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1.Ileap ¥ 3apa4uy OCBOEHMSI M CIUILJIMHBI
JlanHasi mporpaMma paccuuMTaHa Ha CTYACHTOB, MPOJOJDKAIOIIUX 00yYeHHE B MarucTpaType
JI'TIY. OcHOBHO¥M HENbIO MpenoAaBaHus JUCIUIUTHHBI « THOCTpaHHBIN SI3bIK B MPOodheCcCHOHATBHON
KOMMYHHKAIIUW» SIBISETCS 3aKpPEIUICHHE 3HAHWMA, MMOTYYCHHBIX MAaruCTPaHTaMU B TPEIBIIYIIEM
stane oOydeHus - OakaliaBpuar, W JajbHEiIIee WX yriayOJleHHe 3a CYET H3Y4YeHHUs s3bIKa
npodeccHoHATbHOW KOMMYHHUKAIUH.
ey maHHO# IPOrpaMMBbl — Pa3BUTHE y CTYJICHTOB MarucTpaTypbl YMEHHH M HaBBIKOB OOIICHHS
B YCTHOH W THUCHbMEHHOW ¢opMe B THIHMYHBIX CHTyanusx B cdepe mpodeccnoHaIbHOR
KOMMYHHKAITUH, a TAKXKE COBEPIICHCTBOBAHKE SI3bIKOBOM M 00IIETTPOPECCHOHATBHON KOMITETCHITHH.
JlocTHKEeHHIO JAaHHOU LIETTU CIIOCOOCTBYET pEeIlICHUE CISAYIOIINUX 3a4a4:
® pa3BUTHE HHTEpeca K T[PUMEHEHMIO HMHOCTPAHHOTO  S3bIKAa B  MPAKTHKE
caMo00pa30oBaTeIbHON JACATEIHPHOCTH I1€/1arora;
® pa3BUTHE KOMMYHHKAaTHUBHBIX YMEHHI MarucTpaHTOB;
® pa3BUTHEC MEXKYJIBTYPHBIX 3HAaHWA © YMEHHUH, KOTOPHIE TIO3BOJIIIOT MArHUCTPAHTY
OpPUEHTUPOBATHCS B PA3NUYHBIX TUMAX KYJIbTYP U COOTHOCHMBIX C HUMH HOPM JEIOBOTO

OOIIICHUS,

® Dpa3sBUTHE 3HAHUW U YMEHHUH COCTaBIECHUA JIEJIOBOM KOPPECIOHACHIMU HAa MHOCTPAHHOM
A3BIKE;

®  OBJIA/ICHUE TEXHUKOW YTEHHUs, IEpeBO/ia U peepupoBaHUsl AyTEHTUUHBIX TEKCTOB JI€JIOBOM
TEMAaTHKHU.

CryneHTbl JO0JKHBI YMETh OCBEIIATh PAa3HOOOPA3HbIE BOIPOCHI, MPABUIBHO CHUHTAaKCUYECKU U
CTHJIMCTUYECKH OPraHNU30BaTh CBOIO PEUb, IPOBOJNUTH AHAIIM30B TEKCTOB JIEJIOBOM HAIIPaBICHHOCTH.
PaboTa Haj COBEpIIEHCTBOBAHMEM sI3bIKa BEJETCS KaK Ha MaTepuaie MUCbMEHHBIX paboT, Tak U
YCTHO C MOCJEIYIOIIUM KOMMEHTHPOBAHUEM, 00CYXJIeHUEM U paboTOW HaJ MHAUBUAYAIbHBIMU U
TUOUYHBIMU omuOkaMu. Ilpu orGope mMeronuyeckoro marepuaiga ocod0oe BHHUMaHUE HEOOXOJIUMO
yAenATh 3(PPEKTUBHBIM IpHEeMaM AaKTUBHOTO OOy4YeHHs, a TaKkKe JOCTHKEHHSIM COBPEMEHHBIX
METOAMK (KOMMYHUKAaTHBHOIO M HMHTEHCHBHOTO OOyueHHs, UTPOBOro MojeiaupoBaHus). B xoze
JAHHOTO Kypca CTYAEHT J0JKEH NMPUoOpPECTH MPAaBUIIbHbIE IPOU3HOCUTENbHbBIE HABBIKU, HAYUYUThCS
CBOOOJHO M MpPaBWIBHO MOJb30BaTbCid I'PaMMATHYECKUMU KOHCTPYKLHMSIMH aHTJHUICKOrO S3bIKa,
OBJIAJIETh JIOCTATOYHO OOIIMPHBIM CJIOBApEM M HAYYUTHCS CTHJIMCTUYECKU MPAaBUIBLHO O(OPMIISATH
CBOIO peYb KaK YCTHYIO, TaK U IUCbMEHHYIO.

2.Mecto qucuumiunbl B ctpykrype OITIOII BO
Hucuuruinaa (51.0.02.02) «MHocTpaHHBIM $A3BIK B NPOQECCHOHATBHON KOMMYHMKALIUU»

BXOJUT B MOIYyJb MPOPECcCCHOHATBHOW KOMMYHHKAIUH yuebHoro miana OIIOII BO 1o
HarpasJieHut0 moAroToBku 44.04.02 [Icuxomoro-negarornaeckoe 00pa3oBaHUE.

Huctumnmuna (51.0.02.02) «HOCTpaHHBIN S3bIK B MPOGECCHOHATBHOW KOMMYHHKAIIMW» 0a3upyeTcst Ha
KOMIIETEHIINSX, 3HAHUIX, YMECHHSAX W HaBbIKaX, CQOPMUPOBAHHBIX Yy 00yUArOIIUXCS B PE3yJIbTaTe O0yUEHUS
B CpeaHeil o00meo0pa3oBaTe/IbHOM IIKoJIe M B pe3yibrare ocBoeHus aucuuiuima OITOIT Gakamaepa
«[IpakTHyeckuii Kypc aHIIIMUCKOTrO s3bikay. JluciuminHa «MHOCTpaHHBIH $3bIK B MPO(ECCHOHATBHON
KOMMYHUKAITUI» O0ECIeunBacT YTIyOICHHYIO IOITOTOBKY CTYIACHTOB-MAaruCTPAaHTOB K pa3HOOOpa3HOM
npo(eCCHOHATIPHON JIEATSIIBHOCTH, CBSI3aHHOW C HCIIOJIb30BaHWEM 3HAHMM W YMEHUH B 00jacTu
WHOCTPAHHOTO S3bIKa B YUYPEXKICHHAX O0Opa3oBaHUs, KyJIbTypbl, ynpasienns, B CMU, B olOmactu
MEXKyJIbTypHOW KOMMYHHKAI[MH. 3HAaHWE s3bIKa HEOOXOOWMO Il MAaruCTPaHTOB ISl HW3YyYeHHUS
WHPOPMAITMOHHBIX PECYpPCOB HA aHTIHUICKOM s3bike.  KommereHrmu, chopMHUpOBaHHBIE B TpoIiecce
W3YYCHUS TUCIUILINHBI, HEOOXOIUMBI JIII OCBOCHUS CONCPKAHUS JTUCIHUILINH: «MeTouKa MperoaaBaHus

AHTJIMICKOTO S3bIKA B YCIIOBUAX MHOT'OA3BIYUAY, «AHTTIMHCKUH S3BIK JJIsL MC)KKy.]'H:TypHOﬁ KOMMYHUKaAIUnN»,



JVCIIUTUTAH TI0 BBIOOPY CTY/CHTA, BBIOMHEHUS 3ajaHuil (y4eOHOH, MPOM3BOJCTBEHHON NMPAKTHK, HAYYHO-

HCCIIEA0BATELCKON PabOThI) M IOATOTOBKY K HTOTOBOW aTTECTAITHH.

3.J1lnanupyempble pe3yabTaThbl 00y4eHH s M0 JUCHUIINHE

B pe3ynbrare ocBOeHHs copepiKaHMsI IPOTPAMMbl Y MarucTpa JIOJKHBI ObITh C(OPMUPOBAHBI

KOMIICTCHII MU .

@dopMupyeMble KOMIIETEHIHU

Koxa

HaunmenoBanue

Ilepeuyenb niIaHNMpyeMbIX pPe3yJIbTATOB
00y4eHHs 10 JMCHHUIIIMHE

YHauBepcaibHuble komnereHnun (YK)

YK-4.

CriocoOeH TPUMEHSTh COBPEMCHHEIC
KOMMYHHUKATUBHBIC TCXHOJIOTHH, B TOM
YHCiIe Ha MHOCTPaHHOM (BIX) sI3BIKe(ax),
JUTS aKaJIEMUYECKOTO u
npodecCHOHAILHOTO B3aUMOICHCTBHUS

YK 4.1.

YMeer BBIOMpATH HAa TOCYAapPCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3BIKaX KOMMYHHKAaTHBHO
MpUEMIIEMBbIE CTHIIM JEJIOBOTO OOIICHMUS,
BepOanbHBIE 1 HeBepOaIbHBIE CPEICTBA
B3aMMOJEHUCTBUSA C NAPTHEPAMHU

YK 4.2. YMmeer ucnonp3oBath HHPOPMAITHOHHO-
KOMMYHHKAIIUOHHBIE TEXHOJIOTUU TIPU
MOUCKE HE0O0XOIUMOHN HH(POPMALIUH B
IpoIecce PeLeHNs Pa3IHYHbIX
KOMMYHHKAaTUBHBIX 33a7]ad Ha TOCYAapCTBEHHOM
Y UTHOCTPAHHOM (- bIX) SI3bIKAX.

YK 4.3. YwMmeer BECTU JIEJIOBYIO
MEPETIHCKY, YYHUTBIBasE ~ OCOOCHHOCTHU
CTUJTUCTUKH OQUIMATBHBIX M HEOQUIHATBHBIX
MKCEM, COIIMOKYJIbTYpHBIC pa3iinuus B Gopmare
KOPPECHOHJICHIIMA Ha TOCYIapCTBEHHOM U
MHOCTPAHHOM (-BIX) S3BIKAX

VYK 4.4.

