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PREFACE

For many centuries Asia-Pacific Region has attracted the attention of poli-
ticians, economists, scientists, explorers, artists and ordinary citizens of many
countries. Economic, political and cultural interaction of Asia-Pacific countries
and the European states began in the XIX century, when England, France, and
later Russia began to expand their colonial possessions. It was in that period
when the question about the specifics of communication between European cul-
ture and Asian culture became very urgent.

Active economic development of the countries of Northeast Asia at the
turn of XX — XXI centuries, their participation in the world's political and socio-
cultural processes are updating the problems of establishing, strengthening and
enhancing the dialogue between the peoples of Northeast Asia and Russia,
which seeks to strengthen its prestige on the international arena to pursue a poli-
cy of openness and cooperation. At the same time every people of the region has
its own cultural, religious, ideological and historical traditions, which affect its
specific behavior during international political and economic, scientific and cul-
tural contacts.

In business communication with different cultures, speaking different lan-
guages and using different writing systems NEA countries resort to English as
intermediary language. Being the global language because of its functioning
breadth, the English language also promotes intercultural communication medi-
ated through processing information materials on the history, culture, politics
and economy of the East. It should be borne in mind that the main barriers to in-
terpersonal communication are not so much linguistic lapses as an inaccurate in-
terpretation of the non-verbal signs, different perceptions of time and space,
prejudices and stereotypes.

Based on this, the authors have included in their job tasks which reflect
the characteristics of dialogue with the inhabitants of China, Japan and South
Korea. Such a choice of countries is not random, because it is the economy of
these countries that are crucial for the development of the region. Such a presen-
tation of the material will not only help to train language skills, but also to get an
idea about the peculiarities of NEA peoples’ culture at the present stage.

The book consists of 15 lessons and material for further reading for each
lesson, it is intended for students of the basic educational program of Master of
all directions who study the subject "Business Foreign Language" and "Profes-
sional Foreign Language." It might be interesting for teachers of English, Rus-
sian businessmen and tourists, as well as a wide range of people dealing with in-
tercultural communication.



Asnarcko-Tuxookeanckuii peruod (ATP) Ha mpoTsykeHMH HOBOTO W HO-
BEWIIEro BpEMEHU IMpPUBJIEKAET K ceOe BHUMAHUE MOJUTHUKOB, YKOHOMUCTOB,
YYEHBIX, TyTEIIECTBEHHUKOB, ACATENEH KYJIBTYpbl U IPOCTBIX I'PAKJIaH MHOTUX
roCyJlapCTB MHUpa. DKOHOMHYECKOE, MOJUTUYECKOE, KYIbTYPHOE B3aUMOJECH-
ctBue ctpan ATP u eBponeiickux rocynapctB Hadanoch emie B XIX B., xorga
Anrus, @pannus, a no3aHee Poccus cranu pacmiupsiTb CBOM KOJOHHAJIbHBIE
BiajieHus. IMeHHO B TOT mepuoa oCTpo BCTaj BOMPOC O crenuduke oOUIeHUs
€BPOIIEUCKOM KYJIBTYPBI C KYJIBTYPOU a3UaTCKOM.

AKTHBHOE S3KOHOMHMYECKoe pa3BuTue cTpaH CeBepo-Bocrounoit Aszuu
(CBA) na py6exe XX — XXI BB., yuactue rocymapcts CBA B MUpPOBBIX MOJH-
TAYECKUX U COLMOKYJBTYPHBIX IIPOLECCAX AKTYAIM3UPYET BOIIPOCHl yCTAHOBJIE-
HUs, YKPEIUICHHWs W PAaCIIMpPEHMs auanora Mexnay Hapopamu crpaH Cesepo-
Bocrounoii A3uu u Poccueld, koTopasi CTpEMUTCS YKPEIUTh CBOW MPECTHXK Ha
MEXKIyHApOJHOM apeHe, MPOBOAUTH MOIUTUKY OTKPBITOCTU U COTPYIHHUYECTBA.
[Ipu 3TOM Ka)KJIbIii HAPOJ paccMarpuBaEMOI0 PErMOHA UMEET CBOM KYJIBTYPHBIE,
PEIUTHO3HBIE, NICOJIOTMYECKUE U MCTOPUUYECKUE TPATULINM, HAKIIAIBIBAIOIINE
OTIEYaTOK Ha chenuduKy TMOBEACHUS MPH MEXKIYHAPOIHBIX IOJIUTHUKO-
HDKOHOMHMYECKHX U HAyYHO-KYJIBTYPHBIX KOHTAKTaX.

B 6u3Hec-kOMMYHHMKAIIMU C TIPEJICTABUTENIIMUA PA3IUYHbBIX KYJIBTYp, TOBO-
PALIMX HA Pa3HbIX SA3bIKAX U MOJB3YIOUIUXCS PA3HBIMU MUCBMEHHBIMH CUCTEMAMU,
ctpanbsl CBA mpuberarot K aHIIIMHACKOMY SI3BIKY KaK SI3BIKY-TIOCPEIHUKY. SBIis-
SCh TIOOANBHBIM SI3BIKOM Onaromaps CBoeil mupoTe (QyHKIIMOHWPOBAHUS, aH-
IIIMICKUHN SI3BIK TaKXKe CIOCOOCTBYET OMOCPEIOBAHHON MEXKYIBTYPHOU KOMMY-
HUKaIu 4yepe3 o0paboTKy MHGOPMAIIMOHHBIX MAaTEPHUAIOB MO UCTOPHH, KYib-
Type, ITOJINTUKE U 3KOHOMHUKE cTpaH Boctoka. IIpu sTom cienyer y4uThIBaTh,
YTO OCHOBHBIMH OapbepaMM SBIIIOTCS HE CTOJIBKO SI3bIKOBBIE OIIMOKH, CKOJIBKO
HETOYHOE HMCTOJKOBAHHE HEBEPOAJIbHBIX 3HAKOB, Pa3jM4YHOE BOCHPUSTHE Bpe-
MEHH U NPOCTPAHCTBA, IPEAPACCYAKH U CTEPEOTHUIIBI.

Hcxonst U3 3T0ro aBTOpbl BKIIOYWIA B CBOE MIOCOOME 3aJ]aHusl, OTpaXkaro-
e 0COOEHHOCTH BeneHus nuanora ¢ xutensimu Kuras, Anonun u FOxHOM
Kopeu. Taxoit BbIOOp HE SIBIISIETCS CIyYalHBIM, MOCKOJIBKY 9KOHOMHKH UMEHHO
ATUX CTpaH SIBJISIOTCS ONMpPENEISIOMUMHU [l pa3BUTUs peruona. [lomobHoe usz-
JIOKEHUE Marepuaja MO3BOJIUT HE TOJIBKO OTPabOTaTh JIMHTBUCTHYECKUE HABHI-
KU, HO U MOJIyYUTh IpeAcTaBiIeHne 00 0coOOEHHOCTAX KyabTypbl HapogoB CBA
Ha COBPEMEHHOM JTarle.

[TocoOue coctout mu3 15 3amsATUl W Marepuana sl AOMOJHUTEIBHOTO
YTEHUS K KaKIOMY 3aHITHIO, IPEIHA3HAYEHO AJISl CTYACHTOB OCHOBHOM 00pa3o-
BaTEJIbHOM MTPOTPaMMBbI OATOTOBKM MaruCTpOB BCEX HAIPABICHUM, U3YUYaIOIINX
TUCUUIUINHBL «/lenoBoii MHOCTpaHHbId s3bIK» M «lIpodeccroHanbHbIl MHO-
CTpaHHbIN A3bIK». OHO MOXKET ObITh MHTEPECHBIM JIJIs MPEenoiaBaTeieil aHui-
CKOTO $I3bIKa, POCCUMCKUX OM3HECMEHOB U TYPHUCTOB, @ TAKXE IIUPOKOMY KPYTY
JIUL], 3aHUMAIOILIKUXCS MPOOJIeMaMU MEKKYJIBTYPHON KOMMYHUKALIUH.



LESSON 1. BUSINESS TRAVELLING

1. Listen and repeat.

1. I'd like an aisle seat, please. 2. I'd like to sit next to my colleague.
3. I only have one bag to check in. 4. I'd like to book a hire car for three days.
5. Do I need an international driving license? 6. How would you like to pay?
7. Do you take credit cards? 8. A single to Munich, please. 9. Do I need to reserve
a seat? 10. Is the seat reservation included in the price of the ticket? 11. Do you
have a double room for two nights? 12. A non-smoking room please, with a bath
and a balcony. 13. We need your credit card number to hold the reservation.
14. I'm calling from room 21. The TV doesn't work. The bed hasn't been made.
I'd like to change my room. 15. I don't have any cash on me. — That's OK. You
can pay by credit card.

I1. Read and translate the following dialogs.
Hiring a car

Speaker 1: Hello, I'd like to book a hire car for three days from March
14th — 17th, please. Do I need an international driving license to drive here?

Speaker 2: No, but there is a charge for an extra driver.

Speaker 1: So how much will it cost in total?

Speaker 2: $300. How would you like to pay?

Speaker 1: By credit card, please.

Taking the train

Speaker 1: A single to Munich, please.

Speaker 2: First or second class?

Speaker 1: First class, please.

Speaker 2: OK. That will be 65 euros. Please sign here.
Speaker 1: Do I need to reserve a seat?

Speaker 2: No, the seat reservation is included in the price.

A tight connection

Speaker 1: Excuse me. [ have a connection to Chicago at 5:00. Am I going
to make it?

Speaker 2: Yes, there will be a minibus waiting at the gate to take you to
terminal B. There shouldn't be a problem.

Speaker 1: What about my luggage? I'm worried that my bags won't make
the connection even if I do.

Speaker 2: Don't worry, the minibus will take you and your luggage.
There are some other passengers who also have tight connections.

Speaker 1: Thanks for your help. I'll keep my fingers crossed.
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A hotel mix-up

Speaker 1: Hello, Reception.

Speaker 2: Hello, it's Amanda Lin from Room 205.1 asked for a non-
smoking room but someone has been smoking in this room. Oh yes, and the TV
doesn't work. Also there are no drinks in the minibar and the bed hasn't been
made. I'd like to change rooms.

Speaker 1: I'm very sorry, madam. I'll organize a different room for you
and send someone up immediately to help you with your luggage.

111. Match the statements and questions with the responses.

1 | Can I have your name, please? A | Asingle or a double?

2 | I'd like to book a room for Tuesday B | When's the next flight?
night.

3 | I hope you catch the flight. C | I'll send someone to look at it.

4 | I've missed my connection. D | Yes, of course.

5 | Can I pay by credit card? E | It's Ahmed Salem.

6 | The TV in my room doesn't work. F | Can I see your passport,

please?

7 | What kind of identification do you G | Here, please.
need?

8 | Where do I need to sign? H | Thanks. Wish me luck!

IV, Look at the plan of an airport terminal and do the following tasks:

a) Ask the way saying: Could you tell me where the shops are, please?
Or: Could you tell me where the exchange is, please?

b) Starting at the numbered place, follow the directions and say where you
are.

1. You'll find it at the other end of the terminal. Turn right as soon as you
can; go between the left luggage and the information desk. Near the check-in
turn to the left and go straight until you see a «toilets» sign. Turn right again.

2. Go straight past the information desk, and then turn left. You’ll see the
check-in desk on your right. Go round it; then through the door. When you go
out, turn to the right.

3. Turn to the left and go straight past the information desk. Then turn to
the right. When you reach the telephone booth, go round it. You’ll see a «doc-
tor» sign on your left and the steps behind it. Go up the steps and you are there.

4. Go down the steps: turn to the right and then go straight until you reach
the doctor. Turn to the left; go past the telephone booth. Turn to the left after the
toilets sign. You’ll see a passage in from of you.



c¢) Practice your own dialogs by asking the way and giving the directions.

1" érestauranlé shop‘; A @

— exchange

i' check-in {E \
information desk @

] | left luggage
'/ \’ )

V. There is a standard set of symbols to represent the availability of hotel
facilities. Can you guess the meaning of the following symbols?

, ® ﬁ 56 o P
LY g | @ 2L
1.0 ) 2 3. )
00 (0] 1 ® i
=Y
5. 6\ J 7. 8.1

Check if you are right:
1. Sauna 2. Gift Shop 3. Laundry 4. Indoor Pool 5. Hair Salon 6. Dish-

washer 7. Parking Attendant 8. Meeting Room
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VI. When you choose a hotel you can ask Is there a ... in this hotel? In
room amenities may include:

CR| ||s&

L Colour TV ‘ L Telephone A L Shower J Alir conditioniné
11 @, rqé o
» )

Coffeemaker Internet Iron Secure Storage

VII. When you check in you can say: I would like a room with ... Think of
other facilities and in room amenities which may be necessary or preferable for
people. Fill in the following table using the words from the box:

a) organized games and activities;  b) push-chairs;  ¢) ramps at all stairs;
d) lifts to all floors; e) aresident nurse;  f) butler attention;  g) Jacuzzi;
h) hypoallergenic pillows; 1) a recreation room;  j) wake-up service;

k) 32 LCD Television; 1) private balcony;  m) full service bar;

n) a banquet room; o) automatic drapery;  p) refrigerator

hotel facilities | in room amenities

a principal of business house
a handicapped photocopier salesman  |e)...
a very rich vocalist
a human recourse manager with a child b)...

VIII. People can pay for these facilities and in room amenities in various
ways: a) in cash; b) with a credit card; c) by writing out a cheque; d) by forward-
ing a voucher.

Make up and act out your own dialogues by choosing a relevant word
from the given in bold or any other you have leant.



Checking into a hotel

Visitor: Good evening.

Clerk: Good evening, sir / madam. [’m at your service.

Visitor: Do you have any vacancies starting tonight?

Clerk: Yes, sir / madam, we do.

Visitor: I’d like a single room / twin room / suite.

Clerk: Would you like a smoking or non-smoking room?

Visitor: A non-smoking room, please, with a jacuzzi / a balcony if possible.
Clerk: We have a non-smoking room with a balcony on the 10th floor.
Visitor: Is there a laundry / wake-up service in your hotel?

Clerk: We have ... but unfortunately there is no ... in our hotel.

Visitor: And what about an indoor pool / a sauna?

Clerk: Yes, sure. This is a list of all the hotel amentities, like the gym and
indoor pool. How many nights do you want the room for?

Visitor: It's for three nights / a week.

Clerk: Could you fill in this form, please?

Visitor: How much do 1 pay?

Clerk: Ninety dollars a day plus tax. How will you pay?

Visitor: Can I pay with a credit card?

Clerk: Certainly, sir / madam. This is your room key. You’re very wel-
come. Enjoy your stay with us.

IX. There is an elderly weak-sighted woman at the front desk. Write down
the questions you need to ask in order to fill in this card for her.

Guest name : (Capitals )

Designation :

Organization :

Address :

Birth Day : Anniversary :
Arrived From : Proceeding To
Arrived Date : / / Time
Departure Date : / / Time

Purpose of Visit: Tourist / Holiday Conference Group  Business
Mode of Payment :  Cash Company Voucher Credit Card
Credit Card No. : Expiry Date :

Terms and Condition :

GUEST'S SIGNATURE]
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LESSON 2. EATING OUT
1. Listen and repeat.

1. Would you like tea or coffee? 2. How do you like your coffee? 3. Can |
have a soft drink? 4. Could you translate the menu for me, please? 5. Do you
have an English menu? 6. We're ready to order. 7. That was delicious. 8. Can I
have the bill please? 9. I must compliment you on your cooking. 10. Can I take
your order? 11. Would you like anything else? 12. How much do they normally
tip? 13. I wonder if I should leave a tip? 14. Let me pay for this. 15. It's my treat.
16. How about a drink at the hotel this evening? 17. Thank you, I'd love to.

11. Read the texts and choose the title which you think fits best. There are
two extra titles which you do not need to use.

1. Translating the menu. 2. Paying the bill. 3. It's my treat.
4. No objections! 5. Coffee or tea? 6. Ordering a meal.

A:  Visitor 1: 1 hope you like Russian food. Let me translate the menu for you.
I recommend the set menu which is 'borsch' — that's beetroot soup, followed by
'buglama’, which is a kind of lamb stew cooked in spices — it comes with mashed
potato and salad.

Visitor 2: Sounds good. What about dessert?

Visitor 1: There's a choice of ice cream.

Visitor 2: I'm happy with that. Let's order.

B:  Visitor 1: We're ready to order. To start, I'd like chicken soup and my col-
league would like the grilled sardines.

Waiter: Thank you. And for your main course?

Visitor 2: 1'd like fried chicken and French fries and, was it roast duck and
boiled rice?

Visitor 1. That's right. With a green side salad, please.

Waiter: Thank you. And to drink?

Visitor 2: We'd like a bottle of sparkling water, please.

C:  Visitor: That was very good. Can we have the bill, please?

Waiter: Here you are, sir.

Visitor: Excuse me, but could you tell me what this is for?

Waiter: It's for the bread.

Visitor: Oh yes, I see. Do you take credit cards?

Waiter: I'm sorry, we don't. If you need some cash, there's a cash machine
just across the road.

11



D:  Waiter: Would you like some coffee?
Visitor 1: Do you have any tea?
Waiter: Yes, we do. Do you take milk and sugar?
Visitor 1: No thanks.
Visitor 2: Can I have a soft drink, please?
Waiter: Yes, of course. We have some orange juice and some still water.
Visitor 2. T'll have an orange juice, please.

IIl. Look at the people eating and then study the phrases below. What
each person may be saying?

1. I must compliment you on your cooking. 2. Thank you, I'd love to.
3. Oh, no thanks, I couldn't eat another thing. 4. Would you like some more veg-
etables? 5. That was delicious. 6. It's a speciality of this region. 7. No, just the
bill, please. 8. I really want a good starter.

1V, Try to match up phrases to make two-line exchanges.

1. How are you?
2. What can I get you?
3. Do you mind if I smoke?
4. Could you tell me what this is?
5. Are you having a starter?

Actually, I’d rather you didn’t.
Yes, you too!

Thank you. I’d love one.

Yes please. I'd like the steak.
Not too bad, thanks.

6. Are you ready to order? You’re very welcome.

7. Do you take credit cards? No thanks. I'm in a hurry.

8. Can we have the bill please? With a Visa credit card.

9. Have a good evening. It's a speciality of this region.
10. How would you like to pay, sir? A gin and tonic, please.

11. Would you like a coffee? Here you are, sir.

12. Thanks for all your help. Maybe just a small one.

13. Would you like to go for a meal later? That was delicious.

14. T wonder if I should leave a tip? Thank you. I’d love to.

15. Did you like your dessert? I'm sorry, we don't.

12



V. Identify the odd word out in these groups. Look up unknown words if any.

. pork, beef, veal, chicken ... chicken..........

. shrimp, crab, beef, tuna L
. potato, tomato, cucumber, rice e,
. duck, chicken, squid, turkey L,
. brandy, juice, coffee, tea L,
. starter, main course, dessert, tip e
. grilled, boiled, appetizer, mashed ..,
. cabbage, broccoli, radish, mushrooms ...

OO DN A~ W —

VI. Look at the dishes that might appear on the menu at a Japanese res-
taurant. Invent and write down on a piece of paper the name of your own starter,
main dish or dessert which you can call “my speciality”. Explain your dish to
your partner, with the partner in role as a visitor.

Sashimi [s&'[izmi] is a Japanese dish of bite-sized pieces of raw fish eaten
with soy sauce and wasabi' paste.

A gratin ['graeten] is a dish containing vegetables or sometimes meat or
fish. It is covered with cheese or cheese sauce and baked in the oven.

Miso ['misou] is a paste made from fermented soya beans and rice malt’,
used in Japanese cookery.

VII. When you want to order something in a restaurant, you say: 1'd like
... If you order a combination of dishes, say: 1'd like ... with ... and ... to fol-
low. Practice ordering different combinations of dishes.

VIII. You are the waiter. Ask the visitors what they would like to order and
fill in the form.

Starters:

Main courses:

Dessert:

Drinks:

'wasabi — [wa'sa:bi] — smoHckuit XpeH
>malt — [mo:lt] — conon

13



IX. Look at this dialogue. Write in the missing words.

You: Let me ... for this.

Colleague: No, I'll pay for it.

You: No,nol....

Colleague: Well, thanks very much.

You: Waiter! Could I have the ..., please?
Waiter: Certainly sir, here you are.

You: Thank you. Is ... included?

Waiter: Yes sir, thereisa 10 % ... ... on the bill.
You: I see.

Waiter: How would you like to pay sir: in ..., by ... or witha ...?
You: Do you take ...?

Waiter: Certainly, sir. That will do nicely!

You: I wonder if I should leave a ...?

Colleague: Maybe just a small one.

X. Work in groups of three. Brainstorm as many examples as you can of
the language indicated below.

Group one: recommending what to eat, expressing preference, and ordering.
Group two: commenting on the food, asking for the bill, offering to pay.
Group three: insisting on paying, inviting, thanking.

XI. Divide into fresh groups of three and together in your new groups
share all the examples you have of different ways of saying the nine functions
above. Complete the grid below with possible phrases:

recommending what to eat expressing preference ordering
commenting on the food asking for the bill offering to pay
insisting on paying inviting thanking

XII. Imagine you and your Japanese business colleague are in a restau-
rant of Lodge Fujimien. Fujimien is a hotel located in the highlands of Hakone,
Japan, not far from Mount Fuji. Look at the menu; discuss it, make your choic-
es, and call the waiter to give the order.

aperitif [o,pera'ti:f] ariepuTUB

hors-d'oeuvre [,0:'d3:v(19)] HEYTO HEOOBITHOE
ginkgo ['gimkou] TUHKIO

bran [braen] oTpyou

citron ['sitr(o)n] LUTPOH, CIAJKAN JIMUMOH
mackerel ['maekr(a)]] CKyMOpus
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saury ['sorrt] Makpesenryka

burdock ['b3:dok] JIOTyX

chrysanthemum  [kro's@enfimom)] XpU3aHTeMa

rice ear ['raisio] KOJIOC puca

bream [brizm] JIetT

yam [jeem] Oarar, ciankuii kKapTodenb

tofu ['toufu:] Tody (COEBBI TBOPOT)

leek [lizk] JTyKIopein

pickles ['piklz] COJICHbS, MAPUHA/bI, TUKYJIN
~Esssssssssssssssssssssssssssssssss§5
i m
m Menu :::
m
" October 2013 U

m

::: Fujimien [
i m

Aperitif m
n Plum wine home made m
m Appetizer m
m Vegetables with White Sesame m
m Worm Dish m
m Chicken, Ginkgo and Bran
m Hors' 'd'oeuvre I
m Squid and Citron n
m Sushi (Mackerel with Vinegar) -

Leaf of potato (Zuiki) m
Lotus root m
Clear Water Shrimp m

Potato m
. Saury and Burdock i
m Leaf and flower of Chrysanthemum m
m Rice Ear -
m Sashimi
m Red Sea bream, Tuna i
m Tsuma (Yam and Radish.) I
m Grilled dish I
m Gratin of Mushroom and Salmon m

Mushroom (Maitake, Eringi, Shimeji, Enoki) and Parmesan Cheese m
Hot Plate dish (Touba-Kaki) m
Wild duck, Kon-nyaku Potato, Tofu and Fruit of Buckwheat with Miso m

Miso Soup 1]
m Mushroom (Nametake), Tofu and Leek. m
m Rice
i Pickles
m Dessert




LESSON 3. SMALL TALK

1. Look at the pictures. In groups, decide what you think the people are
talking about. Say what you think they are definitely not talking about.

