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DEVELOPMENT OF CROSS-CULTURAL COMMUNICATION SKILLS
AS THE BASIS IN THE FORMATION OF MULTICULTURAL PERSONALITY

IN THE CONTEXT OF THE MODERNIZATION OF KAZAKHSTANI EDUCATION

In the globalized world the educational system should train students to cooperate and communicate with people of various
nationalities, races, religions, however keeping their national identity and nativeness. In other words, students should be trained
for life in multicultural context. Various communication practices with foreigners show that even profound knowledge of foreign
language can't exclude misunderstanding and the conÀicts with language speakers. Successful contacts with representatives of
various cultures are impossible without knowing culture speci¿cs and practical skills in cross-cultural communication. To im-
plement productive intercultural communication, based on the account of its linguistic and psychological characteristics, future
specialists should have intercultural communicative competence. The problem of formation and development of future special-
ists’ intercultural communicative competence in the sphere of communicative behavior of representatives of collectivist and
individualist cultures serves as the keynote of the research. The article contains information on national speci¿cs of etiquette in
business communication in the English-speaking countries and in Kazakhstan. The etiquette is the most important component
of communication culture, its organizing beginning. Etiquette norms in traditional society penetrate practically all everyday life
of an individual, de¿ning his behavior. Authors marked out the basic principles of the traditional Kazakh etiquette which are
the contents of the adopted behavior standards. From various etiquette norms the authors of the article described etiquette of
greetings and etiquette of business communication. According to the researchers, when forming the multicultural personality in
the conditions of modernization of public consciousness in Kazakhstan complex studying of various parts of national etiquette,
identifying its traditional speci¿c features is an important scienti¿c task.
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ɋɬɚɬɬɸ ɩɨɞɚɧɨ ɦɨɜɨɸ ɨɪɢɝɿɧɚɥɭ
Over recent years there is a great interest in our country to comprehension of national character features. In many

reasons it is related to the fact that we live in the era of globalization when there is a great danger to lose national
self-identi¿cation. In the article of the President Nursultan Nazarbayev “The Course towards Future: Modernization
of Public Conscience” the Head of the State announced the beginning of the third modernization of Kazakhstan
where the preservation of national identity was singled out as one of the main directions for modernizing the con-
sciousness of both society as a whole and every Kazakhstani in particular. “The ¿rst condition for a new type of
modernization is the preservation of culture and national code. Without this, modernization is an empty rhetoric”.
“Without reliance  on national and cultural roots, modernization will be left hanging in the air. And I want it to stand
¿rm. Thus, history and national traditions must be taken into consideration” [1, ɪ. 7].

Common in recent decades communicative approaches to foreign language teaching provided high level of for-
eign language knowledge. However, the new conditions of foreign languages use demonstrated shortcomings of our
domestic system. The problem is that traditional approaches do not take into account the speci¿cs of the language
as a reÀection of cultural values, which are constructed on the basis of modern society and their members’ behavior,
and therefore cannot guarantee their understanding and e൵ective joint action.

The aspiration to understand foreign cultures as well as their representatives, to understand cultural distinctions and
similarities exists as much time as there is a cultural and ethnic diversity among humang beings. Problems of cross-cul-
tural communication in education sphere began to draw experts and scientists attention only in the last decades. Therefore,
it seems advisable to us learning of foreign language by students of Higher Education Institution in the context of dialogue
of cultures where there is a room for comparison and learning di൵erences between cultures and languages.

Culture can be seen as a system of shared beliefs, values, customs, and behaviours prevalent in a society and that are
transmitted from generation to generation (Bates @Plogs 1990 [4, p. 156]). Geert Hofstede [5, p. 189], the management
scientist, described these elements of culture as software of the mind, “the collective programming of the mind which
distinguishes members of one category of people from another”. The values in the culture are inforced by a set of norms
which lay down rules of behavior. These rules are always supplemented by a set of sanctions to ensure that the norms
are respected. Culture comprises a whole variety of di൵erent aspects, including religion, language, non-verbal commu-
nication. Diet, dress, and institutions to ensure that the values and beliefs are transmitted from one generation to another.

Cultural attitudes can have important implications for business. According to Hofstede’s research the norms and
values embedded in national culture are a very powerful inÀuence on the workplace and di൵erent approaches would
be necessary when managing people from di൵erent cultural backgrounds. The workplace can only change people’s
values to a limited extent. The message for multinational companies was that they would be unwise to assume that
an organizational culture that was successful in the cultural context, for example of the USA, would be equally
successful in a completely di൵erent cultural context in, say, China.

