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UNIT I  WHY WE COMMUNICATE
LESSON 1
Task 1. Mind the following words:
	beyond this point
	независимо от этого

	solitude
	одиночество

	jeopardize
	подвергать опасности

	prematurely
	зд. преждевременно

	longevity
	долголетие


	stroke
	паралич

	at double the rate
	в два раза чаще

	hypertension
	гипертония

	cirrhosis
	цирроз

	tuberculosis
	туберкулез

	coronary disease
	болезнь коронарных

	
	сосудов

	sibling
	брат или сестра

	obesity
	тучность, ожирение

	likelihood
	вероятность

	commit suicide
	совершить самоубийство


Task 2. Read and translate the text. Mind unknown words. 
See Task 3.
Why We Communicate.
Each of us doesn't want to be alone. Beyond this point solitude changes from a pleasurable to a painful condition. In other words, we all need people. We all need to communicate.

Physical Needs of Communication
Communication is so important that its presence or absence affects physical health. In fact, evidence suggests that an absence of satisfying communication can even jeopardize life itself. For instance,

       1. Socially isolated people are two to three times more likely to die prematurely than are those with strong social ties.

       2. Divorced men (before age seventy) die from heart disease, cancer, and strokes at double the rate of married men. Three times as many die from hypertension; five times as many commit suicide; seven times as many die from cirrhosis of the liver; and ten times as many die from tuberculosis.

       3. The rate of all types of cancer is as much as five times higher for divorced men and women, compared to their single counterparts.

       4. Poor communication can contribute to coronary disease. One Swedish study examined thirty-two pairs of identical twins. One sibling in each pair had heart disease, whereas the other was healthy. The researchers found that the obesity, smoking habits, and cholesterol levels of the healthy and sick twins did not differ significantly. Among the significant differences, however, were "poor childhood and adult interpersonal relationships".

       5. The likelihood of death increases when a close relative dies. In one Welsh village, citizens who had lost a close relative died within one year at a rate more than five times greater than those who had not suffered from a relative's death.

       Research like this demonstrates the importance of satisfying personal relationships. Remember: Not everyone needs the same amount of contact, and the quality of communication is almost certainly as important as the quantity. The important point here is that personal communication is essential for our well-being. In other words, "people who need people" aren't "the luckiest people in the world" ... they're the only people!

Task 3. Find English equivalents in the text:
1.  более вероятно, что социально изолированные люди умирают раньше, чем с сильными социальными связями;

2.  одиночество превращается из приятного в причиняющее боль состояние;

3.  подвергать опасности саму жизнь;

4.  большой вред здоровью;

5.  недостаток тесных отношений;

6.  умирать преждевременно;

7.  в два раза чаще;

8.  в пять раз выше.

Task 4.  Answer the following questions:
1. What does communication affect?

2. What have medical researchers identified?

3. What diseases do divorced men die from?

4. What were the significant differences of identical twins?

5. When does the likelihood of death increase?

6. What is necessary to remember?

Task 5. Is communication very important from physical needs point of view? Why? Discuss it in your group. Use the following expressions:

I think (that) - я думаю (что)...

I believe (that) - я полагаю (что)...

I feel (that) - я чувствую (что)...

In my opinion (To my mind) - по моему...
LESSON 2

Talk on the telephone
	Task 1. Learn useful phrases and sentences:

	Can I tell him who's calling
	-Как передать ему, кто говорит (звонит)?

	
	

	Can I have a word with her?
	-Можно мне поговорить с ней?

	
	

	Who's this, please?
	-Кто говорит?

	
	(= Кто у телефона?)

	
	

	Who's speaking?
	-Кто говорит?

	
	

	Mr Brown speaking.
	-Говорит г-н Браун.

	
	

	Is that Mr Brown?
	Это г-н Браун?

	
	

	Speaking.
	-Слушаю.

	
	

	Trying to connect you.
	-Соединяю вас.

	
	

	You've got the wrong number.
	-Вы ошиблись номером.

	
	

	Sorry, you must have the wrong number
	-Извините. Вы, должно быть ошиблись номером.

	It's the wrong number.
	-Это не тот номер.

	
	

	Sorry to have bothered (troubled) you
	-Извините(простите) за беспокойство.

	
	

	The line is engaged. Can you hold on?
	-Номер занят. Вы можете подождать.

	
	

	1’11 see if he is in.
	-Я посмотрю, на месте ли он.

	
	

	I’m afraid he's out at the moment.
	-Простите, его сейчас нет.

	
	

	I'm afraid he is (isn't in).
	-По-моему, его сейчас нет.

	
	

	I don't expect him in until Tuesday afternoon.
	-Я не жду его раньше вторника во второй половине дня

	
	

	Can I take a message? Will you leave a message?
	-Передать ему что-нибудь?

	
	

	Could you take a message? Could I leave a message?
	-Вы не могли бы передать ему кое-что?

	
	

	Is there any message?
	-Что-нибудь передать ему?

	
	

	Could you speak up, please? I can hard​ly hear you.
	-Не могли бы вы говорить громче. Я почти вас не слышу.

	
	

	Can you give me a better line, please? We had a very bad connection.
	-Вы можете перезвонить (соединить меня ещё раз), чтобы было лучше слышно? У нас была очень плохая связь.

	I'm sorry, we were cut off.
	Извините, но нас разъедини​ли.

	
	

	I can't get through.
	-Я не могу дозвонить​ся.


	
	


Task 2. Learn and play dialogue 1:

	"Mr Brown's secretary. What can I do for you? "


	-Секретарь г -на Брауна. Что вы хотите?

	"Could I speak to Mr Brown, please?"


	 -Не могу ли я поговорить с г-ом Брауном?

	"I'm afraid Mr Brown is on the other line at the moment. Would you like to hold on?
	Боюсь, г-н Браун разговари​вает сейчас по другому телефону. Вы подождете?"

	Yes, I'll hold on.
	-Да, я подожду.

	"Hello, putting you through, now.
	-Алло, теперь я Вас соединяю.

	Mr Brown? Hello, hello... I can't hear anything. It's a very poor line.
	-Г-н Браун? Алло…алло…я ничего не слышу. Связь очень плохая( ничего не слышно).

	"Are you speaking?"
	-Вы разговариваете?

	"No, I couldn't hear a word. Could you give me a better line?"
	-Нет, не было слышно ни слова. Не могли бы вы соединить меня еще раз?

	"Is that better?
	Теперь лучше?

	“Yes? Thank you Good  morning Mr Brown  This is Mr Popov.”
	Да, спасибо. Доброе утро, г-н Браун. Говорит г-н Попов.


Task 3. Learn and play dialogue 2    :
	"Brown & Co" Who's calling?"
	''Фирма "Браун  и Ко". Кто говорит (звонит)?

	"This is Mr Petrov from the Trade Delegation.
 Could you put me through to Mr Brown, please?”
	 -Говорит г-н Петров из Торгпред​ства. Сое​дините меня пожалуйста с г-ном Брау​ном.

	“I'm afraid Mr Brown is not in the office at the moment.”
	-К сожалению (боюсь) г-на Брауна нет сейчас на месте.

	"When do you think he will be back?"
	-Когда, по-вашему, он вернётся?

	"Not until Monday morning, I'm afraid. Can I give him a message?
	Не ранее понедельника утром, мне кажется. Ему передать что-нибудь?

	"No, thank you. I'll phone him again. Goodbye."
	Нет, спасибо. Я позвоню ему ещё раз тогда. До свидания


LESSON 3
Task 1. Mind the following words:
	affection                                            

	привязанность,

любовь

	alliance 
	союз

	congregation 
	религиозное братство

	fulfill 
	удовлетворять

	hold
	зд.испытывать

	inclusion
	включение

	matter
	иметь значение

	mere
	простой

	regard
	внимание, забота, 

уважение 

	self-esteem
	самоуважение


	sense
	чувство

	strive
	стараться,

стремиться

	wield
	владеть, иметь в 

руках 


Task 2. Read and translate the text. Mind unknown words.
Social Needs of Communication
        Communication is the way we relate socially with others. Psychologist William Schutz describes three types of social needs we strive to fulfill by communicating. The first is inclusion, the need to feel a sense of belonging to some personal relationship. Inclusion needs are sometimes satisfied by informal alliances: the friends who study together, a group of runners, or neighbors who help one another with yard work, in other cases, we get a sense of belonging from formal relationship: everything from religious congregations to a job to marriage.

        A second type of social needs is the desire for control -the desire to influence others, to feel some sense of power over one's own life. Some types of control are obvious, such as that of the boss or team captain, whose directions make things happen. Much control, however, is often wielded by people without any position of authority.

