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ɂ. ɋ. Ʌɟɛɟɞɟɜɚ, ɂ. Ⱦ. Ɋɨɦɚɧɨɜɚ  
Ɇɨɫɤɨɜɫɤɢɣ ɝɨɫɭɞɚɪɫɬɜɟɧɧɵɣ ɥɢɧɝɜɢɫɬɢɱɟɫɤɢɣ 

ɭɧɢɜɟɪɫɢɬɟɬ 

 

ɉȿɊɋɍȺɁɂȼɇɈɋɌɖ, ɆȺɇɂɉɍɅəɐɂə ɂ 
ɅɂɇȽȼɂɋɌɂɑȿɋɄɈȿ ɉɊɂɇɍɀȾȿɇɂȿ ȼ ȻɂɁɇȿɋ-

ɄɈɆɆɍɇɂɄȺɐɂɂ  
 

ȼ ɫɬɚɬɶɟ ɚɧɚɥɢɡɢɪɭɸɬɫɹ ɤɨɦɦɭɧɢɤɚɬɢɜɧɵɟ ɩɪɢɟɦɵ, 
ɤɨɬɨɪɵɟ ɢɫɩɨɥɶɡɭɸɬɫɹ ɜ ɫɨɜɪɟɦɟɧɧɨɣ ɚɧɝɥɨɹɡɵɱɧɨɣ ɛɢɡɧɟɫ-
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ɤɨɦɦɭɧɢɤɚɰɢɢ ɫ ɰɟɥɶɸ ɜɨɡɞɟɣɫɬɜɢɹ ɧɚ ɪɟɰɢɩɢɟɧɬɚ. Ⱥɜɬɨɪɵ 
ɪɚɡɥɢɱɚɸɬ ɩɟɪɫɭɚɡɢɜɧɨɫɬɶ, ɦɚɧɢɩɭɥɹɰɢɸ ɢ ɥɢɧɝɜɢɫɬɢɱɟɫɤɨɟ 
ɩɪɢɧɭɠɞɟɧɢɟ ɤɚɤ ɨɫɧɨɜɧɵɟ ɫɬɪɚɬɟɝɢɢ ɜɨɡɞɟɣɫɬɜɢɹ ɧɚ 
ɫɨɛɟɫɟɞɧɢɤɚ, ɩɪɢɦɟɧɹɟɦɵɟ ɜ ɪɚɡɥɢɱɧɵɯ ɫɢɬɭɚɰɢɹɯ ɞɟɥɨɜɨɝɨ 
ɨɛɳɟɧɢɹ. ɇɟɫɦɨɬɪɹ ɧɚ ɬɨ, ɱɬɨ ɫɭɳɟɫɬɜɭɸɬ 
ɬɟɪɦɢɧɨɥɨɝɢɱɟɫɤɢɟ ɪɚɡɥɢɱɢɹ ɢ ɨɩɪɟɞɟɥɟɧɧɵɟ ɬɪɭɞɧɨɫɬɢ ɜ 
ɪɚɡɝɪɚɧɢɱɟɧɢɢ ɞɚɧɧɵɯ ɩɨɧɹɬɢɣ, ɚɜɬɨɪɵ ɪɚɫɫɦɚɬɪɢɜɚɸɬ 
ɤɨɦɦɭɧɢɤɚɬɢɜɧɨɟ ɜɨɡɞɟɣɫɬɜɢɟ ɤɚɤ ɨɛɳɢɣ ɬɟɪɦɢɧ, ɤɨɬɨɪɵɣ 
ɜɤɥɸɱɚɟɬ ɩɟɪɫɭɚɡɢɜɧɨɫɬɶ, ɦɚɧɢɩɭɥɢɪɨɜɚɧɢɟ ɢ 
ɥɢɧɝɜɢɫɬɢɱɟɫɤɨɟ ɩɪɢɧɭɠɞɟɧɢɟ. ɉɟɪɟɱɢɫɥɟɧɧɵɟ ɬɢɩɵ 
ɜɨɡɞɟɣɫɬɜɢɹ ɫɭɳɟɫɬɜɟɧɧɵɦ ɨɛɪɚɡɨɦ ɨɬɥɢɱɚɸɬɫɹ. Ɋɚɡɥɢɱɢɹ 
ɦɟɠɞɭ ɧɢɦɢ ɪɚɫɫɦɚɬɪɢɜɚɸɬɫɹ ɜ ɫɬɚɬɶɟ ɫ ɬɨɱɤɢ ɡɪɟɧɢɹ 
ɫɨɱɟɬɚɧɢɹ ɬɪɟɯ ɤɨɦɩɨɧɟɧɬɨɜ ɚɪɝɭɦɟɧɬɚɰɢɢ: ɥɨɝɨɫɚ, ɩɚɮɨɫɚ 
ɢ ɷɬɨɫɚ. ɉɟɪɫɭɚɡɢɜɧɨɫɬɶ, ɦɚɧɢɩɭɥɹɰɢɹ ɢ ɥɢɧɝɜɢɫɬɢɱɟɫɤɨɟ 
ɩɪɢɧɭɠɞɟɧɢɟ ɩɪɟɞɫɬɚɜɥɟɧɵ ɤɚɤ ɬɢɩɵ ɜɨɡɞɟɣɫɬɜɢɹ ɪɚɡɧɨɝɨ 
ɭɪɨɜɧɹ ɨɫɨɡɧɚɧɧɨɫɬɢ. ɉɟɪɫɭɚɡɢɜɧɨɫɬɶ ɩɨɞɪɚɡɭɦɚɜɚɟɬ 
ɧɚɢɜɵɫɲɢɣ ɭɪɨɜɟɧɶ ɨɫɨɡɧɚɧɧɨɫɬɢ. Ƚɨɜɨɪɹɳɢɣ ɩɨɧɢɦɚɟɬ, 
ɱɬɨ ɫɭɳɟɫɬɜɭɟɬ ɧɟɨɛɯɨɞɢɦɨɫɬɶ ɭɛɟɞɢɬɶ ɫɨɛɟɫɟɞɧɢɤɚ, ɧɟ 
ɫɤɪɵɜɚɟɬ ɫɜɨɢɯ ɧɚɦɟɪɟɧɢɣ, ɧɨ ɩɨɡɢɰɢɨɧɢɪɭɟɬ ɠɟɥɚɧɢɹ 
ɪɟɰɢɩɢɟɧɬɚ ɤɚɤ ɛɨɥɟɟ ɡɧɚɱɢɦɵɟ. Ʌɢɧɝɜɢɫɬɢɱɟɫɤɨɟ 
ɩɪɢɧɭɠɞɟɧɢɟ ɪɚɫɫɦɚɬɪɢɜɚɟɬɫɹ ɤɚɤ ɚɝɪɟɫɫɢɜɧɵɣ ɬɢɩ 
ɜɨɡɞɟɣɫɬɜɢɹ, ɜ ɩɪɨɰɟɫɫɟ ɤɨɬɨɪɨɝɨ ɢɧɬɟɪɟɫɵ ɫɨɛɟɫɟɞɧɢɤɚ 
ɨɬɤɪɵɬɨ ɢɝɧɨɪɢɪɭɸɬɫɹ. Ɇɚɧɢɩɭɥɹɰɢɹ ɡɚɧɢɦɚɟɬ 
ɩɪɨɦɟɠɭɬɨɱɧɨɟ ɩɨɥɨɠɟɧɢɟ ɦɟɠɞɭ ɩɟɪɫɭɚɡɢɜɧɨɫɬɶɸ ɢ 
ɥɢɧɝɜɢɫɬɢɱɟɫɤɢɦ ɩɪɢɧɭɠɞɟɧɢɟɦ ɢ ɪɚɫɫɦɚɬɪɢɜɚɟɬɫɹ ɤɚɤ ɬɢɩ 
ɜɨɡɞɟɣɫɬɜɢɹ, ɰɟɥɶɸ ɤɨɬɨɪɨɝɨ ɹɜɥɹɟɬɫɹ ɫɨɤɪɵɬɢɟ ɝɨɜɨɪɹɳɢɦ 
ɫɜɨɢɯ ɢɫɬɢɧɧɵɯ ɤɨɦɦɭɧɢɤɚɬɢɜɧɵɯ ɢɧɬɟɧɰɢɣ. 
Ɋɚɫɫɦɚɬɪɢɜɚɟɦɵɟ ɬɢɩɵ ɜɨɡɞɟɣɫɬɜɢɹ ɬɚɤɠɟ ɚɧɚɥɢɡɢɪɭɸɬɫɹ 
ɫ ɬɨɱɤɢ ɡɪɟɧɢɹ ɷɬɢɱɟɫɤɢɯ ɢ ɧɪɚɜɫɬɜɟɧɧɵɯ ɧɨɪɦ, ɜ 
ɪɟɡɭɥɶɬɚɬɟ ɱɟɝɨ ɜɵɞɟɥɹɸɬɫɹ ɜɨɡɞɟɣɫɬɜɢɹ ɩɨɥɨɠɢɬɟɥɶɧɨɝɨ, 
ɨɬɪɢɰɚɬɟɥɶɧɨɝɨ ɢ ɧɟɣɬɪɚɥɶɧɨɝɨ ɯɚɪɚɤɬɟɪɚ. Ⱥɜɬɨɪɵ 
ɭɤɚɡɵɜɚɸɬ ɧɚ ɨɫɨɛɟɧɧɨɫɬɢ ɫɢɬɭɚɰɢɣ, ɜ ɤɨɬɨɪɵɯ 
ɪɟɚɥɢɡɭɸɬɫɹ ɦɚɧɢɩɭɥɹɬɢɜɧɵɟ, ɩɟɪɫɭɚɡɢɜɧɵɟ ɬɚɤɬɢɤɢ ɢ 
ɬɚɤɬɢɤɢ ɥɢɧɝɜɢɫɬɢɱɟɫɤɨɝɨ ɩɪɢɧɭɠɞɟɧɢɹ, ɢɥɥɸɫɬɪɢɪɭɹ ɫɜɨɢ 
ɧɚɛɥɸɞɟɧɢɹ ɩɪɢɦɟɪɚɦɢ. 
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PERSUASION, MANIPULATION AND COERCION IN 

BUSINESS COMMUNICATION 

 

The article deals with the communicative strategies and 

ЭОМСЧШХШРТОЬ/ЭКМЭТМЬ аСТМС КrО ЮЬОН ТЧ ЭШНКв‘Ь ЛЮЬТЧОЬЬ 
communication as means of influencing the recipient. The 

authors draw a line between the notions of communicative 

impact, persuasion, manipulation, and coercion as 

communicative strategies observed in different situations of 

communication. Despite many terminological differences the 

authors view the communicative impact as a cover term for 

persuasion, manipulation and linguistic coercion. Considerable 

differences can be observed between persuasion, manipulation 

and linguistic coercion as types of the communicative impact. 