YMeeT  KOMMYHHMKaTHBHO M KYJIbTYPHO
MIPUEMJIEMO BECTH YCTHBIE JI€JIOBbIE Pa3rOBOPHI
B polecce npodeccnoHaIbLHOTO
B3aUMOJEHCTBUSI HAa  TOCYNAapCTBEHHOM U
WHOCTPAHHOM (-BIX) S3BIKAX.

YK4.5. JleMOHCTpUpPYET YMEHHE BBIIOIHATH
MEPeBOJ] aKaJeMUUECKUX U TPO(ECCHOHAITBHBIX
TEKCTOB c HWHOCTPAHHOTO (-bIX) Ha
rOCY/IapCTBEHHBIN SI3bIK.

Ob6menpgeccuonanbubie komnereHuuu (OIK)

OIIK-8

Crniocoben MIPOEKTUPOBATH
NeIaroTHYecKyIo JesITeNbHOCTh Ha
OCHOBC CIICHIUAJIBHBIX HaY4YHBIX 3HAHUH
Y pe3yJIbTaTOB MCCIIEIOBAHUIM

OIIK 8.1. 3HaeT 0COOEHHOCTH IIEaroruyecKoi
JEeSTeIbHOCTH;  TpeOOBaHWs K  CyOBeKTaM
MEearornYeckoil  JesTeIbHOCTH;  PE3yIbTaThl
Hay4YHBIX HCCIIeIOBaHUI B chepe
MeJJarOrHYeCKOM JIEATENHHOCTH.

OIIK 8.2. YMeeT HCII0/Ib30BaTh COBPEMEHHBIE
crenyanbHble HayYHbIE 3HAHUS U PE3YJIbTaThl
WCCIIEIOBaHUH [ BRIOOpA METO/IOB B
MEe1arorn4ecKoi JesaTeIbHOCTH.

OIIK 8.3. Bmageer meromamu, hopMamMu H
CpeJICTBaMU MearoruIeckoil JesTeIbHOCTH,
OCYIIECTBIISICT WX BHIOOP B 3aBUCHMOCTH OT
KOHTEKCTa MPo(heCcCHOHATBHON NeATEIPHOCTH
C YYETOM PE3yJIbTATOB HAyYHBIX UCCIICIOBAHUI.




4. TpynoéMKOCTb IMCHUIIMHBI (MOIYJIs1)

OO6m1ast TpyA0€MKOCTh TUCIMIUIMHBI COCTaBIIAET 3 3aueTHble enuHUIIBI (108 gacoB).

Jucuunnuna uzydaercs B 1-m cemectpe. Tabnuna 1
Bun yueOHO# paboThI Ounas 3aouyHas
¢dopma (opma
o0yueHus o0y4eHus
AyauTopHbIe 3aHATHUSA (BCEro) 28
Jlekun
IIpaxTuueckue 3ansatus (I13) 28
Cemunaps! (C)
Jlaboparopubie pabots (JIP)
CamocrosiTesibHast padoTa (Bcero) 80 102
[IpopaboTka MaTepuana JeKIHii, MTOATOTOBKA
K 3aHATHIM
CaMocTosATENbHOE U3YUYEHHUE TEM
KonTtposbHbie paboThI
Pedepar
Kypcogoii mpoekT (paboTa)
IIpomexyTounas arrectanus (3a4er, 3auér 3auér
9K3aMeH)
OO6m1as Tpy10€MKOCTh 108 108
5.Conepxkanue IUCHUNIHHBI (MOXYJIA)
5.1. TemaTnueckuii njia”n
Ta6muma 2
Ne HanmeHnoBanue pasnena Bunpl yueOHOI pabOThI U TPYA0EMKOCTh UX U3YUEHUS
(TeMBI) IUCLUILINHEL Jlexuuu Ipakr. JlaGop. Camocrosr | [IpomexyTou
3aHATHS 3aHATHS enbHas HBIN
pabota KOHTPOJIb
OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030 | OYH ‘ 030
Mogayas 1. lIpodeccuonaibHoe o01ieHue
1.1 [lybnudHOE BBICTYIUIEHHE 4 2 10 | 12
KaK JKaHp JIJIOBOTO
oOmIeHMSL.
1.2. ®DopMaThl IeIT0OBOTO 4 10 12
o01IeHust 2
1.3. Cry>xeOHBIN THUaor. 4 10 14
1.4. | Bungsl meperoBopos, 4 10 13
NpaBuIa UX BEJICHHUS.




Hroro 3a 1 moayJsb 16 4 40 51
Mogay.s 2. [ITucbMeHHbIe OU3HEC- KOMMYHUKALMU
2.1. ®dopmarsl, TpaBujIa 3 2 10 12
IMHCBMEHHOIO0  JEJIOBOTO
o0IIeHUs
2.2. AHHOTHPOBaHHUE, 3 10 12
PE3IOMUPOBAHUE 51
pedepupoBanme
Ka4eCTBEHHOM MPeCcChl
2.3. | Onpenenenue KII. 10 14
2.4. CHHTaKCHYECKHE 10 13
ocobennocTH si3pika KIT
Hroro 3a 2 mogynnb 12 2 40 51
Hroro 3a cemectp 28 6 80 | 102 | 3au. | 3au.

5.3. Tembl NpaKTHYECKUX/CEMUHAPCKHX, JIA0OPATOPHBIX 3aHATHII U NepeYeHb 3aIaHU

Tabnuua 4
Ne Tema npakTu4eckoro 3anmanust (MK BOIIPOCHI IS ®opma Jluteparypa
/T (cemuHapckoro, 1ab.) 00CYX/ICHUS Ha CeM. 3aHITHN) OTYETHOCTH
3aHATHS

Moayas 1. [IpodeccuonanbHoe o0meHne

I1.1.

[TyGnuuHOE BBICTYILUIEHUE
KaK »aHp JII0OBOTO
0oOIEeHU.

3anamue Nel,2
1.MadopmarnmonHast

peub.

2.IlpuBeTcTBEHHAs pedb.
3.ToproBas peyb.

4. DTanbl NOATOTOBKH U
MPOBEACHUS ITyOJUYHOTO
BBICTYIUICHUSI.
JIOKOMMYHUKaTHUBHBII
9Tall: ONpEeleNeHUE TEMBbI
W IeNd  BBICTYIUICHUS,
OLIEHKa  ayJIuTOpUH U
00CTaHOBKH, no100p
MaTepuaia, CO37aHHE
TEKCTa W TIPE3CHTAIUH,
peneTHIHS.
KoMMyHHKaTHBHBII:
BBICTYIUIEHHE, OTBETHI Ha
BOIIPOCHI, BEJICHHUE
MTOJIEMUKHU.
ITocTkKOMMyHUKaTHBHBIN
3TalN: aHaJIHU3 PEYH.

3anamue Ne2

1.YcraHoBienue KOHTAaKTa C
ayJIUTOpUEH, €ero MPUEMBL:
BOIIPOCHO-OTBETHBIN TIpHUeM,

MepexoJl OT MOHOJIOTa K JHaJoTy,
MpUeM  CO3JaHHSI  MPOOIEMHOM
CHUTYaIIUH, npuemM HOBHU3HBI
vH(pOpMAaIMU OmNopa Ha JIUYHBIHA
OMBIT, WCIOJb30BaHHE  IOMOPA,

VceTHbIi
ompoc.
KontpomnsHo-
TECTOBBIC
3a7aHUS.

CM. nyHKT 72,0




KpaTKO€ OTCTYIINICHUEC OT TEMBEIL.

2.CpenctBa HeBepOaIbHOM
koMMyHHKarmu. [lo3a,  KecTsl,
MHMUKa BBICTYTIAIOIIETO.
3.IIpaBuna MOATOTOBKHU
Mpe3eHTalNH: KOJINYEeCTBO U
obopmMIicHHE  CclaiioB,  BBIOOD
mpudra, CHUHTaKCHYECKHUE
0COOEHHOCTH TEKCTa, CTPYKTypa
MIpe3eHTaINH.
4Ananus My OIMIHOTO
BelcTymiieHus. Cxema — aHanmza
Ty OJIMIHOTO BBICTYIUICHUSI.
5.KomnexkTuBHBIH pazbop
BBICTYIUICHUH COKYPCHUKOB.
6.ITuceMeHHbIE OT3BIBBI 0
BBICTYTUICHHUSIX.
1.2 | ®opmaTsl 1e10BOTO 3anamue Ne3 VerHbiid CM. yHKT 72,6
oO0IIeHHS 1.CocraBisitoriie  yCIEMIHOTO | OMpOC.
JIEJIOBOTO o6uenns. | KoHTporbHO-
2. MeXKyIbTypHbIE pa3iuuusi B | CCTOBRIC
JIETTIOBOM OOIICHUH. ST
3anamue Ned
3.0cobenHocTH JIEIIOBOTO
oOnieHuss B oQuIMAIBHON U
HeoUIMaNbHOH  OOCTaHOBKE.
4.PeuyeBoi STHUKET.
5.PeruonanbHoe BapbUpOBaHUE
B  JIEIOBOM  OOLIEHHMH  Ha
AHTIIUICKOM SI3BIKE.

1.3. | CayxeOHbIil quamor. 3anamue Ne§ VerHbiid CM. nyHKT 72,0
1.Tumbl peueBbIX aKTOB B JIE€JIOBOM | OMPOC.
OOIIeHUH: BOMPOC, MOOYXKICHHUE, KonrpossHo-
coOOIIeHNE TECTOBBIC
2.3aKphIThIE, OTKPBITHIE, SANAHI.

PUTOPHUYCCKUC BOIPOCHI, BOIIPOCHI

JUIsE  OOJTyMBIBAHUS, TEPEIOMHBIC
BOIIPOCHI.

3.Metosl yOexneHus
cobeceaHrKa

4 Ilcuxonorudeckue THIIBI
cO0ECeTHUKOB.

5.HeBepOanbHble cpeJncTBa

JIEJIOBOTO OOIIEHMS.

3anamue Neb
6.IIpocTpaHcTBEeHHBIE HOPMBI
JIEJIOBOTO OOIIEHMS.
7.Ciryxe0HbIi TenedOHHBIH
pasroBop.

8. TexHukKa peuu B pa3roBope Mo
TenedoHy.

9.IlpaBumna BeaeHUs TeIe(hOHHOTO
pasrosopa.

10. MaTEpBBIO IIPH TIpHEME Ha
pabory.




1.4.

