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b1.B.23 IIeperosopsl (Negotiation Skills)

HAaumeHoearue ()MCI/}MI’ZJZMHbl

Atop: [IpenogaBarens JIsn A.U.
Kon 1 HanmMeHoBaHue HaNIpaBJIeHUs] MOATOTOBKH, npoduisi: 38.03.02 MeHneqxMeHT
KBanudukauus BoinyckHUKa: bakanasp
®opma odyuenusi: Ounas

ueﬂb OCBOCHHUSA NUCHMUIIJINHBI:

Kon Haumenosanue Kon sTama ocBoeHUA HaumenoBanue >Tamna
KOMIICTCHIINN KOMIICTCHIINN KOMIICTCHIINN OCBOCHHA KOMIICTCHIINN
[TK-6 Ymenue opranuzoBarb | [1K-6.2 CnocoOHOCTH BBHISBIISTH

Y TIO/ICP’)KUBATh CBSI3U
C JICJIOBBIMHU
napTHepamH,
UCTIONB3YSI CUCTEMBI
cbopa HeoOXomUMOi
uHpopmaru s
pacuIupeHus: BHEITHUX
cBsizeil 1 oOMeHa
OTIBITOM TIPH
peam3anuy MpoeKToB,
HalpaBJICHHBIX Ha
pa3BUTHE OpraHU3aluU
(mpennpusATHs, OpraHa
TOCYIapCTBEHHOTO HITH
MYHHUITUTATEHOTO
YIIPABJICHHS)

po0IeMbl SKOHOMUYECKOTO
XapakTepa MpHu aHajnze
KOHKPETHBIX CUTYaLU,
npeaiararh CriocoObl UX
pEILIEHHS C yYEeTOM
KPUTEPUEB COIHAIBHO-
HKOHOMUYECKON

3¢ pEeKTUBHOCTH, OTICHKH
PHUCKOB U BOZMOXKHBIX
COLIMANTbHO-3KOHOMHYECKHIX
MIOCIIEICTBUM.

Iliian kypca:

Ne HaumeHoBaHMe TeMbI Conep;lcalme TEMbI
Tema 1 The Nature of Business negotiations as an independent kind
Negotiation of professional activity. Concept of business

IIpupona neperoBopos

negotiations.

negotiations. Classification of business
negotiations. Functions of business

JlenoBbie meperoBopbl Kak CaMOCTOATENbHbBIN
BU/J PO eCCHOHATIBHOM NeSTEIbHOCTH.
KoHuenuus 1enoBbIX IeperoBopoB.
Kraccudukanus nenoBsix IeperoBopoB.
@OYHKIIMH JIeTOBBIX [IEPETOBOPOB.




Ne HaumeHoBaHMNe TeMBbI Conepmalme TEMbI
Tema 2 Strategic and Tactics of Strategy of conducting business negotiations.
Distributive Bargaining | Tactics of conducting business negotiations.
Crparerus u TaKTHKa Rules of conducting business negotiations.
PACTIpEACTHTCILHBIX Crparerus BeeHHs JENOBbIX IEPETOBOPOB.
TEperosopos TakTuka BeeHHsI IEIIOBBIX MIEPETOBOPOB.
[IpaBuia BeZieHUS IENIOBBIX TIEPETOBOPOB.
Tema 3 Ethics in Negotiations Ethics, morals and etiquette in business
OTHKa B IIEPEroBOpax negotiations. External appearance and culture
of conduct in the negotiations. Principles of
International Business
DTHKa, MOpPAJIb U 3TUKET B JICIIOBBIX
neperoBopax. BHeIHN BU U KyJIBTypa
TIOBEJICHUS Ha IeperoBopax. [IpuHIHITET
Tema 4 Perceptions, Mimicry (facial expression). Visual (visual
Cognition, and contact). Features of speech behavior.
Emotion Gestures and poses.
Bocnpusre, Mumukpust (BbIpaxkeHue Jinia). BusyanbHerii
Tosnamne u (Bu3yasbHBIN KOHTAKT). OcoOCHHOCTH
Smorp pedeBoro noseieHus. JKeCThl U MO3BI.
Tema 5 Finding and Ability to bargain. Methods of influencing the
Using negotiating partners. Potential areas of
Negotiating intersection in business negotiations. Levels of
Power business negotiations. Overcoming doubts and
Touck u objections in the negotiations.
C nmoMo1upro
Tleperosophi BOBM(\)')KHOCTI: ToproBatbcsi. CrIocoObI
Cona BO3/ICHICTBUS HAa TAPTHEPOB IO IEPETOBOPAM.
Bo3moxHBIE 0051aCTH TIepeceueHHs ACTOBBIX
NIEPErOBOPOB. YPOBHH JIEJIOBBIX MEPETOBOPOB.
[IpeononeHne COMHEHUN U BO3paKCHUHN Ha
neperoBopax.
Tema 6 International and American model of conducting business

Cross-Cultural
Negotiations
MexayHapoHble U
MeXKynbTy pHBII
IleperoBopsl

negotiations. English, German and French
models of conducting business negotiations.
Chinese and Japanese business negotiation
models. Arab model of conducting business
negotiations.

AMepI/IKaHCKaH MOACJIb BEACHUA ACIIOBBIX
MeperoBOpoB. AHIIIMICKas, HEMEIIKAs U
dpaHiry3cKas MOJIEIIN BEJACHHSI IETTOBBIX
neperoBopoB. Kuraiickue u sIMOHCKUE MOJETU
JIeTIOBBIX MIEPEroBOpPOB. ApabcKasi MO/IEb
BEJICHUS JICJIOBBIX TIEPETOBOPOB.

®opMBbI TeKylIero KOHTPOJISA U MPOMEKYTOYHOM aTTeCTAlMH.




B xone peanmuzarnun auctummabl «b1.B.23 [TeperoBopsr (Negotiation Skills)»
WCIIOJB30BAIMCH CIEIYIONINE MaTepraibl TEKYIET0 KOHTPOJIS: KOHTPOJIbHbIE PadoThI, 3cCe,
AUCIYT, IPe3eHTAIUsI

[TpomesxyTouHas aTTecTanus MPOBOAUTCS B popMe 3a4eTa (CUMYJISIHsI)
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