Research has revealed fundamental cultural di൵erences between East or West that have important implications
for Western executives trying to do business in the East. Psychologists have shown that Eastern and Western cul-
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tures can vary signi¿cantly in terms of perception, logic, and how they see the world around them. Apparently,
Westerners focus more on detail, while Easterners tend to look at things in the round.

Researchers attribute this to di൵erent social environments. In East Asia, social environments are more complex,
collective, and constrained. As a result, Easterners need to pay attention to the social context if they are to operate
e൵ectively. On the other hand, Western societies prize individual freedom and there is not the same need to pay heed
to the social environment. With their focus on the individual, westerners tend to view events as the result of speci¿c
agents, while those raised in the East set the events in a broader context.

Cultural di൵erences inÀuence the way ¿rms in the East and West do business. For example, when an applicant
for a job appears uneasy, Westerners are likely to see that as undesirable characteristic of the interviewee which
makes them unsuitable for stressful jobs. In the East they will tend to view the uneasiness in the context of a stress-
ful situation, the interview and thus be less likely to attribute it to the character of the applicant. Similarly, North
Americans, when posing a question, expect a trustworthy person to respond immediately, with any delay inspiring
mistrust. In contrast, the Japanese view more favorably individuals who take time to ponder before giving a reply.
Attitudes towards contracts also vary. Once a contract is signed, westerners regard them as agreements set in stone
while Easterners, such as the Japanese, take a more Àexible view. They are quite happy to renegotiate if circum-
stances change. They look at the situation of their customers or suppliers in the round and may renegotiate in order
to maintain a long-term relationship. In the East there is a desire for consensus and harmony. Westerners sometimes
perceive Japanese managers as incompetent or indecisive because, in pursuit of consensus, they continually consult
their team and are usually reluctant to challenge the decisions made by others (Nisbett [8, p. 470]).

Di൵erences in approach can also be seen in negotiations. Westerners expect to focus on contentious issues and
try to achieve the most bene¿cial outcomes for themselves. In contrast, the Japanese prefer to discuss areas of
agreement, with the expectations that harmony will lead to the resolution of details. Such di൵erences can lead to bad
feeling in negotiations

Business has to take cultural di൵erences into consideration when considering entry to foreign markets through
exports, joint ventures, or through take over or Green¿eld investment whereas large di൵erences may cause major
di൶culties due to misunderstandings and conÀict where social groups do not want to give up valued elements of
their culture (Oudenhoven and Van der Zee [6, p. 681]).

Various communication practices with foreigners show that even profound knowledge of foreign language can't
exclude misunderstanding and the conÀicts with language speakers. Successful contacts with representatives of var-
ious cultures are impossible without knowing culture speci¿cs and practical skills in cross-cultural communication.

In the globalized world  the educational system should train students to cooperate and communicate with people
of various nationalities, races, religions, however keeping their national identity and nativeness. In other words
students should be trained for life in multicultural context.

Until recent time traditional etiquette of Kazakhs was not a subject of special researches though fragmentary
mentions of various etiquette norms and descriptions of some behavior standards could be found in many ethno-
graphic works devoted to traditional Kazakh culture. Etiquette is the most important component of the culture, its
organizing beginning. It can be de¿ned as a set of moral principles of communication and the concrete standards of
socially approved behavior speci¿c to any community.

National Speci¿cs of Kazakh Etiquette in Business Communication. Modern Kazakhstan, since the country
gained independence from the Soviet Union in 1991, has become very open to foreign investment and immigration.
The country has been pushing forward to build sustainable economic growth through exporting its vast natural
resources, as well as trying to cement a more concrete national identity at home.

The main features of national Kazakh character are the endurance, persistence, the ability to overcome a hard-
ship; the ability to adapt quickly to constantly changing conditions; unity and negative attitude to the conÀicts.
They are also hospitable, reliable and sociable. They are rather selective in the attitude towards people around them.
The attitude depends on their social status, patrimonial state and religion. In the majority Kazakh people are con-
scientious, ¿rm to su൵erings, unpretentious and modest. The respectfulness, gentleness, compassion to grief of the
fellowmen are the main peculiarities of Kazakh people.

