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Content of the discipline

Topic 1. Introduction to the discipline. Theoretical foundations of effective negotiations

The essence, functions, and structure of communication. The essence, types and functions of
business communication. Culture of business communication. The communicative side of
communication. Structure and principles of communication. Model of the communication
process.

Topic 2. Non-verbal means of communication

Kinesic features of communication. Classification and features of basic gestures. Characteristics
of gestures and postures. International differences in gestures. Proxemic features of
communication. The spatial location of the interlocutors and the distance between them.
Relationships of partners in time. The negotiating table.

Topic 3. Speech culture of business conversation

Culture of speech of a business person. The concept and components of speech culture. Features
of speech culture. Development of speech culture. Public appearances. Preparation for public
speaking. Conditions and techniques for maintaining attention to the performance. End of the
speech. Culture of business dispute.

Topic 4. Active forms of business communication

Business protocol: essence, characteristic, meaning. Business conversations. The concept of a
business conversation. Structure and characteristics of the main stages of a business
conversation. Methods and techniques. Business negotiations. Strategy and tactics of business
negotiations. Preparation of business negotiations. Negotiation technology.

Topic 5. Conflicts in the business sphere

The nature and causes of conflicts. The nature and structure of the conflict. The concept of a
conflictogen. Causes of conflicts. Conflict dynamics. Typology of conflicts. Classification and



characterization of conflicts. Types of personal behavior in conflict situations. Conflict
resolution.

Topic 6. Effective communication

Negotiation technology. Conclusion and analysis of the results of the negotiations. Culture of
business meetings. General characteristics of meetings and meetings. Types and types of
meetings. Preparation and management of meetings. Features of communication with foreign
partners.

@DopMbI TEKYLIET0 KOHTPOJISI M IPOMEKYTOYHOM aTTECTAIMU:
During the implementation of the discipline B1.VV.DV.01.20.09 Efficient negotiations the
following methods of current monitoring of students ' progress are used:

—when conducting seminar-type classes: Dispute
— when working independently: Homework

Intermediate certification is carried out in the form of a test with an assessment (an oral answer
to two questions).
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