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Appendix 10 ОP VО 

 

MODULE DESCRIPTION 

 

STRATEGIES & TACTICS OF INTERCULTURAL BUSINESS COOPERATION 

 

Designed by: Bernshteyn V.L., PhD. 
 

Code and title of the program and specialization:  

38.03.02 Management, International Management 

Degree Program: Bachelor 

Format of study: full-time 

 

I. Summary of Module Content 
 

The module focuses on the specifics of international business interaction and students’ 

abilities to communicate effectively as the key point of effective professional interaction. The 

process of effective international interaction is based on person’s communicative competence 

and the knowledge of strategies and tactics at all levels of communication: interpersonal, group 

and mass communication – and principles of appropriate realization of professional 

communication skills.  The Module provides information about different conditions and 

situations the communication takes place in and reasons for communicative barriers and 

blockages. The Module assists students to acquire skills in professional communication, verbal 

and non-verbal, and to manage and model negotiation process as a way to business cooperation 

and success. 

 

 

II. Module Aims 
 

The module aims at: 

 Ability to communicate in a professional manner as an effective negotiator in Russian and 

English; 

 Ability to develop him/herself culturally and professionally and to use one’s  potential; 

 Ability to act in non-routine and complex situations, accept social and ethical responsibility 

for decisions taken and actions made; 

 Ability to lead teams in the chosen profession with tolerance and awareness of social, 

religious, ethnic and cultural diversity; 

 To provide the knowledge of strategies and tactics of verbal and non-verbal communication 

in the process of business interaction;  

 To familiarise students with the principal concepts, frameworks and techniques of  the 

Theory of Communication; 

 To give students the tools to conceive, design, implement and evaluate strategic decisions in 

a variety of situations of intercultural professional interaction. 

 

 

III. Learning Outcomes 
 

1. To enable students to identify, and evaluate the situation of professional interaction and 

exploit strategic communicative tools needed in every specific situation. 

2. To enable students to develop their communicative competence and to implement it to make 

the process of communication fruitful. 
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3. To enable students to use appropriate theoretical framework and analytical tools to identify 

and analyze the principles of realization of professional interaction; 

4. To form students’ communicative competence appropriate for becoming a skillful and 

effective negotiator. 

 

 

Skills and knowledge 

 

By the end of this module students will be able to: 

 

1. Understand and use the key concepts, frameworks and tools of the theory of communication 

and practical implementation of the strategies and tactics of professional interaction in the 

global context. 

2. Evaluate the communicative interaction processes in global business environment. 

3. Possess skills, techniques and tools to become an effective negotiator in professional spheres.  

4. Acquire experience in analysing and arguing about communicative strategic goals and tactics 

needed for their achievement. 

 

 

IV. Syllabus Content and Student Workload 
 

Indicative Syllabus Content 

 Module overview and Introduction. What is communication process. 

 Structural models of communication. Levels of Communication.  

 Basic types of people’s communicability. Barriers to effective communication. 

 Types of professional communication.  Conditions and Principles of realization of professional 

communication. 

 Monologue and dialogue Speech tactics.  

 Strategies and tactics of professional communication and the principle of their adequate choice. 

 Negotiation process as the basis of professional business interaction.  

 Knowledge, skills and competence in negotiations. 

 Cultural differences in negotiations.  

 Manipulations in negotiation process. Black rhetoric. 

 Importance of non-verbal communication at the professional level.  

 Feelings and emotions as communicative factors. 

 

An overview of the syllabus content can be seen bellow. Please, note that according to the 

learning speed of the group the themes in the syllabus may be grouped within one lecture or split 

into several ones.     

 

 Content 

Topic 1 

 

2 hours 

 What is communication process 

Theory of Communication.  

Modern Communication Concepts. 

Communicative competence in the professional training system of 

modern specialist.  Ethics of professional communication. 

Practical Task. Discussion. 

 

Topic 2 

 
Structural models of communication.  

Levels of Communication:   
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2 hours - Interpersonal communication;  

- Communication in small groups – Techniques for group decision 

– making in Business.  

- Mass communication (Magic bullet, Hypodermic needle, 

Accumulation, Selective Exposure, Two-step Flow, Diffusion of 

Innovation, Cultivation Effects theories). 

     Case Study  

 

Topic 3 

 

2 hours 

Basic types of people’s communicability. 

Ego states and verbal communication. 

Barriers to effective communication: 

- Environmental; 

- Technical; 

- “Human” communication barriers (deliberate misunderstanding, 

intentional complexity of speech, illusory agreement, etc.) 

- Sociocultural.      

      Case Study 

 

Topic 4 

 

2 hours 

Types of professional communication.  

Conditions and Principles of realization of professional communication:  

- Political correctness; 

- Constructiveness and Cooperation; 

- Neutralization of manipulations; 

- Self-esteem, etc.   

    Problem-solving Task 

 

Topic 5 

 

2 hours  

Monologue and dialogue Speech tactics. 

- Shift; 

- Strengthening; 

- Provocation; 

- Making the element of informality; 

- Appeal to authority, etc.  

Positive self-presentation (AIDA).  

    Practical Task 

 

Topic 6 

 

2 hours 

Strategies and tactics of professional communication and the 

principle of their adequate choice.   
Rabulistic Strategies of attack. 

Eristic strategies of self-defense.  

Strategic goals (to get/provide information, establish relationships, ensure, 

conceal intentions, etc.)  

