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1. IlepeyeHb NUIAHUPYEMBbIX Pe3yJIbTATOB 00yUYeHHUs 10 JUCHUILINHE, COOTHECEHHBIX C
IJIAHUPYeMBbIMH Pe3yJIbTATAMM 0CBO€HMS IPOrPaMMbI

1.1. JucourmimHa
Negotiations)» obecrieurBaeT OBIaJCHHE CIACAYIONMMA KOMIIETEHIHSIMH:

b1.B.JIB.4.9. «Memunauuss B meperoBopHoM mporecce (Mediated

v HaumenoBanue 9 HanmenoBanue sTana ocBoeHUs
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LA-4 1 OCYIIECTBJISATh MEPHI LA-4.3. | koH(QIUKTOIOTHYECKHE 3HAHMS,
NPOQUITAKTUKA U MICUXO/IMaTHOCTUYECKUE HABBIKH,
YpEryIHpOBaHUS KOMMYHHUKATHBHBIC YMEHUS JIJIS
KOH(VIMKTHBIX CUTYaI[UH NPO(HUIAKTUKN U YPErylTHupOBaHUS
nocpeacrsoM PR- u GR- KOH(TUKTOB B COLMOKYJIBTYPHBIX,
TEXHOJIOTU I OW3HEeC- U MOJMTUYECKUX KOHTEKCTaX B
KauecTBE KpU3HC-MeHeIKepa, Onu3Hec-
neperopopimka, meauaropa, PR- u GR-
CHenuaIncTa.
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CKOC LA -4.3. | Ha ypOBHE 3HAHU:

Understand specificities of various negotiation styles (soft, hard, and
principled) and of the key elements of the mutual gains approach to
negotiations;

Understand specificities of mediator’s activitiess in settling political,
ethnic, corporate, financial and other conflicts (monumare ocobenHoCTH
ACATCIIBHOCTHU MMOCPCAHHKA B YpEryaimpoBaHnuun ITOJIMTUYCCKUX,
THUYECKUX, KOPIOPATUBHBIX, QUHAHCOBBIX U APYTHX KOH(IHKTOB);
Understand the nature of mediated negotiation and its dynamics, of
rational and emotional aspects of negotiation, of the “intangbles” of
negotiation (MOHUMATh XapaKTep OMOCPEIOBAHHBIX MEPErOBOPOB U €ro
JAUHAMUKY, paI_II/IOHaJIBHHﬁ u 3MOI.II/IOH8.JIBHBII>1 ACIICKT IICPECroBOPOB,
HEMATCPHUAJIbHBIC aKTUBBI» IIEPETOBOPOB;

Know and use various negotiation styles (soft, hard, and principled) and
principles of mediation (3HaTh W WCIONB30BAaTh pa3HbIC CTHIIU
MPOBEJICHUS TIEPErOBOPOB (MSITKHH, KECTKUH U MPUHIUIHUAIBHBINA) U
NPUHIIUIIBI MEIUALIUN );

Be aware of the social and cultural context of mediated negotiation
(including non-verbal communication) (MMeTh TpeACTaBICHHE O
COIMAJIbHOM W KYJIBTYPHOM KOHTCKCTC OIOCPCAOBAHHBLIX IMCPETOBOPOB,

4




B TOM YHCJI€ HEBEPOATbHOW KOMMYHHUKAITHH ).

HA YPOBHE YMEHUU:

Ability to prepare effectively for mediated negotiation (cmocoOHOCTB
3((hEeKTUBHO MOATOTOBUTHCS K OMIOCPEOBAHHBIM IIEPErOBOpPaM);

Ability to minimise destructive consequences of conflicts and to solve
problems (crmocoOHOCT MUHUMHU3UPOBATH JIECTPYKTUBHBIE MOCIIEACTBUS
KOH(TUKTOB M perieHus mpooiaem);

Ability to buld consensus of negotiating parties (CITOCOOHOCTB
NOOMBATHCS KOHCEHCYCA JI0TOBAPUBAIOIIMXCS CTOPOH);

Ability to recognize and deal with various manipulative tactics
(crtocOOHOCTHh MpHU3HABATh M YUUTHIBATh Pa3IMUHble MAaHUIYIATHBHbBIC
TaKTHKH ),

Ability to conduct mediated negotiations in various social and cultural
settings (yMEHHE BECTH MEPETOBOPHI MPU MOCPETHUYECTBE B PASTUUHBIX
COIMATIBHBIX M KYTBTYPHBIX KOHTEKCTAX);

Ability to draft and finalize agreements (cmocoOHOCTH pazdupaTbes U
3aKIII0YaTh COTJIAICHUs);

Manage complex, multi-party, multi-issue  bargaining  situations
optimally (onmTuManbHO YIPaBIATH CIHOXKHBIMH, MHOTOMAPTHIHHBIMU
MYJIBTH-TIPOOJIEMaMH B TTEPETOBOPHBIX CUTYAIIHSIX);

Prepare for difficult mediated negotiations effectively (3dexruBnO
MOJIOTOBUTHCS K TPYAHBIM IIEPETOBOPAM IIPU MIOCPEIHHYECTBE);

Help negotiating parties to build effective coalitions (momoub
y4aCTHUKaM IEPEroBOPOB CO3/1aBaTh APPEKTUBHBIC KOATHIIUN).

