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1.11enp ¥ 3a1a4 OCBOCHUS NUCIUTIINHBI
JlarHast mporpaMMa pacCuMTaHa Ha CTYACHTOB, MPOJIOJKAIOIMKMX 00y4ueHue B marucrparype JITIY.
OCHOBHOW 1IeNBI0 TIPENOJaBaHUsl JUCHUILIMHBI «MHOCTpaHHBIN S3BIK B TMpodeccHoHAIbHON
KOMMYHMKAIIUM» SIBJISETCS 3aKpEIJICHHWE 3HAaHUM, IMOJIyYEHHBIX MarucCTpaHTaMu B MPEIbIIYIIEM
srare oOy4deHWsi - OakamaBpuar, W JajbHEWIIee WX YriyOJeHHWe 3a CYeT H3yYCHHS S3bIKa
podecCHOHATBEHON KOMMYHHKAIUH.
Lenp maHHO#M MpOrpaMMBbl —pa3BUTHE Y CTYACHTOB MAaruCTpaTypbl YMEHHU W HaBBIKOB OOIICHUS B
YCTHOM ¥ THMCBMEHHOM ¢opMe B THIHYHBIX CHTyalnusx B cdepe mnpodeccHOHaATBHOM
KOMMYHHKAIIMH, & TAK)KE COBEPIICHCTBOBAHUE S3BIKOBOW M 001IeTIPO()eCcCHOHAIBHONW KOMITETEHITHH.
JloCTHKEHHIO TaHHOM LIEIH CTIOCOOCTBYET pELIeHUE CIEAYIONINX 3a1a4:
® pa3BUTHE MHTEpeca K [PUMEHEHHUI0O HWHOCTPAaHHOTO  Si3bIKa B  IIPAKTHKE
camo00pa3oBaTeIbHON JESITEIbHOCTH NEAArora;
® pa3BUTHE KOMMYHUKATUBHBIX YMEHUN MarucTpaHTOB;
® pa3BUTHE MEXKKYJIbTYPHBIX 3HaHMM M yYMEHUH, KOTOpbI€ MO3BOJISIOT MarucTpaHTy
OPUEHTUPOBATHCS B PA3JIMYHBIX TUIAX KYJIbTYP U COOTHOCHUMBIX C HUMHU HOPM JIEIOBOTO

OOIIEeHN,

® pa3BHUTHE 3HAaHUM M YMEHUN COCTABJICHMS JIE€JIOBOM KOPPECHOHACHIIMM HAa WHOCTPAHHOM
A3BIKE;

®  OBJ/ICHHWE TEXHUKOM YTEHUs, MepeBoJia U pedeprupoBaHus ayTEHTUUHBIX TEKCTOB JI€JI0BOMN
TEMAaTHKH.

CTy,}IeHTBI JAOJDKHBI YMETH OCBCUIATH paSHOO6paSHI)Ie BOIIPOCHI, MPAaBHJIIBHO CHUHTAKCUYCCKU U
CTHIIUCTUYECKH OPraHU30BaTh CBOIO PEUb, POBOUTH aHAIM30B TEKCTOB JEJIOBOI HANPaBIECHHOCTH.
PaboTta Haj coBepIICHCTBOBAaHHMEM S3bIKa BENETCS KaK Ha Marepuaie MUCHbMEHHBIX paboT, Tak M
YCTHO C TIOCJIEAYIOIIMM KOMMEHTHPOBAHUEM, OOCYKICHHUEM U PabOTOW Haj WHIUBUAYaTbHBIMH U
TUMHUYHBIMU omuOkamu. [Ipu oTbope MeTommyeckoro maTepraia 0coboe BHUMaHHE HEOOXOIMMO
ynenstb 3()(EeKTHBHBIM TpueMaM aKTHBHOTO OOYUYEHHs, a TaKKe IOCTHKCHHUSM COBPEMEHHBIX
METOIUK (KOMMYHHUKATHBHOTO M HMHTEHCHBHOTO OOYUYEHHsI, WTPOBOTO MOJeIupoBaHus). B xome
JAHHOTO Kypca CTYICHT JIOJKCH NMPUOOPECTH NPaBUIIbHBIC TIPOU3HOCUTEIbHBIC HABBIKU, HAYYHTHCS
CBOOOJTHO M TPAaBWJIBHO I0JIb30BAThCS I'PAMMATHYECKMMH KOHCTPYKIHMSMHU AHIJIMHCKOTO SI3BIKA,
OBJIAZICTh JJOCTATOYHO OOIIMPHBIM CIIOBApEM U HAYYUTHCSI CTHIIMCTHYECKH MPABHIBHO O(POPMIISATH
CBOIO peub KaK YCTHYIO, TaK M MUCbMEHHYIO.

2.Mecto nucuuminssl B ctpykrype OITOIT BO

Hucuumnuna (51.0.02.02) «MHocTpaHHBIN A3BIK B MPOQECCHOHAIBHON KOMMYHUKAIIUU»
BxoauT B monaynab b1.0.02 «lIpodeccuonanvhas kommyHukanus» ydebnoro miaana OITOIT BO
MMOJrOTOBKM MarucTpoB 1o HampasiieHuio moAarotoBku 44.04.01 Ilemarormdeckoe oOpa3oBaHme,
Marucrtepckas mnporpamMma «Teopus U mpakTuka OOydeHUS MEXKYIbTYpHOW KOMMYHUKAIIMHM B
MOJIMATHUYECKON U MOJUKYIBTYPHOU cpesie (aHTTIMMCKH SI3BIKY).
Hucrmmmaa (51.0.02.02) «MHocTpaHHbBI sI3BIK B MPO(ECCHOHAIBHONM KOMMYHHKAaLUMU» Oasupyercs Ha
KOMITETCHIIMSIX, 3HAHUSX, YMEHUSX M HaBbIKaX, CHOPMUPOBAHHBIX Y OOYYAIOIIMXCS B PE3yNbTaTe 00yUCHHUS
B cpeaHeil oOuieoOpa3oBaTenbHOM MIKoJe W B pe3ynbrate ocBoeHusa aucuumiinH OIIOIl GakanaBpa

«IIpaKkTHUeCKHil KypC aHTTTUICKOrO SI3bIKaY.

Hucrumimaa «MHOCTpaHHBIN SI3bIK B MPO(ECCHOHAIbHOM KOMMYHHKAIMKM» OOECIIeUHBaET YIIIYOJICHHYIO
MOATrOTOBKY CTYIEHTOB-MAaruCTPaHTOB K pa3HOOOpa3HOW Npo(ecCHOHATIbHOM NESITENbHOCTH, CBSI3aHHOM C
UCTOJIb30BAaHMEM 3HAaHUM M YMEHHH B O0JACTM HHOCTPAHHOIO S3bIKa B YUYPEKICHUSAX OOpa30BaHUS,
KyJIbTYpbl, ynpasienusi, B CMU, B o0nacTn MeXKyJIbTypHOH KOMMYHHKaLUUH. 3HAHUE SI3bIKa HEOOXOIUMO
JUISl MarucTPaHTOB AJIsl U3YUeHHsI MHPOPMAIMOHHBIX PECYPCOB Ha aHTIIMHCKOM SI3BIKE.

KOMHCTGHI_II/II/I, C(bOpMI/IPOBaHHI)Ie B IIpoHecce MU3ydYCHUSA OUCLHUIIINHBI, HCO6XO,Z[I/IMI>I JJIs1 OCBOCHHUA
COACPIKAHUA AUCHUIIINH: <(MCTO):[I/IK.':1 nperoJgaBaHusA aHTJIMMCKOrO0 S3bIKA B YCJIOBUAX MHOI'OA3BIYUA»,



«AHTTTHICKUN SA3BIK JJIsL MG)KKYJ'IBTypHOI\/'I KOMMYHUKalIUW», AUCHUIIIUH 10 BI)I60py CTyACHTA, BLINIOJHCHU A
3aJaHui (y‘Ie6H0ﬁ, HpOH3BOHCTBeHHOI71 IMPaKTHUK, Hay‘lHO-HCCJICILOBaTCHLCKOP'I pa6OTI>I) U IIOATrOTOBKH K
HUTOT'OBOM aTTCCTAalluH.

3.Ilnanupyembie pe3yabTaThl OOYUYEHUS MO JUCIUTLIINHE

B pesynbrate 0cBOCHHUS COAECPIKaHUS IPOTPAMMBI y MarucTpa J0JKHBI OBITh ChOpPMUPOBAHBI

KOMITCTCHITUH
dopMupyeMble KOMIIETEHIIHMU IlepeueHb MIaHUPYEMbIX Pe3yJIbTATOB
Kon HanmMenopanme 00yuYeHHUs M0 TUCHHUILINHE
YHusepcanabubie komnereHuuu (YK)
YK-4. Crniocoben npumensts cospemennbie | YK 4.1.
KOMMYHUKATUBHBIE TEXHOJIOIMU, B TOM YMmeer BBI6I/IpaTB Ha rocyJapCTBEHHOM H
YHCIIe HA UHOCTPAaHHOM (bIX) si3bike(ax), | HWHOCTPAaHHOM
IS aKageMHUYECKOr o u (-I)IX) A3bIKAX KOMMyHI/IKaTI/IBHO
PO eCCHOHATBHOTO B3aMMO/ICHCTBUSI MpUEMJIEMBIE CTUITU JICJIOBOTO
o0menusi, BepOabHbIe U HEeBepOaTbHbBIE
Cpe/IcTBa B3aUMOJICHCTBHUS CIIApTHEPAMU.
YK4.2.
YMmeer wucnonb3oBarh HH(DOPMALMOHHO-
KOMMYHUKAIIMOHHBIE  TEXHOJOTUU  TIPU
MOMCKE HEeoO0XoaAuMON HHpOpMaIK B
nporecce peneHus Pa3IMYHBIX
KOMMYHUKATHUBHBIX 3aja4 Ha
rOCyIapCTBEHHOM M HWHOCTPAaHHOM (-BIX)
SI3bIKAX.
VK 4.3.
YMeeT BeCTHM  NI€JIOBYIO  MEPEHUCKY,
YYUTBIBasi ~ OCOOCHHOCTH CTUITUCTUKHU
Oo(UIMATTBHBIX W HEO(PHUITUATBHBIX THCEM,
COITMOKYJBTYPHBIC pa3iauuusi B ¢dopmare
KOPPECIOH/ICHIIMM Ha TOCYIapCTBEHHOM M
HHOCTPAaHHOM (-BIX) SI3bIKaX.
YK 4.4,
YMeeT KOMMYHHMKAaTUBHO U KYJbTYPHO
MPUEMJIEMO  BECTH  YCTHBIE  JICJIOBbBIC
Pa3roBOpbI B npoiecce
poE€CCHOHAIIBHOTO B3aUMOJICUCTBUS Ha
rOCYJIapCTBEHHOM W HHOCTPAHHOM (-BIX)
sI3bIKaX.
VYK 4.5. JleMoHCTpUpYET yMEHUE
BBIMOJIHSTH NIEPEBO/T aKAIEMUYECKUX U
poeCCUOHAIBHBIX TEKCTOB C
WHOCTPAHHOTO (bIX) HA FOCYIapCTBEHHBIN
SI3BIK.
Oob6menpodeccuonanbubie komnereHunu (OIIK)
OIIK-8 | Crocoben npoektupoBats | OITK-8.1.
NeJaroru4ecKyro JAesiTeIbHOCTh Ha 3Haer 0COOCHHOCTH MeJaroru4eckou
OCHOBE  CHEUHUAIBHBIX HAYYHBIX | MESTENbHOCTH; TPeOOBaHUS K CyObEKTaM
3HAHUM u pE3yNbTaTOB | MEAArOrMYECKOM JeSTENbHOCTH; PE3YyIbTaThI
ucciaeaoBaHuM HAy4YHBIX HCCITIEOBaHUI B chepe
MeJaroru4eckom AesITebHOCTHU.
OIIK 8.2.
YmMmeer UCI0JIb30BAThH COBpPEMEHHBIE
CrielaibHbIe
Hay4HbIE 3HAHUS u pe3ynbTaThl




UCCIICIOBAaHUM Ui BbIOOpa METO/JO0B B
[EAaroTNYECKOM 1A TEIbHOCTH.