Kazakh communication culture is the combination of elements of modern (urbanized, European) and traditional
(archaic, east) cultures.

The basic principles of traditional Kazakh etiquette, despite its transformation, remained in modern norms of
communication. For example, the principle of honoring of seniors. However, it changed: there is no branched hier-
archy of seniority which was observed earlier in traditional society [3, p. 68].

The principle of tolerance remains as the universal value. It is expressed not only in concrete etiquette norms,
but in the spirit and   atmosphere of communication.

The traditional Kazakh etiquette originates in archaic, east culture of the country. The word “Kazakh” is
translated from ancient Turkish as “the free and independent nomad”. For centuries Kazakhstan was the country
of nomads and cattle-farmers and that fact inÀuenced in many respects on the national culture of people’s com-
munication. Nowadays Kazakhstan is an independent state and develops the international relations, striving for
the importance on the world business arena that forces it to be in etiquette questions more like European states,
than Asian ones.
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Greeting etiquette. As one of the forms of demonstration of respectful, tolerant attitude Kazakhs use numerous
ritualized signs of greetings, special for gender and age, expression of gratitude, wishful thinking, honoring of sen-
ior people. Greetings reÀect the sense of etiquette, the place of the communicating people in social hierarchy as well
as the con¿rmation of social structure of society.

Therefore, there are many forms of greetings depending on the fact who and whom welcomes. Person’s age,
gender, his social status, family relations, person’s occupation as well as the extent of acquaintance are essential in
greeting etiquette de¿ning the welcoming people’s behavior.

For greeting Kazakhs use quite soft handshake, sometimes with both hands which is followed by a smile and
visual contact. Closer friends, but same-gender, embrace each other at a meeting, cuddling up.

The main principle in greeting is the order in priority which is kept up till nowadays, – younger people should
welcome the elder ones. It concerns both age, and social status: the employee welcomes the chief, and the pupil –
the teacher. When age-mates, colleagues meet, they greet each other simultaneously. These traditional rules are also
followed when addressing to a stranger. Greeting only a familiar person and ignoring the other one being nearby is
considered as a lack of good education. A woman and a man greet each other verbally.

Business Greetings. In Kazakhstan, business greetings tend towards the formal. Handshakes are the common
greeting, especially between two men. When greeting a woman, wait to see if she initiates a handshake, and if she
does not, then a polite nod will su൶ce. Make sure to shake hands with every person if you are meeting with a group of
people, and to do the same when leaving. Business cards have much signi¿cance attached to them in Kazakhstan, so
make sure that you have some suitably impressive cards ready to exchange preferably with translations into Kazakh
and/or Russian on them. Kazakhs are fairly relaxed about using ¿rst names. As a general rule it would be prudent to
use titles and surnames, but you should expect to be invited to use ¿rst names relatively early on in your relationship.

Business Culture in Kazakhstan. Today's Kazakhstan is a modern culture, thriving in the post-Soviet era. The
traditional Kazakh lifestyle has blended with inÀuences from Western societies, as well as those from Kazakhstan's
Russian and Chinese neighbors. Kazakhstan participants of business meetings steadily choose clothes according to
the western style. They aren't late for business negotiations, but you shouldn't expect from them that the business
meeting will end exactly to the appointed time. Kazakhs like to run business slowly, paying attention to small details
so as to be con¿dent in reliability of the partners. Therefore, negotiations in Kazakhstan is the lengthy process
demanding endurance and patience in waiting.

Kazakh people are the representatives of collectivist culture. That is why they attribute great value to coopera-
tion, compromises, harmony, preservation and development of relationship and people’s personal qualities. There-
fore, Kazakhs are indi൵erent to ¿erce competition. If you ever had a wish to become a diplomat, then Kazakhstan
is the best place to present yourself as the diplomat and not to abandon the role until you leave the airport in your
homeland.

Kazakhs are able to do business in a re¿ned manner: they don’t speak in a blunt manner, but generally, using
diplomatic receptions of communication. Kazakhs try to avoid direct questions, seek to recheck carefully any infor-
mation. At the same time, Kazakhs can raise their voice during negotiations to gain their point of view. Such
demonstration of inclemency tells more about their aspiration to stand up for themselves in any situations than about
aggression.

As in family life, the business world in Kazakhstan is de¿ned by a strict hierarchy. Therefore, all decisions will
be made by senior management in a “top-down” fashion, so you should avoid trying to press too hard for a commit-
ment unless you are dealing with the upper echelons of the company or the business owner.

