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H. /1. PomanoBa

MocKOBCKHUI TOCYAapCTBEHHbIN JHHIBUCTHYCCKUH
YHUBEPCUTET

TEXHOJIOTUS “FEEL - FELT - FOUND” U IPYT'HE
IHNEPCYA3UBHBIE CPEJACTBA U3MEHEHUSA
INOCTKOMMYHUKATHUBHOI'O NIOBEJIEHU S
PEIIUIIMEHTA

B cmamve paccmampusaiomcs mexHonocuu  nepcyazu8HOCMmu,
ahpexmuenvle ¢ MOUKU 3PEHUS USMEHEHUS NOCIKOMMYHUKAMUBHO20
nosedeHUs. peyunueHma 8 ammocgepe COXpAHEHUsT 2APMOHUU C HUM.
Ocobviil  axyenm coeran Ha mexnonozuio ‘feel — felt — found”,
Komopas @xuouaem 6 cebsi mpu OMOeIbHbIX IMANA: 6blPAdlCeHUe
nooodepoicku (aman «feel»), ccoiika na auunviii onvim (3man ‘‘felt”),
npedocmasnerue arbmepuamusol (3man ‘found”).

Lenv mexnonoeuu ‘feel — felt — found” — nomensmo ommuowenue
peyunuenma K cumyayuu u CMOMUGUPOBAMb €20 HA O0CO3HAHHOE
npuHamue MOYKU 3peHust 208opaujeco. Aemop noouepkueaem, 4Ymo
mexnonoaus “‘feel — felt — found” coommocumcs ¢ xoonepamusHvim
obwenuem u eocxooum Kk meopuu eexciusocmu Il. bpayn u C.
Jlesuncona (Brown & Levinson 2014), nockonvky npu ee
UCHOTL306AHUU 2080PAWULL  Oeldem aKyenm HA o0wux MOMeHmAx,
00bEOUHSIOWUX €20 C PeYUNUEHMOM, A UMEHHO HA CXOJNCUX YY8CMEAX,
Komopbwle ObLiu UCNbIMAalbl. ABMOp NOOKpenisien ce80u paccydlicoeHus
npumepamu  0bWeHUs  «npooagey — NOKYNAmMenby U MaKice
deMoHCcmpupyem, umo 8 Hekomopwvix cumyayusix ‘feel — felt — found”
He 6ce20a UCHONb3Yemcsi 6 NOJHOM 6apuanme, a 3a0eticmeyem Julb
08a Uy oaxce 0OUH IMan ee pearu3ayui.

Texnonoeust noucka peuienusi, Kak npPAeUIO  Peanu308aHHAs
PA3TUYHBIMU — GONPOCUMENbHLIMU — YOpMAMU,  SGNAEMC  MAKHCce
Heobxoo0umol 011 mo2o, umobvl yOeoumsv peyunuenma NOMeHAMb
CBOI0 MOYKY 3PeHUsi OMHOCUmenvHo npeomema xommynukayuu. C
NOMOWU NOUCKA PEWEHUsL 2080pseMy NPEOCMABISEMCsL 803MONCHBIM
BbISICHUNMD, KAKUe (AaKmopvl NPensimcmeyiom Co2nacuro U, npuHuMas
UX 60 BHUMAHUE, NPEONOACUMD sapuanmul  nepeyoel’cOeHuUs
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peyunuenma. B cnyuae 6o3HuKHOSeHUs  commeHus 60  6pems
nepe2o8opos asmop 8vl0easient MEXHOA02UI0 PA3PeuleHus COMHEHUl, 8
ocHOB8e Komopou, Kak u 6 mexnonoauu ‘feel — felt — found”, maxoice
JIeIHCUM BBIPAdICEHUE NOHUMAHUS GbICKA3AHHO20 HEeCO2AACUSL.

Komnnexcnoe UCNOTL308ANUS ONUCAHHBIX MexHOI02Ul
nepcyasusHozo  8o30elicmeus  IQ@OeKmueHo ¢ MOUKU  3PEHUs
yeenuuenus 8030etcmayouje2o NOMeHYuaIa CKa3aHHozo.

Kniouesvle  cnoga: mepcyazuenocmv,  meopus — 8edHCIUBOCHIU,
mexnono2uu nepcyasusHocmu, mexvonocus ‘‘feel — felt — found”,
sbipaoicenie N000EPICKU, CCHLIKA HA TUYHBIL ONbIM, NPedoCmasleHue
ANbIMEPHAMUByl,  MEXHONO2UsL NOUCKA — peuteHusi,  opmuposanue
yyecmea 0OWHOCMU, pazpeuienue CoMHeHUIL.

UDC 81.42
https://doi.org/10.25076/vpl.35.04
I. D. Romanova

Moscow State Linguistic University

THE “FEEL - FELT — FOUND” TECHNIQUE AND OTHER
PERSUASIVE MEANS OF CHANGING POST
COMMUNICATIVE BEHAVIOUR OF THE RECIPIENT

The article explores persuasive techniques considered useful in
terms of changing post-communicative behavior. The study views ‘feel
— felt — found” as the key technique of the objection handling which
includes three standard steps: 1) empathize with the customer and show
how you feel; 2) appeal to somebody else’s experience and say that
other people felt the same; 3) present what other people found.
Depending on certain situations, it is possible to skip any of the
mentioned steps while performing the technique.

The aim of the “feel — felt — found” technique is to deal with
objections and change the recipient’s attitude towards the object of
communication. The author emphasizes that “feel — felt — found” can
be viewed as a cooperative technique as its nature goes back to the
principles for constructing polite speech described by P. Brown and C.
Levinson (Brown & Levinson 2014). Likewise politeness principles,
“feel — felt — found” involves claiming common empathy which
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improves the quality of social interaction and shortens the distance
between the speaker and the recipient.

The “feel — felt — found” technique is commonly used by sales
agents to close a sale. The “search for a solution” technique including
various interrogative forms is considered to be essential to persuade
the recipient to change his or her mind. “Search for a solution” gives
the speaker the opportunity to find out the factors preventing the
agreement and, as a result, make a suggestion which can handle the
objection. “Address concerns” is the technique which helps someone to
deal with concerns or criticism. The study stresses that the best way to
change post communicative behavior is to address concerns directly by
the means of various linguistic devices.

The use of the mentioned techniques together can increase the
communicative impact of the utterance. Ample examples demonstrate
the main results of the study.

Key words: persuasion, politeness theory, persuasive techniques,
the “feel — felt — found” technique, empathy, appeal to somebody
else’s experience, presenting the findings, the “search for a solution”
technique, claim common ground, “address concerns” technique.

Beenenue

B coBpemeHHOM MHpEe yMeHHE yOEKIaTh W BO3ICHCTBOBATH Ha
PELIMIIUEHTA SBJISIETCS Ba)KHBIM 3JIEMEHTOM OOIIEHUS B Pa3lUYHBIX
cutyarusax. Oco0yro aKTyalbHOCTh JaHHBIE HABBIKH MPHOOPETAIOT B
cllyyae HECOIJIacHsi CTOPOH, KOrzla cOOECeHUK MPUICP>KUBACTCS NHON
TOYKM 3pEHUS, HMEET OTIWYHbIE BO33PEHMS WJIM HCHBITHIBAET
COMHEHHS II0 IOBOAY yciblLaHHOro. Ilpy  BO3HMKHOBEHHUU
[IEPEYUCIICHHBIX (DAKTOPOB IepeyOexIeHHE PELUINEHTa — CIIOXKHAS
3amaya, OCOOCHHO €cliH pedb HAeT He O KOH(PJIUKTHOM, a o
KOOIIEpaTHUBHOM CIIOoco0€ pa3pelieHns CUTyaly. B TaHHOW cTaTbe MBI
paccMaTpuBaeM TaKde JIMHIBHCTHYECKHE TEXHOJOIMU BO3ACHCTBUS U
TEXHUKH WX  pEIM3alM, KOTOpble  IIO3BOJISIIOT  HM3MEHHTH
MIOCTKOMMYHUKAaTUBHOE IIOBEACHHE pELUUINHEHTa Ha OCO3HAHHOM
YPOBHE U COXPaHUTh TapMOHHUIO B OOIIEHMH C mociaenHuM. Takue
TEXHOJIOTUU Mbl Ha3bIBAEM TEXHOJOIHSIMHU MEPCYa3UBHOCTH.

