHO. OTCYTCTBYET
u3ObITouHasiMHpopMmanus. Brickazano
COOCTBEHHOEOTHOIIIEHHE K Mpodiieme,
0003HaUEHHOHN BIIPEIUIOKEHHOW CTaThe.

domnp crareit s
pedepupoBaHus




CogepxaHue COOOIICHUS
COOTBETCTBYET  TeMme.  AJIeKBaTHas
peaxiusi HaJOIMOJHUTEIbHBIE BOIPOCHI
npernoaaBaress.

Peun npaBuibHas, TOMYCKAIOTCS
HE3HAYUTCIIbHBIC OI_HI/I6KI/I A3BIKOBOT'O
xapakrepa.

«Hezaumeno»

[TpaBuiibHBIX O0TBETOB MeHee 50%.
Heymenue OTIENUTh OCHOBHYIO
UHPOPMALUIOOT BTOPOCTENIEHHOM,
HOMNBITKM  pehepupOBAHUACBOIATCS K
BOCIIPOU3BEICHUIO

TOTOBBIXITPEUIOKEHUH U3 TEKCTA.
PeueBas AKTUBHOCTBCTYACHTA HHU3Kasd.
Peaxiust Ha BOmpockI

mpernojaBaTelis OTCYTCTBYeT WM HeE
aJIecKBaTHaTeMe. bBoJbIlloe KOJIMYECTBO
OIMOOK SI3LIKOBOTO XapaKTepa.

IInceMmenHbIE
paboThI

«3auteno» [IpaBmibHbIX 0TBETOB 51-%
— CTYJEHT [OATOTOBUJI 331aHUE T10
npeIoxKeHHOMY QopMaTy, XOTs
MUMEIOTCS OTJIENIbHbIE HAPYILIEHUS
CTHJIEBOTO O(POPMIICHUS PEUH.
Hcrnons3yeMblii CII0BapHBIN 3am1ac
COOTBETCTBYET IIOCTABICHHOM 3a/1aue,
OJIHAKO BCTPEYAIOTCS OTJEJIbHbIE
HETOYHOCTH B yIOTPEOJIICHUHU CIIOB JTHO0
CJIOBApHBIM 3aI1ac OrPaHUYEH, HO
JIEKCHKa UCIOJIb30BaHA MPABUIIBHO.
WmeeTtcs psa rpaMMaTHUECKUX OLIMOOK,
HE 3aTPYAHSIOMUX TOHUMaHHUE TEKCTa.
Opdorpaduueckue ommoOku
IIPAKTUYECKH OTCYTCTBYIOT.
«He3auTeH0» — CTyIEHT NOATOTOBUI
3aJJaHie C TpYObIMM HapyIICHUSMHU
dbopmara MHUCbMEHHOM paboTHI.
OTcyTcTBYyeT JIOTMKAa B IIOCTPOEHUH
BBICKA3bIBAHUS; TEKCT He odopmiieH
COIJIACHO  HeoOXxoauMoMy  Qopmary.
KpaitHe orpaHnyeHHBIA  CJIOBapHBII
3armac  HE  I03BOJISIET  BBIINOJIHUTH
IIOCTaBJICHHYIO  3amady. JlomymeHsl
rpyOble  JEKCUYECKUe u (vrm)
rpaMMaTHYECKHE OIIHOKH.

DoHJ IETOBEBIX ITHUCEM,
KOHTPaKTOB

[IepeBon nemoBbIX
MMHACEM

«3auTteno» [IpaBunbHBIX 0TBETOB 51-%
—  TEeKCT  TepeBoja  aJeKBaTeH
UCXOJHOMY COOOILEHMIO; U3II0XKEHUE, B
OCHOBHOM, JIOTHYHO ¥  TPaMOTHO;
POIEMOHCTPUPOBAHO 3HaHUE u
MOHWMaHHE KITFOYEBOW TEPMUHOJIOTHH H
JIEKCUKO-TPAMMAaTHYECKUX  CTPYKTYD;
JIOITyCKaeTCs bi (o) YEeTBIPEX

@oHJ NENOBBIX ITUCEM,
KOHTPAKTOB




HE3HAYUTEIbHBIX OIIMOOK B MEepeBOJC
TCPMHUHOB H JICKCUKO-TPAMMATUYCCKUX

CTPYKTYP.

