MuHucTepcTBO HayKHU U Bbiciiero oopa3zoBanus Poccuiickoit deneparuu
HALIMOHAJIbHBIN UCCJIEJOBATEJIBCKUIA
TOMCKUU T'OCYJAPCTBEHHBINI YHUBEPCUTET
DakyIbTET ICUXOJIOTUN

DOoH/I OLICHOYHBIX CPEACTB
10 IMCHHUILIHHE

HGHOBBIQ KOMMYHHWKAIIVH B PR 41 DCKJ’IaMG/
Business communications in PR and advertising

HAUMEHOBAHUE OUCYUNTUHBI/MOOYVISA/BUO U MUN NPAKMUKU

Hampagnenue nmoarotoBku (CrenuaibHOCTD)

42.04.01 pexJjiaMa ¥ CBSI3H C 00IECTBEHHOCTLIO
KO() U HaAUMeHOoBAaHUEe HanpaeleHus nO()ZOI’I’lOGKM

«lndpoBoii OpeHI-MEHEDKMEHTY
HaumeHosaHue NPopust NOO20MOBKU

Tomck-2022



®OC cocraBui(u)
[Tonsuckas E.B., ct. npenonasarens KCK ®I1 HU TT'Y

Peunensent: WM. II. KyxeneBa-Caran, a. ¢unoc. H., mpodeccop, 3aBemyromas kadempoit
COILIMAJIBHBIX KOMMYHHKaIU# (akyiprera ncuxonorud HU TI'Y

®OC onobpen Ha 3acenannu YMK OIT HU TT'Y

[Iporokon Ne7 ot 05.09.2022



doHag  OLIEHOYHBIX

cpeacte  (POC)

ABJIACTCS

SJICMCHTOM

CHUCTCMBI

OLICHUBAHUA

cpOpMUPOBAHHOCTH KOMIIETEHINI y 0OyJarolIuXcsl B LEJIOM WM Ha ONPEACICHHOM 3Tale ee
(bopmMHpOBaHUSI.

DOC

pa3zpabareiBacTcsi B

COOTBCTCTBUU

¢  paboueii

IIpOrpamMmmon

(PII)

JTUCIHUIUTAHBI/MOTYJISI/TIPAKTUKKA M BKJIIOYAaeT B ce0s HAOOp OIICHOYHBIX MATEPHAIIOB IS
arTecTaldyd 110

MNPOBCACHUA TCKYLICTO0 KOHTPOJIA

TUCIUTUTAHE/MO/TYJTIO/TIPAKTHKE.

YCIEBAEMOCTH U  IIPOMEKYTOUYHOMU

1. KomnereHuuu u pe3yJibTaThl 00yueHus, gopMupyembie B pe3yJibTaTe 0CBOCHUS
AUCHUTIHHBI

KOI[ H HAMMECHOBAaHHE

Kpurtepnn oneHnBanus pe3yibTaToB 00y4eHHs
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YK-4. NYK 4.1. OP-IYK 4.1.1 OtcyrctBue | @parment | IIpoayxktu | TBopueckwuii
Cniocoben O06ocHoBbIBaeT | OOyuaromuiicsi yMeeT 00OCHOBHIBATh SHaHHA apHoe BHBIH YpoBeHb
IPUMEHATL | BBIGOP BBIOOP aKTYaJIbHBIX SHaHHE YPOBCHb OBJIaJICHNA
9] YCBOCHU 3HAHUEM
COBPECMCHHBI AKTYyaJIbHBIX KOMMYHUKATUBHBIX TCXHOJIOTUU IJIsA .
3HaHUH
e KOMMYHUKAaTHBH | o0ecredeHus akageMU4ecKOTo 1
KOMMYHHKAT | BIX TEXHONOTHH | MpodecCHOHAIBHOTO
UBHbIE TSt B3aMMOJICHCTBHSL
TEXHOJIOTHH, | oOecreueHus
B TOM uucie | akagemuueckoro | OP-UYK.4.2.1
Ha U OO6yuaronuiics ymMeeT NPHUMEHSATh
HWHOCTpaHHO | mpodeccuoHans | COBPEMEHHBIC CPE/ICTBA
M S3BIKE, TS | HOTO KOMMYHHKAIIHH, B ITpoLiecce
. aKaJeMHYEeCKOro U
aKaJeMHUUecK | B3aUMOACHCTBU .
po(eCCHOHANTBHOTO B3aUMOACHCTBUS
oron A Ha aHIVIUICKOM SI3BIKE.
MEXKYIBTYP
HOTO NyK 4.2. OP-1VK.4.3.1
B3auMozeict | Ilpumenser OGy49arormuiics cmoco6eH OLEHNBATE
BHSL COBPEMEHHBIE 3¢ (eKTHUBHOCTH IPUMEHEHHS
cpezncTBa COBPEMEHHBIX KOMMYHHUKATHBHBIX
KoMMyHmKary | TEXHOTOTHH B aKaJeMIIECKOM H
mpoeccruoHaIEHOM
B IIpoIIecce .
B3aUMOJICHCTBUSIX.
aKaJeMHYEeCKOro
u
mpoeccroHans
HOTO
B3aUMOJIENCTBU