1. Suggest various topics for a small talk. Fill in the word-web.

l [ economic situation ] B
Y N

P

TOPICS :l home towns

D 5

comparison of countries

[ current news items

films [

11I. Put the dialogue in the right order. To what social topic does the con-
versation belong? Read the dialogue paying attention to the pronunciation of the
geographic names:

Korea [ka'ri:o] Silla ['s1lo] Seoul [saul]
Cheomseongdae [tthomson'de] Bunhwangsa ['banhwangsa]
Seorabeol [souraberoal] Kyongju ['kjormdzu]

[] 1. Of course. The city has been declared as a world heritage site by
UNESCO.
[ ] 2. To South Korea. We're staying in a small hotel in Kyongju.
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[] 3. What are you going to do while you're there?

[] 4. Maybe some day.

[] 5. Sure, Seoul is considered a leading and rapidly rising global city, result-
ing from an economic boom and growth known as the Miracle on the Han River.
[1 6. You must go there too.

[1 7.1 see. Then it must have hundreds of ancient historical remains such as
temples, stone pagodas, imperial mausoleums, mounds, and so on.

[1 8. Where are you going for your holiday this year?

[ 9. My husband wants to see Cheomseongdae Observatory, the oldest Ob-
servatory in Asia. It is 5.17 meters in diameter and 9.4 meters in height, and
consists of 362 stones.

[]  10. First of all, we're planning to visit Bunhwangsa Temple which was
founded in 634 CE by a Buddhist monk. It remains in use to this day.

[] 11.Iagree with you, but in some way Kyongju is a capital too. It was the
capital of the Silla kingdom from 57 BC till 935 CE and its ancient name was
Seorabeol, which means “Capital.”

[ ]  12. Why Kyongju? Not Seoul?

[]  13.1It sounds very attractive.

[ ]  14. And then?

[ ] 15. Do you think one should visit the capital of South Korea?

1V, Another topic of small talk may be the comparison of countries. The
text below contains the information about some of them. Six fragments have
been removed from it. Choose from fragments A — G the one which fits each gap
(1 — 6). There is one extra fragment which you do not need to use.

China and Japan are alike because Japanese culture has been greatly influ-
enced by the Chinese culture. Yet they are almost as different from each other as
any two neighboring countries can be.

Both of them are typical Asian cultures, surviving since a few millennia.
That’s why a lot of their traditions are connected with the family structure and
social hierarchy. The countries followed a patriarchal system of inheritance, and
...l.... Extended families were common, and the social order dictated request for
elders and teachers.

Confucianism, along with Buddhism, is one of the common links that bind
the two cultures. Unlike China, Japanese people are far more religious, and fol-
low both Buddhism and Shinto beliefs. However, ...2... for religion, and his ac-
tual religious practices may be very different from his ancestors.

There are numerous similarities in language and vocabulary. The Japanese
written language is derived from the Chinese language. Anyone who can read
either the Chinese or Japanese language ...3... and interpret the text. However,
the Japanese spoken language is entirely different from Chinese.
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The Chinese food does not have much in common with its Japanese coun-
terparts. While the Chinese food is spicy and involves a lot of frying, the Japa-
nese one is far less spicy, and certain types of Japanese dishes tend to be raw.
Though both cultures share rice and tofu as a common food staple, ...4... in
China.

The popularity of martial arts among the people is a common feature,
though there are differences in styles. The techniques in the Chinese martial arts
are fluid and circular; and those in Japan arts are solid and structured. In Japan
...5..., which is not the case with China.

Japanese culture places a lot of emphasis upon harmony in society. Even
in conversation with each other, the Japanese follow a very polite approach. In
Japan, it would not be easy to come across quarrels in public, ...6..., or other
signs of social stress. While in China the lower level of politeness is more com-
mon. Both cultures also share a strong work ethic, frequently working six-day
weeks.

: can see the likeness between the characters.

: people yelling at each other.

: modern Japanese has practically very little time to spare.
: religious manifestations are not allowed.

: professional fighters are regarded as celebrities.

: the head of the family used to be the eldest male.

G: Japanese Sashimi and Sushi are exotic.

mECSAOW

V. Telling anecdotes and stories is an important part of conversation.
Read about an incident that has happened to a famous person. Do you like it?
Think of an anecdote of your own and tell it before the class.

President William Howard Taft once found himself stranded at a small
country railway station. Informed that the express train would stop only for a
large group, Taft wired the conductor: "Stop at Hicksville. Large party waiting to
catch train." When the train stopped, Taft boarded and turned to the confused
conductor. "You can go ahead," he declared. "I am the large party."

You can start with something like:

That reminds me!

Funny you should say that. Did I ever tell you about...
Hearing your story reminds me of when...

Something similar happened to me....

VI. Mr. Dong Fang from China is visiting a manufacturer in Russia. He is
talking to the marketing director of an aircraft works in Komsomolsk. Read an
extract of their conversation and answer the question: What is wrong with what
the marketing director says?
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Marketing director: Is this your first visit here?

Mr. Dong Fang: No, in fact the first time I came was in 1998 when we
signed an association agreement in the field of aviation.

Marketing director: Shall we have a look round the plant before lunch?

VII. The answer is, of course, that it breaks a rule of conversation. Gener-
ally, if you ask a question you should comment on the answer or ask a supple-
mentary question. Suggest a better version of the same conversation.

VIII. Provide a suitable sentence in the spaces in the following dialogue.

Marketing director: Have you been to Komsomolsk before?

Mr. Kitagawa: No, it’s my first visit.
Marketing director: ...1....
Mpr. Kitagawa: I’m sure I will.

Marketing director: And ... er, is the hotel all right?

Marketing director: Yes, it's very comfortable.

Marketing director: ...2.... So, do you have much time here in Russia?

Mr. Kitagawa: No. I have to go back tomorrow afternoon.

Marketing director: You'll have to come back again!

Mr. Kitagawa: L3

Marketing director: So what time’s your flight tomorrow?

Mpr. Kitagawa: Early evening, 18.35.

Marketing director: Well, 1 can book you a taxi if you like, to get you
there in good time.

Mr. Kitagawa: Y S

Marketing director: No problem at all.

IX. Work in pairs. Student A is to start a conversation by asking B a ques-
tion about one of the topics, and B will reply. Student A will continue to ask
questions, based on B's replies. When A can no longer think of another question,
they should make a statement about themselves using a different topic. Student B
then starts asking the follow-up questions.

A: How do you relax when you’re not working?

B: I go to the theatre — I really like live performances.
A: What sort of plays do you like? B:.......
A: What was the last performance you saw?

A: How often do you go to the theatre? B:......
A: Actually, I’'m more interested in sport. B: .......

B: Really, what kind of sport?
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LESSON 4. SENSITIVE ISSUES

L. It is not hard to imagine a lot of insults and arguments, which may be
caused by the communicants’ lack of knowledge of each other's culture. Think
about the cultural issues that may affect the relationship and put a tick \ in the
boxes.

[ ] religion [ ] leisure interests [ ] incomings [] gifts
[ ] stereotypes [ ] body language [ ] local weather [ ] clothes
I1. Read the text below. Identify the basic message implied by the text.

Eye contact

In many Western societies, including the United States, a person who does
not maintain ‘good eye contact’ is regarded as being slightly suspicious, or a
'shifty’ character. Americans unconsciously associate people who avoid eye con-
tact as unfriendly, insecure, untrustworthy, inattentive and impersonal. Howev-
er, in contrast, Japanese children are taught in school to direct their gaze at the
region of their teacher’s Adam’s apple or tie knot and, as adults, Japanese lower
their eyes when speaking to a superior, a gesture of respect. Latin American cul-
tures, as well as some African cultures, such as Nigeria, have longer looking
time, but prolonged eye contact from an individual of lower status is considered
disrespectful. In the US, it is considered rude to stare — regardless of who is
looking at whom. In contrast, the polite Englishman is taught to pay strict atten-
tion to a speaker, to listen carefully, and to blink his eyes to let the speaker know
he or she has been understood as well as heard. Americans signal interest and
comprehension by bobbing their heads or grunting. A widening of the eyes can
also be interpreted differently, depending on circumstances and culture. Take,
for instance, the case of an American and a Chinese discussing the terms of a
proposed contract. Regardless of the language in which the proposed contract is
carried out, the US negotiator may interpret a Chinese person's widened eyes as
an expression of astonishment instead of as a danger signal (its true meaning) of
politely expressed anger.

111. If necessary, read the text again. Then comment on the following:

. observations about many people from the United States;
. observations about the English;

. an observation about Japanese children;

. the meaning of lowering one's eyes in Japan;

. the meaning of widened eyes in Chinese culture.

wn kA W=
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1V. Here are some other areas of potential cultural misunderstanding:

Distance: when talking to people: what is comfortable?

Gesture: do people make lots of facial gestures? How much do they
move their arms and hands?

Greetings/goodbyes: do people shake hands every time? Are there fixed
phrases to say?

Humour: is this a good way of relaxing people? Or is it out of place in
some contexts?

Physical contact: how much do people touch each other?

Presents: when should you give them? When should you open them?
What should you say when you receive one?

Rules of conversation and the role of silence: how long can people be
silent before they feel uncomfortable? Is it acceptable to interrupt when others
are speaking?

V. Which points in 1V are referred to in this story?

Sally, a student, is working for a company abroad for work experience.
The company has employees from all over the world. The head of the company,
Henrik, invites Sally to a barbecue for his employees at his home, at 3 pm on
Saturday. She is the first to arrive, at exactly 3 o'clock. When the others arrive,
some shake hands with each other. Some kiss on one cheek, others on both
cheeks. Others arrive and say hello without kissing or shaking hands. Some
bring wine or flowers, which the host does not open and puts to one side. Others
bring nothing. In conversations, some people move their arms around a lot and
seem to make signs with their hands, others keep their hands by their sides.
Some people do not let others finish what they are saying, and others say almost
nothing; the people with them seem upset and move away when they can. Some
people look directly at the person they are talking to. Others look away more.
Some touch the arm of the other person whenever they are speaking to them.
She notices that some people seem to be slowly moving backwards across the
garden as the conversation goes on, while the person with them is moving for-
ward. Later, somebody makes a joke but nobody laughs. Everyone goes quiet.
People start saying goodbye and leaving.

VI Superstition is a prejudice, representing a belief in some otherworldly
forces. Superstitions have deep historical roots and are part of the national
communicative culture, so their ignorance may affect negatively the course of
communication between representatives of different cultures. Read the sentences
and choose the correct answer A, B, C or D.
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gest?

1. If you want to treat your Chinese friend, what fruit you shouldn’t sug-

with ..

girl?

A oranges B pears C peaches

2. What amount of money you should avoid giving to him?

A 168 B 250 C 130

3. When invited to the Chinese wedding, you can present a bridegroom
A a watch B a green hat C envelop with money
4. A bunch of how many flowers do you consider the most suitable for a
All B 1 Cl14

5. Eating rice in China you can put the chopsticks ...
A upright in the rice B on an empty bowl C near the bowl

VII. Read about some of the superstitions and find out in how many cases

your behaviour might be considered offensive.

1. The word for "four" sounds like "death".

2. Peach symbolizes immortality, orange happiness and
pear prosperity.

3. Two hundred and fifty sounds like "a fool".

4. Giving a clock can be seen as a curse.

5. A man with a green hat means "a cuckold".

6. The figure "fourteen" means "certain death".

7. A homonym of number "one" is "honor", "prize".

8. Eleven flowers mean "I love you with all my heart".
9. The chopsticks are put into rice only at funerals.

10. Chopsticks on an empty bowl could bring death.

VIII. Read the letter of a North American girl published in http.//answers.

yahoo.com/question/ index?qid and answer her question.

colleagues. I do became at ease with them and stuff. But one day a co-
worker of mine (a Korean) called my attention and greeted me. I was happy
and instantly I waved my hand towards him to say "hi!" but after that... he
didn't talk to me again nor greeted me.

I work on a company owned by Koreans and of course I had Korean

Was there something offensive in my actions?

IX. There were some explanations of the incident. Read them and say

which advice is the best from your point of view.
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1. Koreans think that first impression is lasting. So, when a Korean greets
you, talks to you, or anything, that's the point where he/she is giving a good first
impression. Therefore, you should not be shocked or offended if that same per-
son won't do the same thing again to you.

2. I think you have to bow your head and smile whenever a person greets
you in Korea, not wave your hand.

3. When it comes to waving people the American way of doing it is sup-
posedly very rude, because it is the way that Korean people call over their dogs.
If you’re going to call over a Korean, make sure your palm is facing down, not
up, and wave him towards you as if you’re swimming with one hand.

X. Unscramble the tips for making a great first impression on the Japanese.

Removing Your Shoes in Japan

1. The number one rule / or sitting area: / to remember / remove your
shoes / when entering a home. 2. A wooden threshold / where you should re-
move / or change in the flooring / will indicate / — along with a pile of provided
slippers — / your outside shoes. 3. Place your shoes / or off to the side / on the
provided rack. 4. Going in only socks / are rarely acceptable / is acceptable in
informal situations; / however, bare feet. 5. If you wear sandals, / so that your
bare feet / bring a small pair of white socks / do not touch the provided slippers /
with you for wearing. 6. Any visible holes in your socks / if conducting busi-
ness, / make sure that you don't have. 7. Do not wear / should be waiting by the
entrance / a different set of "toilet" slippers / your hosts’ slippers / into the toilet.
8. When walking or sitting / even the slippers / on the tatami mats / are removed.
9. If unsure when / simply follow your hosts' lead / to remove your shoes, / and
do as they do!

XI. Decide whether these pieces of advice about the Asian business world
are true or false. Divide them into two columns.

Cultural advice

| True | | False |

1. Avoid pointing out someone's mistakes openly in front of their peers or
strangers. 2. When receiving business cards, be sure to carefully read them be-
fore putting them away. 3. The typical response to the compliment should be one
of modesty. 4. Keep your hands out of your pockets while speaking to someone.
5. Being invited to someone's home is a great honor. If one of your hosts extends
an invitation, accept wholeheartedly. 6. Tipping is not customary, and is some-
times considered rude. 7. Certain customs regarding good and bad luck are im-
portant to many Asian people. 8. Touching the head, shoulders or back of an
older person is considered respectful if the intent is to indicate affection.
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LESSON 5. TELEPHONING

L. Try to match up phrases to make two-line exchanges.

1. Can I speak to Mrs. Martinez,
please?

2. When do you expect him back? |
3. Do you know how I can con-
tact Jane Giotto?

4. Hi. Is that you, Jack? Are you
free to talk?

5. Hello, is Mr. Kim there?

6. Could you possibly call back
in about an hour?

7. Can I take a message for him?
8. Who is calling, please?

Y

Please ask him to call me as soon as
possible.

Yes, of course. No problem.

No, I'm afraid he's out with some
customers.

\['m sorry; Mr. Gerbil will be away
until Tuesday.

She's out of the office today.

I'm sorry, but I'm in a meeting at the
moment.

[ am Oleg Petrov, of Vasta Systems.
You need extension 205.

N

: That’s me but I’m busy.

: Call me back later.
: But it’s urgent ...

: Are you Suzuki Haruto?
: No. Who are you?

> > w

Change these dialogs so that they are correct and more polite.

: [ want to speak to Mr. Takahashi.

: Peter Ivanov talking. [ need some information about my order.

: Ivanov. Can I speak to Suzuki Haruto?
: He can’t speak to you. He’s away. Leave him a message.
: He must call me as soon as possible.

I11. You are trying to phone Zhang Wei who works in a large company in
China. Match the situation on the left with your possible reactions on the right.

Situation

Reaction

1 | The telephone is ringing but no
one answers.

A | That's strange. I'm positive [ di-

aled the number correctly.

2 | Each time you call you hear the
engaged tone.

B | Where on earth might he be the
whole day?

3 | You get through, but to the wrong

C | Not that again, | can't stand it!

number.
4 | You are cut off in the course of | D | Mr. Zhang, this is .... Could you
conversation. call me back?
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5 | You hear “The subscriber unit is | E | Half a million employees and no
out of the network”. one to answer the phone!

6 | You cannot hear well as the line is | F | Zhang Wei seems to spend all
bad. workday on the phone!

7 | Your call is answered by Zhang | G | Oh well, I'd better write a mes-
Wei’s voicemail. sage!

1V. Imagine that you're being given information over the phone, but that
it's a bad line. Write down the questions you'd ask to find out the missing infor-
mation.

1. You don't need to dial his number — just press the ... button. — Sorry,
what button ...?

2. We usually keep in touch with him by ... — I'm sorry, how ...?

3. Would you like to speak to his ...? — I didn't catch that, who ...?

4. Could you send the message again? I ... it by mistake. — Pardon? What ...?

5. She's working in ... at present. — Excuse me, where ...?

6. Our computer prints out the sales figures once .... — I beg your pardon.
How often ...?

7. ... 1 am attending a training session on quality control. — Sorry, when ...?

V. Add the missing words to the puzzle.

1111 Across: 1. Their phone was ... from
8.30 am till 12.30 am. 2. Please hold
on. I will put ... to the Sales De-
2 12| partment. 3. If you don’t know the
person’s number, dial the number of
the company’s ... 4. Could you give
3 10 me a ... tomorrow morning? 5. Hello.
This is Ann Fisher ... Can I help
you? 6. Could you leave a message

4 for me on my ...? 7. I am sorry you
are through to the wrong ....
0 5 Down: 8. Can I leave a ... for Cathe-

rine White, please? 9. Put a recep-
tionist in the front office to ... the
6 phones. 10. I’ll be out of the office
all day but you can contact me on
my .... 11. The subscriber unit is out
7 of the .... 12. Could you ... the line
for a moment, please?
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VI Divide the following phrases into five groups.

Suggesting Agreeing Rejecting Confirming | Offering help

1. Could you confirm that by fax? 2. Shall I give you his cellphone num-
ber? 3. Would Monday at 5 o’clock suit you? 4. Sorry, I’'m too busy next week.
5. That would be fine. 6. Would you like to speak to his assistant? 7. Okay, 6 pm
is fine. 8. I beg your pardon; I can’t tell you. 9. When would be a good time?
10. Can I check that? You said ... 11. No, sorry, I can’t make it then. 12. What
about June 22nd? 13. Can I take a message for her? 14. Sounds good. 15. To
confirm that ... 16. Could we meet sometime next month?

VII. The problem under discussion is to compare the Japanese, Korean
and Russian cellphone etiquette. To have a basis, you are going to read the
statements from the forums where different people express their ideas on the
problem.

CotoBble Te.IIe(l)OHLI, ITHKET U 1I10€31a

Snonust Hayunsa MEHsl OIHOW BEUIH: KUThb C COTOBBIM TeI€(OHOM, KOTO-
phIil Becerna paboraer B 0€33ByYHOM PEKHUME — CIIMILKOM MHOTO OOILIECTBEHHBIX
MECT, [JIe IIIyM OT BXOJSIIMX 3BOHKOB HE MpUBETCTBYeTCA. [IpaBuiio ¢ coToBbIMU
TeseOHaMU HHTEPECHO ISl MEHS Aake OOJblle ¢ PUIIOIIOTMYECKOW TOUKHU 3pe-
Hus. B poccuiickux u 3amaaHbIxX TenedoHax Mbl UMeeM 0€33BYyUHBIM PEXUM Si-
lent mode, xoTtopslii B SlnmoHun HasbiBaroT manner mode. To ecTh SAMOHIBI pac-
CMaTpuBarOT 0€33BYUHBIN PEKUM, MIPEXK]IE BCETo, KaK KeCT ITHKeTa. B moe3nax
BCEra NpocsAT BKIIOYUTH TesedoH B manner mode 1 BO3/Aep>KaThCsl OT pa3roBo-
poB. M3penka HaxoAsTCs JIHOIU, KOTOPbIE IPOMKO TOBOPST O TeledoHy B 1Moe3-
JI€ C BBIPAKEHUEM JIMLA «IUIEBATh-5A-XOTEJ-Ha-Ball-3TUKET-CMOTPHUTE-KAKOU-51-
KpyToii». M3penka KTo-TO MOXKET OTBETHTHh M CKasarh: «M3BHHM, s B moesze.
[Tosxe nmepe3BoHto». Yale Bcero mroau BooOIIe HE OTBEUYAIOT, a IPOCTO Iepe-
3BaHMBAIOT TO3KE U TOBOPSAT, YTO ObUIM B moe3ne uin aBroOyce. M HUKTO He
oOmrkaercs 3a TO, UTO UX 3BOHKH IMpoiryckatoT. Kcratu, 0ObIYHO B IEPBOM U TO-
CJIEIHEM BaroHe I1oe3/1a MOJIOKEHO MOJHOCThIO BBIKIIIOYATh TenedoH. [Toapasy-
MEBaeTCs, 4TO JIIOAU C 3a00JIEBaHUSMH, KPUTUYHBIMU K H3JIy4aeMbIM Tenedo-
HaMH BOJIHaM, OyIyT €3UTh B 3TUX BaroHax.