Ha YPOBHC HABBIKOB:

Ability to choose appropriate mediation techniques in different types of
conflicts (ymeHue BBIOpaTh COOTBETCTBYIOIIME METOJBI MEAHAIUHN B
Pa3IMYHBIX BUIaX KOHUIMKTOB);

Recognise the most common manipulative tactics used by hard
bargainers and difficult people, as well as neutralising their effects
(paCH03HaBaTL Haunbosee PacnnpoCTpaHCHHBIC MaHUITYJIATHBHBIC
TAKTUKU, HCIIOJB3YCMBIC YYACTHUKAMH IICPEroBOPOB M HEHPOCTHIMU
JIOJIBMU, a TaKKe HEUTpaIu3amus UX MOCISACTBUN );

Build consensus in the course of mediated negotiation using key
elements of the Mutual Gains approach to negotiations (mocTuraTh
KOHCCHCYCa B XOIC OIIOCPCHOBAHHBIX IMEPETOBOPOB C UCIIOJIB30BAHUCM
KJIIOUEBBIX DJIEMEHTOB B3aMMHOU BBII'OABI ITIOAX0Aa K Heper0130paM).

2. O0beM U MeCcTO AUCHUILTHHBI B cTpykType OIl BO

O0BbeM TUCHUILIHHBI

b1.B.JIB.4.9.
usydaercsi Ha 4 kypce (B 7 cemectpe). Obmast Tpymoemkocts mucuuminasl 2 3ET (72

«Memmanusi B meperoBopHoM mporecce (Mediated Negotiations)»

KonmnyecTBo akaneMH4ecKUX/aCTPOHOMUYECKHX YacOB, BBINCICHHBIX HAa KOHTAKTHYIO
paboty ¢ nmpenoaaBarenem — 28/21 4acoB, Ha CaMOCTOSTENBEHYIO Pa0OTy OO0YyHaIOIIMXCS —
44/33 gaca.

Mecto qucuumiinnsl B cTpykrype OI BO

b1.B./IB.4.9. «Meauarus B neperoBopHom mpoiiecce (Mediated Negotiations)» BXOIUT B
COCTaB JMCIUIUINH 10 BEIOOPY BapraTUBHOM yacTH 0sioka b1 «/luciumanabl (MOILYIN )».
JucuummHa peanusyeTcs nocie u3ydeHust 0a30Boi yacTu MPOrpaMMBlI.
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Ilpy ee u3ydyeHUU CTYAECHTHI ONMPAIOTCS HA TEOPETUUYECKUE U KOHKPETHO-HUCTOPUYECKUE
3HAaHMS, MOJYYEHHBIE B PE3YJIbTAaTe OCBOCHMUS psla IUCUUILIMH, TakuX kKak bl.b5.10
«IIcuxomorusy, bl.b.15 «llomTomorms.

3. CoaepxaHue U CTPYKTYpPa JMCUMILIUHBI

Tabmuma 1.
O0beM TUCHUIUIMHBL (MOAYJISI), Yac.
KonTtakTHas pa6oTa Tg;‘;’]’]';?m
o0yyarommxcs ¢ KOHTPOA
npemoaaBarte/ieM ycneBaeMoCT
Ne n/m HaumeHoBaHue TeMm (pa3aesioB) Beero 110 BHIAM Y€ GHbIX CP w
3aHSTHI TpOME3KRYTO'
HOI
JI | JIP I13 Klfj arTecralum
Ounas hopma odyuenusn
The nature of negotiation and its Simulation
Tema 1 dynamics 10/75 4/3 6/4,5 exercise
Theory of negotiation: positional
bargaining VS. interest-based Simulation
Tema2 bargaining (Mutual Gains 1075 413 6/4,5 exercise
Approach)
Theory of negotiation: multiparty : .
Tema 3 | negotiation (coalition- and | 12/9 4/3 8/6 Simulation
_— exercise
consensus-building)
Managing Conflicts by Mediation. Simulation
Tema 4 | Interpersonal and  Workplace | 10/7,5 4/3 6/4,5 .
: exercise
Conflicts
Teua 5 Medlgtlon in Political and Ethnic 1075 413 6145 Simulation
Conflicts exercise
Mediation in Business / Economic Simulation
Tema bl conflicts and Tax Disputes 1077.5 4/3 645 | exercise
Social and cultural context of Simulation
Tema 7 | negotiation. How to deal with| 10/7,5 4/3 6/4,5 exercise
manipulation
IIpomesKyTOYHAS ATTECT AU A 3auer
Bceero: | 72/54 28/21 44/33
Conepxanue TUCHUILIMHBI
HaunmeHoBaHHE TEM
Ne n/mm (pasaesios) Conepxanue TeMm (pas3meJioB)
The nature of negotiation | What is negotiation? Conditions of negotiation. Types of
and its dynamics negotiation.  Rational vs. emotional components  of
Tema 1 negotiation. Psychological factors that affect negotiation. The

intangibles of negotiation. What is successful negotiation?
Negotiation styles (soft, hard, and principled)




HanMeHoBaHue TeM

Ne n/m (pasae.10B) Copep:xkanue TeM (pa3eJioB)

Theory of negotiation: | When is positional bargaining often used? Attitudes of
positional bargaining vs. | positional bargainers. How to do positional bargaining.
interest-based  bargaining | Characteristic behaviours of positional bargainers. Problems
(Mutual Gains | with this approach. Costs and benefits of positional
Approach) bargaining.

