


1.enb u 3aga4u 0CBOCHHMSA AUCHUIIIMHBI
JlanHas mporpaMMa paccuuTaHa Ha CTYJCHTOB, NMPOJOJDKAIOIIMX 00yYeHHUEe B MarucTparype
JUTTY. OcHOBHOI 11€J1bt0 IpenoAaBaHus JUCHUILTUHBL «ITHOCTpaHHBIH S3bIK B MPOQeccuOHAIbHON
KOMMYHMKAIUW» SIBJISETCS 3aKPEIUICHWE 3HAHWM, IMOJY4YEHHBIX MAarucTpaHTaMU B INPEAbIIYIIEM
sTanie oOyueHus - OakajaBpuar, W JajbHeWIee UX YIIyOJieHHe 3a CYET HM3yuYeHHUs s3blKa
npodecCUOHATbHON KOMMYHUKALIUH.
Llenp naHHOM mporpamMmbl — pa3BUTHE Y CTYJEHTOB MarucTpaTypbl yMEHUIN U HAaBBIKOB OOILIEHUS
B YCTHOH UM NHUCbMEHHOW QopMe B THNMYHBIX CHUTyaluusx B chepe mnpodeccuoHanbHOI
KOMMYHHMKAIIH, a TAKXKE COBEPIIEHCTBOBAHUE SI3bIKOBON U 00IIENPOPEeCCHOHANIBHON KOMIIETEHIINH.
JIOCTHKEHHIO TAaHHOH 11€IM CIOCOOCTBYET PEIIeHUE CIeIyOInX 3a4ayu:
® pasBuUTHE MHTEpeca K IPUMEHEHHIO HMHOCTPAaHHOIO  S3bIKA B  IIPaKTHUKE
camM0o00pa30BaTEeIbHON AEATEIbHOCTH Ne1arora;
pa3BUTHE KOMMYHUKATUBHBIX YMEHUN MaruCTpaHTOB;
pa3BUTHUE MEXKYJbTYpHBIX 3HAaHUH W YMEHHH, KOTOpBIE MO3BOJIIIOT MAarucCTPaHTy
OPHUEHTHPOBATHCA B PA3JIMYHBIX TUIAX KYJBTYP M COOTHOCHMBIX C HUMH HOPM JEJIOBOTO

00IIIeHUS,

® pa3BUTHE 3HAHMM M YMEHUH COCTABJICHUS AEIIOBOM KOPPECIOHJICHLIHMH HA WHOCTPAHHOM
A3BIKE;

®  OBJaJCHHE TEXHUKON YTEHUS, IIepeBoja U peeprupoBaHUs ayTEHTHYHBIX TEKCTOB JIETOBOM
TEMaTHUKHU.

CTyneHThl JOJKHBI YMETh OCBEIIATh Pa3HOOOpa3HbIE BOIPOCHI, NMPABUIBLHO CHHTAKCUYECKH U
CTUJIMCTUYECKU OPraHU30BaTh CBOIO peYb, IPOBOJUTH AHAIU30B TEKCTOB [IEJI0BOU HAMPABICHHOCTH.
PaboTa Haj COBEpIICHCTBOBAHMEM SI3bIKA BEICTCS KaK Ha MaTepuaie MUCHbMEHHBIX paboT, Tak |
YCTHO € MOCHEAYIOIIUM KOMMEHTUPOBAHHEM, OOCYKAEHUEM M paboTON Haja MHIAUBHIYaIbHBIMH U
TUNUYHBIMU omrOKkaMu. Ilpu oTGope mMeTonmveckoro marepuaia 0codboe BHHUMaHHE HEOOXOIMMO
ynenatbh 3((EeKTUBHBIM NpPHEMaM aKTUBHOIO OOYYEeHMs, a TaKXKe JOCTHKEHHSIM COBPEMEHHBIX
METOJMK (KOMMYHMKAaTUBHOTO M WHTEHCHUBHOTO OOYYEHMs, UIPOBOr0 MoJenupoBaHus). B xone
JAHHOTO Kypca CTYJEHT JI0JKEH NMPUOOPECTH NMpaBUIIbHbIE TIPOU3HOCUTEIbHBIE HABBIKHM, HAYUUTHCS
CBOOOJIHO M MPAaBUJIIBHO IOJIb30BATHCA I'PAMMATUYECKUMHU KOHCTPYKLUSAMH aHIJIMICKOTO s3bIKa,
OBJIA/IETh JIOCTaTOYHO OOILMPHBIM CIOBAapPEM M HAyUUTHCS CTHIMCTUYECKH MPABUIBHO O()OPMIIATH
CBOIO pe€4b KaK YCTHYIO, TaK U INCbMEHHYIO.

2.Mecro qucuuminnsl B ctpykrype OIIOIT BO
Juctmmumaa (51.0.02.02) «MHOCTpaHHBIA $3bIK B NMPO(ECCHOHATBHOW KOMMYHHUKAIHI»

BXOJWT B MOIYJb MNPOPECCHOHATHPHOW KOMMYHHKAITUU yuebnoro miana OIIOII BO mo
HamnpaneHuto moarotoBku 44.04.02 Icuxonoro-nenparoruueckoe 0Opa3oBaHUE.

Jucuumnunaa (51.0.02.02) «MHOCTpaHHBIH SI3BIK B MPOPECCHOHAILHOW KOMMYHUKAIUWY) 0a3upyeTrcs: Ha
KOMIICTCHIIUAX, 3HAHMSX, YMEHUSAX M HABBIKAX, COPMHUPOBAHHBIX Yy O0YYaIONIMXCS B Pe3yJbTaTe 00yUCHUS
B CpemaHeil o0Iieo0pa3oBaTeNibHONM IIKOJE W B pe3yibraTe ocBoeHus muciumind OITOIT Oakanarpa
«[IpakTudeckuii Kypc aHIVIMHCKOTO si3bikay. JlucuuiuimHa «HOCTpaHHBIA s3bIK B MPOQECCHOHATBLHON
KOMMYHHUKALUKW» O0CCIeYMBACT YIIyOJICHHYIO IIOJrOTOBKY CTYJIEHTOB-MAruCTPaHTOB K pPa3HOOOpa3HOM
Mpo(h)eCCHOHAIBHON  JIEATEILHOCTH, CBSI3aHHOHW C HCIOJb30BAaHMEM 3HAHUH M yMEHUH B 00JacTH
WHOCTPAHHOTO S3bIKA B YUYPEXKACHUSAX 00pa3oBaHHs, KyJIbTypel, ympasieHus, B CMMU, B obnactu
MEXKYJTbTYPHOH KOMMYHHKAIlMA. 3HAHWE S3bIKa HEOOXOAMMO Ui MArucCTPaHTOB IS H3YYEHHUS
WH(OPMAIIMOHHBIX PECYpPCOB Ha aHTIIMHACKOM s3blke.  KommeTreHmuu, cpopMHpOBaHHBIE B TIpoIiecce
W3YYEHUS TUCIUILTAHBI, HEOOXOIMMBI JUISI OCBOSHHS COICPKAHUS AUCIUIUINH: «MeToauKa Mpero aBaHus
AHTIIMIICKOTO S3BIKA B YCIOBHAX MHOTOSI3BIUMS, « AHTIIMACKHN S3BIK JIJISI MEXKKYIBTYPHONH KOMMYHHUKAIIUN,

JUCLUIUIMH 10 BBIOOPY CTYAEHTA, BBIIOJHEHHS 3aAaHuil (YueOHOH, MPOW3BOACTBEHHOW NPAaKTHK, HAYYHO-



HCCIIEI0BATEILCKOM pabOTHI) M MOATOTOBKY K HTOTOBOM aTTECTAIIHH.

3.I1lnanupyempble pe3yabTaTbl 00y4eHUs 0 JUCHUIINHE

B pesynbrate ocBOEHHs coAepkKaHUsI MPOTPaMMbl Y MarucTpa JIOJIKHBI ObITH CPOPMHUPOBAHBI

KOMIICTCHII U

@®opMupyeMble KOMIIETEHIHU

Kon

HaumenoBanue

Ilepedyens NuIaHNpPyeMBbIX pPe3yJIbTATOB
00y4eHHUs 1O AUCHMILINHE

YuuBepcaiabuble komnerennuu (YK)

YK-4.

CrnocobeH TPUMEHSATH COBPEMEHHEIE
KOMMYHUKATUBHBIC TEXHOJIOTHU, B TOM
YHUCIle Ha WHOCTPAaHHOM (BIX) s3bIKe(ax),
JUIst aKaJIEMHUYECKOT0 "
po(eCCUOHAIBHOTO B3aUMO/ICHCTBHS

YK 4.1.

VYMeer BbIOMpaTh HA rOCYNApPCTBEHHOM U
WHOCTPAHHOM (-bIX) SI3bIKAX KOMMYHHKATHBHO
IpUeMIIEMble CTHJIM JEIOBOI0 OOLICHHS,
BepOallbHbIE M HeBepOaIbHBIE CPEICTBA
B3aMMOJEHCTBUSA C MAapTHEPaAMU

YK 4.2. YMeeT ucnons30Bath HHYOPMAIIMOHHO-
KOMMYHHKAITUOHHBIC TEXHOJIOTUU IPH
MOMCKE HEOOXOAUMOI HHPOpPMAaIUH B
NpOLIECCe PELICHUS Pa3IMYHbIX
KOMMYHMKATUBHBIX 33124 Ha FOCYJapCTBEHHOM
Y MTHOCTPAHHOM (- BIX) A3BIKAX.

