PABOYAS ITPOI'PAMMA
MonyJs (Kypca)

«AHTJIMICKHUI A3BIK IJIs1 1€JIOBOr0 o0umeHns (4.2)»

Leanio ocBOeHUsI MOAYJIs sIBJIsIeTcs1 (YOPMHUPOBAHUE Y CITylIaTeseil ClIOCOOHOCTH U TOTOBHOCTH

K MEXKYJIbTYPHOMY OOIICHHUIO, CIIOCOOHOCTH JIOTHYECKH BEPHO, APTyMEHTHPOBAHO U SICHO CTPOHTH
YCTHYIO U NMMUCBMEHHYIO Pedb, 3HAHHUN JIEKCUKO-TPaMMaTHYeCKOr0O MUHUMyMa B 00beMe, He00X0IUMOM
111 pPaOOTHI B YCIIOBHSIX MEXKYJIBTYPHOM KOMMYHHKALUHU B TPO(ECCHOHANBHON AESTEIBHOCTH.

2. COAEP/KAHHE

Ne Haumenosanne CO,I[Cp)KaHI/IC O6yquH$I (1'[0 TEMaM B JTUJAKTHUYCCKUX CO,I[Cp)KaHI/IC
n/m | MomyJs, €AMHHUIIAX ), HAMMEHOBaHNE U TEMATHKa J1a00paTOPHBIX 00y4eHus B
pa3aenoB U TeM paboT, mpaKTHYECKUX 3aHITHI (CEeMUHAPOB), JTAAAKTHYECK
CaMOCTOSATEIILHOU PadOoThI ¢ yKa3aHUEM KOJI-Ba 4acoB, WX eAUHULIAX
MCIIOJIb3YEeMbIX 00pa30BaTENbHBIX TEXHOJIOTUN U (xo-BO
PEKOMEH1YEMOU JIMTEPATYPHL 9JacoB)
1. 2. 3. 4.
1. AHTIHHCKHIA 97
A3BIK QJISA
1€JIOBOTO
odmenus (4.2)
1.1 | Pazmenl. [IpakTrueckue 3aHATUA 20
Business
Meetings (2) CamocrosTensHas paboTa 10
11. | Temal. Ilpaxmuuyeckue 3anamus 10
1 Brainstorming Advantages and disadvantages of brainstorming as a
and evaluating technique for generating ideas;
useful phrases for making suggestions, agreeing and
disagreeing;
practice and feedback of the situations of brainstorming
and evaluating ideas.
Camocmosmenvhas paboma 5
pa60Ta C Mar€prvajlaMu IPaKTUIYCCKOI'O 3aHATUSA B BHUIAC
BBITIOJIHCHU ST IOMAIITHUX (MHIMBUYaJIbHBIX ) 33]JaHHI;
HCIIOJIB30BAaHUC peCypCcoB JJIA CaMOIIPOBEPKU n
3aKPCIJICHUA TCOPETUUCCKUX U ITPAKTUICCKUX 3HaHUH npu
rmomor TeMarnaeckux LOC tools;
HCIIOJIb30BAHUC PECYPCOB CCTHU I/IHTepHeT, AJICKTPOHHBIX
Y4eOHUKOB H CJIOBApEi, ayJn0- U BHIEOMATEPHAIIOB;
CaMOCTOATCIIbHOC N3YYCHUC OTACIIbHBIX TCM 10
PEKOMEHJALINH ITPETIOIaBaTENIS.
1.1. | Tema 2. Action Tlpaxmuyecxue 3anamus 10
2 points Five key questions for Action Points;
useful phrases for volunteering for and delegating Action
Points;
useful phrases for closing a meeting;
practice and feedback of the situations of closing a
meeting.
CamocmosmenvHas paboma 5

paboTa ¢ MarepualaMH TPAKTHYECKOTO 3aHATHS B BUIE
BBIMIOJTHEHHU ST JIOMAITHUX (MHANBUIYaTbHBIX) 331aHHI;
WCIONB30BAaHME  PECYpCOB  JII  CAMOIPOBEPKH U
3aKpeTJICHHSI TEOPETHUECKUX U MPAKTUIECKUX 3HAHUN TIPH
oMo teMarnaeckux LOC tools;




UCIIOJIb30BAaHNUE PECYPCOB CeTH MHTEpHeT, 3MeKTPOHHBIX
y4eOHHMKOB U CIIOBApei, ay/IMo- U BUICOMAaTEPHAIIOB;
CaMOCTOATEIIFHOE U3YUEHNE OTIEeIbHBIX TEM TI0
PEKOMEH/IALIMH TTPETIOABATE]ISL.