Ilepcya3nBHOCTE OTHOCUTCSI K KOHTPOJIUPYEMOMY (OCO3HAHHOMY)
B3aMMOJCUCTBUIO HMHIWBHIOB, BO BpEMS KOTOPOrO HWHHLIMATOP
oOmieHuss mbITaeTcss yOeauTh coOeceHUKAa MEpEecCMOTPETh CBOE
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OTHOIIICHHUE K HpO6JICM€ U HU3MCHUTHL C€ro IMOCTKOMMYHHUKATUBHOC
MOBEJICHUE MOCPEACTBOM Iepeiaud MHGOPMAIIMY, TIPH STOM HE JIMIIAs
nocieanero cBoboas! Beidopa (Perloff, 2017, c. 8). B coBpemenHOM
MPOYTEHUH TMEpCYa3uBHOCTh TIPENCTaBIsieT Cco0OM  KOMOWHAIMIO
OCHOBHBIX IIPUHIHWIIOB Y6C)KI[6HI/I$[, M3BECTHBIX C€OI€ C BpPEMCH
Apucrorenss (3Toca, Jyoroca M Tnadoca) 3a HCKIIOYEHUEM TOU
OCO6eHHOCTI/I, YTO B HAllK THU B CUJIY U3MCHCHUA COHI/IaHBHOﬁ JKU3HU
3ajiaua Mepcya3uBHOCTH HE «CTOJIBKO C(OPMUPOBATH 3HAHUE, CKOIBKO
chopMUpOBaTH MHEHHE», C YYETOM OCOOCHHOCTEW coOeceHHKa H
aymutopun (Crepumn, 2012, c. 10). Ilepcya3uBHOCTH BBIIEISIETCS
Cpeoy IOPYIHMX THIIOB BO3AEHCTBHUS CIEAYIOIMMHU mpu3Hakamu: (1)
MEepCya3suBHOCTb — OTO OMKPbUMbLL THIT COIIMAIBLHOTO BO3/ICHCTBUS
(Sorlin, 2016, c. 128); (2) npemnouTeHuss coOeceIHUKA
MO3HIIMOHUPYIOTCSL KaK Oojiee 3HAUMMBIE JUIsl YOXKIIAIOIIEro, YeM €ro
cobcTBeHHbBIE; (3) TepCya3sHMBHOCTH OCHOBBIBACTCS HAa OCO3HAHHOM
yOeKIeHnn: o00€ CTOPOHBI B3aUMONCHCTBHS IOHMMAIOT, YTO
TIPOMCXOMIUT TIPOIIECC OKa3aHWsS BO3ICHCTBUS; (4) TMEpPCya3suBHOCTH
Mo/ipa3yMeBaeT JIUIIb NONbIMKY WHANBHUIA TOBIUATH HA PELUITNEHTA;
(5) mepcya3uBHOE BO3JIECHCTBHE OCTABISIET aapecaTy CBOOOAY BhIOOpa
(Perloff 2017). IlepeunciieHHbIC BHIIIE OTIWYUTEIBLHBIE OCOOCHHOCTH,
KOTOpBIE TIPEACTABISIIOT W3 ce0s HEKylo «3a00Ty» O coOecemHmKe,
MMOKa3bIBAIOT, YTO WCIONB30BAHHE TEXHOIOTUH IePCYa3uBHOCTH
MTO3BOJISIET TOCTHYh TIOCTABIICHHBIX IieNiell B aTtMocdepe sghgexmusno
BBICTPOCHHOTO COIMAJIbHOTO KOHTAKTa MEXKIy YOSKIAlomuM W
yoexmaempim  (Cockcroft, 2015, c¢. 185). DOddexruBHOCTH
WCIIONB30BAHMUS  TEXHOJNOTHH  IEPCya3uBHOCTH  TPOSABISETCS B
COXpaHEHNH KOMMYHHKATHBHOTO DaBHOBECHS C COOECEIHHKOM B
mporecce poctmwkenus nemu (Crepuun, 2001, c. 62). B pesympraTe
WCCIEIOBAHMST  yNANOCh  BBIACINTh  HECKONBKO  TEXHOJIOTHH
MepPCya3suBHOCTH, KOTOPBIE WCHONB3YIOTCSA ISl TOro, YTOOBI yOeauTh
peIHIIEeHTa TIOMEHITh CBOIO TOUKY 3pEHHUSI.

MarepuaJjibl 4 METOABI

MartepuanoM WCCIIEIOBAaHUS MOCTYXHIIN ayTEeHTHYHBIE Y4EeOHBIE
Kypchl obmiero u aenoBoro anriuiickoro (The Business, CAE Practice
Tests), y4eOHBIH TOAKACT TO OW3HEC — KOMMYyHHKaIwu ‘‘Business
English Pod”, a taxxe marepuaibl peKOMEHAATENBHOTO XapaKTepa 1o
s exTnBHOMY BelneHHIO OM3HEca, MPEICTaBICHHBIE B COBPEMEHHOU
mutepatype u B cetu MuatepHer. Ilpm ananmuse wmarepuaiioB
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WCCIICIOBAHNS aBTOPHI HWCIIOJIB30BAM JIMHTBUCTUYECCKUH, JIEKCHUKO-
CEMaHTUYeCKUI 1 CUCTECMHO-NHTCPAKTUBHBIC MCTO/bI.

Pe3yabTaThl U 00CyKAEHASA

Texnosaorus “feel — felt — found”

OpHoil W3 camMoi TOMYJSIPHOM TEXHOJIOTHMEH IepCya3nBHOCTH,
KOTOpasd IIO3BOJIACT HU3MCHHUTH Y6e)KI[eHI/ISI peuunueHTa, ABJIACTCA
Texnosiorus “feel — felt — found”. YOexaenue ¢ momomipio 3ToM
TEXHOJOTHU BKJIIOYA€T B Ce0S ATOCHBIM, JIOTOCHBIA H TadOCHBIN
KOMITOHCHT NEPCYa3MBHOCTU MU OCYHICCTBJIACTCA B TPH 3Talld, KOTOPLIC
BBICTPOEHBI B JIOTMUYECKON TocienoBarenbHocTH. TexHomorus “feel —
felt — found” wucnonp3yercs B cilyyae Hecoryiacusi WM COMHEHUS
pPELMITUEeHTa B UCTUHHOCTU TPENOCTABIIEMON MHPOPMAMH U MMeeT
HeJb10 IIOMCHSTH OTHOIIICHUEC IIOCJIICAHET O K CUTyaluu,
CMOTHUBHUPOBATH €TI0 HAa IIPUHATUE TOYKU 3PCHUA IOBOPAIIETO. ITonHbri
BapHuaHT TEXHOJIOI'MU BKIIFOYAET B cebst TpHU dTalma, Ka)Kl];I)II‘/Il N3 KOTOPBIX
MOXXET  (YHKIIMOHMPOBATh  CaMOCTOSTENBHO: 1)  BBIpaKEHHSA
nonaepskku (3tam “feel”); 2) cchlika Ha MMYHBIN ombIT (3Tanm “felt”); 3)
TIPEIIOKCHAE aJbTEPHATHBEI (aTam “found”). Camas
pacnpocTpaHeHHasl CUTyallds HCIONb30BaHMUs IAHHOH TEXHOJOTUU —
3TO OOLIEHHE MEXIY IPOJABIIOM - KOHCYJIBTAaHTOM U NOTEHIMAJIbHBIM
KJIMEHTOM, KOTOpOMY CBOWCTBEHHO BBIpa)KaTb CBOE COMHEHHE IIO
[IOBOZly IOKYIIKM IIpeIjaraeMoro ToBapa WM yciayru. PaccMorpum
bomee moapoOHO (YHKIMOHWPOBAHWE KAXKIOTO JTalma JaHHOU
(hopMymBI.