OIIK 8.3.

Bnageer  meromamu,  dopmamm  u
CpeICTBaMuU
HeI[aFOFH‘IeCKOﬁ JACATCIIbHOCTH,
OCYIIECTBIISICT UX BBHIOOP B 3aBUCHMOCTH OT
KOHTEKCTa npodeccuoHaIbHON

JIESITETLHOCTH C YYETOM Pe3yJbTaTOB
HaY4YHBIX UCCIICIOBAHU.

4. Tpyao€MKOCTb TUCUHUIIIUHBL (MOIYJIS)
OO611ast TpyA0EMKOCTh AUCHUILINHBI cOCTaBisieT 3 3aueTHble enuHullpl (108 yacos).
JucuuninHa usydaercs B 1-m cemectpe. Tabnuna 1
Bux yae6H0# paboThHI Ounas 3aouHas
dopma dopma
o0y4JeHus 00y4eHuUst
AyIMTOpHBIE 3aHSATHS (BCEro) 28 6
Jlexmn
IIpakrrueckue 3anstus (113) 28 6
Cemunaps! (C)
JlaGopaTopusie pabots (JIP)
CamocTosiTeIbHast padoTa (Bcero) 80 102
IIpopaboTka MaTeprana JEKIHi, TOATOTOBKA
K 3aHITHSIM
CaMOoCTOsTENbHOE H3YYCHUE TEM
KoHTpomsHbBIE paboTHI
Pedepar
Kypcooii mpoekT (pabota)
[IpomexxyTounas aTrecTanms (3a4er, Bauér 3ayér
JK3aMeH )
OO01mmas TpyI0eMKOCTh 108 108
5. ConepxaHue JUCUUIUIAHBI (MOTYJIs)
5.1. TemaTuueckuii mian
Ta0nuua 2
No HaumenoBanue pasnena Bunsl yueOHO paboThI U TPYIOEMKOCTh UX U3yUSHUS
(TeMBI) IMCIIUILITHHEL Jlexunu [paxkr. [Mpaktuu. | CamoctosT | [IpomexyTrou
3aHATUSA MOJITOT. ebHas HBIN
pabota KOHTPOJIb
OYH | 030 | OYH | 030 | OYH ‘ 030 | OYH ‘ 030 | OUH ‘ 030
Monayas 1. [IpodeccuonaibHoe 001eHHE
11 [Iy6nuuHoe BBICTYIUICHHE 4 2 10 | 12
KaK >KaHp JIEIIOBOTO
O0ILeHHS.
1.2. | ®opmaThsl AENOBOrO 4 10 12
o0IIIeHUS




1.3. | CnyxeOHbIl guaor. 4 10 14
1.4. | Buzasl neperoBopos, 4 2 10 13
MpaBUJia UX BEICHHUS.
Hroro 3a 1 mogyas 16 4 40 | 51
2.1. | ®opmartsl, npaBuiia 3 1 10 12
MUCBMEHHOTO  JICTIOBOTO
001IeHns
2.2. | AHHOTHpOBaHHE, 3 10 12
pe3roMUpOBaHNE u 2
pedepupoBanue
Ka4eCTBEHHOM MPECCHI
2.3. | Ompenenenne KII. 3 10 14
2.4. | CuHTakcuyeckue 3 10 13
ocobenHocTH si3bika KIT
HTroro 3a 2 moayab 12 2 40 51
Hroro 3a cemecTp 28 6 80 | 102 | 3au.

5.3. Temsbl HpaKTI/I‘ICCKI/IX/CeMI/IHapCKI/IX, Ha60paTOpHBIX 3aHITUH U IMCPCUCHDb 3a11aH1/1171

Tabnuma 4
Ne Tema npakTryeckoro 3anaHus (WK BOIIPOCHI IS dopma JInurepatypa
/T (cemunHapckoro, 1a0.) 00CYXIICHHS Ha CEM. 3aHATHH) OTYETHOCTH
3aHATHUA
Moayas 1. [IpodeccuonanbHoe od1eHHe

[ly6nmuunoe BeicTyruieHne | 3ausamue Nel,2 VeTHBIH CwMm. myHKT 7
1.1 | xak »xanp nenoBoro 1.MinpopManronHast oI1poc.

OOIIICHHSL. peub. Konrponbo-

TECTOBLIE
3aJaHus.

2.]lpuBeTcTBeHHAS PEYb.
3.ToproBas peys.

4. Drampl TOATOTOBKUA M
MIPOBEIICHHUS TyOIMIHOTO
BBICTYTLICHUSL.
JIOKOMMYHUKAaTUBHBIN
dTam: ONpPEHeNIeHUE TEeMbI
W TeTd BBICTYIUICHHS,
OLICHKA  ayJuTOPUH W

00CTaHOBKH, moo0p
MaTepuaa, CO3JaHHe
TEKCTa W IMPEe3eHTaLUH,
peneTHusL.
KoMMyHUKaTUBHBIH:
BBICTYIUIEHHE, OTBETHI Ha
BOIIPOCHI, BE/ICHHE
MIOJIEMHUKH.

ITocTkOMMYHHKATUBHBIN
3Tal: aHaJIU3 peyn.

3anamue Ne2

1.Ycranosnenune KOHTaKTa c
ayIUTOpUEH, ero MIPUEMBL:
BOIIPOCHO-OTBETHBII MpUeM,

nepexoa OT MOHOJIOra K Auajory,
npucM CO31aHusA HpO6J'I€MHOI‘/1




CUTYyaIuH, npuemM HOBU3HBI
uH(poOpMAIlMK OMOpa Ha JIMYHBIN
OIBIT,  HCIIONB30BAHUE  IOMOpA,
KpaTKOE OTCTYIUICHUE OT TEMBL.
2.CpenctBa HeBepOanbHON
KoMMyHuKanuu.l1o3a, JKECTHI,
MHMUHKA BBICTYIIAIOLICTO.
3.IlpaBuna MOATOTOBKU
Npe3eHTalUH: KOJIMYECTBO U
opopmiieHue  ClaloB,  BBIOOP
mpudra, CHUHTAaKCHYECKHE
OCOOCHHOCTH TEKCTa, CTPYKTypa
Npe3eHTAaIH.
4 Ananus MyOIUIHOTO
BoicTyruieHusi. (Cxema  aHanmza
HY6J'II/I‘-IHOFO BBICTYIIJICHU.
5.KomninekTuBHEII pazbop
BBICTYIIJICHUI COKYPCHHUKOB.
6.ITuceMeHHBIE OT3BIBEI O
BBICTYIIJICHUAX.
1.2 | ®opmatsl 1e10BOrO 3anamue Ne3 Y CTHBIH Cwm. myHkrt 7
o01IeHuns 1.Cocrapmsitoriie  ycmenrsoro | Onpoc.
JICTIOBOTO o0menus. | KOHTpOMbHO-
2.MeXKynbTypHBIE pasnuuus B | oo OBPIC
JIEIIOBOM OOIIEHUH. SaaHHA.
3anamue Nod
3.0cobennoct JIETTOBOTO
OOIIeHHUS B OQHUIMAIBLHON MU
Heo()UIIMAIBHOH  0OCTaHOBKE.
4.PeueBoii STHKET.
5.PernoHanibHOE BapbUPOBAHUE
B JEIOBOM  OOHmIEHMH  Ha
AHTJIUMCKOM SA3BIKE.

1.3. | CiyxeOHblIii quaor. 3anamue Ne§ VYerHbiit Cwm. yHKT 7
1. Tunsl pedeBbIX aKTOB B JENOBOM | ONPOC.
OOIIICHUH: BOMPOC, TMOOYKICHHE, KonrpombHo-
COOBIICHIE TECTOBBIE
2.3aKphITHIC, OTKpBITHIE, | *O/AHH:

PUTOPHYECKHE BOIPOCHI, BOMPOCHI

IUIT  OOyMBIBaHUS, TIEPEIOMHBIE
BOIIPOCHI.

3.Metoapt yOexaeHus
cobeceqHUKA

4 Tlcmxonornyeckue THITBI
COOECEIHUKOB.

5.HeBepOanbHbIe cpencraa

JETIOBOTO OOIIEHHUS.

3anamue Nob
6.1IpocTpaHCTBEHHBIE HOPMBI
JETIOBOTO OOIIEHHUS.
7.CnyxeOHbli TenedOHHBIT
pasrosop.

8. TexHuka peun B pa3roBope 1o
Tenedony.

9.IlpaBuna BeneHus TenaedOHHOrO
pasrosopa.




10. MHTepBBIO IpU IpUEME Ha
pabory.

1.4,

Buns! neperosopos,
npaBujia UX BEACHUA.

3anamue Ne 7

1.9Tamnbl MMOATOTOBKH u
MPOBEACHUS TIePErOBOPOB.
2.JIoKOMMYHHKATHUBHBIN 3TaIl: COOp
uHGpOpPMaIH, ONpeelieHre Lenel
W 3a/a4, ONpeAciIeHHEe BPEMEHU U

Mmecra BCTpPEYH, Y4aCTHHKOB
Jeneranum.
3.KoMMyHHUKaTHBHBII JTal:

MpeJCTaBleHHe  CTOPOH IpyT
JIpyry, WU3JI0XKEHHUE TMPoOieM U
Henel, aHaiau3 MpoOJieMbl, JUAIOT
YYaCTHHUKOB, aprymeHTanus
BapUaHTOB PEILIEHUM, MOJBEIEHUE
UTOTOB M MNPUHATHE PEUICHUI,
COCTaBJICHHE TIPOEKTa TOKYMEHTOB.
4.11oOCTKOMMYHUKATUBHBIA ~ 3Tal:
aHaJN3 MEePEroBOPOB.

5. SI3bIKOBast COCTaBJIIAIOIIAS
YCIIEUTHBIX TIEPEroBOPOB: CIIOCOOBI
IPUBJICUEHUS] BHUMAaHUs, IPOBEPKa

aJIeKBaTHOCTH MTOHUMAaHMS,
MOJIBITOKUBAHNE JIOCTUTHYTHIX
JIOTOBOPEHHOCTENH, — CMSTYEHUE
BBICKa3bIBAHHUS.

6.Yyer KyIbTYypHBIX pa3nyuui Mpu
ITOITOTOBKE " BEJCHUU
IIePErOBOPOB.

3anamue Ne 8

1.AarepBpro. llemm w  3amaum
o0IIeHUsT ¢  MPEACTaBUTEISIMU
IIPECCHI.

