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BBepgeHme

JlaHHOE TToCcOoOME SIBISIETCS YacThlo YU4eOHO-METOANYECKOTO KOM-
TieKca OUCUMIUIMHBI «AHTIMICKUN S3BIK B cepe cepBUCa», KOTO-
pas u3yvyaercs CTyAEHTaMU IO BbIOODY. JMcuUIIMHA NPEenojaércs Ha
MPaKTUYECKUX 3aHATUSIX U TTPEATIoNaraeT MojydyeHre 3HaHU o Crelu-
(buke ycTHOTO U MUCHMEHHOTO OOIIEHUST C UTHOCTPAHHBIMU KIIMEHTAMU
B cdhepe TOCTUHUYHOTO U TypUCTUUYECKOro OusHeca, popmMupoBaHue
peyeBbIX HaBBIKOB M YMEHHUI1 B CUTYyaLUaX NPodeccCMOHaIBHOTO o0LIe-
HUS B JaHHOM cepe.

IlepBas yactb mocobus HaleleHa Ha (OPMUPOBAHKUE YCTHOU pedyu
MOCPENCTBOM YCBOEHUSI CTYIEHTAMM CIIELIMAIbHON JIEKCUKU U PEYEBBIX
KOHCTPYKIIMH B TIPOIIeCcCce BOCIIPUSITUSI PeUr Ha CIyX, YTEHUSI U TOBOpE-
Hus. Bropas yacTb mocoOus MocBsileHa MMCbMEHHOW peur U MpeArnoia-
raetT oOyuyeHNe HaBbIKaM HaIlMCaHUs IEJOBBIX MUCEM, PE3IOME, a TaKXKe
paborty ¢ nokymeHTamu. [Ipennaratorcst mpuMepsl JOKyMEHTOB, 3aJaHUST
JIJISI CAMOCTOSITEIbHOI pabOThI U CIIUCOK CTPAHULL B UHTEPHETE, KOTOPbIE
MOTYT 0Ka3aTh CTYJICHTaM HEMaJTyIO MOJIb3y MPHU MOATOTOBKE JOMAIIIHUX
3ananuii. O6e yacTy mocoOusI MOXKHO UCTIOB30BaTh KaK B COUETAHUU 10
COOTBETCTBYIOIIMM TeMaM, TaK U pa3iesIbHO.

Henp nanHOW AUCUUTUTMHBI — (POPMUPOBAHUE TOTOBHOCTU CTYICH-
TOB K MpodeccuoHaNbHOM AesiTebHOCTU B chepe cepBrca U TOCTUHUY-
HOTO TypU3Ma.

B 3apaum Bxonurt ciienyrolee:

* obecrieueHne CUTyaTUBHOTO U MPAKTUKO-OPUEHTUPOBAHHOTO XapakK-
Tepa o0yYeHUs;

* (hopMUPOBAHUE CUCTEMBI 3HAHU, MO3BOJISIIONIEH OPUEHTUPOBATHCS
B KOMIUJIEKCE MPAarMaJIMHIBUCTUYECKUX TTPOOJIEM;

* (hopMUpOBaHUE U Pa3BUTUE KOMMYHUKATUBHO-PEUEBBIX YMEHUU U
HaBBIKOB YCTHOTO OOILIEHUST HA aHTJIMIACKOM $I3bIKE B IPOLIECCE MPO-
(beccuoHanbHON KOMMYHUKALIMU W B3aUMOJACMCTBUS ISl PEILICHUS
IOCTAaBJIEHHOM 3a/1a4i B KOHKPETHOM PEUYEBOI CUTYaLIUU;

* (hopMUpOBaHUE U Pa3BUTHE YMEHUII U HaBBIKOB COCTAaBJICHUS] HAa aH-
TJIMIICKOM SI3bIKE M TePeBOJIa Ha PYCCKUI SI3bIK NIEJIOBOM TOKYMEHTA-
LIMU B 00JIACTU TOCTUHUYHOTO U TYPUCTUYECKOTO OU3Heca.




B pesynbrate u3ydeHmst yaeOHOTO Kypca:

CTYIIeHT JI0JZKEH 3HATh:
0COOEHHOCTH YCTHOTO UM TIMCBMEHHOTO JIEJIOBOTO OOIIeHus B chepe
TypHU3Ma U TOCTHHUYHOTO CEPBUCA;
SKaHPOBBIE TPYIITE OGHUIINATBHBIX JOKYMEHTOB;
JIMHTBOCTUJIMCTUYECKHE OCOOCHHOCTH JIEJIOBBIX TOKYMEHTOB B TOCTH -
HUYHOM U TYPUCTUYECKOM OM3HECE Ha aHIJIMIMCKOM SI3BIKE;
3HaTh CYIIECTBYIOIIME OTPAC/IeBbIE CJIOBApU, SHIIMKIIONEANN U YMETh
HX UCII0JIb30BaTh B LIEJISIX IIEPEBOA;
crennuKy MOCTPOSHMS TEKCTOB B JaHHO cdepe.

CTYIEHT J0J/LKEH YMETb:
(opMyaupoBaTh Liejib AEJIOBOr0 OOILEHUsI B COOTBETCTBUM C HOpPMa-
MM O(PUILIMATBLHO-IEIOBOTO CTHIISI aHTJIUICKOTO SI3BIKA W OIIPEACIISITh
KOMMYHHUKATUBHYIO CUTYaIIo;
CTPOUTH AUATOTUICCKYIO 1 MOHOJIOTMIECKYIO peYb B OCHOBHBIX KOM-
MYHUKATUBHBIX CUTYyallUsIX OOIIEHUS B cpepe Typu3Ma M TOCTUHUI-
HOTO CepBUCa;
COCTABJISITh JICJIOBBIC IOKYMEHTHI B COOTBETCTBUM ¢ HOpMaMu O(PUIIM-
aJIbHO-/IEJIOBOTO CTUJISI aHTJIMIACKOTO sI3bIKa, @ UMEHHO:
HCIIOJIb30BaTh COOTBETCTBYIOIIYIO KOMITO3MIIUIO U CTPYKTYPY TEKCTa;
yHOTPeOJISATh ONpeAe/eHHbIC SI3bIKOBbIC AMHMIIBI, B T. 4. 11a0JIOHHbIE
(pasbl, yCTOMUMBBIE CIOBOCOYETAHUS U CPEACTBA BBIPAKEHMS T10J10-
KUTEJIbHBIX SMOIINIA, B XapaKTepHOI KOMMYHUKATUBHOW CUTYaIlUH;
obecreyrnBaTh CEMAHTUYECKYIO CBSI3HOCTh M BHYTPUTEKCTOBYIO 1ie-
JIOCTHOCTB;
BBIOMpPATh JIMHTBUCTHYECKIE CPEACTBA B 3aBUCUMOCTH OT KOHKPET-
HOTO KOMMYHUKATHBHOTO HaMepeHUs BO3IEeCTBOBATh Ha aapecaTa
B COOTBETCTBUM C JIMHTBUCTUUCCKUMHU U SKCTPATTMHTBUCTUUECCKUMU
00CTOSITEIbCTBAMU PEUYEBOM CUTyalluM (COIMAIbHBIC, TICHXOJIOTH-
YeCKHe M T.I1.) B COOTBETCTBUM C HOPMaMH O(MUIIMAIBHO-IEIOBOrO
CTWJISI aHTJIMICKOTO SI3bIKa;
YYUTBIBATh CIIELIM(MKUKY KOHKPETHOI'O aapecara, KoTopasi IpeacTaBlie-
Ha 3KCTPAJIMHIBUCTUYECKUM (DOHOM OOIICHUS;
apryMeHTHPOBATh CBOU JCHCTBUSI,
MEPEHOCUTD U3BECTHBIC 3HAHUS U HABBIKM, [IPUEMbI OOLIEHHUSI B YCJI0-
BMSI HOBOM KOMMYHUKATUBHOM CUTyallMK, TPAHC(OPMUPYsI UX B COOT-
BETCTBUHU CO CIIELIM(PUKOI €€ KOHKPETHBIX YCIOBUIA.
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CTYIEHT JI0JKEH BJIaJIeTh: THOCTPAHHBIM SI3IKOM KaK CPEACTBOM IPO-
(hbeccuonanbHOrO 001LIEHUS B chepe Typru3mMa U TOCTUHUYHOTO CepBUCa.

DopMbI KOHTPOJIS

DopMoOil TEKyILIEro KOHTPOJS BBICTYIAIOT MHIMBUAYaJIbHbBIC 10-
mamrHue 3amanus (M3), KoHTpombHBIE paboThl. MHIWBUOyadbHBIC
JIoOMalllHUe 3aJaHusl 3aKJII0YaloTCsl B padOTe C TEKCTaMU, BBITTOJHEHUU
3aaHUI K HUM, TIEPEBOJIE CJI0B, HATTMCAHUM IEJTOBBIX ITHCEM U pe3loMe,
MOATrOTOBKE Mpe3eHTaLIU 110 MpeaI0XKeHHbIM TeMaM. KpoMe Toro, KoH-
TPOJIb 3HAHMIA MO TMpPeAMETY IpearnojaraeT NpoBepKy HaBLIKOB YCTHOM
peuyu B hopMe CUTYaTUBHBIX AMAJIOTOB U MOHOJOTOB, MOJMJIOTOB (po-
JIEBBIX UTP). TakKe TIPOBOAUTCS TIPOBEpKa HABBIKOB MCHMEHHON peun
(BBIMOJIHEHUE MEPEBOJOB TYPUCTUUYECKUX TEKCTOB, HAITMCAHUE JIeJIOBBIX
TYPUCTUUECKUX TOKYMEHTOB). Hike mpencTaBieHbl KpUTEPUU Y HOPMBI
OIICHKH B COOTBETCTBUU C 0AJUThHO-PEUTHHTOBOI CHCTEMOIA.

dopma
Kpurepun 1 HOpMbI OLIEHKU
KOHTPOJIS
W3 (BbI- Kpurepun: rmosHOTa BHIITOJHEHMS ¥ KOJIUYECTBO JIEKCHU -
MOJIHEHUE KO-IpaMMaTUYECKUX OIIMOOK.
3aaHui 2 basuta: 3alaHUE BBITIOJTHEHO MOJIHOCTBIO U 6€3 OLIMOO0K;
K TEKCTY, 1 Gajut: 3amaHKe BBIIIOJIHEHO ITOJIHOCTBIO, IIPUCYTCTBYIOT
nepeBoj 1-5 ommbku; O 6anIoB: 3a1aHUE HE BLITTOJTHEHO WJIU B HEM MPU-
UT. I.) CYTCTBYIOT 0oJiee 5 ook

W3 (Hanu- [Kputepuu: MoaHOTa BHIMOJIHEHUS U KOJIMYECTBO JIEKCUKO-TPaM-
caHWe NIeJIo- |MaTMYeCKUX OIMOOK; COOTBETCTBUE HOPMaM OUIIMATTbHO-TIe-
BBIX TTMUCEM)  |JIOBOTO CTWJIA. 5 GAJIJIOB: 3aaHUE BBITTOJIHEHO TTOJTHOCTHIO U 0€3
o1IMO0K, COOTBETCTBYET HOPMaM O(UIIMATbHO-IEJI0BOTO CTUJIS;
4 Gayna: 3amaHue BBITIOTHEHO MTOJIHOCTHIO, TIPUCYTCTBYIOT 1-3
OIKUOKU, COOTBETCTBYET HOpMaM O(ULINATBHO-/IEJI0BOTO CTHIIS;
3 Gajuia: 3a1aHKe BBITTOJHEHO YaCTUIHO M,/ WJIU IPUCYTCTBYIOT
4-5 ommbOK, COOTBETCTBYET HOPMaM O(DUITNATTEHO-ETIOBOTO
CTWISI; 2 Oajula: He COOTBETCTBYET HOpMaM O(UILIMATbHO-AEI0BO-
ro CTWJISI U/WJI TIPUCYTCTBYET OoJiee 5 olnbok; 1 6a: 3agaHue
BBITIOJTHEHO YaCTUYHO, HE COOTBETCTBYET HOpMaM OpUITaITb-
HO-/IEJIOBOTO CTUJISI, COAEPKUT Oostee 5 ommmbok; 0 6ayuioB: 3a1a-
HME He BBITTOJIHEHO

a3 Kpurepuu: coorBeTcTBHE TPEOOBAHUSIM YCTHOIO COOOIIECHUS
(YCTHBIM WJIM TIpe3eHTalMu. 5 0alsIoB: paboTa COOTBETCTBYET BCEM Tpe-
JTIOKJIa]1) O6oBaHMAM; 4 O6alia: paboTa COOTBETCTBYET 3 TpeOOBaHUSIM; 3

Oasuta: paboTa COOTBETCTBYET 2 TpeOoBaHUsIM; 2 Oajuia: paboTa
COOTBETCTBYET | TpeOOBAHUIO;

1 6ann: He cOOTBeTCTBYET TpeboBaHUAM; () OAJTOB: 3aHaHNe HE
BBITTOJIHEHO




W3 (ripe-
3eHTALINS,
TPOEKT)

Kputepuu: coorBeTcTBUE TPeOOBAHUSIM MPE3EHTALIMU U TTPOCK-
Ta. 10 6anIoB: paboTa COOTBETCTBYET BCeM TpeboBaHUsIM; 9 Oa-
JIOB: paboTa COOTBETCTBYET 7 TpeOOBaHMSIM; 8 GasIOB: paboTa
COOTBETCTBYET 6 TpeOOBaHUSIM; 7 GaIOB: paboTa COOTBETCTBYET
5 TpeGoBaHuUsAM; 6 Ga/UTOB: paboTa COOTBETCTBYET 4 TpeOOBAHU-
sM; 5 6aIoB: paboTa COOTBETCTBYET 3 TpeOOBaHUSIM; 4 Oajuia:
paboTa COOTBETCTBYET 2 TpeboBaHUsIM; 3 Oajiia: paboTa COOTBET-
cTByeT | TpeboBaHMIO; 2 Gajuta: paboTa YaCTUYHO COOTBETCTBYET
1 TpeboBaHMIO; 1 Ga/UT: HE COOTBETCTBYET TpeboBaHUSIM; () Oas-
JIOB: 33JlaHK€ HE BBITTOJIHEHO

W3 (acce)

Kputepumn: coorBeTcTBIE TpeOOBaHUAM 3cce. 5 6aoB: padboTa
MOJHOCTBIO I COOTBETCTBYET BceM TpeOoBaHUsIM; 4 Oasia: paboTa
COOTBETCTBYET 3 TpeboBaHUSAM; 3 6auta: paboTa COOTBETCTBYET

2 TpeboBaHMIM; 2 Gaa: pabota coorBeTcTBYeT (-1 TpeOoBaHMIO;
(0 6asu10B: 3aJaHKE HE BBITTOJIHEHO

KoHTposb-
Hasl paboTa
(B cocTaBe

YMKI)

Kputepuu: konuecTBo MpaBUIbLHBIX OTBETOB B TECTE MHOXE-
cTtBeHHOTO BhIOOpa oT 0 10 10. 10 6amios: 10 npaBUIbHBIX OTBE-
TOB; 9 6ajU10B: 9 IPaBWILHBIX OTBETOB; 8 OA/UIOB: 8 IMPaBUIbHBIX
OTBETOB; 7 6a/lJIOB: 7 MpaBUILHBIX OTBETOB; 6 GaIOB: 6 Mpa-
BUJIbHBIX OTBETOB; 5 0aJIJIOB: 5 IpaBUJIbHBIX OTBETOB; 4 OaJiia:

4 MpaBWIBHBIX OTBETA; 3 6ayia: 3 MpaBWIBHBIX OTBETA; 2 Oaja:
2 NpaBUJIbHBIX OTBeTa; 1 Oayt: 1 mpaBuIbHbIN oTBeT; () 0aII0B —
(0 TIpaBWJIbHBIX OTBETOB

Monosnor

Kpurepuu: cootBeTcTBIE TeMe, TEKCUKO-TPAMMATHIECKOe
oopmiieHre peun. 5 0a/UI0B: MOHOJIOT COOTBETCTBYET TEME, COfIep-
JKUT He 0oJiee 1 ommoOKuy; 4 6ajiia: MOHOJIOT COOTBETCTBYET TEME,
CONEPXKUT 2-3 o1MOKK; 3 GaJijia; MOHOJIOT COOTBETCTBYET TEME,
COIEePXKUT 4-5 ommMoboK; 2 6ajyia; MOHOJIOT COOTBETCTBYET TEME, CO-
JIEp>KUT OoJjiee 5 o1moOoK; 1 AT MOHOJIOT He COOTBETCTBYET TEME,
conepxuT doiee 5 o1nbok; 0 0aIoB: 3agaHre He BBITTOJIHEHO

Hwnanor,
poJieBast
urpa

Kputepuu: coorBeTcTBIE TEME, TEKCUKO-TPAMMaTHUECKOE
oopmiieHue peuu, paboTa B rape (KoMaH/e). 5 6alioB: 3a1aHue
COOTBETCTBYET TeMe, BBITTOJIHEHO B Mape (KOMaH/Ie), CONEPKUT He
Oosiee 1 oIIMOKM JIJ1sT KaXKI0T0 ydacTHHUKA; 4 OaJijia: COOTBETCTBYET
TeMe, BBIMOJIHEHO B Mape (KOMaH/Ie), COAEPXKUT 2-3 OIIMOKU;

3 Gasuia: COOTBETCTBYET TeMe, BBITIOJTHEHO B Mape (KOMaHJe),
COIEPKUT 4-5 o1nO0K; 2 Oajia: COOTBETCTBYET TEME, BLIMIOJIHEHO
B nape (KoMaHjie), COAepKUT dosiee 5 omunboK; 1 6asut: He cooT-
BETCTBYET TEME, HET pabOThI B mape (KOMaHE), COAEPKUT Ooiee

5 omn6ok; 0 GaIoB: 3aaHUe HE BBITTOJHEHO

®opma NpoMeKYTOYHOM ATTECTAMI

®opMoif TPOMEXKYTOUHOM aTTecTaly sBisieTcs 3a4eéT. OreHuBa-

HHE IMPOU3BOAUTCA I10 6aJ'IJ'IBHO—peI7ITI/IHFOB0ﬁ HmKaJie. an/I nojcuére

0aJ/uIOB YYMTBIBAETCS ClIeAyIolee: ayauTopHas paboTa (BBITIOJHEHUE

y‘IeﬁHLIX 3alaHUM aAyJUTOPHOTIO SaHHTI/IH) , BBIITIOJIHEHUC MHIANBUAYAJIb-




HBIX JOMAIITHUX 3aIaHU i, TBOPUECKUE paObOTHI (COCTaBIeHUE TUATIOTOB 1
MOHOJIOTOB, TTMCbMEHHBIE paObOThI, TIPE3eHTAIlMM, YCTHBIE COOOIICHUS,
MMChMa U IIPOSKTHI).

Memoouueckue pexomenoauuu
045 npenodasamenst no OP2AHU3AUU 3AHAMUIL

AyIUTOPHYIO pabOTy peKOMEHIYeTCsI CTPOUTh B COOTBETCTBUM C IPENI-
JoxeHHbIM TropsinkoMm TeMm. Kaxmas tema (Unit) mpemgBapsieTcsi peko-
MeHzamusivu K eé m3ydennio (Recommendations for study): 3amaum, rraH,
3HaHUS, YMEHUsI, HaBbIKM, CChLJIKA HA COOTBETCTBYIOLIMIA pa3aes camo-
CTOATEJIbHOI padOTHI M METOAMIECKNX YKA3AHMIA 110 OPraHW3aIMi HHTEpPaK-
THBHBIX (popm padoTsl (Individual Study). B xone npernomgaBanust naHHoO
JUCUUTUIMHBI UCTIONB3YIOTCS CAEAYIOIINE TEXHOJOTUMU.

TexHosornsi TPAIUIMOHHOTO OOYYeHHs ITOApa3yMeBacT ITPOBEACHUE
MPAKTUIECKOTO 3aHATUS C MCIIOJIb30BAHWEM HATJISIHBIX U CJIIOBECHBIX
METOI0B O0YYEHMST, UHAUBUIYAJIbHBIX JOMALIHUX 3aJJaHUA.

NuTepakTuBHble GopmMbl pabOThl MTOMOTAIOT CMOJEIUPOBATH CUTY-
aluu npodeccuoHalbHOro o0IIeHUsT B cepe TypusMa, KOTOpble TMo-
3BOJISIIOT AKTMBU3MPOBATh TMOJIydeHHbIE 3HAHUS SI3bIKa U IepeBoja.
B Takux ¢hopMax mporcXoauT MHOTOCTOPOHHSISI KOMMYHUKAIIMSI MEXKITY
CTYACHTAaMM, YTO IMO3BOJISIET UMUTHUPOBATH MPOGMECCUOHATIBHYIO CPELY,
B KOTOpOI OTCYTCTBYeT MpernonaaBaTesb. JaHHbIe (HOPMbI MO3BOJISIOT
CTyACHTaM MPUOIU3UTHCS K TIPEAMETY MEKIyHAPOIHOTO Typu3Ma dyepe3
X COOCTBEHHBIN OMBIT. TakKe €CTh BOBMOXHOCTH TTPOSIBUTH CBOM COO-
CTBEHHbIE MHEHUS U BbIOPATh CITIOCOO YCBOSHUSI 3HAHUIA.

B xaxxmom pasnesie mocoous mperycMOTPEHBl MHTePaKTUBHBIC (hop-
MBI 3aIaHUI1: YCIOBHO-PEUEBbIE CUTYallMU, POJIEBbIE UTPHI, Pa300p KOH-
KPETHBIX CUTyalluii (Kelic-cTanu), MOArOTOBKA W MpeaCTaBIeHUE Mpe-
3eHTalMii, TBOpPUECKUE 3aJaHusl, padoTa B MaJiblX IpyMnIax, pa3padboTka
SI3BIKOBOTO MTpoeKTa. [Tocodue mpeanoaraeT akTMBHYIO padOTy C BUJIEO-
U aynroMaTepralaMy ayTeHTUYHOTO XapaKkTepa.

Keiic-cragm npeamnonaraeT aHaJIu3 KOHKPETHBIX CUTyallMii B cepe
Typu3Ma, B HEWl OMUCHIBAIOTCS PEaJbHbIE CUTYAllUU U CTYyAEHTaM Ipea-
JlaraeTcsl HalTU pelleHus CUTyalMOHHbIX 3agay. CTyAeHTbI JOJIKHbI
MpOaHAIM3UPOBaTh KOHKPETHYIO CUTYaIlMIO, Pa30o0paThCsS B CYTU IIPO-
6JieM, 00CYIUTH BOBMOKHBIE BADUAHTHI PEIICHUST HAa aHTJIUHCKOM SI3bIKE
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U BBIOpATh JIydlIUi U3 HUX. Jlajiee HEOOXOAUMO MPEACTaBUTh U 0OOCHO-
BaTb CBOI1 BBIOOD.

Pemenust TBopueckux 3aiay B Munu-rpynnax. [lon meopueckumu 3a-
daHusimMu TIOHUMAIOTCSI Takve yuyeOHbIe 3alaHusi, KOTOpbie TPeOYyIOT OT
CTYACHTOB OOCYXIIEHUs 1 BbIPAaOOTKM OTBETa Ha OCHOBE 3aJaHUsl, KO-
TOpoe coiepxKaT OONbIIUN WIM MEHBUIUNA JEMEHT HEU3BECTHOCTU U
MMeeT HECKOJIbKO MOJAX010B. B kauecTBe mprMepa TBOPUECKOTO 3aJaHUsT
MOXHO MPUBECTU Pa3pabOTKy PeKJIaMbl IJIs1 TYPUCTUUECKON KOMITAaHUU
Ha aHIJIMICKOM S3bIKE.

PoaeBas urpa uMuTHpYeT peaibHble YCIOBUS TYPUCTUIECKOTO OM3-
Heca, MPU BBIMTOJHEHUU PO ECcCUOHATBbHO 3HAYMMBIX POJIei B TaKOU
UTpe aKTUBU3UPYETCS JIEKCUKA U KJIUIle, HEOOXOAMMbIE JUIsl OOIIeHUST
B OTpE/eJIECHHOW CUTYyalluu, MOMAEJUPYETCS COOTBETCTBYIONIUI pado-
YU mpoliecc.

Yca0BHO-peyeBasi CUTyanus JaeT CTyJeHTaM BO3MOXXHOCTb y4acTBO-
BaTh B TIpoliecce OOIIEeHMS KacaTeabHO MpodeccuoHaIbHO 00YCIOBIIEH-
HOW cuTyalluy, MPaKTUKOBaTh HABBIKM COTPYAHUYECTBA B IMpodeccu-
OHaJIbHOU cdepe U HEeOOXOAUMBIE PeueBble MOJEIU, MEXINIHOCTHOTO
o01eHus (B YaCTHOCTU, YMEHUWE aKTUBHO CITYIIaTh, BIpadaThIBaTh 00-
111ee MHeHMe, pa3peniaTb BOZHUKAIOIIME pa3HOIIaCHs).

IIpoekTHas pa6oTa — 3TO MPOILIECC MOJIYYCHUS] HABBIKOB M YMEHUIA
B 00JIacTH s13bIKa U TepeBojia cdepbl MEXIYHAPOIHOTO TypU3Ma TO-
CPEICTBOM BBITIOJHEHUS MOCAEA0BATEIbHBIX CAMOCTOSITEIbHO Ompe/e-
JIEHHBIX CTYIECHTAMU 3aJaHWUU, NEUCTBUN WM WUTDP, HATIPABJICHHBIX HA
JOCTIDKEHUE HapaOOTKU U pa3BUTUS TpeOyemoro HaBbika. [IpoekTHast
paboTa MOXKET BBITTOJTHSITHCS KaK MHAUBUIYaTbHO, TaK U B rpymnmax. Eé
OTJIMYUTEJIbHAS YePTa — BbICOKUIA YPOBEHb CAMOCTOSITEIbHOCTH B BbIpa-
00TKe CPOKOB, (OpM U 00BEMA MPOEKTHOI PaOOTHI.

ITockonbKy MHTEpaKTUBHBIE (DOPMBI pabOThI TPEOYIOT TBOPUECKOTO
MOAX0/a, U MO CBOEH opraHu3aluu SIBJSIIOTCS 00Jiee CIOXHBIMU, YeM
OOBIYHBIC YUeOHbIE 3aTaHUST VIV UHAWBUIYJTbHbIE TOMAIIHUE 3a1aHUsI,
OHM TIOOUIPSIIOTCS OOJIBIIMM KOJIUYECTBOM OayioB. [loapoOHble yka-
3aHUS 1O OpPraHU3allMy MHTEPAaKTUBHBIX (DOPM MPUBEIEHBI B pasziesie
“Individual Study”.

11




Memoouueckue pexomenoauuu
N0 opeanu3aUUU CAMOCHOSAMEAbHOU padomovL cmyoeHmos

B kauecTBe caMOCTOSITENIbHON pPabOTHI CTyIEHTaM TIpeuiaraeTcs
oTpabaThiBaTh YMEHUE MOMCKA CBEACHUI O NEATEIbHOCTU TYpPUCTUYE-
CKUX KOMITaHUM, CIleIu(UKe W COomepKaHU! padOThI CHICIHAINCTA IT0
MEXKYJIBTYPHOI KOMMYHUKAIIMM B TYpU3Me M TOCTUHWUYHOM CEpBHCE,
a Takke (hopMHPOBATh IIPAKTUUECKUE HABBIKU JACSITEIbHOCTU B TaHHBIX
cepax. PesynpraTel TIpeAcTaBISIOTCS B BUIE MPE3eHTAIN, JOKIAI0B
M 3cce, JETOBBIX TOKYMEHTOB B chepe MeXIyHapoaHoro Typusma. st
OpraHM3alK¥ CaAMOCTOSITEIbHOI PabOThl CTYIEHTa PEKOMEHIYETCS MC-
TOJIB30BATh IpeajiaraeMble B TOCOOUH NCTOYHNKHU B MHTEPHETE.

12




1. ORAL SPEECH PRACTICE SECTION

Unit 1.1. Tourism industry

Objectives: to practise topical vocabulary, to develop speaking skills

and skills for detailed reading.

AN AW =

Unit 1 plan:

. 1. Wordbox.

. 2. Vocabulary exercises.
. 3. Reading I & II tasks.
. 4. Speaking tasks.

. 5. Making up a report.

. 6. Case study.

Knowledge:
Learn how to extract information from general texts about tourism.
Study information about general development of tourism.
Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of tourism.
Learn the ways of problem solving in the sphere of tourism.
Learn the vocabulary to the topic “Tourism Industry”.

Skills:
Practise using vocabulary to the topic “Tourism” in speech.
Practise discussing general problems of tourism industry in dialogues.
Practise selecting information for a case study in tourism and using it for
problem solving.
Practise speaking about tourism development.
Practise using translation equivalents of topical vocabulary in the sphere
of tourism.
Recommendations for the case study and report are in the Individual
Study section.
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. Economic

Wordbox

. Business volume of tourism
. Contribution

. Deepening diversification

. Destination

and employment

benefits

15.
16.
17.
18.
19.

20.
21.
22.
23.
24.

. Economic well-being

. Encompasses

. Forecasts

. Global spread of tourism

. Go hand in hand

. Holiday season

. Increasing diversification
. Key driver
. National and international
markets.

Related

Revenues

Surpass

Sustainable

The fastest growing economic
sectors

The main income source
Tourism

Tourism industry

Tourism tax

Tourist

25.
26.
27.
28.
29.
30.
31
32.
33.
34.
35.
36.
37.
38.
39.
40.
41.
42.
43.
44.
45.
46.
47.

Tourist information
Tourist attraction
Tourist centre
Tourist class
Tourist information office
Tourist season
Tourist trade
Tourist visa
Touristy

Travel

Travel agency
Travel agent

Travel bureau
Travel business
Travel data

Travel document
Travel insurance
Travel management
Travel organisation
Travel trade
Traveller

Travelling companion
Travelling expenses

% Vocabulary exercises

a) correlate terms in Russian and in English

1. Business volume of tourism

2. Contribution
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3. Deepening diversification

4. Destination
5. Economic and employment
benefits

6. Economic well-being
7. Encompass
8. Forecast

9. Global spread of tourism

10. Go hand in hand
11. Holiday season
12. Key driver

13. National and international
markets.

14. Related
15. Revenue
16. Surpass

17. Sustainable

18. The fastest growing economic
sectors

19. The main income source

b) translate into Russian:

- R = T O™

~oz oz

PacmipocTpaneHnue Typusma mo
BCEMY MUDPY

. [l1aBHBII CTUMYJT

Wnatu pyka 00 pyKy, COOTBET-
CTBOBAaTh

ITpeBocxoauTh

. IlocTostHHBIH, YCTOMUUBBIN
. O0BEM TYpUCTUUYECKOTO OM3HE-

ca

Haubonee 0bicTpo pa3BuBato-
IIHUICS CEKTOP 9KOHOMUKU

OCHOBHOI1 ICTOYHUK JOXOIa
OTHOCSIIMIICS K 4YeMy-TO
MecTHBIE 1 MEXXIYHAPOIHbBIC
PBIHKHA

. MecTo TypuCTHYECKOTO OTIObIXa

. Bxuan,

IIporuo3s

Broironsl B cepe hrHAHCOB U
TPYAOYCTPOMCTBA

Jloxon

YBenunuuBarliieecs: pa3HooOpa-
3ue

Typuctuueckuii ce30H

1. Business travel is a very important part of our overhead expenditure.

2. In her new job, she has to travel abroad at least ten times a year.

3. He travels in the north of the country for a pharmaceutical company.
4. Can you get foreign currency from the travel agency?

5. I have to collect my tickets from the travel agency.

6. I asked the travel agent for details of tours to Greece.

7. The tour was arranged by our local travel agent.
8

. There were parties of tourists visiting all the churches.

15




¢) translate into English:
1. PeknaMa — rjiaBHbII IBMXKYIIUEA (haKTOp TypU3Ma.

[\

. TypucTuueckuii ce30H HaUMHAETCs] B MapTe M 3aKaHYMUBAETCSI B OK-
T0pe.

. UHdbopmanus 11 OTabIXaroIMX BbUTOXKEHA Ha caiiTaX KOMITAaHUU.

. Typuctuueckast otpaciib — OlHa U3 CaMbIX EPCIEKTUBHBIX.

. Hamie Typuctuyeckoe areHTCTBO Mpeyiaraet Typhl IO BCEMY MUDY.

AN D A~ W

g monyvdeHusT TypUCTMYECKOW BHU3BI HEOOXOMUMO 00paTUTHCS
B IIOCOJILCTBO.

7. Typuctrueckre AOCTOIIPUMEYATEIbHOCTH MOTYT IPUHECTH ITPUOBLIH
MECTHOI 9KOHOMUKE.

8. lata orbe3na — 15 mas cero rojaa.