Buel neperoBopos,
MpaBujia UX BEJCHUS.

anamue Ne 7 VcTHbIM
1.9T1anbl MHOATOTOBKH M | ompoc.
MPOBEJICHUS 1IeperoBopoB. | KOHTPOITbHO-

TECTOBBIC

2.JIokOMMyHHUKaTHBHBIN 3TaIl: cOop
3aJaHuA.

nH(pOpMAaIUK, ONpPENCICHUE LEICH
U 3a7a4, OINpeAesieHUe BPEMEHH U

MecTa  BCTpeuH, YYaCTHUKOB
Jelerayu.
3.KoMMyHMKaTHBHBII JTall:

NPENCTaBICHUE  CTOPOH  ApYyT
Ipyry, U3JI0KEHHE TMpodiIeM H
Lesied, aHaiau3 MpoOJIEMBbl, AUATIOT
Y4aCTHHUKOB, apryMeHTanus
BApUAHTOB pPEIICHUM, IOIBEICHUE
WTOTOB U IIPUHATUE PpEUICHUM,
COCTaBJICHHE MPOEKTa JOKYMEHTOB.
4. IIoCTKOMMYHUKATUBHBIA ~ 3TaIL:
aHaJIu3 MePEeroBOPOB.

5.513b1KOBAs COCTaBJIAIOLIAs
YCIEUIHbIX IEPErOBOPOB: CIIOCOOBI
MIPUBJICYCHU BHAMAHUs, IPOBEpPKa

aJICKBAaTHOCTH IIOHUMaHUs,
MOJBITOXKHBAHUE JOCTUTHYTBIX
JOTOBOPEHHOCTEH, — CMATYCHUE
BbICKa3bIBaHUA.

6.Y4er KynbTypHBIX paziuuuil Ipu
MOJITOTOBKE u BEICHUH
MIEPEroBOPOB.

3anuamue No 8
1.Wutepebto. Lenu wu 3agaun
OOIICHUS ¢  NPEACTABUTEIIIMU

IIPECCHI.
1.JloKOMMyHUKaTUBHBIN ATam:
oTpesieTieHne (coBMecTHO c

WHTEPBBIOEPOM) Kpyra mpoOiem
pas3roBopa, IOArOTOBKAa OTBETOB Ha

mpearnoiaragMble BOIIPOCHI,
H3y4eHue WHPOpMALTUH 0
KYPHAJIHUCTE.
2.KoMMyHHKaTHBHBIN JTal:
MIPUBETCTBUE, YyCTaHOBJICHUE
KOHTaKTa; OTBETHl HAa BOIPOCHI
HHTEPBBIOEPA, MpoILaHue u
OmarogapHOCTh 32  WHTEpECHBIE
BOTIPOCHI.

3.IlocTKOMMYHHUKaTUBHBIA 3Tl
aHanM3 WHTepBbIO. [lpaBuna s
HHTEPBHIOUPYEMBIX.

4.Crnemuduka npecc-KoHbepeHIHH
Kak BHJa JEJIOBOTO0  OOIIEHHS.

IToaroroBka K npecc-
KOH(EpEHIIUH.
5.CocraBiienre  3asgBIICHHS  JUIS
MIPECCHI. OO0meHue c
KYpPHAJIHCTAMH  TIOCIHE  TIpecc-
KOH(pepeHIHH.

Cwm. myHKT 72,0

Moayasb 2. [IucbMeHHbIe OU3HEC- KOMMYHMKALMHA




2.1.

®dopmarsl,
MMUCHbMEHHOTO
00I1IeHHS

MpaBHiIa
JIEJIOBOTO

anamusa Ne9,10
1.5I3BIK  TTUCEMEHHOTO
OOIIIEHHS.

2.Bugsr JIEIIOBBIX ITHCEM.
CTpykTypa  JENIOBOTO  IHUCHMA.
3.53BIK ¥ CTUJIL JEIOBOrO IUCHEMA,
4. TunuyHble KIUIIE.
S.IIucbMo-3ampoc W OTBET Ha
3armpoc, MMHCHMO-3aKa3,
pexiIamManuy. DJIEKTPOHHAs T0YTa:
(dhopMaT, CTUIIb, THIIMYHBIC KJIMIIIE.

ACJIOBOIO

YcrHblit
orpoc.
KonTponbHo-
TECTOBBIC
3aJaHMA.

CwM. myHKT 72,0

2.2

AHHOTHpPOBaHHUE,
PE3IOMHUPOBaHUE u
pedepupoBanue
KaueCTBEHHOU Mpecchl

Sanamua Nell

1.Pe3rome. Llens cocraBiaeHms
pe3ioMe, ero CTPYKTypa U S3bIK.
2.CTpyKTypa, CoiepKaHue U A3bIK
COTIPOBOAUTEIHHOIO MUChMA
3.AHHOTUPOBAHHUE,
pe3oMHUpOBaHue U pedepupoBaHue
Ka4EeCTBEHHOW MPECCHI.

YcrHbli
orpoc.
KontpoisHo-
TECTOBBIE
3aJJaHMUS.

CM. iyHKT 72,0

2.3.

Onpeanenenune KII.

3anamue Nel2

1.Onpenenenue KII.
2.CnoBapusrit coctas KII:
o0mIeynoTpeOnuTeNbHAS U IEI0Bast
JIEKCHKa, TEPMUHBI, IMEHA
COOCTBEHHBIE.

3.Ctunuctuyeckue 0COOSHHOCTH
KII: meradopa, urpa cios,
aJIIIO3Ms, LIUTAIYs], HEOJIOTU3MBI,
pOJIb TIOBTOPA B U3BJICUCHUU
nH(pOpMAaIUH.

4 KoHuenTyanbHbIA 1
JIMHTBUCTUYECCKUM aCIIEKT
nyonukaiuii B KI1, ux conaaeHus
Y PACXOKIACHUS

Vel
orpoc.
KonTponbHo-
TECTOBBIC
3aaHMA.

CM. niyHKT 72,0

2.4.

CUHTaKCUYeCcKue
ocobenHoctH sa3bika KIT

3anamue Nel3,14
1.CunTakcuueckre 0COOEHHOCTH
sI3bIKA KIT:
ITAPOKOYIIOTPEOUTEIILHBIE
rpaMMaTHYeCKHEe  KOHCTPYKIIHH,
CUHTAKCHYECKass  KOHBEPIeHIIUS,
CerMeHTAaIUs CTPYKTYPBI
TIPEIIOKCHHUS, aKTyaJbHOE
YJIEHEHHUE.

2.Kores3us n xorepentHocTs B KII
3.Coco0Bl  KOMIPECCHUH TeKCTa
pu PE3IOMHUPOBAHAH,
AHHOTUPOBaHUM, pedhepUpPOBaHUN
KII.

4 SI3bIKOBBIE KJIUIIIE,
HCIIONB3yeMbIe MPU KOMIIPECCUU
TEKCTA.

VYcTHbIl
orpoc.
KonTponbHo-
TECTOBBIE
3aJaHMUs.

Cwm. myHKT 72,0

5.4. 3aganus caMoCTOATEJIbHOH PadOThHI

Ocob60e MeCTO B OCBOCHHH JaHHON JTUCIMIUIMHBI 3aHUMAET CaMOCTOsITeIbHAs paboTa CTYCHTOB
(CPC) o6rum oobemom 80/1024acos.




i ycnemrHoro ocBOeHUsI MaTepuaia Kypca U MPHOOPETEHUs] COOTBETCTBYIOUINX HAaBBIKOB M YMEHHI
PEKOMEHIyeTCsl 3HAKOMCTBO C OOJBIIUM KOJMYECTBOM ayTCHTHUYHBIX OOpa3lOB YCTHHIX M MHCbMEHHBIX
JEJOBBIX M TPO(EeCCHOHATBFHBIX KOMMYHHUKAIMH, WX MOAPOOHBIA S3BIKOBOM aHanm3. s permeHus >Tod
3a/ladll PEKOMEHAYEeTCS HE TOJIbKO FKCIIOJIb30BaHWE COOTBETCTBYIOMIEH JMTEPAaTyphl, HO W PECYpPCOB
WHTEpPHETa, B OCOOCHHOCTH TeX, KOTOpbIe pa3paboTaHbl (M MOCTOSHHO OOHOBISIIOTCS) CIEHHAIBHO IS
o0ydeHus s3BIKY AETOBOTO U npodeccnonanpHoro obmenus. Ocoboe BHIMAaHKE CIeIyeT 0OpaTUTh Ha TO,
KaKk B YCTHOM ¥ TIUCBbMEHHOM [IEJIOBOM OOIIEHWH TMPOSBISIOTCS MEXKYIbTypHBIE Ppa3IHuus
KOMMYHHKAHTOB. Ha camoctostensayto paboty mo Mopmymnto 1 BBEIHOCSTCS TEOPETHYECKHE ACHEKTHI
MpeJiaraéMbIX TeM, KOTOpBIE CIIEAYyeT U3yYUTh M0 UCTOUYHUKAM Ha PYCCKOM U aHTJIMHACKOM SI3BIKAX, a TAKKE
MMOATOTOBKA IMyOJIMYHOTO BBICTYIDICHHS TPEX BHJOB: IPUBETCTBEHHAS pedb, WH(MOPMAIMOHHAS PeYh U
TOproBasi peyb.

Ha camocrosarenshyto paboty nmo Moaymto 2 BeiHOCHTCS TeMa 1 «DopMaTsl ¥ CTHIIN JUATIOTHYECKOTO
JIEJIOBOTO OOIIEHUS», a TAK)KE MUCHhMEHHBIE 33/I1aHus: 1) pe3roMe U COMPOBOIUTENFHOE MUCEMO TIPH TIpHEeMe
Ha paboTty (Tema 2); 2) aenoBoe mucbMo (tema 3); 3) MeMopaHmyM (TeMa 5); 4) mpoTOKoJ coOpanms (Tema
6).

