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1. IlepedyeHb NJIAHMPYEMBIX Pe3yJIbTATOB 00y4eHHs 110 JUCHHUILINHE, COOTHECEHHBIX C
IJIAHUPYEMBIMH pPe3y/J1bTAaTAMHU OCBOCHHS IIPOrPaMMBbI

1.1. Jlucuuminea

b1.B./IB.4.9. «Memunanus B neperosopHom mpouecce (Mediated

Negotiations)» obecriedrBaeT OBJIaJICHUE CICITYOIIUMH KOMITCTCHIIUAMHU:

Kon
KOMIIETEHIINHU

HanmenoBanme HanmeHnoBaHme 3Tama oCBOCHHUS
KOMIICTCHIIMU

KOMIICTCHII N

Kon srama
OCBOEHUSA
KOMIIETEHILINU

CK OC | Cnocobnocts pazpadareiBath | CK OC | ClocoOHOCTh HCIIONH30BATh

LA-4 1 OCYIIECTBIISITH MEPHI LA-4.3. | KOH(QIMKTOJIOTMYECKUE 3HAHHUS,
pOQUTAKTUKA U TICUXOMArHOCTHYECKHE HABBIKH,
yperyJIupoBaHHs KOMMYHHUKATHBHBIC YMCHUS JJIs
KOH()JTUKTHBIX CUTYaIUi NPOMUIAKTUKA U YPETYIHUPOBAHUS
nocpenctsom PR- u GR- KOH(JIMKTOB B COIMOKYIbTYPHBIX,
TEXHOJIOTHI OW3HEC- U OJUTUICCKIX KOHTCKCTaX B

Ka4yeCcTBE KpU3HC-MEHEKepa, OM3Hec-
neperoBopiirka, Meauaropa, PR- u GR-
CTCIIUAIINCTA.

=
N

B PE3YJIbTATC OCBOCHUA JUCHUIIJIMHBL Y CTYACHTOB JOJI’KHBI OBITE:

Ko nrama
OCBOECHUSA
KOMIICTCHIIUN

Pesynbrarel 00yueHus

CK OC LA -4.3. | Ha ypOBHE 3HaHUI:

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 activities in settling political,
ethnic, corporate, financial and other conflicts (morumats oco6eHHOCTH
ACATECIIbHOCTHU OoCpCaAHUKA B YpEryJInpOoBaHUA INOJIUTUYCCKHX,
ATHUYECKUX, KOPIIOPATUBHBIX, (PUHAHCOBBIX U IPYTHX KOH(MIUKTOB);
Understand the nature of mediated negotiation and its dynamics, of
rational and emotional aspects of negotiation, of the “intangibles” of
negotiation (moHMMaTh XapakTep OMOCPEIOBAHHBIX MEPETOBOPOB U €0
AUHAMUKY, paI_[I/IOHaHBHHﬁ u 3MOI_II/IOHaJ'ILHBII71 ACIICKT IIEPCTOBOPOB,
«HEMaTepHaIbHbIE aKTUBLI» IIEPETOBOPOB;

Know and use various negotiation styles (soft, hard, and principled) and
principles of mediation (3HaTh W WCHOJB30BATh pa3HbIC CTHIU
MPOBEJICHUS MEPEroBOPOB (MSTKU, JKECTKMHA WM MPHHIUIMHAATBHBINA) H
TIPUHIATIBL MeIHAIHH);

Be aware of the social and cultural context of mediated negotiation
(including non-verbal communication) (uMeTh TpeACTaBICHUE O
CONMAJIBHOM MU KYJIBTYPHOM KOHTCKCTC OINOCPCAOBAHHBIX MCPETrOBOPOB,
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B TOM YHKCJIe HeBepOAIbHOH KOMMYHHKAIIUH).

Ha YPOBHE YMEHUN:

Ability to prepare effectively for mediated negotiation (crmoco6HoCTH
3¢ (GEKTHBHO MOATOTOBUTHCS K OIIOCPEI0BAHHBIM IIEPErOBOPaM);

Ability to minimise destructive consequences of conflicts and to solve
problems (ciocoOHOCTP MUHUMHU3UPOBATH AECTPYKTHBHBIC MOCIICACTBUS
KOH(JINKTOB M PELMICHHS IIPOOJIEM);

Ability to build consensus of negotiating parties (crocoGHOCTB
J0OMBAThCSI KOHCEHCYCa JIOTOBAPHUBAIOIINXCSI CTOPOH);

Ability to recognize and deal with various manipulative tactics
(CHOCO6HOCTB IIpu3HaBaThb U YYUTBIBATH PA3JIMYHBIC MAaHHUIIYJIATHBHBIC
TaKTHKH);