9. Typuct momy4yaeT Bce COIPOBOANTENIbHBIC TOKYMEHTHI HETTOCPEACTBEH-
HO B TYPUCTUYECKOM OI0PO.

10. TypareHThI JOJKHBI TT03a00TUTHCS O TYPUCTUUYECKOI CTPaXOBKeE.

11. CpemHecTaTUCTUUECKHI TYPUCT OTKJIAABIBACT OIIPEACIEHHYIO CYMMY

Ha OTHBIX.
12. MBI 1TOJIETUM CPEAHUM KJIACCOM.

€ Reading |
Pre-reading task. Answer the questions:
1. Have you ever thought about a career in tourism?
2. List 5 arguments for choosing tourism as a field for future career.
3. What 3 things do you associate with the phrase “modern tourism”?

Why Tourism?
Tourism — an Economic and Social Phenomenon

Over the decades, tourism has experienced continued growth and
deepening diversification to become one of the fastest growing economic
sectors in the world. Modern tourism is closely linked to development and
encompasses a growing number of new destinations. These dynamics have
turned tourism into a key driver for socio-economic progress.

The word ‘travel’ comes from the French travail or work. In contrast,
the word ‘tour’ is from the Latin word fornus, a “tool for making a
circle.” The derivatives “traveller” and “tourist” carry their root words’
connotations. The traveller was active; he went strenuously in search of
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people, of adventure, of experience. The tourist is passive; he expects
interesting things to happen to him. He goes “sight-seeing.” He expects
everything to be done to him and for him. In the days before the indulgent
distractions of tourism, travel was focused on learning about a new place.
Modern tourism on luxury liners, however, was about self-indulgence.

Today, the business volume of tourism equals or even surpasses that
of oil exports, food products or automobiles. Tourism has become one of
the major players in international commerce, and represents at the same
time one of the main income sources for many developing countries.
This growth goes hand in hand with andincreasing diversification and
competition among destinations.

This global spread of tourism in industrialised and developed states has
produced economic and employment benefits in many related sectors —
from construction to agriculture or telecommunications.

The contribution of tourism to economic well-being depends on the
quality and the revenues of the tourism offer. UNWTO assists destinations
in their sustainable positioning in ever more complex national and
international markets. As the UN agency dedicated to tourism, UNWTO
points out that particularly developing countries stand to benefit from
sustainable tourism and acts to help make this a reality.

Modern tourism looks like that in numbers:

World GDP | Jobs_ Exports World Exports of least’
in tourism exports | developed countries
9% Ifrom any 11 | 1.3 trillion US § 6% 6%

Current developments & forecasts
+ International tourist arrivals grew by 4% in 2012 to 1.035 billion
* In 2012, international tourism generated US$ 1.3 trillion in export
earnings
« UNWTO forecasts a growth in international tourist arrivals of between
3% and 4% in 2013
(from www.unwto.org)

After reading.
1. What are the basic features of modern tourism?
2. Why is tourism considered one of the most promising branches of
economy?

17




3. What statistics can prove tourism high status?
4. Why is tourism important for developing countries?
Sum up the article in 7-8 sentences.

€ Reading Il

Before reading. What do you think tourism is?
Read the article below.

Typology of Recreational Tourism
Resources as an Important Element of the Tourist Offer

Introduction

To be able to make systematization, division, analysis and
determination of tourism concepts, including recreational and tourist
resources, I think that it is necessary at the beginning to define and
determine the term tourism and define tourism as a phenomenon, as it is
a basic starting axiom which imposes other terms related to tourism, as is
the case with the term recreational-tourism resources. Early as in the 1942,
K. Krapf and V. Hunziker, in Zurich gave one of the first definitions for
tourism, which is universal and it is as follows: “the sum of the phenomena
and relationships arising from the travel and stay of non-residents, insofar
as they do not lead to permanent residence and are not connected with any
earning activity” (Hrabovski-Tomic 2008). The objective of this definition
is to be allowed and be adopted by the International Association of Travel
Experts (AIEST). This definition is too general, so it cannot get to the
notion of the recreational and the tourist resources by defining tourism,
so I think that a much more acceptable definition comes from professor
Panov N. and is as follows “tourism is a set of relations and phenomena
related to movement and consumption outside the place of residence, in
order to meet the recreational and cultural needs” (Panov 2006). In this
definition, according to the understanding of tourism professor Panov
defines the recreational needs of tourists as one of the main motivations
for travel. This is confirmed with the official definition of tourism by the
World Tourism Organization published in 1994, which states: “Tourism
comprises the activities of persons traveling to and staying in places outside
their usual environment for not more than one consecutive year for leisure,
recreation, business, and other purposes.”

18




The role of Recreational Tourism

The importance and the role of recreation as an integral part of tourism
are especially emphasized by S. Williams, who says: “in the approach of
studying tourism, we must realize that the relation or connection between
rest or leisure, recreation and tourism is much closer and more intimate ...
“(Williams 2009).

Recreation as a term appears in the definition in the backpacker
tourism which is a major participant in the tourist movement. Definition
of the term tourist in sense can be wider and narrower depending on the
context in which it is used. Therefore in the broadest sense of the term
“a tourist is any person who visits places and spends a certain amount of
money, regardless of the purpose of his visit” while the opposite definition
of a tourist in the narrow sense of the term is as follows: “a tourist in the
true sense of the word is considered a person who visits a place and spends
a certain amount of money, but it is closely related with satisfying the
recreational and cultural needs.”

Depending on the type of tourists, recreation can be a primary or
secondary activity, during their travel and downtime. Charles R. Goeldner
and J.R. Brent Richie (2009), give a classification according to the basic
objective of the tourists, according to the primary and secondary activities
of tourists. According to these authors, the primary purpose of the trip may
be: business, visiting relatives and friends, and other private affairs and of
course pleasure, enjoyment and recreation. According to this division with
tourists who travel for pleasure, recreation is the primary tourist activity,
while with tourists traveling for business, recreation occurs as a secondary
tourist activity. From this definition and understanding of the concept of
tourism and tourist it is more than clear that recreation is a very important
component of some forms of tourism, and the basic component of the
tourist movement and tourism as an economic and social activity. If this is
so, then it can be concluded that the recreation has the role of motivating
travel and that is a very important tourist resource.

After reading. Answer the questions.
1. How is tourism defined?
2. What is recreation?
3. How is recreation related to tourism?
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4. What are the primary and secondary activities of tourists?

5. What are major motivations for tourism? tourists?

© I1. Speaking.
Search local internet sites for
information about the Samara region
tourist sites. Arrange for a short talk
about possible types of tourism in the
Samara region.

© Make a dialogue. Interview
a member of the United Nations
World Travel Organization on modern
developments in tourism sphere. Use
words and phrases from the word box, if
necessary, use the information from the
official site www.unwto.org.

© Make up a monologue. Report on
the prospects of tourism development in
Russia (Great Britain, Germany etc.).
Find necessary information on sites of
National Tourist Organizations
http://www.visiteurope.com/National -
Tourist-Offices.aspx

© 4. Case study.

Case Study 1: The Maldives

Executive Summary

Tourism is the most important
economic sector in the Maldives.
International tourism contributes to
approximately 28% of the GDP and
more than 60% of all export earnings. As
an island economy, the Maldives imports
almost every kind of commodity required
for the tourism sector. Thus, in comparison
to other developing countries, links from
tourism to other local economic sectors
are more limited.
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Roughly international tourist arrivals between 2000 and 2009 originated
from Europe. In the pre-crisis year 2007, the main countries of origin were
the United Kingdom (19%), Italy (17%), Germany (11%) and France (7%)
followed by the two main Asian source markets, Japan (6%) and China
(5%). Tourists, specifically those from the leading western source markets,
became particularly sensitive to pricing and avoided long-haul travel during
the economic crisis in 2009, which generated a drop in international tourist
arrivals of approximately 4% from these markets since mid-2008.

Average hotel room occupancy decreased from 83% in 2007 to 78%
in 2008 and to 48% in June2009. The growth of international tourism
receipts slowed down in 2008 and declined in 2009 by approximately 8% in
comparison to the previous year, tempting operators in the accommodation
sector to adopt cost-reduction strategies. Since unskilled and low-skilled
employees represent more than two thirds of the labour force, poor and
vulnerable groups were severely impacted by lay-offs in the sector.

Country Profile

Geography and tourism

Overall, the Maldives are blessed with a number of resources which
tourists from all over the world are looking for. The Republic of Maldives
is located in the Indian Ocean, about 700 km south-west of Sri Lanka.
It encompasses a territory of roughly 90,000 square km spread over an
archipelago of 24 ring-shaped atolls with 1,190 small islands, which cover
a total land mass of only 298 square km.

The islands are surrounded by lagoons and reefs, forming natural
barriers against the sea. Due to high levels of salt in the soil near the beach,
the biodiversity of the land vegetation and wildlife is limited. However,
the limited biodiversity is supplemented by the abundance of marine life.
The sea around the Maldives is well known for its rich fishing grounds.
The diversity of sea life is amazing, with beautiful coloured corals and over
2,000 species of fish, ranging from reef fish to sharks, moray eels, rays and
whale sharks. (From materials of Recreation and Tourism Management
Malaspina University College.)
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1. On the basis of the text compile a list of positive and negative factors
in tourism development.

2. Study the growth of tourism-related government revenues in the
Maldives, 1998—2010 (%). Draw conclusions about the main trends in
government policy in the development of tourism.

3. Study the map of hotel beds and rooms in the Maldives, 2010 and
draw conclusions about the main prospects of hotel development.

Unit 1.2. Choosing and promoting a destination

Objectives: to develop speaking skills and skills for detailed reading.
Unit 2 plan:

1. Wordbox.

2. Reading I & II tasks.

3. Speaking tasks.

4. Project work.

Knowledge:
» Learn how to extract information from advertising texts about promoting
a tourist destination.
 Study information about choosing places for tourism.
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» Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of choosing and promoting a destination.
* Learn the ways of problem solving in the sphere of advertising tourist
destination.
* Learn the vocabulary to the topic “Promoting a destination”.
Skills:
* Practise using vocabulary to the topic “Promoting a destination” in
speech.
 Practise discussing promoting a destination in dialogues.
* Practise selecting information for advertising in tourism.
» Practise speaking about tourism promotion.
 Practise using translation equivalents of topical vocabulary in the sphere
of choosing a destination.
Recommendations for the project work are in the Individual Study
section.

Wordbox
Land Tourist Attractions Water Tourist Attractions
1. Amusement/Theme Parks 1. Beaches, Cruises
2. Castles 2. Swimming Pools
3. Horseback Riding 3. Boat Rides
4. Caves 4. Fishing
5. Rain Forests 5. Sailing
6. Aquariums & Gardens 6. Water Parks
7. Cemeteries 7. Scuba Diving
8. Recreation Centers 8. Water Skiing
9. Ice Skating 9. Kayaking
10. Art Galleries 10. Snorkeling
11. Safaris, Hunting 11. Whale Watching
12. Cycling 12. Deep Sea Fishing
13. Libraries 13. Rafting
14. Memorials, 14. Surfing
Monuments&Landmarks 15. Wind Surfing
15. Expeditions Air Tourist Attractions
16. Bird Watching 16. Airplane Rides, Hang Gliding
17. Fairs 17. Parasailing
18. Spas 18. Ballooning
19. Bridges 19. Helicopter Rides
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20. Museums 20. Skydiving

21. Roller Coasters Entertainment

22. National and State Parks 21. Plays, Concerts
23. Train Rides 22. Movies

24. Butterfly Watching 23. Comedy Clubs

25. Volcanoes 24. Theatres

26. Waterfalls Spectator Sports
27. Picnic Areas 25. American Football, Boxing
28. Wine Tasting 26. Golf

29. Carnivals 27. Tennis

30. Planetariums 28. Baseball

31. Zoos 29. Bullfighting

32. Temples 30. Hockey

33. Spirituality 31. Weight Lifting

34. Skateboarding 32. Basketball

35. Snowboarding 33. Car Racing

36. Bungee Jumping 34. Horse Racing

37. Mountain Climbing 35. Cricket

38. Haunted Houses 36. Motorcycle Racing
39. Labyrinths & Mazes 37. Bowling

40. Parties 38. Cycling

41. Quays 39. Soccer, European Football

42. Picturesque views

¥ Reading I. Read the text and write a continuation to it

Traveling is like a day-to-day affair for most of us, irrespective of the
distance we cover. The travel process begins with the decision on travel
destination with the dates marked on the calendar. These are the two basic
details required to do bookings for any journey. The decision on the means
of travel, i.e., car, bus, train or airways, rests upon factors such as budget,
travel time and the number of travellers. This is where the role of travel
portals and travel agents come in. They delve out the best options available
in accordance to the criteria provided. Often, some simple classified or
display travel advertisements in newspapers and magazines. The classified
supplements and pages that are flipped through everyday hold some of
the best traveling packages available. Once the reservations are made and
tickets confirmed, the next step in any traveling process is accommodation.
For a smooth and comfortable stay, prior booking has to be made in Hotels
or Resorts. The budget, location and dates are the criterion which helps in
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surfing for the most suitable options. Well-designed travel packages give all
preliminary arrangements that might be required to plan a journey. Many
consumers, these days, go through travel advertisements, packages and
travel websites for planning their travel itinerary on their own.

Speaking. Now your part! Describe the role of advertising in choosing
a tour, write about basics of advertising in tourism, give an example of a
tour advertisement.

€ Reading II. Read descriptions of tourist attractions. Find linguistic
means that help to attract tourists to them. Write your own description of
a tourist attraction.

Colosseum art gallery

The gallery’s first exposition was the group “TRAMWAY” — six artists
from Haifa, who continue the traditions of the first Russian avanguard
of the beginning of the XXth century. Some artists joined “TRAMWAY”
because of the similar opinion on the art. Their works became the obvious
case of overcoming the barriers raised today in Israel art between the high
professional of the academy school of drawing and absolute freedom of
emotional self-express of the person. Today there are about 50 works of
painters are exhibited in “Colosseum”. There are also sculptures, small
plastic art, decorative applied art in the gallery. Group and personal art
exhibitions of Russian Israelian artists are held here.

Bamberg Old Town

Bamberg is an ancient centre of imperial and episcopal power which
just like Rome was built on seven hills. Dominated by its imperial cathedral,
the town is a listed ensemble of medieval and baroque architecture.
Bamberg’s well-preserved old town comprises three historical centres —
the episcopal town, the island town and the market gardener’s town. With
its four towers, the imperial cathedral of St. Peter and St. George is the
most prominent building. Inside is the Bamberg Rider, the tomb of Henry
1T and Cunigunde — the only emperor and empress to be canonised in the
Holy Roman Empire. It is also home to the only papal grave in Germany
— that of Pope Clemence II. The whole cathedral square is spectacular -
with the Romanesque-Gothic cathedral, the magnificent L-shaped design
of the baroque New Palace and the Alte Hofhaltung Palace with elements
from the late medieval and Renaissance periods. Other attractions in

25



the old town include the town hall lapped by the River Regnitz, the rose
garden with a view of the old quarter and beyond to St. Michael’s abbey,
the tanners’ cottages by the old canal, the mill district and the fisherman’s
village “Little Venice”.

Bauhaus and its sites in Weimar and Dessau

The Bauhaus sites in Weimar and Dessau are the legacy of this famous
school of architecture. One of the very first colleges of design, Bauhaus
brought together the leading artists and architects of its time, including
Paul Klee, Vassiliy Kandinsky and Lyonel Feininger. Their design concepts
united art and technology and broke new ground in a modern industrial
culture. Bauhaus opened in Weimar in 1919, relocating to Dessau in 1925.
The “Am Horn” house in Weimar exemplifies this unique architectural
style. Designed by Georg Muches, it was built in 1923 to illustrate the
key Bauhaus concepts. The cuboid design and functional fittings of the
Bauhaus building and the master houses in Dessau epitomise the ideals of
this important 20th century design school.

The palaces and parks of Potsdam and Berlin

Over a period of almost four centuries, the rulers of Brandenburg and
Prussia commissioned the finest artists of the age to create a stunning
ensemble of palaces and parks for the royal city of Potsdam. In the 19th
century the landscape gardener Peter Joseph Lenné took the palaces
and gardens left from time of Frederick the Great, and created a garden
landscape that extends from Sanssouci Palace to Peacock Island in Berlin.
Built on vineyard terraces between 1745 and 1747, Sanssouci Palace
with its 290 hectare park is the oldest of Potsdam’s high-caliber cultural
attractions, which include some 500 hectares of parks and gardens and
around 150 buildings dating from 1730 to 1916. On the World Heritage list
are: the palaces and parks at Sanssouci, Babelsberg and Sacrow, Glienicke
hunting lodge and the New Garden in the north of Potsdam with the
Marble Palace on the Heiliger See lake, and Cecilienhof House.
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© Speaking. Make up an advertisement of a tour around your native
place, following the rules:
Choose a picture for your advertisement.
Choose positively coloured words and phrases - high quality,
\-—.'-' high class, world class, world famous; the best, unique, exclusive,

Bring colour to the text: /ush green meadows, crystal clear lake, bright

privileged, glorious, luxurious, magnificent, individual, deluxe.

environment.

Use stylistic devices to make your speech more expressive: an oasis of
wellbeing SPA facilities, more leisure time, enchanted by the sun, rejuvenating
touch, a spa atmosphere stolen from heaven, revitalize your mind, body and
soul, bath in the feeling of how elite and special you are, feel the magical power
of the nature deep in your body and your spirit, to capture the magic in holiday.

Appeal to the reader using verbs: enjoy staying the place, take advantage
of additional villas, discover the Aegean, feel the magical power, indulge
your senses.

Dramatize your advertisement.

© Project work.

Collect information about a place of tourist attraction. Study
information about it: places of tourist attraction, transportation facilities,
hotel offers. On this basis work out a tour in that place. Prepare a
presentation of your tour for your group.

Unit 1.3. Travelling
Objectives: to develop speaking skills and skills for detailed reading.
Unit 3 plan:
1. Wordbox.

2. Vocabulary exercises.

3. Reading tasks.

4. Speaking I & II tasks.

5. Reading and dramatizing.
6. Role-play.

Knowledge:
* Learn how to extract information from pragmatic texts about travelling.
* Study information about choosing places for tourism.
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» Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of travelling.
* Learn the ways of problem solving in the sphere of travelling.
 Learn the vocabulary to the topic “Travelling”.
Skills:
 Practise using vocabulary to the topic “Travelling” in speech.

Practise discussing travelling situations in dialogues.

Practise selecting information for travelling.

Practise speaking about travelling in a role-play.
« Practise using translation equivalents of topical vocabulary in the sphere
of travelling.

Recommendations for the role-play are in the Individual Study section.

Wordbox
1. Airport 24. Minor road
2. Board (boat / plane) 25. Motorbike
3. Boat 26. Motorway
4. Bus station 27. Plane
5. Charger flight 28. Port
6. Check-in 29. Rail
7. Coach 30. Railway
8. Coach station 31. Railway station
9. Crossing 32. Route
10. Cruise 33. Sail
11. Destination 34. Sea
12. Excursion 35. Set off
13. Ferry 36. Set sail
14. Fly 37. Ship
15. Get on board 38. Subway
16. Go by 39. Take off
17. Go by rail 40. Taxi
18. Go on board 41. Traffic
19. Hitch-hike 42. Train
20. Land 43. Travel
21. Landing 44. Tube
22. Lane 45. Underground
23. Main road 46. Voyage
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% Vocabulary exercises

a) fill in the table with the vocabulary units:

travelling by travelling by travelling by travelling by
train ship coach car

b) find Russian equivalents for:

aircraft — air-hostess — airline ticket-aisle — baggage allowance — to
board the aircraft — boarding pass — carrier — certificate of vaccination —
check-in desk —consumption — crew — customs — to delay an aircraft —
domestic flight —E.T.A. — Expected Time of Arrival E.T.D. — Expected
Time of Departure — to embark —EU — European Union excess luggage —
excess baggage charge — formalities — to get a visa — to go first class/second
class — hand luggage — in transit — incoming —international flight — to issue
tickets — to land — leg — luggage tag — navigation —open round-the-world
ticket — outgoing — port (side) — porthole — rear — shuttle flight — starboard
— to take off tarmac — terminal (two meanings) — waiting room

< Reading.
Read the text below. In some places it needs to be filled in. Supply the
missing text using vocabulary of the exercise above.

MAKING THE BEST OF JOURNEYS

I’ve been shocked, but not altogether surprised, when I think of the
efforts the human race (adult variety) has made, and makes to keep itself
from being bored on journeys. Look what happens when it crosses the sea
in a great ship. Everything is organized to prevent boredom — games and
concerts and swimming baths and cinema shows — all sorts of things go on,
day in day out. Airports ...(A)

Nowadays even those who go by motor-car can’t do without the radio
— at least a lot of adults can’t. It’s all part of the general idea that journeys
are deadly and that they have got to drag themselves with something to get
through. Very few people over the age of thirty look out of the window.

Not long ago I was traveling by air from London Airport to Prestwick in
Scotland...(B) Waiting for the flight to be announced on the loudspeaker,
I looked at the passengers who were going to travel in our aircraft. They
were all slumped about in chairs, idly turning over the leaves of magazines,
muttering to each other, obviously bored stiff ...(C)
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When the flight was at last announced, a boy of about fifteen slipped,
quite politely, to the head of the queue, and was one of the first to board the
aircraft when we were out on the tarmac... (D)

We were not far from Birmingham when the captain of the aircraft came
through on one of his periodic visits to the passengers. George was looking out
of the window and mumbling away on his running commentary. The captain
tapped him on the shoulder. “Navigator, eh?” he said. “You seem to know
where we are — would you like to meet our navigator and look at his plot?”

“Would 1?” said George. ... (E) Some of the grown-ups even put down
their magazines for a moment and looked out of the window.

Just before the air-hostess warned us to fasten our safety-belts for
landing, George came back with a beaming face. “Wizard show” he said,
“the navigator’s a good type; he showed me all his things and even let me
give the position on the loudspeaker.”

© Speaking.

Read the text below. Join the group of passengers or airport stuff. Being
a passenger, ask questions about airport rules. As airport personnel answer
the passengers’ questions, trying to explain everything in the best way.

JET GENERAL INFORMATION

Baggage The free allowance for each adult or child paying fare is:
On International Journeys — Tourist Class 20 kilos,
First Class 30 kilos. On Domestic Services 15 kilos.
There is no Free Allowance for an infant carried
at 10 per cent of the adult fare, but infant food for
consumption in flight and an infants’ carrying basket
are carried free of charge. Baggage in excess of the
Free Allowance is charged for per kilogram at the
rate of I % of the one way, normal, adult, direct, first
class, through fare and on domestic services I % of the
respective class fare paid.

Children An infant under two years of age traveling on
International Services accompanied by an adult and
not occupying a separate seat is carried at 10 % of the
adult fare. Additional infants under two years of age
occupying a separate seat and children of two years
of age and above, but under twelve years of age are
carried at 50 % of the adult fare.
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Youth fares A discount of 25 % of the normal tourist single, return
or excursion fare is available to young people under
the age of twenty-two. Full information obtainable on

request.
Airport service  In some countries an airport service charge, payable
charges locally before departure is levied on all passengers

embarking on International Flights.

Time of reporting Passengers must report at the check-in desk and

at the airport have all formalities completed 30 minutes before
aircraft departure. Departures cannot be delayed for
passengers who arrive late.

© Make up a monologue. Below are some typical rules of
airport work. Make up similar texts about a bus station, a port
and a railway station.

AIRPORT RULES

According to the international standards passengers are to arrive at the
airport two hours before departure time on international flights and one
hour on domestic flights. The reason is that passengers should have enough
time to complete all necessary airport formalities.

At the airport passengers should check the time of the flight to make
sure that it is not delayed, cancelled, or altered. This information is
available on the flight information display or at the inquiry office.

Passengers are to fill in customs declarations in one of international
languages or in the language of the country they depart from. They go to
the customs for an examination of their luggage. In some cases the customs
officer may ask you to open your bags and suitcases for inspection. This is
one in order to prevent smuggling. After you are through with all customs
formalities the customs officer puts a stamp on your customs declaration,
or on each piece of luggage, or chalks it off. The particular procedure
depends on the country of departure.

Then passengers proceed to the check-in area. There they are to
register their tickets, to weigh in and to check-in their luggage.

Most airlines have at least two classes of travel: first or business class and
economy or tourist class. Business class is more expensive, while economy
class is cheaper. Each passenger above two years of age has a free luggage
allowance. As a rule, this limit is 20 kg for economy class passengers and
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30 kg for business class passengers. Excess luggage must be paid for, but
for some articles that can be carried free of charge, such as baby’s food,
articles of baby’s care, baby’s prams, wheelchairs of disabled passengers,
and some personal effects.

Each passenger is given a boarding pass with his or her seat number.
Passengers are asked if they want to sit by the window, and in the smoking
or non-smoking area. A boarding pass is shown at the departure gate and
to the hostess when boarding the plane.

Finally, passengers proceed to the passport control area. Passport
control offices will check your passport and visa and put a stamp on them.

Customs, checking-in and passport formalities are more or less the
same in all countries.

© Speaking. Taking a booking. A customer phones a travel agent to
book a flight. Number the dialogue in the correct order.

J. —Jane. A. — Alan.
J. That’s right. How can I help you, A. Yes, that would be fine.
sir? A. I’d prefer British Airways or
J. Good morning. This is Star Lufthansa.
Travel. Jane speaking. A. Yes, please, and could you
J. Goodbye. charge it tour account?

J. Certainly. I’ll just give you the A. How early?
booking reference number. It’s LF  A. Hello, this is Alan March from

2254G. GKC. We have an account with

J. It leaves at 6.30 and arrives at you.

8.00. Would that suit you? A. I’d like to book a flight to

I. ’'m not sure. I’ll check Munich on the 18 of November.
availability for you. Do you have Do you think there will be any seats
a preference for any particular left?

airline? A. LF 2254 G. O1C, thanks very

J. Do you want to confirm it? much. Goodbye.

J. OK. Now, let me see... there’s
availability on the 18th on an early
morning flight with Lufthansa.
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© Read and then dramatize the following dialogues:

DIALOGUE 1 BOOKING AIR TICKETS

Travel agent: Good morning, sir. May I help you?

Traveller: Good morning. I’d like an airline ticket from London to
Paris, from Paris to New York, and from New York to London.

Travel agent: When are you planning to travel?

Traveller: On July, 8th from London to Paris. On July, 15th from Paris
to New York. And on July, 22 from New York to London.

Travel agent: First class or economy?

Traveller: Economy class is fine.

Travel agent: It will cost you $1300, total price.

Traveller: That’s fine with me.

Travel agent: Is the ticket in your name, sir?

Traveller: Yes, please. My name’s P.A. White.

Travel agent: Here is your ticket, sir. There are three coupons for
each leg of your journey. The carrier is British Airways. The code Y is for
economy. The baggage allowance is 20 kg.

Traveller: Thanks.

DIALOGUE 2 FLIGHT RESERVATIONS

Travel clerk: Good morning. Can I help you?

Tourist: Good morning. I want to book a flight from Barcelona to
Rome.

Travel clerk: Yes, sir. When would you like to travel?

Tourist: Is there a flight on Friday evening?

Travel clerk: Friday evening. Yes. Iberia flight to Rome on Friday evening.

Tourist: Oh, good. I’ve got an open round-the-world ticket, starting
in New York.

Travel clerk: Have you got the ticket with you? There may be some
restrictions.

Tourist: Sure. There you go.

Travel clerk: Thank you. Could you wait a minute while I'll check
availability?

Tourist: Yes, sure.

Travel clerk: ... Yes, that’s fine. There are no restrictions on this ticket.
Can you give your contact address and telephone number in Barcelona?
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Tourist: Yes. It’s the Hotel Goya and the number’s 2018550.

Travel clerk: Fine. The flight leaves at half past eight. Would you please
check in one hour before departure? Here’s your ticket. Have a good flight.

Tourist: Thank you very much.

DIALOGUE 3 AT THE CHECK-IN DESK

Check-in clerk: Good morning.

Traveller: Good morning. Can I check in here for the flight to New
York?

Check-in clerk: Yes, I’m afraid it’s running late today. It’s leaving at
ten past three instead of one o’clock.

Traveller: Oh, dear.

Check-in clerk: May I have your ticket and your passport? Thank you
very much.

Traveller: Can I take this briefcase as hand baggage?

Check-in clerk: Yes, as long as it’ll go under the seat. Have you got any
other baggage?

Traveller: Yes, I’ve got these two suitcases and this bag.

Check-in clerk: I’'m afraid, the baggage allowance to New York is two
pieces. It doesn’t involve weight, only the number of pieces.

Traveller: So how much excess baggage is there?

Check-in clerk: The extra charge is 20 pounds for each extra piece that
you have.

Traveller: For each piece above two?

Check-in clerk: Yes, so that’ll be 20 pounds.

Traveller: Do I have to pay now?

Check-in clerk: Yes, please... 20 pounds. Thank you very much. Where
would you like to sit?

Traveller: No smoking, please.

Check-in clerk: No smoking. Window?

Traveller: Yes, by the window, please.

Check-in clerk: So that’s 18A. That’s your boarding card and your
ticket that you’ll need to show again at the gate.

Traveller: Thank you.

Check-in clerk: Do you have a valid visa for New York?

Traveller: Yes, I do.
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Check-in clerk: Can I see it? Thank you. We’ll be boarding at Gate 23
at two forty-five.

Traveller: Gate 23. Right, thank you very much.

Check-in clerk: You’re welcome.

© Role-play

Focus:

The purpose of this role-play
is to review vocabulary to the topic
“Travel”.

Discussion: Look at the
map of the world and work out a
route of a world travel. Dramatize

conversations of a tourist on this
journey, involving different means of
transport. Use the vocabulary below:
Choose a role:
Traveller
Booking office clerk
Tourist agent
Crew member
Use the following set phrases for the role-play:
» Where’s the information desk, please?
* It’s exhausting commuting from Brighton to London every day.
* Show me your passport, please!
» I’m here on business / vacation
* I'm travelling alone / with my family
* Anything to declare?
* No, there’s nothing to declare / Nothing to declare
* You’ve got a lot of baggage! Why don’t you use the baggage cart?
* How much is a one-way ticket (British usually single) to New York?
* If you make a round trip, you go on a journey and return to where you
started from.
* A journey in an aircraft is a flight. Flight also means an aircraft that is
making a particular journey
* Ill never forget my first flight. Flight 474 to Buenos Aires is now boarding
at gate 9
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* What time does the plane for....take off / land ?

* How much is a ticket t0...?

* Is there a reduced fare for children / large families?

» Where is the station?

» Where can we buy tickets?

* What time will the train to...leave?

* Where is platform number ...?

» We’re going across to France by on the ferry.

» Where is the bus station, please?

* When does the bus leave for...?

* How many stops before...?

» Where is the parking lot, please?

* Where can I park my car?

* Can I park my car here?

» Where can I rent a car?

* I would like to rent a car for.... days weeks.

* The car costs £30 a day to rent, but you get unlimited mileage (= no charge
for the miles travelled)

* [ had a breakdown (= my car stopped working) in the middle of the road

» Where can I find a garage to repair my car?

» Dl need to take out extra car insurance for another driver.

Unit 1.4. Hotel and restaurant service

Objectives: to practise topical vocabulary, to develop speaking skills
and skills for detailed reading.
Unit 4 plan:
1. Wordbox.
2. Vocabulary exercises.
3. Reading tasks.
4. Speaking tasks (making au a presentation).
5. Role-play.

Knowledge:
* Learn how to extract information from pragmatic texts about
accommodation.
» Study information about choosing places for accommodation.
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» Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of accommodation.
» Learn the ways of problem solving in the sphere of hotel service.
 Learn the vocabulary to the topic “Hotel and restaurant service”.
Skills:
 Practise using vocabulary to the topic “Hotel and Restaurant Service”
in speech.

Practise discussing hotel and restaurant situations in dialogues.

Practise selecting information for travelling.

Practise speaking about hotel in a role-play.

Practise using translation equivalents of topical vocabulary in the sphere
of hotel and restaurant service.

Recommendations for the role-play and presentation are in the
Individual Study section.

Wordbox
1. Adjoining rooms 24. Newsstand
2. Amenities 25. Reservation
3. Attractions 26. Restaurant
4. Baggage 27. Room maid
5. Bellboy 28. Room service
6. Bellboy 29. Service charge
7. Book 30. Single room
8. Booked 31. Single with bath
9. Brochures 32. Suite
10. To check in 33. Tax
11. Check-in 34. Tip
12. To check out 35. Twin room
13. Check-out 36. Youth hostel
14. Coffee shop 37. Complimentary breakfast
15. Double room 38. Cot, rollaway bed
16. Floor 39. Damage charge
17. Gift shop 40. Front desk, reception
18. Hotel 41. Guest
19. Information desk 42. Hostel
20. Inn 43. Hotel manager
21. Money exchange 44. Housekeeping, maid
22. Morning call 45. Ice machine
23. Motel 46. Indoor pool
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47.
48.

