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¼³ñáõÑÇ ì²ð¸²äºîÚ²Ü 
 ºñ¨³ÝÇ å»ï³Ï³Ý Ñ³Ù³Éë³ñ³Ý  

  
²Ü¶ÈºðºÜ ¶àðÌ²ð²ð Ü²Ø²Î²¶ðàôÂÚ²Ü  

Þ²ð²Î²ð¶²ÚÆÜ ²è²ÜÒÜ²Ð²îÎàôÂÚàôÜÜºðÀ  

 

 îÝï»ë³Ï³Ý ¨ ù³Õ³ù³Ï³Ý ÏÛ³ÝùÇ ³ñ¹Ç ½³ñ·³óáõÙÝ»ñÁ 

ëï»ÕÍáõÙ »Ý ³×áÕ Ñ»ï³ùñùñáõÃÛáõÝ ·áñÍ³ñ³ñ Ñ³Õáñ¹³ÏóáõÃÛ³Ý 

ÝÏ³ïÙ³Ùµ: ¶áñÍ³ñ³ñáõÃÛáõÝÁ É³ÛÝáñ»Ý Ý»ñÃ³÷³Ýó»Éáí ³éûñÛ³ 

Çñ³Ï³ÝáõÃÛáõÝ, å³Ñ³ÝçáõÙ ¿ Ûáõñ³Ñ³ïáõÏ É»½í³Ùï³ÍáÕáõÃÛáõÝ, 

ßáõÏ³Û³Ï³Ý ÑÇÙÝ³Ï³Ý ·áñÍÁÝÃ³óÝ»ñÇ, Ñ³Ù³å³ï³ëË³Ý 

ïÝï»ë³·Çï³Ï³Ý µ³é³å³ß³ñÇ ¨ ·áñÍ³ñ³ñ á×ÇÝ Ñ³ïáõÏ ß³-

ñ³ÑÛáõë³Ï³Ý Ï³éáõÛóÝ»ñÇ ÇÙ³óáõÃÛáõÝ: 

 ¶áñÍ³ñ³ñ Ñ³Õáñ¹³ÏóáõÙÝ ³ñï³óáÉíáõÙ ¿ Ý³¨ ·ñ³íáñ Ëáë-

ùáõÙª ·áñÍ³ñ³ñ Ý³Ù³Ï³·ñáõÃÛ³Ý Ù»ç áñå»ë ³é¨ïñ³ÛÇÝ ÷áËÑ³-

ñ³µ»ñáõÃÛáõÝÝ»ñÇ Ï³ñ·³íáñÙ³Ý Ï³ñ¨áñ³·áõÛÝ ÙÇçáó: ¶áñÍ³é³-

Ï³Ý á×»ñÇ Ñ³Ù³Ï³ñ·áõÙ ·áñÍ³ñ³ñ Ý³Ù³Ï³·ñáõÃÛáõÝÁ Ñ³Ý¹Ç-

ë³ÝáõÙ ¿ å³ßïáÝ³Ï³Ý-·áñÍ³ñ³ñ ÷³ëï³ÃÕÃ»ñÇ á×Ç ï³ñ³-

ï»ë³Ï ¨ ³ñï³Ñ³ÛïíáõÙ ¿ ·áñÍ³ñ³ñ á×ÇÝ Ñ³ïáõÏ É»½í³ÙÇ³-

íáñÝ»ñÇ ³ÙµáÕçáõÃÛ³Ùµ:  

 êáõÛÝ Ñá¹í³ÍÇ ùÝÝáõÃÛ³Ý ³é³ñÏ³Ý ¿ ³é¨ïñ³ÛÇÝ áÉáñïÇ 

·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñÇ ß³ñ³Ï³ñ·³ÛÇÝ ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»-

ñÁ: ²Ûë Ýå³ï³ÏÇ Çñ³·áñÍÙ³Ý Ñ³Ù³ñ ß³ñ³ÑÛáõë³Ï³Ý Ù³Ï³ñ-

¹³ÏáõÙ ³é³ÝÓÝ³óÝáõÙ »Ýù Ý³Ù³ÏÝ»ñáõÙ ·áñÍ³ÍíáÕ µ³é³Ï³-

å³ÏóáõÃÛáõÝÝ»ñÁ áñå»ë ·áñÍ³ñ³ñ µáí³Ý¹³ÏáõÃÛáõÝ Ñ³Õáñ¹áÕ 

ß³ñáõÛÃÝ»ñ: ¶áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñáõÙ ³Û¹ É»½í³Ï³Ý Ï³éáõÛóÝ»ñÁ 