Ability to conduct mediated negotiations in various social and cultural
settings (yMeHue BECTH MEPEroBOPHI MPH MTOCPEIHUYECTBE B PA3IUNUHBIX
COIHAJIbHBIX U KYJIbTYPHBIX KOHTeKCTaX);

Ability to draft and finalize agreements (crocoGHOCTh pa3OUpaThCs U
3aKJIF0YaTh COTJIAIICHHMS);

Manage complex, multi-party, multi-issue bargaining situations
optimally (onTtumanbHO YHpPAaBJIATh CIIOKHBIMH, MHOTOMAPTUHHBIMU
MYJIBTU-TIPOOJIEMaMH B TIEPETOBOPHBIX CHTYAIHSIX);

Prepare for difficult mediated negotiations effectively (sddextusao
NOATOTOBUTHCA K TPYAHBIM IIEPETroBOpaM IIpU HOCpeI[HI/I‘IeCTBC);

Help negotiating parties to build effective coalitions (momous
y4acTHHKaM [IEpEroBOPOB co3/1aBaTh 3G (HEeKTUBHBIC KOATHIINN).

Ha YpOBHC HaBBIKOB:

Ability to choose appropriate mediation techniques in different types of
conflicts (ymenue BBIOpaTh COOTBETCTBYIOIIME METOIbI MEIHAIIUU B
Pa3UYHBIX BUAAX KOH(IUKTOB);

Recognise the most common manipulative tactics used by hard
bargainers and difficult people, as well as neutralising their effects
(pacrio3HaBaTh ~ HamboJiee  PAaCHpPOCTPAHCHHBIC  MAHHITYJISTHBHBIC
TAKTHUKU, HUCIOJB3YCMBIC YYACTHHUKAMHU IICPETOBOPOB U HCIIPOCTBIMU
JIFO/IBMH, a TaK)Ke HEHTpan3alus ux MocClIeACTBUN);

Build consensus in the course of mediated negotiation using key
elements of the Mutual Gains approach to negotiations (mocturars
KOHCCHCYCa B XOAC OIOCPEAOBAHHBIX INEPETOBOPOB C HUCIIOJB30BAHUCM
KIIIOUEBBIX 3JIEMEHTOB B3aUMHOM BbIT'OABI IT1OAX0J4a K neperOBopaM).

— B1.B.JIB.4.9.

2. O6bem U MecTO TUCHUILINHBI B cTpykType OIl BO
O0BLeM THCHUNIINMHEI
«Menuanust B meperoBopHoM mporiecce (Mediated Negotiations)»

usy4aercst Ha 4 xkypce (B 7 cemectpe). O6mas Tpynoemkoctsh auctmmuiaabl 2 3ET (72

Jaca);

— KomgectBo aKa}IeMI/I‘—IeCKI/IX/aCTpOHOMI/I'-IeCKI/IX YacoB, BBIJACJIICHHBIX Ha KOHTAKTHYIO
paboty ¢ npenonaBareneM — 28/21 yacoB, Ha CaMOCTOSATEIbHYIO pabOTy 00yUarOIHXCS —

44/33 uaca.

Mecto mucuuniuebl B cTtpykrype OII BO
— Bb1.B.JIB.4.9. «Meauamus B neperooprom npouecce (Mediated Negotiations)» Bxoaut B
COCTaB JMCLUILINH 0 BEIOOPY BapuaTuBHOW yacTu Oioka b1 «/luciumamaer (MOIyn)».
JIMCIHITIMHA peau3yeTcs Oocie U3yueHHs 0a30BOM YaCTH MPOrPaMMBI.
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[Ipu ee U3yueHUU CTYACHTHI OMMPAIOTCS HAa TEOPETHUECKUE U KOHKPETHO-UCTOPUUECKUE
3HAHMS, TOJYYCHHBIC B pE3yjibTaTe OCBOCHHS psja AUCIUIUINH, Taknx kak bl1l.5.10
«IIcuxonorus», b1.b.15 «IlonuTosorus».