YK 43. Ywmeer BECTH JIETIOBYIO
MIEPETNCKY, YUUTHIBasT ~ OCOOCHHOCTH
CTHJIMCTUKU O(UIMANBHBIX W HEO(UIIUATBHBIX
MUCEM, COIIMOKYJIbTYpHBIC pa3iuuus B Gopmare
KOPPECTIOH/ICHIIMM HA TOCYJapCTBEHHOM U
HMHOCTPAHHOM (-bIX) SI3BIKAX

YK 4.4.

YMeeT  KOMMYHHKaTHBHO W KYyJBTYpPHO
MPUEMIIEMO BECTH YCTHBIE JICIOBBIC PA3TOBOPHI
B nporecce po¢eCCHOHANBEHOTO
B3aMMOJICUCTBUS HA  TOCYIHApCTBEHHOM U
WHOCTPAHHOM (-bIX) SI3BIKAX.

YK4.5. JleMOHCTpUPYET YMEHHE BBIMIOTHATH
NEepeBO] aKaJAEMHUUECKUX U MPOEeCCHOHANBHBIX
TEKCTOB c HWHOCTPaHHOI'O (-pIX) Ha
TOCYaPCTBEHHBIN A3BIK.

Ob6menpdeccuonanbubie komnerenuuu (OIK)

OIIK-8

Cnocoben IIPOEKTUPOBATh
NearoruuecKyo AeITeIbHOCTh Ha
OCHOBE CIICLMAJIbHBIX HAay4YHBIX 3HAHUH
1 pe3yIbTaTOB HCCIEI0BaHUN

OIIK 8.1. 3HaeT 0COOEHHOCTH MEIarornuecKon
JIeSITENILHOCTH;  TpeOOBaHUST K  CyObeKTaMm
MEAaTOTHYEeCKOW  JCATEBHOCTH;  PE3yJIbTaThI
HAYYHBIX UCCIICJIOBAHU I B chepe
[eJarOrMYECKOM AesITEILHOCTH.

OIIK 8.2. YMeeT ucrnonp30BaTh COBPEMEHHBIE
CrielMalIbHbIC HAyYHBIE 3HAHUS U Pe3yNbTaThI
UCCIIeI0OBaHUH U1 BEIOOpa METO/IOB B
NEeJarorn4ecKoi IesTeIbHOCTH.

OIIK 8.3. Bnageer metomamu, ¢popMaMu U
CpeICTBaMH TEeIarOTHIeCKO JIeATeLHOCTH;
OCYIIECTBIISIET WX BHIOOP B 3aBUCHMOCTH OT
KOHTEKCTa MPO(eCCHOHAIBHOH e TeTbHOCTH
C YYETOM pe3yJIbTaTOB HAYUHbIX UCCJIEI0BaHUMH.




4. TpynoéMKoCcTb IMCUMILITUHBI (MO1YJIs1)

OO0mas TpyJ0€MKOCTh JUCIUIUIMHBI COCTABIISIET 3 3aueTHble eauHuIb! (108 gacoB).

Hucuunnuna uzyvaercs B 1-m cemectpe. Tab6muma 1
Bun yueOHO# paboThHI Ounas 3aouHas
dhopma (opma
00yueHHs o0yueHust
AyauTOpHBbIE 3aHATHUA (BCET0) 28 6
Jlekun
IIpakTiuaeckune 3ausaTus (113) 28 6
Cemunaps (C)
Jlabopatopusie padotsr (JIP)
CamocTosiTeibHas padoTa (Bcero) 80 102
IIpopaboTka Marepuana JeKIUH, MTOATOTOBKA
K 3aHATUAM
CaMOoCTOsITENBHOE U3YUCHUE TEM
KoHTponbHbIe paboThI
Pedepar
Kypcogoii mpoekT (pabota)
IIpomexyTrounas arrectanus (3a4er, 3auér 3auér
9K3aMeH)
O01mas TpyI0eMKOCTh 108 108
5.Coaepskanue IUCHUILIHHBI (MOXYJIA)
5.1. TemaTuueckuii mJjiaH
Tabnuma 2
Ne HanmenoBanue pasznena Bunpl yueOHOI pabOThI U TPYIOEMKOCTh WX U3YYCHUS
(TeMbI) TUCUMIUIMEBL | Jlekrpn [Tpaxkr. JlaGop. Camocrosr | [IpomexyTou
3aHSTUSA 3aHSTHUSA eJibHas HBIN
paboTa KOHTPOJIb
OYH | 030 | OYH | 030 | O4YH | 030 | O4YH | 030 | O4YH | 030
Monayas 1. IIpodeccuonanbHoe o0menne
1.1 [TyOnu4HOE BHICTYIUIEHUE 4 2 10 | 12
KaK aHp JeI0BOTO
00IIeHUSI.
1.2. ®dopMaThl 1eTI0BOTO 4 10 12
o0IIeHUS 2
1.3. Ciry>xeOHBIHN THAJIOT. 4 10 14
1.4. Buasl neperosopos, 4 10 13
ImpaBuJia UX BEACHUA.
Hroro 3a 1 mogynnb 16 4 40 | 51
Moayas 2. [IucbMeHHbIe 0U3HEC- KOMMYHUKAIUA
2.1. dopmarsl, NpaBuia 3 2 10 12
MUCBMEHHOTO  JICJIOBOTO
oO0IIeHHs




2.2. AHHOTUpOBaHUE, 3 10 12
pe3tOMUpPOBaHUE u
pedepupoBanue
KAaueCTBEHHOH MpecChl
2.3. | Onpenenenne KII. 3 10 14
2.4. | CuHTakcu4eckue 10 13
ocobennoctH s3bika KI1T
HToro 3a 2 moayJb 12 2 40 51
Hroro 3a cemectp 28 80 | 102 | 3au. | 3au.

5.3.TemMbl NpaKTHYECKUX/CEeMHUHAPCKHX, 1a00PAaTOPHBIX 3aHATHH M NepeYeHb 3adaHuil

Tabnuua 4

n/n

Tema npakTH4IeCKOro
(cemuHapckoro, 1ab.)
3aHATHS

3agaHus (MM BOTIPOCHI JUIs
00CY)KICHHUS Ha CeM. 3aHSITHH)

dopma
OTYETHOCTU

JIuteparypa

Monayas 1. [IpodeccuonanbHoe odmenune

1.1.

[Ty6nu4HO€E BBICTYIIIEHHE
KaK aHp JIeTOBOTO
o01IeHHS.

anamue Nel,2
1.Nndopmarmonnas

pedb.

2.IlpuBeTcTBEeHHas] peYb.
3.ToproBas pedsb.

4. Dranbl IIOATOTOBKU WU
MpOBeNEHUS ITyOJIHMYHOTO
BBICTYTIJICHUSI.
JIOKOMMYHHMKATUBHBII
3Tal: OIpEeJEeNeHNEe TEMBI
W LeNd BBICTYIUICHHUS,
OLIEHKa ayJUTOpUM U
00CTaHOBKH, nooop
MaTepuana, co3/1aHue
TEKCTa U IPE3EHTALHH,
peneTunus.
KoMMyHUKaTHBHBIN:
BBICTYIIJICHHE, OTBETHI Ha
BOTIPOCHI, BEJICHHE
MOJIEMUKH.
[TocTkOMMYHUKATUBHBII
3TaIl: aHAJIMU3 PEUH.

3anamue Ne2

1.Ycra"oBieHne KOHTaKTa C
ayIUTOPUEH, ero MPUEMBI:
BOIIPOCHO-OTBETHBIN IIpUEM,

MepexoJ; OT MOHOJIOTA K JHaJIoTy,
MpUEM  CO3JaHus  MPOOJIEMHOM
CUTYyAaI[1H, npueM HOBHU3HBI
vH(pOpMAIMK OTOpa Ha JIMYHBIH
OMBIT, HCIONB30BaHHE  IOMODA,
KpaTKO€ OTCTYIUICHHE OT TEMBI.
2.CpenctBa HeBepOanbHOM
KoMMyHuKanuu. [lo3a, KecTsl,
MUMHKA BBICTYTIAIOIIETO.

3.IIpaBuna MTOATOTOBKH
MPe3CHTALIUU: KOJIMYECTBO U
ohOopMIIEHHE  CIaiaoB,  BBIOOD

Ycrabii
orpoc.
KontponsHo-
TECTOBBIC
3a/IaHUS.

CwMm. yHKT 72,0




mpudTa, CHHTaKCHUCCKHE
OCOOCHHOCTH TEKCTa, CTPYKTypa
Mpe3eHTAaLNH.
4Ananmus Ty OJTMYHOTO
BeIcTyruieHns. (Cxema  aHaim3za
MyOIUYHOTO BBICTYIUICHUSL.
5.KomnnexkTuBHbII pazbop
BBICTYIIJICHUI COKYPCHHKOB.
6.ITuceMeHHbIE OT3BIBBI 0
BBICTYIIJICHUSIX.
1.2 | ®opmartsl nea0BOTO 3anamue Ne3 VYeTHbii CM. iyHKT 72,6
obmmeHus 1.Cocrapisromue  yCHemHoro | Onpoc.
JIeTIOBOTO oGurenus, | KOHTpOIIBHO-
2. MeKKyNbTypHBIE pasiuuus B | cCTOBPIC
JIeJI0BOM OOLIEHUH. SaNAHHA.
3anamue Ned
3.0cobenHoCcTH JIEJIOBOTO
ob0menns B odUIHATLHON U
HeoUIMaTbHON  OOCTaHOBKE.
4.PeueBoi 3TUKET.
5.PervonanbHOe BapbUpPOBaHUE
B  JIeJIOBOM  OOIIeHMH  Ha
AHTJINKCKOM SI3BIKE.