Cell Phone Office Etiquette

dmhr25: My KT and I share an office. She sits about three feet from me.
She has extended, long conversations on her cell phone daily. I'm from the United
States, specifically the Midwest. I consider this very rude behavior. Is this just
the norm here? Or is she being rude? I would appreciate any cultural context.
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oskinnyl: I am not sure how talking on one's phone is considered rude,
but to answer your question, there is absolutely zero phone etiquette in Korea.
You'll have people loudly talking away while in movie theaters, at funerals,
weddings and any other place that you think would be off limits. It seems that
every call is a life or death situation.

kerrym: 1've seen teachers take calls in the middle of class, I've seen them
run off the court in the middle of a volleyball game to take a call, I've seen them
take a call in the middle of teacher's meetings, and I've seen teachers walk into a
wall while taking a call. The worst I ever saw outside of school was a mother
talking on her phone while taking her screaming child with a broken arm into
the x-ray room.

dmhr25: Thanks for the insight, everyone! I will no longer take it person-
ally... As this seems to be the norm for office etiquette here, I will accept it.
When in Rome!

VIII. If necessary read the two texts again and answer the questions:

1. What did the foreigners find unusual in the Japanese and Korean com-
munities?

2. Is there any relationship between telephone conversational practice and
cultural settings? Confirm your answer by the facts from the texts.

3. How did the writers account for the difference in the cellphone eti-
quettes?

4. What was the impact of new knowledge on them?

5. How are people expected to handle their telephone conversations in
Russia?

IX. In the following conversation, you are a Russian importer who is
planning to send furniture from Guangzhou to Khabarovsk. You want to have a
meeting with a Chinese transport company, OMEGA-M Logistics. Suggest suit-
able phrases for each step in the dialog.

You Receptionist

OMEGA-M Logistics,
Good morning.

Greeting.
Introduce yourself.
Check name.
Confirm / correct.
Offer to help
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Ask for appointment with
Mr. Wang.

Ask what’s it about

Explain that you want to
discuss the transportation of
furniture.

Acknowledge — ask when
would be a good time.

Suggest next week.

Reject — Mr. Wang is away.
Suggest beginning of next
month.

Agree. Suggest Monday 5™
May.

Reject — on Monday Mr.
Wang is busy all day. Sug-
gest Tuesday.

Agree. Suggest 11 am.

Agree — ask for fax to con-
firm.

Signal end of call.

End call.

End call.

X. Sit back-to-back with your partner and practice the dialog.

XI. It is important to send a fax after a telephone communication to check
that was no misunderstanding. Read the faxes and say what details are con-

firmed in them. Format them properly using as an example the template in exer-
cise XII.

1. To: Business Space. Further to our telephone conversation last week we
write to confirm meeting. Subject: Renting Office Space. Date of meeting:
4 December 9 am. Requirements: two offices of 10 m?, one of 15 m?*; must be on
same floor; 19 parking spaces. Please confirm if this office space is vacant in
Central Tower. Kindest regards. Reinhardt Max, Renner Estates.

2. We confirm that we have reserved in the name of Mrs. Dionis: Arrival:
17 April; Departure: 21 April; Quantity: 1 double room; 2 persons (1 adult and
1 child of 5 years old); Total price — € 1560. Room is fully prepared. Regards.
Sheraton Palace Hotel.
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XII. Use the template below to write a fax confirming the arrangements
made in your conversation with OMEGA-M Logistics.

OLIVIA FURNITURE STORE Q

Volochaevskaya, 15
Khabarovsk 681007
Telephone: ++4212 93-71-69
Fax: ++4212 93-71-69

Fax to: Mr. Wang (OMEGA-M Logistics)
Fax Number: Page 1 of 1
From: Date:

Message

XIII. Decide whether these pieces of advice about telephoning are true or
false. Write T (true) or F (false) in the boxes provided. Correct the false sentenc-
es so that they are true.

. Fax ahead to let the other person prepare for the call.
. Make sure you sound polite and agreeable.
. The other person can't see your reactions, so there is no need to smile.
. The other person hasn't got all day, so try to speak as fluently as
you can.
5. Always confirm that you have understood each point that's been made.
6. Try to be funny — nobody likes boring and abstruse people.
7. Prepare the desk — paper, pen, any relevant documentation —
before the call.
8. Don't rely on your memory: make notes during a call.
9. Have your diary on hand, so you can fix appointments.
10. Don’t think about the impression you produce — you are only
taking a message.
11. To make your call brief, interrupt the other person when he speaks
too long.
12. If you are not ready when they call, ask them to call back later.
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LESSON 6. COMMUNICATING IN WRITING

1. Work in pairs. What are the relative advantages of talking to someone
face-to-face and writing to them? Add more points to this chart. Then join an-
other pair and compare your notes.

Advantages and pleasures
1. You can see their reactions. | 1. You can take your time.
2. 2.
Disadvantages and challenges
1. You must think and reply | 1.
quickly.
2. 2.

Face-to-face
communication
uonedUNWUWod
UIILIAA

11. Suggest various reasons why you may need to write business letters or
other correspondence. Fill in the word-web.

A

[ to express thanks ] ]

[ to congratulate ]‘— REASONS to formalize decisions ]

\,

[ / to reject a proposal ]
\ 4

[ to introduce a person ]

I11. Read the text “Golden Rules for Business Correspondence”. Highlight
the ideas in this text that you think are most useful.

1. Remember to date the letter; otherwise it will have no evidential value.
2. Mention your name at the top of the letter to tell people how to address you.
3. Give your letter a heading to make your purpose easier to be understood.
4. Decide what you are going to say before you start to write or dictate a letter.
5. Use short sentences to improve readability. 6. Put each idea in a separate par-
agraph; indicate the relationships between them. 7. Use short words that every-
one can understand. 8. Be careful not to overuse any one word or phrase. 9. Only
use abbreviations if there is no alternative. 10. Let someone else proofread your
work. 11. Try to fit your letter onto one sheet of paper. 12. Let your most pleas-
ant personality shine through in your writing.

1IV. Work in groups. Compare the points you've highlighted. Then discuss
this question: Which of the ideas do you disagree with? Why?
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V. When writing you should think about “seven C”. Match the reason on
the left with the conclusions on the right.

Your reader Your writing should be
1 | should be able to see exactly what you mean. | A | COURTEOUS.
2 | is a busy person with no time to waste. B | COMPLETE.
3 | should be written in a sincere, polite tone. C | CONCISE.
4 | should not be distracted by mistakes in D | CLEAR.
grammar, punctuation or spelling.
5 | should be given all the necessary information. | E | CORRECT.
6 | should not be confused by ill-assorted num- F | CONVERSATIONAL.

bers, hyphens, bullets.
7 | should not be bewildered by overly formal G | CONSISTENT.
prose.

VI If you receive a business letter, what impression do you get from these
features?

1. Aletter which is handwritten.

2.A letter printed on a typewriter.

4. K letter printed in a decorative or unuswval print.

5. gR lettex with very long patagraphs without any white space between them.

6. A letter with numbered paragraphs.
7. A letter printed on recycled paper.
8. The design of the company's letterhead and the logo.

VII. Here are two extracts from letters that break some rules. Decide what
is wrong with each one and underline any mistakes or faults. Rewrite each ex-
tract in your own words.

A: I noticed your advertisment in the Daily Planet amd I would be grate-
full if you could sned me further infomration about your products My company
is considering subcontracting some of its office services and I beleive that you
may be able ot supply us with a sutiable service, Looking forware to hearing
form you. Yours faithfully.

B: Thank you very much for your letter of 15 January, which we received
today. In answer to your enquiry we have pleasure in enclosing an information
pack, giving full details of our services. If you would like any further infor-
mation, do please contact me by phone or in writing and I will be pleased to
help. I hope that our services will be of interest to you and I look forward to
hearing from you.
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VIII. A dull or confusing layout makes a letter difficult to read. Block for-
mat is the most common format used in business today. With this format, nothing
is centred, like this:

l-liS Margin
1-1.5 Margin 1-1.5 Margin
- Company logo «

Sender’s Name

A

Morris Howard
Wicked Wax Co. Ltd

22 Charlton Way < Sender’s Address

London, SE10 8QY
1 line

5th December, 2013 < Date
1 line

Ms. Maggie Jones ) Recipient’s Name

Angel Cosmetics Inc.

110 East 25th Street

New York, NY, 10021 < Recipient’s Address

USA
1 line

Your ref: < Recipient’s Reference (if any)

Our ref: « Sender’s Reference (if any)
1 line

Dear Ms. Jones, < Recipient’s Name (Salutation)
1 line

Forthcoming Exhibition < Subject
1 line

First paragraph...
1 line \

Second paragraph... < Body of Letter
1 line /

Third paragraph...
1 line

Sincerely,
4 lines

Morris Howard < Signature (Hand-Written)

Morris Howard, President < Name, Title
1 line

cc: Brian Waldorf

Enc: catalogue

A

€omplimentary Close

Copy To
Enclosure Notation

A A
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IX. Increase the readability of the letter by properly formatting it.

Ms. Minerva Davidson 7227 Mulberry

Lakewood Drive, IL 61479 February 23, 2013

Dear Minerva. I am sorry I have missed the meeting for the official good-
bye to you as a government employee. I personally want to say how much I ad-
mire you as an experienced and trusted adviser. Nobody can use their
knowledge more efficiently to make a difference at the community level! I’ve
also appreciated your ability to interact with different people and persuade them
to advocate our attempts. Now that you enter a new stage of your career, | am
sure you will find new interesting areas of activity to employ your talents. Sin-
cerely. Alicia Harvey Executive Director

X. Look at the email and find out what rules for standard formatting in
letters are applied in it. What are the differences?

CBX

Type a question for help = 1 X

I Fle Edt Vew Insert Format Tools Table Window Help

HECREN =] FE R RS9 - Normal. NewMacros. SeekAndReplace | & 04 100% |~ @] iRead 2

ﬂ Normal + Arial, » Arial 210 | B Z U e e

m-:To;i.- ! GeorgianaJones@mail.com ‘
Wee. |
Sdilact' i Request for a personal meeting J
attach... o |

b |

:g...,..1 .;...2...,...3...,...4...,4..54...<..5<..,4..7<..|4.d‘:6

Dear Mrs. Jones,

Iam Clara Reed and I am recently appointed as a new engineer at Fide. I was hired last Friday and I was told by
my manager Mr. White to talk to you personally after I confirm my joining. I must appreciate the corporate culture
that you have maintained in the office. I am honored to be a part of such a culture.

In this regard I request you to grand me an opportunity to thank you in person. I understand you are a very busy
person and a short meeting at your convinience would serve my purpose. It is a pleasure working with Fide and
you.

I will be looking forward for any intimation from you.

Thanks and regards,

Clara Reed

= el )

“« © »|g

|w

XI. Fill in the gaps with the following phrases.

James K. Brooks be burning the midnight oil Thank you very much
Reply To Offer Of Help have this proposal ready Julian C. Sutton
James K Brooks@yandex.com
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Your offer of help is truly appreciated at this time. I believe if we can get our cost estimates down, we should be
able to ...4... to submit by the 08.03.14 deadline.
I know that by taking you up on your kind offer, we will both ...5... for the next three months, but I really doubt
that I will be able to complete this within the time limit without vour help.
et
---7-.- ‘v
|= IE

XII. Memos are short internal business letters, sent to other staff within
the same company. A memo is intended to inform a group of people about a spe-

cific issue and encourage them to take action. The accepted standard of the
memos is the following:

Company logo

MEMORANDUM
TO: All Staff

FROM: Genevieve Cortese, Executive Assistant to the President
DATE: July 15, 2012
SUBJECT: Dishes in the Sink

It has got our attention that there is a pile of food-stained dishes in the sink by
the end of each day. For that reason, we are setting a policy that orders that
employees wash their dishes immediately after application.

Thank you for your compliance! Please be off with all unwashed dishes by 6
pm today.

Best,

Genevieve Cortese

XIII. Think of an appropriate subject line for the following memos.
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1. You need to ask head of agency where you work for sanction to take
three personal days to be present at your brother’s wedding in another town.

2. A Human Resource Manager is informing the staff about the decision
to make William Paulson as project manager for the team in client service de-
partment.

3. The marketing coordinator is asking her manager’s staff members to
give their March expense accounts by April 25 because she will be away on
business from April 28 to May 7.

4. You are a customer services manager asking the members of your de-
partment to be present at a seminar on a new strategy of dealing with complains
from customers.

5. A worker in the engineering department needs to get feedback from
coworker in his department on progress report he has written about a project.

6. General Manager wants to get feedback from the employees on how to
make “All Employee Annual General Meeting” held by the company more suc-
cessful.

XIV. It would be wrong if you follow the English business letter format
carefully in correspondence with Asian people. Choose from fragments A — G
the one which fits each gap (1 — 6). There is one extra fragment which you do
not need to use.

Business letters, in line with Northeast Asia people's preference for build-
ing relationships ...1..., should reflect this by beginning the letter with compli-
ments and wishes for success. In the USA, they like to start with “Dear ...,”
when they are writing professional letters. To start, for example, a Chinese busi-
ness letter, it’s better to use the honorific expressions such as “Respected ...,”;
“Esteemed ...,”; “Honored ....” Letters in Japan tend to begin with deference,
humility ...2...: “The season for cherry blossoms is here with us and everybody
is beginning to feel refreshed. We congratulate you on becoming more prosper-
ous in your business”. Unlike the American business letters, the Chinese, Korean
and Japanese business letters ...3... and informal. Their standard pattern is “ten-
tative”: optional introductory buffer, discussion of relevant information, identifi-
cation of problem, request for action, and ...4.... For example, a Chinese sales
letter might say, “I hope you will take a moment to complete and mail the en-
closed application”. With the use of the verb “hope”, a direct request is avoided.
At the end of the letter in English, it is always something like “Have a great day,
Thanks, and I look forward ...5...”, etc. A closing to a typical Northeast Asia
letter includes wishing good health and showing respect to maintain harmony
and to promote good relations. In Chinese, there is a pattern that works every
time. “I will end my words full of my respect’ i1s the phrase you should use
...6.... For a signature, they can say “... turn it in with fully respect”.
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A: are not straightforward B: for building relations
C: and references to nature D: to close a formal letter
E: to hearing from you F: before doing business
G: optional closing buffer

XV. Read the two letters taken from http://infohost.nmt.edu/~cpc/ interna-
tionalethos.html. Which ideas from XIV are referred to in them? Decide which
letter will be more effective in communication with Northeast Asia businesspeople.

Dear Sir:

Your name and address were referred to me by the Illinois Department of
Agriculture — Far East Office. They stated that you had expressed an interest in
our products and requested further information.

I am therefore enclosing a brochure which itemizes our products and ser-
vices. Please let me know your exact requirements. I will be happy to provide
you with further details. Thank you for your participation at the Illinois Slide
and Catalog Show. I look forward to your reply.

Sincerely, Peter Jones

Director of Sales Agri-Equipment Division

Dear Mr. Yen Zen-jiu:

I hope that you have had a safe journey home and that you have found your family
in good health. The Midwestern part of our country where you graciously visited continues
to have wet weather, but I am thankful for the rain after our two years of drought.

Ag-World wishes to thank you for your participation at the state Agricultural Con-
vention and for stopping by our booth.

Our firm is situated in Bloomington, Illinois, the heart of grain and cattle country.
It has a history of 10 years’ experience in selling livestock and livestock equipment. It has
trade relations with more than 45 countries in the world. Our firm is well Rnown for its ex-
cellent service and good quality products.

In 1987 we sold 168 hogs to China. We wish to establish relations with China on a
reqular basis. We would like to Rnow whether our breeding livestock and livestock, equip-
ment, such as Pork-Preg, Pork-alert, and Beef-o-meter, could benefit you in any way. I will
be very happy to provide you with further information.

I am also enclosing two price lists of our equipment; one is the regular price, the other
one is the pricing for demonstrators.

May your seasons be fruitful and plentiful.

Sincerely,

Tan Wen-lan

XVI. Make up a similar letter of your own.
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LESSON 7. SPEAKING ABOUT BUSINESSES

1. Work with a partner. Look at the logos of some multinational compa-

nies. Discuss these questions:

1. What does each company produce or cell?

2. Are these brand names well-known in your country?
3. Have you ever bought or used any of their products?

4 3\ 4 3\
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11. Read the following text and do the
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task after it.

Mazda-Sollers Joint Creations

Japanese company “Mazda” and Russian company “Sollers” started to as-
semble cars together in Vladivostok, Russia. Mazda is the first Japanese brand to
establish a plant in the Russian Far East. The joint venture is based on the terms
of parity; initial investments stand at $350 million.

The serial production of Mazda cars
in Vladivostok began with the CX-5 model
in October 2012. In spring 2013 they start-
ed serial production of a business-sedan
Mazda6.For now the facility has a produc-
tion capacity of 50,000 vehicles a year,

though Mazda aims to increase it to &
100,000 units annually. Russia's President [
Vladimir Putin said that this project is par- |

ticularly important for the region, whose
residents are accustomed to Japanese
hardware; the only difference is that these
vehicles are new.
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Brainstorm for the names of other multinational companies in the Far
East of Russia. Then talk about where they operate and say whether their pres-
ence has made a positive contribution to the development of the region.

I11. In your town or city, which business would be likely to succeed? Dis-
cuss and rank them in groups. Discuss why, why not, and where.

1. A little Japanese restaurant with a real Japanese chef. 2. A tourist agen-
cy that offers guided tours to China, Korea and Japan. 3. A telephone repair of-
fice: privately fixing telephones and phone lines. 4. A hairdresser's parlor where
hair is cut and styled in oriental manner. 5. A sales business that operates on
online Japanese used auto auction sites. 6. China Imports: a store selling various
inexpensive goods from China. 7. A guest house offering accommodations to
paying guests from Northeast Asia. 8. A freelance writer who create content for
websites about Korea. 9. A small-scale manufacture of Russian souvenirs for
tourists.

1V. Read the description of businesses and name their forms:
A: corporation B: proprietorship C: partnership

1. The person is self-employed and fully responsible for his business.
2. The profits are distributed to the members as dividends. 3. Companies can sell
their shares to the general public. 4. It is an association of people for the purpose
of running a business. 5. The owners are personally liable for all of the compa-
ny's debts. 6. The management is carried out by a board of directors. 7. The re-
sponsibility of shareholders is limited to the contributed money. 8. The compa-
ny's income is the owner's personal income. 9. Limited partners usually have no
management authority.

V. Read the sentences to understand the phrasal verbs in bold. Then match
each of the phrasal verbs with a word or expression from the box.

become ¢ join ¢ sell well ¢ increase quickly e« employ
stop working < start * go out of business

1. Before you set up a business, you need to think carefully about your
product. 2. Market research can tell you if the product will catch on or not.
3. Often, as your business becomes successful, other businesses offer to team up
with you. 4. The advantage of such an arrangement is that your business may
turn into a big, powerful company. 5. The bigger your company is, the more
workers you will have to take on. 6. Managing workers is not easy, especially if
they favor strike action as opposed to negotiation and simply walk out in protest
at some aspect of their working conditions. 7. If you succeed in establishing a

38



good relationship with your workers, your business is likely to prosper, and your
stock market value will shoot up. 8. Patience and good planning usually prevent
a business from losing money and eventually having to close down.

VI Identify the one word or phrase that should be corrected or rewritten.

1. I SURELY (1) appreciate HIM (2) WARNING (3) me about the delay
in TRANSPORTING (4) the materials. 2. The PRICE (1) of electricity used to
be A GREAT (2) deal LOWER (3), WASN’T IT (4)? 3. He used to think (1) of
ONESELF (2) AS THE ONLY (3) president OF THE COMPANY (4). 4. In a
corporation the APPROVAL (1) of shareholders is REQUIRED (2) before
MAIN (3) decisions are DONE (4). 5. The chief refused TO CONSIDER (1)
EITHER (2) of the five PLANS (3) PUT FORWARD BY (4) the employees.
6. THE SALES (1) agent sold TO THE MANAGER (2) an ANSWERING (3)
machine FOR (4) $50. 7. The teller AT THE BANK (1) INFORMED (2) her
customer THAT (3) THERE WAS (4) several different kinds of deposits.
8. MUCH (1) of the international problems we are NOW (2) facing ARE (3) the
result of MISUNDERSTANDINGS (4). 9. THE (1) manufacturers often sacri-
fice quality FOR (2) A LARGER (3) PROFIT (4) margin. 10. Our rival compa-
ny IS GOING (1) TO HAVE TO (2) START MANUFACTURE (3) of a new
product, and SO DO we.

VII. Make a coherent report on a business by circling the correct expression.

Efficient management has resulted in a marked increase / decrease in our
profits this year. The fact that we formulated mad / realistic sales plans has also
assisted to it. We kept within / overspent on our budget too. As opposed to us,
the Riverside Shoe Factory has made a huge profit / huge loss. They started
manufacture of a vast selection / limited number of new sandals, which simply
perplexed potential customers. In the end, their shareholders are extremely
pleased / angry.

VIII. Read the sentences and define what the speaker means.

1. I know it to my cost. a) 3Haro, 4YTO MPUJETCS IIATUTD.
b) 3Haro 3TO MO CBOEMY rOPHKOMY OIIBITY.
¢) S ornarun 3Ty nHGOPMAITHIO.

2. It is cheap as yachts go. a) JIsist sIXThI 3TO HEIOPOTO.

b) Huuero cebe nermeBo!
C) SIXTBI UIYT HEBAXKHO.
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3. He did the job in spades. a) OH cenan Bce Bpy4HYIO.
b) OH oTIbIHMBAT OT paOOTHI.
¢) OH OTJIMYHO CHPABIISIICS C paOOTOM.

4. It is a going concern. a) Orta npobiiema ycyryonsercs.
b) D10 oueHb aKkTyasibHAs TEMA.
¢) DTo JiecTBYOIIIECE TIPEANIPUSTHE.

5. A good job you made of it! a) M3 TeGs Bce ke BBIIIET YEIIOBEK!
b) XopoIIeHbKUX ACN BbI HATBOPUJIH !
¢) Brl ciaBHO nopaboranu!

6. Good wine need no bush.  a) Ot go6pa noOpa He UIIYT.
b) Xopomuii ToBap cam ceds XBaJIuT.
c¢) loGpomy Bopy Bce B Mopy.

7. He was pressed for money. a) Emy 510 3ape3y Hy»HbI ObLJIA J€HBIU.
b) 13 Hero BeIOWBAIN ACHBIH.
c¢) [ener y Hero ObLJI0 HE TOTPOCUTHCSI.

IX. Read the fragment of the article “Crossing cultural lines for business:
Russia and Japan ™ published by The Moscow News. Put the extracts in the logi-
cal sequence.

