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®opmbr | Cemectp | Tpynoemxo | Jleknuu HpaxkTaueckn | llpomexy | CPC | ®opma
o0y4eHH cTh (4ac) (uac) e/ TOYHBIH | (Wac) | HTOroBOW
a1 JIaGopaToOpHBI | KOHTPOJIb aTTecTan
e (uac) HH
3ansTns (1ac)
[ Ounan |1 108 6 20 82  |3auer
3aouHas | 1-2 108 2 4 102 3aver

Maxaakana, 2024




1.Ile1v ocBOEHHS AMCIHMIIINHBI
JlaHHast mporpaMma paccuMTaHa Ha CTYIEHTOB, MPOMOJDKAKOIINX O0yUeHHEe B MarucTpaType

JAT'TTY. OcHOBHOH LIeNb0 MpenogaBaHusl AUCUUTUTNHBI « THOCTpaHHBIH S3BIK B PO ECCHOHATBHON
KOMMYHHKAIIMW» SIBIISIETCS 3aKPEIUICHHWE 3HAHWH, MOJYYEHHBIX MAruCTPaHTAMH B TPENBIAYIIEM
srane oOydeHus1 - OakanaBpuaT, W JAajbHeWInee WX YriyOneHHe 3a CYeT M3YYEHHUs s3bIKa
poheCCHOHATTbHON KOMMYHHUKAIUH,

Lenp maHHOH MPOTrpaMMBbl — Pa3BUTHE Y CTYASHTOB MaruCTpaTypbl YMEHHH U HABBIKOB OOIIEHUS
B YCTHOH M THUCBMEHHOW (opMe B THNUYHBIX CHTyalusx B cdepe mnpodeccHoHanbHON

KOMMYHHKAIIHH, & TAKXKE COBEPIICHCTBOBAHUE SI3BIKOBOH U 00IIETIpoheCCHOHATBHON KOMITETEHIINH.

®opmMupyemMbie KOMNETEeHUU

Kon HaumeHnoBanue

Yuusepcajababie komnereHunu (YK)

VK-4. CriocoOeH NPUMEHATh COBPEMEHHBIC KOMMYHHUKATUBHBIC TCXHOIOTHH, B TOM
YUCJIC HA MHOCTPAHHOM (BbIX) SI3BIKE(AX), AJIS aKaACMHICCKOTO U
po¢eCCHOHANBPHOTO B3aUMOACHCTBHS

YK-5. CrniocobeH aHanmM3upOBaTh U YUUTHIBATH PA3HOOOpas3ne KyJIbTyp B
NpOoIIeCcCe MEXKKYJIBTYPHOTO B3aUMOJEHCTBUS

2.Mecto aucuunaunsl B cTpykrype OIIOII BO
Hucumruimaa (b1.0.02.02) «MHOCTpaHHBIA $3BIK B NPOPECCHOHATBHOH KOMMYHHUKALIUN»

BXOAUT B MOAYJb NPO(EeCCHOHANIBHOW KOMMYHHKAIMU yuebnoro muana OIIOII BO mo
HanpasyieHuro oarotoBku 44.04.04 TlpodeccronanpHoe oOyueHue (Mo OTpaciisM).

Hucuurinaa (b1.0.02.02) «MHOCTpaHHBIH 136K B TPOMESCCHOHATIBHON KOMMYHHUKAIMMY Oa3uPYSTCs Ha
KOMITCTCHIIMAX, 3HAHHUSX, YMCHHSX M HABBIKAX, COOPMHUPOBAHHBIX YV OOYHAIOIIUXCS B PE3YIbTATE OOYUCHHUS
B cpeaHed oOmieoOpazoBaTe/ibHOM mKoae u B peaynbrare ocsocums aucuumuina OIIOIT Gakanaspa
«[IpakTrueckuii Kypc aHrmuickoro sseika». Hucnumnuna «MHocTpaHHBIH S3BIK B MpogheCCHOHANBHOU
KOMMYHHUKALUIN» 00CCICUYNBACT YIIAYOJICHHYIO MOATOTOBKY CTYJICHTOB-MArMCTPAHTOB K Pa3HOOOpa3HOM
mpo(eCCHOHATBPHON ACATCIPHOCTH, CBSI3AHHOW C WKCMOJb30BAHHCM 3HAHMW W YMCHHU B 00jacTu
HHOCTPAHHOTO SI3bIKA B YUPSIKACHHIX 00pasoBaHus, KyJabTypel, vopasiacaus, B CMMW, B obmactu
MCKKYJIbTYPHOH KOMMYHHKALMH. 3HAHHWC S3bIKA HEOOXOAMMO Ui MAruCTPaHTOB ISl H3YUCHHS
HH(POPMALMOHHBIX PECYPCOB HA AHIIMHACKOM si3bike.  KommereHimu, CHOpMHPOBAHHBIC B MPOLIECCE
H3YYCHHSI TUCLUILIHHBI, HCOOXOIUMBI sl OCBOCHHSI COACPIKAHHMS JUCLUILINH. <« MeToauka mpenoaaBaHus
AHITUACKOTO SI3BIKA B YCIOBUIX MHOTOSI3BIUHS», «AHIIHHACKHH S3BIK JUTS1 MEKKYIBTYPHOH KOMMYHHUKALUH,
JUCLHUILIAH [0 BBIOOPY CTYACHTA, BBIMOIHCHHUS 337aHui (Y4COHOM, MPOM3BOACTBCHHOMW MPAKTHK, HAYIHO-
KCCJICA0BATEICKOM PAbOThI) U MOATOTOBKH K HTOTOBON ATTCCTALINH,

3.1lnaHupyembie pe3yabTaThl 00y4eHHS MO AUCHHILTHHE

B pesynbprate OCBOEHUS COmepKaHUs MPOrPaMMbl Y MAaruCTpa IOJDKHBI OBITh C(HhOpMUPOBAHBI
KOMITETCHLIN U



Oapbepsl B MEXKYJIBTYPHOM
B3aUMOJICIICTBUH, HAaXOAWTb CHOCOOBI HX
MIPEOJIONICHNsS WIIH YCTPAHEHUS

YK-5.3 Bnaneer: HaBbIKAMH MOATOTOBKU M
npeoOpasoBanusi  uHpOpMauuyu, BbBIOOpa
dbopM U CpencTB ee MNPEeACTABIICHUS st
obecrieyeHust B3aMMOITOHIUMAHHS B
nporecce MEKKYJIETYPHOTO
B3aMMOJCHCTBUS, HaBbIKAMH AKTUBHOTO
CyIiaHusi, HaOJIOAEHUsS U WHTEPIpeTalnuu
MOBENICHUST npeacTaBuTeNeH Pa3HBbIX
KYJIBTYp W COLMAJbHBIX TPYIIN, HABbIKAMU
BBIOOpa  a/eKBAaTHOM KOMMYHHMKATHBHOM
CTpaTernu B 3aBUCUMOCTHU OT KYJIBTYPHOTO
KOHTEKCTa KOMMYHHUKAIIUU U MTOCTABJIEHHBIX
uesnen

4. TpynoémkocTb AMCUMIJIMHBI (MOAY.J151)

OO0wast TpyA0EMKOCTb TUCLUILTUHBI COCTABISET 3 3aueTHbIe equHUIbI (108 qacos).

JucuunnuHa usydaercst B 1-M cemecTpe. Tabmuna 1
Bug yueOHoit paboTht Ounas 3aouHas
dopma popma
06GyueHus o0y4YeHHUS
AyauTopHbIe 3aHATHS (BCEro) 28 6
Jleximn
IMpaxTuueckue 3anstus (I113) 28 6
Cemumnaper (C)
JlaGoparopnsie padotsr (JIP)
CamocrositenibHast padora (Bcero) 80 102
[IpopaboTka MaTeprana neKIUH, MOATOTOBKA
K 3aHATHAM
CaMOCTOATETEHOE H3VUCHHE TEM
KonTtponpHrie paboTs
Pedepar
Kypcogoii mpoexT (pabota)
IIpomesxyTounas arrectarus (3a4CT, 3auér 3auér
3K3aMCH)
O01mas TpyI0eMKOCTh 108 108
5.Conepxanue TUCHUNIHHBI (MOXYJIA)
5.1. TemaTuyeckui nja”
Tabnuua 2

HaumenoBanue pasnena

Bunb! yuebHO# paboThI U TPYIOEMKOCTh UX U3YUEHUS

(TeMbl) AUCLMIUIMEDBL | Jlekrmu

IIpakr.
3aHSATHSA

Jlabop.
3aHATUA

CamocrosTt | IIpomexxyTou
€JIbHast HbIN




®DopmMupyemMbie KOMIETEeHIUU

Ilepeyenb NIaHUPYEMbIX Pe3yJbTATOB
0o0y4eHHUSs MO AUCLHILIINHE

Kon HaumeHoBaHue
Yuausepcaabubie komnetreHunu (YK)
YK-4. Cnocoben  mpumeHiATh  coBpeMmeHHbie | YK 4.1
KOMMYHHKATHBHBIC TCXHOJIOTHH, B ToM | YMEET BBHIOMpaTh Ha roCyIapCTBEHHOM H
YECIC HA HMHOCTPAHHOM (bIX) s3bike(ax), | AFHOCTPAHHOM (-bIX) S3BIKAX KOMMYHHKATHBHO
st AKATEMHYECKOTO u | IPHEMJIEMBIC CTHUJIH JEIOBOTO OOINCHHS,

PO eCCHOHATBHOTO B3aAUMOACHCTBHS

BepOaIbHBIC U HEBEPOATBHBIE CPEACTBA
B3aUMOJCHCTBI C TAPTHEPAMHU

YK 4.2. YMeer ucnons3osats HHPOPMALMOHHO-
KOMMYHHKALMOHHEIC TECXHOJIOTHH NPH
MOUCKE HeOOX0auMOH HH(GOPMALUH B
MPOLIECCE PELICHUS PA3THYHBIX
KOMMYHHKATHBHBIX 33724 Ha TOCYAaPCTBCHHOM
¥ HHOCTPAHHOM (- BIX) SI3BIKAX.

YK 43. Ymeer BECTH JIETIOBYIO
MCPEITUCKY, VUUTBIBAS ~ OCOOCHHOCTH
CTUITUCTUKY O(QUIHANBHBIX M HEO(HLIHATBHBIX
MHCEM, COLIMOKYJBTYPHBIE pa3nmuuus B (opmare
KOPPECTIOHJACHIIMN HAa TOCYIAPCTBCHHOM U
MHOCTPAHHOM (-bIX) SI3BIKAX

YK 44,

VYMEEeT  KOMMYHHKATHBHO U KYJBTYPHO
MPUEMJICMO BECTH YCTHBIC ICAOBBIC Pa3rOBOPHI
B mporiecce mpo¢eCCHOHATBEHOTO
B3aUMOJACHCTBUSL HA  TIOCYJAPCTBCHHOM H
WHOCTPAHHOM (-BIX) SI3BIKAX.