Inn
Jacuzzi, hot tub, whirl pool

60. Reservation
61. Room service

49. Kitchenette 62. Sauna

50. Late charge 63. Single bed

51. Linen 64. Sofa bed, pull-out couch
52. Lobby 65. Vacancy

53. Luggage cart 66. Vacant

54. Maximum capacity 67. Valet

55. Motels 68. Vending machine

56. Noisy 69. View

57. Parking pass 70. Wake up call

58. Pay-per-view movie 71. Weight room, workout room,
59. Rate gym

% Vocabulary exercises

1) fill in the table with vocabulary units:

booking a
room

hotel interior ~ room interior ~ hotel service  registering

2) find English equivalents for:
MOCBHUIbHBINA
perucTpanus
oyder
OOMeEH JieHer
pe3epBUpOBaHNE
OTHOMECTHBII HOMEP
cocelHUe KOMHAThI
MEHEIKep TOCTUHUIIBI
IKAKY31
MaKCHUMaJibHasi BMECTUMOCTb
00CITy>KMBaHIEC HOMEPOB
cayHa
OofHOCTaJIbHas KPOBaTh
CBOOOJHBIE MeCTa
TOPTOBBIN aBTOMAT

38




3) translate into Russian:
1. The main tourist attractions in London are the Tower of London and the
Changing of the Guard.

. She always travels first class because tourist class is too uncomfortable.
. You can get a map of the town from the tourist bureau.
. Late winter is the main holiday season in the Alpine resorts.
. The tourist season on the North Italian coast lasts about three months
. Tourist trade has fallen off sharply because of the recession
. The fishing village is pretty, but very touristy.

4) translate into English:
. ATeHTCTBY HEOOXOIMMO 3aKa3aTh OJJHOMECTHBII HOMEp C JIXKaKy3HU.

~N N BN

—_—

2. Bo Bcex oTesix aToro Kypopra peructpaius MporucxXoanT B 12 4acoB THS.

3. B Hameil TOCTMHHMIIE BBl MOXETE 3aKa3aTh 3BOHOK IO Telle(hOHY
B Ha3HAYEHHOE BpeMs.

4. B cinyyae HEOOXOIUMOCTH C BAMU CBSIKETCSI MEHEIKEP TOCTUHUIIBI.

5. BeI MOXeTe 3aKa3aTh JOMTOJIHUTEIBHYIO KPOBATh B IBYXMECTHBIN HOMED.

6. Bcro HeoOXoaMMbIE CBEIEHUS O IMPEACTOSIIMX TypaX MOXKHO Y3HAaTh
y CTOMKM ¢ MH(pOpMaLIUEH.

7. OGMEH BaJIIOThI OCYIIIECTBIISIETCS Y CIICIIUMAIBHOM CTOMKM.

8. KodeitHblit aBTOMAT HAXOAUTCS B XOJIJI€ TOCTUHMILIbI.

9. Camoe nemi€Boe MpoXuBaHNE — B MOJIOAEKHBIX TOCTUHUIIAX.

& Reading. Read the article below.

Hotels in Vienna

There is something for everybody, from five-star hotel to low-budget
accommodations and noble former palaces to brand new hostels.

Luxury comes first

Luxurious accommodation in Vienna almost invariably means living
at the heart of the city. You’ll find exclusive hotels especially along the
Ring, which, afterall, is where most of the elegant former palaces are. The
first district is home to a wealth of five-star accommodations including
the Imperial, Grand Hotel, Bristol, Sacher, Palais Coburg Residenz and
Marriott Vienna as well as two new arrivals on the historic ringstrasse
boulevard: the Ritz-Carlton Vienna and Palais Hansen Kempinski
Vienna. Another highlight, the Sofitel Vienna Stephansdom is located
in the second district in a spectacular high-rise designed by star French
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architect Jean Nouvel on the banks of the Danube Canal, just opposite the
historic city centre.

Top architects and star designers

There are many interesting and original establishments in the design
hotel category for you to discover in Vienna. Das Triest was a pioneer in this
field. Now more than three centuries old this building — once a staging post
for the stage coaches running between Vienna and Trieste — was converted
into a luxury hotel in 1996. The interior was planned by the leading British
designer Sir Terence Conran. The Do & Co Hotel Vienna is located in a
landmark building opposite St. Stephen’s Cathedral designed by acclaimed
Austrian architect Hans Hollein. This luxury hotel scores with its exclusive
furnishings and culinary highlights in the restaurant high above the rooftops
of Vienna. The Hollmann Beletage offers accommodation with very personal
touch. Although this four-star boutique hotel in a magnificent 19th century
building has only 25 rooms, it nevertheless boasts a lobby with an open fire
and a piano, a library and a small spa section with a sauna and a steam bath.
The first district’s hotel options now include a pair of compact four-star plus
accommodations. At Hotel Topazz and Hotel Lam e, both 30 rooms, quality
interior design sets the tone.

Visitors on the lookout for an individual place to stay should allow
their gaze to stray beyond the confines of the inner city. One example,
Altstadt Vienna is located in a patrician house in Spittelberg in the seventh
district — one of Vienna’s oldest quarters. The Levante Parliament — also
in the eighth district — is another art nouveau building transformed into a
design hotel, the original clear architectural lines skillfully combined with
modern furnishings.

The 25hours Hotel Wien is just a short walk from the Museums Quartier
— Vienna’s largest cultural complex. Located in a former student dorm,
it stands out from the crowd with its quirky, circus-inspired interior and
panoramic terrace complete with bar. The Hotel Sans Souci Wien opened
in a prime location opposite the MQ in late 2012. This luxury five-star
accommodation features an exclusive Philip Starck interior. Elsewhere,
the smart luxury Hotel Daniel has taken up residence in a former 1960s
office building just around the corner from the new Hauptbahnhof station.
Already tipped to become a future hotspot for the city, the new railway
terminal fully opened in 2014.
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Hostels and low budget
Vienna’s hostels and low-budget accommodations offer more than
a satisfactory alternative for overnight guests. Many of them have clear

design ambitions of their own and most are centrally located to boot.
Meininger Hotel opened a pair of new locations in the second district, just
a short hop from Vienna’s old town, while Austrian hostel chain Wobats
has now opened its third place, this time on the popular Naschmarkt. The
new Motel One Wien-Westbahnhof has already welcomed its first paying
guests at the revamped Bahnhofs city Wien West, just off Vienna’s biggest
shopping street, Mariahilfer Strasse. Roomz Vienna makes up for its
slightly out-of-town location with a great subway connection which whisks
visitors to the heart of town in a matter of minutes.

However, between the two extremes of ultimate luxury and budget
accommodation, Vienna also has numerous comfortable family-run
pensions and excellent three-star hotels. You can search for and book
hotels of all categories with current prices online at www.vienna.info/en.
Those who prefer to use the telephone can book their accommodation in
Vienna thru’ Wien-Hotels & Info (tel. +43-1-24 555).
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After reading. Search the internet site Vienna.info for the hotels
mentioned in the text. Describe some of them using the vocabulary list
below and the glossary on pp. 112-115.
to accommodate
room amenities
standard guest rooms
master suite
junior suite
to be equipped with
private baths
flat screen TV with cable access
telephone with voicemail
high-speed internet access
iron and ironing board
hairdryer

© Speaking.

1. Make up a presentation of any hotel in Tolyatti: a type of its budget,
types of accommodation, rates, menus, recreation facilities, conference
facilities. Use the vocabulary from this unit.

2. Below are some typical dialogues between a hotel receptionist at the
Grand Woodward Hotel and a guest. Make up similar dialogues.

Making Reservations
Receptionist: Good morning. Welcome to the Grand Woodward Hotel.
Client: Hi, good morning. I’d like to make a reservation for the third
weekend in September. Do you have any vacancies?
R: Yes sir, we have several rooms available for that particular weekend. And
what is the exact date of your arrival?
C: The 24th.
R: How long will you be staying?
C: I'll be staying for two nights.
R: How many people is the reservation for?
C: There will be two of us.
R: Great. And would you prefer to have a room with a view of the ocean?
C: If that type of room is available, I would love to have an ocean view.
What’s the rate for the room?
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R: Your room is five hundred and ninety dollars per night. Now what name
will the reservation be listed under?

C: Charles Hannighan.

R: Could you spell your last name for me, please?

C: Sure. H-A-N-N-I-G-H-A-N

R: And is there a phone number where you can be contacted?

C: Yes, my cell phone number is 555-26386.

R: Great. Now I’ll need your credit card information to reserve the room
for you. What type of card is it?

C: Visa. The number is 987654321.

R: And what is the name of the cardholder?

C: Charles H. Hannighan.

R: Alright, Mr. Hannighan, your reservation has been made for the twenty-
fourth of September for a room with a double bed and view of the ocean.
Check-in is at 2 o’clock. If you have any other questions, please do not
hesitate to call us.

C: Great, thank you so much.

R: My pleasure. We’ll see you in September, Mr. Hannighan. Have a nice day.

Checking-In
Hotel: Good afternoon. Welcome to the Grand Woodward Hotel. How
may I help you?
Guest: I have a reservation for today. It’s under the name of Hannighan.
Hotel: Can you please spell that for me, sir?
Guest: Sure. H-A-N-N-I-G-H-A-N.
Hotel: Yes, Mr. Hannighan, we’ve reserved a double room for you with a
view of the ocean for two nights. Is that correct?
Guest: Yes, it is.
Hotel: Excellent. We already have your credit card information on file. If
you just sign the receipt along the bottom, please.
Guest: Whoa! Five hundred and ninety dollars a night!
Hotel: Yes, sir. We are a five star hotel after all.
Guest: Well, fine. I’'m here on business anyway, so at least I’m staying on
the company’s dime. What’s included in this cost anyway?
Hotel: A full Continental buffet every morning, free airport shuttle service,
and use of the hotel’s safe are all included.
Guest: So what’s not included in the price?
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Hotel: Well, you will find a mini-bar in your room. Use of it will be charged
to your account. Also, the hotel provides room service, at an additional
charge of course.

Guest: Hmm. Ok, so what room am I in?

Hotel: Room 487. Here is your key. To get to your room, take the elevator on
the right up to the fourth floor. Turn left once you exit the elevator and your
room will be on the left hand side. A bellboy will bring your bags up shortly.
Guest: Great. Thanks.

Hotel: Should you have any questions or requests, please dial ‘O’ from
your room. Also, there is internet available in the lobby 24 hours a day.
Guest: Ok, and what time is check-out?

Hotel: At midday, sir.

Guest: Ok, thanks.

Hotel: My pleasure, sir. Have a wonderful stay at the Grand Woodward Hotel.

Check-out / Getting to the airport
Hotel: Did you enjoy your stay with us?
Guest: Yes, very much so. However, I now need to get to the airport. I have a
flight that leaves in about two hours, so what is the quickest way to get there?
Hotel: We do have a free airport shuttle service.
Guest: That sounds great, but will it get me to the airport on time?
Hotel: Yes, it should. The next shuttle leaves in 15 minutes, and it takes
approximately 25 minutes to get to the airport.
Guest: Fantastic. I’ll just wait in the lounge area. Will you please let me
know when it will be leaving?
Hotel: Of course, sir. Oh, before you go would you be able to settle the
mini-bar bill?
Guest: Oh yes certainly. How much will that be?
Hotel: Let’s see. The bill comesto $37.50. How would you like to pay for that?
Guest: I’ll pay with my Visa thanks, but I’ll need a receipt so I can charge
it to my company.
Hotel: Absolutely. Here we are sir. If you like you can leave your bags with
the porter and he can load them onto the shuttle for you when it arrives.
Guest: That would be great thank you.
Hotel: Would you like to sign the hotel guestbook too while you wait?
Guest: Sure, [ had a really good stay here and I'll tell other people to come
here.
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Hotel: That’s good to hear. Thank you again for staying at The Grand
Woodward Hotel.

3. © Study a sample of the restaurant menu and compile a menu to one
of national cuisines.
KENSINGTON PLACE
Sample London Restaurant Festival Dinner Menu
Chicken and foie gras pate
pickled vegetables, pancetta and pain au raisin
Goat’s cheese panacotta
plum chutney, mushrooms on toast and hazelnuts
Lobster pennette pasta
sage noisette, tarragon and mushrooms
Whole grilled lemon sole
crushed potatoes, horseradish and mesclun salad
Red leg partridge
lentils, vanilla roasted fig, foie gras and Sauternes jelly
Butternut squash risotto
gorgonzola cheese, sage and truffle essence
Opera cake
coffee ice cream and cappuccino foam
Carrot cake
walnut ice cream, carrot and Muscat puree
Selection of cheeses

oat biscuits and fig bread

Anytwo courses for £25.00

Service is not included.

YOUR BiLL WILL BE LEFT OPEN FOR YOU TO TiP AS YOU CHOOSE. FOR GROUPS OF
8 PEOPLE OR MORE, A DiSCRETIONARY SERVICE CHARGE OF 12.5% WilLL BE
ADDED.

PRICES INCLUDE VAT AT 15%. KENSINGTON PLACE COMPLIES WITH THE
HOSPITALITY INDUSTRY’S VOLUNTARY CODE OF PRACTICE

Restaurants by cuisine:
 African + Latin American
» Central Asian  Steakhouses
* Cuban * Sushi
* Fish & Chips * Swiss
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* French * Vegan

* Greek * Vegetarian-Friendly
* Hawaiian * Venezuelan
* Health Food * Vietnamese
* Hot Dogs + Wild Game
* Indian * Wine Bar
* Japanese * Wings
© Role play
Focus:

The purpose of this role-play is to give the skills to enter a hotel and
book a room.

Discussion:

Look at the conversation as a class and discuss a few of the patterns.

Choose a role in a hotel:

Traveller

Front desk clerk

Room service

Restaurant waiter

The hotel servicemen get hotel information cards and an activity
sheet, which they have to fill out. The guests get their role-play prompts
and their activity sheets, which they have to fill out.

The guests will go from one service to the other and book a room.

Example:

Front Desk: Welcome to the Wyatt Hotel. How may I help you?

Traveller: 1’d like a room please?

Front Desk: Would you like a single or a double?

Traveller: I’d like a double, please?

Front Desk: May I have your name, please?

Traveller: Timothy Findley.

Front Desk: Could you spell that please?

Traveller: F-I-N-D-L-E-Y.

Front Desk: How many are in your party?

Traveller: Just two.

Front Desk: How many nights would you like to stay?

Traveller: Just tonight.

Front Desk: How will you be paying?
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Traveller: Is Visa OK?

Front Desk: That’ll be fine. Would you like a wake-up call?

Traveller: Yes, I’d like a wake-up call for 6:30. Do you have a pool?
Front desk: Yes, we do. On the 2" floor. Here’s your key. That room

405 on the fourth floor.

Unit 1.5. Professionals in tourism

Objectives: to practise topical vocabulary, to develop listening,

speaking skills and skills for detailed reading.

O 00 9 O L AW N —

Unit 5 plan:

. Wordbox.

. Vocabulary exercises.

. Reading tasks.

. Listening tasks.

. Watching, listening and writing tasks.
. Speaking tasks.

. Role play.

. Case study.

. Project work.

Knowledge:
Learn how to extract information from pragmatic texts about acquiring
a profession in the sphere of tourism.
Study information about choosing jobs in tourism.
Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of jobs in travelling.
Learn the ways of problem solving in the sphere of tourism professions.
Learn the vocabulary to the topic “Professionals in Tourism”.

Skills:
Practise using vocabulary to the topic “Professionals in Tourism” in
speech.
Practise discussing professional situations in dialogues.
Practise selecting information for tourism jobs.
Practise speaking about getting a job in a role-play.
Practise using translation equivalents of topical vocabulary in the sphere
of tourism jobs.
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Recommendations for the role play, case study and project work are in
the Individual Study section.

Wordbox
1. Activity provider 22. Natural attraction
2. Add-on 23. Net rate
3. Affiliate 24. Online booking system
4. Bargain site 25. Online travel agency (ota)
5. Blackout dates 26. Overbooking
6. Category (synonym to industry) 27. Point of sale (pos) system
7. Channel manager 28. Quote
8. Charter 29. Retail rate
9. Commission 30. Real-time booking
10. Customer support 31. Things to do
11. Destination 32. Tour operator
12. Destination management 33. Tour wholesaler
company 34. Traditional travel agent
13. Fare aggregator 35. Travel guide
14. Free independent traveller (fit) 36. Travelogue
15. Global distribution system 37. Trip advisor
16. Guide 38. Unrestricted fare
17. Inbound tour operator 39. Unrestricted rate
18. Industry event organizer 40. Visitors information centre
19. Joint fare 41. Walking tour
20. Leisure travel 42. Zip line

21. Markup

%+ Vocabulary exercises

Read a list of jobs in tourism, enlarge the list, and supply descriptions
as in the example:

Tour Guide

Most large cities, and smaller places with interesting attractions,
are home to tour companies that need guides. You may find it harder to
convince employers to let you work part-time during a busy tourist season,
but they may have enough job applicants to consider the possibility.
Specialized knowledge can help you land a job with a company offering
niche tours, such as whale watching or ghost hunting. An outgoing
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personality and excellent customer service skills will serve you well with
general sightseeing companies.

Attendant

If you live near an amusement park, water park or other attraction that
draws tourists, the potential for part-time jobs is high. Attendants run and
monitor rides, sell and take tickets and perform customer service duties.
Ski resorts need employees to run ski lifts and skating rinks have attendants
to monitor customer safety. Entertainment centers that feature bowling
alleys, arcades, miniature golf or batting cages always need attendants to
provide customer service and part-time schedules are the norm.

Travel Agent

If you are good with logistics and enjoy making travel plans, then a
career as a travel agent may be a good fit. Many people either lack the
skill or time to arrange travel experiences for themselves, as a travel agent,
you would help them book their travel, and can usually offer information
discounts that the average person can’t access. As an independent travel
agent you have some flexibility in your schedule and work hours. A
degree is not required, but some experience in the field will provide better
opportunities. A travel agent typically makes about $36,000 per year, and
the job outlook is average with projected annual growth at 10 percent,
according to the Bureau of Labor Statistics.

Tourism Market Manager

A market manager working in travel tourism often works for a
government or municipality. Workers in these positions are responsible for
promoting specific destinations within various countries, states or cities.
A tourism market manager typically makes about $43,000 per year. This
industry is expecting moderate growth so the BLS predicts that these jobs
will be demand.

Hotel Manager

Hotel managers ensure that a property runs smoothly and customers
are happy during their stays. Hotel management can be a challenging
and high-stress job, but the travel benefits can be extensive depending on
the type of property for which you work. For example, a hotel manager
working for an international hotel chain receives discounted or free stays
at properties around the world. They may also be eligible for other travel
benefits like air and tour packages. A hotel manager usually makes about
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$47,000 per year. Although not always required, a degree in hospitality
and hotel management will give you access to more job opportunities. The
job outlook is slower than average with projected annual growth at eight
percent.

£ Reading.
Before reading. Answer the questions:
1. What is the role of a travel agent in a travel agency?
2. Have you ever communicated with a travel agent? Tell about your
experience.

THE RETAIL TRAVEL AGENT

The travel agency business offers many attractions to people with
experience in the tourist industry. Unlike most other retail businesses, there
is no need for the storage and display of large quantities of merchandise.
This means that the initial cost of setting up an agency is low in comparison
with other retail businesses.

Retail travel services are similar to clothing stores, and agency offices are
often found in the same shopping areas as expensive stores. A good location
is an important factor in the success of an agency, and so office space may be
expensive. Another factor in success involves establishing a steady clientele.
The best customer for a travel agent may be a corporation whose executives
make a large number of business trips every year. For customers who come
in off the streets, so to speak, satisfying their travel needs is the best way
to assure repeated business. Retail outlet is a place where products are sold
to the general public In the case of travel, the product is a service rather
than tangible merchandise. The retail travel agent sells all kinds of tourist
products — transportation, sightseeing and the like to the general public. The
term retail distinguishes him from the tour operator or packager, who can be
considered the manufacturer or wholesaler of the tourist industry.

A typical travel agency has s rack of colourful brochures that illustrate
the delight offered by a wide variety of tours. The cost of this kind of
promotion is paid for almost entirely by the tour packagers. They prepare,
print and distribute the brochures, and they also absorb the national, or
even sometimes international, advertising costs. The retail agencies may
do some local advertising, although even in this case costs may be shared
with tour packagers or transportation companies.
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Nowadays, the growth of the airlines has led to a corresponding growth
in the number of retail travel agents. The agent offers the customer one-stop
convenience. The traveller can make reservations, all the arrangements for
his trip without having to go to separate places for his airplane seat, his hotel
reservation, his rental car, and whatever else he may want for his trip. The
airlines offer inducements to travel agents to handle reservations for them.

In return for the customers who are brought in by the agencies, the
airlines give special care and attention to the agents. They may set aside
seats on some popular flights just for the agencies. They also give assistance
to the travel agents in working out fares. Airline fares have become very
complex in recent years, with a great variety of special categories — high
season and low season fares, for example, or 21-day excursions, family
plans and many others besides the customary price difference between
first-class and economy.

The problem becomes even more complicated when the trip has
several legs — different segments of the trip on different flights, often on
different airlines. The routing of a particular trip also frequently makes a
difference in the total fare. Computerization has caused great changes in
the travel agency business and will continue to cause additional changes
in the future. Many travel agencies are equipped with computer terminals
that permit access to the information stored in the computer. This makes
possible the immediate confirmation of reservations for airline seals, hotel
rooms, or rental cars.

Arecent trend that has developed among travel agents is to operate on a
chain basis, that is, with several outlets. Some of the large travel companies
have operated in this way for many years. Now the smaller agencies are
also branching out. Some of them have opened offices in different parts of
the same city or its suburbs, while others have opened offices throughout
an entire region. There is some difference in emphasis in the kind of
business handled by travel agents in the major tourist markets and those in
the major tourist destinations.

In the market areas, the emphasis is on selling travel services and tours
to people who are going to some other place. The agencies in the tourist
destinations, on the other hand, often put a great deal of emphasis on
services the traveller will need while he remains in that area. These services
including local sightseeing tours, arrangements for independent travel,
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currency exchange, tickets for local entertainment, and so on. Since the
agencies in some tourist areas deal with many foreigners, language skills
are often more important than in the market areas. It should be noted that
many places are both tourist and market areas that offer the entire range
of travel services.

Any retail business involves a great deal of contact with the public,
with all the pleasures and pains that such contact may bring. This is doubly
true for travel agents, since they are selling services and not goods. Many
of their customers expect them to advise them on where they should spend
their vacations, on hotels, restaurants, health problems in all parts of the
world. The agent can serve the customer by keeping up with changing
fares so that he can offer his customers the best bargains or by helping
them to work out complicated fares. The agent must also keep up with
changing government regulations for international travel — visa and health
regulations, customs information, airport taxes — so that he can give the
traveller accurate and reliable information. The agent must even be alert
for possible political problems in the tourist destination countries. One of
the primary necessities for recreational travellers is personal safety.

The retail agent is normally paid by means of commissions —
percentages of sales made through the agency. The commissions vary
from country to country and from time to time. There are of course many
rewards other than the financial ones for the travel agent. One of them
for some people simply involves dealing with the public and serving their
needs. Another involves the opportunity to do a great deal of travelling
themselves.

After reading:

Finish the sentences using information from the text:
 The travel agency business ...

» Retail travel services are ...

» Atypical travel agency...

» The agent offers...

* In return for the customers...

* Many travel agencies are equipped ...
* Arecenttrend ...

» The agent must...
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£ Reading.

SELLING TECHNIQUES
All sales are made through the sales conversation. Now this is different
from an ordinary social conversation because it has an objective, an
aim, which is to sell the product, and so must follow a set pattern which
always includes the same four elements in this order. These are rapport,
questioning, presentation and commitment.
Rapport is the relationship which is built up with the customers. They

must feel at ease in the sales environment and confident that the enquiry
will be dealt with properly and in an appropriate manner. Of course,
rapport must be maintained throughout your dealings with the customers,
right through the sale and into any subsequent dealings. However, it must
be established before questioning can take place. Why do we need to
question the client?

We need to establish the client’s needs. We cannot sell a holiday if
we do not know what type of holiday they want. Sometimes clients will
volunteer this information themselves, especially when they have already
made their choice, have chosen the product they wish to purchase. But in
a real sale your first task is to find out exactly what they are looking for and
the best way to do this is to question effectively.

Before we go on to presentation, let us consider what good or effective
questioning skills are.

There are two types of questions: open and closed questions. The

closed question is the one that invites a “no” or “yes” response. An open
question is one that cannot be answered with “no” or “yes.” For instance:
“Do you want a single room?” is a closed question, whereas “What kind
of room would you like?” is an open question. There are times when
you will need to use closed questions, especially when you are checking
information, but in the beginning you will find open questions much more
effective. It forces the respondent to give more information, to explain
more fully what they require. In this way you are able to elicit what they
really want to buy. An open question always begins with one of the seven
so called “W” words because they all contain the letter “W”: when, where,
who, how, which, what and why. So what do you need to know in order
to be able to sell your product? Well, you need to be able to establish what
their material and human needs are. You’ll discover the material needs by
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asking such questions as “who will be travelling?” “For how long?” “When
do you want to go?”

Human needs are catered for with “what” questions: “What sort of
holiday do you want?” “What are your hobbies?” Human needs as well
as material needs must be part of your investigation before you suggest a
holiday, otherwise you will not have the whole picture and will not be able
to make a sensible suggestion.

You must also establish the client’s priorities. Everyone considers one
part of their travel requirement to be the most important. These fall into four
main types. People and their requirements, if it’s a family travelling, they

require interconnecting rooms. Then there’s place, the destination may be
of paramount importance. Thirdly, there’s the price. For some clients this
governs their choice of destination and date. And lastly there’s the period.
Most people are restricted in some way in the dates when they can travel.

Concerning price: of course it is often difficult to talk about money.
But everyone tries to keep within a budget and wants to feel that they are
getting value for money. It’s unwise to guess from a person’s appearance
their financial standing. So what should you ask? Questions such as “what
type of accommodation are you looking for?” and “What price range do
you have in mind?” You will not need to ask the question “why” unless you
feel that it is necessary to persuade the client to change their views as to the
suitability of a resort or holiday.

Read text 2 again and fill in the gaps:

The sales conversation is different from an ordinary conversation
because it has an (a) __ which is to (b) the product. There
are (c) stages or elements in a sales conversation, which are:
rapport, questioning, presentation and (d) . Rapport is the
(e) which is built up between the sales assistant and the client. It
needs to be established before (f) can take place. We question the client in
order to find the type of (g) he or she requires. There are (h) types
of questions which are (i) and (j) questions.
An open question begins with a (k) word. With these kinds of
questions you can learn what the (I) and (m) needs of
your client are. You will discover the (n)_ needs by asking questions such
as “Who will be travelling?” “When do you want to travel?” (o) needs are
catered for with (p) questions such as “(q) are your interests?”
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When you have discovered your client’s needs you must then establish his

or her (r); these fall into four main bands. The first is (s) and
deals with their special (t) . The second is the (u) or (v) . Thirdly,
there’s the question of (w) and fourthly is the (x) or
(y) when they can travel.

¢ Listening.

Before listening. What jobs in tourism do you know?
Listen to three professionals in tourism talking about their jobs.
I1. After listening. Answer the questions.
1. What are their jobs?
2. Do they enjoy their work?
3. Which of them works shifts? works mainly in the back office? works only
part of the year? has to talk to local businesses, hotels, tour companies?
works very long hours?

¢ Listening. Listen to an interview with a Kenyan tour operator.

& After listening. Answer the questions.
1. How did John start working in tourism?
2. What does he enjoy most about his job?
3. How does he operate his business?
4. What is special about Kenya to attract Western tourists?

% Watching and listening.
Watch the following video piece “Job Interview Skills — Questions and
Answers” at https://www.youtube.com/watch?v=igeghm8Uut8.

Note down the interview questions.
Listen for the tips on the best answers.

Writing. Work in pairs. Student A: make up a list of questions from the
video piece.
Student B: make up possible answers to the questions.

¢ Watching and writing. Watch a job interview at https://www.
youtube.com/watch?v=Z0LiCIRtqlEand match questions and answers
with the stages of an interview below.
Greeting
Introduction
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Questions and answers time
Telling about yourself
Trick questions time

© Speaking 1.

Role play “An interview with a tour operator”. Act as if one of you is
a journalist and the other is a tour operator and talk about the advantages
and disadvantages of jobs in tourism.

Basing on the two interviews prepare and deliver a short speech on the
point “Why people work in tourism”.

© Speaking 2. Job Interview. Role play. Act as if one of you is an
interviewer and the other is a candidate for a job of a tourist guide (tourist
manager, tour operator).
Before the role play. Student A: make up a list of questions to ask the
candidate. Use his or her CV and application letter.
Student B: think about your answers to possible trick questions.
Below is a set of sample questions.
1. I notice that your university/higher education course was in...
* Which part of the course did you enjoy most? Why did you like that
subject?
» Did you do a project in the final year? Can you tell me about that?
2. I see that after university/higher education you worked in several jobs.
* One of your first jobs was as a (job) in (company). Can you tell me about
that?
3. I see that in your previous job you worked as a (job) in (company).
Can you tell me about that? What exactly did you do there?
What did you learn from that job?
Why did you stay so long/so little time in that company?
Why did you leave?
4. So, your current job is as a (job) in (company).
» Canyou tell me a little about the company? What exactly do you do there?
* What have you learnt in your current job?
* What personal and professional skills have you developed?
* How have you kept up to date with new techniques?
* What experience do you have of technology?
* Why do you want to leave your current job?
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5. I'see that you are currently unemployed.
* Why are you not working? How have you spent your time while you’ve
been unemployed?
» Have you had otherinterviews? Why do you think you weren’t successful?
6. Tell me something about yourself.
* What interests you most about this job?
» What are your strong points?
* What are your weak points?
* Can you work under pressure? Can you give me an example?
* Are you a persistent and determined person? Can you give me an example ?
* Can you describe an important challenge in your life?
* What are your career objectives? Where do you see yourself three years
from now?
* You have very little experience in... How will you deal with this?
After the role play. Discuss the results of the job interview.
Student A: can you consider the candidate for the position he or she
was interviewed for? Account for your decision.
Student B: do you think you managed to answer all the questions
especially tricky ones? Account for your opinion.

© Case study. Read through the list of tourism vacancies, work out
a list of the most needed positions in this sphere, compile the list of
advertisement vocabulary.

Regional Directors x 2

1 x Midlands and 1 x London and the South East

*£90,000 — £105,000 pa plus benefits

We need two exceptional leaders, with energy, drive and clarity of
purpose, to inspire and deliver a clear direction for their region — either
the Midlands or London and the South East.

All jobs from: NATIONAL TRUST

Travel Consultants

Gloucester

£16000 — £27000 per annum + Commission + Award-Winning
Benefits)

Advance your sales career with one of the world’s biggest travel
companies and join an award-winning team.

All jobs from: FLIGHT CENTRE GROUP
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Account Manager — Educational Tours

South West London, located opposite Wandsworth Common station

£22,000 - £24,000

We are looking for a new dynamic Account Manager to join our
educational tours team. Our wonderful educational trips for schools
combine key areas of the curriculum with a unique chance for students to
get a real taste of the country they are visiting.

Employer: CLUB EUROPE HOLIDAYS LTD

Travel Consultant

Guildford

£23000 - £27000 per annum + Award-Winning Benefits

Are you a sales-driven, passionate traveller who is looking for a
career with plenty of progression?

All jobs from: FLIGHT CENTRE

Travel Consultant - North West London

North West London

£23000 - £27000 per annum + Benefits

Flight Centre is on the look out for talented Travel Consultants to
join their teams in North West London. This varied role will see you

selling amazing travel experiences to your clients, using your travel
knowledge and airfare expertise.

Travel Consultant

Bristol

£23000 - £27000 per annum + (£16K Base + Uncapped Commission)

Global travel company, Flight Centre, hasan exceptional opportunity
for a career-driven individual who is passionate about travel to join their
Bristol team. Award-winning benefits on offer plus incredible career
progression.

© Project work.

Professionals in Tourism

Make up a project (in the form of a presentation) about jobs in tourism.
Refer to the guidelines on p. 103.
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Unit 1.6. Ecotourism

Objectives: to practise topical vocabulary, to develop speaking skills

and skills for detailed reading.

Unit 6 plan:
. Wordbox.
. Vocabulary exercises.
. Reading tasks.
. Speaking tasks (role play).
. Presentation.

[ I NN R S

Knowledge:
* Learn howto extract information from pragmatic texts about ecotourism.
» Study information about choosing places for green tourism.
» Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of ecotourism.
* Learn the ways of problem solving in the sphere of responsible tourism.
* Learn the vocabulary to the topic “Ecotourism”.
Skills:
 Practise using vocabulary to the topic “Ecotourism” in speech.
 Practise discussing responsible tourism situations in dialogues.
* Practise selecting information for solving the problems of ecotourism.
» Practise speaking about green tourism in a role-play.
 Practise using translation equivalents of topical vocabulary in the sphere
of ecotourism.
Recommendations for the role play and presentation are in the
Individual Study section.