Ne Paznea (Tema) nporpammbl | Kooy | 3aganus ®opma JlutepaTtypa
n/n eCTBO JJIs1 CAMOCTOATEIHLHOTO OTYETHOCT
4acoB | BbINOJHEHUs "

Monayas 1. [IpodeccuonanbHoe odnenne

[Ty6nuunoe BeicTymienne | 10/12 1.0O3HakoMIIeHHE VeTHbi CM. iyHKT 72,0
L.1. | kak sxanp nenoBoro MarucTpaHToB ¢ IJIAHOM | OTpoc.
OOIIeHMS. CaMOCTOATENBHOM padoTel | KOHTPOIS
Ha y4eOHBIHI rox, | HO-
rpapMKOM KOHCYIBTALHI, | oo obre
2.KoHkypc Ha mJydiree SAATIA
SI3BIKOBOE opT¢oINo
o0y4aromerocs.
3.Bemonnenue
eKEHEeIeTbHBIX
JOMAIIIHUX 3aJaHul 10
Kypcy «/HOCTpaHHBII
SI3BIK»
3.http://www.englishclub.
com/speaking/presentatio
ns.htm

1.2 | dopmartsl 1e10BOTO 10/12 1.AHanu3 Buaeo3anucei VceTHbII CM. niyHKT 72,0
oO01IeHUS My OJTMYHBIX ompoc.
BBICTYIUIEHUH TIO Kontposs
PEKOMEH ALK HO-

TECTOBBIC
MPEeToAaBaTess U Mo

3alaHusl.
cOoOCTBEHHOMY BBIOODY
MarvcTpaHTa,
oTpesieNiCHUE TUTIOB
OpaTopoOB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

1.3. | CayxeOHbIi Tuaor. 10/14 l.IlpocMorp w® aHanmu3 | YCTHBIA CM. iyHKT 72,0
BUJI€O3aIHCeN onpoc.
CITy)eOHBIX JIUAJIOTOB. Kownrporms
AHanu3 BepOanbHOM U HO-
HeBepOATBHON TECTOBEIC
COCTaBIAIOLINAX SAMATI.
YCHEIHOTO U HEYJa9HOTO
CITy>ke0HOTO Irajora.
[ToaroToBka k poseBoi
urpe «HTepBBIO TPU
mpueMe Ha paboTy».
ITpocMoOTp BUE€O3aUCH
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How to get a job you want
Ha OJiore
www.tiashija.blogspot.co
m

1.4.

Buael neperoBopos,
MpaBWIa UX BEJACHUS.

1013

1.AHanu3 BUIcO3aMcen
My OIMYHBIX
BBICTYIUICHUN 1O
pEKOMEHIAITIH
MPEToAaBaTesIsl U 10
coOCTBEHHOMY BBIOODY
MarucTpaHTa,
OTIpe/ICIICHUE THUIIOB
OpaTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm

VT
orpoc.
MopnynbHbI
# TecT.

CM. niyHKT 72,0

Moay.s 2. [IucbMeHHbIe OM3HEC- KOMMYHUKALMU

2.1.

®opMarsl,
MUCHMEHHOT'O
o0LIeHns

npaBuiia
JIeJI0BOTO

10/12

1.IIpopaboTka TEOpUH
BOTIpOCa, W3yYeHUE
SI3BIKOBOM COCTaBJISIFOIIICH
OUIHATFHOTO,

MOy O(hUITHATEHOTO u
HEO(UIMATIBHOTO CTHIICH
JINAJIOTHYECKOTO
JIETIOBOTO 0OIIeHNSI.
2.IIpocmoTp
BHJI03aIMCe Ha
peIMeT W3yYeHUS
PETHOHAILHOTO
BapbUPOBAHUS B JECIOBOM
OOIIEeHNH.

1.Ha3zaposa T.b.
AHTTTHIACKUN SI3bIK
nenosoro obmenus. Kype
JIEKIUH U TPaKTHKYM. —
ACT, Actpens, BKT.
2016

2.Hazaposa T.b.,
IIpecuyxuna 1.A..
Pernonanbsaoe
BapbUPOBAHKE B JCIOBOM
OOIIICHNN HA aHTJTUHCKOM
si3pike. — ACT, Actpenb,
BKT, 2016

YerHblid
orpoc.
KonTtpons
HO-
TECTOBBIE
3a7aHusL.

CM. myHKT 7a

2.2

AHHOTHPOBaHUE,
PE3IOMHpOBaHKE u
pedepupoBanue
Ka4eCTBEHHOU Mpecchl

10/12

IIpocMoTp u®  aHanu3
BUICO3AMKCEHl HHTEPBBIO
Kaxkx TOTOBUTBCS K
HMHTEPBbIO
http://www.ublicityhound.
net/prepare-for-an-
interview-with-a-reporter-
these- 8-ways

YcrHbii
o1poc.
KonTpoas
HO-
TECTOBbIE
3a1aHusl.

CM. myHKT 7a

23

Omnpenenenue KII.

10/14

[TpopaboTka
BOIpoCca
1.BBenenckas JLA.
Puropuka u xyneTypa
peun. — @enukce, 2015

TEOpUH

YerHbil
orpoc.
KonTtpons
HO-
TECTOBBIE
3aJlaHMs.

CwM. IyHKT 7a
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2.Hazapoga T.b.
AHTTIMACKHH SA3BIK
nenoBoro obmenus. Kype
JIEKIUI U MPAaKTUKYM. —
ACT, Actpens, BKT.
2016

I[IpocMoTp W  aHanu3
BHJICO3AIUCEN TUCKYCCU

2.4 | CuHTakcuueckue
ocobenHocTy s3bika KII

10/13

[Ipopabotka Teopuu
BOTIpOCa

IToaroroBka k
MexBy30BCKOMY
KOHKYpCY TEpEBOJIOB C
WHOCTPAHHOTO SI3bIKa Ha
pycckuii (Tipo3a, mo33usi)
(BBITIOJTHEHHE TIEpEBOIA C
WHOCTPAHHOTO Ha
PYCCKUH SI3BIK,
[ToaroroBka K KOHKYpCy
YTEeIOB Ha HHOCTPAHHOM
sI3bIKe  (O3HAKOMJICHHE C

WHOSI3BIYHOMN M033HUeH,
3ay4HBaHUC

Hau3yCTh)

ITpopabotka TEOPUH
BOIpoca

peun. — @enukc, 2015
1..Hazaposa T.b.
AHTIUICKAN S3BIK
nenoBoro oomenus. Kype
JIEKIUH U TPaKTHKYM. —
ACT, Actpens, BKT.
2016

2.IIpocMoTp 1 aHanu3
BHJICO3aIIUCEN JUCKYCCUI
3. IToaroroBska k
MexBy30BCKOMY
KOHKYPCY Ha JTy4IIui
BOIPOC Ha HHOCTPAHHOM
sI3bIKE 110 TeMe «BpIciiee
obpa3zoBanue B Poccnn u
CTpaHax N3y4aeMoro
S3bIK» (M3yUEeHHE
HMHOSI3BIYHOU
JUTEPATYPBHI,
COCTaBJIEHHE BOIIPOCA U
0TBETA)

Y cTHBIIT
ompoc.
MonynbHbI
M TecT.

CM. myHKT 7a

5.5. Tembl pedepaTos

5.6. TBopuyeckue 3a1aHUsI-HE NIPELYCMOTPEHBI
5.7.Cutyanus 1151 aHAJIM3a-He NPeAyCMOTPEHbI
5.8.CraTbu A5l cocTaB/ieHUsS] aHHOTALMIA, pelleH3Uli-He MPeayCMOTPeHbI
5.9.TembI KypcOBBIX padoT He NPeLyCMOTPEHBbI

6.M0H/1 OLIEHOYHBIX CPE/ICTB JIsl MPOBeJeHHs] IPOMEKYTOYHOM aTTecTAlUM 00y4aIOUIUXCH 10

6.1.1lepeyenv komnemenyull ¢ ykasanuem 2manos ux Gopmuposarus 8 npoyecce 0Cc80eHuUs

AMCUUIJIMHE (MOLYJII0)

006pa306amenvHol NPOSPAMMbL




®opmupyemMble KOMIIETEHIIUH

Koxa

HaunmenoBanue

IlepeyeHb MUIaHNPYeMBbIX Pe3yJIbTATOB
o0yueHHsI MO JUCIHUILJIMHE

YHauBepcaibHuble komnereHnun (YK)

YK-4.

CriocoOeH TPUMEHSTh COBPEMCHHEIC
KOMMYHHKATHBHBIC TEXHOJIOTHH, B TOM
YHCiIe Ha MHOCTPaHHOM (BIX) sI3BIKE(ax),
JUTST AKaJIEMHUCECKOTO u
npoQeCcCHOHATLHOTO B3aUMOICHCTBHS

YK 4.1.

VYMeeT BBIOMpPATh Ha TOCYAPCTBEHHOM U
WHOCTPAHHOM (-bIX) fI3bIKaX KOMMYHHKAaTHBHO
HpUeMIIEMBble CTHIIN JEJIOBOTO OOIICHMS,
BepOasIbHBIE U HEBepOaJbHbIE CPEACTBA
B3aMMOJICHCTBHS C TApTHEPAMHU

VK 4.2. YMeeT ucronp3oBaTh HHOOPMAITHOHHO-
KOMMYHHKAIIMOHHBIC TEXHOJIOTUU TPHU
MTOUCKE HEoOXoInMOoi MHGOpMAaIUH B
MPOIIECCE PEIICHUS PA3TUIHBIX
KOMMYHUKATUBHBIX 3aJa4 Ha TOCYJapCTBCHHOM
Y MTHOCTPAHHOM (- bIX) SI3BIKAX.

YK 4.3. YMmeer BECTHU JIEJIOBYIO
MEPETIHCKY, YYHUTBIBasE ~ OCOOCHHOCTHU
CTHWJIMCTUKU O(HIMATBHBIX W HEO(HUIIUATBHBIX
MIHCEM, COIMOKYJIBTYpHBIC pa3iauuus B ¢opmare
KOPPECHIOHJICHIIMA Ha TOCYIapCTBEHHOM U
MHOCTPAaHHOM (-bIX) SI3BIKAX

YK 4.4.

YMeeT  KOMMYHHMKaTMBHO M KYJIbTYPHO
MPUEMIIEMO BECTU YCTHBIE JIEJIOBBIE PA3rOBOPHI
B npouecce npo¢ecCHOHAIBHOTO
B3aMMOJEWCTBUS HAa  TOCYJapCTBEHHOM U
WHOCTPAHHOM (-bIX) SI3BIKAX.