        The third social need is affection, which can be defined more broadly as respect. We all need to know that we matter to others. Without the affection and respect of others, mere inclusion holds little satisfaction. Even the power to influence other people is little comfort if they don't feel some regard for us.
Task 3. Find English equivalents in the text:
1. необходимо чувствовать принадлежность;

2. желание влиять на других;

3. чувствовать власть;

4. заставляют происходить события;

5. владеют люди;

6. мы имеем значение;

7. мало пользы от возможности влиять на других людей...
 Task 4. Answer the following questions:

  1. How many types of social needs does William Schutz describe? What are they?

  2. How is inclusion satisfied?

  3. What is the desire for control?

  4. What does affection mean?
Task 5. Formulate the main idea of the text.
 Task 6. Answer the following question: Do you agree that inclusion, the desire to influence others and affection are very important for communication? Use the following expressions:

Certainly - Конечно
I (quite) agree (with you) - Я (совершенно) согласен (с вами)

You are (quite) right there - Вы (совершенно)

правы

I don't agree - Я не согласен

I can't agree - Я не могу согласиться
LESSON 4
Task 1. Learn the dialogue. Mind Information.
	At the office.
	В офисе.

	
	

	 Mr. I: I'd like you meet Mr. Pospelov, our General Director
	Разрешите представить Вас мистеру Поспелову, нашему Генеральному Директору.

	
	

	Mr. C: Glad to meet you, Mr. Pospelov.
	-Рад познакомиться с Вами, м-р Поспелов.

	
	

	Mr. P: So am I. Have you ever been to Moscow, Mr. Cartwright?
	-Я тоже. Вы были когда-нибудь в Москве?

	
	

	Mr. C: No, it's my first visit to Moscow.
	Нет, это мой первый визит в Москву.

	
	

	Mr. P: What are your first impressions of Moscow?
	-Какие ваши Первые впе​чатления от Москвы?

	
	

	Mr. С: I like Moscow, it's a very beautiful city and quite different from London.
	-Москва мне понравилась, очень краси​вый город и совсем не похож на Лондон.  

	
	

	Mr. P: I hope you’ll enjoy your visit, Mr. Cartwright?
	-Надеюсь, Вам понравится у нас, м-р Картрайт.

	
	

	Mr. P: Let me introduce my staff to you. This is my secretary, Miss Petrenko.
	-Разрешите мне представить Вам моих сот​рудников. Это мой секретарь, мисс Петренко

	
	

	Mr. C: Nice to meet you, Miss Petrenko.
	-Приятно поз​накомиться с Вами, мисс Петренко.

	.
	

	Mss. P: So am I. Call me Ann.
	-Мне тоже. Можете называть меня просто Ан​на.

	
	

	Mr. P: I also want you to meet Victor Volgin, our Sales Manager. You've already met Mr. Ivanov.
	Я хочу также Познакомить Вас с Виктором Волгиным, на​шим менеджером по сбыту. С м-ром Ивановым Вы уже знакомы.

	
	

	All: How do you do?
	-Как дела?


Task 2. Play the dialogue.

LESSON 5
Task 1. Mind the following words:
	overlook


	упускать из виду 

	to convince


	убеждать, уверять

	to deserve a raise


	заслуживать повышения

	critica


	амер. крайне необходимый

	inability 
	неспособность



	in order


	для того, чтобы

	it’s worth noticing 

	следует заметить

	preceding
	предшествующий



	to prevent smb. from achieving
	помешать достичь 



	smb's goal


	цели

	to persuade


	склонить, уговорить

	plumber


	водопроводчик

	safety


	безопасность

	self-esteem


	самоуважение

	self-actualization


	самореализация

	species


	вид, род, порода

	to take just a little off the side
	убрать немного на висках



	we shouldn’t overlook
	мы должны учитывать



	worthwhile
	стоящий, дельный




Task 2.Read and translate the text. Mind unknown words.
Practical Needs of Communication
         We shouldn't overlook the everyday, important functions communication serves. Communication is the tool that lets us tell the hair stylist to take just a little off the sides, the doctor where it hurts, and the plumber that the broken pipe needs attention now! Communication is the means of learning important information in school. It is the method you use to convince a prospective employer that you're the best candidate for a job, and it is the way to persuade the boss you deserve a raise. The list of common but critical jobs performed by communicating goes on and on, and it's worth noticing that the inability to express yourself clearly and effectively in every one of these examples can prevent you from achieving your goal.

         Psychologist Abraham Maslow suggested that human needs such as the preceding fall into five categories, each of which must be satisfied before we concern ourselves with the following ones. As you read on, think about the ways in which communication is often necessary in order to satisfy each need. The most basic of these needs are physical: sufficient air, water, food, and rest and the ability to reproduce as a species. The second of Maslow's needs involve safety: protection from threats to our well-being. Beyond physical and safety concerns are the social needs we have mentioned already. Even beyond these, Maslow suggests that each of us has self-esteem needs; the desire to believe that we are worthwhile, valuable people. The final category of needs described by Maslow involves self - actualization: the desire to develop our potential to the maximum, to become the best person we can be.
Task 3.   Find English equivalents in the text:
1. нам не следует упускать из виду повседневные важные функции, которые выполняет общение;

2. убрать немного на висках;

3. где болит;

4. убедить возможного работодателя;

5. что вы заслуживаете повышения;

6. список простых, но крайне необходимых видов работы, выполняемых общением, растет и растет;

7. стоит заметить;
8. прежде чем мы заинтересуемся следующей;

9. пока вы читаете дальше;

10. способность воспроизводиться как вид;

11. за    физическими    нуждами    и    вопросами безопасности следуют общественные нужды.
Task 4 Call five categories of needs for communication that Maslow suggested.

LESSON 6

Task 1. Mind the following words:
	company

promising

major

focus

effort

equipment

technology

competitive

responsibility

obligation

negotiations

chance

generally


	фирма, компания 
имеющая перспективы
 главный, основной
сосредоточить 
усилие
оборудование

технология

конкурентоспособный

ответственность

обязанность

переговоры

шанс
вообще



Task 2. Read the following dialogue. Work in pairs.
Job Hunting.
	Mr. P: Good morning, sir.

	-Доброе утро, сэр.

	Mr. C: Good morning. Come in, come right in. Mr Petrenko, isn't it? Please take a seat. Now I can concentrate on you, Mr Petrenko.
	-Доброе утро. Входите, вхо​дите смелее. Вы м-р Петренко, не так ли? Садитесь, пожалуйста. Теперь я могу заняться Вами, м-р Петренко.

	Tell me, how long were you in your last job with Alpha?

	Скажите, как долго Вы работали в фирме Альфа?

	Mr.P: Five years. I am only leaving because the firm is moving to Sevastopol, but I think a change will do me good.

Mr. C: What do you know about our company? Have you got any questions to me?

	-Пять лет. Я ухожу только потому, что наша фирма переезжает в Севастополь, но думаю, что перемена пойдет мне на пользу. 
-Что Вы знае​те о нашей фирме? У Вас есть какие-либо вопросы ко мне?

	Mr. P: I know that this is a very promising company, so I'd like you to inform me what will be major focus of efforts in the next few years?

	-Полагаю, что Ваша фирма имеет боль​шие перс​пективы. Я хотел бы узнать от Вас, на чем вы собираетесь сосредоточить свои усилия в ближайшие годы?

	Mr. C: We plan to expand our activity on English-speaking countries, mainly on England, to buy equipment and technologies from them and run training programs here.

	-Мы планиру​ем развернуть деятельность в англоязычных странах, в ос​новном в Ан​глии, закупать там оборудо​вание, техно​логии, а также организовать здесь обуче​ние специалис​тов.

	We need a team of creative persons to make our company competitive in the world market.


	Нам нужна сильная твор​ческая коман​да, чтобы наша фирма со вре​менем стала конкурентно-способной на мировом рынке.

	Mr. P: What responsibilities and obligations do you suggest during first year?
	-За что я буду отвечать и ка​кие у меня бу​дут обязанности в первый год работы?

	Mr. C. Well, first of all to be responsible for our contacts with English partners, to buy good equipment and generally to be skillful in negotiations.

	-В первую оче​редь Вы будете отвечать за наши контакты с английскими партнерами, за​купать хорошее оборудование и вообще успешно вести переговоры.

	You will have to travel very much.


	Вам нужно бу​дет много путе​шествовать.

	Besides, we are expecting a new fair in London soon and maybe you will have a chance to go there.

	Кстати, вскоре в Лондоне состоится яр​марка   и,   возмо​жно, у Вас будет шанс туда поехать.

	Mr. P: Yes, I see.


	-Да, понимаю.


Task 3. Play the dialogue in class.

UNIT II COMMUNICATION PRINCIPLES
LESSON 1
Task 1. Mind the following words:
	message
content

dimension

virtually

verbal

explicitly

convey

subordination

to care

as long as

truly

to return a phone call
apparently
failure 
irreversible

erase 
occasion 
clear up 
confusion 
mollify 
judge 
trial jury 
trial

irretrievable
warning


	сообщение, донесение,

послание

содержание

измерение, размер

практически, в сущности

устный, словесный

точно

передавать

подчинение

беспокоиться

пока

правдиво, точно 
позвонить в ответ 
явно, очевидно 
неуспех, неудача 
необратимый, неруши​мый

изглаживать, вычеркнуть 
обстоятельство 
выяснить, прояснить 
путаница, неразбериха 
смягчать, успокаивать 
судья

суд из 12 присяжных

приговор

непоправимый,

невосполнимый

предупреждение



Task 2. Read and translate the following text:

Communication Principles
Part 1
         All messages have a content and a relational dimension. Virtually every verbal statement has a content dimension, the information it explicitly conveys: "Please pass the salt," "Not now, I'm tired," "You forgot to buy a quart of milk."