1
Valery Kistanov, director of the Center for Japanese Research at the Russian
Academy of Sciences' Institute for Far East Studies, said that a key difference
between Russian and Japanese cultures is that Japanese tend to be more ori-
ented to working in groups, whereas Russians tend to be more individualistic.

2
For Nadezha Yavdolyuk, executive director of the Silver Archer prize for pub-
lic relations, the difference is reflected in the Japanese tradition of spending a
whole career at one company. “A lifelong service at one company in Japan
was considered a model of a career. In Russia there is no such criterion of suc-
cess. Personal qualities are more important.”

3
Japanese companies also tend to make decisions more slowly and deliberately,
reacting less to revolutions in industry — as Russian companies can. “In Rus-
sian companies, there is a rapid turn in events,” Yavdolyuk said. “In Japanese
companies, there is no ‘turn in events,' life simply flows. All decisions are pre-
pared carefully, are weighed, are checked.”
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4

The desire for greater economic interaction can be complicated by the differ-
ent perspectives each party brings to negotiations. When cross-cultural dia-
logue is involved, sealing agreements requires understanding the other party's
background, in addition to what it is seeking to achieve.

5

“The Japanese style of communication is more ‘high-context' and the Russian
style is relatively ‘low-context,’” which means more direct expression is re-
quired,” he said. “This difference is not unique to Japanese-Russian communi-
cation, but it's a matter of multicultural communication.”

6

“The Japanese have an island psychology, and we have a continental psychol-
ogy,” he told The Moscow News. “If you take collectives, then maybe Japa-
nese collectives work more effectively, but if you talk about an individual
plan, then I think a Russian by his very character is willing to take initiative,
pays less attention to all kinds of rules and limits.”

7

Masato Nakamura, a vice president at Panasonic in Moscow, said that he had
not noticed much in terms of differences in behavior between Russians and
Japanese at business meetings, but agreed that there is a greater directness in
Russian communication.

8

One similarity between the two countries lies in their histories as agricultural
states, Kistanov said, a status that lasted into the 20th century. “Russia and Ja-
pan were at one time farming societies, with a farming population, and thus a
community spirit is characteristic of Russia and Japan to this day”.

X. If necessary read the text again and then say whose idea it is. Write
“V” for Valery Kistanov;, “N” for Nadezha Yavdolyuk and “M” for Masato
Nakamura.

1. The psychology of people depends on the geographical location of their
country. 2. The Russians prefer working on their own to team working. 3. Japa-
nese pick their words carefully due to their ‘high-context' interaction style.
4. The indicator of successful life is working in the same company for a long
time. 5. The special quality of a business relationship is a different sense of time.
6. Russia and Japan are similar in their community spirit. 7. Russians are more
open and say more directly what they think and want.

XI. There are four basic types of management styles: autocratic, demo-
cratic, participative, and hands-off. Match the style on the left with its descrip-
tion on the right.
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Management Description
Style

1 | Autocratic A | Manager delegates authority to subordinates in
the decision making process.

2 | Hands-off B | Manager is completely responsible for making the
decisions with no participation by subordinates.

3 | Democratic C | Manager allows subordinates and staff to get in-
volved in the decision making process.

4 | Participative D | Similar to democratic style, but there is less
communication between the manager and staff.

XII. Read the texts and say in what ways the management style in the four
countries is different. What intercultural conflicts may arise from these differ-
ences?

In South Korea managers expect that their instructions will be fulfilled as
Confucianism stresses obedience, respect and loyalty. Although leadership is hi-
erarchical, it also requires the harmony between people. The Koreans also em-
ploy a process of consensus decision-making in certain situations. But the man-
ager still maintains an influence over the outcome. Managers are expected to
take an interest in their subordinates’ personal life.

In Russia the boss is expected to issue direct instructions for subordinates
to follow. Little consultation will be expected from people lower down the com-
pany hierarchy. Middle managers have little power over strategy or input in sig-
nificant strategic decisions. There is little point in wasting time debating with
middle managers who do not have an easy access to the top.

In China relationships are unequal and ethical behavior demands that
these inequalities are respected. Older person should automatically receive re-
spect from the younger, the senior from the subordinate. Management is di-
rective, with the senior manager giving instructions to their direct reports. Sub-
ordinates do not question the decisions of superiors — that would be to show dis-
respect and be the direct cause of loss of face for all concerned.

Japan management style needs the information flow from the bottom of
the company to the top. Policy is often originated at the middle-levels of a com-
pany before being passed upwards for ratification. The key task for a Japanese
manager is to provide the environment in which the group can flourish. Manager
1s seen as a type of father figure who receives loyalty and obedience from col-
leagues.
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LESSON 8. INTERACTING IN THE CLASSROOM

1. Many students hope to continue their education beyond their own bor-
ders. Read the text about UMAP and answer the question that follow.

University Mobility in Asia and the Pacific
(UMAP) is a voluntary regional association in the high-
er education sector. It was established in 1993 to en-
large exchange of people and expertise. UMAP enables
students to gain a better understanding of the cultural,
economic and social systems of the region. Besides it
enhances cooperation among universities for the im-
provement of higher education in the 21st century.

Do you know any other professional education associations? If yes, what
are their primary goals, activities? If no, what do you think can be the primary
goals, activities of an ideal education association?

I1. Can you think of any special needs for people to continue their educa-
tion abroad? Complete the chart.

to perfect their to experience to increase
professional skills | different cultures their income

to live and study

to promote their career . . .
in a foreign environment

. to widen
fo obtain employment pro
useful connections ploy p
spects

I1l. Look through the list of advantages of studying in a multicultural
classroom. Provide more examples. Would you like to study in a multicultural
group? Why?

1. Diversity in higher education helps students to successfully compete in
an increasingly global marketplace.

2. Diversity education helps develop important skills such as flexibility,
critical thinking and the ability to work in teams.

3. Students who learn in diverse classrooms are more likely to feel com-
fortable interacting with people different from themselves in other aspects of
their lives.
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4. Students who interact in the classroom with students different from
themselves are more aware of racial issues and more likely to promote racial
understanding.

IV. Do you believe there are any negative points in studying in a non-
native country? Knowing the challenges helps to reduce the stress of moving to a
new country. Divide the text below into 6 logical parts and state the kinds of
barriers.

Most mobile students suffer from lots of barriers both in their lives and
academic activities, which put them at a disadvantage and often hinder their ac-
ademic performance. Once the students arrive at the new country, they may ex-
perience culture shock. At first they are happy and interested in new experienc-
es. Then they start to feel that everything is strange and become confused and
sad. After that students begin to accept the differences between the native and
the host country. In the end, they enjoy being in the new culture. The common
challenge for mobile students is a language barrier. It is hard for them to accu-
rately say what they want and to understand the expressions of native speakers.
When they deal with such issues as opening a bank account, they take a risk by
signing abstruse papers. In the classroom, these students may sit through lec-
tures that they can’t comprehend. Mobile students may experience academic
stress. For instance, students from Japan are taught that to state their opinions
directly in discussions is disrespectful. They have more practice in memorizing
information than asking questions. The pressure to partake in group projects can
cause them a lot of self-doubt. The psychological barriers relate to the aspects
such as homesickness, disorientation, and feelings of isolation and loneliness.
Mobile students have problems with making new friends and creating a new sys-
tem of social support. Without friends, a person feels shy and prefers to sit alone
at lunch or in class, which only worsens the situation. Most mobile students are
self-financing with their parents sacrificing their lifetime’s savings for the sake
of their education. So, students feel that their only aim is to perform well in as-
sessments. Everything else takes a back seat. They do not usually partake in so-
cial events, as they feel guilty that they waste their time and their parents’ hard-
earned money.

V. According to the information from the text, which of the following
statements are true and which are false? Write T (true) or F (false) in the boxes
provided. Correct the false sentences so that they are true.

1. Challenges in the life of mobile students provide them with ad- [ ]
ditional energy for academic performance.

2. As most mobile students are self-financing, they fell that their [ ]
performance in assessments is their own business.
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3. Being in the new culture can bring a student to a state of home-
sickness and disorientation.

4. Friends from the new country may distract mobile students
from participation in social activities.

5. Language barrier is not a problem for those who have complet-
ed preliminary language courses.

6. A group project is an undesirable teaching method as it can
cause mobile students a lot of self-doubt.

7. Culture shock can’t be avoided as it is a process of adjusting to

O O o O

new surroundings.

VI. To avoid difficulties, students should prepare themselves for the
changes in life before leaving their countries. Answer the questions to find out if
you may meet these barriers.

0N DN K~ W~

. Do people often ask you to repeat your speech?

. Do you stay silent while others wait for your answers to questions?

. Do you pretend to understand when you don’t?

. Do you try hard to accept everything in the new culture?

. Do you feel irritable or insecure in the new environment?

. Do you have problems solving even simple issues?

. Do you feel you need to speak with somebody and can’t find anyone?
. Do you sit alone during social activities while others are in groups?

If you answered “yes” to questions.:

1,
4’

2 or 3, you may be facing a language barrier;
5 or 6 — you may be facing a cultural barrier;

7 or 8 — you may be having difficulty in establishing friendships.

VII. Below are the strategies for overcoming their difficulties. Divide them
into three groups.

Language barrier Culture barrier Social barrier

l. l.

1.

Be patient acquiring a foreign language as it is a lengthy process. 2. En-

joy acquiring new experience and avoid complaining or comparing. 3. Be socia-
ble and allow others to know more about you. 4. Be as curious about and re-
spectful to another culture as possible. 5. Don't be afraid to start a conversation.
Be a good listener. 6. Watch TV and movies, view websites and listen to the ra-
dio in the target language. 7. Remind native speakers that you will be grateful
for being corrected. 8. Look for a volunteer job to build relationships with oth-
ers. 9. Don't force yourself or others to do things that do not feel natural.
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10. Build a support network with other mobile students. 11. Give yourself
enough time to adjust to new surroundings. 12. When you don’t understand
something, ask for interpretation.

VIII. Try to understand what the Chinese mean when they say the follow-
ing. Choose the correct variant.

1. To cook a crane. a) Upset somebody’s mood.
b) Try to do the impossible.

2. Phoenix feather and unicorn a) An item bringing luck.
horn. b) A remarkable person.

3. To play the harp before the a) To squander talent for nothing.
bull. b) To cast pearls before swine.

4. How the cow licks its calf. a) To be crazy about one’s own child.

b) To fuss over someone like an old hen.

5. The fox uses the power a) To slyly exploit someone powerful.
of the tiger. b) To frighten someone by the strong.

IX. Cheating is a name used for breaking rules during some test or com-
petition. Read the following information about the attitudes to cheating in some
countries. What can you say about Russia?

The USA: Cheating is not allowed and consequences are serious. Cheater
can be suspended for a year or two even without the right for reinstatement.

China: Students openly admit cheating as a way of life. Its value is in
saving face, maintaining group harmony. “Intellectual property” is a foreign
concept.

Japan: Cheating is called an unfair activity. It is considered to be a kind
of business obstruction, which is a crime under the Penal Code.

South Korea: Cheating is widespread because University plays too big a
part in societal ambitions nowadays.

X. Read the letter written by an international student experiencing the
problems of cheating in her host culture. Answer the questions:

1. What country do you think the girl may be from?

2. What is her attitude towards this cultural difference?

3. Can you think of any reasonable explanation of her reactions?

4. If you observed the same situation, what would you feel?

5. Can you think of any way to prevent cheating?
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Dear International Student Advisor,

I've been in this country as an exchange student for a few weeks so far, and three
days ago I had my first serious test in social studies. I had prepared for it really
hard and I knew pretty much everything that was on the test. We were taking it in
a big classroom, as there are many students in this class. Everyone took their own
desk and we started working. But what really surprised me that a lot of students
seemed to be cheating!!! They used some sheets of paper with written answers on
them.

Moreover, some students asked their classmates for help. I was even more
shocked when a friend of mine sent me a note asking to help him answer a few
questions on the test. I refused to do that and I guess he got offended, as we
haven't spoken to each other since then.

I'm really confused about this situation. I just don't understand. Have I done any-
thing wrong?

Sincerely,

Confused

XI. Analyze the following situation and state the cause of misunderstanding.

Chinese students who were studying in Russia made the acquaintance of
Russian young people. They decided to go to the movies together. The Russians
offered to meet near the movie theater at “about 19 o'clock.” Having waited for
the Russians for more than half an hour, the Chinese students began to behave
aloof. Thus their friendship was over before it even got off the ground.

XII. Now check if you have guessed correctly.

Although a time unit is universal, in different cultures there are definite
differences in the perception of time intervals. For most Russians a phrase
“about 19 o'clock™ denotes a period from 18.30 to 19.00 or even 19.30. For the
Chinese it means a period from 18.55 to 19.05. It is likely that the Chinese stu-
dents came at 18.55 and waited for their Russian acquaintances up to 19.30. It
certainly made a negative impression on them.

XIII In 2013, teachers in China have the highest levels of public respect,

according to an international study comparing their status in 21 countries. In-
sert the missing words.
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afraid < teachings ¢ ethics * quiet ¢ knowledge < debate
parents ¢ obedient * unconfident * non-academic * bow
listening ¢ harmony < relationships

1. Respecting teachers is part of the traditional ... practiced by the Chi-
nese people. 2. Teachers, who impart morality, ..., and values, teach people the
proper ways to interact with each other. 3. Chinese students are taught to be ...
to their teachers who are role models. 4. Students must hold respect in their
hearts and follow the ... imparted to them. 5. When students hand papers to
teachers, they use two hands; avoid looking them in the eye, and.... 6. Chinese
students are often depicted as being ... and passive in the classroom. 7. Chinese
students rarely ... with teachers as they regard them as all-knowing. 8. Chinese
students learn by...; they want to fully understand what is being taught. 9. Chi-
nese students are ... in face of their teachers. 10. They are ... of losing “face”, in
case they are mocked for asking a “stupid” question. 11. They try to preserve ...
in the classroom, so that everything runs smoothly. 12. In the Chinese tradition,
university teachers may have life-long ... with their students. 13. The students
expect their lecturers to be substitute ... and to solve problems for them.
14. Chinese teachers are seen as elders to whom students can turn for ... advice
and assistance.

X1V. Read the following text. What does the writer mean by the bolded
phrases in the text? Give reasons. Can you explain the cause of the conflict?

During language practice in one of the Chinese universities Russian stu-
dents were confused by the attitude of Chinese teacher. Though they knew each
other for less than a month, the teacher invited them to spend a weekend with his
family, trying to impose his participation in organization of their free time. His
manner of doing it revealed his patronizing attitude. Students got confused and
started reference to their previous plans. Nevertheless, the teacher kept insisting,
having no idea about their embarrassment and the reasons of their refuse. The
situation resolved in students having to be defensive and a kind of rough. That
resulted in intense atmosphere during the lesson, with students being reluctant
to interact with the teacher.

Retell the story above in the first person from the point of view of a) the
Chinese teacher, b) one of the Russian students, c) a specialist in intercultural
communication.
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LESSON 9. LEARNING FROM HISTORY

1. Look at the pictures. In groups, decide what country is depicted there.
Say what has helped you to guess.

II. These are the frames from the film “The last Samurai” you are going to
watch. Before doing it, think what information about 19th Century Japan you
would like to inquire. Work with a partner and write 5 questions.

I1l. As “The Last Samurai” is a war film, there are a number of military
terms. Make sure that you know them. If necessary, consult a dictionary.

volley * defeat * sword * warrior < hostile * rifle * armor
enemy < put somebody to flight <« skirmisher < captive < force
* regiment * bayonet * howitzer * give no quarter

1V, Fill in the gaps using the words from exercise Ill. Change their forms
if necessary. Translate the sentences into Russian.

1. This operation was conducted to release . 2. In the beginning the
government was unwilling to accept the . 3. The would strike our
troops at dawn. 4. Samurai used instead of firearms. 5. Continuous

put the squad to . 6. Brave defended the country in an-
cient times. 7. A battery of was set on the opposite side of the battle field
so the enemy was fired fiercely. 8. There were a lot of ships in that bay.
9. Knight’s was very heavy but it saved a lot of lives. 10. Those people
showed and burnt the village. 11. Soldiers fixed on their
before starting shooting. 12. The first could not defeat the city so the
captain sent two more. 13. started to shoot and the battle began.
14. They had superior firepower and a larger
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V. Watch the film. Pay attention to the names of the characters. Be ready
to answer the following questions:

1. Which of the questions you wrote were answered in the film? 2. What
overall impression of Japanese culture do you get in the whole? 3. What facts
strike you most of all? 4. Why does Captain Algren have nightmares about the
war with American Indians? 5. Who is the last Samurai? 6. How did the captiv-
ity and living among the Samurais affect Captain Algren? 7. What attitude do
Samurai have towards death? 8. How has the Emperor changed? What has influ-
enced him? 9. Did Katsumoto support or oppose the Emperor? Why did he man-
age the battle? 10. What does Simon Graham think of the Japanese? 11. What
role does Mr. Omura play in the life of Japan?

VI. Match a character with his / her status.

Character Status
1 | Nathan Algren A | Katsumoto’s son
2 | Omura B | An interpreter
3 | Simon Graham C | Algren’s employer
4 | Katsumoto D | the Silent Samurai
5 | Hasegawa E | The general of Japanese army
6 | Nobutada F | An American expert in using weapons
7 | Udjiro G | The red armor warrior’s wife
8 | Bob H | The Samurai who fought with Algren
9 | Taka [ | The leader of the samurai rebellion

VII. Who do these words belong to? Write “A” for Captain Algren; “K”
for Katsumoto; “O” for Omura; “M?” for Emperor Meiji.

1. We cannot govern our country in which we cannot travel freely. He
must be stopped now. My railroad is a priority for this country.

2. Many of our customs seem strange to you. The same is true of yours.
For example, not to introduce yourself is considered extremely rude, even
among enemies.

3. Then you will not mind when I seize your family's assets and present
them as my gift to the people.

4. The perfect blossom is a rare thing. You could spend your life looking
for one and it would not be a wasted life.

5. We must resist the Western powers by becoming powerful ourselves.
Our army and our economy must be strong.

6. They are intriguing people from the moment they awake they devote
themselves to the perfection to whatever they pursue.
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7. And now we have railroads and cannon, Western clothes. But we can-
not forget who we are or where we come from.

8. What does it mean to be Samurai? To devote yourself utterly to a set of
moral principles. To seek a stillness of your mind. And to master the way of the
sword.

VIII. Put the events in a correct order.

A. Battle for the railroad. ] [ B. The Ninja attack. ] [ C. Katsumoto’s escape.

D. Hiring the captain. ] [ E. The Emperor’s decision. ] [ F. Back in Tokyo.

G. The stay in the village. ] [ H. The final fight. ] [ I. Algren’s recovery.

IX. According to the information from the abstract 00:15:58 — 00:19:04
which of the following statements are true and which are false? Write T (true) or
F (false) in the boxes provided. Correct the false sentences so that they are true.

1. General Hasegawa knows nothing about Katsumoto.
2. Samurai regard using firearms as dishonor.

3. Katsumoto and Hasegawa fought against the Emperor.
4. Hasegawa is a Samurai.

5. A Samurai’s sword is his soul.

6. Samurai are reserved people.

7. Algren speaks American Indians language.

8. Algren refused to speak about scalping.

9. Graham will translate some books for Algren.

10. Algren is interested in enemies’ life.

HENnEE R EEn

X. Put the dialogue between Katsumoto and Nathan Algren in the correct
order. Why can 't the two soldiers understand each other?

1. Katsumoto: And who was your general?

2. Nathan Algren: Two hundred and eleven.

3. Katsumoto: 1 like this General Custer.

4. Nathan Algren: No. He wasn't a good general. And he got massacred
because he took a single battalion against two thousand angry Indians.

5. Katsumoto: 1 think this is a very good death.

6. Nathan Algren: Don't you have a rebellion to lead?

7. Katsumoto: Two thousand Indians? How many men for Custer?

8. Nathan Algren: He was a murderer who fell in love with his own leg-
end. And his troopers died for it.
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9. Katsumoto: People in your country do not like conversation?

10. Nathan Algren: Oh, yes. Many warriors.

11. Katsumoto: 1 know this name. He killed many warriors.

12. Nathan Algren: He was a lieutenant colonel. His name was Custer.
13. Katsumoto: So he was a good general.

14. Nathan Algren: Well, maybe you can have one just like it someday.

XI. Identify the one word or phrase that should be corrected or rewritten.

1. The Last Samurai is A (1) 2003 American epic war film WHICH (2) di-
rected and CO-PRODUCED (3) BY (4) Edward Zwick. 2. THE (1) filming took
place IN (2) New Zealand WITH (3) Japanese cast members and an American
PRODUCTION CREW (4). 3. This location WAS CHOSEN (1) because there
ARE (2) a lot of FOREST AND FARMLAND (3) in THE TARANAKI RE-
GION (4). 4. The film achieved HIGH (1) box office RECEIPTS (2) in Japan
THAN (3) in THE (4) United States. 5. MANY OF (1) the cast members DID
(2) expressed the desire for AUDIENCES (3) to learn and respect the important
values OF (4) the samurai. 6. The FILM'S (1) plot was INSPIRING (2) by THE
(3) 1877 Satsuma Rebellion LED (4) by Saigo Takamori. 7. AS (1) in the movie,
Saigo ended up WITH (2) committing suicide IN SEPTEMBER 1877 (3) after
defeat IN BATTLE (4). 8. A statue OF (1) Saigo IS (2) erected SHORTLY (3)
after his death, and can TODAY (4) be seen in Ueno, in northeast Tokyo. 9. The
Last Samurai was WELL RECEIVED (1) upon ITS (2) release, with a
WORLDWIDE (3) box office total TO (4) $456 million.

XII. In most of the lines in the following text there is an unnecessary word.
For questions 1 — 19 find the unnecessary words and write them on the lines
provided. If you think a line contains no unnecessary word, put a tick (\) next to it.

Interesting Facts About The Samurai 0

The samurai were being an entire social class. Originally, 0 being
“samurai” was meant “those who serve in close attendance to the 1 ...........
nobility.” At the peak of their own power, up to 10 percent of Japan’s 2 ...........
population was samurai. Every single Japanese person who living 3 ...........
today is said to have at the least some samurai blood in them. 4.

The majority of samurai were very much well-educated. The 5...........
level of samurai literacy was high. They were also too skilled in 6 ...........
mathematics. Bushido dictated that a samurai strives to make better 7 ...........
himself in a multitude of ways. Poetry, rock gardens, ink paintings, § ...........
and the tea ceremony were both common aspects of samurai culture. 9 ...........