1. JIoKOMMYHUKaTUBHBII 3Tam:
orpeneneHne (coBMecTHO c
WHTEPBBIOEPOM) Kpyra mpoliem
pasroBopa, MOArOTOBKA OTBETOB Ha
IIpeAroiaraeMble BOIIPOCHI,
H3y4eHUe uHhOopMaITUN 0
KYpHaJIHCTE.

2. KoMMyHHUKaTHUBHBII ATam:
NPUBETCTBUE, YCTaHOBJICHHUE
KOHTaKTa; OTBETHl HA BOMPOCHI
MHTEPBHIOEPA, IpoLIaHue u
OnaromapHoOCTb 32  MHTEPECHBIC
BOITPOCHI.
3.IIocTKOMMYHHMKaTHBHBIA ~ 3TaIl:
aHanu3 WHTepBbIO. llpaBuna s
MHTEPBBIONPYEMBIX.
4.Cneuuduka npecc-KoH(pepeHIun
KaKk BHJAa JI€JOBOrO  OOLIEHUS.
TToaroroska K rpecc-
KOH(]EepeHLINH.

YcrHblit
orpoc.
KontpomnsHo-
TECTOBBIE
3a/laHusL.

CM. yHKT 7




5.CocraBneHue  3agBICHHUS IS
MIPECCHL. OO1menue c
KypHaJIUCTAMU  mocie  IIpecc-
KOH(epeHInH.

Monyas 2. [IncbMeHHBIE OU3HEC- KOMMYHUKAI[UH

2.1.

dopmMarsl,
MIMCEMEHHOT 0
001IeHns

npaBuia
JETI0BOTrO

Sanamusn Ne9,10
1.5I36IK  TTMCHMEHHOT'O
001IIeHHS.

2.Buast JICTTOBBIX MMHCEM.
CtpykTypa  J€lOBOrO  IHUCHbMA.
3 5I3BIK M CTWIb JEJIOBOI0 IMHCHEMA,
4. Tunu4HbIE KINIIIE.
S5.IIucemo-3ampoc ¥ OTBET Ha
3ampoc, MMHCHMO-3aKas3,
pexiIamMarnuu. OJNEeKTpOHHAs MoYTa:
(dhopMaT, CTUIIb, TUITMYHBIC KITHIIIE,

JACJIIOBOI'O

YcrHblii
orpoc.
KontpomnsHo-
TECTOBBIE
3a/laHMsL.

CM. myHKT 7

2.2

AHHOTHPOBaHUE,

pe3roMHIpOBaHNe
pebepupoBanme

Ka4eCTBEHHOM MPECChI

Sanamus Nell

1.Pestome. Llenb cocTaBiieHHs
pe3ioMe, ero CTpyKTypa H s3bIK.
2.CTpyKTypa, comepKaHue U SI3bIK
COIPOBOUTENHHOTO MMUCHMa
3.AHHOTHpOBaHUE,
pe3roMHUpOBaHUe U peepupoBaHUE
Ka4eCTBEHHOM MPECCHI.

YcrHbii
orpoc.
KonTponsHo-
TECTOBBIE
3a/1aHus.

CwMm. myHKT 7

Ompenenenne KII.

3anamue Nel2

1.0npenenenne KII.
2.CnoBapwusrii coctas KII:
o0meymoTpeduTenpHas U AeIoBast
JIEKCHKA, TEPMHUHBI, UMEHA
COOCTBEHHBIE.

3.CTtunucTuyeckre 0COOEHHOCTH
KII: meradopa, urpa cios,
AJIJIIO3MS, LIMTALUs], HEOJOIU3MBI,
POIb TTIOBTOPA B M3BIICUCHIH
HHpOPMAITUH.

4. KoHuenTya bHBIN 1
JIMHIBUCTHYECKHUI aCIIEKT
myonmkarnmii B K11, ux coBmanenus
7 PACXOXKICHUS

VcTHbII
orpoc.
KonrpomnsHo-
TECTOBBIC
3aJIaHUs.

Cwm. myHKT 7

2.4,

CHHTaKCcHYECKHE
ocobennoctH sa3bika KIT

3anamue Nel3,14
1.CunTakcuueckue OCOOEHHOCTH
SI3BIKA KII:
[IUPOKOYIIOTPEOUTENHHBIC
rpaMMaTH4eCKue  KOHCTPYKITHH,
CHHTAKCHYECKasi  KOHBEPTEeHIINA,
CerMeHTaIus CTPYKTYPBI
MIPETOKEHUS, aKTyaJlbHOE
YJIEHEHHE.

2.Kore3uss M KOTrepeHTHOCTh B
KII3.Crioco661 KOMIIPECCUU
TEKCTa TPU  PE3IOMUPOBAHUH,
AHHOTUPOBAHUM, pedepupOBaHUN
KII.

4 S13bIKOBEBIC KJIHIIIE,
HCIIONb3yeMbIE TP KOMIPECCUU
TEKCTAa.

YcrHbi
orpoc.
KonTponbHo-
TECTOBBIE
3aJaHusL.

Cwm. yHKT 7




5.4. 3aJlaHus CaMOCTOSITEIbHON paOOThI
Oco00e MecTO B OCBOCHHMH JJAHHOH JUCIUIUIMHBI 3aHUMAET CaMOCTOATEIbHAs pa00oTa CTy/ICHTOB
(CPC) obmmmm oovemom 80/102uacos.

Jig ycrienmHoro OcBOEHMsI MaTepHuajia Kypca M NPUOOPETEHHS COOTBETCTBYIOIIMX HABBIKOB M yYMEHUH
PEKOMEHTyeTCsl 3HAKOMCTBO C OOJBIIMM KOJMYECTBOM AyTEHTHYHBIX OOpPAa3llOB YCTHBIX W MUCHMEHHBIX
JIETIOBBIX ¥ MPO(ECCHOHATBHBIX KOMMYHUKAIMHA, X TOAPOOHBIA S3bIKOBOM aHaim3. st pemieHus 3Toi
3aa4il PEKOMEHAyeTcs HE€ TOJNBKO HCIIONb30BAaHWE COOTBETCTBYIONIEH IUTEpaTypbl, HO M PECypCOB
WHTEpPHETa, B OCOOEHHOCTH TEX, KOTOpHIC Pa3paboTaHbl (M MOCTOSHHO OOHOBJISIOTCS) CHEIHATBHO IS
00y4eHUs S3BIKY JIENIOBOTO ¥ MpodeccroHabHoro obmeHus. Ocoboe BHUMaHUE clielyeT OOpaTuTh Ha To,
Kak B YCTHOM U TIUCBMEHHOM JIEIOBOM OOINEHWU TMPOSIBJISIOTCS MEXKKYJIBTypHBIE — pa3IHuHs
KOMMYHUKaHTOB. Ha camocrodrenpHylo paboTy mo Moaynto 1 BBIHOCATCS TEOPETHUECKHE ACIEeKTHI
[peAIaraeMbIX TeM, KOTOpbIE CIEyeT U3yYUTh 10 HCTOYHUKAM Ha PYCCKOM U aHIVIMICKOM SI3BIKaX, a TAKKe
MOATOTOBKA ITyOJIMYHOrO BBICTYIUIEHHS TPEX BHUJIOB: IPUBETCTBEHHAs pedb, MH(MOPMAIMOHHAs pedb U
TOProBasi peyb.

Ha camocrostensayro padory mo Momayimto 2 BeIHOCHTCS TeMa | «DOpMaThl U CTHIIH JHAJIOTHYECKOTO
JIETIOBOTO OOIIEHHUS», a TAKXKE MMChMEHHBIC 3aIaHus: 1) pe3roMe M COMPOBOAUTENBHOE TUCHMO TIPH TIPHEME
Ha pabory (tema 2); 2) menoBoe mucbkMo (tema 3); 3) memopanaym (Tema 5); 4) mporokon cobpanus (Tema

6).
Ne Pa3nen (tema) mporpammsl | Konnu | 3apanus dopma Jlutepatypa
n/n €CTBO | /ISl CAMOCTOSITEJLHOT 0 OT4ETHOCT
4acoB BbINOJIHEHHS U
Moayas 1. IIpodeccuonanbHoe od1eHHe
[Ty6nuunoe BoicTyruieane | 10/12 1.03HakoMIIeHUE VerHbIi CM. yHKT 7
1.1. | kax »aHp 1€710BOro MarucTpaHTOB C IJIAHOM | OMpoC.
OOIIIeHNS. CaMOCTOATENbHOM paboTel | KoHTpons
Ha y4eOHBIN rox, | HO-
rpauKoM KOHCYJbTaluit, | CCTOBPIC
2.Konkypc Ha inyuiiee SANIAHIA.
S3BIKOBOE
OpTQHOINO00YIAIOIIETOC
A1
3.BeinonHenue
eKEHEeNIeNIbHBIX
JOMAIIHUX 3aJaHui 110
Kypcy «AHOCTpaHHBIH
S3BIK»
3.http://www.englishclub.
com/speaking/presentatio
ns.htm
1.2 | ®dopmaTsl AEI0BOTO 10/12 1.AHanu3 Buseo3anucell | YcrHslii CM. myHKT 7
001LIeHHS MyOTUYHBIX ompoc.
BBICTYIJICHUI 11O Kourpors
pEeKOMEH Tt u HO-
TIPEnoiaBaTeNs U 1o TCCTOBRIC



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

| COOCTBEHHOMY BBIOOpY 3aJIaHMsL.




MarucTpaHTa,
OonpeacicHue TUIIOB
OpaTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

1.3.

Ciy»eOHBIH TUaor.

10/14

1.IlpocMoTp u aHanu3
BUEO03aINCEN
CITy’)KEOHBIX JTUAJIOrOB.
Amnanu3 BepOanbHOU U
HeBepOAIbHOM
COCTaBJISIOIINX
YCICIIHOI'0 U HEYJA4YHOI'O
CITyKeOHOT0 JThajora.
IToaroroBka K poseBoit
urpe «MHTepBBIO NpU
npueMe Ha paboTy».
IIpocMoTp Buaeo3anucu
Howtogetajobyouwant na
Oore
www.tiashija.blogspot.co
m

VeIt
ormpoc.
KonTpons
HO-
TECTOBEIC
3aJIaHus.

CM. yHKT 7

1.4,

Bunsl neperosopos,
paBujia UX BEACHUS.

10/13

1.Aranu3 Buaeo3anucei
MyOMYHBIX
BBICTYIJIEHUH 110
PEKOMEH TaItnu
MIPENoIaBaTeNs U 10
COOCTBEHHOMY BBIOOPY
MarucTpanTa,
OTIpeNIeNeHr e THTIOB
OpaTopOB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

VYcrHblif
orpoc.
MonynpHbl
1 TecT.

Cwm. myHKT 7

MonayJsb 2. [IncbMeHHbIe OU3HEC- KOMMYHUKAIIMH

2.1.

®dopmarhl,
MMHMCbMEHHOI0
00IIIEHHS

MpaBwiia
JIEIIOBOTO

10/12

1.IIpopabotka TEOPHUH
BOIIpOCa, U3y4yeHue
SI3BIKOBOM COCTaBJISIOLIECH
ounmansHOrO,

MOy OPUITHAITEHOTO "
Heo()UIIUATHHOTO CTHIIEH
JUaIOTHYECKOT O
JIEIIOBOT'O OOIIeHHUS.
2.IIpocmotp
BUJICO3aMHCEH Ha
npeaMer U3y4YeHHUs
PErHOHAIBEHOTO
BapbUPOBAHMS B JIETIOBOM
OOILIIEHUH.