These differences are defined in the article in terms of different 

МШЦЛТЧКЭТШЧЬ ШП ArТЬЭШЭХО‘Ь КrРЮЦОЧЭКЭТЯО МШЦpШЧОЧЭЬ: ХШРШЬ, 
pathos and ethos. Persuasion, manipulation and linguistic 

МШОrМТШЧ prОЬЮppШЬО НТППОrОЧЭ НОРrООЬ ШП ЭСО МШЦЦЮЧТМКЧЭЬ‘ 
awareness. In the case of persuasive argumentation it is the 

highest. The speaker is aware of the necessity to persuade the 

listener, overtly demonstrates their intentions while making the 

rОМТpТОЧЭ‘Ь МХКТЦЬ КЧН аКЧЭЬ К prТШrТЭв. Linguistic coercion is 

pОrМОТЯОН КЬ КЧ ШППОЧЬТЯО ЬЭrКЭОРв аСОrО ЭСО rОМТpТОЧЭ‘Ь аКЧЭЬ КrО 
overtly ignored. Manipulation occupies a position in-between 



33 

persuasion and linguistic coercion and is viewed as a strategy 

based on covert communicative intentionality. The above-

mentioned types of the communicative impact are also analyzed 

in terms of ethics and moral code which allows the authors to 

differentiate between positive, negative and neutral impact 

factors. Persuasion, manipulation and linguistic coercion are 

realized through different technologies/tactics and are found in 

different situations. Ample examples are given to illustrate the 

КЮЭСШrЬ‘ ШpТЧТШЧ. 
Keywords: business communication communicative impact, 

persuasion, manipulation, coercion, logos, pathos, ethos, 

communicative strategies, communicative technologies/tactics. 

 

ȼɜɟɞɟɧɢɟ 

ɋɨɜɪɟɦɟɧɧɨɟ ɞɟɥɨɜɨɟ ɨɛɳɟɧɢɟ ɧɟɜɨɡɦɨɠɧɨ ɩɪɟɞɫɬɚɜɢɬɶ 
ɛɟɡ ɢɫɩɨɥɶɡɨɜɚɧɢɹ ɨɩɪɟɞɟɥɟɧɧɵɯ ɤɨɦɦɭɧɢɤɚɬɢɜɧɵɯ ɬɚɤɬɢɤ 
ɢɥɢ ɥɢɧɝɜɢɫɬɢɱɟɫɤɢɯ ɩɪɢɟɦɨɜ (ɩɟɪɫɭɚɡɢɜɧɵɯ, 
ɦɚɧɢɩɭɥɹɬɢɜɧɵɯ), ɨɛɥɚɞɚɸɳɢɯ ɜɨɡɞɟɣɫɬɜɭɸɳɢɦ 
ɩɨɬɟɧɰɢɚɥɨɦ ɢ ɩɪɢɞɚɸɳɢɯ ɫɨɨɛɳɟɧɢɸ ɯɚɪɚɤɬɟɪ ɭɛɟɠɞɟɧɢɹ. 
ɍɫɩɟɯ ɛɢɡɧɟɫ-ɤɨɦɦɭɧɢɤɚɰɢɢ ɧɚɩɪɹɦɭɸ ɡɚɜɢɫɢɬ ɨɬ 
ɫɩɨɫɨɛɧɨɫɬɢ ɝɨɜɨɪɹɳɟɝɨ ɭɛɟɠɞɚɬɶ ɩɨɞɱɢɧɟɧɧɵɯ ɢ 
ɜɵɲɟɫɬɨɹɳɢɯ, ɤɥɢɟɧɬɨɜ ɢ ɩɨɤɭɩɚɬɟɥɟɣ, ɩɚɪɬɧɟɪɨɜ ɢ 
ɤɨɧɤɭɪɟɧɬɨɜ, ɬ. ɟ. ɜɨɡɞɟɣɫɬɜɨɜɚɬɶ ɧɚ ɫɜɨɢɯ ɫɨɛɟɫɟɞɧɢɤɨɜ.  

ȼɨɡɞɟɣɫɬɜɢɟ – ɞɨɜɨɥɶɧɨ ɲɢɪɨɤɨɟ ɩɨɧɹɬɢɟ, ɤɨɬɨɪɨɟ ɧɟ 
ɜɫɟɝɞɚ ɩɨɡɢɬɢɜɧɨ ɢɥɢ ɷɬɢɱɟɫɤɢ ɧɟɣɬɪɚɥɶɧɨ. ɋɨɝɥɚɫɧɨ 
Ⱦɡɹɥɨɲɢɧɫɤɨɦɭ, ɞɥɹ ɜɨɡɞɟɣɫɬɜɢɹ ɯɚɪɚɤɬɟɪɧɨ ɫɬɪɟɦɥɟɧɢɟ 
«ɢɡɦɟɧɢɬɶ ɫɨɡɧɚɧɢɟ ɢ ɩɨɜɟɞɟɧɢɟ ɚɞɪɟɫɚɬɚ, ɧɟ ɫɨɛɢɪɚɹɫɶ 
ɦɟɧɹɬɶɫɹ ɫɚɦɨɦɭ» (Ⱦɡɹɥɨɲɢɧɫɤɢɣ, 2012, c. 14). Ɍɚɤɨɣ ɜɢɞ 
ɜɡɚɢɦɨɞɟɣɫɬɜɢɹ ɫɨɛɟɫɟɞɧɢɤɨɜ ɧɟ ɜɫɟɝɞɚ ɷɮɮɟɤɬɢɜɟɧ ɜ 
ɛɢɡɧɟɫ-ɤɨɦɦɭɧɢɤɚɰɢɢ. ȼ ɫɮɟɪɟ ɛɢɡɧɟɫɚ ɱɚɫɬɨ ɜɨɡɧɢɤɚɸɬ 
ɫɢɬɭɚɰɢɢ, ɤɨɝɞɚ ɭɫɬɚɧɨɜɥɟɧɢɟ ɤɨɧɬɚɤɬɚ ɫ ɫɨɛɟɫɟɞɧɢɤɨɦ ɢ 
ɩɨɫɥɟɞɭɸɳɟɟ ɭɫɩɟɲɧɨɟ ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ ɫ ɧɢɦ ɧɚɯɨɞɹɬɫɹ ɜ 
ɩɪɢɨɪɢɬɟɬɟ. ɇɚɩɪɢɦɟɪ, ɜɵɲɟɫɤɚɡɚɧɧɨɟ ɫɩɪɚɜɟɞɥɢɜɨ ɞɥɹ 
ɤɨɦɩɚɧɢɣ, ɤɨɬɨɪɵɟ ɞɨɪɨɠɚɬ ɫɜɨɢɦɢ ɤɥɢɟɧɬɚɦɢ: ɜɚɠɧɨ, 
ɱɬɨɛɵ ɤɥɢɟɧɬ ɧɟɨɞɧɨɤɪɚɬɧɨ ɜɨɫɩɨɥɶɡɨɜɚɥɫɹ ɢɯ ɭɫɥɭɝɚɦɢ, ɚ 
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ɧɟ ɢɫɩɵɬɵɜɚɥ ɠɟɥɚɧɢɹ ɩɪɟɤɪɚɬɢɬɶ ɫɨɬɪɭɞɧɢɱɟɫɬɜɨ. ȼ ɬɚɤɨɦ 
ɫɥɭɱɚɟ ɞɥɹ ɨɩɬɢɦɢɡɚɰɢɢ ɛɢɡɧɟɫ-ɤɨɦɦɭɧɢɤɚɰɢɢ ɫɨɛɟɫɟɞɧɢɤɭ 
ɧɟɨɛɯɨɞɢɦɨ ɜɥɚɞɟɬɶ ɬɟɯɧɨɥɨɝɢɹɦɢ ɩɟɪɫɭɚɡɢɜɧɨɫɬɢ. ɇɚ 
ɫɟɝɨɞɧɹɲɧɢɣ ɞɟɧɶ ɦɧɨɝɢɟ ɤɨɦɩɚɧɢɢ ɢɫɩɨɥɶɡɭɸɬ 
ɦɚɧɢɩɭɥɹɬɢɜɧɵɟ ɦɟɬɨɞɵ ɜɨɡɞɟɣɫɬɜɢɹ ɜ ɤɚɱɟɫɬɜɟ 
ɷɮɮɟɤɬɢɜɧɨɝɨ ɫɩɨɫɨɛɚ ɞɨɫɬɢɠɟɧɢɹ ɫɜɨɟɣ ɤɨɦɦɭɧɢɤɚɬɢɜɧɨɣ 
ɰɟɥɢ, ɱɬɨ ɨɫɨɛɟɧɧɨ ɚɤɬɭɚɥɶɧɨ ɞɥɹ ɬɚɤɢɯ ɠɚɧɪɨɜ ɤɚɤ ɪɟɤɥɚɦɚ. 
Ɍɚɤɠɟ ɜ ɫɬɚɬɶɟ ɪɚɫɫɦɚɬɪɢɜɚɟɬɫɹ ɥɢɧɝɜɢɫɬɢɱɟɫɤɨɟ 
ɩɪɢɧɭɠɞɟɧɢɟ ɜ ɛɢɡɧɟɫ-ɤɨɦɦɭɧɢɤɚɰɢɢ. 

Ɇɚɬɟɪɢɚɥɵ ɢ ɦɟɬɨɞɵ 

ȼ ɫɬɚɬɶɟ ɪɚɫɫɦɚɬɪɢɜɚɸɬɫɹ ɬɟɯɧɨɥɨɝɢɢ, ɢɫɩɨɥɶɡɭɟɦɵɟ 
ɤɨɦɦɭɧɢɤɚɧɬɚɦɢ ɜ ɩɪɨɰɟɫɫɟ ɩɟɪɫɭɚɡɢɜɧɨɝɨ ɢ 
ɦɚɧɢɩɭɥɹɬɢɜɧɨɝɨ ɜɨɡɞɟɣɫɬɜɢɹ, ɚ ɬɚɤɠɟ ɥɢɧɝɜɢɫɬɢɱɟɫɤɨɝɨ 
ɩɪɢɧɭɠɞɟɧɢɹ ɧɚ ɛɚɡɟ ɦɚɬɟɪɢɚɥɨɜ ɯɭɞɨɠɟɫɬɜɟɧɧɨɣ 
ɥɢɬɟɪɚɬɭɪɵ: ɪɨɦɚɧɚ Julian Fellowes ―Downton Abbey‖ 
(Ⱦɠɭɥɢɚɧ Ɏɟɥɥɨɭɡ «Ⱥɛɛɚɬɫɬɜɨ Ⱦɚɭɧɬɨɧ») ɢ LКЮrОЧ 
АОТsЛОrРОr ―TСО DОЯТХ АОКrs PrКНК‖ (Ʌɨɪɟɧ ȼɚɣɫɛɟɪɝɟɪ 
«Ⱦɶɹɜɨɥ ɧɨɫɢɬ PrКНК»). Ⱦɥɹ ɢɫɫɥɟɞɨɜɚɧɢɹ ɦɚɧɢɩɭɥɹɬɢɜɧɵɯ 
ɦɟɬɨɞɨɜ ɜɨɡɞɟɣɫɬɜɢɹ ɢɫɩɨɥɶɡɭɸɬɫɹ ɪɟɤɥɚɦɧɵɟ ɫɨɨɛɳɟɧɢɹ 
ɚɧɝɥɨɹɡɵɱɧɨɝɨ ɟɠɟɧɟɞɟɥɶɧɨɝɨ ɠɭɪɧɚɥɚ ―The Economist‖ 
(«ɗɤɨ ɧɨɦɢɫɬ»). ɉɪɢ ɨɛɪɚɛɨɬɤɟ ɦɚɬɟɪɢɚɥɨɜ ɢɫɫɥɟɞɨɜɚɧɢɹ 
ɚɜɬɨɪɵ ɢɫɩɨɥɶɡɨɜɚɥɢ ɥɢɧɝɜɢɫɬɢɱɟɫɤɢɣ, ɥɟɤɫɢɤɨ-