1.3. | Ciy>xeOHBIN TUANIOT. Sanamue Ne§ VerHbii Cwm. myHKT 72,0
1.Tunsl peueBbIX akTOB B AEJIOBOM | OMpPOC.
OOIlEHUH: BOMPOC, MOOYXKICHHE, KonrpossHo-
COO6HICHI/IC TCCTOBBIC
2.3aKkpbIThIE, OTKPBITHIE, SANAHIL
PUTOPUYECKUE BOMPOCHI, BOIPOCHI
Uil OOIyMBIBaHUS, IEPEIIOMHBIE
BOTIPOCHI.
3.Metoas! yOexneHus
cobecenHuKa
4.Ilcuxonoruyeckue THITBI
CO0ECeTHUKOB.
5.HesepOanbHble cpencTaa
JIEJIOBOTO OOIIEHUS.
3anamue Ne6
6.IIpocTpaHCcTBEHHBIE HOPMBI
JIeJIOBOTO OOIIEHUS.
7.CnyxeOHbIi TeneOHHBIT
pasroBop.
8.TexHuKa peun B pa3roBope no
Teaedony.
9.IlpaBuna BeneHus TeneOHHOTO
pasroBopa.

10. MaTepBBIO TIPH IIpHEME Ha
paborty.
1.4. | Buasl neperosopos, 3anamue Ne 7 VYeTHbii CM. iyHKT 72,0
MpaBuia UX BEICHUS. 1.9rarme! HOJITOTOBKH U | ompoc.
MPOBEICHHUSI 1eperoBopoB. | KOHTPOIBHO-
2. JIoOKOMMYHUKATHBHBIH 5Tam: coop | TCCTOBPIC
3a0aHUs.

nH(pOpMAIH, ONpEIeICHHE IeeH
¥ 3a7ad, OMpeIesiCHUE BPEMCHU H
MecTa BCTpCYUH, Y4YaCTHHKOB




JeJIeTalyH.
3.KoMMyHHKaTHBHBIH JTal:
MIPEJICTAaBIEHUE  CTOPOH  JpYyT
IpyTy, WU3JI0XKEHHe IMpodieM u
menei, aHaiau3 mpoOIeMbl, THAIOT
Y4acCTHHUKOB, apryMeHTaIus
BapHaHTOB PELICHUH, MOJBEICHHE
UTOTOB UM IPUHATHE pEIICHUH,
COCTaBJIEHHE TMPOEKTa JOKYMEHTOB.
4.J1oCTKOMMYHUKAaTUBHBIA  3TaIl:
aHaJIU3 NIEPErOBOPOB.

5.513b1K0Bas COCTaBJIIAIOLIAs
YCIICIIHBIX TEPErOBOPOB: CHOCOOBI
[IPUBJICYCHUS] BHUMaHUs, [IPOBEPKa

aJIeKBAaTHOCTH [IOHUMAaHWUs,
HOABITOKUBAHUE JIOCTUTHYTBIX
JOTOBOPEHHOCTEH, — CMSTYeHHE
BBICKA3bIBaHMSL.

6.Y4er KyJIbTypHBIX pa3IHuuil pU
MIOATOTOBKE u BEJICHUU
[IEPETOBOPOB.

3anamue Ne 8
l.NurepBbto. Lenn u  3agauu
o0meHnsT ¢ TPEICTaBUTEISIMU

TIpECCHI.
1.JIOKOMMYHHKATHBHBIN JTal:
OTIpEIICIICHHE (coBMecTHO c

WHTEPBBIOEPOM) Kpyra mnpobiem
pas3roBopa, IMOJAroToBKa OTBETOB Ha

IpearoaraeMble BOIIPOCHI,
H3y4eHue nHpOpPMAIH 0
KYypHAJIUCTE.

2. KoMMyHUKaTHUBHBII STar:
IIPUBETCTBUE, YCTaHOBJICHUE
KOHTaKTa, OTBETHl Ha BOIPOCHI
HMHTEPBBIOEPA, MpOLIaHNe u
OnmarogapHoCTh 32  MHTEPECHBIE
BOTIPOCHI.

3.IlocTKOMMYHMKaTHBHBIM  3Tam:
aHanu3 uHTepBblO. IlpaBuma mms
WHTEPBBIONPYEMBIX.

4.Crnenuduka mnpecc-KoHMEpeHIHH
Kak BUAA JEJIOBOTO  OOILEHHS.

IToaroroBka K npecc-
KOH(EpEeHIINH.

5.CocraBiieHue  3asBICHHS IS
TIPECCHI. OO6menne c

KypHAJIMCTAMH  TIOCJIe  IMpecc-
KOH(EpEHIIUH.

Moayasb 2. [IucbMeHHbIE OM3HEC- KOMMYHHMKAIIUU

2.1.

dopmarsl,
IIUCBMCHHOTI'O
00IIIeHHUS

MpaBwiia
JIEJIOBOTO

anamusn No9,10

1.5I3bIK IHUCBMEHHOTO JISJIOBOTO
0OIIIEeHHS.

2.Bunsr JEJTOBBIX MHHCEM.
CtpykTypa  JEIOBOTO  ITHCHMA.
3.5I3BIK M CTHJIb JICJIOBOTO IHCHMA,
4. TunngHbIe KIHIIE.

YerHbli
orpoc.
KonTtponsHo-
TECTOBBIE
3a/laHusL.

CwMm. myHKT 7,0




S.IIucemo-3ampoc ¥ OTBET Ha
3arpoc, MTUCHMO-3aKa3,
pekiaManuu. DJeKTPOHHAsA IOYTa:
(hopMaT, CTUIIb, THITMYHBIE KITHIIIE.

2.2

AHHOTHPOBAaHIUE,
PE3IOMHPOBaHNE
pedepupoBaHue
KaueCTBEHHOM MPECCHI

3anamusa Nell

1.Pestome. Llenb cocTraBieHus
pe3toMe, ero CTPYKTypa | S3BIK.
2.CTpyKTypa, coiep>KaHue U A3bIK
COINPOBOJMTEIHEHOTO THChMa
3.AHHOTHPOBaHHUE,
pe3toMHupoBaHne U pedeprupoBaHne
Ka4eCTBEHHOM MPECCHI.

Vel
orpoc.
KonTponsHo-
TECTOBBIE
3aJaHuUs.

Cwm. myHKT 72,0

2.3.

Ompenenenne KII.

3anamue Nel2
1.0mpenenenne KII.
2.Crnosapmnsrit coctas KII:

Ycrabii
orpoc.
KonTtpoasHO-

CwM. IyHKT 7,0

TCCTOBBIC

o0meynorpeOuTeNnsHas 1 JeI0Bast
3aJaHusl.

JIEKCHKA, TEPMUHBI, IMCHA
COOCTBEHHEIE.
3.CtunucTryecKue 0COOEHHOCTH
KII: meTadopa, urpa cios,
aJITIO3US, IUTAIUs, HEOJIOTU3MBI,
pOJIb IOBTOPA B U3BJICUCHUU
nH(GOPMAITIH.
4.KoHuenTyaibHbII 1
JIMHTBUCTUYECKHUI aCIEeKT
myonukarwii B KI1, ux copnanenus
W PaCXOXKJICHUS

Ycrabii
orpoc.
KontpomnsHo-
TECTOBBIE
3a/laHMsL.

3anamue Nol3,14
1.Cunrakcuueckue 0COOCHHOCTH
SI3bIKA KII:
HUIMPOKOYNOTPEOUTENbHBIE
rpaMMaTHYECKHE  KOHCTPYKIHH,
CHHTAaKCHYECKasi  KOHBEPIEHIIHS,
CerMeHTaIHs CTPYKTYpBI
MPeIIOKEeHN, aKTyanbHOe
YIIEHEHHE.

2.Kore3us u xorepentHOCTh B KII
3.Crioco0Gpl  KOMIPECCHUH TeKcTa
npu PE3IOMHUPOBAaHUH,
AHHOTUPOBaHUH, pedeprupoBaHUU
KIIL

4. 513b1KOBBIE KJIHILE,
WCTIONB3yeMbIE TP KOMIIPECCHU
TEKCTa.

2.4. | CuHTaKCcHYECKHUE
ocobennoctu s3bika KI1

CM. yHKT 72,0

5.4. 3aganus caMOCTOATEIbHOH PadoThI
Ocoboe MecTo B OCBOCHHH JTAHHOM JUCIUILTUHEI 3aHUMAET CaMOCTOSATENIbHAs paboTa CTyIEHTOB
(CPC) o6mmmm o6bemoMm 80/102uacoB.

Jia ycrentHoro ocBOEHHUS Marepualia Kypca ¥ MPHOOPETEHHsSI COOTBETCTBYIOIINX HABBIKOB M YMEHHM
PEKOMEHIyeTCsl 3HAKOMCTBO C OOJBIIMM KOJHMYECTBOM AyTEHTUYHBIX OOpPAa3MOB YCTHBIX M MHCHMEHHBIX
JIETIOBBIX M MPO()ECCHOHANBHBIX KOMMYHUKAIMKA, WX TOAPOOHBIA S3BIKOBOM aHanu3. Jns pemenust 3Toi
3aJauydl PEKOMEHIyeTCcS HE TOJBKO HCIONb30BAHME COOTBETCTBYIOIIEH JHMTEPaTypbl, HO U PECYpCOB
WHTEpPHETa, B OCOOCHHOCTH TeX, KOTOphIe pa3padoTaHbl (M IOCTOSHHO OOHOBIISIOTCS) CIEITHATBHO IS
00y4YeHHs s3bIKY JEJIOBOr0 U npodeccuonanbHoro obimeHus. Ocoboe BHUMAaHUE CIEIyeT 00paTUTh Ha TO,
Kak B YCTHOM ¥ THCbMEHHOM JICIOBOM OOINCHUM TPOSBISIOTCS MEXKKYJIbTYPHBIC —pa3iHyus
KOMMYHHKAHTOB. Ha camocrositensryro paboty mo Mopaymio 1 BBIHOCATCS TEOPETUYECKHE ACTIEKTHI



HpeUTaraeMbIX TeM, KOTOPBIE CIICYeT U3yUUTh 10 HCTOYHUKAM Ha PYCCKOM M aHTIIMHCKOM SI3BIKaX, a TAKXKe
MOJrOTOBKA MyOJMYHOTO BBICTYIUIGHUS TpPEX BUJIOB: NPHUBETCTBEHHAS pe4b, MHPOPMAIMOHHAS peyb H
TOProBast peyb.