1.Hazaposa T.b.
AHTIUICKUN A3BIK
nenoBoro obmenus. Kype
JIEKIUH ¥ TPAKTUKYM. —
ACT, Actpenb, BKT.
2016

2.Hazaposa T.b.,
IIpecnyxuna U.A..

Y cTHBIIT
orpoc.
KonTponp
HO-
TECTOBEIE
3aJaHMsL.

CwMm. yHKT 7



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

PernonanbpHoe
BapbUPOBAHKE B JICTIOBOM
OOIIEHNH HA aHTINHCKOM
s3pike. — ACT, Actpens,
BKT, 2016

D2 | AHHOTHpOBaHUE, 10/12 | IIpocmorp ®  amanu3 | YCTHbIH CM. iyHKT 7
pe3rOMUpPOBaHUE BHJIe03amuceil mHTepBhIo | OMPOC.
pebepupoBanue Kak TOTOBUTECS x | Kontpoms
KaueCTBCHHOM MPECChI UHTEPBBIO HO~
http://www.ublicityhound. | *€¢TO>¢
net/prepare-for-an- SVIAHI
interview-with-a-reporter-
these- 8-ways
Omnpenenenne KII. 10/14 | TIpopabGoTka Teopun | Y CTHBII Cwm. myHKT 7
2.3 BOIIpOCa onpoc.
1.BBenenckas JL.A. E(‘))HTPOM’
Puropuka u kynpTypa TOCTORLIC
peuun. — denuke, 2015 I
2.Hazaposa T.b.
AHTTUHCKAN S3BIK
nenosoro odmenus. Kypc
JIEKUUH U IPAKTUKYM. —
ACT, Actpens, BKT.
2016
IIpocmorp u  aHanus
BUI€O3aNUCEN JUCKYCCUI
2.4 | CuHTaKCHYECKHE 10/13 | IIpopaborka Teopuu VeTHBIA CwMm. nyHKT 7
ocobernocTH s3bika KIT BOIIpOca Olpoc.
IMoxroroska K MonyeHer
MeXBy30BCKOMY HTect.

KOHKYPCY TIEPEBOIOB C
WHOCTPAHHOTO SI3bIKA Ha
pycckuii(mipo3sa,

11033151 )(BBIITOTHCHHE
nepeBoyia ¢
WHOCTPAaHHOTO Ha
PYCCKUI SI3BIK,
IloaroroBka K KOHKYpCY
YTEIOB HA WHOCTPAHHOM
sI3BIKE (O3HAKOMIICHHE C

WHOSI3EIYHON TTO33HEH,
3ay4yUBaHHE

HaU3yCTh)

IIpopaborka TEOPUHU
BOIIpOCa

peun. — ®ennkc, 2015
1..Hazaposa T.b.
AHTIIHHCKAN SI3BIK
nenosoro obomeHus. Kypc
TEKIUHA 1 TPAKTUKYM. —
ACT, Actpenb, BKT.
2016

2.ITpocMmoTp u aHanu3
BHJI€03aIKCEN AUCKYCCUI
3. IloaroroBka K
MexBy30BCKOMY
KOHKYPCY Ha JIyUIIHi
BOIPOC HA HUHOCTPAHHOM



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

s3bIKE TI0 TeMe «Briciee
obpazoBanue B Poccuu u
CTpaHax U3y4aeMoro
SI3bIKAY (M3Y4CHUE
WHOSI3BIYHON
JIUTEPaTYPHI,
COCTaBJICHHE BOIIPOCa U
OTBETA)

5.5. Temsbl pedepaToB
5.6. TBopuyeckue 3a1aHUsI-HE NPETYCMOTPEHBI
5.7.Curyanus 1/ aHaJIM3a-He NPeayCMOTPEHbI
5.8.CtaTbu [Ji COCTABIEHUSI AaHHOTALIMM, pELICH3UI-HE
npenycMoTpenbiS.9. TeMbl KypcoBbIX pabOTHE NPeyCMOTPEHBI

6.MOoH/1 OLIEHOYHBIX CPEICTB /ISl IPOBEAeHH s MPOMEKYTOUYHOMH aTTeCTANU 00y4aIOIIMXCH M0
AMCUUIJIMHE (MOIYJII0)

6.1. /lepeuensy komnemeHnyuli ¢ yKazanuem 3manog ux hoOpMuposanus 8 Npoyecce 0CE0eH sl
06pazosamenvHolU NPOSPaAMMbL
VYK-4. CriocobeH MpuMeHATh COBPEMEHHbBIE KOMMYHHKATHBHBIC TEXHOJIOTHH, B TOM YHCIIE Ha
WHOCTpPaHHOM (BIX) s3bIKe(ax), IS aKaJIeMHIECKOTO U MPo(eCCHOHATHHOTO B3aUMOICHCTBHS
OIIK-
8. CiocoOEHITPOCKTUPOBATHIIEAATOTHIECKYIOIEATETFHOCThHA0OCHOBECTICITUATbHBIXHAYYHBIX3HAHUHN U
pe3yJAbTaTOB UCCIIECTOBAHUI

6.1.2. Komniexm KOHMPOIbHLIX 3A0AHUL UTU UHbLE MAMEPUATLI, HEOOXO0OUMbLE 0I5
OYEHUBAHUS KOMNEMEHYULL NO MEOPEMUYecKoll ZPAMMAMUKe AHSTUNICKO20 S3bIKA

IIPUMEPHI TECTOBBIX 3AJAHUM I OITEHKM KAUECTBA
OCBOEHUA JUCHUTIIMHBI (MOY JIA)

I[IpumepHbIe TeCTOBbIE 3aJaHUS

Test 2

Business Dialogue

1. Complete the following passage with the words provided: Resolving Conflict Made
Quickand 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, | 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?

a. Conflicts are unavoidable.

b. Resolving a conflict may be quick and easy.

c. People tend to be self-centered in dealing with others.

d. People can learn from conflicts.

3.Supply the following text with subheadings.

A Awareness B The magic of dialogue C Listening D Suspension E

Honesty and sincerity F Mutuality G Inquiry and Reflection

H A Safe Space | Growth through crisis J Identifying Assumptions

General Guidelines for Dialogue

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

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

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

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

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

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

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

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

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

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.

8 ......: You can‘t change human behavior by command, resolve, or even good intentions. But
you can create a safe, holding environment for a group of people. When people feel safe, they can
be more aware of their thinking, their conversations, their interrelationships, and their potential
for better action. This is what Isaacs calls "a strong container.”

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

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

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

4.Complete the following passage:

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

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

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

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

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

you.|

B —1I need to give you the benefit of my advice to validate or to prove

tomyself how smart | am.||

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

itout. ||

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 pie|| .

2. Be ready to explore as many variables as possible.

3. Know your minimum acceptable offer.

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

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

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

each party has a substantial share.

c) Having dealt with the easier issues in a successful way negotiators are more
optimistic. This positive attitude makes it easier to deal with the harder matters.
d) Increasing the number of variables makes it easier to work out a compromise.
Whenever a car dealer does not want to give up the price of a car, he will think
about alternative incentives for the client, such as equipping the car with a better
radio or tyres.

7 . Decide which sentences match each negotiation style.

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 theyapply 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.

c) 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 I 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) | 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) 1‘d really appreciate it if you could authorize this expenditure.

HpaKTI/I‘-IeCKI/Ie 3aJaHud VI TCKYIICTO KOHTPOJIA 3HAHUU CTYACHTOB-MAaIruCTpPaHTOB



3ananne 1.0npenennte, 03Ha4aeT JU CJIOBO CTPAHY WIN HAIIMOHAJIBLHOCTb U MOCTaBbTe OYKBbI 1 “C’
(‘country’)usnm ‘N’ (‘nationality”).

1 Greek 6 China

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

Z.I[OHOJ'IHI/ITC NMPEeAJI0KEHUA CJIOBAMU U3 PAaMOYKH

| short / heawy / big / early / long / fast |
Hanpuwmep: | can’t carry this box. It’s too heavy.

1 I think 7.30 is too for a meeting.

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

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

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

3. ITonGepuTe BhIpaskeHHUs U3 ABYX CTOJIOUKOB M 00pa3yiiTe ¢pa3bl, HAMpUMeEp:
__C__tothe cinema on Friday night.

a) | often play 1 tothe gym.

b) I never listen 2__ golfon 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, I[OHOJ'IHI/ITel'lpe[lJIO)KeHI/ISIC.]'IOBaMl/Il/BpaMO‘lKH
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
()] hours are more important than a high (5) :

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

5. JlonoJiHMTE NPEAI0KEeHUs] CJIOBAMU M3 PAMOYKH
23""at / in / June / Monday / morning / New Year / the

We are always very busy in the :
Budapest is beautiful the spring.
We never go on holiday in :
Our sales conference is on October.

The office is quiet on mornings.

Max sometimes works till 11:30 night.

Our company closes for three days in summer.
We sometimes have a short holiday at

o~NOOTE WD

6 JdomoaHuTeo0bsABIEHUsIIPeAI0ramuin, on, at, fromummto.

ACE CARS
Are you travelling___to_ New York? Ace Cars can ...
e meetyou 1 the airport.
e takeyou 2 the city centre 3 a luxury 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.



7llocTaBbTEr1ar0JILIBHY:KHYIOG OpMY.

My name’s Clive Mason and 1 (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

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

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

8.IlocraBbTeryaroatobeBuykuyodopmy.

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

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

9.110a0epUTEOTBETHIKBBICKA3bIBAHUSAM

a) Notbad, thanks. 1 Another coffee?

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

¢) No, thanks. 2 How’s business?

d) Goodbye.

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

Hello, Mike.

My name’s lan.

See you later.

N
D>W>wW>wW>w>w>

3aganue 9.BriGepure HY)HOE CIOBO U3 PaMKH U 3aIIOJIHUTE MPOITYCKH:

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

3amanme NelO
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.



[

. Expect to be nervous.

a. Know what you are going to say — and why
you want to say it.

N

. 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.

- ® 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 | E gatherings

audience time to make a mental and

emotional 6 ... . F professionalism
2. It prepares people for the speaker,

heightening their sense of openness and | G shift

7....
. . 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 | 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.

Choosethe correct word from the list below to complete what she says.
We are one of the world's................. lin consumer electronics, introducing new
types of product that did not exist previously. However, where we are not first to the market with a
new product-type, we look at the market ................... 2, If it looks good, we develop our own
versions of the product. We usually test our offerings in focus ............... 3 before......ccoveveee.
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 ................... 5
groups of end-users with particular characteristics. We look at the marketing.................. ® This
includes the best way of distributing the product, deciding which.................. " and retail
................ 8 we are going to use. In the early stages, when the market is growing fast, it can be
QUItE...oiiiieieeee, %: there are a lot of competitors, and the ‘rules of the game’ are not yet
established. Later, when everyone who is going to buy the product has bought it, and the market is
essentially one of replacement, there are usually fewer competitors and conditions are more
................... 10, Of course, we try to be among these surviving companies, preferably number one
or number two in the market.