Ñ³Õáñ¹Ù³Ý ¨ Ý»ñ·áñÍÙ³Ý ·áñÍ³éáõÛÃÝ»ñ Çñ³óÝáÕ ÙÇ³íáñÝ»ñ »Ý, 

áñáÝù áñå»ë áñáß³ÏÇ µáí³Ý¹³ÏáõÃÛ³Ý ÏñáÕÝ»ñª Ýå³ï³Ï áõÝ»Ý 

Ý»ñ³½¹»É Ñ³ëó»³ïÇñáçÁª ³ñï³Ñ³Ûï»Éáí ËÝ¹ñ³Ýù, ³é³ç³ñÏ, 

Ñ³ñóáõÙ, Ñ³Ùá½áõÙ, ÑÇß»óáõÙ, Ý³Ë³½·áõß³óáõÙ ¨ ³ÛÉÝ: È»½í³Ï³Ý 

ÝÛáõÃÇ áõëáõÙÝ³ëÇñáõÃÛáõÝÁ ß³ñ³ÑÛáõë³Ï³Ý Ù³Ï³ñ¹³ÏáõÙ áñáßÇã 

¹»ñ ¿ Ï³ï³ñáõÙ å³ßïáÝ³Ï³Ý-·áñÍ³ñ³ñ ÷³ëï³ÃÕÃ»ñÇ á×Ç 

Ï³Û³óÙ³Ý ·áñÍáõÙ: 

 Úáõñ³ù³ÝãÛáõñ ·áñÍ³é³Ï³Ý á× Ñ³Ý¹»ë ¿ ·³ÉÇë Ñ³Ù³å³-

ï³ëË³Ý É»½í³ÙÇ³íáñÝ»ñÇ, Ýñ³Ýó Ï³å³ÏóÙ³Ý »Õ³Ý³ÏÝ»ñÇ ¨ 
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ÙÇçáóÝ»ñÇ ³ÙµáÕçáõÃÛ³Ùµ: È»½í³Ï³Ý Ï³½ÙÇ ¨ Ýñ³ ³ñï³Ñ³Û-

ï³Í µáí³Ý¹³ÏáõÃÛ³Ý Ù»ÏÝ³µ³ÝáõÙÝ Áëï ï³ñµ»ñ É»½í³Ï³Ý Ù³-

Ï³ñ¹³ÏÝ»ñÇ ÑÝ³ñ³íáñáõÃÛáõÝ ¿ ÁÝÓ»éáõÙ É»½í³ÙÇ³íáñÝ»ñÁ 

ËÙµ³íáñ»É áõ Ñ³Ù³Ï³ñ·»É É»½í³Ï³Ý Ï³éáõóí³ÍùÇ ëÏ½µáõÝùáíª 

ÑÇÙù ÁÝ¹áõÝ»Éáí Ñ³ñ³óáõó³ÛÝáõÃÛáõÝÁ /paradigmatics/ ¨ ß³ñ³Ï³ñ-

·³ÛÝáõÃÛáõÝÁ /syntagmatics/ /Кожина, 1982: 33; Halliday, 1976: 4/: 

Þ³ñ³Ï³ñ·³ÛÇÝ ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñÇ áõëáõÙÝ³ëÇñáõÃÛ³Ùµ 

·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñáõÙ µ³ó³Ñ³Ûï»É »Ýù ³½³ï ¨ Ï³ÛáõÝ µ³é³-

