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Art and Money. TeKCThI i1l YTCHHS M K3yYCHHUSI MaruCTPaHTaMM
crenuaibHOCTH « COMOKYIbTYPHBIN MECHEDKMEHTY (aHTJIUHACKHH SI3bIK):
coct. C.I'.Illumkuna; UBaH.roc. XuM.-TeXHoJ1. yH-T.- UBanoBo, 2010.— 77 c.

N3nanue CcOCTOMT W3 AayTeHTHYHBIX TEKCTOB, OOBCAMHEHHBIX Heei
MEHEIP)KMEHTa UCKYCCTBOM. JIeKCHUeCcKoe HamoJHEHWE TEKCTOB U HaIpaBJICHHbBIC
Ha €ro M3y4YeHUE YMNPAKHEHUS BeAyT K (POpMHUpPOBAHUIO TPOQPECCHOHATBLHON
KOMIIETCHIIUH o0y4yaeMbIX. Marepuan npeanoiaraet pacumpeHue
KyJbTYPOBEAUECKOM KOMIIETCHIIMM M, B KOHEYHOM cuere, (GOpMHUPYET yMEHUE
U3BJICKATh U3 TEKCTa MAKCUMyM CMBICIOBOM U JIMHTBUCTHYECKOW HHGOpMAIUU,
HEO0OXO0IUMOMN 1711 POPMHUPOBAHUST KOMMYHHUKATUBHBIX HABBIKOB U OPUEHTAILIMH B
chepe OuzHeca.

[Ipu  cocraBiaeHWW  W3JaHUS  HCIOJB30BAIUCh  MHTepHET-pecypchl,
crienManbHble  cTathbu. M3manume paccuutaHo Ha 30-40 ayauTOpHBIX U
CaMOCTOSITeIIbHBIX 3aHATUH. MaTepuainbl MocoOrs U UX MPE3CHTAIUs MOTYT OBITh
WHTEPECHBI ISl CTYJIEHTOB, MaruCTpPaHTOB U aCIHUPAHTOB T'yYMaHUTapHBIX BY3O0B,
npenoaaBaTesieil CpeHUX U BBICIINX YUeOHBIX 3aBEICHUI.

Peuensenrsr:
KaHAuAaT GUII0JIOTHYECKUX HayK, noueHT T.A.Taranosa (kadenpa
aHrauiickoro si3pika UBI'Y);

crapmuii mpenonasarens O.JI.I'annHa (kadenpa ”HOCTPAHHBIX S3IKOB
NT'CXA um. akagemuka JI.K.bensieBa)



TEXT I
BUY AND SELL ART - ART AUCTIONS

Task 1. Be sure you know the meaning of the following words and
word combinations. If not, consult a dictionary.

To book in advance; the invitees; a mandatory speech; bid; the
bidding process; connoisseur.

Task 2. Read the text.

A ballroom of a five star hotel has been booked well in advance and
catalogues given to the invitees to encircle their choice of bids for a
prestigious art auction. The bidding begins with a mandatory speech
regarding the paintings and the artists. Each auction has a story to tell-
about the masterpiece, the painter, some stolen moments or an amusing

anecdote. Anonymous bids over the telephone, secret

THE ART OF
BUYING ART
and E2Eien

deals, raised eye brows at higher bids, whispers of a
good haul, a hint of scandal have all been a part of

2 - many an art auction process.

Over a period of last few decades, the bidding

process have improvised. For those who have
ALAN BAMBERGER

recently joined the art world and related events, in
Buy the Book

the social calendar, an art auction is a highly
organized event planned months in advance. Of the auction houses,
actively bringing down the hammer on high stake bids Sotheby and
Christies top the list. An art auction is a serious event in the most
glamorous settings. Only seasoned aficionados are able to understand the

practical details of a public sale.




Buying At An Art Auction

Most auction houses chart out the social calendar for buying and selling
nearly a year in advance. Regular patrons are given catalogues in addition,
about what will be put under the hammer. Since one has a lot of time of
hand it is ideal to keep a few things in mind if wanting to buy at an
auction.

1. Acquaint yourself with all the history connected to the artwork and
artist. Get to know his other works as well.

2. Once you know all that is needed you can safely put your bid. Consult
some art dealers or historians too if need be.

3. Remember that there are others too in the fray for bidding. Get to know
if there are any buyer’s premiums.

4. Sometimes old artworks are restored and it is extremely difficult to
judge if it will be worth its bid. Get to know the condition of the sale. This
will help to assess the appropriate values.

5. Ask in the market what price could it fetch otherwise (auction house is
likely to get better premiums though).

6. Find out if the artwork is authentic, insured and has the certificate as
well.

7. A true work of art should be priceless but not ‘pricey’. Don’t get carried
away in an attempt to posses the artwork.

8. Ideally attend some auctions first to understand how the price bids work.

This will help you to place your bid at the right time. - N A Nagpal

Task 3. Comment on the following: “An art auction is a highly

organized event planned months in advance”.



Task 4.What should you know taking part in an art auction?

TEXT II
For you to be informed
OLDEST AUCTION HOUSES

Auction houses may not be as old as art itself. However, the concept of art
auction has existed since the 17th century. Genuine masterpieces have passed
the hands of curators and enhanced the price a timeless piece de resistance.
The adage ‘old is gold’ applies as well in art appreciation and collectables has
generations of valuable patrons. In the past, the true connoisseur, bid out of
passion to possess a work of art. Today, auctions have become business
propositions for investors, artists and dealers alike! Higher the bid, higher the
stake of the timeless artwork.
British owned Bonhams Group is perhaps the oldest and today the third
largest auction house, founded in 1793. Today with an acquisition in the form
of Butterflies and merger in the form of Brooks that has British benefit with
Philips auctioneers makes it a prestigious auction house. Officially, now
Bonhams has also tied up with an Australian fine art auctioneers three years
ago. Now they have the largest number of sales rooms and auction houses in
nearly 14 countries. Some of the other auction houses that have actively
conducted auctions include:
Sotheby

In 1744, Samuel Baker, the founder of the premium auction house began

an auction by selling Polite Literature for a few hundred pounds. After his



death, his nephew John Sotheby expanded the firm’s business to all art and
sacred literature. Now two centuries later the auction house has branches all
over the world. It has also increased its services. Apart from interest of art
collectors, Sotheby is into exclusive real estate with prime properties
worldwide, trusts and appraisals of antiques, coins, and sculptures. Their
mainstay remains exclusive art auctions. As the international art mart has
grown, so has this pioneering firm. Apparently, it was the first auction house
to have an auction on cyberspace via eBay Live Auction Services. Of course,
it met with a huge success. Sotheby is at its innovative best and continues to

remain on the art map through its bids.

Christies

In 1766, James Christie launched his auction house with a powerful tool -
his humor and excellent talk. The last two centuries witnessed some major
prices on valuable collectables. The art of buying and selling is clearly one
of the most helpful areas, which makes Christies a knowledgeable source
of information. Catalogues help in identifying the painting or collectable
that one wishes to own. They provide many other services- even wine
tasting! Year round auctions events take place in different parts of the

world.

Philips de Pury & Luxembourg

Apart from classical paintings, jewelry and contemporary art specialists
based in Geneva conduct auctions in Europe. Even the de Pury &
Luxembourg art galleries in Zurich have conducted auctions for 20th
century photographs, Impressionist and modern paintings. Some other
important art galleries across Europe include Paris-based Tajan. Both
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French and English languages help to appraise bidders to art works. In
1941 Swann Galleries opened up to auction rare books and since then it
remains the world’s largest in this sector. They have now extended their
services to moving media, and visual arts. In Austria and Prague, auction
house Dorotheum conducts nearly 600 auctions. They have a huge
employee base of 400 people with over 70 other skilled experts in
collectables. Bowrings is another big auction house which has conducted
an auction recently in Chennai.

Indian Art Auctions

Auction houses in India may be a new concept. However, thanks to the
British who had huge collections of rare Indian artworks in their
possession and various museums Indian art has a sizable presence in the
art world. Nevertheless, this century seems to have a dubious distinction of
having some high number of fake artworks making it to the auction scene.
The latest fakes made it to an art gallery in New York and just before the
Sotheby and Christies exhibitions, 12 fakes were removed.
India has its own exclusive auction house called Osian and the man behind
it 1s enterprising Neville Tulli. He moved from London to Mumbai after
studying from London school of economics. It was in 1997 he conducted
the first full-fledged Indian auction (until then Sotheby & Christies held
auctions in India occasionally). Neville is in the process of having not only
an auction house but also collecting to create an archive for future
auctions. He has grand plans to bring his auction house to international art
mart. And with many international art houses as his clients and several

Indian artists under his promotion he is heading in the right direction.



Task 1. Answer the questions:

1. What auction houses is the information given about?

2. What auction houses are meant by the following: a)*“They provide
many other services- even wine tasting!” b)*“They are in the process
of having not only an auction house but also collecting to create an
archive for future auctions”. ¢)“It was the first auction house to have
an auction on cyberspace.” d) “They have a huge employee base of
400 people with over 70 other skilled experts in collectables”. ¢)

“Now they have the largest number of sales rooms and auction

houses in nearly 14 countries”?

TEXT III

Task I. Render in English the given text.

BCE Ob AYKIHUOHAX

Koiigpman Banepuii
www.proza.ru/2009/12/20/929

B mocjiIcAHeEC BpEMsA Ha KYJIbTYPHYIO JKU3Hb BO BCEM MHPEC BCC
dKTHUBHCC BJIMACT TaKOC ABJICHUC KaK XYJO0KCCTBCHHBIC AYKIIMOHBI.

Kpynneiime mupossie CMU (TazeTsl, xKypHaibl, TEICBUICHUE, PAJIUO, U
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WHTEPHET-U3/IaHNs) 3alOJHEHbl CEHCAIIMOHHBIMH HOBOCTSIMH € TOPIrOB
(bidding) na aykmumoHax. OTH COOOIIEHWS W MHOTOYHMCICHHBIC
KOMMEHTapuu TIPUBJIEKAlOT K cebe ropa3no OoJibllle BHUMAHUS
00I1IeCTBEHHOCTH, YeM MyOauKaIuu 00 YHUKaIbHBIX BBICTABKAX MIEJECBPOB
MCKYCCTBA M HOBOCTSIX M3 KPYITHEUIINX My3€€B MUPA.

Aykmuonsl  (Jrat.auctio - mpojaxka ¢ MyOJIHYHBIX TOPIOB) —
pacIpoCTpaHeHHBIN crmoco0 peajm3anuu ToBapoB (sale of goods) Ha
OCHOBE KOHKypca MOKynareilel. AYKIMOHEPHl MPEKPACHO YUYUTHIBAIOT
YEJIOBEUECKYI0 TICHXOJOTHI0O W JeJalT cTraBky Ha aszaprt (bet on
gambling), npu KOTOPOM MOKYNATEIH MO0 WHEPUUN B3BHHYMBAKOT LEHY
(inflate the price) Ha pagocTh ayKIMOHHWCTAM W  MOPOJABIIAM.

Ha aykmuonax mnpomaroT Bce (aHTUKBapuaT, KAapTUHBI, 3EMIIIO,
HEJIBKHUMOCTD, MIAKETHI aKI[ii, MapO4YHOe BMHO (vintage wine), mucbma
3HAMEHUTOCTEMN, APArol€HHOCTH M Ja)Ke€ JETCKUE PUCYHKH). [lpu sToM
3¢ (PEeKTUBHO pemalTcsi caMble pa3Hble MOpoOJeMbl:  OT  Ccyry0o
KOMMEpPYECKHUX 10 OJjiarotBopuTeibHbIX (charity challenges).

Cuuraercs, 4TO ayKIIMOHBI CYIIECTBOBAIIA YK€ B 5 BEKE /IO H. 3. B
HpesueM BaBuiione (Ha HUX NpoJaBaiy JEBYIIEK B 3aMY>KECTBO) U B
Hpenem Pume. C manennem Pumckoit umnepuun (fall of the... Empire)
ayKIMOHBI OBLIIU 3aKPBITHI U OSIBUIKMCH CHOBA Jinilb B0 ®panuuu B XIII
Beke. [losBieHrne COBPEMEHHOTO TUITIA ayKIIMOHOB HCTOPHUYECKH
cBs3bIBatoT ¢ Hupepnangamu, rae B 1599 r. 6611 mpoBeieH epBbIi
KHWKHBIN ayKIIMOH B EBporne. AyKIIMOHHYIO MPOJaXKy KHUT MOJAXBaTUIIa
Anrnus (B 1676 rony), cTaBiiasi poAMHON KPYITHENIIINX ayKIIMOHHBIX
JIOMOB MHpa. B pa3BUTHIX CTpaHax ayKIMOHHBIE JOMA HBIHE €CTh €/1Ba JIU

HC B KAXKIOM KPYIIHOM I'OpOJIcC. PaznuyaroT HECKOJIbKO THUIIOB AYKIOUOHOB,



HO OCHOBHBIMM SIBJISIFOTCS «QHTJIMHCKUNY («BOCXOASIINN) U
«TOJITAHJICKUID («HUCXOSAIINN ).

AHITIMHCKWN ayKIIMOH OCHOBBIBAETCS HA YCTAHOBIICHUY MUHUMAIIbHOMN
LEHBI IS JATbHEUIINX TOPrOB, B MPOLECCE KOTOPBIX LIEHA MOCTENICHHO
YBEJIMYMBAETCS, U BEIIb YXOAUT K TOMY, KTO Ha3HAYMJI CAMYIO BBICOKYIO
1eHy (Tak paboTarT, HampuMep, 00a KPyMHEHIIUX ayKIIMOHHBIX I0Ma
Christie's u Sotheby's).

['oJuTaHACKMK ayKIIMOH HA4YMHACTCS C OYEHb BBICOKOM IIEHBI H
BEIETCA C €€ IOCTENCHHBIM IMOHWXCHUEM. Bempb uiam ToBap yXOIWT K
TOMY, KTO yCIIEJI IEPBBIM «IIEPEXBATUTHY MOHWKAEMYIO LICHY.

Uem KpymnHee ayKUMOHHBIM JIOM, TEM YHHUBEPCAJIbHEE €ro
NEATEeIbHOCTh (OT aHTHUKBapuaTa M M300pa3UTEIbHOIO HCKYCCTBA JIO
KOJIJIEKIIMOHHBIX MAIlUH U MYy3bIKaJIbHBIX UHCTPYMEHTOB

AHTHKBapuar (antiques), >XKHMBOMHCh, TIpaduka U CKYJBOTYypa
SBJISIIOTCSL SIAPOM JTFOOBIX KPYITHBIX ayKIIMOHOB MPOU3BEICHUI HUCKYCCTBA.
DTO, KaK MpaBWio, BTOPUYHBIA apT-phIHOK (secondary art-market), To
€CTh, HA HEM MPOJAIOT HE HOBBIE NIPOU3BENICHUS, & TO, YTO OBLIO CO3/IaHO
paHee, IMMOTOM KYIUIEHO WJIM YHACJIEA0BAHO.

OmHUM U3 caMbIX ONPEESIOMUX (PAKTOPOB YCHIEIIHOTO TPOBEACHUS
ayKIMOHA SBIISETCS MpEIBApUTENIbHASI OIEHKA MPEJIOKEHHBIX paboT.
[ToMmumo o0OmIEeH MOJbBI, MECTa aBTOpa B HCTOPUM HMCKYCCTBa, >KaHPA,
TEXHUKH, PEAKOCTH U COXPAHHOCTH ITPOM3BEACHHUS HA €r0 LECHY BIUSAET T.
H. POBEHAHC KapTUHBI (AHIJI. provenance - MPOUCXO0XKICHHE, UCTOYHUK).
D10 cBoero pona «Ouorpadus» MNPOU3BEACHUS: aBTOp, JaTa, B KaKHUX
KOJUIEKIMSAX HaXOJIMJIACh, HA KAKUX BBICTABKaxX BBICTABIsUIACh. [I[poBeHaHC

OOBIYHO INPpUBOAUTCA B AYKIHHMOHHBLIX KaTajJorax I ITOATBCPIKIACHUA
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NOJJIMHHOCTUA ASKCHOHAaTa. MHTepeCcHBI MPOBEHAHC MOXKET 3HAYUTEIBHO
MOBBICUTH IIEHOBYIO IIJIAHKY TOPTOB.

Kaxnaplii ayKuMoH TmpejiaraeT JCTaJbHYH) HWHCTPYKIHUIO IS
OpOJAaBLUOB M g mnokynareine. OOBMHO ayKIMOH COIMPOBOXKIAET
NpeJayKIIMOHHAS BBICTABKA, OTKPBHIBAIOUIAACS 3a HECKOJIBKO JHEH [0
ToproB. K Kaxaomy ayKIMOHY TOTOBUTCS KaTajor, KOTOPBIM MOKHO
KYIIUTh WJIK MPOCMOTPETh Ha caliTe ayKlMOHa. B kaTamorax mpuBOIATCS
CBEJICHUS YK€ O KOHKPETHBIX JOTaX (OTACIBHBIX O0OBEKTaX WM TPyIIax
00BEKTOB, MPEMIOKEHHBIX ISl MPOAAXKU KAaK HENCIHUMbIE €IUHUIIbI), a
TaKXe MPEANPOJAXKHBIA pa30poC LEHbI, B pAMKaX KOTOPOr0 KOHKPETHBIN
JOT OXHUAAeTCa ObITh MPOJAHHBIM. Il yyacTusi B ayKIMOHE, JKeJIalolue
COBEPUIUTH MOKYIIKY, HOJKHBI MPOUTHU PETUCTPALIMIO U MOJIYUYUTh KETOH.
Ecnu kIMeHT He MOXET caM MPUCYTCTBOBATH BO BPEMsSI TOPIOB, OH MOXKET
cleNaTh MOKYINKY MO TenedoHy WIM OCTaBUTh 3apaHee IUChbMEHHYIO
3asBKy, B KOTOpPOM yKa3aHa MaKCUMallbHasl II€HAa, KOTOPYKD OH TOTOB
3amaTuTh 3a  ompeneneHHbld  JoT  (lot; unit  of trading).

YaunuBbld TMOKYIMATeNb JOKEH HWMETh B BHUAY, 4YTO II€HA B
ayKIMOHHOM 3ajie (aHri. «hammer price» - 1ieHa Mocje yaapa MOJOTKA)
MEHbIIIe, YeM peajbHasg IeHa MOKYIKH: HE0OXOAuMOo OyleT 3ariaTHUTh
ayKIIMOHY KOMHCCHOHHBbIe (commission charge), a Takxke pa3auyHbIe
HaJOT¥, TMPUHATBIE B CTpaHe, B KOTOPOM MPOXOAST  TOPIH.
© Copyright: Koiipman Banepwuii, 2009
Task II. Speak on history of auctions.

Task III. Comment on the following: “AykunoHepsl IpeKpacHO
YUYUTBHIBAIOT YEIOBEUYECKYIO IICUXOJIOTHIO U JIENAI0T CTABKY Ha a3apT, pU

KOTOPOW MOKYIIATENM 10 HHEPLUMHU B3BUHUYMBAKOT LIEHY Ha PaJlOCTh
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ayKIIMOHHUCTAM W TIpOJAaBLaM’ .

TEXTIY

Task I. Summarize the information given below. Try not to use a
dictionary. Remember: you should use special structures (given for
you after the text).

e MARCH 10, 2010, 2:47 PM. ET

FOR SOTHEBY'S AUCTION, IT'S ALL IN THE MARKETING

e Article
e DUNCAN MAVIN

HONG KONG—Among Chinese collectors of antiquities, power and
patriotism sell, or at least that is the assumption Sotheby's is making as it
prepares for the spring auction season next month.

Reuters

A ceremonial court pearl necklace from the Qing dynasty is displayed in
front of a portrait of the Emperor Yongzheng.