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

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

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

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

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

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

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

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

7.Use one of the prefixes, out-, over- or under-, with the correct form of the verb in

brackets tocomplete each of the sentences below.

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

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

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

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

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

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

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

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

8. Look at the nouns below. Choose one verb which can’t be used in collocation

with eachnoun.
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 ¢) put forward d) suggest

4) aproblem



a) face b) deal with c) make d) sort out
5) a decision

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

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

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

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

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

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

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

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

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

10. Match the beginnings of the sentences to their endings a)-g).
1 This mining area was incredibly a) disastrous’, said one bank manager. ‘It
2 Bank deposits are disappearing as nervous couldn’t be worse.’
investors send their money abroad. The b) badly hit by the closure of the mines, which

situation is absolutely

3 The organisation's systems have been C)
severely d)

4 The finance minister said the budget was  e)
totally

5 The new management techniques were f)
found to be highly

6 Making films in Britain is unbelievably Q)
7 The country's international position is

cost 10,000 jobs.

stable, secure and hopeful.

difficult, but much easier than it was before.
criticised by auditors, who found corruption
and mismanagement.

unrealistic, and a new budget will have to be
presented to parliament next week.
successful in 30% of companies and
moderately successful in 45% of cases.

now exceptionally

6.2.1. TlpakTu4eckue 3aaHHUS JJIsl IPOMEKYTOUHOT0 KOHTPOJISI 3HAHUM CTYA€HTOB-
MarucTpaHToOB

dopmoif TPOMEKYTOUHOM aTTecTaluu Mo AucuuIuinHe «VIHOCTpaHHBIN S3bIK B MPodeccnoHaNbHOM
KOMMYHHKAIMH sBJsieTcs 3a4eT. Cuctema TeKyliero u pyoekHOro KOHTPOJISl CTPOUTCS 1O OaibHO-
PEUTUHIOBOM MOJENU, a WTOTOBBIM 3a4eT CTYAEHTHI IOJIY4alOT B KadyeCTBE HAKOIUTEIBHOMN
peiitunroBoii onenku (He meHee 30 6amioB). B TexHONMOrM4eckoil kapTe AUCHUILIUHBI BbIJCIEHBI
Bce (DOPMBI TEKYILEro U pyOEeKHOTO KOHTPOJIS, KaXK[as M3 KOTOPBIX OLEHMBAETCS OIpeJleIEHHBIM
KOJIMYECTBOM 0alIoB (B IMANa30HE «MUHUMYM — MaKCUMYM»).

Bo3MoxHO HauucieHue OOHYCHBIX W IUTpadHBIX OaIoB (HApUMeEp, K HEYAOBJIETBOPUTEIBLHON
OILIEHKE B COYETaHUU C PEHUTUHTOBBIM IITpadOM NPUPABHUBAIOTCS claya TEKCTa y4eOHOTO 3aJaHMs,
M03aMMCTBOBAaHHOTO M3 VHTepHeTa MM M3 KOJUIEKIMH YYeOHBIX 3aJaHMil MPOLUIbIX JeT, chaya
IBYMs U OoJiee CTy/IeHTaMU MJCHTUYHOTO TEKCTa y4eOHOIO 3a/laHHsl, HCIIOJIb30BaHUE SIEKTPOHHBIX
porpamm nepeBoja. PeTuHroBsie 60HYCHl IPEAyCMaTPUBAIOTCS MTPU JEMOHCTPALIUU CTYJICHTaMU B
X0/l ceMecTpa YrilyOJIeHHOTO 3HaHMsA Y4eOHOro M JOIMOJHUTEIBHOTO Marepuana, TBOPUYECKOTO,
WHUIMATUBHOTO M JUCHMIUIMHUPOBAHHOTO OTHOWICHHs K ydeOHOMY mporieccy.TexHomornueckas
KapTa BKIIOYaeT 0a30BYI0 M JONOJHHUTENbHYIO 4YacTH. B 0a30Boil uyacTW NpPUBOAUTCS pacyer
PEUTHHTOBON OLIEHKM TeX Y4EOHBIX 3aaHUi M KOHTPOJIBHBIX MPOLEAYP, KOTOPbIE BBIMOJIHSAIOTCS
CTYIEHTaMH B TE€UYEHHE cemecTpa. J[JIs UTOroBOro 3adera CTYAEHTaM JOCTaTOYHO Hakomuth 30



O6ammoB. ENUHCTBEHHBIM 00s3aTeNbHBIM Y4eOHBIM 3a/laHHUEM, KOTOPBIE MAaruCTPaHTHI JOJKHBI
BBIIIOJIHUTh BHE 3aBUCHUMOCTH OT JOCTUTHYTOI'O YPOBHSI HAKOIMTEJIBHOM OLICHKH, SBJISETCS
MOJArOTOBKA W TMpE3eHTAlUsl y4eOHOTo IMpoeKkTa (CTYyIEHTHI, M0 YBAXHUTEIbHBIM IMPHYUHAM, HE
NPUHSABLIME y4yacTUe B O3TOM pabore, 00sA3aHBI MOATOTOBUTH YYEOHBI IPOEKT B COCTaBe
JIOTIOJIHUTENbHBIX Y4€OHBIX 3ahaHuii)./[ONOJHUTENBHAS YaCcTh TEXHOJIOTMYECKON KapThl BKJIHOYAET
KOMIIEHCUPYIOIIHME yueOHble 3a7aHusl. MarucTpaHThl BBIIOJIHSIOT UX B TOM Ciy4ae, €ClIi B paMKax
0a30BOil 4yacTH He cymenu HaOpaTh KOJMYECTBO OaioB, HEOOXOOMMOE Ui TOYYCHHs 3ayeTa.
BeiOop JOMONHUTENBHBIX Y4EOHBIX 3aJaHUN W3 MPEUIOKEHHOTO TIEPEeYHs MarkuCTPaHTHI
OCYILIECTBJISIOT CaMOCTOATENBHO. CPOK HX BBIOJHEHUS OINPENESIeTCs IPENOoIaBaTEIIEM.

[IpuMepbl BOpOCOB I 3a4eTa
dopmanbHOE U He(hOPMAITEHOE JISIIOBOE IMACHEMO.
Knumie B qenoBom nuceMme.
AGOpeBuaTypsl B I€JIOBOM MHUCHME.
Oco0eHHOCTH JIeTI0BOM JJOKYMEHTAIIHH.
Kontpakt. Tunel COBpeMEHHBIX KOHTPAKTOB.
OO0pa31bl KOHTPAKTOB.
Kinire KOHTpakToB.
CrienuanbHasi TS PMUHOJIOTHS B KOHTPaKTaX.
Omnpe/ielieHre U THITBI ISTIOBBIX BCTPEY.
10 [TnarupoBaHue MPOBEICHUS JACTIOBOM BCTPEUH.
11. ®ynkIMoHANBHBIE 0COOEHHOCTH SI3bIKA JICIIOBBIX BCTpPEY.
12. Kinmie 1enoBBIX BCTpEY.
13. OnpeneneHue u TUIBI MPE3CHTAIIHI.
14. CtpykTypa mpe3eHTalluu.
15. Knue B mpe3eHTaIum.
16. Ctunuctuyeckrue 0COOEHHOCTH MPE3eHTAIUH.
17. Onpenenenue u THUIBI IEPETOBOPOB.
18. OcobeHHOCTH s3bIKa MIEPETOBOPOB: JIEKCHKA, PYHKITMOHAIbHBIC CTHIIH, JTUCKYPC.

©COoN RN

1. lonmostHuTe pa3roBop Ha KoHpepenmun. MosunpencrapiasierCamykosuier: doesn’t/is/are/ do/ isn’t
/ aren’t

Molly Hello. My name____is__ Molly Edison. | 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!

3apanue 2. [pounraiite Texct Legaleducation u nmepenaiite kpatkoe conepKaHue Ha
AHTJIMHACKOMSI3BIKE:!

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. VVocational 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.

3aganme 3.CocraBbTe aHHOTAIHIO K ciaeayromniemy Tekcry:Legaleducation

3aganue 4. IToarotoBbTe MPE3EHTALUIO CBOCH HAYYHOM CTAThU WIIH JOKJIaAa, UCIIOIb3YS
HIDKETIPUBEICHHBICBBIPKCHHUS:

Sample of Presentation
Dear friends and colleagues,

May | welcome you on behalf of... . My name is ... , let me start by giving our terms ofreference.
My aim today is to discuss... | 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.
;iag!a}mg
S.IIpounTaiiterekcrSpeakingonPublicunepenaiitekparkoecoiepkaHIEHAAHT ITHHCKOMSI3BIKE:
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.

i}auaﬂl/lﬁ Q.OTBGTBTG Ha BOIIPOCEHI IO COACPKAHUIO TCKCTA:

1.Why do we have to speak on public?

2.Do all speeches have anything in common?

3.What are the common features of all speeches?

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

5.What is the typical plan of a speech?

6.What should you pay special attention to?

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

22. [IpounTaiiTe TEKCT HA PyCCKOM SI3BIKE U MIEPEAANTE €ro CoJePKaHie Ha aHTJIMICKOM HHA000POT.
23. ComocTraBbTe aHTIIUICKOE (PYCCKOE) CIIOBO HIIM BBIPAKEHHE C €r0 MEPEBOIOM.
24. IlocraBbTe BOITPOCHI K JAHHBIM ITPEATIOKCHUAM.

25. CnenaiiTe TaHHBIC TIPEIOKEHUS OTPULIATCITLHBIMH.

26. BcraBbTe poIyIIeHHBIC CJI0BA B JAHHBIA TEKCT.

3apanue Ne7 [IpounraiitennepeBequreTekcTRESUME

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

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

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

3ananue 8. Onpesennre, Kakue U3 HIDKETIEPEUUCIICHHBIX TYHKTOB MOT'YT ObIThHAHOOJICE
npuroabeivu st 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 | 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.

oo o

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 I Growth through crisis J Identifying Assumptions
General Guidelines for Dialogue
listen to hear meaning emerge both from individuals and from the group. You need to listen for
common assumptions and for the voices that question those assumptions.

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

The Chinese character for listen contains the sub characters one heart, eye and 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.

yourself and the impact you have - right in the moment it occurs. It includes letting go, or
"suspending™ your certainty, to see things from another point of view.

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



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

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

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

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

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

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

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

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

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:

« When we give unsolicited advice, the judgmental assumptionis, 1 ......
e The authoritative assumption is, 2 ......
o 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 | have to tell you.”

B “I need to give you the benefit of my advice to validate or to prove to myself how smart I
am.”

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

5. Which of the following is NOT a good suggestion?
Here are some suggestions for making your advice work.
A Don’t interpret rhetorical questions as a request for advice.
B Ask for permission to give advice.
C If you sincerely intend to help or assist someone, do not hesitate to give advice.
D Listen, listen, and listen!
E Be honest.
F Offer to assist, not insist.
G Allowpeople decide for themselves.
6. Choose the best title for each paragraph about negotiations:
1. Look for ways of “expanding the pie”.
Be ready to explore as many variables as possible.