Tema 2 What is interest-based bargaining? When is interest-based
bargaining used? Attitudes of interest-based bargainers. How
to do interest-based bargaining — the Mutual Gains Approach.
Costs and benefits of interest-based bargaining. Preparing for
difficut  negotiations  effectively. Dealing with  difficult
people.

Theory of negotiation: | Managing complex,  multi-party,  multi-issue  bargaining
multiparty negotiation | situations optimally. How to build effective coalitions.

Tema 3 | (coalition- and | Consensus building techniques. How to use the “one-text”

consensus-building) procedure to simplify multi-party negotiation

Managing Conflicts by | The major principles of mediation: voluntariness, equality,
Mediation. Interpersonal | confidentiality, impartiality —(neutrality) of mediator. The
and Workplace Conflicts | mediator's opening statement. The mediator's role in

Tema 4 identifying, framing, and ordering the issues in dispute.
Persuasive techniques for moving parties from impasse to
settlement

Mediation in  Political | Specific features of political conflicts mediation. International
and Ethnic Conflicts experience in  mediating  political conflicts.  Mediating

Tema 5 domestic and international conflicts: commonalities and
differences.

Ethnic conflict mediation: international experience.
Mediation in Business /| Specific  features of economic  conflicts  mediation.

Tema 6 | Economic Conflicts and | International ~experience in  mediating business  conflicts.

Tax Disputes Mediating tax disputes.

Social and cultural | Cultural Assumptions Quiz. Dimensions of culture. Cultural

context of negotiation. | assumptions. Verbal and non-verbal communication and

How to deal with| cultural attitudes in negotiation. Regional and national
Tema 7 | Manipulation negotiation styles.

How to recognise the most common manipulative tactics used
by hard bargainers and difficult people, as well as the key to
neutralising their effects.

4. MaTepHaJibl TEKYIIEI0 KOHTPOJISI YCIIeBaeMOCTH 00y4aronmxcsi U () OH/X OLle HOYHBIX
Cpe/ICTB MPOME KYTOYHOM ATTeCTALMH 110 JHCUHUIIJIMHE

4.1.

(I)OprI H METOAbI

l'lpOMe)KyTO‘{HOﬁ aTTeCTaluu.

TEKYHIEr0 KOHTPOJIA YCIIEBA€MOCTH oﬁyqammuxm H

4.1.1. B xoxe peammsanum aucuumiuabl B1.B.JIB.4.9. «Meanauusi B mneperoBOpHOM

npouecce (Mediated Negotiations)»

HCIOJIB3YHOTCH Ceayrumme METOAbI
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KOHTPOJISI M YCIIeBaeMOCTH 00y aroIMXCsl:
— MPY MPOBEIICHU U 3aHATHI CCMUHAPCKOTO THIIA:
® KOHTPOJIb IMOCEIAEMOCTH;
® OTBET Ha MPAKTHYECKOM (CEMHHApPCKOM) 3aHSTHH;
® JIMCKYCCHSL.

4.1.2. 3a4eT MPOBOAUTCSI C MPUMEHEHUEM CJIeYIOUMX METOA0B (CPeCTB): YCTHBIN 3a4eT,
COCTOSIIIMIT M3 0TBETA HA BONPOCHI, H MACbMEHHOE 3a/1aHue (pellleHne Kelica).

4.2. MaTepHaJIBI TEKYHIEI'0 KOHTPOJA yCII€EBACMOCTH oﬁyqamumxca

HOCCHI&CMOCTI) JICKHMOHHBIX W CCMHUHAPCKUX 3aH$ITI/II\/'I, OTBCTbl HAa CCMUHAPCKUX 3aHATUSIX.
O6yqa}onmec;1 TOTOBAT OTBCTbI Ha BOIIPOCHI K CCMHUHAPCKUM 3aHATHUAM, HCXOId K3 CIIMCKA
BOIIPOCOB HUIKC U CITMUCKA JIMTCPATYPHI.

Ilpumepnaa memamuka npaxmuueckux 3a0anuil (Keicoe):

1. Bo3MOXHOCTH MeQHally TpU pa3pelieHruH MOJTUTUYECKOTO Kpu3nca (Ha MpUMepe aHaiau3a
KaKOW-JT0O0 MOJUTHYECKOW CUTYAIUH);

2. TlepcrieKTBBI MEAWALMU TPU YPEryIHpOBaHHUS KOHQUIMKTA B COLIMOKYIBTYpHOM cpene (Ha
pUMepe aHaIM3a KaKoW-JTM00 dTHOKOH(ECCHOHANBHOW CHTYAIIHH );

3. Ponp MeamaTtopa mpu BO3HMKHOBEHUHM KOH(UIMKTAa B Menuacpene (Ha mpuMepe M3BECTHBIX
MeIUaKOH (DTUKTOB).

4.3. OneHoYHbIE CPeACTBA sl IPOMEKYTOYHOM aTTeCTALMH.
4.3.1. IlepeyeHb KOMNETEHIHHl ¢ yKa3aHHeM 3JTanoB UX (oOpMHPOBAaHUS B mpoLecce

OCBOCHMSA

o0pa3oBaTe/IbHON NPOrpaMMBbl.

