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1. IlepeyeHb MIAHUPYEMBIX Pe3yJIbTATOB 00YUYE€HHUS M0 TUCHHUILINHE, COOTHECEHHBIX €
IUIAHMPYEMbIMH Pe3yJIbTATAMM 0CBOEHUSI MPOrPaMMbI

1.1. uciummmaa b1.B.23 TleperoBoper (Negotiation Skills) oOecrieunBaer oBnageHuE
CJICAYIOIUMU KOMIICTCHIUAMUA C YUCTOM STara:

Kon Haumenosanue Kon stana ocBoenust HaumenoBanue sramna
KOMIIETEHIINH KOMIETEHIIUH KOMIETEHIIUH OCBOEHHSI KOMIIETEHIIUH
[IK-2 Bnanenue paznuunbivu | [1K-2.1 3HaHHE OCHOBHBIX TEOPUI
criocobamu MOTHBALINY, JIUJEPCTBA,
paspeleHus TPyNIOBON IUHAMUKH U
KOH(TMKTHBIX MIPUHITUATIOB (DOPMHUPOBAHUS
CUTyalui Ipu KOMAaHJBI.
MPOEKTUPOBAHUN
MEXJINYHOCTHBIX,
IPYNIOBBIX U
OpraHMU3alMOHHBIX
KOMMYHHUKAIUA Ha
OCHOBE COBPEMEHHBIX
TEXHOJIOTUH
yIpaBIeHUS
MIEPCOHAJIOM, B TOM
qluclie, B
MEKKYJIBTYPHOU cpefie

[IK-12 VYmenue opranuzosars | [1K-12.2 CriocoOHOCTbH BBISBIATH
Y TIOJIIEPKUBATh CBSA3U po0GJIEMbl 5KOHOMUYECKOTO
C J1€JI0BBIMU XapakTepa Ipy aHajIu3e
napTHEpamH, KOHKPETHBIX CUTYyaIHii,
HCIIOJIb3Ys CUCTEMBI npeiaraTh Crocoobl UX
cbopa HeoOXomMMOo peIIeHUs C y4eTOM
uH(pOpMaIUU AJIs KpUTEPUEB COLIUAIIBHO-
paciipeHus BHEIIHUX HKOHOMHYECKOI
cBs3eil 1 oOMeHa 3 PEKTUBHOCTH, OLIEHKU
OTIBITOM MpHU PHUCKOB U BO3MOXHBIX
peanu3anuu NpoeKToB, COLIMAJIbHO-9KOHOMMYECKHUX
HaIpaBJIEHHBIX Ha MOCJIEZICTBHI.
pa3BUTHE OpraHU3aLNH
(mpenmpusTHs, opraHa
roCyAapCTBEHHOTO WM
MYHHIMITATEHOTO
YIPaBIEHUS)

1.2. B pe3ynbTare OCBOCHHUS AUCHUILIUHBI y CTYACHTOB JAOJKHBI OBITh CHOPMHUPOBAHBI:

OTO/TD Kop srana PesynbraTsl 00y4yeHus

(pu HaTUIHH OCBOCHHUS
npodcranaapra)/ KOMIIETCHITHH
npodeCCHOHAIbHBIC
JEHUCTBUSA
07.003 IK-2.1 Ha ypoBHe 3HaHwMii:
OT: - [IoHnMaTh OTHOLIEHUS MEXAY TOCyAapCTBaMHU.
JlesTenbHOCTh O - 3HaTh OCHOBHBIE IOHSTHS, APTYMEHTBI, MOAXO0/IbI,




00€CIIEYCHHIO
MePCOHATIOM
TO:

[Tonck,
[IPUBJICUYCHHUE,
moa0op u 0TOop
MepcoHaa.

I/IHCprMeHTbI n 63.351 JaHHBIX, KaCaloIueCA
M3Y4YCHHS KOH(DIIMKTA U MEPa B MEXKTyHAPOTHBIX
OTHOLICHUAX

- KoMImieke moJuTHK, MporpaMM | MPOIeCcCoB,
MPEAIPUHUMAEMBIX MEXyHAPOIHBIM
COOOIIECTBOM B IIEJIIX CTAOMIIN3ALNH,
pedopMUPOBaHUS U BOCCTAHOBJICHHSI XPYITKHX,
HECOCTOSIBIIMXCS U 3aTPOHYTHIX KOH(DIUKTaMHU
rOCyJIapCTB.

Ha ypoBHe ymeHwuii:

- CnocoOHOCTh pa3pabaTsiBaTh 0a30BBIE pAMKH IS
ACCHMWJISAIINY COBPEMEHHBIX 3a/1ad B 001aCTH
U3y4YeHHs KOH(IUKTOB U MHpa

- CmocoGHOCTH OLIEHUTH apTYMEHTEHI 32 U IPOTHB
OOJIBIIIETO TEHACPHOTO PABCHCTBA B PA3JIMYHbBIX
MOJUTHYECKUX UHCTUTYTAX U MEXaHU3MBI
JOCTHYKEHUS 3TOTO

- metp oO1iee noHMMaHUe TOTUTHIESCKIX
OGCTOHTGHBCTB n CHGI_[I/I(bI/I‘IeCKI/IX JJIs1 KOHTEKCTa
po0sIeM, KOTOPBIE CTOSIT Iepe]] HHUIUATUBAMH I10
MOCTPOCHUIO TOCYIAPCTBA U MUPOCTPOUTEIILCTBY B
psijie cTpaH

Ha ypoBHE HaBBIKOB:

- CiocoGHOCTh CO3/1aBaTh BIyMYHBBIE U
KOHCTPYKTHBHBIE CIIOCOOBI PEIICHUS TTPOOIIEM,
CBSI3aHHBIX C KOHQIUKTAMH U MUPOM, ITyTeM
MIPEIOCTaBICHUS COOTBETCTBYIOIINX MAaTEPHUAIIOB 110
BOIIPOCAM U TeMaM Kypca.

- 'myGokoe moHUMaHue CyIIeCTBYIOIICH KPUTHKH
IMOJIMTUKHU U ITPAKTHUKHU TOCYyAapCTBCHHOI'O
CTPOUTENILCTBA 1 MUPOCTPOUTENILCTB

07.003

OTo:
J[eATeIbHOCTD O
[Pa3BUTHIO
[epcoHala.

TO:
Opranu3zanus
aJanTanuy u
CTaXUPOBKHU
repcoHana

[K-12.2

Ha ypoBHe 3HaHuii:

- Ilpoucxoxnenne u (GOPMHPOBAHUE COBPEMECHHOTO
MCKAYHApPOAHOI'0 aKaICMHUYICCKOI'0 KOpIyca

- BimsgHme KIIacCHYECKHMX S3BIKOB Ha pa3BuTHUC
aKaJeMUYeCKOM M Hay4YHONW KOMMYHHUKAIlUM B HayKax U
HACKYCCTBE.

Ha ypoBHe ymeHuii:

- praBHHTB pasiniYrusaMi B UCIIOJIB30BaHUHN JIATUHCKOI'O
U TPCUCCKOro KOpPIMyCOB B €CCTCCTBCHHBIX, TCXHUYCCKUX U
COIMAJIBHBIX KOHTCKCTAax.

- YopaBiasiTh pa3dYHBIMA pEecTpaMH U KaHpaMu
AaKaJJCMHUYCCKOT'O aHTJIMICKOTO.