3. Copep:xkaHue U CTPYKTYPa AUCHUILIUHBI

Taonuua 1.
O6beM qucuumIHHbI (MOIYJIs), Yac.
KonTtakTHas paéoTta T:I;OII’I:Z?O
odyuyaruuxcs ¢ KOHYTPOM
Ne n/n HaumenoBanue tem (pa3ieioB) fperoapare1em ycneszzeM()cT
Bcero 10 BHAAM Y4eOHBIX Cp u,
3aHATHH HpOMeKYTOY
HOH
JI | JIP 113 KPC aTTecTaluu
Ounasn ¢hopma odyuenusn
Tena 1 The nature of negotiation and its 1075 413 6/4.5 Simulation
dynamics exercise
Theory of negotiation: positional
Tena 2 barga!n!ng VS. mterest-bas_ed 1075 413 6/4.5 Simulation
bargaining (Mutual Gains exercise
Approach)
Theory of negotiation: multiparty : :
Tema 3 | negotiation (coalition- and | 12/9 4/3 8/6 es;(?rlélizgon
consensus-building)
Managing Conflicts by Mediation. Simulation
Tema 4 | Interpersonal and  Workplace | 10/7,5 4/3 6/45 | L ercise
Conflicts
Tema 5 Medlgtlon in Political and Ethnic 1075 413 6/4.5 Simulation
Conflicts exercise
Mediation in Business / Economic Simulation
Tewa 6 Conflicts and Tax Disputes 10775 413 6/4.5 exercise
Social and cultural context of Simulation
Tema 7 | negotiation. How to deal with | 10/7,5 4/3 6/4,5 exercise
manipulation
IIpomexyToUHasi aTTeCTALHSA 3ader
Bcero: | 72/54 28/21 44/33
Conepxanue THCHHUILIAHBI
HaumeHoBaHMe TeM
Ne ni/m (pasae:ion) Conep:xanue TeM (pa3ieioB)
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)




HaumeHoBanue teM

Ne ni/mm (pasae:ion) Conep:xanue TeM (pa3iesioB)

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
difficult 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. MaTepuaJjbl TEKYIero KOHTPOJIsl YCIIeBA€MOCTH 00yUaomuxcsi U ()OH/I OLEHOYHBIX
CpeaCTB NMPOMEKYTOYHOM ATTECTALUM 10 AMCLHUIJIMHE

4.1.

DopMbl

H METOAbI

NMPOMEKYTOYHOM aTTeCTAIMH.

TEKYIIEero

KOHTPOJISI yCHEeBAEMOCTH OOy4alommxcs |

41.1. B xome peamm3auuu aucuuminHbl B1.B.JIB.4.9. «Meauamusi B TNeperoBopHOM

npouecce (Mediated Negotiations)»

HCIMOJB3YHOTCHA Caeayrumue METOAbI
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KOHTPOJIAA M YCIIEBAEMOCTH 00y4aIOIINXCS
— MpU IPOBEJCHUH 3aHITHI CEMUHAPCKOTO TUMA!
® KOHTpPOJIb IOCELAEMOCTH;
® OTBET Ha MPAKTUYECKOM (CEMUHAPCKOM) 3aHSITHH;
® JIUCKYCCHS.

4.1.2. 3aueT MPOBOANTCS ¢ MPUMEHEHHEM CJIEAYIOLINX MeTO0B (CPeACTB): YCTHBII 3a4erT,
COCTOSIIIMIT M3 OTBETA HA BONPOCHI, H MHCbMEHHOE 3a]aHue (pelleHne Keiica).

4.2. MaTtepuaJibl TEKYIIEro KOHTPOJIS yCIIeBAeMOCTH 00y4aIOIIHXCS.

HOCGH_[aCMOCTb JICKOMOHHBIX W CCMHUHAPCKUX 3aHHTHﬁ, OTBCTbI Ha CCMHUHAPCKUX 3aHATHAX.
OOyuJaromyiecss TOTOBAT OTBETHI Ha BOIPOCHl K CEMHUHAPCKUM 3aHATHSAM, UCXOJS U3 CIHCKA
BOIIPOCOB HMXKE M CIIUCKA JTUTEPATYPHI.

Ilpumepnas memamuka npakmuueckux 3ao0anuii (Keicos):

1. BO3MOXHOCTH MEAMAIMHU TP Pa3pelICHUH MOJUTUYECKOro Kpusuca (Ha mpuMepe aHaim3a
KaKOM-JIN0O MOJUTUYCCKOW CUTYaIlUH);

2. IlepcrieKTHBBI MEIMALUK TIPH YPEryJIHpPOBaHUS KOH(IMKTa B COLHOKYIBTYPHOIl cpene (Ha
npuMepe aHaji3a Kakoi-mnb0 3THOKOH()ECCHOHAIBHOW CUTYaINH);

3. Ponp Menmuaropa mpu BO3HHUKHOBEHHH KOH(IMKTa B Meauacpene (Ha IpHMEpe HM3BECTHBIX
MEIUaKOH(IIUKTOB).

4.3. OueHoYHbIe CPeACTBA IS MPOMEKYTOYHOH ATTECTAI[UH.

4.3.1. Ilepeuenb KoMIeTeHUMIi ¢ yKa3aHHeM JTanoB HX ¢(opMupoOBaHHs B Ipouecce
ocBOeHHMsI oOpa3oBaTeibHOWi mporpammbl. [loka3aTeqim W KpPUTEPUH OLEHWBAHUS
KOMIIETeHIHIi ¢ y4eTOM ITana ux ()opMHPOBAHUS