Japan's first white skin samurai was actually an Englishman 10 .........
named William Adams. He was born up in 1564 in Kent, UK. He 11 .........
was a sailor man and fought the Spanish Armada. Then he left for 12 .........
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the Far East in where he was taken by Samurai. He built ships and 13 .........
was given two swords, which was the trade mark of a samurai. 14 .........

The traditional role model of a Japanese woman was more of 15 ..........
a homemaker. However, recent research does indicates that Japanese 16 ..........
women participated in battles. The scientists made DNA-tests of the 17 ..........
remains from behind the site of the Battle of Senbon Matsubaru in 18 ..........
1580. 35 out of 105 bodies proved themselves to be female. 19 ..........

XIII. Read the following abstract from the movie script. Why was Taka
surprised? What did Algren mean by saying that he was not Japanese?

Taka is carrying in a huge pot of rice. Algren goes to help her.
Taka: No, please.

Algren (insistent): Hai.

He carries the rice for her into the pantry area.

Taka: Japanese men do not help with this.

Algren: 1 know.

She looks at him, a little surprised.

Algren: 1 am not Japanese.

X1V, What other peculiarities of Japanese culture have you noticed in the
film? You can resort to episodes 00:12:00 — 00:15:07 and 00:41:55 — 00:44:20.
Compare extracted information with Russian customs. Are there any resembling
ones? Add some more peculiarities of Japanese culture if you can.

XV. Read the fragment of the article “Stereotypes about Japan and the
Japanese” published by the journal Social Sciences. Answer the questions:

1. Why is the stereotypic image so common?

2. What part does Japan play in forming stereotypes about itself?

3. Does your image of Japan coincide with any of the mentioned below?
4. Has anything in this lesson made you change your idea of Japan?

The Russian respondents were asked a question: What 3 words do you as-
sociate with Japan? According to the opinion of the majority, the image of Japan

29 [13

is connected with “sushi”, “cherry tree”, “anime”, “Fukushima”, ‘“kimono”,
“geisha”, “sake”, “samurai”, “cars”, “machinery” and “robots”.

The comment of a Japanese boy was: “Yea, people think that samurai are
still running around and in every bush there’s a ninja hiding. What can I say? I can’t
blame them for that. They just watch our movies and come to a conclusion, that’s
what all normal people do. We just love our country and respect traditions; that’s

why almost all our movies are about that. It makes sense, you know...”
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LESSON 10. PRESENTATIONS: TYPES AND STRUCTURE
1. Listen and repeat.

1. Translated into real terms ... 2. Let's begin by ... 3. I’'m going to talk to
you today about ... 4. A good example of this is ... 5. The key point here is ...
6. As you can see from the graph ... 7. Moving on to the next point ... 8. So, to
sum up ... 9. Finally I'd like to remind you that we ... 10. On this next slide you
can see ... 11. I hope you have found my comments useful and ... 12. This
brings me to the next point... 13. I'll discuss each point briefly ... 14. Before I
start my talk I'd just like to thank ... 15. This chart gives a comparison of ...
16. If you have any questions I’'ll be happy ... 17. I’d like to expand on ...
18. My talk is concerned with ... 19. To illustrate this point... 20. Finally, let me
remind you of ....

II. Read the texts about different types of presentations and choose the
name of each type.

1. Press conference. 2. Briefing. 3. Talk.
4. Demonstration. 5. Product launch. 6. Workshop.

A: two chief executives tell journalists why their companies have merged.

B: the head of research and development tells non-technical colleagues
about a new machine.

C: a yoga expert tells people how to improve their breathing techniques
and gets them to practice.

D: a senior officer gives information to other officers about a police oper-
ation they are about to undertake.

E: a member of a stamp-collecting club tells other members about 19th
century British stamps.

F: a car company announces a new model.

111. Match the presentation types from exercise Il to the things (A — H) that
people say in them.

A: As you see, this prototype is far in advance of all we've done before.

B: Here are some typical patterns for supply in the widget industry.

C: I'm going to give each group a series of problems faced by an imagi-
nary company, and [ want you to suggest solutions.

D: Now is the time to get out of company shares and invest in property.

E: The combined resources of our two organizations will allow us to
achieve great things.
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F: The first postage stamp in the world was the Penny Black in f 840.
G: The parachutists will come in at 08:30 and land in two waves.
H: The X300 has the most advanced features of any car in its class.

IV. Have you ever given a presentation? What type was it? In your experi-
ence, what makes a good/bad presentation?

V. Choose an everyday object in the classroom, something with a few fea-
tures or things to talk about, such as size, colour, packaging, quality. ‘Sell’ the
object, i.e. persuade the others that it is the best one on the market, much better
than all the competitors. You have 30 seconds to give your presentation.

VI. Some people like to keep a loose structure to the presentation. Other
people like to have a very clear structure with a more formal style. What are the
advantages and disadvantages of each? Here are some ideas for you to start.

. It will help you adjust the content of your talk so that it is suitable.

. It could sound boring if you speak from a prepared text.

. It will help your audience follow the logic of what you're going to say.
. It will make you feel more at ease, because you may be nervous.

. It is very important to help you stay on track.

. It will help you to keep control, and avoid people interrupting.

. It enables people to come to their own conclusions.

. It can create mystery and thus hold audience’s attention.

01NN kW~

VII. The words below denote different parts of a presentation. What do
you think they mean in this context? In what order should they go?

Bang!

VIII. Read the explanation and check how close to the correct answer you
are.

When you open your presentation, you thank the organisers for inviting
you; say a few words about yourself, and tell the audience the topic and overall
structure of your presentation. Bridge is an explanation of how your message
connects to the needs of the audience. Then you bring to the notice the main
points of your presentation, or its message. You use examples to make your
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points clear. Bang is something that you say or do that has a lot of impact and
gets the attention of the audience, e.g. a surprising fact, a reference to ‘here and
now’, a story or joke, audience participation, a visual aid. Recap is short for re-
capitulation; it is a summary of your main points. At the end you invite the audi-
ence put questions.

IX. Look at these expressions. In which part of a presentation would you
expect them to be used?

introduction main body conclusion inviting questions

. Finally I'd like to remind you that we ...

. If you have any questions I’ll be happy to answer them ...
. On this next slide you can see how our results have improved ...
. Before 1 start my talk I'd just like to thank ...

. This brings me to the next point ...

. I’11 discuss each point briefly and then ...

. I hope you have found my comments useful and ...

. This chart gives a comparison of ...

. I’d like to expand on ...

10. My talk is concerned with ...

11. To illustrate this point ...

12. Finally, let me remind you of ...

O 0 1N DN B~ W —

X. In any presentation the beginning is crucial. Certainly some things are
essential in an introduction and others are useful. There is a list of what can be
included in an introduction. Mark them according how necessary they are using
the following scale:

essential useful not necessary
1| 2 3 | 4 5 |
Subject / title of talk.........oooiiii []
Introduction to oneself, job title, etc...........oooiiiiiiiiiii ]
Reference to questions and / or diSCusSion............coevvviviveininennn.n ]
Reference to the programme for the day.....................oooii, []
Reference to how long you are going to speak for.......................... ]
Reference to the visual aids you plantouse................ccoovviinn.nnn. []
The scope of your talk: what is and is not included........................ []
An outline of the structure of your talk......................cool ]
A summary of the conclusions................cooiiiiiiii i, ]




XI. Read the extracts from the 2012 SAM-
SUNG ELECTRONICS ANNUAL REPORT on
http://www. samsung.com. Complete the sentence by

choosing the correct words and writing them into the
empty spaces.

l.... eee vee ... that in 2012 the company achieved steady growth thanks to
your continued trust and dedication.

Let's / illustrate / stating / move / begin / by / at

2. cee ees «eo ... that Samsung Electronics works to satisfy differing con-
sumer needs in diverse cultures around the world.

The key / point / here / thing / factor / is / reason

3. ..t vt oo ... that the technical excellence of our premium T9000 refrig-
erator made it a worldwide hit with consumers.

A good / factor / example / is / they / can / of this

4. As you ... ... ... ..., we achieved remarkable results in our mobile
business, ranking No. 1 in both sales and market share.

watch / know / can / from / at / the graph / see

5. eee e oee ooy Samsung Electronics has earned No. 1 global market share
across all TV categorles every year from 2006 through 2012.

Moving / slide / on to / illustrate / the next / return / point

6. . ... ..., we realized sales revenue of KRW 201 trillion and net in-
come of KRW 24 tr11110n double the previous year.

Translated / into / Starting / real / points / terms / for

7. eee eee oo oeuy despite the global economic recession in 2012, Samsung
Electronics recorded hlstorlc sales and profit.

So, / finally / to / first / sum / up / of all

XII. Here are some phrases which can be useful when answering questions:

A: That's a fair point. I know that some consultants don't have a very good
image. But Gem Consultants have helped companies reduce costs enormously.

B: That's confidential. I'm afraid I'm not at liberty to tell you.

C: That's not really my field. But I can put you in touch with someone in
my organization who is working on Internet applications.

D: The questioner would like to know what sort of background the people
we recruit usually have. Is that right?

E: Well, I think that goes beyond the scope of today's presentation. Today
I wanted to concentrate only on consultants' skills.

F: I'm afraid we've run out of time. But if you'd like to come and discuss
that with me now, I'll try and give you an answer.
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XIII. Match these questions from the audience (1 — 6) to the answers (A — F)
given in exercise XII.

1. Sorry, I didn't catch the end of the question - could you repeat what the
questioner said?

2. In what ways do you think the internet is going to change the way man-
agement consultants work in the future?

3. Some companies refuse to use management consultants. What do you
say to people who say that consultants are a waste of time and money?

4. What's the average salary for your consultants?

5. I don't know if you have time to answer this, but can you tell me how I
can apply to work for Gem?

6. You say that Gem have enormously increased profits for some compa-
nies. Can you give one or two examples of this?

XIV. Read the opinions of different people about some aspects of presenta-
tion. Based on them write down your tips for “How To Make A Good Presenta-
tion”.

How To Make A Good Presentation

1. Make sure you are talking to the right audience.

Speaker 1: 1 think the aims and the structure need to be clear.

Speaker 2: 1 like to wait until the end of the presentation before people
ask questions on what I’ve just said.

Speaker 3: You need to make sure you’re entertaining, make sure you’re
engaging, and make sure you’re interesting.

Speaker 4: Don’t make it too long, otherwise people fall asleep! Be short,
precise and to the point, definitely.

Speaker 5: You should concentrate on getting your introduction right.

Speaker 6: 1t is very important to be sure you’re relevant.

Speaker 7: You need to remain polite when dealing with difficult ques-
tions.

XV. Write what you would say in these presentation situations.

1. Greet your audience. 2. Introduce yourself. 3. Give the title of your talk.
4. Describe the structure of your talk. 5. Explain that the audience can interrupt
if they want. 6. Say something about the length of your talk. 7. Explain what you
are going to talk about. 8. Invite questions from the audience. 9. Refer to some
details on a graph or chart. 10. Finish the talk. Thank the audience.
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LESSON 11. NON-VERBAL ASPECT OF PRESENTATIONS

L If you use visual aids you are twice as likely to achieve your objectives.
The most common include computer slideshows, chalkboard, flip charts and
handouts. However, presenters may also use video clips, charts and even ob-
jects. Look at the pictures below. Label the tools used to present information.
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11. In most of the lines in the following text there is an unnecessary word.
For questions 1 — 19 find the unnecessary words and write them on the lines pro-
vided. If you think a line contains no unnecessary word, put a tick () next to it.

Tips for Presenting Visual Aids

Although the some choice of visual aids is important, how
those aids are being used is even more important. After all, a
speaker can have very phenomenal visual aids, but if they are
not displayed over properly, discussed clearly and effectively,
and integrated smoothly into the presentation, they will be have
of little or no any value.

In order to get caught the maximum impact with visual aids:

Talk to the audience, if not to the PowerPoint slideshow,
the flipchart, or the whiteboard.

Avoid from passing objects, photographs, handouts, etc.,
around among audience members during the presentation.

When displaying an object, don’t place it where everyone
can see it; and display it only when discussing it about.

Clearly and concisely you explain the information contained
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on any visual aid. Don’t assume what the audience will make the 14 ..........
connection between the visual aid and to your presentation. I5..........

Practice using of visual aids in advance of the actual presen- 16 ..........
tation. In the fact, speakers should rehearse the entire presentation, 17 ..........
from start to finish, so they will be able to integrate every visual 18 ..........
aids smoothly, easily, and professionally. 19..........

111. Some cultures place a lot of importance on events starting and finish-
ing on time. Others believe things should take as long as they need and are flex-
ible with schedules. Is starting and finishing presentation on time important in
your culture?

IV. Divide the following statements into two groups according to the
norms of timing the presentation in your country.

Example: The presenter should assume that your audience is busy (be-
cause they are). The presenter shouldn’t overestimate how much material he/she
can adequately cover within a given time.

1. ... assume that your audience is busy (because they are). 2. ... overes-
timate how much material he/she can adequately cover within a given time.
3. ... labour a particular point (spend too long on something). 4. ... be always
aware of how long he/she has to speak. 5. ... strive to “share everything” and
“leave nothing back”™. 6. ... allow time for audience questions. 7. ... cut material
if he/she goes over time while rehearsing. 8. ... wait for latecomers. 9. ... di-
gress (talk about things that have nothing to do with the subject). 10. ... make
rehearsal as close to the real performance as possible. 11. ... plan how long
he/she is going to spend on each point. 12. ... rehearse while sitting in front of
the computer.

V. Read the sentences and decide whether or not to put don’t in the pro-
vided spaces to counsel properly.

Voice

... project your voice to the back of the room, but ... shout.

... ask if people at the back can hear.

... check the volume (loudness) of your voice beforehand.

... use a microphone if you need one.

... hold a microphone too close to your mouth.

Whether using a microphone or not, ... speak in a natural tone of voice.
.. speak in a monotone (on the same level all the time).

1.
2.
3.
4.
5.
6.
7.
8. ... vary the pitch (level) of your voice.

60



VI. What works in Russian culture doesn't always work in Asian cultures.
The following tips are taken from the article “How to Create and Deliver Busi-
ness Presentations for an Asian Audience” written by Angela DeFinis. Read
them and answer the questions.

Japan

Avoid using large hand gestures and any dramatic
movements. The Japanese do not talk with their hands.

Pointing is not acceptable. Al
Avoid the “OK” sign; in Japan it means money. & ¥

Use caution with your facial expressions. They can be easily

misunderstood. A smile can express either joy or displeasure. L

Since the Japanese strive for harmony and are group
dependent, they rely on facial expression, tone of voice and posture to tell them
what someone feels. They trust non-verbal messages more than the spoken
word, as words can have several meanings.

Most Japanese maintain an impassive expression when speaking. Some
Japanese close their eyes when they want to listen intently. It is considered dis-
respectful to stare into another person’s eyes, particularly those of a person who
1s senior to you because of age or status. The Japanese are non-confrontational.
They have a difficult time saying “no,” so you must be vigilant at observing
their non-verbal communication.

The Japanese are comfortable with silence and often remain silent for long
periods of time. Be patient and try to understand if your Japanese colleagues
have understood what was said. Never lose your temper or raise your voice dur-
Ing presentations, meetings, or negotiations.

1. How is it common to show concentration and attentiveness in Japan?

2. What is said in the text about the amount of time the Japanese typically
spend on processing information?

3. Rather than make direct eye contact with individual audience members,
speakers should sweep their gaze across the audience. Why?

4. What is important to remember about the body language in Japan?

5. In some parts of Latin America, if you wave goodbye when you've fin-
ished your presentation, people will to stay put. Can you find in the text another
example of a different response to the sign?

6. Most Asian cultures are concerned about “losing face.” In what way is
this concept connected with the two tips given above?

7. Why should the speaker be careful with his/her facial expressions?

8. In Japan, audiences find too many sweeping, rapid gestures distracting,
if not downright disconcerting, don’t they?

9. Do you have other tips or suggestions for giving effective presentations
to Japanese listeners?
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VII. Scan the text to identify five examples of bad technique and five char-
acteristics of good technique.

Speaker 1 put up transparencies on overhead projector, with comment:
“You won’t be able to read it”.

Speaker 2 faced the audience at all times even though the screen to which
he was speaking was behind him.

Speaker 3 paused for five to ten seconds after showing a visual aid.

Speaker 4 used first five of allocated fifteen minutes to tell the anecdote
relevant to talk.

Speaker 5 spoke very fast but on the other hand he “shared everything”
and “left nothing back”.

Speaker 6 made appropriate use of pictures as he was sure “that a picture
is worth a thousand words”.

Speaker 7 was waving his cards around when gesturing.

Speaker 8 mumbled so monotonically that he defeated even the halter mi-
crophone he was asked to wear because the audience couldn’t hear him.

Speaker 9 was going to show detailed graphs with lots of figures, so he
distributed handouts among the audience before the presentation.

Speaker 10 used the question and answer session as an opportunity to give
extra information on his subject.

VIIl. Read the comments from the audience. What caused the problem in
each case?

. Why is he yelling like that? The room's not that big!

. What on earth is he talking about? — I’ve no idea.

. He's already said that three times.

. Read that! I can’t read that! I’d need a pair of binoculars!

. There are people who want to ask questions, and there won't be time.
. Summarize four main points? I only noticed one! Have I been asleep?
. Get on with it! If people turn up late, that's their problem.

. Speak up! I can’t hear a thing!

. He's really droning on: there's no life in his voice and everyone's asleep.
10. The sound of his breath in the microphone is really annoying.

11. Hey, Sarah! Wake up! He’s finished!

12. T don't see what this has got to do with what he's trying to say.

O 0 1N DN B~ WK —
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LESSON 12. TAKING PART IN A MEETING

1. A meeting is a gathering of two or more people for the purpose of
achieving a common goal through verbal interaction, such as sharing infor-
mation or reaching agreement. Decide whether these gatherings of people are
meetings or not. Divide them into two columns.

Is it a meeting?

\ Yes | \ No \

1. A party is a gathering of people who have been invited by a host for the
purposes of socializing, conversation, or recreation. 2. A banquet is a formal
celebration organized by a company to acknowledge achievements within it.
3. A conference is a gathering designed to meet a specific objective. 4. A con-
clave is a gathering at which the discussions are kept secret. 5. A concert is a
musical performance given in public. 6. A colloquium is a gathering of experts
who informally present and exchange new ideas. 7. A demonstration is a public
meeting protesting against something or expressing views on a political issue.
8. A congress is a large group of individuals who meet on a regularly scheduled
basis, often to make decisions through a debate and voting process. 9. A sympo-
sium is a gathering of experts who meet to discuss issues or make recommenda-
tions for a certain course of action. 10. A summit is a meeting at which the lead-
ers of two or more countries discuss important matters.

11. Why do we have meetings? What opinions do you share and what opin-
ions do you disagree with? Write T (true) or I (false) in the boxes provided.

1. Meetings lead to better decisions, because of the exchange of ideas. [ ]
2. It’s more efficient for the chief to make a managerial decision. ]
3. The most important piece of paper at a meeting is the agenda. ]
4. The aim of a meeting is to settle when the next one is to take place. [ ]
5. It’s better to talk to all concerned individually than collectively. []
6. Most meetings are only a way of making people feel important. []
7. A meeting is a group of people who decide that nothing can be done. [ ]
8. It’s easier to send each person a memo about a new procedure. []
9. A meeting is just a chance for a team to see each other face-to-face. []
10. Meetings help everyone feel personally involved in decision-making. [ ]
11. People gather together to review their joint activities. []
12. The purpose of meetings is to coordinate a particular action. L]
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I11. Add the missing words to the puzzle. Put the sentences in the correct
order.

14

N A W N =

1. A ... voted in favour of introducing flexible working hours. 2. How
many people are going to ... the meeting? 3. A meeting needs a ... to lead the
discussion. 4. The secretary keeps the .... 5. At 11.30 we decided to ... for lunch.
6. Mrs. White will address the meeting on my .... 7. Let me know what the ... of
the meeting is. 8. I have a ... to make. 9. A ... voted against introducing flexible
working hours. 10. Every meeting needs an .... 11. Mr. Grey has ... that we take
a break for coffee. 12. There are a few more ... items to discuss. 13. Thank you
very much, everyone. | think that .... 14. But before we close the meeting: is
there any ...?

1V, As sharing information is the main aim of a meeting, it is very im-
portant for the communicants to ask proper questions. Read different types of
questions and choose the name of each type.

1. Open. 2. Closed. 3. Negative. 4. Tags.
5. Hypothetical. 6. Statements with questioning intonation.

A: APEC was established to leverage the growing interdependence of
Asia-Pacific economies, wasn’t it?

B: APEC operates on the basis of open dialogue and respect for the views
of all participants?

C: Is decision-making reached by consensus in APEC? Are there no bind-
ing commitments?
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D: How does the forum allow members to deal with important new chal-
lenges to the region’s economic well-being?

E: If creating greater prosperity for the people of the region were no ob-
ject, what would the aim of APEC be?

F: Hasn’t APEC grown to become one of the world’s most important re-
gional groupings?

V. Now, match the question types from exercise Il to the purposes (A — H)
that people use them for.

A: These questions are useful when you want to make an opinion seem
less direct and to check a fact that you’re not sure of. They can be used to turn
an obvious statement into a discussion.

B: These are the easiest questions to make, but they are very effective in
encouraging the other person to expand something he/she said earlier.

C: Questions with why or how, where or when are good for “opening a
conversation up”, because there are many possible answers.

D: These turn a statement into a question. They are often used to invite
the other person to respond to your opinion.

E: These questions can ‘close down the conversation’, as they allow a
one-word answer: yes or no.

F: These questions typically include the word ‘would’, they’re very useful
for keeping a conversation going when you have run out of other ideas.

VI. Be very careful about answering tag questions. In Russian, an oppo-
site system of answering is used, and you can answer in the wrong way. You
should answer a tag question according to the truth of the situation.

Example: Asian people don't like rice, do they? — Yes, they do!
Asian people like rice, don't they?  — Yes, they do!

