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IL1an Kypca:

Ne HaumeHnoBaHue TeMbl Conep:xanne
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




Ne HaunmeHnoBaHue TeMbl Conep:xanue
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 other side during a negotiation
side 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

D opMbI TEKYLIET0 KOHTPOJISI M IPOMEKYTOYHOM aTTeCTALMHU:
@OpMBI U METOIBI TEKYILIETO KOHTPOJIS YCIIEBAEMOCTH JUCITYT, KEUC, CUMYIISLIHS
dopMa MPOMEKYTOUHOM aTTeCTalNK — DK3aMEH
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