sI, B TOM 9HCIIe
Ha
HMHOCTPaHHOM

S3BIKEC.

YK 4.3.
OnenuBaer




3¢ eKTUBHOCTH
MIPUMEHEHUS
COBPEMEHHBIX
KOMMYHUKATHBH
BIX TEXHOJIOTHI
B

aKaJeMUYECKOM
u
npodeccroHaib
HOM
B3aWMOJICHCTBU
X,
OIIK-1. NOIIK-1.1. OP-MOIIKI1.1.1. OrcyrctBue | ®parmenr | B nenom | Ycmemmoe n
Cnocoben q)OpMyJ'II/IpyeT Oqua}omﬂf/icﬂ JIEMOHCTPUPYET HaBBIKa apHo¢ yCneuHoe, CUCTEMATUYC
IJTAHUPOBATH [CJICBBIC HaBBIKU CO3JIaHUSI MEAUATEKCTOB, U IPUMEHEH HO CKO€
napamMeTpbl (I/IJ'II/I) MEINanpoayKTOB, U (1/1_]11/1) M€ HaBbIKa COIIPOBOXK MpUMEH
' ME/IMaTEKCTOB, KOMMYHHUKAITHOHHBIX TIPOTYKTOB, Jarorieecss | eHre HaBbIKa
TaHU30BBI
OpraHmso MEINAIPOAYKTO | mpu3HaHHBIX TPO(eccCHOHaNBHBIM OTZIEIIbHBI
BaTh U B U COOOIIECTBOM, HAa aHTIIMIICKOM SI3bIKE. MU
KOOpPAMHUPO | KOMMIIyHUKaIX OmMOKaMu
BaTh OHHBIX OP-MOIIK.1.2.1. O6yuarommiics MPUMEHEH
MPOAYKTOB, B
npolecc POALYKTOB, OCYIIECTBJIAET IIOUCK U aHAIIN3 HC HaBbIKa
TOM YHCJIC Ha
CO3/aHUA HHOCTPaHHOM WUH(pOPMALINY ISl CO3AAHUS
BOCTPeOOBaH | gapike. KOMMYHHMKAIMOHHBIX IIPOJyKTOB, B T.4.
HBIX Ha HHOCTPAHHOM SI3bIKE.
obmecteom | MOIIK-1.2.
u OcymecTBIACT | p_1O[IK. 1.3.1. OByuarormmiics
HHIYCTpUEH HOI&I)(;K H:Haﬂm BIIaJZIc€T TEXHOJIOTHIIMH,
MHPOpMALIHH MO3BOJISIOMINMH CTPYKTYPHPOBATH,
MCIHUATEKCTO | g cospanms
KOPPEKTHPOBATh, PeAAKTUPOBATH U
B U (11n) KOMMYHHKAIAO o
€03/1aBaTh KOHTEHT (TEKCTOBBIH, (OTO,
ME/WAIpOTy | HHBIX BUJICO, ay/IM0) OpeH/ia Ha aHTJIMHCKOM
KTOB, U NIpOAYKTOB, B SI3BIKE.
(I/I J'II/I) T.4. HA
KOMMYHHKAIL HWHOCTPaHHOM
i SI3BIKE.
HOHHBIX
IIPOAYKTOB, HOIIK-1.3.
oTcnexuBaTh | CTpyKTypHpyeT,
W yYuThIBaTh | KOPPEKTUPYET,
usMeHenue | PEAAKTHPYET U
co3maeT
HOpM
KOHTEHT
pycceKoro 1 (TEeKCTOBBIH,
MHOCTPAHHOT | oo, BHzEO,
O SI3BIKOB, aymuo) OpeHna,
0COOCHHOCTE | B TOM YHCIIE HA
# MHBIX WHOCTPaHHOM

S3BIKEC.