Ha camocrosrenpayto padoty mo Mogysro 2 BEIHOCUTCS TeMa 1 «DopMaThl U CTHIIN THAIOTHIECKOTO
JIETIOBOTO OOIICHUS, a TAK)KE MICEMEHHBIC 3a/laHus: 1) pe3toMe U COMPOBOUTEIBHOE MMMCHMO TIPH TIpUEMe
Ha paboTy (Tema 2); 2) nesnoBoe mucbMo (tema 3); 3) memopanaym (tema 5); 4) mpoTokon codpanus (Tema
6).

Ne Pa3nen (tema) nporpammbl | Koamu | 3aganus ®opma Jlureparypa
n/n €CTBO | /Il CAMOCTOATEIHLHOTO oTuéTHOCT
yacoB BbINNOJIHCHUSA u
MoayJs 1. [IpodeccuonanbHoe o01eHne
[Ty6nuunoe BeicTymienne | 10/12 1.03nakoMIIeHHE VeTHbIi Cw. myHKT 72,0
1.1. | xak sxanp nen0BOro MAarucTpaHToB C IJIAHOM | OTpoc.
OOIIICHUS. CaMOCTOSTENbHOMN paboTsr | KOHTPOIE
Ha y4eOHbII rox, | HO-
v TCCTOBBIC
rpadMKOM KOHCYJIbTaI[WH.
3aJaHus.
2.Konkypc Ha myuriee
SI3LIKOBOE nopT¢hoIuo
00yJaromerocs.
3.BemonHenne
eXKEHeIeIbHBIX
JOMAIIHUX 3aJaHHAN TI0
Kypcy «IHOCTpaHHBII
SI3BIK
3.http://www.englishclub.
com/speaking/presentatio
ns.htm
1.2 | ®opmartsl 1e710BOTO 10/12 1.AHanu3 Buzeo3anuceld | YCTHBIN CwM. myHKT 72,0
o01IEeHNs Ty OJTUYHBIX ompoc.
BBICTYIIJICHUH 11O Kontposs
PEKOMEHIaINH HO-
TCCTOBEBIC
mpernogaBartess 1 1o
3aaHus.
COOCTBEHHOMY BEIOOpY
MarucTpaHTa,
oTpeesieHHE THITOB
OpaTopoB.
2.http://www.englishclub.
com/speaking/presentatio
ns.htm
1.3. | Ciy>keOHBII THAIIOT. 10/14 I.IlpocmoTp ®  aHanm3 | YCTHBIA CM. myHKT 72,0
BUJI€O3AIIACEN Ompoc.
CITYKEOHBIX THATIOTOB. Konrpos
AHanu3 BepOabHON U HO-
) TCCTOBBIC
HeBepOaTbHON
3a/IaHus.
COCTABIISTIOIINX
YCIICIIHOTO ¥ HEYJaYHOT'O
CITy’KeOHOTO Jnaora.
IToaroroBka k posieBoi
urpe «THTEpBBIO IIPU
nmpueMe Ha padoTy».
IIpocMoTp BUEO3anMCH
How to get a job you want
Ha Onore
www.tiashija.blogspot.co
m
1 4. | Bujsl eperoBopos, 1013 1.Ananu3 Bugeosanuceit | YCTHbIA Cwm. myHKT 72,0
MpaBuiIa UX BEIACHHUS. Ty OJTMYHBIX ompoc.
BBICTYIUICHUI 1O Monysnbrbl
PEKOMEHIAINH 1 Tect.
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[pernoaaBaTesIs U 1o
CcOOCTBEHHOMY BBIOODPY
MarucTpaHTa,
oTpe/ieNiCHHE THITOB
OpaToOpOB.
2.http://www.englishclub.

com/speaking/presentatio
ns.htm

MO)Iy.]'Ib 2. IIncbMeHHbIE OM3HEC- KOMMYHHKauu

2.Hazaposa T.b.
AHTTIHACKAR A3BIK
nenoBoro oodmienus. Kypce
JIEKIHANA U IPAKTUKYM. —
ACT, Actpens, BKT.
2016

I[Ipocmorp w  aHamm3
BHUJIC03AITUCEN JUCKYCCHI

p1. | Popmartsl, npasuna | 10/12 1.IlpopaboTka  TeopwH | YCTHBIH CM. myHKT 7a
MHUCbMEHHOTO JICIIOBOIrO BOIIpOCa, n3yyeHue | Ompoc.
oOmeHuns SI3BIKOBOI COCTaBIsIOIIEH | KOHTPOTb
O(HUIKATBHOTO, HO-
MOy O(PHINATEHOTO y | TECTOBRIE
o 3alaHus.
Heo(UIMATIBHOTO CTHIICH
JUAIOTHIECKOTO
JIeTIOBOTO OOIIEHMS.
2.IIpocMoTp
BHJICO3aMHCEN Ha
npeaMeT W3yYCHHS
PETMOHANBHOTO
BapbUPOBAHUS B JIEJI0BOM
oOmIeHnN.
1.Hazaposa T.b.
AHIIHICKUH S3BIK
nenoBoro obmenus. Kypc
JIEKIIUHA U IPAKTUKYM. —
ACT, Actpensb, BKT.
2016
2.Hazaposa T.b.,
[Ipecnyxuna 1.A..
PernonansHoe
BapbUPOBAHKE B JETOBOM
0OILLIEHNUH HA aHTJIUINCKOM
s3pike. — ACT, Actpenb,
BKT, 2016
D2 | AHHOTHPOBaHHE, 10/12 I[IpocMorp u  aHanmu3 | YCTHbIH CM. yHKT 7a
pe3roMupOBaHHE 5 BHJICO3AMNUCENH UHTEPBBIO | OMpoC.
pedeprpoBanue Kak TOTOBUTHCS x | Kontpons
Ka4eCTBEHHOM MPECCHI MHTEPBEIO HO-
http://www.ublicityhound. | T¢¢T°®"®
3alaHusl.
net/prepare-for-an-
interview-with-a-reporter-
these- 8-ways
Onpenenenue KII. 10/14 | IIpopaboTka Teopun | YCTHBIH CM. myHKT 7a
BOIIpoca onpoc.
23 1.BBenenckas JI.A. Konrpos
PuTopuka u KyisTypa HO-
peun. — @enukce, 2015 recrosere
3aJaHus.
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2 4 | CuHTakcuueckne 10/13 [IpopaboTtka Teopuu VCTHBIA CM. yHKT 7a

ocobennoctu s3bika KI1T BOIIpOCa ompoc.
IToaroroBska k Monynbﬁm
MeXBy30BCKOMY v Tect.

KOHKYPCY TIePEBOJIOB C
HWHOCTPAHHOTO A3bIKA Ha
pycckwii (Tipo3a, mo33usi)
(BBITIOITHEHUE TIEPEBOJIA C
WHOCTPAHHOTO Ha
PYCCKUH SI3BIK,
IloaroroBka K KOHKYpCYy
YTEIOB Ha HWHOCTPAHHOM
sI3bIKE  (O3HAKOMIICHHE C

HHOSI3BIYHOMN MO33HUEH,
3ay4YHUBaHUC

HAU3yCTh)

[Ipopabotka TEOpUH
BOIIpOCca

peun. — @ennkc, 2015
1..Hazaposa T.b.
AHTIUHACKAN SI3BIK
nenoBoro obmenus. Kypc
JEKIUNA U TPAKTUKYM. —
ACT, Actpensb, BKT.
2016

2.IIpocMoTp U aHaIM3
BHJICO3AIMUCEN JUCKYCCUI
3. IlogroToBka K
MexBy30BCKOMY
KOHKYpCY Ha JTy4lIui
BOIPOC HA HHOCTPAHHOM
SI3BIKE 110 TeMe «BrIcmiee
oOpasoBanue B Poccuu u
CTpaHaX W3y4aeMoro
SI3BIKAY (M3YyUCHHE
HWHOSI3EIYHOM
JTUTEPATYPHL,
COCTAaBJICHHE BOIIpOCa U
OTBETA)

5.5. Temsl pedeparTos
5.6. TBopueckue 3a1aHUsI-HE MIPEeTYCMOTPEHbI
5.7.Cutyanus njis aHaJIM3a-He NPeAyCMOTPEHbI
5.8.CTtaThbu 1Ji1 cOCTaBJIeHUS] AHHOTALM, pelleH3Uii-He MPexyCMOTPEeHbI
5.9.TeMbl KypcoBBIX padoT He NPeLyCMOTPEHBbI
6.D0oH/1 OLIEHOYHBIX CPe/ICTB 1JISl IPOBeAeHHUs ITPOMEKYTOYHOM aTTeCTAlUM 00y4AIOIIUXCH 110
AMCUUIJIMHE (MOLYJII0)

6.1.1lepeuens komnemeHyuli ¢ yKazaHuem 3manos ux oOpMuposanusl 8 npoyecce 0C80eHUs
006pa306amenbHoOU NPOSPAMMbL

®opmupyeMble KOMIIETeHIMH IlepeyeHs MUIAHMPYEMBIX Pe3yJIbTATOB
00y4eHHUs 10 AUCHMILINHE

Kon HaumeHnoBanue

YuuBepcaiabuble komnerenuu (YK)




YK-4.

