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1. IlepeyeHb MIAHUPYEMBIX Pe3yJIbTATOB 00YUYEHHUS M0 TUCHMUILINHE, COOTHECEHHBIX €
IUIAHMPYEMbIMH Pe3yJIbTATAMM 0CBOEHUSI MPOrPaMMbI

1.1. Jucuuniuua b1.B.JIB.04.01 IIpunsatue pemeHuii Ha meperoBopax — Kak pa3yMHO BECTH
neperoBopsl B HepauuoHaiabHoM Mupe (Decision-making in negotiations - how to
negotiate rationally in a non-rational world ) obecnieunBaeT oBnageHUE CIEIYIOMUMA

KOMIICTCHIUAMU C YUCTOM 3Tala:

Kon Haumenosanue Kon stana ocBoenust HaumenoBanue sramna
KOMIIETEHIINH KOMIETEHIIUH KOMIETEHIIUH OCBOEHHSI KOMIIETEHIIUH
YK -4 Crnocoben npumensts | YK -4.2 ApryMeHTUPOBaHHO U

COBpEMEHHBIE JI0Ka3aTeIbHO BEJIET
KOMMYHUKaTHBHBIC MOJIEMHKY, UCIIOJIB3YET
TEXHOJIOTHH, B TOM BO3MOXXHOCTH O(HUILIHaTBHO-
quclie Ha JIEJIOBOTO0 CTWJIA B IIpOLEcce
WHOCTPaHHOM(BIX) COCTaBJICHHS u
s3bIKe(ax), st pEeIaKTHPOBAHUS
aKaJIeMUYEeCKOro 1 HOPMAaTUBHBIX MIPaBOBBIX
po¢eCCHOHAIBHOTO JIOKYMEHTOB B
B3aUMOJICHCTBUSA npo¢eCcCuOHATBHON
NEeSTEIbHOCTH,  COCTaBIISET
aHHOTAIMM W pedeparbl Ha
MHOCTPAHHOM SI3bIKE.
1.2. B pe3ynbpTare 0CBOCHUS AUCIHHUILTUHBI Y CTYACHTOB JOJDKHBI OBITh CHOPMHPOBAHBIL:
OTO/TD Kon srana Pe3ynbrarer oOyueHus
(MIpH HATUYHUH OCBOEHUS
npodcranaapra)/ KOMITCTCHITH
npodeccuoHaIbHbIE
JNIEUCTBUS
40.033 YK -4.2 Ha ypoBHe 3HaHwMil:
OTo: - - KaK IPUMEHSTh OOBEKTUBHBIC U HAJICKHBIC
Crparernueckoe METOIOJIOTHH K BOIIPOCAM BBIOOpA M aHATN3a
yIIpaBiIcHHE PHUCKOB Ha BHEIIHUX PbIHKaX U yMETh JAaBaTh
[poreccaMu pEKOMEHIAIINH;
MIAHUPOBAHUS U - XapaKkTep MEKKYJIbTYPHON KOMMYHHKAIIUH;
OpraHu3aIuu - IPUHIIUITBI TyOIMYHOTO BBICTYTUICHUS /
[POM3BO/ICTBA HA MIpe3eHTalUH;
YpOBHE - IPUHITUIIBI HEOOBIYHO UHTEPECHOTO BBICTYIUICHUS
[TPOMBIIICHHON
OpTraHu3alun Ha ypoBHe ymeHwuii:
TO: -
Crparernueckoe - 0CO3HABaTh TO, YTO JJISi MHOTUX CO3JaHHbBIX
yIIpaBlieHUE OpraHH3aIfii €MUHCTBEHHBIM CYIIECTBEHHBIM
[poreccamu (hakTOpoM pocTa SBISETCSA MEXITyHAPOIHAS
MIaHUPOBAHUS TOPTOBJISI, HO YCIIEX Ha BHYTPEHHEM PHIHKE HE
[TPOU3BOACTBCHHBIX rapaHTHUPYET yCIIeX 3a pyOexxoM;
pecypcoB y - MIOHUMATH MIUPOTY U TITyOUHY BOIIPOCOB
MPOU3BOCTBEHHBIX MEXIyHapOIHOTO MapKeTHHIa Kak Ha
MOI[HOCTEH. CTpaTETUYCCKOM, TaK U Ha ONIEPATUBHOM YPOBHE U
110 BCEMY CHEKTPY B3aMMO3aBHCHMBIX BOITPOCOB,




KOTOpBIE HEOOXOAMMO peliaTh OHOBPEMEHHO;

- YMETb OPUEHTHPOBATHCS B YCIOBHSX KyJIbTYPHBIX
pa3iInuui;

- YMEHUE BbIpaXaTh ce0s1 HAa UHOCTPAHHOM S3BIKE;

- CO37aBaTh BICUATVIAIOIIME IPE3CHTALUU -
CTPYKTYPHO, OPAJIbHO, BU3YaJIbHO

Ha ypoBHe HaBBIKOB:

AKCIEPUMEHTUPOBATH C Pa3IMYHBIMU OopMaMU
MOBE/ICHUS B YCIOBUSX KYJIbTYPHBIX Pa3IUIUl;

- aHaJM3UPOBATh KYJIbTYpHbIE OCHOBAHMUS
HSKOHOMHYECKUX CUCTEM U OpraHU3aIMOHHON
MIPAKTHKU;

- yMeTb  JenaTh  MPE3CHTAluu  HaubOojee
yOeUTEeNIbHBIM 00pa3oM, JaXe B MPOTHBOPEUUBHIX
00CTOSITETLCTBAX

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

O0bem quctumuHeL: 216/6 162/6
KonrtakTHas padora: 30/22,5
Jlexkuuu 14/10,5

JlaGopaTopHbie pabOThI
[Ipaxktuueckue 3anarus 14/10,5
CamocrositensHas padbora 150/112,5
[IpakTuyeckas moaroroska 4/3

MecTto aucuumimasbl B ctpykrype OII BO

uHJIeKC W HauMmeHoBaHue nucuuiuiael: B1.B.J[B.04.01 Ilpunstue pemeHudt Ha
IeperoBopax — Kak pasyMHO BECTH IEperoBopsl B HepanuoHansHOM Mupe (Decision-making in
negotiations - how to negotiate rationally in a non-rational world )

Kypc(bl), ceMecTp(bl) WK TPUMECTP(bI) €€ OCBOEHHUS B COOTBETCTBHH C YUCOHBIM TUIAHOM:
2 Kypc, 3 ceMecTp