ɫɟɦɚɧɬɢɱɟɫɤɢɣ ɢ ɫɢɫɬɟɦɧɨ-ɢɧɬɟɪɚɤɬɢɜɧɵɣ ɦɟɬɨɞɵ ɚɧɚɥɢɡɚ. 
Ɋɟɡɭɥɶɬɚɬɵ ɢ ɨɛɫɭɠɞɟɧɢɟ 

ɉɟɪɫɭɚɡɢɜɧɨɫɬɶ – ɷɬɨ ɮɨɪɦɚ ɜɡɚɢɦɨɞɟɣɫɬɜɢɹ ɢɧɞɢɜɢɞɨɜ, 
ɨɬɥɢɱɚɸɳɚɹɫɹ ɬɟɦ, ɱɬɨ, ɩɪɟɞɨɫɬɚɜɥɹɹ ɢɧɮɨɪɦɚɰɢɸ, 
ɝɨɜɨɪɹɳɢɣ ɩɵɬɚɟɬɫɹ ɭɛɟɞɢɬɶ ɫɨɛɟɫɟɞɧɢɤɨɜ ɩɟɪɟɫɦɨɬɪɟɬɶ 
ɫɜɨɟ ɨɬɧɨɲɟɧɢɟ ɤ ɩɪɨɛɥɟɦɟ ɢɥɢ ɢɡɦɟɧɢɬɶ ɢɯ ɩɨɫɬ-

ɤɨɦɦɭɧɢɤɚɬɢɜɧɨɟ ɩɨɜɟɞɟɧɢɟ, ɩɪɢ ɷɬɨɦ ɨɫɬɚɜɥɹɹ ɢɦ ɫɜɨɛɨɞɭ 
ɜɵɛɨɪɚ (Perloff, 2003, c. 8). ɇɟɫɦɨɬɪɹ ɧɚ ɬɨ, ɱɬɨ ɢ 
ɩɟɪɫɭɚɡɢɜɧɨɫɬɶ, ɢ ɜɨɡɞɟɣɫɬɜɢɟ ɩɨɞɪɚɡɭɦɟɜɚɸɬ ɨɤɚɡɚɧɢɟ 
ɨɩɪɟɞɟɥɟɧɧɨɝɨ ɜɥɢɹɧɢɹ ɧɚ ɫɨɛɟɫɟɞɧɢɤɚ, ɫɭɳɟɫɬɜɭɟɬ ɪɚɡɧɢɰɚ 
ɦɟɠɞɭ ɞɚɧɧɵɦɢ ɩɨɧɹɬɢɹɦɢ (ɜɨɡɞɟɣɫɬɜɢɟ  ɩɟɪɫɭɚɡɢɜɨɫɬɶ). 
ȼɨɡɞɟɣɫɬɜɢɟ ɫɥɟɞɭɟɬ ɜɨɫɩɪɢɧɢɦɚɬɶ ɤɚɤ ɨɛɳɢɣ ɬɟɪɦɢɧ, 
ɩɨɞɪɚɡɭɦɟɜɚɸɳɢɣ ɨɤɚɡɚɧɢɟ ɨɩɪɟɞɟɥɟɧɧɨɝɨ ɜɥɢɹɧɢɹ ɧɚ 
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ɫɨɛɟɫɟɞɧɢɤɚ. ȼ ɫɥɭɱɚɟ ɜɨɡɞɟɣɫɬɜɢɹ ɝɨɜɨɪɹɳɢɣ 
ɤɨɧɰɟɧɬɪɢɪɭɟɬɫɹ ɧɚ ɫɜɨɢɯ ɠɟɥɚɧɢɹɯ ɢ ɰɟɥɹɯ ɢ, 
ɫɥɟɞɨɜɚɬɟɥɶɧɨ, ɦɨɠɟɬ ɢɡɦɟɧɢɬɶ ɩɨɫɬ-ɤɨɦɦɭɧɢɤɚɬɢɜɧɨɟ 
ɩɨɜɟɞɟɧɢɟ ɚɞɪɟɫɚɬɚ ɛɟɡ ɨɫɨɡɧɚɧɢɹ ɬɨɝɨ, ɱɬɨ ɩɨɫɥɟɞɧɢɣ 
ɩɪɢɞɟɪɠɢɜɚɥɫɹ ɞɪɭɝɢɯ ɢɞɟɣ ɢ ɢɦɟɥ ɨɬɥɢɱɧɵɟ ɠɟɥɚɧɢɹ 
(Perloff, 2003, c. 10). ɉɨɧɹɬɢɟ ɩɟɪɫɭɚɡɢɜɧɨɫɬɢ ɢɦɟɟɬ ɛɨɥɟɟ 
ɫɥɨɠɧɭɸ ɫɬɪɭɤɬɭɪɭ: ɝɨɜɨɪɹɳɢɣ ɩɪɢɧɢɦɚɟɬ ɜɨ ɜɧɢɦɚɧɢɹ ɫɜɨɢ 
ɫɨɛɫɬɜɟɧɧɵɟ ɠɟɥɚɧɢɹ, ɧɨ ɭɠɟ ɜ ɤɨɦɛɢɧɚɰɢɢ ɫ 
ɩɪɟɞɩɨɱɬɟɧɢɹɦɢ ɫɨɛɟɫɟɞɧɢɤɚ. ɋɥɟɞɨɜɚɬɟɥɶɧɨ, ɫɩɪɚɜɟɞɥɢɜɨ 
ɭɬɜɟɪɠɞɚɬɶ, ɱɬɨ ɩɟɪɫɭɚɡɢɜɧɨɫɬɶ ɹɜɥɹɟɬɫɹ ɬɢɩɨɦ ɫɨɰɢɚɥɶɧɨɝɨ 
ɜɨɡɞɟɣɫɬɜɢɹ. Ɉɞɧɨɣ ɢɡ ɨɫɧɨɜɧɵɯ ɫɨɫɬɚɜɥɹɸɳɢɯ 
ɩɟɪɫɭɚɡɢɜɧɨɫɬɢ ɹɜɥɹɟɬɫɹ ɨɫɨɡɧɚɧɢɟ ɝɨɜɨɪɹɳɢɦ ɬɨɝɨ, ɱɬɨ ɨɧ 
ɧɚɦɟɪɟɜɚɟɬɫɹ ɩɨɜɥɢɹɬɶ ɧɚ ɫɨɛɟɫɟɞɧɢɤɚ ɢ ɠɟɥɚɟɬ ɢɡɦɟɧɢɬɶ ɟɝɨ 
ɦɵɫɥɢ ɢɥɢ ɦɧɟɧɢɟ. ɂɫɩɨɥɶɡɨɜɚɧɢɟ ɦɟɬɨɞɨɜ ɩɟɪɫɭɚɡɢɜɧɨɫɬɢ 
ɜɨ ɜɪɟɦɹ ɨɛɳɟɧɢɹ ɧɟ ɝɚɪɚɧɬɢɪɭɟɬ ɭɫɩɟɯɚ ɜ ɬɨɦ, ɱɬɨ 
ɫɨɛɟɫɟɞɧɢɤ ɛɭɞɟɬ ɭɛɟɠɞɟɧ, ɬɚɤ ɤɚɤ ɩɟɪɫɭɚɡɢɜɧɨɫɬɶ 
ɩɨɞɪɚɡɭɦɟɜɚɟɬ ɥɢɲɶ ɩɨɩɵɬɤɢ ɢɧɞɢɜɢɞɚ ɩɨɜɥɢɹɬɶ ɧɚ 
ɪɟɰɢɩɢɟɧɬɚ. 

ȼ IV ɜ Ⱥɪɢɫɬɨɬɟɥɶ ɜɵɞɟɥɢɥ ɬɪɢ ɤɨɦɩɨɧɟɧɬɚ 
ɚɪɝɭɦɟɧɬɚɰɢɢ: ɥɨɝɨɫ11, ɩɚɮɨɫ12

 ɢ ɷɬɨɫ13
 (Ⱥɪɢɫɬɨɬɟɥɶ, 1978). 

                     
11

 Ʌɨɝɨɫ (ɜ ɩɟɪɟɜɨɞɟ ɫ ɝɪɟɱɟɫɤɨɝɨ — «ɫɥɨɜɨ», «ɦɵɫɥɶ», «ɫɦɵɫɥ», 
«ɩɨɧɹɬɢɟ», «ɧɚɦɟɪɟɧɢɟ») –  ɬɟɪɦɢɧ ɞɪɟɜɧɟɝɪɟɱɟɫɤɨɣ ɮɢɥɨɫɨɮɢɢ, 
ɨɡɧɚɱɚɸɳɢɣ ɨɞɧɨɜɪɟɦɟɧɧɨ «ɫɥɨɜɨ» (ɜɵɫɤɚɡɵɜɚɧɢɟ, ɪɟɱɶ) ɢ «ɩɨɧɹɬɢɟ» 
(ɫɭɠɞɟɧɢɟ, ɫɦɵɫɥ). Ʌɨɝɨɫɨɦ ɩɪɢɧɹɬɨ ɧɚɡɵɜɚɬɶ ɫɥɨɜɟɫɧɵɟ ɫɪɟɞɫɬɜɚ, 
ɢɫɩɨɥɶɡɭɟɦɵɟ ɝɨɜɨɪɹɳɢɦ ɞɥɹ ɪɟɚɥɢɡɚɰɢɢ ɡɚɦɵɫɥɚ ɪɟɱɢ, ɚ ɬɚɤɠɟ ɞɥɹ 
ɩɨɧɢɦɚɧɢɹ ɪɟɱɢ ɫɥɭɲɚɬɟɥɹɦɢ. – URL: СЭЭps://4ЛrКТЧ.rЮ/ЛХШР/ɩɚɮɨɫ-ɥɨɝɨɫ-