         In addition to this sort of obvious content, all messages also have a relational dimension. This relational component expresses how you fee! about the other person: like or dislike, control or subordination, comfort or anxiety, and so on. For instance, consider how many different relational messages you could communicate by simply saying "Thanks a lot" in different ways.

Sometimes the content of a message is all that matters. You may not care how the directory assistance operator feels about you as long as you get the phone number you're seeking, for example. In truly interpersonal contexts, however, the relational dimension of a message is often more important than the content under discussion.
         This explains why some apparently insignificant incidents seem so important to us. Failure to return a phone call or offer to help out on a simple task can take on meaning beyond their immediate context, signaling a change in the relationship.
Task 3. Find English equivalents in the text:
1. содержательный и относительный размер;

2. точно передает;

3. кроме этого вида;

4. разных относительных посланий;

5. содержание послания - это все, что имеет значение;

6. можете не беспокоиться, что чувствует по отношению к вам помощник оператора    справочной службы, пока вы узнаете нужный номер...;
7. в реальных межличностных ситуациях;

8. обсуждаемое содержание ...;

9. явно незначительные случаи;

10. неумение ответить на телефонный звонок;

11. сигнализируя об изменениях в отношениях.
     Task 4. Answer the following questions:
1. What do all messages have?

2. What is a content dimension?

3. What is a relational dimension?
Task 5. Read and translate the following text:
Communication Principles
Part II
         Communication is irreversible. We sometimes wish that we could back up in time, erasing words or acts and replacing them with better alternatives. Unfortunately, such reversal is impossible. There are occasions when further explanation can clear up another's confusion or when an apology can mollify another's hurt feelings; but in other cases no amount of explanation can erase the impression you have created. Despite the warnings judges issue in jury trials, it's impossible to "unreceive" a message. Words said and deeds done are irretrievable.
         Despite the warnings judges issue in jury trials - не смотря на предупреждения, судьи в судах принимают решения.
Task 6. Formulate the main idea of the second part of the text.

LESSON 2
Task 1. Mind the following words:
	visa 

weight 

baggage 

declare 

limitation 

currency 


	виза
весить

багаж
объявлять, декларировать
ограничение

валюта


Task 2. Read the dialogue in roles:
	At a passport and customs desk
	У стола таможенного и паспортного досмотра.


	О: Your passport, please. How long are you planning to stay in the country?

	Ваш паспорт, пожалуйста. Как долго вы планируете находиться в стране?

	Р. - Three weeks. Could I prolong my entrance visa in case of necessity?


	-Три недели.

Я могу прод​лить въездную визу в случае необходи​мости?

	O. - Sure. The receiving party will take care of it.

	-Конечно.  Пригласившая

Вас фирма должна поза​ботиться об этом.

	О. - Well, bags on the table and your customs-form, please.

	- Пожалуйста, положите сумки на стол и предъявите Вашу таможен​ную декларацию.

	Р. - How much does it weight?

	-Сколько она весит?

	О. - 23 kilos. I'm sorry, but you'll have to pay an excess baggage charge.

	-23 кг. Сожалею, но придется доплатить за избыточный вес.

	P. - Oh! It's only three kilos over​weight.

	О! Всего 3 кг лишних.

	O. -Yes, sir... that’s ,£6... Thank you. Have you anything to declare?

	Да, сэр, это 6 фунтов. Спаси​бо. Вы деклари​руете что-либо?

	P. -What?

O. - Alcohol, cigarettes, fresh fruit, plants?
P. - Uh, no. Only for personal needs.

	-Что именно? 
Алкоголь, си​гареты, свежие фрукты, рас​тения...? 
-О, нет. Только для личных потребно-

стей.

	О.- Open your suitcase, please.
	-Откройте чемодан, пожа​луйста.



	Any gifts?

	Какие-нибудь подарки?

	P. - Only one bottle of vodka.

	-Только одна бутылка водки.

	O. - All right. It is duty free. As you probably know, it is forbid den to bring more than two bottles of alcohol and two blocks of cigarettes of England. And no

limitations as to currency. Here is your form.

	 -Хорошо, это не облагается пошлиной. Вы наверное, зна​ете, что в Англию зап​рещено вво​зить более двух блоков сигарет и бо​лее двух буты​лок спиртных напитков. Что касается валю​ты, то ограни​чений нет. Вот ваша форма.

	Р. - Thank you.
	- Спасибо.

	О. - Not at all. The next please.
	-He за что. Следующий, пожалуйста.


Task 3. Play the dialogue in class.

LESSON 3
 Task l. Mind the following words:
	communicator
	собеседник

	spot
	узнавать

	poor
	плохой, слабый

	counterpart
	партнёр

	repertoire
	репертуар

	someone you know
	кто-то, кого вы знаете

	offensive
	оскорбительный

	respond
	отвечать, реагировать

	to bring the subject up
	затронуть тему

	figure
	представлять себе

	benefit
	польза

	hint
	намекать

	get the point
	зд. понимать

	count on smth.
	рассчитывать на что-то

	at least
	по крайней мере

	pick
	выбирать

	belligerent
	воющий

	chef
	шеф-повар

	to be forced
	быть вынужденным


Task 2. Read and translate the text:
What Makes an Effective Communicator?
         It's easy to recognize good communicators and even easier to spot poor ones. But what are the characteristics that distinguish effective communicators from their less successful counterparts.

         A Wide Range of Behaviors Effective communicators are able to choose their actions from a wide range of behaviors. To understand the importance of having a large communication repertoire, imagine that someone you know repeatedly tells jokes-perhaps racist that you find offensive. You could respond to these jokes in a number of ways:
    l. You could decide to say nothing, figuring that the risks of bringing the subject up would be greater than the benefits.

    2. You could ask a third party to say something to the joke teller about the offensiveness of the stories.

    3. You could hint at your discomfort, hoping that your friend would get the point.

    4. You could joke about your friend's insensitivity, counting

on humor to soften the blow of your criticism.

    5. You could express your discomfort in a straightforward way, asking your companion to stop telling the offensive jokes, at least around you.

    6. You could even demand that the other person stop.
         With this choice of responses at your disposal (and you can probably think of others as well), you could pick the one that had the best chance of success. But if you were able to use only one or two these responses when raising a delicate issue -always keeping quiet or always hinting, for example - your chances of. success would be much smaller. Indeed, many poor communicators are easy to spot by their limited range of responses. Some are chronic jokers. Others are always belligerent. Still others are quiet in almost every situation. Like a piano player who only knows one tune or a chef who can only prepare a few dishes, these people arc forced to rely on a small range of responses again and again, whether or not they are successful.
 Task 3. Find English equivalents in the text:
1. хороший собеседник;

2. плохие (слабые) собеседники;

3. чтобы   понять   важность   обладания   большим репертуаром общения;

4. понимая,  что  можете  проиграть  больше,  чем выиграть, если затронете тему;

5. намекнуть на неудобство;

6. рассчитывая   на  юмор,   чтобы   ослабить  удар критики;

7. прямо выразить свое недовольство;

8. который имеет большой шанс на успех;

9. когда поднимаете деликатный вопрос;

10. ограниченный спектр ответов;

11. эти люди вынуждены полагаться...
 Task 4. Answer the following questions:
1. Are effective communicators able to choose their actions from a wide range of behaviors?

2. How can you easy spot a poor communicator?

3. How could you respond to offensive jokes?

4. Should you have a wide range of behaviors to be a good communicator?

5. Are you good or bad communicator?
LESSON 4
At the restaurant
Task 1 .Mind the following words:
	look through 

onion 

soup 

steak 

sauce 

speciality 

wine 


	просмотреть
луковый
суп
бифштекс
coyc
зд. фирменное блюдо
вино


Task 2. Read the dialogue with your partner:
	W.- Good evening, sir. Are You alone?

	Добрый ве​чер сэр.. Вы один?

	V.-Good evening. Yes I'm alone.

	- Добрый вечер Да, я один.

	W.-Would you like to sit

over there, sir? Near the window?

	He жела​ете ли сесть

вон там? Возле окна.

	V.-Yes, thank you. May I look through the menu?

	Да, благо​дарю Вас. Можно посмотреть меню?

	W.-Of course. Неге it is.

	Конечно. Вот, пожа​луйста.

	W.Have you decided yet, sir? May I take your order?

	Вы уже выбрали что-нибудь сэр? Могу я при​нять заказ?

	V.-Mmm ... As a starter I'd have a tomato juice ... Oh, no. I’ll have an onion soup.

	Ммм ...На первое я пожалуй за​кажу томат​ный сок. Лучше луковый суп.