Ï³å³ÏóáõÃÛáõÝÝ»ñ, ÇÝãå»ë Ý³¨ Ï³Õ³å³ñ³ÛÇÝ µ³é³Ï³å³Ïóáõ-

ÃÛáõÝÝ»ñ, áñáÝù ³ñï³óáÉáõÙ »Ý ³åñ³ÝùÝ»ñÇ å³ïíÇñÙ³Ý, ³é³-

ùáõÙÝ»ñÇ ³ñ¹ÛáõÝ³í»ï Ï³½Ù³Ï»ñåÙ³Ý, ÏÇó ·áñÍÁÝÃ³óÝ»ñÇ ¨ 

·áñÍ³ñù³ÛÇÝ ÑÝ³ñ³íáñ Çñ³¹ñáõÃÛáõÝÝ»ñÇ Ï³ñ·³íáñÙ³Ý ³ÙµáÕç 

å³ïÏ»ñÁ: Æñ»Ýó µÝáõÛÃáí ï³ñµ»ñ ï»ë³ÏÇ µ³é³Ï³å³ÏóáõÃÛáõÝ-

Ý»ñÝ áõëáõÙÝ³ëÇñáõÃÛ³Ý ³ñÅ»ù³íáñ ÝÛáõÃ »Ý Ñ³Ý¹Çë³ÝáõÙ áñå»ë 

·ÉË³íáñ Ñ³Õáñ¹³Ïó³Ï³Ý, ï»Õ»Ï³ïí³Ï³Ý ¨ á×³Ï³½ÙÇã, á×³-

ï³ñµ»ñ³ÏÇã É»½í³ÙÇ³íáñÝ»ñ: Àëï Ï³å³ÏóáõÃÛáõÝÝ»ñÇ ·»ñ³-

¹³ë ³Ý¹³ÙÇ Ëáëù³Ù³ë³ÛÇÝ å³ïÏ³Ý»ÉáõÃÛ³Ý ·áñÍ³ñ³ñ Ý³-

Ù³ÏÝ»ñáõÙ ï³ñ³Ýç³ï»É »Ýù Ñ»ï¨Û³É µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñÁª 

·áÛ³Ï³Ý³Ï³Ý, ³Í³Ï³Ý³Ï³Ý, µ³Û³Ï³Ý ¨ Ù³Ïµ³Û³Ï³Ý: 

 Æñ³Ï³Ý³óíáÕ áõëáõÙÝ³ëÇñáõÃÛáõÝÁ ÃáõÛÉ ¿ ïí»É ³é³ÝÓÝ³ó-

Ý»É ·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñáõÙ ·»ñ³ÏßéáÕ Ñ»ï¨Û³É µ³é³Ï³å³Ïóáõ-

ÃÛáõÝÝ»ñÁ. 

 ³/ ³åñ³ÝùÇ, ³ñï³¹ñ³ÝùÇ, ³é³ç³ñÏÇ Ï³Ù å³ïí»ñÇ Ñ³ï-

ÏáñáßáõÙ, µÝáõÃ³·ñáõÙ ¨ å³ÛÙ³ÝÝ»ñª A+N, A+N+N ¨ N+N  

 a favourable order, a special discount, acceptable prices, annual 

sales, attached list, autumn catalogue, careless handling, (on a) c.i.f. 

basis, competitive prices, damaged articles, defective products, delivery 

date, delivery terms, discount prices, efficient service, excellent 

reputation, exceptional demand, export price, fashion show, firm offer, 

firm order, free sample, (in) good condition, high grade products, high 

prices, high quality (of), high quality equipment, high quality goods, high 

quality merchandise, high-class goods, illustrated catalogue, immediate 

despatch, immediate payment, increasing demand, initial order, large 

order, long-run performance, long-term agreement, low prices, market 

price, missing articles, moderate prices, (in) natural materials, official 
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order, one-year warranty, overdue bill, (by) parcel post, (in) perfect 

condition, pleasing design, promotional technique, prompt delivery, 

prompt reply, prompt service, reduced prices, regular customer, regular 

purchase, replaced goods, retail outlet, (by) separate mail, short-term 

agreement, specialised shop, specified goods, spring catalogue, steady 

demand, summer assortment, trial order, up-to-date design, usual 

settlement terms, etc.  

 µ/ áñ³Ï³Ï³Ý Ï³Ù ã³÷Ç áõ ù³Ý³Ï³Ï³Ý Ñ³ïÏ³ÝÇßÇ Ñ³ï-

Ï³ÝÇßª Adv+A+N  

 largely acceptable price, mutually profitable business, quite good 

sales, rather interesting offer, unusually large order, wrongly delivered 

goods, etc.  

 ·/ ³åñ³ÝùÇ, å³ïí»ñÇ, ·áñÍ³ñùÇ Ñ³ïÏáñáßáõÙ, µÝáõÃ³·ñáõÙ 

of  Ý³Ë¹ÇñÇ ÙÇçáóáíª N+of+N  

 contents of a case, cost of packing, delivery of goods, despatch of 

replacements, details of prices, details of specifications, letter of credit, 

list of articles, list of goods, method of handling, number of cases, right 

of cancellation, settlement of the invoice, supply of items, terms of 

payment, etc. 