AUCHMILIHHBL, JJI51 KOTOPBIX peajn3yeMasi AMCHUILINHA CIYKUT ONOPO¥i:

b3.01 3ammTa BEIMYyCKHON KBATM(UKAIIMOHHON pabOThI, BKIIIOYAs TOJITOTOBKY K 3aIIUTE U
npouenypy 3aumThl (Defense of the graduate qualification work, including preparation for the
defense and the defense procedure)

dbopMa mMpoMeKyTOUHOM aTTECTAllMM B COOTBETCTBUU C YUEOHBIM IJIAHOM: JK3aMeH

PernamenT pacnpenesenusi BUA0B padort no apucuumiause ¢ 10T

JlaHHAs! TUCIUILTMHA PEeai3yeTcsl ¢ MPUMEHEHHEM JMCTAaHIIMOHHBIX 00pa30BaTeIbHBIX
texnosoruit (JIOT). Pacnpenenenue BumoB yueOHON paboThI, (HOPMATOB TEKYIIETO KOHTPOJIS
NpeICTaBJICHBI B TaOIHIIC:

Bua yueOHo# padboThl DopmaT nNpoBeIeHUs

Jlexun C yactnunbiM npumeHernneM 10T




[IpakTruecKue 3aHATHUs

C yactnunbiM npumeHernneM 10T

CamocrosiTenpHas pabora

C yactuynbiM npuMeHenueM 0T

[IpoMexkyTouHas arTecTauus

C yactnunbiM npumeHernneM 10T

DopMbI TEKYLIET0 KOHTPOJISI

DopmaT nNpoBeIeHUs

Jucnyt C yactuynbiM npuMeHenueM 0T
Keiic C yactnunbiM npumeHerneM 10T
Cumynsuus C yactuynbiM npuMeHenueM 0T

JlocTyn K cHCTeMe IUCTaHIMOHHBIX OO0pa30BaTEIbHBIX OCYIICCTBIISETCS KaXKIbIM
00ydJaronMcs CaMOCTOSITENIBHO C JIFOOOr0o ycTpoiicTBa Ha mopTane: https://Ims.ranepa.ru.

[Taposib ¥ TOTUH K TUYHOMY KaOWHETY / MPO(UITIO MTPEIOCTABISIETCS CTYICHTY B JICKaHATE.

Bce dopMbl Tekymiero KOHTPOJIsL, TPOBOJUMBIC B CUCTEME TUCTAHIIMOHHOTO OOy4YeHWUS,
OILICHUBAIOTCS B CHCTEME JAMCTAHIIMOHHOTO OoOy4eHus. JIOCTyn K BHIIEO M MaTepuaiaM JICKITHMA
MPEIOCTABIIACTCS B TE€UYEHHUE BCero cemectpa. JlocTym K KakaoMmy BUAY pabOT U KOTUYECTBO
TIOTIBITOK HA BBHIMOJIHEHUE 3aJaHHs MPEJOCTaBISIETCS Ha OTPAHWYCHHOE BpEMsI COTIIACHO
perTaMeHTy TUuCIUIUTHHEL, onyonukoBanHoMy B CI1O. IIpenogaBarens OlleHUBAET BHIMOJTHEHHBIC
oOydarommmcs paboTsl He TTo3aHee 14 pabounx JHEH MOCie OKOHYaHHS CPOKa BBITIOJTHCHHUS.

3. ConepkaHue ¥ CTPYKTYpPa JMCHUIITHHBI

Ounasn hopma odyuenusn

Ne n/m HaumeHnoBaHnmne Tem O0beM TUCHUIIUHBI (MOTYJISA), YaC. ®opma
(pa3zesios), Bcecero | KonrakTHas padoTa 00y4yaromuxcs ¢ CP TeKymero
KOHTPOJIA
npemnoaaBarejieM yeneBaemocT
M0 BUIaM YUeOHBIX 3aHATHIl -
J/30, | JIP/30, | MII/30, | M3/30, | KC TPOMeRyTOH
JOT* JoT* JOT* JOT* p HOii
arrecranum®
Tema 1 | Goals of decision- 2/1,5 2/1,5 15/11, | A
making, problem 25
solving and
negotiation
Henu npunarus
pElLIeHUH, peleHust
npobieM u
IEPETOBOPOB
Tema 2 | Nature and elements 2/1,5 2/1,5 15/11, | A, K
of decision making 25
Xapaxtep u
AIIEMEHTHI TPUHATHS
pelIeHu
Tema 3 | Problem solving 2/1,5 2/1,5 1511, | A
techniques 25
Mertonbl perieHus
po0IeM
Tema 4 | Negotiation process 2/1,5 2/1,5 1511, | A
[IeperoBopHsrit 25
MpoIIecc
Tema 5 Negotiation 1/0,7 1/0,7 15/11, LK
situations and 5 5 25

strategies




Cutyanuu u
CTpaTeruu
[IEPEroBOPOB

Tema 6

Six components of
effective negotiation
[IlecTh KOMITIOHEHTOB
3¢ (EeKTUBHBIX
MIEPETOBOPOB

1/0,7

1/0,7

15/11,
25

Tema 7

Four habits of
effective negotiators
UeTbIpe IPUBBIYKH
3¢ PEKTUBHBIX
MIEPETOBOPITIKOB

1/0,7

1/0,7

15/11,
25

A, K

Tema 8

Techniques of
successful
negotiations
ITpuemsbl ycrenHbIx
MIEPETOBOPOB

1/0,7

1/0,7

15/11,
25

A, K

Tema 9

Two ways to obtain
information from
the other side during
a negotiation

JIBa crmocoba
MTONTyYUTh
UHPOPMALHIO OT
JPyroii CTOPOHBI BO
BpEMSI IIEPETOBOPOB

1/0,7

1/0,7

15/11,
25

A, cC

Tema 10

Three steps that can
be taken when there
is an impasse

Tpu miara, KOTOpbie
MOXKHO TIPEINPUHSTE
B TYIIUKOBOH
CUTYaIluu

1/0,7

1/0,7

15/11,
25

AcC

IIpakTHyeckasn
NMOAT0TOBKA

4/3

ITpomexyTouHas
aTTecTanus

IK3aMeH

Bcero:

216/6
162/6

14/10,
5

14/10,

150/11
2,5

36/27

*[pumeuanue — oucnym (), xeuc (K), cumynayus (C)