Wordbox
1. Ecotourism 9. Wardens
2. Responsible tourism 10. Local culture
3. Alternative tourism 11. Pollution
4. Sustainable tourism 12. Waste resources
5. Nature tourism 13. Nature-based tourism
6. Adventure tourism 14. Natural environment
7. Educational tourism 15. Ecologically sustainable
8. Conserve 16. Cultural components
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17. Wildlife 24. Local community

18. Be sustainable 25. Long-term conservation of
19. Ecotourism project the resource.

20. Nature reserve 26. Habitats

21. Rare animals 27. Ecosystem

22. Conservation work. 28. Biome

23. Guides 29. Animal and plant activity

%+ Vocabulary exercises

Supply a list of vocabulary to the following groups:
Continents and Oceans
Landforms
Rocks and Minerals
Solids
Waters of the Earth
Weather and Climate
Native Animal Life
Natural Plant Life

Fill in the blanks:

Ecotourism now

Many people nowadays are keen to get 0. away from it all for a couple
of weeks without putting too much of a 1. on the environment.
In terms of maintaining the moral 2. , the benefits of an
ecotourism holiday seem overwhelming. But just how environmentally-
friendly can we make 3. up our tans? And for those who want to
goa(n) 4. further and drastically reduce their environmental impact,
how much do we really need to5._ it? The answer, it seems, is more
complicated than you might at first think.

For those who 6. a bit of luxury in a warm climate, there are
countless resorts to choose from, aimed squarely at7._ rich, time poor
Europeans and North Americans. Resorts like Malaysia’s Sukai Resort are
ond.  with some of the most luxurious non-eco establishments. But
they don’t come cheap. A one-week 9. holiday for two at one
of these places can easily set you back two thousand pounds. Plus there’s
the awkward fact that you still need to 710.  considerable distances in
some gas-guzzlingZl.  of transport to get there in the first place.
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Surprisingly, nearer the other end of the scale, a week of luxury at the
UKs priciest and most polluting resort, Gluttonness in Scotland turns out to

be more than 12. for the eco-tourism rainforest options when you

factor in the huge carbon footprint that your flight would otherwise create.
Answers

A out of B upto C away from D backto

A strain B damage C stress D harm

A position B superiority  C status D high ground

A bringing B filling C beefing D topping

A increment B step C foot D degree

A deny B suffer C rough D abstain

A search B crave C long D wish

A cash B money C finance D wealth

A equality B comparison C alevel D apar

A combination B package C included D combo

A go over B cover C complete D fulfill
£ Reading.

Read the text, make up a plan for it and summarize it then.

ECOTOURISM

Within the past few years, the tourism industry has witnessed a new
phenomenon that continues to take tourists and industry leaders alike by
storm. Ecotourism, often dubbed ‘adventure tourism’, ‘responsible tourism’,
or ‘sustainable tourism’, has become the fastest growing segment within the
world’s largest industry. For tourists, it is the latest trend. For ecologists,
scientists, and students, it is a life—long dream. And for the tourism industry
leaders, it is a potentially prosperous business. But amidst the awe of what
ecotourism can provide, there has been much confusion and controversy as
to what ecotourism actually is and whether it actually works.

Although the term may be new — it has only been in existence for
about a decade — the concept has been alive for much longer. There is no
true definition of what ecotourism really is, perhaps because it is difficult
to describe and because there have been many distinct interpretations
of the concept. Whether it is called ecotourism, adventure tourism, or
nature travel, the definitions contain elements and concepts that are
associated with what is known as sustainable development. It is believed
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that tourism — ecotourism in particular — is a key tool in achieving
sustainable development, which is ‘to meet the needs of the present
without compromising the ability of the future generations to meet their
own needs’. One of the most widely accepted descriptions is that of The
Ecotourism Society, an organization based in the United States, in which
ecotourism is described as ‘responsible travel to natural areas that conserves
the environment and sustains the well-being of the local people’.

In the early 1970s, people in several remote areas of the world saw that
tourism could be important; however they did not want to destroy the exotic
environment that surrounded them. One such place was Cancull, Mexico.
At the time, Cancun was a prime beach location, but the number of tourists
was not very high. Unlike today, there were more natives than visitors.
Developers recognized the potential Cancun had and ‘drew up a master
plan that placed priority on environmental protection’. Unfortunately,
Mexico began to experience political and economic instability. The
recession caused the government and business leaders to scramble to find a
way to bring money into the economy — specifically, US dollars. Tourism
in Mexico was, then, one of the few industries in the country that showed
signs of growth. Instead of having environmentally friendly attractions,
however, as Cancun was meant to have, it was sacrificed in order to make
room for large-scale development.

As a result, the natives were moved off their homeland and pushed
onto the side of a mountain. They live in what looks like cardboard shacks
and do not have running water or a sewage system. The area beaches are
becoming cluttered with travellers and garbage and the reef that is found
off of the coastline has been damaged by ships coming into the wharf.
Water treatment is insufficient and it is practically impossible to meet the
growing capacity requirements. Mass tourism has proven to be destructive.

As similar stories become known to the world, ecologists, together with
tourism leaders, realize how important it is to preserve the environment so
that generations to come can continue to enjoy earth’s wonders.

£ Reading.
Read the description of Lake Baikal, and supply a summary of the text
as information, necessary for the guide of this region.
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Lake Baikal Brief Statistical and Historical Facts

Lake Baikal is called the “Pearl of Siberia.” It holds 20 % of the earth’s
unfrozen fresh water and harbors more endemic species of plants and
animals than any other lake in the world. Fed by 336 rivers and streams
including the Angara, Barguzin, Selenga, Turka and Snezhnaya, the lake
holds fifty species of fish including bullhead, sturgeon and omul.

The length of the coastline is about 2,100 km. There are 30 rocky
islands on the lake, the biggest one being Olkhon Island. According to the
legend, Olkhon Island is the birthplace of Mongolian ruler Genghis Khan.
Baikal is the largest lake in Eurasia, and it is the deepest lake in the world
(1,620 metres).

The lake is surrounded with wild mountains and rivers — that makes
the Lake Baikal region an ideal area for outdoor activities such as hunting,
hiking, climbing, rafting, kayaking, skiing, and nature photography.

Lake Baikal remains a crossroads of many Asian cultures, combined
with European cultural influences, where native Sayats still herd reindeer
and Buryat people live according to their old customs. The region is in
close proximity to Mongolia and its ancient culture.

For a long time Baikal attracted people of different cultures and
backgrounds from around the world: travelers, archeologists, historians,
geographers and biologists. The mystery of the lake and its beauty give
people an inspiration and spiritual comfort.
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Impressed by The Great Puzzle of the Planet or The Bright Eye of
the Earth, any one can regain a feeling of being in harmony with nature
unspoiled by civilization. (From http://www.metaldetectingworld.
com/06_irkutsk pl.shtml)

© Speaking
Read information on an ecoprogram. Prepare a plan of the program,
write a guide speech on the topic of the programmed, present it in class.

DELAWARE VALLEY RAPTOR CENTER

A non-profit center dedicated to raptor rehabilitation and
education

416 Cummtas Hill Road Mitford, PA 18337-9469

Tel. (570) 296-6025

fax (570) 29W>616

This contract is confirmation of the date September 13, 2012, and
time 8:00 P.M. for the CLOSE ENCOUNTERS WITH BIRDS OF PREY
program presented by the Delaware Valley Raptor Center to Rosemont
School at YMCA Camp Mason.

The total amount due for your program is $285.00. Please have your
check payable to the DELAWARE VALLEY RAPTOR CENTER ready upon
completion of the program. We appreciate your cooperation in this regard.

Please have a table at least 7 feet long, a glass of water, and
NEWSPAPERS (to protect your floor) available at the program site.

Sign and return this contract by mail or fax (Fax # 570-296-6616).

Should rescheduling or cancellation of this date be necessary, please notify
us as far in advance as possible prior to the scheduled date. Visit our web site at
http://www.dvrconline.org. Thank you for your interest and support.

Sincerely,

Bill Streeter Executive Director

© Speaking

Write a 10-sentence objective of the National Trust.

Act a role-play.

Focus:

The purpose of this role-play is to activate ecotourism vocabulary.
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Discussion:

Discuss the objects, challenges and perspectives of natural environment
preservation.

Choose a role in a hotel:

Travel agency representative

National Trust member

Local authority representative

Responsible tourist

National Trust for Places of Historic Interest or Natural Beauty

Founded in 1895, the National Trust for Places of Historic Interest
or Natural Beauty promotes the preservation of buildings of historic
or architectural interest and threatened lands in Great Britain. The
organization was incorporated by the National Trust Act in 1907, and its
powers and privileges were extended by acts of Parliament in 1919, 1937,
and 1939. Headquartered in London, the Trust serves England, Wales, and
Northern Ireland. A parallel organization, the National Trust for Scotland,
headquartered in Edinburgh, was founded in 1931.

The society was established through the efforts of Octavia Hill, a
housing reformer; Sir Robert Hunter, a campaigner for the protection
of commons and public rights; and Hardwicke D. Rawnsley, vicar of
Wray, Westmorland. Its governing council consists of 50 members, half
chosen by learned societies, museums, and other bodies and half chosen
by incumbent members. A number of committees and subcommittees
are staffed by various experts in the care of land, buildings, and artifacts.
The two Trusts are dependent financially on voluntary support in the
form of donations, legacies, admission fees, and the annual subscription
of members. (Membership is open to all.) The National Trust had a
membership of more than 2,000,000 by the late 20th century.

The first acquisition, a donation in 1895, was 4'/, acres (1.8 hectares) of
cliff land at Dinas Oleu, overlooking Cardigan Bay in Wales. One hundred
years later the two Trusts owned almost 700,000 acres and some 350 stately
homes, buildings, gardens, and other places open to the public at stated
times for admission fees. Included are such famous sites as Bannockburn
Monument, Chartwell (Winston Churchill’s home), Cliveden, Culloden
(the battlefield), parts of Hadrian’s Wall, Hatfield Forest, Knole, Lyme
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Park, Penrhyn Castle, Petworth House, Powis Castle, Runnymede (of
Magna Carta fame), and Sudbury Hall.

© Speaking.
Make up a presentation of an ecotour in the Samara region. Refer to
the guidelines on p. 103.

Unit 1.7. Guided tourism

Objectives: to practise topical vocabulary, to develop speaking skills
and skills for detailed reading.
Unit 7 plan:
. Wordbox.
. Vocabulary exercises.
. Reading and speaking tasks.

AW N =

. Speaking: dramatizing conversations.

Knowledge:
* Learn how to extract information from pragmatic texts about guided
tourism.
» Study information about choosing places for green tourism.

Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of guided tourism.
* Learn the ways of problem solving in the sphere of guided tourism.
* Learn the vocabulary to the topic “Guided Tourism”.

Skills:
 Practise using vocabulary to the topic “Guided Tourism™ in speech.
 Practise discussing guide work situations in monologues and dialogues.
» Practise selecting information for solving the problems of guide work.
» Practise speaking about cultural sights in a role-play.
 Practise using translation equivalents of topical vocabulary in the sphere
of guided tourism.
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Wordbox

1. Abbey 26. Monument

2. Art gallery 27. Mosque

3, Audio guide 28. Museum

4. Canyon 29. Museum of fine arts

5. Castle 30. Open

6. Cathedral 31. Palace

7. Cave 32. Park

8. Church 33. Picture-gallery

9. Cinema 34. Public garden

10. City plan 35. Sightseeing tour

11. Closed 36. Sightseeings

12. Entrance 37. Since what time is ... open?
13. Entrance fee 38. Square

14. Excursion 39. Statue

15. Exhibition 40. Temple

16. Exit 41. Theater

17. Fountain 42. Ticket

18. Garden 43. To photograph

19. Guide book 44. To shoot

20. Guided excursion 45. To take a picture

21. Historical museum 46. Toilet/restroom/bathroom
22. Is photographing allowed 47. Tour guide

here? 48. Tourist information centre
23. Lake 49. Treasure-house

24. Map 50. Zoo

25. Monastery

%+ Vocabulary exercises

1) match the following definitions with the following words: guide, zoo,
bridge, castle, bus, landmark, cruise, discount, museum, amusement park.
A building that is historically important = --

A structure that spans a river = --

A place where animals are kept = --

A vehicle that is used for transportation (on land) = --

A place with rides, shows, and other entertainment = --

A person who tells you about the importance of historic buildings, etc. = --
A reduction in the price of a ticket = --

A voyage (usually as a holiday/vacation) on a ship = --
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A place where one can see art = --
A solid structure that was usually fortified against an attack = --.

2) match the following definitions with the following words: ruins,
translator, architecture, era, brochure, facade, attraction, to book,
exhibition, view.

A range of sight or vision; a vista = --

The art of designing buildings = --

A leaflet with information about something = --

Something that is interesting for tourists = --

The front of a building = --

A collection of works of art = --

A person who renders something into another language = --
A period; an epoch = --

The remains of a building, structure, etc. = --

To reserve = --.

3) match the following definitions with the following words: artefact,
cinema, prison, neighbourhood, downtown, royal, contemporary,
performance, square, port.

The central part of a city (especially an American or Canadian city) = --
A place where one can see ships, fishermen, etc. = --

An open area or plaza of a city = --

Pertaining to or belonging to kings and queens = --

A place where one can watch movies = --

A man-made object, like a tool, a work of art, etc. = --
Modern = --

A show, concert, etc. = --

A region of a city = --

4) match the following definitions with the following words: park, run
down, renovated, under construction, highlight, extras, theater, cathedral,
display, walking tour.

Additional items = --

Sightseeing on foot = --

A public green area in a city, used for recreation = --
Currently being built or repaired = --

Brought back to its former state = --

In bad shape; falling apart = --
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A place where one can see a play or another type of performance = --
A church = --

A very important or outstanding part of something = --

An exhibit; a presentation of something in open view = --.

5) match the following definitions with the following words: tower,
commentary, palace, canal, cable car, mosque, synagogue, vintage,
optional, market.

A place of worship for Jews = --

A spoken (audio) description of something = --

A place of worship for Muslims = --

A tall, narrow building = --

Antique style; old style = --

Something you don’t have to do = --

A place where one buys and sells fruit, vegetables, and many other things

The official residence of a royal person = --
The way to travel up and down a mountain = --
An artificial waterway = --.

£ O© Reading and Speaking
Taking an excursion. Study the information about the Tower of London
and prepare a monologue for the guided tour in this attraction.

e - Tower of London
, X Adult Aged 16 upwards £19.00
Child (Age 3-16) £9.50
Senior (Age 60+) £16.00
Family 2+2 (Adults and 2 Children)
£50.00

Tour information
Highlights
* Crown Jewels

» Beefeater tours
* The White Tower
 Prisoners of the Tower
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Schedule

1st March to 31st October Tuesday to Saturday: 9:00am to 5:30pm
Sunday & Monday: 10:00am to 5:30pm (Last admission 5pm) 1st
November to 28th February Tuesday to Saturday: 9:00am to 4:30pm Sunday
& Monday: 10:00am to 4:30pm (Last admission 4pm) Exceptions: 24th -
26th December & st January (Closed).

Description

HM Tower of London has been designated as a UNESCO World
Heritage Site. One of the most famous castle keeps in the world, it was
built to awe, subdue and terrify Londoners and to deter foreign invaders.
It’s now an iconic symbol of London and Britain and one of the world’s
premier tourist attractions.

Royal Beasts

The Royal Beasts return to the Tower, London’s original zoo! From
Easter onwards, see sculptures of the lions, tigers, elephants and even a
polar bear, discover how they came to be at the Tower and what became
of them in this new fascinating permanent exhibit. Hear the amazing
tales of how the animals were fed, watered and housed as well as various
unfortunate incidents when the public got a little too close! The experience
will include permanent displays along the newly opened and restored north
walk and Brick Tower.

Fit for a King

A journey through 500 years of royal arms and armour created for both
the battle field and the sporting field. From Henry VIII’s horse armour,
Japanese samurai armour presented to King James I to Prince Charles’ polo
helmet and knee pads, worn as protection during the princes’ polo playing
days, the display is a unique timeline from the Royal Armouries collections.

Centenary anniversary - Delhi Durbar

On 12 December 1911 King George V and Queen Mary received
homage of Indian princes as Emperor and Empress of India in a lengthy
ceremony wearing full state robes in the blazing heat. As the English
coronation regalia, kept at the Tower of London could not be taken out of
Britain, a new crown was created with over 6000 diamonds as well as Indian
sapphires and emeralds of exceptional quality. Following the ceremony the
crown was brought back to England and placed in the Jewel House at the
Tower of London where it can be seen today.
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Crown Jewels

The nation’s regalia is held in the most visible vault in the world.
Thousands of glittering gem stones and yards of silver gilt create a priceless
display of royal ornament. Each can tell tales of intrigue, power and
majesty across the ages. The Maundy Dish and Imperial State Crown are
still part of the annual traditions of monarchy, come on the right day and
you’ll see our own tradition - placing the ‘in use’ sign on a velvet cushion
in the relevant case.

Beefeater tours

Share the secrets of one thousand years of royal gossip with a body
of Beefeaters (proper name ‘Yeoman Warder’ but who remembers that?)
that has guarded this fortress for centuries. Take one of their tours and
you’ll be amazed and appalled by tales that have been passed down for
generations. Pain and passion, treachery and torture, all delivered with a
smile and swagger.

The White Tower

The White Tower was the original Tower of London. Begun by William
the Conqueror around 1080, it would have made a safe and impressive
home for the newly crowned Norman invader. It is still home to original
armours worn by Henry VIII and Charles I and a scary collection of
historical weapons and torture instruments. For those seeking a less gory
side of its life, there is the beautifully preserved 11th century Chapel of St
John the Evangelist to explore.

Prisoners of the Tower

Despite its reputation there are no dungeons at the Tower of London
and its doubtful there ever really were. The Tower was rather more exclusive
than that, with prisoners from the higher levels of society entitled to be
held here. Come and see what life was like imprisoned in the Bloody or
Beauchamp Towers. Experience the sights, sounds and inscriptions left
from incarceration five hundred years ago.

The last Yeoman Warder tour starts at 2.30pm (winter), 3.30pm
(summer).

Venue Information: City of London, Greater London EC3N
4AB Nearest Underground: Tower Hill Nearest Train Station: Fenchurch
Street or London Bridge, Bus Routes: 15, 42, 78, 100, RVI
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© Speaking.
Make up a guided tour around some interesting place in your native
town using the offered phrases.

Tour Guide Tourist Questions
* In front of you is...  Isthat the...you were talking about?
* On your right/left you will see... * Are we going to pass the...?
* Up ahead... * Are we going to see any...?
* On your left you will see... * Is it on the right or the left?
* As we turn the corner here, you will * I don’t see it. Can you point it out
see... again?
* In the distance... * Did I miss it?
* Ifyou look up you will notice... » Will we see it on the way back?

* Off to the north...

* Look to the east...

» To your west...

* In a few minutes we’ll be passing...
* We are now coming up fto...

* As you will see...

* You may have noticed...

* Take a good look at...

 [I’d like to point out...

* Keep your eyes open for...

© Speaking.
Dramatize conversations between a tourist and a tour guide.
DIALOGUE 1:
Guide: It’s about a three minute ride up to the top of the mountain. As we
pass the two towers the gondolla may sway a little.
Man: This thing is safe, right?
Guide: Yes, you don’t have anything to worry about. We do about 100 trips
a day up the mountain, and these tours have been going on for over ten
years without any accidents. Keep your eyes open for wildlife as we ascend.
It isn’t uncommon to see deer and even bears.
Woman: What’s that mountain to the left called?
Guide: That’s Mount Karen. And to the right of that with the three small
points is Mount Brown. Now, if you look up straight ahead, you should be
able to see a large eagle’s nest. Does everyone see it there?
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Man: Are there any baby birds?
Guide: That’s a good question. I haven’t seen any yet, but we usually see
them around this time of year.
Woman: What’s that lake down there, to the right of the green meadow?
Guide: I'm glad you asked. That’s John Lake. It’s actually a man-made
pond that was built as part of a conservation effort over twenty years ago.
During the 70’s there was a lot of clearcutting of forests in the area, and
much of the wildlife was lost. Since John Lake was built, ducks, swans, and
geese have returned to the area.
Man: Is this the highest mountain in this region?
Guide: No, actually, Mount Heather, which you we will be able to see in
just a minute or so has the highest peak. But, this is the highest mountain
for recreational purposes like skiing and guided tours.
Woman: Can you ski throughout the year?
Guide: No, it warms up enough to actually suntan up there in the summer.
Oh, look everyone. There are two deer feeding in the clearing right below us.
Man: Thanks, that should be a great photo. So... what is there to do besides
ski at the top of the hill at this time of year?
Guide: Oh, there’s plenty to do. We have horseback riding, snowmobile
tours, and a petting zoo for children. If you look to your left you’ll see the
snowmobile trail going through the mountain.

DIALOGUE 2: (A guide is giving an explanation to some tourist about
a castle)
Guide: This castle is surrounded by beautifully landscaped gardens. Today
is used for Top-level conferences. In 1170 Thomas Beckett was murdered
by the
Knights of Henry II. The first drop-off is around 6.15 p.m. and the fares
are 38.50 pounds per adult.
(At the back row, there are some friends who were talking during the
explanation, so, they didn’t pick up everything that the guide said. So they
start asking questions).
Tourist1: Sorry. What is the castle used for today?
Tourist 2: When was Thomas Beckett murdered?
Tourist 1: What time is the first drop-oft?
Tourist 2: Who murdered him?
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DIALOGUE 3:
T: Good evening, what can I do for you, madam?
C: Could you tell me how long it takes to get to the airport?
T:Would that be by taxi or public transport?
C: Oh, the flight s not till 6 0’clock, so I"ve probably got time to take the bus.
T: Anything else?
C: Yes, please I need a map of the city.
T: of course, here you are. We are here (pointed on the map).
From here you can visit the Cathedral, the new park and some commercial
galleries.
C: All right, thank you very much.
T: It's a pleasure, madam.

Unit 1.8. Business tourism

Objectives: to practise topical vocabulary, to develop translation,
listening, speaking skills and skills for detailed reading.
Unit 8 plan:
. Wordbox.
. Vocabulary exercises.
. Reading tasks.

1

2

3

4. Watching and listening.

5. Translating the essential vocabulary.
6. Reading and Speaking tasks.

7

. Role play.

Knowledge:
* Learn how to extract information from pragmatic texts about business
tourism.
» Study information about choosing places for business tourism.
» Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of business tourism.
» Learn the ways of problem solving in the sphere of business tourism.
* Learn the vocabulary to the topic “Business tourism”.
Skills:
» Practise using vocabulary to the topic “Business tourism” in speech.
 Practise discussing business tourism situations in dialogues.
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 Practise selecting information for solving the problems of business
tourism.

 Practise speaking about business tourism in a role-play.

* Practise using translation equivalents of topical vocabulary in the sphere
of business tourism.

* Recommendations for the role play and presentation are in the Individual
Study section.

Wordbox
1. Make a journey/go on a journey 14. Return trip
2. Break a journey 15. Wasted trip
3. Return journey 16. Flight
4. Safe journey 17. Book a flight
5. Wasted journey 18. Catch a flight
6. Leg of a journey 19. Miss a flight
7. Car/train/bus journey 20. Cancel a flight
8. Crossing 21. A long/short flight
9. Voyage 22. A domestic flight
10. Maiden voyage 23. An international flight
11. Business/school/shopping etc trip  24. A non-stop/direct flight
12. Coach/boat/bus trip 25. A connecting flight

13. Round trip

% Vocabulary exercises

a) use the following words to fill in the gaps in the travel chart. Each word
or phrase is used only once.
bus terminal, aircraft, catch / get on / board, disembark, quay / dock, liner,
trip, depart / leave, land, bridge, driver’s seat, pilot, corridor / aisle

Means of Travel

By rail By bus / coach By air By sea
station airport port
train bus ship
catch / get on get on / board embark
get off get off get off / disembark
platform departure gate departure gate
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passenger train coach / bus

journey
depart / leave
arrive arrive
engine
engine driver  bus driver
aisle

passenger jet /

airplane
flight voyage
take off sail
dock
cockpit
captain
aisle gangway

b) look at different variants of travel vocabulary and make up sentences

with both variants of every word:

BRITISH AND AMERICAN ENGLISH EQUIVALENTS

American English British English
subway underground
carry-on baggage hand luggage
one way single
freeway motorway
rest room public toilet
elevator lift
coach class economy class
downtown city centre
round trip return
schedule timetable
parking lot car park
airplane aeroplane
cab taxi
call collect reverse the charges
check bill
first floor, second floor ground floor, first floor
gas (oline) petrol
intersection crossroads
mail post
railroad railway

< Reading.

Read the description of the business trip and supply a list of tips for

organizing business travel.
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BUSINESS TRAVEL

Half, or more, of all airline travel is undertaken by business travellers.
An airline study shows that the business-leisure mix varies widely according
to destination area. More than 90 percent of the travel between the United
States and the Caribbean is for pleasure. The figure for U.S. mainland to
Hawaii pleasure travel is more than 80 percent; for United States — trans-
Atlantic flights, about 70 percent; and for United States to Latin America
flights, also 70 percent. Pleasure is the predominant reason for slightly
more than 60 percent of passengers’ flying between the United States and
the Asia-Pacific area. About 60 to 70 percent of the guests who check into
Sheraton Hotels around the world are traveling for business reasons. Much
business travel is hard work, whether it is travel in one’s own automobile,
or in the luxury of a first-class seat aboard an airline. A good portion of
business travel is, however, mixed with pleasure. It is difficult to say whether
as much as half of his or her time may he spent gambling or gamboling.
The trip to Europe may involve contacting potential customers, but it also
may allow for sightseeing or for an evening at the Folies Bergure.

Business travel accounts for approximately half of all travel in the
U.S. and is a $156 billion industry. Counted as business travellers are
those who travel for business purposes such as meetings; all kinds of sales,
including corporate, regional, product, etc.; conventions; trade shows and
expositions; and combinations of more than one. In the United States,
meetings and conventions alone attract millions of people annually.
Sometimes the distinction between business and leisure travel becomes
blurred. If a convention attendee in Atlanta decides to stay on for a few
days after the conference, are they to be considered a ‘business’ or ‘leisure’
traveller? Business travellers, when compared to leisure travellers, tend to
be younger, spend more money, travel further, and travel in smaller groups,
but they do not stay as long.

Business travel has increased in recent years due to the growth of
convention centers in a number of cities. Similarly, business travellers have
given a boost to hotels, restaurants, and auto rental companies. A hotel
located near a major convention center often runs a higher occupancy and
average daily rate (ADR) than other types of hotels. Business trips to meetings
generally last from one to three days. Business travel to attend conventions
and trade shows ranges from about five to eight days. A shuttle service usually
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operates between the hotel and convention centers. For most companies,
the third largest controllable expense is business travel and entertainment.

The typical business traveller still resembles the traveling salesperson
of old. He or she is 39 years old, married, has a median household income
of $40,000 to $50,000, and holds a professional or management job. One
in five employed Americans takes at least one overnight business trip
each year. Female business travellers, of which there are approximately
15 million, comprise about 27 percent of all U.S. business travellers, and
are on the increase. This has prompted hotel operators to take note of the
needs and concerns of women business travellers. Business travel, which
has long been the mainstay of airlines and hotels, will likely gradually
decline as a percentage of all travel, which includes leisure travel.

Leisure travel is forecast to increase due to a favorable economic
climate, which in turn produces increased discretionary income. Many
people now have more leisure time and higher levels of education, and the
cost of travel has remained constant, or dropped, compared to inflation
and other costs combined. These factors indicate a bright future for the
travel industry. An analysis of business travel costs by the Wall Street Journal
tracks travel prices with the weekly Dow Jones Travel Index, which looks
at average business and leisure fares on twenty major routes, as well as the
cost of hotel rooms and car rentals. An annual increase in travel costs of
four percent is significant for a group who spends upwards of $130 billion a
year on travel. Bob Litchman, head of corporate travel at Bay Networks in
Santa Clara, California, says a four percent increase would add $600,000
to his domestic travel budget.

Business travellers pay most of the increases, economists say, because
they are the passengers who really contribute to an airline’s earnings. The
major domestic airlines receive thirty-three cents per passenger per mile
for full-fare tickets — more than twice what they get for discounted tickets.
In other words, airlines sometimes lose money on their leisure travellers
and make money with their business travellers. An increasing number of
business travellers are able to make their own travel arrangements on-line.

For example, in the middle of a client meeting Suzie Aust, a meeting
consultant, realizes that she has forgotten to book the next day’s flight. She
pulls out her laptop, gets on-line, and books the flight. Corporate America
is worried about travellers like Suzie because they are often able to skirt
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corporate policies when making their own reservations. Some companies
use a product from Microsoft and American Express. Code-named Rome,
the product will allow companies to control their own travellers by insisting
that employees buy their own tickets through American Express.

Needless to say, American and United Airlines are each rolling out
similar products. Ed Callaghan, president of corporate services for American
Express, estimates that American companies lose $15 billion a year due to
deviations from corporate policy. And the portion of that sum lost to on-line
reservation systems ‘is ramping up quickly,” he says. Between 786,000 and
1.8 million business travellers are wired, according to Addison Shonland,
director of aviation, travel, and marketing for CIC Research, in San Diego.
The Eastman Group, a management consulting and travel software group,
predicts that by 2007, approximately 65 percent of travel will be ticketless
and by 2010, 99 percent of all airline travel will be ticketless. Hotels are, for
business travellers, supposed to be a home away from home. However, in
some cases, they are more like the office away from the office. For hotels
that are aiming to please their business travellers, they must not overlook
the hornier touches such as feather pillows and old-fashioned inn-keeping
virtues: cleanliness, comfort, safety, attentive service, and peace and quiet.

% Watching and listening. Watch the video piece “Booking a Flight”.
(® Translating. Translate the essential vocabulary from the video.

Essential vocabulary

executive

an open return ticket

to check seat availability on flight number...

to be fully booked

to try the availability

if you would

to make the reservation

to have a seating preference

on the aisle

ticket number

arrival time

Practise repeating the sentences and the whole conversation in pairs.

79



© Speaking. Make up a telephone conversation based on the essential

vocabulary acting as a tourist agent and a client.

¢ Watching and listening. Watch the video piece “Conference Facilities”.
(P Translating. Translate the essential vocabulary from the video.

Essential vocabulary

to call on behalf of

to have rooms available
rates

to jot smth down
conference facilities
conference room

for the period of smb’s stay
to pass smb over

media board

to arrange smth
equipment

to sound reasonable

to remind smb of smth
deposit

to write an official confirmation

fax number
to look forward to smth

< Reading. Practise repeating the sentences and the whole conversation

in pairs.

© Speaking. Make up a telephone conversation based on the essential

vocabulary acting as a hotel manager and a company’s representative.
¢ Watching and listening. Watch the video piece “Organising a

Factory Visit”.

(P Translating. Translate the essential vocabulary from the video.

Essential vocabulary
to phone about smth

to confirm smth

to be due in smb’s office
sales team

to take smb to visit smth
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technical staff

to discuss alterations to smth

to arrange to have smb available for comments
to continue discussions

to be pleased about smth

to book smb on the ... flight

to make smth quite easily

to arrange for transport

to be appreciated

to brief smb

© Reading. Practise repeating the sentences and the whole
conversation in pairs.
© Speaking. Make up a telephone conversation based on the essential
vocabulary acting as a factory personnel representative and a secretary.
% Watching and listening. Watch the video piece “A Meeting in Paris”.
(P Translating. Translate the essential vocabulary from the video.
Essential vocabulary
to get in touch with smb
to miss smb
to discuss the contract in detail
to pencil in the morning (the afternoon, etc. )
to take an early flight
to let smb know nearer the time
to make one’s own way
to make a hotel reservation for
to look forward to doing smth
to take for smb’s call

© Reading. Practise repeating the sentences and the whole
conversation in pairs.

© Speaking. Make up a telephone conversation based on the essential
vocabulary acting as a foreign client and a tourist manager.

% Watching and listening. Watch the video piece “Planning the Annual
Sales Conference”.

(P Translating. Translate the essential vocabulary from the video.
Essential vocabulary
to accept smb’s provisional booking
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to have a list of requirements from different members of staff who’ll be attending
last year’s file

to fire away

a conference hall for 200 delegates
working groups

media board

catering facilities

start at

break for coffee at

stop for lunch at

break for tea at

finish at

to provide morning coffee, etc.

to compare with last year’s organisation
to reinvent the wheel every day

to get the details down

to get smth in the post smb

to confirm the dates in writing

© Reading. Practise repeating the sentences and the whole
conversation in pairs.

© Speaking. Make up a telephone conversation based on the essential
vocabulary acting as a tourist agent and a hotel manager.

© Role play. A Day in the Office
Number of participants: two groups of 5-7 students each.
Roles suggested:
a hotel manager and a company’s representative.
a factory personnel representative and a secretary.
a foreign client and a tourist manager.
as a tourist agent and a hotel manager.
Situations suggested:

I. Student A: you are a managing director of an Austrian manufacturing
company and you are going on a business trip to Russia.

Student B: you are a tourist agent arranging a tour for a foreign client to a
Russian company and you need to book a flight from Vienna to Samara.
You also need to reserve hotel rooms. Call a hotel manager.

82




Student C: you are a tourist agent and you receive a call from the tourist
agency.

Student D: you are also engaged in organising this tour and you need to
arrange a conference for your foreign guest. Make necessary phone calls.
Student E: you are responsible for arranging a factory tour. Make necessary
phone calls.

