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ITOAICHIOBAJIBHA 3AITHCKA

Exonomiuni Ta momitH4aHi pedopmu B YKpaiHi CIPHYUHIIIN SK iHTEpHAITi-
OHAJI3aIif0 YHIBEPCHUTETIB, TaK 1 ITiIBUIIEHHS MOOLTHHOCTI BUKIIA/IaviB 1 CTY-
nenTiB. CycminbeTBO MoTpedye Bee OLTBINE CIIEIialicTiB, Ki MOXKYTh TPaIlio-
BaTH Ha MIDKHAPOTHOMY PiBHI.

VY 11pOMy KOHTEKCTi OCTaHHIM YacoM 3HAYECHHs JIiJI0OBOI aHTIIHCEKOT MOBH
AK 3ac00Y ITOBOTO CIIJIKYBaHHS HAaOYJIO Ha/J3BHYAHOI Bard y cdepi oCBITH
B HaIIIiif KpaiHi.

Merta xypcy “IHo3emHa mioBa MOBa (AHTIIICHKA)” — CIPHUATH MPAKTHY-
HOMY ONaHYBaHHIO CTYAEHTaMH CHCTEMH aHIJIIHCHKOI MOBH Ta HOPMAaTHBHOI
0a3u ii (QyHKIIOHYBaHHS B KOMYHIKaTHBHO-MOBIICHHEBUX CHUTYaIifx y cdepi
IXHBOI MaOYTHBOT MPO(ECiifHOT MiSIBHOCTI, AKiCHIN MiATOTOBI (haxXiBUs 10
IHIIIOMOBHOTO CIUIKYBaHHS y IpodeciiHill cdepi Ha OCHOBI CBITOBOTO TOCBi-
Iy Ta pekoMeHpaii Pagm €Bporu.

B ocHOBY KypcCy MOK/Iai€Hi NPUHIMIN CHCTEMHOCT], KOMYHIKaTHBHOI Ta
mpo¢eciifHol CIPSMOBAaHOCTI HaBYaHHS, IHTEPaKTUBHOCTI, IHTErparii Ta MOB-
JICHHEBO-PO3YMOBOI aKTHBHOCTI.

3aCBOEHHS CTPYKTYPH MOBH BifOyBa€ThCs B THIIOBHX KOMYHIKaTHBHHX
KOHTEKCTaX i OCHOBHUX BHIaX MOBJICHHEBOI MisSUTBHOCTI (aynitOBaHHI, TOBO-
PiHHI, YUTaHHI, TUCHMI).

[lepenbavyaeTpcst pO3BUTOK y CTYACHTIB HABUYOK CAMOCTIHHOI pOOOTH TIi
yac BUKOHAHHS JIOMAIHIX 3aBAaHb (YMTaHHS, MEPEeKJIaj Ta MepeKa3 TEKCTY,
JEKCUKO-TPaMaTH4HI BIIPAaBH, NMHCbMOBHH IEPEKJIA, IMIATOTOBKA MOBIIOM-
JIeHb TOIIO) 1 KOHTPOJBHUX POOIT, a TAKOXK 1HIHBITyaTbHE TPOCITYXOBYBAHHS
aymiokaceT, Teperyisiy BiJeoMaTepiaiiB, MOCTiifHE HABYaHHS YHUTAHHS Ta PO-
3yMIHHS aHTJHCHKOI CIeIialli3oBaHOl JITepaTypd B KOHTEKCTI CYYacHOTO
JKUTTS 1 IEBHOI chepr TPYHAOBOI TisSUTHHOCTI.

Hucnumutina “THo3eMHa ainoBa MoBa (aHTITIKHCHKA)” € HACTYITHOO JIJIS BH-
BUCHHS CTYJCHTaMHU IIiCJISl BUBYCHHS AWCIUILIIHK “[HO3eMHa MOBa (aHTIIiH-
cpka)”’. TakuM 9MHOM, KypC iHO3€MHOI IiIOBOI MOBHU Iiepeadadae BUKOPHC-
TaHHSA HAaOyTHMX I 4ac BUBYEHHS MNONEPETHHO] HABYAIBHOI AMCIMILTIHH
3HaHb, YMiHb T4 HABUYOK IS iX MOAAIBIIOTO yJOCKOHAJICHHS Ta PO3BUTKY.

OCHOBHI 3aBIaHHA JUCIAIUIIHU:

HABYUTH MaiOyTHHOTO (haXiBIs BUILHO OPIEHTYBATUCS y CYy4aCHOMY
iHpopManifHOMY TOTOLI 3 METOK YIOCKOHAICHHS 1HIIOMOBHHX
YMiHb 1 HABUYOK;

YIOCKOHAIOBATH KOMYHIKaTHBHI YMiHHS W HABUYKH BOJIOMIHHS aHT-
TCEKOI0 MOBOIO TIPH CIUIKYBaHHI Ha IpoQeciiiHi TeMu;
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(hopMyBaTH y CTYIEHTIB CyJacHi YSIBICHHS PO peaii >KATTS B iHIIIO-
MOBHHX KpaiHax;

PO3BHBATH YMiHHS aJJeKBaTHO MOBOJUTHUCS B PI3HUX KUTTEBUX CHTYa-
LiSIX TIJIOBOTO CHUIKYBaHHS;

TOTyBaTH MalOyTHROTO (paxiBIsA IO HAYKOBOI IiSTIBHOCTI, MPOJIOB-
JKEHHSI OCBITH.

HanpukiHii BUBYEHHS KypCy CTYICHTH ITOBHHHI BMITH:

BeCTU Oeciay-aianor npoOIIEMHOr0 XapakTepy BiANOBIIHO JI0 Mporpa-
MHOT TEMaTHKH Ta KOMYHIKaTHBHOI (pyHKIIIT;

pOOHUTH caMOCTiifHI yCHI MOHOJIOTIYHI TOBIIOMJICHHS aHIITIHCHKOIO
MOBOIO 33 TEMAaTHKOIO KYpCY;

pedepyBati (YCHO Ta MUCHMOBO) OPUTiHANIBHI PI3HOCTHIILOBI TEKCTH;
3IiMCHIOBATH aJIeKBaTHUI IIepeKIIa] 3 aHIIIHCHKOI MOBH Ha YKpaiHCh-
Ky Ta HaBIAaKW TEKCTiB, IO BiIIOBIAalOTh TEMATHIII Ta PIBHIO CKIIAJ-
HOCTI Kypcy.

HABYA/IbHO-TEMATHYHHAH ITIAH
GUBUEHHA OUCUUNIIHU

“IHO3EMHA JIVIOBA MOBA

(AHIJIIHCBKA)”
Ne Ha3Ba remu
nop.
1 Hinosi 3uaiiomctBa. (Meeting people.)
2 Cninkysanss o tenedony. (Telephoning.)
3 Kowmmasii. (Companies.)
4 Mponyxiis. (Products.)
5 300pu. (Meetings.)
6 [eperoBopu. [Tnanysanns. (Negotiations. Planning.)
7 Hinosi momopoxi. (Business travel.)
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IIPOTPAMHHH MATEPIAJI
00 6UGUEHHA OUCUUNTIHU

“IHO3EMHA JI/IOBA MOBA
(AHTJIIHCBbKA)”

Tema 1. dinoei 3naiiomcmea. (Meeting people.)

a.

b.

HeoOxinHicTs 3HaHHS pi3HMX KynbTyp B Oi3Heci. (Importance of cul-
ture awareness in business.)

3uaiiomcrBo. [lpencraBnenns. Otpumanus indopmauii. (Intro-
ductions. Getting information.)