2.
3. Know your minimum acceptable offer.
4. Start with easier points and leave the difficult ones for last.



b)

d)

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 aclose colleague to give you the phone number of a hotel he knows.
a) Can you give me the phone number?
b) 1 wonder if you could give me the phone number?
2. Ask your manager to read a report you wrote before you send it to a client.
a) Would you mind reading this report before | send it?
b) Can you read this report before | send it?
3. Ask the sales representative from the supplier to send you a brochure.
a) Could you send me a brochure?
b) Would you mind sending me a brochure?
4. Ask a client to return a document to you — unfortunately there is a mistake in it.
a) Please return the document to us as soon as possible.
b) Could you please return the document to us so that we can correct it? Many thanks.
5. You are going to visit a new client; ask them to send you directions to their office.
a) | wonder if you could send me some directions to your office?
b) Can you send me the directions to your office?

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 noxkazameneu u Kpumepuee OYyeHUu6anusl KOMI’ZemeHL;MIZ HA pa3jiudHblx omanax ux
qbop/vzupoeaHuﬂ, onucarnue wKajil OyeHUueaHuA

Onucanue nokasartesieil 1 KpUTEpUEB OLEHUBAHUS KOMIETEHIIN, O caHue KA1 oneHuBanus YK-4
Cxema OIeHKH YpOBHST (JOPMHUPOBAHUST KOMITETEHIIMH «CCIIOCOOHOCTh MPUMEHSTH COBPEMEHHBIE

KOMMYHUKATHBHbBIE TEXHOJIOTUH, B  TOM YHCIIE HA HHOCTPAHHOM(BIX) S3bIKe(ax), I aKaJeMUYECKOTro U

npodecCHOHAILHOTO B3aHMOJICHCTBUS

VYposensb | [lokazarenu (uro OneHovHas 1mKaa
oOy4Jaromuics Heszauteno 3auTeHo
JOJKEH
MPOIEMOHCTPUPOB
aTh)
IToporos | CrocobGen OtcyTcTBHE ymennti | ChopMupoBaHO yMeHHe
Bl OPUMEHSTh OPUMEHSTD CBOOOIHOIPHMEHS T COBPEMEHHBIC
COBpPEMEHHBIE COBPEMEHHBICKOMMYHHKA | KOMMYHUKATHBHBIC TEXHOJOTUH, B TOM
KOMMYHUKATHUBHBIC | THBHBIC TEXHOJIOTHH, B YHCIIe HA HHOCTPaHHOM(BIX)

TEXHOJIOTUH, B TOM
qucie Ha
WHOCTPaHHOM(BIX)
si3pIKe(ax), JIs
aKaJIeMHYECKOTO U
podecCHOHATBHOT
0

B3aMMOJICHCTBHUS

TOM YHCIIC HA
WHOCTPaHHOM(BIX)
si3pIKe(ax), IS
aKaJIeMHYECKOro 1
npodecCHOHATEHOTO
B3aUMOJICHCTBUSI

s3pIKe(ax), IS aKaJeMHYECKOro |
npodeCcCHOHATBHOrOB3anMOICHCTBUS

Onucanue mnokasareneldi M KpPUTEPHEB OLECHMBAHUS KOMICTCHIMH, ONHCAHHE IIKAJ
OLICHUBAHNSA OIIK-8Cxema OLICHKH YPOBHS ¢dbopmHpoBaHUs KOMIIETEHLIUU
"CriocoO6eHIPOEKTHPOBATHIIEAArOTMYECKYIO A TEIbHOCThHAOCHOBECTIEIUATIbHBIXHAYUHBIX3HAHUH 1
pe3yJIbTaTOB UCCIECIOBAHUI



Kommnerenn IToxka3arenn OneHoyHast mKajaa
s He3auTteno 3aureHo
OIIK-8 HOIIK 8.1. 3naer: | O6yuatoruiics | OOyuaromuiics OO6yuaromu | OOy4aronuiics
Cnocoben 0COOEHHOCTH He 3HAeT | YACTHYHO, ¢ | fica ¢ | umeet
MIPOCKTUPOBA | IIENarOru4ecKou 0COOEHHOCTH 00JILIINMH HE3HAYHUTE | CUCTEMHBIE
Th JIeITEIbLHOCTH; MEAArornuecKoil | MOrpelHoOCTSIMHA | JHLHBIMH 3HAHHSA 00
nejarorudec | TpeOoBaHUS K | IeITCIbHOCTH; 3HaeT MOrpemHo | 0OCOOCHHOCTH
KyI0 cyObeKTam TpeOOBaHUS K | OCOOEHHOCTH CTAMH IeIaroru4ecKom
JIEITENbHOCT | MeJaroru4aeckoi cyObeKTam IeAaroruyecKom 3HAaeT JICATCIIBbHOCTH,
b Ha OCHOBE | JEATCIIbHOCTH; MeJarornYecKor | JAESTENbHOCTH; 0COOCHHOC | TpeOOBaHMS K
CIICOMAJIBHBL | PE3YJIPTATBI HAYYHBIX | MEATCIILHOCTHU, TpeOOBaHUS K| TH cyOBbeKTam
X~ Hay4YHBIX | MCCIICIOBaHHH B | pe3yJIbTaThl cyOBbeKTam nefaroruye | mexaroruyeckon
3HAHUM chepe HAy4YHBIX MeJJaroruyecKou CKOM JIeSITENbHOCTH;
Ieaaroruueckom HCCIIEOBAHUI B | JEITEIbHOCTH; NEeSATENHHOC | Pe3yIbTaTh
JIeITEILHOCTH. chepe pe3yabTaThl TH; Hay9HBIX
HOIIK 8.2. VYmeer: | megarornyeckoil | Hay4HbIX TpeOOBaHU | MCCIICJOBAHUN B
HCIIOJIb30BATh JIeSITEIILHOCTH. HUCCIIENOBAaHUI B | A K | chepe
COBpEMEHHBIE He ymeer | cepe cyObeKTaM | merarornyeckon
CIICIIUAJIBHBIC HMCIIOJIb30BATh IIeIaroruuecKoi [eaarorudye | JesITelIbHOCTH.
Hay4yHbl€ 3HAaHUA U | COBPEMEHHBIC JEATEIIbHOCTH. CKOH TBopuecku
pe3ynbTaThl CIIeliaJIbHbIC MOCPeACTBEHHO NeATENBHOC | YMEET:
HCCIICI0BAHNI AT | HAay9HBIC ymeer TH; HCIIOJIb30BaTh
BBIOOpAa METONOB B | 3HAHWUSA M | UCIOJIH30BaTh pE3YNIBTATHl | COBPEMEHHBIE
Te/1arornaecKon Pe3yIIbTaThI COBPEMECHHBIC Hay4IHBIX crnenuaabHbIC
JIeITEILHOCTH HCCIIETIOBAaHUI CIIelaJIbHbIE HCCIICJIOBA | HAy4HbIE
MOIIK 8.3. Bnanmeer: | mis BHIOOpA | HAYYHbBIC 3HAHUS | HUi B | 3HaHHS u
MeToaaMu, popMaMu U | METO/I0B B|H pe3ynbTathl | chepe pe3yabTaThl
cpeacTBaMu IIEJArOrHIECKON | UCCIeq0BaHUM MeIaroruyue | UCClIeI0BaHUMN
Tearorudeckoi JIEeSATEIHHOCTH. JUTSt BBIOOpA | CKOM JUISL BBIOOpa
JIeSITETLHOCTH; He Baageer METOJI0B B | IEATEIHFHOC | METOJIOB B
OCYILIECTBIISIET X | METOJAMH, Te/IarorudecKomn TH. Me1arorudecKomn
BBIOOp B 3aBUCHMOCTH | (hopMaMu U JIeSITETLHOCTH. YmMmeer JIeSITeIbHOCTH
oT KOHTEKCTa | CpeACTBaMH YaCTUYHO HCITONIb30Ba | MpodeccrHoHalhb
npodeccruoHaTbHOM Menarornyeckor | BJIaJeeTMETOnaM | Tb HO BIagceT
JIeITEILHOCTH C | IeATEIbHOCTH; 1, GopMaMH U COBPEMCHH | METOAAMM,
YYETOM  PE3YJbTATOB | OCYIIECTBIISCT CpelncTBaMu bI€ hopmamm 3
Hay4HbIX HX BBIOOD B TIeIaroru9ecKoi ClielMaibH | CpeICTBaMHU
HUCCIICAOBAaHHUM. 3aBHCHMOCTH OT | AEATEIbHOCTHU; 13 Ie1aroruaecKomn
KOHTEKCTa OCYILECTBIISIET UX | HAyYHBIS JIeSITeIbHOCTH,
npodeccuoHanb | BBIOOp B 3HAHUS U OCYULIECTBIISIET
HOM 3aBHCHMOCTH OT pe3ynbTaThl | UIX  BHIOOP B
JIEITENLHOCTH ¢ | KOHTEKCTa HCCIIENOBA | 3aBUCHMOCTH OT
y4eToM npod)eCCHOHANBH | HUH IS KOHTEKCTa
pE3yIBTATOB Ol IEATENBHOCTH | BBIOOpA npodeccruoHanb
HaY4HBIX C y4ETOM METONOB B | HOH
HCCIICIOBaHUI PE3yJIbTaTOB feJaroruyue | JesaTeIbHOCTH C
Hay4HbIX CKOH Y4ETOM
HCCIICIOBaHUN. JIESITENBHOC | PE3yNbTATOB
TH. Hay4HbIX
Bnaneer HUCCIIEJOBAHUN.
METOaMH,
dhopmamu 1
cpencTeam
u
Ie1aroruyue
CKOH
JIeSITEIILHOC
TH;




OCYIIECTBI
€T UX
BEIOOD B
3aBHCHMOC
TH OT
KOHTEKCTa
npodeccro
HaJIbHOU
JeSITeNbHOC
TH C
Y4ETOM
pe3ynbTaTo
B HAYYHBIX
ucciea0Ba
HHUI.

OneHo4Hoe
CPENCTBO

IIIxana oneHNBaHUI

IIpencraBnenue
OIIEHOYHOTOCPEICTBAB (POHIE

KonTtponsHo-
TECTOBBIE 3a/1aHUS

3aumeno

[IpaBuibHBIX OTBETOB 51-
Bricka3biBaHUEe, B OCHOBHOM, JIOTMYHO;
UMEIOTCAOTACTbHBIE HEIOCTAaTKH MpHU
WCIIOJIb30BAHUHCPEICTB JIOTUYECKOM
CBSI3U; UMEIOTCA OTHAEIbHBICHEI0CTaTK!
py  JENeHUU TeKcTa Ha ab3albl;
MMEIOTCS  OTHEIbHBIE  HapyLICHUS
BoopMIIeHUHU TeKcTa. Mcnomb3yembrit
CJIOBapHbIM3anac COOTBETCTBYET
MIOCTaBJIEHHOMN 3azaye, OJIHAKO
BCTPEYAIOTCSl OTJEIbHBIE HETOUHOCTU B
yrnoTpeOIeHUH CIIOB, JINOO CIOBAPHBIMA

3ariac OI'paHHU4CH, HO JICKCHUKa
HCIIOJIb30BaHa HpaBI/IHBHO.I/IMeeTCH paa
I'paMMaTUYCCKHX omunbo K,

HE3ATPYAHAOIINUX ITIOHUMAHHUE TCKCTA.

Hezaumeno»

[IpaBunbHbIX 0TBETOB MeHee 50%.
Kpaitne orpaHuyYeHHBIM  CIIOBapHbIN
3amac  HE  TO3BOJSIET  BBINOJIHUTH
MOCTaBJIEHHYIO
3amauy. I’ pamMmmaTuyeckue TmpaBujiia HE
coOII0TatoTCA.