Ha ypoBHE HaBBIKOB:

- OCBOUTH aKTHUBHOC UCITIOJIL30BAHUEC
COOTBETCTBYIOIIEH aKaJIeMUYECKON JIEKCUKH B
MUCBEMEHHOM (hopme

- MPUMEHEHHUE TCOPETUICCKUX 3HAHUI Ha MPAKTHKE.
- OTBIT pabOoThI HA MPEANIPUATHUAX MIPU PELICHUN
YIIpaBICHUYCCKUX U (PHHAHCOBBIX BOIIPOCOB;




2. O0beM U MecTO TUCHUILIUHBI B cTpyKType OIT BO
O0beM TMCUMTLTHHBI

O0beM TUCHUIUTHHBL: 72/2 54/2
KonrtakTHas pabdota: 28/21
Jlexknuu

JlaGopaTopHbie pabOTHI
[IpaxkTuueckue 3anarus 28/21
CamocrositenbHas padbora 44/33

Mecto nucuuniannabl B crpykrype OI1 BO

WHJEeKC 1 HanMeHoBaHue nucnuiuinHbl: b1.B.23 [Teperoopsr (Negotiation Skills)

Kypc(bl), ceMecTp(bl) WIIH TPUMECTP(bI) €€ OCBOEHHUS B COOTBETCTBHH C YUCOHBIM TUTAHOM:
2 kypc, 4 cemecTp

AUCHUIIJIMHBI, KOTOPbIC MPEMOAATCH A0 peajlu3anuu JAHHOH TUCHUILIMHBbI:

OTI.B.JIB.01.01 [Ipodeccuonanbras conmanuzanusi  ctyneHToB  (Professional
socialization of students)
OT/I.B./IB.01.02 ConuanbHO-IICHXOJIOTHYECKHE OCHOBBI aJaIlTallid 4YeJIOBEKa C

OTpaHWYEHHBIMH OCOOCHHOCTSIMH K YHUBEpPCUTETCKOU cpene (Socio - psychological basis of
human adaptation with disabilities to the university environment)

®T/1.B./1IB.01.03 [Icuxonoruveckre 0COOCHHOCTH AJaNTAlUU CTYJECHTOB K YCIOBHUS
obyuenus (Psychological features of adaptation of students to training conditions)
OTI.B.IB.01.04 [Icuxomoro-nenarornyeckas MOJJEPKKA CTYyJAEHTOB c

OTPAaHWYEHHBIMH BO3MOXKHOCTSIMH 3JIOPOBBSI B CHCTeMe BbIcmiero oOpa3oBanus (Psycho-
pedagogical support of students with disabilities in higher education)

AUCHUILTHHBL, JUIS KOTOPBIX peajindyeMasi JTUCHUIJIMHA CJIYKUT OMOPO¥i:

b1.B./IB.03.01 DTuka B npodeccuonansuoii chepe (Ethics and Professional Practice)

b1.B.Z1B.03.02 IIpoGnemsl 3Tuku B rocynapctBeHHOM cektope (Problems in Public and
Corporate Governance)

Bb1.B.JIB.07.01 Xenuwmnsl,uaepctBo u nyosnmynas noiautuka (Women, Leadership and
Public Policy)

b1.B.[IB.07.02 Koudmukronorus (Peacebuilding and State-Building)

b2.B.03(TIn) Ilpenmuniomuas npaktuka (Pre-graduation intership)

dbopma(bl) MPOMEKYTOUYHOM aTTECTAIIMK B COOTBETCTBHH C YUCOHBIM IIJIAHOM: 3a4eT
PernamenT pacnpenesienusi BuaoB pador no qpucuumianne ¢ 10T
I[aHHa}I AUCHUIIIMHA PCaIN3yCTCA C MPUMCHCHUCM IUCTAHIIMOHHBIX O6pa3OBaTeHBHBIX

texnonoruit (JIOT). Pacnpenenenue BuoB yueOHOM pabOThI, (HOPMATOB TEKYIIETO KOHTPOJIS
MMpEaACTaBJICHLI B Ta6J'II/II_[eZ

By yueOHoi padoThl DopmaT npoBeeHus

IIpakTHyecKue 3aHsATUS C vyactnuabsiM npuMenenueM JJOT

CamocrosiTenpHas padbora C vyactnuabsiM npuMenenueM 0T




[IpomMexxyTouHas arrecTauus

C gactnunpiM npumeHenueM 10T

DopMbI TEKYLIET0 KOHTPOJISI

dopMaT npoBeeHus

Hucnyt C gactnunpiM npumeHenueM 10T
IIpe3enTanus C vyactnunbsiM npuMenenueM 0T
Occe C vyactnuabsiM npuMenenueM 0T

KonTponbHbIe paboTh

C gactuunpiM npumeHenueM 10T

JlocTyn K cHCTeMe JUCTaHLIMOHHBIX OOpPa30BaTEIbHBIX OCYIIECTBISAETCS KaKIbIM
00ydJaronmMcss CaMOCTOSITEIPHO C JIFOOOTOo ycTpoiicTBa Ha mopTane: https://Ims.ranepa.ru.
[Taposib ¥ TOTUH K TUYHOMY KaOWHETY / MPODUITIO MTPEIOCTABIISIETCS CTYICHTY B JIKaHATE.

Bce ¢opMbl Tekymiero KOHTpOIIS,

MPOBOAVMBIE B CHCTEME HUCTAHIIMOHHOTO OOydYCHHS,

OLICHMBAIOTCSL B CHCTEME JUCTAHIIMOHHOTO oOydeHHs. JlocTynm K BHAECO M MarepuanaM JIEeKIUH
MIPeOCTaBIIsIETCS B TEUEHUE BCEro ceMmecTpa. JocTyn K KakaoMy BUAY paOdOT M KOJTMYECTBO MOMBITOK Ha
BBINIOJTHEHUE 3a/laHMs IPENOCTABISIETCS HA OrPaHUYEHHOE BPEMs COIIACHO PEIVIAMEHTY IUCLMIUIMHBI,
onyonukoBanaomy B CZIO. [IpenonaBarens oLleHUBAET BHIIOJIHEHHBIE 00Y4aloIMMCs paboThl He TI03/1HEe
14 pabouux aHel mocie OKOHYaHHS CPOKA BHIIOTHEHUSI.

3. ConepxkaHue ¥ CTPYKTYpPa TUCHHUILTHHBI

Ounasn hopma odyuenusn

Ne m/m HaunmeHoBaHue TeM

O0beM qMCHUNIHHBI (MOAYJIA), YAC.

(pa3neJioB),

Bcero

KonrakTHast padota CpP
o0yyJarommuxcsi ¢
npenojaBareJjieM

10 BUJIAM YUeOHbIX 3aHATHIA

J/50, | JP/D0, m3/30, | KC
JIOT* JIOT* JIOT* P

®opma
TeKyIero
KOHTPOJISI
ycneBaeMocTH™ ¥,
NPOMEKYTOYHOI
arrecTanuu®

Tema 1 | The Nature of
Negotiation
[Ipupona
MIEPETOBOPOB

4/3 6/4,

Tema 2 | Strategic and Tactics
of Distributive
Bargaining
Crparerus U TakTHKa
pacnpeaeTuTeILHBIX
MEPErOBOPOB

4/3 6/4,

Tema 3 | Ethics in
Negotiations
DTHKaA B IEPETOBOPAX

4/3 8/6

Tema 4 | Perceptions,
Cognition, and
Emotion
Bocnpusrue,
[To3nanue u
OMoImn

4/3 8/6

¢

Tema 5 | Finding and
Using
Negotiating
Power
ITouck n

C nomo1pio
[TeperoBopsl

6/4,5 8/6

KP




Cuna

Tema 6 | International and
Cross-Cultural
Negotiations
MexTyHapOIHbIC H
MeXKyIbTypHBII
ITeperoBopsl

6/4,5 8/6 II

[IpomexxyTouHas
arrecTanus

3auer

Bcero:

72/2 54/2

28/21 44/
33

*[pumeuanue - konmponvisie pabomul (KP), acce (Oc), oucnym (), npesenmayus(I).

Conep:xkaHue TUCHHUIIMHBI

Ne HaunMeHoBaHHE TeMbI

Coaep:xanue TeMbl

Tema 1 The Nature of Negotiation

ITpupona neperoBopos

Business negotiations as an independent kind of
professional activity. Concept of business
negotiations. Classification of business
negotiations. Functions of business
negotiations.