Student F: you are supposed to discuss the details of the tour with your
foreign guest and are responsible for meeting the guest at the airport and
his accomodation at a hotel.

Student G: you are a hotel manager and you receive a call from the tourist
agency.

Language focus: essential vocabulary.

Objectives: to act as if you are in normal professional circumstances trying
to make up a picture of a typical working day in the tourist office.
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2. WRITING SECTION

Unit 2.1. Advertising in Tourism

Objectives: to practise translation and writing skills.
Unit 1 plan:

. Reading and writing tasks.

. Reading and translating tasks.

. Writing an advertisement.

AW N =

. Reading, translating and writing tasks.

Knowledge:
* Learn how to extract information from advertising texts.
+ Study information about organizing advertising texts.

Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of advertising.

Skills:
Practise using vocabulary to the topic “Advertising” in written speech.

Practise formulating rules of advertising.

Practise selecting information for tourist advertisements.

Practise writing tourist advertisements.
 Practise using translation equivalents of topical vocabulary in the sphere
of advertising in tourism.

(® Read a manual of an advertising group. Write down 5 basic rules for
advertising in Orlando.
2015 OFFICIAL TOUR & TRAVEL REFERENCE MANUAL
ANNUAL DISTRIBUTION: 80,000
* Print and electronic versions online
* Distribute during all domestic and international travel trade events
* Primary resource tool used by Visit Orlando global travel industry sales
and marketing team during sales calls, missions and other events
» Annual direct mail to more than 20,000 tour operators and retail travel
agents throughout the United States and Canada
« Fulfillment for direct requests from travel professionals
- A digital version of the 2015 Official Tour & Travel Reference Manual

will appear on VisitOrlando.com/trade
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ADVERTISING RATES (GROSS)
Page Size 4-Colour

2-Pg Spread..........cooovvveviiiiiiiienennn. $14,927
Full Page.....c.ooovvveeuiieeiieiieeeeeeee $7,621
1/2 Page...ccueeeeiiiiieeeeeeeeeeeeeeeees $5,983
1/3Page...eeeieieceeeeeeeeeeeeeeee, $5,018
1/6 Page.....ooceveeeeeeeeieeeeeeeeeeee e, $3,528

Cluster advertisements — defined as two or more products, flags,
owners or management groups sharing ad space — will be subject to a
space-sharing charge equal to the gross rate of the ad space. No additional
discounts will apply.

ADVERTISING SPECIFICATIONS

Document Construction

* All ads should be constructed using CMYK graphics and colours —
no PMS colours or RGB images. Resolution of graphics should be at least
300 dpi when placed at 100%.

* Full-page ads - Ads should be built to trim size. Bleed should extend
1/8” beyond the trim. Live area should be 1/4” within the trim all around.
Ads that do not bleed should leave 1/4” space from trim. Spreads should
be supplied as spreads, not individual pages. Proof should include crop
marks and bleeds.

 Partial-page ads — Document size should be same size as the ad.
If an ad does not have an edge, a border may be applied at the publisher’s
discretion.

Digital Formats

« PDF/X-1a is the preferred format for file submission. All high-
resolution images must be included and fonts embedded when the high-
resolution PDF file is saved.

File Submission

* The preferred method of ad submission is on a CD-ROM,
accompanied by a proof that represents the final digital ad file at 100%, for
verification that ad elements (artwork, fonts, etc.) output correctly.

* Ads should be labeled with the publication name and issue date,
along with the advertiser contact and phone number. We do NOT return
CDs or other advertising materials unless requested. Materials that are not
returned will be discarded after one year from insertion.
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» In order to ensure accurate distribution of your materials, please
include a copy of the insertion order or a packing slip that clearly indicates
the publication name and issue date and the agency/vendor contact name
and phone number.

SEND AD MATERIAL TO:

Visit Orlando, Publications Advertising Coordinator 6700 Forum Drive,
Suite 100 ¢ Orlando, FL 32821

Please give consideration to the targeting and marketing strategy
for each of the marketing communication vehicles in which you are
advertising. All advertising is subject to review and approval by Visit Orlando
for appropriate messaging and adherence to guidelines. Ads must be of a
style that is wholesome, clean and non-offensive. The advertisement must
limit itself to naming only those locations that are Visit Orlando members.
Member advertisement should not include language that would encourage
the readerto travel to or vacation in another destination (i.e., atour operator
promoting an Orlando/Key West vacation). As a private corporation, Visit
Orlando reserves the right to deny inclusion of any member advertisement
at any time in any of its publications, and to change or cancel any programs
at our discretion. (From http://member.visitorlando.com)

From http://brandinggreece.com/greek-tourism-ads-2008/
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(P Read and translate these advertisements

1. Strategic Destination for Business Travellers

Swiss-Belhotel Mangga Besar is strategically located on the doorstep of
the prominent Mangga Besar and Mangga Dua areas, known as the business
districts for traders, export-import, shopping malls and entertainment.
The hotel is only 10 minutes drive to Ancol amusement park, 10 minutes
to Jakarta International Trade Fair Kemayoran, and 30 minutes drive from
Jakarta’s Soekarno-Hatta International Airport, using toll way.

For information and reservations:

Swiss-Belhotel Mangga Besar

Kartini Raya No. 57, Jakarta 10750, Indonesia Telephone: (62-21)
6393 888 Facsimile: (62-21) 6595 888 E-mail: jakarta-sbmb@swiss-
belhotel.com

2. New HOTEL

TOURIST GUIDEBOOK SPECIAL PROMO:

20% DISCOUNT ON ALL ROOMS

We are Angeles City’s newest and best accommodation. Our features
and location will make your stay in Angeles a pleasant one. We are located off
the main street, which provides for shielding from the hustle and bustle, and
traffic noise, but we are still within 100 metres of the entertainment areas.

Corner Sierra Madre St. & Mayon Extension, Clarkview, Angeles City,
Philippines mobile number: 0999 993 7090 www.boomeranghotelac.com
email: boomeranghotel@yahoo.com

3. SOLO

SPECIAL OFFERS*

Save big on out special offers all year round and best available rates for
our guests. View current special offers and rates

WELCOMETO HOTEL SOLO

A new boutique hotel in Bangkok. Thailand

Come and experience a hotel with easy access to many attractions in
the city known for great hospitality and service.

Contemporary Boutique hotel In Bangkok

Hotel Solo Sukhumvit 2 is a contemporary boutique hotel that marks
the beginning of a brand new city escape. A retreat into the heart makes
it the perfect base to escape and revive. The nearby Skytrain station links
Hotel Solo Sukhumvit 2 to Bangkok’s business and financial districts as well
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as the city’s famed shopping and nightlife areas. Hotel Solo Sukhumvit 2 is
conveniently located on Sol 2 of Sukhumvit Road in the heart of Bangkok.

Located in the heart of Bangkok

Hotel Soto is conveniently located on Sot 2 of Sukhumvit Road.
The Skytrain Ploenchit station allows convenient and fast access to
all key destinations in downtown Bangkok. Convenient road access to
the expressway system also lets you an easy reach of Don Mueng and
Suvamarbhumi airports, and other provinces. For leisure pursuits, the
expressways provide long scenic drives to top seaside destinations like Hua
and Patlaya.

(P Writing. Write your own advertising text of a
1) hotel,
2) destination,
3) sea cruise,
4) restaurant,
5) tour.

(® Read and translate advertisement of Morocco potential for a tour.
Write a similar advertisement for your own native place.

Morocco

This country all in all is a fascinating place to visit. It has a medieval spirit and extreme outdoor adventure,
coupled with some excellent culinary delights! It is a land rich in natural beauty and unforgettable places that
are both fascinating to visit and intriguing to explore. For those who want to immerse themselves in culture and
history there are hundreds of mosques, palaces, and historical sites to visit.

The culture is rich in history and the arts and sciences. Throughout the country there is a wide choice of
museums which house on display unique collections of glass objects, manuscripts, exquisite carpets, jewelry,
pottery and ancient manuscripts. For those whom enjoy live performances, the country has many wonderful
theatres that present classic, translated and reworked productions of western classics such as Shakespeare to
modern productions of plays that are filled with the country’s tradition and folklore.

Equally memorable is the landscape, which is framed by several impressive destinations, which offer
outdoor activities such as snow skiing, hiking, climbing, and adventure travel. For travellers wanting the
relaxation of seaside towns and beaches, the coast is home to spectacular fishing villages swimming beaches, and
the atmosphere carries a whiff of magic.

Ifit’s mountains you love, the country has them in abundance; the land is custom-built for trekking as you
follow quiet mountain trails amid fascinating villages and fields of flowers. Then, suddenly, everything changes.
The mountains fissure into precipitous gorges the colour of the earth; mud-brick desert turns blood red with the
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setting sun and the sense that one has stumbled into a fairytale takes hold. This country is sensory overload at its
most intoxicating, from the scents and sounds that permeate air to the astonishing sights of the landscape. The
answer is simple: there is no place on earth quite like it.

Study the rules of successful tourism. Analyse advertisements of famous companies in tourism from the point
of these rules. Write down ABC rules for advertising in tourism.

Rules for Successful Tourism Marketing

Tourism is an important economic activity because it brings in dollars
from outside the community. It continues to be a fast growing sector
and is typically included among the top three industries in the country.
In addition, tourism provides a “front-door” to non-tourism economic
development efforts such as business recruitment.

Roger Brooks, a nationally recognized expert in tourism development
spoke about rules for success at the 2004 Wisconsin Governor’s
Conference on Tourism in Green Bay. Many of his rules apply to the
tourism marketing efforts of small city downtowns and business districts.
Presented below is a summary of his keynote address entitled 15
Immutable Rules of Successful Tourism.

1. Success Begins With a Good Plan

Creating a Tourism Development & Marketing Plan is the first rule
for successful tourism. The plan should include several details like product
development, upgrades and improvements, repositioning and/or branding,
attractions and events, visitor amenities and services, marketing and public
relations, public/private partnerships, recruitment, funding and budgets,
and organizational responsibilities. The plan should integrate existing
comprehensive plans and economic development and Main Street efforts.

2. Importance of Front-line Sales

Your front-line employees can be your most valuable sales team. This
is because they establish the first contact with the customer. The front-line
employees should be knowledgeable about your community and should
promote other stores, attractions and amenities to visitors to keep them in
the area longer.

3. Critical Mass

In order to attract and keep visitors in your community, there must be
several retail and dining establishments within walking distance. Shopping
and dining in a pedestrian setting is one of the top activities for visitors.
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An average rule of thumb for rural communities is to have nine retail
stores and four dining/treats establishments within two or three blocks.

4. Turn Negatives into Positives

Almost every community and attraction has its challenges.

Think creatively on how to convert these negatives into positives. You
can then attract people to your area using clever promotional tactics. For
example, when an article in the Washington Post labeled Battle Mountain,
Nevada the “Armpit of America”, the town took a positive spin on that
title by having an annual event sponsored by Old Spice drawing thousands
of visitors.

5. Be Unique

In order to be successful, you must be worth the trip. A visitor must be
able to differentiate you from the competition and you must strive to be
creative and set yourself apart from others. Being unique will make a visitor
travel the extra distance.

6. Telling Stories

Museums and interpretive centers should always tell stories, not just
display artifacts. Stories can keep visitors in the area longer, which means
additional spending. Visitors also remember stories, and captivating stories
are told and passed on to others. More people pick destinations by word of
mouth than any other method.

From EXtension

(® Read and translate information for tourists in a summary. Write a
similar information guide for your native place.

Information for tourists in UK

From the tip of its gnarled Cornish toe to the top of its tousled
Northumbrian head, there are so many things to do at the seaside. Life-
long mementoes are found combing the beach for buried treasure or
scouring boutique shops for local art. Dip into rock pools for crabs then
dig into cockles freshly hauled from the sea. A seal-searching boat trip or a
seaside sculpture trail is the chance to soak up the rays. Jet-ski or sightsee.
Deserted bay or gourmet. All the fun of the fair or all the quiet you could
ask for. The seaside you choose is up to you, not the weather.

Imagine exploring a city on a walking trail with a knowledgeable pal,
someone who can take you off the beaten track to discover a more quirky side
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of town. A guided tour can show you the best place to pick up a local delicacy,
the right time to avoid the crowds, and the quickest or most scenic route to
where you want to go. They tell you when to look up and gaze at something
wondrous. Whether you prefer an electronic audio version, a group tour or
an individual local enthusiast, informative and entertaining tour guides can
be engaged in all our towns, at major sites, and throughout the countryside
for a fascinating walking tour from Inspector Morse to Harry Potter, don’t
miss a stop on this trip through Oxford’s greatest screen moments.

What has Harry Potter got in common with Hobbits, apart from a
penchant for riddles and foot odour? Answer: Oxford. And you can get
stuck into the movie history of the city with one of its famed tours, which
take you on a journey through the ancient streets’ greatest screen moments.

Themed two-hour tours meander through Oxford’s gorgeous
thoroughfares noting the places where, for example, Inspector Morse
nabbed his first crook, or where C.S. Lewis studied and hung out between
writing his best-known novels. Apart from a great source of trivia for silver
screen aficionados, the tours are a fantastic way to see one of England’s
most gorgeous cities. Action! For more local tourist information:

» Oxford Tourist Information Centre
* Email Addressinfo@visitoxfordshire.org
* Contact Details01865 252200

Unit 2.2. Visa and Travelling Documents

Objectives: to practise translation and writing skills.
Unit 2 plan:

1. Reading and translating tasks.

2. Reading and tasks.

3. Writing task.

4. Translation exercises.

5. Writing: filling in forms.

Knowledge:
* Learn how to extract information from Visa and Travelling Documents.
 Study information about organizing Visa and Travelling Documents.
» Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of Visa acquisition.
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Skills:
Practise using vocabulary to the topic “Visa and Travelling Documents”

in written speech.

Practise selecting information from Visa and Travelling Documents.

Practise writing Visa and Travelling Documents.
 Practise using translation equivalents of topical vocabulary in the sphere
of Visa and Travelling Documents.

(® Read and translate the guidance for getting a UK visa:

General Visitor visa

1. Overview

You can apply for a General Visitor visa if:
« you want to visit the UK for leisure, e.g. as a tourist on holiday
 you’re from outside the European Economic Area (EEA) or Switzerland

How long it will take

You can apply for a visa up to 3 months before your date of travel to
the UK.

You should get a decision on your visa within 3 weeks.

Check the guide processing times to find out how long getting a visa
might take in the country you’re applying from.

How long you can stay

You can stay in the UK for up to 6 months with a General Visitor visa.

You can also apply for a long-term visit visa if you can prove you need
to make repeat visits over a longer period. You can stay for a maximum of 6
months on each visit and your visa can last for 1, 2, 5 or 10 years.

Fees

It costs £80 to apply.

Long-term visit visa fees are:
e | year — £278
» 2 years — £278
* Syears — £511
* 10 years — £737

What you can and can’t do

You can study for up to 30 days, as long as it’s not the main reason for
your visit.
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You can’t:
* take paid or unpaid work
live in the UK for long periods of time through frequent visits
* marry or register a civil partnership, or give notice of marriage or civil

partnership
get private medical treatment
get public funds
2. Eligibility
You can apply for a General Visitor visa if you’re:
* 18 or over

travelling to the UK for leisure (not work or study)

able to support yourself for the duration of your trip

* not in transit to another country, except for Ireland, the Isle of Man or
the Channel Islands

able to pay for your return or onward journey

If you’re applying for a long-term visit visa
You must also prove that:
» you have a frequent and ongoing need to come to the UK
* the reason for your need to come to the UK is unlikely to change
significantly while the visa is valid
you plan to leave the UK at the end of each visit
Your visa may be taken away (revoked) and you may get a long-term

ban on visiting if your travel history shows you’re repeatedly living in the
UK for extended periods.
3. Documents you must provide
When you apply you’ll need to provide:
 a current passport or other valid travel identification;
« 2 passport size colour photographs;
» evidence that you can support yourself during your trip, e.g. bank
statements or payslips for the last 6 months;
« details of where you intend to stay and your travel plans - you shouldn’t
pay for accommodation or travel until you get your visa;
You need a page in your passport that’s blank on both sides for your visa.
You’ll need to provide a certified translation of any documents that
aren’t in English or Welsh.
Read the guidance for a full list of documents you can provide.
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You may need to provide additional documents depending on your
circumstances.

If you’re applying for a long-term visit visa

You must also provide evidence to show that you can support yourself
financially for the duration of your visa.

You may be given a visa for a shorter period than requested if you don’t
do this. You won’t get a refund of the application fee if you get a shorter
visa or your application is refused.

(? Read the guidance for filling a visa application form. Explain to a
tourist client how to fill in the visa in English and in Russian.

GUIDANCE NOTES

Visa Application Form AF1D, VAFIE, VAFIF VAF1G, VAFIH,
VAF1J, VAF1K.

Further guidance and information can be obtained from your local
visa application centre or by visiting: www.ukba.homeoffice.gov.uk/visas

1.1. Given name(s) (as shown in your passport). These must be the
same as recorded in your passport. They are normally all the names you
were given at birth, but not your family/surname which you should enter
in 1.2. Please do not use titles such as Mr, Snr or Esq.

1.2. Family name (as shown in your passport). The name by which
your family is known (also known as surname/last name) and must be as
recorded in your passport. Please do not use titles such as Sir.

1.3. Other names (including any other names you are known by and/
or any other names that you have been known by). Any other names by
which you are or have been known, for example, maiden name, name at
birth, if different.

1.4. What is your marital status? This is your current marital status.
Unless single, please provide evidence of your marital status e.g. marriage
or civil partnership: certificate, divorce certificate, death certificate.

Single — you have never entered into a legally recognised marriage or
civil partnership.

Married — you and your partner have entered into a marriage, which is
legally recognised and documented.

Civil partnership — you and your same sex partner have entered into a
partnership, which is legally recognised and documented.
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Unmarried partner— you currently live in a marriage-like relationship
with your partner without being legally married.

Divorced/dissolved partnership — your marriage/civil partnership has
been legally dissolved by legal authority, usually a family court, and you
have documentary evidence to this effect.

Widowed/surviving civil partner — your partner, male or female,
is deceased and, immediately prior to their death, you were in a legal
marriage/civil partnership.

Separated — you and your partner/spouse no longer live as a married
couple, and would normally live apart, but you have not finalised divorce
proceedings to terminate the marriage.

1.5. Date of Birth

In DD/MM/YYYY format. As recorded in your passport.

1.6. Place of Birth

This must be the village/town/city and state/province in which you
were born.

1.7. Country of Birth

Enter the country of birth exactly as it appears on the title page of your
passport.

1.8. Nationality

This must correspond with the authority that issued your travel
document/passport. If you hold dual nationality you should select the
issuing country of the passport/travel document you wish to travel with.
If ‘Stateless’ please enter this as your nationality and provide details of the
country that issued your travel document.

1.9. Do you hold, or have you ever held, any other nationality or
nationalities?

Answer Yes/No. If “Yes’, please provide details of which nationality
or nationalities you hold or have held, along with details of your travel
document or passport number if applicable/available.

Study the list of documents below:

1) Questionnaire/ form — aHkeTa;
2) Bulletin — nH(GOpPMALIMOHHBIH JIUCTOK, CBOJKA;
3) Application — 3asiBIeHUe, 3a5BKa;
4) Preliminary (advance) application — rmpeaBapuTeIbHasT 3asIBKa;
5) Questionnaire — BOIIPOCHUK, OIPOCHBII JIVICT;
6) Visa Bu3a.
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Fill in part of a Visa application form.

Which type of Visitor Visa are you applying for?

Put a cross (x) in the relevant box | [Tourist | [Visit friend(s) | |Other
(please specify) >

How long do you want your visa to be valid for?

Put a cross (x) in the relevant box 6 months | Il year 2 years

What is the main purpose of your visit to the UK?

How long do you intend to stay in the UK?

Travel Dates

On which date do you wish to travel to the UK? --

On which date will you leave the UK?

Part 1 About You

1.1. Given name(s) (as shown in your passport) »>>»»»»

1.2. Family name (as shown in your passport)

1.3. Other names (including any other names you are known by and/or
any other names that you have been known by)

1.4. Sex Put a cross (x) in the relevant box Male | |[Female | |

1.5. Marital status?

Put a cross (x) in the relevant box

[ ISingle 5 Married/ Civil Partner |__|Unmarried Partner

[ _IDivorced/Dissolved Partnership | | Separated

[ _IWidowed/Surviving Civil Partner

1.6 Date of Birth 1.7 Place of Birth

1.8 Country of Birth 1.9 Nationality

1.10 Do you hold, or have you ever held, any other nationality or
nationalities? Put a cross (x) in the relevant box Yes [No

If “Yes’ please provide details

(P Study the visa structure. What information does it contain?
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H00000000
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Republic of Korea VISA (Sample)
1. m Visa Serial Number
2. m Status: Classification of visa holders by activity or status while in
Korea.
3. m Period of Sojourn: Permitted term of stay starting from the date of
entry into Korea
4. m Entries: Visa types (e.g. single-entry, multiple-entry, etc.)
5. m Issue Date: Visa issuance date
6. m Expiry Date: Valid term of visa (Visa automatically rendered void
after this date.)
m Issued at: Place of visa issuance
7. Voucher — neHeXXHbII ONpaBaaTEIbHbIN JOKYMEHT;
8. Documentation — JOKyMeHTAlINS,;
9. Copy — KoIu;
10. Credentials — maHzar;
11. Passport — macropr;
12. Certificate — ymocToBepeHue;
13. Invitation — mpuriauieHue.

(® Match the following expressions with their Russian equivalents.

1) to fill (to complete) a form 1) Bu3a Ha Bbe3]1

2) to sign a document 2) YBeIOMJISITh 3a0J1aTOBPEMEHHO
3) an application form 3) 3amoJIHUTH aHKETY

4) an entry visa 4) yoIoCTOBEPSITH JOKYMEHTBI

5) appended documents 5) moamucaTh JOKYMEHTHI

6) to send out invitations 6) B OTIEIbHOM KOHBEpTE

7) an invalid passport 7) nonathb 3asiBKY Ha MOJy4yeHue
8) a certified copy/a true copy BU3BI

9) under separate cover 8) TIpenacTaBUTh TOKYMEHTHI

10) to acknowledge the receipt of a 9) BEImaBaTh BU3Y

copy 10) 3amoHATD 3asIBKY

11) to fill in an application 11) pacchlaTh IpuUIIalIeHIE

12) to apply for a visa 12) mpoHYMepoOBaTh JOKYMEHTHI
13) to grant a visa 13) 3aBepHUTh KOITHIO

14) to give a reference number to 14) mpunoXeHHBIC TOKYMEHTHI
documents 15) 3aBepeHHas1 Konust

15) to submit documents 16) MMOJIy4YUTh KOIIUIO

16) to notify a reasonable time 17) me9aTHBIMU OYKBaMU

17) to certify a document 18) moaTBepAUTH TTOTyUeHIE KOTIUN
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18) to distribute documents 19) 6mank 3asiBKU
19) in block letters 20) nMpuIOKEHHBIE TOKYMEHTBI
20) to get a copy 21) mpocpOYeHHBII TTACIIOPT

AN D AW

~

(P Translate the following sentences into Russian:

. The visa is valid for the term to cover the time of the work of the

conference;

. A tourist visa is obtained through the corresponding travelling firm;

. It was necessary to prepare/reproduce and distribute all documentations;
. Documents must be available to delegations at the latest on the 1st of

. September;

. These letters must reach the secretariat at the latest on the 2nd of

October;

. To save the time use the advance registration form;
. Registration categories and fees are listed in the advance registration

form.

( When travelling, you are supposed to fill in some forms. The simplest

ones are LUGGAGE TAGS/BAGGAGE IDENTIFICATIONS. Besides your
name you should give your permanent or temporary address. Write your
information in block capital letters

SAMPLES OF LUGGAGE TAGS:

a) J A LJAPAN AIRLINES BAGGAGE IDENTIFICATION
For your convenience and protection, please lock your baggage.
And affix completed labels inside and outside your baggage.
This will expedite the return if delayed or misplaced.

TELEPHONE. ..ottt eaee
b) IBERIA SPANISH AIRLINE
ATTENTION
1) For maximum protection against loss, please, use these labels.
2) Fill in your name and permanent address or, if you prefer, any other
identification (passport number, birthdate, etc.).
3) Attach them inside and outside your bag.
4) Lock it securely.
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(® Look through the following samples of custom declarations. Think of the
way you can fill them in. Write your information in block capital letters. Compose
a guidance for filling in these forms for tourists in Russian and in English.
1. Customs Declaration

Keep for the duration of your stay in Russia or abroad.

* Not renewable in case of loss.

* Persons giving false information in the Customs Declaration or to
Customs

« officer shall render themselves liable under laws of Russia.

e Full Name ......oovviiiiiiiiiiieee e

o CIZENSNID oooiiiiiieeeeeeeceee e

© ATTIVINE oo

e Country of destination.............uuueveeiieeeeeeeeiiieieeeeeeeeee e

» Purpose of visit (business, tourism, private, etc.)..........ccceeeeeevrrrrrvnnnnen.

* My luggage (including hand luggage) submitted for Customs Inspection
consists of .............. pieces.

* With me and in my luggage I have:

1) Weapons of all descriptions and ammunition ...............ccceeeeeenneee.

2) Narcotics and appliances for the use thereof ............cccoeeeeeeeeee....

3) Antiques and objects of art (painting, drawings, icons, etc.) ............

4) Russian rubles, Russian State Loan bonds, etc. ..................

5) Currency other than Russian rubles (bank notes, exchequer bills,
coins), payment vouchers (cheques, bills, letters of credit, etc.), securities
(shares, bonds, etc.) in foreign currencies, precious metals (gold, silver,
platinum, metals of platinum group) in any form or condition, crude and
processed natural precious stones (diamonds, brilliants, rubies, emeralds,
sapphires and pearls), jewelry and other articles made of precious metals
and precious stones, and scrap thereof, as well as properly papers:

Description Amount/quantity for official use in figures/in words

6) Russian rubles, other currency, payment vouchers, valuables and any
objects belonging to Other PEISONS. .....uuieeeeeeeeeeieeeieeieeeieieeee e e eeeeeans
* I am aware that, in addition to the objects listed in the Custom

Declaration, Imust submit for inspection: printed matter, manuscripts,
films, sound recordings, postage stamps, graphics, etc. plants, fruit,
seeds, live animals and birds, as well as raw food stuffs of animal origin
and slaughtered fowl.
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I also declare that my luggage sent separately consists of ......... pieces.
Date Owner of luggage (Signed)........ cocueeeeeieeieeeeeeeieeiienenns
2. CUSTOMS DECLARATION customs use only Department of the
Treasury United States Customs Service
Each arriving traveller or responsible family member must provide
the following information (only ONE written declaration per family is
required):
1. Family Name.......ooooviiiiiiiiiiiieiieee e
2. First (Given) Name..........cccoevvviiiiiiiiiiieeeeeeee e
3. Middle initial(8)...eeuvvrreeeeeiiieeeeeeiiiee e e e
4. Birth Date (day/month/year).........cccveeeeveiiiieeeeiciiieeeeeiieeeeeeiiveee e
5. Airline/Flight No. Or Vessel Name or Vehicle License No. ...............
6. Number of Family Members Travelling with You ........................
7. (a) Country or CitiZ€NnShip.......ccceeiiiiiiiiiiiiiiiiicicieee e
8. (b) Country of Residence................oovvvvevueiiiiiiiiieeeeeeeeeeeeeeeeees
9. (a) U.S. Address (Street Number/Hotel/Mailing Address in U.S.).........
10. (b) U.S. Address (City)....... ceveeiieeeeeeeeieieiiiireeeeee e e e e e e
11. (c) U.S. Address (State) ....cccuvvvvvveeeeeeeeeeeeeiiciiiiiieeeeee e e e
12. Countries visited on this trip prior to U.S. arrival ............cccverrenn.
13. The purpose of my (our) trip is or was Business Personal (Check one or
both boxes, if applicable)............oovvvviiiiiiiiiiieeeeeeeeeeeeeeeee e,
14. T am (We are) bringing fruits, plants, meats, food, Yes No soil, birds,
snails, other live animals, wildlife products, farm products; or, have been
on a farm or ranch outside the U.S.
15. I am (We are) carrying currency or monetary Yes No instruments over
S 10.000 U.S., or foreign equivalent:
16. I have (We have) commercial merchandise, U.S. Yes No or foreign
(Check one box only)
17. The total value of all goods, including commercial .....................
merchandise, I/we purchased or acquired abroad and ( U.S. Dollars) am/
are bringing to the U.S. is:
SIGN BELOW AFTER YOU READ NOTICE ON REVERSE
I have read the notice on the reverse and have made a truthful
declaration.

Signature Date (day/month/year)
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3. NEW ZEALAND ARRIVAL CARD
Please print clearly in capital letters.
Flight number or name of Ship ........ccevvvveeeiiiiiiiiiiiiiiiiieeeee,
e Passport NUMDET ......uvuuiiiiiieeeeeeeeeceeeeeeeeeee e e e
e Country of Citiz€NnShip .......uvvveieiieeeeeeeieiiieeeeen
e Family Name ......uuuiiiiieieeeiiiie e,
e Given or firSt NAME ....cceeeeeeeeiiiiiiieeeeeee e
* Date of birth .......... day...ccooeeeeeeennnnn. month........... year
e male ......... female
* OCCUPALION OT JOD .uvviiieeiieiiiiiieieeeeeeeeee e
» Full contact or postal address in New Zealand ..............................

» How long do you intend to stay in New Zealand

LR permanently or ......... years......... months......days

* You must read the Immigration Guidelines on the reverse.

» Then fill in this section if you are NOT using a New Zealand passport.

» TLapply for: ......... visitor’s permit ......... residence permit
LR exemption from holding a permit
LU work permit ......... student permit

» Declaration

I declare that the information given is true and complete. I know of no
reason why permission to be in New Zealand should be refused.

* Signature day month year

» Never married now married widowed
............. separated

Where did you last live for 12 months or more?

country ......

State or .......eeveeeennn.

Province

If you usually live in New Zealand, ...... years......months ...... days how long
were you away?

If you are visiting New Zealand, show the MAIN reason for your visit:

......... holiday, .........visit friends, .........convention,
......... vacation .........relatives ..............conference
LU business ......... stopover ......... other




Unit 2.3. Applying for a Job in Tourism

Objectives: to practise translation and writing skills in writing
summaries and business letters.
Unit 3 plan:
1. Reading and summarizing.
2. Reading, translating and writing tasks.
3. Writing a CV, application and recommendation letters.

Knowledge:

Learn how to extract information from Job advertisements.

 Study information about organizing Job Documents.

Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of Applying for a Job in Tourism.

Skills:

 Practise using vocabulary to the topic “Applying for a Job in Tourism”
in written speech.

Practise selecting information from job documents.
 Practise writing documents for applying for a job in tourism.
* Practise using translation equivalents of topical vocabulary in the sphere
of applying for a job in tourism.
Recommendations for writing tasks are given in the Supplement.

(® Read the travel agent job description. Make up a summary of’it in 10
sentences. List the skills and qualifications required for the job.

Travel agent job description

So, what will I actually be doing?

Not everyone walks into a travel agency with a clear idea of where
they’d like to go on holiday, so one of your main roles as a travel agent is
to give well-informed, appropriate advice to clients about where and when
to travel based on their needs. So if they hate hot weather, don’t send them
to Australia in the summer...

Other duties will include:

+ Arranging flights, insurance and accommodation

» Using a booking system to secure holidays

» Collecting and processing payments

+ Advising clients on travel arrangements, ¢.g. visas and passports
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» Sending out tickets to clients

» Keeping clients up to date with any changes

» Dealing with complaints or refunds (not one of the perks, but someone’s
got to do it)

The nitty gritty

Most travel agents are based in branches on the high street, although
some agents do work in call centres. Branch travel agents usually work
regular, 9-5, 35-40 hours per week including Saturday. Those based in a call
centre may work more irregular hours but there are plenty of opportunities
for part-time work for those with a busy schedule.

If the world of the travel agent suits your skills, it’s good to know
there’s plenty of room for career progression. Travel agents can become
a team leader in a call centre or a branch manager. And as you gain more
experience, you can find work with bigger tour operators or work with
agencies offering more specialised breaks such as adventure or trekking
holidays.

Money, money, money

With the world literally at your feet, how much can you expect to earn?
Travel agents starting out can expect to earn around £12k but working hard
and getting some experience goes a long way in this business and more
seasoned travel agents can earn anything up to £30Kk.

Just like many sales roles, there are often bonuses and incentives to
encourage sales which should nudge your salary upwards too.

See what people are earning in this job.

The good points...

“Getting feedback from a happy client, client loyalty and repeat
business are three things that really give job satisfaction as a travel agent,”
says Gemma Antrobus, managing director of Haslemere Travel and
spokesperson for the AiTO Specialist Travel Agents.

“You will never become a millionaire as an agent, but every once in
a while you get to live like one which is a great perk. The opportunities
to travel the world and experience destinations that are on most people’s
‘wish list” are endless.”

Perfect for those passionate about travelling, travel agents often
get reductions off the cost of holidays with your employer so you can
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still dream about jet setting abroad even when you’re booking someone
else’s holiday.