1. Beipaxkenusi nomgaep:kku (3tam “feel”) mo3BonsieT pacmoIoKUTh
K cebe peLUNUeHTa IIOCPEACTBOM BBIPAXKEHHMS IOHUMAaHHUS U
JNEMOHCTPALMM PAa3leleHHUs €ro 4YyBCTB, YTO BOCXOIAUT K TEOPHUHU
BexumBoctH [1. bpayn u C. Jleeuncona (Brown & Levinson, 2014),
KOTOpBIE  YTBEpPXKIAdd, 4YTO  JUI  YCIEIMHOM  peanu3aluu
KOOIIEPaTHBHOTO OOIIEHHS HEOOXOIUMO CQOPMHPOBATH UYBCTBO
OOILHOCTH, T. €. IOKa3aTh, YTO TOBOPAIIMN U PELUIHEHT — 3TO TOT THII
JIIOJIEH, KOTOPBIE UMEIOT CXOKHI HaOOp IIEHHOCTEH, 1eNel 1 KelaHuH.
B cBoeii coBmecTHOi paboTe “Politeness: some universals in language
usage” I1. bpayr u C. JIeBUHCOH BBIIENSAIOT TPH BO3MOXKHBIX CIIOCO0a
(hopMupoBaHUS YyBCTBa OOIIHOCTH: 1) TOBOPSIIMN AEMOHCTPHUPYET,
YTO KEJaHWs PELUIHNEHTa TaKKe MPEACTaBISIOT Ul HEr0 UHTEPEC; 2)
TOBOPSILMI HOAYEPKUBAET, YTO OH M PEUUIIMEHT HpPUHAIIEKAT K
OJTHOI W TOM K€ COLMAJIbHOW TpYIIE WM KaTErOpUH JIOACH, U3 Yero
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CleAyeT CIEAyroUee: €CIU Mbl MPUHAMIESKUM K OJHOM M TOM XKe
TpyYIITe JIOJICH, CIEN0BATEILHO MBI Pa3ieisieM OJHU M T€ K€ KeJTaHUs
Y YCTAaHOBKH; 3) TOBOpAILIMI [eNaeT akleHT Ha OOLMX MOMEHTax,
O0BEMHSAIONINX €ro C PEUINEHTOM, Ja)XXe €CIM OHU He TPUHAaIeKaT
K OIHOW COIMAaJbHON rpymnme wind Kateropuw moped (Brown &
Levinson, 2014, c. 103). Beipakasi HOHUMaHUE/TIOJIEPIKKY BO BpeMs
peanuzarmu dtana “feel”, roBopsmMii MompasymeBaeT, YTO €ro H
peunIueHTa 00bEUHSET CX0Kee IMOIIMOHAIILHOE COCTOSIHUE, KOTOpOe
OHU uchbITamu. Ha KOTHHUTHBHOM YpOBHE JIaHHBIM 3Tal TEXHOJIOTHU
paboTtaer 1o accoIMaTUBHOMY TMPUHIIHAITY: €CIIA TOBOPSIIEMY 3HAKOMEI
CXOXHE YyBCTBA, TO CIIEJOBATEIBHO OH U PELUIHUEHT MMEET YTO-TO
o01ee, 4TO IMOACO3HATENBFHO COKpAIlaeT IUCTAHIMIO B OOIIEHWH |
yIaydIaer CBs3b MEXIy YYaCTHHKaMW KOMMyHHKanuu. Otan “feel”
COOTBETCTBYET MaOCHOMY KOMIIOHEHTY YOSKICHUS U HCIONb3YeTcs,
KOrJa HEoOXOAMMO oOpaTUThCcs K OSMOIHUSM PEIUIUEHTa U €ro
SMOLIMOHANBHBIM  TPEAyOeXKACHHUAM, a TakKe IoKa3aTh, YTO
TOBOPSAIINI pa3fensier YyBCTBA PEIUIHEHTa OTHOCHUTEIHHO MpeaMeTa
obocyxaenus. I'pammatnyecku Ha dTare “feel” TEXHOJIOrHs MOXKET
peann3oBaThCs KaK C TOMOIIBIO TPOCTHIX MPEUIOKEHUH, TaKk U C
MIOMOIMIBIO  CIIOKHOTIOJYMHEHHBIX TPEIOKEHUH C TPUIATOYHBIM
M3bSICHUTENIBHBIM (0bject clause); JTeKCHUECKH BBIpaXKCHUE MTOHUMAaHHSI
OCYIIECTBIISIIOTCA CJIOBaMH, HMEIOIIMMH OTHOIIEHHUS K YyBCTBaM,
olIyIeHnsaM U smouusM (feel, understand, know, mean). Crnenyromue
(hpa3sl SBISAIOTCS TPUMEPOM PEANTH3AINH JAHHOTO 3Tala TEXHOJIOTHH: [
know what you mean..., I know how you feel, I see..., I understand...
Bripaxkast mogep:kKy TakuM o0pa3oM TOBOPSIIIUI MOpa3yMeBaeT, 9To
OH WCHBITBIBAI CXOXKEE€ OSMOIMOHANBHOE COCTOSHHE U II03TOMY
TTOHUMAET ¥ TOJEPKIBALCT YyBCTBA PELUITHEHTA.

2. Ccpuika Ha JWYHBIA ombIT (3Tam “felt”) 3akmrouaercs B
CIENYIOUIEM: TOBOPSIUMM YIIOMHUHAET CBOM MOpPEAbIAyIIWA ONBIT WU
OITBIT IPYTHX 3HAKOMBIX €MY JIFOJIEH, KOTOPBIE KaK U PEIUIUEHT UMEIN
CXOXXH€ YyBCTBA. YTIOMHHAHHE TOBOPSIIAM IIOXOXEro OIbITa
YCHIIUBAae€T JIOTOCHBIA  KOMITOHEHT  apryMEHTAllid, IIOCKOJBKY
JIOKa3bIBAET CIPABENTMBOCTD MPENBIIYIIETro dTama: Mocie IPUBEACHUS
B IIpUMEpP JINYHOTO OIBITa PEIUIHEHTY CTAHOBUTHCS SICHO, ITOUYEMY €ro
YyBCTBa, HECOTJacHe W COMHEHHUs MOHATHHI roBopsmemMy. CTOUT
OTMETHUTh, YTO Ha JaHHOM OJTale OJHOBPEMEHHO YCHIIMBAETCS HE
TOJIBKO JIOTOCHBIH, HO M 3TOCHBIN KOMITOHEHT YOEXKICHHUS, MTOCKOIBbKY
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BO3pacTaer AOBEpHe K JMYHOCTH TOBOPSIIETO, a CISAOBATENBHO U K
MOCIEAYIONIMM BBIABUTAEMBIM UM HJCSM, MPEATIOKECHUSIM U COBETaM.
B oOmiennu «mpopaBer] — MOKYIATENbY» MOXKET TaKKe YIIOMHUHATHCS
CCBUIKa HE TOJBKO Ha JIMYHBIA OMBIT MPOJABIA, HO M Ha OMBIT JPYTHX
MoKynareneil WM  W3BECTHBIX  JIMYHOCTEW,  YIOBIETBOPEHHBIX
o0cyxaeMbIM ToBapoM. Ha KOrHUTHBHOM ypOBHE YITOMHHAHHE OITBITa
TpPEThel CTOPOHBI paboraer mo cxeme “Everybody says U”, xotopas
o3Hauaer cuenyoilee: Bce ropopar U, cinenoBarenbHo U — mpaBaa
(Sorlin 2016). I'paMMaTH4eCKH CCBUIKA HA JUYHBIA OIMBIT PEAIU3yeTCs
MOCPEJCTBOM  TJIArojoB  MPOUICANIEr0  BPEMEHH, a  TaKKe
CPaBHHUTENIbHBIX KOHCTPYKUWHU (Hampumep like you) wnm Hapednem
same, 4TO CHOBa COOTHOCHTCS ¢ (h)OPMHPOBAHUEM UYBCTBA OOITHOCTH
II. bpaya u C. JleBuHcona. Jlekcmueckass peanu3amusi CCHUIKA Ha
JUYHBIA ONBIT TaKKe KaK M Ha JTale BBIPAKECHUH ITOIJEPIKKA
OCYIIECTBIISIETCS. ¢ TIOMOIIBIO TJIAr0JIOB, OTHOCSIIMXCS K YyBCcTBaM. B
O0IMMX YepTax JaHHBIN AITall TEXHOJOTHH MOXET OBITh MpENCTaBIeH
dbpazoit “I/they felt the same”. Bo3neHCTBYIONMI MMOTSHITMAT TaKUX
BBICKA3bIBAaHUI BO3pAcTaer, KOrJa TOBOPSIIMHA CCBHUIAETCS Ha OIBIT
MyOMMYHOTO YenloBeKa (B TAKOM CIydae emle CHIIbHEE YCHIIMBAeTCA
STOCHBIM KOMIIOHEHT YOeXICHHS), TaKk Kak cuiia (pa3sl W3BECTHOU
JINYHOCTH COMOCTaBMMa C HOPMOM, He mojsiexaiielt comHenuto. Korna
3BE3/bl, BOCHPHWHHMMAaeMble MHOTMMH Kak oOpaszer ycrmexa, HEKHd
9TaJNIOH W 3HATOKH MHPA, JAIOT CBOIO OIEHKY 00 OTIIMYHBIX CBOMCTBAX
pEeKIaMHpPyeMOro TPOAYKTa, TO WX MHEHHE BOCHPHHHMAETCS Kak
aBTopuTeTHas wucTtuHAa. [lodTOMy TpsiMas cchuUlka Ha MHEHHE
MyOTMYHON TMYHOCTH, a TAaK)Ke Ha €ro 4yBCTBA SIBISIETCS MTPEKPACHBIM
cpenctBoM yoexaeHus. CChIIKa Ha OMBIT TPETHErO JIMIA MOXKET TaKKe
YHOTPeONAThCS HE TONBKO B cocTaBe TexHonoruu “‘feel — felt — found”,
HO M CAMOCTOATENFHO KaK TEXHOJIOTHS ane/LUIAIUH K aBTOPUTETY.