ɷɬɨɫ/ 

12
 ɉɚɮɨɫ (ɜ ɩɟɪɟɜɨɞɟ ɫ ɝɪɟɱɟɫɤɨɝɨ — «ɜɨɡɛɭɠɞɟɧɢɟ», «ɫɬɪɚɫɬɶ», 

«ɜɨɨɞɭɲɟɜɥɟɧɢɟ», «ɫɬɪɚɞɚɧɢɟ») – ɪɢɬɨɪɢɱɟɫɤɚɹ ɤɚɬɟɝɨɪɢɹ, 
ɫɨɨɬɜɟɬɫɬɜɭɸɳɚɹ ɫɬɢɥɸ, ɦɚɧɟɪɟ ɢɥɢ ɫɩɨɫɨɛɭ ɜɵɪɚɠɟɧɢɹ ɱɭɜɫɬɜ, ɤɨɬɨɪɵɟ 
ɯɚɪɚɤɬɟɪɢɡɭɸɬɫɹ ɷɦɨɰɢɨɧɚɥɶɧɨɣ ɜɨɡɜɵɲɟɧɧɨɫɬɶɸ, ɜɨɨɞɭɲɟɜɥɟɧɢɟɦ. 
ɉɚɮɨɫɨɦ ɩɪɢɧɹɬɨ ɧɚɡɵɜɚɬɶ ɜɫɟ ɷɥɟɦɟɧɬɵ ɚɪɝɭɦɟɧɬɚɰɢɢ, ɤɨɬɨɪɵɟ 

ɷɦɨɰɢɨɧɚɥɶɧɨ ɜɨɡɞɟɣɫɬɜɭɸɬ ɧɚ ɫɥɭɲɚɬɟɥɟɣ. – URL: 

СЭЭps://4ЛrКТЧ.rЮ/ЛХШР/ɩɚɮɨɫ-ɥɨɝɨɫ-ɷɬɨɫ/ 
13
 ɗɬɨɫ (ɜ ɩɟɪɟɜɨɞɟ ɫ ɝɪɟɱɟɫɤɨɝɨ – «ɯɚɪɚɤɬɟɪ», «ɧɪɚɜ», «ɞɭɲɟɜɧɵɣ 
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ɂɯ ɪɚɡɥɢɱɧɵɟ ɤɨɦɛɢɧɚɰɢɢ, ɚ ɬɚɤɠɟ ɩɪɟɢɦɭɳɟɫɬɜɨ ɨɞɧɨɝɨ 

ɧɚɞ ɞɪɭɝɢɦ ɜɥɢɹɸɬ ɧɚ ɯɚɪɚɤɬɟɪ ɭɛɟɠɞɟɧɢɹ. ɇɟɫɦɨɬɪɹ ɧɚ 
ɚɤɬɭɚɥɶɧɨɫɬɶ ɜɫɟɯ ɬɪɟɯ ɤɨɦɩɨɧɟɧɬɨɜ ɜ ɫɥɭɱɚɟ 
ɩɟɪɫɭɚɡɢɜɧɨɫɬɢ, ɟɟ ɜɫɟ-ɬɚɤɢ ɫɥɟɞɭɟɬ ɨɬɧɨɫɢɬɶ ɤ ɜɢɞɭ 
ɚɪɝɭɦɟɧɬɚɰɢɢ, ɝɞɟ ɩɪɟɨɛɥɚɞɚɟɬ ɩɚɮɨɫɧɵɣ ɢ ɷɬɨɫɧɵɟ ɚɫɩɟɤɬɵ. 
ɗɦɨɰɢɨɧɚɥɶɧɨ ɜɨɡɞɟɣɫɬɜɨɜɚɬɶ ɧɚ ɫɨɛɟɫɟɞɧɢɤɚ 
ɩɪɟɞɫɬɚɜɥɹɟɬɫɹ ɜɨɡɦɨɠɧɵɦ, ɤɨɝɞɚ ɝɨɜɨɪɹɳɢɣ ɢɦɟɟɬ 
ɩɪɟɞɫɬɚɜɥɟɧɢɟ ɨ ɟɝɨ ɠɟɥɚɧɢɹɯ ɢ ɩɪɟɞɩɨɱɬɟɧɢɹɯ, ɫɜɹɡɚɧɧɵɯ ɫ 
ɨɛɫɭɠɞɚɟɦɨɣ ɬɟɦɨɣ. ɉɟɪɫɭɚɡɢɜɧɨɫɬɶ ɜɫɟɝɞɚ ɜɤɥɸɱɚɟɬ ɜ ɫɟɛɹ 
ɢɫɫɥɟɞɨɜɚɧɢɟ ɜɨɡɡɪɟɧɢɣ ɪɟɰɢɩɢɟɧɬɚ (Perloff, 2003, ɫ. 4), ɬ.ɟ. 
ɚɧɚɥɢɡ ɟɝɨ ɨɬɧɨɲɟɧɢɹ ɤ ɪɚɫɫɦɚɬɪɢɜɚɟɦɨɦɭ ɜɨɩɪɨɫɭ 
(ɩɨɥɨɠɢɬɟɥɶɧɨɟ, ɨɬɪɢɰɚɬɟɥɶɧɨɟ, ɫɤɟɩɬɢɱɟɫɤɨɟ) ɢ ɤɚɤɨɣ 
ɪɟɡɭɥɶɬɚɬ ɨɧ ɯɨɬɟɥ ɛɵ ɩɨɥɭɱɢɬɶ. ɉɨɫɥɟ ɪɚɫɩɨɡɧɚɧɢɹ 
ɢɫɬɢɧɧɨɝɨ ɨɬɧɨɲɟɧɢɹ ɫɨɛɟɫɟɞɧɢɤɚ ɤ ɩɪɨɛɥɟɦɟ ɫɬɚɧɨɜɢɬɫɹ 
ɜɨɡɦɨɠɧɵɦ ɩɪɟɞɫɬɚɜɢɬɶ, ɤɚɤ ɧɟɨɛɯɨɞɢɦɨ ɟɝɨ ɢɡɦɟɧɢɬɶ ɞɥɹ 
ɞɨɫɬɢɠɟɧɢɹ ɩɨɫɬɚɜɥɟɧɧɵɯ ɰɟɥɟɣ ɢ ɜɨɡɦɨɠɧɨ ɥɢ ɫɞɟɥɚɬɶ ɷɬɨ 
ɜɨɨɛɳɟ. Ɂɧɚɱɢɬɟɥɶɧɭɸ ɪɨɥɶ ɬɚɤɠɟ ɢɝɪɚɟɬ ɩɨɧɢɦɚɧɢɟ ɬɨɝɨ, 
ɱɬɨ ɞɥɹ ɪɟɰɢɩɢɟɧɬɚ ɡɧɚɱɢɬ ɟɝɨ ɨɬɧɨɲɟɧɢɟ ɢ ɤɚɤɢɟ ɮɚɤɬɨɪɵ 
ɟɝɨ ɨɩɪɟɞɟɥɹɸɬ ɢ ɮɨɪɦɢɪɭɸɬ. ɉɨɞɜɨɞɹ ɢɬɨɝ 
ɜɵɲɟɫɤɚɡɚɧɧɨɦɭ, ɦɨɠɧɨ ɫɞɟɥɚɬɶ ɜɵɜɨɞ, ɱɬɨ ɞɥɹ ɨɤɚɡɚɧɢɹ 
ɩɟɪɫɭɚɡɢɜɧɨɝɨ ɜɨɡɞɟɣɫɬɜɢɹ ɧɚ ɫɨɛɟɫɟɞɧɢɤɚ ɝɨɜɨɪɹɳɟɦɭ 
ɧɟɨɛɯɨɞɢɦɨ: 

1) ɪɚɫɩɨɡɧɚɬɶ ɨɬɧɨɲɟɧɢɟ ɫɨɛɟɫɟɞɧɢɤɚ ɤ ɜɨɩɪɨɫɚɦ, 
ɤɨɬɨɪɵɟ ɹɜɥɹɸɬɫɹ ɩɪɟɞɦɟɬɨɦ ɤɨɦɦɭɧɢɤɚɰɢɢ; 

2) ɨɰɟɧɢɬɶ ɮɚɤɬɨɪɵ, ɜɥɢɹɸɳɢɟ ɧɚ ɮɨɪɦɢɪɨɜɚɧɢɟ 
ɞɚɧɧɨɝɨ ɨɬɧɨɲɟɧɢɹ;  

3) ɜɵɹɜɢɬɶ, ɤɚɤɨɣ ɪɟɡɭɥɶɬɚɬ ɫɨɛɟɫɟɞɧɢɤ ɯɨɬɟɥ ɛɵ 
                                              

ɫɤɥɚɞ») – ɜ ɚɧɬɢɱɧɨɣ ɮɢɥɨɫɨɮɢɢ ɨɛɨɡɧɚɱɚɥ ɩɪɢɜɵɱɤɢ, ɧɪɚɜɵ, 
ɬɟɦɩɟɪɚɦɟɧɬɵ, ɨɛɵɱɚɢ. ɗɬɨɫ, ɤɚɤ ɛɨɥɟɟ ɭɫɬɨɣɱɢɜɵɣ ɧɪɚɜɫɬɜɟɧɧɵɣ 
ɷɥɟɦɟɧɬ ɚɪɝɭɦɟɧɬɚɰɢɢ, ɱɚɫɬɨ ɩɪɨɬɢɜɨɩɨɫɬɚɜɥɹɟɬɫɹ ɩɚɮɨɫɭ, ɤɚɤ 
ɜɪɟɦɟɧɧɨɦɭ ɞɭɲɟɜɧɨɦɭ ɩɟɪɟɠɢɜɚɧɢɸ.  – URL:  

СЭЭps://4ЛrКТЧ.rЮ/ЛХШР/ɩɚɮɨɫ-ɥɨɝɨɫ-ɷɬɨɫ/ 
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ɩɨɥɭɱɢɬɶ; 
4)  ɩɪɢɧɢɦɚɹ ɜɨ ɜɧɢɦɚɧɢɟ (2) ɢ (3), ɨɛɴɹɫɧɢɬɶ 

ɫɨɛɟɫɟɞɧɢɤɭ, ɩɨɱɟɦɭ ɩɪɟɞɥɨɠɟɧɧɚɹ ɩɨɡɢɰɢɹ ɛɭɞɟɬ ɞɥɹ 
ɧɟɝɨ ɮɭɧɤɰɢɨɧɚɥɶɧɚ ɢ ɤɚɤ ɨɧɚ ɦɨɠɟɬ ɭɞɨɜɥɟɬɜɨɪɢɬɶ 
ɟɝɨ ɩɪɟɞɩɨɱɬɟɧɢɹ. 