3BepHCHHS II0J0 TMpalleBlamTyBaHHs. Pe3tome. ABTobGiorpadis.
Cnisoecina. (Applying for a job. Resume. CV. Interview.)

d. Tpynosa gisubHicTh 0co0u. (Personality profile.)

CouianpHe CHiNKyBaHHS 3 AUIOBUMH 3Haiiomumu. (Socializing. Enter-
taining visitors.)

Jlimepamypa: a) ocuosHa [1; 3; 12; 14; 15; 16; 17; 18; 20; 22];

0) nonatkosa [2; 4; 6; 7; 8; 23-30]

Tema 2. Cninkysanuns menegponom. (Telephoning.)

a.

[ouaTok TenedonHoi po3moBH. (Starting calls.)

b. IlepenaBanns indopmarii. (Transferring information. Messages.)

Bupimennst mpob6nem. (Solving problems. Doing things over the
phone.)

d. 3ammTu. 3amosnenns. (Requests. Orders.)

[IpusnaueHHs 3ycTpiueil TenedpoHoM. BHeceHHS 3MiH y momepenHi

JIOMOBIICHOCTI TIpo 3ycTpivi. (Arranging appointments over the phone.
Changing arrangements.)

Jlimepamypa: a) ocaoBHa [1; 3; 12—18; 20-22],

0) momatkoBa [2; 6-8; 16; 12; 23-30]

Tema 3. Komnaunii. (Companies.)

opo o

Ipencranenns kommanii. (Company profile.)

YcrarkyBanns. Oonaanannst. (Facilities. Equipment.)

Crpykrypa xommawnii. (Company structure.)

HisuteHicTs kommanii. (Company activities.)

Icropis kommanii. 3pocraHHs MikHapoaHoi kommnasii. (Company

5
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f.

history. Growth of a multinational.)

[TmanyBaHHs momanbIIoro po3BuTky kommaii. (Company’s future.)
Jlimepamypa: a) ocuoBHa [1; 3; 10; 12; 14-18; 20; 22];
0) nonarkosa [2; 4-8; 11; 16; 21-30]

Tema 4. Oomin ingpopmauiero. Ilpodyxuin. (Exchanging information.

B o a0 o

—_—

Products.)

Omnuc npoxykuii, BuHaxonis. (Describing products, inventions.)
Po3smipu. Hampsimku. (Information on size and dimensions.)
[epesesennst npoaykuii. (Transporting a product.)
Ipesenrarist mpoaykiii. (Product presentation.)
Peknama. (Advertising.)
Konkypenis. (Competition.)
Sxicte npoaykuii. (Quality.)
Omnuc TenyeHuii, 3min. Onuc rpadikis, mudposux nanux. (Describing
trends. Graphs. Figures.)
3BiT 1po pocsrHeHHs muei. (Report on progress in achieving targets.)
Amnaii3 i nopiBHsiHHS iH(opMaii. 3BiT. (Analyzing and comparing sta-
tistical information. Report.)

Jlimepamypa: a) ocoBHa [1; 3; 10; 12; 14-18; 20; 22]

0) nonatkosa [2; 4; 6-9; 11; 16; 21-30]

Tema 5. 360pu. (Meetings.)

a.

b.

[MigroroBka 1m0 300piB: MOPSIOK JACHHU, YYACHUKH, MiCIle IPOBEACH-
Hi. (Arranging meetings. Agenda. Venue.)
Hasenenns mpo0iiem Ta cnoco0iB ix BupimenHs. (Problems. Alterna-
tives. Solutions.)
Bucnosnenns BrmacHux aymok. O6rosopenHs. (Making your point.
Discussion.)
[IpusnayenHs ninoBux 3ycrtpideir. Posxmax. (Making appointments.
Schedule.)

Jlimepamypa: a) ocaoBHa [1; 3; 12; 14-18; 20; 22]

0) monmatkoBa [2; 4; 6-8; 16; 19; 21-30]
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Tema 6. Ilepezosopu. Ilnanysanna. (Negotiations. Planning.)

a. Iligroromka neperosopis. Yroau. Konrpakru. (Preparing negotiations.
Agreements. Contracts.)
b. Tomyku kommpomiciB y koHuikTHHX cutyanisx. (Looking for com-
promises in conflict situations.)
c. Ilependauenns moxxnmBux HacuigkiB aid. (Consequences of possible
courses of actions.)
d. InanyBanHst MaiiOyTHBOI poGoTu. IlporHoszyBanus. (Future work
plans. Predictions.)
Jlimepamypa: a) ocuoBHa [1; 3; 12; 14-18; 20; 22]
0) monatkoBa [2; 4; 6-8; 16; 19; 21-30]

Tema 7. Hinoei nooopoici. (Business travel.)

a. IligrotoBka A0 MOOPOXKi. 3aMOBIIEHHSI KBUTKIB, KIMHATH, TPaHCIIOP-
Ty. Poskman. (Preparing a business trip. Booking tickets, a room in a
hotel, transport.)

b. MixkyneTypHe cminkyBaHHs. 3Buuai. (Cross-cultural communication.
International social customs.)

c. Binmeimamns xommanii. Cuctemu. [Ipomecu. (Company visits. Systems.
Processes.)

Jliteparypa: a) ocHoBHa [1; 3; 12; 14-18; 20; 22]
0) momatkoBa [2; 4; 6-8; 16; 19; 21-30]

CAMOCTIHHA POBOTA CTY/JEHTIB

Po3BUTOK y CTYZCHTIB HABHUOK CaAMOCTIHHOI poO0TH mependayaeThes i
Yac BUKOHAHHS JIOMAlllHIX 3aBIaHb (YUTaHH:], MEPeKIIa]l Ta IepeKas TeKCTY,
JIEKCUKO-TPaMaTH4Hi BIIPaBH, IMCbMOBHH IEpeKial, MiATOTOBKA IOBiIOM-
JICHb TOIIO 1 KOHTPOJIBHUX POOIT, a TAKOX ITiJ] YaC 1HIMBITyaTbHOTO IIPOCITY-
XOBYBaHHS ayIiOKaceT 1 Meperisiay BileoMaTepialiB.

Oco0muBO BenrKka yBara B CaMOCTIIHIN poOOTi MPUIUIAETHCS IMiArOTOBII
YCHUX TIOBiIOMJICHb, JiaJIOTiB Ta MOHOJIOTIB aHTJIHCHKOI0 MOBOIO, CAMOCTIHi-
HOMY BHBYCHHIO OKPEMUX HHTaHb TEM KYypCY, OIJISIYy PEKOMEHIOBaHOT JiiTe-
paTypH aHIJIIHCHKOI0 MOBOIO, IIEPEKJIaly 3 aHIIIIHCHKOI Ta Ha aHTTHCBKY MO-
BY.

Hanpmclm_u KypCy CTYJCHTH HOBHHHI BMiTH:

3IHCHIOBATH ay[ilOBAHHS OPHIiHAIBHAX PISHOCTHILOBHX TEKCTIB B
MeXax MporpaMHol TeMaTHKH, aHai3yBaTH Ta KOMEHTYBATH MPOCITY-
XaHWH MaTepia;

BeCTH Oecimy-ziaor NpoOJIeMHOr0 XapaKkTepy BiJIIOBIJIHO JI0 Iporpa-
MHOT TEMaTHKH Ta KOMYHIKaTHBHOI (QyHKIIIT;

7
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pOOHUTH caMOCTiiHI yCHI MOHOJOTIYHI TMOBIOMJICHHS aHTITIHCHKOIO
MOBOIO 3Ti/IHO 3 TEMATHKOIO KypCy;

pedepyBati (YCHO Ta MUCHMOBO) OPHUTIHANIBHI PI3HOCTHUIILOBI TEKCTH;
3IICHIOBATH aJICKBATHHIA MIEPEKIIAJ 3 AaHIIIIHCHKOT MOBH Ha YKpaiHCh-
Ky Ta HaBIAaKW TEKCTiB, IO BiIIIOBiAAalOTh TEMATHIII Ta PIBHIO CKIIAJ-
HOCTI Kypcy.