...and the bad

“Dealing with circumstances that are external to the travel industry
and beyond our control, such as the ash cloud disruption... Clients that
pick your brains then book the holiday themselves — usually online and
often not even with an operator — are frustrating, too.”

Is there study involved?

When it comes to this role, if you’re excited by the world around
you and idea of travelling, it doesn’t matter if qualifications weren’t your
forte at school. “You can train anyone on how to use GDS [a system that
books and sells tickets for multiple airlines], customer service skills, how
to close a sale and on destination and product knowledge,” says Gemma.
“However, you can’t teach someone to be passionate about travel.”

You don’t need any specific qualifications to become a travel agent
although many employers will expect at least a C grade in GCSE Maths
and English. If you want to give yourself a head start, however, some of
these qualifications will give your CV a boost.

* NVQ Levels 2 & 3 in travel and tourism
« BTEC HNC/HND in travel and tourism management
* BA Hons in travel and tourism
Need additional qualifications? Find a course at our Learning Zone

OK, I’m interested... But is it really the job for me?

This job is all about the customer and helping to find and organise
their dream holiday, so travel agents need to have finely-tuned customer
service skills, a passion for the travel industry and a friendly, approachable
manner. Other qualities that’ll set you on the road to success include:

* Good attention to detail
* Well organised

* Competent IT skills

» Patience

Plus, knowledge of another language is always an advantage when
working in the travel industry.
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(® Study the following job advertisements. Make up a list of qualities
needed for the job. Use them in the following tasks.

T—

VUESELECTION | e Tl
\

Customer Relationship Executive/Translator

Location: St. Neots, Cambridgeshire
Salary:

Company: Vue Selection Ltd

Job Type: Permanent

Date posted: 19/04/13 11:00:41

Job Description: Overall Summary:

Our client is currently looking for a full time Customer Relationship
Executive to enhance their Customer Relationship Team. The candidate
needsto demonstrate a proven track record in translation and interpretation
skills as well as a willingness to provide support with ongoing projects that
develop the relationship building activity of the business.

Principal Responsibilities:

» Linguistic expertise to translate and proof read communications and
documents from English to German and German to English.
Provide interpretation support both in face to face meetings and during

telephone conversations as and when necessary.

* To build strong business relationships with their key business partners
through all communication channels.

* Work as part of the team for planning and organising events including
visits to Europe and the USA.

The successful candidate will need to demonstrate:
Excellent interpersonal and communication skills in both German and
English.
The ability to use own initiative and to work to tight deadlines.
Professional approach with a keen eye for detail and the ability to be
accurate.

* Good level of computer literacy.
« Ateam player who is flexible, organised and efficient.
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» Willingness and the ability to travel occasionally in both Europe and the
USA.
» Knowledge of different types of social media would be an advantage.
Salary: dependent on experience.
Contact:
Evie McManus

(® Study and translate the following examples of a tourism job
advertisement, a curriculum vitae and an application letter.
Tourism job advertisement.

1. Translator

We are a boutique migration firm providing a broad range of migration
services to clients in China. Due to recent growth, we are seeking a skilled
and client-focused translator to join our friendly and professional team.

In this role, you will communicate and liaise with our local and
international clients in China, as well as help with any documentation that
needs to be translated or prepared. Your main tasks will be to:

Interpret and translate between English and Chinese (Cantonese/
Mandarin) both verbally and in written form
* Provide friendly communication and service to our Chinese clients
* Prepare migration documents
* Provide general administrative support

This role will suit an enthusiastic professional with impeccable
language skills in both English and Chinese, looking to pursue a career in
immigration services or international business.

The successful applicant will have a bachelor degree, be fluent in
Cantonese/Mandarin and English, have excellent communication and
interpersonal skills, be well presented and client focused, and be a dedicated
teamplayer. Accreditationasatranslatorwillbewellregarded,butnotessential.
To apply, please send your resume and cover letter to Amy Chan, One
World Migration Services,a.chan@email.com.

2. Tourism curriculum vitae.
Cvli

Joe Smith

Road Town Poflcotta
Mobile phone: 01001001000
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Email: fakeemail@fakeemail.com

Personal Profile

I am a hard working and enthusiastic person who enjoys a challenge
and being part of a team. I have experience in and know the value of great
customer service. My gap year experiences have cemented my ambition of
pursuing a career in the tourism industry.

Education and Qualifications

High School. Town Aug 2005 - Jun 2011

Highers: Business Administration B, French B, English C, Geography
C intermediate 2: Hospitality A, Spanish B

Standard Grades: Geography 2, French 2. Business Administration
2.English 2, Maths 3, German 3. Modern Studies 3. Home Economics 3.

Employment

Various Dec 2011 - Dec 2012

(Year abroad)

I travelled with a friend around Thailand for three months before
going on alone to Australia to stay with family. I took casual jobs on farms
and in cafes and restaurants.

Waiter

I worked at the weekends and during holidays as a waiter at the hotel,
which has a busy restaurant. / was polite and well presented at all times. I
began working at the hotel washing dishes but after a year I was asked to
become a waiter.

Achievements

Prefect Aug 2010

I was selected to be a prefect at my school and worked as part of a team
of prefects helping to supervise younger children at the school.

I enjoy amateur dramatics. I was part of a youth theatre group when I
was at college and took part in productions when my work allowed it.

References
Employer. Town
Mar 2008-Mar 2011

Interests
Teacher
Head of year
High School
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Phone: 01011 00100

Email: fakeemail@fakeemail.com
Employer

Manager Employer

Phone: 0101100100

Email: fakeemail@fakeemail.com

Cv2
Victoria Lee
14 Rainbow Rd
Benetton NSW 2344
T: (02) 000 1122
M: 4000 000 111
E: vlee@email.com
Professional Summary
Qualified professional Chinese/English translator with excellent

communication and interpersonal skills. Hard-working, friendly and
very much a team player. Seeking a position in a professional business
environment.

Education

Professional Translator Accreditation

Sydney, NSW

National Accreditation Authority for Translators and Interpreters
Completed: 2012

Bachelor of Chinese Language and Business Studies

Online University of New England

Graduated: 2011

Employment History

November 2010 — Present: Translator Asian Voices TV (Channel 13)

Sydney, NSW

Asian Voices is a Chinese community TV station.

Responsibilities:
» Write Chinese subtitles for English language programs (news, films and

chat shows).
* Provide translation services for any documents, research or
administration.
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« Liaise with English and Chinese speaking staff, stakeholders and the
public.
» Achievements:
* Subtitled 30 programs in my first year.
» February 2009 — Present: Chinese Language Tutor. Private clients
Sydney, NSW
Responsibilities:
Provide tutoring services to students of Chinese and business
professionals seeking proficiency in Chinese.
Achievements:
Translated a major business report for one of my clients.

Other Skills/Qualifications
* Member of the Australian Institute of Interpreters and Translators
(AUSIT).
* Proficiency with MS Office — Word, Excel, PowerPoint.

Referees

Professor Jin Lei James Tao
University Professor Executive Producer
University of New England Asian Voices TV
Tel.: (02) 9999 8888 Tel.: (02) 9233 4557
Emal: j.lei@email.com Email: j.tao@email.com

3. Tourism application letter

Victoria Lee
4 Rainbow Rd
Benetton NSW 2344
T: (02) 0000 1122
M: 4000000 111
E: vlee@email.com

4 July 2012

Amy Chan

One World Migration Services

14 Bridge St

Sydney NSW 2000

Re: Translator position

109




Dear Ms Chan,

I am writing to apply for the position of translator as advertised recently
on SEEK.com.au.

I am a qualified translator/interpreter with a Bachelor of Chinese
Language and Business Studies and Professional Translator accreditation
with the National Accreditation Authority for Translators and Interpreters.
As a recent graduate, I am now seeking an opportunity to use my Chinese
language skills within a professional business context, in a role that utilises
my excellent communication and interpersonal skills.

For the past two years and during my university studies I have worked
for a local Chinese community TV station, providing subtitling and
translation services. I have also provided Chinese/English tutoring services
to both international business professionals and students studying the
Chinese language.

I am completely fluent in Cantonese, Mandarin and English, and
received high distinction in all my language courses. I am also an extremely
hard-working, responsible and mature worker, who enjoys working in a
team as well as autonomously. I really enjoy communicating with others,
which is why I think I would be ideally suited to this role.

1 would love the opportunity to make a contribution to your team,
helping migrants to join Australia’s diverse national community. My
resume is attached and I look forward to being able to discuss the position
with you further.

Yours sincerely,

Victoria Lee

(® Write your curriculum vitae that you would send to a tourist company
according to the points:
Personal Information
Objective
Education, qualifications and experience especially in tourist sphere
Employment History
Languages
Other Skills/Qualifications
References

o o I o Y |
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(® Write your application letter consulting the Supplement and using
phrases below:
I am applying for the position of ...
I have a lot of experience (some experience) in ...
Throughout my career I ...
You will benefit from my ...
Currently I am a BA (MBA) student, but I will graduate...
I enclose my curriculum vitae for your consideration.
I would be pleased to discuss my curriculum vitae...
I look forward to hearing from you.

(P Write a recommendation letter consulting the Supplement and using
phrases below:
I'd like to recommend ... for the position of ...
Mr (MS) X has worked as ... since
He (she) has gained considerable experience in...
He (she) is very efficient, hard-working ... and reliable
His (her) excellent command of English was a great help for us.
I am sure that he (she) will be a highly suitable person for the position of ...
in your company and once again I warmly recommend him (her) to you.

Unit 2.4. Legal Documents for Tourism Business

Objectives: to practise translation and writing skills in writing

summaries and business letters.

Unit 4 plan:
. Translating and writing tasks.
. Reading and summarizing.
. Reading and translating tasks.
. Filling in the gaps.
. Writing business letters.

| S A S I

Knowledge:
* Learn how to extract information from Legal Documents for Tourism
Business.
* Study information about organizing Legal Documents for Tourism
Business.
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» Acquire the knowledge of translation equivalents of topical vocabulary
in the sphere of Legal Documents for Tourism Business.
Skills:
* Practise using vocabulary to the topic “Legal Documents for Tourism
Business” in written speech.
Practise selecting information from Legal Documents for Tourism
Business.

Practise writing Legal Documents for Tourism Business.
 Practise using translation equivalents of topical vocabulary in the sphere
of Legal Documents for Tourism Business.

Recommendations for writing tasks are given in the Supplement.

(® Translate the following regulations for tourist companies. Make up a
glossary of business terms.

UK Travel Laws and Regulations

If you are looking at starting a travel business such as a tour operator
selling holiday packages then you must adhere to the 1992 package travel
regulations. Failure to do so is a breach of the law and also leaves the
consumer financially unprotected. Please see the information below for
guidance or alternatively please feel free to contact us on 0207 190 9988 or
info@protectedtravelservices.com for a free consultation.

In addition, if you are starting a tour operator or travel agency and
wish to sell flights, they you must comply with the civil aviation authorities
(caa) air traffic organisers licence (atol) regulations.

Click on these links for more information: 1992 package travel
regulations (ptr) and the civil aviation authorities (caa) air traffic organisers
licence (atol).

Which one applies to me?

It’s dependent on the type of holidays or services you wish to sell. If
you wish to sell packages without flights then you will have to adhere to the
1992 package travel regulations which states that:

- financial guarantees must be provided to any consumer booking a
holiday package

- a ‘package’ is defined as comprising of two or more of the follow
elements:

1) accommodation
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2) transport

3) other tourist services

- the customer must be protected against the failure of the seller of their
holiday or any subsequent suppliers. In the event of a failure the customer
must receive the holiday they purchased or a full refund of their money.

The legal definition is complex but penalties for breaches can be severe.

What if I wish to provide flights?

The atol regulations will apply if you are a tour operator looking to
provide any type of flight even if it is flight only or a flight package. In
addition, any flight service that incorporates an individual flight plus
individual accommodation or car hire will also need to be protected by an
atol under the new atol flight-plus regulations.

What is atol?

Atol is a financial protection scheme managed by the civil aviation
authority (“caa”).

All travel companies selling air holiday packages and flights in the uk
are required by law to hold a licence called an air travel organiser’s licence
(“atol”), which is granted after the company, has met the caa’s licensing
requirements.

Similar to the 1992 package travel regulations, it is designed to protect
consumers in the event of your business ceasing to trade. As an atol holder
you will provide the same guarantees to your customer that their money is
financially protected in the event of the seller or suppliers failure.

Each atol holder is issued with a unique atol number, which can be
checked on the atol website, and must contribute to a protection fund
called the air travel trust (att).

How do I financially protect my customers in-line with the ptr’s and
atol?

There are 3 main ways of providing financial protection to your
customers:

- insurance

- bonding

- trust account

(From http://www.protectedtravelservices.com/company/uk-travel-
laws-and-regulations)
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¥ Read the text and make up a list of legal issues necessary to be taken
into consideration for conducting tourism business in EU.

EUTOURISM
LEGAL BASIS

No legal basis existed for the EU’s tourism policy until the Treaty of
Lisbon entered into force. However, the new Treaty has not changed the
nature of the Union’s powers in this area.

Part One of the Treaty on the Functioning of the European Union
(TFEU) provides that tourism falls within those actions designed to
‘support, coordinate or supplement the actions of the Member States’, i.c.
within the EU’s powers to support the Member States (Article 6(d)).

The new legal basis (Article 195, Part 3, Title XXII) develops this
concept, by stipulating that the Union shall complement the action
of the Member States in the tourism sector, in particular by promoting
the competitiveness of Union undertakings. There is thus no standalone
European policy on tourism; instead, the EU tries to encourage a favourable
framework for economic development and facilitate cooperation between
Member States in that area, through the exchange of good practices.

Furthermore, Article 195(2) firstly provides for recourse to the ordinary
legislative procedure, in essence co-decision between the European
Parliament and the Council, the latter ruling by qualified majority, and
secondly excludes any harmonisation of national laws and regulations, in
line with Article 6(d).

Because of its multifarious nature, provisions on the free movement
of people, goods and services, on small and medium-sized enterprises
(SMEs), consumer protection, the environment and climate change, as
well as on transport and regional or even space policies, are all relevant to
tourism. Measures taken in these policy areas can have direct or indirect
repercussions for tourism within the Union.
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($ Make up a summary of Rules for a tour companies group.
TOUR OPERATOR MEMBERSHIP RULES AND PROCEDURES

1. Tour Operator membership must be held by individual companies
or organisations. For a company operationally consisting of subsidiary
companies under the control of a parent company forming a single large
entity, membership of the Initiative by the parent company also covers
subsidiary companies in its control. The parent company is responsible
for ensuring that all parts of its group comply with the requirements of the
Initiative, and should inform the Initiative of its activities in this respect.
There is no bar to subsidiary companies also joining the Initiative in their
own right, and parent companies are encouraged to promote membership
of the Initiative to their subsidiaries or affiliates. For umbrella groups with
a loose range of affiliate companies or organisations, membership may
not be held by the umbrella group on behalf of its affiliates. Each affiliate
wishing to join the Initiative is required to do so individually.

2. To be eligible for Tour Operator Membership of the Initiative,
applicants:

« shall have shown that they meet the requirements of Article 4, Section
3 of the Constitution, and that they have been in business for more than
two years.

shall hold a license or alternative form of certification, if operating in a
country that has a licensing or other professional qualification system.

if operating in a country that has a licensing or other professional
qualification system, shall have been in business for at least two years or,

failing that, shall be able to show that the management team includes
individual managers with five or more years of experience in the tour
operator sector.

« shall be in compliance with all national laws and legal requirements of
the countries in which they operate.

« shall have agreed to work together with other members to advance
sustainable tourism development and to manage and monitor
environmental, cultural and social impacts as an integral part of their
own tours and business activities.
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$ Study the tourist correspondence structure.

The ordinary business letter comprises the following principal parts:

(1) The Date.

(2) The Inside Address.

(3) The Opening Salutation.

(4) The Subject Heading.

(5) The Opening paragraph.

(6) The Body of the Letter.

(7) The Closing Paragraph.

(8) The Complimentary Closing.

(9) The Signature.

(10) Enclosures, Postscripts and copies sent.

Company name and address

Long Lane
Townley
Sussex
BR4 6HJ

A

only. This can also go against
the left margin. DON'T PUT
YOUR OWN NAME AT
THE TOP!

A

3 December 20..

Put the DATE here, or against
the left margin.

A

Dear Mr Garner

Mr Garner . P
58 Home Grove « e name and address o
the person to whom you are
Townley writing here
Sussex
BR 3 9LK
Dear Mr/Mrs ./ Sir

A

CYPRUS HOLIDAY — MRS GARNER

SUBJECT, if appropriate

A

Thank you for your letter of 28 Movember.
| have checked the accommodation available in the resort

pleased to tell you that there is currently an apartment
available for your mother during that time.

Please let me know, as soon as possible, if you want to
take up this offer. It would be best if you phone the office,
as accommodation can fill up very quickly.

| look forward to hearing from you.

Yours sincerely *

Deavon Kilter <

during the first two weeks of June, as you requested. | an—

r'd

First sentence refers to any
previous conftact

Use short sentences and clear
paragraphs

Final paragraph

_ Yours smeerely/faithfully

Signature and your name

Deavon Kilter <

Travel Consultant
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If it's the first time that you  Dear Sir 47| INITIAL CAPITALS |
have contacted the person,

use: Yours faithfully q—‘ CAPITAL Y sl £ |

If you have had previous Dear Mr Garner | INITIAL CAPITALS ‘
correspondence or have . <

Yours sincerely
spoken, use: CAPITAL 'Y small s ‘

¥ Find the elements of structure in the following letters:

Letter 1.

Hunters Ranch,
Paxton, Florida 32538
May 4, 1995

Dear Mr. Wembley,

My wife and I are coming to Delhi for a fairy long stay, as I have
business there that will keep me several months. I know you have lived
in Delhi for several years, and I wonder if you would kindly give us some
introductions.

Since I shall be very occupied, my wife may feel lonely at times. If she
knew one or two people whom she could visit now and again, it would be
very pleasant for her.

I would be most grateful for your help. If there is anything I can do
for you - either here in the states or when I am in Delhi — please do not
hesitate to let me know.

Sincerely yours,

Harold Canning

Harold Canning.

Letter 2.

OFFICE OF THE GOVERNOR
INDIANAPOLIS, INDIANA 46204-2797
FRANK O’BANNON GOVERNOR

June 5, 1997

Beverly Kalageorgi
Camp America-Russia
Togliatti, Russia
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Dear Beverly,

Thank you so much for your wonderful letter about your life in Russia
in general and Camp America in Togliatti in particular. It always amazes
me to find out how far hoosier hospitality and influence extends. Who
would have thought that a young woman from Elwood, Indiana would be
leading an effort to make American/Russian relations more harmonious
through a major project such as Camp America Russia? I think that the
work you are doing terrific.

I have contacted our Department of Tourism and asked them to send
me some informational packets about Indiana to send to you. I will include
them in this letter. I am also sending copies of your letter and brochure and
this letter to the people in the state who should be made aware of the good
work you are doing. Their names and addresses appear below. Finally my
best wishes to you on another successful camp session from July 8" to 18,

Sincerely,

Frank O’Bannon.

cc: Kathy Smith

& Place parts of a tourist letter in the right order according to structure:
1) HEADING
2) INSIDE ADDRESS
3) GREETING
4) REFERENCE
5) INFORMATION
6) PURPOSE
7) CONCLUSION
8) COMPLIMENTARY CLOSE
9) SIGNATURE
10) SUBJECT

1) Sincerely,

2) If you have any students who wish to study English in Canada while
being an au-pair, I would appreciate it if you advised them of our services. The
Language Exchange provides Visa Acceptance Letters for individuals requiring
student visas. Furthermore, if you are interested in representing our school,
we do offer agents a 20% commission of course tuition fees per student.

3) Dear Sir/Madam,

118




4) We are an English Second Language School in Toronto, Ontario,
Canada. Our school “The Language Exchange”, provides high quality
English language courses from Beginners to Advanced, as well as Business
English and academic preparatory courses. Our emphasis is on oral
communication, offered at Intensive and Super-Intensive levels; however,
all language skills are part of our curriculum. We also provide homestay
accommodation and offer numerous after-school activities for our students.

5) If you wish a copy of our school brochure, please let us know. Our
Web site may be visited at: http: //www.langexchange.com.

6) Please do not hesitate to contact me should you have any questions.

7) The Language Exchange Inc.

8) Mr. Richardson,

4, Boswell Way,

Nagstead, Kent,

NA 24PJ.

9) Jacqueline Lilley

Managing Director

10) Thu., 22 Oct 2003

£ Compare two letters, connected with tourism. Find differences in
structure and language:

A letter to a magazine expressing A letter from a tourist company
an opinion about tourism to a client
As someone who has travelled Director,
throughout Asia on business and H.P. Tourism Dept.
holiday I would like to give my Simla.
opinion on its environmental 1st November — 2009

impact. Having visited Indonesia, Dear Mrs. Vijaya Gupta,

Thailand and Malaysia I understand I have received your letter seeking
that tourism can bring money to information. Dussehra is the busiest
developing countries. However, this season of the year in Kulu which
money often goes into the pockets is noted for its markets and fair.

of foreign investors, and only rarely People from India and abroad have
benefits local people. Multinational already booked government rest
hotel chains also have little regard house accommodation six months
for the surrounding wildlife when  in advance. The crowd is so heavy
they build new resorts. This can that tourists usually sleep in their
cause many problems. cars or in tents.
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In view of these facts we, as tourists, If you like you may contact some
can directly affect these countries in private rest houses the addresses

a positive way if we are thoughtful.  of which are on the reverse and try
When we visit these countries we can your luck.

visit restaurants, bars and even hotels As for conducted tours, we have
that are owned by local people. In  just 10 seats available for the 15th
addition, we can refuse to give luxury October 10 a.m. deluxe bus to
resorts our patronage and therefore Snowpoint. The charge is Rs. 500
prevent them from becoming even  per head including snacks on the
larger. Most importantly we should way. If you wish us to reserve this for
check that any tours or excursions  you, kindly ring us at 830 or fax us

we take have minimal effect on 3200-11-005.
the natural surroundings. Finally,

we can even attempt to change With best wishes.
the behaviour of other tourists by Yours sincerely,
sharing our opinions. Prem Mangla.

If we follow these simple steps we
can be sure that our pleasure is
not causing any harm to people or
places that we visit.

(® Read and translate the letters below into Russian.

1.

Dear Mr Smith,

I would like to invite you to dinner after your visit to our company next
week, if you have time. Our managing director, Alison Mc Dermott, will
also come.

I will book a table at an Italian restaurant, Via Venezia, for 8§ p.m. on
Tuesday evening. The restaurant is next to your hotel in Barchester road. |
hope you can join us. Please can you let me know this week.

Best wishes,

John Lee.

2.

Dear Mr Clark,

I shall be arriving in Moscow on Wednesday 14th, and would be
grateful if you could book accommodation at the Rossiya Hotel. Could
you also reserve return tickets for me for Tuesday 20th. I would appreciate
if you could arrange for a visit to the Bolshoi Theatre. Would it be also
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possible to include a visit to the Pushkin Museum into our itinerary. Your
cooperation would be most appreciated.

Yours sincerely,

Norman Gotsby

3.

Dear prospective student,

We thank you for your interest in Intercollege and look forward to
welcoming you as one of our students We are sending you a complete package
of relevant information, designed to answer most questions pertaining to
admission procedures, costs, housing and other important matters.

As you will see from this information, Intercollege is a growing and
dynamic educational institution, offering higher education in a wide range
of study programs. There are many reasons to choose our college for your
university education — among others:

e Location: Intercollege is situated in Cyprus, an ideal place for higher
studies, combining good weather, a safe social environment and a well
developed socio-economic infrastructure.

e Reputation: Intercollege is the largest and “most reputable college in
Cyprus”, whose fame transcends the borders of Cyprus.

® Dual Degrees: as Intercollege programs are devised to incorporate
the respective programs prestigious American and European Universities,
our students may earn two degrees (i.e. one from Intercollege and another
from one of these institutions, such as the University of Indianapolis U.S.A,
University of London, U.K., Maastricht School of Management etc).

e Competitive Fees: the cost of studying at Intercollege is at a fraction
of the respective expense at other American or European Universities.

e Transfer Opportunities: students studying at Intercollege may
transfer to numerous well known American or British Universities at any
stage during their course of studies.

In order to apply with Intercollege, you are kindly requested to
submit the completed “Application for Admission” form, accompanied
with the required material stipulated in the “Admission Guidelines”
section. Please note that, for the purpose of securing your “Entry Visa”
to Cyprus, your application must be received by the Office of Admissions,
at the latest, one month before the registration dates indicated in the
enclosed “Academic Calendar”.
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The Office of Admissions is at your disposal for any assistance,
questions or concerns. We will be delighted to hear from you soon.

Yours sincerely,

Nicos Chrysostomou.

4.

July 25, 2008

Emily Rommel Milby

143 Del Rosario St.

Pilar, Bataan

Dear Emily Milby:

If you go either to the North or the South for your summer vacation,
you will want to get the full benefit of the change. You will want to leave
your worries behind. Our tourist agency will assure you a worry-free travel.

If you’ll ever lose a suitcase or bag, you’ll appreciate knowing that it is
possible to secure the protection of our Tourist Baggage Policy.

In the Tourist Baggage Policy you have a bellboy who works for you
every hour of the day for less than you would think of giving in a single tip.
Protection starts the minute you leave your doorstep.

The enclosed folder, “Protection Going and Coming”, tells the whole
story. Read it carefully. Then fill up and mail the attached card. Take
advantage of our summer special offer now.

Sincerely yours,

Jennelyn Santos,

Sales Manager.

(P Study the following situations. Write a letter for each one:

— You are going to make a business trip. Ask your business partner to
advise you a good hotel in his city.

— You are arriving at the airport. Inform your agent of the flight details
and ask him to meet you there and accompany you to the hotel.

— You arrived at the airport but you were not met there as agreed. You
had to get to the hotel by yourself and had a lot of inconveniences.

— Apologise for an emergency that prevented you from meeting your
client at the airport.
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— You have seen an advertisement in the “Overseas Review” for a
Sunshine Hotel. You are going to stay there with your family. Write a letter
enquiring for full details.

— You work in Sunshine Hotel and you have just received a letter of
enquiry. Reply to the enquiry sending an illustrated catalogue and give full-
detailed information about your hotel.

— You are going to stay in Sunshine Hotel. Ask your business partner
to reserve a room for you.

— You are going to invite your business partner for a dinner to a
restaurant.

(® Define the communicative aim of the following letters. Practise
writing answers to them.

1.

Dear Juan,

I’m planning to visit Madrid in June for ten days. I was wondering if
you could send me some information concerning the Saman Hotel.

I’d like to know how many rooms the hotel has, and what category it
is. Would you also find out what the price for the single room is and what
is included in that price? Lastly, could you tell me what services the hotel
provides for its guests?

I’d be grateful if you could get this information for me.

Thanks for your help.

Love,

Sally.

2.

Dear Sally,

I hope you are well. I’'m writing to thank you for your letter and give
you the information you asked for.

First of all, the Saman Hotel has 200 air-conditioned rooms. Each
room has its own bathroom, a telephone, a TV and a small bar. It is an “A”
category hotel with a restaurant, a cocktail lounge, an outdoor swimming
pool and a jacuzzi.

The price of a single room is £100 per night without breakfast or £115
per night with breakfast included. Breakfast is offered from 8-10.30 each
morning and consists of coffee, tea, milk, juice, bread, jam and cereals.
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The hotel provides many services such as room service, maid and
laundry services. Maid service is provided free. However, there’s an extra
charge for room and laundry service.

I hope this information is helpful. If you need anything else, please let
me know. I’'m looking forward to seeing you in June.

Love,

Juan

3.

KENNEWICK TRAVEL

AMERICAN EXPRESS

“Travel With Us! Travel Like We! Travel Better Than We!’

Company profile and mission statement:

Tourism to most people means that only the rich can travel to the
places of their

dreams. To them, tourism is related with luxury, elegance and
extravagance, to big

and noisy cities.

Little did they know that tourism can be fun and affordable; a journey
to nature and to commune with the forest and the seas, to explore the
unknown caves and search for other horizons found abundantly in nature.

The aim of Kennewick Travel American Express is to make travel
affordable to every citizen of this world. After 19 years in business,
Kennewick Travel American Express has established itself as one of the
top agencies in America. Although the agency now ranks as the largest
in revenue in this area, they do not sacrifice service for size. The most
important consideration of their mission is to provide comfortable,
affordable and safety places to stay. They have experienced travel guides
who can help you make a good plan and preparation for your every trip to
make it wholesome, pleasurable and memorable as well.

Kennewick Travel American Express, INC is located at: 8836 Gage
Blvd, Suit

202A, Kennewick, WA 99336.

4.

Dear Sirs,

I am writing to complain about the holiday I have just had which was
organized by your company Kennewick Travel American Express. In your
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brochure you said Poxos was a quiet resort and the hotel would be ideal for
retired people. In fact the resort was full of noisy discos and we were woken
up every night by drunken young people. Another hotel was being built
next door while we were there, so it was noisy all day too.

You said we would be met at the airport and taken to the hotel. Instead,
we had to catch a bus. Also, you said the hotel was 2 minutes from a sandy
beach but in fact it was over an hour’s walk away — and the beach was rocky!

I am very disappointed and angry and I expect you to give the matter
your immediate attention.

Yours sincerely,

Arthur Brown.

& Practise writing a fax. Work in two groups.

a) Information for group 1.

You are Janet Jeffries. Write a fax in reply to Mr Nakagawa’s fax (one
person in the group should write and the others should dictate and check
spellings. Thank him for his fax. Tell him you will meet him at Heathrow
at 16.35 on June 16. As requested, you booked a single room for him in the
Dorchester Hotel for two nights.

Check this is OK. (If his wife is coming too, you need to change the
booking.) You also arranged his meeting with Data Link for June 17th.
Say you’ll see him next week, send your regards and sign the message from
“Janet Jeffries™.

b) Information for group 2.

Use this information to answer your partner. You are Mr Nakagawa.
Write a fax or telex to Janet Jeffries changing your flight arrangements.
Apologize and tell her you must change your plans. You are now arriving
on June 15th , not June 16th. Your new flight number is BAOO18 and
you expect to arrive at 18.55, Terminal 4, Heathrow. Ask her to change
the meeting with Data Link to June 16". (You need to know if she can’t.)
Say thank you, send your regards and sign the message from “Masahiro
Nakagawa”.

Exchange the faxes your wrote within a group of students and write an
answer according to the example below:
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NIHON INFORMALINK KK

INFORMALINK BLDG, 5995 3801/4 telefax: (6) 5995 3919

T0O: Darworth Enterprises Attention: Janet Jeffries

From: Masahiro Nakagawa Re: My inspection visit

Date: 10 June Pages including this one: 1

Thank you for fax of 1 June.

1 will be arriving on Flight no. JL 401 at Terminal 3, Heathrow on 16"
June. Could you book hotel accommodation for three nights in the city centre?
Also, Iwould be grateful if you could arrange a meeting with Data Link for me
on June 17" if possible. I look forward to seeing you on the 16th .

Kind regards,

Masahiro Nakagawa.

$Read a tourist advertisement. Fill in the gaps with the relevant
information.
Saturday 14 December
DAVE GRIMES AIR TRAVEL LTD
We’ll get you going...
AIR FARES
We can offer airfares to any destination at prices that are simply unbeatable.
Don’t bother to shop around!
Save money and save effort by buying from us.
Contact us for best prices.
Telephone 0208 822 1595
98 High St Old Elsdon

< Read the answer to this advertisement. Underline and correct the spelling
mistakes. Cross out and correct other errors. Rewrite the letter correctly.
Miss H Farrow
Farely Travel
29 Tiverton Drive
New Elsdon
SE9 3KP
Dear Dave,
I seen your advertisment in the local in the local paper and wood like
some more imformation about air tickets to Loz Angles in Jun and also
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about acomodation in a hotel in a double room. We want to stay there for
about forteen days. Please give me the best price as mentoned in yor ad.
Yours faithfully,
Helen Farrow

(® Read and translate a typical tourist contract.
Contract
For tourist services

L. The “ 7 day of 20
Tour Operator Private Company “ ”, having its legal address
at and operating in accordance with state license

hereinafter referred to as “Tour Operator” from one part and

, hereinafter referred to as “Tourist”,
operating on its own behalf and/or on behalf of the persons specified in
p. 1.2 of the Contract, from the other part, both separately or together
referred to as “Party” or “Parties”, have concluded this Contract for tourist
assistance services (hereinafter referred to as “Contract™) as follows:

1. SUBJECT OF CONTRACT

1.1. The Tour Operator undertakes to render to the Tourist a package of
services (hereinafter referred to as “Tourist Product” or “Tour”) specified
in p. 1.2 of this Contract in accordance with Request (Order) of the Tourist
in written form sent to him by facsimile or e-mail in exchange for payment
established in the Contract.