Read the text. Put the missing words into the gaps. Then answer the tag
questions after it.

located * current * depend e« distribution ¢ external ¢ cooperation
developing ¢ achieved ¢ weapons

Asia Pacific is becoming a foreign policy priority for Russia. This is logi-
cal, as it is the most rapidly ...1... geopolitical region. Not only is the global
economic and political center of gravity shifting to the region, the direction and
forms of humanity’s future development largely ...2... on it. Rapid economic
growth has already turned East Asia into the world’s third largest production,
...3... and consumption center alongside the United States and the European
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Union, as well as the biggest holder of international reserves and a global inves-
tor. However, the ...4... situation in Asia Pacific is not trouble-free. Globaliza-
tion has aggravated the struggle for leadership and for spheres of influence in
the region, and regional countries are building up their militaries. Seven of the
world’s ten largest armies are ...5... in the region, while six countries have nu-
clear ...6... and three others can acquire them whenever necessary. Security
challenges in Asia Pacific directly affect Russia, as internal and ...7... interests
are more closely intertwined in this region than anywhere else in the world. Rus-
sia’s future as a great power depends on the economic, technological and social

development of Siberia and the Far East, which can only be ...8... by maintain-
ing good relations with its neighbors. Russia also needs huge funds to develop
its eastern regions, which is why it should promote international ...9... based on

Russian laws and on mutual benefit.

1. Asia Pacific has become a very important region for Russia, hasn’t it?
2. It 1s the most undeveloped geopolitical region in the world, isn’t it? 3. The
global economic center is not shifting to the region, is it? 4. The future of man-
kind will be affected by Asia Pacific, won’t it? 5. The EU and the US are the
world’s largest producers, aren’t they? 6. Economic growth made East Asia the
biggest global investor, didn’t it? 7. There aren’t any large armies in the region,
are there? 8. Nine countries of Asia Pacific can use nuclear weapons, can’t they?
9. Security challenges in Asia Pacific indirectly affect Russia, don’t they?
10. Internal and external interests are twisted in this region, aren’t they?
11. Russia shouldn’t maintain good relations with its neighbors, should it?
12. Russia doesn’t need huge funds to develop its eastern regions, does it?

VII. Read the text “Games people play at meetings”, divide it into 5 logi-
cal parts, and then answer the questions after it.

There is a widely-held but mistaken belief that meetings are for “solving
problems” and “making decisions”, but it seems that meetings serve some other
purpose. All meetings have one thing in common: role-playing. The most formal
role is that of chairman. He sets the agenda and tries to keep the meeting running
on time and to the point. Sadly, the other, informal, role-players are often able to
gain the upper hand. Chief is the “constant talker”, who just loves to hear his or
her own voice. Then there are the “can't do” types who want to maintain the sta-
tus quo. Another whole sub-set of characters are people who love meetings and
want them to continue until 5.30 pm or beyond. Irrelevant issues are their speci-
ality. Then there are the “counter-dependents”, those who usually disagree with
everything that is said, particularly if it comes from the chairman or through
consensus from the group. Meetings can also provide attenders with a sense of
identification of their status and power. In this case, managers arrange meetings
as a means of communicating to others the boundaries of their exclusive club
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who 1s “in”, and who is not. Because so many meetings end in confusion and
without a decision, another more communal game is played at the end of meet-
ings, called reaching a false consensus. Since it is important for the chairman to
appear successful in problem-solving and making a decision, the group reaches a
false consensus. Everyone is happy, having spent their time productively. The
reality is that the decision is so ambiguous that it is never acted upon, or, if it is,
there is continuing conflict, for which another meeting is necessary. In the end,
meetings provide the opportunity for social intercourse, to engage in battle in
front of our bosses, to avoid unpleasant or unsatisfying work, to highlight our
social status and identity. Perhaps it is our civilised way of moderating, if not
preventing, change.

1. What is an official aim of having a meeting? 2. If the purpose of meet-
ings weren’t to solve problems and make decisions, what would it be? 3. Why
can we say that all meetings are similar? 4. Does the writer mentions eight roles
that people play at meetings? 5. Isn’t the most formal role that of chairman?
6. Chairman doesn’t try to keep the meeting running to the point, does he?
7. Doesn’t any chief love to hear his / her own voice? 8. Why is a “can't do” type
1s in favour of tradition and against new ideas. 9. Would you like meetings to
continue until 5.30 pm or beyond? 10. How are people, who usually disagree
with everything, called in the text? 11. Meetings can’t provide attenders with a
sense of identification of their status, can they? 12. Why does the writer believe
that meetings are a waste of time?

VIII. Read the following text to obtain its information. Then, in English
make six different questions to it. Ask your partner to answer them.

Crpanbl CeBepo-BocTounol A3uM SIBISIIOTCS AKTUBHBIMM YYaCTHHUKAMU
ATOC, X0Ts CyLIECTBYIOIINUE ABYCTOPOHHUE OTHOIICHHSI MEX]Y 3THUMH CTpa-
HaMM HE Bcernaa uMeroT MupHbii xapakrep. Ceroaasa ATOC npencraBisieT co-
OOl 3HaYMMYIO0 YKOHOMHYECKYIO TUIONIA/IKy, HA KOTOPOH MOJy4yaroT paspelie-
HUE MHOTHE BOIIPOCHI PETHOHATBHOTO U MUPOBOT'O YPOBHS. Y4YacTHUKH popyma,
B 4HClIe KOTOpBIX U Poccus, cTpeMsTcss HallTH CTaOMIIbHBIE M JIOJITOCPOYHBIE
IIyTH AMHAMUYHOIO 3KOHOMMYecKoro passutus ATP. B kauecTBe KiIHOYEBBIX
neneit ygactus crpad B ATOC crnenyer BbIIEIUTh COAEHCTBUE AOITOCPOUYHOMY
U OBICTPOMY pa3BUTUIO 3KOHOMHUKH B A3HMAaTCKO-THXOOKEAaHCKOM pErvoHe.
Kpome Toro, B HeM HEOOXOAMMO OOECHEUUTh YJIydlIeHUE KU3HU HapOAOB, J0-
CTI)KEHHUE MMM COLMAIbHOM rapMOHMHM U CcTaOuWibHOCTH. COTpPYJHHYECTBO B
pamkax ATOC HampaBieHO Ha CO3JaHUE MOTUTHYECKUX yCIOBUMA, OJIArOmpusT-
HBIX JJI1 TOProBiM M HMHBeCTULHMH. Takke BaXKHO OOMEHUBATHCS OIBITOM U
YKPEIUISATh CHOCOOHOCTH K YIOPSIOUEHHUIO Tpoliecca coTpyaaudectsa. [1omo6-
HO€ B3aMMOJIeCTBHE OyAET CIOCOOCTBOBATH PA3BUTHIO IPYKECKUX OTHOILIECHHA
Mexay ctpaHamu-wieHamu ATOC.
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LESSON 13. AGREEING OR DISAGREEING IN A MEETING

1. Many people are afraid to express their point of view because they don t
want to hurt, annoy or anger their audience. Still, there are many ways you can
express an opinion without provoking someone. Find an unnecessary word in
most of the lines.

How to express your opinion (Y

If you are worried about expressing your opinion in openly, 0 in
try to get some reactions before you go to public. One way isto 1 ...........
try expressing yourself an anonymous opinion in a forum. This 2 ...........
will give you an indicator of what the reaction will be. 3

How you say something, positively do impacts how people 4 ...........
will receive it. Sometimes we are so very passionate about a sub- 5...........
ject and may to become heated or antagonistic. Remember, 6 ...........
someone may be just as passionate about the opposite side. T,

A tactful way for to keep yourself out of the picture but let 8 ...........
the audience to hear an opinion is by expressing your thoughts 9 ...........
indirectly. This gets you off from the hook and while your opinion 10 .........
might still hurt somebody there is no any need to be insensitive. I1.........

Facts are important, especially when a topic is being controver- 12 .........
sial or belief based. They will not only add a some credential to your 13 .........
discussion but it will educate the audience. Statistics can be manipu- 14 .........
lated, but that doesn’t mean what they won’t support your argument. 15 ..........

In the end, it’s about the relationship you keep on while you 16..........
express all it. If you maintain respect and keep an open mind, your 17 ..........
opinion can be a catalyst either to change attitudes or limiting be- 18 ..........
liefs. It’s a way to improve the existing environments and cultures. 19 ..........

I1. Read the following extracts. How do you think it will influence the in-
dustrial development of the region? To express your opinion you can use the
phrases after the extracts and the notes to them.

1. Rosneft, Gazprombank and Korean shipbuilding company Daewoo
Shipbuilding & Marine Engineering Co. are going to establish a Russian-Korean
engineering center for shipbuilding and marine equipment for offshore projects
in the southern part of Primorskiy Krai in the Russian Far East in 2016.

2. Over the past two decades, Russia has developed considerable oil and
gas resources on Sakhalin Island to respond to the growing energy demands of
its neighbors in Northeast Asia. It has completed the construction of a major oil
export pipeline across Siberia to the Pacific coast that also links to China. It
agreed to export 365 million tons of oil to China over the next 25 years.
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3. Russian President Vladimir Putin has invited Asia-Pacific leaders to in-
vest in the projects to complete the construction of the Trans-Baikal Railway and
Trans-Siberian Railway, and to upgrade the Northern Sea Route. In exchange
Moscow is offering preferences to potential investors.

4. Relations with Japan remain strained. During a recent massive Russian
military exercise in the Russian Far East, Japan and the US were the putative in-
vading enemy forces. Moscow and Tokyo have still not signed a formal peace
treaty under World War 11, and their territorial dispute over the Southern Kuriles
(known as the Northern Territories in Japan) seems as intractable as ever.

In my opinion ... | The expressions I think / I feel | I reckon /| I guess
_/ in my view suggest that the speaker is just giving
Speaking for myself... his/her opinion with which the hearer may or may

{ not agree.
I'd just like to say ... Apparently can be used to introduce a piece of in-
{ formation the speaker got from somebody else. It
I'd say ... | also suggests that the speaker cannot guarantee the

y authenticity of the information.
| I'mpretty sure that ... [ The expressions ‘so to speak’, ‘kind of / sort of
and ‘more or less’ can be used to give the impres-

The way I'seeit... [ sion that you are not speaking exactly.
: The expressions ‘that is to say’ and ‘at least’ can be
What I'meanis... | yged to say something less definite after you have
r Y\ made a strong or definite statement.
| Without a doubt, ... | The expressions I’m afraid / I’m sorry at the be-

_ y ginning of the sentence can be used to introduce a
| Know what I think? [ polite disagreement or bad news.

I11. Discussions about hot button issues can be tricky. Unscramble the tips
for having lively debates without letting them get personal.

How to Become a Better Debater

1. In an argument / attitude of mind / or debate, / keep a friendly.
2. Though some issues / understand that everyone / may be incredibly / has the
right to / important to you, / their own opinion. 3. If everyone believed / life
would get boring / the same thing. 4. Agree to disagree / to intelligently converse
with you / who is able / about tough subjects / with someone. 5. Keep your cool
/ get ugly / with this person / instead of letting it / and simply swap ideas.
6. People will tend / and plead that there is / when they have / to throw up their
hands / clearly lost / no winning or losing the argument. 7. This tends to happen
/ not fully researched or / on the subject / thought out their opinion / to those
who have. 8. If you find yourself / with the other person / in a situation like this,

69



/ you have to do / some research / simply be honest / and let them know / before
continuing. 9. In a debate, / that you should just / if the person states / accept it —
even if / you think / agree to disagree, / they are saying so / friendly or other-
wise, / to avoid admitting defeat. 10. Understand that / want to change / that
does not / you can't change a mind. 11. Some people / as though their lives / to
new ways of thinking, / steadfast in their beliefs / and others are / and cling to
them / will be open / depended on it.

1IV. When taking part in a meeting in English, it is good to know a range of
phrases for agreeing and disagreeing. If you disagree with someone, you should
always aim to be polite and not offend the other party. Study the following chart.

How to Agree Strongly How to Half Agree

1. I couldn't agree more! 1. Yes, perhaps, however ...

2. That's absolutely true! 2. I guess your idea could be right, but ...

3. That's exactly my opinion. 3. Yes, in a way, however ...

4.1 agree with your point. 4. Hmm, possibly, but ...

5. I share your opinion. 5. Yes, I agree up to a point, however ...

6. I'm with you on that point. 6. Well, you have a point there, but ...

7. That's exactly what I think. 7. That's worth thinking about, but ...

8. You're definitely right there. 8. That sounds fair enough, although ...
How to Disagree Politely How to Disagree Strongly

1. T am not so sure about that. 1. I wouldn't go along with your idea there.

2. Oh, do you think so? 2. You can't be serious about that point.

3. Well, it depends. 3. I'm afraid I don't agree with your idea.

4. Well, that's your opinion. 4. I'm afraid your idea is wrong.

5. Well, I don't know. 5. You might be mistaken about that.

6. Oh, I wouldn't say so. 6. I couldn't accept that idea for a minute.

7. I'm sorry, I don't think so. 7. You can't actually mean that.

8. I see things quite differently. 8. Nothing of the kind.

V. Read the following opinions on the topic “Countries should produce the
food that their population eat, and import as little as possible”. Think whether
the people are agreeing or disagreeing, and if it is very direct or polite.

Speaker 1: You're definitely right there. All countries should be able to
produce food for their own people instead of importing them.

Speaker 2: Well, you have a point there, but not many countries have the
right weathers to grow certain fruits.

Speaker 3: Nothing of the kind. It can lead to significant pressures on the
agriculture industry of a country if it decides to reduce imported food.
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Speaker 4: Oh, do you think so? If imported food has to be reduced, the
prices of these products will go up drastically.

Speaker 5: That's worth thinking about, but many countries have very lim-
ited farming land which cannot supply sufficient amounts of food products for
the whole country.

Speaker 6: 1 couldn't accept that idea for a minute. Importing the right
products can create job opportunities for locals.

Speaker 7: Hmm, possibly, although consumers can have a wider range of
options when going shopping if there are both local foods and imported ones.

VI. Use the following statements to make two-line exchanges: giving an opinion
—>agreeing or disagreeing.

Example: If you ask me, one should never judge a person by external ap-
pearances. —> Well, it depends.

1. People are never satisfied with what they have; they always want some-
thing more or something different. 2. There is nothing that young people can
teach older people. 3. Only people who earn a lot of money are successful.
4. Children should be required to help with household tasks as soon as they are
able to do so. 5. Playing a game is fun only when you win. 6. High schools
should allow students to study the courses that students want to study. 7. The de-
cisions that people make quickly are always wrong. 8. People behave differently
when they wear different clothes. 9. Learning about the past has no value for
those of us living in the present. 10. When people succeed, it is because of hard
work. Luck has nothing to do with success. 11. People should sometimes do
things that they do not enjoy doing. 12. Businesses should hire employees for
their entire lives.

VIL. It is always a good idea to justify your opinions. Dont just say
“I agree / disagree”, but say “I agree / disagree because... (explain your reason).”

1. Face-to-face communication is better than other types of communica-
tion, such as letters, email, or telephone calls. 2. The most important aspect of a
job is the money a person earns. 3. A person should never make an important
decision alone. 4. Most experiences in our lives that seemed difficult at the time
become valuable lessons for the future. 5. The best way to travel is in a group
led by a tour guide. 6. Children should begin learning a foreign language as soon
as they start school. 7. Technology has made the world a better place to live.
8. Advertising can tell you a lot about a country. 9. Telephones and email have
made communication between people less personal. 10. It is better to be a mem-
ber of a group than to be the leader of a group. 11. It is sometimes said that bor-
rowing money from a friend can harm or damage the friendship. 12. The expres-
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sion “Never, never give up” means to keep trying and never stop working for
your goals.

VIII. Read the text about the pollution of the Amur in the Far East of Rus-
sia. Discuss the following issues with a partner. Don't forget to use the phrases
from the previous exercises.

The possible consequences for the river habitants.
The effect on people living in the cities on the Amur.
The influence on the nature of the Russian Far East.
The possible solutions.
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The developing economies of Russia and China — industrial giants of con-
tinental northeast Asia during the 20th century — were little concerned with the
pollution problems. On the south bank of the Amur-Heilong River, economic
growth in China surpassed that of Russia and the problem of overpopulation
made coping with pollution even more difficult than in Russia. The Russian
Federation has failed to press China to improve water quality by enforcing it
pollution prevention and control regulations. While wastewater discharge from
Russia probably makes nearly one cubic kilometer per year, Chinese discharge
of polluted water can be estimated from four to five cubic kilometer per year,
this does not account for farmland runoff, a serious threat in itself. However,
overgrazing, placer mining and other activities contribute unknown volumes of
non-point source pollution. Since the 2005 Songhua (the largest tributary of the
Amur) spill the basin of the Amur is most famous for its water pollution issues.
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LESSON 14. GOLDEN RULES OF NEGOTIATING

L If people negotiate, they talk in order to reach an agreement which is
good for them both or to decide arguments. Read and translate the following
word combinations.

— business negotiations — regional disputes

— merger negotiations — industrial disputes

— wage negotiations — commercial disputes
— trade negotiations — territorial disputes

— membership negotiations — contract disputes

I1. Relate these headlines to the kinds of negotiations/ disputes mentioned
above.

CHINA SAYS FREE TRADE
TALKS WITH S. KOREA
'"PROGRESSING SMOOTHLY'

THE GOVERNMENT AND THE FARMERS
ARE DISPUTING
ABOUT THE LAND FOR THE AIRPORT

ANALYSIS SUGGESTS PATH FOR TAIWAN
To JoiN THE TPP

ARE ASIAN STATES LESS LIKELY
To RESOLVE DISPUTES
THROUGH LEGAL MEANS?

DEVELOPED ECONOMIES LOOKING GOOD FOR ENERGY MERGERS

THE STRIKES STAGED TO WIN LARGE PAY RISES

I11. When we think of negotiations, we tend to focus on the hard negotiat-
ing skills connected with bargaining. In fact, many professional negotiators will
confirm that the most important skill is effective relationship building. If there is
trust and understanding between the two parties, the negotiation will be much
more successful. Match the techniques for building relationships on the left with
the explanations on the right.

1 | Finding things | A | If you give something to another person, they almost
in common always feel obliged to return the favour ... or even a
much bigger favour.

2 | Showing an | B | There’s no doubt that we like people who are like us.

interest If we understand them as people, not just business ma-
chines, we’re likely to want to do business with them.
3 | Flattery C | Show that you’re treating the other person as someone

special. That means remembering their name, and or-
ganising something based on the likes and dislikes.
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4 | Generosity D | Say nice things about the other person or their organi-
sation. But whatever you do, sound convincing —
there’s nothing worse than false enthusiasm!

5 | Gratitude E | When the other person is talking about himself/herself,
we need to listen carefully. Remember what they are
telling you, so you can bring it up next time you meet.
6 | Personal F | Whenever the other person is kind to you, always
touches make sure you say thank-you. Tell them how kind
they’ve been and how much you appreciate it.

V. Lack of preparation in a negotiation almost always sets a person up
for failure. Here are some preparatory questions to ask yourself before begin-
ning talks with the other party. Unscramble them.

1. What / target /my main / point /is? 2. What / the other / I can / of /
points / think / are? 3. Why / met / deserve / 1 / to have / my target / do? 4. What /
consist of / my opponent's / will / counter proposal/ likely? 5. How / to / respond
/can / 1/ 1t? 6. How / I / like / have / would / the deadlock / to / broken?
7. What / my / is / result? 8. What / should / to / I / support / my interest / con-
duct / research? 9. What / bargaining / compared / power / is / to / my opponent's /
my? 10. What / about / know / do / I / of negotiating / the principles?

V. The key to successful negotiation is finding out exactly not only what
you want from the negotiation, but also why you want it.

reservation ¢ interests ¢ deadlock ¢ difference < delivery
negotiation ¢ giveaways ¢ target ¢ points °* opening
variable ¢ positions

Positions and interests

If you don’t fully understand your own needs and wants from the ...1...,
there’s no point in trying to read the other person’s mind! The mistake most in-
experienced negotiators make is that they focus too much on positions and not
enough on interests. ...2... are incompatible: [ want to pay £500 for your printer,
but you want to receive £1000. We can’t both get what we want. Even if we split
the ...3... on price, neither of us will be happy. That’s why it’s so important to
be aware of our ...4..., the reasons behind our positions. Let’s look again at the
...5... in our example. I can’t pay £1000 because I’ve got a cash flow crisis. You
won’t accept £500 because the printer will cost you £600 from your supplier.
Revealing your interests can be a great way of breaking a ...6..., but there’s no
need to reveal too much. That’s why, it’s essential to plan three ...7.... Start by
working out your ...8... point. If you’re the seller, this might be the price you
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need simply to cover your costs. You can then decide on the figure that would
make you feel satisfied. This is your ...9... point. Then plan your ...10... point
some way beyond that target point. Finally, professional negotiators always plan
a few ...11...: things that cost them nothing, but which they can exchange for
something of value from the other side. For example, the supplier has the goods
in stock, but he asks for a four-week ...12... period. The customer accepts a
higher price in exchange for quicker delivery.

VI. Combine two parts of the sentences and you will read Golden rules to
successful negotiations.

1. Admit what the counterpart says ... feel good about the negotia-
because everyone likes ... tion process.

2. Remain calm and pleasant even if ....if you are the one making a
the other party ... request.

3. Listen to the other side as listen- ... to know that their ideas are
ing is one of ... important.

4. Seek a win-win situation when ... won’t have enough time to
both parties ... consider the other.

5. Maintain good relationships you ... 1s displaying frustration or
can build ... anger.

6. Offer the other party to speak first ... because people hate awk-
especially ... ward silence.

7. Keeping quiet is good to sway a ... on once the negotiation is
bargain in your favor ... OVer.

8. Negotiate for at least 15 minutes ... the most essential aspects of
otherwise either party ... negotiating.

VII. It’s never easy to talk about your salary, but it might sometimes be
necessary! How is it possible to do this without sounding rude or too desperate?
Imagine that you have been working for your company for three years, but you
haven 't yet received a pay rise or a significant bonus. You have decided to raise
this issue with your manager. What words and phrases might be useful in your
conversation with him or her?

VIII. Insert the phrases you've thought of in the following dialog. There
are some other word combinations you can make use of-

You: Hi, are you free for a quick chat?

Your manager: Sure, come in, sit down. What can I do for you?
You: Well, , but ... I really feel that I had a pay rise.
Your manager: Okay and why do you feel like that?
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You: Well, , I have been here now for five years. In that time I
have . Besides I’'ve . I just think that

Your manager: Right. So you feel that you’re on a low salary for your re-
sponsibilities, do you?

You: 1 do believe that I’ve over recent months.

Your manager: Okay, well, what kind of rise would you be looking for?