«He3auTeHo» — TEKCT TMepeBojaa
MOJTHOCTBIO HE COOTBETCTBYET
UCXOJHOMY COOOIICHUIO; B

NEPEeBEICHHOM  TEKCTE  OTCYTCTBYET
JIOTUKA W HMMEIOTCS MHOTOYHCIICHHBIC
rpaMMaTtideckue  omuOku  (OonbIie
BOCbMH), W3YYCHHBIH BOKAOyIsip U
JICKCHUKO-TPAMMATHYECKUE  CTPYKTYPHI
nepeBeIeHbl HEeBEpHO JINOO COBCEM HE
TICPEBEJICHBI.

7.Y4eOHO-MeTOANMYECKOe M HH(POPMALIMOHHOE 00ecneuyeHue TUCIHIIIMHBI

A) OcHoBHas TUTEpaTypa
1.Amyp6exoa T.U. Business English [Tekcr]: yueObnoe nocobue. — T.M. Aurypbekona.
Maxaukana: UTTHATY. — 2018.
2.I'ycnsxosa, A.B. Business English in the New Millennium : yue6Hoemocobue /
A.B. TI'ycisikoBa ; MunuctepctBo oOpasoBanusi u Hayku Poccuiickoit ®@enepanun, MOCKOBCKHIA
MeJarorn4ecKuii rocylapcTBeHHbIM yHuBepcutTeT. - Mocksa : MIIT'Y, 2016. - 180 c. : wi. -
buGmuorp. B ku. - ISBN 978-5-4263-0358-4 ; To xe [Onekrponusii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=472847(21.09.2018).
3.I'aparyns C.WU. AHrnmiickuii s3pIK Ui genoBoro oomenus -Pocros v//1: @ennkc, 2017.-268 c.
4.0sunnnukoBa, .M. The course of business English for the linguistic department :
yuebHoe nocobue / .M. OBunnnukosa, B.A. Jlebenena ; pea. C.C. Xpomosa. - Mocksa : EBpazuiickuii
OTKpPBITBIN MHCTUTYT, 2016. - 301 c. - ISBN 978-5-374-00361-1 ; To xe
[Dnexrponnsiii pecypc]. - URL: http://biblioclub.ru/index.php?page=book&id=90921 (21.09.2018).

b)/lononnumenvnaa rumepamypa

1. T'ymosckas, I'.H. Aarnuiickuii 361k poeccruonanbHoro oomenus=LSP: English for
professionalcommunication : yue6Hoe mocobue / I'.H. ['ymoBckas. - Mocksa :
WznarenbctBo «®nunTan, 2016. - 218 c. - bubnuorp. B kH. - ISBN 978-5-9765-2846-8 ;
To xe [DnexTponHsIii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=482145(21.09.2018).

2. lllesenésa, C.A. [lenoBoit anrnuiickuii : yaueOHoe mocodue / C.A. llleBenésa. - 2-e uzn.,
nepepad. u gon. - Mocksa : FOuutu-/lana, 2015. - 382 c. - ISBN 978-5-238-01128-8 ; To
xe [DnexkrponHslit pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=436816(21.09.2018).

HNHuTepHeT-pecypcnl
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://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-
wayshttp://marketing.about.com/od/publicrelation1/a/organizingapressconference.htm
http://www.ehow.com/how 4494650 prepare-press-conference.html

8. [lepeyeHnb pecypcoB HHGPOPMANMOHHO-TEJIEKOMMYHUKAMOHHOM ceTn « UHTEepHeT»,
HCOGXOI[I/IMLIX AJisd OCBOCHUSA JUCHUIIJIMHBI (MO)Iy.TIﬂ)
HpI/I IMPOBCACHUN IPAaKTHYCCKUX 3aHATUA 110 JUCHUITIIINHEC ((HGJIOBOP'I I/IHOCTpaHHHﬁ A3BIK»
UCIIOJIb3YETCSIACIEAYIONIee MPOrpaMMHOE  O0ECIEYCHHE COBPEMEHHBIX HH(POPMAIMOHHO —
KOMMYHI/IKaTI/IBHBIXTeXHOJ'IOFI/Iﬁ .
WutepHeT-pecypebl: aHrinos3saabie cathl: http://www.wikipedia.com; http://www.krugosvet.ru;
http://www.diplomotahes.com; http://www.lenta.ru; http://www.comersant.ru; http://www.uno.org;
-IIOUCKOBasi CHUCTECMa Google JId  TIOHCKa I/IH(l)OpMaLII/II/I Ha 110 TEMaM,BbIHOCUMBIM Ha
CaMOCTOATCIIbHOC U3YUCHUC,
-y4eOHbIe TOCOOHS U y4eOHO-MEeTOJMUeCKue pa3padoTku HayuHoiOnommorexku AT TIY;
-3JICKTPOHHBIH pecypcHBIN LEHTP HAYYHOM OoubmoTexku ATTIY;“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-
wayshttp://marketing.about.com/od/publicrelation1/a/organizingapressconference.htm
http://www.ehow.com/how_ 4494650 prepare-press-conference.html