KOMIIeTEe HIIUI ¢ y4e TOM 3Tana ux ¢ opMupoBaHust

Iloka3zatean m KpUTEpUA OLCHUBAHUSA

JTan 0CBOeHHUs IHoxa3aTesn Kpurepun

KOMIIe Te HIUHU Olle HUBAHUS Olle HUBAHUS
CKOC LA -43. CnocoOHOCTh MPOBOJAUTH CtyneHT ymeeT NpUMEHSTh
CnocoOHOCTB UCTIONB30BATh | JUArHOCTUKY KOH(NTUKTOB, 3HAHUWS U HABBIKUA B 00J1aCTH
KOH (PTUKTOIOTNYeCcKue MPUMEHSTh KOMMYHUKATHBHBIE | METOAOJIOTHH YPETYIUPOBAHUS
3HaHUA, MIPHEMBI U TPEHUHTOBBIC KOH(IUKTOB |

HCUXOJJMarHOCTUYECKHE
HaBbIKH, KOMMYHHUKAaTHBHbIE
YMEHUS 7151 TPOPUIIAKTUKU
U YperyJlupoBaHHUs
KOH(PTUKTOB B
COLIMOKYJIBTYPHBIX, OM3HEC-
U TIOJTUTUYECKHX KOHTEKCTAaxX
B Ka4eCTBE KpU3HC-
MeHeKepa, Ou3Hec-
IIEpEroBOpIIMKA, MEAUATOPa,
PR- u GR-cnenuanucra

TEXHOJIOTUH TS
yperynupoBaHusi KOH(IUKTOB
B c(pepe rocynapcTBEHHOTO
UJIH KOPIIOPATUBHOI'O
yIpaBIICHUS, pEILICHUS
VIIPaBJICHYECKUX 3a/1a9 —
BEJICHU S [IEPErOBOPOB,
CO3JIaHMsI KOMaH, KpU3HUC-
MEHEJDKMEHTA, yIydIleHue
MMUJKA OPraHU3alMH ITyTeM
BCTpaWBaHMs TApMOHHYHBIX
OTHOUIIEHHWH C BHYTPEHHEU U
BHEIHEH 00IECTBEHHOCTBIO.

KOMMYHUKATUBUCTUKU JJIS
NPeypPEeKICHUS, BHISBICHHS
U yperyaupoBaHus (B TOM
quclie, B Ka4YeCTBE MEAUaTopa,
PR- u GR-menemkepa)
KOH(VIMKTOB B
YIPaBJIEHYECKOW MPAKTHKE
Pa3IUYHBIX TOCYIAPCTBEHHBIX,
KOPIIOPaTUBHBIX U
OOILECTBEHHBIX CTPYKTYp, B
Menua cpesie, IpeICcTaBIIss
IIOJIy4E€HHBIE PE3YIbTATH KaK B
KauecTBe HAy4YHOIO
WCCIIEZIOBAHUS, TaK U B
KauecTBE JEJI0BOM CTpAaTErHu B
paMKax yKa3aHHOU
KOMITETCHIIHH.




4.3.2 TunoBbIie OlIeHOYHbIE CPEJACTBA
Test questions:
1. What is negotiation? What’s the difference between negotiation and other forms of
communication?
2. Types of negotiation.
3. What is successful negotiation (criteria of success)?
4. What is mediation? What’s the difference between mediation and arbitration?
5. What are the main ideas (principles, attitudes) of positional bargaining approach to

negotiation?

6. What are the major problems with positional bargaining approach to negotiation?
7. What are the costs and benefits of positional bargaining approach to negotiation?
8. What are the key principles of interest-based bargaining approach to negotiation?
9. What is BATNA and how to determine it?

10. What types of interests should be met in interest-based bargaining?

11. What are possible objective criteria to select options for agreement?

12. What are the costs and benefits of interest-based bargaining approach to negotiation?
13. When people negotiate? What are the conditions (prerequisites) of negotiation?
14. How to cope with the most common manipulative tactics/tricks?

15. What does “single text” (“one-text”) procedure mean and how to use it?

16. How cultural assumptions (attitudes) affect negotiation?

17. What’s the difference (in terms of strategy and tactics) between two-party and multi-party

negotiation?

18. Main principles of mediation.

19. Tasks of mediator. Mediation techniques.

20. How to caucus in the process of mediation.
21. Requirements to a good (stable) agreement.
22. Mediation in financial/economic conflicts.
23. Mediation in political conflicts.

24. Mediation in ethnic conflicts.

25. Mediation in political conflicts.

I xana oneHNBaHuA.
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CTyneHT IeMOHCTPUPYET KPeaTHBHBIE CIIOCOOHOCTH, 3HAHUE TTPOOIEM Otnuuno
npu  OOCYKIEHHMH KeficOB M UMpOKuii oxBaT coBpemennbix | (81-100)
poheCcCHOHATBHBIX METOJIMK TP BBIJIBU)KEHU U BAPHUAHTOB PEUICHUS.
Anuanu3 CTyIeHT MOKa3bIBAET CIIOCOOHOCTh K KPHTHYECKOMY MBIIUIEHUIO TIpU | XOpPOLLO
. 00CY)KIeHUHN Keiica. (61-80)
Kenca
CTyIeHT TOKa3bIBaeT YJIOBJICTBOPUTEIBLHOEC MOHMMAHUE YMECTHBIX | YIOBJIETBO
po0IeM U KOHTEKCTOB MPH PEIICHUH Kelca. PUTEIBHO
(41-60)
CTy/IeHT MOKa3bIBACT HEYJIOBJICTBOPUTEIILHOE TOHMMaHKe npodsiem u | Heynosier