	W.-O.K. How about the main course, sir?

	Хорошо, a что Вы будете на второе, сэр?

	V.-I am not sure ...Perhaps you can help me?

	Я не совсем уверен... Может быть Вы посове​туете?

	W.- Oh. If I were you, sir, I'd have a steak in wine sauce. I myself like it very much. Moreover, it's the speciality of the day.
	О. На Вашем месте, сэр,я бы заказал

бифштекс в винном соу​се. Мне само​му он очень нравится. Кроме того, это сегодня фирменное блюдо.

	V.-All right. I’ll have the steak.

	Хорошо. Пусть будет бифштекс.

	W.-What would you like with the steak, sir?

	Что Вам по​дать с биф​штексом, сэр?

	V.-A salad and some mashed potatoes, please

	V.-A salad and some mashed potatoes, please

	W.-Would you like something to drink?

	Что-нибудь выпить?

	V.-Er... yes. Some mineral water, please ... And could I see the wine list?

	Э да.Минеральной во​ды, пожалуй​ста... Могу я посмотреть список вин?

	W.-Of course. Here it is, sir.

	Конечно. Вот, пожалуйста.

	V.-Mmm ... I’ll have some French red wine.

	Ммм ... Я бы выпил

французского красного ви​на.

	Half an hour later.


	Полчаса спустя.

	V.-Waiter! Waiter! 

	Официант!

	W.-Yes, sir ... What do you want?

	Да, сэр...Что желаете? 

	V.-I want my order!

	Мне нужен мой заказ!

	W.-Excuse me, sir, but our gas stove has been broken. Now everything is O.K., wait a quarter of an hour more please.
	Извините, сер, но наша газовая плита сломалась, сейчас все в порядке. Подождите пожалуйста пятнадцать минут.


Task 3. Play the dialogue. 
Task 4. Imagine that you are a visitor. Your reaction.
Task 5. Change the situation and play again.
LESSON 5
Task 1. Mind the following words:
	although
response
context
backfire
encourage

maintain

cautious

blunt
niche
identical
circumstances
at least three factors to consider
	хотя

реакция

обстановка

неожиданно привести к обратным результатам 
поддерживать, сохранять 
осторожный,
предусмотрительный
прямой, резкий
ниша, место

одинаковый

обстоятельства
- по крайней мере три
фактора, которые нужно учитывать



Task 2. Read and translate the text:
Ability to Choose the Most Appropriate Behavior.
         Although it's impossible to say how to act in every situation, there are at least three factors to consider when you are deciding which response to choose:

         1 . Context. The time and place will almost always influence how you act. Asking your boss for a raise or your lover for a kiss might produce good results if the time is right, but the identical request might backfire if your timing is poor.
         2 . Your Goal. The way you should communicate depends on the results you are seeking. Inviting a new neighbor over for a cup of coffee or dinner could be just the right approach if you want to encourage a friendship; but if you want to maintain your privacy it might be wiser to be polite but cool.

         3 . The Other Person. Your knowledge of the other party should also shape the approach you take. If you're dealing with someone who is very sensitive, your response might be supportive and cautious. With an old and trusted friend you might be blunt.

The social niche of the other party will often influence how you communicate. For instance, you would probably act differently toward an eighty-year-old person than you would with a teenager. You would probably behave differently toward the president of your institution than you would toward a classmate, even in identical circumstances.
Task 3. Answer the following questions:
1. How many factors are there to consider when you are deciding which response to choose?

2. What are they?

3. Will the time and place influence how you act?

4. Does the way you should communicate depend on the results you are seeking?

5. Should your knowledge of the other party shape the approach you take? 

Task 4. Call three factors to consider when you are deciding which response to choose.
Task 5. Render the text
LESSON 6

Task 1 Mind the following words:
	pound

sign

accept

exact

luckily

fare

rear


	фунт

зд. объявление

принимать

точный

к счастью

плата за проезд

задняя часть зд. автобуса


Task 2. Read the dialogue with your partner:

	Riding a city bus

	Поездка в автобусе



	D.: Put 55 p in the fare box, please.
	Пожалуйста, опус​тите 55 пенсов в ящик для оплаты проезда.

	P.- Oh., I have only pounds. Can you change one for me?
	О, у меня только фунты. Не могли бы Вы разменять один для меня?



	D.- Didn't you see the sign?
 I accept exact change only.

	Разве вы не видели объявление? Я принимаю только без сдачи.

	P.- Right. Let me check my pocket. Oh, luckily I have the tare without change.

	Верно. Одну минуту, я поищу в кармане. О, к счастью, у меня есть без сдачи.

	D.- Stand back from the door. Move to the rear. Let the passengers off.

	Отойдите от дверей. Про​двигайтесь. Не мешайте пас​сажирам при выходе.

	P.- How long will it take me to get to the railway station? I am afraid of missing the stop.
	За сколько времени я могу добраться до вокзала. Я

боюсь про​пустить оста​новку.

	D.- About 20 minutes. I can tell you when you've to get off.
	Приблизительно за 20 минут. Я
скажу, когда Вам нужно бу​дет выходить.




Task 3. Play the dialogue. 
Task 4. Change the situation. Imagine that a passenger doesn't have the fare without change. His behavior? Other variants.
Task 5. Discuss the problem in your group.
UNIT III  SELF-CONCEPT
LESSON 1
Self-Concept Defined

Who are you? Take a moment now to answer this question.

How did you define yourself? As a student ? A man or a woman? By your age? Your religion ? Your occupation ? Of course, there are many ways of identifying yourself.
Task 1. (to do this task use words from Task 2)

Take a few more moments, and list as many ways as you can to

identify who you are. Try to include all the characteristics that

describe you:

Your moods or feelings

Your appearance and physical condition

Your social traits

Talents you possess or lack

Your intellectual capacity

Your strong beliefs

Your social roles
Task 2. Mind the following words:
Feelings - чувства
зависть – envy
агрессия – aggression
нежность – tenderness
злость - rage 

любовь - love 

ненависть – hate
 печаль - grief 

недовольство - discontent 
удовлетворение – satisfaction
Traits - черты характера

ответственность - responsiveness
чуткость - keenness
вежливость - politeness
тактичность - tactfulness
сдержанность - restraint
самоконтроль - self-checking
выдержка - endurance
общительность - sociability
широта взглядов - width of views
умение понять другого - skill to understand another

раздражительность - irritability

резкость - sharpness

вспыльчивость - irascibility

черствость - callousness

сухость - dryness

замкнутость – isolation
Characteristics - характеристика
веселый – cheerful
ласковый - tender 
добрый - kind 
жестокий - severe 
грубый - rough 
стеснительный – constraining
Task 3.  Write a composition about yourself.
LESSON 2 SELF-CONCEPT DEFINED

(CONTINUATION)
Task 1. Read and translate the text of the exercise. Mind unknown words.

1. Look over the list of words you’ve just used to describe yourself .If you haven't already   done so, pick the ten items that describe the most fundamental aspects of who you are. Be sure you've organized these items so that the most fundamental one is in first place and the one that is least central to your identity is number 10, arranging the words or phrases in between in their proper order.

2. Now find a comfortable spot where you can think without being interrupted. You can complete this exercise in a group with the leader giving instructions, or you can do it alone by reading the directions yourself when necessary.

3. Close your eyes and get a mental picture of yourself. Besides visualizing your appearance, you should also include in your image your less observable features: your disposition, your hopes, your concerns ... of course including all the items you described in step 1.

4. Keep this picture in mind, but now imagine what would happen if the tenth item on your list disappeared from your makeup. How would you be different? Does the idea of giving up that item leave you feeling better or worse? How hard was it to let go of that item?

5. Now, without taking back the item you just abandoned, give up the ninth item on your list, and see what difference this makes to you. After pausing to experience your thoughts and feelings, give up each succeeding item on your list one by one.

6. After you've abandoned the number-one feature of who you are, take a few minutes to regard the parts of yourself that you abandoned.