JTan 0cBOCHUs! IHoka3zaTenun Kpurtepun
KOMIIETEHIIUH OlleHUBAHUS OLleHMBAHM S
CKOCLA-43. CriocoOHOCTb TPOBOIUTH CryneHT ymeeT NpUMEHATh
CriocoOHOCTD UCTIONB30BaTh | JUATHOCTHKY KOH(IIUKTOB, 3HAHUS M HABBIKH B 00J1aCTH
KOH(JIMKTOJIOTHYECKHE PUMEHSATh KOMMYHUKATUBHBIE | METOJIOJIOTHH YPETYJINPOBAHUS
3HaHUS, MIPUEMBI U TPEHHHTOBEIC KOH(IIUKTOB 1
MICUXOIUarHOCTUYECKUE TEXHOJIOTUH IS KOMMYHUKaTUBUCTUKHU JJIS
HaBBIKH, KOMMYHHUKATUBHBIE | YPETYJINPOBAHUS KOH(MIUKTOB | MPERyNPEXKICHHS, BBISBICHHS
yMEeHUs 171 NpOQUIAKTUKH | B cepe ToCyaapCTBEHHOTO U yperynupoBanus (B TOM
U YpEryJIHpOBaHUS WA KOPIIOPATHBHOTO qHcie, B KAYeCTBE MEINaTopa,
KOH(JIUKTOB B YIIPaBIIEHUS, PEILIECHUS PR- u GR-menemkepa)
COLIMOKYJIBTYPHBIX, OM3HEC- | YIIPABICHYECKHX 33134 — KOH(IJINKTOB B
U TIOJIUTUYECKUX KOHTEKCTaX | BEJICHUS MEPErOBOPOB, yIpaBJIeHYECKOM MPaKTUKE
B Ka4eCTBE KPU3HC- CO3IIaHMsI KOMaHJI, KPU3HC- Pa3IMIHBIX TOCYIAPCTBEHHBIX,
MeHeJKepa, Ou3Hec- MEHEJDKMEHTA, YJIydllIeHne KOPIIOPAaTUBHBIX H
NePErOBOPIINKA, MEIMATOPA, | UMUK OPTaHU3AINH ITyTeM 0O0IIECTBEHHBIX CTPYKTYD, B
PR- u GR-cniertmanucra BCTPanBaHUs TapMOHUYHBIX Me/na cpesie, MpeaCTaBIIss
OTHOIIICHUH C BHYTPEHHEH 1 MIOJTyYCHHBIEC PE3yJIbTaThI KaK B
BHEIIHEH OOIECTBEHHOCThIO. | KaueCTBEe HAyYHOI'O
WCCIIC/IOBaHMS, TaK U B
Ka4yecTBe JIeJIOBOM CcTpaTeruu B
paMKax yKa3aHHOU
KOMITETEHIIHH.




4.3.2 TunoBbie OLIEHOYHBIE CPEACTBA
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.

HIkaJja oneHUBaHUA.

Kpurtepun Ouenka
OllEHUBAHUS (panabi)

v

dopma
NMPOMEKYTOUHOI
aTTecTaluu

e CTyIeHT JeMOHCTPHUPYET KpEaTUBHBIE CIOCOOHOCTH, 3HaHKE MpodieM | OTIMYHO
npu oOCYXKIEHHH KeWCOB M INMpOKMii oxBar coBpemenHbix | (81-100)
poheCCHOHATBHBIX METOIMK TPH BBIJABIKCHHH BAPUAHTOB PEIICHHS.

L4 CTy,Z[CHT MOKA3bIBACT CIIOCOOHOCTH K KPUTHYCCKOMY MBINUJICHUIO ITPU XOPOI-HO

iggﬁ:ﬁ 00CYK/IeHUH Keiica. (61-80)
e CTymeHT MOKa3bIBAET YAOBICTBOPUTEIbHOEC MOHMMAHHE YMECTHBIX | ¥ IOBIETBO
npo0JieM 1 KOHTEKCTOB MPH PEIICHHH Keiica. PHUTETBHO
(41-60)

® CTy,HeHT IMOKAa3bIBACT HECYAOBJIICTBOPUTCIBbHOC MOHUMAHNEC HpO6J’ICM u HGYJIOBJ'IGT

! TIpenopasarensamM npeaaraeTcst OLEHUTh PELIEHHE Keifica 110 5 KpUTepusM, BBHICTABIIAS 32 KaXK /Il KpUTEPHUi 10
20 6astoB. OmeHka 3a 3a4eT BKIIOYaeT CpeaHee apuMETHISCKOE 3a KEiC U OTBETHI Ha 2 BOMPOca Ouiera.
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(V)

dopma
NMPOMEKYTOUHOI
aTTecTallMu

Kpurepun
OLlCHUBAHMS

Ouenka
(6ansbI)

KOHTCKCTOB IIpH PCIICHHUN Keiica.