Coaep:kaHue TUCHHUILIMHBI

Ne HaumeHoBaHue TeMbI

Copep:xanune

Tema 1

Goals of decision-making,
problem solving and

negotiation
Henu npuHATHSA peLICHUH,
penieHus mpoOJieM B IEPETOBOPOB

Goals of decision-making, problem solving and

negotiation

Lenu npuHATHS peIICHUH, pEIICHS MpobdieM U

MEPEroBOpPOB




HaunMeHOBaHHE TeMbI

Coaep:xanue

Tema 2 Nature and elements of decision | Programmed and not programmed decisions
making Decision-making scenarios and outcomes
XapaKTeP W SJNICMCHTBI IPUHATHSA | Rational vs. behavioral approach to decision
peieHui making
Group decision-making
3amporpaMMUpOBaHHBIE u
HENPOrPaMMHUPOBAHHBIE PELICHUS
CueHapuy IPUHATHUS PEIICHUI U PE3yIBTaThI
PampoHanbHBEIA M HOOBEAEHYECKUH IOOXOH K
MNPUHATHUIO PELLICHUN
I'pynmoBoe npuHsATHE pelIeHUN
Tema 3 Problem solving techniques Problem solving techniques
MeToas! pEeUICHUA HpO6HeM Metoast pemesns Hp06_]'IeM
Tema 4 Negotiation process Negotiation process
[leperoBopHslii mpouecce ITeperoBopHblii porece
Tema 5 Negotiation situations and Negation vs. litigation vs. sales
strategies Cross-cultural cultural and ethical aspects of
Curyaruu u cTpaTeruu negotiators
TIeperoBopos When to negotiate and when not to do it
Position/need based
Otpunianue NpoTUB CyAeOHOTO Mpolecca MPOTUB
MpoIax
MeXKynbTypHbIE, KyJAbTypHBIE U JTHYECKUE
aCIIEKTHI TIEPETOBOPIINKOB
Korna BecTr meperoBopsl, a Koraa He Jearhb
JOmKHOCTB / TOTPEOHOCTH HAa OCHOBE
Tema 6 Six components of effective Six components of effective negotiation
negotiation [ecTs KOMIOHEHTOB 3P PEKTUBHBIX IEPETOBOPOB
[IlecTh KOMIIOHEHTOB
3¢ PEKTUBHBIX IIEPETOBOPOB
Tema 7 Four habits of effective Active listening
negotiators Questioning
YeTbipe mpuBbIYKH YPOEKTUBHBIX | Not disclosing
HIEPCTOBOPIIHKOB Preserve the relationship
AKTUBHOE CcITylIaHue
Hompoc
He packpriBas
CoxpaHu OTHOIIICHHS
Tema 8 Techniques of successful BATNA, ZOPA, Anchoring, Leverage,

negotiations
[Tprembl ycnenHbIX IeperoBOpoOB

Resistance point, Nibbling, Winner’s curse
BATHA, 30IIA, Sxopenue, [lneuo, Touka
conporusiecHus, OTKkyceiBanue, [Ipoknsatue
rmooeauTens




Ne HaumeHnoBaHue TeMbl Conepixanne
Tema 9 Two ways to obtain information | Two ways to obtain information from the other
from the other side during a side during a negotiation
negotiation JIBa croco6a monyunTh MHPOPMAIHMIO OT IPYyToif
JIBa crioco0a moTy9uTh
. CTOPOHBI BO BpEMsI [IEPErOBOPOB
WHPOPMALNIO OT APYTOM CTOPOHBI
BO BpeMsI [IEPEroBOPOB
Tema 10 Three steps that can be taken Three steps that can be taken when there is an

when there is an impasse

Tpu 1iara, KOTOpbIE MOKHO
NPEANPUHATH B TYITUKOBOH
CUTYyaIIH

impasse
Tpu mara, KOTOphIe MOXKHO MPEANPHUHSATH B

TyHHKOBOﬁ CUTyaluuun

IIpakTH4yeckasi NOArOTOBKA

[IpakTveckas MOATOTOBKA OOYYArOIIUXCS MTPH
peanu3anuy  TUCHUIUIMHBI  OCYIIECTBISICTCS
MyTeM TPOBEACHUS MPAKTHUECKUX 3aHSATHH,
MpelyCMaTPUBAIONINX y4acTHEe OOyJaroIIuXcs
B BBITIOJTHEHUH OTMAEIBHBIX 3JIEMEHTOB pPadoT,
CBS3aHHBIX C Oyaymiedt npodeccHoHaTbHON
NESITEeNbHOCTHIO M HAampaBICHHBIX  Ha
dbopMHupoBaHUE,  3aKpeIJICHHE,  Pa3BUTHE
MPAKTUYECKUX HABBIKOB M KOMIIETCHIIMH IO
HarpaBieHHOCTH  (38.04.02 MeHeI:KMEHT)
NPOrpaMMbl MAruCTPaTyphbl.

[IpakTyeckas MOArOTOBKAa BKIIIOYAET B ceOs
Takue BHJIBI pabOT, KaK pELICHHE KeHCOB,

CUMYJISIIMM,  rpynmoBas  pabota  Haj
MPOEKTaMU, BCTPEUYM C DOKCIEpTaMU U3
pOQUIBHBIX UHIYCTpH, nocelieHme
NPEANPUITHA,  CBA3aHHBIX C  Oymymieu

npodeCCUOHATBLHOM IESITETbHOCTHIO U T.JI.

4. MarepuaJibl TeKyliero KOHTPOJIsi yCIieBaeMOCTH 00y4aroIuxcs 1

(oH OLIEHOYHBIX CPEACTB NMPOMEKYTOYHOM aTTeCTAIIMH 1O ANUCUUILINHE

4.1. ®opMbl W MeTOABI TEKYyLIEro KOHTPOJISI YCIeBaeMOCTH, O0y4YaloIuxcss W
MPOMEKYTOYHOM aTTeCcTAlUM.

4.1.1. B xone peajm3anuM AUCUMILVIMHBI (MHIEKC, HAMMEHOBAHUE) UCHOJIb3YIOTCS
cJIeyIolIue MeToAbl TEKYIero KOHTPOJIsl ycIieBaeMOCTH 00yUYalommXxcsi:

IIpu npoBeneHNM 3aHATUHN JEKIIMOHHOTO TUIIA: TUCIYT, KEHC, CUMYIISIIUS

[Ipu npoBeieHNM 3aHATUN CEMUHAPCKOTO TUIA: TUCIYT, KEHC, CUMYISAIINAS

4.1.2. Dx3amMeH (3a4eT) NPOBOAUTCS C MPUMEHEHHEM CJIeYIOIINX MeTOA0B (CPeICTB):
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DK3aM€eH B BUJE dCCE
4.2. MarepuaJibl TEKyLIEro KOHTPOJISl YCIIeBAeMOCTH 00y4ar0IIMXCH.

