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1. Ilepedyenb MIaHNpPyeMbIX Pe3yJbTATOB 00yUeHHS MO0 JUCIUIINHE, COOTHECEHHBIX C
MJIAHUPYEMBbIMH pPe3yJIbTaTaAMH 0CBOEHHS MPOrPaMMbl

1.1 ucrununinna b1.B.JIB.04.01 IIpunsTHe pemieHuii Ha IeperoBopax — Kak pa3yMHO BECTH
neperoBopbl B HepanuonansHoM Mmupe (Decision-making in negotiations - how to
negotiate rationally in a non-rational world ) oGecrieunBaer oBiageHUE CIEAYIOIIUMU
KOMIICTCHIHUAMU C YUCTOM JTara.

Kon HanmenopaHue Kon srama ocBoeHus HammMmenoBanme sTama
KOMIICTCHITUH KOMIICTCHITUH KOMIICTCHITUH OCBOCHHUS KOMIICTCHIINH
I[IK OC-14 T'oToBHOCTB k | [IKOC-14.2 CnocoOHOCTh OLICHUBATh
CO3JAaHHUI0O W  OIICHKE BIMSHUC HWHBCCTHUIMOHHBLIX
(UHAHCOBBIX pelIeHud M PpELICHUuH 110
MHHOBAIIMOHHBIX (UHAHCUPOBAHUIO HA POCT
WHHIHATUB c LIECHHOCTH (crommocTH)
HCIIOJIb30BaHUEM KOMITaHUH.
AHAIIMTUYCCKUX
(UHAHCOBBIX
WHCTPYMEHTOB u
cTpareru

1.2.

B pesynbraTe 0CBOGHUS TUCIMIUIMHBI Y CTYJCHTOB JIOJKHBI OBITH CPOPMHUPOBAHBI:

OTD/TD
(Tpu HaNMUUUU

JIENCTBUSA

npodcrangapra)/
npoeccuoHaIbHbIE

Kox srama
OCBOCHUA
KOMIIETEHIIUU

Pe3ynpTarsl 00ydeHus

Crparernueckoe
YIIpaBIICHUE
[poleccamu

[1OATOTOBKH
[TPOM3BO/ICTBA.

KOHCTPYKTOPCKOM,
TEXHOJIOTUYECKOU M|
OpraHu3allMOHHON

I[IK OC-14.2

OOyuatomuiicss ymeer
peuieHui |

HMHBCCTHUIIMOHHBIX

OLICHUBATh BIIMSHUE
peleHnii 1o

(PMHAHCHPOBAHHUIO HAa POCT IICHHOCTH (CTOMMOCTH)

KOMIIaHHH.

2. O6beM U MecTO TUCHUILTHHBI B cTpyKType OIl BO
O0beM THCHMILINHBI

O0bem nucrIuinHeel: 216/6 162/6
KonrakTHas padota: 28/21
Jlexuun 14/10,5

JlaGopaTopHubie paboThI
[MpakTrueckue 3anstus 14/10,5
CamocrostenbHas padora 152/114

Mecto qucuuninnsl B ctpykrype OII BO




uHAekc u HauMmeHoBanue gucuuruinHel. b1.B.JIB.04.01 Ilpunstne pemenuii Ha
MeperoBopax — Kak pasyMHO BECTH MEPEroBOphI B HepauuonaibHoM mupe (Decision-making in

negotiations - how to negotiate rationally in a non-rational world )

Kypc(bl), cemecTp(bl) Win TpuMecTp(bl) €€ OCBOCHHS B COOTBETCTBUH C Y4COHBIM IJIAHOM:

2 Kypc, 3 ceMecTp

AUCHUILIMHA PCAIU3YCTCS ITOCIIC N3YUCHU .

b1.5.04 ®unHaHCOBBIN MEHEIKMEHT U KopriopaTuBHbIe GuHanckl (Economics and Business