! MpenomaBaTensM MpeyIaracTcsl OLEHUTh PENICHHE KEHca MO 5 KPUTEPUSM, BBICTABISS 32 KK/l KPUTEPUH JIO
20 6aymoB. OneHKa 3a 3a4eT BKIFOYAET CpeaHee apupMeTHnIecKoe 3a Keiic 1 OTBeThl Ha 2 Bompoca OmierTa.
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= Kpurepun Ouenka
g = OLlCHUBAHUSA (0asbI)
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KOHTEKCTOB IIPH PELIEHUHU KeHca. BOPHUTEIBHO
(0-40)
CtyneHT moApoOHO M3JaraeT CoJep)KaHue BOMPOCA: MCUEPITHIBAIOIIE, Otinyno
MOCJIC/IOBATEIIBHO, YSTKO M ApTyMEHTHPOBAHHO M3JIaraeT MaTepHal. (81-100)
JleMOHCTpUPYET  KPUTHUYECKYIO OLEHKY  BO3MOXKHOCTEH U
OTpaHUYEHUN TMPEACTABIEHHOIO MOAX0/a/METO[la: paccMaTpUBaeT
BO3MOXXHYIO KPUTHKY, YCIIOBUS, B KOTOPHIX JaHHBIC KOHIIEMIIUU WM
METOJTbI HETIPUMEHHMBI.
JIeMOHCTpHpPYeT CHOCOOHOCTh MPOCIHEAUTh M PEKOHCTPYHUPOBATH
apryMeHTallUl0 aBTOPOB 10 TEME, CChUJIAeTCs B OTBETE Ha
MEPBOMCTOYHUKHU WJIH aKTyalbHbIE€ HCCIIEIOBAHUSI.
[NosicusieT yTBEpKICHHE Ha YMECTHBIX MTpHUMepax.
YBepeHHO OTBEYaeT Ha JOMOJHHUTENIbHbIE BOIMPOCHl, CBOOOTHO
OpPUEHTHUPYETCS B TEME.
CTyneHT TOAPOOHO H3JIaraeT CojAepKaHue OMJIeTa, HO YIIycKaeT | XOpOIo
HEKOTOPBIE aCIEeKThl PACCMATPHUBAEMOTO MOAX0/1a/METO 1A, (61-80)
JleMOHCTpHpYeT KPUTHYECKYIO OLICHKY BO3MOXKHOCTEHN
MpEACTAaBIEHHOIO IMOJXOJa/MeTo/la, HO HE BCEeraa CrnocoOeH
MPOCIIEUTH €r0 OTPAaHUYEHHUSL.
. JleMOHCTpHUpYeT  CHOCOOHOCTH ~ YacCTUYHO  PEKOHCTPYHMPOBATh
Y CTHEIH apryMEHTAIlUI0 aBTOPOB, HA KOTOPBIX CCHIIAETCS.
;’;f::;e‘;a [NosicasieT yTBEpIKICHUE Ha YMECTHBIX MTPHUMepax.
OTBevaeT Ha JOMOJHUTENBHBIE BOIPOCH MO TeMe C HEOOJIBbIIMMHU
1ay3aMu B pa3roBoOpe.
CtyneHT u3naraer cogep:kanue OuieTa moBepXHOCTHO; Ynosnetso
JleMoHCTpUpYET KPUTUYECKYIO OLIEHKY BO3MOKHOCTEH | PUTCIBHO
MPEACTaBICHHOTO MOJIX0/1a/METO1a Ha YPOBHE «3/IPABOTO CMBICIIAN. (41-60)
JIeMOHCTpHpPYET  CIIOCOOHOCTh ~ YaCTHYHO  PEKOHCTPYHPOBATH
apryMEHTallUl0 aBTOPOB, HA KOTOPBIX CCHIIAETCSA, HO JOMYCKAaeT
OLIMOKH.
[losicHsieT yTBepXKAeHHE Ha NMpUMepax, HO HE BCErjga cpa3y MOXKET
000CHOBATh UX YMECTHOCTb.
OTBeuyaeT Ha JONOJHUTENIbHbIE BONPOCH MO TEME C May3amMH B
pasroBope ¥ OMMOKAMH.
CTymeHT M3Jaraer coiep)kaHue OMIeTa CXaTo, He oTpaxkas cyru | Heymosier
BOIIPOCA; BOPUTENBHO
He  JeMOHCTpHpyeT  KpuTHYecKyio  omeHky  Bosmoxmocreii | (0-40)

IpeaACTaBJICHHOIO HO}IXOI[&/ MeToaa.

He cnocobeH pekoHCTpyHpoBaTh apryMEHTAIMI0 aBTOPOB, AOMYCKAET
CEPbE3HBIC OLMOKH.

2 [IpenmoiaBaTessM MPEPIATAETCS OLUEHUTH OTBET TI0 KAXKAOMY GJIOKY TI0 5 KPUTEPHSIM, BHICTABIISAS 38 KaXKIbIi
kputepui 10 20 6amwioB, 6auIEl BRICTABIIOTCS II0 JIBYM BOMPOCAM OTICIBHO.

10




Kpurepun Ouenka
OLICHMBAHUS (0anambl)

[

dopma
NMPOMEKYTOYHOM
arTecTalMu

e He wucnone3yer mnpumepsl, MO0 NpPensIOKEHHbIE MPUMEPHI HE
OTpa)karoT CyTh BOIIPOCA.

e He oTBeuaeT Ha JONOJHUTEIBHEBIE BOITPOCHI ITO TEMC.