At business meetings the chief representatives of the company sit at the head of the table, and other employees
accommodate in decreasing rank order. During the meeting the discussion is begun by the senior in o൶ce, and then,
in the rank order, the other members of the team are invited to the conversation course.

Conclusion. Such phenomena of last decades, as the open borders of our state and the expansion of mobility
have led to changes in lifestyle of Kazakhstan people and their worldview. To meet this need, high school must
create a qualitatively new educational system that can provide real interaction of specialists in global multicultural
environment. Formation of such system largely depends on the establishment of the laws of the abovementioned
interaction and formation of personal qualities of future specialists which will enable them to work e൵ectively and
live in the conditions of the 21st century.

Nowadays the aim of teaching foreign languages becomes as a set of speci¿c skills, such as formation of lin-
guistic identity, where foreign language is necessary “for life” for “communication in real situations” as well as
to implement e൵ective communication with the representatives of di൵erent cultures. The criterion e൵ectiveness
of real communication is its productivity, achievement of mutually bene¿cial results. As the research ¿ndings the
authors of the article compiled together with Esther Nieto Moreno de Diezmas (University of Castilla-la Mancha,
Spain) the study-guide under the title “National etiquette speci¿cs in intercultural business communication” which
contains information on national etiquette speci¿cs in intercultural business communication, traditions and customs
in various cultures, including Kazakhstan, Spain and the English-speaking countries. The texts for reading in the
study-guide are devoted to the analysis of communicative behavior speci¿cs of the representatives of collectivist
and individualist cultures. The set of exercises is directed to the active acquisition of English language and devel-
opment of critical thinking skills.
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It consists of four parts. Part I deals with the information about general concepts of cross-cultural communica-
tion. The other parts contain multicultural resources for English acquisition: politics, celebrations, social life, cul-
tural diversity in business etiquette in Kazakhstan, Spain as well as in the English-speaking countries.

Audio recordings to the listening tasks in the study-guide as well as the listening scripts in the part of the study
guide “Multicultural resources for English acquisition: politics, celebrations, social life and business etiquette in
Spain” were created by Megan Burroughs – an American language assistant in Spain.

