ITpunoxenue 10 OIT BO

AHHOTAIIMSA PAGOUYEH ITPOT PAMMBI U CITUTL/TUHBI

b1.B./1B.04.02 «HaBbIKU Be/jeHUsI IePeroBopoB»

HaumeHog8aHue oucyuniuH (Mooys)

ABTOp: K.QUM.H., fouieHT TymaHoBa O.M.

Kopa 1 HanMeHoBaHuUe HanpaB/ieHUs MOATOTOBKH, poduis:

38.04.02 «MeHeKMeHT», MPOGHIIb «YTIpaBieHre pa3BUTHeM OM3Heca (OpraHu3alim)»
KBanudukanus (creneHb) BbIMYCKHUKA: MarvucTp

dopma o0yueHHsI: OUHast

Henp ocBoeHHMs JUCHMILIMHBI: CPOPMHUPOBATh KOMIIETEHIHIO B 00/1acTH yIpaB/eHus
OpraHu3alUsiMM, TMOApa3ie/NeHusIMA, TpymnnaMyd (KOMaH[aMu) COTPYZHUKOB, TIPOEKTaMu |
ceTsiMH; pa3pabOTKU KOPIIOPAaTUBHOM CTpaTeruy, NMPOrpaMMbl OPraHU3allMOHHOTO pa3BUTHS U
n3MeHeHUl U obecrieuenust ux peanusaiuu (ITK-1, TTK-2).

IInan Kypca:

Tema 1. KoHuenTya/ibHbIe 0CHOBEI NIEPEroBOPHOrO Mporecca

1.1. ITeperoBopsI Kak OCHOBa JUILJIOMaTHU.

1.2. ITeperoBopsbI Kak HayKa U UCKYCCTBO.

1.3. ®yHKUMU [1eperoBOpoB.

1.4. Cornacne ¥ B3aUMHOCTb KaK Ba)KHEHIIMe TPeANOChIKA  JOCTKEHUs
B3aUMOIIpUeM/IEMOU JOTOBOPEHHOCTH 10 IIpeMeTy IIeperoBOpoB

Tema 2. IlnanvpoBaHue, NOAr0TOBKA U OpraHu3aLus MeperoBopoB

2.1. BcecropoHHuii rnyOOKMi aHa/M3 TpeAMeTa TEPerOBOPOB M WHTEPECOB
3aMHTEepeCOBaHHbIX CTOPOH.

2.2. Crparervueckoe, TakTU4eCKoe U a/MUHUCTPaTUBHOe IIJIaHUPOBaHKe [1eperoBOpoB.

2.3. CoOCTBEHHO TIOATOTOBKA K TT€PEroBOpaM.

2.4. IleperoBops! 0 IeperoBopax.

2.5. ITogroToBKa neperoBOpHOI KOHLIEMLUU.

2.6. ITogroToBKa neperoBOpHOM MO3ULMU U AUPEKTUB JeJieralun

Tema 3. HemocpeACcTBeHHO mNeperoBOpbl, MX HTOrOBbIM 3Tall U HALMOHA/IbHbIE
0CO0EHHOCTH BeJIeHHs NePeroBopoB

3.1. HenocpeacTBeHHO MeperoBopsblI.

3.2. Jrarnsl HeroCpe CTBeHHO I1eperoBopoB.

3.3. B3aumMHoe yTouHeHue TTO3ULIUM.

3.4. [INCKyCCUOHHBIM 3Tan. VITOroBbIi 3Tam.

3.5. MeTogpl, ucronb3yeMble B MeperoBopax. TeXHUKa U TaKTMKa apryMeHTHUPOBaHUSI Ha
reperopopax. @opMyMpoBaHUe UTOTOBOIO JOKYMEHTa.

3.6. BaXHOCTh yueTa Hal[MOHATbHBIX W PerMOHa/IbHBIX 0COOEHHOCTeN YYaCTHUKOB
TieperoBOpHOro mpotiecca. Oco6eHHOCTH TIePeroBOPOB C TTapTHePaMH U3 Pa3/IMYHbIX CTPaH

Tema 4. IleperoBopsl ¢ KIMeHTaMu

4.1. lIpodunaktyka 1 paspelieHre KOHQIMKTOB C K/IMeHTaMH IyTeM [1eperoBOpoB

4.2. TTeperoBopbl C KIMeHTaMH B []e/I0OBOM TeperucKe

4.3. Tene(oHHbIe TIEpETOBOPLI

®opMBbI TeKyIero KOHTPOJIA U IPOMEe)XyTOUHOM aTrTecTaluu:
®opMbI TeKylI[ero KOHTpOJIsl yCIleBaeMOCTH: TeCTUPOBaHUe, KOHTpo/bHas pabota, scce,
JUCITYT.



dopmMa NPOMEXYTOUHOM arTecTaluy, OTpakaroljasi (OpMHpOBaHHe KOMIIETEHL[MM Ha
YPOBHE JIaHHOU JUCLIUI/IMHE: 3aueT.

OcHoBHas /uTeparypa:

1. KeHHenw, I'. Meperosopsbl: MosHbLIA KypC. [DN1EKTPOHHbIN pecypc] :
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