A collection of rare objects owned by Qing dynasty emperors will fall
under the hammer, including a white jade seal carved for Emperor
Qianlong that is expected to fetch more than US$6.5 million. Other
imperial memorabilia for sale will include an eighteenth-century
ceremonial pearl necklace and a ruyi scepter carved of boxwood, both
believed to have been owned by Emperor Yongzheng.

The theme of the promotional materials, "Imperial Power," is designed to
appeal to collectors from China keen to buy artwork and antiquities from
their own country, said Nicolas Chow, Sotheby's senior director for China
and Southeast Asia. Many are business people, often with "a clear sense
they are buying their history back," he said.

For these buyers, an association with power and authority carries more
clout than the usual approach taken with Western buyers of Asian
collectibles. That approach 1s summed up by the title of a catalog for the
same April 8 Hong Kong auction presented to Sotheby's European and
North American clients: "Objects of Contemplation."
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"It is really about pitching the right piece to the right clients and presenting
the objects in such a way that our clients can make sense of them with
their respective set of references," said Mr. Chow. "It is about
understanding the objects, what they are, what they say, and having a solid
grasp of our diverse clientele."

Buyers from mainland China have become important to the major auction
houses. As China's economy expanded, wealthier Chinese auction buyers
were gaining ground on their Western counterparts. The global economic
downturn, which was less severe in China, accelerated their rise.

That makes it more important for auction houses to tailor their marketing
to the Chinese, who are active in other categories as well. Bonhams, which
opened a Hong Kong office in 2007, initially sold only art, but soon added
watches, jewelry, wine and even whiskey to its roster of Hong Kong
auctions. The company also plans more promotional events on the Chinese
mainland.

A representative for Christie's International PLC said it promotes auctions
by choosing "the most appropriate lots from a sale to highlight in different
countries," including countries in Asia. "The choice of such lots 1s made
with careful consideration of cultural tastes and sensibilities," the
representative said.

Christie's ran into trouble with the Chinese government last year when it
auctioned off two animal bronze heads looted from China's Summer
Palace in 1860. Nevertheless, the company saw the value bought by
Chinese buyers world-wide in its sales rise 94% in 2009 compared with
the previous year.

In a sign of the importance of the Chinese market, Christie's has
dispatched one of its most experienced staffers to head its Hong Kong-
based Asian operations. Francois Curiel, who has been with the firm for
more than three decades, previously was head of Christie's jewelry
division and its European chief.

Write to Duncan Mavin at duncan.mavin@wsj.com

For you to use:
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1. The title of the article
The title of the article
The head-line of the article I have read is...
The article under the title “...” is published in...
2. The author of the article: where and when it was published
The author of the article is...
The article is written by...
It is published in English (Russian) by ... Publishing house
It was printed in...
3. The main idea of the article
The main idea of the article is...
The article is about...
The article is devoted to...
The article deals with...
The article touches upon...
The article attracts the readers’ attention by...
The article gives prominence to...
The article treats and discusses ...

The purpose of the article 1s to give the reader some information on...

The aim of the article is to provide the reader with some material (data) on...

4. The contents of the article. Some facts, names, figures.
a) The author starts by telling the readers (about, that...)
He depicts...
b) The author writes (states, stresses, thinks, points out...)
The article describes...
c) According to the text...
Further the author states (reports) that...
The article goes on to say that...
Next/subsequently he reports on...
Finally/ at the final stage he sums up...
14



d) In conclusion...
The author comes to the conclusion that...
In conclusion the author emphasizes

The author leads the reader to the conclusion that...

The article (author) appeals to a wide reading public
experts in this sphere

everybody interested in this problem

5. Your opinion of the article.

I found the article interesting (important, of no value, hard to understand,
ambiguous, disputable)

TEXT V

Task 1. Translate from Russian into English.

COTBUC, KPUCTHUC U IPYT'UE.
www.proza.ru/2009/12/20/929

O IBYX «KHUTaX» ayKIIMOHHBIX TOPTOB, CTAPECHUIITNX aHTJIMHCKUX JOMaxX
«Cotbuc» u «Kpuctucy, ceroans 3HaroT, MOXKalyl, Bce. AyKIITMOHHBIN
noMm Cotouc (anri. Sotheby's) ocHoBan Oosee 260 jeT Hazazn B JIoHg0HE.
Jatoii ero poxxaenusa cuutaercs 1744 ron, a ocHoBareneM - CaMiodi1
beiikep. HauuHan oH ¢ KHUKHON TOPTOBJIM M JOBOJIBHO OBICTPO HAXKUII
coinaHbIN KanuTan. B 1767 r. B pupme Havan paboTaTh MIIEMSHHUK
Comroana - [Ixon Cotouc. [Tocne cmeptu belikepa dupma crana
uMeHoBatTbcs «Cotoucy. [TocteneHHo MpUoOpeTaTh JIOTHI HA €€ Toprax
CTaJI0 CYUTATHCS MMPU3HAKOM XOPOIIETO TOHA W TAPAHTUEN CEPHhE3HBIX
BlIokeHuM. LlenTpanpubie 3ai1b1 CoTOMC pacnosararorcs B JIOHI0HE Ha

aneranTHor Hero-boua. IMeHHO 3/1ech pa3bIrpbiBatoTCs 3(PGEeKTHBIE
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CIIEKTAKJIM Ha COTHU MHJUIMOHOB J10Ju1apoB. Beixogom CotOuc Ha
MEXIYHAPOAHYIO CLIEHY SIBUIOCH co3aaHue B 1955 1. ornenenus B Hero-
Hopke. 3aTeMm GblIa co31aHa GOJIbIIAS CETh (DUIMAIOB 110 BCEMY MHUPY (B
[Tapmxke, Jloc-Armxkenece, I{ropuxe, Toponto, MensOypae, MionxeHe,
OnunOypre, MorannecOypre, XbprocTeHe, @I0pEeHINH U T. 11.).

B 1990 r. 06seM TOBapoobopoTa Bcex oTacneHnit CoTOMC JOCTUT
6onee 2 MmwurapaoB AosapoB. Bes ucropust Cotouc - Onectsiiee
CBHUJETEIICTBO TOMY, UTO TOPTrOBaTh MPOU3BEACHUSIMHU UCKYCCTBA
NPUOBLIEHO, IPECTHXKHO U MEPCIIEKTUBHO.

OnHUM U3 IEPBBIX PHIHOK U3SIIHBIX UCKYCCTB 3aXBaTUJ APYTroi
KpynHenmui aykiuonasiid oM Kpuctuc (anra. Christie’s), ucropus
KOTOPOTO Hadayiach 5 pexadps 1766 roga, Koraa ero OCHOBaTelb, OBIBIIIHMA
Mopckoit odutiep Jxeiimc Kpuctu, oTkpbut nepsbie Topru. Beckope oH
ykKe Biazen B JIOHIOHE TOMEMIEHUEM CO CHENUAIBHO ITOCTPOCHHBIM IS
HEro ayKIMOHHBIM 3aJI0M.

Cuuraercs, YTO UMEHHO 3/1eCh MPOXOIUIIN CaMble OOJIbIIINE
aykunonbl X VIII n XIX BekoB. U kcTath, HE KTO MHOMU, Kak caM Jlkenmc
Kpuctu, BEICTYNIHII HOCPEAHUKOM B CIEJIKE IO MPOJIAKE POCCUUCKOU
nmneparpule Exkarepune Il 3HaMeHUTON KOJIIEKINU KUBOIIMCH CIpa
PobGeprta Yonmona, KOTOPBI cCUUTAETCSl IEPBBIM OPUTAHCKUM MPEMbEP-
MUHHUCTPOM. DTa CJlIeJIKa 3aJ105K1Ia OCHOBBI Oy IyIIETro My3est DPMUTAXK.

Baxueitmum goctmxkennem pupm Cotouc u Kpuctuc B XX Beke
cTanu TpuyM@anbHbie MPoAaxkKu padOT UMIIPECCUOHUCTOB U COBPEMEHHBIX
XYyJI0KHUKOB. BriepBrie y/1ai0Cch MPUKOBATH BHUMAHKUE KIMEHTOB K
HCKYCCTBY HOBOT'O BPEMEHHU U MPEBPATUTH PaOOThI 3TUX MAaCTEPOB B

A0OPOTroCTOAIIUC JIOTHI. TOpFOBJIH MNPpON3BCACHUAMHA UCKYCCTBA CTAJId
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OTHBIHE OOJIBIIIMM OM3HECOM CO CBOEH CreM(PUKON U CBOUMHU
croprpuzamu. B nocnennne rojpl AByM ayKIIMOHHBIM TUTAHTaM yAaJloCh
MPOBECTH HECKOJIBKO OMIEJIOMIISIOIINX MPOJIaK, BOLICAIIUX B UCTOPUIO
Ou3Heca U OMpEACIMBIITUX COBPEMEHHBIN YPOBEHD IIEH Ha MIPEAMETHI
uckycctia. [loTpsicaroniyue HOBOCTH ayKIIMOHOB ITPEBPATHIINCH B
JIOCTOSTHUE MEPBBIX CTPAHUIL MPECCHI BCETO MUPA.

XoT4 cerofiHs aykuuoHHsie foma Corouc u Kpuctuc KOHTpOIupyroT
10 90% MUPOBBIX ayKIIMOHHBIX TPOAAX aHTUKBApHUATA U IPEAMETOB
UCKYCCTB, HO UMH, Pa3yMEETCs, HE NCUEPIBIBAECTCSI MHOT00O0pa3ue
ayKIIMOHHBIX IOMOB MUpa. Ha 3TOM phIHKE €CTh €111 HECKOJIBKO BaXKHBIX
«UTPOKOBY», TAKUX KAK CTAPEUIINN ayKIIMOHHBIN J0M [ epManun
«Kunsthaus Lempertz» (KenbH), Xpam ¢ppaHIly3CKUX ayKIIMOHUCTOB

"Hotel Drouot", n3BecTHeHINi ayKIHOHHBIN 10M ABcTpru «Dorotheum»

U JIpyTHE.

MO3KHO C yBEpEHHOCTBIO YTBEPKIATh, YTO
HOBBIE CEHCAllMM Ha AYKIIMOHHBIX TOPrax He
3acTaBAT ce0s JI0JIr0 K1aTh, U Mbl BHOBb
OKQXKEMCS CBUACTEISIMA UHTPUTYFOLIIAX

COOBITUI B MUPE UCKYCCTBA.

Task II. Summarize the information

given in the texts II, II1, V.
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TEXT YI
Task I. Read the text given below. Be sure you know the meaning of the

following words and phrases:

To realize dollars; to double sales; to establish a new record

RECORD PRICES FOR RUSSIAN ART

MacDougall's realized more than $24.lm dollars (£12.4m) in its Russian
Art sales held 12-13 June. The specialist Russian Art auction house doubled
its sales of a year ago and was the location for the second largest Russian
art auction in London this year, with only Sotheby's selling more. Earlier this
year, at Phillips de Pury, other records were being set including the record
price for Kabakov's Beetle and Oleg Vassiliev's Variations on the theme of the
Ogonyok which established a new record for the artist's work. Oleg Vassiliev's
previous auction record was established at Phillips de Pury & Company's sale
of The John L. Stewart Collection of Russian Contemporary Art last October

in London.

Task II. What do you know about Kabakov, O. Vassiliev and their

works?

Task I11. Prove that the title of the article is reasonable.

TEXT VII

Task I . Read the text. Give information concerning Damien Hirst and his

creative activity. You may use additional sources of information.

SUMMER AUCTIONS
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Sales of Post-war and

Contemporary art at Sotheby's,
Christie's and Phillips, Pury &
Company in London this
summer totalled £262.2 million
($5224 m i 11 i< up from
£221.6  million  ($441.5

million) the previous year.

DAMIEN HIRST AT
SOTHEBY'S-BEAUTIFUL
INSIDE MY HEAD
FOREVER

Over two days on the 15th and
16th of September, Damien Hirst will become the first living artist to sell
new works of art through an auction house. Titled Beautiful Inside My Head
Forever, 223 lots are going on the block at Sotheby's in London with more
than £65 million expected to be raised from the sale. Collectors who had
trouble getting access to Hirst's work or who remained on waiting lists
should celebrate the move by Britain's best-known living artist. It's also a
coup for highly sought after artists who often see their work resold at
auction for significantly higher prices than were paid on the primary
market, with little or no compensation finding its way into their pockets.
Following the success of the Pharmacy auction at Sotheby's in 2004, Hirst is

embracing the democratic nature of the forum and has produced new work
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for it from nearly every series in his oeuvre. Four of the works to be sold will

benefit charities chosen by Hirst.

ami irst, The Dream, .2 o) ass, steel, resin, silicone and
. ormal e]/—{V € solution, ki ]xg%*gc 85 Cni
www.sothebys.com/.../

TEXT YIII

Task 1. Be sure you know the meaning of the following words and
word combinations. If not, consult a dictionary.

regardless of; to be regularly updated; keep current on the ways;
corollary; to be "worldclass” art; to eliminate potential buyers; to
lean against the walls; to be worth or not worth talking; to be

preoccupied with; to vote for; the right venue;

Task II. Look through the text. Be ready to fix the most inappropriate
manners of behavior while selling art.

HOW NOT TO SELL ART

] Artists employ a variety of techniques in order not to sell art.
ArtBusiness.com has received numerous requests for pointers on how to
sell as little art as possible, and is making a number of the most effective
techniques available in the following easy-to-use checklist. Please note
that the more of these techniques you incorporate into your marketing
strategy, the less art you will sell. Good luck!

How not to sell art is regularly updated with new non-selling techniques,
so stop back from time to time and keep current on the most effective ways
to sabotage your art career...

 Act important, especially if you've had or are currently having a show at
a museum or gallery.

 Corollary 1 to the above: Act important regardless of how many shows
you've had.
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* Corollary 2 to the above: Be a legend in your own mind. No matter what
your resume looks like, believe that your art is "worldclass." Better yet,
refer to your art as "worldclass."

* Act incredulous around people who don't know who you are or aren't
familiar with your art.

» Don't price your art at shows, openings, in your studio, or online. Forcing
people to ask how much your art costs eliminates potential buyers who, for
whatever reasons, feel uncomfortable asking.

* For potential buyers who are comfortable asking, don't have anyone
available or identifiable, including yourself, to help them.

* When a potential buyer is fortunate enough to locate or recognize you
and ask a price, try to figure out how much they can afford to spend, and
then quote that dollar amount.

* Don't provide a resume. People like to know who you are and what
you've accomplished before they buy your art; not telling them anything
helps them make up their minds not to buy your art.

* Make sure half of your art still sits on the floor or leans against the walls,
waiting to be hung, as your gallery show opens.

* Only talk to people you already know at your shows and openings. This
way, anyone who's interested in your art enough to want to meet you will
have a really hard time doing so.

» At your shows or openings, decide who's worth or not worth talking to
based solely on the way they look or dress. Or better yet, if you don't know
'em, ignore 'em.

* When you're not talking to anyone at your shows or openings, act aloof
and/or inaccessible. Appear preoccupied and move around the room like
you're looking for someone.

* When you talk to someone about your art for the first time, act like you're
not interested and avoid doing anything to make the conversation go
smoothly. Then act impatient, like you have to catch a plane. Abruptly end
the conversation when someone you know shows up.
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* Only talk to people who you think are likely to buy your art or advance
your career.

* Hint at or make references to your upcoming show in every conversation
you have.

* Try to convince people who show little or no interest in your art that it's
worth owning and that they should buy it.

* Try to convince people who prefer other artists or styles of art that your
art is better or more worthwhile.

» Show up late for your shows, openings, or open studios. Better yet, say
you'll show up, then don't.

» Make appointments and then don't keep them. Say you'll call or email
people, and then don't call or email them. In general, be as unreliable as
possible in as many situations as possible.

» Make sure you're difficult to contact. When someone does succeed in
contacting you, either respond days or weeks later, or better yet, don't
respond at all.

* When you email a gallery, dealer, or anyone else for the first time with
requests to represent you, show your art, sell your art, or advance your
career in any other way, don't identify yourself, don't give any reason why
you're sending the email to this specific person or gallery, don't sign your
name, and don't provide any background information about who you are or
what your art looks like.

* Corollary to the above: Send an email with the subject line "I am an
artist." In the body, include no signature or contact information, and only
one image of your art.

* Corollary to the above: Send an email with the subject line "ART" and in
the body, include nothing but a website URL.

» Email total strangers, say you've entered a piece of art in a competition
and ask them to vote for it as many times as possible.

* Complain a lot. Some of the better complaints are that you don't get
enough shows, people don't understand your art, you're just as good as
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(you name the artist), you're better than (you name the artist), all art
dealers are crooks, all art critics are jerks, all museum curators are prima
donnas, art collectors only buy big names, art collectors are ignorant,
nobody's willing to spend any money on art, all art by (you name an artist
who's currently having a major museum retrospective) sucks, nobody
needs art teachers, paint costs too much, and art school was a waste of
time.

« If you see an art critic, writer, curator, or any other recognizable
personality in the art community anywhere within the vicinity of your art,
at a gallery or group show or otherwise, walk up to them and without
introducing yourself (whether or not you've met them previously), point to
your art and ask, "How do you like it?"

* If you get mentioned in a review or have a show that's reviewed, make
sure you contact the reviewer or critic and tell them all the mistakes and
misinformation contained in their review. If the review is online, ask them
to correct it.

* Corollary to the above: If you see the review writer in public, introduce
yourself, tell them they should really know more about your art in order to
fully understand it, and then invite them to your studio so that you can
explain it to them.

* Price your art much higher than art by artists with similar career
accomplishments and experience to yours. That way, anyone who
comparison shops for art by price, and many people do, won't buy yours.

 Never accept an offer, no matter how reasonable it is, to sell a piece of art
for less than your asking price.

* If a dealer, gallery, rep, or anyone else in the business suggests that your
asking prices might be too high, argue that they're wrong. Arguments
include that your art is worth your current prices in the right venue or in
better lighting, that they haven't looked at it closely enough, that they need
to see more pieces, that it's as good as art by (fill in the name of a famous
artist), and so on. No matter how they respond, keep arguing.

 Act offended whenever anyone asks to pay less than your asking price.
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* If you accept an offer, act unhappy and make sure the buyer knows how
displeased you are about accepting it.

* When someone says they can't afford to spend what you want them to,
tell them they can't get much for that amount of money. Another option is
to let them choose from your worst art and make sure they know how little
you think of it.

* Never say anything good about your fellow artists.

» Give the impression to everyone you talk to that you know much more
about art than they do. Use whatever tools are at your disposal to make
them feel inferior.

* Corollary 1 to the above: When someone asks you about your art, answer
them in unintelligible insider art jargon gibberish.

 Corollary 2 to the above: When someone asks you about your art, use
this opportunity to tell them the story of your life as an artist. Start with
when Mommy bought you your first box of crayons.

* Corollary 3 to the above: When someone asks you about your art, inject
your religious, social, and political views into the conversation as soon as
possible. That way, you maximize the chances of polarizing, offending, or
insulting the person you're talking with.

* Corollary 4 to the above: When someone asks a question about your art,
ask a question back, and then critique their answer. Then tell them they
need to spend more time learning about your art. Then walk away.

* [f you're showing a series of pieces that are related in some way, only sell
them as a group, not individually. This strategy eliminates anyone who
can't afford the whole group, doesn't have enough room to hang or show
everything, or only likes one or two pieces.

* Instantly correct anyone who misinterprets your art or sees it in ways
other than how you want it to be seen.

Task II. Some people are sure that nowadays it is simply necessary to
be a scandalous figure if you want to attract attention to your art and,
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as a result, to sell it. The others believe that good manners should be
an inseparable part of a good artist. What is your opinion?

To make your opinion proper structured you may use the following
formulas: To begin with; first of all; firstly; secondly; initially; the second
step is; besides, furthermore; thirdly/then/after; next/subsequently ... also/
in addition/ besides/moreover; finally/ at the final stage

I think; I guess; in my opinion; to my mind; on the one hand; on the other
hand; the difference/similarity is that; afterwards; nevertheless.