3. IlpenocraBnenue aabTepHatuBbl (3Tam “found”). Llems
JAaHHOTO OJTama 3aKiIiouYaeTcs B OOO3HAYSHHWH AallbTePHATUBHBIX
BO33pEHHI, KOTOPBIE BBITEKAIOT W3 COOCTBEHHBIX HAOMIOACHWUN WIH
OIbITa APYTHX JIOACH. AJNBTEPHATHBA CIIOCOOHA pa3BesSTh COMHEHUS
pelMIIEeHTa, aTalTHPOBATh €ro OTHOIICHNE K TMPEAMETY O0CYKIEHUS,
AKIEHTUPYS BHAUMaHWE  Ha  TIOJOXHTEIHHOM pe3ymnbTare.
[IpencraBnenue ajabTEPHATHUBHI SIBJISETCS JOTMYHBIM CIIEICTBUEM U3
sranoB “feel” m “found”, dYTO CHOBa «yKpeIUIseT» JOTOCHBIH
KOMIIOHEHT  aprymMeHTanuu. [’ pamMmaThueckum  JaHHBIM  JTam
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peanu3yercs MNpH [OMOLIM TIJIATOJIOB MPOIICAIIEr0 BPEMEHH H
CIIOKHOTIOJJUMHEHHBIX TIPEIOKECHU T c MPUIATOYHBIM
W3BSCHUTENBHBIM (object clause) wim cnencreust (adverbial clause of
result), a Jiekcuueckr — ¢ moMolnpio riarona find. CoOTBETCTBEHHO
TPETUH 3Tal TEXHOJIOTMHW MOXKET OCYIIECTBIIAThCSA (pasoin “But then
I/they found that...”. llpemioxeHHbIe aTbTEPHATHBHBIC BO33PEHUS HA
ocHoBe TexHoinoruu “feel — felt — found” BbI3BIBarOT y penuImeHTta
OTBETHBIM 3MOI[MOHAIBHBIA OTKJIMK W B peE3yJbTaTe PEIUITHECHT
MPUXOIUT K MOHUMAHHIO, YTO MOJUICPIKKA MPEIIOKCHHBIX UICH — 3TO
pa3yMHOE pelieHHe.

Paccmorpum ¥ mpoaHalM3UpyeM TpUMEPBI, KOTOpPbIE  HATJISIHO
JIEMOHCTPUPYET Hcronb3oBanue texHomoruu “feel — felt — found” B
BO3MOXXHBIX €€ BapHaHTaXx.

(a) Customer: $32,000?! How do you justify that?

Salesperson: I understand how you feel. Like you, a lot of our
customers felt that this was more than they wanted to spend.
However, they soon found that they were saving money. After you
start using the software, you'll reduce your operating costs by 25-30%.

C: As much as that?!

S: Yes, more in some cases — but that’s the average saving. Have |
answered your question? (Allison, 2009, c. 69).

JanHbIl puMep — GparMeHT Oecelbl MPOABIA U MTOTECHIINAIHHOTO
MOKyTAaTeNs, KOTOPBIH BBIPaXKaeT CBOE COMHEHME IO MOBOMY BBICOKOU
IIeHbI Tipetaraemoit yeiyru ($32,0002! How do you justify that?). s
TOTO, YTOOBI TIEpEYOEUTh CBOETO KIMEHTA U JIOKa3aTh, YTO BBICOKAS
IIEHa CIpaBelINBa, OOOCHOBAaHA W BBITOJHA, MPOJABEI CHadYaja
corJamraercs ¢ HUM, BeIpaxas cBoe monnmanue (I understand how you
feel), 3atem cchutaeTcs Ha ONBIT JPYrHUX IOKyMaTened, dTo
peanusyercs CpaBHUTENbHON KOHCTPYKIHEH 1 riaronoM felt (Like you,
a lot of our customers felt that this was more than they wanted to
spend) W B WTOTE TMpeiaracT albTCPHATHUBY, KOTOpAas CONCPIKHUT
HAONIOICHHS YIMOMSHYTBIX JIOJCH M HAauMHACTCS C BBOJHOTO CIIOBA
however, TPOTUBOIIOCTABNISIS BBICKA3aHHOE COMHEHHE WTOTOBOMY
pesynwstaty (However, they soon found that they were saving money).
Takum oOpazom, B mpumepe (a) HCIONB3yeTcs IOMHBIA BapHAHT
texHonoruu “feel — felt — found”.

(b) I understand how you feel. My daughter has a walnut allergy,
and like you, I have to know what’s in the food my daughter eats.
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We’ve had other customers who share your concern, and they felt
Jjust as you do.

Here’s what we found helped them. Our labels list all known
allergens. While the other customers couldn’t get the full ingredient
list, they could spot the specific ingredients that are known to trigger a
known allergy, because all of our labels list out every ingredient that

has a known allergic reaction.
(https://myragolden.com/2018/01/30/the-feel-felt-found-method-for-
empathy/)

JlaHHBI IpUMep — OTBETHAsI peaklys IPOJABLA-KOHCYJIbTAaHTA HA
3alpoc KJIMEHTa MPEJOCTaBUTh IMOJIHOLIEHHBIM COCTaB TOTOBOM €Ibl.
Ecmm nNepeUYNCINTG OCHOBHBIC HWHIPEAUCHTBI HE MPEACTABIIACT
npoOJeMbl, TO TPEJAOCTABICHUE TIONHOrO CITHCKA MOXET OBITh
HEBBII'OAHBIM  H3-3a HCEXKCIaHUA pPaCKpbIBATh OCHOBHOH CCKpET
MIPUT'OTOBJICHUA 6JIIOJIa N KOHKYPCHIIMM Ha PBIHKE HpOHSBOJIPITeJIeﬁ.
OpHaKko OTKa3 OCYIIECTBUTH MOCTYIMUBIIMHA OT KIHUEHTA 3allPOC MOXKET
MO/IOPBATh PEMyTAaIMIO IPOM3BOAMUTENS M CO3/aTh BIEYATIIEHHE O
HEKAaYeCTBEHHOM COCTaBe, KOTOPBIA HE MOJDKEeH OBITh orjamieH. B
takoM ciydae TexHomorus “feel — felt — found” mosBonser KOppeKTHO
1 3(pPeKTUBHO YOSTUTEH PEIUINEHTa B HEBO3MOKHOCTH BBITIOTHUTH TO,
410 OH TpeOyer. Boipakenune mnomuepxku (3tam “feel”) mosBomser
MIPOAEMOHCTPUPOBATh KIMEHTY IOHUMAaHHE TOro, 4YTO €ro 3ampoc
neicTBUTENbHO BaxkHbll: I understand how you feel. My daughter has
a walnut allergy, and like you, I have to know what’s in the food my
daughter eats. [lamee mpomaBell cChUIa€TCI Ha ONBIT APYTHX
MTOKyTIaTeNel, KOTOPbIE HCIBITHIBAIH CX0XKee OECIIOKOMCTBO TIO TTOBOY
cocraBa Omona: We've had other customers who share your concern,
and they felt just as you do. IlpeanoxeHue albTepHATUBHOIO BapHaHTa
paspelieHusl CHTyallMd ITOCPENCTBOM OMNKCAHHUS TOTO, K KaKOMY
BBIBOy NPHUIUIA TPEABIAYIIAE KIHEHTHI, IIOMOTaeT KOPPEKTHO
nepeyoequTh peluueHTa B TOM, YTO TOJHBIA CIIMCOK WHTPEINEHTOB
HeoOs3aTeNeH.