You: , 3% on top of the usual annual rise with inflation

Your manager: Three per cent... Hmm. Right, well, as you know, I can’t
just give you a pay rise immediately, just like that. But you might be pleased to
hear that we are having a pay review meeting very soon and I’ll make sure we
discuss your request then.

You: Fine. Should as well? So we all have a record of this dis-
cussion?

Your manager: Yes, that’d be a good idea. And copy it to human re-
sources t0o.

it’s a bit difficult contributed much to the department
that it’s about time taken on a lot more responsibility
the way I see it my efforts should be rewarded

as a matter of fact I put this request in writing

isn’t too much to ask made good progress

IX. Write a letter requesting a pay rise using the letter below as a model.
[0

Dear Sir,
With all due respect, I would like to be considered for a salary increment.

I am working as a Senior Planning Specialist in the Research Department and
I have successfully implemented for the last 3 years cost-effective solutions
for the interest and growth of our company. I am confident that I have put in
my best efforts in all my years of service. I have always been a committed
and reliable employee and will continue to do so.

My last salary review was August 2004. Today, I am receiving a salary grade
of $1,500 per month. I believe that an increase in my salary is now warranted.

I hope you will take a favorable view in recognizing my earnest contributions
to the company.

I look forward to hearing from you very soon.

Best Regards,
Senior Employee
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LESSON 15. NEGOTIATING IN NORTHEAST ASIA

1. When you're negotiating with people from other cultures, it's important
to think about what they consider as 'normal' behaviour. You'll need to think
about the following:

body language conversational rules hierarchy
physical contact relationship building attitudes to time

1. Find which text answers the appropriate question.

1. How does one introduce oneself to business partners?

2. Is there a dress code for business negotiations?

3. What distance do people need to feel comfortable in a talk?
4. How can a person refuse without offending the others?

5. Why should people get to know each other better?

A. Japanese businessmen value “face” pretty much. They do not like to
have conflicts in a public place; so they communicate with people in an indirect
and tactful manner. Some replies which sound affirmative may be negative in
reality. Such indirect communications may mislead their rivals. For example, the
phrase “it’s a little difficult” is an equivalent to the word “no” in English.

B. The Koreans give and receive business cards with either both hands or
with one hand supporting the other hand about the wrist. Having been received,
the card is closely examined so that you can address people according to their
title and status. All cards received are placed on the table in a vertical line. After
the meeting, they are put in the breast pocket.

C. The Japanese believe that good human relationships help facilitate
business interactions. The degree of trust determines the establishment of busi-
ness relationships with them. Business partners should take the time to get ac-
quainted in a relaxed and informal context. For exploring the information about
their rivals, Japanese businessmen often invite them to a hotel or other places.

D. The Chinese are not keen on physical contact, especially when doing
business. The only circumstance in which it may take place is when a host is
guiding a guest. Even then contact will only be made by holding a cuff or sleeve.
Be sure not to pat or put your arm around someone's shoulders. Be sure not to be
overly vigorous when shaking hands.

E. Subdued, conservative colors are considered the most appropriate
choices for business settings. Standard attire for men includes a suit, a white
shirt, and a conservative tie. Women typically wear conservative business suits
or dresses. Since many people sit on the floor in some restaurants, tight skirts are
best avoided. Sleeveless tops and miniskirts are considered unprofessional.
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IIl. The most popular way to divide the typical negotiation styles are:
Competing, Collaborating, Avoiding, Compromising, Accommodating. Most ne-
gotiators have one or two preferred negotiation styles. Study the following chart,

read the texts and define the preferable style of the Asian people.

A

o + Competing Collaborating
2 I win — you lose I win — you win
S 2
7 S . .
g B Compromising
e g I win some — you win some
B § I lose some — you lose some
£ o
3 .E
g 5 Avoiding Accommodating
OR) I lose — you lose You win —I lose
—

- >

1. Concern for relationship +

2. Letting them get what they want

Negotiation in Korea

The Koreans are clever, strong nego-
tiators. They will take all they can get.
They expect partners to bargain hard
and giving in fast is seen as a weak-
ness. Any sign of impatience from the
foreign side will be exploited too.
They are masters at wearing oppo-
nents down. Like the Japanese, they
negotiate in groups. Things happen
quickly in Korea and preferably
straight away. The Koreans are impa-
tient and make emotional and un-
planned decisions. Business deals are
concluded based on mutual confi-
dence and trust more than on the writ-
ten word. Because of the personal,
emotional nature of business relation-
ships in Korea, how one negotiates is
just as important as what is being ne-
gotiated. Koreans will not come to an
agreement until they feel comfortable
with the people involved.

Negotiation in China

The Chinese are renowned for being
tough negotiators. The Chinese plan
carefully and will their partners and
their business inside out. Chinese ne-
gotiators begin by showing humility
and respect to present themselves as
vulnerable and weak. The other, the
stronger, side must help them through
concessions. Once the Chinese see
that the opponent is uncomfortable
they will exploit the weakness alt-
hough they view conflict and confron-
tation as undesirable. The Chinese
generally negotiate in an unhurried
manner. Decisions take a long time.
To the Chinese, a contract is a com-
mercial agreement, not a legal docu-
ment and should be based on friend-
ship and goodwill. A team of negotia-
tors is welcomed but the Chinese will
look for the leader with authority to
make decisions.
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1V, If necessary. Read the texts again. Compare the Chinese and Korean
negotiation styles, write out the similarities and differences.

Example: Both the Chinese and the Koreans think that good human rela-
tionships make the process of negotiations easier. Unlike the Chinese, the Ko-
reans often make emotional and unplanned decisions

V. During the negotiations you should pay attention to your own and your
counterpartner's body language. Do you know what these postures mean?

VI. Below is the Russian negotiation style from the point of view of the
Lighthouse Group, the company which helps the foreigners to run a business in
Russia. Read the statements and say how far you agree with them.

1. Russians may go from one item to another without logical order. They

have a more holistic approach then most Westerners, who would work down the
agenda point by point. 2. Russians are less forthcoming with information than
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Westerners. 3. The Russian negotiation style may range from extremely direct to
extremely evasive. 4. Range from confrontational to formal to friendly (during
one meeting). 5. Psychology and emotions play a big role. 6. Establishing a per-
sonal relationship is crucial as Russians want to do business with people they
know and like. 7. In Russia’s culture it is important to belong and conform to a

group.

VIL. The following text contains a few tips about behavior during negotia-
tion in Russia. Read the text and replace the underlined phrases with more for-
mal given below. Are there any points conflicting or agreeing with those in exer-
cise VI?

Proper Russian business etiquette is very important to get on with new
partners and clients in Russia’s business community. When foreigners travel to
Russia to gain new partners and clients in this exotic eastern European country,
you better demonstrate the appropriate Russian business etiquette. The most im-
portant part is being confident in your actions when participating in modern
Russian business transactions. Make the people you’re working with incredibly
amazed by finding out what they value and enhance your network to the Russian
market through your culturally suitable gestures.

Shake hands firmly and maintain eye contact when doing so. Russians
will greet a stranger with a hand shake and will state their first name. Just follow
their lead. Unless invited to do so, never use first names, as it is important to re-
spect the authority and formality.

VIII. Are the following statements True or False? Write T (true) or F
(false) in the boxes provided.

1. During negotiations, one should treat an opponent with respect
and consideration at all times.

2. It may be possible to detect that a counterpart is lying by observing
body language.

3. One should never admit to agreeing with an opponent during
the course of negotiations.

4. For the Japanese the primary aim in negotiations is 'concessions'.

5. Don’t negotiate more than 15 minutes with the Chinese otherwise
they will become bored with the process.

6. Keeping quiet is good to sway a bargain in your favor while dealing
with the Koreans.

7. During the negotiations all cards received are placed on the table
in a vertical line so that you address people (especially in Korean
language) according to their title and status.

I I I I B T A I
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ADDITIONAL READING
Lesson 1. Business Travelling

Mandarin Oriental Hotel Group is the
award winning owner and operator of some of

the most luxurious hotels, resorts and residenc-
es located in prime destinations around the \ /
world. Increasingly recognized for creatin

gly recog g @'W

some of the world’s most sought-after proper- /

ties, the Group provides 21st century luxury MANDARIN ORIENTAL
with oriental charm. Above all, Mandarin Ori-

ental is renowned for creating unique hotels THE HOTEL GROUP
through distinctive design and a strong sense of place, luxury hotels right for
their time and place.

The Group began with the opening of its flagship property, The Mandarin,
in Hong Kong in 1963, which soon built up an enviable reputation for luxurious
service. Since then the Group has expanded globally and now operates, or has
under development, 45 hotels representing over 11,000 rooms in 26 countries,
with 20 hotels in Asia, 11 in The Americas and 14 in Europe, Middle East and
North Africa. In addition, the Group operates, or has under development, 13
Residences at Mandarin Oriental connected to its properties.

When Mandarin Oriental Hotel Group publicly launched the company on
the Hong Kong Stock Exchange in the mid 1980s, there was a desire to create a
symbol that embodied the hotel group’s luxurious and elegant image yet was
still reflective of each hotel’s local charm. A profoundly meaningful symbol of
our oriental culture would strike a delicate balance — one that had a certain Ori-
ental essence without being overly ethnic. After much consultation with the in-
ternationally recognized design house, Pentagram, and research into symbols
that embodied luxury, elegance and comfort, the Group’s well-recognized fan
logo was born. Classically simple, visually elegant and indisputably a part of the
Orient, the eleven-bladed fan ties together each hotel into the single identity of
the luxury hotel group. The logo is a registered trademark internationally and is
respected within the tourism industry as one of the worlds’ most highly recog-
nized logos. In addition to the registered trademark logo for the Group, all Man-
darin Oriental hotels are encouraged to find their own unique fan to reflect the
individuality of their property. Each hotel’s fan is sensitively linked to the envi-
ronment in which it resides, taking into account the exclusive attributes of the
culture in each location. Colours, designs and prints are carefully chosen in col-
laboration with local artists, historians and graphics experts. Originality also
plays a key role in determining the desired fan for each hotel.

|
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Lesson 2. Eating out

How to Eat at a Chinese Table

Eating is never a private thing in China. No matter whether you’re dining
out or having meals at home, Chinese people are used to sitting together with
bunch of friends, relatives or even business partners while they chow down. So
how to behave becomes really important. Though there’s not much tradition of
setting the table in any special way, Chinese people pay a lot of attention to how
people sit around the table. If the number of people dining out is over four, peo-
ple usually sit at round table. And there are special seats for elder people or
bosses, and seats for people who pay the bill. The seat of honor is the one that is
farthest from the entrance, the seat for paying the bill is with one’s back to the
door, and it is from here waitress serve dishes. Never pick up food that is on a
far-away plate. Since every table has a “lazy-Susan”, rotate the plate so that it’s
in front of you and then take food from it into your own plate. Some restaurants
have prepared public chopsticks or spoons, so you can use them to pick up food
and put it on your plate, then use your own chopsticks to put food into your
mouth. Whether the meal is for business, for any ceremony or even just for
friends being together, no one can escape drinking with others. It is said to be a
custom that when somebody drinks a toast to you, you need to drink back. When
others are persuading you to drink with them, it will be embarrassing if you re-
fuse or if you just take one sip because how much you drink is considered a re-
flection of your relationship: “if there is deep feeling [between us], drink deeply;
if the emotion [between us] is shallow, just take a sip”. So you need to be fully
prepared to drink when you go to a big meal. Also, Chinese people like to touch
glasses before drinking, but if the table is too big for the glasses to be clinked,
just knock the lazy-Susan with your glass. If you do clink glasses, make sure the
lip of your glass is lower than anyone whose status is higher than yours.
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Lesson 3. Small Talk

Some Interesting Facts about Japan

1. Japan has about two hundred volcanoes and many earthquakes. In fact,
Japan has about three minor earthquakes every day of the year. Japan does have
severe earthquakes too, such as the Great Kanto Earthquake that shook the coun-
try in 1923. This historic disaster demolished the cities of Tokyo and Yokohama
and more than one hundred and twenty thousand lives were lost at that time.

2. It was customary in ancient Japan for women to blacken their teeth with
dye as white teeth were considered ugly. This practice persisted until the late
1800's. The American style smile (big, wide, and white) would have been seen
as “exposing too much bone”. In addition to a “boneless smile”, small eyes, a
round puffy face, and plump body were considered attractive features, especially
during the Heian period (794 to 1185).

3. A Japanese man is considered to be entering into the phase of old age
by the time he reaches sixty years of age. This is commemorated with a special
ceremony. The man wears a special red kimono. The red kimono means that he
no longer has the responsibilities of being a mature adult.

4. Sumo is a competitive full-contact wres-
tling sport where a wrestler attempts to force anoth-
er wrestler out of a circular ring or to touch the
ground with anything other than the soles of the
feet. Many ancient traditions have been preserved in
sumo, and even today the sport includes many ritual
elements, such as the use of salt purification. Life as
a wrestler is highly regimented, with rules laid
down by the Sumo Association. Most sumo wres-
tlers are required to live in communal “sumo train-
ing stables” where all aspects of their daily lives —
from meals to their manner of dress — are dictated
by strict tradition.

5. Not only is it good manners to show someone respect, but their material
possessions are respected and shown the same consideration in Japan. For ex-
ample, your coat, shoes, etc., will be carefully hung up or set aside and probably
even be brushed off by the time that you retrieve them.

6. When eating in this Asian country, forget what your mother taught you
about having good manners and not slurping. It is Japanese custom to slurp
while you eat foods such as soup. If you do not slurp, then your host will think
that you do not like your food and will take offense.

7. Not only it is considered rude to blow your nose in public, but it is also
considered rude to openly express your emotions in public. It is also unheard of
to show any signs of affection in public.
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Lesson 4. Sensitive Issues
South Korea’s Traditions and Superstitions

Romantic Holidays. Valentine’s Day is popular across the world, but in
South Korea, it has a little twist. Unlike most countries where guys have to wor-
ry about flowers, candies, and cards, Valentine’s in Korea is all about the men.
This is a day where women show their love by giving chocolates and gifts to
their husbands or boyfriends. In fact, the 14" day of every month is a romanti-
cally themed holiday. March 14 is known as White Day, this is the holiday
where men buy gifts for the girls, but there’s a catch. A guy is supposed to spend
three times the amount of the gift he received on Valentine’s. And, as you might
have guessed, the gifts are often in the color white. The 14" of June is Kiss Day;
the 14" of December is Hug Day; the 14™ of September is Photo Day. On the
14" of May (Yellow /Rose Day), lovers dress in yellow and give each other yel-
low roses. The saddest day of all is April 14, depressingly known as Black Day.
This is when singles mourn their lack of love by eating sticky, black noodles,
hoping to meet someone special before the next romantic holiday rolls around.

Male Makeup. South Korean men
are obsessed with cosmetics. It turns out
that South Korean men are spending close
to$900 million a year on makeup.. There
are even TV shows dedicated to the subject
of the manly makeover. Up to 20 percent of
the male population use makeup regularly,
but it’s not so much about fashion as it is
business. These guys want to make good
impressions in their job interviews by hid-
ing their blemishes and looking like celebri-
ties. It looks like in Korea, makeup really
does make the man.

South Korean Superstitions. 1. South Koreans believe that people should
hide their shoes on the first night of the New Year. Otherwise, a ghost may take
them and the owner of those shoes will have bad luck all year. 2. Traditionally,
red is the color used to write the names of the dead in Korea. To write the names
of the living in red is therefore considered very unlucky, and to some is akin to
the kiss of death. 3. South Koreans also believe that leaving an electric fan on
overnight would kill the person sleeping directly below it. 4. If you shake your
legs while sitting down, your good luck will run away. 5. If you touch your eyes
after touching a butterfly or moth, you’ll become blind. 6. If you break a mirror
in the morning, you will have bad luck. 7. If you make a baby on a stormy day,
your baby will have big problems.
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Lesson 5. Telephoning
Videotelephony

The history of videotelephony covers the his-
torical development of several technologies which
enable the use of live video in addition to voice tel-
ecommunications. The concept of videotelephony
was first popularized in the late 1870s in both the
United States and Europe. This was first embodied
in the device which came to be known as the video
telephone, or videophone, and it evolved from in-
tensive research and experimentation in several tel-
ecommunication fields. A number of organizations
believed that videotelephony would be superior to
plain voice communications. Videotelephony de-
veloped in parallel with conventional voice tele-
phone systems from the mid-to-late 20th century.

With the rapid improvements and popularity of the Internet, videotelepho-
ny has become widespread through the deployment of video-enabled mobile
phones, plus videoconferencing and computer webcams which utilize Internet
telephony. Video conferencing can be used to conduct business meetings and
strategic discussions, thereby doing away with the need for frequent travel on
the part of executives. With the availability of state-of-the-art and easily opera-
ble video-conferencing facilities, employee-training sessions can be conducted
across many company locations simultaneously. This does away with the need to
rent space in hotels or conference centers for training large groups of employees.
Used judiciously and strategically, video conferencing can enable critical infor-
mation to be shared, speed up decision making and boost organizational produc-
tivity. Via video conferencing, employees in dispersed or remote locations can
interact with headquarters, air grievances and discuss other issues with human
resources personnel. Video conferencing helps businesses shave travel costs and
save time from HR personnel having to plan travel itineraries.

In a business video conference, people can talk to each other while look-
ing at each other over screens. They use webcams or other cameras to broadcast
the picture and sound to someone, and it can be done across the world. You do
not even need a business training course to be able to do it.

The best business videos are informative and help businesses in some
way. They must be clear and of top quality, and be able to be seen by any num-
ber of people across the world. A lot of companies use business meeting videos
from time to time as well, especially when they add new employees or add a
business onto another business.

85



Lesson 6. Communicating in Writing
Writing a Cover Letter to a Korean Company

Even though many people do not believe it, Korea is not that different
from the rest of the world. Things still need to be handled in a certain way and
that speaks directly to employment and the Korea cover letter. Employment
seeking in Korea is serious business and the people who will taking care of the
hiring are always serious when it comes to these matters. They seek only those
who are of top quality and who maintain an air of respect for the culture and tra-
dition of the great country. This means that a person applying for a position in
Korea needs to be on top of their game when it comes to following all of the
various rules that are in force for a specific job title.

I fy ]E W ’// e Most firms in Korea have a standard

; application form that must be filled out
| properly. You will need to make sure that
you check the language that is listed in
their specifications. If you are not a native
Korean speaker then you will need to find
someone who can read and write the lan-
guage and who will fill out the form for
you should it ask for Korean only. Most
firms will accept English as a language but
you will need to make sure before you fill
it out. Any mistakes will be costly to you
A wrdta and you may not get the job.

The Korea cover letter is probably the most important part of the applica-
tion process. This piece of paper will give the person reading it a general over-
view of yourself as a person and will be the very first impression that they will
get. It is important to note that a first impression is usually the one that will last
the longest and it is hard to change that. You will need to make sure that you
make a proper first impression on the person with your Korea cover letter. It
should be above all else professional and not conversational in the slightest. The
more professional the Korea cover letter, the better chance you have of getting
the position. Make sure that you are completely honest in all that you say for the
Korea cover letter. The Korea cover letter should be no more than one page
long. This is only a way to give them the basics of what you are all about and
what your intentions are. Ensure the quality of your Korea cover letter by having
someone else read it for you then allow for that person to offer suggestions on
changes that need to be made. Ensure that there are no spelling mistakes or
grammar errors anywhere in the Korea cover letter as this will cause you to be
overlooked as a candidate for the position.
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Lesson 7. Speaking about Businesses

Russian and Korean Shipbuilders in Joint Venture

Russian shipbuilders Rosneft, Gazprombank and Sovcomflot have signed
a memorandum of understanding with Korean shipbuilding company Daewoo
Shipbuilding and Marine Engineering to establish a shipbuilding and industrial
cluster in the southern part of Primorskiy Krai in Russia's Far East. The parties
agreed to jointly complete the construction of a new shipyard by 2016. Named
Zvezda, the yard is intended to be a Russian-Korean engineering center for
shipbuilding and marine equipment for offshore projects. This yard will be spe-
cialized in construction of heavy-tonnage civil vessels and ice-proof tankers.
While mobilization, the shipyard is capable to build 1 rank warships including
aircraft carriers. It is also planned to establish overhaul/upgrade zone for surface
ships and submarines at Zvezda shipyard. The purpose is satisfaction of Pacific
Fleet's (PF) needs in all types of complicated interim overhaul and ship modern-
ization. The companies also agreed on key terms for technology exchange, lo-
calisation of production and distribution of contracts.

The agreements are
aimed at developing coopera-
tion for Zvezda's participation ST I
in the construction programme S P o l*;";’;-—??’r*L";-"--'f-"-
for up to 13 highly sophisti- SesEEEE, e ' ———
cated Ice-Class LNG vessels, g
for delivery between 2017-
2021 for the future needs of
the Gazprom Group. It is in-
tended that “Zvezda” will be
involved in this programme on
every vessel, producing basic
blocks, mega blocks and LNG tank containment systems in partnership with one
of the South Korean yards. Once the whole infrastructure at “Zvezda” has been
developed and finalized, full LNG vessels can be built from 2020.

Nikolai Grigoriev, Director of Global Shipping & Logistics of GM&T,
commenting on this significant signing, said: “We are proud to witness a very
important milestone reached today by GM&T and our partners in our strategic
drive to maximise Russian content in the LNG shipping activities of the Gaz-
prom Group.