1.2. The Tourist Product provided under this Contract shall include
following services (must be filled when confirmed by Tour Operator):

Names of tourists, number of persons:
Accommodation:

Category, type of room:

Date of arrival, departure

Meal:

Extra services:
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2. Cost and payment

2.1. Cost of the ordered Tourist Product makes dollars of USA/
euros/ rubles of RF — for nonresidents of Ukraine) including 20% VAT.

2.2. The overall payment shall be made within 3 (three) bank days after
signature of this Contract. When the ordered Tourist product fails to be
paid or is unduly paid, the Contract shall be considered null and void and
the Tourist’s request canceled. Then, the Tourist must reimburse the Tour
Operator for his expenses under this Contract and/or the Request (order)
of the Tourist.

3. Rights and obligations of parties

3.1. The Tour Operator hereby undertakes:

- To provide the Tourist with all necessary documents which confirm
his status of a tourist and authorize him to be rendered with corresponding
tourist services;

- To render the Tourist the tourist services under this Contract;

- Before conclusion of this Contract to inform the Tourist about:

- general requirements to all necessary documents (passport), entry/
exit visas, time of processing of the documents;

- medical warnings against the trip, including contraindications in
case of some diseases, physical conditions or disadvantages, age of tourists;

- On request of the Tourist provide the additional information
concerning:

- programme of travel;

- characteristics of transports, including their kind and category,
connecting flights and other important information provided by codes
and rules on transport (if transportation is provided as part of the tourist
services package);

- hotels and other places of accommodation (their location,
classification in accordance with legislation of places of temporary stay,
confirmation of correspondence to the declared hotel services standards,
rules of temporary stay, terms and conditions of payment for hotel services
and other important information;

- local customs, historical, cultural and natural monuments and
other sights which are under special protection, as well as environmental,
sanitary and epidemiological conditions;
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- insurance company which insures against risks connected with
rendering of tourist services, premium payments, policy provisions;

- cost of tourist services and payment conditions;

3.2. The Tourist hereby undertakes:

- To make payments for the tourist services in proper time in pursuance
of p. 2.3. of the Contract;

- To come to the place of meeting of the group in proper time;

- To provide the Tour Operator with correct information about facts
of violence of laws, custom or visa requirements by the Tourist and/or
persons who are traveling with him, if this facts took place in the past.

4. Force majeure

4.1. In case of force majeure when execution of the obligation is
impossible, namely: wars, nature disasters, strikes, terrorist attacks,
epidemics, revolutions and another act of God which are beyond control
of the Parties, in particular adopting of any law and/or other regulation
banning or restricting any provision of this Contract, the Parties will be
considered exempted from liabilities for untimely execution of their
obligations under this Contract. The Party must advise the other Party in
writing about beginning of such circumstances, their assumed duration
and supposed time of termination, within 3 (three) days after becoming
aware of these circumstances. Terms and conditions of the tour will be
postponed till the end of the force-majeure.

5. Applicable law and arbitration
5.1. All possible disputes regarding performance of this Contract will
be resolved by negotiations, should any amicable agreement is reached,
the arbitration will be carried out in courts of corresponding jurisdiction.

7. Validity and termination
7.1. The Contract comes into force from the moment of its signature
by the Parties.
7.2. The Contract shall be considered terminated when its provisions
are fully executed by the Parties and by their mutual agreement.
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8. ADDRESSES AND OTHER INFORMATION

TOUR OPERATOR: TOURIST:
“Hereby confirm that all provisions
of the Contract are agreed with me
and all persons who travel with me,
undertake to keep to the terms of the
Contracts. I (we) are acquainted with
all necessary, comprehensible and
true information about conditions
of the tourist services under the
Contract”.
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3. INDIVIDUAL STUDY

Tasks, Requirements and Recommendations for Homework

I. Make up a presentation on the following topics.
Presentation topics:

1. Components of theTravel Industry.

2. Professionals in Tourism

3. Transportation.

4. Accommodations.

5. Resorts.

6. Restaurants.

7. Amazing Sights.

8. The Cruise Industry.

9. Educational tourism.

10. Medical Tourism.

11. Historical Tourism.

Presentation and project evaluation scheme:

Aspect of a Excellent| Good | Satisfactory
presentation

Unsatisfactory

Powerpoint contents

Rapport

Voice mastering

Topic frame

Message and its
development, logics,
clarity

Grammar

Lexis

Phonetics

Average

11. Make up a report on one of the following topics.
Reports topics

1. Professions in Tourism.

2. Professions in Hotel Service.
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3. Tourist Company Structure.

4. Recruitment in Tourism and Service.

5. Advertising in Tourism.
Requirements for a report:

1. 3-4 min.

2. Fluent and accurate speech.

3. Use of new vocabulary.

I11. Formulate a topic for an essay on the basis of the following questions.
Write an essay.

Essay questions:
1. What is tourism?
2. What images spring to mind when you hear the word ‘tourism’?
3. How important is tourism to your country?
4. Would you like to work in tourism?
5. What are the good and bad things about tourism?
6. What do you think tourism will be like in the future?
7. What are the major tourist attractions in your country?
8. What do you think of the idea of space tourism?
9. How does tourism change lives?
10. What is eco-tourism? Do you think it is a good idea?
11. Is there a difference between a tourist and a backpacker?
12. Do you think tourism helps people in the world understand each other?
13. Is tourism something that only rich people take part in?
14. What do you think of sex tourism? Do you think it will ever disappear?
15. What factors affect tourism?
16. Do tourists really get to see the real countries they visit?
17. Do you think tourism is bad for the planet?
18. Are tourists in your country funny?
19. How has tourism changed over the past few decades?
20. Are you a good ambassador for your country’s tourism industry?

Essay Guidelines:

» Begin the essay with a question, a challenge, a starting fact, a dramatic
incident, or a significant quotation (or some equally compelling strategy
for beginning a personal philosophy essay). Do not start with a dictionary
definition. Use “I,” since this is a first-person essay.
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In the body of the essay, in order to support your argument — the reason
you hold your specific belief—share a focused anecdote that illustrates
why you hold your belief. The specific and concrete details you present
in the anecdote are the evidence for your argument.
Conclude by returning to the way you captured the audience’s attention
at the beginning of the essay; for example, explain how you have answered
the question, challenge, or startling fact with which you began.
Once you have completed your essay, create a title for the essay that
synthesizes your belief and that captures your readers’ attention and
interest.

Requirements for an essay:

. No fewer than 2000 words.

. Compliance with the chosen topic.
. Essay Structure.

. Accurate speech.

. Use of new vocabulary.

Tasks for writing documents:

. Write your CV and application letter to apply to a travel company.
. Write are commendation letter for your group mate applying for a job in

a travel company.

. Write a business letter on the suggested situations from the “Writing

Section”.

. Make up a glossary of terms and clichés on a particular branch of tourism.

Letter Guidelines:
Business letters should be simple and clear, polite and sincere, concise

and brief. A business letter should contain polite forms and phrases to
make it sound more official. Here are some standard expressions used in

English business writing.

1.
2.
3.

Requirements for written documents:
Document Structure.
Accurate speech.
Use of business letters clichés and new vocabulary.
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Interactive Work Guidelines

Metonnyeckue yka3aHus M0 OPraHu3anum
HUHTEPAKTUBHBIX (hop™M PadOTHI

Poaeeas uepa
PoneBble Urphl TIpeAyCMOTpPEHBI TIpU U3ydeHMU TeMm «Travelling»,
«Hotel and restaurant Service», «Professionals in Tourism», «Ecotourism»,
«Guided Tourism».
Ileab — pa3BUTHC HABBIKOB BeIEHUSI NUCKYCCUM B CUTYallUM IIpodec-
CHOHAJILHOTO 0011IeH s B chepe Typusma.
3adauu:
1. UHTETpHpOBaTh HABBIKM U YMEHUS B POJIEBOI UTrpe (pa3BUTHE MOHO-
JIOTUYECKOU U JUaTOrMYeCcKOi peun).
2. [IpakTrKOBaTh B YMEHUHU BbIpaXkaTh CBOU MBICJIM 10 TEME C UCITOIb30-
BaHWEM aKTUBHOM JICKCUKHA U OCHOBHBIX TPAMMAaTHIECKIX (DOPM.
3. 3aKkpenuTh HaBbIKM MCITOJIb30BAHUST STUKETHBIX (DOPMYJT OOILIEHUS B
npodecCUoHaNIbHO 00YCIIOBIEHHOM CUTYaLIMK OOILIEHUSI.
YyacTHUKU: TpyIINa CTYAEHTOB B cocTaBe 5-12 yeaoBeK.
Heo6xonumMocTh BBINMOJHEHUSI MHAUBUAYAIbHBIX 3aJaHU JJIs1 TIO/-
TOTOBKM POJIEBOI UTPHI: TIepell 3aHATUEM, Ha KOTOPOM BBITIOJIHSIETCST PO-
JIeBasl UTpa, PeKOMEHIYeTCsT HaTh CTyACHTaM BO3MOXKHOCTH ITOBTOPUTH
HEOOXOMMYIO JIEKCUKY TT0 TeMe, aKTUBU3UPOBATh €€ B YIpaskHEHUSIX UH-
JMVBUIYaIbHbIX JOMAIIIHUX 3aJaHuil. B HEKOTOPBIX Clydasx HEOOXOAUMO
TIPOBECTHU TIOMCK HEOOXOAMMOM MH(MOPMAIIAN TTO TEME POJICBOM UTPHI.
BpeMs moarotoBku: 5 MuH.
OO1ee BpeMsI TIpoBeIeHUsT: 15 MUH.
Dmanul:
1. BeeneHue cutyalu poJieBoOii UTPhI, paciipeeseHre poyei, oobsic-
HeHMe KOHEUHOI 1ieu poJieBoit urpel. Pexxum: T-S1-S2.... BpeMs — 2 MuH.
II. 3amanue S3BIKOBBIX ITapaMETPOB pOJICBOM WIPHL. Pexmm:
T-S1-S2.... Bpemst — 2 muH. [IpenonaBatesib JOJKEH HALIEJIUTh CTYIEH-
TOB Ha aKTMBU3ALIMIO HEOOXOIMMOM JIGKCHMKH, YKa3aThb Ha IapaMeTphbl
BeICHUsS TIOJIMJIOTA, TIPEAYIPEINTh O HEOOXOAMMOCTHA TOBOPUTH IIpa-
BUJIBHO, 0€3 (DOHETUYECKUX, JIEKCUUECKUX U IpaMMaTUYECKUX OIINOOK.
III. TlogroroBka poJieBOMi MIpPbl B TpYIIle CTYyIEHTOB Pexum:
S1-S2.... Bpems — 5 MuH.
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CTymeHTBI 00CYKIAI0T B3aMMOICICTBIE B XO€ POJICBOIM UTPHI, TOTO-
BSIT OOLLIMIA TIJIaH 00cyxaeHus. [IpenonaBaresto ciaeayeT moodyKaaTh CTy-
JICHTOB BECTH IOJArOTOBKY Ha aHIJIMICKOM SI3bIKe, M30eraTh AeTaIbHOIO
00Cy>K/IeHUST BCEX MOMEHTOB TIOJIWJIOTA JIJIST TPOYLIMPOBAHUST CTTOHTAH-
HOI peur BO BpeMsl BBITIOJTHEHUST 3aJaHUs.

III. BelmosHeHue moaujaora mo teme poJyieBoii urpbl. Pexum: S1-
S2.... Bpems — 7- MuH.

IV. O6cyxneHue UTOroB PoJIeBOI Urphl, pa3doop ommboK. Pexum:
T-S1-S2.... Bpems — 4 MmuH.

PesynbratT: MoauiIor 1Mo mpeajioXKeHHOM B POJIEBOI UTPEe CUTYALINH.

Kputepun orieHKH TToIMIIOTA:

1. IMonHoTa peueBoro nmpousBeneHus1. Kaxxablii y9acTHUK MOJIMIOTa
JIOJDKEH TIPEACTaBUTD 8-9 PETUINK B X0¢ 00CYXIeHMs. Perummku 1oJKHBI
COOTBETCTBOBATh CONEPXKAHUIO CUTYAIIUH JIJIST POJICBOIA UTPHI.

2. B3aumopeiicTBre MeX 1y yYaCTHUKAMU. YUaCTHUKU JOJIXKHBI paB-
HO3HAYHO yYaCTBOBATh B XOJIE¢ POJICBOU UTPHI, TTIOAIEPKUBATH KOMMYHHU-
KallMio, B3aMMOJICHICTBOBATh C COOECETHUKAMM B XOJIE OOCYXKICHMUS.

3. JIuHrBUCTUYECKAsI MPaBWILHOCTL peun. Peub CTyIeHTOB OlLieHU-
BaeTCS C TOYKM 3PEHUSI TpaMMaTHYECKOM, (POHETMUECKOM U JIEKCHIe-
CKO1 IMPaBWJIbHOCTH.

O0opynoBaHMe: JOCTATOUHO OOBLIYHOIO ayJIUTOPHOIO 00OpYydOBa-
HUSI, IPU HEOOXOOMMOCTH, MOXKHO MCITOJIb30BaTh KOMITBIOTEDP, SKPaH,
MPOEKTOP.

Keiic-cmaodu
Keiic-ctanu npenycMoTpeH rpu usydeHun temsl « Tourism Industry».
Ileab — pa3BUTHE HABBIKOB UCTIOJIb30BaHMS PEUEBbIX KIUIIIE TPU 00-
CYXIEHUM TIpo0IeMbl U BHIPAOOTKE pellieHus B CUTyalnu Mpodeccruo-
HaJIbHOTO 00I1lIeHUs B cdhepe Typusma.
3adauu:
1. Pa3BuTHe MOHOJIOTMYECKOM U TUATIOTUUECKON peun.
2. [IpakTKOBaTh B YMEHUU BbIPaXaTh CBOU MBICJIU 10 TEME C UCITOIb30-
BaHMUEM aKTUBHOM JJEKCUKU U OCHOBHBIX TpaMMaTUYECKUX (DOPM.
YyacTHUKM: TpyMIIa CTYIEHTOB B cocTaBe 3-4 yeoBeka.
Heo0xoanMocTh BBITIOTHEHNS WHINBUAYATbHBIX 3aMaHWi TS TTOI-
TOTOBKM POJIEBOM MIPBI: MEpen 3aHSITUEM, Ha KOTOPOM BBIMOJHSIETCS
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Kelc-cTamu, peKOMEHIYeTCs IaTh CTYAeHTAaM BO3MOXKHOCTh IPOBECTH
IMTOMCK HEOOX0AMMOi1 MHMOPMAIIMU 110 TeMe Keiic-cTaIu.

Bpewmsa nonrotoBku: 7 MUH.

OO611ee BpeMsI MPOBEICHUSI: MUH.

Dmanul:

I. Bemenue cutyaumm I Keiic-cTamaW, OOBSICHEHHE KOHCYHOM
nenn keiic-cragu. Pexxum: T-S1-S2.... Bpemst — 2 MuH.

11. 3agaHue A3bIKOBBIX MapamMeTpoB Keric-ctanu. Pexxum: T-S1-S2....
Bpewms — 2 muH. [1penonaBareib JODKEH HAIIEIUTh CTYIEHTOB Ha aKTH-
BU3ALIMIO HEOOXOIMMOM JIEKCUKH, yKa3aTh Ha JJOTUIHOCTh aul apryMeH-
TUPOBAHHOCTD TIPEIACTABICHUS PEIICHUS 110 KeiCc-CcTaau, IpeaynpeauTh
0 HEOOXOIMMOCTHU FOBOPUTH MPABWIbHO, 0€3 (hOHETUYECKUX, JJeKCUYe-
CKHUX 1 TPaMMaTUYECKUX OIIIMOOK HEe TOJbKO MPU MPeACTaBAEHUN MOHO-
Jiora, HO M B XOZIe 0OCYKIeHUsI pelleHUs.

III. TToaroroBKka MOHOJIOTa IO KEeHC-CTalIu B TpyIIIe CTyAeHTOB Pe-
xuM: S1-S2.... Bpems — 5 MuH.

CTymeHTHI TIpeiaraloT CBOe pellleHre, B3auMOACHCTBHIE B XOIE PO-
JIEBOI MTPHI, TOTOBSIT OOIIMI TuTaH obcyxaeHus. [IpemomaBaTento cie-
IyeT TTOOYKIATh CTyACHTOB BECTU MOATOTOBKY Ha aHTJIUICKOM SI3BIKE,
TPOBEPUTH MPABUJILHOCTD IMOATOTOBJIEHHOTO MOHOJIOTA.

I11. BeimonHeHre MOHOJIOTa MO TeMe Keic-ctaau. Pexum: S1-S2....
Bpemst — 5- muH.

IV. OGcyxneHue WTOroB Keic-cTtamu, pa3dop ommbdbok. Pexum:
T-S1-S2.... Bpemst — 4 MuH.

PesyabTaT: MOHOJIOT MO MPEAJIOKEHHON B KEHC-CTaau CUTyallUu.

Kputepuu olileHKM MOHOJIOTA:

1.ITonHOTa peueBoro nmpousBeaeHus1. MTOroBbIii MOHOJIOT TTpEACTaB-
JISICT OIMH TIPEICTaBUTEIb TPYIITbl. O0ObeM MOHOJIOTMYECKOTO BBICKA3bI-
BaHusg — 10-15 mpemioxennii. JApyrue y9acTHUKHM MOTY TIPEIJIOXKUTH
IOITOTHEHUS K 3ToMy MOoHoJory. ComepskaHie MOHOJIOTa JOJIKHO COOT-
BETCTBOBATb COACPXKAHUIO CUTYALIMH IIJIST KeMC-CTaIn.

2. JluarBUCTMYECKAsT TIPAaBUIILHOCTh peur. Pedb CTyneHTOB OlleHU -
BaeTCs C TOYKU 3peHUs TpaMMaTH4ecKoi, (DOHETUUECKO U JIeKCuYIe-
CKO1 MPaBWJIBHOCTH.

O06opynoBaHue: TOCTATOYHO OOBIYHOTO ayTUTOPHOTO 000PYIOBAHUS.
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Yeaoeno-peuesasa cumyauusa

YcoBHO-peUeBbie CUTYAIlMN TIPEITYCMOTPEHBI MPU M3YYEHUU BCEX
teMm nmocoowust («Travelling», «Hotel and Restaurant Service», «Professionals
in Tourism», «Ecotourism», «Guided Tourism» u T. 1.).

Ileab — akTUBU3ALMS JEKCUKU U KJIUIIIE B UCKYCCTBEHHO CMOIC/IM -
POBaHHOI CUTYalIuU PO eCCUOHATBHOTO O0IIEeHNUS B chepe Typu3Ma.

3adauu:

1. Pa3BuTHe MOHOJIOTMYECKOI U TNAIOTMUYECKOI peur, MUCbMEHHOMN peyn.

2. [IpakTKOBaTh B YMEHHUU BEIpaXkaTh CBOM MBICIIM B YCTHOM pedn U B
MUCbMEHHOI PeYM C MCITOIb30BaHUEM aKTHUBHOM JIEKCUKU U OCHOB-
HBIX IPaMMaTUYECKUX (hOpM.

3. 3aKpenuTh HaBBIKM HMCIIOJb30BAaHUS KIIWIIE YCTHON M IMMCHMEHHOM
peur B TpocheCcCUOHATBHO O0YCIOBICHHON CUTYallU OOIIEHMUS.

Y4yacTHUKU: UHAMBUIAYaAJbHOE yJyacTue (Ui MHUCbMEHHON peyu U
BBITIOJTHCHMST MOHOJIOTA) MJIX B TIapax (711 BRITIOJTHEHUS THAJIOTa).

Heo06xoanMocTh BBITTOTHEHUS MHINBUAYATIbHBIX 3aJaHWi TS TTO/-
TOTOBKM BBICKA3bIBaHHS MO YCIOBHO-PEUEBOM CUTyallUU: TIEpe. 3aHSTU-
€M, Ha KOTOPOM BBITIOTHSETCS 3aJaHKe 110 YCIIOBHO-PEUYEeBOI CUTYAIINH,
PEKOMEH/IyeTCsl AaTh CTYJAEHTaM BO3MOXHOCTbh TMOBTOPUTH HEOOXOAM-
MYIO JIEKCUKY T10 TeMe, aKTUBU3UPOBATh €€ B YIIPaKHEHUSIX WHIUBUILY-
AJTbHBIX JTOMAIITHNX 3aTaHUIA.

BpeMs noarotroBku: 5 MuH.

OO1ee BpeMsI TIpoBeaeHUsT: 15 MUH.

Dmanul:

I. BBepeHue ycioBHO-peveBOil CUTyallMu, OOBSICHEHWE KOHEUYHOM
uenu 3aganus. Pexxum: T-S1-S2.... Bpemsa — 1 MuH.

II. 3amanue S3BHIKOBBIX ITapaMETPOB pOJIEBOM WIPHL. Pexmm:
T-S1-S2.... Bpemst — 1 muH. I[IpenonaBatesb J0OJKEH HALIEJIUTh CTYIeH-
TOB Ha aKTMBMU3AILIMIO HEOOXOIMMOM JIGKCMKH, YKa3aThb Ha IapaMeTphbl
BeICHUS MOHOJIOTA, JUAJIOTa, MMChbMEHHOTO BBICKA3bIBAaHMSI, TIPEIyTIPE-
IATHh O HECOOXOOUMOCTH TOBOPHTH M ITHCATh ITPaBUIIBHO.

III. TToaroroBka BbICKA3bIBaHUSI 1O YCJIOBHO-pEUEBOI CUTyallUU
crygeHTamu. Pexxum: S1, mum S1-S2.... Bpemst — 5 muH.

CTyneHThI TOTOBST IJIAaH MOHOJIOTA, JUAJIOTa I TOTOBSIT ITUChbMEH-
HBII TeKCT (MUCbMO, 3asiBeHUE, pekiaamy). IlpenonmaBaresio ciaemyeT
noOyXIaTh CTYACHTOB M30eraTh ACTAIBHOTO OOCYKICHMS BCEX MOMEH-
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TOB MOHOJIOTA WJIM JHAaJIora TSk TIPOAYIIMPOBAaHUS CITOHTAHHOM peyr BO
BpeMsI BBITTOJTHEHMS 3agaHusl. TakxKe ciieayeT HallOMHUTh CTYICHTaM O
HEO0OXOIMMOCTH OTPEIaKTUPOBATh TOTOBBIN TEKCT.

III. BeinmoaHeHue MOHOJOra, AMajora Wiu MpeAcTaB/ieHUe MUCh-
MeHHoro Tekcta. Pexxum: S1-T.... Bpemst — 3-4- muH.

IV. OGcyxneHue UTOroB POJIeBOI UIPHI, pa3dop OLIMOOK. Pexxum:
T-S1-S2.... Bpemst — 4 muH.

PesybraT: MOHOJIOTMUECKOE MM JUATOTMUECKOe BEICKa3bIBAaHUE 10
MPEITOKEHHON CUTYaIlK WK COCTaBIeHUE MMChbMEHHOTO TOKYMEHTA.

Kpurepun onieHKU:

1. IToHOTa pedeBoro mpousBeneHWs. Kaxaplii ydacTHUK auajora
JIOJDKEH TIPeACTaBUTDh 8-9 periuk B Xoae oocyxneHus. O0beM MOHOJIO-
ruyeckoro BbickasdbiBaHus 10-15 nmpemioxeHuii. O0beM MUCbMEHHOTO
tekcta 10-15 npemnoxenuit. CoaepkaHue peuM IT0JKHO COOTBETCTBO-
BaTh COACPKAHUIO CUTYAIIUM TSI POJICBOI UTPHI.

2. BzaumopeiicTBre MeXIy YIaCTHUKAMM B CTydac BBITIOJTHEHUST T~
ajiora. Y4acTHMKM JOJDKHBI PaBHO3HAYHO YY4aCTBOBaTh B XOJIE POJIEBOIA
WUTPBI, MOAACPKUBATh KOMMYHMKAIIUIO, B3aMMOICICTBOBATh C cobece-
HUKAaMH B XOJ¢ OUAaJIora.

3. JIuHTBUCTMYECKAST TTPABUJILHOCTh peun. Pedb CTyIeHTOB OlLIeHU -
BaeTCsl C TOUYKM 3PEHUSI rpaMMaTHYeCKOi, (POHETMUECKOM U JIeKChIe-
CKOI TIPaBUJIBHOCTH.

O06opynoBaHue: TOCTATOYHO OOBIYHOTO ayTUTOPHOTO 000PYIOBAHUS.

Pewenus meopueckux 3adau 6 munu-zpynnax (npezeHmauu)

IIpeseHTanmm mpeaycMOTpeHBI Tpu u3ydeHnu Tem <«Hotel and
Restaurant Service» «Ecotourism», «Business Tourism».

Ileab — pa3BuTHE peYeBBIX HABBIKOB IIPEACTABICHUS PE3YJIBTaTOB pa-
OOTHI B CUTYaLINH TTPpOo(dEeCCUOHAIBHOTO OOIIEHNS B chepe Typu3Ma.

3adauu:

1. I1pakTKOBaTh B YMEHUM BbIpaXkaTh CBOM MBICIIM TI0 TEME C MC-
T0JIE30BaHNEM aKTUBHO JICKCUKH 1 OCHOBHBIX TPaMMaTHIECKIX (hOPM.

2. 3aKpenuTb HaBbIKA MCIOJb30BaHUS KJIMIIE BEACHUS Mpe3eHTa-
1M B Tpo(peCcCuoHaIbLHO O0YCIOBICHHOM CUTYalluM OOIEHUS.

YyacTHUKU: TpyIna CTyAeHTOB B cocTaBe 3-4 4esloBeK.
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Heo0xoanMocTh BEITTOTHEHUS MHINBUAYATbHBIX 3aMaHW TS TTOI-
TOTOBKM TIPE3EHTAlIMM: TIepel 3aHSITHEM, Ha KOTOPOM BBITIOJHSIETCS
TBOpYecKasl paboTa, peKOMEHAYeTCs JaTh CTyASeHTaM BO3MOXHOCTD IO~
BTOPUTH HEOOXOIUMYIO JICKCHKY IO TeMe, aKTUBU3UPOBATh €€ B yIIpax-
HEHWSIX WHINBUIYAJTBHBIX JOMAITHUX 3adaHW.

Bpewmsa nonroroBku: 15 MuH.

Oo611ee Bpems mmpoBeneHNs: 30 MUH.

Dmanui:

1. BeeneHnue mpo06ieMbl, TpeOyroIliee TBOPYECKOTO pellIeHUsI, O0BSIC-
HeHMe KOHeuHoi memm 3aganust. Pexxum: T-S1-S2.... Bpemst — 1 MuH.

II. 3amaHue sA3bIKOBBIX MapaMeTpoB 3amaHus. Pexum: T-S1-S2....
Bpewmsa — 2 mun. [IpenogaBaTenb N0JKEeH HALEIUTh CTYICHTOB Ha aKTH-
BU3AIIAIO HEOOXOMIMMOI JIEKCUKH, YKa3aTh Ha MapaMeTPhl BeACHUS TIpe-
3eHTAllMM, MPEAYNPEIUTh O HEOOXOAMMOCTHA TOBOPUTH MPaBWIbLHO, 6e3
(hoHEeTHUECKUX, IEKCUUECKMX M TPAMMATUUECKMX OITNOOK.

II1. TToaroroBKa MUHU-MPE3eHTALIMU B TPYyMIle CTYAEHTOB Pexxum:
S1-S2.... BpeMst — 4 MmuH.

CTyneHThI 00CYXIal0T cofepKaHue mpe3eHTaunu. OnpenaenstoT Ko-
JINYECTBO YYaCTHMKOB. [IperogaBareiio cienyeT MmoOyKaaTh CTYICHTOB
BECTHU ITOATOTOBKY Ha aHTJIMIICKOM SI3bIKE.

[1I. BeimmonneHnue npe3eHranuu. Pexxum: S1-S2.... Bpemst — 15 MuH.

IV. O6cyxneHre NTOroB MUHU-TIPE3eHTAlMN, pa3oop ommbok. Pe-
xuM: T-S1-S2.... Bpems — 4 MuH.

PesynbraT: mpe3eHTalMs pellleHus] TBOPUYECKOro 3agaHusl. Boimos-
HsIeTcs B hopMe MOHOJIOTA.

Kputepuu orieHKM MUHU-TIPE3EHTAIIUN:

1.ITonmHOTa pe4yeBOro MpPOM3BEICHUSA. YUYACTHUKU OOCYXIEHUS
JIOJDKHBI TIPEICTaBUTD PEIICHNE TBOPUECKOM 3aJauM B BUAE IIpe3eHTA-
mu. ConepkaHue JODKHO COOTBETCTBOBATH COJAEPXKAHMIO CHUTYallMu
IUISI pOJIEBOM UTPBI.

2. JInHTBUCTUYECKAs TIPAaBUILHOCTh peur. Peub CTyIeHTOB OLICHU-
BaeTCs C TOYKU 3peHUs TpaMMaTU4eCKoi, (DOHETUUYECKOM U JIeKChIe-
CKOM IIPaBUJIbHOCTU.

O6opymoBaHUe: HEOOXOMMMO WCIIOIb30BaTh KOMITBIOTEp, 3KpaH,
MPOEKTOP.
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Ilpoexmmnoe 3adanue

ITpoekTHBIE 3amaHMsI TPEAYCMOTPEHBI TIpH N3ydeHnu TeM «Choosing
and Promoting Destination», «Professionals in Tourism».

Ileab — pa3BUTHE HABBIKOB ITOMCKa MH(pOpMaInu B cpepe Typru3ma u
TOCTUHUYHOTIO CepBuca.

3adauu:

1. TTpakTuKOBaTh HABBIKM MTOMCKA U 00pa0OTKU UH(POPMALIU HA UHTEP-
HeT-caifTax B cpepe Typu3Ma U TOCTUHUYHOTO CepBUcCa.

2. [IpakTukoBaTh B YMEHUM OMOPMIATH PE3yabTaThl MOMCKa B BUIE
5JIEKTPOHHBIX TTPE3CHTALINIA.

YYacTHUKU: BCS aKajeMudeckasl rpyria.

ITo oxonHuaHuum wu3ydyeHusi ypokoB «Choosing and Promoting
Destination», «Professionals in Tourism» CTyaeHTBHI IMOJyJaloT 3agaHUe
MO BBITMIOJHEHUIO MPOEKTa Ha yKa3aHHYIO TeMy. 3allaHue Tpearnoaaraet
VHIWBUAYAIbHYIO TTOMCKOBYIO IESTEIbHOCTh C MCIIOJIb30BaHUE PECyp-
COB, YKa3aHHEIX B pa3naenie «Internet Resources».

Bpems nonrotoBku: 3-4 qH.

OO11ee BpeMsI TIPOBEICHUS: 5 MUHYT Ha KaXKI0ro CTyIeHTa.

Dmanvl:

1. O6bsicHeHue 3aganus. Pexxum: T-S1-S2.... Bpemst — 1 MuH.

II. O6bsacHeHue KputepueB oneHKU. Pexxum: T-S1-S2.... Bpems —
1 muH. [IpenomaBaTenb JOKEH HAICIUTh CTyACHTOB Ha aKTUBU3AIIUIO
HEO0OXOIMMOM JIEKCUKU, U3JIOXUTh TpeOOBaHUS K 0(POPMIICHUIO TTPOCK-
Ta, MPeAYNPEAUTD IEKCUUECKHNE U IpPaMMaTHYECKHE OIITMOKU.

II1. MuauBuayanbHas MoAroToBKa npoekra. Pexxum: uHAMBUIYab-
Has paborta.

CTyneHThI TOTOBSIT K 3aHSITUIO MPOEKT IO yKa3aHHOW TeMe B BUIE
3JIEKTPOHHOU Mpe3eHTalluu, UCTIOJIb3YS YKa3aHus B pasaene «Individual
Study».

IV. O6¢cyxneHne nToroB IMpOEeKTHOTO 3aaHus, pa3doop omnodok. Pe-
xum: T-S1-S2.... Bpemst — 2 MmuH.

Pesynbrat: a/1eKTpOHHAS MTPe3eHTALUS TT0 MPEII0XKEHHOU TeMe.

Kputepun o1ieHKY MpoeKTa:

1. KauecTBO BU3yaTbHBIX MaTEPUAJIOB.
2. CoOoTBETCTBUE TEME 3aTaHUSI.
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3. CtpyKTypa Ipe3eHTaln, JOTMYHOCTh M ITOCJIEIOBAaTeIbHOCTh M3JI0-
KEHUS MaTepuaa.

4. DKCTpaIMHIBUCTUYECKHE TTapaMeTPhl: TPOMKOCTD 1 BHSITHOCTD PEUH,
XKECTHI.

5. JIuHrBUCTUYECKAsI TTPABUJIBHOCTb peuur. Peub CTyIeHTOB OlLleHUBaEeT-
Cs C TOYKM 3pEHUST TpaMMaTUYECKOM, (POHETUUECKON U TEKCUIECKOI
MPaBUJIbLHOCTH.