JlenoBbIe IeperoBOpPbl KaK CAaMOCTOATEIIbHBII
BUJI TPO(heCCHOHATBHOM eI TeTbHOCTH.
KoHnenmust 1emoBbIX EPEroBOPOB.
Krnaccudukanus 1em10BbIX IEPErOBOPOB.
@OyHKIIUY JIEITOBBIX IEPETOBOPOB.

Tema 2 Strategic and Tactics of

Distributive Bargaining
Crparerus u TakTHKa

Strategy of conducting business negotiations.
Tactics of conducting business negotiations.
Rules of conducting business negotiations.

pacipeACTCIBHBIX Crparerus BeeHHs JEI0BBIX IEPETOBOPOB.
TICperoBopoB TaKTHKa BeJICHUS JICIOBBIX IEPErOBOPOB.
IIpaBuna BeJieHUS JEIOBBIX IEPETOBOPOB.
Tema 3 Ethics in Negotiations Ethics, morals and etiquette in business

DTHKa B IEpEroBOpax

negotiations. External appearance and culture
of conduct in the negotiations. Principles of
International Business
DTHKa, MOpPAJIb M TUKET B JICTOBBIX
reperoBopax. BHeIHNM BU U KyJIbTypa
MOBE/ICHUS Ha reperoBopax. [IpuHIumb!

=

Tema 4 Perceptions,
Cognition, and

Emotion

DMouun

Bocmpusrue,
ITo3nanue n

Mimicry (facial expression). Visual (visual
contact). Features of speech behavior. Gestures
and poses.

Mumukpus (BeIpaxkeHue nuna). BuzyanbHblit
(Bu3yanbHBIN KOHTAKT). OCOOCHHOCTH PEUYEBOTO
noBeieHHs. JKeCThl U MO3BI.




Ne HaumeHoBaHMe TeMBbI Conepmaﬂne TEeMbI
Tema 5 Finding and Ability to bargain. Methods of influencing the
Using negotiating partners. Potential areas of
Negotiating intersection in business negotiations. Levels of
ﬁ ower business negotiations. Overcoming doubts and
OHCK 1 objections in the negotiations.
C noMo1upro
Bo3MoskHOCTE TOproBarhesi. CriocoObl
[TeperoBopsl N
Cona BO3/ICHCTBHUS HA TTAPTHEPOB IO MIEPETOBOPAM.
Bo3MoskHBIC 00JIACTH ITEPECEUCHUS ICTOBBIX
MIePErOBOPOB. YPOBHHU [ICIIOBBIX MEPETOBOPOB.
IIpeononenne COMHEHUI U BO3PAKECHUM HA
neperoBopax.
Tema 6 International and American model of conducting business
Cross-Cultural negotiations. English, German and French
Negotiations models of conducting business negotiations.
ﬁemﬂyHapoﬂHHf " Chinese and Japanese business negotiation
CAKYIIBTYPHBIH models. Arab model of conducting business
[TeperoBopsl

negotiations.

AMepI/IKaHCKa}I MOACJIb BEACHUA ACJIOBbLIX
MeperoBOpoB. AHIIIMHCKAs, HEMEIKAs 1
(dpaHiry3ckas MOJENN BEJCHUS J1€JIOBBIX
neperoBopoB. Kuraiickue u AIMOHCKKUE MOJIETH
JICIIOBBIX TIEPEroBOpoB. Apadckas MOIeThb
BEJICHUS JI€JIOBBIX I1EPETOBOPOB.

4. MarepuaJibl TeKyliero KOHTPOJIsl yCIieBaeMOCTH 00y4alouxcs 1
(oH O1LIEHOYHBIX CPEACTB NMPOMEKYTOYHOM aTTeCTAIIMH 1O AUCUUILINHE

4.1. ®opMbl W MeTOABI TEKYyLIEro KOHTPOJISI YCIeBaeMOCTH, O0y4YaloIMxcs W
MPOMEKYTOYHOM aTTeCTAUM.

4.1.1. B xone peajm3anuM AUCUMILVIMHBI (MHIEKC, HAMMEHOBAHUE) UCHOJIb3YIOTCS
cJIeyIolIie MeToAbl TEKYIero KOHTPOJIsl yCIieBaeMOCTH 00y4YalommnXxcsi:

[Ipu mpoBeneHny 3aHATUN JIEKIUOHHOTO TUIIA: -

Opd TPOBEICHUM 3aHATHH CEMHHAPCKOTO THUMA: KOHTPOJbHBIE paboThl, 3cce, AMCIYT,
[IPE3EHTALNA

4.1.2. Dx3amMeH (3a4eT) NPOBOAUTCS C MPUMEHEHHEM CJIeYIOIINX MeTOI0B (CPeICTB):
3aueT B hopMe CUMYIISIIIT

4. 2. MarepuaJibl TEKylIero KOHTPOJISI YCIIeBAeMOCTH 00y4al0IIMXCH.

Topic 1. The Nature of Negotiation

Issues for discussion:

1. Concept, functions and types of negotiations.

2. The role of information in business communication.
3 what is the nature of negotiation

4 what is the purpose of the negotiation
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Tema 1. Ilpupoaa neperosopos

Bomnpoce! 1151 00cyxaeHus :

1.ITonaTue, GyHKIMU U TUIIBI IEPETOBOPOB.
2.Ponb nuabOpManyu B 1€T0BOM OOIICHHUH.
3.KakoBa npupopa neperoBopos

4.B deMm 3aKiIo4aeTcs 1elib IEPErOBOPOB

Topic 2. Strategic and Tactics of Distributive Bargaining

Issues for discussion:

1. Strategy and tactics of negotiations.

2. The main styles of the negotiation process.

3. Stages of negotiations.

4. Expand the content of the concepts "strategy" and "tactics" of the negotiation process.
5. Describe the types of tactics and how to use them.

6. What are the main stages of negotiations and how are they characterized?

7. Describe soft and hard negotiation styles.

Tema 2. CTparerusi 1 TAKTHKA pacnpe/eJnuTeJIbHbIX IePeroBopoB

Bomnpoce! 1151 00cyxaeHus:

. CTparerusi 1 TakTHUKa II€PETOBOPOB.

. OCHOBHBIE CTHJIM TIEPETOBOPHOIO MpoIiecca.

. DTansl NPOBEACHUS TIEPETOBOPOB.

. Packpoiite cogepkaHue MOHITUH «CTPATErus» U «TAaKTUKa» MEPErOBOPHOTIO IMpolecca.
. OxapakrepusyiiTe BUIbl TAKTUK U CIIOCOOBI UX MTPUMEHEHHUSL.

. KakoBbI OCHOBHBIE 3TaIlbI IEPETOBOPOB U YEM OHU XapaKTEPU3YIOTCS?

. Oxapakrepu3yiTe MATKUHN U )KECTKUN CTHIIA BEACHUSI IEPETOBOPOB.