In short/ in brief; to sum it up; we may come to the conclusion that...

TEXT IX

Task I. Read the text. Give the main information of it using the
vocabulary of the text above (VIII).

KAK IPOJABATBH UCKYCCTBO

Mapar I'enbman

Yro TaKoe apT-pHIHOK

[loHsTHE «aKTyalnbHBIM XYJIOXXKHUK» CYIIECTBOBAIO W IIPEKIE -
IIPOCTO PaHbLIE TOBOPUIIM «MOJHBIA XYyIOKHUK». HO TakOro moHATHA, KaK
aKTyaJbHOE MCKYCCTBO, 10 XX BeKka He ObUI0. XYA0KHUKHU aneJTuPOBaIU
K BEUHOCTHU: CUUTAIIOCH, YTO UX TPYJ CIOCOOHBI OLICHUTH JIUIb OyaylIue
ITOKOJICHUA. AKTyaJIbHOE HCcKyccTBO[ 1], MPUHIHUITAATEHO
OPUEHTHUPOBAHHOE HA COBPEMEHHHUKOB, Ha WX ILIEHHOCTU U MPOOJIEMBI,
U3MEHUJIO OTHOIIEHUE XYJOXHWKa K BpeMmeHu. Ha cMeHny «OegHOMYy,
HENOHATOMY, HO TaJaHTIUBOMY» MPHULIET XYIOXKXHUK, ITOTYyYarOIIun
IIPU3HAHUE €IIe NMPU KU3HU. Kak ciiencTeue, HEMAJIOBAXHYK POJIb CTall
UrpaTh KOMMEPUYECKHH YyCIeX ero paboT: TaJlaHT CTal HU3MEPAThCH,

ITIOMHMO IIPOYCTO, U B HICHOBLIX ITIOKA3ATCJIAX.
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CoBpeMEHHOE HCKYCCTBO B OIPEJCICHHOM CMBICIIE SBISETCS
WHBECTUILIMOHHBIM UHCTPYMEHTOM. bU3HEC Ha UCKYCCTBE OUYE€HBb MOXOXK Ha
omepani C IIGHHBIMH OyMaraMu: XyJOKHHK - SMHUTEHT, BBICTABKa -
AMHCCHUS, TMPOU3BEICHUE HCKYCCTBAa - IMaKeT akuuil. Peub uaer He o
MEXaHUYECKOM oneparuu CKYTUJI-TIPOAAI, 3TO CJI03KHO€
WHBECTHpOBaHUE. Ha pBIHKE HMCKYyCCTBa €CTh CBOM «TOJIyOble (DHUIIKHY -
BCEMHUPHO H3BECTHBIC XYJOKHHUKH, BKJIAJbIBaTh JEHBIM B KOTOPBIX
a0COIFOTHO 0e30MacHO, €CTh «TEMHBIC JIONMIAJAKW», Ha KOTOPBIX MOYKHO
KPYITHO BBIMTpaTh WM KPYNHO Mpourparth. MHorma BIOXeHUS B
COBPEMEHHOE MCKYCCTBO OKa3bIBAIOTCA (DAHTACTUYECKHU BBITOJHBIMU: U3
JeCsITKa ThICSAY XYJA0KHUKOB B UCTOPHIO MCKYCCTBA MOMNAyT HEMHOTHE, U
€CJIM yrajaTh KTO, TO BBIUTPBIII MOXKET OBITh ThICSUYCKpaTHBIM. Ho Takas
yaayda - peikuii ciydaid. B cpeqnem npuObLUib HE OOJIbIIE, HO U HE MEHBIIIE
OAHKOBCKHUX MPOLIEHTOB.

B Poccun akTyanbHOE HCKYCCTBO MOSABUIIOCH B KOHIE 1980-x, omHako
B HAallE€W CTPaHE OHO, XOTS M OPHUEHTHUPOBAIOCH HA 3aNaJHBIA PBIHOK,
HUKOTJ]a HE OBUIO OTCTPOCHO KaK CEKTOp DJKOHOMHUKH, HE HMEJO
uHPpacTpykTyphl. Hair Xym0KeCTBEHHBIM PBIHOK HE JOCTUT CPEIHETO
€BpOMENCKOro U, TeM 0oJiee, aMepPUKAHCKOTO YPOBHSI pa3BUTHUS (KCTaTH,
70% MUPOBOrO phIHKA MPOU3BEICHUN MCKYCCTBA COCPENOTOUYCHO B Hbro-
I7IOpKe). N mosToMy y Hac OH SBISETCS OOBEKTOM CHEKYJSALH: TO
IIPEBO3HOCUTCS €ro SIKOOBI (haHTacTUYeCKas JUKBUAHOCTh, TO, HAOOOPOT,
pa3aroTCs BHICKA3bIBAHUS O OECTIEPCIIEKTUBHOCTH MTOCTPOCHHUSI apT-phIHKA
B Poccun. MctrHa, kak 00BIYHO, HAXOUTCS TTOCEPEIUHE.

C oHOM CTOPOHBI, PHIHOK COBPEMEHHOTO UCKyCcCcTBa B Poccuu nuiieH

ucrtopuu (¢ 1930-x T0o/10B MBI OBIJIM UCKIIOYEHBI U3 MUPOBOTO KOHTEKCTA
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pa3BUTHUS HCKycCTBA) WM paHUM. Kak M BCSIKHII PBIHOK TPOAYKIHUH HE
nepBOi HEOOXOJUMOCTH, OH 3aBUCUT OT OOIIEr0 COCTOSIHUSI SKOHOMUKH
CTpaHbl; B MEPUOAbI MOTPSICEHUU XYJ0KECTBEHHBIA PBIHOK CTPAJAeT
MIEPBbBIM.

C npyroil CTOpOHBI, EPCIEKTUBBI PbIHKA AKTyaJbHOTO HCKYCCTBa B
Poccun TeopetMyeckn MOXKHO CUHATATh TOJIOBOKPYKHUTEIbHBIMU. Ha
3anajge Tpagulus KOJUICKIIMOHUPOBAHUS HUKOrJAa HE NpephIBajlach U
MPOU3BEJCHUSI COBPEMEHHBIX XYJIOXKHUKOB JIOJIKHBI BBIJIEPKATh KECTKUHN
oTOOp, 4TOOBI OKa3aThCsl B OJHOM KOJUICKIIUM CO CTapbIMU MacTtepamu. B
Poccun xe xitacc KOJIEKIHOHEPOB POAWIICSA HEIABHO, U - TCOPETUYECKH -
MPOCTPAHCTBO JJIsi MPOU3BEACHUN COBPEMEHHOIO HMCKYCCTBAa B YAaCTHBIX
KOJUIeKIUsIX cBoOomHO. Tem ©Oonee dYTo mOpU TMOKYNKEe pPadOThI
COBPEMEHHOTO XYJOKHHKA CHHMAKOTCS COMHEHHUS B NOIJIUHHOCTH
POU3BENICHMS, TOT/Ia Kak IMPU MPHOOpETEHHWH PadOT CTapbhlX MacTEpPOB
[IaHC TPUOOPECTHU MOAICIIKY BEChbMa BEJIHK.

... bynyiee apT-ppIiHKa

PBIHOK HCKycCcTBa - 3TO OrpOMHasi NUpPaMHA, 3AJI0KEHHAs MHOIO
BEKOB TOMY Ha3aJl, U B OCHOBE e€e€- KyibTypHbld ¢erummuzm. Ho B
MOCJIETHUE TOJBI 3TO COOPYKEHHUE CTAJI0 BO BCEM MHUPE CTPEMHUTEIBHO
paspymatbcs. [0 HemaBHETO BPEMEHU AapPT-PBIHOK JEpKAJICA HA
yOEXKICHUH, YTO OPUTHMHAT CTOUT JOPOTO, a KOMmUsl He CTOUT Huuero. U
3TO IIOHATHO: B T€ BPEMEHA, KOrJa PBIHOK MPOU3BENECHHN HCKYCCTBA
dbopMUpoOBaJICs, KOMUU JEHUCTBUTEIHHO ObLIM IUIOXMMH. A ceriuac? Eciau
or IlymknHa ocramuch pyKONmuCH, NOMJIMHHUKU, TO y lleneBuHa wnm
CopokrHa pyKOIHCEN HET, Bce Ha KoMmbroTepe. VX ynurarenu Bce paBHO

HUKOTJAa HE MNPUAYT HA AyKIWOH IIOKYyNaThb PYKONHUCU - OHHM HHaye
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YCTPOCHBI, WM TJIABHOE IIPOYECTh, a4 HE HUMETb. MUp KYJIbTYpHOTO
deTuim3ma, TIe OpUruHaIbl CTOAT JICHET, OCTaeTcs B mponuioM. Mcuezaer
MOHATUE TOJJIMHHUKA WJIH KONWHW, JCHAKTCA  IPUHIUIINAIBHO
THpOXUpPyEMbIe BemM. LleHuTcss mMmuaxk, a He Teno. A BcsA crapas
KYJIbTypa IOCTPOEHA Ha TOM, YTO CaMO€ TJIABHOE - TEJIO, OpUTHHAJ. PBIHOK
BUJOU3MEHSIETCSI UMEHHO 34 CUET TOTO, UYTO JWTUTAJIbHAs 3pa OTMEHSET
Pa3HUILy MEKTY KOITUEN U OPUTUHAIIOM.

Jleno maxxe HE B TOM, YTO XYJOXKHUKHU CTald paboTaTh B HMUGPOBOM
dbopmare, a B TOM, 4YTO OTPEOUTENH MEPEKITIOYUIICS Ha JUTUTAIBHOCTh. A
3/1€Ch OMIMO3UIIUS «KOMHUS — OPUTHMHAID» HECYIIECTBEHHA: BaXKHO, YTOOBI
UCKaXeHUN He Obu10. HOBBIM mOTpeOuTENns COBEPIIEHHO HEAKTHBEH Kak
nokynareinb. [1o3TomMy s mymaro, 4TO apT-pPhIHOK OCTAHETCS, HO €r0 POJib

OyJIeT He3HAYUTEIHLHOM.

[1] TepmuH «akTyaldbHOE HCKyCCTBO» (contemporary art)
00beIMHSIET HOBEHUIIHE XYIO0KECTBEHHBIE TEUEHHUS B HM300pa3UTEIHLHOM
uckycctBe ¢ 1960-x roloB M A0 HACTOSIIETO BPEMEHU (B OTIIMYUE OT
modern art, «COBPEMEHHOIO HCKYCCTBa», K KOTOPOMY OTHOCATCSI BCE
HaIpaBJIeHUs KUBOMHUCH, Tpaduku U cKyabntypsl 1900-x - 1950-x rogoB).
Task II. Speak on the idea of a contemporary art.

Task III. What proverb do you consider to be more correct when
speaking of art: a) “Money is the root of all evil”’; b) “Money makes

the world go round”? Why?

TEXT X
Task 1. Look through the text given below and give its main idea using
not more than 2 sentences.
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A RECIPE FOR SUCCESS?

THE RUSSIAN ART MARKET IS STILL RELATIVELY YOUNG.
AND IT HASN'T BEEN EASY EOR THE FLEDGLING BUSINESSES
AND MUSEUMS CAST UPON THE WAVES OF INTERNATIONAL
HIGH FINANCE. THE LACK OF A DEPENDABLE
ORGANIZATIONAL, LEGISLATIVE, AND FINANCIAL
INFRASTRUCTURE, AND RESENTMENT AND SUSPICION
AMONG SOME OF THE MAJOR PLAYERS HAS MADE
INTEGRATION WITH THE MUCH MORE ESTABLISHED
WESTERN MARKETS FRAUGHT WITH  DIFFICULTIES.
GATHERINGS OF THE MOST IMPORTANT AGENTS ON THE
RUSSIAN MARKET TO EXPLORE THE POSSIBILITIES FOR
COOPERATION ARE RARE INDEED.

On 29 May, Hermitage Magazine and Art Brand, a Moscow
consultancy, organized a panel discussion on the theme of integration and
the issues confronting the Russian art market on the world stage during the
5th Moscow World Fine Art Fair. As evidence of the enormous interest in
the subject, more than 150 professionals attended the event to hear a
variety of opinions and discuss solutions to the most pressing problems.
Among the participants were exhibitors, museum experts, representatives
of auction houses, bankers and media outlets.

So what are the problems facing the Russian art business and its
integration within the wider community internationally? The answer 1is, it
depends who you ask. The participants of the discussion were as at much of
a loss as anyone else in diagnosing a single cause and rather listed a variety

of woes that were as individual as the speakers. While not providing a
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consensus, at least the scope of the problem emerged, with lack of
transparency and a dearth of reliable information available on the Russian

market near the top of the list.

TEXT XI

Task 1. Look through the text given below and give its main idea using
not more than 2 sentences.

HISTORY LESSONS LECTURE WILL FOCUS ON
DISCOVERING THE ORIGINS OF ANTIQUE FURNISHINGS
[CHICAGOLAND FINAL Edition]

Chicago Tribune - Chicago, Il1.

Author: Mary Daniels, Tribune Staff Writer.
Date: Oct 19, 1997

Start Page: 3

Section: HOME

Text Word Count: 866
Abstract (Document Summary)

The tracing of the origins of magnificent decorative objects, or
provenance, is one theme of "The Taste for Luxury: Collectors and
Connoisseurs," a lecture and slide show to be given by William Strafford,
vice president and European furniture specialist at Christie's auction house
in New York, as kickoff to The Fifth Annual Sacred Heart Schools'
Antiques Show, Friday through Oct. 26.

Strafford, who was originally with Phillips auction house in London,
joined Christie's in 1990 and was responsible for the weekly sales of
European furniture. Now a member of Christie's New York team as an
expert in European furniture, Strafford conducts in-depth research on all
aspects of European furniture for inclusion in Christie's sale catalogs and
special lectures.

For instance, Strafford says, Christie's did a lot of research on French
fashion designer Hubert de Givenchy's collection, which went to auction
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in 1993. A highlight of Givenchy's collection was an extraordinary pair of
gilded bronze candelabra in the form of dragons.

TEXT XII

Task I. Read the text. Give its summary.
Art breaking through

www.amazon.ca/...Art-Through.../

Twice a year, London-based independent art market research company
ArtTactic releases a Market Confidence Survey on Indian art by sampling
81 respondents which include curators, collectors, dealers, galleries and
auction houses operating in the Indian art market.

The most recent ArtTactic Indian survey, the company's third, shows that
the global economic situation is having an impact on the overall sentiment
in the Indian art market as much as it is everywhere else. But despite this,
both the Modern and Contemporary Indian Art Market Confidence
Indicators have reached new heights, showing the continued optimism in

these markets.

Recent auction results in March and May this year for M.F. Husain, F.N.

Souza and Ram Kumar show that the market once again has the capability
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(of breaking through the $lm ceiling which

bodes well for continued successful

" performance on the world stage.

still the strongest force behind the surge
in demand, an increasing number of
Western museums and private collectors

~ |have started to take a strong interest in

~ |what is happening in the Indian

contemporary art market. The recent
interest in Indian art from museums and private collectors outside India
will continue in 2008, with exhibitions coming up at the Serpentine
Gallery, The Saatchi Gallery and the Mori Art Museum.

With Indian contemporary now being seen as the 'mext big thing' after
China, both domestic and international speculation has been encouraged.
Prices by artists such as Subodh Gupta and Atul Dodiya have crossed the
symbolic $500,000 mark, and T.V. Santhosh has seen his auction prices go
from $15,000 to $ 80,000 in less than one year. Although these prices can
still be viewed as relatively modest in relation to the Western
contemporary market, unless these Indian contemporary works can
justifiably (meaning with the right artistic validation and track record)
move from the mid to the higher end of the market - one has to question
whether the buyer support from the West can be sustained or even

properly developed.

The complete report is available from www.arttactic.com
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ArtTactic was established in 2001 by former JP Morgan employee
Anders Petterson. ArtTactic provides unbiased art market research,
analysis and advice, backed by proprietary data, to help individuals
and institutions identify opportunities, trends and developments in
the contemporary art market.

TEXT XIII.
Task I. Read the text.

The true beauty of a rough diamond is revealed only when a stone
mined in South Africa, Australia, Russia or another part of the world is
taken into the hands of a master craftsman. It is the job of the polisher to
turn an unassuming looking mineral into a stunning gemstone. And it is
only his experience, precise calculations, and inspiration that determine

how successful the final result will be.

The history of diamond cutting can be traced to the late Middle Ages
when, in 1454, the Flemish polisher Lodewyk van Berquem established
absolute symmetry in the disposition of facets. The next major development
came in the 17th century when the rosette shape was introduced in
Antwerp. At that time it consisted of 17 triangular facets - 9 on top (crown)
and 8 on the bottom (pavilion). Vincent Peruzzi, a Venetian lapidary, later
enlarged the number of crown facets to 33, thereby significantly increasing
the fire and brilliance of the cut gem.

In 1919, Marcel Tolkovsky used mathematical calculations to
determine the ideal parameters for a diamond cut which revealed the glitter
and play of light to its best advantage. This form was developed for round

diamonds and still remains the perfect cut for this shape of gemstone. The
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modern round brilliant has 57 facets, numbering 33 on the crown and 24 on
the pavilion. The choice of diamond cut is decided by the original shape of
the rough stone, the location of internal flaws, or inclusions, the demands
for the preservation of carat weight, and fashion. The round brilliant is the
most popular cut given to diamonds though other forms are becoming more
and more popular. These include fancy cuts such as the marquise, pear,
oval, heart and princess shapes or rectangular with cut edges, known as an
emerald-cut. The larger the size of the gem, the more facets can be made.

The shape of the cut chosen is especially important for highly valuable
coloured diamonds. Such stones are extremely rare which ensures that their
prices remain very high. The polisher must be extremely careful in deciding
on the perfect cut to retain the depth of colour and its unique qualities of
light refraction.

There are currently several centres of diamond cutting in the world.
India is the oldest and has the distinction of being the region where the first
diamonds were found and cut long before it became fashionable in Europe.
India still remains an important source of gems on the world market
although today it supplies mostly inexpensive, commercial diamonds. The
other centre with a long history is Belgium, or to be more precise, Antwerp,
the diamond polishing capital of Europe. It is here that high-quality gems
were sent to be cut although over the last decades local polishers have
faced difficult times because the expenses and labour costs are too high to
allow them to compete. As in all other industries, diamond cutting has the
same tendency of moving production ever eastward to take advantage of
cheap labour. A relatively new centre for diamond polishing has opened in

Thailand whose share of the world market is steadily increasing.
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America is famous for working with large and expensive stones. The
USA is the single most important market for diamonds. Russia began
producing diamonds in the 1960s when cutting and polishing facilities were
set up in several cities around the country. It was a project of top priority for
the government of the time and the factories were treated as secret locations
similar to those connected with the military. It is probably this, more than
anything else, that helped the country attain such heights in the creation of
desirable gems. These centres were so successful that a special category of
high-quality cuts was introduced that went on to become known as the
"Russian" cut. The most important centre in Russia today is Smolensk
where several cutting and polishing facilities work with both Yakutsk and
imported stones.

Task II. Identify the main idea of the text.

Task III. What is your idea of the title for that material? (Initially it

was titled “Facets of perfection).

Text XIV

Task I. Read the text. Be sure you know the meaning of the following
words and word combinations. If not, consult a dictionary.

Transactions; to increase; the rate of increase; turnover; demand for to
flex financial muscles; database; geographical shift; market share; per capita
income; dealers' livelihoods; the stock of rivals; to conduct business; to

impact; an impact; national boundaries.