BOPUTCIILHO

(0-40)

YcTHBIN
OTBET HA
3aueTe’

CryneHT noapoOHO U3iaraeT cojepKaHue BOMPOCca: UCUEPIIBIBAIONIE,
MIOCJIEI0BATEIIbHO, YETKO U apIyMEHTHUPOBAHHO U3JlaraeT Marepuall.
JleMOHCTpUpYET  KPUTHYECKYKH)  OLEHKY  BO3MOXXKHOCTEHM U
OrpaHUYCHHUI TMPEICTABICHHOrO IMOIX0Aa/METoa: paccMaTpUBaeT
BO3MOKHYIO KPUTHKY, YCIIOBHS, B KOTOPBIX JaHHbIE KOHLENUUU WU
METO/Ibl HENPUMEHUMBI.

JleMOHCTpUpYET CIOCOOHOCTh MPOCIEIUTh W PEKOHCTPYHPOBATH
apryMEHTalMI0 aBTOPOB IO TEME, CChUIAETCS B OTBETE Ha
MIEPBOMCTOYHUKY WM AKTYaJIbHBIE UCCIIETOBAHMS.
[TosicHsieT yTBEpKIECHUE HA YMECTHBIX IPUMEPaXx.
VYBEpeHHO OTBEYaeT Ha JIOMOJHUTEIbHBIE BOIPOCHI,
OPHEHTUPYETCS B TEME.

CBOOOIHO

OTJIINYHO
(81-100)

CryneHT mnoApoOHO H3JaraeT coAepaHue Ouiiera, HO YIYCKaeT
HEKOTOPBIC ACIEKThI PACCMATPUBAEMOTO TOAX0/1a/METO/1a.
JleMoHCTpHpYyET KPUTHYECKYIO OLICHKY BO3MOXHOCTEU
NpE/ICTaBICHHOr0 MojaXxoaa/MeToJa, HO HE Bcerja crnocoOeH
MIPOCJIEAUTh €r0 OTPAHUYECHUSI.

JleMOHCTpUpYET  CIOCOOHOCTH  YaCTUYHO
apryMEeHTalMIO aBTOPOB, HA KOTOPBIX CCHUIAETCS.
[TosicHsieT yTBEpKIECHNE HA YMECTHBIX TPUMEpaXx.
OTBeuaeT Ha JOMOJIHUTENBHBIE BOIMPOCHI MO TeME C HEOOJBIIUMHU
11ay3aMH B pa3roBOpe.

PEKOHCTPYHPOBATh

Xoportio

(61-80)

CryneHT uznaraet cojepkanue OuseTa moBEpXHOCTHO;
JleMoHCTpUpYyET KPUTHUUYECKYIO OILICHKY BO3MOKHOCTEN
NpEICTaBICHHOTO MOAX01a/METOIa Ha YPOBHE «3IPAaBOT0 CMBICIIA».
JleMOHCTpUpYEeT  CIMOCOOHOCTh ~ YaCTUYHO  PEKOHCTPYHUPOBATH
apryMEeHTallMi0 aBTOPOB, HA KOTOPBIX CCBUIAETCS, HO JOIYCKaeT
OIITHOKH.

[losicusier yTBepKIeHUE HA NPHUMEpPAX, HO HE BCErAa Cpa3zy MOXKET
000CHOBATh UX YMECTHOCTD.

OTBeuaeT Ha JOMOJHUTEIBHBIE BOMPOCHI MO TEME C Iay3amMH B
pasroBope U OMIMOKaMHU.

Y noBieTBo
PUTEIBHO

(41-60)

CryneHT wu3maraeT cojaepkaHHe OWIeTa CXKaTo, HE OTpaxas CyTH
BOIPOCA,

He  nmeMoHCTpupyeT  KpHUTHYECKYIO
NpeICTaBICHHOTO MOAX01a/METO/1a.

He criocoGeH peKoHCTpyHpOBaTh apryMEHTAIUI0 aBTOPOB, JOMYCKAET
Cepbe3HbIE OITUOKHU.

OIIEHKY  BO3MOXHOCTEH

Heynosiner
BOPUTEIHHO

(0-40)

2 TIpenonaBaresisiM IPEJIaraeTcst OLEHUTh OTBET MO KAXKAOMY OJIOKY 1O 5 KpHTEpPHSM, BBICTABJIASA 33 KA Iblii
kpurepuii 10 20 0aiIoB, 6aJTbl BHICTABIISIIOTCS IO IBYM BOIIPOCaM OTJIENBHO.
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Kpurepun Ouenka
OlleHUBAHMUS (6ansbI)

(V)

dopma
NMPOMEKYTOUHOI
aTTecTallMu

e He wucnons3yer mnpumepsl, MO0 MNPEIOKEHHBIE MPUMEPHI HE
OTpakaroT CyTh BOIPOCA.
e He oTBeuaer Ha JONMOJHUTENBHBIE BONPOCHI 10 TEME.