Finance)

dbopMa mpPOMEKYTOUHOM aTTECTAIIH B COOTBETCTBUU C YUCOHBIM ITAHOM: 3a4yeT

3. Conepixanue ¥ CTPYKTYpa IHCHHILIMHBI

Ounas popma ooyuenusn

Ne n/m HaumeHnoBaHnune Tem O0beM IUCHMILUTHHBI (MOIYJIf), Yac. Dopma
(paszneioB), Bcero KontakTnas padora CP TeKyuiero
00yuaIoIINXCsI ¢ onrponst
ycneBaeMoCTH™ ™,
npenoaaBareiemM TIPOMEIKYTOUHOi
10 BUJAM YUeOHbIX 3aHATHI aTTecTalMu™
J/90, JIP/ 90, 3/ 90, K
a0T* a0T* a0T* CP
Temal | Goals of decision- 2/1,5 12/9 A
making, problem
solving and
negotiation
Tema 2 | Nature and elements 2/1,5 12/9 A, K
of decision making
Tema 3 | Problem solving 2/1,5 16/1 A
techniques 2
Tema 4 | Negotiation process 2/1,5 2/1,5 16/1 |
2
Tema 5 | Negotiation 2/1,5 2/1,5 16/1 I, K
situations and 2
strategies
Tema 6 | Six components of 2/1,5 2/1,5 16/1 a, C
effective negotiation 2
Tema 7 | Four habits of 2/1,5 2/1,5 16/1 I, K
effective negotiators 2
Tema 8 | Techniques of 2/1,5 16/1 I, K
successful 2
negotiations
Tema 9 | Two ways to obtain 2/1,5 16/1 a, C
information from 2
the other side
during a negotiation
Tema 10 | Three steps that can 2/1,5 16/1 a, C
be taken when there 2
IS an impasse
[IpomexxyTounas 3ader




arTeCTanuAa

216/6 14/10 14/10,5 152/
162/6 ) 144

Bcero: 36/27

*[Ipumeuanue — oucnym (), xetic (K), cumynayus (C)

Coaep:xkanne IUCHUNIMHBI

Ne HaunmeHnoBaHue TeMbl Conep:xanue
Tema 1 Goals of decision-making, Goals of decision-making, problem solving
problem solving and and negotiation
negotiation
Tema 2 Nature and elements of Programmed and not programmed decisions
decision making Decision-making scenarios and outcomes
Rational vs. behavioral approach to decision
making
Group decision-making
Tema 3 Problem solving techniques Problem solving techniques
Tema 4 Negotiation process Negotiation process
Tema 5 Negotiation situations and Negation vs. litigation vs. sales
strategies Cross-cultural cultural and ethical aspects of
negotiators
When to negotiate and when not to do it
Position/need based
Tema 6 Six components of effective Six components of effective negotiation
negotiation
Tema 7 Four habits of effective Active listening
negotiators Questioning
Not disclosing
Preserve the relationship
Tema 8 Techniques of successful BATNA, ZOPA, Anchoring, Leverage,
negotiations Resistance point, Nibbling, Winner’s curse
Tema 9 Two ways to obtain Two ways to obtain information from the
information from the other side | other side during a negotiation
during a negotiation
Tema 10 Three steps that can be taken Three steps that can be taken when there is an
when there is an impasse impasse




4. MarepuaJbl TeKyliero KOHTPOJIsl yCIIeBaeMOCTH 00y4aroIuuxcs 1
(oHI OLIEHOYHBIX CPEACTB MPOMEKYTOUYHOM aTTeCTALMH N0 JUCHUIIIHHE

4.1. ®opMbl W MeTOABI TEKYWIEr0 KOHTPOJISI YCIIEBAEMOCTH, O0y4YalOIIMXCHA M
NMPOMEKYTOYHOM aTTeCcTaluu.