1.2

Pazmen 2.
Business
Negotiations

IIpakTHueckue 3aHATUS

CamocrosTenpHas padora

44

22

Tema 1. Building
relationships

Hpakmultecmte 3AHAMUA

The importance of building relationships in negotiations;
some useful phrases for a range of relationship-building
techniques;

an example of relationship-building in practice;

practice and feedback of the situation of building a
relationship in a negotiation.

Camocmosamenvras paboma

paboTa ¢ MarepuaiaMH MPAKTUYECKOrO 3aHSTHS B BHIIC
BBIMOJTHEHHU ST IOMANTHUX (MHIUBUIYaJbHBIX ) 33/[aHUM;
UCIIOJIb30BAHUE ~ PECYpCOB ISl CaMOIPOBEPKH U
3aKpEIUICHHS TCOPETHUCCKUX U TPAKTHYECKUX 3HAHUH MPH
oMo TeMarnaeckux LOC tools;

HCIIOJIb30BAHUE PECYPCOB ceTH MHTEpHET, 3JICKTPOHHBIX
yUeOHHKOB M CJIOBApEH, ayJn0- U BUICOMATCPHAIIOR;
CaMOCTOSTEIIBHOE U3YUEHHE OTIEIILHBIX TEM T10
PEKOMEHJIAITIH MTPEOIaBaTEIs.

10

Tema 2.
Positions and
interests

Hpakmuttecmte 3AHAMUA

Techniques for planning and preparing for a negotiation;
the differences between positions and interests;

useful phrases for stating your opening position;
practice and feedback of the situation of stating your
position in a negotiation

CamocmosmenvHas paboma

paboTa ¢ MarepHalaMH TPAKTHYECKOTO 3aHATHS B BUIE
BBIMOJTHEHU ST IOMANTHUX (MHIUBUTYaTbHBIX ) 33]JaHU;
WCIIONB30BAaHME  PECYpCOB IS CAMOIPOBEPKH U
3aKpETUICHHS TCOPETHUYCCKUX U TIPAKTHYCSCKUX 3HAHUH MPU
oMo teMarnaeckux LOC tools;

WCIOJIb30BAaHUE PECYPCOB CeTH MHTEpHET, DIICKTPOHHBIX
y4eOHHMKOB U CJIOBApEii, ay/In0- U BUICOMAaTEPHAIIOB;
CaMOCTOATEITLHOE U3yUICHUE OT/CITBHBIX TEM IO
PEKOMEH/IAINH MPETOAABATEIS.

10

Tema 3.
Questioning and

clarifying

Tlpaxmuueckue 3anamus

Typical stages in a negotiation, and the reasons for
structuring a negotiation in this way;

the importance of asking different types of questions to
clarify and probe;

useful phrases for clarifying, summarising and responding;
practice and feedback of the situation of checking and
responding to the other party’s position statement.

Camocmosmenvras paboma

paboTa ¢ MarepualaMH TPAKTHYECKOTO 3aHATHS B BHIE
BBITIOJTHEHHU ST JIOMAITHUX (MHAUBUIYATbHBIX) 331aHHI;
WCIONB30BAaHME  PECYpCOB  JUJII  CAMONPOBEPKH U
3aKpEIUICHHS TCOPETHUCCKUX U TIPAKTHYCCKUX 3HAHUH MPU
oMo TeMarnaeckux LOC tools;




UCIIONIb30BaHNE PECYpcoB ceTh MHTEpHeT, 3NMeKTPOHHBIX
y4eOHHMKOB U CIIOBApei, ay/IMo- U BUICOMAaTEPHAIIOB;
CaMOCTOATEIIFHOE U3y4YEHUE OT/IEILHBIX TEM T10
PEKOMEH/IALIMH TTPETIOABATE]ISL.

Tema 4.
Bargaining

HpaKmuquKue 3AHAMUA

Techniques and strategies for the bargaining stage of a
negotiation;

practice of bargaining in a complex multi-variable
negotiation.