Today's event has confirmed that the course we set back in 2010 was cor-
rect. We will continue moving towards our dream that Russian LNG is delivered
to the Gazprom's customers around the world on vessels built in Russia and op-
erated by Russian seafarers.”
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Lesson 8. Interacting in the Classroom

Confucius Institute as Intercultural Mediator

Confucius Institute is a non-profit public institution aimed to promote
Chinese language and culture and facilitate cultural exchanges. It operates with-
in existing universities and colleges all over the world, providing financing,
teachers and instructional materials. “To be fond of knowledge is better than
merely to acquire it; to take delight in it is still better than merely to be fond of
it,” these are the words told by Confucius to his disciples more than 2,000 years
ago. Had he had lived long enough, he would have been glad to see that his
words are right today. The desire to learn Chinese is especially noticeable in the
Far East of Russia. The two countries have a long land common boundary, and
the two nations were molding a special relationship. According to the logic of
Russia’s foreign policy in the Asia Pacific, the establishment of an advanced en-
vironment of international relations is of crucial importance. The Russian Far
East completed two production sharing projects: Sakhalin-I and Sakhalin-II and
1s now exporting processed petroleum to markets including Japan, China and
South Korea. We resumed power supplies to China, and a high-voltage transmis-
sion line is under construction now. In its turn, the local economy of the RFE is
increasingly reliant on Chinese goods, services, and labor. China and Russia
concurred to stop devastating flooding on the Amur River, which hit Russia and
China in the summer of 2013. There will be cooperation on astronautics, high
technology, nuclear energy, infrastructure construction and agriculture. All these
large-scale projects need a great number of specialists who can speak fluent
Chinese. Confucius Institute organizes courses in Chinese language, culture, so-
ciety and history; facilitates business contacts between universities; and con-
ducts research in teaching methods and intercultural communication. Other en-
terprises are Chinese modern art exhibitions, concerts by common singers, tele-
vision packages, translations of Chinese literature. Confucius Institute also has
non-academic goals, one of which is to enhance mutual understanding and
friendship. There are opinions that the spread of Confucius Institutes is attempts
of the Chinese government to build up its global image. For many young people
in the Russian Far East, Confucius Institute is opening a door to a new world.
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Lesson 9. Learning from History
Galanty show

Chinese theatre of shadows (galanty show) is a type of the puppet art,
which is an ancestor of Chinese dramatic art. The theatre of shadows accounts
2000 years history and it is one of the popular folk genre. Nowadays a lot of
people are interested in the fact “how do the actors make all this play”. It's nec-
essary to notice that all actions are made with the help of special dolls. They are
ruled by actors. First a doll is cut out from paper. This paper is very thin that's
why the doll is very fragile. The second step is a making the doll tougher. For
this reason, another doll is cut out from asinine skin, sheep skin or horse skin.
This figure is a copy of the doll. After that two dolls are fastened together. Since
the dolls are made from the asinine skin, people often call galanty show “the
theatre of puppet from asinine skin”.

The technology of making fig-
ures is borrowed from the art of folk
paper cutting. Figures seem almost
alive. Doll's height is about 30 centi-
meters, but sometimes we may find
dolls whose height is more than 70
centimeters. Figures are mobile; they
consist of several connected details.
Puppeteer who is behind the screen
controls the doll with a help of sever-
al special steel rods.

The audience sees the shadows of puppets projected on brightly lit screen.
Thrilling plot, queer movements of puppet characters, the accompaniment of
traditional music and actor's singing, plunge the audience into the world of won-
derful fantasy.

In the theatre of shadows the main plotlines for performances are usually

taken from popular novels, sagas, legends, musical tales and fairy-tales, which
are interesting and clear for Chinese ordinary audience, especially for peasants.
Nowadays with the advent of new kinds of entertainment, the theatres of shad-
ows as well as many other kinds of traditional folk art are threaded with disap-
pearance. It is spoken in China about the necessity to submit a request that the
theatre of shadows should be included in the Register of world heritage objects
of UNESCO for the avoidance of disappearance of this kind of oriental art.
But until now in China there is an impressive group of Chinese folk artists who
every year plant new flowers of art on the stage of the theatre of shadows, to ad-
vance and preserve this splendid ancient Chinese art, which doesn't stop to be
modern and young, for their descendants.
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Lesson 10. Presentations: Types and Structure

How to Organise a Press Briefing

1. Stop and think. Define your aims for the event and how they fit into
broader strategic goals. A press briefing can be a cost-effective way to launch a
new product, introduce a new personality or explain a shift in policy.

2. Who are you targeting? Forget the press for a moment and think about
who you really want to hear your message — prospective customers.

3. Go vertical. With these people in mind, compile a “wish list” of jour-
nalists you want to attend.

4. Select your spokes people. It’s vital that speakers are well briefed on
the aims and purpose of the event and are trained in how to deal with the media.

5. Get your timing right. Choose your date with care. Check it doesn’t
clash with the press day of key publications or with any other major industry
event.

6. Choosing your location. Select somewhere that has the right pull factor
to persuade busy journalists to leave their desks. But it also needs to be central
and with good transport links to ensure they can reach it easily and quickly.

7. Content creation. You need to lure the press with a strong news hook
and plenty of supporting information. These days, journalists only attend events
if they think it will help them to fill column inches with a good solid copy.

8. Preparation, preparation, preparation. Attention to detail is all. Go over
the housekeeping such as provision of food and drinks. Plan ahead so that all
presentations are finished and practiced in advance.

9. On the day. Expect the unexpected and ensure you have enough staff
available to run, fetch, phone or do whatever is needed. Be prepared for tube
strikes, illness or anything you can think of and beyond.

10. It’s over. Almost. Tie up loose ends by following up with journalists
and checking that they have all the information promised. And, importantly, re-
turn to your original criteria for success and report back on what you have

S




Lesson 11. Non-verbal aspect of presentations

Spatial Distance

One of the terms used in non-verbal language is proxemics. It studies how
closely one person stands to another. Edward T. Hall coined this term in the
1950’s and 1960°s for interrelated observations and theories of man's use of
space as a specialized elaboration of culture.

Four Main categories of
distance:

a) intimate distance rang-
ing from direct contact to about
45 cm., which applies to the
closest relationships such as
husband and wife;

b) personal distance, 45 to
80 cm., usually maintained for
conversations between friends
and relatives;

¢) social distance 1.30 to 2 metres,

which covers people working together or meeting at social gatherings;

d) public distance, beyond social distance, such as that kept between a lec-
turer and his audience.

Americans trying to keep the normal distance between themselves and
their partners might seem “stand-offish”; while the Arabs tending to keep a
much closer distance might seem a bit “pushy”. Personal space is influenced by
gender. Two women will naturally stand closer than two men or a man and a
woman. Personal space is influenced by status. A person of high status is nor-
mally instinctively granted more space. This distinction will be more pro-
nounced in cultures that have a greater consciousness of status and social class,
such as Asian cultures. Personal space is influenced by the degree of intimacy in
a relationship. Good friends stand closer than two people whose relationship is
strictly businesslike. A romantically involved couple stands closer yet. Many
Latin American place heavy emphasis on personal relationships in their business
dealings, which will shrink the personal space bubble down from “business size”
to “personal size.” Personal space is influenced by the space available. Col-
leagues may be comfortable standing right next to each other in a crowded ele-
vator, but not in an empty room. Most people will cope with this collapsing of
personal space by facing outward, rather than toward the other person, and
avoiding eye contact. The standard personal space of a culture is also strongly
influenced by available space. People from crowded places, such as China, will
be accustomed to a smaller circle of personal space. People from empty places
such as Mongolia will generally have a much larger personal space bubble.
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Lesson 12. Taking Part in a Meeting
Business Meetings in South Korea

For the international business person, doing business in foreign countries
brings with it cross cultural challenges. An understanding of a country's business
culture, attitudes and etiquette is a useful way of establishing good interpersonal
relationships which ease the business process.

Prior to doing business in South Korean ensure you book any meetings
well in advance. The most convenient times for doing business are between
10:00 a.m. to 12:00 p.m. and 2:00 p.m. to 4:00 p.m. Times of the year to avoid
include holidays like the Lunar New Year (around January/February) and the
Moon Festival (around September/October).

Punctuality is important as it is a sign of respect. If you realize that you
may be a little late, it is best to call ahead to say so. That said; don’t be surprised
if top Korean executives arrive a few minutes late for appointments due to their
extremely busy and pressured schedule. It is also not unusual for Korean execu-
tives to cancel appointments with little or no notice. The cancellation may be
due to an unexpected and unavoidable situation. However, if it’s happened be-
fore, it may be a signal that they don’t really want to do business or need to de-
lay the process for some reason, and you were expected to have realized that.

Before doing business in South Korea understand that personal relation-
ships generally take precedence over business. A first meeting is a “get to know”
affair rather than focusing on business matters. It could take many business trips
to South Korea to reach an agreement or close a deal.

Gift-giving is a common practice when
doing business in Korea. The gifts given
at the first meeting are intended to ac-
quire favours and to build relationships.
Wait until your host has presented his gift
and use both hands to accept it. The gifts
exchanged should be of similar value,
with that of greatest value going to the
. most senior person. If offered a gift, it is

good etiquette to offer some initial resistance. However, after the giver insists
for the second time feel free to accept. Gifts are usually not opened in front of
the giver, although it may be a good idea to ask if they would like you to do so.

To enhance communication and reduce the possibility of misunderstand-
ing due to language, you may find it helpful to send written materials — bro-
chures, marketing materials, proposals, etc. — in writing to your Korean counter-
part some time prior to the meeting.
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Lesson 13. Agreeing and Disagreeing in a Meeting
Northeast Asia: intercultural communication problems

In today's globalized world, all states are getting more closely intercon-
nected on the economic basis. Therefore, communications between them are
crucial in their impact on the economic development of any country. The shift of
the world economic development center to the Asia-Pacific region gives an air
of importance to mutually beneficial cooperation of NEA countries and Russia.
But dynamic development of economic cooperation is impossible without trust
between partners, which, in its turn, is determined by their ability to communi-
cate regardless of the cultural barriers. In today's communication space when
dealing with another culture carrier, one must consider all factors and follow the
rules and norms of behavior. However, the process of self-identification makes
some nations aspire for cultural self-assertion, which manifests itself both as a
passive rejection of the values of other cultures and as an active opposition of
their manifestation.

A striking example of
such cross-cultural conflict
between NEA countries was
the visit of Yasukuni war
shrine by Japanese Prime
Minister Abe, December 26,
2013. According to Japanese
legend, it rests the souls of
Japanese military killed in
the fighting. The shrine
keeps more than 2.4 million e i ;
names of all Japanese that died in the fields of mlhtary battles from the middle
of the XIX century. Among them there are the names of those who were found
guilty of war crimes by a Tokyo military tribunal in 1945. So, a 30-minute visit
to a controversial shrine ignited a predictable firestorm of criticism and con-
demnation from China South Korea. These countries suffered under Japan's
military aggression in World War II. The Chinese foreign ministry issued a
statement that Beijing expresses strongest anger for this heavily offending act.
To honor the shrine is to embellish and falsely beautify Japan's military incur-
sion and colonization. South Korean Minister of Culture, Sports and Tourism
said that he deplores and expresses indignation. He also urged Japan to stop em-
bellishing its invasion. Though Abe explained he only wanted to pray for the
souls of the war dead, not honor war criminals, trampling on the neighbors' sen-
sitivities about their shared past will exacerbate tensions in Northeast Asia.
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Lesson 14. Golden Rules of Negotiating

Negotiating in South Korea

Aggressive or adversarial negotiations do not work in Korea. Your oppo-
site negotiators may appear on the surface to agree just to keep discussions har-
monious. You must give the average Korean time to reach agreement or the deal
will never happen. They can appear to be rigid, stubborn and unyielding. You
need to be clear about your position. It is best for you as the foreigner never to
raise your voice or become visibly frustrated, unless absolutely necessary in the
final stages of the negotiation. Remember that in making a decision the Korean
businessperson will consider personal relationships and character as well as
business. To be successful you must develop a trusting personal relationship
with your business partner. As part of developing this relationship Koreans
spend time on business socializing. It is important to accept social invitations
and to reciprocate. It may appear at first that business is not a major part of the
agenda but of course, it certainly is.

Written contracts should be used in all transactions. Koreans view of con-
tracts is different from the Western view. Koreans see contracts more loosely,
believing they allow room for flexibility. Often the rules will change as the sit-
uation changes, it is important to be specific about responsibilities. This different
view of contracts can be problematic and it is therefore advisable to consider
and discuss future situations.

Public perception and image matter a
great deal to Koreans. Representatives of
large companies are usually better received
initially than those of smaller less well-
known companies. Try to obtain a formal in-
troduction to make a business contact with
Koreans. Korea is a relatively small country
b . and relationships are instrumental in many
~ parts of Korean life. Koreans value introduc-
_ tions and referrals from people they know.
Use acquaintances, suppliers, accountants,

=~ lawyers or consultants to gain these intro-
e ductions.

When seeking an introduction to a large Korean firm, see if it has a sub-
sidiary where your company also has an office. If your subsidiary has dealt with
the other firm or managers in the two firms know each other, this can serve as
the means to introduce you to your target customer. It is best to assign one per-
son to represent your firm on a permanent basis. This allows personal relation-
ships to develop which are critical for business success. This person can verify
that work is getting completed.
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Lesson 15. Negotiating in Northeast Asia
Russian-Japanese Dialog: New Areas of Discussion

The relations be-
tween Russia and Japan
are characterized by a
mutual interest in bilat-
eral and international
cooperation. Though Ja-
pan is mostly interested
in Russia as an energy
supply source, this part-
nership extends other ar-
eas as well. Among them
one can name trade, information technology; transportation; space exploration,
research and environmental protection. Economic cooperation is one of the key
areas of Russian-Japan collaboration. In 2012 the trade volume reached 33.5 bil-
lion U.S. dollars. In the external trade turnover of Russia Japan's share accounts
for 3.6%, Russia's share in that of Japan is about 2%. Main Russian exports to
Japan are crude oil and oil products; black coal; unprocessed palladium, alumi-
num and platinum; and ferrous alloy. Principal imports from Japan are construc-
tion equipment; automobiles; printing, radio and television equipment; and lift-
and-carry machinery. Japanese and Russian scientists are working together on
such international projects as the International Thermonuclear Experimental Re-
actor; the International Space Station; and the Large Hadron Collider. Japan and
Russia are engaged in cultural exchange programs with one another; they in-
clude annual culture and film festivals, art exhibitions. There continues to devel-
op vigorously educational exchange between Russia and Japan; and ties between
members of the public are deepening as well. The image of Japan for Russian
youth is becoming more personalized. Speaking at the Sino-Russian forum in
April 2013, Japanese Prime Minister Shinzo Abe outlined three new areas in
which Tokyo would be willing to share their experiences with Russia: improving
urban infrastructure, medicine, foodstuffs. Towns in Russia are rapidly growing.
It is necessary to ensure quality housing for people to solve problems with
transport and waste. He also noted that Japan is ready to advance a low-calorie
seafood on the Russian market. He added, he wished Russia could use Japanese
technology in the field of prevention, diagnosis and treatment of diseases such
as cancer. Prime Minister of Japan attaches great importance to Russia-Japanese
relations. Under conditions of serious changes in the strategic environment in
the Asia-Pacific region, trust relationship and mutually beneficial cooperation
between our countries are becoming increasingly important.
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CONCLUSION

The implementation of any educational Master’s program of technical
trends, according to the standards of the third generation, is impossible without
the implementation of its humanitarian component in general and a language
one in particular. General cultural competences constitute a significant portion
of the total amount competencies, for example: 39 % in Trade business, 38 % in
Technological machines and equipment, 30 % in Economics, 25 % in Applied
Informatics. We should add that many professional competencies of masters, es-
pecially in the sections "organizational and management activity" and "research
activity" are also based on the idea of the sociocultural education. Among them
there are such competencies as the ability to work in a multicultural environ-
ment; the ability to organize the performance of staff, the ability to develop
strategies of the behavior of economic agents in various markets, the ability to
organize and conduct negotiations with the customer and to carry out consulta-
tions in companies and organizations; the ability to use information resources
and international standards in the informatization of enterprises and organiza-
tions. This is due to the fact that in the present period of the globalizing world
economy it is necessary for a modern specialist to combine professional skills in
a particular field of activity with a comprehensive education and personal devel-
opment. In order to operate successfully in a multicultural space, a person must
not only be deeply aware of his/her native culture, but also understand and ac-
cept other cultures.

In this case, the competence of a specialist is considered as the level of
his/her general culture, attached to their professional activities. That is, the for-
mation of the competence of Masters is inextricably linked with the as-
similation of certain socio-cultural experience.

This explains why a new standard of higher education equates the level of
foreign language knowledge to that of native language. It also makes clear that it
is not enough to possess a certain amount of linguistic, cultural and socio-
cultural knowledge. Highschool graduates must have formed abilities and skills
to adequately express themselves in situations of intercultural business commu-
nication.

But effective business communication as a dialogue on equal footing is
based on the understanding how the geopolitical position of the country affects
its economy and traditional ties, the knowledge of its main historical stages of
development, religious beliefs, traditions and values, that is, the social compe-
tence of communicants. It should be noted that the formation of social compe-
tence should not mean the formation of a global view of the world alone. In the
elaboration of the basic education programs there have been taken into account
the state and development prospects of foreign economic relations of both Rus-
sia as a whole and its regions, in our case, the Far East.
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Peanuzamus mo60it 00pa3oBaTeNbHONM HPOrpaMMBI MOATOTOBKH Maru-
CTPOB TEXHUYECKHUX HAIPABJICHHM, COITIaCHO CTaHJAapTaM TPEThEro MOKOJICHHUS,
HEBO3MOKHA 0€3 pealin3aluy €€ TYMaHUTapHON COCTABIISIIOIIEH B 1I€JIOM U SI3bI-
KOBOM B 4acTHOCTH. OOIIEKYIbTypHBIE KOMIICTCHIIMH COCTABIISIOT 3HAYUTEIh-
HYI0 4acTh OT OOMIer0 KojJn4decTBa (hOPMUPYEMBIX KOMIIETCHIUH, HANpPUMED:
39 % — ToproBoe aeno, 38 % — TexHOIOTMUECKHE MAIMHBI U 00OPYIOBaHUE;
30 % — Dxonomuka, 25 % — [lpuknaanas undopmaruka. Cienyer 100aBUTh, YTO
B OCHOBE MHOTHX MPO(ECCHOHANTBHBIX KOMIIETCHIIMA MarucTpoB, OCOOECHHO B
paszienax «opraHu3alMOHHO-YPABICHYECKasl ACATEILHOCThY U «HAyYHO-UCCIIe-
JIOBATENIbCKAsl ACSITEIBHOCTDY, TAKXKE JISKUT COLIMOKYJIBTYpPHAsl COCTaBJISIOIIAS.
Cpenn HUX MOXKHO Ha3BaTh TAKUE KOMIETEHIINH, KaK «CIIOCOOHOCTh K paboTe B
MHOTOHAIIMOHAJIBHBIX KOJJIEKTUBAX); «BIAJCHUE MPUEMaMU U METOAAMU PabOThI
C MEPCOHAIIOMY; «CITOCOOHOCTh MPUHUMATh UCTIOJHUTEILCKUE PELICHUS B YCIIO-
BUSX CIIEKTpa MHEHHIN; «CIIOCOOHOCTh OPTaHU30BBIBATH U MPOBOJUTH MEPEro-
BOpPBI C MPEICTABUTEISIMUA 3aKazyMka U Mpo(ecCHOHANIbHBIE KOHCYJIbTAIlUU Ha
OPEANPUATUSAX U B OPTaHU3ALMIX); «CIIOCOOHOCTh UCIOJIB30BaTh MEXyHaPO/I-
Hble WH()OPMAIIMOHHBIE PECYPChl M CTaHIAPTHl B MHPOpPMATH3ALUU TPEIITPHS-
TUW U OpraHu3aluii». ITO CBA3aHO C TEM, YTO B HACTOSIIMIA NEPUOJ TII00ATU3H-
pyrolencs MUPOBOM SKOHOMHUKH COBPEMEHHOMY CHEIUAIMCTY HEOOXOAUMO CO-
yeTarh NpodheCcCHOHATFHOE MACTEPCTBO B ONPEACIICHHON chepe nessTeTbHOCTH C
BCECTOPOHHEW 00pPa30BaHHOCTHIO M JMYHOCTHBIM pa3BUTHEM. JJis TOro 4TOOBI
ycnemHo (yHKIIMOHUPOBATh B MYJIBTUKYJIBTYPHOM MPOCTPAHCTBE, YEIOBEKY
HE00XO/IMMO HE TOJILKO MTyOOKO 0CO3HABAaTh POAHYIO KYJIBTYpPY, HO U TOHUMATh
U IPUHUMATD KYJIBTYPY JPYTUX HApOJIOB.

To ecth dopMupoBaHHE KOMIETEHTHOCTU MAaruCTpOB TEXHUYECKHUX
HaIpaBJICHU HEPa3PHIBHO CBSI3aHO C YCBOCHUEM HMMU OMNPEJICTICHHOIO COIUO-
KyJIBTYpPHOTO OIbITa. B HOBBIX CTaHJapTax BBICIIEr0 00pa30BaHMs YPOBEHb 3HA-
HUS MHOCTPAHHOTO $I3bIKA MPUPABHEH K YPOBHIO 3HAHUS POJHOTO si3biKa. B HUX
TaKke YeTKO 0003HAaYeHO, YTO OONafaHusl ONpPEACICHHBIM O0BEMOM SI3BIKOBBIX,
KyJBTYPOJIOTUYECKUX U COIMOKYJIBTYPHBIX 3HAHUHN HemocTaTouHo. HeoOxomumo
UMETh C(POPMHUPOBAHHBIE YMEHUSI U HABBIKH, MO3BOJISIONINE BBIMTYCKHUKY TEX-
HUYECKOIO By3a aJI€KBaTHO MPOSBIISATH C€0sl B CUTYAIUSX MEXKKYIBTYpPHOTO Jie-
JIOBOT'O OOIIIEHUSI.

Ho s dextuBHOE nemoBoe o01ieHrne Kak JUajaor Ha paBHBIX OCHOBBIBACT-
Cs HA TOHUMAHUU TOTO, KaK T'€OMOJIMTUYECKOE MOJ0KEHNUE CTPAHBI BIMSIET Ha €€
HSKOHOMHKY M TPAJUIMOHHBIE CBSI3U, HA 3HAHUSX €€ OCHOBHBIX HCTOPUYECKHUX
ATANOB Pa3BUTHS, PEIIMTUO3HBIX BEPOBAHUM, TPAAUIIMI U IIEHHOCTEH, TO €CTh Ha
COIIMOKYJIETYPHBIX KOMIIETCHIIUSX KOMMYHHUKAHTOB. IIpu 3Tom cnemyer 3ame-
TUTh, YTO (DOPMHUPOBAHUE COIMOKYIBTYPHOU KOMIIETEHIIUU HE JOJKHO O3HAYATh
dbopMUpoBaHUE OJTHUX TOJILKO II00ATBHBIX MpeAcTaBieHui o mupe. [1pu paszpa-
00TKE OCHOBHBIX 00pa30BaTENIbHBIX MPOrPaMM YUUTHIBAIOTCS COCTOSIHUE U MEp-
CIIEKTHBBI Pa3BUTHUSI BHEITHEOKOHOMUYECKUX CBA3€U Kak Bcer Poccuu, Tak u ee
OTJINBHBIX PETUOHOB, B HallleM ciydae — JlansHero Bocroka.
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