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AHHOTAIUSA PABOYEH TPOT' PAMMBI JTUCIUILINHBI

b1.B./1B.04.02 «HaBbIkH BeeHHS NIEPErOBOPOB

HaUMeHO8aHue OUCYunIun (MooyJs)

ABTOp: K.¢WILH., norieHT Tymanosa O.M.

Kon n HanMeHOBaHUe HANIPABJICHUS MOATOTOBKH, MpoduJis:

38.04.02 «MenemKkMeHTY, MPOPIITH « YTIPABICHHE Pa3BUTHEM OM3HECa (OpraHU3aIlim )»
KBaimnpukanus (cTeneHb) BIMYCKHUKA: MarucTp

®opma 00y4eHHsA: OYHAS

Leab ocBoeHUs] TUCHMIJIMHBI: cOPMHPOBATH KOMITETEHIIUIO B OOJIACTH YIIPABICHHUS
OpraHu3aIMsIMH, TOJPA3ACICHUSIMH, TPyNIaMud (KOMaHIAMH) COTPYIHUKOB, IMPOCKTAaMH U
CEeTSIMH; Pa3pabOTKH KOPIOPATUBHOM CTPATETWH, MPOrPaMMbl OPTaHHU3AIMOHHOTO PA3BUTHS |
u3MeHeHu# u obecneueHus ux peanuzanuu (I1K-1, I1K-2).

ILnan kypca:

Tema 1. KonuenrtyajibHble 0CHOBBI IIEPErOBOPHOIO Npouecca

1.1. IleperoBopsl kKak OCHOBA IUIIOMAaTHH.

1.2. IleperoBopsl Kak HayKa U UCKYCCTBO.

1.3. ®yHKIIMU IEPETOBOPOB.

1.4. Cormacue ¥ B3aUMHOCTb Kak BaKHEMIIME NPEANOCBUIKM  JIOCTH)KECHUS
B3aMMOIIPHEMIIEMOM TOTOBOPEHHOCTH T10 IPEAMETY IIEPETOBOPOB

Tema 2. IliannpoBanue, MOATOTOBKA U OPraHU3aNMs NePeroBopoB

2.1. BcecropoHHuil rIyOOKHMH ~aHanM3 IpeIMeTa EperoBOpoB U MHTEPECOB
3aUHTEPECOBAHHBIX CTOPOH.

2.2. Ctparernyeckoe, TAKTHYECKOE U aIMUHUCTPATUBHOE IIJIAHUPOBAaHUE IIEPETOBOPOB.

2.3. CoOcTBEHHO MOArOTOBKA K IIEPErOBOpaM.

2.4. IleperoBopsbl 0 eperoBopax.

2.5. IloaroroBka neperoBOPHON KOHILIETIIINH.

2.6. [TogroroBka neperoBOpHON MO3ULMHU U TUPEKTUB JIeeTraluu

Tema 3. HemocpeacTBeHHO meperoBopbl, MX HTOIOBbIH JITall M HANMOHAJIBbHBIE
0COOCHHOCTH Be/ICHHUS NeperoBopoB

3.1. HermocpeacTBEHHO MEPETOBOPHI.

3.2. DTansl HENOCPEACTBEHHO IEPETOBOPOB.

3.3. BzaumMHO€ YTOUHEHHE TTO3HIIHIA.

3.4. JluckyccuoHHbIM 3Tan. IToroseli sTar.

3.5. Meronpl, ucronb3yeMble B IeperoBopax. TeXHHKAa M TaKTHKa apryMEHTHPOBAaHHUS Ha
neperosopax. @opMmynupoBaHue UTOrOBOTO JOKYMEHTA.

3.6. BaxHOCTp ydeTa HAllMOHAJIBHBIX M PErHOHAJbHBIX OCOOEHHOCTEH Y4YaCTHUKOB
NEeperoBOpHOro nporecca. OCOGEHHOCTH NEPEroBOPOB € MAPTHEPAMHU U3 PA3IMUHBIX CTPAH

Tema 4. IleperoBopsbl ¢ KJIMEHTAMH

4.1. IIpodunaktuka 1 pasperieHne KOHPIUKTOB C KIMEHTaMHU IIyTeM I1epPEroBOPOB

4.2. TleperoBopbl C KJIMEHTAMHU B JIEJIOBOU MEPEIUCKE

4.3. TenedoHHbIE TEPETOBOPHI

®opMBI TEKYLIEro KOHTPOJISI H IPOMEKYTOYHOM aTTeCTALlUM:

@OpMBI TEKYIIIEro KOHTPOJS YCIEBAeMOCTH: TECTHPOBAaHUE, KOHTPOJIbHAs padoTa, 3cce,
TUCITYT.

dopMa TPOMEKYTOUHOH aTTecTaluy, OTpaxkaromas (OpMHUPOBAHHE KOMIICTCHIIMH Ha
YPOBHE IaHHOM ITUCLUIUIMHE: 3a4€T.
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