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I.KOMHeTeHIll/l]/I U HHIAKATOPbBI HMX HNOCTHKCHHSI, IIPOBEpPsieMbi€¢ JTaHHBIMH
OLCHOYHBIMHA MaTepHuajIaMu

L{enbro OCBOEHUS TMCHUIUIMHEI SIBIIsIETCS (POPMHUpPOBaHUE CIEAYIOUIMX KOMIETEHIIHIHA:

— BK-2 — Cnoco0eH ncnonb30BaTh HAyYHbIE METOMABI JUIS PELICHUs] MPO(ecCHOHANBHBIX
3ajau.

— OIIK-1 — Cnioco0OeH aHanmu3upoBaTh MOTPEOHOCTH OOIIECTBA U MHTEPECH! Ay JUTOPUHU B
LEJISIX TPOrHO3UPOBAHMS U YI0BJIETBOPEHHS CIIPOCA HA MEAMATEKCTHI U (MJIM) MEAUATIPOTYKTHI.

— OIIK-2 — Crocoben oTOupaTh W BHEAPATH B MPOIECC MEAMANPOU3BOJICTBA
COBpEMEHHBIE TEXHUYECKUE CPECTBA U HH)OPMALIMOHHO KOMMYHHUKAI[HOHHBIE TEXHOJIOTUU

PesynpTaTamMu 0cBOEHMS IUMCLUIUIMHBI ABIISIOTCS CIELYIOIINE UHAUKATOPBI TOCTHKEHUS
KOMIIETCHITAH:

PBK-2.1. 3HaeT OCHOBHbBIE METO/Ibl HAYUHBIX HCCIIEIOBAHUN.

POIIK-1.1. 3naet ocHOBHBIE (POPMBI OOPATHON CBSI3U C MOTPEOUTENIMU METUATEKCTOB U
(M) MeIMaNPOIyKTOB; METOBI HCCIIEIOBAHUS PhIHKA MEIHAIIPOAYKTOB.

POIIK-2.2. 3nHaer xkpuTepuu oOTOOpa COBPEMEHHBIX TEXHUYECKHX CpPEICTB U
MH(POPMALMOHHO-KOMMYHUKAITUOHHBIX TEXHOJOTMH JUI OCYIIECTBICHUS NpOQecCHOHATBHON
NeSITENIbHOCTH.

2. OneHoOYHbIE MaTEePHAJIBI TEKYLEr0 KOHTPOJISI M KPUTEPUH OLlCHUBAHUS

DNEeMEHTHI TEKYILETO KOHTPOJIS:

— TecThl (JIEKCUKa, TpaMMaTHKa, ayJUpOBaHUE, YTCHHE);

— JIEJIOBBIE POJIEBBIE UTPHI;

— 3a7laHusl ISl pabOThI ¢ TEKCTOM, MUCBMEHHOTO U YCTHOTO (MOHOJIOTHYECKOE,
JTMAJIOTHYECKOE) BBICKA3bIBAHUIM.

3amanue 171 paboThI C TEKCTOM

POIIK 2.2.

Read the text. Decide whether the statements below are TRUE or FALSE. Identify (and
highlight) the phrase/sentence in the text which proves your answer.

The ability to persuade other people is a vital business skill that will get you the support you
need to go forward with your ideas. However, as Erin Meyer argues in The Culture Map, the art
of persuasion is not universal. Different cultures can have different preferences for styles of
persuasion. Choosing the right approach could make all the difference to the success of your
presentation.

Let’s imagine you sell chairs that can help people with back problems. Tomorrow, you’ve got a
presentation where you’re going to persuade the managers of a large company to buy your chairs
for all their employees.

How would you do it?

Presentation A

You start with the practicalities and go straight to real-life examples. You present some case
studies of people who developed back pain from sitting in uncomfortable chairs at work and
were no longer able to come to work. You show how they and their companies benefited from
buying your chair. Using those examples, you apply this to your audience and you tell them that
because your chair helped your previous clients and saved their company money, it will help
your audience too. You conclude that they should buy your chair.