VK4.5. IeMOHCTPHPYET YMEHHE BBITIONHATD
MEPEBOJ AKAICMUYCCKUX H MPpodeCcCHOHATBHBIX
TCKCTOB c HHOCTPAHHOTO (-pIx) Ha
rOCYJAPCTBEHHBIH SI3BIK.

YK-5. CriocoOeH aHanu3upoBaTh U
YUUTBIBAThH pa3HooOpa3ue KyJabTyp B
MPOIIECCe MEXKKYJIBTYPHOTO
B3aUMOJEHUCTBUA

YK-5.1. 3Haer: 0CODEHHOCTH
HETIOCPEACTBEHHOW M OMOCPEIOBAHHOM
KOMMYHI/IKaLII/II/I C HpeI[CTaBI/ITeJ'IﬂMI/I
Pa3JIMYHBIX KYJILTYP U COLUAJIbHBIX IPYIIII

(cyOxynbTyp), OCHOBBI obecrniedeHust
Pa3IAYHBIX

TUIIOB KOMMYHUKallUN C YUETOM
JIMYHOCTHBIX,

HallMOHAJIbHO-3THHUYCCKHX,
KOH(ECCUOHAIIbHBIX U

HWHBIX OCOOEHHOCTEH YYACTHUKOB
KOMMYHUKAIIUH,

MpaBUja MEXKKYJIbTYPHOU KOMMYHHUKALIUH

YK-5.2.  VYmeer: rpamMOTHO, JOCTYIIHO
u3Jarath NpodeccuoHaNbHYI0 HHPOPMALIHIO
B nporecce MEKKYJIbTYPHOTO
B3aUMOJEHCTBUS, COOMIOAATh ATHYECKUE
HOPMBI U MPaBa YeJIOBEKa,

aHAU3UPOBaTh OCOOEHHOCTH COLIMAIBHOTO
B3aUMOJIEHCTBUSL C YYE€TOM JINYHOCTHBIX,
HALIMOHAJIbHO-3THUYECKHX,

KOH(ECCUOHAIILHBIX M HHBIX OCOOEHHOCTEH
YYaCTHUKOB  KOMMYHHKAIIMU,  BbISBJSITH




pabota KOHTPOJIb
OYH | 030 | ouH | 030 | O4H | 030 | O4H | 030 | O4H | 030
Moayas 1. lIpodeccuonanbHoe o6menue
1.1 [lyGnuvHOE BBICTYIIICHHE 4 2 10 | 12
KaK KaHp JCJIOBOrO
OOLICHUSI.
1.2. ®dopMaTe! JeI0BOTO 4 10 12
O0IICHNUS 2
1.3. CryxeOHBIH JUaTOT. 4 10 14
1.4. Bunsr neperosopos, 4 10 13
MPaBUJIA UX BEIACHHS.
Hroro 3a 1 moayanb 16 4 40 51
MoayJs 2. [TucbMeHHbIe 0U3HEC- KOMMYHHKALHHA
2.1. ®dopmartsr, Hnpasuia 3 2 10 12
MMUCPMCHHOTO  JCI0BOTO
oOILICHUS
2.2. | AHHOTHpOBAHNE, 3 10 12
PEIIOMHUPOBAHIE "
pedepupoBanme
KaueCTBEHHOM NpecChl
2.3. | Oopeaencuue KIL 10 14
2.4, | CuHTrakcuueckue 10 13
ocobennoct sizbika KI1
Hroro 3a 2 moayJb 12 2 40 51
Hroro 3a cemectp 28 6 80 |102 | 3a4. | 3au.

5.3.TeMbl NpaKTHYECKUX/CEMHUHAPCKHX, JA00PATOPHBIX 3aHSTHH U NepedyeHb 3aJaHUH

Tabmuua 4
Ne TeMma mpakTH4ECKOro 3amaHus (WA BONPOCHI IS dopma Jluteparypa
1718 (cemMmHApCKOTO, 1a0.) 00CYKACHHS HA CCM. 3aHATHH) OTYETHOCTH
SAHATHA
Moayas 1. IIpodeccuonanbHoe o0meHue

[lyGnuunoe BeicTyIICHYE | 3ansmue Nol,2 VerHbIi Cwm. nyHKT 72,0
L.1. | kax sxanp aenoBoro 1. MudopmammonHas ompoc.

0bOImCHN. pedb. KonrpomsHo-

2 IlpuBeTcTBEHHAA pEUb. TCCTOBBIC
3aIaHUsL

3. Toprosas peus.

4. DTambl DOATOTOBKH H
MPOBEACHU NYOIHIHOTO
BBICTYIIJICHUSL.
JlOKOMMYHHKaTHBHBIH
3Tal: ONPEACTICHUE TEMBI
U LEAH  BBICTYIUICHHS,
OLICHKA ayJuTOpHd U
00CTaHOBKH, noadop
MaTepHania, CO3JaHHue
TCKCTA M TPE3CHTALUH,
PECICTHULIHISL.
KoMMyHHKaTHBHBIIL:
BBICTYIJICHHE, OTBETHI HA




BOIPOCHI,
MOJEMUKHU.
ITocTKOMMYHHKATHBHBIH
JTal: aHAIN3 PECUH.

BCICHHC

3anamue No2

1.Ycranopnenme  KOHTakrta ¢
ayAUTOPHUEH, €ro MNPHCEMBL
BOIPOCHO-OTBETHBII MPHEM,

MEPEX0A OT MOHOIOra K IHANOTY,
MpHEM  CO3JaHus  MPOOICMHOU
CUTYaLHH, pUEeM HOBHU3HBI
uHpopMaLMH Omopa HA JIHYHBIHA
OMBIT, HCIONB30BAHHEC  IOMOpA,
KpPaTkoe OTCTVIUICHHE OT TEMBL
2.Cpeactsa HEeBepOaTbHOMH
KOMMYHHUKauuu. [lo3a,  KeCTEI,
MHMHKA BBICTYIIAIOLICTO.

3 IlpaBuna MIOATOTOBKHU
MPE3CHTALMK.  KOJIMYECTBO U
ohopmieHUE  ClakgoB,  BHIOOP
mpudTa, CHHTAKCHUIECKHE
0COOCHHOCTH TEKCTa, CTPYKTYpa
MPE3CHTALHNH.
4Anann3
BBICTYIUICHHSL.
MyOTHYHOTO

5. KomnexTuBHBIH
BBICTYIUICHUN

6 .ITucemcHHBIC
BBICTYIUICHHSIX.

MyOIUIHOTO
Cxema  aHanmmsa
BBICTYILICHHA.
pazbop
COKYPCHHKOB,
OT3bIBbI [6)

1.2

®dopmartel JeIOBOTO
oO1IeHuA

3anamue Ne3
1.CoctaBisrome  YCICIITHOTO
JICIIOBOTO OOIICHUS.
2. MexXKynbTypHBIE pa3iaudus B
JCITOBOM OOIICHUH.

3anamue Ned
3.0cobeunocTH JICIIOBOTO
oOweHUsT B OQUUHAIBHOW W
HeoUIHaTbHOH  OOCTaHOBKE.
4 PeueBoit STUKCT.
5.PeruoHansHOEC  BapBUPOBAHIC
B JCIOBOM  OOIICHMM  Ha
AHTJIMMCKOM SI3BIKC.

YCTHBIH
ompoc.
KoHnTpomsHO-
TCCTOBBIC
3a0aHU.

CwM. nyHKT 72,0

1.3.

CiyxeOHBIH qUaTOT.

3anamue Ne5

1. Tumsr peUeBHIX aKTOB B JCIOBOM
OOILICHUH, BOMPOC, MOOYKICHHUE,
COOOIICHUE

2 .3aKphITHIC, OTKPBITHIC,
PUTOPHUYCCKHUE BOMPOCHI, BOMPOCH

I OOAYMBIBAHUSA, TICPCTOMHBIC
BOIIPOCHI.

3.MeToab! yOeKKACHUS
cobeceaHnKa

4 I'lcuxonoruucckue THITBI
CcOOCCEIHUKOB.

5 Hesepbanbneie cpeacTBa

Yerubii
ompoc.
KoHrTpomsHO-
TECTOBBIC
3aTaHHA.

Cwm. nyHKT 72,0




JEJIOBOTO OOIIECHHUS.

3anamue N6
6.IlpocTpaHCTBCHABIC HOPMEI
JEJOBOTO OOILICHUS.
7.CayxeOHbIi TenehOHHBIN
pasrosop.

8. TexHmka peun B pasroBope mo
TeaehoHy.

9 IlpaBuna BeacHus TeICOHHOTO
pasrosopa.

10. MuTepsrio pu ipremMe Ha
pabory.

1.4.

Bugsr neperoeopos,
npaBujia UX BCACHUA.

3anamue No 7

1.9tamnm HOATOTOBKHA Ha
MIPOBCACHHUS TICPCTOBOPOB.
2. JlokoMMyHHKATHBHBIH 3TaIT. COOp
nHPOPMALIMH, ONPENCICHUE Leeh
U 33734, ONPCACICHUC BPCMCHH U

MecTa  BCTPEYH, YYaCTHUKOB
JEJETALUH.
3. KoMMyHHKaTHBHEII 3Tal:

MPEJCTaBICHHE  CTOPOH  JPYyT
JpYry, U3IOXKCHHE NpoOIeM |
HenaeH, aHamu3 MpoOIeMbl, JHATIOT
VUACTHUKOB, apryMEHTALHUS
BApPUAHTOB PCIICHHUH, MOJBCICHHC
UTOTOB U TPUHATUC PCUICHUM,
COCTAaBJICHHE MTPOEKTA JOKYMEHTOB.
4 ITocTKOMMYHUKATHBHBIA ~ JTaIr:
AHAJIN3 IIEPETOBOPOB.

5.S3pkOBag COCTaBIIAIOIIAS
VCICHIHBIX HEPErOBOPOB. CIIOCOOBI
MPUBICUCHHUS BHUMAHUS, MPOBEPKA

aJeKBaTHOCTH MTOHVMAaHHS,
ITOABITOKUBAHNE JOCTHUTHY TBIX
JIOTOBOPEHHOCTEH, — CMATYCHUE
BBICKA3bIBAHUS.

6.Yder KynbTypHBIX Pa3Iuaud IpH
ITOATOTOBKE u BEJCHUHI
[IEPETOBOPOB.

3anamue Ne 8

I.Aareperro. Llemu w  3azmaum
OOICHUS C  NPSACTABUTCISIMH
MPECCHI.