In the appendix to the study guide there is a glossary of terms on cross-cultural communication and audio scripts
to listening exercises. There are also references to ɋD disks with audio recording which are available in the media
library of Pavlodar state university named after S. Toraigyrov. The study guide includes the extensive bibliography
reÀecting progress made in addressing the problems of cross-cultural communication theory in the sphere of busi-
ness communication in Kazakhstan and abroad.
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ɣɨɝɨ ɥɿɧɝɜɿɫɬɢɱɧɢɯ ɿ ɩɫɢɯɨɥɨɝɿɱɧɢɯ ɨɫɨɛɥɢɜɨɫɬɟɣ ɦɚɣɛɭɬɧɿɣ ɫɩɟɰɿɚɥɿɫɬ ɩɨɜɢɧɟɧ ɜɨɥɨɞɿɬɢ ɦɿɠɤɭɥɶɬɭɪɧɨɸ ɤɨɦɭɧɿɤɚ-
ɬɢɜɧɨɸ ɤɨɦɩɟɬɟɧɬɧɿɫɬɸ. ɋɚɦɟ ɩɪɨɛɥɟɦɚ ɮɨɪɦɭɜɚɧɧɹ ɦɿɠɤɭɥɶɬɭɪɧɨʀ ɤɨɦɭɧɿɤɚɬɢɜɧɨʀ ɤɨɦɩɟɬɟɧɬɧɨɫɬɿ ɦɚɣɛɭɬɧɿɯ
ɫɩɟɰɿɚɥɿɫɬɿɜ ɭ ɩɪɨɰɟɫɿ ɧɚɜɱɚɧɧɹ ɿɧɨɡɟɦɧɨʀ ɦɨɜɢ ɭ ȼɇɁ ɩɨɫɥɭɝɭɜɚɥɚ ɥɟɣɬɦɨɬɢɜɨɦ ɩɪɨɩɨɧɨɜɚɧɨɝɨ ɞɨɫɥɿɞɠɟɧɧɹ ɜ ɝɚɥɭɡɿ
ɤɨɦɭɧɿɤɚɬɢɜɧɨʀ ɩɨɜɟɞɿɧɤɢ ɩɪɟɞɫɬɚɜɧɢɤɿɜ ɟɬɧɿɱɧɢɯ ɫɩɿɥɶɧɨɬ ɤɨɥɟɤɬɢɜɿɫɬɫɶɤɨʀ ɣ ɿɧɞɢɜɿɞɭɚɥɿɫɬɫɶɤɨʀ ɤɭɥɶɬɭɪ. ɋɬɚɬɬɹ
ɩɪɟɡɟɧɬɭɽ ɿɧɮɨɪɦɚɰɿɸ ɩɪɨ ɧɚɰɿɨɧɚɥɶɧɿ ɨɫɨɛɥɢɜɨɫɬɿ ɟɬɢɤɟɬɭ ɞɿɥɨɜɨɝɨ ɫɩɿɥɤɭɜɚɧɧɹ ɜ ɚɧɝɥɨɦɨɜɧɢɯ ɤɪɚʀɧɚɯ ɿ Ʉɚɡɚɯɫɬɚɧɿ.
ȿɬɢɤɟɬ ɽ ɜɚɠɥɢɜɢɦ ɤɨɦɩɨɧɟɧɬɨɦ ɤɭɥɶɬɭɪɢ ɫɩɿɥɤɭɜɚɧɧɹ, ʀʀ ɨɪɝɚɧɿɡɭɸɱɢɦ ɩɨɱɚɬɤɨɦ. ȿɬɢɤɟɬɧɿ ɧɨɪɦɢ ɜ ɬɪɚɞɢɰɿɣɧɨɦɭ
ɫɭɫɩɿɥɶɫɬɜɿ ɩɪɨɧɢɡɭɸɬɶ ɩɪɚɤɬɢɱɧɨ ɜɫɟ ɩɨɜɫɹɤɞɟɧɧɟ ɠɢɬɬɹ ɿɧɞɢɜɿɞɚ, ɜɢɡɧɚɱɚɸɱɢ ɣɨɝɨ ɩɨɜɟɞɿɧɤɭ. Ⱥɜɬɨɪɢ ɜɢɨɤɪɟɦɢɥɢ
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ɇɚɭɤɨɜɢɣ ɱɚɫɨɩɢɫ ɇɉɍ ɿɦɟɧɿ Ɇ. ɉ. Ⱦɪɚɝɨɦɚɧɨɜɚ

ɨɫɧɨɜɧɿ ɩɪɢɧɰɢɩɢ, ɧɚ ɹɤɢɯ ɛɚɡɭɽɬɶɫɹ ɬɪɚɞɢɰɿɣɧɢɣ ɤɚɡɚɯɫɶɤɢɣ ɟɬɢɤɟɬ ɿ ɹɤɿ ɽ ɡɦɿɫɬɨɦ ɩɪɢɣɧɹɬɢɯ ɫɬɚɧɞɚɪɬɿɜ ɩɨɜɟɞɿɧɤɢ.
Ɂ ɭɫɶɨɝɨ ɪɿɡɧɨɦɚɧɿɬɬɹ ɟɬɢɤɟɬɧɢɯ ɧɨɪɦ ɭ ɫɬɚɬɬɿ ɨɩɢɫɚɧɿ ɟɬɢɤɟɬ ɩɪɢɜɿɬɚɧɶ ɬɚ ɟɬɢɤɟɬ ɞɿɥɨɜɨɝɨ ɫɩɿɥɤɭɜɚɧɧɹ. ɇɚ ɞɭɦ-
ɤɭ ɚɜɬɨɪɿɜ, ɩɿɞ ɱɚɫ ɮɨɪɦɭɜɚɧɧɹ ɩɨɥɿɤɭɥɶɬɭɪɧɨʀ ɨɫɨɛɢɫɬɨɫɬɿ ɜ ɭɦɨɜɚɯ ɦɨɞɟɪɧɿɡɚɰɿʀ ɫɭɫɩɿɥɶɧɨʀ ɫɜɿɞɨɦɨɫɬɿ ɜ Ʉɚɡɚɯɫɬɚɧɿ
ɤɨɦɩɥɟɤɫɧɟ ɜɢɜɱɟɧɧɹ ɪɿɡɧɢɯ ɫɬɨɪɿɧ ɧɚɰɿɨɧɚɥɶɧɨɝɨ ɟɬɢɤɟɬɭ, ɜɢɹɜɥɟɧɧɹ ɣɨɝɨ ɬɪɚɞɢɰɿɣɧɢɯ ɫɩɟɰɢɮɿɱɧɢɯ ɪɢɫ ɽ ɚɤɬɭɚɥɶɧɢɦ
ɧɚɭɤɨɜɢɦ ɡɚɜɞɚɧɧɹɦ.