N NN R W

Topic 3. Ethics in Negotiations

Issues for discussion:

. The main stages of business relations and their characteristics

. The main aspects of communication and their relationship

. Non-verbal communication

. The main elements of verbal communication and their characteristics
. The function of perception in the process of communication

. The role of professional ethics in business communication

. Standards of professional ethics of the manager

. Criteria for the moral maturity of the leader

. The relationship between morality and communication in modern society
10. Working group as a socio-psychological community of people
Tema 3. ITHKA B neperopopax

Bonpocs! 1J1s1 00cy:KaeHHs:

1. OcHOBHBIE ATaIbI JETOBBIX OTHOLIEHUN U UX XapaKTePUCTUKA

2. OCHOBHBIE CTOPOHBI OOIIIEHUS U KX B3aUMOCBS3h

3. HeBepOanbHbIe cpeacTBa oOmeHUs

4. OCHOBHBIE ANIEMEHTHI BepOaTbHOTO OOILICHNS U X XapaKTEPUCTHKA
5. OyHKIMS BOCOPHUITHS B TIPOLIecce OOIICHUS

6. Ponb mpodeccnoHansHOM STUKU B ACTOBOM OOIICHUH

7

8

9

1

O 0 1N DN B W —

. Hopmbl ipodeccronanbHOM 3THKH MEHEKepa

. Kputepun HpaBCTBEHHOH 3pEIOCTH PyKOBOIUTEIS

. B3anMOCBsI3b HPaBCTBEHHOCTH W OOIIEHHS B COBPEMEHHOM OOIIIECTBE
0. PaGovast rpymnma Kak COMATBHO-TICUXOJIOTUYECKYIO OOIIHOCT JIFOIEH

Topic 4. Perceptions, Cognition, and Emotion
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Issues for discussion:

. Basic techniques and rules of communication

. Types of interpersonal relationships in the group

. Characteristics of relationships in the group, depending on the level of its development
. Styles of business communication of partners

. Types of business interlocutors

. The value of the psychological characteristics of business partners

. Mechanisms of psychological defense

. The importance of "empathy" and "attraction" for effective communication
. Functions and aspects of communication

10. Mechanisms of social perception

11. Feedback mechanism and its role in the communication process

Tema 4. Bocnipusitue, [lo3Hanue u Imouuun

Bomnpoce! 1151 00cyxaeHus:

. OCHOBHBIC TIPUEMEI U MPaBUIA OOIICHUS

. BUZIb1 MEXIMYHOCTHBIX OTHOILIEHUH B IPYIIIE

. XapaKTepucTHKa B3aMMOOTHOIIICHUH B TPYIINE B 3aBHCUMOCTHU OT YPOBHS €€ Pa3BUTHS
. Ctunm 1enoBoro o0IIeHus NapTHEPOB

. Tumbl 1eTOBBIX COOECETHUKOB

. 3HaYeHHE MCUXOJIOTUYECKUX XapaKTEPUCTHK JAETOBBIX MMAPTHEPOB

. MexaHu3MBI ICUXOJIOTUYCCKOM 3alIUThI

. 3HAUCHUE «IMMATHN» U «aTTPAKIUN» 7151 3 (HEKTUBHOTO OOIIECHUS

. OYHKIIUY U CTOPOHBI OOIICHHUS

10. MexaHu3Mbl COIMAIbHON MEPLENIUN

11. MexaHnu3M oOpaTHOI CBS3M U €ro PoJib B Ipolecce OOIeHUs

O 0 1N DN B W —

O 00 1IN DN B W~

Topic 5. Finding and Using Negotiating Power

Issues for discussion:

. Basic principles of business etiquette

. Requirements of etiquette to the workplace and oftice space

. The appearance of a business person

. Ethics in plastic

. Elements of business etiquette: introductions and greetings

. Elements of business etiquette: business cards

. Features of etiquette of a business woman

. Features of etiquette of a business man

. Features of the manager's etiquette

10. Features of the etiquette of the secretary

Tema 5. Ilouck. Ileperosopni. Cuiia

Bonpocsl 1i1s1 00cy:KaeHHs:

1. OCHOBHBIE IPUHITUIIBI EIOBOTO ATHKETA

2. TpeGoBaHus 3THKETa K paboyeMy MECTy U CIIy>KEOHOMY ITOMELICHUIO
3. BHENIHOCTE AEI0BOr0 YeJIOBEKA

4. DTUKa B IJIACTUKE

5. DneMeHThI 1eJI0BOT0 3TUKETa: MPEICTaBICHUS U IPUBETCTBUS

6. DIIEMEHTHI JIEIOBOTO 3TUKETA: BUSUTKHU
7
8
9
1

O 0 1N DN B W —

. Oco0eHHOCTH 3TUKETA AEJIOBOM JKEHIIMHEI
. OcoOEHHOCTH ATUKETA JIEJIOBOTO MYKUHHBI
. OCOOEHHOCTH ITHKETA PYKOBOTUTEIS

0. OcobeHHOCTH ATHKETA CeKpeTaps

Topic 6. International and Cross-Cultural Negotiations
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Issues for discussion:

1. Tell us what you know about the importance of taking into account national and regional
differences when negotiating.

2. Reveal the peculiarities of the national style of negotiating by representatives of different
regions and countries.

3. Identify the pitfalls when negotiating with representatives of other countries

Tema 6. Mexnynaponnbsie 1 MexkyJabTypHbIe Ileperosopni

Bomnpocs! 1151 00cyxaeHus :

1. PaCCKa)KI/ITC, YTO BbI 3HACTC O BaXHOCTU Y4YC€Ta HAUOWOHAJIBHBIX U PCTUOHAJIBHBIX
0COOCHHOCTEN IIPU BEJICHUH [1EPETOBOPOB.

2. BrigBure OCO6€HHOCTI/I HAallMOHAJIbHOI'0 CTUJIL BCACHHUSA IMCPETOBOPOB MNPCIACTABUTCIIAMU
Pa3IUYHBIX PETHOHOB U CTPAH.

3. Onpenenure JOBYIIKY IPYU BEJEHUH IIEPETOBOPOB € IIPEICTABUTENSIMH IPYTHX CTPaH

Temsl 3cce

Essay topics

- Modern Russia and the problem of conducting business negotiations;

- CoBpemenHas Poccust u ipoOiieMbl BeICHUS I€TIOBBIX TIEPETOBOPOB;

- Factors affecting the effectiveness of business negotiations;

- ®axTopsl, BiusIoIMe Ha 3QPEKTUBHOCTH JIEITOBBIX MTEPETOBOPOB;

- Styles of conducting business negotiations;

- CTUM BEJICHUS JCTIOBBIX TIEPETOBOPOB;

- Communicative competence and business negotiations;

- KoMMyHHKaTHBHAsI KOMIIETEHTHOCTD U JIEJIOBBIC TIEPETOBOPHI;

- Business negotiations as an independent kind of professional activity;

- JlenmoBbIe meperoBOphI KaK CaMOCTOSITEIBHBINA BHT TPOGECCHOHATBLHOMN NeITeIbHOCTH;
- Classification of business negotiations;

- Kimaccudukanus 1ei10BbIX IeperoBopos;

- External attributes and business negotiations;

- Baemnsist atpuOyTHKa U 1ETOBBIC TIEPETOBOPHI;

- Levels of business negotiations and potential areas of intersection of interests;
- YpOBHH JICIIOBBIX IEPETOBOPOB M MOTEHIIMAILHBIE 00JIACTH TIEPECEUCHUS] HHTEPECOB;
- Features of collecting information on business negotiation partners;

- OcoGennocTu cbopa nH(poOpMaLUU O TapTHEpPaX Mo OU3HEC-TIePEroBopaMm;

- Business negotiations and the problem of presents (gifts, souvenirs).

- [lenoBble meperoBopsl U mpobieMa MoAapKoB (M0oJapKu, CyBEHHPHI).

Test questions:

Bonpockl KOHTPOJILHOM PadoThI:

The problem of trust in negotiations.

[IpoGnema 1oBepHs B IEPETOBOPAX.

Detecting and countering manipulation in negotiation
OOHapy»xeHHue U MPOTHBOACHCTBHE MAHUITYJISIIUSAM Ha IIEPErOBOPAX
Preparing to negotiation: importance, preparation activities.
[ToxroroBKa K eperoBopaM: BaKHOCTb, TOATOTOBUTEIILHBIC MEPOTIPHSTHSL.
Negotiation plan.

[Inan meperoBopoB.

Strategic thinking in negotiation practice.

Crparerndeckoe MbIIUICHUE B IEPETOBOPHOM MTPAKTHUKE.

Creative thinking in negotiation practice.

KpeatnBHOE MBIIIIJIEHHE B IEPETOBOPHOM MPAKTHUKE.



TeMbl npe3eHTALMI:
Presentation topics:

Create a group presentation describing different countries negotiations specifics.
Co3nate TpyNHOBYIO MPE3CHTAINIO, ONUCHIBAIONIYIO CHENH(UKY IEPEroBOPOB B PAa3HBIX

CTpaHax.
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4.3. OneHoOYHbIE CPeCTBA IJIS POMEKYTOYHOI aTTecTaAlMHU.