1. JlokOMMYHUKATHBHBIH JTal:
OnpeeIeHUE (coBMecTHO c
WHTCPBBIOCPOM) Kpyra mpoOjem
pasroBopa, NOATOTOBKA OTBCTOB HA
MPEAONaracMeIe BOIIPOCHI,
H3Y9EHNE nHpOpPMALTTH 0
JKYPHATIHCTE.

2. KoMMyHHUKaTHBHBII JTal:
MPHUBETCTBUE, VCTAHOBJICHHUE
KOHTaKTa; OTBETHl HA BOMPOCHI
HHTEPBBIOCPA, MPOLIAHHE u
OnaroJapHOCTh 32 MHTCPECHBIC

YCTHBIH
ompoc.
KoHrTpomsHO-
TCCTOBBIC
3a0aHU.

Cwm. nyHKT 73,0




BOTIPOCHL.

3 ITocTkKOMMYHHUKATHBHBIH  3TaIT:
anamn3 wHTCpPBBIO. [lpaBmma s
HUHTCPBBIOUPYEMBIX.
4.Crnemudurka npecc-koH(EpeHIH
Kak BHAA JACIOBOTO  OOIICHHS.

Iloaroroska K npecc-
KOH(pECPESHLHH.
5.CocraBiacHue  3asBICHHUS IS
MPECCHI. OOmieHue c
KYPHAIUCTAMH ~ TIOCAC  Tpecc-
KOH(pECPSHIHH.

Moayss 2. IluceMeHHbIe OH3HEC- KOMMYHHKALIHH

21. ®dopmarsr, npasuna | 3angmus Ne9,10 VeTHbIi Cwm. nyHKT 72,0
NUCBMEHHOTO  Aen0BOro | 1.fI3pIk  TMHCBEMEHHOTO — AEa0BOrO | OTPOC.
OOLCHMS OOLICHHSI. KonrpobHo-
2.Buaer JCIJIOBBIX mucenm, | TCCTOBBIC
CTpykTypa  AETIOBOTO  MHCHMA. SATAHA.
3. 43bIK B CTHIb ACIOBOTO MHCHhMA,
4 TUNMAYHBIC KITAIIC.
5.Ilncemo-3ammpoc ¥ OTBET Ha
3ampoc, MUCHMO-3aKa3,
peKIaManuy. JIEKTPOHHAS MOUTa:
dbopMart, CTUNTb, THIHUYHBIC KHIIE,
2.2 | AHHOTHpPOBaHHE, 3ansmus Nell VeTHBIR Cwm. nyHkT 72,0
PE3IOMUPOBAHIC 1.Pesrome. Llens cocraBnecHns ompoc.
pedepuposare pE3oMe, €TO CTPYKTYPA U A3bIK. KonrpobHo-
Ka4CCTBCHHOH MPECCH 2. CTpyKTypa, COAEPIKAHHE U S3BIK | oo OBPIC
CONPOBOIUTCIbPHOIO MHUCHhMA SATAHI.
3.AHHOTHPOBaHHE,
PE3IOMHpPOBaHUE U pedepUpOBaHUE
Ka4eCTBEHHOM NPECCHI.
23 Onpenenenne KII. 3anamue Nel2 YcTHbli Cwm. mynkT 72,6
1.Ompenenenne KI1 ompoc.
2.Cnosapusiii coctas KIT: Konrpo:bHo-
oBImEYIOTPeOHTEIbHASL U AeoBas | oo 0BblC
3aJAHHL.

JCKCHKA, TCPMHUHBI, HIMCHA
COOCTBCHHBIC.

3. CTHIHCTHYCCKHE OCODCHHOCTH
KIT: metadopa, urpa cios,
AJLTIO3US, LIATALNS, HCOMOTHU3MBI,
POJIb TIOBTOPA B U3BJICUCHUH
nHpOPMALIUH.

4 KoHuenryaiapHBIH 1
JTUHIBUCTHUCCKHHA ACICKT
nyOoaukaruii B KI1, nx coBnaaeHus
U PACXOKIACHHUS




()

2.4.  CuvHTaKcuYecKve 3aHaTMe No13,14 YCTHb A OM. MyHKT 73,6
0C06eHHOCTM s3bIka KTl 1 CvHTaKcuueckie  ocobeHHocT  Orpac.

BbIKA Kt m-rrporebm
LLMPOKOYTIOTPEGUTE bHb aauawnl & OBb.

rpaMMaTUYeCKVie  KOHCTPYKLMN,
CVHTAKCVYECKas  KOHBEPFeHLS,

cerveHTaLmA CTPYKTYpb!
NPes/IoKeHVs, aKTya/ibHoe
WieHeHve.

2. Koresus 1 korepeHTHoCTb B KI'l
3.Criocobbl - KOMIpeccuM  TekcTa
npu pestoM1poBaHNK,
aHHOTVIPOBaHWY, - PediepypoBaHAM
KT

4.5BbIKOBLE K/LLE,
MCMoNb3yeMble MU KOMIPECCUN
TeKcTa

5.4. 3ajaHnNs1 caMOCTOAATE/IbHOM paboThbl
Ocob0e MeCTO B OCBOEHWM IaHHOM AVCLMINTIMHBI 3aHUMAET CaMOCTOsTTe/bHasi paboTa CTy/eHTOB
(CPC) 06m 06beMom 80/1024acoB.

[ ycrewHoro ocBoeHMs Mateprarnia Kypea 1 NpUoGPETEHMST COOTBETCTBYHOLLIVIX HaBbIKOB 1 YMEHWI
PEKOMEHYETCA 3HAKOMCTBO C 60/IbLLMM KO/IMHECTBOM @yTEHTUYHbIX 06pasLIoB YCTHLIX M MUCBMEHHbIX
JEN0oBbIX W MPOECCHOHANTBHBIX KOMMYHUKALWIA, VX MOAPOOHBIA S3bIKOBON aHarvB. [ peLleHnst SToi
33024 PEKOMEHYETCA He TObKO WCMO/b30BaHKe COOTBETCTBYIOLLEA JMTEpaTypbl, HO W PecypcoB
VHTEPHETa, B OCOOEHHOCTU TeX, KOTOpbE paspaboTaHbl (M MOCTOSIHHO OOHOBSAHOTCS]) CrieLyasibHO A/
00y4eHMs S13bIKY [IE10BOr0 M NPOGECCMOHa/TBHOMO  06LLEHMS.  Ocob0e BHUMIaHVE CeayeT 06paTtuTb Ha To,
KoK B YCTHOM W TMVCbMEHHOM [e/I0BOM OOLLEHUM MPOSIBMSOTCA  MEXKY/ITYPHbE  pas/inyms
KOMMYHKAHTOB. Ha camocTosiTe/ibHyt0 paboTy no  Mogayro 1 BbHOCSTCS TEOPETUUECKME aCreKTbl
npef/iaraeMbIX TeM, KOTOPbE CriefyeT VByunTb M0 UCTOUHMKAM Ha PYCCKOM M aHITIMIACKOM sBbIKax, a Takoke
MOArOTOBKA My6/IMYHOI0 BbICTYIVIEHUA TPEX BWOOB: MPUBETCTBEHHas! Peudb, MHGOPMaLWIOHHas pedb Y
TOProBast Peyb.

Ha camocTostTesibHyt0 paboTy no Mogyrito 2 BbHoCUTES Tema 1 «dPopmartbl U CTIM AViariorMyecKoro
[e/10BOr0 OOLLIEHMS», a Takoke MUCbMEHHbIE 380aHMs: 1) pestoMe 1 CONpOBOAMTE IbHOE MCLMO MPU Mprieve
Ha paboTy (Tema 2); 2) aenoBoe NcbMo (Tema 3); 3) MeMopaHayM (TemMa 5); 4) NpPoToKoN cobpaHMs (Teva

6
NQ) Pazgen (Teva) nporpavvibl - Korvd— 3aiaHmA dopva Jlureparypa
vn €CTBO /151 CAMOCTOSTTE/IHOMO OTUETHOCT
UaCOB  BbINO/HEHVA "
Mogaynb 1. MpodeccnoHasibHoe 06LLEHME
My6mmuHoe BbcTyrvieHe 1012 1. OsHakoM/eHe YCcHe O NyHKT 78,6
11 kax>KaHp fenosoro MarvCTpaHTOB C [ViaHom  Orpoc.
OOLLIEHIAS. CaMOCTOSTE/bHOM patoTbl  KOHTRO B
Ha  yuebHbi  rog MO .
IPaCVIKOM KOHCY/ISTALINA. 'eC'OBbI

2.KOHKypC Ha sydilee
S3bIKOBOE ropTghonmo
00y4atoLLerocsi.
3.BblInosHeHve
eXeHee/bHbIX
JOMaLLHMIX 38aHNA Mo
Kypcy «/HOCTpaHHb I
A3bIK»

3 .httD:/mmwv.enalishclub.
comvspeakina/presentatio
ns.htm


http://www.englishclub.com/speaking/presentations.htm
http://www.englishclub.com/speaking/presentations.htm
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12 dopwmarbl genoBoro 1012
OOLLIEHMS]

13 Cny»kebHbI aviaror. 10114

14  Buabl neperosopos, 1013

MpaBNia MX BEAEHVAS.

21  opvarbl npana  10/12
MMCbMEHHOIO Jenosoro
OOLLIEHWS]

1AHanv3 Buaeosanuceli  YCTHbIA OM. MyHKT 73,6
My6/IMUHbIX Orpoc.
BbCTYTVIEHUIA M0 W
peKoMeHIALI
nperiogaBaTess U ro TECTOBLE
CO6CTBEHHOMY BbIGOPY BpHm
MarucTpaHTa,
onpeserieHvie TUMNoB
0paTopOoB.
2 http:/Amwww.englishclub.
comvspeaking/presentatio
ns.htm
1MpocmoTp ¥ aHavB  YCTHLIA OM. MyHKT 73,6
BUAEO3anmCei orpac.
CITy>KeOHbIX Var1oros. KOHTPO®
AHarm3 BepbastbHo 1 HO-
HeBepGa/TbHOM TECTOBLE
COCTaB/IAHOLLYIX BpHm
YCIMELLHOro 1 HeyjauHoro
CIMy>keBHOro Aviarnora.
lMoaroToBKa K posieBoit
nrpe «/IHTePBbLIO NP
nprieve Ha padoTy».
["pocvoTp BUZeo3animcK
How to get ajob you want
Ha 6rore
www.tiashiia.blogspot.co
m
1AHanv3 Buaeosanuceli  YCTHbIA OM. MyHKT 73,6
My6/IMUHbIX Orpoc.
BbICTYTUIeHMV 10 MoyrbHb
PeKOMeHALN VTECT.
nperiogaBaTess U ro
CO6CTBEHHOMY BbIGOPY
MarucTpaHTa,
onpesesieHvie TUMNoB
0paTopOoB.
2. http:/Ammw.englishclub.
comyspeaking/presentatio
ns.htm

Mogaysb 2. MCbMeHHbIe 6U3HEC- KOMMYHUKaLNK
1MpopaboTka  Teopum YCTHbIA CM. NMyHKT 7a
BOMpOCa, v3ydeHve  ONpCC.
SBBIKOBOV COCTAB/SIOLLIEN W
omLpabHOro, B

nolyoUMa/ibHOro U
HeO(MILIMA/TBHOMO  CTWEN

[VarorNyeckoro
[IEN10BOr0 OOLLEHMSA.
2. [NpocvoTp
BWAEO3aNMCeN Ha
npeameT VByHEHNS
pervioHasibHoOro

Bapb/POBaHA B [1€/10BOM
OOLLIEHWM.
1. Hazaposa T.b.