THE ART MARKET: SURVEYED
Between 2002 and 2006 the value of sales in the world art market
soared by 95% while the number of transactions increased by almost a

quarter. The rate of increase intensified towards the end of this period with
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turnover going up by half in a single year in 2005-2006 as demand for
contemporary art rose and buyers in the emerging economies of China,
Russia and India flexed their financial muscles. These figures and more are
revealed in a report published this year by The European Fine Art
Foundation, the organisers of The European Fine Art Fair (TEFAF) held
annually in the Dutch city of Maastricht which takes place this year from 7
to 16 March. The report, The International Art Market, A Survey of Europe
in a Global Context, was prepared by Dr Clare McAndrew, a cultural
economist specialising in the fine and decorative art market who is editor of
the financial quarterly magazine Wealth. It is based on an extensive
international survey of dealers and information from auction houses and
databases. It is the latest in a series of important studies commissioned by
TEFAF but is the first detailed look at the development of the international
art market since 2002.

"One of the most interesting findings of the research has been the
geographical shift in the art trade, particularly the emergence of China and
other new markets. These adjustments in market share have, to some extent,
followed changes in the wider economy as the geographical balance of
economic power shifts towards the East. Rising per capita incomes in
countries such as China and India are to some extent fuelling potential
demand for art and buoying rising prices.

Art fairs have become an increasingly significant part of the art trade in
recent years, significantly changing the business practices of dealers and
also the purchasing opportunities for potential collectors and investors. Art
fairs now play a vital part in many dealers' livelihoods by giving them

access to thousands of new and international clients, as well as to the stock
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of their competitive rivals. Fairs are an increasingly important way for
dealers to conduct business and to attract clients by offering a much greater
range of works and helping them to compete on a more equal footing with
auction houses. In a recent survey by TEFAF, dealers reported that over
40% of their annual sales could be attributed directly to fairs, or to follow-
up business, with some from outside the main art centres commenting that
this could be as high as 90%.

Art fairs, including both local and international events, also generate a
substantially positive economic impact on the cities that are able to host
them. The fairs bring a surge of affluent visitors over a number of days
staying in a variety of top hotels and spending not only at the fairs but also
in restaurants, on local transport and in other local retail and service outlets.
In 2007 for example, the TEFAF fair brought over 70,000 visitors to
Maastricht, impressive not only in number but by the fact that this group
also tend to spend more than visitors to other mainstream events with most
being classified as high-net-worth individuals. Other international fairs also
drew substantial visitor numbers in the same year including: the Paris
Biennale (90,000); Art Basel (60,000 plus a further 40,000 at Art Basel
Miami Beach); the Grosvenor House Art and Antiques Fair (20,571%); the
Olympia Fine Art and Antiques Fair (20,676 for the winter fair and 29,774
for the summer fair*); and the Frieze Art Fair in London (68,000).

The prospects for the art market in the coming years seem certain to
continue to be impacted by its growing globalisation, as is the world
economy generally. The mobility of art and its relatively unencumbered
trade across national boundaries has fuelled the expansion in the market

over the last few years, allowing supply to reach new collectors and
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investors. The continued expansion of the trade both in terms of value and
geographical spread could in fact be one of the key factors that will help to
protect the art market going forward from the same kinds of recessions it
has been subject to in the past and which are being seen in financial markets
in recent months."

Task II. Answer the questions:

What event mentioned in the article takes place annually?

What is the title of a financial quarterly magazine? Comment on that
title.

What countries proved an idea of a new trend on international art
market?

What are the benefits of art fairs to the cities where they are held?

What are the prospects of art fairs?
Text XV

Task I. Read the text. Try not to use a dictionary.

ART FAIRS AS ECONOMIC MOTORS

"Maastricht in March, Basel in June, London in October, and Miami in
December. The art fair has had a major impact on the art market and on the
micro economies of those cities that attract them. In my opinion, the best
fairs are international in their appeal and given that dealers in London
estimate more than half their sales are to overseas buyers, one can
understand why.

Art fairs are a good use of time for collectors who value having a large
selection of art in one place and also provide the means for me to compare
availability, quality and value on the secondary market. Lest we forget, such

fairs also have tremendous social draw - one takes for granted under the
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harsh fair lighting that whilst walking up one aisle you have already kissed
or waved at dozens of collectors, dealers and curators from at least as many
different countries. The volume of transactions that exemplifies the success
of major fairs is made clear by TEFAF in Maastricht where art and antique
dealers can expect to transact in excess of 0.5 billion Euros in 10 days as
well as after-fair sales. As the success of art fairs and their satellites
continue to grow from year to year, I encourage all collectors to make their
way to at least one new international fair in 2008.. .and to wear comfortable
shoes."

Viola Raikhel is Director of International Art Advisory, 1858 Ltd., a
London-based consultancy.

"Art fairs have become one of the most important contributions to the
increasing growth of the global contemporary art market. With fairs being
set up in Shanghai, Dubai, Moscow, Istanbul and many other places where
local audiences have had few opportunities to buy both local and
international contemporary art, fairs have clearly contributed to raising
awareness and interest that in the past was left to museums and public
institutions.

This trend has also led to a shift in the power structure of the art world.
Art fairs have gone from being simple commercial market places for
transacting art to become tastemakers in their own right. International
super-art fairs such as Art Basel (and its sister fair in Miami), Frieze Art
Fair in London and the Armory Show in New York have become annual art
world hubs - where you are likely to find international museum curators and

directors rubbing shoulders with buyers and collectors.
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There is, however, a darker side to the art fairs, particularly among the
above-mentioned super-fairs. Due to the over-subscription and increasing
competition among galleries to secure a presence in the premier league,
there will naturally be victims. As the fairs have become more than just a
market place, a refusal, could mean the gallery is no longer considered an
'A' list candidate, an outcome which could have serious long-term
consequences for the reputation and the future development of the gallery
and its artists."

Anders Petterson is the Founder and Managing Director of Art Tactic,
a London-based art market research and art advisory company. Prior to
setting up Art Tactic, Anders worked for JP Morgan in their investment
banking division.

"In the last ten years art fairs have become increasingly important
sources of income for galleries. Art fairs have become like one-stop shops
or supermarkets where the collector browses the shelves and chooses what
to put in the basket, often informed by what is happening in the booming
auctions. Whereas in the past collectors would follow an artist through their
exhibitions and assess their interest over time, now many simply buy on
reputation at a fair without having seen an exhibition. On the one hand this
has democratised art collecting, on the other it has devalued the concept of
collecting. The rapid appearance of works of art at auction may be the result
since true judgement may only really be made over a period of time. The
proliferation of art fairs also places enormous pressure on the artists to step
up production. If an artist is represented by three galleries and each wants a
piece economic motors.for the three or four art fairs they attend each year,

as well as one or two exhibitions, the artist can get onto a production
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treadmill. This may mean that they have little time to reflect and develop
new thinking. So while the spread of art fairs allows galleries to promote
their artists more widely, they also do so more thinly."

Jerem Lewison is former Director of Collections at Tate Gallery and
provides advice to foundations, museums, collectors, artists and artists’
estates from his offices in London

Task II. Prove using the information of the text that art fairs are
really economic motors.

TEXT XVI

Task I . Read the text. Try not to use a dictionary.

DOROTHEUM ENTERS THE RUSSIAN MARKET: A FUTURE
FORMED BY HISTORY

"Dorotheum" is one of the largest auction houses in the world: it has 27
offices in Vienna, Prague, Brussels, Dusseldorf, Munich, Milan, Zagreb
and Tokyo, 70 experts, 600 annual auctions, more than 100 catalogues
published every year, and the staff of 470 people are the integral parts of
the success and record achievements of the auction house

For first time in its august (listed-Vienna's Dorotheum auctionthouse
will be presented to the general Russian public from 27 May to 2 June at
the Moscow Fine Art Fair. Last year business between Russia and
Dorotheum enabled the Russian market to attain the same importance with
the house that the markets of Italy, Germany and Great Britain enjoy.
During the past few years the volume of sales has steadily increased and
over the past year Dorotheum persuaded the company's management to

reconsider and update its plans for entering the Russian market.
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Dorotheum is currently actively working on the expansion of the scope
of services "or Russian clients living both in Russia and abroad”. The
company's Internet webpage is available in the Russian language and
provides access to various catalogues, descriptions of numerous objects
exhibited at the auctions and photos. In some cases, and at the personal
request of collectors, Dorotheum provides "condition reports" with a
detailed description of the status and state of preservation of certain objects
accompanied by high-quality images. In addition, a new department has
been established to provide services for customers in Russia and also the
Russian-speaking visitors to Vienna.

Highly developed and expert Art Investment and Consulting Services
offer Russian collectors ideas on how best to create personal collections
and furnish apartments. These services also include additional information
on the prices of certain works of art, specific literature, various exhibitions
and supplementary activities which allow direct contact with independent
experts. Collectors can also consult about capital investments in art.

For over three centuries Dorotheum has been an integral part of
Austrian history. Founded in 1707 by order of Emperor Joseph I, it is the
oldest auction house in the world. As a constantly evolving international
concern, Dorotheum aspires to become a reliable partner for anyone
interested in art. One of the largest auction houses in the world, Dorotheum
has 27 offices worldwide and a team of experts who organise 600 auctions
and publish more than 100 catalogues annually. The company's staff is an
integral part of its success and the house's 4-week-loncfannual international
auction at the Palais Dorotheum in Vienna offers more than 40 categories,

representing a wide range of objects from modern art, 19th century art,
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silver, glass and porcelain, jewels, furniture, sculpture, original drawings,
and old master paintings of the 15-18th century to historical- timepieces;
classical art, old cars, scientific tools and design. A growing design-
category was created 11 years ago by Dr. Gertrude Draxler, an expert
whose unceasing efforts have helped make Dorotheum an important source
for collectors of design worldwide.

Throughout its history Dorotheum has pioneered ways in reaching the
public. Most recently it has done this with such concerns as Dorotheum
Gallery and Dorotheum Jewellery - two branches of the auction house that
make retail sales another major focus at Dorotheum. The Gallery enjoys a
certain advantage in being able to offer a wide range of decorative art obj

ects and antiques for sale, outside of timetabled auctions. Following
the acquisition in 2004 of OREX, a Hungarian retail jewellery concern,
Dorotheum Jewellery has begin to expand its presence on the international
market by combining new ideas and ways of doing business with its
unparalleled history.

Task I1. Choose the correct variant using the information given in

the text.

1. Dorotheum is

a) a jewellery market

b) an art gallery

c) a fair

d) an auction house

2. Its home country is

a) Great Britain

b) Italy
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c) Austria
d) Germany
3. It has been an integral part of its country history for
a) three centuries
b) three decades
) two centuries
d) two decades
4. Dorotheum is interested (only)
a) in the classical art of the 19™ century
b) in contemporary art
c) in ancient art
d) pieces of art of different genres and different styles
5. Dorotheum has two branches of the auction house, that is
a) Dorotheum Furniture and Dorotheum Jewellery
b) Dorotheum Gallery and Dorotheum Jewellery
c) Dorotheum Catalogues and Dorotheum Retail Sales
6. Dorotheum Auction House is really ready to work with the
Russian public. For that it
a) hires Russian-speaking staff
b) issues special catalogus
c) organizes the Russian language webpage
d) organizes auction sales for Russian clients in Russia
TEXT XVII
Task I. Read the text. Study and analyze information given in it.
Be ready to comment on the information. Think over the

following: a) What is necessary to change? b) What should be
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improved to make the situation better? ¢) What may be your activity

to make Ivanovo a cultural center?

IVANOVO REGION AS A TOURISM SPOT

www.itc.ivanovo.ru/pages/detail.php?...

Ivanovo region holds great nature, historic and
cultural potentials which makes it attractive for
local and foreign tourists. Being relatively near to
Moscow and Leningrad regions Ivanovo region has
a very advantageous geographical position. Ten-
year long depression of industry and agriculture
facilitated improvement of the region’s ecological
environment thus giving additional possibilities to
design large recreational areas in some parts of
Ivanovo region. Their potential visitors are tourists
from such megapolises as Moscow and Saint-
Petersburg and quite developed industrial centers: Nizhniy Novgorod,
Vladimir, Yaroslavl and Ivanovo itself. The region is endowed with
favorable climate and beautiful nature. Its historic and cultural heritage is
distinct and peculiar. This allows to hope that traditional radial routes of
“Golden Ring of Russia” Ivanovo-Palekh and Ivanovo-Plyos will be
supplemented by the number of other ring and radial ways introducing
tourists to Ivanovo region’s values and distinctness.

Nature Resources

2.Ivanovo region is situated on interflows of the Volga and the Oka.
One part of its territory is covered with forests, 90% percent of them
consist of pines, spruces and birches. The region’s nature landscapes are
exceptionally diverse: pineries and pathless deal woods, oak-woods and
birch woods, river meadows and marshes, fields and coppices, sand-dunes
and beaches, cuspate river banks and ravines...

The region is crossed by 160 rivers including the Volga (and its Gorky
reservoir), the Tyeza, the Yelnat, the Lukh, the Nyerl, the Uvod, it also has
about 150 lakes with such pearls as the Rubyekov and the Svyatoye among
them. Ecologically pure lakes, especially in Yuzha city area, forms
excellent conditions for recreational, ecological and sports tourism and
sanitary recreation.
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3. Region’s forests and swamps are rich of mushrooms, forest berries,
cranberries and swamp berries. Forest food and developed regional
olericulture and horticulture make the region even more attractive.

Sanitary and Recreational Potentials

1. In the health centers “Obolsunovo™ and “ Zeljony gorodok™ they
effectively cure diseases of vasculocardiac and nervous systems, the
digestive tract, locomotors apparatus, as well as liver, pancreas, gynaecic
and urology illnesses. Therapy is based on the local spa waters and the
most up-to-date achievements in the medical sphere; modern equipment is
used as well. The centers offer the original methods of purgation and
rejuvenation of organism, body and weight correction. Guests of our
region are agreeably surprised by the high-quality services and affordable
prices.

Health centers, resorts “Reshma” , “ Rus”, “Plyos” , tourist and
holiday centers “Malinki”, “Chayka” , “Beryozovaya roshcha”, “Plyos”
and different camps offer well-equipped tennis courts, mini-football
grounds and facilities for riding, ski mountaineering and swimming.

Peculiar Historical Aspects

1. Being relatively small our region ranks fourth among Russia’s
regions by the number of historic spots giving way to Moscow, Perm and
Leningrad regions.

2. The region holds a great number of archeological monuments (sites,
settlements, ancient villages and settlements, and burial grounds) which
belong to the Mesolithic and the Neolithic Ages, the Bronze and the Iron
Ages or Middle Ages and which are mainly situated on river banks and
lakesides.

In 6th —10th centuries numerous Finno-Ugric tribes who lived in the
territory of the region were colonized by the Slavs. The tribes gave names
to many places there, e.g. Shuya, Kineshma, Yuzha, Nyerl, Klyazma,
Ukhtokhma and others.

In the Middle Ages today’s Ivanovo region was a north-western border
of Principality of Vladimir and Suzdal. Castle-towns Yuryevec, Plyos,
Shuya, Lukh, Kineshma were built at that time. History tells many stories
about invasion of the Mongol-Tatar yoke in this territory, conquest of
Volga region and Siberia and troublesome 11th century. The storied
anabasis of Minin and Pozharsky’s irregulars which unyoked Moscow
began in today’s Ivanovo region.

Ivanovo region is first of all associated with soft goods. Here you can
follow a full history of fabrics’ production. Initially linen and cotton
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fabrics were made here with spinning wheels, wooden looms and
handcraft stain, but nowadays manufacturing is computer-aided.

Russian monarchs has left traces of their visits to our region: Ivan the
Terrible founded a stud-farm in Gavrilov Pasad which now is one of the
oldest in Ivanovo region; Peter the First built a wooden shipping lock on
the Tyeza river; Catherin the Grate — the Arakchejevskiy road.

Ivanovo region has a unique experience of social rebuilding. For
example let’s recall the lessons of first two decades of the 20th century
when contradictions between the labor and capital boiled over into social
outbreaks burying hopes of advanced industrialists to achieve social
balance which would be based on charity. The same conflict determined
the most active workers and intelligence to a fundamental rebuilding of a
social system. Ivanovo has an image of a “fatherland of the First Soviets”
which is supported by numerous monuments and which should certainly
be exploited by the local tourism industry. Ivanovo and other cities has the
eloquent evidences of the unique rebuilding of workers lives in the post-
revolution period (workers’ suburbs, large-scale mechanized canteens,
commune-type group houses) which should be visited while excursions for
tourists.

Pilgrimage Possibilities

There are numerous functioning monasteries, nunneries and churches
in Ivanovo region including Tikhonov Lukhskiy and Svyato-Nikolo-
Shartomskiy cloisters built in 15th century. Many churches are considered
to be the grate monuments of architecture of 17th - 20th centuries. Among
them you will find expressive pieces raised in the traditions of the Old
Russian church architectonics, Russian Baroque, the Classicism, Russian-
Byzantine style, the Art Nouveau and Neorussian style. Many churches
entreasure highly valuable samples of wall-paintings, icons, incised
iconostases, holy vessels.

Our region is attractive for pilgrims for it i1s famous for revered saints
and svyatiteli (this is another Russian word for “saint”) with Reverend
Makariy Uzhenskiy and Zheltovodskiy and Tikhon Lukhovskoy among
them, as well as miracles and faith-cures, and holy wells.

Ivanovo region holds old traditions of icon-painting. Icon-painters
from Shuya, Palekh, Kholuy have acquired a reputation throughout Russia.
Today these traditions are reviving and tourists have a possibility to visit
icon-painters’ workrooms and workrooms of iconostases makers in Shuya
and Paleh.
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Tourists interested in history will be glad to learn old and stable
traditions of the Old Belief represented in our region. For example the
town Jurjevec is connected with dramatical events in the life of protopope
Habakkuk.

Potentials of Museums

There are 38 state and local museums in Ivanovo and 13 other historic
spots in the region. The most unique of them are: Museum of Ivanovo
Printed Cottons, Mouseum-Cultural Center of A. Tarkovskiy, House-
Museum of the Tsvetaevs Family, Museum of Landscape, State Museum
of Palekh Art and others.

Tourists and museology specialists who visited our museums point to
rich expositions, interesting design and unordinary ways of working.

There are some practical ideas on development of museums in the
region. Expansion of tourism in Ivanovo could be facilitated by formation
of the following new museums and museum exhibitions on the basis of the
already existing ones:

Museum of Textile Industry in Ivanovo. It could be situated in an
industrial building with separate working areas in operation for
demonstration of hand spinning and hand weaving, handcraft staining,
textile manufactory, manufacturing of the 19th century, development of
textile engraving, and modern manufacturing. Singularity and cost-
effectiveness of this project would be insured by the production of
souvenir and exclusive fabrics with high content of natural fibers, patterns
chosen by a customer and limited meter age of output;

Museum of Merchants in Kineshma;

Museum of Fabrics in Ivanovo;

Museum of Workers and Thier Life which should be situated in one of
the czarist-time factory barracks in Ivanovo, Shuya, Teikov, Vichuga or
Yuzha;

Museum of Hobblers and Settlers of the Volga Banks in Yuryevec;

Museum of Linen in Puchezh or Privolzhsk;

Historic-ethnographic Museum in Yuzha;

Museum of Pitirim Sorokin and Nikolay Kondratyev

Museum of Peat in Murgeevo Village of Yuzha District;

Museum and exposition dedicated to duke Pozharsky D.M. in the
village of Murgeeyevo-Nikolskoye or in the village of Borok in Yuzha
district;

Museum of Poet Balmont K. in Shuja;
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Museum of the river Teza — an old water trade route — in Kholuya;

Museum of Smithcraft in the Village of Gari of Ilyinskiy district — a
center of the local smithcrafi in the 19th century;

Museum of Horsefarming in Gavrilov Posad.