@OPMHU IIOTOYHOI'O TA NIIJICYMKOBOI'O KOHTPOJIIO

[ToTo4yHuit KOHTPOJIb 3HAHB 3AIMCHIOETHCS HIISIXOM YCHOI Oeciny 3a BU-
BYEHHMH TEMaMH KypCy Ta TECTyBaHHSI.

[izcymMKoBUiT KOHTPOJIb 3HaHb IPOBOJUTHCS HANPHKIHII CEMECTpy 3a
YMOBH HasIBHOCTI IMIO3UTUBHUX OLIIHOK MOTOYHOI'O KOHTPOJIIO IILISIXOM IPOBE-
JICHHSI YCHOT'O 3aJIIKY / ICIIHTY.

Ex3ameHaniiiHa KapTKa CKIaIa€ThCs 3 TPhOX MPAKTHYHHX 3aB/IaHb:

YUTAaHHA Ta NepeKa3 TEKCTy BIAIOBIJHOIO HAIPSMKY, MOSCHEHHS Je-
SAKHUX TEPMIHIB,

BiJIbHA O€Cijia Ha 3aMPOMOHOBAHY TEMY KYypCy,

NepeKyIa PeueHb 3 yKPaiHChKOi MOBH Ha aHIIIHCBKY.

BHMOI'H /IO ICIIUTIB

1. [lpoynratn, nepekiacTd Ha YKpalHCbKYy MOBY Ta I€peKa3aTh OpH-
riHanpHul TekeT 00csiroM 1500-2000 apykoBaHHX 3HAKIB.

2. 3po0uTH yCHE MOBIJIOMJICHHS 3a OJIHIEI 3 TEM, BUBUCHUX BIIPOJIOBIK
ceMecTpy. MOHOJIOTIUHE BUCIIOBJIIOBAHHS OOOB’S3KOBO ITOBHHHO BKIIIOYATH
JIEKCUKO-TpaMaTHYHHUI MaTepiall, 3aCBOEHUH MPOTIATOM CEMECTpY, BiJIIOBiIa-
TH MOBHUM HOpMaM, OyTH JOri4HuM i nociigoBHuM. O6csir 10-15 peueHs.

3. YcHO mepekiacTi pedeHHs 3 YKpaiHChbKOI MOBH Ha aHTJIIHMCBKY (3a Te-
MaTHKOI0, BU3HAYEHOIO JUIsl KOXKHOTO erany HaB4aHHs). O0csr nepekiany —
5 peueHb.

Yac na niocomosky — 30 xeunun.

IIHTAHHA JIJI1 CAMOKOHTPOJIFO

1. 3naitomctBo. IlpencraBmenns. Orpumanss iHdopmarii. (Introductions.
Getting information.)

2. 3BepHeHHs OO0 MpareBiamTyBaHHA. (Applying for a job.)

CmiBbecina. (Interview.)

4. Pestome. (Resume.)

W
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10.
11.
12.
13.

14.
15.
16.
17.
18.

19.

20.
21.
22.
23.
24,
25.
26.
27.

28.

29.

30.

Agsrobiorpagis. (CV.)

Tpynosa nisuteHicTh 0co0u. (Personality profile.)

Tenedonni posmosu. IlepenaBanns indopmanii. (Starting calls. Trans-
ferring information. Messages.)

Ipencrasnenns kommnanii. (Company profile.)

Crpyktypa xommanii. (Company structure.)

HisnbHicT koMnanii. (Company activities.)

Icropis xommawii. (Company history.)

3pocTanHs MixkHapoaHoi kommnaHii. (Growth of a multinational.)
[pesenranis nponykiii, onuc. Bunaxomu. (Product presentation, de-
scribing. Inventions.)

[epesesennst npoaykuii. (Transporting a product.)

Peknama. (Advertising.)

Konkypenmis. (Competition.)

Sxicte npoaykuii. (Quality.)

Omnuc tenaeHui, 3miH. Onuc rpadikis, uudposux nanux. (Describing
trends. Graphs. Figures.)

3BIT MpO JOCSTHEHHS Iijied. AHaii3 i mopiBHsHHs iH(opmarii. 3BiT.
(Report on progress in achieving targets. Analyzing and comparing sta-
tistical information. Report.)

[TinroroBka 710 300piB: MOPSIOK AEHHHUH, YYACHUKH, MICIIe IPOBEIICHHSI.
(Arranging meetings. Agenda. Venue.)

[pencraBnenns npodiem Ta crnocobiB ix BupimenHs. (Problems. Alter-
natives. Solutions.)

Bucrnosnennst BiiacHux iymok. Oorosopennst. (Making your point. Discussion.)
Tpu3Hauenns ninoBrx 3ycrpiveit. Poskia, (Making appointments. Schedule.)
[ixroroska neperosopis. (Preparing negotiations.)

Yroau. Kourpakru. (Agreements. Contracts.)

Iepenodauenns moxnuBux Hachiakie aid. (Consequences of possible
courses of actions.)

[InanyBanHs MaitOyTHbOi pobotu. [IpornoszyBanus. (Future work plans.
Predictions.)

[liaroToBKa 10 MOJOPOXKi. 3aMOBJICHHS KBUTKIB, KIMHATH, TPaHCIIOPTY.
Posknan. (Preparing a business trip. Booking tickets, a room in a hotel,
transport.)

MixkyiabTypHe criyikyBaHHs. 3Bu4ai. (Cross-cultural communication. In-
ternational social customs.)

Binsiganus kommanii. Cuctemu. IIpomecu. (Company visits. Systems.
Processes.)
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KOHTPOJIbHI 3AB/TAHHA
Bapianm 1

1. Ilepexnadimv mexcm 3 an2nilicbKoi MOGU HA YKPATHCLKY ma Oaiime
6i0n0gioi Ha 3anUMAaHHA.

IS GLOBALIZATION BAD FOR POOR COUNTRIES?

Globalization is bad for poor countries because it increases inequality and
poverty. By globalization, we mean the economic model that has come to
dominate global policy making since the end of the Second World War. This
includes the neo-liberal economic policies of free trade, financial and capital
market liberalization, deregulation and privatization.

This economic model sees global corporations acting as the engines of eco-
nomic growth, and assumes that the wealth they create will reach the rest of
society. However, its policies keep wealth at the top, force people away from
their traditional livelihoods, prevent access to important social services, and
keep developing countries from improving their social conditions.

This economic model sees financial considerations as the most impor-
tant — in particular, the unrestricted accumulation of human, natural and
capital resources by global corporations.

Globalization does not have to happen. Alternative policies and institutions
have been in existence ever since it began. Globalization is simply a combina-
tion of policy priorities chosen over other alternatives to advance the interests
of those creating the policies.

The failure of the globalization model was best explained by the United Na-
tions in its 1999 Human Development Report: “The new rules of globaliza-
tion and the players writing them — focus on integrating global markets, ne-
glecting the needs of people that markets cannot meet. The process is concen-
trating power and marginalizing the poor, both countries and people.”