9. MeToauueckue YKazaHus 1Jisd Oﬁy‘lalOHII/IXCH M0 OCBOCHHUIO TUCHHUIIIMHBI

OOydeHre HWHOCTPAaHHOMY SI3bIKy II0 JIaHHOM TMporpaMme TOTOBUT K JEJIOBOMY OOIIEHHIO
HAaHTJIMHACKOM $3bIKe, KaK B MPOQECCHOHAIBHON AEATENbHOCTH, TaK M B MOBCEIHEBHOH >KU3HH,
aTaKKe YYUT YUTATh U MOHMMATh TEKCThl Pa3IMYHOM HANpaBICHHOCTH, YUUT NMUCAThaHHOTALUU U
pedepar, nucaTh MUCbMa YaCTHOTO U JIEIOBOTO XapakTepa. B mporpamMMy BKIIHOYeHacrnelnuanbHas
TEPMHUHOJIOTHUS S3bIKA JEJIOBOTO OOIIEHUS.

Heo6xoanmo pa3pabaTbIBaTh COBMECTHO c IpenoaaBaTenemM WHIVBUAYAJIbHBIN
ITOPUTMCAMOCTOSITENIbHOM  paboTel M paboThl Ha 3aHATUSAX. OCHOBHas peKOMeHJallus,
obecrieunBaroLast

ycrex IpHu OCBOCHUH, KaK OT/AEIbHBIX TEM, TaK U Kypca B II€JIOM - CUCTeMaTH4ecKasi paboTa HaJl
3aJaHUSMH, KOHKpeTH3upoBaHHbIMM B 1.3, «CojepkaHue CaMOCTOSITENBHOW  palOoThI.
BoinonHss3ananus, CTyIEHT KOHTPOJHUPYET CTENEeHb YCBOEHUS MaTepuala M, €Clidi OH HE B
COCTOSIHUMBBIIIOJIHUTE TO WJIM HWHOE 3aJaHue, OH JOJDKEH BHHMMATEIbHO IPOYUTAThH
COOTBETCTBYIOLIEENIPABIIIO TI0 PEKOMEHA0BAaHHOM tuTeparype. llocie 3aBepiieHus kaxaoro 06aoka
TE€M, INpENnoAaBaTelb JAaeT  «TBOPYECKHE)»  3aJlaHUSA:HANMCAHUE  CBS3HBIX  PACCYXACHMH,
BBICKa3bIBaHUM, aHHOTaUMA U pedepaToB, MUCEM JHMYHOTO MJIEIOBOIO XapakTepa, MOArOTOBKA
YCTHOTO COOOIIEHUsI MO 3aJaHHOM TeMe, MOATrOTOBKAa K poJieBoiurpe, Hampumep, «OTKpbITHE
coOcTBeHHOro Ou3Heca». Ha 3T0 OTBOAUTCA JOCTATOYHOEKOJIMYECTBO YACOB HA CAMOCTOSITEIBHYIO

MIOATOTOBKY. ITouck U coop MaTepuaina
JOJKEHOCYIIECTBISIThCSACTYAEHTaMUCaMOCTOS TEIbHON3COOTBETCTBY IO X CTOUHUKOB: IEPUOINYEC
KUX W3/1aHui, HAy4yHO — MOMYJSPHBIX TEKCTOB, HAYYHBIX cTaTeil, MoHorpaduii,IHTepHeT -

pecypcoB. IIpr moOAroToBKE TakMX KOMMYHHKATHBHO-OPHUEHTHMPOBAHHBIX 3aJaHUI:POJIEBBIX UIP,
IPYINIOBBIX TUCKYCCHUH M T.I. CIEAYyeT MPHIEPKUBATHCS CLEHApHsi, pa3pabO0TaHHOTOCOBMECTHO C
IIPETOAaBaTEIsIM.