4.4. MeToanueckue MaTe puaJibl

Tekymii KOHTpOJIb OCYLICCTBISIETCS C L€Ib0 MOHUTOPUHIA aKTYaJIbHOW CHUTYyal[UU
MNOATOTOBKM  CTYAGHTOB K JTally MPOMEXKYTOYHOIO KOHTpOds. Tekyumii  KOHTPOJb
ocyliecTBisieTcss B (opMax: KOHTpOJS  IOCELAEMOCTH, OTBETOB HAa  CEMMHApCKHUX
(mpakTH4eCKUX) 3aHATUAX, AUCKyccusx. [IpernogaBaTens OTCIEKMBAET TEKYIIyI0 CUTYALHIO 10
yVKa3aHHbIM (opMaM TEKyLero KOHTPOJII M BBIHOCUT CTYIEHTaM pPEKOMEHJALUH JUIs
YIY4LIEHUSI KauyeCTBa IOJATOTOBKU K IIPOMEKYTOUHOMY KOHTPOJIIO.

[TpoMeKyTOUHBII KOHTPOJIb MO KypCy OCYIIECTBIISETCS B (JopMe 3aueTa.

3aueT NMpoBOAMUTCS B 2 ATana: MMCbMEHHBIN (pelieHre Keica) U YCTHBIM.

Kelic pemmaercs CTyIeHTaMU CaMOCTOSTENIBHO B aylIUTOPHH, PE3YIbTaThl OOCYKAAIOTCS C
IpernojaBareieM MO AWCHMIUIMHE B XoJe 3adera. OIleHka 3a pellieHHE Keiica sBisieTcs
COCTaBHOM 4YacThlO OOIIEel 3a4eTHOU oreHkH. [IpernomaBarenp OllEHUBAET pelieHrue keiica mo 5
kputepusM (cm.1.4.3.2), BbICTaBisA 3a Kakablil kputepuid 10 20 OGamios. Jlanee pes3yibraTbl
CYMMHPYIOTCSL.

VYeTHBIM 9Tanm 3adeTa BKIIOYAET OTBET Ha 2 Bompoca mo Ounery. [IpemomaBatensm
IpeJylaraeTcs OLEeHUTh OTBET M3 KaKJOro OJioKa 1o 5-Tu KputepusM (cM.i.4.3.2), BeICTaBIIsIA 32
KaXXJIpIi KpuTepuit 1o 20 Oanos.

Jlaee pe3yapTaTbl MMCBMEHHOTO M YCTHOTO 3TallOB 3a4€Ta CyMMHUPYETCS U BBIBOAUTCSA
cpeaHee apudMeTHUecKoe, MEepeBOJAMMOE B OLICHKY MO 5-0ajulbHOM IIKane, OTpakaeMylo B
3a4ETHOU KHUIKKE U BEJJOMOCTH.

5. MeToauyeckne yKazaHus ISl 00y4alONMXCH 10 0CBOE HUIO JUCHUIIIMHBI

Obume moJioxkeHUs!

JucuumnuHa mnojapa3syMeBaeT paboTy Haja JABYMs B3aUMOJOINOJIHSIOUMMH BHJIAMU
JESTEIBbHOCTU: OCBOCHME COJEP)KaHUsI AMCLUIIIMHBI B paMKax JIEKHMOHHBIX U IPAKTHUYECKUX
3aHSITUHN (2 TakKe CaMOCTOSITEIbHONU paboThl) U TECTUPOBAHUE.

TexHonorus oOpraHuzaluu  CaMOCTOSATENbHONH paboThl  OOydaroUMXCs — BKIIOYAET
UCIOJIb30BaHNE MH(OPMALIMOHHBIX U MaTepHAbHO-TEXHUYECKUX PECYpPCOB 00pa30BaTeIbHOIO
YUIpEeKICHUSL.

[lepen BbIMONHEHHEM OOYJalOIMMUCA BHEAYIUTOPHOM CAMOCTOSITENBbHOM paboThI
IPENOIaBaTelb MPOBOANUT KOHCYJIBTUPOBAHUE IO BBINOJHEHUIO 3a/aHUs], KOTOPHIH BKIHOYAET
LeNnb 3aJaHusi, €ro COJEp)KaHUs, CPOKU BBINOJIHEHUs, OPUEHTHUPOBOUHBIM 00BEM paloThI,
OCHOBHbIE TpeOOBaHUs K pe3ylbTaTaM palOoThl, KPUTEPUU OLICHKU. BO BpeMs BBINOJHEHUS
OOy4JalOMMHCS BHEAYAUTOPHOM  CaMOCTOSITENIbHOM  pabOTBl W TPU  HEOOXOIMMOCTH
IIPENoAaBaTeslb MOXKET IIPOBOANTh MHUBUIYaJIbHBIE U TPYIIIOBbIE KOHCY/IbTALMH.