4.3.1. ®opmMupyemMblie KOMIETEHIIUU

Kon HaumenoBanue Kox sTama ocBoenusa HauMmenoBanue >Tamna
KOMIIETCHIIUHU KOMIIETCHIIMHI KOMIIETCHIIMHI OCBOEHUSI KOMITETCHIIMH
I1K-2 Bnanenue paznmuunsivu | T1K-2.1 3HaHWE OCHOBHBIX TEOPHIl
crocodoamu MOTHBAIIHH, JIUJEPCTBA,
paszpeleHus IpyNIoBOM IWHAMUKU U
KOH(JIMKTHBIX PUHIUIOB (POPMHUPOBAHUS
CUTyalluid pu KOMAaH/IbI.
MIPOEKTUPOBAHUH
MEXJIMYHOCTHBIX,
TPYNIOBBIX U
OpraHHU3aIMOHHBIX
KOMMYHHUKaLUA Ha
OCHOBE COBPEMEHHBIX
TEXHOJIOTHUI
yIpaBieHUs
MEPCOHAJIOM, B TOM
qiucle, B
MEXKKYJIBTYPHOH cpejie

IK-12 Ymenue opranuzoBars | [1K-12.2 CnocoOGHOCTH BBISBIISTH
Y TIOJIICP>KUBATH CBSI3U POOIEMbI SKOHOMUYECKOTO
C JI€JIOBBIMU XapakTepa MpH aHajau3e
napTHEepamH, KOHKPETHBIX CUTYaIIHH,
HCIIOJIB3YS CUCTEMBI npeyiaraTh Crocoobl UX
cbopa HeoOXoTUMOMH pELICHHS C YYEeTOM
uHpopMauu A KpUTEPHUEB COLIUAIBHO-
pacIIMpPEHHs] BHELUTHUX SKOHOMUYECKON
CBsI3eil 1 oOMeHa 3(h(HEKTUBHOCTH, OTICHKH
OTBITOM TIPHU PHUCKOB U BO3MOXKHBIX
peanu3aiiy NpoeKToB, COLIMAJIbHO-9KOHOMHUYECKHX
HaNpaBJICHHBIX HA MOCJIEICTBUM.
pa3BUTHE OpraHU3AINH
(mpeanpusiTus, oprasa
roCyAapCTBEHHOTO WU
MYHHIHITATIEHOTO
yIIpaBJICHUS )

DTan 0CBOEHHUS [Toka3zarenb Kputepuit onennBanus
KOMITETCHIINHI OIICHUBAHMUSI

1 oram (I1K-2.1) - 3Hanue
OCHOBHBbIX T€OpHI>'I MOTHUBAIINU,
iiepcTBa, rpynInoBoOn
JIMHAMHWKHU U ITPUHIIUIIOB

OO0yJaromuiics 3HaeT
OCHOBHBLIC TCOPHUU MOTHUBAIIUU,
T IepCcTBa, TPYHIIOBOM
JIMHAMUWKHW W IIPUHIIUIIBI

- OneHKa «OTIUYHOY
BBICTABJISICTCS CTYJICHTY,
€CJTU OH TITyOOKO M MPOYHO




(hbopMUpOBaHHSI KOMaH/TBI.
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(bopMUPOBaHUST KOMAH/TBI.

YCBOUJI IIPOIPAMMHBIN
MaTepual, NCUEPIBIBAIOILIE,
MOCJIEZIOBATENBHO, YETKO U
JIOTUYECKHU CTPOITHO €Tro
U3JIaraeT ero Ha SK3aMeHe,
YMEET TECHO YBSI3bIBaTh
TEOPUIO C IIPAKTUKOM,
CBOOOJIHO CTIPABIISIETCS C
3aJlauaMu, BOIIPOCaMH U
JIPYyTUMHU BUJAMHU
MPUMEHEHHUS 3HAHUH,
MIPUYEM HE 3aTPYIHSIETCS C
OTBETOM IIPHU
BUIOM3MEHECHUM 3aJaHUH,
HCIIONb3YET B OTBETE
Marepuai MOHOTpaduIeCcKon
JUTEPaTyphbl, IPABUIBHO
000CHOBBIBAET IPUHSTOE
pelieHue.

- Y4yeOHbIe TOCTHKEHUS B
CEMECTPOBBINA MEPUO U
pe3yapTaTaMu pyOeKHOTO
KOHTPOJISI IEMOHCTPUPYIOT
BBICOKYIO CTEIIEHb
OBJIJICHUS IPOTPAMMHBIM
MaTepuaIoM.

2 sran (I1K-12.2) —
CrocoOHOCTh BBISIBIIATH
MpoOJIEMbI 5KOHOMHYECKOTO
XapakTepa Ipu aHalln3e
KOHKPETHBIX CUTYyaIlHii,
[peaarath CrocoObl HX
pELIeHNs C YYETOM KpUTEPUEB
COLMAJIbHO- SKOHOMUYECKOU
A PEeKTUBHOCTH, OTICHKH
[PUCKOB ¥ BO3MOKHBIX
COLIMATIbHO-9KOHOMHUYECKUX
[1OCJICICTBUM.

OO0yJarommiics ymeer

BBISIBJISITH POOIIEMBI
PKOHOMUYECKOTO XapakTepa Mpu
QHAJIM3¢ KOHKPETHBIX CUTYaIUH,
MpeaiaraTh Coco0bl UX
[pEIICHUS C yYETOM KPUTEPHEB
COLIMATIbHO- DKOHOMHYECKON

A (HEKTUBHOCTH, OIIEHKU
[PYCKOB M BO3MOXKHBIX
COIMAIEHO-DKOHOMUYECKUX
[MOCJICICTBUM.

- OneHKa «OTIUYHOY
BBICTABIIICTCS CTYJCHTY,
€CJIM OH TUIyOOKO ¥ MPOYHO
YCBOUJI IIPOrPAMMHBIN
MaTepua, UcUepIibIBaroule,
MOCJIeI0BATENbHO, YETKO U
JIOTUYECKH CTPOUHO €ro
M3JIaraeT ero Ha 3K3aMeHe,
YMEET TECHO YBSA3bIBATH
TEOPUIO C IIPAKTUKOM,
CBOOOJTHO CIIPABJISIETCS C
3a/la4yaMu, BOIIPOCaAMH H
OPYTUMHU BUJIAMU
[IPUMEHEHHUs] 3HAHUMU,
MpUYeM He 3aTpyAHsIEeTCS C
OTBETOM TIpU
BUJIOM3MEHCHUH 3aJaHUH,
WCIIONB3YET B OTBETE
Marepuail MOHOTpauIecKoit
TUTEPATYyPHhI, TPABIILHO
000CHOBBIBAET PUHSTOE
pelieHue.

- Y4yeOHbIe JOCTHKEHUS B
CEMECTPOBBIA MEPUOJ U
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pe3yibTaTaMu pyOexHOTO
KOHTPOJISL IEMOHCTPHPYIOT
BBICOKYIO CTEIIEHb
OBJIaJICHUS IPOTPAMMHBIM
MaTepUaJIOM.

4.3.2 TunoBbIe OLICHOYHBbIE CPEACTBA

Cumyasinus:
Simulation:

At the end of the course, students will participate in a negotiation exercise during which
the internal and external examiners will assess their negotiation and communication skills.

B KoHIIe Kypca CTyIeHThI OyAyT y4acTBOBaTh B YIPAKHEHUH IO BEIICHHUIO MIEPErOBOPOB, B
XO0JI€ KOTOPOTO BHYTPEHHHUE U BHELTHHE SK3aMEHATOPHI OLIEHAT UX HABBIKU BEJICHHS IEPETOBOPOB
1 00IIEHUS.