Already for some time we have an idea to use the heritage of Ivanovo
ethnographical museum in order to create exhibitions introducing visitors
to the town’s history, its social, cultural and religious life as well as to
manufacturers of our region and their strengths and weaknesses. There is
also a plan to organize an exhibition about the historical attempts to
implement the project of “Ivanovo as a third proletarian capital”. Another
idea 1s to take advantage of an abandoned “old” railway station building in
Ivanovo and use it as an exhibition hall for railway history exposition
which would represent Ivanovo-Voznesensk’s ways of life in the end of
19th and in the beginning of 20th century. One of the peculiar scenes of
the exposition would be a crowd of people waiting for the train in the
station. Very valuable are the projects on the Museum of the First Soviets
in which is to be opened in the building where once a local city
government was situated; and on the reconstruction of diorama which
restore the events of 1905 in Talka are very valuable.

Art Potentials and Artistic Crafts

Ivanovo has a very significant art potentials in different spheres.
Nevertheless city and regional museums should be more active in
researching and collection of the best examples of fine arts created by the
local artists. Many artists born in Ivanovo are quite welcomed abroad
while their popularity in the native land is minimal. Without exaggeration
one can say that art potentials of our region are considerably higher than
those of our neighbors. There is everything needed for creation of so called
“contact zones” for artists and tourists in Ivanovo and Plyos. Execution of
the mentioned projects 1s put back not mainly due to lack of investments
but because of absence of a right initiatives and an adequate policy.

Our region is popular for lacquer miniatures which are made in the
towns of Palekh and Kholuya, as well as for patterned weaving, hand-
painted fabrics, art hand-embroidery, stitch embroidery and jewellery. The
regional town Shuya is famous for its accordions, Ivanovo — for printed
cottons and linen fabrics from which local designers make qualitative
fashionable clothes holding to the original Russian traditions of sewing. In
the recent years traditional crafts of twig-platting, boot-felting and
woodworking are being brought back. The revival is significantly
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facilitated by the houses of crafts which were opened in a number of
district centers in the region as well as by the Regional Scientific and
Methodical Center of Folk Art.

Hunting and Fishing in Ivanovo Style

Feather game (capercailye, black cock, hazel hen, waterfowl, wading
and field birds), furbearer and rabbit hunting are the most popular in
Ivanovo region. Wolf hunting is also interesting but complicated. There
are a lot of foxes, muster lines, lunxes and bears in our forests. Swine, elk
and deer hunting is strongly limited. There are four hunting preserves in
Ivanovo region including Klyazma preserve of beavers and desmans which
has a great importance on the regional level.

The rivers of Volga, Elnat, Unzha, Nemda, Lukh, Nerl and their
inflows as well as numerous local lakes breed fish and are the most
favored by fishermen. During all the season you would catch pike-perches,
breams, carps, sheat-fish, crucian carps, perches, pikes and roaches.

Fishing tourism sphere is the most developed in the town of Yuryevec.
Last year the first regional spinning competitions and state festival
“Fisherman Against Fisherman™ took place there.

Architectural Heritage

Architecture of Ivanovo region has its own distinct peculiarities. The
most unique are the industrial buildings which date back to 18th - 20th
centuries. They are supplemented by the numerous notable examples of
Provincial Art Nouveau and Neoclassicism. Buildings designed in the style
of “ red dorika* are the integral part of our architectural heritage. Guests of
our region will be surprised by the outstanding architectural complexes in
Vichuga, Yuzha and Ivanovo embodying an idea of “garden towns™.

Projects of such prestigious Russian architects as K. Ton, F. Shekhtel,
I. Fomin, I. Zholtovsky, I. Bondarenko, V. And L. Veshiny, I. Golosov
were implemented in Ivanovo.

Architectural landscape of Ivanovo and other towns of the region lacks
small buildings and premises. Many important architectural monuments
are in poor condition and miss different kinds of name boards and tablets
giving information about historic and artistic value of the architectural
monuments.

City architectures should establish a tighter control over erection of
new buildings, painting of facades during repair works, and placement of
outdoor advertisements, especially in the areas of historical development.

Conference Tourism Possibilities
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Many outstanding specialist who worked in the spheres of history,
culture, science and technique were born and lived in Ivanovo therefore it
is logical that numerous symposiums, conventions and conferences
gathering the representatives of different spheres are hold there. Historians
are attracted by the name of duke Dmitriy Pozharskiy and protopope
Habakkuk; philosophers — by Pavel Florenskiy and Piritim Sorokin;
economists — by Nikolay Kondratyev; writers — by N. A. Ostrovskiy, K.
Balmont, N. Sarrot, A. Barkova; artists — by brothers Chernitsovi, E.
Chestnakov and P. Korin; architectors — by brothers Vesniny;
moviemakers — by A. Tarkovskiy and A. Rou; culture historians — 1. V.
Tsvetaeva and D.G. Burilin; polemologists — by the names of admiral G.I.
Nevelkiy, commander M.F. Frunze and marshal A. M. Vasilevskiy;
astronomers — by F.A. Bredikhin; matematicians — by A.l. Maltsev;
geologists — by S.S. Smirnov; engineers — N.N. Denardos, A.A.
Blagonravov and M.V. Keldish; chemists - by brothers Reformatskiye.
And this is only a small part of the grate’s list.

Conferential tourism services offered by the hotel “Tourist” in
Ivanovo should be improved to the up-to-date level in terms of its
conference-hall and apartments equipment.

2. ECONOMIC AND SOCIAL OUTLOOK

Revival of the regional economy secured by the tourism development
is possible if the following services are made profitable:

Tourist services in recreational areas.

Tourist services in infrastructure spheres (hotels, cafes, restaurants,
bars, museums, theaters, concert halls, exhibitions etc.)

Entertainment sphere services (shows, city gardens, parks, beaches,
amusement parks).

Excursion services.

5. Selling of food products, soft drinks and spirits, souvenirs and
printed goods.

6. Medical care and consumer service

7. Transport and communication service.

Increase in the tourist influx will undoubtedly lead to recovery and
development of transport infrastructure, communication services, hotel
business and public catering, establishments of culture, public utilities,
beef and dairy animal husbandry, vegetable farming, horticulture, fishery,
local manufacturing, beekeeping, potting of berries and mushrooms,
traditional crafts. Trade — including pastry, ice cream, coolers, spirits,
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souvenir trade — will increase substantially. Attraction of tourists will also
raise the quality of medical and consumer service.

Development of tourism and its infrastructure will create plenty of
new jobs for: housemaids, cooks, waiters, barmen, guides, huntsmen, shop
assistants, employees in a culture sphere, musicians, sport trainers,
craftsmen who make souvenirs, communication operators, medical staff
etc. In addition majority of the mentioned workers and employees will
receive salary from the municipal budget.

Tourism development will facilitate nature protection activities and
increase the level of ecological education and ecological thinking among
population. Development of tourism and tourist services will generally
make an educational work of all universities and some colleges and
schools purposeful and perspective.

Tourism expansion will raise employment, widen and accelerate
restoration of historic and culture monuments, increase educational and
cultural standards among population, boost the quality of life, smooth an
unfavorable demographic situation and social strain in the region, improve
a criminal situation, raise the population’s health level and inspire the new
generations with patriotism.

As the tourism infrastructure potentials and tourist influx increase,
economic importance of the reorganization will rise up. At any rate we
must start with development of recreational, cultural, pilgrimage and
sports tourism which do not require significant capital construction as well
as with exclusive fishing and hunting tours which being relatively cheap
give a considerable profit.

3. TOURIST INFRASTRUCTURE

Development of a tourist infrastructure must be effectively carried out
by the creation of small and medium-size complexes which meet the
following requirements:

a) as a rule complexes must be located in already existing buildings;

b) each complex must include either a small hotel, public catering
business and exposition of history and culture which vary according to the
image of a complex, or the already mentioned components and one of
these: driving of ancient transport vehicles (horse-drawn vehicles, an
ancient wooden boats), center of crafts with production and selling of
souvenirs or exposition of goods made in traditions of old style;

c)the style of each complex is created by a name of a complex, fascia,
interior, staff’s clothes, menu, souvenirs etc. Which must match with a
traditional way of life of a given area; the body of such complexes should

52



fully represent historic and cultural diversity of our region and offer
comfortable, delightful and highly educative tourism.

There are already examples of such complexes: Vechnij strannik and
Kareta — in Ivanovo; Russkij dom — in Plyos; Russaja izba — in Kineshma.
Interesting projects are now being developed in Palekh.

Characteristic image of Shuya, Kineshma, Vichuga, Yuryevec, Yuzha,
Lukh, Kholuja, Palekh, Gavriloov Posad, Ilyinskiy-Khovalskiy and other
historically important spots of our region create an ideal environment for
implementation of many attractive ideas on the tourism infrastructure
development in the small-scale business sphere.

In addition we must solve a number of strategic problems which
require strong organization and large resources. The most burning of them
are:

d) Construction of a bridge across the Volga in Kineshma. In this
moment our region is as if utmost with many overland routes chopped off
there. This situation will be changed this bridge.

e) Upgrading of roads, especially in Yuzhsky district (up to the lake of
Svyatoye) and in Yuryeveckiy district ( Yuryevec — Lukh section).

f) Reconstruction of a lock system on the Teza river and renewal of its
navigation.

g) Enlargement of special tourist bus parks, primarily in Ivanovo,
Yuryevec and Yuzha.

h) Reestablishment of a river fleet in Kineshma for launching of a
tourist cruises along the Volga within the territory of the region or from
Yaroslavl to Nizhniy Novgorod.

1) Accomplishment of the check dam reconstruction in Yuryevec.

j) Provision of equipment for motor ships of Zelyonaya Stoyanka — a
company situated on Asafoviye islands in Yuryevec - for development of a
necessary recreational infrastructure with implementation of ecological
safety measures;

Reconstruction of a unique city-building complex in Vichuga erected
by the best Russian architects by wish of manufacturers Konovalovi.

k) Founding of a regional scientific and information center of
ethnography and tourism in Ivanovo.

The transformation of Ivanovo region into the large tourism center
must be carried out under an effective management of the regional
administration and other district and local responsible bodies. This will
help to prevent an uncontrollable privatization of a recreationally valuable
areas, real estate, historic and culture spots and beautiful landscapes and
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ensure economic and social recovery of the region in which population is
interested.

It 1s very essential to implement a flexible policy which 1s aimed at the
attraction of private investors (from Ivanovo region, Moscow, districts of
Ivanovo region and from abroad) and receiving of a target financing for
the program from regional and local budgets, welfare and social funds.

Recreational areas and tourism activities must be made available for
every section of population: children and students, workers and farmers,
intelligentsia and office workers with low income brackets, retired
persons, people with poor health and disabled persons, the middle class,
the rich, aristocracy of talent, foreign investors.

During tourism infrastructure formation we should provide that
different kinds of property and a large number of population is involved in
this project. A management system for such a large-scale reforms should
consist of an effective administration, public initiative and public control.

Reorientation of a considerable part of the region’s population to a
non-manufacturing business is impossible without thorough and aware
work with local inhabitants — from children to pensioners. Publicity,
constant and interested participation of local population is a basis for
successful implementation of such a large and significant project
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APPENDIX 1
FOR YOU TO ENJOY

THE MODERN VENUS
(after Mark Twain)

It all happened in Rome. George Arnold, a poor artist, came to Rome
from the USA to study art. Once he met a lovely girl and fell in love with
her. When he told her about his love she said that she loved him too but...
But the girl’s father was a rich man. One day the girl’s father called
George to his office and said to him: “My dear sir, I’ve got nothing against
you but I don’t want my daughter to marry a poor man. You are only a
student of art now and nobody knows whether you’ll be a success or not.
If you want to be my daughter’s husband you should have fifty thousand
dollars. As soon as you show me the money you’ll be allowed to marry
her.”

“But where can I get so much money?” asked George.

“It 1sn’t my problem”, said the girl’s father and added: “You will
have to get the money within six months. If you don’t, my daughter will
marry another man.”

George went home. He felt very unhappy. There was nothing he
could sell, nobody could lend him such a great sum of money because his
friends were as poor as he was. Suddenly George remembered one of his
friends who had come to Italy from America too. His name was John
Smith, he was older than George and he always gave George good advice.
George went to see him and told him everything.

“So, he gives you six months to get the money, doesn’t he?” asked
John. “It’s a lot of time and I'1l help you. I know that you’ve made a very
nice statue of a girl, haven’t you?” he asked. “Yes, I have”, said George,
“but who will buy it? I’'m not a famous artist and I won’t get even ten
dollars for it.” “I know it very well”, said John, but will you please bring it
to me?”

When George brought it, John took the statue, broke off its nose, part
of its right arm and its left leg.

“What are you doing?” cried George. “If you want my help, don’t
ask me what I’'m doing. I’ve got a wonderful plan but promise that you
won’t protest against it.” “I promise”, George answered.

Two months later a story appeared in one of the newspapers. It said
that Mr. John Smith, an American gentleman, had bought a small farm not
far from Rome. One day when he was digging the earth in his garden he
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found a wonderful statue of a beautiful woman. Unfortunately, the nose,
the right arm and the leg were gone. The specialists said they were sure
that the statue was a Venus and the work of an unknown artist. They also
said that it could cost about ten million franks. Many Italian museums
were eager to have the statue. Soon after that George Arnold married the
girl he loved. They lived happily but George never told anybody what he
knew about the famous Venus.

ART FOR HEART’S SAKE
(after Reuben Goldberg)

Old Brown was sitting in his study and reading a newspaper, when
Fred, his servant, came in: “Will you take orange juice, sir?” “No”,
answered Mr. Brown. “But it’s good for you, sir”’- “No”.

When doctor Caswell came Fred told him: “I can’t do anything with
the old man. He doesn’t take his juice, he doesn’t want to listen to the
radio, he doesn’t like anything.”

Doctor Caswell had thought a lot about Mr. Brown since his last
visit. It was a difficult case.

The old gentleman was quite well for a man of seventy-six, but he
had a kind of mania — he bought everything he saw: cars, pictures,
factories, railroads. He was losing his money quickly and it was necessary
to do something about it.

The doctor came into Mr. Brown’s study. “How are you today?” he
asked. “Not worse than before”, answered Mr. Brown. “Good”, said the
doctor. «Then tell me what you think about studying art”. “Art?” asked
Mr. Brown. “But I’'m not good at painting.” “I know that”, said the doctor.
“But I can get a student from an art school who will teach you painting.”

The doctor found a young student who agreed to teach Mr. Brown
and soon the lessons began.

It was difficult to say whether Mr. Brown really liked his painting
lessons or not, but one thing was certain: he stopped buying things and
doctor Caswell was happy.

Brown wanted to know everything about art and artists, pictures and
picture galleries. Besides, he wanted to know who bought pictures and
who sold them. He also enjoyed visiting museums and art galleries.

When spring came Brown invited doctor Caswell to see his first
picture. It was called “Trees” and it was the worst picture the doctor had
ever seen. But though the picture was awful Brown said that he was going
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to take part in one of the art exhibitions and that he hoped to be a success.

Some days later an art exhibition was opened in the biggest picture
gallery of the city. Doctor Caswell visited it and among the pictures of
many famous painters he saw Mr. Brown’s “Trees”.

He was greatly surprised to learn that the picture had got the first
prize. It made a great impression on him and he went to congratulate old
Mr. Brown.

“Well”, he said. “Now you see that art is more interesting than
business”.

“Art 1s nothing”, answered the old man, “I’ve bought the gallery last
month”.

mania — MaHus “Art for Heart’s Sake” —
HckyccTBo ana nymu — exhibition — BeICTaBKa

THE FACE OF JUDAS

Nobody knows where this story has come from. It tells us about a
well-known artist who gave his whole life to his art. It is said that his last
picture was a real masterpiece. Everybody knew with what enthusiasm the
great painter worked with his picture. At first he easily found many models
to pose for him and at last his picture was almost finished except for the
two most important figures: Christ and Judas.

The painter missed models for them and looked for them everywhere
but could not find a suitable face for a very long time. It was either not
noble enough for Christ or not ugly enough for Judas. But once as he was
walking along the street he happened to meet a boy whose face struck him:
his hair was dark, his nose was straight, his blue eyes shone under long
eyelashes. It was the face of an angel though the boy looked miserable with
his torn dirty clothes on and bare feet. The painter took the boy to his place
and several weeks later the figure of Christ appeared on the canvas. It was
splendid and all who saw it wondered where the painter could find such
regular features.

But the painter still had no model for Judas.

Many men with ugly faces were ready to serve him, but neither of
them could satisfy the artist. Years passed on and the painter grew very old.
He almost lost his last hope of finishing the picture, as he was old and no
medicine could do him any good.
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Once he was sitting in a little tavern over his daily glass of wine. It
was a cheerless autumn day, it was raining and the wind was blowing.

Suddenly the door opened and a man appeared. The artist looked at
him and started. It was difficult to imagine how ugly the man was. His face
was blue with cold. He stretched his dirty trembling hand and whispered:
“Wine! Wine!” and fell down.

The artist rushed to him. To his delight he saw the real face of Judas.
He helped him to his feet and promised to give him much wine and
everything he wanted for posing for Judas.

The artist began working a once, but he noticed that a strange change
happened to the beggar. The ugly man was looking at the picture in horror.
The painter asked:” What is the matter with you, my son? Tell me, I think
you are suffering greatly.” The man looked at him. His bloodshot eyes
filled with tears. Then he answered in a low voice: » Haven’t you
recognized me? [ served you as a model for Christ.”

GOLDEN DREAMS

One day I went into a bookshop to have a look at some new books.

The manager of the bookshop, Mr.Brickhill led me to the back of the
shop where, he said, I could find some books that might interest me.

While I was looking through them, I was able to watch Mr. Brickhill
at work with his customers. When I first looked up, a fashionably-dressed
woman was standing beside him and Mr. Brickhill was showing her a
book.

“Are you sure it’s his latest?” the lady was saying to Mr. Brickhill.

“Oh, yes, Mrs.Jackson- answered the manager.-This is Mr. Slush’s
latest book. Everybody wants to have it. It’s a wonderful thing. Some
people think it’s the most wonderful book of the season.”

I looked at the title: it was “GOLDEN DREAMS”. Mrs.Jackson
bought it.

Another lady entered the bookshop. She was in mourning and asked
the manager to show her some new books.

“Here 1s a fine thing, madam, “Golden Dreams”, a very fine story;
the critics say that it’s one of the finest things Mr.Slush has written. It’s a
love story. My wife was reading it out loud only last night. The main
character, a girl, was very unhappy.”

The lady bought the book and left the shop.
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“Have you any good light reading for holiday time?”’- asked the next
customer.

“Yes,- said Mr.Brickhill.- Here is “Golden Dreams”, the most
humorous book of the season. I laughed all the time I was reading it.”

The lady paid for the book and went out.

And each customer who entered the shop went away with “Golden
Dreams”. To one lady the manager sold “Golden Dreams” as holiday
reading, to another as a book to read after a holiday. One customer bought
it to read on a rainy day and another as the right book for a fine day.

Before leaving the shop I went up to the manager and asked: “Do
you like the book yourself?”

“Oh, -said the manager — I’ve no idea what it’s about, I’ve no time to
read every book I have to sell.”

“And did your wife really like the book?”
“I’m not married, sir’” —answered the manager.

Golden Dreams —30110TbIe Tpe3bl fashionably — moano
manager — X0351H title — 3armaBue
customer — MoKymnaTeib mourning — Tpayp
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APPENDIX 1II

Expressing opinions
I think ...
I fee that ...
As far as I know...
As far as I remember ...
As far as I understood ...
To my mind ...
In my opinion ...
It seems tome ...
I’d like to tell you that ...
To begin with ...
To tell the truth ...

BbipaxkeHue MHeHUS
4 nomnararo ...
41 gyyBCTBYIO ...
Hackonbko s 3Ham ...
Hackonpko g1 NOMHIO ...
Hackonpko s mons(a) ...
[To Mmoemy MHEHHUIO ...
[Io MOEMY MHEHHIO ...
MHe kaxercs ...
S1 OB XOTEJI cKa3aTh, 4YToO ...
[Ipexne Bcero ...
Ckazath 1o mmpaBje ...

Asking for someone’s opinion
Do you think that ...?

What do you feel/think about ...?
Are you sure that ...?