Of the largest 100 economies in the world today, 52 are corporations. Also,
the combined value of the sales of the largest 200 global corporations is 18
times the size of the combined income each year of the 1.2 billion people —
24 per cent of the world's total population who are living in severe poverty.

Globalization's success at serving the interests of the few has led to what
the United Nations describes as the “staggering concentration of wealth
among the ultrarich.” Total wealth controlled by people with assets of at least
$1 million rose from $7.2 trillion in 1986 to $27 trillion in 2000.

The rich have certainly become richer, but the poor have either remained as

10
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poor or become poorer. In addition, globalization is worsening the conditions
of poverty, with hunger rising and life expectancy falling.

In the past two years, countries across South America have elected gov-
ernments that are against globalization; their opposition comes from bitter
experience.

(ANTONIA JUHASZ is project director at the International Forum
on Globalization in San Francisco (www. ifg. org). She is also one of the au-
thors of the IFG publication “Does Globalization Help the Poor?”)

Agree or disagree. Give your reasons.
. Globalization is bad for poor countries.
2. This economic model sees global corporations acting as the engines of
economic growth.
3. Globalization is worsening the conditions of poverty.

[

2. Ilepeknadimsb 3 yKpaincvKoi Ha an2niiicobKy Mogy.

MuxaiiinoB — MeHeIKep.

Bin npartoe B komnanii “Koka-koa”.

Moro koMnaHis Ipojiae TOBapH B YCHOMY CBiTi.

MuxaiioB 4acTo 3yCTpiuaeThCs 3 MPEACTABHUKAMU 1HO3EMHUX KOMIIa-
30178

BoHu 00roBOproOrOTH 11iHH, YMOBH OILIATH Ta JOCTABKH.

MuxaitioB mounHae CBiif poOOUYHUl IeHb O JEB’STii PaHKY 1 3aKiHUYE O
LIOCTIi# BeYopa.

L=

W

Bapianm 2

1. Ilepexnadimb mexcm 3 anenilicbKoi MOGU HA YKPATHCLKY ma oaiime
6i0n06idi Ha NUMAaHH L.

IS GLOBALIZATION BAD FOR POOR COUNTRIES?

In our study last year (“Globalisation: Keeping the gains”), we found
strong evidence that globalization is good for poor countries. By globa-
lization, we mean the lowering of tariffs on imports and the lowering of barri-
ers to foreign direct investment (FDI).

A recent World Bank study of 73 developing economies found that, since
1980, countries that increased their ratio of trade to gross domestic product
(GDP) grew almost four times as fast as those that did not. These countries
grew fast enough to reduce the income gap with deve-loped economies; in
other words, they grew much faster than the OECD countries.

11
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Economies with faster economic growth tended also to show a more rapid
reduction in poverty. Of the three main developing regions — Africa, Latin
America and East Asia— the East Asian economies have globalized the
most. They have shown the strongest economic growth and the sharpest de-
crease in poverty. In China alone, the number of people living in poverty de-
creased by 90 million between 1987 and 1998.

There have also been success stories in Africa, the world's poorest region.
In the past 15 years, Uganda has removed trade barriers and opened itself to
FDI. Between 1986 and 1999, GDP growth averaged 6.9 per cent, which is
about the rate a developing economy needs to reduce poverty. World Bank
studies show that the number of people living in poverty in Uganda has been
reduced from 56 to 36 per cent.

Trade helps an economy to grow in several ways. First, it encourages busi-
nesses to specialize and to produce in areas where they have an advantage.
Over time, particularly in poorer countries, this helps them to employ more
people. Second, trade increases the size of the market for local producers. It
also brings in new technologies that can help to increase productivity.

FDI plays a big role, too. Many of the most successful developing econo-
mies in Asia, such as Malaysia, Thailand and China, have been helped by for-
eign companies bringing in new technologies, new skills and marketing know-
how.

Some people claim that FDI is bad for workers. However, a study by the
Institute for International Economics (www.iie.com) shows that foreign com-
panies in low-income economies pay twice the wage that local companies do.
So the argument that foreign companies exploit employees in poor countries
is not true.

In fact, the evidence shows that when countries open up to international
firms, this tends to introduce international labour standards. Our study looked
at Indonesia, where I personally met union groups. I found they preferred
their members to work for multinational companies. The unions said that lo-
cal firms, which do not have these standards, were more likely to exploit local
workers.

(BRENDAN BERNE is director of trade finance at the Department of
Foreign Affairs and Trade in Australia. He is also a director of the depart-
ment's Economic Analytical Unit (www.dfat.gov.au/eau)).

Think and answer.
1. What did economies with faster economic growth tend to show?
2. How did the number of people living in poverty decreased between 1987
and 1998 in China?
What do World Bank studies show?
4. How does trade help an economy?

W
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5. What happens when countries open up to international firms?

2. Ilepeknadimsb 3 yKpaincovKoi na an2niicoKy moey.

1. JoG6poro panky! Moe mpi3sume I'pia. S — npencraBauk dipmu “CMmiT
EeHI K.

2. Y meHne ginmoa 3yctpid 3 IleTpoBuM 0 mecsTiii.

3. Terpos mpamtoe y dipmi “ABroekcropt’. Ll pipma nmpogae aBTOMOOLTI.

4. Atomo0ini ¢ipmu “ABTOEKCIIOPT” BHCOKOI SKOCTI 1 BiAIIOBINAIOTH BH-
MoOTaM 3aMOBHHKIB.

5. Ydopa ¢dipma “ABTOEKCHIOPT” OTpHMaia 3aMOBIICHHS Ha 5 aBTOMOOLIIB
Bix pipMu““‘Cmit eHn K.

Bapianm 3

1. Ilepexnadimv mexcm 3 an2nilicbKoi MOGU HA YKPATHCLKY ma oaiime
6i0n06iodi Ha NUMaHHA.

POLES APART?

Maja laughed when I said I would take a taxi from Warsaw airport to her
flat. “You'll be lucky,” she replied and insisted on picking me up in her Polski
Fiat. When we arrived, her grandmother opened the door and held her hand
out. Naturally, I gave her a firm handshake, which for me has always been a
sign of good manners. I was surprised by her rather frosty reaction. Later, 1
discovered that she had expected me to kiss her hand, not shake it.

At lunch there was much more food than we could possibly eat. This was
typical of the unbelievable hospitality and generosity I experienced over the
next few weeks. When I was asked what I would buy with the currency that I
had had to exchange, I replied that I needed some coffee cups. By the end of
my trip, | had been given three coffee services.

Despite the deprivation, there was an extraordinary spirit and an infectious
patriotism. “All we need are books and potatoes,” said the Polish leader of the
summer school where I was working. Late-night conversations were about
politics and Polish history. I felt embarrassed about how little I knew about
key events, such as the Katyn massacre in 1940, when more than 4,000 Polish
army officers were killed by the Soviets. And unlike my students, I had al-
ways had free access to information.

This was the Poland I experienced in the early 1980s. Now, of course,
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things are very different. The last 20 years have brought massive changes,
which are likely to continue as Poland becomes a member of the European
Union on 1 May.

As business people from central and eastern Europe often point out, it is
important to know something about the area's past in order to be effective do-
ing business there in the present. Yet there is a feeling that this fact is often
overlooked by Western business partners.

Knowledge of the past helps one to understand what I experienced, for ex-
ample. The kiss on the hand is probably a vestige of the Austro-Hungarian
empire; some, but not all, Poles continue this tradition.