Students will negotiate in pairs, and each pair will be given a different set of facts. The
detail will be similar to that found in class exercises, but the topics and the issues will not
necessarily be the same. Participants will be given 30 minutes to prepare, after which they will
negotiate for approximately 15 minutes. It is not necessary to reach an agreement in the time
allocated, but negotiators should try to do so and should not take too long over one particular
issue. At the end of the exercise participants will be given an opportunity to comment upon their
performance, and to point out factors which they think the examiners should consider in their
assessment.

VYyamumecs OyayT BECTH MEPEroBOphl NapaMH, W KakJoW mape OyneT NpenocTaBieH
OTAeTBHBIN Ha0Op (akToB. JleTanu OyayT TAKUMH XKe, KaK ¥ B KIIACCHBIX YIPaKHEHHSIX, HO TEMBI
U MpoOJIeMbl He 0053aTeNIbHO OyAyT TaKUMH kKe. Y4yacTHUKaM faetrcs 30 MUHYT Ha MOATOTOBKY,
MIOCJIE Yero OHU OYyIyT BECTH MEPEroBOpsI MpuMepHO 15 MuHYT. HeT HEOOX0AMMOCTH TOCTHTATh
COIVIALLICHUS B OTBEJICHHOE BPEMS, HO MEPErOBOPIIMKU JAOJDKHBI MOMBITAThCA 3TO CAENATh U HE
JIOJDKHBI 3aTSATHBATh CIHIIKOM MHOTO BPEMEHHU IO OJHOMY KOHKPETHOMY BOmpocy. B koHie
YOPaXHEHUS yYacTHHKaM OyleT NpelocTaBleHa BO3MOXXHOCTh IPOKOMMEHTHPOBATh CBOIO
paboty U ykaszarh (hakTOpbl, KOTOpBIC, ITI0 UX MHEHHIO, IK3aMEHATOPaM CIIEyeT YYUTHIBATH MPU
OLICHKE.

IIxana oneHNBaHNA.

IMoka3arenn Kpurepun

OlLlCHUBAHUS OlLlCHUBAHWS
OOyuaromuiics 3Ha€T  OCHOBHBIE TeOpHH | - OlleHKa «OTIUYHO» BBICTABIISIETCS CTYACHTY, €CIIU
MOTHBAllMH, JIMACPCTBA, IPYIIIOBOM | OH MIYOOKO M MPOYHO YCBOKJI MTPOTPAMMHBIH
JIMHAMHUKM W TIPUHIUIBL (OPMHUPOBAHHUS | MaTepHall, HCUEPIIBIBAIOIIE, OCIIE0BATETHHO,
KOMaH/BIL. YETKO U JJOTUYECKH CTPOMHO €r0 U3JIaraeT ero Ha

IK3aMEHE, YMEET TECHO YBSI3bIBaTh TEOPUIO C
IPaKTUKOH, CBOOOIHO CHPABIISIETCS C 3a/JauyaMH,
BOIIPOCAaMU U IPYTUMH BUIaMU IPUMEHEHHUS
3HaHWH, IPUYEM HE 3aTPYAHSETCS C OTBETOM MPH
BUJIOU3MEHEHHH 33JJaHUM, UCIIOJIb3YET B OTBETE
MaTepuail MOHOTpapHUUeCKO TUTepaTyphl,
NPaBUIBHO 0OOOCHOBBIBAET MPUHATOE PEIICHUE.

- YyeOHbIe JOCTHKEHHUSI B CEMECTPOBBINA MEPUOJ U
pe3ysibraTaMu pyOeKHOTO KOHTPOJISt
JEMOHCTPUPYIOT BBICOKYIO CTENEHb OBJaJCHUs
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IIPOrpaMMHBIM MAaTepUaJIOM.

OOyyaromuiicss ymeer

BBIABJIATD | - OHCHKa «OTJIMYHO» BBICTABJISICTCA CTYACHTY, €CIIN

npoOiaeMbl 3KOHOMHMYECKOTO XapakTepa | OH TMIyOOKO M MPOYHO YCBOWJI IPOrPaMMHBIN

npH  aHaM3e

KOHKPETHBIX
mpearatb  CIoCOOBI
YYETOM KpPHUTEPHUCB

CUTyallMi, | MaTepuaj, HCUYEPNBIBAIONIE, IOCJIEI0BATEIBHO,
WX pELIEHUS C | YeTKO U JIOTUYECKU CTPOMHO €ro M3JiaraeT ero Ha
COIMAIBHO- | DK3aMEHE, YMEET TECHO YBS3bIBaTh TEOPHUIO C

SKOHOMHYECKOH 3(P(EKTUBHOCTH, OICHKHU | MPAKTHKOW, CBOOOJHO CIpaBISIETCS C 3aJadyaMu,

PUCKOB n BO3MOXHBIX

SKOHOMUYECKUX MOCIENCTBUM.

COIMMAJIBHO- | BOIIpoCcaMu W APYruMH BHJAMH TIPUMCHCHUA

3HaHWM, IPUYEM HE 3aTPyAHSETCS C OTBETOM IpHU
BUJIOM3MEHCHUM 3aJlaHUM, HCIOJIB3YEeT B OTBETE
MaTepuan MoOHOTpaduueckon JUTEPATYPBHI,
IPaBUIbHO OOOCHOBBIBAET NPUHSATOE PEIICHUE.

- YyeOHbIe JOCTHKEHHUSI B CEMECTPOBBINA MEPUOJ U
pe3yapraraMu pyOexHOro KOHTPOJIS
JEMOHCTPUPYIOT BBICOKYIO CTEIIEHb OBJIAJCHUSA
IIPOrPaMMHBIM MaTEPHUAJIOM.

banuabl
(pefiTuHrOBOM
OIICHKH), %o

Onenka

TpeOoBanus kK 3HAHUSAM

100-81

5, «OTITHYHO

- O1neHKa «OTIMYHO» BBICTABISICTCS CTYIACHTY, €CIH OH
DIyOOKO W TPOYHO YCBOWJI TPOTPAMMHBIN  MaTepual,
HUCYCPIIBIBAIOIIC, MOCICAOBATCIIBHO, YCTKO W JIOTMYCCKU
CTPOWHO €ro wus3jaraeT ero Ha »JK3aMeHEe, yMeeT TECHO
YBSI3bIBaTh TEOPHUIO C TPAKTHKOH, CBOOOIHO CHpaBIISETCS C
3alayaMy, BOIpOCaMHM W ApPYyIruMU BHAAMU TMPUMCHCHUA
3HAaHWH, TpUYEM HE 3aTPyIHSETCS C OTBETOM TIpH
BUJON3MCHCHUU 3aI[aHI/II>'I, HUCIOJIB3YCT B OTBCTC MaATCpHall
MOHOTpaUUECKON JIUTEepaTyphl, MPaBHIHBHO OOOCHOBHIBACT
NPUHSATOE PEIICHHUE.

- VY4eOHbIE OOCTHKEHUS B CEMECTPOBBIA TNEPHOA U
pesynbTaraMu  pyOeXKHOTO  KOHTPOJS  JE€MOHCTPUPYIOT
BBICOKYIO CTETICHb OBJIAJICHUS POTPaMMHBIM MAaTEPHAIIOM.

80-61

4, «xopouo»

- OneHka «XOpOII0» BBICTABIAETCA CTYIEHTY, €CIU OH
TBEPJIO0 3HAET MaTepHuas, TPaMOTHO U IO CYIIECTBY H3JIaraet
€ro, HEC I[OHyCKa}I CYH_IGCTBGHHBIX HGTO‘IHOCTGﬁ B OTBCTC Ha
BOIPOC, MPABMWJIBHO MPHUMEHSET TEOPETHUYCCKHE TOJIOKEHUS
IpYU PEIICHUHU IIPAKTUYECKUX BOIPOCOB U 3alad, BiIafeeT
H€O6XOI[I/IMBIMI/I HaBbIKAMU U HpI/IeMaMI/I HUX BBIIIOJIHCHUA.