O0opyaoBaHME: KOMITBIOTEP, 9KpaH, TPOEKTOP.
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Internet Resources

Most Popular Travel Websites to find information for reports and

presentations
tripadisor YAHOO!
b
WWikitravel
The Free Travel Goide

i

http://www.vienna.info
http://www.portal-investor.ru/business/english/82
http://actravel.ru/tourism_glossary.html
http://tlp.excellencegateway.org.uk/tlp/fs/fs-resources/library/074/c11 _
writebusinessletter(2).pdf

http:// http://www.protectedtravelservices.com

WWW.unwto.org.

& Expedia

www.destinationsuccess.com

www.destinationdevelopment.com

www.VisitOrlando.com

www.boomeranghotelac.com

www.tauma.com

www.solohotelsresorts.com

www.countries-of-europe.com
http://www.agendaweb.org/vocabulary/travelling-tourism-exercises.html
http://www.teacherjoe.us/NYBJ.html
http://www.audioenglish.org/english-learning/english_dialogue hotel
booking_a room_2.htm
http://esl.about.com/od/beginnerpronunciation/a/bd_hotel.htm
http://www.focusenglish.com/dialogues/traveling/travelingindex.html
http://www.esl-library.com/lessons.php
http://letstravelinenglish.blogspot.ru
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oy Glossary
1st nepBbIit B 11000M 3HaUeHUU (TIEPBBIN KJ1acc, epBast JMHUS U T. 1.)

A-la carte (bpaHi1. no meH0) — pecTopaH, Tlie MOXXHO BBHIOpATh U 3a-
Ka3aThb J000e 13 OJI101 IO MEHIO.

AC (cokp. ot aHIJI. air conditionner) — Hanu4Ye KOHAUILIMOHEPA.

AD/ADL (ot aHrn. adult) — B3pOCJIblii; B3pOCIBIN TYPUCT, JTULIO, JI0-
CTUTILIee Bo3pacTa 12 JeT Ha MOMEHT MOE3AKHU.

AI/ALL (ot anrn. all inclusive) — Bce BKIIIOYEHO; CUCTEMa 00CITy-
KUBaHUSI B OTEJISIX, MPU KOTOPOW MUTaHUWE, HAMUTKU (Yalle BCero
MECTHOTO MPOU3BOJICTBA) U MHOTHE BUIBI YCIYT He TPEOYIOT OO~
HUTEJIbHOMW OTUIATHI.

Airbus (Aapo0yc, Diipdac) — ogHa U3 IBYX KPYIHEUIINX B MUPE aBU-
ACTPOUTENbHBIX KOMIaHMiA. [IpOM3BOANT TMaccakupcKue, Ipy30Bbie U
BOCHHO-TPAHCIIOPTHBIE CAMOJIETHI.

AO (coxp. OT aHTII. accommodation only — TOJBKO pa3MeIIeHHUE) —
pasMeleHre 0e3 MUTaHUs

Apartment / Aprt / Apt (aHI1. apartment) — TAUII HOMEPOB B TOCTU-
HMIIAX, TI0 CBOeMy O0(OPMJICHUIO TPUOIKEHHbBIE K BUY COBPEMEHHBIX
KBapTUP, BKIIOUAsl MeCTa [UIsl IPUTOTOBJICHUS MUILK (CTOUMOCTD MUTA-
HMST OOBIYHO He BKJIIOYEHA B CTOMMOCTb HOMEPA).

Baby-sitter (aHTJ1.) — ycIyru AeTCKOI CUIAEIKU, TPUCMOTPA 3a IETbMU.
BB (ot anrn. bed and breakfast) — pazamernieHre C 3aBTpakaMu.

BGW (BG) (ot bungalow) — OTACIBHO CTOSIIEE OOBIYHO OTHOITAXK-
HOE CTpOeHUE B OTeJIe, Yallle BCero ¢ BepaHaoii. OGbIYHO B TPOITMYECKUX
CTpaHax.

Boeing — onHa M3 ABYX KpyMHEWIIMX B MUpPE aBUACTPOUTEIbHBIX
KOMITaHU M.

CH (ot anrxn. child) — pe6EHoK;
Check-in — npoueaypa peructTpaliuy pu Mpue3ae B OTeb.
Check-out — mipo1ierypa BBITTUCKH U3 OTEJIsI TIPU OTHE3IE.

Connected (connect) room — 1Ba CaMOCTOSITEIbHBIX HOMEpa, MEX-
[y KOTOPBIMU €CTh 00111asl IBEpb, 3amupaeMas Wik OTKpbiBaeMasl Ipu
JKeJIaHWU.

DBL (ot double) — nByXxMeCTHBIIT HOMEP.
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Deluxe / DLX— kaTeropusi OTeJisi, HOMepa B OTeJie U T. [I., TIPeAToia-
raroiasi o.cooyto pockoliib. JJyiss Homepa 0OOBIYHO MOAPA3yMEBAETCS YacT-
Hasl BAHHA U TTOJIHBIN CEPBUC.

DORM (ot aHrA. dormitory) — OOJbBIION OOLIMIT HOMEDP C HECKOJIb-
KHMMM KPOBATSIMU, CIaBa€MbIMM Pa3IMYHbBIM ITOCTOSUIbIIAM.

Double-up (aHr1.) opraHu3alysi CUCTeMbI IBOMHOTO 3acesIeHUs], Tpu
KOTOPOI HE3HAKOMBIE KJIMEHTBI 3aCEIISIIOTCS OOUH HOMED.

DP (dpanir. demi-pension) — TIOIyIIAaHCUOH,, TIPEIOCTABICHUE TYPUCTY
HOMepa M ABYXPa30BOIo MUTAHMSI: 3aBTpaKa 1 JIM00 obena, I1do yKUHa.

Duplex— n1ByXypOBHEBbIIi HOMED.

Duty-free (nptoTu-pu)— ToBapbl, He obaraeMblie HaJloraMu, a TaK-
K€ crcTeMa OecMONUITMHHON TOPTOBJIM B a3porNopTax, Ha 60opTax camo-
JIETOB, MAPOMOB M T. 1.

E-ticket — a51eKTpOHHBII OMIIET.

EC 1. (cokp. or aHr. economy class) — 3KoHOM-Kjaacc (B YpOBHe
KoMdopTa oTeJisl UM HoMepa, KaTeropusl MECT B CaJloOHE caMoJieTa WIn
noesga u T. 1.); 2. cokp. ot aHra. European Community — EBponeiickoe
Coo0111eCcTBO.

Executive— kateropust HoMepa ¢ OBbIIIEHHON KOM(POPTHOCTHIO.

Fam-trip (fam-tour) (coxp. oT aHrI. familiarization) — 03HaKOMHU-
TeJIbHBIIA Typ; JAbFOTHBIA WU OECIUIaTHBINA Typ, OpraHMU3yeMblil IJIs Ty-
pareHTCTB U (WJIM) COTPYAHUKOB aBUAKOMITAHUU C 1IeJIbI0 X O3HAKOM-
JIEHUSI C ONIPEAEAEHHBIMU TYPUCTUYECKMMU MApLIPYTaMU U LIEHTPAMU.

Family room (aHri. cemeiiHasg KOMHaTa) — HOMep B OTejie, 0ObIYHO
OTJINYAIOUIMIICS OT CTaHAAPTHOrO OOJbIIEH MJIOIIANbI0 U PacCUMTaH-
HbIA Ha 3aCEJICHUE CEMbHU.

FB (ot anru. full board) — OMHBI TTAHCUOH (3aBTpaK, 00, YXKIH)

FB+ (anra. full board) — noaHbIM MaHCUOH (3aBTpakK, 00e, YK1H),
pacIIMpeHHbId, 0OBIYHO 3a CYET IMBa M BUHA BO BpeMsI IpUeMa ITHIIIH.

FC (cokp. oT aHTIILfirst class) — TIepBBIi Ki1acc; opUIMATBLHBIA YPO-
BEHb KOM(POPTHOCTHU OTeJIs, MIPeAIaralolinii CTaHIAPTHBIN YPOBEHb 00-
CIIy>KUBaHUsI, pa3MelleHusI U YI00CTB.

FIT (coxkp. ot aHII. foreign independent tour) — BbIe3HOI MHAUBUILY-
aJIbHBINA TYp, pa3pabOTaHHbBIN HEMTOCPEACTBEHHO I10 3aKa3y TypHUCTa.

Full House— coo0iiieHue 00 OTCYTCTBUUM MECT B OTEJIE.
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Grandmaster— macTep-Kii04, OTKPBHIBAIOIINI BCE 3alepThie ABEPU
B OTeJIe.

HB (ot aurn. half board) — nioaynaHCHUOH (3aBTpaK U Y>KUH).

HB+ (aHrn. pacwupennwiii half board) — nonynaHcuoH (3aBTpak u
YKWH), pacIIMPEHHBIN 33 CYET aJIKOTOJBHBIX 1 0€3a7IKOTOIbHBIX HAITUT-
KOB MECTHOTO IMPOM3BOJCTBA LICIbII ICHb.

INF (ot aHrI. infant) — rpynHOit peObeHOK (B Bo3pacTe 10 2-X JIeT).

Inside view— HoMep ¢ BUIOM Ha aTpUyM WM APYTYIO BHYTPEHHIOIO
4acTh OTEJIS.

Junior Suite— ky1acc Homepa B oTeJie, 0OBIYHO IMPOCTOPHAsI KOMHATa
C OTTOPOXEHHBIM CITAJIbHBIM MECTOM, IpeodpaszyeMast THEM B TOCTUHYIO.

Lobby— xosu1 npu BXxoje B OT€lb.

MB 1. (ot aHr1. main building) — ocCHOBHOE 31aHUeE; 2. COKP. OT aHIJI.
minibus — MUKpPOaBTOOYC.

MICE (akponum ot aHrin. Meetings, Incentives, Conferencing,
Exhibitions (wnu Events) — BCTpe4ud, MOTUBAllMOHHBIE MEPOTIPUSITHS,
KOH(epeHIMU, BHICTABKYU (UM COOBITHSI)) BUL KOPTIOPATUBHOTO NIEJIO-
BOTO TypuU3Ma, IMyTeHIeCTBUE OOJIBIION TPYIIIIHI JIUIL C LEIbIO TIPOBE/Ie-
HUSI IEJIOBBIX MEPOTIPUSITUIA.

No show — akTryeckoe HeMPUOKITHE TYPUCTa B CPEICTBO pa3Mellie-
HUS B 3aIJTAaHMPOBAaHHBIN NEHb 3ae30a WM aHHYJISLMS 3aKa3a, clejaH-
Hasi MeHee, 4yeM 3a 24 yaca 10 JaThl 3ae3/1a, yKa3aHHOM B 3aKase.

OW (ot aHTII. one way — B OTHY CTOPOHY) — IO€3IKa WY OUJIET TOJTh-
KO B OJTHY CTOPOHY.

Party ticket — rpynmoBoii OuseT.

Qdpl (coxp. oT aHII. quadruple) — 4eTBIpEXMECTHBII HOMED.

RO (ot anT. room only) — pa3MelieHre 63 TUTaHUS.

ROH (ot aHr. run of the house) — pa3melieHe Ha YCMOTPEHUE OTeJIs.

RQ (ot aHrA. request — 3anmpoc) — 3anpoc Ha TMojiydeHue nHpopma-
LIUU, TTOATBEPKICHNE KaKO-T100 YCIIYTH U T. II.

RT (ot aHrn. round trip — KpyroBoe IIyTEIIeCTBUE) — ITOC3IKa WU
OuJieT B 00€ CTOPOHBI, TyAa U 00paTHO.

SGL (ot aHrJ1. single) — OMHOMECTHOE pa3MelleHUeE.
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Spa (SPA, Cna, CIIA) (o HazBaHu1o ropona-kypopra Crna B besnb-
TUH) -TIOIYJISIPHBIN 03M0POBUTEILHBIN KOMIUIEKC MPOLEIYP, UCITOIb3Y-
IOLUA MUHEPATbHYIO, MOPCKYIO, U TIPECHYIO BOAY, MOPCKME BOIOPOCIU
W COJIU, JeyeOHbIe TPsI3U, MUHEpaJIbl, LieJeOHbIE TpaBbl, 23()UPHbIE MaC-
Jia, pa3InYHbIC BUIbI MACCAXEN, 3aHATUSI MOTOM U MEIUTALIUEN U TIP.

SPO (ot anrn. Special offer) — TOTOBBII TYPUCTUUECKUI MPOIYKT,
MpejiaraeMblii TypOIIepaTopoOM I10 LieHaM OObIYHO HUKE CTaHAAPTHBIX.

STD (ot aHr. standard) — cTaHgapTHBIIA HOMED.

Suite — HOMep IMOBBIIIEHHON KOM(MOPTHOCTA ¢ HECKOJIBKUMHU KU~
JIBIMM TIOMEIIEHUSIMU (JT100 HECKOJIBKO KOMHAT, IM0O KOMHATA C YETKO
oIpeeIcHHBIMM 30HAMU CITAJIbHOM, TOCTUHOM M T. 11.).

Superior — Kareropusi oTejs1 LJIM HOMEpa B OTeJie, MPEeaoCTaBIsIiO-
LIMX TTOBBIIIEHHYI0O KOM(MOPTHOCTD.

TC (cokp. OT aHTI1. tourist class) — HeBBICOKUI YpoBeHb KoMpopTa
oTeJiell, HOMEPOB B OTEJISIX, KATETOPUsI MECT B CaJIOHE caMoJieTa Wiid To-
e3na u T. A. OObIYHO BbILIE SKOHOM-KJIacca, HO HUXKe MEPBOro Kiacca.

TPL/TRPL (ot aHru. triple) — TpEXMECTHBII HOMED.

Trip Advisor — BeO-caiiT, ¢ nH(GOpMaLMel, CO3AaBaeMOIl MOCETUTE-
JIIMU, aKKyMYJIMPYIOLIWI MaTepralbl O MyTELIECTBUSIX: MPAaKTUYECKYIO
MH(bOpMaLMIo 00 OPraHU3alMy MOEe310K, OT3bIBBI 1 MHEHMS 00 OTEJISIX,
JIOCTOIIPUMEYATEbHOCTSIX, pecTopaHax, Kade, 9KCKypCUsIX, KOMITaHUSIX
U T. 1. DTO KpyIHeiillas B MUPe COLIMaJIbHAsI CEeTh IMyTeIleCTBEHHUKOB,
U HauboJiee mocelaeMblil TypucThuuecKuii caint: 200 MJIH. YHUKAJbHBIX
nocetuteneit B mecsu (2013 r.). Coznan B 2000 1. B coctaBe Expedia, Inc.
B 2011 r. Boimen u3 Expedia B kauecTBE caMOCTOSITEIbLHOTO MPOEKTA.
IlTa6-xBaptupa B HeloToHe (mtat Maccauycerc, CIIIA). Ha ocHoBe
MoTpeduTeIbcKUX olleHOK Trip Advisor co3naet peiTuHru mo reorpadu-
YeCKOMY MPUHIIUITY, a TAKXKE aBTOPUTETHBIC ITOTPEOUTEIBCKHE TTPEMUH,
K mpuMepy, Trip Advisor Travellers’ Choice.

TWN (oT twin) AByXMECTHBIIA HOMED C ABYMS OJHOCHAJIbHBIMU KPO-
BaTSIMU.

TWOV (cokp. oT aHrn. transit without visa) — 0€3BU30BbII TPaH3UT
MaccaxKupoB uepe3 TEPPUTOPHIO (CYXOMYTHYIO, BOAHYIO, BO3AYIIHYIO),
HaxXOISIIYIOCS 0T KOHTPOJIEM IIPOMEXYTOYHOTO ToCynapcTBa (He sIBJIsi-
IOLLErOCst KOHEUHOM 1LIeJIbIO TYTEIeCTBUSI).
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UAI/ Ultra all inclusive— pactimpenHas cuctema o0CTy>KUBaHUSI «BCE
BKJTFOUEHO», KOTJIa B CTOMMOCTb Pa3MEeIlEHUsI BXOIST 3aKyCKH B TeUeHUE
JTHSI Y aJIKOTOJIbHBIE HATTUTKYA MMIIOPTHOTO MTPOU3BOMICTBA (HO HE IKC-
Tpa-kiacca). HabGop yciyr B 310 cucteMe 00CTyXKUBAaHUSI CUJIBHO pa3-
HUTCS B 3aBUCUMOCTH OT OTEJISI.

V. v./VV(COKp. OT J1aT. vice versa — MOJOXeHUE HA00OPOT) — TTOMET-
Ka 0 moe3nke, TpaHcdepe MM MHOM JIBVKEHUM U B 0OpaTHYIO CTOPOHY,
IMOMKMMO YKa3aHHOTO.

VIP (cokp. OT aHTI1. very important person — O4eHb BaXKHasl ePCOHA)
KJIMEHT, UMEIOIINI 0COObIe TIPUBIJIETUH, KOTOPOMY HEOOXOIUM YIyd-
IIEHHBI CEPBUC M 0CO00E BHUMAaHME.

World Tourism Organization/WTO Bcemupnas Opranmzamus Typus-
Ma; Beylliasi MeXXIyHapoaHasi OpraHu3aLus B cpepe Typusma, yapexie-
Hue Oprannsanuu Oo6bennHeHHBIX Hamuii.
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oy List of countries and nationalities to learn

COUNTRY ADJECTIVE NOUN
Africa African an African
America American an American
Argentina Argentinian an Argentinian
Austria Austrian an Austrian
Bangladesh Bangladesh(i) a Bangladeshi
Belgium Belgian a Belgian
Brazil Brazilian a Brazilian
Britain British a Briton/Britisher
Cambodia Cambodian a Cambodian
Chile Chilean a Chilean
China Chinese a Chinese
Colombia Colombian a Colombian
Croatia Croatian a Croat
the Czech Republic Czech a Czech
Denmark Danish a Dane
England English an Englishman/Englishwoman
Finland Finnish a Finn
France French a Frenchman/Frenchwoman
Germany German a German
Greece Greek a Greek
Holland Dutch a Dutchman/Dutchwoman
Hungary Hungarian a Hungarian
Iceland Icelandic an Icelander
India Indian an Indian
Indonesia Indonesian an Indonesian
Iran Iranian an Iranian
Iraq Iraqi an Iraqi
Ireland Irish an Irishman/Irishwoman
Israel Israeli an Israeli
Jamaica Jamaican a Jamaican
Japan Japanese a Japanese
Mexico Mexican a Mexican
Morocco Moroccan a Moroccan
Norway Norwegian a Norwegian
Peru Peruvian a Peruvian
the Philippines Philippine a Filipino
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COUNTRY ADJECTIVE NOUN
Poland Polish a Pole
Portugal Portuguese a Portuguese
Rumania Rumanian a Rumanian
Russia Russian a Russian
Saudi Arabia Saudi, Saudi a Saudi, a Saudi Arabian
Arabian
Scotland Scottish a Scot
Serbia Serbian a Serb
the Slovak Republic Slovak a Slovak
Sweden Swedish a Swede
Switzerland Swiss a Swiss
Thailand Thai a Thai
The USA American an American
Tunisia Tunisian a Tunisian
Turkey Turkish a Turk
Vietnam Vietnamese a Vietnamese
Wales Welsh a Welshman/Welshwoman
Yugoslavia Yugoslav a Yugoslav
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oy Business letters clichés

1. The opening salutation

Dear Sirs, Dear Sir or Madam (ecyiu BaM He U3BECTHO UMsI ajipecarta)

Dear Mr, Mrs, Miss or Ms

(ecn BaM M3BECTHO UMSI aapecaTa; B

TOM cJly4ae, KOTjia Bbl He 3HaeTe ce-
MEMHOE ITOJIOXKEHUE XXKEHIIMHBI CIeIYyeT
nucatb Ms, rpy0oii olInOKOi sIBIsieTCs
HCIIoJIb30BaHue pasnl “Mrs or Miss™)

Dear Frank,

2. Opening phrases
Thank you for your e-mail of (date)...
Further to your last e-mail...

I apologise for not getting in con-
tact with you before now...

Thank you for your letter of the
5th of March.

With reference to your letter
of 23rd March

With reference to your

advertisement in «The Times»

Regarding your advertisement in ...
3. Reason for writing

I am writing to enquire about

I am writing to apologise for

I am writing to confirm

I am writing in connection with
We would like to point out that...

4. Request
Could you possibly...
I would be grateful if you could ...

I would like to receive
Please could you send me...
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(B obpanieHnM K 3HAKOMOMY YEJIOBEKY)

Crnacu0o0 3a Balle IMMCcbMO OT (Y1CJia)
OrtBeuas Ha Ballle IMUCHMO...

S npo1iry npoleHus, 4T 10 CUX
MOp He Hamucaa BaM...

Crracu60 3a Baiiie micbMo

oT 5 MapTa

OTHOCUTEJIbHO Ballero nuchma

oT 23 MapTa

OTHOCHUTENIBHO Ballleil peKIaMbl
B Taiimc
KacaTenabHo Balleil pekjiaMbl B ...

A nuury Bam, 4TOOBI y3HATh...

A nuiry BamM, YTOObI U3BBUHUTBCS
3a...

A nuury Bam, 4TO ObI TOATBEP-
JIUTb...

A iy BaM B CBA3U C ...

Mpi1 xoTenu Obl 00paTUTh Ballle
BHUMaHME Ha ...

He Moru GBI BHI...

41 6bL1 OBl MPU3HATENIEH BaM, €Cu
OBbI BHI ...

Sl GBI XOTEJ MOMYYUT......
He Moruin Gb1 BBl BBICTIATh MHE...




5. Agreement
I would be delighted to ...
I would be glad to

6. Telling bad news
Unfortunately ...
I am afraid that ...
I am sorry to inform you that

We regret to inform you that...

7. Enclosure

We are pleased to enclose ...
Attached you will find ...

We enclose ...

$1 Ob11 OBI pan ...
51 ObL1 OBI paf...

K coxanenwuio...
botock, uTo...
MHe Ts1Ke10 coo01IaTh BaM, HO ...

K coxaneHnto, MbI BBIHYKIEHBI
COOOIIUTH BaM O...

MpbI ¢ yIOBOJILCTBUEM BKJIA/IbIBAEM. ..
B npukpernyieHHoM (aiine Bbl Hall-
JIETE. ..

MpbI mpuaraeM...

Please find attached (for e-mails) BbI HalimeTe MPUKPETUICHHBIN (haiilr...

8. Gratitude

Thank you for your letter of
Thank you for enquiring

Crnacu6o 3a Baille MMcbMO
Criacu60 3a MpOSIBJICHHBIN UHTEPEC...

We would like to thank you for MpsI XoTenu Obl MobJ1aronapuTh Bac 3a...

your letter of ...
Thank you in advance.
We are obliged for ...

9. Additional questions
I am a little unsure about...

I do not fully understand what...

Could you possibly explain...
I would also like to know ...
Could you tell me whether ...
I also wonder if...

3apaHee Bac 6iarogapum.
MpbI IpU3HATEIbHEI 34 ...

S1 HeMHOTO He YBEpPEH B ...

Sl He MO KOHIIA TTOHSII. ..

He Moriu 661 BbI OOBSICHUT...
4 GBI TaKKe XOTeJl y3HATb...
CkaxuTe, moxayicra...
MeHs TakKe MHTEPECYeT...

10. Answer for additional questions

We would also like to inform you ... MbI TakKe XOTeau Obl COOOLIUTD

Regarding your question about ...

In answer to your question
(enquiry) about ...

BaM O...
OTHOCHUTEIHFHO BaIIIETO BOIIPOCA O...
OrBeyas Ha Balll BOTIPOC...
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11. Communication of information

I’m writing to let you know that...
We are able to confirm to you...

I am delighted to tell you that...
We regret to inform you that...

12. Assistance
Would you like me to...?
If you wish, I would be happy to...
Let me know whether you would
like me to...
Please do not hesitate to contact us
if we can be of any service to you.
If you ever have any problems
with ..., feel free to contact us for
help.
We certainly appreciate your help.
We shall be very grateful for any
assistance you can give us I this
matter.

A nuiry, 4TOOBI COOOIIUTS O ...
MBI MOXXEM MOATBEPIUTH ...
MBI ¢ yIOBOJIBCTBUE COODILAEM O ...

K coxkaneHnIo, Mbl BBIHY>KIEHBI CO-
OOIINUTH BaM O...

Mory au s (caenarsb)...?

Ecnu xotuTte, g ¢ pagocThio...
Coo01iure, ecjiv BaM MOHag00MTCsI
MOSI TIOMOIIb.

I1pocum obGpalaThcst K HaM, eclin
BaMm noTtpe0Oyercst Hallla TOMOILIb.
Ecnu y Bac BOBHUKHYT Kakue-11u00
npobJieMsl ¢ ..., Bbl Bcerna cmoxete
00paTUTHCS K HAM 32 TOMOLIIO.
MpbI BBICOKO LIEHMM Balily momoliib.
Bbynem npusHaTeabHbI 3a JIIOOYIO MO-
MOIIlb, KOTOPYIO Bbl MOXeTe oka3aTb
HaM B 3TOM JieJie.

13. Reminding of an appointment or waiting for an answer

I'look forward to ... Sl c HeTepmieHUEM XKIy...

hearing from you soon KOTJ/Ia CMOTY CHOBA y3HaTh OT Bac
meeting you next Tuesday BCTPEUM C BaMU B CJIEIYIOIINIT BTOPHUK
seeing you next Thursday BCTpEYM C BaMU B YeTBEpr

receiving your order MMOJIyYUTh OT Bac 3aKas

welcoming you as our client YTO BBI CTAHETE HAIIMM KIIMEHTOM

(customer)

14. Giving the information

We are pleased to enclose ... MBI ¢ YI0BOJIbCTBMEM BKJIAJIbIBACM...
Enclosed you will find ... B nmpukperieHHOM daiiie Bbl HailneTe. ..
We enclose... MpbI puaaraeM...

15. Complaints

I am writing to draw your
attention to a problem...

I wish to complain in...

4 munty, 4yToObI TPUBJIEYD Ballle BHU-
MaHUe K IpooseMe...

S1 Ob1 XOTeN BbIPa3UTh MPETEH3UU K...
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I am writing to express my strong
dissatisfaction with...

I am writing to complain about...

Please deal with this matter
urgently. I expect a reply from you
by tomorrow morning at the latest.
1 insist on a full refund.

I hope that you will deal with this
matter promptly as it is causing
me considerable inconvenience.
So far we have received no reply
from you.

We are most disturbed that you
will not be able to ...

We are surprised that we have not
yet received the goods.

You can understand that this
worries us a lot.

Should you have any comments
regarding ..., we would very much
appreciate hearing from you.

I hope that all is going well with ...
We are very disappointed about
this fact, and hope that you can
help us to clear out this very
strange situation.

We hope that you’ll settle the
matter to our full satisfaction.

4 nury, YTOOBI BHIPA3UTh HEIOBOJIb-
CTBO...

S nuiiry, 4TOOBI BBIPa3UTh HEJOBOIb-
CTBO...

IMoxanyiicta, pemnTe 3Ty Ipoodjaemy
HeMeUIeHHO. S Xy Balero oTseTa
He MMO3IHee 3aBTPAIIIHETO yTpa.

S HacTaMBalo Ha MOJTHOM BO3Mellle-
HUM pacXOd0B.

Sl Hazeroch, BBl pa3doepeTech ¢ 3TUM Jie-
JIOM HeMeJICHHO, TIOCKOJIBKY 3TO J0-
CTaBIIIET MHE Cepbe3HbIC HEYIOOCTBA.
J1o cux Top Mbl He MOJIyYUIN OTBETa
ot Bac.

MBE1 04eHb 00ECITIOKOEHBI TEM, UTO
Bbl HEe cmoxerTe ...

MbI yAUBAEHBI, YTO A0 CUX ITOp He
MOJIyYUJIU TOBap.

Kaxk Bbl noHuMaeTe, 3T0 o4eHb HaC
0OECIOKOMUT.

Ecnn y Bac ecTb Kakne-1100 00bsIc-
HEHMUSI, KacaloIluecs ..., Mbl C y10-
BOJILCTBUEM BBIC/IYILIAEM UX.

A Hagerch, BCe UAET XOPOLIO C ...
MbI 0YeHb OropUYeHbI JaHHBIM 00CTOSI-
TEJLCTBOM U HajieeMcsl, uTo Bbl momo-
JKeTe HaM pa3o0paThes B 9TOM BeCbMa
CTpaHHOW CUTYallWM.

Mu1 Hageemcst, uTo Bhl yiagute aeino
K HaIlleMy ITOJTHOMY YIOBJIETBOPEHUIO.

16. Expressing regrets and apologizes

We are very sorry to hear that...
I am very sorry for this situation...

We apologise for...
Please accept our apologises for...

Hawm Tsxeno cibliiaTh 00 3TOM..

41 oyeHb coxalelo o CJIOKUBIIECS
CUTYaIVH.

MBI TpOCKM MPOILIEHUS 34...
ITpumuTe HAIIK UBBUHEHUS. ..
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17. Expressing assurance
Please be assured that we will...
You have my assurance that ...
To compensate for the
inconvenience caused...

We are doing everything we can
do to resolve the issue

I can assure you that this will not
happen again

I assure you that ...

We assure you that ...

... we’ll get in touch with you
without delay.

... we’ll take urgent actions to
correct the situation.

... your order will be completed
by the stipulated date.

... we’ll do our best to bring this
matter to a fast positive end.

We are sure, you'll find our
goods excellently suited to your
requirements.

I can assure you that it will not
happen again.

BynbTre yBepeHbl, YTO MHI...

Sl rapaHTHPYIO BaM...

J11st BO3MelleHUsI TPUYMHEHHBIX
HEyIOoOCTB...

Mp&I nesiaeM Bce BO3MOXKHOE IIJIST pe-
LLIeHUS TIpodJieM

O6el1alo, 4TO 3TO BIIpeIb 3TO He
MOBTOPUTCS

3aBepsio Bac, uro ...

3aBepsieM Bac, uto ...

... MBI HEe3aMEUTUTCIIFHO CBSIKEMCS C
Bamu.

. TIpeANpUMeM CpOYHbIE Mepbl IS
HUCTIPaBJICHUSI CO3AAaBIIErocs TMOJI0-
SKEeHMUSI.

... Bau 3aka3 OyzeT BBIIIOJIHEH K yKa-
3aHHOM Jare.

... MBI clieJlaeM BCE€ BO3MOXKHOE, 4TO-
OBl MPUBECTH ITO JIEJI0 K CKOPOMY T10-
JIOXKUTETBbHOMY (pUHAaITy.

MBI yBepeHbl, YTO HAlllM TOBaphl OYy-
IIyT TIOJTHOCTBIO COOTBETCTBOBAThH Ba-
IIM TPEOOBAHUSIM.

A mory yBeputh Bac, 4yTo 3TO He MO-
BTOPUTCSI.

18. Refusal and Disagreement

I do not agree with ...

We cannot agree with you.

You are mistaken.

We cannot accept your point of
view for the following reasons ...
We are of a different opinion.
We are sorry we are unable to
meet your request.

I regret that I cannot give you
more complete information.

41 He cornaceH ¢ ...

MbI HE MOKEM coriacuThes ¢ Bamu.
Bui ommmbaerecs.

MBI He cortacHbI ¢ Bateit Toukoii
3peHUsI MO CJICAYIOLIMM MPUYUHAM ...
MpbI ipuaepKMBaeMcsl APyroro MHEHUsI.
K coxaneHuo, Mbl HE MOXEM yI0B-
JIETBOPUTH Bainy rpocn0y.

Coxanelo, 4To He MOTY MPelOCTaBUTh
Bam Haubonee monmHyio MH(GpOpMaINIo.
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19. Closing phrases

We are looking forward to hearing 2Kném Bartiero orsera.

from you. We look forward to

your reply.
Your early reply will be
appreciated.

We would appreciate your
cooperation on this matter.
Awaiting your prompt reply.

3apanee 6marogapum Bac 3a ckopbiit
OTBET.

Mpbl 6ynem GaromapHsl Bam 3a co-
TPYIHUYECTBO B 3TOM BOIIpPOCE.

B oxxumaHuu ckopeiiero oTeeTa.

20. Connective words and phrases

First of all ...
Please note that ...

We wish to bring to you notice

that ...

We would like to note that ...

The matteris ...
The point is ...
We think ...

We believe ...

In fact ...

In this connection ...
In view of the above ...
Apart from the above ...

In addition to the above ...

Further to the above ...
On the other hand ...
Moreover ...

Besides ...
Nevertheless ...

21. The signature

Kind regards,
Yours faithfully,

Yours sincerely,

B niepByto ouepens ...
HpOCI/IM IIPUHATbL BO BHUMAHME, YTO

OO6palaeM Ballle BHUMaHKUE Ha TOT
¢axr, uToO ...

Jleno B ToM, 4TO ...
MBI cyuTaem, 4To ...

DaKTUYECKH ...

B cBs13u ¢ aTUM ...

BBumy BBIIEN3TOXKEHHOTO ...
IToMuMO BBIIIEYKA3aHHOTO ...

B moroHeHME K BBIIIIE YKa3aHHOMY

C Apyroii CTOPOHHI ...
bonee Toro ...

Kpowme toro ...

Tem He MeHee ...

C yBaXXeHMEM...

Hckpenne Baui, (ecnu Mg yenoBeka
Bam He n3BecTHO)

(ecnu ums Bam u3BecTHO)
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