CrnocobeH TPUMEHATH COBPEMEHHBIS
KOMMYHHKATHBHBIC TEXHOJIOTHU, B TOM
YHUCIIe Ha WHOCTPAaHHOM (BbIX) s3bIKe(ax),
JUTSt aKaJIEMHUYECKOTO u
po(eCCUOHAIBHOTO B3aUMO/ICHCTBHS

YK 4.1.

VYMeer BbIOMpaTh HA rOCYNAPCTBEHHOM U
WHOCTPAHHOM (-BIX) SI3bIKaX KOMMYHHKaTHBHO
npueMIIeMble CTHIM JEIOBOIO OOLICHHS,
BepOabHBIE M HeBEepOaIbHbIE CPEICTBA
B3aMMOJAEHCTBUSA C MapTHEPAMHU

YK 4.2. YMeeT ucnonb3oBaTh HHPOPMAIOHHO-
KOMMYHMKAILUOHHBIC TEXHOJOTUU IIPU
MOMCKE HEOOXOIUMOM HHPOpPMAIUH B
NpolIecce PELICHUS Pa3IMIHbIX
KOMMYHHMKATHUBHBIX 33124 Ha FOCYIapCTBEHHOM
Y MTHOCTPAHHOM (- BIX) A3BIKAX.

YK 4.3. Ywmeer BECTH JIETIOBYIO
MIEPETTNCKY, YUHUTHIBasE ~ OCOOCHHOCTH
CTHJIMCTUKU O(UIMANTBHBIX U HEO(HUIIUATBHBIX
MUCEM, COLIMOKYJILTYpPHBIC pa3inuus B Gopmare
KOPPECTIOHACHIINM Ha TOCYJapCTBEHHOM U
MHOCTPaHHOM (-BIX) SI3BIKAX

YK 4.4.

YMeeT  KOMMYHHUKAaTHBHO W KYJBTYPHO
IIPUEMIIEMO BECTHU YCTHBIE JIE€JIOBBIE Pa3rOBOPEI
B porecce po(heCCUOHATBHOTO
B3aMMOJICHCTBUSI HA  TOCYJAapCTBCHHOM U
WHOCTPAHHOM (-bIX) SI3BIKAX.

YK4.5. JleMOHCTpUPYET YMEHHE BBITOTHATH
MePeBO] aKaAeMUYECKUX W TPOPEeCCHOHATBEHBIX
TEKCTOB c HWHOCTPAHHOI'O (-bIX) Ha
rOCYJapCTBEHHBIN SI3BIK.

Oomenpgeccuonanbubie komnerenuuu (OIK)

OIIK-8

CriocobeH MIPOEKTHPOBATh
MEearOrHYeCcKyI0 IeTeIbHOCTh Ha
OCHOBE CIEIHABHBIX HAYYHBIX 3HAHHUM
U pe3yJIbTAaTOB UCCIICIOBAHUMN

OIIK 8.1. 3HaeT 0COOEHHOCTH MEIarornuecKomn

JIEATEILHOCTH;  TpeOoBaHUS K  CyOBbeKTaM
MEIarOTUYeCKOl  NESTeTbHOCTH;  PE3YJbTaThl
Hay9IHBIX HCCIIeTOBaHUN B chepe

HeﬂaFOFquCKOﬁ JACATCIIBHOCTH.

OIIK 8.2. YMeeT ucrnoiap30BaTh COBPEMEHHBIE
CIICIIMaJIbHBIC HAYYHBIC 3HAHUA U PE3YJIbTAThI
WCCIIeIOBaHUH I BEIOOpA METO/IOB B
NeJarorn9ecKO e TeIbHOCTH.

OIIK 8.3. Bmageer metomamu, ¢popMaMu U
CpECTBaMH NEJarorndecKoi AesTeTbHOCTH;
OCYILECTBIISIET MX BHIOOP B 3aBUCHMOCTH OT
KOHTEKCTa NpodeccHoHabHOM AeSTeTbHOCTH
C Y4ETOM pe3yJIbTaTOB HAYyUHBIX UCCIIEAOBaHUMN.

6.1.2. Komniekm KOHMPOIbHBIX 3A0AHUL UTU UHbLE MAMEPUATIbL, He0OX0OUMble 015
OYEHUBAHUSI KOMNEMEHYUL N0 MeopemuiecKoli 2pamMmMamuKe aH2IUtiCKo2o A3biKa

MMPUMEPBI TECTOBBIX 3AJJAHUI /151 OHUEHKU KAYECTBA OCBOEHUS
TACIUATITAHBI (MOYJIs])
HpnMeprle TECTOBBIC 3aJlaHUSA

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.ll 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 punchll 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.

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

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.

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...... : 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.

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,ll or —I know and you don‘t, so I have to tell
you.ll
B —I need to give you the benefit of my advice to validate or to prove to
myself how smart I am. |l
C —You can‘t figure this out on your own,ll or —I don‘t trust you to figure it
out.ll
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 piell.
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?

~N N kW —09



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

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

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

a) Would you please authorize the expenditure?

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

HpaKTI/I‘IECKHe 3aJaHusA JJIfl TEKyHIE€ero KOHTPOJIsA 3HAHUH CTYACHTOB-MAaruCTpaHTOB

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

1 Greek 6 China
2 Kuwait 7 Spanish
3 Russia 8 Japanese
4 Turkish 9 Swedish
5 France 10 Oman

2. JIOmoJIHHTE NMpeaJao;KeHusl CJIOBAMH H3 PAMOYKH
| short / keawy / 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. [lopGepuTe BhIpaKeHUsI U3 IBYX CTOJOMKOB U 00pa3yiiTe (ppa3nl, Hampumep:
__c__to the 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) [ don’t like going

4. JIonoJTHUTE NMpeaJio;KeHusl 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. JlonoJiHUTE MpeNIOKeHsI 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

0O O\ W B~ WD

6 domosinuTe 00bsIBJICHUS NPEJIOTaMU in, On, at, from Wi to.

ACE CARS
Are you travelling  to  New York? Ace Cars can ...
* 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 IJ1aroJbl B Hy:)KHY10 (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. [locraBbTe riaroJ fo be B Hy:kHY10 opMy.

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

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

weekend,” says Sandra.

9. [londepuTe 0TBETHI K BHICKA3bIBAHUAM

a) Not bad, thanks. 1 A: Another coffee?
b) Hi, Jane. Good to see you again! B:
c¢) 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:



3a;[alme 9. BLI6epI/ITe HYXXHOC CJIOBO U3 paMKH U 3aIIOJIHUTEC MMPOITYCKHU:

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
3amanne 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

yourown3d ... . C preparation

An 4 ... serves two purposes: D anticipation

1. Tt 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 ............... 3
groups of end-users with particular characteristics. We look at the marketing .............. 6. This
includes the best way of distributing the product, deciding which ............. "and

retail ................ 8 we are going to use. In the early stages, when the market is growing fast, it can
be quite .................. %: 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

10010 (SRR 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 c) consider d) make
3) anidea
a) deny b) have ¢) put forward d) suggest
4) aproblem
a) face b) deal with c) make d) sort out
5) 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
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.



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. HpaKTuqecmle 3alaHus 1JIsl MPOMEKYTOYHOT0 KOHTPOJIA 3HAHUH CTYACHTOB-
MArucCTpaHnToB

@opMOM  NPOMEKYTOYHOM  arTecTauuv 1o  aucuuiuinHe  «MHOCTpaHHBIM — S3BIK B
MpoQeCCUOHAIBHOW KOMMYHUKAIMH sIBJsieTCsl 3a4eT. CucTteMa TEKyIIero M pyOeKHOTO KOHTPOJIs
CTPOUTCS M0 OaNTBbHO-PEUTHUHIOBONM MOJIENH, @ UTOTOBBIM 3a4eT CTYAEHTHI MONydYaloT B KadecTBE
HAaKOIUTENIbHON peWTHHroBoil oueHku (He MeHee 30 OamioB). B TexHonormueckoi Kkapre
TUCIUIUTAHBL BBIJIETCHBI Bce (OPMBI TEKYIIETO M PYOEKHOTO KOHTPOJS, KaxAas U3 KOTOPBIX
OIICHUBAETCS OTPECIICHHBIM KOJTMYECTBOM 0alIOB (B IHMANa30HE «KMUHUMYM — MAaKCUMYyM) ).
Bo3moxHO HauncieHne OOHYCHBIX U IITpadHBIX OamioB (HampuMep, K HEYAOBIETBOPUTEIBHON
OIICHKE B COYCTAHHU C PCUTHHTOBBIM IITPaoM MPUPABHUBAIOTCS Cava TEKCTa yUeOHOTO 3aaHus,
MO03aUMCTBOBAaHHOTO M3 VHTepHeTa WM U3 KOJUIEKIMH y4eOHBIX 3aJaHUil MpPOIUIBIX JIET, clada
IBYMsI M OOJiee CTYJEHTaAMH WJICHTUIHOTO TeKCTa YU4EOHOTO 3a/IaHusl, UCIIOJb30BAHNE IICKTPOHHBIX
mporpaMm nepeBoja. PeliTuHroBsie 60HYCHI peyCMaTPUBAIOTCS IPU JEMOHCTPAIIMU CTYIEHTaMH B
X0Jle ceMecTpa YIriIyOJIeHHOTO 3HaHUS Y4YEOHOTO W JOMOJHUTEIHHOTO MaTepualia, TBOPUYECKOTo,
WHUIUATUBHOTO U AUCIHMUILTMHUPOBAHHOTO OTHOIIEHUS K yuyeOHOMY mporieccy. TexHomorudeckas
KapTa BKJIIOYAaeT 0a30BYH0 W JOMOJHHUTEIBHYIO YacTH. B 0a30BOW YacTH MPUBOJUTCS pPacyeT
PEUTHHIOBOM OIIEHKU TE€X YYEOHBIX 3aJlaHUil M KOHTPOJBHBIX MPOIENYp, KOTOPbIE BBIMOIHIIOTCS
CTyJIeHTaMH B TeueHue cemectpa. s uToroBoro 3ayera CTyAeHTaM JOCTATOYHO HakomuTh 30
0amioB. EnWHCTBEHHBIM 0053aTelbHBIM YYEOHBIM 3aJaHHEM, KOTOPbIE MArHUCTPAHTHI JOJKHBI
BBINOJHUTh BHE 3aBUCHMOCTH OT JOCTUTHYTOIO YPOBHSI HAKOIWTEJIBHOM OLEHKH, SIBIISETCS
MOJATOTOBKA M Mpe3eHTalusl y4eOHOro MpoeKTa (CTYACHTHI, MO yBaXUTEIbHBIM NpPUYUHAM, HE
MPUHSBIIME ydYacTHE B O3TOM paboTe, 00s3aHBI IMOATOTOBUTH YYEOHBIH IMPOCKT B COCTaBe
JIOTIOJIHUTENBHBIX Y4eOHBIX 3a1anuil). [lononHuTenbHas 4acTh TEXHOJIOTMUYECKON KapThl BKIIOYAET
KOMITICHCUPYIOIIME YueOHbIe 3aaHusl. MarucTpaHThl BBITIOJHSIIOT UX B TOM Cliydae, €Clid B paMKax
0a30BOM 4YacTU HE CyMelu HaOpaTh KOJUYECTBO OasioB, HEOOXOAUMOE AJis MOJIY4YeHHs 3aueTa.
BeIOOp MOMONHUTENBHBIX Y4eOHBIX 3aJlaHUil U3 MPEIIOKEHHOTO TIEPEYHS MaruCTPAHTHI
OCYIIIECTBIISIIOT CAMOCTOATENIbHO. CPOK MX BBITIOJTHEHHUSI ONPEIENAECTCS MPENnogaBaTesieM.