— YueOHBIE TOCTHKEHUSI B CEMECTPOBBIA MEPUOI U
pe3yibprataMd  pyOeKHOTO  KOHTPOJIS  JIEMOHCTPUPYIOT
XOpOLHyIO CTCIICHb OBJIAACHUS HpOI‘paMMHBIM MaTepI/IaJIOM.

60-41

3,
«YIOBIIETBO-
PUTEILHO»

- Onenka «YILOBJIIETBOPUTEIBHO» BBICTABIIACTCS
CTYIEHTY, €CIM OH HMEET 3HaHUSA TOJIBKO OCHOBHOTO
MaTepuana, HO HE YCBOWJI €ro JeTaled, IOIyCKaeT
HETOYHOCTH, HEJOCTAaTOYHO TIpaBWIbHBIE (HOPMYIUPOBKH,
HapyIICHHs JOTMYECKON IMOCIEN0BATEIbHOCTH B U3JI0KCHUN
IIPOrPaMMHOI0 Marepuasa, WCHBITHIBACT 3aTPYAHEHUs IpU
BBITTOJIHEHUH MTPAKTUYECKHUX PadoT.
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- VY4eOHbIE OOCTMKEHUS B CEMECTPOBBIA TNEPHOA U
pesynbTaraMu  pyOeKHOTO  KOHTPOJS  J€MOHCTPUPYIOT
JOCTaTOYHYIO (yIOBJIETBOPUTENIBbHYIO) CTEMEeHb OBJAJCHUS
IIPOrpaMMHBIM MaTepUajIoM.

- OneHka  «HEYIOBJIETBOPUTEIBHO»  BBICTABIAETCSA
CTYNEHTY, KOTOpPHIi HE 3HAET 3HAYUTEIBHOW YacTH
NpOrpaMMHOTO  Marepuana, JONYCKaeT CYLIECTBEHHbIE
OomMOKH, HEYBEPEHHO, C OOJBIIUMHU  3aTPyAHEHHUSIMU
BBHITIONHSET MpakTH4eckue paboTel. Kak mpaBmio, oreHka
«HEYJIOBJIETBOPUTENLHO» CTABUTCS CTYACHTaM, KOTOpPbIE HE
MOTYT MPOAOJKUTE 00yueHue 0e3 JOMOIHUTENbHBIX 3aHATUN
10 COOTBETCTBYIOLIEH AUCLIUIUIMHE.

— YueOHBIE TOCTHXKEHUST B CEMECTPOBBIA MEPUOI U
pe3yapraraMu pyOeHOro KOHTPOJS JEMOHCTPUPOBAIU HE
BBICOKYIO CTENEHb OBJIaJICHUS TPOrPaMMHBIM MaTepHalioM 10
MUHUMAaJIbHOM TIJIaHKE.

2,
40-0 «HEYHOBJIET-
BOPHUTEIIBHO»

- Kypc mnonHocthio ocBoeH. CTyAeHT MOKa3bIBaeT
XOpOIIMM CTAHAAPTHBIM YPOBEHb 3HAHMI BCEX AaCIEKTOB,
UCIIONB3YeT TEPMUHOJIOTHIO M CIOBOOOPA30BaHME M XOPOIIO
MPUMEHSET TEOPUIO K PEIICHUIO 3a/1a4.

45-100 3auer

- CTyneHT He TOATOTOBJICH M HE MOXET II0Ka3aTh
JIOCTATOYHOTO 3HAHMSI MaTepuala Kypca.

0-44 Hezauer

4.4 Metoan4yeckne MaTepHuabl

The development of the academic discipline is accompanied by intermediate attestation of
students, carried out in accordance with the curriculum in the form of credit. The content
of the assignments corresponds to the work program of the discipline and provides control
over the formation of students' respective competencies. The student's knowledge is
assessed through simulation.

OcBoeHne y4yeOHOW IUCIUIIIMHBI COMPOBOXKIACTCS MPOMEXYTOYHOW aTTecTalell CTyIeHTOB,
IPOBOAMMOM B COOTBETCTBHHM C Y4eOHBIM IUTaHOM B Qopme 3adera. ConepxaHue 3aJaHHMA
COOTBETCTBYET pabodyeil mporpamme AUCHHUIUIMHBI U 00ecreurBaeT KOHTPOJIb (POPMUPOBAHUS Y
CTYACHTOB COOTBCTCTBYIOIIUX KOMH@TGHHI/Iﬁ. 3HaHue CTYACHTA OLCHHUBAIOTCA IMMOCPCACTBOM
CUMYJISIIIH.

Modeling:
MopenupoBanue:

Simulation is a structured, hands-on exercise with specific objectives related to solving a
problem, based on course material, resources aimed at simulating real-life conditions.
Students are active participants whose actions affect the results of the exercise. To achieve
maximum effect, conditions and atmosphere should be close to real. Simulation focuses on
a specific activity and aims to test behavioral and analytical skills in a realistic setting.
MonenupoBaHue npeAcTaBisieT cOO0H CTPYKTYpPUPOBAHHOE MPAKTHUECKOE YITPAKHEHUE C
KOHKPCTHBIMU LECIIAMHU, CBA3AHHBIMUA C PCIHICHUCM 3ad4H, OCHOBAHHOI Ha MaTCepHrajIC Kypca,
pecypcaMu, HalTpaBJICHHOM Ha MOJCIMPOBAHUE PEATBHBIX YCIOBHI. YYaliuecs sSBiIstOTCS
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AKTUBHBIMHW YYaCTHUKaMU, YbU HeﬁCTBHH BJIMAIOT Ha PC3yJIbTATLI BBITTOJHCHUSA YITPAKHCHUA.
Jlnst mocTrKeHNs MaKCUMabHOTO 3¢ deKTa ycaoBus U atMocdepa T0HKHBI ObITh MPUOIMKCHBI
K peanbHbIM. MojenupoBanue (OKycupyeTcs Ha ONpeeICHHOM BHJIE IEATEIIbHOCTH U
HAIIEJICHO Ha TECTUPOBAHHE MOBEICHUYCCKUX U AaHATTUTHYECKIX HABBIKOB B PEATUCTUIHON
0o0CTaHOBKE.

5. MeTonuyecKkue yKa3aHus sl 00yYAIOIUXCS 110 OCBOCHUIO THCUUIINHBI

Classes include both theory and practice. Students will participate in a variety of learning
activities: simulated negotiation, quizzes, group discussions, group presentation, essays.
3aHATHST BKIIIOYAIOT B ce0sl KaK TEOpHUIO, Tak M MpakTuky. CTyAeHTbl OyIyT y4yacTBOBaTh B
pa3MyHBIX y4eOHBIX YNPaKHEHUSIX: MMUTAIMS TEPErOBOPOB, KOHTPOJIbHBIE paboTHI,
IpyHIOBbIE AUCKYCCUH, TPYIIIIOBAs PE3EHTALINs, ICCE.

The development of the academic discipline is accompanied by intermediate attestation of
students, carried out in accordance with the curriculum in the form of credit. The content
of the assignments corresponds to the work program of the discipline and provides control
over the formation of students' respective competencies. The student's knowledge is
assessed through simulation.

OcBoenue y4yeOHOW TUCIMIUIMHBI COMPOBOXIACTCS MPOMEXKYTOUHOW aTTecTalueil CTyIEeHTOB,
IPOBOAMMOI B COOTBETCTBHHM C Y4eOHBIM IUTaHOM B Qopme 3adera. ConepaHue 3aJaHHMA
COOTBETCTBYET pabodyeil mporpamme AUCHHUIUIMHBI U 00ecredrBaeT KOHTPOJIb (POpMUPOBAHUS Y
CTYACHTOB COOTBCTCTBYIOIIUX KOMHGTGHHHﬁ. 3Hanue CTYACHTA OLCHUBAIOTCA MMOCPCACTBOM
CUMYJISALIMH.