Presentation B You start with a theory: the theory that your chair can save the company money.
You use research and statistics to support your argument, showing how employees’ back



problems cost the company money and explaining how your chair can solve those problems. You
take listeners through the process of how you arrived at your conclusions, and you finish with the
recommendation that they buy your chair.

So, which presentation style do you prefer?

If you chose Presentation A, then you prefer inductive reasoning. You go to real-life examples,
rather than theory, to persuade people of your message.

If you chose Presentation B, then you prefer deductive reasoning. You start with the theory
before the practical situation. You persuade people by taking them through how you arrive at
your conclusions.

In The Culture Map, Meyer suggests that Anglo-Saxon cultures like the US, Canada, Australia
and the UK prefer an inductive style of reasoning, while she connects deductive reasoning to
countries like Italy, France, Spain and Russia. Brazil, Argentina, Mexico and Sweden fall in the
middle of the two. Meyer also explains that Asian cultures tend towards ‘big picture’ thinking,
which requires a different approach entirely.

It is important to remember that your preferred influencing style might not be the same as your
audience’s preferred style. For best results, try to find out as much as possible about your
audience and get to know their preferences. If possible, ask an ‘insider’ — someone who knows
the culture and company you’re dealing with well — for more information about how they do
things. If you’re not sure whether to choose an inductive or deductive approach, do both! Explain
the theory and give an example at the same time. Finally, be ready to respond quickly to the
audience’s reaction and try a different way of doing things if what you planned doesn’t seem to
be working.

1. There is one main way to be persuasive and it is the same for everyone.

2. Some people like to start presentations with real-life examples and avoid getting too
theoretical.

3. Presentation B starts with a recommendation and leaves the theory until later.
4. If you use inductive reasoning, you start with the practical situation.
5. If you use deductive reasoning, you start with the theory.

6. The author of The Culture Map says that Anglo-Saxon cultures generally prefer to skip
the theory and start with real-life examples.

7. 1f you choose a presentation style that is unfamiliar for your audience, it will probably
have positive results.

8. Once you find an influencing style that works for you, you should stick to it.
www.britishcouncil.org/learnenglish

Kunroun:

1 False (Different cultures can have different preferences for styles of persuasion)

2 True (Presentation A [...] start with the practicalities and go straight to real-life examples)

3 False (Presentation B [...] start with a theory)

4 True (you prefer inductive reasoning. You go to real-life examples, rather than theory)

5 True (you prefer deductive reasoning. You start with the theory before the practical situation)

6 True (In The Culture Map, Meyer suggests that Anglo-Saxon cultures [...] prefer an inductive
style of reasoning)



7 False (For best results, try to find out as much as possible about your audience and get to know
their preferences)

8 False (your preferred influencing style might not be the same as your audience’s preferred
style)

Ponesas urpa (3amanne Ha pa3BUTHE THATIOTHUECKOW PEUM )

POIIK 1.1, 2.2

3aoaua: ymounssn u noomeepacoas 0emanu, NOIYHUMb NOJIHYIO UHGOPMAYUIO O NPeOCmosuem
Meponpusmuu / nymeuiecmeuu

IIpooonsxcumenvHocmo: 25 mun

Xo0 uepoi:

NMOATOTOBUTEIbHBIA  3Tam — CTYJICHTHl  aKTyaIM3HPYIOT  CIOCOOBI  yTOYHCHHWS  /
MOATBEPKICHUST HPOPMAITUH, 3aIOJIHAS MPOMYCKU B MPEUIOKEHHUIX (Ppa3amu, MOIXOMSIIIUMU
0 CMBICITY;

OCHOBHOI 3Tam — CTyJCHTHI paboTaloT B mapax B ABe (as3pl; 1 (aza — cTyaeHT A 3BOHHT
CTyIeHTY B, 4TOOBI BBISCHATH HH(GOPMAITHIO O MPEACTOSAIIEM MEPOIIPUATHH; 2 da3za — CTyIeHT B
3BOHUT CTYACHTY A, 4TOOBI BBISICHUTH HHPOPMAIIUIO O TIPEICTOSIIEH MOe3IKe
3aKJIIOYMTEBHBIN dTAM: CTYJICHTHI, paOoTaBIIMe B Tape, MPEACTABISIOT OJUH W3 JBYX (HA
BBIOOD) AMATIOTOB B ayJUTOPHH.