IIpumepsI BONPOCOB /1J1s1 3a4UeTa
dopmanbHOE U HEPOPMATBHOE JIETIOBOE MTUCHMO.
Kiuire B 1enoBom nucbme.
AGOpeBuaTypsl B I€JIOBOM IHCHME.
Oco0eHHOCTH AeNOBOM JOKYMEHTAIUH.
Kontpakr. TuIbsl COBpeMEHHBIX KOHTPAKTOB.
OO0pa3ibl KOHTPAKTOB.
Knume koHTpakToB.
CnenuaibHasi TEPMUHOJIOTHS B KOHTPAKTaX.
OnpeneneHye U TUIHI AEJIOBBIX BCTpPEY.
10 [InanupoBaHue NPoOBEICHUS JEI0BOM BCTPEUH.
11. ®yHKIMOHATBLHBIE OCOOCHHOCTH SI3bIKA JICIIOBBIX BCTPEY.
12. Knumie aenoBbIX BCTpeE.
13. Onpenenenue M TUTIBI IPE3EHTALUH.
14. CTtpykTypa npe3eHTaluu.
15. Knuie B mpe3eHTalum.
16. Ctunuctryeckre 0COOCHHOCTH MTPE3CHTAIIHM.
17. OnipesenieHne U TUIIBI IEPETOBOPOB.
18. OcobeHHOCTH S3bIKa IEPErOBOPOB: JIEKCUKA, (DYHKIIMOHAIBHBIE CTUIIH, JUCKYPC.

D ONAU R W~



1.Jonoanute pasrosop na kongepenuuu. MoJu npeacrapiasier Camy koJsuier: doesn’t/is/are/ do /
isn’t/ aren’t

Molly Hello. My name _ 1s 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 coepKaHue Ha aHTJIMHCKOM
SI3BIKE:
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 aHHOTALMIO K cienytoniemy Tekcry: Legal education

3aganue 4. [loAroToBbTE NPE3EHTALNIO CBOEH HAYYHOW CTaTbU MJIU 10KJIa/1a, UCTIOIb3Ys
HYDKETIPUBEICHHBIC BBIPAKCHMUS:

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.
3ananmue S. [Ipounraiite TekcT Speaking on Public u mepenaiite kpaTkoe couepaHue Ha
QHTJIMHCKOM 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. OTBeTHTE HA BOMPOCHI 110 CONEPKAHUIO 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 MEpeAaiTe ero coaep:kaHue Ha aHIJIMHCKOM U



Hao000POT.

23. ComocTaBbTe aHIIIHICKOE (PYCCKOE) CIIOBO WJIM BBIPAKEHUE C €T0 TIEPEBOIOM.
24. TloctaBbTe BOMPOCHI K JAHHBIM MPEIOKCHHSIM.

25. CpenaiiTe 1aHHbIE IPEAJIOKEHUS OTPULATEIbHBIMU.

26. BcraBpTe npoIyIeHHbIE CJI0BA B JAHHBIM TEKCT.

3apanue Ne7 [IpounTtaiite 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.

3aganme 8. Onpenenure, Kakue U3 HIKETIEPEUNCICHHBIX yHKTOB MOTYT ObITh HanOoJee
npurogabivu [yt 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 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 punch” gives in or goes along to avoid the
4 ... . In either case, nothing is really resolved. There is no mutual 5 ... of ideas, no contribution,
6 ..., cooperation, or learning. There is only contention, confrontation, and 7 ... . In reality, both
parties lose something.
We should realize that conflict is often the byproduct of being uniquely different—and we are all
unique. We have different values, different experiences, different perceptions, likes and dislikes,
tastes, and 8 ... . In essence, our differences present an opportunity to expand our perspective and
our 9 ... . Unfortunately, we usually have a difficult time considering points of view that are not
our own or that are outside the realm of our own experience. That’s when the conflict shows up.
The 10 ... you face when you encounter conflict is to accelerate through it. Only then you have an
opportunity to resolve it.
A punch
B consequences.
C issue
D understanding
E argument
F biases
G challenge
H collaboration
I compulsion
J sharing
2. Read the passage above again. According to the author, which of the following is true?
a. Conflicts are unavoidable.
b. Resolving a conflict may be quick and easy.
c
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 is what causes problems. Advice is necessarily preceded by a judgment or
evaluation—which is based on our interpretation of the situation. Although you may sincerely
intend to help or assist someone, giving unsolicited advice sends a variety of underlying messages
which are all based on assumptions, and which are almost always perceived as negative. As a result,
advice often comes across as judgmental, authoritative, or self-serving:

*  When we give unsolicited advice, the judgmental assumptionis, 1 ......
* The authoritative assumption is, 2 ......
o 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,” 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

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 Ifyou 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)
S)
6)

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

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

Spain c) Remember that the O.K. gesture is considered obscene.

Germany d) Give your host a firm handshake and maintain direct eye contact.

e) Present your business card with your right hand only because the
left hand is considered unclean. Remember that showing the bottom
of the foot is very impolite.

f) Remember about Guanxi, which means ‘relationships’. Build a
relationship before talking business.

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

a. cancel 1. arrange a meeting
postpone 2. find another time for the meeting
c. bring forward 3. hold the meeting later
d. cutshort 4. hold the meeting sooner
e. fixup 5. hold a longer meeting
f. extend 6. finish the meeting earlier
g. reschedule 7. not hold the meeting at all

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

1.

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

a) Can you give me the phone number?

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

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

a) Would you mind reading this report before 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 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 Kpumepues OyeHuUBaHus KOMnemeHl/!ulZ HA pa3juvHsblx omanax ux
d)OpMupO@GHMﬂ, onucarue wKal OyeHUBaAHUA

OneHouHoe [IIxana oueHUBaHUA [IpencraBnenue  OLEHOYHOIO
CPEJICTBO cpenctsa B hoHzIe
3aumeno
KontpoabsHo- [IpaBuibHBIX OTBETOB S1- DoHfp TECTOBBIX
TECTOBbIE 3aJaHMSI Bricka3biBaHNEe, B OCHOBHOM, JIOTHYHO; | IPAKTUYECKUX 3aJaHUM
UMEIOTCSl OTAENbHBIE HEIOCTaTKH MpH
UCIOJIb30BAaHUU CPEICTB JIOTUYECKOU




CBsI3H; UMEIOTCS OTJIE/IbHbIE
HEJOCTaTKU MpU JEJICHUM TeKCcTa Ha
ab3arpl; UMEIOTCS  OTIENIbHbIE
HapylieHus B O(QOPMIICHUH TEKCTa.
Hcnone3yeMbli  cnoBapHbId  3amac
COOTBETCTBYET IIOCTaBJIIEHHOW 3ajauye,
OIHAaKO  BCTPEYalOTCAd  OTACIIBHBIC
HETOYHOCTH B YHOTPEOJCHUH CIIOB,
a100 CIIOBapHBINA 3amac OrpaHUYEH, HO
JEeKCHKAa HCIOJIb30BaHA  IPABUIIBHO.
Nwmeercsa pan rpaMMaTH4YECKUX
OIINOOK, HE 3aTPyIHSIOLINX
IIOHMMAHHE TEKCTA.

Hezaumeno»

[IpaBunbubIX 0TBETOB MeHee 50%.
Kpaiine orpaHu4eHHBIN  CIOBapHBIi
3amac  HE  IO3BOJIAET  BBINOJHUTH

IIOCTaBJICHHYIO 3az1agy.
I'pammaTnueckue IpaBuia HE
COOJIFOIArOTCH.