Networking skills and flexibility are highly developed in people who
needed them for everyday survival in communist Poland. Poland's history of
foreign occupation means that there is still a strong sense of patriotism among
today's Poles. When you meet business partners from Poland, it is worth
thinking about their age and background. What is their personal or family
experience of the German occupation, the communist era, the Solidarity
revolution or the new capitalism? Which of these factors influence them most
strongly?

In this article, we will look at some of the important factors in business
relations between Germany and Poland.

Think and answer.
1. Why did Maja laugh?
2. What were late-night conversations about?
3. How does knowledge of the past help?

1. IIepexnadims 3 yKpaincokoi na anzniiicbKy moegy.

1. Munynoro wmicsmsg Mii Ipyr OOIHHSB TOcaay MEHEIKepa y HOBii
Gbipmi.

2. MuHYJIOro Micsls MM IIMACAIN KOHTPAKT Ha MOCTaBKY OoOJIa[HAHHS 3
dipmoro “Baitr enx K.

3. 3aBrpa Hami MeHepKepH inyTh Ha Gipmy “Baitr enx K°”, mo6 moamsu-
THCh HOBE O0JIaJHAHHSL.

4. JlBa MeHemkepu Hamoi Qipmu mpuiiMaroTh MicTepa biefika, a iHmi me-
PerisaalTb YMOBH HOBOI YrOIH.

5. 4 3nHaro meHemxepa mi€l GipMu 3 TOTO Yacy, sIK BiH IMOYaB MPAIFOBATH 3
HaMH.
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Bapianm 4

1. Ilepexnadimos mexcm 3 anenilicbKoi MOGU HA YKPATHCLKY ma Oaiime
6i0Nn06i0i Ha NUMAHHAL.

MAKING YOUR CONTACTS WORK FOR YOU

Tina Mitiguy was still unemployed after trying most traditional ways to
find a job last year. Then she was invited by a friend to join www.
LinkedIn.com, an online networking site. A few days later, a manager using
the site saw her online profile and contacted her about a job. The next week,
she was hired.

“I felt just incredibly fortunate at the time, because not only was it a job but
a really good fit for my background,” says Mitiguy, who is 31 years old. She
joined RedMedic, a company in San Jose, California, that creates portable
medical records for patients, as a manager of member services.

The story is more remarkable when one considers that Ken Toren, the vice
president of marketing for RedMedic who contacted Mitiguy, didn't advertise
anywhere for the job. Nor has he considered hiring a firm to find staff for
other positions at the company. So far, he has done all his searching on
LinkedIn.

“When you put an advertisement out, you find some good people,” Toren
says. “If you use a network like LinkedIn, it's a much more trusted environ-
ment.”

A growing number of Internet sites are creating digital webs of people, al-
lowing them to take personal networking to a new level that might be called
“hypernetworking.”  Sites such as  Linkedln,  www.Spoke.com,
www. Tribe.net, www.Ryze.com and www.Friendster.com are free and allow
people to get in contact with a great number of people who might be useful to
them. Some sites provide professional contacts, while others are more socially
focused. Most sites, including LinkedIn, are open to anyone. In all cases, the
sites present an exciting new arena for job seekers.

The concept of such sites is simple. At Linkedln, for example, people join-
ing the site create their own network by inviting the people they know and
trust to become part of a list of contacts. These people, in turn, create their
own networks of contacts, and so the group of people on the site grows in size
and in areas of interest.
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“What we're really doing is creating new media to do the same thing we do
when we meet at a cocktail party,” says Gerry Crispin, a principal of Ca-
reerXroads, a recruiting-technology consulting company in Kendall Park,
New Jersey. He believes that the concept will have a huge influence on the
way people look for jobs, as more people get comfortable using the sites and
connecting up with people they meet online through mutual acquaintances.

The sites could be especially useful for job seekers who want to find con-
tacts who work for a particular company or who are in a certain industry or
profession, because users can search for people using a wide range of criteria.
Many sites also provide users with a kind of networking road map that shows
them how many layers of people they will have to go through to reach a de-
sired contact.

Crispin advises job seekers who use the sites to be upfront about their in-
tentions when asking a contact to introduce them to the next person in the
chain. For example, you might want to get a personal referral for a job from
an employee at a company to increase your chances when you apply for the
position. But he also warns people to read each site's privacy policies care-
fully. “I think there are some privacy issues left unanswered,” he says.

Others stress that, even though a quick search on a site may find you very
good potential contacts, you still need to be prepared to build long-term rela-
tionships. Laura Allen, a co-founder of www.l5SecondPitch. com, a New
York company that teaches networking skills, says many people don't trust
connections made only through e-mail.

On Friendster, she is herself connected to 300,000 people through 17 con-
tacts. “That's not very useful to me, because I'm not going to make contact
with most of those people. They're too far removed,” says Allen. She recom-
mends meeting online contacts in person wherever possible. “They're more
likely to pass on your information if you've met them face-to-face,” she says.

Networking groups that don't have as broad a reach but are more targeted
often offer other services. Some of these groups, for example, have informal
gatherings on a regular basis. Allen belongs to two such sites:
www. CareerChangeNetwork.com, for people considering new career paths,
and www. Dinnergrrls.org, a networking group for women.

When using online sites, job seekers shouldn't forget the basic rules of tra-
ditional networking. There are three top rules that they need to keep in mind
for any kind of networking:

— Remember to say “thank you” to the person who provided an introduc-
tion for you, and send an update of your progress.
— Be clear about what you want. Explain exactly what help you need
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from contacts, and tell them how you could possibly benefit them. You could,
for example, introduce them to people you know who may be useful to them.

— Build relationships before you need them. “If you need a job now, you
need to rely on yesterday's relationships,” says Diane Darling, president of
Effective Networking, a Boston consulting firm.

In the end, a network with hundreds of names will still probably need to
be whittled down, because you can only keep up a limited number of personal
relationships. “All the technology in the world can't beat a personal referral,”
says Darling.

Think and answer.
1. How was Tina Mitiguy hired?
2. What is the concept of digital webs of people?
3. What does Crispin advise job seekers?

2. Ilepeknadimsb 3 yKpaincbKoi Mo6u Ha AH2IICHKY.

1. CeMeHOB Mpallfoe MEHEKEPOM Y HAC Ha (ipMi.

2. Munynoro Micsis BiH 131uB 10 ['epMaHii 00roBoproBaTH yMOBH Maii0y-
THBOT yroau 3 pipmoro “KT”.

3. Hamra ¢ipma nposae mamusu, TeaeQoHHe 001a{HAHHS Ta IHIII TOBAPH B
pi3Hi kpaiHu.

4. MoskHa MeHI neperysiHyTH 1i Katamoru? — Hi. Sl moBuHeH mokaszatu ix
HaIlIOMY T€HEepaJbHOMY JUPEKTOPY.

5. Yyopa My OTpHMaJIH JIMCTa BiJl HAIIMX aHTJIIHCHKHUX mapTHepiB. Un Tpe-
0a MeHI nepeKiIacTy Horo Ha yKpaiHChbKYy MOBY?
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Bapianm 5

1. Ilepexnadimos mexcm 3 anenilicbKoi MOGU HA YKPATHCLKY ma Oaiime
6i0Nn06i0i Ha NUMAHHAL.

KEEPING YOUR E-MAIL IN-BOX EMPTY IS NOT EASY,
BUT IT IS WORTH IT

At the beginning of this year, I was talking to a friend who works in Ire-
land's IT industry. He told me that the country's very successful jobs agency,
the Industrial Development Authority (IDA), had got a new slogan: “Ireland,
knowledge is in our nature.”