The list of unknown words:
	pick
	выбирать, подбирать

	proper
	надлежащий

	item
	пункт

	interrupt
	мешать

	mental
	мысленный

	visualize
	отчетливо представлять

	appearance 
	внешний вид

	keep in mind
	держать в уме

	disposition
	характер, нрав

	concern
	интерес

	make up
	натура, склад ума (характера)

	to let go of that item
	обойтись без этого пункта

	abandon
	отказываться от

	give up
	зд. удалить

	balk
	отказываться, уклоняться


Task 2. Find English equivalents in the text of the exercise:
1. выберете десять пунктов, которые отражают самые основные аспекты того, кто вы;

2. располагая слова или фразы между ними в надлежащем порядке;

3. мысленно представьте себя;

4. как вы изменились;
5. не возвращая пункт, от которого только что отказался;

6. насколько было бы тяжело обойтись без этого пункта;

7. после перерыва для анализа ваших мыслей и чувств.
Task 3. Do the tasks of the exercise and discuss the result in your group.
Task 4. Read the following and say your opinion:
         For most people this exercise dramatically illustrates just how fundamental the concept of self is. Even when the item being abandoned is an unpleasant one, it's often hard to give it up. And when they are asked to let go of their most central feelings or thoughts, most people balk. "I wouldn't be me without that" they insist. Of course, this proves our point: The concept of self is perhaps our most fundamental possession. Knowing who we are is essential, for without a self-concept it would be impossible to relate to the world.
when they are asked to let go of - когда их просят отказаться
LESSON 3
Task 1. Mind the following words:

	self-concept

inaccurate

self-perception

overly harsh

deny

strength

feedback

excessive

downer messages

undeserved

supervisor

shortcoming

be prone

boots

seek out

asset

such way 
owing to

to put into perspective
	я - концепция

ошибочный

самовосприятие

чрезмерно строгий

отрицать

сила

обратная связь 
чрезмерный 
заниженные послания
незаслуженный

наблюдатель, руководитель

недостаток

быть склонным

польза

искать

зд. достоинство, ценное качество таким образом 
благодаря

принять на вид, учесть




Task 2. Read and translate the text.
Have a Realistic Perception of Yourself
         One source of a poor self-concept is an inaccurate self-perception. Such unrealistic pictures sometimes come from being overly harsh on yourself, believing that you're worse than the facts indicate. It would be foolish to deny that you could be a better person than you are, but it's also important to recognize your strengths.

         An unrealistically poor self-concept can also arise from the inaccurate feedback of others. Perhaps you are in an environment where you receive an excessive number of downer messages, many of which are undeserved, and a minimum of upper messages. Such way, workers with overly critical supervisors, children with cruel "friends", and students with unsupportive teachers all are prone to low self-concepts owing to excessively negative feedback.

         If you fall into this category, it's important to put the unrealistic evaluations you receive into perspective and then to seek out more supportive people who will acknowledge your assets as well as point out your shortcomings. Doing so is often a quick and sure boots.
Task 3. Answer the following questions:
1. What is the first source of a poor self-concept?

2. What is an inaccurate self-perception?

3. Is it important to recognize your strengths?

4. What is the second source of a poor self-concept?

5. What to do if you fall into the second category?
Task 4. Find English equivalents in the text:
1. ошибочное представление о себе;

2. из-за того, что чрезмерно строг к себе;

3. может также возникать из ошибочной обратной связи с другими людьми;

4. вы получаете чрезмерное количество принижающих посланий;

5. чрезмерно критически настроенные руководители;

6. более доброжелательные люди;

7. укажет на недостатки;

8. такой поступок часто приносит быструю и верную прибыль.
LESSON 4
 Task 1. Read and translate the following text Mind unknown words.
Reevaluating Your "Cant's"
1 . Make statements that begin "I can't..." Try to focus your statements on your relationships with family, friends, co​workers, students, and even strangers: whomever you have a hard time communicating with.

             Sample statements:

             "I can't be myself with strangers I'd like to get to know at parties."

             "I can't tell a friend how much I care about her."

             "I can't bring myself to ask my supervisor for the raise I think I deserve."

              “ I can't ask questions in class."

2. Notice your feelings as you make each statement: self-pity, regret, concern, frustration, and so on, and write down them.
3. Now repeat aloud each statement you've just made; except this time change each "can't" to "won't."

4. After you've finished, decide whether "can't" or "won't" is more appropriate for each item, and explain your choice.

5. Are there any instances in your list when your decision that you "couldn't" do something was the only force keeping you from doing it?
Unknown words and phrases:
	reevaluating
	переоценка

	statement
	заявление

	to have a hard time
	зд. тяжело

	to get to know
	познакомиться

	to deserve
	заслуживать

	to bring oneself to do smth.
	заставлять кого-либо

	
	делать что-либо

	regret
	сожаление, раскаяние

	self-pity
	жалость к себе

	concern
	забота, беспокойство

	frustration
	расстройство, разочарование

	the only force
	единственная сила

	list
	список


Task 2. Do exercise 1 from the text.
Task 3. Do exercise 2 from the text.

Task 4. Do exercises 3 and 4 from the text at home.
Task 5. Answer the question from the text.
UNIT IV  EMOTIONS
LESSON 1
Task 1. Mind the following words:
	heartbeat
	сердцебиение

	blood
	кровь

	pressure
	давление

	increase
	подъем, увеличение

	adrenaline
	адреналин

	secretion
	выделение

	digestion
	пищеварение

	dilation
	расширение

	pupil
	зрачок

	to be bored
	скучать

	to be embarrassed
	быть растерянным

	realization
	осознание

	monitor
	контролировать


Task 2. Read and translate the following text:
Physiological Changes. When a person has strong emotions, many bodily changes occur. For example, the physical components of fear include an increased heartbeat, a rise in blood pressure, an increase in adrenaline secretions, an elevated blood sugar level, a slowing of digestion, and a dilation of pupils. Some of these changes are recognizable to the person having them. You can also recognize your emotions by monitoring your thoughts, as well as the verbal messages you send to others. It's not far from the verbal statement "I hate this!" to the realization that you're angry (or bored, nervous, or embarrassed).

Task 3. Answer the following questions:
1. What does the physical components of fear include?

2. How can you recognize your emotions?
Task 4. Find English equivalents:
1. сильные эмоции;

2. происходит много изменений в организме;

3. повышенное сердцебиение;

4. контроль ваших мыслей;

5. устные сообщения;

6. вы растеряны.
Task 5. Read and translate the dialogue.

Mind unknown words.
Speed limits
	licence

	водительские права


	insurance

	страховой


	Certificate
	полис


	Hire

	наём, прокат

	Mrs. Hunt:

	-You've passed a policeman!

Please drive slowly!

	Mr. Hunt:
	-It's all right.


	Mrs. Hunt:

	-No, it isn't. You've got to stop.

The policeman's signaling you.

	Mr. Hunt:
	-Oh dear! We're going to be late.

	Policeman:
	-May I see your driving licence, please?


	Mr. Hunt:
	-Yes, here it is.


	Policeman:
	-And your insurance certificate.

	Mr. Hunt:
	-This is a hired car. Here's the form

	Policeman:
	-Right. Your speed's been sixty miles an hour for five miles. The speed limit's fifty on this road. It's a dangerous road.

	Mrs. Hunt:

	-But you haven't stopped the faster cars.

	Policeman:
	-That's right but l've stopped you. I'm not going to report you this time. But remember, drive carefully.


	


Task 6. Answer the following questions:
1. What emotions do the people from the dialogue feel?

2. What physiological changes do you think take place?

Task 7. Learn the dialogue by heart and play.Use the following words:
	fear
	страх

	to be nervous (to worry)
	нервничать

	to be excited
	быть возбужденным

	to be surprised
	удивляться

	to be calm
	быть спокойным


LESSON 2

Task 1. Mind the following words:
	impoverished
	обедненный

	excited
	возбуждённый, взволнованный

	curious
	любопытный

	stomach
	желудок

	tie
	завязывать

	knot
	узел

	hug
	объятие

	runaway
	зд. терять самообладание


Task 2. Read and translate the following text:
Choose the Best Language.
Most people suffer from impoverished emotional vocabularies. Ask them how they're feeling and the response will almost always include the same terms: good or bad, terrible or great, and so on. Take a moment now and see how many feelings you can write down.

Relying on a small vocabulary of feelings is as limiting as using only a few terms to describe colors.

There are several ways to express a feeling verbally:

- Through single words: "I am angry" (or "excited", "depressed", "curious", and so on).

- By describing what's happening to you: "I feel like giving up", "My stomach is tied in knots", "I am on top of the world".

- By describing what you'd like to do: "I feel like running away", "I'd like to give you a hug", "I feel like giving up".
Task 3. Answer the following questions:
1. Do people suffer from impoverished emotional vocabularies?

2. What ways to express a feeling verbally do you know?
Task 4. Find English equivalents in the text:
1. бедный словарь для описания эмоций;

2. полагаться на маленький словарь чувств;

3. мне любопытно;

4. желудок стянуло;

5. хотелось бы обнять;

6. чувствовать себя брошенным.
Task 5. Read and translate the dialogue. Mind unknown words:
	mouth
	рот

	throat
	горло

	sore
	воспалённый

	injection
	инъекция


An Injection.
	Doctor:
	-Open your mouth wide so that I can look at your throat. Yes, it's very red. It looks sore. I'll have to give you an injection


	Simon:
	-Can't you give me pills?


	Doctor:
	-An injection is better than pills. If I gave

you pills, you'd probably be ill for a few days but if I give you an injection, you'll feel better tomorrow.


	Simon:
	-Are you sure? hate injections.


	Doctor:
Simon:
	-Yes, I'm sure.

I advise you to have an injection.

You won't get better quickly unless I give you one.
-Will I be able to go out tomorrow?

	Doctor:
	- Probably, if you rest today.


	Simon:
	-Good. I'll sleep today so that I'll be able to go

out tomorrow.