Ʉɥɸɱɨɜɿ ɫɥɨɜɚ: ɦɿɠɤɭɥɶɬɭɪɧɚ ɤɨɦɭɧɿɤɚɰɿɹ, ɦɿɠɤɭɥɶɬɭɪɧɚ ɤɨɦɭɧɿɤɚɬɢɜɧɚ ɤɨɦɩɟɬɟɧɰɿɹ, ɞɿɥɨɜɚ ɤɭɥɶɬɭɪɚ, ɧɚɰɿɨɧɚɥɶ-
ɧɢɣ ɟɬɢɤɟɬ, ɧɨɪɦɢ ɟɬɢɤɟɬɭ, ɩɨɥɿɤɭɥɶɬɭɪɧɚ ɨɫɨɛɢɫɬɿɫɬɶ.

Ⱥɯɦɟɬɨɜɚ Ƚ. Ƚ., Ⱥɢɩɨɜɚ Ⱥ. Ʉ., ɇɨɜɨɫɺɥɨɜɚ ȿ. Ⱥ., Ɉɝɭɡɛɚɟɜ Ⱥ. ȿ. Ɋɚɡɜɢɬɢɟ ɦɟɠɤɭɥɶɬɭɪɧɵɯ ɤɨɦɦɭɧɢɤɚɬɢɜɧɵɯ
ɤɨɦɩɟɬɟɧɰɢɣ ɤɚɤ ɨɫɧɨɜɚ ɮɨɪɦɢɪɨɜɚɧɢɹ ɩɨɥɢɤɭɥɶɬɭɪɧɨɣ ɥɢɱɧɨɫɬɢ ɜ ɭɫɥɨɜɢɹɯ ɦɨɞɟɪɧɢɡɚɰɢɢ ɤɚɡɚɯɫɬɚɧɫɤɨɝɨ
ɨɛɪɚɡɨɜɚɧɢɹ