AHIACKUA SBbK

BpHA
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22 AHHOTMPOBaHVE, 10/12
pestoMVpoBaHVe n

pedheprpoBaHie
Ka4eCTBEHHOI Npeccb

OnpeperneHvie KI'l 10114
2.3
24  CUHTaKCUYecKve 10/13
0COb6eHHOCTY s3bIKa KT

[e10B0ro 06LLeHMSA. Kypc

JEKLMIA U MPaKTVIKYM. -

ACT, Actpenb, BKT.

2016

2.Hazaposa T.6.,

[NpecHyxmHa N.A..

PervioHasnibHoe

BapbVpOBaHVe B [IE/TOBOM

OOLLIEHMI Ha aHITICKOM

sBbike. - ACT, AcTperb,

BKT, 2016

MpocMOTp ¥ aHarwB  YCTHbIA
BUe03anyceil HTepBbI0  ONPOC.
Kak  rotoButbcd K HOHTROB
VHTEPBLIO
httpZAvwww.ublicitvhound,  TCTOBEE

net/prepare-for-an- Siaakdd
interview-with-a-reporter-

these- 8-wavs

IMpopaboTka TeOpUM  YCTHbI
BOMpoca Orpoc.

1 BeeneHckas J1A F'Tg_*’lm'b
PuToprika 1 KynTypa

peun. - ®eHnke, 2015 TECTOBLE
2.Hasaposa TE. BpHm
AHITIMACKA SBbIK

[enoBoro o6LLeHns. Kypc

JIEKLMIA W NMPaKTUKYM. -

ACT, Actpenb, BKT.

2016

MpocmMoTp © aHawm3
BWAEO3aMNMCEN ANCKYCCUIA
IMpopaboTKa TeopK YCTHb
BOMpoca orpoc.
MogroToBKa K Moy bHb |
Mie>KBY30BCKOMY WTeCT.
KOHKYCY MepeBosoB C
MHOCTPaHHOI 0 sBbika Ha

pyccKuiA (Mpo3a, Moasiust)
(BbINonHeHVe NepeBosa c
MHOCTPaHHOI0 Ha
PYCCKUI SBbK,
lNogrotoBKa K KOHKypPCY
YTELIOB HA VHOCTPaHHOM
BbiKe  (03HAKOM/IEHVE C
MHOSBbIMHOM  1033uen,
3ayumBaHVe

Hau3yCTb)

lMpopaboTKa Teopum
BOMpoca

peun. - ®eHnke, 2015
1..Hazaposa T.b.
AHINACKUNA SBbIK
[e510B0ro 06LLeHMA. Kypc
JIEKLMIA W MPaKTUKYM. -
ACT, Actpenb, BKT.
2016

2.[pocmoTp 1 aHarvs

QM. MyHKT 7a

QW MyHKT 7a

OW. NMyHKT 7a
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BHICO3AMHUCEH JUCKYCCHH
3. IloaroroBka x
MexBy30BCKOMY
KOHKYPCY Ha Jy4IIni
BOIIPOC HA HHOCTPAHHOM
S3BIKE 110 TeMe «Bricimee
obpaszosanue B Poccun u
CTpaHax U3yIacMOTo
A3bIKQY (M3YUCHHE
HWHOA3BIYHON
JUTEPATYPEL,
COCTaBIICHHE BOIIPOCa H
OTBETA)

5.5. Temsbl pedepaTos
5.6. TBopueckue 3anaHUsI-HEe IPEIYCMOTPEHBI
5.7.Cutyauus AJist aHAIU3a-He NPeayCMOTPeHbl
5.8.Ctatbu A1 cOCTaBJIeHHSI AHHOTALIUH, pelieH3Hii-He NpeJ1yCcMOTpPeHbI
5.9.Tembl KypcoBbIX padoT He MpPeAyCMOTPEHbI
6.P0HA OLIEHOYHBIX CPEeCTB /1JI51 NPOBeAeHHUsI MPOMEKYTOYHOH ATTeCTALUMH 00yYAIOLIUXCSA 110
AUCHHUIUIHHE (MOAYJIIO)

6.1.1lepeuenv komnemenyuii ¢ yKasanuem manos ux Qopmuposaniisi 6 NPoYecce OC60eHUs
00pa306amebHOl NPOSPAMMDbL

®opmupyeMble KOMNETEHIHU Ilepeyenb NIaHHPYEMBbIX Pe3yJbTATOB
o0y4eHHUsI MO AUCUHIJIMHE

Kon HaunumenoBanue

Yuausepcaabubie komnetreHunu (YK)

YK-4. Cnocoben mpumvensts cospemennbic | YK 4.1

KOMMYHHKATHBHBIC TCXHOJIOTHH, B TOM VMeeT BbIOHpaTh Ha rOCYIAPCTBEHHOM H
YHCTIC HA HHOCTPAHHOM (bIX) s3bIke(ax), | AHOCTPAHHOM (-bIX) S3BIKAX KOMMYHHKATHBHO
TSt AKaEMHUECKOTO 1 | IPHEMIIEMBIE CTHJIH AETIOBOTO OOIICHM,

PO (e CCHOHATBHOTO B3AMMOACHCTBHS BepOaNbHBIC ¥ HEBEPOATBHEIC CPEACTBA
B3aMMOJACHUCTBILI C TTAPTHEPAMHU

YK 4.2. YMeer ucnons3osath HHPOPMALOHHO-
KOMMYHHKALMOHHEIC TEXHOJIOTHH NPH
MOUCKE HeoOXoauMoH HH(GOPMALUH B
MPOLIECCE PELICHHUS PA3THYHBIX
KOMMYHHKATHBHBIX 33724 Ha TOCYAaPCTBCHHOM
¥ HHOCTPAHHOM (- BIX) SI3BIKAX.

YK 43. VYmeer BECTH JIETOBYIO
MCPEITUCKY, VIUTBIBAS ~ OCOOCHHOCTH
CTUITUCTUKN OQULMATIBHEIX M HEO(HUIMATBHBIX
MHCEM, COLIMOKYBTYPHBIC pasnuuus B Gopmare
KOPPECTIOHJACHIIMK HAa TOCYAAPCTBCHHOM U
WHOCTPAHHOM (-bIX) SI3BIKAX

YK 44,

YMEeT  KOMMYHHKATHBHO U KYJIBTYPHO
MPUEMJICMO BECTH VCTHBIC ICJIOBBIC PA3rOBOPHI
B mporecce mpo¢eCCHOHATBEHOTO
B3aUMOJACHUCTBUS HA  TOCYIAPCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3BIKAX.

VK4.5. IeMOHCTPHPYET YMEHHUE  BBITIONHATD
MEPEBOJ AKAACMUYCCKUX U MPO(ECCHOHATBHBIX
TCKCTOB c HHOCTPAHHOTO (-pIx) Ha
rOCYJapCTBEHHBIH S3BIK.

Oomenpdeccuonanbubie komnerenunu (OIIK)




OIIK-8 | Cnocoben npoektuposars | OIIK 8.1. 3HaeT ocobeHHOCTH IIE JATOTMIECKOU

e arOTHIECKYI0 AEITEIBHOCT Ha JCATEIbHOCTH, TpeOoBaHMA K  CyOBEKTaM
OCHOBC CICLIUATBHBIX HAYYHBIX 3HAHWH | IE€JArOTHUECKOH  AESTENbHOCTH, PEe3yIbTaThl
U PE3yIbTAaTOB UCCICA0BAHUI HAYYHBIX HCCIIEI0BaHAN B cepe

ne;[arornqecxoi/i ACATCIIBHOCTH.

OIIK 8.2. YMmeeT HCTTOTB30BATh COBPEMEHHBIC
CICLHANBHEIC HAYIHBIC 3HAHUSA U PE3YIbTaThI
HCCIICAOBAHUH I BEIOOPa METOIOB B

M AArOrMYCCKOM ACATE TbHOCTH.

OIIK 8.3. Brnazecer Metozamu, dopMaMu U
CPCACTBAMH MMEJArOTHICCKOH JCITCIIBHOCTH;
OCYLICCTBISICT UX BHIOOP B 3aBUCHMOCTH OT
KOHTEKCTa MPO(ECCHOHANTBHON ACATCIBHOCTH
C VICTOM PE3YIbTATOB HAYYIHBIX UCCIICIOBAHUH.

6.1.2. Komnnexm KOHMPOIbHBIX 3A0AHUT UTU UHBIE MAMEPUATBI, HEOOX0OUMBbIE OIS
OYeHUBANUSA KOMREMEHYUT NO MeOPEMUYECKOll 2PAMMAMUKE AH2IUTICKO2O0 A3bIKA

NPUMEPBI TECTOBBIX 3AZ[AHI/II71 AJIA OHEHKHN KAYECTBA OCBOEHUA
JAUCHUILINHBL (MOYJISA)
I[pumepHbie TecTOBBIE 3aKaAHUS
Test 2
Business Dialogue
1. Complete the following passage with the words provided: Resolving Conflict Made Quick
and Easy!
That’s a contradiction in terms. When I was a boy, my brother and I 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 I was
three years older than my brother, I won every 2 ... . In retrospect, I see that this was an absurd
way to resolve a conflict. All we did was beat each other to a pulp with the last one standing being
declared the —winner.| Unfortunately, this is often how conflicts are resolved.
The person with the bigger 3 ... wins, or the person who wants to avoid the perception of being
on the receiving end of the —bigger punchl gives in or goes along to avoid the 4 ... . In either
case, nothing is really resolved. There is no mutual 5 ... of ideas, no contribution, 6 ... ,
cooperation, or learning. There is only contention, confrontation, and 7 ... . In reality, both parties
lose something.

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

A punch

B consequences.
C issue

D understanding
E argument

F biases

G challenge



H collaboration
I compulsion J
sharing
2. Read the passage above again. According to the author, which of the following is true?
a. Conflicts are unavoidable.
b. Resolving a conflict may be quick and easy.
c. People tend to be self-centered in dealing with others.
d. People can learn from conflicts.
3. Supply the following text with subheadings.
A Awareness B The magic of dialogue C Listening D Suspension E
Honesty and sincerity F Mutuality G Inquiry and Reflection
H A Safe Space 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 earall of which you must use to
truly listen. Listening is the first step in making dialogue effective.