Task 6. Answer the following question:

How can you describe Simon's feelings verbally?
Task 7. Learn by heart and play the dialogue.
LESSON 3

Task 1. Mind the following words:
	flush
	прилив (чувства)

	racket
	шум, гам

	storm
	кричать, взывать

	subside
	утихать

	complain
	жаловаться

	postpone
	откладывать, отсрочивать

	effort
	усилие, попытка

	fatigue
	усталость

	distraction
	раздражение

	recipient
	получатель


Task 2. Read and translate the following text:
Choose the Time and Place to Express Your Feelings Often the first flush of a strong feeling is not the best time to speak out. If you're awakened by the racket caused by a noisy neighbor, storming over to complain might result in your saying things you'll regret later, hi such a case, it's probably wiser to wait until you have thought out carefully how you might express your feelings in a way that would be most likely to be heard.

Even after you've waited for the first flush of feeling to subside, it's still important to choose the time that's best suited to the message. Being rushed or tired or disturbed by some other matter are probably all good reasons for postponing the expression of your feeling. Often dealing with your emotions can take a great amount of time and effort, and fatigue or distraction will make it difficult to follow through on the matter you've started. In the same manner you ought to be sure that the recipient of your message is ready to hear you out before you begin.
Task 3. Answer the following questions:
1.The first flush of a strong feeling is not the best time to speak out, is it?

2.What is wiser to do in the described situation?
3. Is it important to choose the time that's best suited to the message?

4.What are good reasons for postponing of your feeling?
Task 4. Find English equivalents in the text:
1. взывание о жалости могло бы привести к тому, что вы скажете слова, о которых позднее пожалеете;
2. пока вы тщательно не продумайте; 
3.что бы вас услышали с большей вероятностью;
4.придерживаться той проблемы, с которой начали;
5. следует убедиться; 

6. торопиться; 

7. быть расстроенным.

Task 5. Read and translate the dialogue. Mind unknown words.
Formulate the main idea of the text.
	an excuse
	предлог

	rude
	грубый

	fix
	починить

	plug in
	включить в розетку

	button
	кнопка

	handle
	ручка


How stupid!
	Peter: 


	-Hello, Jill. Is this where Mr. Burbank's office is?


	Jill:
	-Don't you know where it is yet?


	Peter:
	-No, I don't That's why I asked.


	Jill:
	-Oh... men! How stupid they are! It's in the corridor which you've just passed


	Peter:
	-Oh. That's where it is.


	Jill:
	-Yes, that's where it's always been.


	Peter:
	-I was only joking. I knew where it was.

I needed an excuse to talk to you.

While I was driving here, I was thinking about you. Would you like to go to Anthony's party?

	Jill:
	- Is that next Saturday?

	Peter: 


	-Yes, that's when it is.

	Jill:
	-I'd love to go. I'm sorry I was so rude a minute ago. I was getting angry just before you arrived.


	Peter: 


	-Why?

	Jill:
	-I was trying to fix this machine.

	Peter: 


	-What's the matter with it?

	Jill:
	-I don't know. I've pushed each button and pulled each handle but it still doesn't work.

	Peter: 


	-Why don't you plug it in? Electric

machines need electricity, you know.

	Jill:

Peter:
	-Oh. That's how it works.
-Oh...women! How stupid they are!


Task 6. Answer the following questions:
1. Why was Jill so rude?

2. Was it right time to express her feeling?

Task 7. Change Jill's words and play the dialogue
UNIT V  COMMUNICATION CLIMATE
LESSON 1
Task 1. Mind the following words:
	accurate
	точный, правильный

	value
	оценивать

	confirming
	подтверждающий

	disconfirming
	неподтверждающий

	appreciate
	ценить

	hostile
	враждебный, неприязненный

	contribute
	вносить вклад

	frown
	хмурый взгляд, сдвинутые брови

	cue
	намек


Task 2. Read and translate the following text: 
Communication Climate:

The Key to Positive Relationships
Part I
The term communication climate refers to the emotional tone of a relationship. Communication climates are a function of the way people feel about one another, not so much the tasks they perform.

What makes some climates positive and others negative? A short but accurate answer is that the communication climate is determined by the degree to which people see themselves as valued. When we believe others view us as important, we are likely to feel good about our relationship - confirming climate. On the other hand, the relational climate suffers when we think others don't appreciate or care about us - disconfirming climate.

As soon as two people start to communicate, a relational climate begins to develop. If the messages are confirming, the climate is likely to be a positive one. If they disconfirm one another, the relationship is likely to be hostile, defensive.

Verbal messages certainly contribute to the tone of a relationship, but many climate-shaping messages are nonverbal. The very act of approaching others is confirming, whereas avoiding them can be disconfirming. Smiles or frowns, the presence or absence of eye contact, tone of voice, the use of personal space ... all these and other cues send messages about how the parties feel toward one another.

Task 3. Answer the following questions:
1. What are communication climates?

2. What is confirming climate?

3. What is disconfirming climate?

4. When does a relational climate begin to develop?

5. What is the climate if the messages are confirming?

6. What is the climate if the messages are disconfirming?

Task 4. Find English equivalents in the text:
1. степень оценки людьми самих себя;

2. мы вероятно чувствуем;

3. с другой стороны;

4. вероятно, что климат положительный;

5. вносят вклад в тон отношения;

6. другие намеки.

Task 5. Render the text.
LESSON 2
Task 1. Mind the following words:
	nevertheless
	несмотря на

	incline
	склонять (ся)

	modification
	модификация

	construction
	конструкция

	design
	дизайн

	equipment
	оборудование

	assure
	уверять


Task 2. Read the following dialogue in pairs:

	R.
	-Good afternoon, Mr. Petrenko. I am happy to come back from the Exhibition.
	-Добрый день, м-р Петренко Я рад, что выставка, наконец, закончилась.


	P.
	- Didn't you enjoy it, Mr. Rogers?
	- Разве она не понравилась Вам, м-р Роджерс?


	R.
	-1 don't think so. Nevertheless it was tiring . I don't like traveling, you know.
	- Не совсем так. Тем не менее она была утомительной. Вы знаете, я не очень люблю путешествовать.



	P.
	Well, and now for discussion the commercial side of our trans action? We were inclined to consider the prices today.
	- Ну, так, а теперь перейдем к коммер​ческой стороне нашей сделки? Сегодня мы хотели поговорить о ценах.



	R.
	- You find them attractive, don't you?
	- Вы находите их вполне приемлемыми, не так ли?


	P.
	- Unfortunately, no Comparing with those of your competitors they are 5-10 higher,
	- К сожалению нет. По сравнению с ценами Ваших конкурентов Они на 5-10% выше.



	R.
	- I'm afraid I can't agree with you here. Don't you know that we've made some modifications in construction and design of our Equipment?
	- Не могу согласиться с Вами. Вы ведь знаете, что мы модифицировали конструкцию и улучшили дизайн нашего оборудования?


	P.
	- Sure, I know that, but you can't say that the design of your equipment is the best in the world market.
	- Конечно знаю однако нельзя сказать, чтобы дизайн Вашего оборудования был лучшим на мировом рынке.

	R.
	- We can assure you, Mr. Petrenko, that way won't let you down.
	- Мы уверяем Вас, м-р Петренко, что не подведем вас в этом вопросе.


	P.
	1 see. We expect your understanding of our good will and of the fact that our company is rather new and intends to have long-term relations with yours.
	- Понимаю. Мы ожидаем от вас понимания нашей доброй воли, а также того, что наша компания довольно молода и намерена установить долговременные контакты с вашей фирмой.


	R.
	- Right. But business is business. What are your reasons for a discount?
	- Хорошо. Но бизнес есть бизнес. На каком основании вы просите скидку?


	P.
	-I've already mentioned your competitors' prices. Besides, your price - must depend on the amount of the Contract.
	- Я уже говорил о ценах конкурентов. Кроме того, ваша цена должна зависеть от суммы контракта.


	R.
	- Sorry, I have to leave you for a minute, have a cup of coffee or tea, please.
	- Извините, Я Вас должен оставить на минуту. Выпейте чашку кофе или чая, пожалуйста.


	P.
	- Yes, thank you.
	-Спасибо.


Task 3. Answer the following question:
Is confirming or disconfirming climate developing in the dialogue?
Task 4. Learn the dialogue and play.
LESSON 3

Task 1. Mind the following words: 
	self-perpetuating
	само непрекращающийся

	spiral
	спираль

	cycle
	цикл

	obvious
	очевидный, явный

	mildly
	зд. слегка

	irritate
	раздражать, сердить

	defense
	оправдываться

	blame
	обвинять

	touchy
	обидчивый, раздражительный -

	resent
	негодовать, возмущаться

	fortunately
	к счастью, удачно

	in turn
	в свою очередь

	party
	сторона (в переговорах)

	back off
	уклониться, отказаться


Task 2. Read and translate the following text: 
Part II
Once a climate is formed, it can take on a life of its own and grow in a self-perpetuating spiral. This sort of cycle is most obvious in regressive spirals, when a dispute gets out of hand:

A.     (mildly irritated) Where were you? I thought we agreed to meet here a half-hour ago.

B.     (defensively) I'm sorry. I got hung up at the library. I don't have as much free time as you do, you know.

A.     I wasn't blaming you, so don't get so touchy. I do resent what you just said, though. I'm plenty busy. And I've got lots of better things to do than wait around for you!