CamocmosmenvHas paboma

paboTa ¢ marepuaiaMu TPaKTUUECKOTO 3aHSATHS B BHJIC
BBIMOJTHEHU ST JOMAITHUX (MHIUBUIYaIBHbIX ) 3aaHuU;
UCMONB30BAaHUE  PECYpCOB  JUISL  CAMOMPOBEPKH U
3aKpEIUICHHS TCOPETHUECKUX U TMPAKTHYECKUX 3HAHUI TIPH
rmomor TeMarnaeckux LOC tools;

UCIIOJIb30BAHUE PECYPCOB ceTH MHTEpHET, 3JICKTPOHHBIX
y4eOHHMKOB U CJIOBApEii, ay/In0- U BUICOMAaTEPHAIIOB;
CaMOCTOATEITLHOE M3yUYCHUE OT/CITBHBIX TEM I10
PEKOMEH/IAIMH TIPEIIOIaBATEIIsL.

Tema 5.
Clinching the
deal

HpaKmuquKue SaAHAMUA

Aggressive negotiation tactics, and ways to deal with
them;

example of the closing stage of a negotiation;

useful phrases for reaching agreement and clinching a deal;
practice and feedback of the situation of closing a
negotiation.

CamocmosmenvHas paboma

paboTa ¢ MarepualaMH TPAKTHYECKOTO 3aHATHS B BUIE
BBITIOJTHEHHU ST JIOMAITHAX (MHANBUIYaTbHBIX) 331aHHI;
WCIONB30BAaHME  PECYpCOB I CAMOIPOBEPKH U
3aKpeTJICHHSI TEOPSTHUCCKUX U MPAKTUIECKUX 3HAHUN TIPU
oMo TeMarnaeckux LOC tools;

UCIONE30BaHUE PECYPCOB CeTH MHTEpHET, DIICKTPOHHBIX
y4eOHHUKOB M CIIOBAapeH, ayano- ¥ BUICOMAaTEPHAIIOB;
CaMOCTOATENTEHOE M3y9YEHHE OTIAEBHBIX TEM IO
PEKOMEH/IAINN MPETOIABATEIIS.

3. OHEHKA KAYECTBA OCBOEHUSA IPOT'PAMMBI MOAY JISA
(popmer ammecmayuu, oyeHouHble U MemoOUdecKue Mamepuaibsi)

@opMBbI B METOABI KOHTPOJISI H OLIEHKH Pe3yJIbTATOB OCBOCHHSI MOAYJIeH

HaumenoBanue
MOAYyJIeH

OcCHOBHbBIE IOKA3aTeJIH OEHKH

DopMBI "
MeTObI
KOHTPOJISI |
OLICHKH

IIpome:xyTounas
arrecranus.
MonyJs 6.
AHrIMiCKuii
SI3BIK 1J151
JeJIOBOT0
oomenus (41.2)

3HaTb  HOPMBI
WHTOHUPOBAHMS,

MPOU3HOIICHUS! ~ 3BYKOB |
00IIEeYOTPEOUTENHHYIO "
po(heCCHOHAIBHYIO JIEKCHKY, CII0COOBI
CJIOBOIIPOU3BOJICTBA, npaBuiIa o0pa3oBaHus
BUJIOBPEMEHHBIX (OPM TIJIATOJIOB M  IOCTPOCHUS
CHHTAKCUYECKMX KOHCTPYKILMH, HEOOXOAMMbIE IS
YCHEUIHOr0 MEXKYJIBTYPHOrO JEJIOBOr0 OOIICHUS B
paMKax U3y4E€HHBIX TEM.

3auer/cobecenoBa
HHE




BnaneTrs HaBbIKaMU ayIupOBaHUs, YTEHUS], yCTHON U
MUCBMEHHOH peur B 00beMe, TOCTATOYHOM ISt
YCIIEIIHOTO MEKKYJIBTYPHOTO JIEJIOBOTO OOILCHUS B
paMKax U3y4eHHBIX TEM.

Kputepuu o1ieHOK MPOMe:KYTOUYHOI aTTecTanuu B popMe 3ayeTa

3auTeHo [TonHpIi OTBET, CBUCTEIBCTBYIONIHNA O TITYOOKOM
MIOHUMAaHWH, 3HaHHE OCHOBHOT'O U JIOTIOIHUTEILHOTO
MaTepuaia 6e3 onmmOOoK 1 morpemHocTed (oo ¢
HE3HAYUTEIFHBIMH ); YMEHHSI TTO3BOJISTIOT CBOOOTHO
pelaTh MocTaBJICHHBIE 3aJa4H U BHITOJIHSITh
TpeOyemble 3a1aHHsI B TIOJTHOM 00bEME

