[Tpunoxenue 10 OIT BO

AHHOTAIIAA PABOYEHN ITPOT'PAMMBI JIJUCHUTLIAHBI

b1.B.JIB.04.01 IlpuaaTHe pelicHUHA Ha IEPEroBopax — Kak pa3yMHO BECTH IIEPETOBOPEI B
HepannonaasHoM Mupe (Decision-making in negotiations - how to negotiate rationally in a non-
rational world )

HAuUMeHOBaHUe OUCYUNTIUHBL

ABTop: Crapmuii mpenogasatens kaheapsl Uymak C.A.

Konx um HamMeHOBaHHMe HamNpaBJ/ieHUs] NMOATOTOBKH, NMPOrpaMMa MATrHCTPaTypbl:
38.04.02 MeHemKMEHT, HampaBlIeHHOCTh «JIuaepcTBo M m100ambHass KOHKYPEHTOCTIOCOOHOCTb.
MexayHaponHas aHIJIOSI3bIYHAS. MATUCTPATYPay»
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ueﬂb OCBOCHUSA NUCHMUIIJINHDbI:

Kon HaumenoBanue Kon stana ocBoenus HaumenoBanue sramna
KOMIETEHIIUU KOMIIETEHIINH KOMIIETEHIINH OCBOEHUSI KOMIIETEHIINH
YK -4 Crnocoben npumensats | YK -4.2 ApryMEHTUPOBAaHHO U

COBpPEMEHHbIE JI0Ka3aTeNbHO BEAET
KOMMYHHUKATHBHbBIE MOJIEMUKY, HCIIOIb3yET
TEXHOJIOTHH, B TOM BO3MOXKHOCTH O(ULIHATBHO-
YHClie Ha JIEJIOBOT'O CTUJISL B MPOIIECCE
WHOCTPaHHOM(BIX ) COCTaBJICHUS U

si3pIKe(ax), ATt pElaKTUPOBAHUS
aKaJeMH4YeCcKOro 1 HOPMaTUBHBIX ITPABOBBIX
npodeccuOHATBHOTO JIOKYMEHTOB B
B3aUMOJICHCTBUS npodeCCHOHAIBHON

IL1an kypca:

Ne HaunMeHoBaHHe TeMbI Copep:xanune
Tema 1 Goals of decision-making, Goals of decision-making, problem solving and
problem solving and negotiation
negotiation Ilenn mpuHSTHS peIeHUH, peIeHHs IpodIeM 1
Henu npuHATHS peLICHUH, [IEPETOBOPOB
perieHus mpoodieM 1
MEPErOBOPOB




HaunMeHOBaHHE TeMBbI

Coaepxanue

Tema 2 Nature and elements of Programmed and not programmed decisions
decision making Decision-making scenarios and outcomes
XapaKTeP W SJICMCHTBI IPUHATHA | Ratjonal vs. behavioral approach to decision
peeHui making
Group decision-making
3anporpaMMHUpOBaHHBIE u
HENPOTPaMMHUPOBAHHBIE PEIICHUS
CueHapuy IPUHATHUS PEIICHUN U PE3yIBTaThI
ParmyoHanbHEII UM NOBEAEHUYECKUH MOAXOX K
MPUHATHUIO PEIICHUN
I'pynnoBoe npuHATHE pemieHui
Tema 3 Problem solving techniques Problem solving techniques
Merozpl pereHs npodiem Mertonp! pemeHus mpobiemMm
Tema 4 Negotiation process Negotiation process
IleperoBopHsiii mporece ITeperoBopHEIif porece
Tema 5 Negotiation situations and Negation vs. litigation vs. sales
strategies Cross-cultural cultural and ethical aspects of
CuTyaluu u CTpaTeruu negotiators
TIeperoBopos When to negotiate and when not to do it
Position/need based
OTpunianue NpoTUB CyAeOHOTo MpoLecca MPOTHB
IpoIax
MeXKylnbTypHbIe, KyAbTypHBIE U OJTHYECKHE
ACTIEKTHI IEPETOBOPIINKOB
Korma Bectn meperoBopsl, a Korja He Aenarh
JomkHOCTB / TOTPeOHOCTH Ha OCHOBE
Tema 6 Six components of effective Six components of effective negotiation
negotiation lecTs KOMITOHEHTOB 3 PeKTHBHBIX
IllecTh KOMIIOHEHTOB MeperoBopoB
3¢ PEKTUBHBIX IIEPETOBOPOB
Tema 7 Four habits of effective Active listening
negotiators Questioning
YeTbIpe NpUBBIYKU Not disclosing
S heKTHBHEIX NIEPErOBOPIINKOB | preerve the relationship
AKTHBHOE CllyllIaHHE
Hormpoc
He packpriBas
CoxpaHU OTHOIICHUS
Tema 8 Techniques of successful BATNA, ZOPA, Anchoring, Leverage,

negotiations
ITpuemsbl ycrenHbIx

MIePETOBOPOB

Resistance point, Nibbling, Winner’s curse
BATHA, 30IIA, Sxopenue, IIneuo, Touka
conportuneHus, OTkyceiBanue, [Ipoknstue
mobenuTens




when there is an impasse
Tpu mara, KOTOPBIE MOXKHO

NPEANPUHATE B TYITMKOBOU
CUTYaLUH

Ne HaumeHnoBaHue TeMbl Conepixanne
Tema 9 Two ways to obtain Two ways to obtain information from the other
information from the other side during a negotiation
side during a negotiation JIBa crioco6a momy4uTh HHYOPMAIIUIO OT JPYTOit
JBa cnoco0a mony4yuTh
. CTOPOHBI BO BPEMS IIEPETOBOPOB
WHPOPMAIHIO OT APYTOM
CTOPOHBI BO BpEMsI IIEPETOBOPOB
Tema 10 Three steps that can be taken Three steps that can be taken when there is an

impasse
Tpu 1mara, KOTOpbIE MOXXHO TIPEANPHUHATH B
TYIIUKOBOW CUTyalllU

@opMBI TEKyILIero KOHTPOJISI M IPOMEKYTOYHOM aTTeCTAlMM:

B xone peanuzauun qucuumiueel «b1.B.JIB.04.01 IIpunsTtue pemenuii Ha neperoBopax
— KaK pa3yMHO BECTH IEPEroBOpHI B HepanmoHaibHoM Mupe (Decision-making in negotiations -
how to negotiate rationally in a non-rational world )» ucrnonb3o0Banuce cieayromue MaTepruatbl
TEKYIET0 KOHTPOJIS: IUCIYT, Keic, CHMY IS

[TpomexxyTouHast aTTecTanus MPOBOIUTCS B popMe IK3aMeHa (Icce)

OcHoBHas JuTeparypa:
1. Quantum Negotiation: The Art of Getting What You Need, by Karen S. Walch, Stephan
Joerg Schmitz, Michael Wheeler, 2017
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