 ¹/ ·áñÍ³ñùÇ, ·áñÍáÕáõÃÛ³Ý, ·áñÍÁÝÃ³óÇ ¨ å³ÛÙ³ÝÝ»ñÇ Ï³-

ï³ñáõÙ Ï³Ù Ñ»ï¨³Ýùª V+N,  V+A+N  

 collect the overdue payment, design a product, develop a product, 

effect payment, expedite delivery, fill an order, fulfil contractual obli-

gations, give prices c.i.f., make a payment, overlook a payment, place an 

order (with), process an order, receive a payment, replenish stocks, 

specify a product, submit quotation, etc.  

 »/ ·áñÍáÕáõÃÛ³Ý Ñ³ïÏ³ÝÇßª V+Adv  

 fulfil duly, function properly, work properly, etc.  

 ¶áñÍ³ñ³ñ Ý³Ù³Ï³·ñáõÃÛ³Ý á×Ç Ó¨³íáñÙ³Ý ·áñÍáõÙ áõñáõÛÝ 

ï»Õ »Ý ·ñ³íáõÙ Ï³ÛáõÝ µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñÁ áñå»ë ßáõÏ³Û³-

Ï³Ý Ñ³ñ³µ»ñáõÃÛáõÝÝ»ñ ¨ ßáõÏ³Û³Ù»ï ·áñÍáõÝ»áõÃÛáõÝ µÝáñáßáÕ 

µáí³Ý¹³Ï³ÛÇÝ Ï³éáõÛóÝ»ñª 

 come into effect, encounter a difficulty, find a market (↔ create a 

demand, find consumers), get over a difficulty, give sth. a personal trial, 

give sth. a trial, heavy demand for, hold ample stocks, keep pace with the 
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demand, let us have (↔ send), let us know (↔ inform, notify), lively 

demand for, look forward to, meet the demand, meet the order, place an 

order (with smb.), place firm orders, produce at full speed, push sales, put 

sth. on the market, reserve the right, stand behind one’s products, suffer 

losses, sustain losses, take measures, to be in stock, to be out of stock, to 

be up to a sample, to be up to usual standard, to have in stock, etc.  

 Úáõñ³ù³ÝãÛáõñ ·áñÍ³ñ³ñ Ý³Ù³ÏÇ ³Ýµ³Å³Ý»ÉÇ Ù³ë »Ý Ï³½-

ÙáõÙ µ³½Ù³ÃÇí ù³Õ³ù³í³ñÇ ³ñï³Ñ³ÛïáõÃÛáõÝÝ»ñÁ, áñáÝù ³Ý-

ÁÝ¹Ù»ç ·áñÍ³ÍáõÃÛ³Ý ³ñ¹ÛáõÝùáõÙ ¹³ñÓ»É »Ý Ï³Õ³å³ñ³ÛÇÝ µ³-

é³Ï³å³ÏóáõÃÛáõÝÝ»ñ: ¶áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñÇ ³í³ñïÁª í»ñç³-

µ³ÝÁ Ï³Ù »½ñ³÷³ÏáõÙÁ Ý»ñÏ³Û³óíáõÙ »Ý µ³½Ù³ÃÇí Ï³Õ³å³-

ñ³ÛÇÝ µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñáí, ³ñï³Ñ³Ûï»Éáí Ñ³ñóÇ Ï³ñ·³-

íáñÙ³Ý, Ýå³ëï³íáñ ÉáõÍÙ³Ý, ·áñÍÝ³Ï³Ý Ï³å»ñÇ Ñ³ëï³ïÙ³Ý 

¨ Ñ»ï³·³ Ñ³Ù³·áñÍ³ÏóáõÃÛ³Ý ³ÏÝÏ³ÉÇù:  

 

We look forward to your reply. 

We look forward to your early reply. 

We look forward to your prompt reply. 

We look forward to hearing from you soon. 

We look forward to receiving a trial order from you. 

We look forward to receiving your initial order. 

We look forward to receiving your quotation. 

We look forward to serving you again. 

An early answer would be appreciated. 

Your prompt reply would be appreciated. 

If you have any questions please contact me. 

Please contact me if I can be of further help.  

Please contact us if you need any further information. 

Please let us know if you need any further information. 

Please do not hesitate to contact me. 