VYK4.5.JleMOHCTpUPYET YMEHHUE BBIMOJIHATh
MEePeBo/J| aKaJAeMHUIECKUX H MPOECCHOHATBHBIX
TEKCTOB c WHOCTPaHHOTO (-BIX) Ha
TOCYJJAPCTBEHHBIN SI3BIK.

Oomenpgeccnonanbubie KomnereHunu (OIIK)

OIIK-8

Crniocoben MIPOEKTUPOBATH
NeJarorn4eCKyro ACATCIbHOCTb Ha
OCHOBC CIICHIUMAJIbHBIX HaY4YHBIX 3HAHUH
Y PE3YJbTATOB UCCIIEIOBAHUI

OIIK 8.1. 3HaeTr 0COOEHHOCTH II€ArOrMUECKOM

JICATSIIBHOCTH;  TpeOOBaHUSA K  CyOBEeKTaMm
MEIarOrM4ecKor  JeATEeNIbHOCTH;,  PEe3yJIbTaThl
Hay4HbIX HUCCIEI0OBaHNNT B chepe

nez[arornquKoﬁ JACATCIIBHOCTH.

OIIK 8.2. YMeeT ucronp30BaTh COBPEMEHHBIE
CHEIaIbHbIE HAyYHbIE 3HAHUS U PE3YIIbTAThI
WCCIIEOBAHMM ISl BRLIOOPA METOJIOB B
MeAaroru4ecKoi 1eATEIbHOCTH.

OIIK 8.3. Bnageer meromamu, Gopmamu H
CpeICTBaMU MEAarorn4eckoil AesTeNIbHOCTH;
OCYIIECTBIISIET WX BHIOOpP B 3aBUCHMOCTH OT
KOHTEKCTa NMPOQeCCHOHANBHON NeITeTbHOCTH
C YYETOM PEe3yJIbTATOB HAyYHBIX UCCIICIOBAHUI.

6.1.2. Komniexm KOHMPOAbHBIX 3A0AHULL UTU UHble MAMEPUATDL, HeoOXoouMble 05
OYEHUBAHUSL KOMNEMEHYULL N0 MeOPEeMUYecKoll 2PAMMAMUKe AH2TULICKO20 S3bIKA

IMMPUMEPBI TECTOBBIX 3AJJAHUI J1J151 OHEHKHA KAYECTBA OCBOEHHUS
TACIHATITAHBI (MOY.JIS)




[IpumepHbIe TeCTOBBIE 3a1aHUS
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.

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



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

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

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

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

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

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

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.

7 ......: In dialogue, there is a mutual search for understanding. Each regards the other as a
partner in a shared inquiry. You see your partner in conversation as someone whose point of view
is valued, someone with whom to explore the familiar and develop the new.

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

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

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

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

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

4. Complete the following passage:

Giving unsolicited advice is what causes problems. Advice is necessarily preceded by a judgment
or evaluation—which is based on our interpretation of the situation. Although you may sincerely
intend to help or assist someone, giving unsolicited advice sends a variety of underlying messages



which are all based on assumptions, and which are almost always perceived as negative. As a
result, advice often comes across as judgmental, authoritative, or self-serving:
When we give unsolicited advice, the judgmental assumption is, 1 ...... The authoritative
assumption is, 2 ...... The self-serving assumption is, 3 ...... I once worked in an office where
one of our co-workers took it upon herself to give us advice about every aspect of our lives. In an
attempt to silence her once and for all, we decided to go out of our way to solicit her advice on
absolutely everything.
About a month later, she had in fact stopped giving unsolicited advice. Asking her for advice
clearly communicated to her that she and her opinions were valued.
Once she recognized that, she no longer felt the need to constantly offer unsolicited advice.
A —I know better than you,l or —I know and you don‘t, so I have to tell
you.|
B —I need to give you the benefit of my advice to validate or to prove to
myself how smart 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 Allow people decide for themselves.
6 . Choose the best title for each paragraph about negotiations:
1. Look for ways of —expanding the piel.
2. Be ready to explore as many variables as possible.
3. Know your minimum acceptable offer.
4. Start with easier points and leave the difficult ones for last.
a) You must know how much you can give up and what conditions you can
accept. It is essential that you examine many various combinations of
variables to be dealt with in the negotiation process. These variables may
include price, delivery conditions, quantity, credit terms or date.
b) Creative negotiators can work out new opportunities that benefit both parties.
In the ideal situation the opponents achieve their objectives and none of them has
to make a considerable concession. You can argue about how to divide the
market or you can work together and expand it in such a way that
each party has a substantial share.
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

. reschedule

. arrange a meeting

. find another time for the meeting

. hold the meeting later

. hold the meeting sooner

. hold a longer meeting

. finish the meeting earlier

. 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?
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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?
Many thanks.

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

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

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

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

a) Would you please authorize the expenditure?

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

IIpakTnyeckue 3aJaHus AJs TEKYIIero KOHTPOJISI 3HAHUI CTYIeHTOB-MATHCTPAHTOB

3ananue 1. Onpenennte, 03HAYAET JIM CJIOBO CTPAHY WM HAMOHAJIBHOCTH U MOCTABbTE
OykBbI M ‘C’ (‘country’) uam ‘N’ (‘nationality’).

1 Greek 6 China

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

2. lonoJiHuTE NpPEAI0KEeHHUs] CJI0BAMHU U3 PAMOYKHU
| short / heavy / big / early / long / fast |
Hanpuwmep: I can’t carry this box. It’s too heavy.

1 I think 7.30 is too for a meeting.

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

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

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

3. [lonGepuTe BhIpaKeHUs U3 IBYX CTOJIOMKOB H 00pa3yiiTe (ppa3bl, HAaIpuUMep:
__c¢__to the cinema on Friday night.

a) [ often play 1 to the gym.

b) I never listen 2 golf on Saturdays.

¢) 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. lonoJiHATE NPeJI0KeHUs CTI0BAMH M3 PAMOYKH
colleagues / company / flexible / friendly / job / opportunities / salary

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




(4) hours are more important than a high (5)
This year, Svetlana also has a (6) car and a lot of travel (7)

5. lono/iHUTE NMPEVIOKEHUs CJIOBAMH U3 PAMOYKH

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

1 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

03N LN kW

6 Jlomosnute 00BSBJIEHHUS MPENJIOTaMu in, on, at, from wi 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 IocTaBbTe I71aroJbl B HYXKHYIO (hopMmy.

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

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

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

8. locTaBbTe r1aroJ o be B Hy:xkHy10 hopmy.

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

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

weekend,” says Sandra.

9. lon0epuTe 0TBETHI K BHICKA3bIBAHUAM

a) Not bad, 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?

f) Yes, please.

: Hello, Mike.

: My name’s lan.

: See you later.
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3aganue 9. BriGepure Hy)KHOE CIOBO U3 PAMKH U 3aII0JHUTE MIPOITYCKU:

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
3aganne Nel(

Test 1 Public Speaking

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

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

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

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

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

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

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




your chest out. Look confident, even if you
don’t feel it.

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

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

9. Connect with your audience. 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?”

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

d. Keep your sense of humor.



e. Answer the question as directly and briefly as possible without being abrupt.
Use your answers to reinforce your main points. Avoid making a presentation about a
whole new subject.

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

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

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

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

4. Complete the following passage:

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

yourown3 ... . C preparation

An4 ... serves two purposes: D anticipation

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,
heightening their sense of openness and
7....

E gatherings
F professionalism
G shift

H spotlight

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

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

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

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

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

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

5. When you have limited preparation time.

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



7. When your audience suffers from PowerPoint fatigue.
To which from 1 — 7 are A — G a comment?

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

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

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

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

E Once you start a PowerPoint presentation, your audience knows that you are planning to cover a
predetermined amount of material. You have already set the content, scope, direction, and sequence
of your presentation. They know their part 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 I want of you.”

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

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

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

types of product that did not exist previously. However, where we are not first to the market with a
new product-type, we look at the market ............... 2, If it looks good, we develop our own
versions of the product. We usually test our offerings in focus ............... 3before ............... 4

them on to the market, or, if there's not much time, we may just launch them, monitor market
reaction and then modify them accordingly. We try to identify the different market ............... >
groups of end-users with particular characteristics. We look at the marketing .............. % This
includes the best way of distributing the product, deciding which ............. 7 and retail
................ 8 we are going to use. In the early stages, when the market is growing fast, it can be
qQUIte ..o %: there are a lot of competitors, and the ‘rules of the game’ are not yet
established. Later, when everyone who is going to buy the product has bought it, and the market is
essentially one of replacement, there are usually fewer competitors and conditions are more
................... 10 Of course, we try to be among these surviving companies, preferably number one
or number two in the market.

1 a) beginners b) pioneers ¢) 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.

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 He is a skilful politician who has ................. (manoeuvre) his rivals.

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

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

noun.

1) asuggestion

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

a) accept b) agree ¢) 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) adecision

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

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

\O

. Choose the best alternative from the words in brackets.