HenpasuiibHoE HCIIOJIb30BaHUE
IrpaMMaTU4YECKUX  CTPYKTYp  J€JlaeT
HEBO3MOKHBIM BBIIIOJIHCHHE

ITOCTaBJICHHON 3aJa4uu

MexXKynbTypHbIE
0COOEHHOCTH
EeIIOBOH
KOMMYHUKAITIH

3aumeno 11paBUIbHBIX OTBETOB 51-

3aaHue BBIOJHEHO: HEKOTOPHIE
ACTIeKThl, yKa3aHHbIC B  3aJIaHUH,
PacKpbITBl  HEMOJIHOCTBbIO;  MMEIOTCS
OT/IeNIbHBIE HAPYIIECHUS CTUIIEBOTO
oQOpMIICHUSI pPEeUU; NPUHATHIE B SA3BIKE
HOPMBI  BEXKIIMBOCTH, B OCHOBHOM,
COOJIFOIEHBI. Lenb oO01eHus
JIOCTUTHYTA, OJTHAKO T€Ma PacKpbITa HE
B nonHOM oObeme. COLMOKYIbTypHBIE
3HAHHS, B OCHOBHOM, HCIIOJIb30BaHbI B
COOTBETCTBUU C CUTYyalMel 0OLIeHHS
Hezaumeno»

[IpaBunbHbIX 0TBETOB MeHee 50%.
3ajanre HE BBIMOJHEHO: COJCpPIKAHUE
HE OTpakaeT Te€ AacHeKThl, KOTOpbIE
yKa3aHbI B 33IaHUH, WA HE
CootBercTByeT TpedyeMoMy o00beMy.
Lenb oOmieHust He JOCTUTHYTA

PeueBoil APTHKET: COBETHI U
PEKOMEHIaLIHH.

Coo0Omenune
TeEME

Io

3aureHo

[IpaBuiabHBIX OTBETOB S1-
BricTynaromuii JEMOHCTPUPYET 3HAHUSA
o BbIOpaHHOU TeMe, UMeeT
3aTpyAHEHUS c HCIIOJIb30BAaHUEM
TeMaTH4eCcKoro Bokalynsipa; Mmerorcs
HECYIIECTBEHHbIE  IIOTPEUIHOCTH B

Tembl coobIeHnit




UCTIOJb30BaHUU TEPMUHOIIOTHH.
OTCYTCTBYET CONPOBOIUTENBHBIN
JIEMOHCTPAIIHOHHBIH MaTtepuai.
3HaUUTENbHOE KOJUYECTBO  OIIMOOK
SI3BIKOBOT'O XapakTepa.

Hezaumeno»

[IpaBunbHbIX 0TBETOB MeHEe 50%.
CooO11ieHe HE IMOATOTOBIIEHO, JHOO
UMEET CYIIECTBEHHbIE MpoOesbl o
MPEICTaBICHHONW TeMaTHKe, OCHOBAaH Ha

HEJOCTOBEPHOI uH(popMaIum,
BBICTYMAIONIUM  JIOMYIIEHO OO0JbIIoe
KOJIMYECTBO rpyObIX OIIMO0K
SI3BIKOBOT'O XapakKTepa.
ITuceMeHHBIN U «3aumenoy ®OoH/1 TEKCTOB Ha TIEPEBOJ

YCTHBIN
epeBo

[IpaBunbubIx 0TBETOB 51-%

IlepeBox momnHbBINA, 6€3 MPOMYCKOB U
IPOU3BOJIBHBIX  COKpAIlEHUH TeKCTa
OpUIMHaja, JIOITyCKaeTCsl OJlHa
(akTuuyeckas omuOKa, MpU YCIOBUH
OTCYTCTBUS MOTEPh UH(POPMALIUH U
CTWJINCTUYECKUX  IOTPEIIHOCTEe  Ha
apyrux ¢parmeHtax tekcra. VMmerotcs
HECYILIECTBEHHbIE  MOTPEIIHOCTH B
MCIIOJIb30BaHUHU TEPMUHOJIOTUH.
IlepeBog B  AOCTAaTOYHOW  CTENEHU
OTBEUYAET CUCTEMHO-S3bIKOBBIM HOPMaM
U CTUJIIO s3bIKa mepeBoja. KynbTypHble
U (QyHKIIMOHAJIbHbIE

napaMeTpbl  HMCXOJHOIO  TEKCTa B
OCHOBHOM  aJ€KBATHO  IIEPEAAHBI.
KommyHukaTuBHOE 3a7laHue
pean30BaHo, HO HEJ0CTaTOYHO
ONTHUMAJIBHO.

JlonyckaroTcss HEKOTOpPbIE HapyILICHUs B
(hopme mperbIBICHUS TIEPEBOIA.

«Hezaumeno»

[IpaBunbHbIX 0TBETOB MeHee 50%.
IIepeBon COZIEPKUT MHOT'O
¢daktuueckux  ommbok.  Hapymena
MOJIHOTA nepeBoja, ero
SKBHBAJIEHTHOCTh U aJIeKBaTHOCTh. B
nepeBojie rpy0o HapylIeHbl CUCTEMHO-
S3BIKOBBIE HOPMBI U CTWJIb SI3bIKA
nepeBoaa. KoMMyHHUKaTUBHOE 3ajjaHue
HE BBINONHEHO. [ pyOble HapyIieHus B
(hopMe npeabsIBICHUS IIEPEBOA.

PedepupoBanue
CTaThH

«3aumenoy

[IpaBunbHbIX 0TBETOB 51-%

OcHoBHas uH(oOpMaIys H3BIECYEHA U3
TEKCTa C MOJHO U TOYHO. OTCYTCTBYyET
u30bpITouHas uH(OpMmaius. BrickazaHo
cOOCTBEHHOE OTHOIIECHHE K Mpobieme,

®oup crarent it
pedepupoBaHus




0003HauYCHHOMN B MIPEAJIOKECHHOU
cratee. Coneprxkanue cooOIeHus
COOTBETCTBYET  TeMe.  AJeKBaTHas
peakuus Ha JONOJHUTENIbHbIE BOIPOCHI
MPEerno1aBaTels.

Peus npaBusnibHas, OMYCKAKOTCS
HE3HAYUTENbHBIE OIMIMOKH SI3BIKOBOTO
Xapakrepa.

«He3zaumeno»
[IpaBunbHbIX 0TBETOB MeHEe 50%.
Heymenue OTZCIIUTH OCHOBHYIO

UHQOPMALIMIO  OT  BTOPOCTENECHHOM,
HOMBITKA peeprpoBaHusl CBOIATCA K
BOCIIPOM3BECHUIO TOTOBBIX
IIPEIOKEHUM U3 TEKCTA.

PeueBas akTUBHOCTB CTYJEHTAa HHU3KAas.
Peakuus Ha Bonpocsl

IIpenoAaBareiss OTCYTCTBYET WM HE
aZIcKBaTHA TeMe. boiybmioe KOIM4ecTBO
OLIMOOK SI3bIKOBOTO XapaKTepa.

I[lucrMmeHHEBIE
paboThI

«3auteno» [IpaBuibHbIX 0TBETOB 51-%
— CTYJI€HT MOATOTOBUJI 3a/IaHUE I10
npeIoKeHHOMY (hopMmarTy, XOTs
UMEIOTCS OT/IeNIbHbIC HAPYLIEHUs
CTHJICBOTO O(DOPMIICHHS PEUH.
Hcnonb3yeMblii CIIOBapHBIN 3a11ac
COOTBETCTBYET IIOCTABJIEHHON 3a/1a4e,
OJTHAKO BCTPEYAIOTCS OTJCIIbHBIE
HETOYHOCTU B YIIOTPEOJICHNH CIIOB
a10O0 CIIOBapHBIN 3arac OrpaHUYeH, HO
JIEKCUKA UCI0JIb30BaHa IPaBUIIBHO.
Nmeetcs psit rpaMMaTHYECKUX
OLIMOOK, HE 3aTPYIHSIIOLINX
nonumanue Tekcra. Opporpaduueckue
OIIMOKH MPAKTUIECKH OTCYTCTBYIOT.
«He3a4TeHO0» — CTyIEHT MOATOTOBMII
3aJaHle C TPYOBIMH HapyIICHUSMH
dhopmara MMMCbMEHHOM paboTHI.
OTcyTCTByeT JOrMKa B MOCTPOCHHH
BBICKA3bIBaHUs; TEKCT HEe oO(opMieH
COTJIACHO  HEoOXoauMoMy  Qopmary.
KpaitHe orpaHuyeHHBIM  CIIOBapHBIMA
3armac He  TO3BOJIACT  BBINOJIHUTH
NOCTaBJIEHHYI0  3amauy. JlomyIueHsl
rpyOble  Jekcuueckue U (WIH)
rpaMMaTHYeCKHe OLIMOKH.

DoH NeITOBBIX ITHCEM,
KOHTPAaKTOB

ITepeBoa emoOBBIX
[MUCEM

«3auteno» [IpaBuibHbIX 0TBETOB 51-%
—  TeKCT  MepeBoAa  aJeKBaTEH
UCXOJHOMY COOOILEHHIO; U3JI0KEHHUE, B
OCHOBHOM, JIOTHYHO U TIPaMOTHO;
IPOJIEMOHCTPUPOBAHO 3HaHUE u
NOHUMAaHHE KJIF0YEBOI TEPMUHOJIOTUH U
JIEKCUKO-TPAMMAaTHYECKUX  CTPYKTYP;

®oHT NSITOBBIX ITHCEM,
KOHTPAKTOB




AO0IIYCKAaCTCA A0 quHpéx
HE3HAYUTEIBHLIX OMHOOK B epeBoOJIC
TCPMHUHOB M JICKCUKO-TPAMMATHUYCCKUX

CTPYKTYD.