4.4. MeTonnuecKue MaTepuasibl

Texkymui KOHTpPOJIb OCYILIECTBIISAECTCS C LIEJIbI0 MOHUTOPHMHIA AaKTyaJbHOW CUTYyalluu
NOATOTOBKA CTYACHTOB K J3Tally IPOMEXYTOYHOIO KOHTpOJisd. Tekymmid KOHTpOJIb
ocymiecTBisiercss B (opmax: KOHTpOJS IOCELAEMOCTH, OTBETOB HA CEMHUHApCKHUX
(mpakTHUYecKHX) 3aHATHSX, AUCKYyccusiX. [IpenoaaBaresib OTCICKUBACT TEKYIIYIO CUTYAIHIO MO
yKa3aHHBIM (opMaM TEKyIIero KOHTPOJII M BBIHOCHT CTYACHTAM PEKOMEHJALUU IS
yJIy4lIE€HUS Ka4eCTBa MOATOTOBKH K IIPOMEKYTOUYHOMY KOHTPOJIIO.

[IpoMexyTOouHBII KOHTPOJIb IO KYPCY OCYILECTBISAETCS B opMe 3a4eTa.

3aueT NpoBOJMTCS B 2 Tama: MUCbMEHHBIH (pelleHue Keiica) U YCTHBIM.

Keiic pemraercs cTyieHTaMu CaMOCTOSITENIBHO B ay/IUTOPUH, PE3YJILTAThl 00CYKIAI0TCA C
IpernojaBaTesieM [0 AMCLHMIIIMHE B Xole 3adera. OneHka 3a peleHue Keica sABIseTcs
COCTaBHOM 4YacThl0 001Iel 3aueTHOU olleHKH. [IpenonaBarenb OLEHUBAET pelIeHHe Keiica 1o 5
kputepusim (cm.11.4.3.2), BBICTaBISIS 32 Kaxapld kputepuii 10 20 6amioB. Jlanee pe3ynbraThl
CYMMHUPYIOTCSL.

VYCTHBIM 3Tan 3ayera BKJIIOYAeT OTBET Ha 2 Bompoca mo Owmiery. IlpenonaBatensim
npeJsIaraeTcsi OCHUTh OTBET U3 KaXKA0ro Oyoka 1mo 5-tu kpurepusm (cMm.m.4.3.2), BeICTaBIss 3a
Kbl kpuTepuit 10 20 6amios.

Jlanee pe3ynpTaThl MUCbMEHHOTO M YCTHOT'O 3TANOB 3au€Ta CYMMHUPYETCS U BBIBOAMTCA
cpenHee apupMeTHUECKoe, NMEepeBOJMMOE B OLIEHKY MO S5-0aJulbHOM IIKaie, OTpakaeMylo B
3a4€THOW KHUKKE U BEJOMOCTH.

5. MeToauuecKkue YKazaHnusl 1Jis 06yqaloumxc91 M0 OCBOCHHIO TUCHHUITIMHBI

O0mme nos10KeHNsA

JlvucuuiuinHa mojpasymMeBaeT paboTy HaJX JBYMsI B3aUMOJIONOJHSIONMMH BUIAMU
NeSITETTHHOCTH. OCBOCHHUE COJICPIKaHUS JUCHUILIUHBI B PaMKax JIEKIIMOHHBIX W TPAKTHYECKUX
3aHsTHI (a TaKXKE CaMOCTOSITENILHOM PaOOThI) U TECTUPOBAHHUE.

TexHONOTHS OpraHM3alMU  CaMOCTOSITETIbHOH paboOThl  OOYyYaromUXCcsi BKIIOYAET
UCTOJIb30BaHUE MH(POPMAIMOHHBIX M MaTepHAIbHO-TEXHUUECKUX PECYpcOB 00pa30BaTELHOIO
YIPEIKIACHUS.

Ilepen BeIMOMHEHHEM OOYYAIOUIMMHCA BHEAYIUTOPHOM CaMOCTOSTENLHOW pabOTHI
IpernoiaBaTeslb MPOBOJUT KOHCYJIBTHPOBAHUE TIO BHIMOJHEHUIO 3aJaHUs, KOTOPHIA BKIIOYAET
LeNb 3aJlaHusl, €ro COJAEP)KaHUs, CPOKH BBINOJHEHHs, OPUEHTHPOBOYHBIM 00beM paloThI,
OCHOBHBIE TpeOOBaHHS K pe3ysbTaraM paloThl, KpUTEPUH OILEHKH. Bo Bpemsi BBITIOTHEHUS
0o0yyaromuMHUCs  BHEAYyIUTOPHOH CaMOCTOSATENbHOM paboThl M TpU  HEOOXOJUMOCTH
Tperno/IaBaTellb MOXKET IMPOBOJINTH WHAWBUIYAIBHBIC U TPYIIIOBEIE KOHCYIIBTAIINH.