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.

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

6 ......: When you are unclear about what someone means, you ask a question. In Dialogue the
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.



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

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

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

9.iens : As you address difficult issues, the crises that break out are essential parts of your
development. You learn from them and build with them. You need to stay with the dialogue until
a new level of understanding develops.
10 ......: occurs when a group wanders into new territory - discovers new meaning - that can
only be discovered by the entire group. This is meaning that no individual formed alone - rather it
flows from the group as a whole. For the group, this can be a powerful experience because it is the
creation of shared meaning. Creating shared meaning is a step toward creating community and
working collaboratively.
4. Complete the following passage:
Giving unsolicited advice is what causes problems. Advice is necessarily preceded by a judgment
or evaluation—which is based on our interpretation of the situation. Although you may sincerely
intend to help or assist someone, giving unsolicited advice sends a variety of underlying messages
which are all based on assumptions, and which are almost always perceived as negative. As a
result, advice often comes across as judgmental, authoritative, or self-serving:
When we give unsolicited advice, the judgmental assumptionis, 1 ... ... The authoritative
assumptionis, 2 ...... The self-serving assumptionis, 3 ... ... I once worked in an office where
one of our co-workers took it upon herself to give us advice about every aspect of our lives. In an
attempt to silence her once and for all, we decided to go out of our way to solicit her advice on
absolutely everything.
About a month later, she had in fact stopped giving unsolicited advice. Asking her for advice
clearly communicated to her that she and her opinions were valued.
Once she recognized that, she no longer felt the need to constantly offer unsolicited advice.
A —I know better than you,l or —I know and you don‘t, so I have to tell
you.|
B —I need to give you the benefit of my advice to validate or to prove to
myself how smart T am.|
C —You can‘t figure this out on your own,| or —I don‘t trust you to figure it
out.|
5. Which of the following is NOT a good suggestion?
Here are some suggestions for making your advice work.
A Don‘t interpret rhetorical questions as a request for advice.
B Ask for permission to give advice.
C If you sincerely intend to help or assist someone, do not hesitate to give
advice.
D Listen, listen, and listen! —
E Be honest.
F Offer to assist, not insist.
G Allow people decide for themselves.
6 . Choose the best title for each paragraph about negotiations:
1. Look for ways of —expanding the piel.
2. Be ready to explore as many variables as possible.
3. Know your minimum acceptable offer.
4. Start with easier points and leave the difficult ones for last.



a) You must know how much you can give up and what conditions you can
accept. It is essential that you examine many various combinations of
variables to be dealt with in the negotiation process. These variables may
include price, delivery conditions, quantity, credit terms or date.
b) Creative negotiators can work out new opportunities that benefit both parties.
In the 1deal 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-win negotiation
a) Small business owners had no choice but to accept
the price quoted by the large corporation.
b) The question of price proved to be a stumbling block
and both parties came back from the negotiations
empty-handed.
c¢) After some haggling both parties achieved
28
2) Win-lose negotiation
3) Lose-lose
negotiation
their most important objectives.
d) Neither negotiator knew the needs of the other party
and ended up making unnecessary concessions.
e) Having worked out this creative solution
neither party had to make any unwelcome
concessions.
f) There was no room for bargaining — we had to accept
the conditions dictated by the owners of the platinum
mine.
8. Match the tips for people doing business abroad and the names of countries they
apply to.
1) Singapore
2) China
3) Saudi Arabia
4) USA
5) Spain
6) Germany
a) Punctuality is very important. Arriving a few minutes early
is advisable. Talking with hands in pockets is considered rude.
b) Strong and direct eye contact can be misinterpreted as an
attempt to intimidate the speaker.
¢) Remember that the O K. gesture is considered obscene.
d) Give your host a firm handshake and maintain direct eye
contact.



e) Present your business card with your right hand only

because the left hand is considered unclean. Remember that

showing the bottom of the foot is very impolite.

f) Remember about Guanxi, which means _relationships".

Build a relationship before talking business.

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

definition:

a. cancel

b. postpone

c. bring forward

d. cut short

e. fix up

f. extend

g. reschedule

1. arrange a meeting

2. find another time for the meeting

3. hold the meeting later

4. hold the meeting sooner

5. hold a longer meeting

6. finish the meeting earlier

7. not hold the meeting at all

10. Choose the request which is more appropriate for each situation.
1. Ask a close colleague to give you the phone number of a hotel he knows.
a) Can you give me the phone number?

b) I 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
1t.

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

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

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

a) Would you please authorize the expenditure?

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

HpaKanecxne 3aJaHud JJiF TEKYIIEro KOHTPOJIA 3HAHMH CTYACHTOB-MAruCTpaHTOB

3ananue 1. Onpeaenure, 03HAYAET JIH CJIOBO CTPAHY HJIH HAUHOHAJIBHOCTD H MOCTABbTE
Oyksbl u ‘C’ (‘country’) wiau ‘N’ (‘nationality’).

1 Greek 6 China

2 Kuwait 7 Spanish
3 Russia 8 Japanese
4 Turkish 9 Swedish



5 France 10 Oman

2. lonoJiHUTE NpeAJIOKEHHS CJIOBAMH H3 PAMOYKH
| short/ heawy / big/ early /long / fast |
Hampuwmep: I can’t carry this box. It’s too heavy.

1 I think 7.30 is too for a meeting.

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

3 Taxis always drive too It isn’t safe!

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

3. lloaGepuTe BoIpaxeHUus1 U3 JBYX CTOJIOHKOB H 00pa3syiite gpasbl, HApUMEP:
__¢__tothe cinema on Friday night.

a) [ often play 1 to the gym.

b) I never listen 2 golf on Saturdays.

c¢) I love going 3 TV after work.

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

f) I don’t like going

4. lonojiHUTE NpeAJIOMKEHHS CJIOBAMH H3 PAMOYKH
colleagues / company / flexible / friendly / job / opportunities / salary

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

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

5. lonoJiHUuTE MpeAJIOKEHHS CJIOBAMH H3 PAMOYKH
23"/at / in / June / Monday / morning / New Year / the

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

7 IlocTaBbTe IJIAr0JbI B HY:KHYI0 (hopmy.

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




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

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

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

8. IlocraBbTe rarod o be B Hy:kuyrw gopmy.

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

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

weekend,” says Sandra.

9. llonGepuTe 0TBETHI K BHICKA3bIBAHUSAM

a) Not bad, thanks. 1 A: Another coffee?
b) Hi, Jane. Good to see you again! B:
¢) No, thanks. 2 A: How’s business?
d) Goodbye. B:
e) Nice to meet you. 3 A: Would you like a drink?
f) Yes, please. B:
4 A: Hello, Mike.
B:
5 A: My name’s lan.
B:
6 A: See you later.
B:

3ananme 9. Beibepute Hy>KHOE CJIOBO M3 PAMKH H 3aITOJIHUTE MPOMYCKH:

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

1. a polite way of the ending of a letter.
2. The name and address of the company written to are usually on the left-hand side
against the margin.
3.The normal form of for letters addressed to organization is "Dear Sirs". "Dear Mr.
Smith" has tended to replace "Dear Sir".
4 The of passenger travel on the railways in decreasing
5.A flat-paper container for a letter is called
6.This clause of the contract very much.
7.1 was surprised at the of his knowledge
3ananue Nel0

Test 1 Public Speaking

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

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




2. Prepare.

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

3. Practice.

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

4. Breathe.

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

5. Rehearse.

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

6. Focus on your audience.

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

7. Simplify.

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

8. Visualize success.

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

9. Connect with your audience.

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

10. Act confident.

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




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

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

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

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

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

a. Talk to the person asking the question.

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

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

else has a question?”

Be respectful: avoid sarcasm, criticism, or arrogance.

Keep your sense of humor.

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

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

whole new subject.

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

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

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

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

o e o

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

1. It acts as a bridge, a 5 ... from one part
of a meeting to another. It gives the
audience time to make a mental and
emotional 6 ... .

2. It prepares people for the speaker,

E gatherings

F professionalism




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 sufters 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 1is 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. Choose

the correct word from the list below to complete what she says.
We are one of the world's ............. Lin consumer electronics, introducing new



types of product that did not exist previously. However, where we are not first to the market with a
new product-type, we look at the market ............... 2 1f it looks good, we develop our own
versions of the product. We usually test our offerings in focus ............... 3before ...............
them on to the market, or, if there's not much time, we may just launch them, monitor market
reaction and then modify them accordingly. We try to identify the different market ............... >
groups of end-users with particular characteristics. We look at the marketing .............. S This
includes the best way of distributing the product, deciding which ............. 7 and retail
................ 8 we are going to use. In the early stages, when the market is growing fast, it can be
quite .................. %: 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 ¢) premiers d) starters

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

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

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

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

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

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

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

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

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

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

fewer than 7 million showed up.

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

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 governmenthas ............ (run) its spending commitments by € 1 billion.

(%)

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

1) asuggestion

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

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

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

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

a) come to b) do ¢) reach d) take



6) asolution

a) put forward b) look for ¢) 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 1If you feel (coherent /eloquent /inhibited) in the way you move and express yourself, going to a
workshop with a trained dance therapist may provide the help you need.