B.     Who's getting touchy? I just maid a simple comment. You've sure been defensive lately. What's the matter with you?

Fortunately, spirals can work in a progressive direction too. One confirming behavior leads to a similar response from the other person, which in turn leads to further confirmation by the first party.

Spirals - whether positive or negative - rarely go on indefinitely. When a negative spiral gets out of hand, the parties might agree to back off from their disconfirming behavior. "Hold on," one might say, "this is getting us nowhere."

Task 3. Answer the following questions:
1. In what direction can spirals work?

2. Where does one confirming behavior lead?

3. Do spirals go on indefinitely?
Task 4. Find English equivalents in the text:
1. может начать жить своей жизнью;

2. беседа выходит из колеи;

3. я "завис" в библиотеке;

4. меня сильно возмущает то, что ты сказал;

5. я сильно занят;

6. ты точно оправдываешься;

7. прекрати;

8. это никуда не приведет.
          Task 5. Learn the dialogue. 
 Task 6. Play the dialogue in pairs.
             Task 7. Do the following:
1. Identify the communication climate of an important interpersonal relationship. Using weather metaphors (sunny, gloomy, calm) may help.

2. Describe what you can do either to maintain the existing climate (if positive) or to change it (if negative). Again, list both verbal and nonverbal behaviors.
UNIT VI    THE NATURE OF CONFLICT
LESSON 1

Task 1. Mind the following words:
	Perceive
	осознавать, различать

	incompatible
	несовместимый

	scarce
	недостаточный, редкий

	reward
	вознаграждение

	interference
	помеха

	transactional
	согласительный

	status quo
	лат. статус-кво

	negotiation
	переговоры


Task 2. Read and translate the following text:
Conflict Defined

They define conflict as an expressed struggle between at least two interdependent parties who perceive incompatible goals, scarce rewards, and interference from the other party in achieving their goals.
 Expressed Struggle. A conflict can exist only when both parties are aware of a disagreement. All conflicts look as if one party's gain would be another's loss.
Styles of Conflict Resolution
Part I
   Since communication is transactional, the outcome of a conflict depends on the interaction of the participants' individual communication styles.

When faced with a disagreement, the parties have three choices:

1. - They can accept the status quo: "I don't like some of your friends, and you aren't crazy about mine, but there isn't much we can do about it. I suppose we'll just have to live with them."

2. - They can use force - physical, social, or economic - to impose a settle-ment: "Either we spend the vacation backpacking or I'm staying home."

3. - They can reach an agreement by negotiating. Negotiation occurs when two or more parties discuss specific proposals in order to find a mutually acceptable agreement. Negotiation isn't foolproof: When poorly handled, it can leave a problem still unsolved or even worse than before. On the other hand, skillful negotiating can produce solutions that improve the situation for both parties.

Task 3. Answer the following questions:
1. How can you define a conflict?

2. When can a conflict exist?

3. How do all conflicts look?

4. What choices do the parties have when faced with a disagreement?

5. What choice do you prefer?

Task 4. Find English equivalents in the text:
1. конфликт определяют;

2. выразительная борьба;

3. осознает несовместимые цели;

4. знают о несогласии;

5. проводим отпуск с рюкзаком;

6. не сходишь с ума по моим друзьям;

7. мы вынуждены жить;

8. достичь соглашения;

9. переговоры ненадежны.

Task 5. Render the text.
LESSON 2

Task 1. Mind the following words:
	complaint
	жалоба, недовольство 

	short-delivery
	недопоставка

	apologize
	извиняться

	penalty
	штраф

	foresee
	предвидеть

	circumstance
	обстоятельство

	mutual
	обоюдный, взаимный

	arbitration
	суд, арбитраж

	procedure
	процесс


Task 2. Read the dialogue in pairs:

 We remain business partners. Part I

Telephone Conversation
	C.
	-John Cartwright.
	- Джон Картрайт.


	P.
	-Hello, John. This is Victor Petrenko, from Kiev.
	- Здравствуйте, Джон. ЭтоВиктор Петренко из Киева.


	C.
	- Hello, Victor. Any problem?
	- Здравствуйте, Вик​тор. Какие-нибудь проблемы?


	P.
	- Yes. Did you receive our fax yesterday?
	- Да. Вы получили вчера наш факс?


	C.
	- Yes, we did.
	- Да, получили.


	P.
	- I'd like to know your reaction on it.
	- Я бы хотел знать Вашу реакцию на него.


	C.
	- We've carefully studied your complaints, Victor. You're perfectly correct as to the short-delivery. We apologize for the oversight It won't happen again.
	- Мы внимательно изучили Ваши претензии, Виктор. Вы абсолютно правы в отношении недопоставки. Мы приносим свои извинения за эту оплошность. В будущем этого больше не случится.


	P.
	- When will you send us these parts?
	- Когда Вы отправите нам эти детали?


	C.
	-This week. By air.
	- На этой недели. Самолетом.


	P.
	- Fine. But there is one more problem: a three-week delay in delivery of the equipment. We suffered some losses through this delay. I'd like to remind you that according to the sanctions clause of our contract we have the right to claim a penalty.
	- Хорошо. Но у нас осталась еще одна проблема: задержка поставки оборудования на три недели. Из-за этой издержки мы понесли убытки. Я бы хотел напомнить Вам, что согласно

раздела нашего контракта, касающегося санкций, мы имеем право требовать у Вас компенсацию.


	C.
	- I'm afraid you haven't that right, Victor. This delay was caused by a strike in Brighton port.
	- Боюсь, что у Вас нет такого права, Виктор. Причиной задержки была забастовка в порту Брайтона.


	P.
	-1 don't agree, John. English ports are often hit by strikes. You were able to foresee this complication.
	- Я не согласен с Вами, Джон. В Английских портах забастовки случаются довольно часто. Вы могли это предвидеть.



	C.
	- We couldn't have done it owing to circum-stances outside our control.
	- По ряду не зависящих от нас обстоятельств мы не смогли этого сделать.


	P.
	-If we don't reach Mutual understanding, our company'll  have to go through arbitration procedures.
	Если мы не достигнем взаимопонимания, наша компания вынуждена будет обратиться в арбитраж.


Task 3. The parties faced with a disagreement. What is the best way to reach an agreement? (Look Lesson 1)
Task 4. Learn the dialogue and play in class.

LESSON 3

Task 1. Mind the following words:
	circumstance
	обстоятельство, случай

	scarce
	недостаточный, скудный

	suitor
	поклонник

	succeed
	иметь успех

	cliche
	избитая фраза

	compromise
	компромисс

	response
	ответ

	fight back
	давать отпор

	respectable
	приемлемый

	involved
	вовлеченный

	beagle
	гончая (собака)


Task 2. Read and translate the following text:
Styles of Conflict Resolution
Part II
Win-Lose     In win-lose problem solving, one party gets what he or she wants whereas the other comes up short.

There are some circumstances in which the win-lose method may be necessary, as when there are truly scarce resources and only one party can achieve satisfaction. For instance, if two suitors want to marry the same person, only one can succeed.

There is a second kind of situation when win-lose is the best method. Even when cooperation is possible, if the other person insists on trying to defeat you, the most logical response might be to defend yourself by fighting back. "It takes two to tango", the old cliche goes, and it also takes two to cooperate.
Lose-Lose     In lose-lose problem solving, neither side is satisfied with the outcome. Compromise is the most respectable form of lose-lose conflict resolution. All the parties are willing to settle for less than they want because they believe that partial satisfaction is the best result they can hope for.

Compromises aren't the only lose-lose solutions or even the worst ones. In many instances the parties will both strive to be winners, but as a result of the struggle, both wind up losers. On an interpersonal level the same principle holds true. Most of us have seen battles of pride in which both parties strike out and both suffer.
Win-Win     In win-win problem solving, the goal is to find a solution that satisfies the needs of everyone. They believe that by working together it's possible to find a solution in which all those involved reach their goals without needing to compromise.

Gordon was a stamp collector; his wife, Elaine, loved to raise and show championship beagles. Their income didn't leave enough money for both to practice their hobbies, and splitting the cash they did have wouldn't have left enough for either. Solution: Put all the first year's money into the puppies, and then after they were grown, use the income from their litters and show prizes to pay for Gordon's stamps.

Task 3. Answer the following questions:
1. What is win-lose problem solving?

2. What circumstances in which the win-lose method may be necessary do you know?

3. What is lose-lose problem solving?

4. What is the most respectable form of lose-lose conflict resolution?

5. What is the goal in win-win problem solving?

Task 4. Find English equivalents in the text:
1. другая остается ни с чем;

2. действительно недостаточные ресурсы;

3. "Для танго нужны двое", - гласит старая избитая фраза;

4. желают согласиться на меньшее чем хотят;

5. оба закончат проигравшими;

6. на межличностном уровне сохраняются те же принципы;

7. увлекаться своим хобби;

8. распределив деньги;

9. их детеныши;

10. призы от собачьих шоу.