      Case Study  

 

Topic 7 

 

2 hours 

Negotiation process as the basis of professional business interaction. 

Types of negotiations and their structure.  

The importance of Pre- negotiation process.  

Stages of Negotiations 

Protocol of Negotiations: its forms and international standards. 

Practical Task 

 

Topic 8 Knowledge, Skills and Competence in Negotiations. 
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2 hours 

Strategies for focusing on your interests. 

Styles of Negotiations: Hardball & Principled Negotiations 

The necessity of Status quo in intercultural communication and ways to 

achieve it.  

The ability to model negotiation process. 

 WATNA | BATNA  

Role-play 

 
Topic 9 

2 hours 

 

 

 

 

Cultural Differences in Negotiations  
Knowledge of linguacultural negotiation styles of your foreign partners. 

Ability and ways to become a subtle strategist in negotiation process 

Psychological and emotional factors in accepting another culture. 

The peculiarities of business communication in Russia. 

      Problem-solving Task 

 

Topic10 

 

2 hours 

Manipulations in Negotiation Process. Black rhetoric. 

Lying and Questions-Tricks.  

Adequate eristic self-defense strategies. 

Ethical decision-making. 

      Discussion 

 

 

Topic 11 

2 hours 

 

Credit 

(oral) 

Importance of non-verbal communication at the professional level  
(Kinetics, proxemics, eye contact, posture, mimics, gesture, etc.) 

How to analyze non-verbal communication. 

 

         CASE STUDY PRESENTATIONS 

Topic 12 

2 hours 

 

 

 

Credit 

(written) 

Feelings and Emotions as communicative factors. 

I-Message vs. You- Message 

Management of emotions and feelings: constructive openness. 

Pacifying Behavior. 

 

FINAL TEST  

 

 Sources 
 

1. Baryshnikov N.V. (2013) Osnovy professional'noi mezhkul'turnoi kommunikatsii: uchebnik. 

M.: Vuzovskii uchebnik: INFRA-M. 368. 

2. Bernshtein V.L. (2008) Strategicheskij component discursivnoj kompetencii studenta-

nelingvista: INION RAN MGLU-M. 17-24.  

3. Bernshtein V.L. (2004) Nekotorye priemy razvitiia umeniia nepodgotovlennoi rechi // Inostr. 

iazyki v shkole, №7. 17-24. 

4. Byram, M. Teaching and Assessing Intercultural Communicative Competence. – Clevedon: 

Multilingual Matters. - LTD, 1997. – 121p.  

5. Bredemeier K. The Art of Verbal Attack: Practical Guide (transl. from German). – 3
rd

 

Edition. - M: Alpina Business Books. -  2007. – 187 p 
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6. Bredemeier K. Black Rhetoric: The Power and Magic of Language. M.: Alpina Business 

Books. – 2007. – 184 p. 

7. Goihman O.J. , Nadeina T.M. (2003) Rechevaja kommunikacija: uchbnik. INFRA-M. 272 

8. Gorianina V.A. (2002) Psyhologia obshenia: uchebnoe posobie: Akademia-M. 416. 

9. Issers O.S. (1999) Communicative Strategies and Tactics of Russian Speech.- OmGU: 

Omsk; 285. 

10. Ivashenko I.A. (2005) Let’s Make a Deal! Business Culture Guide.-  karo-SPb. 256. 

11. Karaulov Iu.N. (1987) Russkii iazyk i iazykovaia lichnost'. M. 236. 

12. Khutorskoi A. V. (2003) Kliuchevye kompetentsii kak komponent lichnostno-

orientirovannoi paradigmy obrazovaniia // Narodnoe obrazovanie. - №2. 58-64. 

13. Klippel, F. Keep Talking. – Cambridge University Press. -1994. – 202 p. 

14. Larina T. The category of Politeness in the English and Russian Communicative Cultures/- 

M.: Rukopisnye pamiatniki Drevnei Rusi. – 2003. – 512 p. 

15. Mascull, B.  Market Leader Upper Intermediate 3
rd

 Edition // Business English Teachers’ 

Resource Book.–Pearson Education LTD.–2011.–215p.  

16. Martin J.- C. Le Guide de la communication. – Marabout, 1999. – 350 p. 

17. Osnovy teorii kommunikacii pod redakciej Vasilika M.A. (2003): Gardariki- M.615. 

18. Savignon S. Evaluation of Communicative Competence: the ACTEL Provisional Proficiency 

Guidelines // Modern Language Journal. – 1985. -#69 - P.129 – 134.  

19. Kirshbaum E. Irony as Defensive Mechanism. -  http:www.elitarium.ru /2005/12/09/ironija 

kak zashytnyjj-mekhanizm. html  

20. Fox, G. The Internet: Making it Working the ESL Classroom [Electronic resource]/  G. Fox 

// The Internet TESL Journal, Vol. IV, #9. –September 1998. Access mode: 

http://www.aitech.ac.jp/_iteslj/Articles/ Fox-Internet.html. 

21.  Wilkinson, D. Getting your Class Connected [Electronic resource] / D. Wilkinson // The 

Internet TESL Journal, Vol.II, #9. – September 1996.- Access mode: 

http://iteslj.org/Techniques/ Wilkinson-Connected.html. 

22. Aitkin,T. Active Teaching and Active Learning: Teaching Techniques and Tools.- Oregon 

State Univerity Extension Service, 2005. – Access: 

http://extension.oregonstate.edu/metro4h/sites/default/files/activeteaching.pdf 
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