Marepuanst:

Student A Student B

https://www.teach-this.com/

3amaHne CYMTACTCS BBIOJHEHHBIM, €CIM CTYIEHT 3alpOCHI M YTOYHWI / TPEIOCTaBUI BCIO
HE00X0IMMYI0 HH(OPMALIMIO, UCTIONb3YS a/IeKBATHBIE PEUEBBIE CPE/ICTBA.

3amaHre Ha MOHOJIOTMYECKOE BBICKAa3bIBAaHHE
POIIK 1.1, 2.2
Prepare a short talk on importance of passwords in the digital era.
You should talk about:
o the typical problems with passwords;

e how to create a strong password;
e how to ensure your security and prevent password cracking;

and it you try to stick to the recommendations provided in the video.

Jlekcnueckuii Tect

POIIK 1.1, 2.2.

Fill in the gaps with the words from the list.

aggregate blog click clickstream consumption download figure streaming
target  uploads

1. The company news and information from a number of sources on its website.

2. If you have access to the , you can ascertain the content of everything that

the target has read, viewed, or downloaded.

3. She writes a food in which she shares recipes, tips, and restaurant reviews.

4. Internet will play a growing role in your business.

5. NTV Sports now comes with free live for mobile devices.



6. You can some programs onto your computer for free.

7. If you on the link you get taken to another website.

8. We need to out what went wrong.

9. The new campaign aims to reach the audience of consumers over 45.

10. Consumers are shifting their preferences towards digital media as compared to

traditional forms of media such as TV, print press, and radio.

Kiroun: 1 aggregates, 2 clickstream, 3 blog, 4 uploads, 5 streaming, 6 download, 7 click, 8
figure, 9 target, 10 consumption

I'pammaTrueckuit Tect

POIIK 1.1, 2.2

Fill in the gaps with the appropriate relative pronouns.

1. This is the programme I’d like to apply for.

2. The students, are over 21 and classed as “mature”, tend to be quite focused
on their studies.

3. That&apos;s the office we started 4 years ago.

4. Brian’s essay on Motivation, he found quite difficult, got a really good
mark in the end.

5. That&apos;s the lady recommendations we took into account.

6. Is there any reason they want to change the approach?

7. The students can take a year out before entering the university, allows them to
travel.

8. Why don’t you call again at a time I’m not as busy!

Kirounm: 1. which 2. who 3. where 4. which 5. whose 6. why 7. which 8. when

Tect Ha ayupoBaHue

POIIK1.1, 2.2

Listen to the recording (https://learnenglish.britishcouncil.org/skills/listening/b2-listening/
design-presentation) and identify the statements below as TRUE or FALSE.

They have redesigned an old product.

The product is aimed at men and women aged 18—40.

The new design means you don&apos;t need two hands to use it.
There&apos;s only one size now. Another one will follow in a few months.
They will make a Gantt chart for the project next month.

He finished the presentation with enough time to take some questions.

S

Kmroun: 1 True, 2 False, 3 True, 4 False, 5 False, 6 True

3anaHue A1 MMCbMEHHOTO BBICKA3bIBAaHUS
POIIK 1.1, 2.2
Writing a formal letter

A) Put the elements of the formal letter in the correct order (UYK 4.1)
name and surname of the sender;

conclusion;

introduction (reason for writing);

formal final greeting;

main body (paragraphs);

formal greeting.

o a0 os



Kmroun: f, c, e, b, d, a

B) Match the emails to the opening lines (4.1)
Hairuddin Omar, a maths teacher, has written four emails this morning. Read the descriptions of
the emails and then match them to the opening lines of the emails.