B pazmene 6 (m. 6.1., m. 6.2.) yka3aH nepeyeHb OCHOBHOW U JIOTIOJIHHUTEIbHOMN
JUTEPATypbl, KOTOPbI peKOMEHAyeTcs oOOydaroumMcs IpU IOATOTOBKE K CEMHUHApCKUM
3aHATHUSIM U BBITIOJHEHUH CaMOCTOSITEIbHOMN PabOTHI.
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CamocTrodaTenbHass pabdoTa MOMKET OCYILECTBIATbCA HMHAMBUIYAIBHO WM TPYIIaMHU
oOyyaronmxcs B 3aBUCUMOCTH OT LI€JH, OObEKTa, KOHKPETHOH TEMaTHKU CaMOCTOSTEIbHOMN
paboThI, YpOBHS CIIOKHOCTH, YPOBHSI YMEHUI 00yJarOIIMXCS.

6. YueOHnasi tuTepatypa u pecypcbl HH( OPMANHMOHHO-TeJIe KOMMYHHUKAIIHOHHOM
cetu "UHTepHeT", BKJIIOUYAA NepedeHb Y4eOHO-MeTOANYECKOro odecneve Hus IS
CaMOCTOSITEJIbHOI PadoThl 00y4AIONMXCS 10 JUCHUIIMHE

6.1. Ocnosnasn rumepamypa.
1. Tlanaruna A.B. Koncrpykrusnslii koHquukr Caparos: Al [Tu Dp
Menua,2010.http7//www.iprbookshop.ru/834
2. Menpanuenko P.I. Memmanus: yaeOHoe mocobue st 6akanaBpoB.M.: JlamkoB u
K,2014.http//Aww. iprbook shop.ru/16469.

3. Kapasau A.I'. Ilcuxonorusi oOIIEHUs U IEPETOBOPOB B SKCTPEMATIBHBIX YCIOBHUSIX
M.: FOHUTU- TAHA,2012.http://www. iprbookshop.ru/15453

6.2. /lononnumenvnasn 1umepamypa.

1. CsernoB B.A. Ynpasnenne kongnukrom  Capatos: Aii [Iu Op
Menaua,2012.http//www. iprbookshop.ru/8249

6.3. Yueono-memoouueckoe odecneuenue camocmoameabHou pabomol.

[lomoxxerue 00 oOpraHu3aliu CaMOCTOATEIBHOM pPabOThl CTYACHTOB (eaepalibHOTO
rOCYIapCTBEHHOTO OIOJDKETHOrO 00pa30BaTENIbHOIO  YUPEXKACHHS BbICHIET0 00pa3oBaHUs
«Poccuiickas akageMHsi HapOJHOTO XO3SMCTBA W TOCYIApPCTBEHHOU ciyxObl mpu [Ipesuaente
Poccuiickoit ®eneparmu» (B pea. mnpukaza PAHXul'C ot 11.05.2016 1. Ne 01-2211)
http//Awww.ranepa.ru/images/docs/prikazy-ranhigs/Pologenie o samostoyatelnoi rabote.pdf

6.4. Hopmamuensle npagogvie 00KymeHmbol.
1. ApOutpaxHsblii mpoueccyanbHblil Kogekc Poccuiickoit @enepanun” ot 24.07.2002 N 95-
@3.
2. T'paxmanckuii mporeccyaibHbIN Kojeke Poccuniickoit @enepannu ot 14.11.2002 N 138-

@3.

3. 3axon r. Mockssl o1 13.02.2002 N 10 "O6 YcraBHOM cyne ropoga Mocksbl".

4. 3akoH MockoBckoi obsactu ot 26.09.2006 N 153/2006-03 "O6 YcraBHOM cyze
MockoBckoii o6iactu"

5. 3akoHbl 00 ycTaBHBIX (KOHCTUTYLIHOHHBIX) Cy[ax APYrHX cyobekToB Poccuiickoii
Denepannu.

6. ConoBbeB A.B. [Ipakrrndeckuii komMeHTapuii 3akoHa «O MOPSAKE pa3perieHus
KOJUIEKTUBHBIX TPYAOBBIX criopoB». M., 1997

7. ConoBbeB A.B. ComnuansHoe maptHepcTBo: KommenTapuii k pazneny Il TpymoBoro
koaekca Poccuiickoit @enepanuu. M., 2007.

8. Vxka3 Ilpesunenta Poccuiickoit @enepannu ot 1.07. 2010 1. N 821 «O xomuccusix mno
coOroIeHHI0 TpeOOBaHUH K CITy>KEOHOMY MOBEJICHUIO (eiepalibHbIX TOCYIapCTBEHHBIX
CIIy)KallMX U YPEryIHpPOBAHUIO KOHGUIMKTa HHTEPECOBY.

9. ®enepanbHbiii 3akoH 0T 27.07.2010 N 193-D3 "OO6 anbTepHATUBHOM MpoIIeIype
YperyJIiupoBaHus CIIOPOB C yYaCTHEM IOCpPEAHMKA (ITpoLielype MeIualum)".

10. ®enepanbublii 3akoH OT 17.12.1998 N 188-D3 "O mupoBbIx cynbsix B Poccuiickoii
denepannu'.

11. denepanbubiii 3akoH oT 1 Mast 1999 1. N 92-D3 "O Poccuiickoil TpexcTOpOHHEH
KOMHMCCHUH MO PETYIMPOBAHUIO COLIMAIBHO-TPYAOBBIX OTHOIICHU ",

12


http://www.ranepa.ru/images/docs/prikazy-ranhigs/Pologenie_o_samostoyatelnoi_rabote.pdf

12.