«He3auTeHo» — TEKCT TepeBojaa
HIOJTHOCTBIO HE COOTBETCTBYET
UCXOAHOMY COOOIIEHUIO; B

NepeBeICHHOM  TEKCT€  OTCYTCTBYET
JOTUKAa W HMMEIOTCS MHOTOYHCIICHHBIE
rpaMMarudeckue omuoOku  (Oosble
BOCBMH); W3Y4YCHHBIH BOKaOymsp W
JIEKCHKO-TPAMMATHYECKHAE  CTPYKTYPHI
HIepeBeICHBl HEBEPHO JHOO COBCEM HE
HIepEBE/ICHBI.
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8. [lepeuenn pecypcoB HH(POPMAIHMOHHO-TEIEKOMMYHHUKAIMOHHOI ceTu « AHTEepHETY,
He00XO0AUMBIX /151 OCBOCHMS M CHUILTHHBI (MOXYJIA)

IIpyn mpoBeneHUM NPAKTHYECKUX 3aHATHM IO JUCLHUIUIMHE «JleJIOBOM MHOCTPAHHBIA S3BIK»
UCTIONIB3YETCSl  CJICAYIONIEe TMPOrpaMMHOE OO0ECHeUeHHUE COBPEMEHHBIX WH(POPMAIMOHHO —
KOMMYHHKATHBHBIX TEXHOJIOTHH:

HuTepHeT-pecypchl: aHrnos3bIYHbIe 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 cuctema Google s ToucKka WHPOpPMANMKM HAa TIO TeMaM, BBIHOCUMBIM Ha
CaMOCTOSITEJIbHOE N3yUEHHUE;

-y4eOHbIe TOCOOHs U y4eOHO-MEeToANYEeCKHe pa3paboTKu HayuyHoi 6ubmuotexku AITIY;
-9JICKTPOHHBIA ~ pEeCypCHbI  IeHTp  HayyHoW  Oubmmorexm  AITIY; “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.ublicityvhound.net/prepare-for-an-interview-with-a-reporter-these- 8-ways

http://marketing.about.com/od/publicrelation 1/a/organizingapressconference.htm
http://www.ehow.com/how_4494650_prepare-press-conference.html

9. MeToauyeckue yKazaHus AJ1sl 00y4aroluXcsl 10 0CBOEHUIO TMCIHUIIIHHbI

OOyueHue MHOCTPAaHHOMY f3bIKY IO JaHHOM MporpamMme rOTOBUT K J€JI0BOMY OOIIECHUIO
Ha aHTJIMICKOM SI3bIKE, KaK B MPO()ECCHOHAILHON JEATEIIEHOCTH, TaK M B TIOBCEAHEBHOM KHU3HH, a
TaKXe yYUT YUTaTh U NOHUMATh TEKCThI Pa3IMYHON HaNpaBICHHOCTH, YUYUT NMUCATh aHHOTALUU U
pedepart, mucath MUCbMa YaCTHOTO W JIEJIOBOTO XapakTepa. B mporpaMMy BKITIOYEHA CrieMAIbHAS
TEPMUHOJIOTHSI A3bIKA JI€JI0BOTO OOLICHHUS.

HeoOxonumo pa3pabaTbiBaTh COBMECTHO C NIPENOAABATENEM WHAMBUAYAIbHBIA aJITOPUTM
CaMOCTOATENIbHOW paboThl M pabOTH! Ha 3aHATUSAX. OCHOBHAsI peKOMEHAaLs, 00ecneurnBaroLiast
ycHex IpHU OCBOCHHH, KaK OT/AEIbHBIX TEM, TaK U Kypca B LIEJIOM - CUCTEMaTHUecKas paboTa HaJl
3aJJaHUAMHU, KOHKpETH3UPOBaHHBIMU B 1.3, «CoaepxaHue caMOCTOATENIbHOW paboThy. BhimonHss
3a/laHusl, CTYJIEHT KOHTPOJHMPYET CTENEHb YCBOEHUS MaTepuaja M, €CId OH HE B COCTOSIHUU
BBIMOJIHUTh TO WIM HMHOE 3a/laHue, OH JOJDKEH BHUMATEIbHO NPOYUTATh COOTBETCTBYIOLIEE
IPaBWJIO 10 PEKOMEHJOBAHHON JUTEpaType. Ilocne 3aBepmieHHs] Kaxa0ro OJIOKa TeM,
IpernojaBaTesb JaeT «TBOPUYECKUE» 3aJaHMs: HAllMCaHHWE CBA3HBIX pacCyKJICHWM, BbICKa3bIBaHUM,
aHHOTaIMK U pedepaTos, MHCEM JIMYHOTO U JAETOBOTO XapaKTepa, MOArOTOBKA YCTHOTO COOOIICHHUS
10 33J]aHHOM Teme, MOATOTOBKA K poJIeBO Urpe, Hampumep, «OTKpbITHE COOCTBEHHOTO OM3HECa».
Ha 3T0 oTBOAWTCS NOCTaTOYHOE KOJMYECTBO HYAaCOB HA CAaMOCTOSITENbHYIO HOJArOTOBKY. Ilouck u
cObop MaTepuana JOJKEH OCYILECTBIIATHCS CTYAEHTAMU CaMOCTOSITENIbHO M3 COOTBETCTBYHOIMX
VCTOYHUKOB: MEPUOJUYECKUX W3JaHUM, HAYyYHO — IMOMYJISPHBIX TEKCTOB, HAy4YHBIX CTaTeil,
MoHorpaduii, UuTepHer - pecypcoB. IIpu noaroropke Takux KOMMYHHUKAaTUBHO-OPUEHTUPOBAHHbBIX
3alaHui: POJIEBBIX WIP, IPYNIOBBIX AWCKYCCUH W T.I. CIEAYET MpPHUAEPKUBATHCS CLEHApUs,
pa3pabOTaHHOIO COBMECTHO € IPENOoJaBaTesIM.
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10 . ITepeyeHb MH(POPMALMOHHBIX TEXHOJIOTHii, HCI0JIb3YeMbIX NPH OCYLIECTBJICHUN
o0pa3oBaTeIbHOIO Mpouecca Mo JMCHUIIHHE (MOAYJII0), BKJII0Yas NepedeHb NPOrpaMMHOI0
o0ecrieyeHus1 1 HHPOPMAINUOHHBIX CIIPABOYHBIX CHCTEM (IIPH HEOOXOAMMOCTH)

IIpy mnpoBeneHMHM NPAKTUYECKMX 3aHATHM 10 JAUCIMIUIMHE «/IHOCTpaHHBIA S3BIK B
npoeCCHOHATBHON KOMMYHHMKAIIUM» MCIOJB3YIOTCS CIEIYyIOIUe IMporpaMMHbIEe OOecredYeHus
COBPEMEHHBIX HMH()OPMAIIMOHHO — KOMMYHHKATHBHBIX TexHonorwmit: Microsoft Office, Excell,
cioBapb-niepeBoaunk ABBYLingvo 12, oOyuatomue nporpammbl: «Speaking Englishy», «Tell me
more», «AHrmmiickuii Ha Ypa», «IIpodeccop XurruHc. AHrmickuid 0e3  akUeHTay,
«MHTepaKkTUBHBINA yUEeOHUK 10 COBPEMEHHOM I'paMMaTHKe aHIIMHCKOTO sI3bIKa», «CaMOy4uTeNn 1o
AHTTIMHCKOMY  SI3bIKY»; MHTepakTuBHble Kypchl «TOEFL»; TpeHuHroBble mpOrpaMMbl IO
rpaMMaTUKE U JIGKCUKE, TECTOBBIC 3a/laHUS MO AHIIMHCKOMY S3bIKY: « TecTbl IO aHIIHHCKOMY
S3BIKY»; yueOHbIe TOCOOUS 1 yueOHO-MeToInuecKre pa3paboTku HayyHoi oubmmoreku JAITIY.

11. MaTepl/IaJIbHO-TeXHI/I‘IeCKOQ odecneyeHue AUCHHUIIINHbI

[TpuMmeHeHne COBpEMEHHBIX 00pa30BATEBHBIX TEXHOJIOTHI, B paMKaX KOTOPBIX pean3yeTcs
OCBOCHHME JUCLUIUIMHBI, TPEIIojiaraeT WCIOJIb30BaHUE aKaJEMHYCCKONW ayAUTOPUH  UIS
MPOBCACHUA NPAKTUUCCKUX 3aHATHHN C HeO6XOI[I/IMBIMI/I TCXHUYCCKUMHU CPEACTBAMU (KOMHBIOTep,
IPOEKTOpP, OJKpaH, WHTEPaKTUBHAs JOCKA, ayAuo- ¥- BUJACO amlmapaTypsl, Meauaszal ¢
BO3MOXHOCTBIO MPOCMOTpPA CITYTHUKOBOI'O TCJICBUACHWA HA MHOCTPAHHOM SI3BIKG).

CpenctBa oOydYeHHsT BKJIIOYAIOT YYEOHO-CIIPAaBOYHYIO JIMTEpatypy (PEeKOMEHIOBaHHBIC
y4eOHMKM M Yy4YeOHble TMOCOOMs, CJIOBapH, ydeOHble M AayTCHTHUYHBIC I€YaTHBIC, ayJHo- H
BHUJICOMAaTepHabl, IHTepHET-pecypchbl).

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

HarnsimHple, ayaMoBH3yalbHble, TEXHHYECKHE CpEACTBa OOy4eHHs: KOMIBIOTEp,
MYJbTHUMEONA, Ay TUOBU3YaJIbHBIC MaTCpHUaJIbI.