L.
Hairuddin emailed a man called Norozan Bakar, the .
: Morning everyone, Just thought
father of a pupil at the school. He wanted to know . d
A. , 1. you might be interested to know
why Mr Bakar’s son was absent from school. that
Hairuddin emailed all the maths teachers at his Hi there Rahim, Hope you’re
B. school about some training. 2. well. Might be a bit late on
Saturday...
Hairuddin wrote to his friend about their plans to Dear Sir or Madam, Could you
C. play football at the weekend. 3.
please send me...
Hairuddin sent an email asking for more Dear Mr Bakar, [ am writing to
D. information about a conference. He did not know 4. you because | am worried that...

the name of the person who will read his email.

https://learnenglish.britishcouncil.org/
Kmoun: 1.B. 2. C.3.D. 4. A

II. Put the phrases in the right order to make sentences (4.1, 4.2)

1. I/ forward / meeting / you. / to / look

2. hearing / to / forward / look / you. / from / We

3. to / speaking to / soon. / forward / you / I/ look

4. on / forward / to / seeing / We / look / Saturday. / you

5. look / possible. / your / to / receiving / as soon as / reply / forward / I

https://learnenglish.britishcouncil.org/
Kiroun:
L.
IL. 1. I look forward to meeting you. 2. We look forward to hearing from you. 3.1 look
forward to speaking to you soon. 4. We look forward to seeing you on Saturday. 5.1 look
forward to receiving your reply as soon as possible.

C) Writing (4.2)
Imagine, you have received a letter from your colleague, Mr. Stuart, who invites you to
participate in the annual multimedia project competition, which is held in spring.
Write Mr. Stuart a response letter accepting the invitation. The letter should comprise about 140-
190 words.
In your letter, please, give the details of:

e your experience in multimedia market,

 the contribution you can make to the project;

and ask to clarify the information as follows:
e the project team and your role;
o the completion dates and deadlines.



Use the appropriate style.

3ajlaHue CUMTAETCS BBIIIOJIHEHHBIM, €CJIM CTYJIEHT B NHCbME OTpPA3Hil BCE COIEpPKATEIIbHBIE
acreKkThl, yKa3aHHble B 3aJaHUM; OPraHU30Bal TEKCT B COOTBETCTBHUHM CO CTPYKTYpOil
o(umanbHOrO0 MHCHbMA; MCIIONB30BaJl PEUEBbIE CPEICTBA, aJCKBAaTHBIC CUTYAIMH JEJIOBOTO
oOIIeHHUSI; TOMYLICHHbIE JIEKCHUECKHUe, TpaMMaTHIeckue, opdorpadruyeckue U MyHKTyallHOHHBIE
omnOku HE nHapymator nonnmanue tekcra (HE npensitcTByroT KOMMYHUKAIUH).

3. OneHo4YHbIe MATEPHAJIbI HTOTOBOI0 KOHTPOJISI (IPOMEKYTOYHON aTTrecTanuu) U
KPHUTEPUH OLEHUBAHUA

[IpomexxyTouHast aTTecTalMs BO 2 ceMecTpe (3adeT) BBICTABISAETCS IO pe3ysbTaTam
BBITIOJTHEHUSI TIPOTPECC-TECTOB (COOTBETCTBYIOIINX TEMAaTUYECKUM OJIOKaM U IMpeIoJiararoimnx
BBINIOJIHEHNE KaK MHCbMEHHBIX, TaK M YCTHBIX 3a/laHHi). 32 BBIMOJHEHHE KaXXIOro TecTa
oOyJaroluicss MOXeT MOJIy4YuTh MakcumMyM 40 0aiijioB, MUHUMAJIbHO HEOOXOIMMOE YHCIIO
OamioB 3a Kaxabli TecT — 24. OOydarouuiics CYMTAeTCs] aTTeCTOBAHHBIM, €CIIM KOJIMYECTBO
0aJIJTIOB CyMMapHO 3a BCE€ MPOTPECC-TECTHI COCTABIISIET 72 u Oojee 0aioB, HE aTTECTOBAHHBIM —
€CIT KOJIMUYECTBO OaNIOB CyMMAapHO 3a BCE MPOTrpecc-TeCThl cocTaBisieT 71 1 MeHee OauioB.