411. B xoge peaam3anuM IMCUMIUVIMHBI MCHOJb3YHTCH CJeIyIOlIIMe MeTOAbI
TeKYyIero KOHTPOJIsl YCIIeBaeMOCTH 00y4aroMXCs

[Ipu npoBeneHnN 3aHATUN JTEKIMOHHOTO THUIIA: TUCIYT, KEHUC, CUMYIIALUS
MIPU TIPOBEJICHUH 3aHSATUI CEMUHAPCKOTO TUIIA: TUCIYT, KEHC, CUMYIISIIUS
4.1.2. Jx3ameH (3a4eT) MPOBOAUTCSI C MPUMEHEHHEM CJISTYIOIINX MeTOI0B (CPeICTB):

3ader — B BUIE dCCe

4.2. MaTepuajbl TEKYLIero KOHTPOJISA YCIIeBAeMOCTH 00y4al0OIIUXCS.
In class assignments (examples):

- Analyze a company’s decision and its consequences. Examine the decision-making
process and identify key biases. Prepare recommendations for improving decision-
making process
Watch negotiation process in the scene “Up in the air” with George Clooney. Explain the
tactics used and their success.

Role play: conduct negotiations with employees who will be laid off due to process
automation using given techniques. Explain the outcome.

4.3. OueHoYHbIE CPeACTBA A5 MPOMEKYTOYHOI aTTecTaluu.

4.3.1. ®opmupyeMbie KOMNETEeHIUH

Kon HanmenopaHue Kon srama ocBoeHus HammMmenoBanme sTama
KOMIICTCHITUH KOMIICTCHITUH KOMIICTCHITUH OCBOCHHUS KOMIICTCHIIUH
I[IK OC-14 T'oToBHOCTB k | [IKOC-14.2 CnocoOHOCTh OLICHUBATh
CO3JAaHMI0O U  OIICHKE BIIMSHUC HWHBCCTHUIMOHHBLIX
(UHAHCOBBIX pelIeHud M PpELICHUuH 110
MHHOBAIIMOHHBIX (UHAHCUPOBAHUIO HA POCT
WHUIAATUB c LIECHHOCTH (crommocTH)
HCIIOJIb30BaHUEM KOMITaHUH.
AHAIIMTUYCCKUX
(UHAHCOBBIX
WHCTPYMEHTOB u
cTpareruu

4.3.2 TunoBble OLlEHOYHBIE CPEACTBA

Exam essay:
. State in a declarative sentence each of the six principal components of effective

negotiation to be considered when preparing and when negotiating

Identify habits of effective negotiators

Identify Three steps that can be taken when there is an impasse

Explain when to make and respond to the first offer




Evaluate your own negotiations style. Which things you plan to improve.

IIxaJjia oneHUBaHHA.

Ioka3are/ib OLleHUBAHUA Kpurepnii onennBanus

OOyuaromuiicss ymeer
BJIMSIHUE HMHBECTHUIIMOHHBIX
pemieHuii 1Mo (QUHAHCUPOBAHUIO HA POCT OCYIIECTBIISICMbIC YMEHHS

IIEHHOCTH (CTOMMOCTH) KOMIIAHHH. 3. B menom ycrmemHble, HO  COJEpKaIlIue

ouenusars |1. He ymeer

pemeHnii  u |2. B meiroMm ycremHo, HO HE CHCTEMAaTHYECKU

OT/AEIbHBIE MPOOEITBI YMEHUS

OT/EJbHBIC TIPOOEIIBl YMEHUS
5. CdopmupoBaHHOE YMEHHE

Bbanabl
(perTUHTOBOM
oreHku), %

Ounenka

TpeOoBanus Kk 3HAHUAM

100-81

5, «oTmmuHO»