B paszgene 6 (m. 6.1, m 6.2.) ykazaH mnepe4eHb OCHOBHOH M JIOTOJHUTEIBHOU
JUTEPATyphl, KOTOPBIH PEKOMEHAYeTCs OOYYaloUmMMCS TPH MOJATOTOBKE K CEMHHAPCKUM
3aHATHUSAM U BBINIOJIHEHUH CaMOCTOSTEIbHOM padoThI.
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CamocrosTenbHas paboTa MOXET OCYILECTBIIATHCS WHIAMBHIYAIbHO WM TPYyNIaMU
0o0y4aroImuxcst B 3aBUCUMOCTH OT II€JIM, OOBEKTa, KOHKPETHOW TEMAaTUKU CaMOCTOSTEIbHOU
paboThl, YPOBHS CI0KHOCTH, YPOBHS YMEHHI 00yUYaIOIMXCS.

6. YueOHasi 1uTepaTypa u pecypcbl HHPOPMAIHOHHO-TEJIeKOMMYHUKANMOHHOM
cetn ""UnTepHeT"', BKJIIOYAS MEePeYeHb Y4eOHO-METOIHYECKOr0 o0ecneyeHust 1J1s1
CaMOCTOAITe/IbHOW PadoThHI 00YYAIOIMXCS M0 TUCIHUIIJINHE

6.1. Ocnosnas numepamypa.
1. Tlamaruna A.B. KonctpykruBnbiii koH(uukT CapaTtoB: A [Tu Op
Menua,2010.http://www.iprbookshop.ru/834
2. Menpanvenko P.I'.  Menuanus: yuebHoe mocodue jyisi 6akamaBpoB.M.: [lamkoB u
K,2014.http://www.iprbookshop.ru/16469.
3. Kapasuu A.I'. [Icuxonorus o0IieHus U NeperoBOPoB B AKCTPEMAIIbHBIX YCIOBHIX
M.: KOHUTHU-TAHA,2012.http://www.iprbookshop.ru/15453

6.2. /lononnumensnas numepamypa.

1. Cgsernos B.A. Ynpasnenue konpnukrom Caparos: Al [Iu Op
Menua,2012.http://www.iprbookshop.ru/8249

6.3. Yueono-memoouueckoe obecneuenue camocmoamenbHol paoomel.

Ilomoxeuue 06 OpraHu3anmuunu CaMOCTOSTENBHOM! pa6OTLI CTYACHTOB (bez[epanLHoro
rOCYJapCTBEHHOTO OIO/HKETHOTO 00pa30BaTENILHOTO YUPEKACHUS BBICHIETO OOpa3OBaHHUS
«Poccuiickas aKaaACMuA HapOJHOIo XO3SIUCTBA U FOCYI[apCTBeHHOfI CJ'IY)K6BI IIpu HPCSI/I,I[CHTG
Poccuiickoit ®Denepanmu» (B pea. mpukaza PAHXul'C or 11.05.2016 r. Ne 01-2211)
http://www.ranepa.ru/images/docs/prikazy-ranhigs/Pologenie_o_samostoyatelnoi_rabote.pdf

6.4. Hopmamugnvie npagosvie 0OKyMeHMbl.
1. ApOutpaxHslii mpoueccyanbHbiid kKoaeke Poccuiickoit @enepanuu’ ot 24.07.2002 N 95-
@3.
2. T'paxxpanckuil npoueccyanbHblil kogekc Poccuiickoit @enepannn” ot 14.11.2002 N 138-
@3.

3. 3axon 1. Mockssl oT 13.02.2002 N 10 "O6 YcraBHOM cyne ropoga MoCKBHI'.

4. 3akoH MockoBckoit obmactu ot 26.09.2006 N 153/2006-03 "O6 YcraBHOM Ccy/e
MockoBckoii obmactu”

5. 3akoHbI 00 ycTaBHBIX (KOHCTHTYIIHOHHBIX) CyJax IPYrHX CyOBeKToB Poccuiickoit
denepanuu.