IIpuMepsl 3a1aHuil Iporpecc-Tecra:

1. Watch the video (https://learnenglish.britishcouncil.org/business-english/youre-hired/
episode-06). Identify the statements given below as TRUE or FALSE according to the

information provided in the video. (10 points)
1. Daniel lacks self-confidence in his presentation.
Sarah has carefully studied the company’s situation.
Sarah has some suggestions about what the company should do.
Daniel talks mainly about himself.
Daniel’s presentation style is quite formal.
Sarah seems professional.
Sarah invites the interviewers to ask her questions about the presentation.
Both Daniel and Sarah make a good impression on the interviewers.

e A ol

2. For each sentence, choose the correct option. (10 points)
1. I need to earn a lot more before I can afford to buy that car.
salary wages payment money

2. I’d really like to find a during the holiday.
job  work profession career

3.I’'m writing to complain about a recent problem I had with a member of your
company employees staff workplace
... (Bcero 10 BompocoB).

3. Complete sentences with the correct forms of the verbs in brackets — Infinitive or ING-
form. (10 points)

1. I decided .......cooeeuvveenneen. (do) a content management course.
2. Iprefer ...ccoeeveveriennne (take) time working on my assignment.
3. Thismade us ........ccceeeeureennee. (work) even harder than before.

... (Bcero 10 BompocoB).

4. Prepare a short talk (1,5-2 min) and record it on video (10 points)
Describe a leader who you admire.



You should say:
e who this person is and what he/she does as a leader;

e how he/she became a leader;

e how you know about this person;

and explain why this leader’s qualities impress you.

4. OueHo4YHbIE MaTepHAaJIbl st NPOBEePKH OCTATOYHBIX 3HAHUH
(c¢)opMHUPOBAHHOCTH KOMIIETEHIIHIA)

Tect

Bompoc 1 (POIIK 1.1)

ITpocmoTpuTe NMpaBuiia cocTaBaeHUs U 0(OPMIIEHUS J1€I0BOTO MUCbMA U COOTHECHUTE X C
COOTBETCTBYIOIIMMU aCHEKTaMH MUChMa:

Capital letters

Attachments

Length

Addressee

Proofreading

Rule 1:

Always check you&apos;ve got the right name in the &apos;To&apos; box. And make sure your
email only goes to the people who need to read it. Remember that if you reply to all, then
everyone will get your email. Does the whole sales team really need to read your email to one
person about something unimportant?

Rule 2:
This sounds obvious, but don&apos;t forget to attach them! A word of advice — attach the file
you want to send before you start writing. That way, you can&apos;t forget to attach it!

Rule 3:
No. If you write &apos;CAN YOU LET ME KNOW THIS WEEK?&apos; you are basically
shouting at your reader. They will think you are very rude. So just don’t do it.

Rule 4:
Short emails sometimes sound rude. People won’t read very long emails. Keep emails short, but
remember to be polite and friendly, too

Rule 5: This is important, especially if it&apos;s a work email. If you make mistakes in your
email, people will think you also make mistakes in your work. So always check everything
carefully. Ask a colleague to read and check it before you hit &apos;Send&apos;.