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

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

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

4 TIf 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.



5 The new management techniques were f) unrealistic, and a new budget will have to be

found to be highly presented to parliament next week.
6 Making films in Britain is unbelievably g) successful in 30% of companies and
7 The country's international position is moderately successful in 45% of cases.

now exceptionally

6.2.1. HpaRanecm/le 3alaHUA JISI IPOMEKYTOYHOI0 KOHTPOJIsA 3HAHUHA CTYAECHTOB-
MAaruCTpaHToOB

dopMOil  MPOMEXKYTOYHOM  aTTecTaluu 1o  AucuuiinHe  «MHOCTpaHHBIM — A3bIK B
npoeCcCHOHATBbHON KOMMYHUKALMHU sBIsieTcs 3a4eT. CucreMa TEKyIero u pyoeKHOT0 KOHTPOJIIS
CTPOUTCS MO OaNTbHO-PEHTHUHIOBOM MOJIEIH, @ UTOTOBBIM 3a4eT CTYACHTHI MOJIy4al0T B KayecTBE
HAKOMUTEIIbHON pEeUTHHTOBON oreHkn (He Menee 30 OamroB). B TexHomorumyeckoil kapre
JTUCIUIUIMHBL BbIIETICHBI Bce (OPMBI TEKYIIET0 M PYOEKHOro KOHTPOJS, KaKIas W3 KOTOPBIX
OLICHUBAETCS ONpPEEIEHHBIM KOJIMYECTBOM OaIoB (B 1MaNa30HE «KMUHUMYM — MaKCUMYyM» ).
Bo3moxHO HauucieHwe OOHYCHBIX U IITpadHBIX OamioB (HapuMep, K HEYIOBIECTBOPUTEIbHOMN
OLIEHKE B COYETAaHUM C PEUTHHTOBBIM IITPadOM MPUPABHUBAIOTCS CIada TEKCTa y4eOHOTO 3a1aHus,
M03aUMCTBOBaHHOTO M3 VHTepHeTa WM U3 KOJUIEKIMH y4eOHBIX 3aJaHHil MpPOIUIBIX JIET, cladya
IBYMs U 0oJiee CTy/I€HTaMH MJICHTHUYHOTO TEKCTa Y4eOHOTO 3a/JaHMsl, HCIIOJIb30BAHHUE AIEKTPOHHBIX
mporpaMM mnepeBoja. PeliTuHroBsie 60HYCHI IPeyCMaTPUBAIOTCS PU JEMOHCTPALIMU CTYIEHTaMU B
XOZIe ceMecTpa YriIyOJeHHOTO 3HaHUS Y4eOHOrO M JIOMOJHHUTEIBHOTO MaTepHala, TBOPYECKOTO,
WHUIMATUBHOTO U JUCIHUILUTMHUPOBAHHOTO OTHOIIEHUS K ydyeOHOMY mporieccy. TexHomoruyeckas
KapTa BKIIOYaeT 0a30BYI0 W JIOTIOJHUTENBHYIO 4acTu. B 0a30BOM 4YacTH NPUBOAUTCS pacueT
PEUTHHIOBOM OIICHKU Te€X Y4YEOHBIX 3aJlaHUi M KOHTPOIBHBIX MPOIEAYpP, KOTOPHIE BHIIOIHSIIOTCS
CTyJEHTaMH B TeueHue cemectpa. JlJis UTOroBOro 3ayera CTyJEHTaM JOCTaTOYHO HakomuTh 30
6amtoB. ENWHCTBEHHBIM 00s3aTEIbHBIM YUYEOHBIM 3a/laHUEM, KOTOpbIE MAaruCTPAaHThl JIOJIKHBI
BBIIIOJTHUTh BHE 3aBUCUMOCTH OT JOCTUTHYTOTO YpPOBHSI HAaKOIUTEJIbHOM OIICHKH, SBISETCS
MOJIrOTOBKA M MpPE3EHTalMsl y4yeOHOro mNpoekTa (CTYIEHTHI, MO YBaXHUTEIbHBIM NpPUYMHAM, HE
NPUHSBIIME ydacTHE B 3TOM pabore, 00s3aHbl MOATOTOBUTH YYEOHBI MPOEKT B COCTaBe
JIOTIOJTHUTENBHBIX yUeOHBIX 3a7aHuil). /lomnomHuTeNbHAs YacTh TEXHOJOTMUECKONW KapThl BKIHOYAET
KOMIIEHCUPYIOLIME yueOHble 3a/laHusl. MarucTpaHThl BBINOJHSIOT UX B TOM CiIydae, €ClId B paMKax
0a30BOil YacTH He cyMenM HaOpaTh KOJIMYECTBO OajuloB, HEOOXOAMMOE sl MOJY4YEeHHs 3adeTa.
BbiOOp AOMONHUTENBHBIX Y4E€OHBIX 3aJ@aHUM U3 MPEAJIOKEHHOTO TEepeyHs MarucTpaHThI
OCYILIECTBIISIOT CaMOCTOSATENBHO. CPOK MX BBIIOJIHEHUS ONPEAEIAETCS MPENO1aBaTEIEM.

IIpumeps! BONIPOCOB /11 3a4eTa
dopmanibHOE U HehOpMaITbHOE JIEI0BOE MHUCHMO.
Kinumie B 1enoBom nucbMe.
A06OpeBuaTyphl B IEJIOBOM MHCHME.
Oco6eHHOCTH /1€7I0BOM JOKYMEHTAIUH.
Kontpakr. Tumsl COBpeMEHHBIX KOHTPAKTOB.
OO0pa3s1bl KOHTPAKTOB.
Knume koHTpakToB.
CrnennanbHasi TEpMUHOJIOTHS B KOHTPAKTaXx.
OmnpeneneHye U TUIIBI I€JI0BBIX BCTPEU.
10 [InannpoBaHue NPOBENEHNUS AEIOBOM BCTPEUH.
11. ®yHKIIMOHATBHBIE OCOOCHHOCTH S3BIKA JCIOBBIX BCTpPEY.
12. Knuie aenoBbIX BCTpey.
13. OnpeneneHune u TUTBI TPE3EHTALIHM.
14. CtpykTypa npe3eHTaIuH.
15. Knumie B npe3eHTanum.
16. Ctunuctudyeckue 0cOOEHHOCTH MPE3CHTALUI.
17. OnpeneneHune u TUIBI IEPETOBOPOB.
18. Oco0eHHOCTH fA3bIKa IEPETOBOPOB: JIEKCHUKA, (YHKIIMOHATIBHBIE CTUIIH, TUCKYPC.
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1.lonosnuTe pa3roBop Ha kKoHGepenuuu. Mosiu npeacrapiaseT Camy koJuier: doesn’t/ s/ are /do /
isn’t/ aren’t

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

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

Bill, Emma How do you do.

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

Emma No, we (2) .We’re engineers.

Molly And where (3) you work?

Bill We’re with AK Designs.

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

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

3apanme 2. [Ipounraiite Tekct Legal education u nepenaiite kpaTkoe coiepaHue Ha aHTJIMHCKOM
S3BIKE:
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.



3ananume 3. CocTaBbTe aHHOTAIMIO K cienyroniemy Tekcty: Legal education

3ananmue 4. [loaroroBbTe MPE3eHTALNIO CBOCH HAYYHOU CTaThU WIIM JOKJIA/1a, UCTIONb3YS
HIKEIIPUBECHHBIE BBIPAXKEHUS:

Sample of Presentation
Dear friends and colleagues,

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

To save time, could we leave questions until the end? Right. First of all, just a few words about the
history of the subject ... . Now for the main problem. There is an essential difference between ... .
Turning now to the possibilities, 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.
3ananme 5. [Ipounraiite TexcT Speaking on Public u nmepenaiite kparkoe comepkaHue Ha
AHTJIMICKOM 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.

3amanue 6. OTBETHTE HA BOMIPOCHI MO COJACPHKAHUIO 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. IlpounTaiiTe TEKCT HA PyCCKOM SI3BIKE U MEPEIalTe €ro coaepKaHrue Ha aHTJIMMCKOM U



Hao000pOT.

23. ConocTraBbTe aHIIUIICKOE (PYCCKOE) CI0BO WIIM BBIPAKEHUE C €I0 IIEPEBOIOM.
24. TloctaBbTe BONPOCHI K TAHHBIM MPEIOKECHUSIM.

25. CpenaiiTe naHHbIE IPENJIOKEHUS OTPULIATEIbHBIMU.

26. BcraBbTe MpoNyIieHHBIE CII0BA B JAHHBIM TEKCT.

3apanue Ne7 [Ipountaiite u nepeBeaure 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. Onpenenute, Kakue U3 HUXKENEPEUNCIEHHBIX yHKTOB MOT'YT OBITh Hanbosee
npurogasiMu 11t CV (T. e. curriculum vitae):

Your name, address and telephone number.

The title and reference number of the job.

Your date of birth.

Your marital status.

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

Your hobbies and leisure interests.

The sports you play.

Details of all the jobs you have had.

The languages you speak, read or write.

Details of the examinations you passed at school.

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

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

Your reasons for applying for this job.

When you are available for interview.

Details of your present (or last) job.

Your current (or last) salary.

The salary you would expect to receive.

The names and addresses of two or three referees.

Test 2 Business Dialogue

1. Complete the following passage with the words provided:



Resolving Conflict Made Quick and Easy!

That’s a contradiction in terms. When 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, l 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 § ... 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

d

People tend to be self-centered in dealing with others.
. 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 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 1s what causes problems. Advice is necessarily preceded by a judgment or
evaluation—which is based on our interpretation of the situation. Although you may sincerely
intend to help or assist someone, giving unsolicited advice sends a variety of underlying messages
which are all based on assumptions, and which are almost always perceived as negative. As a result,
advice often comes across as judgmental, authoritative, or self-serving:

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

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

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

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

2

am.

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



5. Which of the following is NOT a good suggestion?

Here are some suggestions for making your advice work.

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

B Ask for permission to give advice.

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

D Listen, listen, and listen

"C

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

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

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

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

6.3.Onucanue nokazameneil u Kpumepuee OyeHueaHusl KOMI’lemeHL;uﬁ HA paA3/lu4HblX omanax ux
d)OpMMpO@ClHM}Z, onucarue wKal OyeHUBaAHu

OnenouHoe IIxana oueHUBaHUA IIpencraBnenre OLIEHOYHOIO
CPENICTBO cpencTsa B hoHIE
3aumeno
KonTponbsHo- [IpaBuibHBIX OTBETOB S1- donp TECTOBBIX
TECTOBBIC 3aJ]aHUs Bricka3biBaHMe, B OCHOBHOM, JIOTHYHO; | MPAKTUYECKUX 3aJaHUM
MMEIOTCSl OTJENbHBIE HEAOCTATKU IpHU




HCIIOJIB30BAHUU CPCICTB JIOTHYSCKOM

CBA3HU, HMCHOTCA OTACJIIBHBIC
HEJOCTaTKW TpU JCJICHUM TEKCTa Ha
ab3aIlsl; HMEIOTCA  OTACJbHEIE

HapylmeHuss B O(QOpPMIICHMM TEKCTa.
Hcnonb3yemMblii  CIOBapHBIA  3amac
COOTBETCTBYET IIOCTAaBJIEHHOW 3ajaue,
OJJHAKO  BCTPEYAIOTCAd  OTIENIbHBIC
HETOYHOCTH B YHOTPEOJIEHUH CIIOB,
a100 CJIOBapHBIM 3amac OrpaHU4YEH, HO
JEeKCHKa HCIIOJIb30BaHa  IPABUIIBHO.
HNmeercs paa rpaMMaTu4CCKux
OLINOOK, HE 3aTpyAHSIOIIMX
[IOHMMAaHUE TEKCTa.