HenpasunbHoe HCIIOJIb30BaHUE
rpaMMaTUYECKUX  CTPYKTYp  JEJaeT
HEBO3MOKHBIM
BBINIOJIHEHUETIOCTABJIICHHOW 33/1a41

donp TECTOBBIX
MPaKTUYECKHUX 3aJaHUI

MexKyIbTypHBIE
0COOEHHOCTH
JEII0BOU
KOMMYHHKAaINH

3aumeno lpaBuibHBIX OTBETOB 51-

3aI[aHI/Ie BBIIIOJIHCHO: HCKOTOPBIC
ACIICKThI, YKa3aHHBIC B
3aIaHU U, PACKPBITHI

PeueBoli STUKET: COBETHI U
PEKOMEHIalluH.




HCITOJIHOCTBIO,UMCIOTCA OTACIIBHBIC

HapyLIECHUACTUIIEBOTO
oQopMIICHUS PEYH; IMPHUHATHIC BS3BIKE
HOPMBIBEXKIIUBOCTH, BOCHOBHOM,

cobmronenbl.Llenb 0OMIEHUIIOCTUTHYTA,
OJTHAKO TE€Ma pACKphITa HE B IOJIHOM
o0beme. CoUUOKYIbTYPHBIE3HAHUS, B
OCHOBHOM, UCTIOJIb30BAHBI B
COOTBETCTBUU C CUTyallen OOIICHUS
Hezaumeno»

[IpaBunbHbIX 0TBETOB MeHee 50%.
3amaHue HE BBINIOJHEHO: COJEep)KaHue
HE OTpakaeT Te acIeKThL,KOTOpbIe
yKa3aHbIB 3aJ[aHNH, UITH HE
CooTtBercTByeTTpeOyeMoMy  00BEMY.
[enb obmieHns He TOCTUTHYTa

CooOmienne
TEME

1o

3aureHo

[IpaBunbHBIX OTBETOB 51-
BeicTynatonuii 1eMOHCTPUPYET 3HAHMS
o BbIOpaHHOM TEeME,
MMEET3aTPYIHEHUSI C HCIOJIb30BAaHUEM
TEMaTHUYeCKOToBOKaOymsipa;  merorcst
HECYLIECTBEHHBICTIOTPEIIIHOCTH B
HCIO0JIb30BAHUU TEPMUHOJIOTHH.
OTCYTCTBYET
COIPOBOIUTEIbHBIAIEMOHCTPAIIMOHHBII
Marepuan.  3HAYUTEIbHOEKOJINYECTBO
omHOO0K SI3LIKOBOTO XapakTepa.
Hezaumeno»

[IpaBunbHBIX 0TBETOB MeHee 50%.
CooO1ieHre He MNOATOTOBJIEHO, JHOO0
UMEETCYIIECTBEHHbIE  NpOOenbl 1o
IpeCTaBICHHONTEMAaTUKEe, OCHOBAaH Ha
HEJI0CTOBEPHONHH(pOpMAIIH,

TeMbl cOOOIIIEHNI

BBICTYMAIOIINM JOTTYILIEHOOOIBIIIOE
KOJIMUECTBO IPYOBIX OLINOOKSI3BIKOBOTO
Xapakrepa.
[TuceMeHHbI 1 «3aumenoy @DOoHJ TEKCTOB Ha MEPEBOJ

YCTHBIN
IIEPEBOJL

[TpaBunbHBIX 0TBEeTOB 51-%

[lepeBon monHbIA, 0€3 MPOIMYCKOB
UINPOU3BOJIBHBIX  COKpAIllEeHUH TEeKCTa
OpUTHHaJa, 0IyCcKaeTCs o/lHa
¢dakThueckas omuOKka, TNPHUYCIOBUU
OTCYTCTBUS NMOTEPh MH(POPMALUK U
CTMJIMCTUYECKMX  IOIPEHIHOCTeH  Ha
npyruxgparmenrax tekcra. Vmerotcs
HECYIIIECTBEHHBICTIOIPEIIHOCTH B
WCIOJIb30BAHUU TEPMUHOJIOTHH.
IlepeBox B  [1OCTaTOYHOW  CTENEHU
OTBEYAETCUCTEMHO-S3bIKOBBIM HOpMaM
U CTHIIO si3bIKanepeBoja. KynbTypHble
1 QYHKIIMOHATbHBIC

napamMeTpbl  MCXOJHOTO  TEKCTa B




OCHOBHOMA/IEKBATHO HepeaaHbl.
KommyHuKaTMBHOE3a1aHNE
peain30BaHo, HO
HEI0CTaTOYHOONTHMAIBHO.
JloIycKaroTCsi HEKOTOPhICHAPYILICHUS B
(hopme TIpebIBICHUS TIEPEBOIA.

«Hezaumeno»

[IpaBunbHbIX 0TBETOB MeHee 50%.
[IepeBon COACPKUT MHOTO
(daktnyeckuxonmmbok. Hapymrena
MOJTHOTA nepeBo/a,
€TO’KBUBAJIIEHTHOCTH M aJIEKBaTHOCTH. B
nepeBoierpy0o HapylleHbl CHCTEMHO-
S3BIKOBBIE ~ HOPMBI ~ WCTHJIb  SI3BIKA
nepeBoga. KoMMmyHUKaTHBHOE3adaHUE
He BBITIOJHEHO. [ pyOble HapyIieHus B
(dhopme npenbABICHUS MEPEBOIA.

PedepupoBanue
cTaThb

«3aumenoy

[IpaBunbHbIX 0TBETOB 51-%

OcHoBHas uH(pOpMAINHS U3BIICUCHA U3
TEKCTa C MOJHO W TOYHO. OTCyTCTByeT
n30ObITouHasiMHpOopManus.  Boickazano
COOCTBEHHOCOTHOIIICHUE K TIpOOIIeMe,
0003HAYCHHOW BIIPEIOKEHHON CTaThE.
Conepxanre cooOIEeHUs
COOTBETCTBYEeT  TeMe.  AjekBaTHas
peaxiusi HaJOMOJIHUTEIbHbIE BOIIPOCHI
MIperno1aBaTes.

Peun npaBusibHas, 10MyCKaOTCA
HE3HAYUTENbHbIEe OIIMOKU S3BIKOBOTO
Xapakrepa.

«Hezaumeno»

[IpaBunbHbIX 0TBETOB MeHee 50%.
Heymenue OT/IEJIHUTh OCHOBHYIO
UH(POPMAIIUIOOT BTOPOCTETIEHHOM,
HOTBITKA  pePepupoOBaHUICBOIATCS K
BOCITPOM3BEJICHUIO
TOTOBBIXIIPEIOKEHHH U3 TEKCTA.
PeueBasi akTHUBHOCTBCTY/IEHTa HHU3Kasl.
Peakuus Ha Bompocsl

NpernojaBaTesiss OTCYTCTBYET WIM He
aZiekBaTHaTeMe. boublioe KoJIMYecTBO
OIIMOOK SI3BIKOBOTO XapaKTepa.

doxx cTaTed It
pedeprupoBaHus

IInceMennble
paboThI

«3auTeno» [IpaBuibHBIX 0TBETOB 51-%
— CTYJIEHT MTOATOTOBMJI 3aJIlaHKE IO
MpeUI0KEHHOMY (hopMaTy, XOTs
UMEIOTCS OT/IENIbHBIE HApYILICHHS
CTUJIEBOTO O(OPMIICHUS PEUH.
Hcnonp3yeMblil CII0BapHBIN 3am1ac
COOTBETCTBYET ITOCTABJICHHOH 3a/1a4e,
OJIHAKO BCTPEYAIOTCS OTJENbHbIE
HETOYHOCTH B YIOTPEOJIICHUH CJIOB 100

@®oHJ IETOBEIX MMHCEM,
KOHTPAKTOB




CJIOBApHBI 3aI1ac OrpaHUYEH, HO
JIEKCUKA MCII0JIb30BaHa IPABUIIBHO.
Hmeetcs psit rpaMMaTHYECKUX OIIHUOOK,
HE 3aTPYJHSIOMNX TOHUMAaHUE TEKCTA.
Opdorpaduueckre omudOKu
NPaKTUYECKHA OTCYTCTBYIOT.
«He3auTeHo» — CTYIEHT MOATOTOBUII
3aJaHue C TPYOBIMH HapyHICHUSIMHU
dbopmara MMCbMEHHOU paboThIL.
OTCcyTcTBYyeT JIOTMKa B IOCTPOECHUU
BBICKa3bIBaHUS; TEKCT HE 0QopMIIeH
corjacHo HeoOxonumomy (opmary.
KpaiiHe  orpaHudeHHBI  CIIOBAPHBIN
3amac  HE  TO3BOJIAET  BBIMOJIHUTH
IIOCTaBJICHHYO  3ajmady. JlomymieHsl
rpyOble Jiekcuueckue u (Win)
IrpaMMAaTUYECKUE OMIHOKH.

[TepeBon nenoBhIX «3aureno» [IpaBunbHbIX 0TBETOB 51-% | DOHJI AEIOBBIX MHCEM,
MMHCEM - TEKCT repeBoJia aJIeKBaTEH | KOHTPAKTOB

HCXOJHOMY COOOIICHHIO; U3JI0KEHHUE, B
OCHOBHOM, JIOTHYHO H T'PaMOTHO;
MIPOJIEMOHCTPUPOBAHO 3HaHHE u
MMOHMMAaHKE KIFOYCBOW TEPMUHOJIOTHU U
JICKCUKO-TPAaMMaTHUECKUX  CTPYKTYP;
JIOITyCKaeTcst o YEeTBIPEX
HE3HAYUTEIIHBIX OINMMOOK B IIEPEBOJIC
TEPMHHOB M JICKCHKO-TPAMMATHYCCKHX

CTPYKTYP.

«He3auTeHo» — TEKCT TMepeBoja
ITOJIHOCTBIO HE COOTBETCTBYET
HCXOJTHOMY COOOIIEHHIO; B

NEPEeBEEHHOM  TEKCT€  OTCYTCTBYET
JOTHKAa W WMMEKTCS MHOTOYHCIICHHBIC
rpaMmaTudeckue  OmuoOku  (OoJbIe
BOCBMH); H3y4EHHBI BOKaOymsip H
JICKCUKO-TPAMMATHYECKUE  CTPYKTYPBI
HepeBeICHbl HEBEPHO JIMOO COBCEM HE
TICPEBE/ICHBI.

7.Y4eOHo-MeToanIecKoe U HHOOPMAIIMOHHOE 00eCTIieYeHNE TUCITUTIIHBI

A) OcHOBHasi TMTEpPaTypa

1.Amryp6exosa T.W. Business English [Tekcr]: yue6Hoe mocobue. — T.W. Amrypbekosa.

Maxaukama: UTTLHT'Y. — 2018.

2.T'ycnsixoBa, A.B. Business English in the New Millennium : yue6roenoco6ue /

A.B. TI'ycasixoBa ; MunuctepcTBo obpasoBanusi U Hayku Poccuiickoit deneparn, MocKoBCKuit
NeIarorMueckiii rocyapcTBeHHbIH yHuBepcuteT. - MockBa : MIIT'Y, 2016. - 180 c. @ wun. -
bubmuorp. B kH. - ISBN 978-5-4263-0358-4 ; To xe [OnekrponHsii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=472847(21.09.2018).