ȼ ɭɫɥɨɜɢɹɯ ɝɥɨɛɚɥɢɡɚɰɢɢ ɩɟɪɟɞ ɫɢɫɬɟɦɨɣ ɨɛɪɚɡɨɜɚɧɢɹ ɢ ɜɨɫɩɢɬɚɧɢɹ ɜɨɡɧɢɤɚɟɬ ɫɥɨɠɧɚɹ ɡɚɞɚɱɚ ɩɨɞɝɨɬɨɜɤɢ ɫɬɭɞɟɧ-
ɱɟɫɤɨɣ ɦɨɥɨɞɟɠɢ ɤ ɠɢɡɧɢ ɜ ɭɫɥɨɜɢɹɯ ɩɨɥɢɤɭɥɶɬɭɪɧɨɣ ɫɪɟɞɵ, ɮɨɪɦɢɪɨɜɚɧɢɹ ɭɦɟɧɢɣ ɢ ɧɚɜɵɤɨɜ ɞɥɹ ɫɨɬɪɭɞɧɢɱɟɫɬɜɚ ɢ
ɨɛɳɟɧɢɹ ɫ ɥɸɞɶɦɢ ɪɚɡɥɢɱɧɵɯ ɧɚɰɢɨɧɚɥɶɧɨɫɬɟɣ, ɪɚɫ, ɜɟɪɨɢɫɩɨɜɟɞɚɧɢɣ, ɩɪɢ ɷɬɨɦ ɧɟ ɬɟɪɹɹ ɫɜɨɟɣ ɫɚɦɨɛɵɬɧɨɫɬɢ ɢ ɧɟɩɨ-
ɜɬɨɪɢɦɨɫɬɢ. ɂɡɜɟɫɬɧɨ, ɱɬɨ ɞɥɹ ɷɮɮɟɤɬɢɜɧɨɝɨ ɨɛɳɟɧɢɹ ɫ ɩɪɟɞɫɬɚɜɢɬɟɥɹɦɢ ɪɚɡɥɢɱɧɵɯ ɤɭɥɶɬɭɪ ɧɟɞɨɫɬɚɬɨɱɧɨ ɬɨɥɶɤɨ
ɨɞɧɨɝɨ ɜɥɚɞɟɧɢɹ ɢɧɨɫɬɪɚɧɧɵɦ ɹɡɵɤɨɦ. ɍɫɩɟɲɧɵɟ ɤɨɧɬɚɤɬɵ ɫ ɩɪɟɞɫɬɚɜɢɬɟɥɹɦɢ ɞɪɭɝɢɯ ɤɭɥɶɬɭɪ ɧɟɜɨɡɦɨɠɧɵ ɛɟɡ ɡɧɚ-
ɧɢɹ ɨɫɨɛɟɧɧɨɫɬɟɣ ɷɬɢɯ ɤɭɥɶɬɭɪ ɢ ɩɪɚɤɬɢɱɟɫɤɢɯ ɧɚɜɵɤɨɜ ɜ ɩɨɥɢɤɭɥɶɬɭɪɧɨɦ ɨɛɳɟɧɢɢ. Ⱦɥɹ ɨɫɭɳɟɫɬɜɥɟɧɢɹ ɩɪɨɞɭɤɬɢɜ-
ɧɨɝɨ ɦɟɠɤɭɥɶɬɭɪɧɨɝɨ ɨɛɳɟɧɢɹ, ɨɩɢɪɚɸɳɟɝɨɫɹ ɧɚ ɭɱɟɬ ɟɝɨ ɥɢɧɝɜɢɫɬɢɱɟɫɤɢɯ ɢ ɩɫɢɯɨɥɨɝɢɱɟɫɤɢɯ ɨɫɨɛɟɧɧɨɫɬɟɣ, ɛɭɞɭɳɢɣ
ɫɩɟɰɢɚɥɢɫɬ ɞɨɥɠɟɧ ɨɛɥɚɞɚɬɶ ɦɟɠɤɭɥɶɬɭɪɧɨɣ ɤɨɦɦɭɧɢɤɚɬɢɜɧɨɣ ɤɨɦɩɟɬɟɧɬɧɨɫɬɶɸ. ɂɦɟɧɧɨ ɩɪɨɛɥɟɦɚ ɮɨɪɦɢɪɨɜɚɧɢɹ
ɦɟɠɤɭɥɶɬɭɪɧɨɣ ɤɨɦɦɭɧɢɤɚɬɢɜɧɨɣ ɤɨɦɩɟɬɟɧɬɧɨɫɬɢ ɛɭɞɭɳɢɯ ɫɩɟɰɢɚɥɢɫɬɨɜ ɜ ɩɪɨɰɟɫɫɟ ɨɛɭɱɟɧɢɹ ɢɧɨɫɬɪɚɧɧɨɦɭ ɹɡɵɤɭ
ɜ ɜɭɡɟ ɩɨɫɥɭɠɢɥɚ ɥɟɣɬɦɨɬɢɜɨɦ ɩɪɟɞɩɪɢɧɹɬɨɝɨ ɚɜɬɨɪɚɦɢ ɢɫɫɥɟɞɨɜɚɧɢɹ ɜ ɨɛɥɚɫɬɢ ɤɨɦɦɭɧɢɤɚɬɢɜɧɨɝɨ ɩɨɜɟɞɟɧɢɹ ɩɪɟɞ-