®denepanpablii 3ak0H OT 6.10.2003 N 131-D3 «O6 00mmx NpUHIIATIAX OPTaHU3AINT
MECTHOTO camoynpasiyieHus B Poccuiickon denepaumny.

6.5. Humepnem-pecypceol, cnpagounvie cucmemol.

1.
2.

3.

Kozep JI. ®yukiuu corpansHoro konduukra. http://lib.znate.ru/docs/index-229632.html
Oenepanpubiii 3akoH oT 12 wmioHs 2002 1. N 67-®3 "OO OCHOBHBIX TapaHTHSIX

n30upaTenpbHBIX TpaB W IpaBa Ha ydacTue B pedepeHayme Tpaxkiaan Poccuiickoit
denepanun” (c A3MEHEHUSIMU u JOTOJTHeHUsIMH )//CrcTema 'APAHT:
http//base. garant.ru/184566/#ixzz3Vicnzbgd

Gambarato R. Talking Objects. URL : // http://talkingobjects.org/

6.6. Huovie pexomenodyemovle ucmouHuKu.

1.
2.

10.

11.

12.

13.

14.
15.

Fisher, Roger, and William Ury. Getting to Yes. (any edition).

International Negotiations: Cross-Cultural Communication Skills for International
Business Executives - http//www.pon. harvard.edu/freemium/international-negotiations-
cross-cultural-communication-skills- for- international-b usiness-executives/

Business Negotiation Skills: 5 Common Business Negotiation Mistakes -

http//www.pon. harvard.ed u/freemium/5-common- negotiation- mistakes-and-how- you-
can-avoid-them/

Expanding the Pie — Integrative Bargaining versus Distributive Bargaining -
http/Avww.pon.harvard.edu/daily/negotiation-skills- daily/expanding- the- pie- integrative-
versus-distributive-bargaining

Improve Your Negotiation Skills: Negotiation Training from the Pros -
http/Avww.pon.harvard.edu/freemium/improve- your-negotiation- skills- negotiation-
training-from-the-pros/

BATNA  Basics: Boost Your Power at the Bargaining Table -
http/Aww.pon.harvard.edu/freemiun/batna-basics-boost-your-power-at-the-bargaining-
table/

Stulberg, J.B., & Love, L.P. (2013) The middle voice: mediating conflict successfully.
Durham, North Carolina : Carolina Academic Press. (Russian edition - Cranbepr [Ix.,
JaB JI. Tpemuii econoc: ycnewmnas meduayus Kougaukma. MockBa: M3matenscTBO
MeXpernoHajapHOrO IEHTpa YIPaBJICHYECKOTO U IMOJUTHYECKOTO KOHCYJIBTUPOBAHMS,
2014.)

Susskind, L., McKearnan, S. &Thomas-Larmer, J. (1999) The Consensus Building
Handbook: a comprehensive guide to reaching agreement. Thousand Oaks, CA: Sage.
Karras Chester L. In Business As in Life, You Don't Get What You Deserve, You Get What
You Negotiate. Stanford Street Pr, 1996.

Mnookin Robert H. and Susskind Lawrence E., eds. Negotiating on Behalf of Others.
Advice to Lawyers, Business Executives, Sports Agents, Diplomats, Politicians, and
Everyone Else. Thousand Oaks, CA: Sage Publications, 1999.

Salacuse Jeswald W. Seven Secrets for Negotiating with Government. How to Deal with
Local, State, National, or Foreign Governments--and Come Out Ahead. New York:
AMACOM/American Management Association, 2008.

The Consensus Building Handbook / Edited by Lawrence Susskind, Sarah McKearnan,
and Jennifer Thomas-Larmer. Thousand Oaks, CA: Sage, 1999.

The essentials of negotiation. Boston: Harvard Business School Press; Alexandria, Va.:
Society for Human Resource Management. 2005.

The Program on Negotiation (PON) resources at http//Awww.pon.harvard.edu/

Frenkel, D.N., & Stark, J.H. (2012). The Practice of Mediation: A Video-Integrated Text
(2nd ed.). New York: Aspen.
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16. Kolb, D.M. (1994). When talk works: Profiles of mediators (1st ed.). San Francisco:
Jossey-Bass.

7. MaTepuajibHO-TeXHHYECKasA 0a3a, HH( OPMAIUOHHbIE Te€XHOJIOTHUH,
NporpaMMHoe odecnevyeHue U HHG OPMAIHOHHBIE CIIPABOYHbIE CHCTEMbI

AyIuTOpUHM TPAKTHYECKUX 3aHATHH, OCHAILEHHBIE MPOEKIMOHHBIM JEMOHCTPALMOHHBIM
00OpylOBaHMEM M KOMIIBIOTEPOM, JHOO0 HOYTOykoM (MO0 BO3MOXKHOCTBIO IMOAKIIOYUTH
HOYTOYK) C YCTaHOBJIEHHBIM ITporpaMMHbIM obecrieueHneM MS Office.

AymuTopun Uil CaMOCTOSITENbHON pabOThl, OCHAILEHbIE KOMIIBIOTEPHOM TEXHHUKOH C
BO3MOXHOCThIO jocTyna B «lHTepHer» U oOecriedeHHMEM JOCTYIa B 3JEKTPOHHYIO

obpasoBatenbayio cpeny Axagemuu (http//lib.ranepa.ru/base/), B Tom umcie, B 3JICKTPOHHBIC
OMOJIMOTEYHBIC CHCTEMBI.
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