6. ConosbeB A.B. [IpakTnueckuii koMMeHTapuii 3akoHa «O nopsiKe pa3pereHus
KOJIJIEKTHBHBIX TPYIIOBBIX criopoB». M., 1997

7. ConosbeB A.B. CommansHoe naptHepcTBo: Kommenrtapuit k pazneny |l Tpynosoro
kozekca Poccutickoit ®eneparmmu. M., 2007.

8. VYka3 IIpesunenta Poccuiickoit deneparu ot 1.07. 2010 r. N 821 «O xomuccusix no
coOII0ICHHUIO TPeOOBAHUH K CITYKEOHOMY MOBEACHUIO (peiepabHbIX FOCYAAPCTBEHHBIX
CIIy’>KalllUX M YPEryJInpOBaHUIO KOH(DIMKTa HHTEPECOBY.

9. ®enepanbHeblii 3ak0H oT 27.07.2010 N 193-®3 "O6 anbTepHaTHBHON TPOIIEAYPE
ypEryJIMpOBaHHS CIIOPOB C YYaCTHEM IOCpeIHIKA (MpoLeaype Meananmm)" .

10. ®enepanpusbrii 3akon ot 17.12.1998 N 188-03 "O mupoBbix cynbsix B Poccuiickoii
Oenepanun’.

11. ®enepanbublii 3akoH oT 1 Masg 1999 1. N 92-®3 "O Poccwuiickoil TpeXCTOpOHHEH
KOMHCCHH 110 PEryJIMPOBAaHUIO COLMAIBHO-TPYIOBBIX OTHOILIEHHH".
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12. ®enepanpubiii 3akoH 0T 6.10.2003 N 131-D3 «O6 00muUX MpUHIIUTIAX OpraHU3aIuN
MECTHOTO caMmoyIpaBiieHusi B Poccuiickoit @enepanum».

6.5. Hnmepnem-pecypcwl, cnpagounsle cucmemul.
1. Ko3zep JI. ®ynkimu conpanpaoro koudiukra. http://lib.znate.ru/docs/index-229632.html
2. ®epepanpubiii 3akoH oT 12 wmions 2002 r. N 67-®3 "OO6 OCHOBHBIX TapaHTHAX

n30MpaTeIbHBIX TpaB W MpaBa Ha ydactue B pedepeHayme rpaxkiaaH Poccuiickoit
deneparun” (c W3MEHECHUSMU u nomnoiaHeHusMu)//Cucrema T'APAHT:
http://base.garant.ru/184566/#ixzz3Vicnzbgd

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

6.6. Huote pekomenoyemovle uCMOYHUKU.

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

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

3. Business Negotiation Skills: 5 Common Business Negotiation Mistakes -
http://www.pon.harvard.edu/freemium/5-common-negotiation-mistakes-and-how-you-
can-avoid-them/

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

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

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

7. Stulberg, J.B., & Love, L.P. (2013) The middle voice: mediating conflict successfully.
Durham, North Carolina : Carolina Academic Press. (Russian edition - Cran6epr Jlx.,
JlaB JI. Tpemuii eonoc: ycnewnas meouayus koughauxkma. MockBa: M3mgarenbcTBo
MeXperuoHaJIbHOTO LEHTPA YIPABICHYECKOTO W IMOJIUTUYECKOTO KOHCYJIbTHUPOBAHUSA,
2014.)

8. Susskind, L., McKearnan, S. &Thomas-Larmer, J. (1999) The Consensus Building
Handbook: a comprehensive guide to reaching agreement. Thousand Oaks, CA: Sage.

9. Karras Chester L. In Business As in Life, You Don't Get What You Deserve, You Get What
You Negotiate. Stanford Street Pr, 1996.

10. 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.

11. 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.

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

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

14. The Program on Negotiation (PON) resources at http://www.pon.harvard.edu/

15. 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. MaTtepuajibHO-TeXHHUYeCKas1 6a3a, HH(OPMaIHOHHbIE TEXHOJIOTHH,
nporpaMMHoe odecrneyeHue U HH(POPMALMOHHbIE CIIPABOYHbIE CHCTEMBI

AYIUTOpHM MPAKTHYECKUX 3aHATHH, OCHAIIECHHBIE MPOEKIMOHHBIM JEMOHCTPAIHOHHBIM
000py/ZIOBaHHEM U KOMITBIOTEPOM, JIHOO HOYTOYKOM (MO0 BO3MOXKHOCTBIO TOAKIIOYUTH
HOYTOYK) C YCTaHOBJICHHBIM IIporpaMMHbIM obOecrieueHreM MS Office.

AynuTopuH IS CAaMOCTOSITEIBHOW pabOThl, OCHAIICHBIC KOMITBIOTEPHOW TEXHUKOW C
BO3MOXKHOCTBIO JocTyma B «MHTepHET» © OOCCleYeHHEM JOCTyla B 3JEKTPOHHYIO
obpasoBarenbuyto cpeny Axagemum (http://lib.ranepa.ru/base/), B Tom uucie, B 371€KTpOHHBIE
OMOIMOTEYHBIC CUCTEMBI.
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