ɫɬɚɜɢɬɟɥɟɣ ɷɬɧɢɱɟɫɤɢɯ ɨɛɳɧɨɫɬɟɣ ɤɨɥɥɟɤɬɢɜɢɫɬɫɤɨɣ ɢ ɢɧɞɢɜɢɞɭɚɥɢɫɬɤɨɣ ɤɭɥɶɬɭɪ. ɋɬɚɬɶɹ ɫɨɞɟɪɠɢɬ ɢɧɮɨɪɦɚɰɢɸ
ɨ ɧɚɰɢɨɧɚɥɶɧɵɯ ɨɫɨɛɟɧɧɨɫɬɹɯ ɷɬɢɤɟɬɚ ɞɟɥɨɜɨɝɨ ɨɛɳɟɧɢɹ ɜ ɚɧɝɥɨɹɡɵɱɧɵɯ ɫɬɪɚɧɚɯ ɢ Ʉɚɡɚɯɫɬɚɧɟ. ɗɬɢɤɟɬ ɹɜɥɹɟɬɫɹ
ɜɚɠɧɟɣɲɢɦ ɤɨɦɩɨɧɟɧɬɨɦ ɤɭɥɶɬɭɪɵ ɨɛɳɟɧɢɹ, ɟɟ ɨɪɝɚɧɢɡɭɸɳɢɦ ɧɚɱɚɥɨɦ. ɗɬɢɤɟɬɧɵɟ ɧɨɪɦɵ ɜ ɬɪɚɞɢɰɢɨɧɧɨɦ ɨɛɳɟ-
ɫɬɜɟ ɩɪɨɧɢɡɵɜɚɸɬ ɩɪɚɤɬɢɱɟɫɤɢ ɜɫɸ ɩɨɜɫɟɞɧɟɜɧɭɸ ɠɢɡɧɶ ɢɧɞɢɜɢɞɚ, ɨɩɪɟɞɟɥɹɹ ɟɝɨ ɩɨɜɟɞɟɧɢɟ. Ⱥɜɬɨɪɵ ɜɵɞɟɥɢɥɢ ɨɫɧɨɜ-
ɧɵɟ ɩɪɢɧɰɢɩɵ, ɧɚ ɤɨɬɨɪɵɯ ɫɬɪɨɢɬɫɹ ɬɪɚɞɢɰɢɨɧɧɵɣ ɤɚɡɚɯɫɤɢɣ ɷɬɢɤɟɬ ɢ ɤɨɬɨɪɵɟ ɹɜɥɹɸɬɫɹ ɫɨɞɟɪɠɚɧɢɟɦ ɩɪɢɧɹɬɵɯ
ɫɬɚɧɞɚɪɬɨɜ ɩɨɜɟɞɟɧɢɹ. ɂɡ ɜɫɟɝɨ ɦɧɨɝɨɨɛɪɚɡɢɹ ɷɬɢɤɟɬɧɵɯ ɧɨɪɦ ɜ ɫɬɚɬɶɟ ɨɩɢɫɚɧɵ ɷɬɢɤɟɬ ɩɪɢɜɟɬɫɬɜɢɣ ɢ ɷɬɢɤɟɬ
ɞɟɥɨɜɨɝɨ ɨɛɳɟɧɢɹ. ɉɨ ɦɧɟɧɢɸ ɚɜɬɨɪɨɜ, ɩɪɢ ɮɨɪɦɢɪɨɜɚɧɢɢ ɩɨɥɢɤɭɥɶɬɭɪɧɨɣ ɥɢɱɧɨɫɬɢ ɜ ɭɫɥɨɜɢɹɯ ɦɨɞɟɪɧɢɡɚɰɢɢ ɨɛɳɟ-
ɫɬɜɟɧɧɨɝɨ ɫɨɡɧɚɧɢɹ ɜ Ʉɚɡɚɯɫɬɚɧɟ ɤɨɦɩɥɟɤɫɧɨɟ ɢɡɭɱɟɧɢɟ ɪɚɡɥɢɱɧɵɯ ɫɬɨɪɨɧ ɧɚɰɢɨɧɚɥɶɧɨɝɨ ɷɬɢɤɟɬɚ, ɜɵɹɜɥɟɧɢɟ ɟɝɨ ɬɪɚ-
ɞɢɰɢɨɧɧɵɯ ɫɩɟɰɢɮɢɱɟɫɤɢɯ ɱɟɪɬ ɹɜɥɹɟɬɫɹ ɚɤɬɭɚɥɶɧɨɣ ɧɚɭɱɧɨɣ ɡɚɞɚɱɟɣ.

Ʉɥɸɱɟɜɵɟ ɫɥɨɜɚ: ɦɟɠɤɭɥɶɬɭɪɧɚɹ ɤɨɦɦɭɧɢɤɚɰɢɹ, ɦɟɠɤɭɥɶɬɭɪɧɚɹ ɤɨɦɦɭɧɢɤɚɬɢɜɧɚɹ ɤɨɦɩɟɬɟɧɰɢɹ, ɞɟɥɨɜɚɹ ɤɭɥɶɬɭ-
ɪɚ, ɧɚɰɢɨɧɚɥɶɧɵɣ ɷɬɢɤɟɬ, ɧɨɪɦɵ ɷɬɢɤɟɬɚ, ɩɨɥɢɤɭɥɶɬɭɪɧɚɹ ɥɢɱɧɨɫɬɶ.