- OreHKa «OTIMYHO» BBICTABIISICTCS CTYICHTY, €CIU OH
DIyOOKO W TPOYHO YCBOWJI IPOTPaMMHBIM  Marepuan,
MCUEPIIBIBAIONIE, MOCIEIOBATENIFHO, YETKO M JIOTMYECKH
CTPOMHO €ro wu3jaraeT ero Ha »JK3aMeHe, yMEeT TECHO
YBSI3bIBATh TEOPUIO C MPAKTHKOHM, CBOOOJHO CHpaBIISETCS C
3aJa4aMy, BONpPOCAaMHM M JAPYTMMH BHJAMH TNPUMEHEHUS
3HAaHUHM, TpUYEeM HE 3aTpyIHSeTcs C OTBETOM IIpU
BUJIOM3MEHEHUN 3aJlaHHi, MCIOJB3yeT B OTBETE MarepHai
MOHOTpa(pHUUYECKON JHMTEpaTyphl, MPAaBUIBHO OOOCHOBBIBACT
MPUHATOE PELICHHUE.

- VY4ueOHble JOCTHMKEHUS B CEMECTPOBBIM MEpPUON H
pe3ynprataMu  pyOeKHOTO  KOHTPOJSL  JEMOHCTPUPYIOT
BBICOKYIO CTETIEHb OBJIAICHUS IPOrPAMMHBIM MaTepHATIOM.

80-61

4, «Xopo1o»

- OneHka «XOpOIIO» BBICTABIISIETCA CTYAEHTY, €CIU OH
TBEPAO 3HAET Marepuall, IPaMOTHO U I10 CYLIECTBY M3JIaraer
€ro, He JOIYCKas CYLIECTBEHHBIX HETOYHOCTEH B OTBETE Ha
BOIIPOC, IIPAaBUIILHO IPUMEHSAET TEOPETUYECKUE I1OJIOKEHUS
[IPU PELICHUN IPAKTUYECKUX BOIPOCOB MU 3a1ay, BIIAJEET
HE0O0XOIMMBIMH HaBbIKAMU U IPUEMAMHU UX BBIIIOJHEHUS.

- VY4ueOHble JOCTHKEHUS B CEMECTPOBBIA MEpPUON H
pe3ynprataMu  pyOeKHOTO  KOHTPOJSL  JEMOHCTPUPYIOT
XOPOLLYIO CTEIIEHb OBJIAJACHUS IIPOTPAMMHBIM MaTEPHUAIIOM.

4. B nmenoM ycmnemHele, HO  COJEpJKallue




60-41

3,
«YIlOBJIETBO-
PUTEIBHO»

- Onenka «YIOBJIETBOPUTEIILHO» BBICTaBIISCTCS
CTYIEHTY, €CIM OH HMEET 3HAaHHUS TOJIBKO OCHOBHOIO
Marepuaja, HO HE YCBOWJI €ro JAeTajed, JAOIyCKaer
HETOYHOCTH, HEJOCTATOYHO TIpaBWIIbHBIE (HOPMYIHPOBKH,
HapyLIEHUsl JIOTUYECKOU I0CIEN0BATEILHOCTU B U3JI0KEHUU
[IPOrPaMMHOI0 MaTepuasa, HUCIBITHIBACT 3aTPYIHEHHUs IpU
BBITTOJIHEHUH MTPAKTUYECKUX paboT.

- VY4ueOHble JOCTHMKEHUS B CEMECTPOBBIM MEpPUON H
pe3ynprataMu  pyOeKHOTO  KOHTPOJSL — JAEMOHCTPUPYIOT
JIOCTAaTO4HYIO (YHZOBJIECTBOPUTEIBHYIO) CTEICHb OBJIAICHUS
IIPOrPaMMHBIM MaTEPUAJIOM.