Kitoun: Rule 1 — Addressee, Rule 2 — Attachments, Rule 3 — Capital Letters, Rule 4 — Length,
Rule 5 — Proofreading

Bompoc 2 (POIIK 2.2)
ITpocmoTpuTe BapuaHThl eperoBopos (A, B, C) 1 cooTHeCHTE UX ¢ COOTBETCTBYIOIUMHU
NeperoBOpHbeIMU cTparerusmi (1, 2, 3):



1 - win-win negotiations
2 - independent advantage
3 - win-lose negotiations

A. This type of negotiations is founded on gaining the best deal possible for your side. This
means each team think only about its own interests: a seller typically seeks to sell a
product but is less concerned about repeat business.

B. This is negotiation to resolve a conflict, for example in a contractual dispute. Here, it is
possible that each party regards the other party as an opponent and seeks to win the
argument.

C. This is an agreement-based negotiation in which two parties have a shared objective: to
work together in a way which is mutually beneficial. Proposals and counter-proposals are
discussed until agreement is reached. Both sides hope for repeat business.

Kmoun: 1 -C, 2-A,3-B

Bompoc 3 (POIIK 1.1)
B oTBeTe Ha MUCHMO 3aMOJHUTE NMPOIYCKH (hpazamMu, TOAXOIAIIMMHU O CMBICITY:

Letter of invitation to training consultant

I was delighted to talk to you after your presentation at the Bridging the Culture Gap conference
in Frankfurt last week, and I would like to thank you for the interest you expressed in our
company.

As I explained to you briefly when we met, our engineers often spend periods of up to three
months in India, Malaysia or the Philippines. Many of them frequently request practical
information about various aspects of those cultures.

We would therefore like to invite you to run a one-day training seminar on cultural issues for a
group of twelve staff due to leave for the Philippines mid-April.

I very much hope that your schedule will allow you to accept our invitation.

Reply letter

A Further to your letter

B Ilook forward to

C as you suggested

D owing to previous engagements
E As you probably know

F convenient for you

G if you could let me know

H I would be delighted

(1) of 10 January, I would like to thank you for your kind invitation.

(2) to run a one day seminar for your staff.

3) , I have first-hand experience of the Far East, and it is always a great pleasure for me
to run seminars focusing specifically on that region.

However, (4) , I’'m afraid that I could not possibly run a workshop in March

(5) .

I would be grateful (6) whether late February or early April would be (7) .

(8) hearing from you in due course.



Kmoun: 1A 2 H 3E 4D 5C 6G 7F 8B

Bompoc 4 (POIIK 2.2)

JUist KaKI0T0 U3 TpeIoKEeHUH BEIOEpUTE JIEKCHUECKYIO eIMHHILY, HanboJiee MoAXO0SIIYIO 110
CMBICITY:

1. If you want to know whether your presentation was interesting, ask the audience for their

A) information  B) introduction = C) feedback D) summary

2. The speaker tried to how important it is for people to learn foreign languages
A) emphasize  B) gesture  C)identify D) imply

3. Preparing your presentation, choose the material which is for your audience
A) perfect ~ B) memorable C) appropriate D) argumentative

4. In win-win negotiations two parties have a shared objective: to work together in a way which
is mutually .
A) unacceptable  B) beneficial C) contradictory D) exclusive

5. He isn’t here at the moment. Would you like to a message?
A)take  B)get C)speak D) leave

6. Can you your name, please.
A)leave  B)spell C)call D)speak

7. When making a presentation, it is important to the audience; so share a personal
experience or relate to a recent event.
A)involve  B) introduce C) identify D) indicate

8. Would you like to our next video conferencing session?
A)enter B)join  C)share D) see

Kmoun: 1C 2A 3C 4B 5D 6B 7A 8B

HNudopmanus o paspadoryukax

CrpenbHukoBa AHHa bopucoBHa, K.().H., TOIEHT, JOLEHT Kadeapbl UCTOPUU PYCCKOM
mutepatypbl XX—XXI BEKOB M JUTEPaTypHOrO0 TBOPUYECTBA (PHIOJOTHUECKOro (aKyapTeTa
HUTIY.
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