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

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

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

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

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

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

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

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

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

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

now exceptionally

6.2.1. IIpakTu4yeckue 3aJaHUs AJis1 IPOMEKYTOYHOI0 KOHTPOJISI 3SHAHMH CTYAEHTOB-
MATHCTPAHTOB

@opMONI  OPOMEKYTOUHOM  arTecTalMd N0  aucuuIuiuHe  «MHOCTpaHHBI  A3BIK B
npodeccHOHaIbHONH KOMMYHHUKALUH siBisieTcs 3adeT. CucremMa TeKyLIero U pyOeKHOTO KOHTPOJIS
CTPOUTCS 1O OaJUTBHO-PEHTHHIOBOM MOJENH, @ UTOTOBBIA 3a4eT CTYACHTHI MOJYYalOT B KauecTBE
HAKOTIUTENbHOW pedTuHroBoll oneHku (He meHee 30 OamnoB). B TexHOnormdeckoil kapre
OUCHMIUIMHBI BBIIAENEHBI BCe (OPMBbI TEKyLIero M pyOeKHOro KOHTPOJS, Kaknaash M3 KOTOPBIX
OLICHUBAETCS ONPENEIEHHBIM KOJIMYECTBOM OAJUIOB (B AMANa30HE K(MUHUMYM — MAaKCUMYM)).
Bo3moxxHO HauncieHue OOHYCHBIX M IITpadHBIX OamoB (HampuMep, K HEYIOBJIETBOPUTEIBHON
OLIEHKE B COYETAHUU C PEUTHHTOBBIM ITPadOM MPUPABHUBAIOTCS CAada TEKCTa y4eOHOTrO 3a/1aHMus,
M03aMMCTBOBAHHOTO M3 MHTepHETAa MM M3 KOJUIEKIMM y4eOHBIX 3alaHUi MPOLUIBIX JIET, caaya
OBYMs U OoJiee CTyIEHTaMH MASHTUYHOIO TEKCTa y4eOHOTro 3aJaHHsl, UCIIOIb30BAHNUE SJIEKTPOHHBIX
nporpamMm nepesona. PeTHHroBeie OOHYCHI MPEAyCMAaTPUBAIOTCS MTPH JEMOHCTPALMH CTYACHTAMH B
X0l ceMecTpa yrIyOJIEHHOrO 3HaHMA Y4eOHOrO W JOMOJIHUTENBHOIO MaTepuaja, TBOPUYECKOro,
MHHUIMATUBHOTO M JUCIMIUIMHAPOBAHHOIO OTHOLIEHUs K ydeOHOMy mpoueccy. TexHojoruueckas
KapTa BKJIOYAeT Oa30BYK W JOMOJIHUTENbHYIO 4YacTH. B 0a30BOIl 4acTH NPUBOIUTCS pacyer
PEUTHUHTOBOH OLIEHKH Te€X Y4eOHBIX 3aJaHMA M KOHTPOJBHBIX MPOLEAYP, KOTOPbIE BBIMOIHSIIOTCS
CTYA€HTaMH B Te€4YeHHe ceMecTpa. JJI1 UTOroBOro 3adera CTyAEHTaM IOCTATOYHO HakomuTth 30
O6ammoB. EnuHCTBEHHBIM 00s3aTeNbHBIM Y4eOHBIM 3aaHUEM, KOTOPBIE MAruCTPaHTBI JOJIKHBI
BBIOJIHUTh BHE 3aBUCHMOCTH OT JAOCTHUTHYTOIO YPOBHS HAKONHUTEIBHON OLIEHKH, SIBISETCS
MOATOTOBKA M TPE3eHTalMs y4eOHOro mnpoekTa (CTYASHTHL, IO YBAKUTENbHBIM NPUYUHAM, He



NPUHSBLINE yd4acTHe B 3TOH paboTe, 00si3aHBI TOATOTOBUTH Yy4YeOHBbIH TPOEKT B COCTaBe
JOTOJHUTENbHBIX YUeOHbIX 3a1aHuii). JIonoJHUTe IbHAS YaCTh TEXHOJIOTHUECKON KapThl BKJIIOYAET
KOMITEHCUpYIOLIHe yueOHble 3aaHnsi. MariuCTpaHTbl BBIMOJIHSAIOT UX B TOM Clydae, eClIi B paMKax
0a30BOI YACTH HE CyMeNM HaOpaTh KOJWYECTBO OajioB, HEOOXOMUMOE MJIi TOJNYYESHHs 3a4eTa.
BoiOop nomomHHUTENBHBIX Y4eOHBIX 3aJaHHi M3 MPEIJIOKEHHOTO MEepPeYHs] MAruCTPaHTBhI
OCYIIECTBIISIIOT CAaMOCTOSATENNbHO. CPOK MX BBIMIOJHEHUS OMPEAEISETCs MPEToiaBaTeIeM.

IIpuMepe1 BONPOCOB AJI51 3a4€Ta
dopmanpHOEe U HEPOPMATBHOE 1€JIOBOE MUCHMO.
Knuie B nenoBom nuceme.
AO6OpeBHaTyprl B 1€JIOBOM MHUCHME.
OcobeHHOCTH 1eTI0BOI JOKYMEHTALIUH.
Kontpaxr. Tunel COBpeMEHHBIX KOHTPAKTOB.
OO6pa31ipl KOHTPAKTOB.
Knuie kOHTpakTOB.
CrneuunasnbHasi TEpMUHOJIOTUS B KOHTPAKTaX.
OnpeneseHue U TUIbI A€JIOBBIX BCTPEY.
lO IInannpoBaHue NPOBENEHUS AEIOBON BCTPEUH.
11. ®yHKIMOHATBHBIE OCOOSHHOCTH SI3bIKA JIEIOBBIX BCTPEY.
12. Knuuie ae10BbIX BCTpeU.
13. Onpenenenue U TUIBI IPE3EHTALUI.
14. CTpykTypa Npe3eHTaLNH.
15. Knuine B npe3eHTanuu.
16. Ctunucruyeckue 0COOCHHOCTH MPE3EHTAITHH.
17. Onpenenenue v TUITBI IEPETOBOPOB.
18. OcobeHHOCTH sI3bIKA TIEPErOBOPOB: JIEKCHKA, ()YHKIIMOHABHBIC CTHIIH, TUCKYPC.

VXN n kW =



1.lonosHuTe pasrosop Ha koH¢pepeHiuu. Moanu npeactasasier Camy xkosner: doesn’t/is/ are / do /
isn’t/aren’t

Molly Hello. My name __ is  Molly Edison. I work for Carolina Consulting.

Sam Oh, hello. 'm Sam Amos, and these (1) my colleagues, Bill Carter and
Emma Crumb.

Bill, Emma How do you do.

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

Emma No, we (2) .We’re engineers.

Molly And where (3) you work?

Bill We’re with AK Designs.

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

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

3aganue 2. Ilpounraiite Tekct Legal education u nepenaiite kpaTkoe cofep kaHue Ha aHTIIUICKOM
SA3BIKE:
Legal education

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

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

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



3aganue 3. CocraBbTe aHHOTALUIO K creayroieMy TekcTy: Legal education

3aganue 4. Iloarorosrre MpeseHTaINIO CBOSH HAyYHOM CTAaTbU WK TOKJIAAa, UCTIOIb3YsI
HWKCTIPUBCACHHDBIC BIPAYKCHUNSA |

Sample of Presentation
Dear friends and colleagues,

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

To save time, could we leave questions until the end? Right. First of all, just a few words about the
history of the subject ... . Now for the main problem. There is an essential difference between ... .
Turning now to the possibilities, I must say that there is a choice of two courses of
action... .Next we come to our recommendations ... .I have prepared a detailed list of issues to
discuss ... .Could you hand around these leaflets, please? That concludes my talk. Please feel
free to ask questions.
3ananue S. [Ipounraiite TekcT Speaking on Public u mepenaiite kpaTkoe conep:kaHue Ha
AHTJIMHACKOM SI3BIKE:

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

* To inform the audience about some subject matter;

* To introduce some subject matter;

* To encourage the audience to make a decision,;

* To sell goods / services.

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

It may be as follows:

1. Greetings / Introducing oneself;

2. Introducing the subject;

3. Describing the sequence;

4. Starting the report itself;,

5.Moving to the next point;

6. Summarizing;

7.Concluding;

8. Thanking / inviting questions.

3aganue 6. OTBeTbTE HA BONPOCHI IO COJEPIKAHUIO TEKCTA!

1.Why do we have to speak on public?

2.Do all speeches have anything in common?

3.What are the common features of all speeches?

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

5.What is the typical plan of a speech?

6.What should you pay special attention to?

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

22. IIpounTtaiiTe TEKCT HA PyCCKOM SI3BIKE U MEPEeNalTe ero COAeP>KaHUe Ha aHIVIMICKOM U



HA00OPOT.

23. ComocTaBbTe aHIMIIMHACKOE (PyCCKOE) CIIOBO MITH BBIPAYKEHUE C €r0 TEPEBOOM.
24. IlocTaBbTe BONPOCH! K TAHHBIM NPEIJIOXKEHUSM.

25. Cnenaiite naHHbIE NPEAJIOKEHUS OTPULIATENbHBIMU.

26. BcTaBbTe NPOMyLIEHHBIE CJIOBA B JAHHBIN TEKCT.

3agpanue Ne7 [Ipounraiite u nepeseaure tekct RESUME

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

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

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

Always be positive and never apologize for being You.

3ananme 8. Onpenenure, Kakue U3 HIKETIEPEUHCICHHBIX ITyHKTOB MOTYT ObITh HanboJjee
npurogaeMu 1t CV (1. e. curriculum vitae):

Your name, address and telephone number.

The title and reference number of the job.

Your date of birth.

Your marital status.

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

Your hobbies and leisure interests.

The sports you play.

Details of all the jobs you have had.

The languages you speak, read or write.

Details of the examinations you passed at school.

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

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

Your reasons for applying for this job.

When you are available for interview.

Details of your present (or last) job.

Your current (or last) salary.

The salary you would expect to receive.

The names and addresses of two or three referees.

Test 2 Business Dialogue

1. Complete the following passage with the words provided:



Resolving Conflict Made Quick and Easy!

That’s a contradiction in ferms. When 1 was a boy, my brother and I 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 I was three years
older than my brother,  won every 2 ... .

In retrospect, I see that this was an absurd way to resolve a conflict. All we did was beat each other
to a pulp with the last one standing being declared the “winner.” Unfortunately, this is often how
conflicts are resolved. The person with the bigger 3 ... wins, or the person who wants to avoid the
perception of being on the receiving end of the “bigger 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.

/o 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 1 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.

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

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

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

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

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

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

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

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

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



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

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

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

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

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

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

4. Complete the following passage:

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

e When we give unsolicited advice, the judgmental assumptionis, 1 ......
e The authoritative assumptionis, 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 “T know better than you,” or “I know and you don’t, so I have to tell you.”

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

2

am.

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



S.

Which of the following is NOT a good suggestion?

Here are some suggestions for making your advice work.

A Don’t interpret rhetorical questions as a request for advice.

B Ask for permission to give advice.

C If you sincerely intend to help or assist someone, do not hesitate to give advice.

D Listen, listen, and listen

'((

E Be honest.

F Offer to assist, not insist.

G Allow people decide for themselves.

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

1

2.
3.
4,
a)

b)

d)

Look for ways of “expanding the pie”.

Be ready to explore as many variables as possible.

Know your minimum acceptable offer.

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

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

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

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

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

7 . Decide which sentences match each negotiation style.

a) Small business owners had no choice but to accept the
price quoted by the large corporation.
b) The question of price proved to be a stumbling block

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

empty-handed.

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

important objectives.

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

and ended up making unnecessary concessions.

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

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



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

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

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

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

Spain ¢) 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. cut short 4. hold the meeting sooner

e. fixup 5. hold a longer meeting

f. extend 6. finish the meeting earlier

g. reschedule 7. not hold the meeting at all

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

1.

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

a) Can you give me the phone number?

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

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

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

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

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

a) Could you send me a brochure?

b) Would you mind sending me a brochure?