Crnenyromme aa mpumepa (c) u (d) — 3TO HHCTPYKIHUSA I
MIpUMEHEeHMs, KoTopasi OblIa pa3padoTaHa CIEUAIBHO I paOOTHUKOB
kommnanuu “Apple”. lanHple ¢pas3sl mpeacTaBissioT coboil oOpasernn
MTOCTPOEHUSI KOMMYHHKAIIUU C TTOTEHIINAIbHBIMUA KIMEHTAMHU B CITy4dae
BO3MOXKHBIX COMHEHHH 110 TIOBOLY MX TIPOIYKIIHH.

(© Customer: This Mac is  just too expensive.
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Genius: I can see how you'd feel this way. I felt the price was a little
high, but I found it's a real value because of all the built-in software
and  capabilities.  (https://gizmodo.com/how-to-be-a-genius-this-is-
apples-secret-employee-trai-5938323)

(d) Customer: I want an iPad but I need a mouse. I can’t deal with
all this touching.

S: I may know how you feel. 'm a mouse fan and felt as if I'd get
to ..but I found it becomes very easy with a little practice
(https://gizmodo.com/how-to-be-a-genius-this-is-apples-secret-
employee-trai-5938323)

Huanorn (¢) wu (d) Takke [OKA3bIBAIOT, YTO TEXHOJOTHUS
“feel/felt/found” SIBJISICTCSI YHHBEPCAIbHBIM CPEICTBOM
nepeyOexAeHNs pelrIiieHTa.

Kak 6pm1o ormeueno Beine, texnomorus ‘“feel — felt — found”
HE00s3aTeIbHO MCIIONIb3YETCS B IIOJIHOM BapUaHTE. B HEKOTOPBIX
CUTYaIlUSAX JIOCTATOYHO NMPUMEHEHUE JINIIb OJHOT0 WMJIH JIBYX JTAIOB,
YTO U MIPEJICTABIICHO B CIEIYIONIEM IIpUMEpE:

(e) Interviewer: ...and as I was saying, 1'd feel embarrassed about
having a massage. There’s a lot of flab around at my age — too many
rich meals.

Fiona: But an aromatherapist isn’t interested in your figure!
However, it’s true that many people feel inhibited about their bodies,
and a body massage might seem intrusive to them. My advice to
anyone feeling that way would be not to bother with massage.

Interviewer:  Surely you aren’t advising them against
aromatherapy?

Fiona: I didn’t say that. But there are alternative ways to benefit
from essentials oils. One of them is to have a foot reflex treatment. All
you have to take off is your shoes and socks — and it’s as relaxing as a
massage. In fact, it’s more effective.

Interviewer: In what way?

Fiona: The foot reflex treatment offers you the benefits of
reflexology combined with a specially prepared aromatherapy cream.
So you have both the essential oils and the reflex massage addressing
your particular health problems.

Interviewer: Sounds more up my street. But come on, Fiona, for an
old sceptic like me, does it really do anything, apart from relax you?

Fiona: It certainly does! I regularly help clients with digestive and
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respiratory problems, and they re all amazed at the results.

Inteviewer: Right! When can I book an appointment? (Osborn,
2012)

B npencrasinenHom auainore Interviewer — >XypHaJIUCT, KOTOPBII
BBIPKAET PaclpOCTPAHEHHYIO UCI0 HEMPUHSITHS apoMaTepanuy u3-3a
YyBCTBa CTBHIUIMBOCTH cBoero Tena (and as I was saying, 1'd feel
embarrassed about having a massage. There’s a lot of flab around at
my age — too many rich meals). ®uona, pabOTHHUK cCHa-1EHTpa, HE
CUUTACT HY)KHBIM HCIIOJIb30BaTh BHIPAKECHUE IIOHUMAHHMSI U TIOIICPIKKA
CO CBOEH CTOPOHBI 3a HCIIONBL30BAHUE apoMaTepanuu. Bo3MoXHO,
tdpaza “I know how you feel” 3Bydana ObI HEYyMECTHO M HEHCKpPEHHEE
MO0 OTHOIICHHUIO K MTOYKHJIOMY W ITOJTHOBATOMY YEIOBEKY OT COTPYIHUKA
CHa-IeHTpa, KOTOpasi BEpOATHEE BCEro CTPOWHAS W MOJIOJasl JIeBYIIIKA.
®duona HayMHAeT CBOK apryMeHTalui ¢ ¢pasel  “But an
aromatherapist isn’t interested in your figure!”, HO TIOHUMAs, YTO ITO
CTabbIit apryMEHT I MYXXYHHBI MOAKPEIUIIET €r0 CChbIKOH Ha ONMBIT
apyrux Jwpaeii: However, it’s true that many people feel inhibited
about their bodies, and a body massage might seem intrusive to them.
[locne ynmoMuHaHHS YyBCTB W ONIYIIECHHH, CXOXXHX C OINACEHHSIMH
xKypHasncta DroHa Tpe/UiaraeT BapHaHT albTEPHATUBHBIA MacCaxy:
My advice to anyone feeling that way would be not to bother with
massage... But there are alternative ways to benefit from essentials
oils. One of them is to have a foot reflex treatment. All you have to take
off is your shoes and socks — and it’s as relaxing as a massage. In fact,
it’s more effective. JlanHOE TpeUIOKEHUE CIENATh MAaccaXk CTyIHEH
3aMHTEPECOBAIO PEIMIINEHTA, YTO M JTOKA3BIBAET €ro Bompoc “In what
way?”, TpeOyrommii pacckazaTb TOMoapobHee 00 aTbTePHATHBHOM
Bapuante. [Ipomomkenre muanora CoIepKUT OMMCAaHUE MPEHMYIIECTB
Maccaka CTYITHEH, TIOCIE€ HYero pPElUIUeHT B pe3yibTaTe IPOCHT
3amMcaTh €ro Ha TMOAOOHYIO Tpolenypy. B maHHOM pmaiore s
yOeXICHUA IKYpPHAINCTA WCIONB3YIOTCS W APYTHe TEXHOJIOTHH
MepCcya3suBHOCTH, OHAKO MMeHHO TexHomorus “feel — felt — found”
CHOCOOCTBOBANIAa M3MEHEHUIO CKEIITUYHOTO OTHOIIECHUS PEIHITHEHTA B
CTOpPOHY TPHWHATHS HWIEH pellakcallid B cCha-IieHTpe. B pesynbrare
WCIIOTB30BaHUS TAHHOH TEXHOJIOTUH Mepcya3suBHOCTH
ITOCTKOMMYHUKATHBHOE TTOBE/ICHNE PEIIUITUEHTa ObLII0 H3MEHEHO.

TexH0JI0THS MOUCKA pelleHus

Kak u “feel — felt — found”, TexHomormsi momcka pemieHust

73



a¢pexTuBHA B cUTyanusx OOIICHUS MPOAABI[OB-KOHCYJIBTAHTOB U
MOTEHIIUAIBHBIX TOKYIATEICH B CIy4ae BBIPAXKCHUS HECOTJIACHUS WM
COMHEHHSI 110 TMOBOAY MPEUIOKSHHOM YCIYTM WU ToBapa. B sTom
cllydyae BO3HHKAaeT HEOOXOAWMOCTh 00Jee TOYHO BBISICHUTBH, KaKHe
(haKTOpBI MPEMSITCTBYIOT COTJIACHIO, JIUISI TOTO YTOOBI OBLIIO BO3MOXHBIM
MPEUIOKUTh BO3MOXKHBIC BapHUaHThI TEPEYOSKCHUS PEIUITHCHTA.
TexHoMOrMsS TIOUCKA PEIICHHUS MOMOraeT KOHCYJIbTaHTY IOHSATh ITH
(akTOphl M, PYKOBOJCTBYSCH IIOJIYYCHHOM WH(pOpMaIMel, BHECTH
MpeAoXKeHne, KOTopoe OyAeT axkTyaabHO s KIWeHTa B JaHHOU
cuTyalud. B aHIMIMACKOM  SI3bIKE  TEXHOJIOTUSl  peau3yercs
IOCPEICTBOM  Pa3IMYHBIX BOMPOCUTEIBHBIX (OPM  CIICAYIOIIEr O
dopmara: Do you mean, why..? Can you find ... to ...? You are
(probably) asking yourself if it’s worth..., is that right? Is...the only
reason you don’t ...? If you like..., could you make the decision by...?
Can I ask if there’s a particular reason for...? (Allison 2009, c. 70).
Crnenyrommuii TUuanor JeMOHCTPUPYeET (YHKIIMOHUPOBAHHUE TEXHOIOTHU
MTOHCKA pelIeHHUs:

(f) Customer: Can you give me a discount?