Topic 1. Goals of decision-making, problem solving and negotiation

Tema 1. Ile1u npuHATHSA pellleHUIl, pelieHUs MPo0dJieM U NeperoBopos

Analyze a company’s decision and its consequences. Examine the decision-making process and
identify key biases. Prepare recommendations for improving decision-making process.
[Ipoananu3upyiiTe pelieHne KOMIaHuM U €ro mociaeAcTBUs. M3yunTte npouecc npuHATHS
pELICHUI U OTIPEeIeTUTE KITF0UEBhIe MpeayoexkaeHus. [loaroToBUTh peKOMEH AN 10
YIIYUILIEHUIO MpOoLecca MPUHATHUS PELICHHI.

Topic 2. Nature and elements of decision making

Tema 2. XapakTep ¥ 3JIeMeHTbI IPUHATHSA pPelIeHU

Watch negotiation process in the scene “Up in the air” with George Clooney. Explain the tactics
used and their success.

Hab6nronaiiTe 3a meperoBopHbIM mpoiieccoMm B crieHe «B Bozmyxe» ¢ Jxopmkem KiyHu.
O6’b$ICHI/ITe HCIIOJIb30BAHHBIC TAKTUKH U UX YCIICX.

Topic 3. Problem solving techniques

Tema 3. MeToabl pemieHusi MpoodJaeM

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

PoneBast urpa: BemuTe meperoBOphl ¢ COTPYAHUKAME, KOTOPBIE OyIyT YBOJICHBI B CBSI3U C
aBTOMAaTH3aIlMel MPoLeccoB MO 3aJaHHbIM MeToIuKaM. OObSICHUTE PEe3yJIbTaT.

Topic 4. Negotiation process

Tema 4. IleperoBopHblii npouecc

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
Bomnpoce! 1151 00cyxaeHus:

1. [Tonsitre, GyHKIIUH U BUJBI IEPETOBOPOB.

2. Ponp nHpOpMaIuu B 1€JI0BOM OOIIICHUH.

3 KaKoB XapakTep NeperoBOpoB

4 xaKoBa I1eJIb IEPETOBOPOB

Topic 5. Negotiation situations and strategies

Tema 5. Curyanuu u cTpaTeruv nNeperoBopoB

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.

Bomnpocs! 1151 00cyxaeHus1:

1. Crparerus u TakTHKa IEPETOBOPOB.
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2. OCHOBHBIE CTUJIM TIEPETOBOPHOrO Ipoliecca.

3. DTanbl IpOBEACHUS IEPETOBOPOB.

4. PackpoiiTe cofepkaHue MOHATUN «CTPATETUs» U «TAKTUKa» MEPErOBOPHOTO Mpolecca.
5. OxapakTepu3yuTe BHIBl TAKTUK M CTIOCOOBI MX TPUMEHCHUSI.

6. KakoBbl OCHOBHBIE 3TaIlbl IEPETOBOPOB U YEM OHU XAPAKTEPUIYIOTCS?

7. OxapakTepu3ynTe MITKAM U KECTKUI CTUIIU BEAECHUS TIEPETOBOPOB.

Topic 6. Six components of effective negotiation

Tema 6. lllects KOMNIOHEHTOB 3¢ (PeKTUBHBIX NIEPETrOBOPOB

Components of effective negotiation. List and analyze the application.

KomnonenTs! 3¢hekTuBHBIX meperoBopoB. [lepeuncinuTs 1 MpOBECTH aHAIN3 TPUMEHEHHUS.

Topic 7. Four habits of effective negotiators

Tema 7. Yerbipe npuBbIYKU 3¢ PeKTUBHBIX NEPErOBOPIIMKOB

- Levels of business negotiations and potential areas of intersection of interests;

- YpOBHHU [IEJIOBBIX NIEPETOBOPOB M MOTEHIIMATIBHBIE 00IACTH IEPECEUCHHSI HHTEPECOB;
- Features of collecting information on business negotiation partners;

- Ocobennoctu c6opa nHPOpMaIUK O MapTHEpaXx Mo OM3HEeC-eperoBopam;

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

- JlenoBbIe meperoBopsI U MpodIeMa MoJaPKOB (MTOIAPKH, CyBEHUPHI).

Topic 8. Techniques of successful negotiations

Tema 8. IIpuembl ycnemHbIX NeperoBopos

Issues for discussion:

1. The main stages of business relations and their characteristics

2. The main aspects of communication and their relationship

3. Non-verbal communication

4. The main elements of verbal communication and their characteristics
5. The function of perception in the process of communication
Bomnpocs! 1151 00cyxaeHus :

1. OcHOBHBIE ATaIbI JETOBBIX OTHOLIEHUN U UX XapaKTePUCTUKA

2. OCHOBHBIE CTOPOHBI OOIIIEHUS U X B3aUMOCBS3h

3. HeBepOanbHbIe cpeacTBa oOmeHUs

4. OCHOBHBIE AIIEMEHTHI BepOaTbHOTO OOLICHNS U X XapaKTEPUCTHKA
5. OyHKIMS BOCOPHUITHS B TIPOLIecCe OOIICHUS

Topic 9. Two ways to obtain information from the other side during a negotiation

Tema 9. /IBa cioco0a mosry4nTh HH(POPMAIUIO OT APYIoil CTOPOHBI BO BpeMs NeperoBopos
Essay topics

- Modern Russia and the problem of conducting business negotiations;

- CoBpemenHas Poccus u mpoGnembl BeZIeHHs 1€JI0BbIX TEPETOBOPOB;

- Factors affecting the effectiveness of business negotiations;

- @akTopsl, BaUsAIONME Ha 3((GEKTUBHOCTH JI€JIOBBIX IEPETOBOPOB;

- Styles of conducting business negotiations;

Topic 10. Three steps that can be taken when there is an impasse

Tema 10. Tpu mara, KoTopble MOKHO NPEANPUHATH B TYIIHKOBOW CUTyallUU
The problem of trust in negotiations.

[IpoGnema 1oBepHs B IEPETOBOPAX.

Detecting and countering manipulation in negotiation

OOHapy»xeHue U MPOTHBOACHCTBHE MAHUITYJISIINSAM Ha IIEPErOBOPAX

Preparing to negotiation: importance, preparation activities.
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HO,Z[I‘OTOBKa K IICPEroBopam: Ba)KHOCTb, ITIOATOTOBUTCIIbHBIC MCPOIIPUATHS.

Negotiation plan.
[Inan neperoBopos.

Strategic thinking in negotiation practice.
Crparerndeckoe MbIIIUICHUE B IEPETOBOPHOMN MPAKTHKE.