Task 5. Render the text
LESSON 4
Task 1. Read the following dialogue in pairs:
We remain business partners

Part II
At the meeting in Brighton
	D.
	- The next point on the agenda - is the claim of TST Systems Could you bring us to date on this problem, John?
	-Следующий вопрос на повестке дня -претензия компании ТСТ Системз Не могли бы Вы ввести нас в курс дела, Джон?



	C.
	- Yes. There was a three week delay in delivery of the equipment for them. They want us to pay a penalty.
	-Мы на три недели задержали поставку  оборудования. Они хотят, чтобы мы заплатили штраф.


	D.
	-1 don't think that their claim is well-grounded. The delay was caused by that strike in the port. They won't win if they refer their- claim to arbitration. I think we should reject this claim.
	-Мне кажется, что эта претензия не достаточно обоснована. Причиной этой задержки была забастовка в порту. Им не удастся выиграть, если они передадут свою претензию на рассмотрение в арбитраж. Я думаю, что нам следует отклонить эту претензию.


	C.
	- I'm not sure about that. I've just spoken to Mr Petrenko, Commercial Director of this the company. He's ignored all my - remarks. They're ready to start taking legal action to show that they're serious. If they do that, we'll have to get our lawyers in.
	-Не уверен. Я только что разговаривал с м-ром Петренко, коммерческим директором этой компании. Он проигнорировал все мои замечания. Они готовы обратиться в суд и показать, что настроены они серьезно. Если они сделают это, мы будем вынуждены привлечь наших юристов.


	D.
	-1 don't think it's a good idea, Mr Cartwright They are going to place a large order with us next year. If we decline their claim, we. may lose this order. How much do they want us to compensate for the delay?
	-Мне не очень нравится эта идея, м-р Картрайт. В следующем году они собираются сделать у нас большой заказ. Если мы отклоним их претензии, то можем потерять его. Какую сумму они хотят от нас получить в качестве компенсации за задержку?


	C.
	-Approximately ХХХХХХ pounds.
	- Примерно ХХХХХХ фунтов.


	D.
	-Perhaps we shall offer them half the sum.
	- Может быть предложим им половину суммы?


	C.
	-That's a good idea. I'll try to settle it with Mr Petrenko
	- Неплохая идея. Попытаюсь предложить это м-ру Петренко.


	D.
	-Yes. But if they disagree, we'll have to-reject their claim... And negotiate longer delivery time with them next year.
	- Хорошо. Но если они не согласятся, мы вынуждены будем отклонить их претензию... И в следующем году предлагайте им более длительные сроки поставки.


Task 2. Analyze the dialogue and answer the following question:
What way of problem solving did the director suggest (win-lose, lose-lose, win-win)? Prove your opinion.

Task 3. Learn the dialogue and play.
LESSON 5

Task 1. Read and translate the following text:
Win-Win Communication Skills
Step 1 - Identify Your Problem and Unmet Needs

It's important to realize that the problem that is causing conflict is yours. Whether you want to return an unsatisfactory piece of merchandise, complain to a noisy neighbor because your sleep is being disturbed, or request a change in working conditions from your employer, the problem is yours. Why? Because in each case you are the person who is dissatisfied. 
Step 2 - Make a Date

Destructive fights often start because the initiator confronts a partner who isn't ready. After you have a clear idea of the problem, approach your partner with a request to try to solve it, for example, "Something's been bothering me. Can we talk about it?" If the answer is yes, you're ready to go further. If isn't the right time to confront your partner, find a time that's agreeable to both of you.

Step 3 - Describe Your Problem and Needs

Your partner can't possibly meet your needs without knowing why you're upset and what you want. Therefore, it's up to you to describe your problem as specifically as possible.

Step 4 - Confirm Your Partner's Understanding

After you've stated your problem and described what you need, it's important to make sure your partner has understood what you've said.

Step 5 - Solicit Your Partner's Needs

Now that you've made your position clear, it's time to

find out what your partner needs to feel satisfied about his issue. An unhappy partner will make it hard for you to become satisfied, a happy one will be more likely to cooperate in letting you reach your goals. Thus, it's in your own self-interest to discover and meet your partner's needs.

Step 6 - Check Your Understanding of Partner's Needs

Reverse the procedure in step 4 by paraphrasing your partner's needs until you're certain you understand them.
 Step 7 - Negotiate a Solution
Now that you and your partner understand each other's needs, the goal becomes finding a way to meet them. This is done by trying to develop as many potential solutions as possible and then evaluating them to decide which one best meets everyone's needs. 
Step 8 - Follow Up the Solution.
Task 2. Call eight steps to communicate win-win.
Task 3.  Read the dialogue and analyze.
LESSON 6
LEAVING FOR HOME

Mr Petrenko is going to leave. But early in the morning he is called by Miss Elliot to Mr Carthwright's room for some talks.

	To withdraw or to change?
	Отозвать или изменить?

	С.
	-Good morning, Mr Petrenko. We have received a fax-message from Kiev. I think it is urgent to reply.
	- Доброе утро, м-р Петренко. Мы получили факс из Киева. Полагаю, что на него необходимо срочно ответить.


	P.
	-Hand me the document, please... It says that TST Systems is willing to make some amendments in the list of equipment to be delive​red. They want us to exclude part of the items, namely 2.6,2.8,3.9 and 5.7, and to add some items from the Catalogue D26/17 instead.
	- Можно его посмотреть? ... В факсе говорится, что наша компания хотела бы внести изменения в перечень поставляемого оборудования. Они хотят исключить часть позиций, а именно, 2.6,2.8,3.9 и 5.7, и добавить вместо них некоторые позиции из каталога Д 26/17.


	С.
	- Oh, such a nuisance! ... But that involves a chain of complications. First, the Total Contract Value will be changed; second, we have to make and to approve he new list of equipment.
	- Ах, какая досада! ... Однако это повлечет за собой ряд осложнений. Во-первых, изменится общая сумма контракта, а во-вторых, необходимо будет составить и утвердить новый перечень оборудования.


	P.
	- Please do forgive us. My director also feels terribly sorry about it. But both you and we often come across different changes in business. And it's better to correct our mistakes now, while I'm here, than later on when I can't help it.
	- Пожалуйста, примите мои самые глубокие извинения. Директор также очень сожалеет об этом. Однако мы с Вами часто сталкиваемся со всякого рода изменениями. Лучше исправить наши ошибки сейчас, пока я здесь, чем позже, когда я уже не смог бы ничем помочь. 


	С.
	-Well, right. If you insist we can do that for you. Hello, Mr Watson? Our Ukrainian partners would like to change some items of the list of equipment we have to deliver to them, so we ought to make appropriate amendments to the Contract.
	- Ну, хорошо. Мы сделаем это для вас, если вы настаиваете. Алло, м -р Ватсон? Наши Украинские партнеры хотели бы внести изменения в перечень поставляемого оборудования. Видимо, нам придется переделать контракт.


	P.
	-You see, Mr Petrenko, we always comply with the wishes of our clients. Miss Elliot, please inform the customers about our consent on changes in Appendix l by fax.
	- Как видите, мы всегда идем навстречу своим клиентам. Мисс Эллиот, передайте по факсу наше согласие на внесение изменений в Приложение1.

	С.
	- Concerning our further cooperation. I think you must influence your management not to make any other amendments to the Contract.


	-В отношении нашего сотрудничества в дальнейшем. Полагаю, что Вы должны проявить все свое влияние, чтобы руководство вашей компании не вносило никаких изменений в контракт.


	P.
	.-Thank you, John. I'll try my best to prevent such things in future.
	- Благодарю Вас, Джон. Я постараюсь сделать все от меня зависящее, чтобы этого больше не повторилось


	С.
	- Settled. By the way, may I invite you to a restaurant for a farewell party tonight?
	- Договорились. Кстати, я хотел бы пригласить Вас на прощальную вечеринку в ресторане сегодня вечером.



	P.
	- It's very kind of you. What time?
	- Это очень любезно с Вашей стороны. Когда мне нужно прийти?


	С.
	- Let's make it 7, OK? I'll call or you at the hotel at 6.45.I and other members of our stuff are anxious to meet informally the guest from Ukraine.
	- Скажем в семь, хорошо? Я заеду за Вами в гостиницу в18:45. Я и другие наши сотрудники с нетерпением ждут возможности встретиться с гостем с Украины в неофициальной обстановке.


	P.
	-1 also highly appreciate the opportunity to communicate with you and your people, John. Despite initial difficulties I expect our cooperation will be successful.
	-Я высоко ценю возможность общения с Вами и Вашими коллегами, Джон. Думаю, что несмотря на первые трудности, наше сотрудничество будет успешным.


	С.
	- No doubt, Victor.
	- Несомненно, Виктор.
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