He 3auteno HEe3HaHUe MOHATHIHOTO arapara; OTCyTCTBHE
YMEHUS aHAIU3UPOBATh yUeOHBII MaTepuat;
OTCYTCTBHE CBSI3U B IOCTPOEHUH OTBETA

IIpuMepsI 3axanuii IS IPOMEKYTOYHON aTTecTalnuu
Business Meetings,

Business Negotiations

Effective relationship-building techniques

Planning and preparing for a negotiation

Bargaining

Advantages and disadvantages of brainstorming
Aggressive negotiation tactics

4. YCJIOBUS PEAJINBAIINUA ITPOT'PAMMBI MOY JIA

4.1 YueOHo-MeTOaU4YecKOe U HH(opMaLMOHHOe o0ecrieyeHHe MPOrpPaMMBbl:

Kpr BKJIFOUACT IUKII J'IeKHPIﬁ, KaCaroumunxcs 0a30BBIX MTOHATUI CTUIJINCTUKUA U CaMOCTOATCIIbHYIO
pabory. OCHOBHOE Ha3HAUCHHWE MIWCUWIUIMHBI MOIYNS — pa3BUTh pEUeBble U KOMMYHUKATHUBHEIC
KOMIICTCHIIN N 06yqaeMHx, HAaY4YUTh HUCIOJB30BaTh 3HAHUA, MOJTYYCHHBIC IIPpU U3YUYCHHHU COBPEMEHHOI'O
PYCCKOI'O A3bIKa KaK CUCTEMBI, AJId CO3AaHUA CBSI3HOM peun.

OO0pazoBaTenpHbBI TIPOIlecC O00ECTIeUYMBACTCS CICAYIOIMUMH JTUAAKTUYECKUMH MaTepruaIaMu:
TEMaTUYECKUI TIJIaH, CIIMCOK PEKOMEHJIOBAHHOW JMTEPATyphl, OLUEHOYHbIE CPEACTBA JJIA TEKYIIETO U
IIPOMEKYTOUHOI'O KOHTPOJILA.

4.2 ConepxxaHue KOMILUIEKTA Y4eOHO-MeTOAMYECKUX MATEePUaJIoB.

MynbTUMEIUHHOE U CIIalI0BOE COMPOBOXKICHUE MaTEpUalia 3aHITUM.

4.3 Ucnoan3yemMble 00pa3oBaTebHble TEXHOJIOTHH.

Mertobl Tpo0IeMHOT0, aKTUBHOT'O M MHTEPAKTUBHOTO O0YYCHHUSI.
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4.5 MarepuajibHO-TeXHUYECKHE YCIOBUS peaaTu3aiu NporpaMmbl:

MarepnanbHo-TeXHHYeCKas 0aza
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Ne | HaummeHoBaHue MarepuanbHO-TeXHHYECKHE YCJIOBHSA AJIs1 peain3aliu NporpamMmm

ILIL MonayJs (TeM, (Hasmm4uMe 1a00PATOPHIi, IPOM3BOACTBEHHBIX YYACTKOB H T.II. 110

pa3ziesion) NpoP U0 NPOrpaMmbl)

1. IIpomexyrounas | [lomemenus: mpeacTaBisitoT coOol yaeOHbIe ayAUTOPUU ISl IPOBEACHUS
aTTecTanms. y4eOHBIX ~3aHATHH, NPETYCMOTPEHHBIX MPOrpaMMOHN, OCHAICHHBIE
Moayas 6. 000pYyIOBaHHEM M TEXHHYECKHMH CPEJICTBAMH OOYUYEHHS: OpPITEXHHKA,
AHTIMHCKHIA Tele- W ayauoamnmaparypa (Bc€ — B CTaHIAPTHOM KOMIUIEKTAIMW IS
SI3BIK JJI MPAKTUUECKUX 3aHATUN U CAMOCTOSITENIHON paboThI).

HeJI0BOr0 [lomemenust 111 caMOCTOSATENBHON paboThl OOYHYAIOIIMXCS OCHAILEHBI

oomenust (4.2)

KOMITBIOTEPHON TEXHHKONH C BO3MOXXHOCTHIO TIOJKIIOYEHUS K CETH
"NnTepHer" U 00eCTICUSHBI JOCTYIIOM B AJICKTPOHHYIO WH(OPMAIMOHHO-
00pa30BaTeNBHYIO CPEy.