Hezaumeno»

[IpaBunpHbIX 0TBETOB MeHee 50%.
KpaitHe orpaHuyYeHHBI  CIIOBAPHBIN
3amac  HE€  IO3BOJSET  BBINOJHUTH

MOCTaBIICHHYO 3amagy.
I'pammaTHYeCKHE IpaBUIIa HE
CcoOJII0Hat0TCS.

HenpaeuibHoe HCIIOJIb30BaHHUE
rpaMMaTHYECKUX  CTPYKTYp  JeliaeT
HEBO3MOYKHBIM BBLIIIOJIHEHHE

MTOCTaBJIICHHON 3a1aun

MexXKynpTypHbIE
0COOEHHOCTH
JEII0BOM
KOMMYHHKAIUH

3aumeno 11paBUIbHBIX OTBETOB 51-

3amaHne BHIOIHEHO: HEKOTOPHIE
acleKThl, YyKa3aHHbIE B  3a/1aHUH,
PacKpbITBl  HEMOJHOCTBHIO;  MMEIOTCS
OTJIeNIbHbIE HAPYILIIEHUS CTHIIEBOTO
oopMIIeHHS peuH; MPHHATHIC B S3bIKE
HOPMBI  BEXJIUBOCTH, B OCHOBHOM,
COOJIFOIEHBI. ensb oO01IeHNs
JIOCTUTHYTA, OJJHAKO TeMa PacKphITa He
B NoJHOM oObeMe. COLMOKYJIbTYypHBIE
3HaHUS, B OCHOBHOM, HCIOJb30BaHbI B
COOTBETCTBHUH C CHUTYyaIllel OOIIeHUS
Heszaumeno»

[TpaBuiibHBIX OTBETOB MeHee 50%.
3ajaHue He BBINOJHEHO: COJIEpXKaHUE
HE OTpakaeT T€ acCHeKThl, KOTOpEIE
yKa3aHbl B 33J1aHNU, UM HE
CooTBeTcTBYeT TpeOyeMoMy 0OBeMy.
Lenpb oOmieHust He JOCTUTHYTA

PeueBoil PTUKET: COBETHI U
PEKOMEHIalluH.

CooOmenne
TemMe

1o

3aureHo

[IpaBuibHBIX OTBETOB S1-
BeicTynaromuii JeMOHCTPUPYET 3HAHUSA
o BBIOpaHHOU TeMe, HMEeT
3aTpyIHEHUs c HCII0JIb30BaHUEM
TeMaTH4eCcKoro Bokalyisipa; Mwmerorcs

Tembl coOOLLIEHNH




HECYIIECTBEHHbIE  TOTPENTHOCTH B
UCTIOJIb30BAaHUU TEPMUHOJIOTHH.
OTCYTCTBYET COTIPOBOUTETHHBIN
JIEMOHCTPALIMOHHBII MaTepuail.
3HAUNTEILHOE KOJIMYECTBO  OIIMOOK
SI3BIKOBOTO XapakTepa.

Hezaumeno»

[TpaBuiibHBIX OTBETOB MeHee 50%.
CooO1ieHre He IOATOTOBJIEHO, OO0
UMEET CYIIECTBEHHBIE MPOOETBl IO
MPEICTaBICHHOW TEMaTUKE, OCHOBAaH Ha

HEJI0CTOBEPHOU uHpopManuy,
BBICTYNAIOLIUM  JONYLIEHO OOJbIloe
KOJIM4YECTBO rpyObIX OLIMOOK
A3BIKOBOTIO XapakTepa.
[TucbMeHHbIN 1 «3aumenoy @oHJ TEKCTOB Ha NEPEBOT

YCTHBIN
EPEBO

[IpaBunbpHbIX 0TBETOB 51-%

[lepeBog monHbINA, 0€3 MPONYCKOB H
MIPOU3BOJBHBIX  COKpAIlEHUH  TEeKCTa
OpUTHHAJA, JIOITYCKaeTCsl OJlHa
dakTuyeckas ommoOka, MPU YCIOBHH
OTCYTCTBHS TIOTEPh HH(POPMALIHH U
CTHJINCTUYECKUX  TMOTPEIIHOCTed  Ha
Ipyrux ¢parmeHTtax Tekcra. Mmerorcs
HECYIIECTBEHHbIE  IMOTPEUIHOCTH B
MCIIOJIb30BaHUU TEPMUHOJIOTHH.
IlepeBon B [OCTaTOYHOW  CTEINEHHU
OTBEYACT CHUCTEMHO-S3BIKOBHIM HOpMaM
U CTWIIO si3bIKa nepeBoa. KynbTypHbie
1 QyHKIIMOHAJIbHbIE

napamMeTpbl  MCXOJAHOTO  TEKCTa B
OCHOBHOM  aJIeKBaTHO  IE€peJaHBbl.
KoMmyHuKaTHBHOE 3a/laHue
peann3oBaHo, HO HEZ0CTaTOYHO
ONTUMAJIBHO.

JlonyckaroTcs HEKOTOpble HapyIICHUs B
dopme mpeabsIBICHUS IEPEBOAA.

«Hezaumeno»

[TpaBuiibHBIX O0TBETOB MeHee 50%.
IlepeBon COZIEPKUT MHOTI'O
daktudeckux  ommbOok.  Hapymena
MIOJIHOTA nepeBoJa, ero
SKBUBAJIEHTHOCTh U aJIeKBaTHOCTh. B
nepeBoJie rpyo0 HapyILIEHbl CUCTEMHO-
A3BIKOBBIE HOPMBI W CTWJIb  SI3BIKA
nepeBoga. KoMMyHHMKaTUBHOE 3aJaHuE
HE BBINOJIHEHO. [ pyOble HapyleHus B
dopme mpeabsIBICHUS IEPEBOAA.

Pedepuposanue
cTaThbn

«3aumenoy»

ITpaBuiibHBIX OTBETOB 51-%

OcHoBHasi UH(pOpMAIUs H3BJIEYECHA U3
TEKCTa C MOJHO U TOYHO. OTCYTCTBYET
n30bITOuHass mHMopmarus. BeickazaHo

doupa craTen ois
pedepupoBanus




COOCTBEHHOE OTHOIIIEHHE K MpobiemMe,
0003HAa4eHHOH B IIPEJI0KEHHON
ctatbe. ComepxaHue cOOOIICHUS
COOTBETCTBYET  TeMme.  AJleKBaTHas
peaxiusi Ha JONOJHUTENbHbIE BOMPOCHI
IpernoaBaTers.

Peun npaBuibHas, 10MyCKaOTCS
HE3HAYUTCIIbHbBIC OIHI/I6KI/I A3BIKOBOT'O
Xapakrepa.

«Hezaumeno»
[TpaBuiibHBIX O0TBETOB MeHee 50%.
Heymenue OTIENUTh OCHOBHYIO

UHPOPMALIMIO OT  BTOPOCTENECHHOM,
HOMNBITKH pedepupoBaHuss CBOAATCS K
BOCIIPOU3BEICHUIO TOTOBBIX
NpeATI0KEHUH U3 TeKCTa.

PedeBasi akTUBHOCTB CTYZCHTA HHU3Kas.
Peakuust Ha BOIIpOCHI

npenojaBaTenss OTCYTCTBYET WM HE
aJiekBaTHa TeMe. boJbloe KoIMm4ecTBO
OIMOOK SI3LIKOBOTO XapaKTepa.

IIucemenHbIE
paboTsl

«3aureHo» [IpaBunbHbIX 0TBETOB 51-%
— CTYJEHT MOATOTOBUJI 331aHUE IO
npeUiokeHHOMY (hopMmaTy, XoTs
UMEIOTCS OTJEJIbHbIE HAPYILIEHUS
CTHJIEBOTO O(DOPMIICHUS PEUH.
Hcrnionb3yeMblil CIIOBapHBIN 3am1ac
COOTBETCTBYET IIOCTABIEHHON 3a/1a4e,
OJIHAKO BCTPEYAIOTCS OTJEJIbHbBIE
HETOYHOCTHU B YIIOTPEOJIEHNUH CIIOB
100 CIIOBapHBIN 3amac OrpaHUYeH, HO
JIeKCHKa UCIOIb30BaHA MPABUIIBHO.
HmeeTtcs psa rpaMMaTHUECKUX
OLIMOOK, HE 3aTPyAHSIOLINX
noHuManue Tekcra. Opdorpaduaeckue
OLIMOKH MPAKTUYECKH OTCYTCTBYIOT.
«He3auTeH0» — CTYIEHT MOJTrOTOBHI
3alanue ¢ TpyObIMH HapyLICHUSMU
dbopmara MACbMEHHOU paboTHI.
OTCcyTCTBYET JIOTMKA B IOCTPOCHHUH
BBICKa3bIBaHUS; TEKCT HE O¢OpMIEeH
COIJIACHO  HeoOXoauMoMy  Qopmary.
KpaitHe orpaHuYeHHBI  CIIOBAPHBIN
3amac  HE  IO3BOJIAET  BBIIOJHUTH
MOCTaBIEHHYIO 3aaauy. JlomylieHsl
rpyOble  jekcuyeckue U (WIN)
rpaMMaTHYECKHE OIIHOKH.