ɉɪɨɚɧɚɥɢɡɢɪɭɟɦ ɮɪɚɝɦɟɧɬ ɞɟɥɨɜɨɝɨ ɞɢɚɥɨɝɚ, ɜɨ ɜɪɟɦɹ 
ɤɨɬɨɪɨɝɨ ɫɨɛɟɫɟɞɧɢɤɢ ɨɛɫɭɠɞɚɸɬ ɜɨɩɪɨɫɵ, ɫɜɹɡɚɧɧɵɟ ɫ 
ɩɨɦɟɫɬɶɟɦ. Ɋɨɛɟɪɬ, ɯɨɡɹɢɧ ɩɨɦɟɫɬɶɹ Ⱦɚɭɧɬɨɧ, ɢɦɟɟɬ 
ɭɫɬɚɪɟɜɲɢɟ ɜɡɝɥɹɞɵ ɧɚ ɭɩɪɚɜɥɟɧɢɟ ɢ ɧɟ ɩɨɞɞɟɪɠɢɜɚɟɬ 
ɠɟɥɚɧɢɟ ɫɜɨɢɯ ɪɨɞɫɬɜɟɧɧɢɤɨɜ ɢɡɦɟɧɢɬɶ ɩɨɥɨɠɟɧɢɟ ɜɟɳɟɣ. 
Ɍɨɦ, ɡɹɬɶ Ɋɨɛɟɪɬɚ, ɭɫɩɟɲɧɨ ɭɛɟɠɞɚɟɬ ɟɝɨ ɜ ɧɟɨɛɯɨɞɢɦɨɫɬɢ 
ɩɟɪɟɫɦɨɬɪɟɬɶ ɫɜɨɢ ɜɡɝɥɹɞɵ ɢ ɜɧɟɫɬɢ ɤɨɪɪɟɤɬɢɜɵ ɜ 
ɭɩɪɚɜɥɟɧɢɟ, ɞɨɜɟɪɢɜ ɩɨɦɟɫɬɶɟ ɥɸɞɹɦ ɫ ɧɨɜɵɦɢ ɩɨɞɯɨɞɚɦɢ: 

TШЦ: ―Every man or woman who marries into this house, 

every child born into it, has to put their gifts at the family’s 
disposal. I‘Ц К СКrН аШrФОr, КЧН I СКЯО ЬШЦО ФЧШаХОНРО ШП 
the land. Matthew knows the ХКа КЧН ЭСО ЧКЭЮrО ШП ЛЮЬТЧОЬЬ.‖ 

RШЛОrЭ: ―АСТМС I НШ ЧШЭ.‖ 

TШЦ: ―ВШЮ ЮЧНОrЬЭКЧН ЭСО rОЬpШЧЬТЛТХТЭТОЬ аО ШаО ЭШ ЭСО 
people around here. Those who work for the estate and those 

ЭСКЭ НШЧ‘Э. IЭ ЬООЦЬ ЭШ ЦО, if we could manage to pool all of 

that, if we each do what we can do, then Downton has a real 

МСКЧМО.‖ (Downton Abbey, season 3 episode 8)
14

 

ɉɪɟɞɫɬɚɜɥɟɧɧɵɣ ɦɟɬɨɞ ɭɛɟɠɞɟɧɢɹ ɨɬɧɨɫɢɬɫɹ ɤ 
ɩɟɪɫɭɚɡɢɜɧɨɦɭ, ɬɚɤ ɤɚɤ, ɩɟɪɟɞ ɬɟɦ ɤɚɤ ɜɫɬɭɩɢɬɶ ɜ ɞɢɚɥɨɝ, 
Ɍɨɦ ɩɨɧɢɦɚɟɬ, ɱɬɨ, ɜɨ-ɩɟɪɜɵɯ, Ɋɨɛɟɪɬ, ɹɜɥɹɹɫɶ ɯɨɡɹɢɧɨɦ ɢ 
ɱɟɥɨɜɟɤɨɦ ɤɨɧɫɟɪɜɚɬɢɜɧɵɯ ɜɡɝɥɹɞɨɜ, ɧɟ ɠɟɥɚɟɬ ɞɨɜɟɪɢɬɶ 
ɭɩɪɚɜɥɟɧɢɟ ɦɨɥɨɞɵɦ ɥɸɞɹɦ ɫ ɧɨɜɵɦɢ «ɧɟɩɪɨɜɟɪɟɧɧɵɦɢ» 
ɨɩɵɬɨɦ ɢɞɟɹɦɢ (ɫɦ. ɩɭɧɤɬ 1). ȼɨ-ɜɬɨɪɵɯ, Ɋɨɛɟɪɬ ɧɟ ɯɨɱɟɬ 
ɩɪɢɡɧɚɜɚɬɶ, ɱɬɨ ɟɝɨ ɡɧɚɧɢɹ ɜ ɨɛɥɚɫɬɢ ɛɢɡɧɟɫɚ ɭɫɬɚɪɟɥɢ, 

                     
14

 Дɗɥɟɤɬɪɨɧɧɵɣ ɪɟɫɭɪɫЖ  – URL: 

https://www.heroesandheartbreakers.com/blogs/2012/11/downton-abbey-

series-3-recap-season-3-episode-8-lying-love-and-loose-ends 
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ɩɨɷɬɨɦɭ ɫɨɝɥɚɫɢɬɶɫɹ ɫ ɢɡɦɟɧɟɧɢɹɦɢ ɛɵɥɨ ɛɵ ɪɚɜɧɨɫɢɥɶɧɨ 
ɩɪɢɡɧɚɧɢɸ ɟɝɨ ɧɟɩɪɨɮɟɫɫɢɨɧɚɥɢɡɦɚ (ɫɦ. ɩɭɧɤɬ 2). Ɉɞɧɚɤɨ 
Ɍɨɦ ɨɫɨɡɧɚɟɬ, ɱɬɨ Ɋɨɛɟɪɬ ɠɟɥɚɥ ɛɵ ɜɢɞɟɬɶ ɩɨɦɟɫɬɶɟ 
ɩɪɨɰɜɟɬɚɸɳɢɦ ɢ ɩɪɢɧɨɫɹɳɢɦ ɩɪɢɛɵɥɶ, ɱɬɨ ɧɚ ɬɟɤɭɳɢɣ 
ɦɨɦɟɧɬ ɧɟɨɫɭɳɟɫɬɜɢɦɨ, ɩɨɦɟɫɬɶɟ ɭɜɹɞɚɟɬ (ɫɦ. ɩɭɧɤɬ 3). 
Ɍɚɤɠɟ ɤɥɸɱɟɜɵɦ ɞɥɹ Ɍɨɦɚ ɹɜɥɹɟɬɫɹ ɩɨɧɢɦɚɧɢɟ ɬɨɝɨ, ɱɬɨ ɤɚɤ 
ɝɥɚɜɚ ɫɟɦɟɣɫɬɜɚ Ɋɨɛɟɪɬ ɨɱɟɧɶ ɜɵɫɨɤɨ ɰɟɧɢɬ ɜɤɥɚɞ ɥɸɞɟɣ ɜ 
ɛɥɚɝɨɩɨɥɭɱɢɟ ɫɜɨɟɣ ɫɟɦɶɢ ɢ ɨɛɳɟɱɟɥɨɜɟɱɟɫɤɢɟ ɰɟɧɧɨɫɬɢ, 
ɤɨɬɨɪɵɟ ɹɜɥɹɸɬɫɹ ɮɭɧɞɚɦɟɧɬɨɦ ɫɟɦɟɣɧɵɯ ɨɬɧɨɲɟɧɢɣ. 
ɇɚɱɢɧɚɹ ɫɜɨɟ ɭɛɟɠɞɟɧɢɟ ɫ ɭɩɨɦɢɧɚɧɢɹ ɞɚɧɧɵɯ ɰɟɧɧɨɫɬɟɣ, 
Ɍɨɦ ɪɚɫɩɨɥɚɝɚɟɬ ɤ ɫɟɛɟ ɫɨɛɟɫɟɞɧɢɤɚ, ɜɵɡɵɜɚɟɬ ɨɩɪɟɞɟɥɟɧɧɨɟ 
ɞɨɜɟɪɢɟ: Every man or woman who marries into this house, 

every child born into it, has to put their gifts at the family’s 
disposal. Ɂɚɬɟɦ Ɍɨɦ ɧɚɱɢɧɚɟɬ ɩɟɪɟɱɢɫɥɹɬɶ ɞɨɫɬɨɢɧɫɬɜɚ 
ɥɸɞɟɣ, ɤɨɬɨɪɵɟ ɦɨɝɥɢ ɛɵ ɩɪɢɜɟɫɬɢ ɩɨɦɟɫɬɶɟ ɤ ɩɪɨɰɜɟɬɚɧɢɸ: 
I‘Ц К СКrН аШrФОr, КЧН I СКЯО ЬШЦО ФЧШаХОНРО ШП ЭСО ХКЧН. 
Matthew knows the law and the nature of business. ɉɨɫɥɟ 
ɫɤɚɡɚɧɧɵɯ ɫɥɨɜ Ɋɨɛɟɪɬ ɨɬɤɪɵɬɨ ɩɪɢɡɧɚɟɬ, ɱɬɨ ɫɚɦ ɧɟ 
ɨɛɥɚɞɚɟɬ ɩɟɪɟɱɢɫɥɟɧɧɵɦɢ ɤɚɱɟɫɬɜɚɦɢ: Which I do not. Ⱦɚɥɟɟ 

Ɍɨɦ ɞɟɥɚɟɬ ɚɤɰɟɧɬ ɧɚ ɞɨɫɬɨɢɧɫɬɜɚɯ ɫɚɦɨɝɨ Ɋɨɛɟɪɬɚ (You 

understand the responsibilities we owe to the people around here. 

Those who work for the estate and those ЭСКЭ НШЧ‘Э), ɡɚɜɟɪɲɚɹ 

ɫɜɨɟ ɭɛɟɠɞɟɧɢɟ ɨɛɳɢɦ ɜɵɜɨɞɨɦ ɨ ɧɟɨɛɯɨɞɢɦɨɫɬɢ 

ɫɨɜɦɟɫɬɧɨɝɨ ɭɱɚɫɬɢɹ ɜ ɫɭɞɶɛɟ Ⱦɚɭɧɬɨɧɚ: if we could manage to 

pool all of that, if we each do what we can do, then Downton has 

a real chance. ȼ ɞɚɧɧɨɦ ɜɵɫɤɚɡɵɜɚɧɢɢ Ɍɨɦ ɢɫɩɨɥɶɡɭɟɬ 
ɫɥɟɞɭɸɳɢɟ ɬɟɯɧɨɥɨɝɢɢ ɩɟɪɫɭɚɡɢɜɧɨɫɬɢ: 1) ɥɢɱɧɨɟ 
ɦɟɫɬɨɢɦɟɧɢɟ ―we‖, ɤɨɬɨɪɨɟ ɫɨɡɞɚɟɬ ɷɮɮɟɤɬ ɨɛɳɧɨɫɬɢ, 
ɰɟɥɨɫɬɧɨɫɬɢ ɫɟɦɶɢ, ɩɨɞɱɟɪɤɢɜɚɟɬ ɨɛɳɢɟ ɰɟɥɢ ɫɟɦɟɣɫɬɜɚ, ɱɬɨ, 
ɛɟɡɭɫɥɨɜɧɨ, ɹɜɥɹɟɬɫɹ ɜɚɠɧɵɦ ɚɫɩɟɤɬɨɦ ɜɨɡɞɟɣɫɬɜɢɹ; 2) 
ɫɢɧɬɚɤɫɢɱɟɫɤɢɣ ɩɚɪɚɥɥɟɥɢɡɦ ―if we could manage to pool all of 

that, if we each do what we can do…‖ 3) ɩɨɜɬɨɪ (ɜ ɞɚɧɧɨɦ 
ɫɥɭɱɚɟ ɥɟɤɫɢɱɟɫɤɢɣ ɩɨɜɬɨɪ) ―every man…every child, those 

who work…those that don‘t‖ 4) ɢɧɬɟɧɫɢɮɢɤɚɰɢɹ ―ɚ real 

chance‖ .  
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ɋɥɟɞɭɟɬ ɨɬɦɟɬɢɬɶ, ɱɬɨ ɧɟɫɦɨɬɪɹ ɧɚ ɪɨɥɶ ɫɢɧɬɚɤɫɢɱɟɫɤɢɯ 
ɫɪɟɞɫɬɜ ɜ ɩɪɨɰɟɫɫɟ ɭɛɟɠɞɟɧɢɹ, ɝɥɚɜɧɵɦ ɚɫɩɟɤɬɨɦ 
ɩɟɪɫɭɚɡɢɜɧɨɫɬɢ, ɨɬɥɢɱɚɸɳɢɦ ɟɟ ɨɬ ɞɪɭɝɢɯ ɜɢɞɨɜ 
ɜɨɡɞɟɣɫɬɜɢɹ, ɜɫɟ ɠɟ ɨɫɬɚɟɬɫɹ ɚɤɰɟɧɬɢɪɨɜɚɧɢɟ ɜɧɢɦɚɧɢɹ ɧɚ 
ɰɟɧɧɨɫɬɹɯ ɢ ɩɪɟɞɩɨɱɬɟɧɢɹɯ ɫɨɛɟɫɟɞɧɢɤɚ, ɚ ɬɚɤɠɟ 
ɜɨɡɦɨɠɧɨɫɬɶ ɫɨɛɟɫɟɞɧɢɤɚ ɧɟ ɦɟɧɹɬɶ ɫɜɨɟɝɨ ɨɬɧɨɲɟɧɢɹ ɤ 
ɫɢɬɭɚɰɢɢ. 