Salesperson: Well, I'm glad you asked me that. Our philosophy is
that if we gave discounts, we’d have to compromise on quality and
service — and I'm sure you’d agree that would be a mistake, wouldn’t
you?

C: Yes, I suppose it would.

S: So tell me, is the membership fee the only reason you’re not
ready to sigh up now?

C: Yes. I've just bought a new car, you see.

S: Right. So, if I could postpone your first payment to next year,
would you be ready to sign up today? Would that make sense?
(Allison, 2009, c. 70)

Bonpoc nponaBma-koHcynbTanTa “So tell me, is the membership fee
the only reason you’re not ready to sigh up now?”’ TOMOTaer emy
BBISICHUTh BO3MOJKHBIE NPHUYMHBI HETOTOBHOCTH KIMEHTa ITOAIHCATH
KOHTpakT. B maHHOM cilydae TEXHOJOTHS TIIOMCKAa PEIIeHUS
WCIIONB30BaHA C  YCIIEXOM, TaK Kak KIWEHT [PeJoCTaBiseT
HeoOXoauMyl0 WH(GOpPMAIMI0O O TOM, NOYEMY OH HE COrJlaceH C
npeiaraeMbiMu yeioBusimu (Yes. I've just bought a new car, you see).
[lomyuennass wHpOpManus SBISETCA IS KOHCYIBTaHTa KIFOUYOM K
PEUIEHUI0 MPOOJIEMBI, TaK KaK OH IOIy4aeT MPECTaBICHUE O TOM, YTO
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HEOO0XOAMMO MPEUIOKUTD KIHEHTY: Right. So, if I could postpone your
first payment to next year, would you be ready to sign up today? Would
that make sense? JlaHHas TEXHOJOI'Hs MOMOraeT OCO3HATH UCTHHHBIC
JKEJIAaHUSA W TPEANOYTECHUS PELUIUEHTa, YTO SBJSETCS MPEKPACHBIM
(dyHIaMEHTOM  JUIsi  JaJIbHEHMINEro  OKa3aHWsl  IEpCya3HBHOTO
BO3JICHCTBUSA U YOSXKICHUS PEIMITMCHTA MPUHATH HHOE PEIICHHE.

Crnenymommmii NpuUMep IOKa3bIBaeT, KaK TEXHOJOTUS IIOMCKa
pelIeHUsT CIIOCOOHA HEHABSI3UMBO MOMOYb OIPECIUTHCS MMOKYIIATENI0
C BBIOOPOM B CTOPOHY 0oJiee TOpOroCTOSIIEro MPOyKTa:

(g) Customer: Hello.

Customer: I'm looking for a camera for traveling. Do you have any
recommendations?

Clerk: What kind of pictures do you want to take?

Customer: Well, I'm the member of a tennis club, and want to take a
picture of landscapes or tennis.

Clerk: O.K. You want the camera which can take both far and
near. Don’t you? Well, have you used a camera before?

Customer: I have used a digital camera. But the camera was cheap
and low resolution.

Clerk: I see. I see. Camera A is a high resolution camera. A has
extremely good resolution compared with other cameras. Although this
camera does not have a strong zoom, its sensor is is almost the same as
a single-lens camera.

Customer: I see.

Clerk: For a single lens camera, buying only the lens can cost 100
thousand yen. Compared to this, this camera is a bargain.

Customer: Ah, I see.

Clerk: But, it’s a little expensive, right?

Customer: Well, I think, camera B is good at price.

Clerk: Hahaha, yes, camera B is reasonably priced. But its
performance is low compared with camera A.

Customer: If I use the two cameras will I be able to tell the
difference?

Clerk: Once you compare the pictures taken by these cameras, you
will understand the difference immediately. The picture itself is very
high quality. But, camera B and E are lower resolution, and the picture
is a little bit lower quality.

Customer: Is there also difference in normal size pictures?

75



Clerk: Yes, whether the picture is small or large, there is a
difference

Customer: Considering A has single-lens level performance, it is
surely reasonable.

Clerk: I think so too. The general price of a single-lens is about
100 or 200 thousand yen. Considering these prices, camera A is a
good choice.

Customer Certainly, I'm interested in this camera.

Clerk Considering its performance, it is a bargain.

Customer I think I'll go home, compare the pictures, and think a
little more.

Clerk I see. Thank you. (https://www.aclweb.org/anthology/C14-
1161)

B pganHOM ciydae TEXHOJOTHS TIOMCKAa pEIISHUS Heo0XoauMa
NPOJABIYy MJIS TOr0, YTOOBI TOHATh, KAKOBBI HCTHHHBIC >KEIaHHS
peuunuenTa. JTo sBIsETCS HEOOXOAMMBIM JUISL  TEPCYa3nBHOTO
BO3JICHCTBUS W TOCICAYIONIETO YOXKICHHS MOKYIaTellsi OCTAHOBHUTH
CBOH BBIOOp Ha Oojee moporocrosimeld kamepe A. PazmenutenbHbIe
Bompockl “You want the camera which can take both far and near.
Don’t you?” u “But, it’s a little expensive, right?”, peann3yrouryio
JJAHHYIO TEXHOJIOTHIO, TIO3BOJISIIOT CIPaBUTCA C OTOM 3ajayeil.
BBISICHMB, YTO OCHOBHOW COMHHUTEIBHBIM (HAaKTOP OTHOCHTEIBHO
MOKYIIKA JOPOrodl KaMepbl A, — 3TO Li€Ha, NPOAABEL] TOBOPUT, YTO
CTOMMOCTh CXOXKEH IO mapameTpaM KaMepbl OOBIYHO HAMHOTO BBIIIE.
Otcroma ciemyeT BBIBOJ, YTO TIOKyNKa KaMepel A — 3T0 Oonee
pasymHoe pemienue: The general price of a single-lens is about 100 or
200 thousand yen. Considering these prices, camera A is a good
choice. TloMHUMO pa3JETUTENBHOTO BOMPOCAa KOHCYIBTAHT TAKKE
WCTONB30BA  TPOTUBOIMOCTABJICHUE  TApaMeTpOB  JIBYX  Kamep
MOCPEJCTBOM aHTUTE3bI, YTO TIO3BOIHIIO EMY BBLICIUThH MPEHMYIIECTBA
Kamepbl A Ha ¢oHe kamephl B W yOemuTh pElMIUEHTa B TOM, YTO
Kamepa A Moxer ObITh Oonee MpaBHIBHOM NOKyHkod: Once you
compare the pictures taken by these cameras, you will understand the
difference immediately. The picture itself is very high quality. But,
camera B and E are lower resolution, and the picture is a little bit
lower quality.

KommniexkcHoe ucnosib3oBanue texnoJioruii “feel — felt — found”
H TOHMCKA peleHus
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[Tockonbky Hecorjacue peluueHTa U ero KojaeOaHHus Mo MOBOIY
MOKYIIKH TIPEJIaraeMoro ToBapa/yCiayry sBJISETCS HEMPOCTBHIM C TOUKU
3peHus yOXKICHUS, TOBOPSIIIUN MOXET KOMOMHHUPOBATh TEXHOJOTHIO
MoMcKa perieHuss W 3tanbl TexHomoruu “feel — felt — found”, uro
MO3BOJISIET YBEIWYHMBATH BO3JCHCTBYIOIIUI TOTEHIMAT CKa3aHHOTO.
Huxe mnpeacraBieHbl NPUMEPhl KOMIUIEKCHOTO — HCIIOJIb30BaHUS
OIMCAHHBIX TEXHOJOTUH IEPCya3sMBHOIO BO3ACHCTBUS B OOIICHUU
«IpojiaBel] — MOKYIaTeNby.

(h) Customer: Listen, your proposal looks great, but I just don’t
feel ready to take the plunge!