Modeling:
MopnenupoBanue:

Simulation is a structured, hands-on exercise with specific objectives related to solving a
problem, based on course material, resources aimed at simulating real-life conditions.
Students are active participants whose actions affect the results of the exercise. To achieve
maximum effect, conditions and atmosphere should be close to real. Simulation focuses on
a specific activity and aims to test behavioral and analytical skills in a realistic setting.
MonenupoBaHue npeacTapisieT coOO0H CTPYKTYpPUPOBAHHOE MPAKTHUUECKOE YITPAKHEHUE C
KOHKPCTHBIMHU LCIIAMHU, CBA3AHHBIMUA C PCIICHUCM 3ada4H, OCHOBAHHOI Ha MaTCpHraJIC Kypca,
pecypcaMu, HalTpaBJICHHOM Ha MOJACIMPOBAHUE PEATTBHBIX YCIOBUI. YYaliuecs sSBiIstOTCS
AKTUBHBIMH YYaCTHUKAaMU, YbU ,Z[GﬁCTBHH BJIMAIOT Ha PC3yJIbTATLI BBITTOJHCHUSA YITPAKHCHUA.
Jnst mocTrKeHUs MaKCUMaTbHOTO 3¢ dekTa ycaoBus U atMocdepa T0HKHBI ObITh MPUOIMKCHBI
K peanbHbIM. MojenupoBaHue (OKycupyeTcs Ha ONpeeICHHOM BHJIE IEATEIbHOCTH U
HAI[EJICHO Ha TECTUPOBAHUE MOBECHUYECKUX U aHATMTUYECKUX HABBIKOB B PEATUCTUYHON
00CTaHOBKeE.

6. YdeOHasi uTepaTrypa v pecypcbl HHPOPMALMOHHO-TEJTEKOMMYHUKAIIMOHHOM ceTH
"HHTepHeT", BKJIIOYasi IepevYeHb y4eOHO-MeTOAMYeCKOro odecnedyeHns 1JIs
CaAaMOCTOAITEIbHOM PadoThI 00yYAIOIIUXCS 110 AUCHUIINHE (MOTYJII0)

6.1. OcHoBHas IuTEparypa.
1. Presman, Gavin. A Practical Guide to Negotiation : Create Winning Agreements, Icon
Books Ltd, 2016. ProQuest Ebook Central, https://ebookcentral-proquest-
com.ezproxy.ranepa.ru:2443/lib/ranepa-ebooks/detail.action?docID=4782678.

6.2. JlonosHUTENbHAS TUTEPATYpA.


https://ebookcentral-proquest-com.ezproxy.ranepa.ru:2443/lib/ranepa-ebooks/detail.action?docID=4782678
https://ebookcentral-proquest-com.ezproxy.ranepa.ru:2443/lib/ranepa-ebooks/detail.action?docID=4782678
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1.Harkiolakis, Dr Nicholas, and Dr Sam Abadir. e-Negotiations : Networking and Cross-
Cultural Business Transactions, Taylor & Francis, 2012. ProQuest Ebook Central,
https://ebookcentral.proquest.com/lib/ranepa-ebooks/detail.action?docID=1002973.

2.Etherington, Bob. Negotiation Skills for Virgins : From rookie to professional in a week,
Marshall Cavendish, 2009. ProQuest Ebook Central,
https://ebookcentral.proquest.com/lib/ranepa-ebooks/detail.action?docID=798411.

6.3. YuebHO-MeToInYeCcKoe 00ecTeueHue CaMOCTOSTEILHON paboTHI.

1. [TonoxeHue 00 opraHU3aAIMKH CAMOCTOSTEILHON pabOTHI CTYICHTOB (heepasbHOTO
TOCYIapCTBEHHOTO OIOKETHOTO 00pa30BaTeIbHOTO YUPEKACHHUS BBICIIETO 00pa30BaHUS
«Poccwuiickas akaieMusi HApOJIHOTO X03sIMCTBA M TOCYIapCTBEHHON CTy»KOBI 1ipu [Ipesunente
Poccuiickoit ®enepaunn» (B pen. npukaza PAHXul'C or 11.05.2016 . Ne 01-2211).
http://www.ranepa.ru/images/docs/prikazy-ranhigs/Pologenie _o_samostoyatelnoi_rabote.pdf

6.4. HopmaTuBHbBIE PABOBBIE TOKYMEHTHI.

1. I'paxxnanckuii xogekc Poccuiickoii @enepanun: Yacts nepsas — uersepras: [IIpunsar Ioc.
Hymoit 23 anpens 1994 roga, ¢ M3BMEHEHUSIMU U JOMOJHEHUSIMHA IO cOCTOsiHUIO Ha 10 ampens
2009 r. ] // Cobpanue 3akoHonarenscrBa PO. — 1994, — Ne 22. Cr. 2457.

2. Hanorossrii xogexc P®. Yacts nepsas: ot 31.07.1998 Ne 146-D3 : (pexn. ot 15.02.2016 N 32-
@3, o1 05.04.2016 N 101-P3, ot 05.04.2016 N 102-P3, ot 26.04.2016 N 110-P3

3. 3akon P® "O rocynapcrBennoii raitne" ot 21.07.1993 N 5485-1

6.5. UnTepHeT-pecypchl.

1. Russian Managers Assosiation http://www.amr.ru/

2. Russian Managers Assosiation, the Chamber of Commerce and Industry of Russian Federation
http://tpprf.ru/en/

3.HckyccTBO neperoBopos - http://businessnegotiations.biz/

6.6. 1Hble HCTOYHUKM.

1. Cemp ¢yHmamMeHTaNBHBIX OIMMOOK B TeperoBopax - http:// www.e-xecutive.ru/blog/dao-
negotiation/5305.php

2.Y4yactue TpeThen CTOPOHBI B YpEryJIupoBaHUU KOH()JIMKTOB -
http://www.plam.ru/bislit/konfliktologija/p7.php

7. MarepuajibHO-TeXHUYeCKass 0a3a, HHPOPMALMOHHbIE TEXHOJOTHH, MPOrPaMMHOE
o0ecneyenne 1 MHGOPMAIMOHHBbIE CIPABOYHbIE CHCTEMbI

Jlnst mpoBeeHus 3aHATHI TpeOyeTcs Kiace, 000pYIOBaHHBINA JOCKOH, MapKepamH,
KOMITBIOTEPOM U MPOEKTOPOM.

Hcnonb3yercs NULIEH3MOHHOE MPOrpaMMHOE OOecreueHne, a TakkKe, CO3/1aHbl yCIOBUS
st QYHKIMOHUPOBAHHUS  AJIGKTPOHHOM  WH(OpPMAIMOHHO-00pa30BaTEIBLHON  CPEIbI,
BKJIIIOYaromed B ce0s  2JeKTpOHHbIE  WH(OPMAIMOHHBIE  PECypChl,  DJICKTPOHHBIE
oOpa3zoBarebHbIE pecypcsl, COBOKYITHOCTb HH(OPMaIIMOHHBIX TEXHOJIOTH,
TEJIEKOMMYHUKAIIUOHHBIX ~T€XHOJIOTHH, COOTBETCTBYIOIIMX TEXHOJOTHYECKHX CPEICTB H
obOecreunBarIIei 0CBOCHUE O00YYarOIIMMUCS 00pa30BaTeIbHBIX MPOrPaMM B IOJHOM OOBEMe
HE3aBUCUMO OT MECTa HaXOXKJICHHsI 00y4aroIuxcsl.


https://ebookcentral.proquest.com/lib/ranepa-ebooks/detail.action?docID=798411
http://www.ranepa.ru/images/docs/prikazy-ranhigs/Pologenie_o_samostoyatelnoi_rabote.pdf
http://www.amr.ru/
http://tpprf.ru/en/
http://businessnegotiations.biz/
http://www.e-xecutive.ru/blog/dao-negotiation/5305.php
http://www.e-xecutive.ru/blog/dao-negotiation/5305.php
http://www.plam.ru/bislit/konfliktologija/p7.php
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