Clever, that; and it might partly explain why “knowledge” companies such
as eBay and Google are creating hundreds of jobs in Dublin instead of, say,
Dubrovnik. The new slogan is also clearly an attempt to persuade high-tech
companies looking towards India that they should invest in Europe instead.

Slogans alone, of course, do not deliver jobs. That's the function of strat-
egy, and the current Irish one can be summed up in two words: “bit literacy”.

Ever heard of bit literacy? Well, if we are to believe those who created the
concept, managing one's bits — that is, one's e-mail, files, contacts, calendar,
etc. — is going to be an increasingly essential job skill. This makes sense, be-
cause we're all dealing with more bits every day — and not just spam. Bit lit-
eracy is the ability to manage it all and still be effective. Ireland's IDA hopes
that by offering bit-literate workers to employers, it will get the jobs its com-
petitors are looking for.

Would you like to become a little bit bit literate? I'll show you how to
start; after that, it's up to you, your boss or your educator to make the next
move.

The problem with information is that bits are so easy to create, copy and
send that, without some filtering policy, the value of the bitstream declines
quickly. A perfect example is the e-mail inbox. Many e-mail users are so un-
disciplined about deleting or filtering their mail that the bits flowing in —
spam and genuine mail — make the in-box so cluttered that it has no value
whatsoever.

Keeping the in-box empty, say the experts, is an important step on the way
to becoming bit literate.

Why should you have an empty in-box? Here are three reasons, although
there are many more, of course:
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- Important e-mails get forgotten when they are mixed up with lots of
other messages.

- Time is lost looking for a specific e-mail when the in-box is filled with
hundreds of messages.

- An in-box that is filled with messages that are weeks or months old is
depressing and stressful to look at.

Keeping an in-box empty may sound like a simple thing, but try it and you
will see how difficult it is.

The effort is well worth it, however, as it is impossible to be effective if
you are drowning in data. And the whole point of being bit literate, as I said
at the beginning, is to be a more effective worker.

Ten years ago, when the Internet was beginning to make itself felt in busi-
ness, one of the buzz terms was “keyboard literacy”. The idea that all office
workers, top managers included, would have to learn to type and take care of
their own correspondence was revolutionary in those days.

But people soon saw the advantages of being able to use a keyboard, and
now no one thinks it strange that bosses write their own e-mails instead of
dictating them to assistants. A decade later, bit literacy is the logical next
step.

Think and answer.

1. What is the function of strategy?
2. What is bit literacy?
3. Why should you have an empty in-box?

2. Ilepeknadimsb 3 yKpaincvKoi Ha an2niiicbKy Mogy.

1. HacrynHoro micsiist MM MiJNUIIEMO Yrojay Ha MOCTaBKY OOJaJHaHHS 3
dipmoro “Beiix exn K.

2. ®dipma noyHe rnocrayaty o0JIaJHaHHS Yepe3 MiBPOKY.

3. Ham aupexrop noixas g0 Jlongona. Bin BecTuMe neperoBopH 3 KijbKo-
Ma (ipMaMu IPOTATOM MiCSILIs.

4. Hama d¢ipma 3arikaBnena y npuabanni jgidris. BoHu noTpibHi Ham sik-
HAWIIBUAIIE, TaK SK MU 30UPaEMOCh 3aKIHYUTH OYHIBHUITBO I[HOTO
00’€KTa HACTYITHOT'O MiCSIIs.

5. VY noneninok YepHoB i CMIT 3yCTpiJIHCh, 1 IEPETOBOPH HOYAIUCS.
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Bapianm 6

1. Ilepexnadimos mexcm 3 anenilicbKoi MOGU HA YKPATHCLKY ma Oaiime
6i0n06idi Ha nuManHA.

SENDING MEMOS AND MAKING PHONE CALLS

Memos are business documents that are typically used for giving reports
or briefings within a company. Normally, they are short and concise, although
sometimes they are used to provide an introduction to a short report.

Memos tend to be as formal as business letters but don't normally have an
opening greeting (‘“Dear...”) or closing remark (“Yours...”). Companies usu-
ally have an in-house template for memos, with a specific logo, font, etc.
Memos normally include the following elements: “To:”, “From:”, “Subject:”
and “Date:”. In the pull-out guide (see page 70) you will find an example of a
typical memo.

Memos must explain clearly what they are about. Here are two common
types with example phrases:. A follow-up to a meeting: “As a result of last
week's meeting... ”

. A reminder: “The project should be finished by 22 September.”

At the end of a memo, it is also essential to include one's contact informa-
tion, such as one's telephone number, e-mail address, etc.

Increasingly, telephone contact is being replaced by e-mail, with certain
negative consequences. People often think that they are getting a job done by
sending e-mails. Often, however, what they are doing is simply postponing
action.

Telephoning has clear advantages: it is a better medium for the discussion
of sensitive or complex issues, and it allows you to agree to take immediate
action. (However, it is often best to prepare for discussions of conflicts with
an exchange of e-mails first to allow positions to be clarified.) Also, talking
provides more opportunities for creating a positive working relationship with
your colleagues.

As is true for internal e-mails, internal telephone calls tend to be less for-
mal, less prepared and therefore less professional than external communica-
tion. However, there is a danger of forgetting the “telephone basics” and of
not respecting your colleague sufficiently.

Improve your English by using it on the telephone at least once a day rather
than sending e-mail. Telephoning is a great way to improve fluency and build
vocabulary. Many telephone calls can be seen as a three-step process, as
shown in the box below with examples of the kind of language needed.

You could also add an English version to your voicemail greeting. For ex-
ample, record something like: “Hello, this is Janet Johnson. I'm sorry, but I'm
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not available at the moment. Please leave a message and I'll call you back as
soon as I can. Thanks.”

One of the disadvantages of phone calls is that they potentially disturb col-
leagues who are busy doing other things. That is why it is always important to
check whether the other person has time. Another disadvantage for English-
learners is that telephone calls in a second language can be much more stress-
ful than e-mails.

Think and answer.
What are memos?
What is it essential to include at the end of a memo?
What advantages does telephoning have?

W=

2. Ilepeknadimsb 3 yKpaincvKoi Ha an2niiicobKy Moey.

1. ®ipma morna 3anpornonyBaryu jume 40 ¢akciB 3 HEraifHOI J0CTaBKOIO,
me 60 ¢dakciB ¢ipmMa morojuiaacs IOCTABUTH TPbOMa maprisMu mo 20
(axciB yepe3 piBHI IIPOMIKKH Hacy.

2. ®ipma MOXe HaJaTH CBOi TPAHCIOPTHI MOCIYTH.

3. VYwmosu BnamroByBaiu [lerpoBa, i y BIBTOPOK IpeCTaBHUKK (QipMu Mij-
MUCAIN YTOJy.

4. Mos cexperapka po3MoBIIsuIa 10 TenedoHy 3 MicTepoM BaiitoMm i jomo-
BUJIACh TIPO HAIy 3 HUM 3yCTPid Y ITSITHHUIIIO O JIECATIH paHKy.

5. Ham romoBHMI MeHemxkep cam moige A0 Jlonmona, mo0 JOMOBUTUCH
PO LiHKU T2 YMOBH ITOCTaBKH 00JIaTHAHHSL.

Bapianm 7

1. Ilepexnadims mexcm 3 anenilicbKoi MOGU HA YKPATHCLKY ma oaiime
6i0n06idi Ha NUMAaHH .

JOANNE HESSION: SHOWING WOMEN THE WAY

For Joanne Hession, running a business is the perfect working solution for
women. “You can set your schedule, provide people with jobs they enjoy, and
have working hours that allow a lifestyle with children,” she says. The 33-
year-old Irish business enterprise consultant should know. She is expecting
her second baby in May, but that doesn't stop her from running her company,
R&H Consulting in Dublin, which she set up in 1998.