Salesperson: I know exactly what you mean (BbIpaKEeHHE
MMOHMMAaHUS/TIONACPKKH ). [t’s a big decision to make, isn’t it? (nouck
permieHus)

C: Yeah. I'm just worried that I won’t have enough time to do
everything.

S: Oh, I see (Bolpaxkenue momaepxku). Finding enough time is
always a problem, isn’t it ? (MOVUCK peIICHUS)

C: Things are busy at work, and I don’t have time for the garden, let
alone the pool.

S: Ok. Well, I understand (Bvipaxxenus noanepxku). We all want to
get a product we can actually use, don’t we?

C: Sure.

S: So if we include the automatic chlorinator and robot pool
cleaner options, I can guarantee that you will spend less than ten
minutes a week on maintenance (TIONCK pemIcHUN). Are you
comfortable with that? (Allison, 2009, c. 71)

JaHHBII  nmpuMep  HAaSIAHO — WUIIOCTPUPYET  pEaH3alUio
MepCya3suBHOTO BO3JICUCTBUSI. Bo-TepBBIX, MPOJABEI] CMOT BBISBHThH Y
KIMeHTa, Kakue (akTopel (OPMHUPYIOT €ro OTHOIIEHHE K
MPEATONKCHHOMY TIPOJYKTY C MOMOIIBIO TEXHOJIOIUHU MTOUCKA PEIICHHUS,
KOTOpasi peannu3yercsi MOCPEACTBOM HEOJHOKPATHOTO HCIONb30BAHHUS
pasmenuTensHBIX BONpocoB (It’s a big decision to make, isn’t it?;
Finding enough time is always a problem, isn’t it?). OtBer
MOTEHIIHAIBHOTO ToKymarens “Yeah. I'm just worried that I won'’t have
enough time to do everything” ToOKa3pIBaeT, 4YTO BpeMEHHOU (haKTop
sBIIsieTCsL  onpenensaonmM. CBOSBPEMEHHOE BBIPAXKECHUE MOMCPIKKU
TaKXKe TIOMOraeT HalTH HYXHBIA dMOIIMOHAIBHBIA OTKIMK B CO3HAHUU
pEeUMIEeHTa U COKPaTUTh AucTaHuuio oomieHus ( I know exactly what
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you mean, Oh, I see, Well, I understand). CTOUT OTMETHTbH, YTO
MPOJABEI-KOHCYJIbTAHT B JaHHOM IMpPHUMEPE TaKKE HCIOIb3YeT
(dopMupoBaHUE YYBCTBA OOIIHOCTH M  ANC/UIALUI0 K JKCIAHHIO JUIS
TOr0, 4YTOOBl ycunuTh 3ddext TexHomoruu noucka pemenus: We all
want to get a product we can actually use, don’t we? B xoHIIe quasora,
JeNiasi  HOBOE  MPEJIOKEHHE  KIMEHTY, IPOJABel]  HCIOJb3YeT
TEXHOJIOTHUIO TOMCKa PEIICHHH B KOMIUIEKCE C CChUIKOM Ha
BBISBJICHHBIE IIEHHOCTH cobecenuuka: So if we include the automatic
chlorinator and robot pool cleaner options, I can guarantee that you
will spend less than ten minutes a week on maintenance. Ilponaser
[MOHMMAET, KaKOW pe3yJbTaT XOTEeNl Obl IOJYYHTH IOKYIaTelb (He
TPaTUTh MHOTO BPEMEHH Ha yXOJ 32 0ACCEHHOM) U OOBSACHSET My, UTO
C TOMOIIBIO TPEAJIOKEHHON YCIYTH, OH CMOXKET COKOHOMHUTH BpEMS,
KOTOpOE JIJIsi HEro MPEACTaBJIIeT OCOOYI ILeHHOCTh. Kak BUAHO u3
CUTyalliH, HCIOJb30BaHUE TEXHOJOTMH IEPCYya3MBHOCTH B JaHHOM
ciIydae okas3biBaeTcs 3P (eKTUBHBIM, OaCCEiH MpoIaH.

TexHosorus pa3penieHusi COMHeHMI

PaspemieHne COMHEHMi SBJISETCS 3HAYMMBIM HE TOJIBKO B
CUTYyallusX OOIIEHUs «IpOJaBell — TMOKYyMaTeldb», HO B JIOOBIX BHIAaX
MIEPEroBOPOB, €CIIM YYACTHUKA KOMMYHHUKAIIMA UMEIOT HEOJHO3HAYHOE
MHEHHE 110 TIOBOAY OOCYKJIaeMOro BOIpOCa M €CIU TOBOPSIIHNA
OXHJIAeT, YTO TMPEUIOKEHHAass UM WJes MOXET OBITh IOJBEpKEeHA
KpHUTHKe. VICKyCHBI KOMMYHHUKaHT MOXKET 3apaHee MpOIyMaTh, KaKhe
COMHEHHUSI TI0 TIOBOJY €ro MO3WIMU MOTYT BO3HHUKHYTH Yy JPYTHX
YYACTHUKOB KOMMYHUKAIIUK ¥ OBITh TOTOBBIM CpearnpoBaTh Ha HUX, T.
€. pa3BeATh JaHHble COMHeHWs. JlaHHas TeXHoONOrus obnagaer
HAHOOBIIUM BO3CHCTBYIOIINM IMOTCHITNANIOM, €CJIM TOBOPSINUN HE
orpuniaer (akT CYIIECTBOBAHUS HEOJHO3HAYHOCTH TPEIIOKEHHON
ujeu, a HaoOOpPOT O3BYYMBAECT BO3MOXHBIC HETATHBHBIC CTOPOHBI
CBOCH MO3MIIMU U JIOKA3bIBACT, MMOYEMY €€ CTOMT MOaJepxkath. Jns
peanu3aiyy JTaHHOW TEXHOJIOTHMHM TOBOPSIIMA MOXET HCIONb30BaTh
CIIOXHBIC TPEUIOKEHHS C NMPUAATOYHBIM yciIoBUs: If you're worried
about costs, then let me show you what the returns will be; CIOXXHBIE
MpeUIOKeHNEe C MPUIATOYHBIM NIPUYUHBL: As far as the impact on foot
traffic is concerned, it will be very short-term; No, this won’t mean
more work for you, because we’d be able to afford another full-time
person. TexHUKa MPOTHBOMIOCTABIICHHUS SIBISIETCS TAKKE 3P EKTUBHOM:
I understand this seems expensive, but I've got three ways to bring the
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costs down. B mocieaHeM mnpumepe TOBOPSILHUA TaKKe HCIOIb3YET
BbIpaKeHHe  TOMAEPIKKHM, JCMOHCTPHPYS CBOE€  ITOHMMAaHHC
Hecoryacus ¢ ero nosuuuedt (I understand this seems expensive), 4to
YCUJIMBAET 3MOIMOHAIBHBIN KOMIIOHEHT MEPCYya3uBHOIO BO3CHCTBHS.
PaccMoTpuM guanor MeXAy KOJUIETaMH OJHOW KOMITAHHMH, TJIe
HCIIOJIb3YETCs TEXHOJIOTUS PAa3PEIICHUs COMHEHHI:

Steve: Well, imagine it’s crunch time on a big project. Would we
want our employees heading off to a training seminar? I think that
would affect the quality of both the project and the training. With an
online component, employees can do it any time.

Martin: That makes sense.

Guail: Yeah, I can see the flexibility too, but I'm a bit more
concerned about quality. I'm not convinced that employees will give it
their all in online training.

Pam: Fair point Gail. The classroom idea may be more costly, but
we need to see real improvements to make this all worthwhile.

Steve: Sure, I brought these things up with Lexis. And what I told
them is that 1'd like to make final payment contingent on a mid-point
assessment and positive feedback from the participants. They agreed.

Pam: Hmm... that’s a good way to light a fire under someone. Make
us happy or you don’t get paid. I'm in.

Gail: 1 like it. Martin?

Martin: I'm coming around to the idea.

Steve: Listen, I understand that the online piece comes with question
marks. Employees may or may not enjoy it as much as classroom
delivery. But remember, it’s not all online.

Martin: Okay. And you said we have the option of switching if
things don’t work out.