BoisicHeHUe Ybero-au00 MHeHHS
Jlymaere 1y Bbl, 4TO ...7

Yo BBI nymaere o ...7

Br1 yBepensl, uto ...7?

Giving reasons
I think it is right because ...

That’s why I feel that ...
...and so I think that ...

ApryMeHTanusi, 000CHOBaHHE
4 mousararo, 3TO MPaBUIBHO,
IOTOMY YTO ...

...II0O3TOMY 5 IyMaro, 4To ...
... B UTOT€ Sl CYUTAID, UTO ...

Asking for reasons
Why?
Why do you think that ...?
What makes you feel that ...?

BoisicHeHUe NPUYMH
[Touemy?
[Touemy BbI TymMaere, 4to ...7
Yro 3acraBiisieT Bac AyMarh,
9TO..."?

Defending one’s opinion
Yes, but what I’m really mean is

What I’m trying to say ...

On the contrary, I ...

3amura cOOCTBEHHOI0 MHEHUA
Jla, HO 4TO 51 B ICKCTBUTEIbHOCTH
MMEIO B BUAY...
To, 4TO 5 mBITalOCh CKa3aTh - ATO

Hao0bopor, 1 ...

Agreeing/supporting other
people’s opinion
Yes, that’s right.
I think so, too.

Coruacue\nogaep:kka MHEHUS
APYIrux Jojaen
Jla, 3T0 Tak.
Jla, s1 To)e Tak agymaro.
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Exactly.

I (fully) agree with you.

I think you are right.

That’s sounds like a good i1dea.

HmenHo Tak.

S (MOJIHOCTBIO) COTJIACEH C BAMHU.
51 mymaro, BbI IIpaBbl.

DTO OYEHb UHTEPECHAS HJICH.

Disagreeing/contradicting other
people’s opinions
I don’t agree with you/I disagree
with you.
I don’t think so.
I’m afraid you are wrong.
I’m afraid, I can’t agree.

BbI He corsamaerech.

51 He cornaceH ¢ Bamu.

4 Tak HE MyMaro.

boroch, BBl HETIPABHL.

borock, 51 HE MOT'y COTIaCUTHCA C
BAMU.

Expressing certainty and
uncertainty, probability and

possibility

I’m absolutely certain that ...

[’m sure that ...

Perhaps ...

I’m not all sure that ...

It is not possible ....

Bripa:xkeHue yBepeHHOCTH,
HEYBEPEHHOCTH, BEPOATHOCTH U
BO3MOKHOCTH
51 abCoMOTHO YBEPEH, YTO ...

41 yBepeH, 4to ...
Bo3MOXHO ...

4 coBceM He yBepeH, YTo. ..
OTO HEBO3MOXKHO.

Expressing interest or
indifference
I’m interested in ...
I’d like to know more about ...
... sounds interesting ...
Please, tell me more about ...
I’m keen on ...

It doesn’t interest me.

Bripa:keHue uHTEpeca WU

Oe3pazamuus
Mue uaTepecHoO ...\
UHTEPECYIOCH ...

MHe ObI XOTEI0CH 3HATh OOJIBIIIE O

... 3BYYHT UHTEPECHO ...
[Toxamy¥icta, pacckakute 0OJIbIiie
o...

51 oueHb yBIIEYEH ...

MeHs 3TO HE UHTEPECYET.

I don’t care. MHe Bce paBHO.\ MeHs 3TO He
BOJTHYET.
What a boring topic. Kakas ckyudHas Tema.

Expressing likes and dislikes
I love/like/adore ...

It’s great/very

BoipaxkeHue npeanoyTeHus v
HEeNpUsI3HU
Mue npaButcsa\A
0007Kar0\MPEKITOHSIIOCH
DTO 370pOBO\OYECHB
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good/fun/fantastic/marvelous
I enjoy ...

What I like best is ...

I hate/dislike...

Wow! /Really!/Goodness! / What a
surprise!

xoporo\Becesno\ (aHTaCTUIHO
\HU3yMUTEIHHO

S nro0mro\nostyyaro ya0BOJIbCTBUE
oT...

Yto MHE HpaBUTCS OOJIbIIIE BCETO,
TakK 3TO ...

Tepnets HEe Mory\MHe HE
HpaBUTCA ...

Oro! \ITpaBna? \Hyxenu? \ 1o
TaK HEOXKUJAHHO!

Stating preferences

BripaxkeHue npeanovYTeHust

I’d rather ... A 6b1 yute ...\S ckopee ...
I prefer ... A npennounTam ...

Expressing doubt Boipa:keHue COMHEHUA
I doubt it. 51 COMHEBaIOCh B 3TOM.

It’s very doubtful.
You haven’t convinced me yet.

DTO BBI3BIBACT COMHCHHS.
BrI moka MeHs He yOeIuIn.

Expressing understanding
I see.
I’ve got that.
That’s clear now.
I didn’t hear what you said.
Could you speak up, please.

Could you say that again, please.
Pardon?

Bripa:keHue NOHMMAHUA
[TonsTHO.
A nowsn.
Tenepp NMOHATHO.
41 e pacciplan, 4To Bbl CKa3aju.
He mornu Obl BbI TOBOPUTH
rpoMue.
He Mornu Ob1 BbI HOBTOPUTH 3TO.
W3Bunute. YtO BBI CKazanu?

Initiating/Focusing
There are several possibilities for

So, we have to ...
Let’s talk about ... first, shall we?

Let’s see what’s the good points
are.

I think we will (would) need to ...
SO ...

What do you think?

Do you think we should...?

What shall we do first?

Hauauno 0ecennbl
JId ... CymecTBYET HECKOJIBKO
BO3MOKHOCTEU
IToaTomMy HaM HYXHO ...
JlaBay cHa4aja moroBOpum o ...,
JaIHO?
JaBaii paccMOTpUM
IPEUMYIIECTBA.
S nymaro, HaM HYHO ObLJIO OFI ...,
MIO3TOMY...
Kak TbI cunTaenp?
Jymaelib, HaM HYXHO ...?7
Uto mbI OyJieM Jienath cHavyaja’?
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What’s your opinion?
What about you?
Do you agree?/And what else?

Kak Tb1 gymaems?
A TBI 4TO TyMaellb?
TrI cormmacen? \ A uro eme?

Summarizing and making
decision
I think we’ve agreed that .../
So, we’ve decided ...
What have we decided then?/
So, let’s decide which one .../
OK, so which (two) are the best?
Well, I chose .../
We both agree that ...

So, that was the conclusion we

reached ...

IIpunsaTHE pelieHus

S mymaro, MbI COTJIaCUMCSI, UTO
...\IloaTOMY, MBI pEITUIIH ...
Yro ke Mbl permiia? \ [Tostomy,
JaBalTe peIIuM Kakoe ...\
Xopol1Io, Kakoe ke Jgydiiee?
Hy, s BeIOUparo ...\

MEI 00a coriaacHiIuch, 4To ...
Bort peuienue, KOTOporo Mol
JOCTHUTJIH ....
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Appendix ITI
KAK ITPOJABATDH UCKYCCTBO (nonHas Bepcus)

Mapar ['enbman
www.strana-oz.ru/?numid=25

Yro Takoe apT-pbIHOK

[loHATHE «aKTyaJIbHBIM XYAOKHHUK» CYIIECTBOBAJIO U MPEK/E - IPOCTO PaHbLIE
TOBOPWIA «MOJHBIM XyJOKHHUK». HO Takoro moHsATHSA, KaK aKTyaJlbHOE MCKYCCTBO,
no0 XX Beka He ObU10. XYJI0KHUKU anejIMpOBalid K BEUHOCTH: CYUTAIOCh, UTO UX
TPYJ CHOCOOHBI OLICHUTHh JUIIb OyAylIMe MOKOJEHUs. AKTyalbHOE HCKyccTBO[1],
IPUHLUNKAIBHO OPUEHTHUPOBAHHOE HAa COBPEMEHHMKOB, HAa MX LEHHOCTH U
npoOiemMbl, H3MEHUJIO OTHOILIEHUWE XYAOKHHMKa K BpeMeHU. OH Ooibllie He
[oJIaraeTcsi Ha «CyJ TIOTOMKOB». Ha cMeHy «OenlHOMYy, HEMOHATOMY, HO
TaJAHTIMBOMY» IPHUILEI XYA0KHUK, MOJyYarolUil TPU3HAHUE €llle MpH Ku3HU. Kak
CJIE/ICTBHE, HEMAJIOBAXKHYIO POJIb CTall UrpaTh KOMMEPYECKUW YCIeX ero padort:
TaJaHT CTall H3MEPATHCS, IIOMHMO IIPOYEro, KU B LEHOBBIX IIOKAa3aTelsX.
OIHOBpPEMEHHO apT-phIHOK CTall HEOThEMJIEMOM KOMIIOHEHTOM Kak cdepsl
UCKYCCTBA, TaK U DOKOHOMHKH.

CoBpeMEeHHOE HCKYCCTBO B OIPEJEICHHOM CMBICIIE SIBJISETCS MHBECTULIHOHHBIM
UHCTPYMEHTOM. bH3HEC Ha HMCKYyCCTBE OYE€Hb NOXO0X Ha ONEpaluyd C LIEHHBIMHU
OyMmaraMu: XyJOKHUK - SMUTEHT, BBICTABKa - 3MUCCHUS, MPOU3BEJICHHE UCKYCCTBA -
NakeT akuuil. Peyb MAOeT HE O MEXaHWYECKOW Olepaluul «Kynui-Ipojam, 3TO
CJIOKHOE€ MHBeCcTHpoBaHME. Ha pbhIHKE HCKycCTBa €CTh CBOU «TrOJIyOble (DHUILKW» -
BCEMUPHO HW3BECTHBIC XYIOXXHHUKH, BKIAbIBATH JIEHBI'M B KOTOPBIX aOCOJIIOTHO
0e301acHoO, €CTh «TEMHbIE JIOIIAJKW», Ha KOTOPBIX MOXXHO KPYIHO BBIMTPATh WM
KpyIIHO Ipourpartb. MHOrJa BIIOKEHHS B COBPEMEHHOE HMCKYCCTBO OKAa3bIBAIOTCS
(haHTACTUYECKU BBITOJHBIMU: U3 JIECATKA THICAY XYJO0KHUKOB B HCTOPHUIO UCKYCCTBA
nonaayT HEMHOTHE, U €CIIU yTaJlaTh KTO, TO BBIUTPHIII MOXKET OBITh THICIYEKPATHBIM.
Ho Takas ynaua - penkuit cinyyait. B cpenqneM npuObuis He 00bIIe, HO U HE MEHBIIIE

OaHKOBCKUX ITPOLCHTOB.
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B Poccun akTyanbHOE UCKYCCTBO MOSBWIOCH B KOHIE 1980-X, onHaKo B Hamiei
CTpaHE OHO, XOTS M OPHEHTHPOBAJIOCHh HAa 3alaJHbli PHIHOK, HUKOI/A HE OBLIO
OTCTPOEGHO Kak CEeKTOp JKOHOMHKH, He uMeno uHpacTpykTypsl. Haiu
XYJI0)KECTBEHHBIM PBIHOK HE JOCTHI CPEJHEro €eBpOIeWcKoro u, TeM Oolee,
aMEpUKaHCKOTO YpOBHsI pa3Butus (kctatu, 70% MUPOBOTO pbIHKA MPOU3BEIACHUIN
McKyccTBa cocpenoToueHo B Hero-Mopke). Y osTOMy Y HAac OH sBISIETCS 0OBEKTOM
CHEKYJISIUN: TO MPEBO3HOCUTCA €ro sKoObl (haHTacTUYECKas JUKBUIHOCTH, TO,
HAao0OpOT, pa3/laloTCs BBICKA3bIBaHUS O OECMEepCIEeKTUBHOCTU IMOCTPOEHUS apT-
peiaka B Poccuu. Mctuna, kak 00bIYHO, HAXOAUTCS TIOCEPEANHE.

C onHOM CTOPOHBI, pPIHOK COBPEMEHHOI'0 UCKYyCCTBa B Poccuu muieH ucTopuu
(c 1930-x ro/10B MBI OBUIH UCKITFOUEHBI U3 MUPOBOTO KOHTEKCTA Pa3BUTHS UCKYCCTBA)
U panuM. Kak 1 BCSIKUN PBIHOK MPOJIYKIUU HE MEepBOM HEOOXOIUMOCTH, OH 3aBHCHUT
OT OOLIEro COCTOSHMSI OSKOHOMHUKH CTpaHbl; B NEPHOJAb  MOTPSICEHHI
XyJI0’KECTBEHHBIN PHIHOK CTPAIAET MEPBBIM.

C napyroii CTOpOHBI, IEPCHEKTUBBI PbIHKA aKTyaJbHOTO HMCKyccTBa B Poccuu
TEOPETUYECKH MOXXHO CUMTAaTh TOJIOBOKpPYKHTeIpHbIMU. Ha 3amame Tpamunms
KOJUIEKIIMOHUPOBAHUS HUKOTJA HE IMpEephbIBaJlaCh U MPOU3BEACHHS COBPEMEHHBIX
XYJI0)KHUKOB JIOJDKHBI BBIJEP’KAaTh JKECTKHMU OTOOp, 4TOOBI OKa3aTbCs B OJHOMU
KOJUIEKIIMM CO CTapbIMU MacTepamu. B Poccum ke kiacc KOJJIEKIIMOHEPOB POIAUICS
HEJaBHO, U - TEOPETHUYECKU - MPOCTPAHCTBO MJIA IMPOU3BEIECHUN COBPEMEHHOTO
HCKYCCTBa B YaCTHBIX KOJUIEKIUSAX cBOOOAHO. Tem Oosiee 4TO mpu MOKYIKe paboTh
COBPEMEHHOI0 XYJOKHHKAa CHUMAIOTCSA COMHEHHS B IOJJIMHHOCTUA IPOU3BEICHMUS,
TOrJa KaKk IpHu MNpuoOpeTeHUH padoT CTapblX MACTEPOB IIAHC MPUOOPECTU NMOAJEIKY
BECHMA BEJIHK.

KTo nokymaer

CymiecTBoBaHUE apT-pbIHKA HAIPSMYIO 3aBUCUT OT CYIIECTBOBAHHS CPEIHETO
kiacca. CHauana CpegHUN KiacC BKJIAAbIBAET NEHbIM B HEABUKUMOCTb, MAlIWHBI,
HeHHble Oymaru. U ToibKO mocie 3TOro OH HauMHAET NMpuodperatbh UcKyccTBO. Ho
€CNIM, IOKyIlas, HampuMep, MaIlWHy, Mbl OTJAAaeM ce0e OT4YeT, 4YTO y Hee €CTh

ce0ecTOMMOCTh U €CTh ICHA, KOTOpasa OIIPCACICHHBIM O6p330M COOTHOCUTCA C
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ce0eCcTOMMOCTBI0, TO C MCKYCCTBOM BCe ropaszio ciiokHee. LleHa Ha MCKyccTBO He
BBIPACTAET U3 C€0ECTOMMOCTH, M LIEHOBAs MOJIUTHKA - OJJHA W3 TJIABHBIX TPYIHOCTEMH,
C KOTOPBIMH CTaJIKUBAKOTCS YYACTHUKHU apT-pblHKa B Poccuu.

Jpyrasi ClOXHOCTb: B CHJIy TOTO YTO Mbl OBUIM H30JIMPOBAaHBI OT MHUPOBOTO
COBPEMEHHOIO MCKYCCTBa, IIOKYNaTeNlb MNPEAIIOYUTAET HCKYCCTBO cTapoe. Ecim
IIPOBEPEHO BPEMEHEM - 3HAYUT, UCKYCCTBO. JTO BBI3BIBAET MEpPEKOC B IeHax. K
IpuMepy, FOJUTaHILbI, KOTOpble B EBpone HE OYEHb LEHATCS, HOTOMY YTO HA PBIHKE
UX MHOTO, 3/1€Chb CTOSIT ropasno Jnopoxe. HyXHO OOBACHATH, UTO Jydlle KYNHTb
NEPCIEKTUBHOIO COBPEMEHHOTO XYA0KHHUKA, YEM XOPOIIO 3HAKOMOE CTaphE.

BaxxHo, 4TOOBI TOKymHarelb HE OCTaJICAd NPOCTO MOKyMaTreaeM, a Ccraj
KosekunoHepoM. Ceifuac 3Ta KaTeropus norpeduteneil Hauajga MposBIATh ceOsl Ha
XYJI0)KECTBEHHOM PBIHKE, TOTJla KaK €lle HECKOJbKO JeT Ha3ad B Poccum paboThl
NOKYITaJIX B OCHOBHOM JUJIsl YKPAILIEHHUs] CTEH. B HEKOTOPBIX OpraHM3anusax JOXOIUT
70 a0cypjia: MOKYIKOW MPOU3BEIEHUN MCKYCCTBA 3aHUMAIOTCS T€ K€, KTO OTBEYAET
32 YUCTOTY U MOPSAOK B odpucax. Y HHUX 3a/laya: KyNUTb KPACUBBIE LIBETOYKH U UM
MO/l CTaTh - KpacuBble KapTUHKUA. OAHAXKABI OJIHA BEICOKOIIOCTABIICHHAS COTPYIHUIIA
COepbanka ckazasna MHe: <Ham Hy)XHBI Takue KapTUHBI, C KOTOPbIX MOXHO CTUPATh
IIBUIb MOKPOU TPSIIKON>.

Jns  HempodeccroHanma  €IUHCTBEHHBIM  CIOCOO  OPUEHTHPOBATHCS B
COBPEMEHHOM HCKYCCTBE - 3HaTh UMEHA T€X XYJO0KHHUKOB, KOTOPbIE BOWIYT WIH, 11O
KpallHEel Mepe, UMEKT pEAIbHBIM IMIAHC BOUTU B HMCTOPHUI0 HMCKYCCTB. A mOKa
3HAUUTEbHbIE (PMHAHCOBBIE PECYPCHI PACTIBUISIOTCS Ha THICSIYU TBOPUYECKUX EUHUII,
UMEHYIOIMX ce0s XyJ0KHUKaMU. 1 3TO mpu TOM, 4TO IIEHHOCTb, KaK YK€ CKa3aHo,
MMEET TBOPYECTBO COPOKA-TIATUAECATHA U3 HUX: CTOJILKO MMEH HACTOSALIUX MAacCTEPOB

OCTaBJISACT B UICTOPHUH UCKYCCTB KaKaasd 2110Xa.

Yrto (Mau KOro) moxkymnaroT
Cerognst B Poccum XyaoKHMKaMH ce0sl CUMTAIOT OKOJIO MATHUIASCATH ThICSY
yenoBeK. Tonpko Ha apeHay 3aloB B LleHTpanbHOM J10OME XYJ0KHUKA €XKEIHEBHO

TPaTUTCA 3 THIC. AJ0JI1apoB; B CaMOM IJIY4HHOICM CJIy4dac TOJIBKO 3% »aT1Hux JACHCT
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pacxoayroTcsi Ha TeX caMbiX 50 XyJ0’KHHUKOB, TBOPUECTBO KOTOPBIX MOTEHIIUAIBHO
HEHHO s uctopun. Cuctema rajepeil 1 My3eeB aKTyallbHOT'O MCKYCCTBa OTOUpAET
YeJIOBEK CTO MATHECST, a IOTOM TPETh U3 HUX OTOMpAeT Bpemsi.

EcTp TpaauiMOHHAasT CUCTEMa KpUTEpUEB: TalaHT, MEPCIEKTUBHOCTh
(MOJIOZOCTH), BHYTpPEHHee cojepkanue (ectb 4YTo ckazaTb). B XX Beke
YCTAaHOBWJIOCh HOBOE€, JOCTaTOYHO KECTKOE TpeOOBaHUE: XYJIOKHHUK JOJHKEH
CYILIECTBOBATh B KOHTEKCTAX.