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

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

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

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 noxkazamenneii u Kpumepues OyeHU6AanusA Komnemem;uﬁ HA pasiu4dHsbix onmandax ux
qbopfwupoecmuﬂ, ONUCARUE KAl OYEHUBAHUA

OueHouHoe ITkana oueHnBaHUA IlpencraBnenue OLIEHOYHOIO
CPEICTBO cpeactsa B poHze
Jaumeno
KountponbHo- IIpaBunbHBIX OTBETOB S 1- doHn TECTOBBIX
TECTOBBIE 3aJJaHUs Bricka3biBaHue, B OCHOBHOM, JIOTHYHO, | MPaKTHYECKUX 3aAaHUM
UMEIOTCSl OTAEJbHbIE HENOCTaTKU IpU




HUCIOJIb3OBAHUU CPEACTB JIOTUYECKOH

CBA3HU, NMCHTCA OTACIIbHBIC
HEOOCTAaTKU HpI/I ACJIICHUN TEKCTAa Ha
a03aribr; UMEIOTCSI  OTHEbHBIE

HapyuieHuss B OQOPMIIEHHH TEKCTA.
Hcnonp3yeMblli  cloBapHBIM  3amac
COOTBETCTBYET IIOCTABJICHHOH 3anade,
OHAKO  BCTPEYAIOTCS  OTHENIbHBIC
HETOUHOCTH B yHOTPeOJNEHUH CJIOB,
00 CJOBApHBIN 3armac OrpaHUYEH, HO
JeKCHKa HCIOJIb30BaHA  MPABHIIBHO.
Hwmeercsa pan rpaMMaTUYECKUX
OIMOOK, HE 3aTPYIHSIOIIUX
NIOHUMAaHUE TEKCTA.

Heszaumeno»

IIpaBunbHbIX OTBETOB MeHee 50%.
Kpaitne oOrpaHM4YeHHBI CIOBapHBIN
3amac  He  IO3BOJIIET  BBIMNOJIHUTH

MIOCTABJICHHYIO 3amaqy.
I'pammaTtnyeckue IpaBuiIa HE
cobromatoTCsL.

Henpasunbnaoe UCIIOJIL30BAHUE
rpaMMaTHYECKUX  CTPYKTyp  JA€JaeT
HEBO3MO>KHBIM BBITIOJIHEHNE

[IOCTaBJIEHHOU 3aa4uu

MeXKyJIBTypHBIE
0CcOOeHHOCTH
NENOBON
KOMMYHHKaLUU

3aumeno llpaBuibpHbIX OTBETOB 51-

3amaHue BITOJIHEHO: HEKOTOPbIE
aCTeKThl, YKa3aHHbIE B  3aJaHUH,
PACKPBITBI ~ HETIOJIHOCTBIO,  UMEHOTCS
OTAENbHBbIC HAPYLICHUS CTHIIEBOTO
oopMneHnss peun; MPUHATHIE B SI3BIKE
HOPMBI ~ BEKJIMBOCTH, B OCHOBHOM,
COOJTIOIEHBI. Llenb oO1eHust
IOCTUTHYTA, OTHAKO TEMa PacCKphITa HE
B NOJIHOM OObeMe. COLMOKYJIBTypHBIC
3HAaHUS, B OCHOBHOM, HCIOJIb30BAHBI B
COOTBETCTBUH C CHUTyalne OOIeHst
Hezaumeno»

IIpaBunbHbIX OTBETOB MeHee 50%.
3amaHne He BBINOJIHEHO: CONEPKaHHE
HE OTpakaeT Te€ AacCIeKThl, KOTOpbIe
yKa3aHbl B 33aHNH, WM HE
CootseTcTByeT TpeOyemMoMy oObeMy.
Lenp oOmmeHns He JOCTUTHYTA

PeueBOli STUKET. COBETbI U
PEKOMEHALINH.

Coo0ienue
TEME

110

3aureno

IIpaBunbHBIX OTBETOB S 1-
BricTynaromuii 1eMOHCTPUPYET 3HAHUSA
o BBIOpAHHOM TEME, uMeeT
3aTPyAHEHUs c HCIOJIb30BAHUEM
TeMaTudeckoro Bokadyisipa;, MmeroTcs

Tembl coOOLIEHUT




HECYIIECTBEHHbIE  TOTPEITHOCTH B
UCTIOJIb30BAHUU TEPMUHOJIOTHH.
OTCYTCTBYET CONMPOBOAUTEbHBIN
JEMOHCTPALIMOHHBII MaTepHuall.
3Ha4YUTENbHOE  KOJMYECTBO  OIIHMOOK
SI3BIKOBOT'O XapakTepa.

Heszaumeno»

IIpaBunbHbIX OTBETOB MeHee 50%.
Coo0l1ieHrie He MOATOTOBJIEHO, JHOO
UMEeT CYIIEeCTBeHHble mnpodebl o
MPEICTaBICHHON TeMaTHKe, OCHOBAaH Ha

HEI0CTOBEPHOMU uH(popManuy,
BBICTYMAIOIIMM  JIOMYINEHO OOoJbInoe
KOJIMYECTBO rpyOBIX omrdoK
SI3bIKOBOTO XapakTepa.
ITucbmeHHBIN U1 «3aumenoy @OoHA TEKCTOB Ha MEPEBON

YCTHBIN
nePEeBoOx

IIpaBunbHbIX OTBETOB 51-%

IlepeBon monHBIH, 03 NPOMYCKOB H
NPOM3BOJIBHBIX ~ COKPAIEHWH TEKCTa
OpUTHHANA, TOTTy CKaeTCst OJlHa
dakTuueckas omwuOKa, NPH YCIOBHU
OTCYTCTBUSI MOTEPb HHYOPMALIUH U
CTUJIICTUYECKHX  IOTPEUIHOCTeH  Ha
apyrux ¢parmeHTax Tekcra. Mwmerorcs
HECYIECTBEHHbIE  IOTPEIIHOCTH B
UCTIOJIb30BAHUH TEPMUHOJIOTHH.
IlepeBom B  AOCTAaTOYHON  CTENEHU
OTBEYAET CHCTEMHO-SI3bIKOBBIM HOPMaM
U CTIIIIO si3bIKa nepesopa. KyibrypHeie
U (pyHKIIMOHAIbHBIE

nmapamMeTpel  MCXOJHOTO  TEeKCTa B
OCHOBHOM  Q/JI€KBaTHO  MeEpPEAaHbl.
KommyHukaTuBHOE 3a7laHUe
peann30BaHo, HO HEIOCTATOYHO
ONTUMAJIBHO.

JIOMyCKaroTCsl HEKOTOPbIE HAPYLICHUS B
(dbopMe TpeTbsSIBICHHS TEPEBOA.

«Hezaumeno»

IIpaBunbHbIX OTBETOB MeHee 50%.
Ilepeson COIEPKUT MHOT'O
daktnmyeckux  omubok.  HapymeHa
MOJTHOTA nepeBosa, ero
SKBHBAJEHTHOCTh M a/J€KBATHOCTb. B
nepesoge rpydo0 HapyLIEHbI CHCTEMHO-
S3BIKOBBIE HOPMBI M CTHJIb  SI3BIKA
nepesoga. KoMMyHHKaTHBHOE 3aqaHHE
HE BBITNOJHEHO. | pyOble HapyIIeHus B
dbopme npeabsIBICHNUS TEPEBOAA.

Pedepuposanne
CTaTbU

«3aumeno»

IIpaBunbhbIx oTBETOB 51-%

OcHoBHast wH(pOpMaIUs H3BJICUEHA U3
TEKCTa C MOJHO U TOYHO. OTCyTCTBYyET
n30bITOUHAss uHbopManyst. BeickazaHo

doHp cTaTed oI
pedepuposanus




COOCTBEHHOE OTHOLIEHHE K mpobieme,
0003HaueHHOH B NPEIIOKEHHON
cratbe. Comep:kaHue COOOIIECHHUS
COOTBETCTBYET  TeMe.  AJeKBaTHas
peakisi Ha JOMOJHHUTENbHBIE BOIMPOCHI
NpenoaaBaTelIs.

Peub npaBunbHasi, TOMyCKarOTCA
HE3HAYUTENIbHbIE OIIUOKH SI3bIKOBOTO
XapakTepa.

«Hezaumeno»
IIpaBunbHbIX OTBETOB MeHee 50%.
Heymenue OTAEJIUTH OCHOBHYIO

uHpOpPMALIMI0O OT  BTOPOCTENEHHOM,
NOIBITKU  peepPUPOBAHUS CBOASTCA K
BOCIPOM3BEIEHUIO rOTOBBIX
MPEMJIOKEHUN U3 TEKCTA.

PeueBass akTUBHOCTb CTyJ€HTa HU3Kasl.
Peakuus Ha BONpoCe!

Ipenojasaresisi OTCYTCTBYeT WM He
aZiekBaTHa TeMe. bousblioe KOoJIuuecTBo
OIMOOK SI3BIKOBOTO XapakKTepa.

ITucemenHbIe
paboThI

«3auteno» [IpaBunbHbIx 0TBETOB 51-%
— CTYZI€HT MOATOTOBIII 33/IaHUE TI0
NpeINIOKEHHOMY (opMary, XoTs
UMEIOTCS OTAEJIbHBIC HAPYIICHUS
CTHJIEBOTO O(DOPMIIEHUS PEeUH.
Hcnonp3yeMslii CIOBapHBIN 3am1ac
COOTBETCTBYET IOCTABJICHHOH 3a/1a4e,
OJTHAKO BCTPEYAIOTCS OTAEIbHBIE
HETOUHOCTH B yHOTPEOJIEHNUH CIIOB
100 CIOBApPHBIN 3aMac OrpaHUYeH, HO
JIEKCHKA UCTIOJIb30BAHA MPABUIIBHO.
Nmeercs psin rpaMMaTHYECKUX

omOOK, HE 3aTPYIHSFOIINX
noHuManue Tekcra. Opdorpadudeckue
OHNOKH MPAKTUYECKH OTCYTCTBYIOT.
«He3auTeH0» — CTYOEHT MOATOTOBHII
3amaHe C TPyObIMH  HapyIIEHUSMH
dbopmara MUCbMEHHOMN paboThL
OTcyTCcTBYET JIOTMKa B TOCTPOCHHUHU
BBICKA3bIBAHMS, TEKCT He OQOpMIECH
cormacHo HeoOxoammomy  (dopmary.
Kpaline orpaHuyeHHbI  CJIOBapHBIA
3amac  He  TO3BOJSIET  BBINOJHUTH
MOCTABJICHHYIO  3ajady. JlonmyimeHsl
rpyOble  sekcudyeckne W (Wim)
rpaMMaTHYECKHE OIUOKH.