4.3. OneHo4YHbIE CPEACTBA IJIsl IPOMEKYTOYHOM aTTeCTAIlUM.

4.3.1. ®opmupyemble KOMIETEHIIUN

Kon HaumenoBanue Kox sTama ocBoenusa HauMmenoBanue >Tamna
KOMIIETCHIIMHU KOMIIETCHIIMHI KOMIIETCHIIMHI OCBOEHUSI KOMIIETCHIIMH
VK -4 Cnocob6en npumensats | YK -4.2 ApryMEHTHPOBaHHO U

COBPEMEHHBIE JI0Ka3aTesIbHO BEJET
KOMMYHHUKaTHBHbIE MOJIEMUKY, UCTIOb3YyET
TEXHOJIOTUH, B TOM BO3MOXXHOCTH O(hHUIIHATBEHO-
quclie Ha JIeJIOBOTO CTUJIS B IpOIiecce
HMHOCTPaHHOM(BIX) COCTaBJICHUS U
si3bIKe(ax), A peIaKTUPOBAHUS
aKaJeMUYECKOTO U HOPMAaTUBHBIX NPABOBBIX
npodeccuoHanbHOTro JIOKYMEHTOB B
B3aUMOJICHCTBUA. npodeccroHanbHOM
NesITeIbHOCTH, COCTABIISIET
aHHOTALlMU U pedepaTsl Ha
MHOCTPAHHOM SI3BIKE..
Oran ocBOeHus IToka3zarenn Kpurepuii onieHnBaHus
KOMIETEHIIUU OLICHUBAHMS

2 oran (YK -4.2)
ApryMEHTHPOBAHHO U
IT0Ka3aTeIbHO BEJIET MOJIEMUKY,
MCTIOJIB3YET BO3MOKHOCTH
o(uLmaNbHO-1ETOBOTO CTUJIS B
[poriecce COCTAaBICHHS U
[PCIaKTUPOBAHMSI HOPMATHBHBIX
[IPaBOBBIX TOKYMEHTOB B
podeccroHanbHOM

eI TeTbHOCTH, COCTABIISICT
QHHOTALIMU U pedepaTsl Ha
MHOCTPAaHHOM SI3BIKE.

OOyuaromuiics ymeer
COCTaBJISITH TEKCT ITyOJIMYHOTO
BBICTYIUICHHS U TPOM3HOCHTH
€ro, apryMEHTHPOBAHHO U
TOKa3aTe’abHO BECTU TOJIEMUKY;
MICTIOJIb30BATh BO3MOXXHOCTH
0(HIIMaNbHO-EI0BOTO CTUIIS B
MpOLIECCe COCTABICHUS U
PEIaKTUPOBAHHST HOPMATHBHBIX
MPaBOBBIX TOKYMEHTOB B
npodeccCHoHATBLHOM

eI TEIbHOCTH; COCTABIIATh
QHHOTAIUU U pedepaTsl Ha
MHOCTPAHHOM SI3BIKE.

- O11eHKa «OTIIMYHOY
BBICTABIISICTCS CTY/ICHTY,
€CJIM OH TIIyOOKO M TPOYHO
YCBOMJI POTPaMMHBIN
MaTepual, HCUEepPIBIBAIOILE,
MOCJIEZIOBATENBHO, YETKO U
JIOTUYECKU CTPOUHO €ro
M3JIaraeT ero Ha SK3aMeHe,
yMEeT TECHO YBS3bIBATh
TEOPHIO C TPAKTHKOM,
CBOOOTHO CIIPABIISETCS C
3aJlauaMu, BOIIPOCaMH U
JIPYyTUMU BUJAMHU
[IPUMEHEHHUs] 3HAHUU,
IpUYeM He 3aTPyIHSIETCS C
OTBETOM IPH
BUJIOM3MCHCHUH 3aJaHMI,
UCIIOJI3YET B OTBETE
Marepuai MOHOTpaduIecKon
JTUTEPATYPBI, TPABUIHHO
00OCHOBBIBACT MPUHATOE
pelieHue.

- Y4yeOHbIe JOCTHKEHNS B
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CEMECTPOBBIN MTEPUOL U
pe3yJbTaTaMu PyoeKHOTO
KOHTPOJI JEMOHCTPUPYIOT
BBICOKYIO CTEIICHb
OBJIAACHUS MPOTrpaMMHBIM
MaTepuajoM.

4.3.2 Tunosbie OlIEHOYHbIE CPEICTBA

Exam essay:
DK3aMeHaIlHIOHHOE 3CCE:

- State in a declarative sentence each of the six principal components of effective negotiation to
be considered when preparing and when negotiating (B nexiapaTuBHOM MpeIOKEHUN YKaXKHUTE
K&Kl M3 IECTH OCHOBHBIX KOMITOHEHTOB 3()(heKTHBHBIX IIEPErOBOPOB, KOTOPbIE HEOOXOANMO
YUUTBIBATh MPH MOATOTOBKE U MPOBEICHUH IIEPETOBOPOB)

- Identify habits of effective negotiators (BeisiBuTh mpuBBIUKH 3P HEKTHBHBIX MTEPETOBOPIIHKOB)
- Identify Three steps that can be taken when there is an impasse (Onpeaenute Tpu mara,
KOTOPBIE MOKHO IPEANIPUHATD B TYIIMKOBOW CUTYAIIHN)

- Explain when to make and respond to the first offer (O0bsicuute, Kora AENaTH IEPBOE

IpeIoKEHNE U OTBEYaTh Ha HETro)

- Evaluate your own negotiations style. Which things you plan to improve. (Ouenute cBoit
COOCTBEHHBII CTHIIb IIEPErOBOPOB. Kakue Bely BbI INTAHUPYETE YITYUIIUTh)

IxkaJja oneHnBaHNUA.

IToxka3arean oneHUBAHUS

Kpurepuii oneHuBanus

OOyuaromuiics yMeeT COCTaBIATh TEKCT
nyOJMYHOTO BBICTYIUICHHSI M TPOU3HOCHUTH
€ro, apryMeHTHPOBAaHHO U J0Ka3aTeJIbHO
BECTH MOJIEMUKY; HCIIOJIb30BaTh
BO3MOXHOCTH O(HIHATBHO-IEIOBOTO CTUJIS
B IPOIIECCE COCTABJICHUS M PEIAKTUPOBAHUS

HOPMAaTUBHBIX IPaBOBBIX JOKYMEHTOB B
npogecCuOHATBLHON NESTEIIBHOCTH;
COCTaBJIATh AHHOTAlMM U pedeparbl Ha

HHOCTPaHHOM A3BIKEC.

