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The paper considers the theoretical and practical issues of the d velopment of pragmatic competence
as a type of knowledge that learners develop or acquire on the basis of cognitive strategies needed for
social interaction. A framework for developing pragmatic competence is focused on explicit teaching
which involves description, explanation, discussion and practicing the necessary strategies.
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: Decide whom you
are going to talk to, what you are going to talk
about, what you know about the topic and
what you would like to learn from your
partner, which role you are going to play.
Decide if the situation is more or less formal.
Think of as many ideas as you possibly can
related to the topic. Try to guess what your
partner is going to say.
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: Observe the listener –
look for signs that he/she doesn’t understand.
If your partner doesn’t understand you, try to
express what you are going to say using different
words, starting with: What  I  mean  is... If you
didn’t hear what was said and you think it’s
important, ask the person to repeat it – I’m
sorry couldn’t you say that again? Pardon? If
you didn’t understand something, ask the other
person to explain it to you – I don’t quite
understand...

-
: D  not try to dominate the discussion,

listen to what the other person says. Involve the
other person, asking his/her opinion. P
attention to the speaker’s style, degree of
formality. Avoid talking about something if it
is too complicated.

-
, -

:
If you don’t know what to say use the
expressions like: Sort of and Kind of; use
hesitation words: Right, OK, So, Now...
Involve the listener, by using expressions like:
Do you know what I mean? Do you agree? Don’t
use words in your own language. Try saying
the  same  thing  in  a  different  way.

, ,
-

:
Show you are listening to the other person.

Try to use polite expressions. When you want
to say something, wait for the other person to

pause. If you have to interrupt, use expressions:
Excuse me, please, but... .
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: If you know you have made
a very simple mistake, correct yourself. If you
think you have made a mistake but you are
not sure how to correct it, don’t worry and
continue speaking, your partner (if he or she is
a native speaker) knows you are a foreigner.
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: (I’m sorry. I apologize);
(Sorry, I really can’t be of any help);

 (It’s my
fault, really. I haven’t phoned Jack yet); -

(I  had  to  read  for  my  exam
then. I’m terribly sorry. I really tried hard not
to interfere); (I’ll do better next
term); (Believe me, you’re not the
only one. That’s not your fault);

(Could you tell me the way to
Trafalgar Square, please?); (The
excursion wasn’t that exciting, was it?); -

(How good of you to help poor Bett)
. .
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:  Did  I
achieve my aim? Was our communication
effective? Did I manage to convince my partner?
Did I get the information I needed? Did my
partner understand me? Did I make myself
understood?
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«Coming  to  Great  Britain  for  the  first
time», , -

-
 (

):
People and countries are different. Do you

know if you come to Britain how:
a) to introduce yourself (to a fellow student,

a peer, a teacher, a hostess, etc) ?
b) to address people and attract attention

of (a friend, a teacher or professor, a passer by,
a tourist guide, etc.)?

c) to greet people (a fellow student,
a teacher, a hostess, etc)?

Do you know what register (formal,
informal, neutral) you will use to talk to a
policeman, a teacher at school, a professor at
college, a peer, a tourist guide, a shop assistant,
a fellow student in Britain?

There are different forms of address.
Whom can you address in the following way:
Officer, Waiter/Porter, Mr./Madam, Doctor,
Professor, Miss.
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You have just arrived in London. You are
at the airport and need to get to the Summer
school in London. Consider the following
questions:

1. Whom will you turn to for help
(a policeman, a peer, an elderly lady)?

2.  Decide  if  the  situation  is  more  or  less
formal.

3. What form of address will you choose?
4. What questions will you ask?
5. What forms of positive politeness will

you choose?
6. How will you express your gratitude?

Working in pairs. Assume the necessary
roles and a t out a dialogue.
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The article is devoted to the research, which aims to form educational and professional motivation and
adaptation among students by means of psychological training. The research proves that these trainings
can be effectively used to reach the mentioned goals.
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