ɇɟɪɟɞɤɨ ɭɛɟɠɞɟɧɢɟ ɜɨ ɜɪɟɦɹ ɞɟɥɨɜɨɝɨ ɨɛɳɟɧɢɹ 
ɨɫɭɳɟɫɬɜɥɹɟɬɫɹ ɩɨɫɪɟɞɫɬɜɨɦ ɦɚɧɢɩɭɥɹɬɢɜɧɵɯ ɦɟɬɨɞɨɜ 
ɜɨɡɞɟɣɫɬɜɢɹ. ɉɨ ɦɧɟɧɢɸ ȼ. ȿ. ɑɟɪɧɹɜɫɤɨɣ, ɦɚɧɢɩɭɥɹɰɢɹ – 

ɷɬɨ ɫɤɪɵɬɨɟ ɜɧɟɞɪɟɧɢɟ ɜ ɫɨɡɧɚɧɢɟ ɚɞɪɟɫɚɬɚ ɠɟɥɚɧɢɣ, 
ɨɬɧɨɲɟɧɢɣ, ɭɫɬɚɧɨɜɨɤ, ɫɥɭɠɚɳɢɯ ɨɫɭɳɟɫɬɜɥɟɧɢɸ ɢɧɬɟɪɟɫɨɜ 
ɨɬɩɪɚɜɢɬɟɥɹ ɫɨɨɛɳɟɧɢɹ, ɤɨɬɨɪɵɟ ɧɟɨɛɹɡɚɬɟɥɶɧɨ ɫɨɜɩɚɞɚɸɬ 
ɫ ɢɧɬɟɪɟɫɚɦɢ ɚɞɪɟɫɚɬɚ (ɑɟɪɧɹɜɫɤɚɹ, 2006, ɫ. 19). ɋɨɝɥɚɫɧɨ 
ɉɚɪɲɢɧɭ, ɦɚɧɢɩɭɥɢɪɨɜɚɧɢɟ ɨɫɭɳɟɫɬɜɥɹɟɬɫɹ ɩɭɬɟɦ 
ɫɨɡɧɚɬɟɥɶɧɨɝɨ ɢ ɰɟɥɟɧɚɩɪɚɜɥɟɧɧɨɝɨ ɢɫɩɨɥɶɡɨɜɚɧɢɹ ɬɟɯ ɢɥɢ 
ɢɧɵɯ ɨɫɨɛɟɧɧɨɫɬɟɣ ɭɫɬɪɨɣɫɬɜɚ ɭɩɨɬɪɟɛɥɟɧɢɹ ɹɡɵɤɚ 
(ɉɚɪɲɢɧ, 2000, ɫ. 58). Ɍɳɚɬɟɥɶɧɨ ɤɨɧɬɪɨɥɢɪɭɹ 
ɩɪɟɞɨɫɬɚɜɥɹɟɦɭɸ ɢɧɮɨɪɦɚɰɢɸ ɢ ɢɝɧɨɪɢɪɭɹ ɩɪɟɞɩɨɱɬɟɧɢɹ 
ɫɨɛɟɫɟɞɧɢɤɚ, ɢɧɞɢɜɢɞ ɫɬɪɟɦɢɬɫɹ ɡɚɫɬɚɜɢɬɶ ɟɝɨ ɢɡɦɟɧɢɬɶ ɫɜɨɟ 
ɩɨɜɟɞɟɧɢɟ. ȼ ɬɚɤɨɦ ɜɢɞɟ ɚɪɝɭɦɟɧɬɚɰɢɢ ɥɨɝɨɫɧɵɣ ɚɫɩɟɤɬ 
ɢɦɟɟɬ ɛɨɥɶɲɟɟ ɡɧɚɱɟɧɢɟ, ɬ. ɤ. ɝɨɜɨɪɹɳɢɦ ɭɞɟɥɹɟɬɫɹ 
ɡɧɚɱɢɬɟɥɶɧɨɟ ɜɧɢɦɚɧɢɟ ɬɨɦɭ, ɱɬɨ ɨɧ ɝɨɜɨɪɢɬ. ɇɨ 
ɦɚɧɢɩɭɥɹɰɢɸ ɧɟ ɜɫɟɝɞɚ ɫɥɟɞɭɟɬ ɪɚɫɫɦɚɬɪɢɜɚɬɶ ɬɨɥɶɤɨ ɤɚɤ 
ɜɨɡɞɟɣɫɬɜɢɟ ɧɚ ɪɚɡɭɦ ɱɟɥɨɜɟɤɚ ɢɥɢ ɤɨɧɬɪɨɥɶ ɧɚɞ ɟɝɨ 
ɦɵɫɥɹɦɢ. Ɇɚɧɢɩɭɥɹɰɢɹ ɦɨɠɟɬ ɛɵɬɶ ɬɚɤɠɟ ɧɚɩɪɚɜɥɟɧɚ ɢ ɧɚ 
ɷɦɨɰɢɢ ɱɟɥɨɜɟɤɚ (Ɋɚɞɸɤ, 2013, ɫ. 174), ɧɨ ɩɪɢ ɬɚɤɨɦ 
ɜɨɡɞɟɣɫɬɜɢɢ ɩɚɮɨɫɧɨ-ɷɬɨɫɧɵɣ ɚɫɩɟɤɬ ɩɪɨɹɜɥɹɟɬɫɹ ɜ ɦɟɧɶɲɟɣ 
ɫɬɟɩɟɧɢ, ɱɟɦ ɜ ɫɥɭɱɚɟ ɩɟɪɫɭɚɡɢɜɧɨɫɬɢ.  

ȼ ɫɨɜɪɟɦɟɧɧɨɦ ɦɢɪɟ ɦɚɧɢɩɭɥɢɪɨɜɚɧɢɟ ɫɨɡɧɚɧɢɟɦ 
ɢɧɞɢɜɢɞɚ ɱɚɫɬɨ ɨɫɭɳɟɫɬɜɥɹɟɬɫɹ ɩɨɫɪɟɞɫɬɜɨɦ ɪɟɤɥɚɦɧɵɯ 
ɫɨɨɛɳɟɧɢɣ, ɫ ɩɨɦɨɳɶɸ ɤɨɬɨɪɵɯ ɤɨɦɩɚɧɢɹ, ɪɟɤɥɚɦɢɪɭɸɳɚɹ 
ɩɪɨɞɭɤɬ ɢɥɢ ɭɫɥɭɝɢ, ɫɨɡɞɚɟɬ ɜɩɟɱɚɬɥɟɧɢɟ ɡɚɛɨɬɵ ɨ ɤɥɢɟɧɬɟ, 
ɧɨ ɩɪɢ ɷɬɨɦ ɩɪɟɫɥɟɞɭɟɬ ɫɜɨɸ ɰɟɥɶ: ɫɞɟɥɚɬɶ ɤɥɢɟɧɬɚ 
ɡɚɜɢɫɢɦɵɦ ɨɬ ɟɟ ɩɪɨɞɭɤɰɢɢ ɢɥɢ ɩɪɢɭɱɢɬɶ ɱɟɥɨɜɟɤɚ ɤ 
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ɦɚɤɫɢɦɚɥɶɧɨɦɭ (ɫɚɦɨɦɭ ɞɨɪɨɝɨɫɬɨɹɳɟɦɭ) ɩɚɤɟɬɭ ɭɫɥɭɝ. 
Ɋɚɫɫɦɨɬɪɢɦ ɢɧɮɨɪɦɚɰɢɸ ɫ ɫɚɣɬɚ ɠɭɪɧɚɥɚ ―The Economist‖ ɨ 
ɜɨɡɦɨɠɧɨɫɬɹɯ ɩɨɞɩɢɫɤɢ. ɉɨɬɟɧɰɢɚɥɶɧɵɦ ɩɨɤɭɩɚɬɟɥɹɦ 
ɩɪɟɞɥɚɝɚɸɬ ɬɪɢ ɜɚɪɢɚɧɬɚ ɩɨɞɩɢɫɤɢ (ɩɟɱɚɬɧɚɹ ɜɟɪɫɢɹ 
ɠɭɪɧɚɥɚ, ɷɥɟɤɬɪɨɧɧɚɹ, ɩɟɱɚɬɧɚɹ + ɷɥɟɤɬɪɨɧɧɚɹ) ɡɚ 
ɨɞɢɧɚɤɨɜɭɸ ɰɟɧɭ ɜ ɬɟɱɟɧɢɟ ɩɟɪɜɨɝɨ ɝɨɞɚ. ɉɪɢ ɷɬɨɦ 
ɩɪɟɞɥɨɠɟɧɢɟ ɩɟɱɚɬɧɨɣ ɢ ɷɥɟɤɬɪɨɧɧɨɣ ɜɟɪɫɢɣ ɜ ɤɨɦɩɥɟɤɬɟ 
ɜɵɞɟɥɟɧɨ ɩɨɦɟɬɤɨɣ Best Value