- OI.[GHKa «OTJINYHO>»> BBICTABJISICTCS CTYI[GHTy,
€CJIM OH TIIyOOKO M IPOYHO YCBOMJI POTPAMMHBIN
MaTepI/IaJI, chepHHBanme, IoCJICA0BAaTCIbHO,
YETKO U JIOTUYECKHU CTPOHHO €T0 M3jIaraeT ero Ha
JK3aMeHE, YMEET TECHO yBS3hIBATh TEOPHIO C
MPaKTUKOM, CBOOOHO CITPABIISETCS C 3a/]a4aMH,
BOIIPOCAMU U IPYTUMH BUAAMHU IIPUMEHEHUS
3HaHUH, IPUYEM HE 3aTPYAHSIETCS C OTBETOM IIPH
BUJOU3MCHCHUNU 3aI[aHI/II>'I, I/ICHOJIb3yeT B OTBCTEC
MaTepuail MOHOTpapUIeCKOi TUTEPATYPHI,
MPaBUIILHO 00OCHOBBIBAET IPUHATOE PEIICHUE.

- Y4eOHbIe TOCTHKCHHUSI B CEMECTPOBBINA TIEPHOT U
pe3yabTaTaMu pyOeKHOTO KOHTPOJIA
JEMOHCTPUPYIOT BBICOKYIO CTEIEHb OBJIAJICHUS
IIPOrpaMMHBIM MaTE€PHUAIOM.

Banapl Onenka
(pefiTuHTrOBOM

OIIeHKH ), %o

TpeOoBanus kK 3HAHUSAM
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100-81

5, «OTITHYHO

- O1neHKa «OTJIMYHO» BBICTABISIETCS CTYACHTY, €CIH OH
DIyOOKO W TPOYHO YCBOWJI TPOTPAMMHBIN  Marepua,
UCUEPIBIBAIONIE, TIOCIEI0BATENIFHO, YETKO M JIOTMYECKH
CTPOHHO €ro W3JlaraeT ero Ha D5K3aMEeHe, yMeeT TEeCHO
YBSI3bIBaTh TEOPHUIO C TPAKTHKOH, CBOOOIHO CHpaBIISETCS C
3aJa4yaMy, BONpPOCAaMH M JAPYTUMH BHJAMH TNPUMEHEHHUS
3HAHWH, TpUYeM HE 3aTPyJHSETCS C OTBETOM IIpH
BUJOM3MEHEHUHU 3aJlaHHid, HCIOJBb3YeT B OTBETE MarepHai
MOHOTpaUUECKOl JUTEpaTypbl, MPAaBUIBHO OOOCHOBBIBACT
HPUHSTOE PEIICHHE.

- VY4eOHblE OOCTHKEHUS B CEMECTPOBBIA TNEPHOA U
pesynbTaraMu  pyOeKHOTO  KOHTPOJS  J€MOHCTPUPYIOT
BBICOKYIO CTETICHb OBJIa/ICHUS POTPaMMHBIM MaTEPHAIIOM.

80-61

4, «xopouio»

- OneHka «XOpOILIO» BBICTABIAETCA CTYACHTY, €CIM OH
TBEPAO 3HAET Marepual, rPaMOTHO U IO CYIIECTBY M3Jaraer
€ro, He JIOIYyCKas CYLIECTBEHHBIX HETOYHOCTEH B OTBETE HA
BOIIPOC, NPABWIBHO IMPUMEHSET TEOPETUYECKUE IOIOKEHUS
IIPU PELICHUH NPAKTUYECKUX BOMNPOCOB M 3ajad, BIIAJEET
HEOOXOAMMBIMU HaBBIKAMH U IIPHEMaMH UX BBIITOJIHEHUS.

- VY4eOHbIE OOCTHKEHUS B CEMECTPOBBIA TMEPHOA U
pesynbTaraMu  pyOeKHOTO  KOHTPOJS  J€MOHCTPUPYIOT
XOPOILIYIO CTENEHb OBJIaJACHUS IPOrPAMMHBIM MATEPUATIOM.

60-41

3,
«YZIOBIIETBO-
PUTETBLHO»

- OreHka «YIIOBJIETBOPUTEIILHOY BBICTABJIICTCS
CTYICHTY, €CIH OH WMEEeT 3HaHUS TOJBKO OCHOBHOTO
Marepuaia, HO HE YCBOWJI €ro JeTajieid, JIOIMyCKaeT
HETOYHOCTH, HEJOCTAaTOYHO TPaBUIIbHBIE (OPMYIUPOBKH,
HapyIIEHUs JOTUYECKOM IMOCIeA0BAaTEILHOCTH B M3JIOKEHUU
IpOrpaMMHOI0 MaTrepHaja, UCIBLITHIBAET 3aTPYAHEHUS IIpU
BBITIOJITHCHUH TTPAKTUUECKUX PadoT.

— YueOHBIE TOCTHKEHUS B CEMECTPOBBIA TMEPUON U
pe3yibprataMd  pyOeKHOTO  KOHTPOJIS  JIEMOHCTPUPYIOT
JIOCTAaTOYHYIO (YIOBIETBOPUTENIbHYIO) CTEIEHb OBJIAJICHUS
IpOrpaMMHBIM MaTEPHUAIIOM.

40-0

2,
«HEYIOBJIET-
BOPUTEIIBHOY»

- OneHka  «HEYIOBJIETBOPUTEIBHO»  BBICTABIAETCS
CTYNEHTY, KOTOpPHII HE 3HAET 3HAYUTEIBHOW YacTH
IPOrpaMMHOI0  Marepuajia, JONYCKaeT CyLIECTBEHHBIE
OMOKH, HEYBEPEHHO, ¢ OONBIIMMHU  3aTPyIHEHUSIMHU
BBIMOJHAET MpakTHueckue paborel. Kak mpaBuio, oreHka
«HEYIOBJIETBOPUTEIIBHO» CTAaBUTCS CTYIEHTaM, KOTOpBIE HE
MOTYT MPOAOJDKUTH 00ydeHue 0e3 JOMOTHUTENbHBIX 3aHATUI
M0 COOTBETCTBYIOIIEH AUCLHUIIIIMHE.

- VY4eOHbIE JOOCTHKEHUS B CEMECTPOBBIA TNEPHOA U
pe3yapraraMu pyOexHOro KOHTPOJS JIEMOHCTPUPOBAIU HE
BBICOKYIO CTEIEHb OBJIAJICHUS TPOrPAMMHBIM MAaTEPHAIIOM TI0
MUHHUMAJIBHOU IIJIAaHKE.

4.4 Metoauyeckue MaTepuabl
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OcBoenne y4yeOHOW IUCIMIUIMHBI COMPOBOXKIACTCA IMPOMEXKYTOUHOH —aTTecTanuen
CTYACHTOB, IPOBOJUMOMN B COOTBETCTBUH C YU€OHBIM IIaHOM B (hopme dk3ameHa. ComeprkaHue
3aJjaHlii COOTBETCTBYET palouell mporpamMme [AWCHUIUIMHBI M OOECIEYMBACT KOHTPOJIb
(GOpMHpOBaHUS y CTYIEHTOB COOTBETCTBYIOIIMX KOMIICTCHIMH. 3HaHHA CTYJICHTOB
OLIEHUBAIOTCSI C TIOMOIIBIO 3CCE.