40-0

2,
«HEYNOBJET-
BOPUTEIBHO»

- OneHka  «HEyHOBIETBOPUTEIBHO»  BBICTABISIETCS
CTYAEHTY, KOTOpBIM HE 3HAaeT 3HAYUTEIBHOM  4YacTu
MPOTPAMMHOIO  Marepuaia, JOMYCKAET CYIIECTBEHHBIE
OIMOKH, HEYBEPEHHO, C OONBIIMMHU  3aTPYAHCHUSIMH
BBHITIONHACT MpakTHUeckne paboTel. Kak mpaBumiio, oleHKa
«HEYIOBIIETBOPUTEIBHO» CTABUTCSA CTYAEHTAM, KOTOpBIE HE
MOTYT TIPOJOJDKUTE 00yueHue 0e3 JTOMOIHUTEIBHBIX 3aHATHH
10 COOTBETCTBYIOLICH NUCLUILIMHE.

- Y4eOHbIE IOCTHXKEHUS B CEMECTPOBBIM MEpPHOA U
pe3yibpTaTaMu pyOeKHOTO KOHTPOJS JEMOHCTPUPOBATH HE
BBICOKYIO CTEIIEHb OBJIAJICHUSI IIPOTPAMMHBIM MAaTEPUAIIOM 10
MHHUMAJIbHOW TIAHKE.

45-100

3auer

- Kypc mnonHocteio ocBoeH. CTyaeHT MOKa3bIBAaET
XOpOLIMK CTaHJAPTHBIA YPOBEHb 3HAHMM BCEX acCIEKTOB,
UCIOJb3YeT TEPMUHOJIOTHIO U CJIOBOOOPA30BaHHE M XOPOIIO
IIPUMEHSET TEOPUIO K PEILICHUIO 3aay.

Heszauer

- CTyneHT He TMOArOTOBIEH M HE MOXET I10Ka3aTh
JOCTaTOYHOIO 3HAHUs Marepuaia Kypca.

4.4 MeToauveckne peKoOMeH AU

Final grade will be determined on the basis of your performance in the following categories:

Class Attendance
Frequency and Quality of Participation 30%

20%

Exam essay 50%

TOTAL 100%
5. MeTtonquueckne yKa3aHusl s OOyYAKWINHXCS 1O OCBOECHHIO JTUCHHILJIHHBI
(Momys)

Teaching approach will include assigned readings, lectures, discussions of homework and cases
and project examinations. Students are expected to read assigned chapters and cases in
advance and be ready to discuss the homework problems at the period that they are assigned.
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6. VY4eOHas MTEpaTypa M pecypchbl HH(POPMAIMOHHO-TEJIEKOMMYHUKAMOHHOM CeTH
"UHTepHeT'', BKIKOYasl MepeYyeHb Y4eOHO0-MeTOAMYECKOro odecrnedeHuns J1Jis
CaMOCTOSITEJIbHOI PaGoThI 00y4alOLMXCsl MO AUCHUTIIIHHE (MOTYJTIO)

6.1. OcHOBHas JuTEpaTypa.
1. Quantum Negotiation: The Art of Getting What You Need, by Karen S. Walch, Stephan
M. Mardyks, Joerg Schmitz, Michael Wheeler, 2017

6.2. JlonoaHUTENIbHAS TUTEpaTypa.
1. The Art of Negotiation: How to Improvise Agreement in a Chaotic World by Michael
Wheeler, 2013

6.3. YuebHo-MeTouecKoe 00ecreueHue CaMOCTOSTEIbHOM paboThI.
6.4. HopmaTuBHbIE IPaBOBBIC JJOKYMEHTHI.

6.5. aTepHeT-pecypchl.

6.6. MlHbIE HCTOYHUKH.

7.  MarepuajJibHO-TeXHHYeCKasi 0a3a, HHPOPMAIMOHHbIE TEXHOJIOTHH, IPOrPaAMMHOE
ol0ecrieyenne 1 HHPOPMALMOHHBIE CIIPABOYHbIE CHCTEMbI

Jnist mpoBeieHNs JICKIIMOHHBIX U MPAKTUYECKUX 3aHATHI HE0OX0AUMO CIIEAyIoIee
00Opy0BaHUE: T0CKA, MapKePbl, KOMIIBIOTEP U MIPOEKTOP.