15, ɩɨɫɵɥɚɹ ɩɨɬɟɧɰɢɚɥɶɧɨɦɭ 
ɱɢɬɚɬɟɥɸ ɫɢɝɧɚɥ ɨ ɬɨɦ, ɱɬɨ ɞɥɹ ɧɟɝɨ ɷɬɨ ɧɚɢɛɨɥɟɟ ɜɵɝɨɞɧɚɹ 
ɩɨɤɭɩɤɚ. ȼɟɪɨɹɬɧɟɟ ɜɫɟɝɨ, ɩɨɤɭɩɚɬɟɥɶ ɡɚɯɨɱɟɬ ɩɪɢɨɛɪɟɫɬɢ 
ɪɚɫɲɢɪɟɧɧɭɸ ɜɟɪɫɢɸ ɩɨɞɩɢɫɤɢ ɡɚ ɬɚɤɭɸ ɠɟ ɰɟɧɭ, ɞɚɠɟ ɟɫɥɢ 
ɨɧ ɧɭɠɞɚɟɬɫɹ ɬɨɥɶɤɨ ɜ ɩɟɱɚɬɧɨɦ ɢɥɢ ɷɥɟɤɬɪɨɧɧɨɦ ɜɢɞɟ. 
ɂɧɬɟɪɟɫɧɨ ɨɬɦɟɬɢɬɶ, ɱɬɨ ɤɥɢɟɧɬ ɜɫɟ-ɬɚɤɢ ɢɦɟɟɬ 
ɨɩɪɟɞɟɥɟɧɧɭɸ ɫɜɨɛɨɞɭ ɜɵɛɨɪɚ, ɤɚɤ ɜ ɫɥɭɱɚɟ ɩɟɪɫɭɚɡɢɜɧɨɝɨ 
ɜɨɡɞɟɣɫɬɜɢɹ (ɢɦɟɧɧɨ ɨɧ ɩɪɢɧɢɦɚɟɬ ɨɤɨɧɱɚɬɟɥɶɧɨɟ ɪɟɲɟɧɢɟ ɨ 
ɬɨɦ, ɧɚ ɤɚɤɭɸ ɩɨɞɩɢɫɤɭ ɫɨɝɥɚɫɢɬɶɫɹ), ɧɨ ɜ ɨɬɥɢɱɢɟ ɨɬ 
ɩɟɪɫɭɚɡɢɜɧɨɫɬɢ, ɝɞɟ ɠɟɥɚɧɢɹ ɤɥɢɟɧɬɚ ɜ ɩɪɢɨɪɢɬɟɬɟ, ɜ ɞɚɧɧɨɦ 
ɫɥɭɱɚɟ ɢɡɞɚɬɟɥɢ ɠɭɪɧɚɥɚ ɩɪɟɫɥɟɞɭɸɬ ɨɩɪɟɞɟɥɟɧɧɵɟ ɰɟɥɢ: ɢɦ 
ɜɵɝɨɞɧɟɟ ɩɪɨɞɚɬɶ ɩɨɥɧɵɣ ɤɨɦɩɥɟɤɬ ɢɡɞɚɧɢɹ, ɬɚɤ ɤɚɤ ɰɟɧɚ 
ɞɨɫɬɭɩɚ ɤ ɧɟɦɭ ɜ ɩɨɫɥɟɞɭɸɳɢɟ ɩɟɪɢɨɞɵ ɫɬɚɧɨɜɢɬɫɹ ɜɵɲɟ. 
ȼɬɨɪɨɣ ɷɥɟɦɟɧɬ ɦɚɧɢɩɭɥɹɰɢɢ, ɤɨɬɨɪɵɣ ɦɨɠɧɨ ɡɚɦɟɬɢɬɶ ɧɚ 

ɬɨɣ ɠɟ ɫɬɪɚɧɢɰɟ ɫɚɣɬɚ, – ɷɬɨ ɨɩɢɫɚɧɢɟ ɞɨɫɬɨɢɧɫɬɜ ɠɭɪɧɚɥɚ: 

Read by the world's political and business leaders; Available in 

a format to suit your life; A unique global perspective: The 

Economist's vision of the world, style and philosophy are 

different from other publications. We are international, we stress 

the links between politics and business, we are irreverent and we 

are independent. If it matters in our world we cover it  –  and 

cover it well. ȼ ɩɪɟɞɫɬɚɜɥɟɧɧɵɯ ɫɨɨɛɳɟɧɢɹɯ ɢɡɞɚɬɟɥɶɫɬɜɨ 
ɫɨɡɞɚɟɬ ɨɛɪɚɡ ɭɧɢɤɚɥɶɧɨɫɬɢ ɠɭɪɧɚɥɚ ɩɪɢ ɩɨɦɨɳɢ ɫɥɨɜ 
―unique‖, ―different from other publications‖. ɂɧɮɨɪɦɚɰɢɹ ɨ 
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https://subscription.economist.com/offers/subscription 



41 

ɬɨɦ, ɱɬɨ ɠɭɪɧɚɥ ɱɢɬɚɸɬ ―the world‘s political and business 

leaders‖ ɦɨɠɟɬ ɫɩɨɞɜɢɝɧɭɬɶ ɱɟɥɨɜɟɤɚ ɧɚ ɩɪɢɧɹɬɢɟ ɪɟɲɟɧɢɹ ɨ 
ɩɨɞɩɢɫɤɟ, ɬɚɤ ɤɚɤ ɨɧ ɯɨɱɟɬ ɚɫɫɨɰɢɢɪɨɜɚɬɶ ɫɟɛɹ ɫ ɝɪɭɩɩɨɣ 
ɭɫɩɟɲɧɵɯ ɥɸɞɟɣ ɢɡ ɫɮɟɪɵ ɛɢɡɧɟɫɚ ɢ ɩɨɥɢɬɢɤɢ. 

ɋɭɳɟɫɬɜɭɟɬ ɫɭɠɞɟɧɢɟ, ɱɬɨ ɞɥɹ ɬɨɝɨ ɱɬɨɛɵ ɜɨɡɞɟɣɫɬɜɨɜɚɬɶ 
ɧɚ ɫɨɛɟɫɟɞɧɢɤɚ ɧɟɨɛɯɨɞɢɦɨ ɩɪɨɹɜɥɹɬɶ ɧɟɤɭɸ ɫɬɟɩɟɧɶ 
ɚɝɪɟɫɫɢɢ ɩɨ ɨɬɧɨɲɟɧɢɸ ɤ ɧɟɦɭ (Sean McPheat, 2010). Ɍɚɤɚɹ 
ɬɚɤɬɢɤɚ ɜɟɞɟɧɢɹ ɛɟɫɟɞɵ ɦɨɠɟɬ ɛɵɬɶ ɭɫɩɟɲɧɨɣ ɜ ɧɟɤɨɬɨɪɵɯ 
ɫɥɭɱɚɹɯ ɢ ɨɛɟɫɩɟɱɢɬɶ ɞɨɫɬɢɠɟɧɢɟ ɧɟɨɛɯɨɞɢɦɵɯ ɰɟɥɟɣ, 
ɨɞɧɚɤɨ ɨɧɚ ɱɚɫɬɨ ɪɚɡɪɭɲɚɟɬ ɜɡɚɢɦɨɩɨɧɢɦɚɧɢɟ. Ȼɨɥɟɟ ɬɨɝɨ, ɜ 
ɷɬɨɦ ɫɥɭɱɚɟ ɭ ɫɨɛɟɫɟɞɧɢɤɚ ɧɟ ɨɫɬɚɟɬɫɹ ɭɛɟɠɞɟɧɧɨɫɬɢ ɜ 
ɢɫɬɢɧɧɨɫɬɢ ɢ ɩɪɚɜɞɢɜɨɫɬɢ ɬɨɣ ɢɧɮɨɪɦɚɰɢɢ, ɤɨɬɨɪɚɹ ɟɦɭ 
ɩɪɟɞɨɫɬɚɜɥɟɧɚ, ɨɧ ɥɢɲɶ ɩɨɞɞɚɟɬɫɹ ɜɨɡɞɟɣɫɬɜɢɸ ɢɡ-ɡɚ 
ɞɚɜɥɟɧɢɹ ɧɟɝɚɬɢɜɧɨɝɨ ɯɚɪɚɤɬɟɪɚ. Ʉ ɬɚɤɨɦɭ ɜɢɞɭ ɜɨɡɞɟɣɫɬɜɢɹ 
ɦɨɠɧɨ ɨɬɧɟɫɬɢ ɥɢɧɝɜɢɫɬɢɱɟɫɤɨɟ ɩɪɢɧɭɠɞɟɧɢɟ, ɤɨɬɨɪɨɟ ɜ 
ɨɬɥɢɱɢɟ ɨɬ ɩɟɪɫɭɚɡɢɜɧɨɫɬɢ ɹɜɥɹɟɬɫɹ ɚɦɨɪɚɥɶɧɵɦɢ. 
Ʌɢɧɝɜɢɫɬɢɱɟɫɤɨɟ ɩɪɢɧɭɠɞɟɧɢɟ ɯɚɪɚɤɬɟɪɧɨ ɞɥɹ ɫɢɬɭɚɰɢɣ, ɝɞɟ 
ɭɱɚɫɬɧɢɤɢ ɤɨɦɦɭɧɢɤɚɰɢɢ ɧɚɞɟɥɟɧɵ ɪɚɡɧɨɣ ɜɥɚɫɬɶɸ. 
Ɋɚɫɫɦɨɬɪɢɦ ɩɪɢɦɟɪɵ: 

1.―Remember, I want Цв РТrХЬ ЬЦТХТЧР,‖ ЬСО аКЬ ЬКвТЧР ТЧЭШ 
the phone. I could tell from her tone she was talking to Lucia, the 

ПКЬСТШЧ НТrОМЭШr аСШ‘Н ЛО ТЧ МСКrРО ШП ЭСО ЮpМШЦТЧР BrКгТХ 
ЬСШШЭ, КЛШЮЭ СШа ЭСО ЦШНОХЬ ЬСШЮХН КppОКr. ―HКppв, ХШЭЬ ШП 
teeth, clean healthy girls. No brooding, no anger, no frowning, no 

dark makeup. I want them shining. I mean it, Lucia: I will accept 

nothing less.‖ (LКЮrОЧ АОТsЛОrРОr ―TСО DОЯТХ АОКrs PrКНК‖, p. 
103) 

2.―AСЧ-dre-КС, КЬ I‘ЯО ЦКНО clear a dozen times already, the 

rОЯТОа I‘Ц ХШШФТЧР ПШr ТЬ ТЧ ЭСОАКЬСТЧРЭШЧ PШЬЭ. ВШЮ‘ЯО СОКrН ШП 
that little newspaper, right? Just like New York has the New York 