The mastering of the academic discipline is accompanied by intermediate attestation of
students, carried out in accordance with the curriculum in the form of an exam. The content of
the assignments corresponds to the work program of the discipline and provides control over the
formation of students' respective competencies. Students' knowledge is assessed using essays.

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

Hrorosas olieHka OyeT onpe/e/icHa Ha OCHOBAaHUH Ballieii yCIIEBAEMOCTH B CIICTYIOIIAX
KaTerOpHUsIX:

Class Attendance (ITocemiaemoctb 3aHsTHI) 20%
Frequency and Quality of Participation (HactoTa u ka4yecTBO y4acTusi) 30%
Essay (Occe) 50%

TOTAL (O61uee) 100%

Presentation evaluation criteria:
Kputepuu oneHku npe3eHTanuu:
Content

Conepxanue

Accuracy and originality of the presented material (oral and visual part)

Adequacy and persuasiveness

Using a sufficient number of sources, clearly identifying sources

Argumentation

TOYHOCTH M OPUTHHAIBHOCTB MPEJCTABICHHOTO Marepraia (yCTHas M BU3yalibHasl 4acTh)

AZIEKBaTHOCTh U YOCIUTEIILHOCTD

Hcnonp30BaHue TOCTATOUHOTO KOJMYECTBA HCTOYHUKOB, YeTKAsI UICHTH(UKAIIS
WCTOYHHKOB

Argumentation
AprymeHTanus

Clarity and memorability of main ideas

Relationship between facts presented and theory, critical assessment of evidence

Distinguishing facts and opinions, considering alternative points of view

YeTKoCTh M 3alIOMHUHAEMOCTh OCHOBHBIX UAEH

CBsI3b MEXK]Ty MTPECTABICHHBIMU (DaKTaMH U TCOPUEH, KPUTHUECKAs OI[CHKA
JI0Ka3aTeIbHOTO Marepuaia

Pasrpannuenue (pakToB U MHEHHH, pACCMOTPEHHE aIETCPHATUBHBIX TOUCK 3PCHUS

Organization
Opranuzanus

Orderliness, adherence to citation rules

Feasibility, clear definition of the topics under consideration
Flow of speech

VYHOPSIIOYCHHOCTD, COOJTIOICHUE TTPABHIT IIUTUPOBAHHUSI
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[{enecooOpa3HOCTh, UETKOE OMpEeNIeHHE PpACCMATPUBAEMbIX TEM
[Totok peun

Style

Cruib

Interacting with the audience (keeping the audience's attention)
Facilitating discussion (audience questions)

Reaction to audience questions

Spontaneity (the speaker does not read, uses little notes)
B3aumogeiictBue ¢ aynutopueit (yaepkaHue BHUMaHUS ayJUTOPHUH)
OO6nerdyenue BeACHUS AUCKYCCUH (BOITPOCHI ayTUTOPHH )

Peakuust Ha BONPOCHI ayTUTOPUN

CrioHTaHHOCTH (BBICTYMAIOIINIA HE YATAET, MAJIO HCTIOJIb3YET 3alHICH)

Technics
Texauka

Visual contact with the audience, facial expressions

Fluency of speech (full sentences, no pauses)

Gestures, body movements

Use of visual aids (blackboard, computer graphics)

Speech control (tempo, volume, speed, correct stress setting)

BusyanbHblll KOHTAKT C ayIUTOPUEH, MUMHUKA

bernocte peun (mosnHble TPEIIOKEHUs, OTCYTCTBHE T1ay3)

XKecTukymsinus, TeIOABHKCHUS

Vcnonb30BaHue BU3yallbHBIX CPEACTB (J0CKA, KOMITbIOTEpHAs rpaduka)

PeueBoe ynpasnenue (TeMir, TpOMKOCTh, CKOPOCT, MPABHIIbHAS IIOCTAHOBKA YIApPEHUS)

5. MeToguyecKkue YKazanuda AJs oﬁyqammnxca o OCBOCHMKO JUCIHUIIJIMHBI

(mony.ist)

[Tonxon k 00yueHUIO OyIeT BKIIOYATh B Ce0sl HA3HAYCHHBIC YTECHUS, JICKIHH, 00CYKICHUS
JIOMAIITHUX 33JJaHAN ¥ KEHCOB M 3K3aMEHBI 10 MpoekTaM. OXKHUIAeTCs, YTO CTYICHTHI 3apaHee
MPOYUTAIOT HA3HAYCHHBIC TJIABbI U IPUMEPHI U OYyT TOTOBBI OOCY/IUTH JTOMAIIHUAC 3a/1aHUs B
Ha3HAYCHHBINA UM MEPUO.

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.

OcBoeHne yueOHOW IUCHMUIUIMHBI COMPOBOXKIAETCS IPOMEKYTOUHON aTTecTammei
CTYZICHTOB, IPOBOJJUMOM B COOTBETCTBUH C YU€OHBIM IJIaHOM B (hopme dk3ameHa. ComepikaHue
3aJJaHUl COOTBETCTBYET paboueil mporpaMme JUCHUIUIMHBI M OOECIeYMBaeT KOHTPOJIb
GopMHpOBaHUS y CTYJICHTOB COOTBETCTBYIOIIMX KOMIICTCHIIMH. 3HAHHUS CTYJICHTOB
OILICHUBAIOTCSI C TIOMOIIBIO 3CCE.

The mastering of the academic discipline is accompanied by intermediate attestation of
students, carried out in accordance with the curriculum in the form of an exam. The content of
the assignments corresponds to the work program of the discipline and provides control over the
formation of students' respective competencies. Students' knowledge is assessed using essays.