DoHA MeNOBBIX THCEM,
KOHTPAKTOB

IlepeBoa nenoBbIx
n1uceM

«3auteno» [IpaBunbHbIx 0TBETOB 51-%
—  TeKCT  MepeBoja  aAeKBaTeH
HCXOIHOMY COOOIIEHUIO, U3JIOKEHUE, B
OCHOBHOM, JIOTMMHO U  TPaMOTHO;
IPOAEMOHCTPUPOBAHO 3HaHUe u
MOHUMaHHE KJII0YEBOM TEPMUHOJOTUH U

DOHA NENOBBIX TTUCEM,
KOHTPAKTOB




NIEKCUKO-TpaMMaTUYECKUX  CTPYKTYP;
JonycKaeTcd o YeTbIPEX
He3HaunTeNbHbIX OLUMOOK B MepeBofe
TEPMUHOB U JNIEKCUKO-IPaMMaTUYeCKNX

CTPYKTYp.

«HesauTeHO» -  TEKCT nepeBoa
MO/THOCTBHO He COOTBETCTBYET
NCXOAHOMY COOOLLEHMIO; B

NnepeBefEHHOM  TeKCTe  OTCYTCTBYeT
NOTMKa N VMMEKTCA MHOMOYUC/IEHHbIE
rpammaTtimyeckme  OLMOKK  (60/bLLe
BOCbMW);  U3Y4YeHHbIA BOKabynsp W
NEKCUKO-TpaMMaTUYeCKne  CTPYKTYpbI
nepeBefieHbl HEBEPHO /MO0 COBCEM He
nepeBeeHbI.
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8. MepeyeHb pecypcoB NMHGOPMALMOHHO-TENEKOMMYHUKALMOHHOM CeTU «HTepHET»,
HeoOX04MMbIX /11 OCBOEHUSA AUCUMM/IUHBI (MOAYNS)

Mpn NpoBeaeHNN MPaKTUYECKUX 3aHATUIA MO AUCUMMINHE «[ef0BO MHOCTPaHHbLIA SA3bIK»
MCMOMb3YeTCHA  CriefytoLliee  MpPoOrpaMMHOe 06ecrieyeHne COBPEMEHHBLIX  MH(OPMAUMOHHO -
KOMMYHUKATUBHBLIX TEXHOSI0MMIA:

VIHTepHeT-pecypcbl: aHrnossbIibHbIe canTbl: http://mww.wikipedia.com; http://mww.krugosvet.ru;
http://ww.diplomotahes.com; http:/Amww.lenta.ru; http:/Amww.comersant.ru; http://mww.uno.org;
-nouckoBas cuctema Google ans noucka WHGoOpMaummM Ha Mo TemaMm, BbIHOCMMbIM Ha

CaMOCTOSITE/TbHOE U3YYEHNE;
-y4uebHbIe NOcobUs N y4ebHO-MeTOANYECKIME Pa3paboTKM Hay4yHon 6ubnnotekn ArTY;
-3/IEKTPOHHbIA  PECYPCHBIIA LIEHTP Hay4HOI oubnumotekn  OITY;  “Wikipedia”
http://Mmww.wikipedia.org

www.bbclearningenglish/com (section “Business English™)
http://Mmww.businessenglishonline.net/InCompany/intro.htm
http://mww.dialogueworks.com/pages/blogs.php

http://mww.logosnoesis.com/dialogue

http:/Amww.wittcom.com/leader resources.htm
http://mww.englishclub.com/speaking/presentations.htm
http://mww.kwintessential.co.uk/cultural-services/cross-cultural-communication.html
http://mwww.ublicitvhound.net/prepare-for-an-interview-with-a-reporter-these- 8-ways
http://marketing.about.com/od/publicrelationl/a/organizingapressconference.htm
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9. MeToaMYecKue yKazaHus 4151 06y4YatoLMXCS M0 OCBOEHWUIO AUCLUN/VHDI

OO6yyeHVe NHOCTPaHHOMY Si3bIKy MO JaHHOW Nporpamme rotoBUT K Ae/10BOMY OOLLIEHMIO
Ha aHrIMNCKOM 513bIKe, KaK B MPOMECCUOHA/IbHOM AeATENbHOCTU, TaK U B NMOBCEAHEBHOM XM3HK, a
TaKkKe YUUT UnTaTb U NMOHUMATL TEKCTbI Pa3/IMYHOA HanpaB/ieHHOCTW, YUYUT NcaTb aHHOTaLMM W
pedbepat, nmcaTb NMCbMa YacTHOro M [1eN10BOro Xapakrepa. B nporpammy BK/HOYeHa CrneuasibHas
TEPMUHO/IOI A A3bIKA 4E/T0BOI0 06LLEHNS.

Heobxognmo pa3pabaTbiBaTb COBMECTHO C MpenogaBaTenieM VHAVBUOYa/bHbIA - anropyuTm
CaMOCTOSITe/TbHOM PaboThbl M PaboThbl Ha 3aHATUSX. OCHOBHAasA peKoMeHAaLmMs, obecreynBaroLLas
yChex Mpuv 0CBOEHWUN, KaK OTAeNbHbIX TEM, Tak 1 Kypca B LIE/IOM - CUCTEMATMYECKas paboTa Haf
3aflaHNSIMK, KOHKPETU3MPOBaHHbIMK B 1.3, «CofepyKaHre CamMoCTOSATe/IbHON paboTbl». BbINoMHAA
3afaHns, CTYOEHT KOHTPO/MPYET CTereHb YCBOEHMSI MaTepuana W, ec/ii OH He B COCTOSIHUM
BbINO/HATL TO WM WHOE 3ajaHve, OH [O/DKEH BHUMATE/IbHO MNPOYUTaTb COOTBETCTBYHOLLIEE
NpaBWIo MO PEKOMEHAOBAHHOW NUTepaType. Mocne 3aBepLUeHVSI KaxXaoro 6/10ka Tem,
npernogasaTe/ib AaeT «TBOPYECKME» 3alaHMSA: HanucaHue CBSA3HbIX PacCy)KAeHWN, BbICKasbIBaHWUI,
aHHOTauuii 1 pedbepaToB, NUCEM NIMYHOIO M AE/0BOr0 XapakTepa, NoAroToBKa YCTHOMO COOOLLEHMS
Mo 3afjaHHOM TemMe, MOAroTOBKAa K PO/ieBOM Urpe, Hanpumep, «OTKPbITUE COBCTBEHHOIO OU3HECax.
Ha 310 0TBOAUTCA AOCTATOYHOE KOMMYECTBO YacoB Ha CaMOCTOATESIbHYH MOArOTOBKY. IMoucK n
cbop maTepuasia LO/MKEH OCYLLECTBNATLCA CTYAEHTaMW CaMOCTOATE/IbHO M3 COOTBETCTBYHOLLMIX
WCTOYHMKOB: MEPUOAMYECKMX W3[aHMIA, Hay4yHO - MOMY/MSPHbIX TEKCTOB, Hay4HbIX CTaTew,
MOHOrpacuin, IHTepHET - pecypcoB. MNpy NOAroTOBKe TaKMX KOMMYHUKATUBHO-OPUEHTUPOBaHHbIX
3a0aHWIA: PONEBbLIX WIP, FPYMNMNOBbIX AWUCKYCCUMIA M T.M. CNeayeT NPUOEPXMBATLCA CLEHapus,
pa3paboTaHHOro COBMECTHO C MperoaaBaTessim.
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10 . ITepeyenb HHPOPMALHOHHBIX TEXHOJIOTHI, HCIOJb3YEMBIX NIPH OCYIIECTBJICHUH
o0pa3oBaTeIbHOIO NMpoLuecca No AUCHUNJINHE (MOAYJII0), BKJIIOYAs epeyeHb NPOrpaMMHOIo
olecreyeHusi 1 HHPOPMALTHOHHBIX CIIPABOYHBIX CHCTEeM (IIPH HEO0XO0AMMOCTH)

Ilpy npoBeneHMH MNPAKTUYECKUX 3aHATUH 10 aAucuuruinHe «MHOCTpaHHBIA S3BIK B
npodeCCHOHATPHON KOMMYHHKALIMU» HCIIONB3YIOTCSl CIENYIOIINE IPOTrpaMMHBIE OOECTICUSHHS
COBPEMEHHBIX MH()OPMAIMOHHO — KOMMYHHUKAaTUBHBIX TexHojioruii: Microsoft Office, Excell,
cnoBapb-niepeBogunk ABBYLingvo 12, obyuaromue nporpammel: «Speaking Englishy, «Tell me
more», «AHrmiickuii Ha Ypay, «lIpodeccop Xurrunc. AnHrmiickuii 0e3 akUeHTay,
«VHTEpaKTUBHBINA yueOHHK 110 COBPEMEHHON rpaMMAaTHKe aHTIIHICKOrO si3bIka», «CaMOy4YHUTENH MO
AHTTIUHACKOMY  sI3bIKY»; WHTepakTuBHble Kypcbl «TOEFL», TpeHUHrOBble mporpaMMbl IO
rpaMMaTHKe U JIEKCUKEe, TECTOBblE 3aJlaHUs MO AHIIIMHCKOMY s3BIKY: « TecTbl Mo aHriuickomy
A3BIKY»; yueOHble mocodust U yueOHO-MeTonudeckre pa3paborku HayuHon oubmmorexu AT TIY.

11. MaTepuaibHO-TeXHHYECKOe o00ecrnedeHne TUCHUTIIHHbBI

[IprMeHeHNe COBpEMEHHBIX 00pa30BaTENbHBIX TEXHOJIOTHH, B PAMKAaX KOTOPBIX Peai3yeTcs
OCBOCHHE JUCLUIUIMHBI, MPEINoJaraeT HCIONIb30BAHHE aKAaAEeMUYECKOH ayIuTOpPHH  AJIs
MPOBENCHUS MPAKTHUYECKUX 3aHITHH ¢ HEOOXOIUMBIMH TEXHUYECKHMHU CPENCTBAMH (KOMITBIOTED,
NPOEKTOP, OJKpaH, WHTEPAKTUBHAs JOCKA, ayauo- U- BUAEO amlmaparypbl, Meauaszal ¢
BO3MOYKHOCTBIO TIPOCMOTPA CITYTHUKOBOTO TEJIEBU/ICHUS] HA MHOCTPAHHOM SI3BIKE).

Cpencrta 0OOydeHHs] BKIIOYAIOT Y4eOHO-CIPABOYHYIO JIUTEPATYpy (PEKOMEHIOBAHHBIE
yueOHUKH M y4eOHble NOCOOHs, cloBapH, yudeOHble M ayTeHTHYHbIE II€YaTHbIE, ayauo- U
BUAEeoMaTepuaibl, UHTEepHET-pecypehl).

IIporpammser: Microsoft PowerPoint 2007, Adobe Acrobat 160 Foxit Reader.

Harnsneble, ayanoBU3yalibHBIE, TEXHUYECKHE CpENCcTBA OOYyYEHHS:  KOMIIBIOTED,
MyJbTUMENA, ayIHOBU3YyaJIbHbIE MATEPUAIIbI.