Times, Washington, D.C., has its own paper, too. See how that 

works?‖ HОr ЯШТМО аКЬ ЧШа ЛОвШЧН ЦШМФТЧР: ЬСО аКЬ ЬШ 
incredibly patronizing that she was only one step away from 

actually addressing me in baby talk. (LКЮrОЧ АОТsЛОrРОr ―TСО 
DОЯТХ АОКrs PrКНК‖, p. 192) 
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Ʌɢɧɝɜɢɫɬɢɱɟɫɤɨɟ ɩɪɢɧɭɠɞɟɧɢɟ ɨɬɥɢɱɚɟɬɫɹ ɨɬ 
ɦɚɧɢɩɭɥɹɰɢɢ ɩɪɹɦɨɬɨɣ: ɝɨɜɨɪɹɳɢɣ ɧɟ ɩɵɬɚɟɬɫɹ ɫɤɪɵɬɶ ɫɜɨɢ 
ɢɫɬɢɧɧɵɟ ɧɚɦɟɪɟɧɢɹ ɜɨɡɞɟɣɫɬɜɨɜɚɬɶ ɧɚ ɫɨɛɟɫɟɞɧɢɤɚ, ɚ, 
ɧɚɩɪɨɬɢɜ, ɩɨɞɱɟɪɤɢɜɚɟɬ ɢɯ. ȼ ɩɪɢɦɟɪɟ (1) ɝɨɜɨɪɹɳɢɣ ɩɪɢ 
ɜɵɪɚɠɟɧɢɢ ɫɜɨɟɝɨ ɠɟɥɚɧɢɹ ɧɟɨɞɧɨɤɪɚɬɧɨ ɢɫɩɨɥɶɡɭɟɬ ɝɥɚɝɨɥ 
―want‖, ɤɨɬɨɪɵɣ ɫ ɬɨɱɤɢ ɡɪɟɧɢɹ ɤɭɥɶɬɭɪɵ ɚɧɝɥɢɣɫɤɨɣ ɡɜɭɱɢɬ 
ɫɥɢɲɤɨɦ ɩɪɹɦɨɥɢɧɟɣɧɨ ɢ ɞɚɠɟ ɝɪɭɛɨ. Ƚɨɜɨɪɹɳɢɣ ɧɚɦɟɪɟɧɧɨ 
ɩɨɞɱɟɪɤɢɜɚɟɬ ɨɞɧɨɡɧɚɱɧɨɫɬɶ ɫɜɨɢɯ ɫɭɠɞɟɧɢɣ, ɩɵɬɚɹɫɶ 
ɧɚɜɹɡɚɬɶ ɫɜɨɸ ɜɨɥɸ. ɋ ɬɨɱɤɢ ɡɪɟɧɢɹ ɫɢɧɬɚɤɫɢɫɚ ɜ ɩɪɢɦɟɪɟ 
(1) ɩɪɟɨɛɥɚɞɚɸɬ ɧɟɩɨɥɧɵɟ ɩɪɟɞɥɨɠɟɧɢɹ, ɫɨɞɟɪɠɚɳɢɟ ɥɢɲɶ 
ɢɧɮɨɪɦɚɰɢɸ, ɧɟɨɛɯɨɞɢɦɭɸ  ɞɥɹ ɞɨɫɬɢɠɟɧɢɹ ɝɨɜɨɪɹɳɢɦ 

ɰɟɥɢ: Happy, lots of teeth, clean healthy girls. No brooding, no 

anger, no frowning, no dark makeup. ɉɪɟɞɥɨɠɟɧɢɟ «I mean it, 

Lucia: I will accept nothing less» ɥɢɲɚɟɬ ɫɨɛɟɫɟɞɧɢɤɚ ɫɜɨɛɨɞɵ 

ɜɵɛɨɪɚ ɢ ɩɨɞɱɟɪɤɢɜɚɟɬ ɩɪɢɧɭɞɢɬɟɥɶɧɵɣ ɯɚɪɚɤɬɟɪ ɞɚɧɧɨɝɨ 

ɪɟɱɟɜɨɝɨ ɜɵɫɤɚɡɵɜɚɧɢɹ. 

ɇɟɫɦɨɬɪɹ ɧɚ ɪɚɡɧɢɰɭ ɦɟɠɞɭ ɩɨɧɹɬɢɹɦɢ ɜɨɡɞɟɣɫɬɜɢɟ, 
ɩɟɪɫɭɚɡɢɜɧɨɫɬɶ, ɦɚɧɢɩɭɥɢɪɨɜɚɧɢɟ ɢ ɥɢɧɝɜɢɫɬɢɱɟɫɤɨɟ 
ɩɪɢɧɭɠɞɟɧɢɟ, ɜɨɡɧɢɤɚɸɬ ɫɢɬɭɚɰɢɢ, ɝɞɟ ɝɪɚɧɢɰɚ ɦɟɠɞɭ ɧɢɦɢ 
ɞɨɜɨɥɶɧɨ ɪɚɡɦɵɬɚ, ɤɨɝɞɚ ɨɞɧɭ ɢ ɬɭ ɠɟ ɤɨɦɦɭɧɢɤɚɬɢɜɧɭɸ 
ɬɚɤɬɢɤɭ ɦɨɠɧɨ ɨɬɧɟɫɬɢ ɤ ɪɚɡɧɵɦ ɬɢɩɚɦ ɜɨɡɞɟɣɫɬɜɢɹ. 

ɇɚɩɪɢɦɟɪ, ɪɟɤɥɚɦɧɵɟ ɫɨɨɛɳɟɧɢɹ ɢ ɢɧɮɨɪɦɚɰɢɸ ɫ ɫɚɣɬɨɜ 
ɛɢɡɧɟɫ-ɬɪɟɧɟɪɨɜ ɦɨɠɧɨ ɨɬɧɟɫɬɢ ɤ ɩɟɪɫɭɚɡɢɜɧɨɦɭ 
ɜɨɡɞɟɣɫɬɜɢɸ, ɬɚɤ ɤɚɤ ɩɨɞɨɛɧɨɟ ɨɛɳɟɧɢɟ ɨɫɬɚɜɥɹɟɬ 
ɪɟɰɢɩɢɟɧɬɭ ɛɨɥɶɲɭɸ ɫɜɨɛɨɞɭ ɜɵɛɨɪɚ: ɨɬɧɨɲɟɧɢɹ ɦɟɠɞɭ 
«ɭɛɟɠɞɚɸɳɢɦ» ɢ «ɭɛɟɠɞɚɟɦɵɦ» ɞɢɫɬɚɧɬɧɵ, ɭɱɚɫɬɧɢɤɢ 
ɤɨɦɦɭɧɢɤɚɰɢɢ ɧɟ ɧɚɞɟɥɟɧɵ ɜɥɚɫɬɧɵɦɢ ɯɚɪɚɤɬɟɪɢɫɬɢɤɚɦɢ. 
Ȼɨɥɟɟ ɬɨɝɨ, ɨɛɳɟɧɢɟ ɨɫɭɳɟɫɬɜɥɹɟɬɫɹ ɫ ɩɨɦɨɳɶɸ 
ɜɫɩɨɦɨɝɚɬɟɥɶɧɵɯ ɭɫɬɪɨɣɫɬɜ (ɬɟɥɟɜɢɡɨɪ, ɢɧɬɟɪɧɟɬ), 
ɫɥɟɞɨɜɚɬɟɥɶɧɨ, ɩɪɟɞɨɫɬɚɜɥɹɹ ɢɧɮɨɪɦɚɰɢɸ, ɭɛɟɠɞɚɸɳɢɣ ɧɟ 
ɜɫɟɝɞɚ ɡɧɚɟɬ ɪɟɚɤɰɢɸ ɫɨɛɟɫɟɞɧɢɤɚ ɢ ɧɟ ɢɦɟɟɬ ɜɨɡɦɨɠɧɨɫɬɢ 
ɩɪɨɞɨɥɠɢɬɶ ɞɢɚɥɨɝ ɞɥɹ ɩɨɫɥɟɞɭɸɳɟɝɨ ɭɛɟɠɞɟɧɢɹ ɜ ɫɥɭɱɚɟ 
ɧɟɫɨɝɥɚɫɢɹ. ɋɨɨɬɜɟɬɫɬɜɟɧɧɨ, ɪɟɰɢɩɢɟɧɬ ɢɦɟɟɬ ɛɨɥɶɲɭɸ 
ɫɜɨɛɨɞɭ ɜɵɛɨɪɚ. Ɉɞɧɚɤɨ, ɤɚɤ ɩɨɤɚɡɵɜɚɟɬ ɩɪɢɦɟɪ ɢɡ ɝɚɡɟɬɵ 
―The Economist‖, ɧɟɪɟɞɤɨ ɩɨɫɪɟɞɫɬɜɨɦ ɪɟɤɥɚɦɧɵɯ 
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ɫɨɨɛɳɟɧɢɣ ɝɨɜɨɪɹɳɢɣ ɩɨɞɜɟɪɝɚɟɬɫɹ ɫɤɪɵɬɨɦɭ ɜɨɡɞɟɣɫɬɜɢɸ 
ɢɥɢ ɦɚɧɢɩɭɥɢɪɨɜɚɧɢɸ, ɧɟ ɨɫɨɡɧɚɜɚɹ ɷɬɨɝɨ. 

ȼɵɜɨɞɵ 

Ɍɚɤɢɦ ɨɛɪɚɡɨɦ, ɜ ɞɟɥɨɜɨɦ ɨɛɳɟɧɢɢ ɦɨɠɧɨ ɧɚɛɥɸɞɚɬɶ 
ɪɚɡɥɢɱɧɵɟ ɫɬɪɚɬɟɝɢɢ ɜɨɡɞɟɣɫɬɜɢɹ: ɩɟɪɫɭɚɡɢɜɧɵɟ, 
ɦɚɧɢɩɭɥɹɬɢɜɧɵɟ ɢ ɩɪɢɧɭɠɞɚɸɳɢɟ. Ɍɢɩ ɜɨɡɞɟɣɫɬɜɢɹ 
ɨɩɪɟɞɟɥɹɟɬ ɡɜɭɱɚɧɢɟ ɪɟɱɟɜɨɝɨ ɫɨɨɛɳɟɧɢɹ ɫ ɬɨɱɤɢ ɡɪɟɧɢɹ 
ɷɬɢɱɟɫɤɢɯ ɢ ɧɪɚɜɫɬɜɟɧɧɵɯ ɧɨɪɦ. ɉɟɪɫɭɚɡɢɜɧɭɸ ɫɬɪɚɬɟɝɢɸ ɜ 
ɞɚɧɧɨɦ ɫɦɵɫɥɟ ɧɟɥɶɡɹ ɨɬɧɟɫɬɢ ɧɢ ɤ ɩɨɡɢɬɢɜɧɨɦɭ, ɧɢ ɤ 
ɧɟɝɚɬɢɜɧɨɦɭ ɬɢɩɭ ɜɨɡɞɟɣɫɬɜɢɹ. Ɍɟɯɧɨɥɨɝɢɢ ɩɟɪɫɭɚɡɢɜɧɨɝɨ 
ɜɨɡɞɟɣɫɬɜɢɹ ɧɟɣɬɪɚɥɶɧɵ ɩɨ ɨɬɧɨɲɟɧɢɸ ɤ ɪɟɰɢɩɢɟɧɬɭ, ɬɚɤ 
ɤɚɤ ɩɨɡɜɨɥɹɸɬ ɩɨɡɢɰɢɨɧɢɪɨɜɚɬɶ ɩɪɟɞɩɨɱɬɟɧɢɹ ɫɨɛɟɫɟɞɧɢɤɚ 
ɤɚɤ ɛɨɥɟɟ ɡɧɚɱɢɦɵɟ ɞɥɹ ɝɨɜɨɪɹɳɟɝɨ, ɱɟɦ ɫɜɨɢ ɫɨɛɫɬɜɟɧɧɵɟ 
ɢɧɬɟɪɟɫɵ. 
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