IIepBBIil KOHTEKCT - UCTOPHUS UCKYCCTBA. XYHAO0KHUKY CIEAYyET IOMHUTB, YTO J10
HEro y>ke ObUIM CO3[laHbl MUJUTMOHBI NPOU3BEICHUIM HCKYCCTBA, M JOJDKHBI OBIThH
KaKHe-TO OCHOBAHUSA JJIsl TOTO, YTOOBI K 3TUM MWJUIMOHAM MPUOABUIOCH €II€ OJHO
TBOpeHHe. OH JOJDKEH CTPEMUTBHCA CTaTh 4YacThIO CETOMHSIIHETO BCEMUPHOTO
KoHTeKkcTa. CeroiHs apT-Mup 3aJaeT CUCTEMY KOOpPJMHAT, B KOTOPOH XYyJOXKHUK
UIIET CBOE MECTO.

Bropoe - oH nomkeH ObITh B KOHTEKCTE 37ech M ceiiuac. CoBpemMeHHas
XYyJI0)KECTBEHHasi cpefa - 3TO MOUIHBIM KOMMYHHUKATUBHBIA TMPOLECC, U YTOOBI
y4acTBOBaTb B HEM, HAJO0 BIAJETh COBPEMEHHBIMHU S3bIKaMH. JIIsI MEHsI Takxe
BaXXHO, 4TOOBI paboTa Obla akTyaJdbHOM, YETKO (PUKCHUpOBajia BpeMs, KOTJa OHa
co3zaHa.

W Tperbe - macTtep HE JOJDKEH MOBTOPSATHCA: €My HEOOXOJIMMO YIEp>KUBATh
paMKy COOCTBEHHOI'O TBOPYECTBA, T. €., C OJJHOM CTOPOHBI, OBITH y3HABAEMBIM, a C
IPYro - pa3BUBAThCS, BBICTPAUBATH CBOE TBOPUECTBO KAK HEKYIO CTPATETHIO.

Camo co00ii pasymeercsi, BCe 3TO HE OTMEHSET TaJlaHT, a TaKKe >KeJIaHue |
yMEHUE MHOro pabortaTb. MoJIOAOCTH ke ImpuoOpeTaeT oco00e 3HAuYeHHE: cerndac
XYJI0’)KECTBEHHAs! Kapbepa JeJIaeTcs CJI0KHO, U Y XyI0KHUKA €CTh IIAHC IPOWUTH BECh
yTh, TOJIBKO €CJIK OH MOJIOI.

Eme onHo BakHOE YCJIOBHME ycmexa - OJIM30CTh XYAOXKHUKA K KyJIbTYpPHBIM
neHTpaMm. MHade roBopsi, OH JOJDKEH XUTh B KpymHOM ropoze. CoBpeMeHHOe
UCKYCCTBO OPHUEHTHUPOBAHO, TMPEXKIE BCEro, Ha IKUTEJIEeW Meramojuca, Ha
ONPEIEICHHYIO KYJbTYPHYIO CPely, CYLIECTBYIOIIYI0 BHYTPH METaIlOJIMCOB. XOTS

ceryac eCTh HI/I(i)pOBI)IG TCXHOJIOTHH, I/IHTepHCT, KOTOPBIC MOI'YT HC TOJIBKO CIIYKHUTb
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CPEACTBOM BBIPAXXEHUSI XYJIOKHUKA, HO U HCIOJIb30BATHCS KAaK CPEJICTBO JOCTAaBKHU
€ro TBOPEHUM Kak MOXHO Oojiee MUPOKOM ayautopuu. B kakoi-to mepe Onaromaps
HHTepHeTy HCKYCCTBO CTaHOBHUTCS Ooiiee AOCTYNHbIM. MHTepHET - 3TO cmocob
Pa30MKHYTh TNPOBUHUMAIBHOCTb, ClI€JaTh TaK, YTOObI B CaMbIX TIIYXHUX MECTax
XYJIO)KHUK ObUI B KypC€ BCEro, YTO HPOUCXOAHUT. MHTEpHET CHIIBHO BIMSET Ha
XYJIO)KHUKa €Ille M MOTOMY, YTO JaeT MHOM crmoco® MbliuieHus. BooOie, HOBbIE
TEXHOJIOTUM BCErJa CIOCOOCTBOBAJIM PA3BUTHUIO HCKYCCTBa, Tak 4To HWHTepHET
yKa3bIBaeT HANpaBJICHHE I UCKYCCTBA OyAyLIero.

[IpousBeneHne MCKycCTBa - TOBap OCOOBIM, MapKETUHI M peKjama KOTOPOTro
HEBO3MOXHBI BHE XYJO0)KECTBEHHOW Cpe/bl, CIIOCOOCTBYIOIIEH MPOJIBHKEHHIO Ha
PBIHKE HE CTOJIBKO IPOM3BEACHUS, CKOJIBKO €ro aBropa. Ilo mepe Toro kak B JaHHOU
KOHTEKCTyaJbHOM Cpelle pacTET 3HAYMMOCTb aBTOPA, YBEJIWYMBAETCA W PHIHOYHAS
CTOMMOCTb €ro padoT, B TOM YHCJIE€ PAaHHUX, CO3JAAHHBIX JO BO3HUKHOBEHUS apT-
pbiHKa. OJIHAKO MPOLIECC OCIOXKHAETCA TEM, YTO Y HAC NMPAKTHUYECKH OTCYTCTBYIOT
PEUTHHIH XYJ0KHUKOB. A MOCKOJIBKY B OT€YECTBEHHOW MAapKETUHIOBOUM CpEIE HET
BBIPA)KEHHON HMEpapXuu XyJO0KHHUKOB, TO U Ha 3amajie HET SICHOTO MOHMMAaHUs, YTO
TaKO€ POCCUHCKOE aKTyaJIbHOE€ MCKYCCTBO. /[0 HETaBHEro BpPEMEHU OTHOLIEHHUS C
3apyOeKHBIMU apT-AWIEPAMHU CTPOUIIUCH MO MPUHIIMIY MOCTaBKH HEOOPaOOTaHHOTO
ceipba. Tak, ecnu 1eHbl Ha pabOThl BEAYIIUX AMEPUKAHCKUX U HEMELKHUX
XYJIOKHUKOB CTAPTYIOT ¢ 70 TBIC. TOJUIAPOB, TO JJI PABHBIX UM IO CTaTyCy PYCCKHX
XYJI0’)KHUKOB LIEHOBBIE PAMKH - OT 3 710 7 ThIC. AOJUIAPOB.

[Tocpenuuku

My3sen, raneped, GOHIBI BHICTYNAIOT KAK MOCPEIHUKH MEXIY IPOU3BEICHUEM
UCKyccTBa M moKymnarteneM. OHU BBIIOJHSIOT 3KCIEPTHYIO (QYHKIHUIO (0TOMparoT
XYJI0)KHUKOB, BBICTpAauBas UEPAPXUIO), a TAKKE U 3a0MparoT MPOU3BEACHUS C PbIHKA
B CBOIO KOJUIEKLIMIO, T. €. UTPAIOT PoJib <yTuiuzaropa>. O nocienHei - noapoOHee.

JAns  1meneBpoB COBPEMEHHOTO HCKYCCTBAa JKM3HEHHO BAaXKEH MEXaHU3M
yTHIM3aUU. PRIHOK BCeria 3aMHTEPECOBAH B TOM, YTOObI YBEJIMYUTH 00BEM MPOJIAK,
HO XYJI0’)KECTBEHHBIM PHIHOK OTJIMYAETCS OT JIOOOro JIPYroro TeM, YTO yTHIM3ALUs

npcajaaracMoro 3TuM pbIHKOM TOBapa HC IIPOUCXOJIUT HUKOTI'IA. TOpr}I IMUIKaKaMi,
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MBI 3Ha€M, CKOJIbKO HYXHO IMUJI)KAKOB, YTOOBI HACBITUTh PHIHOK, Y€pe3 CKOJBKO JIET
OHU TMPUIYT B HETOJAHOCTh W TOHAAOOATCS HOBBIC, T. €. MBI MOXEM 3apaHee
paccuuTath 00BEM TpoJiaXx. boiee Toro, Mbl MOKEM MCKYCCTBEHHO MPOBOLIUPOBATH
crpoc. CkaxkeMm, XOpOUIUN THUHKAK MOXHO HOCHUTh JIET JECSATh, YTO COBEPIICHHO
HEBBITOIHO MPOU3BOAUTENIO. B 3TOM cilydae Ha MOMOIIb NPUXOJUT MEXaHU3M MO/IBI,
U TIOKYyTNaTellb BBIHYXKJIEH BBHIOPOCUTH €€ XOPOIIYI0, HO HEMOJHYIO Belllb, YTOOBI
OCBOOOJIUTH MECTO /I OOHOBKH.

MexaHu3M MOIbI B ©300pa3UTEILHOM UCKYCCTBE MOT ObI OBITh 2 (hEeKTHUBEH, KaKk
OH 3(QdeKTUBEH B MY3bIKE, IOTOMY YTO MOHATHUS <aKTyaJIbHOCTH> U <MOJa>, KaK MbI
y’Ke€ TOBOpWIM, HUMEIT MHOro obobmero. Ho cymiecTBeHHOE — OTIHWYUE
XYJI0)KECTBEHHOTO PBIHKA OT TOBAPHOTO 3aKJIFOYAETCS] B TOM, UYTO CTapOe U Bpojie Obl
<HEMOJHO€> TPOMU3BEICHUE MCKyCCTBa HE HCYe3aeT, He BbIOpachIBaeTcs, a,
HAa00OpOT, CTAHOBUTCS BCe OoJiee IIEHHBIM. B uTOTe Ha PHIHKE MCKYCCTBAa Hapsay C
<MOJHBIMH MMHJKAKAMI> MPOAAIOTCS U cTaphie, oOpociiue jgerenaaMu. Beap nobdast
yacTHas KOJUICKIIMS MOXET OBbITh pachpojaHa, HalpuMep, CMEHUB XO03iMHA B
pe3ynbTaTe HacienoBaHMs. B 3TOM ciydae OJIHaXIbl TMPOJAHHBIC MPOU3BEIACHUS
HCKYCCTBa CHOBa MOMAJal0T Ha PHIHOK. M BOT 37eCh My3eU UTPAIOT OUYE€Hb BAKHYIO
poJib - B CHJIy TOTO YTO MY3€WHbIE KOJUICKIIUM, KaK MPaBWIO, HE PaCIpOAar0OTCs,
My3€d CTAHOBSTCS CBOETO pojia <yTHJIM3aTOpaMu™>, pa3 M HaBCerJa H3bIMas W3
oOpartieHus crapbie padoThl.

B pesynbrare TOBap mepeMemaeTcs C OJHOTO phIHKA Ha JPYro: ¢
XYJI0)KECTBEHHOTO PbIHKA Ha PBIHOK OOCIY)XMBaHUs CBOOOJHOrO BpeMeHH. My3eit
MOCENIAI0T TYPUCTHI - HHOTJIA JIFOJU CHEIUAIbHO MPUE3KAOT B TOT UM UHOW ropo/I
TONBKO JIJII TOro, 4YTOOBI TOCETHTh H3BECTHBIM My3ed. Takum oOpasom,
MIPOU3BEICHUS UCKYCCTBA, OCEBIIINE B MYy3€MHOM KOJUICKIIUU, HEOKUJAHHO HAYNHAIOT
OPUHOCUTH JI0XOJI, HO YK€ HE B KaueCTBE OOBEKTa MEepenpoAaXu W HE TOJIBKO
Biajenbily. Benp TypucThl, MOMHMO TIOKYNKH OujeTa B My3€H, OIUIaYUBAIOT
MOE3/IKy, cueTa B OTENSAX W TMPOYHME YCIYTd TPaAUIMOHHOTO TYPUCTUUYECKOTO

OusHeca.
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VY Hac Bce elle HET My3esi COBPEMEHHOro uckyccTtBa. Myseil 3ypaba Lleperenu
(2 MMEHHO OH HOCHUT Ha3BaHMEe <MOCKOBCKUU My3eil COBPEMEHHOTO HCKYCCTBa>)
HENb3 CUUTATh MY3€EM B IIOJHOM CMBICIE 3TOrO CJIOBAa: My3€HHas KOJUIEKLUS IO
ONPEJEICHUIO JOJIKHA ObITh BbIIIE CYOBEKTUBHBIX BKYCOB M MPEANOYTEHUN OTHOTO
yesnoBeka. OJHAKO €CTh JIB€ My3€HHbIE IUIOLIAAKU, COOMpAIOIINE MY3EHHBIE
KOJUIEKIIUM COBPEMEHHOI'O0 HCKyCcCTBa. OTO OTAEJIbl HOBEMIIMX TEYECHHWM B
TpeTrbsakoBcKkoil rasiepee U PycckoM my3see.

[lepeitnem K apyroi mocpeHUYECKON MHCTUTYLUH, Tanepee. [anepen, BooOIe
rOBOpsl, - OUEHb HefaBHee n300peTeHue. Kak MoiaHOLUEHHOE SIBIEHUE OHU MOSBUIHCH
nocine [lepBoii MUpPOBOM BOWHBI, U TOJBKO MOTOMY, YTO MBI MO3JHO BKJIFOUUJIUCH B
ATY JESATEeNIbHOCTD, POJIUIIOCH OIYIIEHNE, YTO OHU OBLIN U OyayT Bceraa. Bo3moxkHo,
yTo Jsier 4epe3 15-20 ramepen MoOauUIMPYIOTCS WIM BOOOIIE MEPEeCTaHyT
CYILIECTBOBATh U MEXKJIY COLUUYMOM M XYAOKHUKOM IOSIBSITCS HOBBIE MOCPEIHUKHU.
Ho noka emie peHoMeH ranepeu akTyaseH.

[amepucT BBICTYNAET MOCPEAHUKOM MEXAY TBOPYECKMM YEJIOBEKOM U
OM3HECOM, OH aJanTHpPYyeT XYAOXKHHKAa K PealbHOM KM3HU U pEalbHYIO KHU3Hb K
UCKYCCTBY, IIPH 3TOM pelliasi HEMPOCTYIO 3ajauy: 3apaboTaTh A€HbIU 75 ce0s U IS
xynoxHuka. Ho ranepuct B Poccun - 310 0ocobas pabora. Ecnu y Moux kosuier B
EBpornie u1 Amepuke riaBHas 3agada - yOeAWThb KJIMEHTAa B TOM, YTO XYJ0KHHKH,
KOTOPBIX OHHM BBICTABIISIOT, Jy4llle, YeM XYyJA0KHUKH, KOTOPBIX BBICTABJISIOT APYTHe,
To B Poccun ranepuct noimkeH oOBSACHATH KIUMEHTY, YTO TaKO€ MCKYCCTBO BOOOIIE,
3ayeM ero coduparb U MOYEMY COBPEMEHHOE UCKYCCTBO TaK HEMOXOXE Ha TO, YTO OH
BUJIEN B IETCTBE B YUECOHUKE.

HakoHern, y Hac B cTpaHe COBPEMEHHOE UCKYCCTBO - YyTh JIM HE €IMHCTBEHHAs
cdepa KU3HH, 3aporpaMMUpPOBaHHasl Ha MOMCKH HOBOTO. Poccus - ctpana, KoTopast
Bcerja xouer B mpouwioe. Korzpa copammBaenib: Kakoe Oyayliee Bbl XOTHTE, TO
OOJIBIIMHCTBO Ha3blBa€T OAMH M3 BAapUAHTOB IPOLUIOTo. J[eMOKpaTbl OMmSTh XOTST
NEPECTPONKY, KOMMYHHUCTHI - BepHYThca Ha 30 seT Hazaa, MoHapxucTsl - Ha 100 jer.

Ho Bce CMOTpPAT Ha3an. B CTpaHC, KOTOpad XO4YCT B IIPOLLIOC, OCOOEHHO BaKHA
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COLIMAJIbHASI POJIb TAJIEPEU - COXPAHATh Ay IUTOPHIO, TOTOBYIO UATH B OyyIiee.

VYpoBeHb rajepen OnpenesstoT XyJAIIWE BBICTABKH, a He Jydmue. OCHOBHas
npoOJieMa HalllMX rajepei - CIMIIKOM OOJIBIION Juara3oH aBTOPOB: B OJTHON W TOM
K€ Tajiepee COCYLIECTBYIOT OYEHb IUIOXME M OYEHb XOpPOIIWE XYIOXKHUKH. Tak
HEBO3MOXHO c(hopMHUpOBaTh pemyTanui. HeobxoaumMo MOMHHTH, YTO MPUYUHOMN
noJbeMa rajepeil B MOCIEBOCHHOE BpeMs ObUIO JOBEpHE MHBECTOpA K rajiepee Kak
rapaHry kadecrtsa. ECiM MOTEHIHAIIbHOMY MOKYIIATENIO TIOHPABUIIACH KapTHUHA, J1a K
TOMY K€ OHa BBICTABJIEHA B ONPEIEIICHHOW rajepee, clieI0BaTeIbHO, OHA XOPOIIETO
KayecTBa U €€ MOKYMAIoT. A Korja B OJHON M TOH K€ rajepee BbICTaBJIEHbI PabOTHI
pPa3HOr0 KauyecTBa, HUKAKON rapaHTUU HET. 3HAYUT, HET HU MHTEpeca, HU JOBEPUSL.
UYenoBeky, BKJIAABIBAIOIIEMY IAEHBIM B HCKYCCTBO, BAJXHO MMETh T'APAHTHUIO - HE B
TOM CMBICJI€, UTO OH COOMpaeTcsl nepenpoaaBaTh CBOKO MOKYIIKY, a B TOM CMBbICIIE,
yTO €My OyneT He CTBIAHO 3a Hee uepe3 JeciITh Wiu JBaauarh Jjer. [loatomy
raJIepucTy HaJl0 OBITh AKCIIEPTOM - SKCIIepTHAs (DYHKIIMS rajJeper OYeHb BaXHa.

VY mnpodeccruonana (rajiepucta WIM TPENCTABUTENs My3es) HET BKyca B
OOIIIETTPUHATOM CMBICE. Y Hero ectb npuctpactus. Ecte Bunenue. Mmems roaein
OJIAPEHHBIX U KENAIIUX <UTPATh> C CIOKUBILICHUCS XyA0KECTBEHHON CUTYyaIlUEH.

Yrto KacaeTcs MEHs, TO 51 B XyJI0XKECTBEHHBII MUP BOILE] OYEHb BBIUTPHIIIHBIM
IyTEM, KaK KOJUIEKIIMOHED, - €lle A0 Toro, kak B 1989 romy y MeHs mnosBuiach
cobctBenHas ranepes. [locie ycnexa Ha aykmnuone <Cotbuc> B Mockse (1988 ron)
COBPEMEHHOE PYCCKOE HCKYCCTBO TMpOAABAIOCH 3a OOJbIIME JEHBI'HM, HO 3TO
CKa3bIBAJIOCH TOJIBKO HA MOCKOBCKOW CUTyalluu, a0COJIFOTHO JIOKANbHO. S MOHSUI, YTO
HY)KHO paclmpsth reorpaduio, ¥ Hadal KOJUICKIIMOHUPOBATH <IOKHOPYCCKYIO
BonHy> - Kue, Opeccy, Kummnes, PoctoB. IOxkHOpycCKyr0, MOTOMY YTO 3THX
XYJIO)KHUKOB OTJIMYaJIO0 HMHOE KadyecTBO - 0c00as BUTAIbHOCTb, pEaOMIMTALIMS
YKUBOIIKCH, B IIMKY MOCKOBCKOM KOHIIENTYaJIbHOM IIKOJIE, KOTOpas TOrAa Onpeaessia
MEHHCTPUM. DTO CTAJI0 MOUM MEPBBIM CTPATErMYECKUM BHIOOPOM. A 3aTEM - IEPBBIM

YCIIEXOM TraJiepeu.
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B sroM rony ramepee ucnonssierca 15 mer. 3a 3TO BpeMsi Mbl peain30BajIu
MHO>KECTBO MPOEKTOB, HEMAJIO M3 KOTOPBIX OBUIM HANpaBJIEHbl HA MPEOJIOJICHUE
FEPMETUYHOCTH MOCKOBCKOW XYJO0KECTBEHHOW CPEbl U MPUBJICUYCHUE B CTOJUYHBIN
apT-mpoliecc peruoHanbHbIX cuid. Tak, B 1999-m Mbl opranuzoBanu ¢ecTuBaIb
COBpEMEHHOro HckyccrBa <B mowmckax 3omymku, win Kynerypubeie repom XXI
Beka>, npomeamnii B 40 pocCUiCKUX NPOBUHIUAIBHBIX TOPOJAX.