®oHJ IEJIOBLIX ITHCEM,
KOHTPAKTOB

IlepeBon nenoBbIX
IMHUCEM

«3auteno» IIpaBuiibHbIX 0TBETOB 51-%
—  TEeKCT  IepeBoja  a/eKBaTeH
UCXOJHOMY COOOIIECHUIO; H3JI0KEHUE, B
OCHOBHOM, JIOTHYHO U TIPaMOTHO;
IPOJEMOHCTPUPOBAHO 3HaHUE u
NOHUMAaHME KIKYEBOI TEPMUHOJIOTHH U

DoH AeIOBBIX ITHCEM,
KOHTPAKTOB




JIEKCUKO-TPAMMAaTHYECKUX  CTPYKTYD;
JIOIIyCKaeTCs 10 YETBIPEX
HE3HAUUTENIbHBIX OUIMOOK B IEpEeBOjE
TCPMHUHOB U JICKCUKO-TPAMMATHUYCCKUX

CTPYKTYP.
«He3auTeH0» — TEKCT IMeEpeBoja
HOJTHOCTBIO HE COOTBETCTBYET
UCXOIHOMY COOOIIEHUIO; B

NEPEeBEICHHOM  TEKCT€  OTCYTCTBYET
JIOTUKA M WMMEIOTCSI MHOTOYHCIICHHBIE
rpaMmaTH4ecKkue  omuOku  (Oosibie
BOCHMH); M3YYCHHBIH BOKAOyJsIp W
JICKCHUKO-TPAMMATHUYECKUE  CTPYKTYPHI
nepeBe/IeHbl HEBEPHO JIMOO COBCEM HE
TICPEBE/ICHBI.
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8. Ilepeuenn pecypcoB HH(POPMAIUOHHO-TEJIEKOMMYHUKAIIMOHHOM ceTH « UHTEpHET),
HeO00XO0IMMBbIX /LISl 0CBOEHUSI TMCIUIIMHBI (MOLYJ151)

[lpu mpoBeACHUH NPAKTUYECKUX 3aHATHH MO JUCHUIUIMHE «/IelOBOW WHOCTPaHHBIN SI3BIK
UCTIOJB3YETCsl  CIIEAYIOIIee MPOrpaMMHOE OOeCHeueHHEe COBPEMEHHBIX HH(POPMALMOHHO —
KOMMYHUKATHBHBIX TEXHOJIOTHI:

WHTepHeT-pecypchl: aHrIos3bIuHbIe caThl: http://www.wikipedia.com; http://www.krugosvet.ru;
http://www.diplomotahes.com; http://www.lenta.ru; http://www.comersant.ru; http://www.uno.org;
-morickoBasi cucrema Google s momcka WHPOpPMANIMKM HA 1O TeMaM, BBIHOCHMBIM Ha

CaMOCTOSITENIbHOE U3yUEHHE;

-y4eOHbIe TOcoOHs U yueOHO-MEeTOAUECKUe pa3padoTku HaydHOi Oubmuorexu AITIY;
-3JIEKTPOHHBII pPECYPCHBII LEHTP Hay4YHOH OoubIoTeKN ALY, “Wikipedia”
http://www.wikipedia.org

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

http://www.logosnoesis.com/dialogue

http://www.wittcom.com/leader resources.htm
http://www.englishclub.com/speaking/presentations.htm

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

http:// www.ehow.com/how_4494650_ prepare-press-conference.html

9. MeToauyeckue yKazaHus sl 00y4aOUIUXCsl M0 OCBOEHHIO JUCIIHIJIMHBI

OO0y4deHrne MHOCTPAHHOMY SI3BIKY IO JIAaHHOM MporpamMMe TOTOBUT K JIEJIOBOMY OOIICHHIO
Ha aHTJIMICKOM $I3bIKEe, KaK B MPO(ECCHOHAIbHON JAEITeTbHOCTH, TaK U B MOBCEHEBHOW KHU3HU, a
TaK)K€ YYUT YUTATh U TIOHUMATh TEKCThI Pa3JIMYHON HAMPaBIEHHOCTH, YIUT MHUCATh aHHOTAIMHA U
pedepar, nucath MUChMa YaCTHOTO U JIEIOBOTO XapakTepa. B mporpammy BkItOueHa crieldaibHast
TEPMHUHOJIOTHS SI3bIKA JIETIOBOTO OOIICHUSI.

HeoOxonumo pa3pabaTpiBaTh COBMECTHO C TIpEIoOJAaBareieM WHANBUAYAIbHBIN aITOPUTM
CaMOCTOSITEIIbHON paboThI ¥ paboTHI Ha 3aHATHIX. OCHOBHAS PEKOMEH IAINs, 00eCTICUnBAIOIAs
ycrex mpHu OCBOCHUH, Kak OTAETHHBIX TEM, TaK U Kypca B IIEJIOM - CUCTeMaTHueckas paboTa HaJ
3aIaHUsIMHU, KOHKPETU3UPOBaHHBIMU B 1.3, «ConepikaHre CaMOCTOSITEIbHONW padoTh». BhIomHSs
3a/1aHMsl, CTYAEHT KOHTPOJMPYET CTENEHb YCBOCHMSI Marepuana U, €Clii OH H€ B COCTOSIHUM
BBIIIOJIHUTh TO WJIM HMHOE 3aJaHuE€, OH [OJDKEH BHUMATEJIBHO IPOYUTATH COOTBETCTBYIOIIEE
MpaBUJIO MO PEKOMEHJOBAHHOW JUTEpATypeE. [Tocme 3aBepmieHust Kaxaoro OJoka TeM,
MPEINOJaBaTeNb JA€T «TBOPUECKHE» 3aJaHMs: HAIMCAHUE CBSI3HBIX PAacCy>KJCHUMN, BHICKA3bIBAHU,
aHHOTalUi U pedepaToB, MUCEM JIMYHOTO U JIETIOBOTO XapaKTepa, MOArOTOBKA YCTHOTO COOOIICHUS
10 3aJ]aHHOW TeMe, MOATOTOBKA K POJIEBOM UTpe, HanpuMmep, «OTKpBITHE COOCTBEHHOTO OM3HECAY.
Ha 310 oTBOAMTCA MOCTATOYHOE KOJIUYECTBO YACOB HA CAMOCTOSTENBHYIO MOArOTOBKY. Ilomck u
cOOp Marepuana JODKEH OCYIIECTBIATHCA CTYACHTAMH CaMOCTOSTEIBHO W3 COOTBETCTBYIOIIMX
HMCTOYHHUKOB: TMEPUOAMYECKUX U3JIaHUM, HAYYHO — TMOMYJSPHBIX TEKCTOB, HAyYHBIX CTaTeH,
MoHorpadwuii, TaTepreT - pecypcos. [Ipu moaroroBke TakMx KOMMYHUKATHBHO-OPHUEHTUPOBAHHBIX
3aJIaHUI: POJIEBBIX WUIp, TPYIMIOBBIX JUCKYCCUA M T.M. CIEAYyET MNPUACPKUBATHCS CLEHApUs,
pa3pabOTaHHOTO COBMECTHO C MIPETO1aBaTEIIsAM.
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10 . Ilepeyenb MHPOPMALMOHHBIX TEXHOJIOTHI, HCIOJIb3yeMbIX NPH OCYIIECTBJIECHUH
o0pa3oBaTe/IbHOIO NMpouecca no AMCHUIIHHE (MOAYJII0), BKIKOYasi lepeYeHb IPOrpaMMHOI0
o0ecrieyeHus 1 HHPOPMANUOHHBIX CIIPABOYHBIX CHCTEM (MPH HEOOXOAMMOCTH)

IIppu mnpoBeneHMHM NPAKTUYECKUX 3aHATHM 10 AuciMIUIMHE «MHOCTpaHHBIM S3BIK B
npoecCHOHANBPHOM KOMMYHUKALIMKW» HUCIOJB3YIOTCS CIENYIOIIMEe MpOrpaMMHbIE 00ecredeHUs
COBPEMEHHBIX HMH()OPMAIIMOHHO — KOMMYHHMKAaTUBHBIX TexHojoruii: Microsoft Office, Excell,
cioBapb-niepeBogunk ABBYLingvo 12, oGydaromme nporpammel: «Speaking Englishy, «Tell me
more», «AHrmiickuii Ha Ypa», «lIpodeccop Xurrunc. AuHramiickuii 6e3 akUeHTay,
«VIHTepaKTUBHBIN Y4eOHUK 110 COBPEMEHHOM rpaMMaTHUKe aHTJIHICKOTO sI3bIKay, «CaMOy4YHUTENIH 10
AQHITIMHCKOMY SI3bIKY»; MHTepakTuBHble Kypchl «TOEFL»; TpeHUHIOBblE IpOrpaMMbl 11O
rpaMMaTHKE M JIEKCUKE, TECTOBbIE 3aJaHUs [0 AHIJIMHCKOMY S3bIKY: « TeCThl MO AHIITUHCKOMY
A3BIKY»; yueOHbIe TOCOOUS M yueOHO-MeToIn4ecKre pa3paboTku HayyHoi oubmmoreku AITIY.

11. MaTepnanbno-TexrmquKoe odecrneuyeHue AUCHHUILIIMHBI

[IpumeneHnrne COBpeMEHHBIX 00pa30BaTEIbHBIX TEXHOJIOTHUN, B paMKaX KOTOPBIX PEaIM3yeTCs
OCBOGHHE JUCIMIUIMHBI, MPEANOoJaraeT HCIONb30BaHUE aKaJEMHUYECKOH ayIMTOPHH  JUIA
MMPOBCACHUA HPAKTUICCKHUX 3aHATHH C HCO6XOI[I/IMI)IMI/I TCXHUYCCKUMHU CPEACTBAMU (KOMHI)IOTep,
NPOEKTOp, OJKpaH, HHTEPaKTHBHAs JOCKa, ayJAuo- HW- BUAEO ammapaTypbl, MeAuasal c
BO3MOXHOCTBIO ITPOCMOTpPA CIYTHUKOBOTI'O TCJICBUACHWA HA MHOCTPAHHOM SI3I>IKC).

CpenctBa oOyueHMs] BKJIHOYAOT Y4eOHO-CIPABOYHYIO JIMTEPATypy (PEKOMEHIOBaHHbIE
y4eOHUKH M Yy4YeOHbIE TOCOOMs, CJIOBapH, ydeOHbIe M ayTEHTHUYHBIC I€YaTHbIC, ayIuo- |
BUIeoMaTepHaibl, IHTepHET-pecypchl).

[Tporpammer: Microsoft PowerPoint 2007, Adobe Acrobat nu6o Foxit Reader.

Harnsnuele, ayanoBU3yaslbHblE, TEXHHUYECKUE CpeJICTBA OOydYeHHs: KOMIIBIOTEp,
MYJbTHMEANA, Ay TUOBU3YyaJIbHBIC MaTCpHaJIbI.