Final grade will be determined on the basis of your performance in the following
categories:
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HTorosas oreHka OyeT onpe/esieHa Ha OCHOBAHUY Ballleil yCIIeBAEMOCTHU B CIEAYIOIINUX
KaTeropusx:

Class Attendance (IToceniaemoctb 3aHsTHI) 20%
Frequency and Quality of Participation (Hactora u ka4yecTBO y4acTusi) 30%
Essay (Occe) 50%

TOTAL (O01uee) 100%

Presentation evaluation criteria:
Kputepuu oneHku npe3eHTanuu:
Content

Conepxanue

Accuracy and originality of the presented material (oral and visual part)

Adequacy and persuasiveness

Using a sufficient number of sources, clearly identifying sources

Argumentation

TOYHOCTH M OPUTHHAIBHOCTD MPEJCTABICHHOTO MaTepraia (yCTHas M BU3yalibHasl 4acTh)

AJIeKBaTHOCTH U yOEIUTETHHOCTD

Hcnonp30BaHUe JOCTaTOYHOTO KOJIMYESCTBA UCTOUHUKOB, YETKAs UICHTU(DUKAIIHSI
HCTOYHUKOB

Argumentation
AprymeHTanus

Clarity and memorability of main ideas

Relationship between facts presented and theory, critical assessment of evidence

Distinguishing facts and opinions, considering alternative points of view

YeTkoCTh U 3aIIOMUHAEMOCTh OCHOBHBIX HJIEH

CBs13b M@Ky MTPEJCTABICHHBIMH (DaKTaMH U TEOPHUEH, KpUTHUECKas OIEHKA
JIOKa3aTeIbHOTO Marepuaia

Pasrpanunuenue ¢pakToB U MHEHUH, pACCMOTPEHHE aJTbTEPHATUBHBIX TOYCK 3PCHUS

Organization
Opranuzanus

Orderliness, adherence to citation rules

Feasibility, clear definition of the topics under consideration
Flow of speech

VYHOPSIIOYCHHOCTD, COOJTIOICHUE TTPABHIT IIUTUPOBAHHMSI
[erecooOpa3HOCTh, YETKOE ONPEIEIICHUE PACCMAaTPUBACMBIX TEM
IToTok peun

Style
Ctuie

Interacting with the audience (keeping the audience's attention)
Facilitating discussion (audience questions)

Reaction to audience questions

Spontaneity (the speaker does not read, uses little notes)
B3anmoneiictBue ¢ aynqutopueit (yaepkaHue BHUMAaHHS ayJTUTOPUH)
Ooneruenue BeJIeHUS JUCKYCCUU (BOIIPOCHI ayAUTOPUH )
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Peakius Ha BOpoChl ayIuTOpUU
CrioHTaHHOCTD (BBICTYMAIOIINIA HE YATAET, MAJIO HCIIOJIb3YET 3alICH )

Technics
Texauka

Visual contact with the audience, facial expressions

Fluency of speech (full sentences, no pauses)

Gestures, body movements

Use of visual aids (blackboard, computer graphics)

Speech control (tempo, volume, speed, correct stress setting)

BusyanbHblll KOHTAKT C ayIUTOPUEH, MUMHUKA

bernocts peun (mosnHble TPEIOKEHUs, OTCYTCTBHE T1ay3)

XKecTukymsinus, TeIOABHKCHUS

Vcnonb30BaHue BU3yallbHBIX CPEACTB (0CKA, KOMITBIOTEpHAs rpaduka)

PeueBoe ynpasnenue (TeMil, TpOMKOCTh, CKOPOCTh, MPABHIIbHAS IIOCTAHOBKA YIAPEHUS)

6. YdeOHasi iuTepaTrypa M pecypcbl HHPOPMALMOHHO-TEJIEKOMMYHUKAIIMOHHOM ceTH
"HHTepHeT", BKJIIOYasi IepevYeHb y4eOHO-MeTOAMYeCKOro odecnedyeHns 1JIs
CaAMOCTOAATEIbHOM PadoThI 00yYAIOIIUXCS 10 AUCHUIINHE (MOTYJII0)

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

6.2. JlonosHUTENbHAS TUTEPATYpA.
1. The Art of Negotiation: How to Improvise Agreement in a Chaotic World by Michael
Wheeler, 2013
2. 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.

6.3. YuebHO-MeToIn4YecKoe 00ecreueHue CaMOCTOSTEIbHON paOOTHI.

1. [TonoxeHue 00 opraHU3AIMKH CAaMOCTOSTEIHLHON pabOTHI CTYICHTOB (heepasbHOTO
TOCYIapCTBEHHOTO OIOKETHOTO 00pa30BaTeIbHOTO YUPEKACHHUS BBICIIETO 00pa30BaHUS
«Poccwmiickas akaieMusi HApOJIHOTO X03sICTBA 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 MPABOBBIE 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 kogexc 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. 3akoH P® "O rocyngapctBennoii taiine" ot 21.07.1993 N 5485-1

6.5. UHTEepHET-pECYpCHI.

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.UckyccTBO meperoBopos - http://businessnegotiations.biz/



http://www.ranepa.ru/images/docs/prikazy-ranhigs/Pologenie_o_samostoyatelnoi_rabote.pdf
http://www.amr.ru/
http://tpprf.ru/en/
http://businessnegotiations.biz/

19

6.6. 11Hble NCTOYHUKM.

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

2.Yyactue TpeTben CTOPOHBI B YpErylnupoBaHUU KOH(JIMKTOB -
http://www.plam.ru/bislit/’konfliktologija/p7.php

7. MarepuajJbHoO-TexHHYecKasi 0a3a, HHPOPMALMOHHBIE TEXHOJIOTHH, IPOIrPAMMHOE
obecneyenre U HHGOPMAITMOHHBbIE CIIPABOYHbIE CUCTEMbI

Jlnis ipoBeieHNsl IEKIMOHHBIX U MPAKTHYECKUX 3aHITUI HEOOXOJMMO CIIeyoIee

o0opynoBaHue: 10CKa, MapKephl, KOMITBIOTEP U MPOEKTOP.
Hcnonb3yercs NULIEH3MOHHOE MPOrpaMMHOE OOecreueHHe, a TakXkKe, CO3aHbl yCIOBUS

Ui (QYHKIMOHUPOBAHMUA  3JEKTPOHHOM  MH(POPMAIIMOHHO-00pa30BaTeNbHON  Cpempbl,
BKJIIOYaromied B ce0s  2JEeKTpOHHble  HMH(OPMALMOHHBIE  PECYpChl,  JJIEKTPOHHBIE
oOpa3oBarebHbIE pecypchl, COBOKYITHOCTb UH(POPMALTMOHHBIX TEXHOJIOTHIA,
TEJIEKOMMYHUKAIIMOHHBIX TEXHOJIOTHM, COOTBETCTBYIOIIMX TEXHOJOTMYECKHX CPEICTB MU
oOecrieynBaromieil 0cBoeHHE 00yJaromUMUCS 00pa30BaTeNbHBIX MPOrPaMM B TOJTHOM 00beMe
HE3aBUCUMO OT MECTa HaXOKJICHHsI 00yUaroIuXcs.

Mporpamma gUCLUUNANH peannusyeTca ¢ YacTU4YHbIM npumeHeHnem 0T n 30
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