3.T'aparyns C.M. Aurnumiickuii 361K U1 qenoBoro oouienus -Pocros v//1: denukce, 2017.-268 c.
4.0BunnHEKOBa, .M. The course of business English for the linguistic department :

yduebHoe mocobue / .M. OpunnnukoBa, B.A. Jlebenena ; pen. C.C. Xpomosa. - Mocksa : EBpazuiickuii
OTKPBITBII HHCTHTYT, 2016. - 301 c. - ISBN 978-5-374-00361-1 ; To xe



http://biblioclub.ru/index.php?page=book&id=472847

[DnexTponnsiit pecype]. - URL: http://biblioclub.ru/index.php?page=book&id=90921 (21.09.2018).

b)/lononnumenvnaa iumepamypa

1. T'ymosckas, I.H. Aarmmiickuii si3p1k mpodeccnonanpaoro oomenus=LSP: English for
professionalcommunication : yae6HO€e mocodue / I'.H. 'ymoBckas. - Mockga :
NznatenberBo «DmuHTaY, 2016. - 218 . - bubmuorp. B ku. - ISBN 978-5-9765-2846-8 ;
To xe [Dnexkrponnslii pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=482145(21.09.2018).

2. llleBenéra, C.A. JlenoBoii anrnuiickuii : yae6Hoe mocodue / C.A. IlleBenéra. - 2-¢ w3,
nepepad. u gom. - Mocksa : FOuutn-/lana, 2015. - 382 c. - ISBN 978-5-238-01128-8 ; To
xe [Dnexkrponnsiit pecypc]. - URL:
http://biblioclub.ru/index.php?page=book&id=436816(21.09.2018).

HNHTepHeT-pecypcesbl
www.bbclearningenaglish/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

8. Ilepeuerr pecypcoB UH(OOPMAIMOHHO-TEICKOMMYHUKAITMOHHON  CETH

«HTEepHET», HEOOXOAUMBIX IS OCBOCHMSI JIUCITUTIIIMHBI
(Momys)

[Ipy npoBeneHMHM MPAKTHUYECKUX 3aHATUNM 1O JUCHUIUIMHE «/[en0BOM HMHOCTpAHHBIA SA3BIK»

UCIOJIb3YETCACIEAYIONee IPOrpaMMHOE  OOECleueHUE COBPEMEHHBIX HH(POPMAIMOHHO —

KOMMYHHKATHUBHBIXTEXHOJIOTHi:

WuTtepHeT-pecypehl: aHTI0sa3bIuHbIe caiThl: http://www.wikipedia.com; http://www.krugosvet.ru;

http://www.diplomotahes.com; http://www.lenta.ru; http://www.comersant.ru; http://www.uno.org;

-mouickoBast cuctemMa Google ans mowcka wuHGOpPMANMKM HA MO TEMaM,BHIHOCHMBIM  Ha

CaMOCTOSITEIILHOE H3YUYCHHE;

-y4eOHble T0coOUs U yueOHO-MeToAnYecKre pa3paboTku HayqyHonoubnmmotexku JAITIY;

-3JIEKTPOHHBII pecypCHbII LEHTP Hay4yHOU 6ubIMOTEKH ATTTY;*“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/publicrelationl/a/organizingapressconference.htm
http://www.ehow.com/how 4494650 prepare-press-conference.html

9. MeToandeckre yka3zaHus 1Ji1 00yUJaroIIUXCsl 10 OCBOCHUIO JUCHUILIMHBI


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.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://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these-%20%20%208-ways
http://www.ehow.com/how_4494650_prepare-press-conference.html
http://www.wikipedia.org/
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://www.ublicityhound.net/prepare-for-an-interview-with-a-reporter-these-%20%20%208-ways
http://www.ehow.com/how_4494650_prepare-press-conference.html

OOyueHne HWHOCTPAaHHOMY S3BIKY II0 JAHHOW IpOrpaMMe TOTOBUT K JEJIOBOMY OOIIEHUIO
HAAHTJIMHACKOM $I3bIKE, KaK B MPOPECCHOHATBHON IEATCILHOCTH, TaK M B MOBCEAHEBHOW JKW3HHU,
aTaKXKe YYUT YUTATh M MOHUMATh TEKCThl PA3IMYHON HANPABJICHHOCTH, YUUT MUCATHAHHOTALUU U
pedepar, mucaTh MUChbMa YaCTHOTO U JICIOBOTO XapakTepa. B mporpamMmy BKIIOYEHacnenualbHas
TEPMHUHOJIOTHUS S3bIKa JEJIOBOTO OOLIEHUSI.

Heo6xoaumo pa3pabarbIBaTh COBMECTHO c MpernoaBarenemM WHIUBUTyaJTbHBIN
AITOPUTMCAMOCTOSITEIbHONH  paboTel W paboThl Ha 3aHsATHSAX. OCHOBHas PEKOMEHALINS,
o0ecrieunBaromas

ycrex Ipu OCBOCHHUH, KaK OTAEIbHBIX TEM, TaK U Kypca B LIEJIOM - CUCTeMaTH4ecKas paboTa HaJl
3aJaHUsAMH, KOHKPETHU3UpOoBaHHbBIMH B 1.3, «CoaepkaHHE CaMOCTOSITENIBHOH — PaOOTHI.
BeInonHss3aganys, CTyAEHT KOHTPOJMPYET CTEIEHb YCBOCHHs Marepuasa W, €ClIM OH HE B
COCTOSIHUMBBITIONHUTh TO WM HMHOE 3a/JlaHhe, OH JIOJDKEH BHHUMATEJIBHO MPOYUTATH
COOTBETCTBYIOIIEENIPABIIIO IO PEKOMEHI0BaHHOM uTeparype. [locie 3aBepiieHns Kaxaoro 6goxa
TeM, IIpernojaBaTeiab JaeT  «TBOPYECKHE»  3aJaHUS:HANMCAHUE CBSI3HBIX  PACCYXICHUH,
BBICKa3bIBAHUM, aHHOTAIMM U pedepaToB, MUCEM JINYHOTO HUJIEIOBOTO XapakTepa, MOAroTOBKa
YCTHOTO COOOIIEHHUS MO 3aJJaHHOM TeMe, MOATOTOBKA K pojieBoiurpe, Hanpumep, «OTKpbITHE
coOcTBeHHOro Ou3Heca». Ha 3T0 OTBOAMTCS TOCTaTOYHOEKOJIWYECTBO YACOB HA CaMOCTOSTEIbHYIO
MOATOTOBKY. [Touck u cbop MaTtepuana
JOJKEHOCYIIECTBIATHCACTYIEHTAMACAMOCTOSATEIbHON3COOTBETCTBYFOIIIMXUCTOYHUKOB  IIEPHO IUUEC
KUX W3JaHUl, HAy4HO — MOMYJSPHBIX TEKCTOB, HAy4YHBIX CTaTei, MoHorpaduii,luTtepHer -
pecypcoB. [Ipu moAroTOBKE TaKMX KOMMYHHUKATHBHO-OPUEHTUPOBAHHBIX 3/ IaHHI:POJIEBBIX T,
IPYNIOBBIX TUCKYCCUM M T.I. CIEAYeT NMPUACPKUBATHCS CIEHAapusi, pa3pabOTaHHOTOCOBMECTHO C
MIPENoAABATENSIM.

10 . Ilepeuens nHGOPMAITMOHHBIX TEXHOJIOTUH, UCTIOIB3YEMbIX MPUOCYIIECTBICHUN
o0pa3oBaTeIBLHOrO MPOIEcca MO JUCIUIUTHMHE (MOAYJIIO0), BKIFOUas MEepeUeHb
IpOrpaMMHOroobecredeHuss 1 THPOPMALMOHHBIXCITPABOUYHBIX CUCTEM (TIpU

HEOOXOIUMOCTH)

[Ipy mpoBeneHUM MPAKTUYECKUX 3aHATHM 1o  aucuurvinHe «MHOCTpaHHBIM  S3bIK B
npodeccHoHaIbHON KOMMYHHUKAIMU» HUCIHOJIB3YIOTCIACIEAYIOME TpOrpaMMHbIe 00ecredeHHUsI
COBPEMCHHBIX HMH()OPMAIMOHHO — KOMMYHHKaTHBHBIXTeXxHOJOTHi: Microsoft Office, Excell,
crmoBape-niepeBoqunk  ABBYLingvo  12,00yuaroriie  mporpammbel:  «Speaking  Englishy,
«Tellmemore», «Anrmmiickuii Ha Ypa»,«IIpodeccop Xwurrunc. AHIMCKANA 0€3 aKIeHTay,
«IHTepaKTUBHBIN Yy4eOHUK MO COBpPEMEHHOWIpaMMaTHKE aHTJIMUCKOTO s3bIKa», «CaMOyYuTeNnu Mo
aAHTTTUHCKOMY SI3bIKY»; HHTepaKTUBHBIEKYpChl « TOEFLy; TpeHMHroBBIE IPOTPaMMBI [0 TPAMMAaTHKE
U JICKCHKE, TeCTOBBIC 3aJJaHHsI TIOAHTTIUICKOMY SI3bIKY: « TeCThl M0 aHTIUICKOMY SI3BIKY»;y4eOHbIe
nocobus ¥ yueOHO-MeToAudecKue pa3padboTku HayuyHononommotexu JI'TIY.

11. MaTepuanbHO-TEXHHYECKOE 00SCIICUCHUE TUCITUTIIINHBI

HpI/IMeHeHI/Ie COBPCMCHHBIX 06p830BaTeJIBHBIX TeXHOHOFHﬁ, B paMKaX KOTOPBIX PCaIU3YyCTCs
OCBOCHHC NUCHUIUIMHBI, IIPEANIOIaract MUCIIOJIb30BAHUC aKaﬂeMquCKOﬁ AyAuTOpUn JJIA
MPOBCACHUA MPAKTUYCCKUX 3aHATUHN C HeO6XO,Z[I/IMLIMI/I TEXHUYCCKUMHU CPCACTBAMU (KOMHBI-OTep,
MPOCKTOP, SKpaH, MHTCPAKTUBHAA JOCKA, aAyANO- - BUJACO aIllllapaTypbl, ME€Na3ajl C BOBMOKHOCTBIO
MMpoOCMOTpa CIIYTHUKOBOTO TCIICBUJACHUSA HA NHOCTPAHHOM }I3BIKG).

CpenctBa oOy4deHHs BKIIOYAIOT y4eOHO-CIIPAaBOUHYIO JIUTEpaTypy (pEeKOMEHIOBaHHBIE
y‘ICGHI/IKI/I n y‘-ICGHLIC HOCO6I/I$I, CJIOBapu, y‘-IC6HBIe U AYyTCHTHUYHLIC IICYATHBIC, ayAuO- U
BHJIeOMaTepuaibl, IHTepHET-pecypehl).

[Mporpammsr: Microsoft PowerPoint 2007, Adobe Acrobat mu6o Foxit Reader.

HaFHH,Z[HLIe, ayANOBHU3YyaJIbHEIC, TCXHHUYCCKUC cpeacTBa (6] 6leeHI/IH iy KOMIIBIOTEP,
MYJIbTHUMCNA, aYyAUOBU3YAJIbHBIC MAaTCPUAJIBI.
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