http://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these-%20%20%208-ways
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://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 . [lepevyeHb HH(POPMAIMOHHBIX TEXHOJIOTHIi, HCIOJIb3YyeMbIX MPUOCYIIECTBJICHUHU
00pa3oBaTeIbHOI0 Mpolecca 1Mo JUCHUILUIMHEe (MOAYJII0), BKJIOYAas NMepevyeHb MPOrpaMMHOro
o0ecreyeHUs1 1 MHPOPMANHMOHHBIXCIIPABOYHBIX CHCTEM (IIPH HEOOXOAMMOCTH)

IIpy npoBeneHMHM NOPAKTUYECKUX  3aHATHA 10  jgucuuimHe  «VHOCTpaHHBIM  S3BIK B
npodeccnoHaIbHOM KOMMYHUKALMKU» HCIOJIb3YIOTCACIEAYIOIUE  MPOrpaMMHbBIE OOeCreueHus
COBpEMEHHBIX HWH(POPMAIIMOHHO — KOMMYHHKaTHBHBIXTexHOJOTHI: Microsoft Office, Excell,
cnoBapb-tiepeBogunk  ABBYLingvo  12,00ydaromme  mporpammbl:  «Speaking — Englishy,
«Tellmemore», «Anrmumiickuii Ha VYpay,«lIpodeccop Xurrmnc. AHrMHACKUNA 0e3 akKIEHTay,
«IHTepakTUBHBIN y4eOHUK [0 COBPEMEHHOWIPaMMAaTUKE aHTJIMHCKOTO si3bIka», «CaMOyduTenu Mo
aHTJIUICKOMY S3bIKY»; UHTepaKkTUBHbIEKYpChl « TOEFLy; TpeHHMHroBBIE IPOrpaMMBbl IO TPaMMaTHKE
U JIGKCHKE, TeCTOBbIC 3aJaHUsI TOAHTIIHICKOMY SI3bIKY: « TeCThl IO aHTJIMHCKOMY SI3BIKY»; yueOHbIE

mocoOus 1 yaeOHO-MeTOIUYEeCKue pa3padboTku HayuyHoOuOmoTeku AT TTY.

11. MaTepnaﬂbno-TexnnquKoe o0ecneyeHue AUCHUITJIHHBI

[IpumMeHeHne COBPEMEHHBIX 00pa30BaTENbHBIX TEXHOJIOTUH, B paMKaX KOTOPBIX peaiu3yeTrcs
OCBOGHME JMCLHMIUIMHBIL, MpeIojaraeT HCIOJb30BaHUE aKaJeMHUYECKOHM ayauTOpUU  UIs
IIPOBEJEHUS MPAKTUUYECKUX 3aHITUH C HEOOXOJMMBIMM TEXHUYECKHMMH CpPEICTBaAMM (KOMIIBIOTED,
IIPOEKTOP, 3KpaH, HHTEPAKTUBHAs JI0CKa, ayIU0- U- BUJIEO allapaTypsbl, Meua3ajl ¢ BO3MOXHOCTbIO
IIPOCMOTpA CIIyTHUKOBOT'O TEJIEBUACHHSI HA UHOCTPAHHOM SI3bIKE).

CpenctBa 00y4eHHs BKIIOYAIOT Y4E€OHO-CIPAaBOYHYIO JIUTEpaTypy (peKOMEHIOBaHHbIE
yu4eOHMKH M y4deOHbIe TOCOOMSs, CIIOBapW, y4deOHbIe WM AayTEeHTUYHBIC IICUaTHBIE, ayauo- H
BUJieoMaTepHaibl, IHTepHET-pecypchl).

[Mporpammer: Microsoft PowerPoint 2007, Adobe Acrobat 1160 Foxit Reader.

Harnsinnaele, aynuoBH3yalbHble, TEXHMYECKHE CpeAcTBa OOyYeHHUs:  KOMIIBIOTED,
MyJIbTUMENA, ayINOBU3YaJIbHbIE MATEPHAIIBI.