 

 ²ñ¹Ç ·áñÍ³ñ³ñ É»½íáõÙ Ñ³×³Ë ÝÏ³ï»ÉÇ ¿ »ñÏ³ñ å³ßïáÝ³-

Ï³Ý ³ñï³Ñ³ÛïáõÃÛáõÝÝ»ñÇó ³½³ïí»Éáõª å³ñ½»óÝ»Éáõ ÙÇïáõÙª 

÷áË³ñ»ÝÁ û·ï³·áñÍ»Éáí Ï³ÛáõÝ Ï³Ù Ï³Õ³å³ñ³ÛÇÝ µ³é³Ï³-

å³ÏóáõÃÛáõÝÝ»ñ, ÙÇ³Å³Ù³Ý³Ï å³Ñå³Ý»Éáí Ý³Ù³ÏÝ»ñÇ å³ßïá-

Ý³Ï³Ý á×Á:  
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 úñÇÝ³Ïª  

I should be much obliged if you would send me the necessary 

forms. 

 ä³ñ½»óí³Í ï³ñµ»ñ³ÏÝ ¿. 

Please send me the necessary forms. 

 úñÇÝ³Ïª 

We would appreciate it if we could have your answer before the 

end of the month. 

 ä³ñ½»óí³Í ï³ñµ»ñ³ÏÝ ¿. 

We look forward to your answer before the end of the month. 

 úñÇÝ³Ïª 

 Enclosed please find an order form. 

 ä³ñ½»óí³Í ï³ñµ»ñ³ÏÝ ¿. 

We are enclosing an order form. 

 

 ²ÛëåÇëáí, É»½íÇ ß³ñ³ÑÛáõë³Ï³Ý Ù³Ï³ñ¹³ÏáõÙ Çñ³Ï³Ý³ó-

íáÕ áõëáõÙÝ³ëÇñáõÃÛáõÝÁ ÃáõÛÉ ïí»ó µ³ó³Ñ³Ûï»É ³Ý·É»ñ»Ý ·áñ-

Í³ñ³ñ Ý³Ù³ÏÝ»ñÇ ß³ñ³Ï³ñ·³ÛÇÝ ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñÁª 

Áëï ß³ñ³ÑÛáõë³Ï³Ý Ù³Ï³ñ¹³ÏáõÙ É³ÛÝáñ»Ý ·áñÍ³ÍíáÕ µ³é³-

Ï³å³ÏóáõÃÛáõÝÝ»ñÇ ï»ë³ÏÝ»ñÇ ¨ Çñ»Ýó Ñ³Õáñ¹³Í ·áñÍ³ñ³ñ 

µáí³Ý¹³ÏáõÃÛ³Ý: Ü³Ù³ÏÝ»ñÇ µáí³Ý¹³Ï³ÛÇÝ ÇÙ³ëïÇ ³ñï³-

Ñ³ÛïÙ³ÝÝ »Ý áõÕÕí³Í ·áÛ³Ï³Ý³Ï³Ý, ³Í³Ï³Ý³Ï³Ý, µ³Û³Ï³Ý ¨ 

Ù³Ïµ³Û³Ï³Ý µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñÁ: ¶áñÍ³ñ³ñ á×Ç ³Ýµ³-

Å³Ý»ÉÇ Ù³ë »Ý Ï³½ÙáõÙ Ý³¨ Ï³Õ³å³ñ³ÛÇÝ ¨ Ï³ÛáõÝ µ³é³Ï³-

å³ÏóáõÃÛáõÝÝ»ñÁ: Ð³Õáñ¹Ù³Ý ¨ Ý»ñ·áñÍÙ³Ý ·áñÍ³éáõÛÃÝ»ñ 

Çñ³óÝáÕ ³Ûë ß³ñáõÛÃÝ»ñÁ Ñ³Ý¹Çë³ÝáõÙ »Ý å³ßïáÝ³Ï³Ý-·áñÍ³-

ñ³ñ ÷³ëï³ÃÕÃ»ñÇ É»½íÇ Ï³ñ¨áñ³·áõÛÝ á×³ï³ñµ»ñ³ÏÇã µ³Õ-

Ï³óáõóÇãÝ»ñ: 
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З. ВАРДАПЕТЯН – Синтагматические особенности деловой 

переписки на английском языке. – Данная статья посвящена иссле-

дованию синтагматических конструкций деловых писем на синтакси-

ческом уровне. Исследование проводилось на основе классификации 

словосочетаний, а также стереотипных выражений и устойчивых соче-

таний, присущих официально-деловому стилю.  

 

Z. VARTAPETIAN – Syntagmatic Peculiarities of Business Letters 

in English. – The paper is devoted to the study of syntagmatic structures of 

business letters on syntactical level. The research has been conducted on the 

basis of the classification of collocations as well as clichés and set phrases as 

features of the style of official-business documents.  

 

 