MBI - €IMHCTBEHHAass POCCHUMCKas Tajepes, TECHO COTPyJHHUYArOMas C
MYy3€MHBIMU UHCTUTYLIUSIMU: YACTh MOEW KOJUIEKIIMHU ObLIa nepenana B gap Pycckomy
My3€10 U celyac HKCIOHUPYETCS COBMECTHO C KOJUIEKLIHMEW H3BECTHOTO 3amagHOro
menenara llerepa Jlrogsura. K 15-neTuro ramepen Mbl IaHUPyEM IIPOBECTU LEIIBIN
KOMIUIEKC MY3€HWHBIX BBICTABOK HAIIMX XYJOKHUKOB B TpPETBIKOBCKOW Tajiepee U

Pycckom my3see.

bynymiee apr-pbiHKa

HecmoTps Ha TO 4TO celyac MUPOBOU XYHOKECTBEHHBIM PBIHOK MPEACTABIISIET
co00I CHJIbHYIO U CIIOKHYIO CTPYKTYpPY, HE CTOUT €ro aOCOJIOTU3UPOBaTh. PHIHOK
HCKYCCTBa - 3TO OTPOMHAsl MUpaMuIa, 3aJ0KEHHAass MHOTO BEKOB TOMY Has3al, U B
OCHOBE €e- KyJbTypHbI (pernmmsM. Ho B mocnenHue rogsl 3TO COOPYKEHUE CTAIIO
BO BCEM MUpPE CTPEMUTENBHO paspymiarbcsa. J[0 HEgaBHEro BPEMEHU apT-phIHOK
JIeprKajcs Ha yOeXKIeHUH, YTO OPUTMHAJ CTOUT A0POro, a KOMus He CTOUT Hu4uero. 1
ATO MOHATHO: B T€ BpEMEHAa, KOT/la PhIHOK NMPOU3BEACHHUI UCKYCcCTBAa (POPMUPOBAJICS,
KOIIMM JIeHCTBUTENbHO ObuM IuioXuMu. A ceiiuac? Eciam ot IlymkuHa ocranuch
pyKoInucH, NMoMHHUKHN, TO y IlenmeBuna mnum COpOKMHA PYKONMCEHW HET, BCE Ha
KoMIbloTepe. VX yurarenu Bce paBHO HUKOTJA HE NMPUIAYT HA ayKUHMOH IOKYNaTh
PYKOIIUCH - OHHM HMHA4Y€ YCTPOEHBI, UM TJIABHOE IIPOYECTb, & HE HMETb. Mup
KyJIbTYPHOTO (DeTUIIN3MA, € OPUTHMHAIBI CTOAT JEHEr, OCTAaeTCs B IPOILIOM.
Hcuesaer mnoOHATHME MOJUIMHHUKA WM KOIMWH, JENAIOTCA  NPUHIUIIAAIBHO
TUpaxupyemble Bemu. LleHuTca wmMumk, a He Teno. A Bes crapas KyJbTypa
IIOCTPOEHA HAa TOM, YTO CaMO€ TJIaBHOE - TeJlo, opuruHai. Hemapom ceiidyac o4eHb

nonyisipHa ¢otorpadus U KOMIIBIOTEPHBIE TMPUHTHI, KOTOPBIE CTOST HEAOPOTO.
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PbIHOK BHIOM3MEHSAETCS MMEHHO 3a CYET TOro, YTO JAWTUTAJIbHAs 3pa OTMEHSET
pa3HUIy MEXIy Komueil u opuruHaioM. HOBOMy NOKOJIIEHHIO TPYAHO OOBSICHUTH,
noyeMy HaJ0 IUIATUTh 3@ MOJJMHHHUK OOJIbIIME JACHbIH, BEIb TOpa3fo Jierdie u
JIEIEeBIIE€ KYIUTh TUPAXKHYIO BELIb.

Jeno gaxe HE B TOM, YTO XYJOKHUKHU CTalIM padotaTh B iudppoBom popmare, a
B TOM, YTO MOTPEOUTENH MEPEKITIOYWICS Ha JUTUTAIBHOCTb. A 37€Ch OIIMO3UIIMS
<KONHS - OPUTMHAI> HECYIIECTBEHHA: BaXXKHO, YTOOBI MCKakeHUU He Obu10. HOBBIN
noTpeOUTeNbh COBEPIICHHO HEAKTUBEH Kak MoKynarenb. [loaTomy s nymato, 4to apT-
PBIHOK OCTaHETCS, HO ero poJib Oyner He3HauuTenbHOM. UTO Kacaercs MeHs, TO 5
cebst cuutaro ¢urypor nepexoaHoil. Kosiekius OTHOCUTCS €lle K Tpeablayniei
AMOXE, Tajepes UMEET JeJI0 ¢ OPUTHHAJIaMU, HO YTOOBI HE OCTAThCA B IPOIILIOM, S
3a004yCh U O IPYTrUX HANpPaBICHUSIX U TPOEKTAaX.

[IpunoxeHue. Jtamnsl pa3BUTUS aKTyaJIbHOTO UCKyccTBa B Poccun

CXeMaTU4HO TMOCTCOBETCKYI0 HCTOPUIO COBPEMEHHOTO MCKYCCTBA MOXHO
pa3zIeInTh Ha HECKOJIBKO JTaIlOB.

1985-1990 - obGperenue cBoOoabl. Peub maeT HE TOIBKO 00 OCBOOOKICHHH
XYJI0)KECTBEHHOT'O SI3bIKa WJIM CO3JaHUU HOBBIX XYJI0)KECTBEHHBIX CTpaTE€rui, HO U
00 OTAeNeHMH HUCKycCTBa OT rocyaapctBa. Ha sto Bpemsi mpumiencs <Oym Ha
COBETCKOE MCKYCCTBO>, MO3BOJIUBIINMA JOCTATOYHO 0€300JIE3HEHHO MEPEKUTH TaKOM
pa3psiB. [loHavyamy HUKTO HEe OOpaTHJl BHUMAHUS HA TO, YTO BMECTE C 3aKa3YMKOM (U
OJTHOBPEMEHHO TIOPEMIIMKOM) UCKYCCTBO MOTEPSIIO PEAIBHYIO CBSI3b C COLIMYMOM. B
KauyecTBE YMO3PHUTEIBHOIO ajpecara BBICTyINal HEKWW aOCTpaKTHBIM <3araHbIi
My3ei>, B KauyecTBE JKCIepTa - 3alajJHbli OObIBaTEIb, B Kauye€CTBE HCTOYHHUKA
uHpopManuu 1 odpasla A NoJpakaHus - 3amaHble KypHalbl (HEPEAKO MPOLLIO-
U T03alpoUUIOrOJIHME), HEKOTOPHIX BJOXHOBJSJIA COBPEMEHHas  3amajHas
¢unocodusa. OrpomHas pasHULA MEXAY OQULIHUATBHBIM U <UYEPHBIM> KypCcaMH pyOJis
caenana mpodeccuro XyJIOKHHUKA CYINEpIpHUBIEKATEIbHON (T€, KTO OBLI CBSI3aH C
XYJI0)KECTBEHHOM Cpe/ioi, BEpOSATHO, TOMHST, CKOJIb BEIUK ObUT B T€ TOJIbI IPUTOK B
Hee MpejAcTaBUTeNe Ipyrux mnpodeccuil) U Bceauia He0OOOCHOBaHHbIE HAJEXK bl Ha

A0JIr0C IIPpOUBCTAHUC. Hey,Z[I/IBI/ITGJIBHO, 4TO MHOI'HC MOCKOBCKHC XYIOKHHUKH,
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yCHEBIINE K TOMY BpeMeHHU CHOPMHUPOBATHCA KaK MpOodecCHOHabl, SMUTPUPOBATIH.
B pe3synbrare npakTU4ECKU BCe OHM OECCIIETHO PaCTBOPUIIUCH B UYKOH KyJbType. B
1990 rony Obima mpeAmpuHSTA TIEpBas MOMBITKA CO3MaHUS WH(PPACTPYKTYpHI apT-
pBIHKA, JaBIIas CTApT AECATKY rajepei, MATh U3 KOTOPBIX Ha IMPOTSKEHUU BCEX
NOCJIEAYIONIMX JIET 3aHUMalM JHMAUPYIOINIME NO3MLUMU H (POPMHUPOBAIH OOJIUK
POCCUHCKOTO aKTyallbHOro MCKyccTBa: <Pumxkuna>, [anepes M. ['enbmana,
<Ixona>, <1.0>, </Tap>.

1990-1993 - romwsl co3manusi WHGPACTPYKTYyphl. JlesTenun COBpPEMEHHOTO
UCKYCCTBa JOCTATOYHO OBICTPO OCO3HAJIM, YTO HE CTOUT MOHAIMPACHY TPaTUTh CHUJIBI,
OTBOEBBIBAs MO3HUIMK B OPUIMATBHBIX OPTaHU3ALUAX, OCTABLIIMXCS B HACIEACTBO OT
coBeTckoro Bpemenu. C Ipyroil CTOpoHsl, 3anaj, HeJIBYCMBICIEHHO Al IOHSTh, YTO
rOTOB B3aMMOJIEMCTBOBATh TOJBKO C HEpapXusAMH. Takasd NO3ULMSA 3alaJHbIX
CHELUATNCTOB BIIOJHE OOBACHMMA: HE pa3OMpasch, MO CYTU [€a, B POCCUHCKOM
UCKYCCTBE, OHHM CHENAJIH CIUIIKOM MHOTO HEBEPHBIX CTAaBOK, KOIrJa TOJIBKO
HAaYMHaJIU aKTUBHO COTPYJIHUYATh C POCCUUCKUMHU XyJ0KHUKaMu. He BcTpouBLIniics
B OTEYECTBEHHYIO XYJOKECTBEHHYIO CpElly XYIO0KHUK HE MMEJl IIAHCOB HA YCIIEX B
EBponne u Awmepuxe. Ecnu B Hawane 1990 roma B MockBe ObuIO BCEero jBe
XYyJIO)KECTBEHHBIE Tasiepen, TO B 1993-m - yxe okono 300. Ilossiusanucs u ucyesanu
BCEBO3MOKHBIE  XY/IOKECTBEHHBIE  KYpHaJIbl -  NPEABECTHUKU  ITOHBIHE
3PaBCTBYIOMIETO (HACKOJIBKO ATO BO3MOXKHO) <XXK> (<Xymo>KecTBEeHHOIO
KypHana>). ['ocyaapcTBeHHBIN LIEHTP COBPEMEHHOI'O UCKYCCTBA U OKPYXKAIOIUE €ro
rajiepeu CTaiu O(pUIIMAIBHBIMU MMOJTHOMOYHBIMU MPEICTABUTEISIMU OTEUECTBEHHOTO
AaKTyaJIbHOIO0 MCKyccTBa. J[axke Te XyI0KHUKHM, KOTOpPBIE C CaMOro Hadaja JeJaju
CTaBKy Ha 3amaji, ObLJIM BBIHYKJCHBI CHauyaaa ONPEAENUTh U 3aHATh CBOE MECTO B
MOCKOBCKOM XYyJOKECTBEHHOM cpene. IlosgBuinch nepBble pOCCUMCKUE KOJUIICKLUH.
Yactb U3 HUX BIOCIEACTBUU ObUIa nepenpogaHa. OTKPhITHE HOBBIX rajepen, TaKhX
kak L-T'anepesa, <SHxyr>, XL, nOpugaBaso XyJAOKECTBEHHOMY  IPOIECCY
JTUHAMUYHOCTb. MOTHUBHUPOBAaHHBIE KaK TBOPUYECKUM XapaKTEPOM JIEATEIbHOCTH, TaK
U HeoOXOOUMOCTBIO  BBICTpauMBaTh  COOCTBEHHYIO  Kapbepy,  YYaCTHUKU

XYJI0)KECTBEHHOW MHPPACTPYKTYpPHI HE HYKIAIUCHh B KPYITHBIX UHBECTHUIIUSAX VIS €€
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nepectpoiiku. He3HauuTenbHOCTh JEHEKHBIX 000pPOTOB B 3TOM cdepe chenana ee
HEUHTEPECHOW I KOPPYMITUPOBAHHBIX YUHOBHUKOB U KPUMHUHAJA.

Ha aTOM 3Tamne crano sicHO, 4TO COBPEMEHHOE OTEYECTBEHHOE UCKYCCTBO AK€ B
JTYYIIUI CBOM MEPUOJ OCTABAIOCh 3aMKHYTOM MapruHajIbHOUN chepoil NesITeIbHOCTH,
COCPEIOTOYEHHOM NTOYTH MCKIIFOUUTENIBHO B MOCKBE.

1993-1999 - kpusuc. COBpEMEHHOE POCCHUUCKOE HCKYCCTBO YK€ IIOYTH
UCYEpIIajio CBOM pecypchl. 3a 3TOT Mepuoj He ObUIO peanr30BaHO HU OJHOM
3HAYUTEIbHON YaCTHOU XYJH0KECTBEHHONW MHUIIMATUBBI U, YTO rOPa3a0 CTpAIIHEH, HE
IIOSIBUJIOCH HU OJIHOI'O 3aMETHOI'0 HOBOI'O XyIOXHHKA. l'anepes ['enmbmaHa akTUBHO
nepeMenanach B COI[MAJIbHOE MPOCTPAHCTBO, oOOpamasch K  <ropsuyum>
OOIIIECTBEHHO 3HAYMMBIM TeMaM, U TIOTOMY OCTaBajach <Ha IaBy>. <SKyT
lanepes™> B KaudecTBE WIEOJOIMM CTaja JACKIAPUPOBATH <UUCTYIO JCTETUKY>,
<PumxuHa> n <AWJaH> TOXKE YLUUIM M3 30HBI akTyanbHOCTH, <Ilkoma> m <1.0>
3aKpBUTUCH. LIeHTp COBpEMEHHOTO MCKYCCTBA MEPEKIIOYMICS Ha 00pa30BaTENIbHYIO
nporpaMMmy. XyJIOKECTBEHHasl Cpela aTOMHU3MPOBAIACH, YTPATHIIA IIACTUYHOCT,
CTaJia PhIXJIOH, ee pedIeKCUBHBIC BO3MOKHOCTU OBUTH B 3TO BpEMS MUHUMAJIbHBIMH.
Cepbe3Hble MPOEKTHI, KaK MPABUIIO, MPOBAIUBAINCH, MOXHO MPEANOJIOKUTH, YTO
VMEHHO UX MHCTUTYIIMOHAJIbHAS MPUBSI3aHHOCTh IPUBEJIA COBPEMEHHOE UCKYCCTBO K
kpusucy. Jlroboe HOBO€ HayWHAHWE OMHUPAJIOCh HCKIIOYUTENBHO Ha YCHUIHUS H
aMOMIIMU €r0 MHULIMATOPA. XYAOKECTBEHHYIO MOJUTUKY HUKTO HE OCYIIECTBIISI.
Hanexnpl, Bo3narasmmecs Ha mpuxod B MUHUCTEPCTBO KYJIbTYpPbl HOBBIX JIFOJIEH, HE
onpaBganuck. CMEHUB B HEKOTOPOM CMBICJIE CUCTEMY MPEANOYTEHN, MUHKYIIBT HE
B35UICSI 32 BBICTpaMBaHUE KaKOM-MuOO crTpateruu. bnarne HaMepeHUss HOBBIX
YUHOBHUKOB OT KYJbTYphl pa3OMINCh O TIOPOYHBIE TPUHIMIBI PadOTHl C
COBPEMEHHBIM HCKYCCTBOM. MUHKYJIBT OBUT MOCTaBIIEH Nepen HeoOXOAUMOCTHIO
NOJAJICPKUBATh JECATKU ThICAY <OOE€3/J0JICHHBIX™>, HE HMEsS HH CPEICTB, YTOOBI
OKa3aTh IMIOMOIIb XOTS OBl COTOW YacTH HYXKAABIIUXCSA, HHU JOCTATOYHOU
KOMITETEHIIUU, YTOOBI BHIOpPATh U3 BCEH MACCHI NMPETIOKCHUN 3HAUMMBIC TIPOCKTHI.

Haupnnas ¢ 2000 roma Xyoo>KECTBEHHAs JKHU3HB NPOOYXKIACTCA IIOCIE

JJINTCIIBHOI'O 34CTOA - HC B ITIOCJICAHIOIO OUCPCIAb 61]31“0,[[3})51 BBIXOOY Ha MOCKOBCKHH
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apTpeiHOK HOBBIX Taniepeit (Stella Art Gallery, RuArts u apyrux), KoTopsie cpasy
3asiBUIM O ce0e BbICTaBKaMU 3amaaHblX 3Be3d. OcTalbHblE Tajleped ObLIU
BBIHY/ICHbI [UIsl TOBBIIICHUS KOHKYPEHTOCIOCOOHOCTH CKOPPEKTHPOBATh CBOIO
XYJI0)KECTBEHHYIO TMOJUTHKY. BakHoe coObiTHe mocieaHero roaa - MockoBcKas
OveHHasle, Ha KOTOPOM 3aMETHBIM PE30HAHC BBI3BAIM <CHEUUAIbHBIE MPOEKTHI>:
BoicTaBka Anzapes Epodeea <CooOmuuku> (I'TT"), nam mnpoext <Poccus 2>,
<I'enaepHble BOIHEHU™> Muiibl bpetuxuHou.

OnHOBPEMEHHO aKTyaJbHOE MCKYCCTBO BXOIAUT B OCTPBIA KOH(JIHMKT C
PEIUTHO3HBIM  3KCTpeMu3MoM. Pasrpom BbicTaBku <OCTOpPOXHO, penurus!™>,
yuuHeHHbIH MpakoOecamu B CaxapoBckoM 1entpe (2003 roxm), u mocienoBaBIIU
YTOJIOBHBIN MpOLIeCcC HaJl KypaTopaMu 3TOW BBICTABKU (KOTOPBIN 3aKOHYMUJIICA, KaK HU
napagoKCcajbHO, TEM, YTO BUHOBHBIMHU ObUIM MPHU3HAHBI OPraHU3aTOPbI BBHICTABKH, a
HE VYYACTHMKM T[IOIpOMa) TMOJIOKWJIM HA4yaJlo I[OCTOSIHHBIM  HamajkaM C
GyHIAMEHTAIMCTCKUX TO3MIMK Ha COBpeMeHHoe uckycctBo. [loxoxke, dTO
OKMBJICHHE OOIIeN XyJ0KECTBEHHOW CHUTyallud MPOBOLMPYET TPAJULHUOHATUCTOB

YCHUIIUTD HpOTHBOI[eI;'ICTBHe JIFOOBIM AKTyaJIbHBIM TCHACHIIWAM.

[1] Tepmun <akTyaabHOE HCKYyCCTBO> (contemporary art) OOBEAUHSCT
HOBEHIIINE XYJ0KECTBEHHbBIEC TEUEHUS B U300pa3UTEIHLHOM UCKYycCTBE ¢ 1960-X rogoB
U JI0 HACTOSIIETO BpeMeHU (B oTiinyue ot modern art, <COBpeMEHHOT'O HCKYCCTBa™>, K
KOTOPOMY OTHOCATCS BCE HANpPaBIICHUS >KUBOMHUCH, Tpaduku u ckynbntypsl 1900-x -

1950-x romoB).
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