Steve: That’s right. So, are we all on the same page here with the
blended delivery? Shall I contact Lexis with the good news? (Business
English Pod)

B nmanHom pguanore CTHB TbITaeTCd YOCIWTh CBOUX KOJUICT B
MPEUMYIIIECTBaX MCIOIb30BAHUS OHJIAWH TPEHUHIOB JJIsl COTPYTHHUKOB
ux komnanuu. OAHAaKo ¢ caMoro Hayana cBoedl aprymeHtauuu CTUB
CTaIKUBACTCSI C COMHEHUSMH JIPYTUX YYACTHUKOB KOMMYHHKAIIWU:
Yeah, I can see the flexibility too, but I'm a bit more concerned about
quality. I'm not convinced that employees will give it their all in online
training... The classroom idea may be more costly, but we need to see
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real improvements to make this all worthwhile. Jlns TOro 4rto0ObI
pasBesaTb coMmHeHus, CTHB HCHONB3YyeT BBIpa)kaeT CBOE MOHMMAaHUE
OTHOCHUTENIBHO YyCibIIaHHONH KpuTHKHU (Listen, I understand that the
online piece comes with question marks. Employees may or may not
enjoy it as much as classroom delivery) u mom4epkuBaer, 4To TPEHUHT
HE TIOJIHOCTBIO COCTOHMT W3 OHJIAWH-KOMIIOHEHTa (But remember, it’s
not all online). Yxa3anue takoro (aktopa, Kak BO3MOXKHBIH OTKa3 OT
NPEATIOKEHHOW HJIeM B CiIydyae OTPUIATENbHBIX OT3BIBOB H
pe3ybTaToOB, Takxke momoraer CTHUBY HACTPOUTH KOJIJIET B CTOPOHY
NpUHATUS ero unen: Sure, I brought these things up with Lexis. And
what I told them is that 1'd like to make final payment contingent on a
mid-point assessment and positive feedback from the participants. They
agreed. O6o3HaueHHass cBoOoma BBIOOpA, XapakTepHas IS
MepCya3uBHOIO BO3JAEUCTBUS YCUIIMBAET BO3JEUCTBYIOMIUM MOTEHITUAT
CKa3aHHOTO W TO3BOJISIET YCIIENIHO pa3BesiTh COMHEHHS B IIpolecce
apryMeHTAIHH.

BriBoabI

TexHONOrNK MepCcya3uBHOCTH TO3BOJSIOT JIOCTHYL MOCTABICHHBIX
neneir B atmocdepe HEKOHDIMKTHOW KOMMYHUKAIMH — MEXIY
yOSOKIAMUM W YOSKTAaeMBIM, YTO OCOOCHHO aKTyaJhbHO, KOrja
MHEHHS JIBYyX CTOPOH He COBMaAatoT. DP(PEKTHBHOCTD UCIOITB30BaAHMSI
TEXHOJOTMH  TIEPCYa3sUBHOCTH  TPOSIBISIETCS B COXPaHCHHU
KOMMYHHKATHBHOTO DPaBHOBECUSI C COOECEJHUKOM B TIpolecce
JNOCTIDKCHUSI TJIO0ANBHOW Tenn — YyOeKJACHUS pelnunueHta. B
pe3yibTaTe TPOBEJICHHOTO HCCIICAOBAHUS aBTOPY YAAJOCh BBISBUTH
TaKle TEXHOJOTUH TEePCya3uBHOCTH, KOTOPBIE OCOOEHHO 3((EeKTHBHBI
B Cllydyac HECOBIAJCHUS MHEHUU pElUIHeHTa W TOBOPSIIETO.
Texunonorust “feel — felt — found” ocymectBusiercss molsTamHO W
BKITIOYAeT B ce0sl BBIpAXKCHHE MOHHUMAHUS, CCBUIKY HAa JIMYHBIN OIBIT
(MMM CCHUIKY Ha ONBIT JPYrHX JIOZCH), a TaKkKe MPeJOCTaBIICHHE
anprepHaTHBbl. KoMOWHAIMs  JMaHHBIX  3TamoB  OOecreYrBacT
cObamaHCHpOBaHHOE (PYHKIMOHHPOBAHHE JIOTOCHOTO, JSTOCHOTO U
maocHOro KOMITOHEHTa YOeXKIEHHS, 4TO IMOBHImaeT 3()(eKTHBHOCT
texHomoruu. OcobOeHHocTs TexHONormm “‘feel — felt —  found”
3aKII0YAeTCS B TOM, YTO KaX/IbI JTall MOXET HCIOJIh30BATHCS KaK B
KOMITJIEKCE, TaK U CAMOCTOSITENILHO, €CITH TOr0 TPeOyeT CUTYyAlUs, IPH
5TOM 3(h(HEKTUBHOCTL BO3/ICHCTBHUS HEe CHUKAETCs. TEXHOMOT s MOUCKa
pellieHUs CITOCOOCTBYET BBISBICHHIO (PAKTOPOB, KOTOPBIC (GOPMUPYIOT
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Hecorjacue PEelUIUeHTa, YTO MOMOraeT TOHSTh, KaK IOMEHSTh €ro
MHeHue. TexHONmorusi pa3penieHus: COMHEHHUs TTO3BOJISIET TOBOPSIIIEMY
YCIEIIHO CpearupoBaTh Ha BO3MOXKHYIO KPUTHKY H TepeyOoequTh
pELMIIUEHTa  OTHOCUTEIBHO  ero  mnosuiuu.  Vcrosib3oBaHue
BBISIBIICHHBIX ~ TEXHOJNOTHH  (KOMIUIEKCHOE W CaMOCTOSTEIBHOE)
srsiercs:  9(QQEKTUBHBIM  CPEICTBOM  BO3ACHUCTBHSI B  Cilydae
HEOOXOJMMOCTH W3MEHEHHs] IMOCTKOMMYHHUKATUBHOTO TIOBE/ICHUS
peLUITUeHTA.
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A.E. YcThaHneBa

MockoBcKMii TOCYIapPCTBEHHbIH JUHIBUCTUYECKUI YHUBEPCUTET

XEJI)KUPOBAHHME B TEKCTE HAYUHOM CTATHH (HA
IPUMEPE AHTJIMACKOT O SI3BIKA)

Hannas cmamos noceauwjena KOMNJIEKCHOMY U3YYEHUIO Peanusayuu
KOMREHCAYUOHHOU KOMMYHUKAMUGHOU MAKMUKU XeOHCUPOBAHUSL 8
meKkcmax — HAyuHblX ~— cmameu,  HANUCAHHBIX — eCMecmEeHHbIMU
HOCUMENAMU U He HOCUMENAMU aH2IUUCKO20 A3bIKA (6 MOM uucie
DYCCKO20BOPSMUMY) C YHEMOM UX 2EHOEPHOU NPUHAOTEHCHOCHIU.

Hayunas mnosusna oOannou pabomuvl 3aKIIOUAEMCA 6 WOM, YMO
peanuzayusi KOMNEHCAYUOHHOU cmpamezuu XeodHcuposanus
paccmampueaemcss 6 MeKCmax HAyuYHvlX Cmameu HA AH2AUNCKOM
A3bIKE, HANUCAHHBIX ~EeCMECMBEHHLIMU HOCUMENAMU — AHSIUUCKO20
AIKA, A MAKdKHCE — PYCCKO20BOPAWUMU — UCCTe008AMENIMU,
nYOIUKYIOWUMU C8OU pAOOMbL HA AHSTUUCKOM A3bIKE.

Lenvlo uccnedosanus sensemcs usyuenue u Onucanue Qopmvl u
@dyHKYULL XedHcupyrowux cpeocms, d mMakKdxiHce 6blAGNeHUE PA3IUYULL 8
UCNONBL306AHUY  Xeddicell  HOCUMENSIMU U PYCCKOSOBOPAWUMU  He
HOCUMENAMY — AH2AUNICKO20 A3bIKA, NPUHUMAS 60 GHUMAHUA  UX
2eHO0epHYi0  npunadnexcHocmo. Llens uccieooeanus npeononazaem
peuierue credyiouux 3a0ay:

1) Onucamv cywecmeyroujue KOMNEHCAYUOHHbIE CMpame2uu,
CcOB8peMeHHblEe NOOX00bL K USYYEHUIO KOHYENMA Xe0XHC U XeOrcupyrouas
cmpamezusl,

2) Paccmompemv o0cobeHHOCMU peanusayuu KOMHEHCAYUOHHOU
cmpamezuu XeONCUpoB8anus 6 mekcme HAYYHOU CMamvu, HANUCAHHOL
HA AHeUUCKOM A3bIKE eCIeCmEeHHbIMU HOCUMENSMU SI3bIKA C YUemOoM
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