After getting a business studies degree at University College Dublin and
studying at the city's Smurfit School of Business, Hession spent four years in
chartered accountancy. She then worked in academic research and teaching in

21


http://www.fineprint.com

Dublin, as well as for the charity Concern in Tanzania (she says her motive
was “to give up the rat race”).

After returning to Ireland from Africa, Hession worked for a small training
and business-consulting firm in Dublin for three years. “I told the owner I was
there to learn about how to run a small business. It
didn't stop them from being shocked when I decided to set up on my own,”
she says. “But that's what I really wanted to do.”

Hession's company provides a “Women in Business” programme for 15 en-
terprise boards across Ireland, including the Dublin City Enterprise Board.
Many highranking business people offer their services to these boards at no
cost, providing information and support to those who wish to start up a busi-
ness. Their assistance includes financial support, help with making a business
plan, a programme for young entrepreneurs, and the women's workshops.

At the moment, women entrepreneurs are still in the minority. “One out of
20 women in Ireland runs her own business, as compared with one out of
eight men,” says Hession. However, 21 per cent of Irish small businesses are
owned or managed by women, a higher percentage than in the UK.

Hession's training programme was chosen by the Austrian Institute of Small
Businesses as a model for best practice in 2002. The programme begins by
looking at people's fears about setting up a business, and then helps them to
focus on their aims and the concrete steps that need to be taken. “You have to
write up a business plan, both for yourself and for getting financing,” says
Hession.

The programme also looks at the form the business should take, and at the
various tax, legal and insurance requirements of each form. Other basic issues
covered include managing finances and budgets, improving customer service
and selling skills, mastering time management, presenting oneself effectively
and getting funding.

Issues that specifically confront women form an integral part of the pro-
gramme. The reason for that is obvious: “There are more barriers for women
setting up a business than for men,” says Hession. “These include the issues
of acceptance and men's attitudes to women. We'd love to think these issues
aren't there, but they still are.”

Think and answer.
1. What is running a business for Joanne Hession?
2. What does Hession's company provide?
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3. How does the programme begin?

2. Ilepeknadimsb 3 yKpaincovKoi na an2niicoKy moey.

1. MeHemxepr 00roBOPIOIOTE YMOBH KOHTPAKTY 3 CAMOI'O PaHKY.

2. Mu xymyemo obOagHaHHS y 1i€i hipMu yxKe TBa pOKH 1 TyXKe 3aJ0BOJICHI
HAIIIAM CITiBPOOITHUIITBOM.

3. HemopaBHo My moyanu ciiBpoOitHHYATH 3 BipMoro “Biiek eHa K°”. Mu
HIKOJIM HE Mk CIIpaBy 3 Ii€to (ipMoro paimre, ane O6arato mpo Hei dy-
I,

4. Mu BuUpIIIMJIM PO3MICTHTH 3aMOBJCHHS Ha IIOCTaBKY JIECSITH
KOMII FOTEPIB.

5. Mu 3amikaBuIKCs 1€ MOJICIUTI0 KOMIT IOTepa, OCKUIBKH BOHA BiOBi-
Jla€ HAIIUM BUMOTaM, 1 I[liHy MU BBKAEMO JIOCUTH HPUHHSITHOIO.

Bapianm 8

1. Ilepexnadimv mexcm 3 aH2RiNCLKOT MOGU HA YKPATHCLKY ma Oaiime
6i0n06iodi Ha NUMAHHA.

TAILORED TO FIT?

Do you remember the business suit you bought for your first job inter-
view? It's very likely that the suit no longer fits. Probably, it's out of fashion,
it doesn't represent the person you are today, or it isn't suitable for the posi-
tion you hold now. In much the same way, your management skills may also
be out of date.

One way to learn about the latest developments is through executive edu-
cation — short courses designed specifically for experienced managers. Busi-
ness schools, consulting firms and trade organizations all offer management
development courses. Many companies also offer courses to their own em-
ployees. Here's a guide to choosing courses that are suited to your needs.

Unlike MBA programs for managers, executive courses do not gene-rally
lead to a degree. Executives can choose between open programs and custom
(also called customized) programs. Open programs are like buying a suit off
the rack: there is a wide selection and something for every taste. This type of
management training course is open to executives from all companies, with
the advantage that executives are often more open when dealing with peers
from other companies than with people from inside their own firms. When
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participants come from different countries, this can also provide in sights into
how problems are solved in other cultures.

“It was the diversity of subjects and opportunity for interaction with a
large number of participants that influenced my decision,” says Anton Herbig,
senior vice president of global manufacturing at GlaxoSmithKline, who at-
tended the open program “Orchestrating Winning Performance” at IMD in
Lausanne, Switzerland (see page 80).

Custom programs are open programs that have been adapted to suit a par-
ticular company or industry. The most successful corporate education provid-
ers now tailor their programs to each individual client. “A transformation of
the custom program market is taking place,” says David Miller, director of
business development for Duke Corporate Education in Durham, North Caro-
lina. “Most of our work is in response to a real business issue, one that is a
problem for a company. It is not just about education or training. What is im-
portant to the client company is whether or not the business issue or problem
gets solved.”

When companies want an even higher degree of specializion in training,
they create their own training centers, academies or corporate universities
(CU). The first was General Electric's Corporate Business School, established
in the 1950s; now there are more than 2,500 CUs worldwide. These acad-
emies offer training in management development as well as corporate culture.

Most corporate universities also offer courses that are open to managers
from outside the company. It is not only multinational firms that establish
corporate universities, says Torsten Groth from the Corporate University
Learning Network, an association of CUs in Europe. Large, family-owned
businesses, too, often prefer to develop their own management training.
“Their attitude is, 'We don't need advice from outside; others can learn from
us,” says Groth.

Think and answer.
What is one way to learn about the latest developments?
. What do executive courses generally lead to?
3. When companies want an even higher degree of specializion in training,
what do they do?

N =

2. Ilepeknadimsb 3 yKpaincvKoi Ha an2niiicbKy Mogy.

1. Ilix yac meperoBopiB MpoJaBIi HAJAIM HaM 3HIKKY 2 %, TOMY 11O Ie
OyJio mepiie Haille 3aMOBJIICHHS, 1 (ipma Oysa 3aiiKaBjcHa B TOPTOBHX
KOHTaKTax 3 HaMH.
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2. Mu Oy IiJKOM 3aJ0BOJICHI NIEPEroBOpaMHU 1 B MallOyTHROMY YEKaeMO

rapHUX JiTOBHX CTOCYHKIB 3 (ipmoro “Brex enx K.

Mu 3HanH, 110 HaM JIOBEIEThCS OTOIUTHCS HA yMOBHU (ipMH.

4. Jupexrop GipMH CIOIIBA€ThCS, IO MAPTHEPH IIOTOISTHCS HA MPOBE-
JICHHSI IEPErOBOPIB HACTYITHOT'O THIKHSL.

5. Cexperapka NoILiKaBHJIACh, XTO Ma€ MPUHHATH MicTepa bpayHa.

W

Bapianm 9

1. Ilepexnadims mexcm 3 anH2nilicbKoi MOGU HA YKPATHCLKY ma oaiime
6i0n06i0i Ha NUMAHHAL.

A WINNING PERFOMANCE

On the third day of the executive education program, an Arab bank man-
ager comes to lunch rubbing his hands in satisfaction. He's just held “very in-
teresting” talks on financing a venture to export handmade furniture to Eng-
land.

The banker is one of more than 300 people attending “Orchestrating Win-
ning Performance”, a six-day course at IMD (Institute for Management De-
velopment) on the shores of Lake Geneva. Managers from 50 countries have
come together to study various business issues and developments, to ex-
change ideas with other executives, and to make business contacts.

Lectures, group work, discussions, and case studies make up the formal
part of this open enrollment program. During a class on the psychology of ne-
gotiations, George Kohlrieser, an American expert on hostage negotiations,
holds an imaginary gun to his head. In the role of a hostage-taker, he shouts,
“I'm going to kill you!” Then, as the hostage, he begs, “Wait! Give me just
five minutes! I have a wife and children!” “No!” Kohlrieser shouts as the hos-
tage-taker. “I'm going to kill you now!” “Please, wait just three minutes...”

Kohlrieser takes a deep breath and looks around. “Are these negotiations
going well?” he asks. Most of the people in the classroom are too shocked to
answer. “Yes!” Kohlrieser says. “The hostage is still alive!” After bringing
the situation to a satisfactory ending (the hostage goes free), Kohlrieser draws
parallels between the psychology of the hostage situation and conflicts at
work.

Managing conflicts, reducing costs and leading multicultural teams are
some of the subjects executives can choose from during the program. With
people from so many countries attending, discussions of cultural differences
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take place outside the classrooms, too. After dinner, groups compare national
stereotypes. “In the Netherlands, we're very curious,” says a marketing man-
ager for a Dutch beverage company. “For example, I'll walk right up to any-
one and ask, “What do you do?”

The vice president of finance from an Indian technology company replies
that it's not possible to generalize about people in India. “There are 17 official
languages,” he says. “Tell me what town you're working in, and I can tell you
what it's like to work with the people there.”

The following day, during a seminar on customer orientation, lecturer
Jacques Horovitz, himself a director of an international hotel chain, asks the
executives how they see their customers. A Ukrainian manager of a shoe store
complains that returns are a real problem in his country. “People return shoes
that are a year old,” he says. “Hmm, why not try a shoe subscription service?”
asks Horovitz. “Charge a price that will cover the exchange for a new pair
every year.” For a moment, the only sound is that of pens writing on paper.
Has the idea inspired the managers to offer a similar service in their own
businesses?

On the final evening, a dinner cruise with live music is planned as a relax-
ing way to close the program. Yet none of the executives on board seem to be
listening to the jazz band. They are all too busy talking.

Think and answer.
1. What is “Orchestrating Winning Performance”?
2. What makes up the formal part of this open enrollment program?
3. What subjects can executives choose from during the program?

2. Ilepeknadimsb 3 yKpaincovKoi na an2niiicoKy moey.

1. Tomap He Oym0 ITOCTaBIEHO BYaCHO, TOMY IO Y (ipMu OyIo 3aHanTo Oa-
raTo 3aMOBJICHb.

2. HacrtynHoro poky ¢ipma 30MpaeThCcsl MPEICTaBUTH Ha CBITOBHI PHHOK
HOBY MOJIEJTb KOMIIT FOTepa.

3. Hamoro MeHemkepa 3alMTaNlH, Y4 BUKOPHCTOBYETHCS e HOBUI METOJ
y IPOMHCIIOBOCTI.

4. Bawm cmig Oyno mMpWTH paHimie, OCKUTBKH OOTOBOPEHHS NHUTaHHSI, SKE
Bac nikaBuTh, yke moqansocs.

5. o mpomo3umii Mae OyTH T0JaHO KaTaJloT, a TAKOXK TEXHIYHI XapaKTepH-
CTHKHU MaIllHU.
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Bapianm 10

1. Ilepexnadimos mexcm 3 anenilicbKoi MOGU HA YKPATHCLKY ma Oaiime
6i0Nn06i0i Ha NUMAHHAL.

CONSULTANTS CAN TURN MANAGERS INTO SLAVES

For a long time, critics have argued that psychotherapy makes things
worse, not better. Therapists, they say, reduce the dignity, autonomy and
freedom of those who come to them for help. They force people to behave ac-
cording to the ideas of others and to believe things about themselves and their
experiences that are simply not true.

Therapy may promise liberation, but its critics argue that it enslaves. In-
deed, the more extreme critics say that it is a form of political control. It
makes people believe their problems are caused not by society, but by their
own behaviour. It persuades them to act in a more conformist way.

Even worse, if that is possible, some therapists encourage dependence.
Through a number of wellknown processes such as transference, they make
sure their patients remain patients, unwilling or unable to make any decisions
without consulting their psychotherapists first.

Now replace the word “psychotherapist” with “management consultant”. Is
management consulting a form of social control? Do consultants encourage
dependence?

Management consultants are, of course, easy targets in the same way that
therapists are. Many people resent both their power and the money they earn.
And the charlatans, though hopefully fewer in number than the real profes-
sionals, are often more memorable.

There are many reasons why managers become dependent on consultants.
Consultants can offer unusual (and sometimes correct) insights into the busi-
ness. They can write smart reports that help in high-level discussions. They
can do the dirty work of sacking people. A consultant can, in short, be a very
helpful (if very expensive) “friend” of management.

Charlatans encourage dependence by promising more than they can deliver.
They let the helpless and hopeless manager believe that there is a silver bul-
let: all one has to do is to sell this manufacturing plant or outsource that ser-
vice, and all will be well.

Consultants are also good at giving bad news. Weak managers can hide be-
hind them when they recommend downsizing or restructuring, but such help is
often needed again and again.
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Consultants also know how to behave. Quiet wisdom, privileged insight
and clever judgement is what both therapy patients and management clients
want. They want to know that problems can be solved.

It is not difficult for consultants, like therapists, to make clients see the

world as they do. They can easily persuade them that things they used to think
were good are in fact bad. They can set up processes that bring powerful re-
sults, and the clients will need them periodically to support these new ideas.

Most managers have met others who seem unable to make even simple

decisions on personnel (hiring, firing, promoting) without first consulting
their guru. They seem enslaved, not liberated, by their contact with manage-
ment consultants.

w -

—_—

Think and answer:

. Why does psychotherapy, in critics opinion, make things worse?

Why do managers become dependent on consultants?
How should consultants behave?

2. Ilepeknadimsb 3 yKpaincvKoi Ha Au2niticbKy MOgY.

Micrep Biiex noBijjomuB, 1110 3aMOBJICHHSI HE MOKe OyTH 30UIbIIEHE /10
50 mammH.

Mu Oynemo BsiuHi, sikiio Bu Hamiumiere Ham Bamry npomosuiiiro Ha
kom’torep mozeni EC10.

Jsxyemo Bam 3a nucra Bij 7 KBITHS ..., y sikoMy Bu mpocure mosi-
JIOMUTH TTOPOOUIII OJI0 I[iH HA HAIIl KOMII FOTEPU T4 YMOBH MTOCTaBKH.
[MpencraBHuk ¢ipMu cka3aB, O iM JIOBEJIOCS MiAHATH I[IHW Ha
KOMIT'FOTEpH, 1 BOHM HPOIIOHYIOTh HAM CBOI KOMIT FOTEPH 32 BHIIOKO Iii-
HOIO, aJIe Ha JIy)Ke BUTIAHUX YMOBAX MOCTABKH 1 IUIATEXKY.

S nymaro, MO0 MU 3MOYKEMO BHUPIIINTH MUTaHHS PO ITOJAJIBIII 3aMOB-
JICHHSI TICIISI TOTO, SIK YBa)KHO BUBYMMO HOBI LIHU (ipMHU.
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