3HAKOBBIX OrcyrctBue | ®parmenr | B nenom | Ycnemmoe n
CHCTEM. HaBBbIKa apHOe ycrienmHoe, | cucremarnue
MPUMEHEH | HO CKOE
Ve HaBbIKa | CONPOBOX | MpHMEHeHue
Jlaroneecst | HaBbIKa
OTJIEIIHHBI
MU
omroKamMu
MIPUMEHEH
ue HaBbIKa
OIIK-3. NOIIK 3.1. OP-MOIIK.3.1.1. OGyuaromuiics OtcyrctBue | ®parment | IIpomyktu | TBopueckwuii
CrocobeH [Tpumensier JIEMOHCTPUPYET HABBIKU IPUMEHEHHSI | 3HaHUS apHoe BHBI ypOBEHb
anamusuposa | COUMOKYJIBTYPH | COLMOKYJILTYPHOTO aHANN3a 1 3HaHKe YpOBEHb OBIIA/ICHUS
- BIH aHANN3, OMpeJIeNIeHNs KOMMYHHKATHBHBIX YCBOGHMA | 3HAHHMEM
orpe/ensieT 1eJield, 3a/1a4, OCHOBHBIX TE3HCOB 3HAHHUN
mHoroobpas KOMMYHUKATUBH | KOMMYHUKAIIMOHHON KaMIIaHUH,
ue bI€ LIEJIH, a/IEKBaTHBIX TOMY HJI HHOMY
JOCTHIKEHUH | 3ayaum, COIIMOKYJIbTYPHOMY KOHTEKCTY.
OTEYECTBEHH | OCHOBHBIE
ol u TE3UChI OP-MOIIK.3.2.1. OGyyatormuiics
MHPOBOit KOMMYHHKALHO CIIOCOOEH ONpEeeATh PeJICBAaHTHBIC
HHOW KaMIIaHWH, | CHIOCOOBI CO3JaHMs MEAUATEKCTOB,
KyJIBTYpBI B
a/IeKBaTHbIE Mera U KOMMYHUKAIIMOHHBIX
fiporecce TOMY HJIH TIPOYKTOB JIsl yIIPaBIeHUs GPEHIoM,
Co3ziaHuA WHOMY B T.4. HA HHOCTPaHHOM SI3bIKE.
MEIUATEKCTO | COMMOKYIBTYPH
B U (MJIn) OMY KOHTEKCTY. | OP-MOIIK.3.3.1. O6yuatommuiics
MeIManpo.Iy croco0eH UHTETPUPOBAThH
KTOB, U HNOIIK 3.2. KOMMYHHKAIIHOHHYIO CTPATETHIO B
Ompenensier CYILIECTBYIOIINI COLMOKYJIBTYPHBIN
(nn) PCIICBAHTHBIC KOHTEKCT COOOLIECTBA, OPraHU3AIHH,
KOMMYHHMKAIl | CTIOCOOBI TEPPUTOPHH U T.J.
HNOHHBIX CO3JIaHUS
MPOIYKTOB. | MEIUATEKCTOB,
Meaua
KOMMYHHUKAITHO
HHBIX
MIPOYKTOB ISt
yTIpaBICHUS

OpeHzoM, B T.4.
Ha
HWHOCTPaHHOM
SI3BIKE.

HOIIK 3.3.
Hurerpupyer
KOMMYHHUKAITHO
HHYIO
CTpPAaTETUIO B
CYIIECTBYIOIINN




COIIMOKYIBTYPH
BIA KOHTEKCT
coo0111eCTBa,
OpTaHU3aIHH,
TEPPUTOPUHN U
T.J.

K-2.
CnocoOeH k
pa3pabotke
KOMMYHHUKAI]
HOHHOI
CTpaTeruu

HIIK 2.3. YMmeeT
BBICTPanBaTh
CTpaTeruio
KOMMYHUKAI[HH
c
npodeccroHaib
HBIMH
c000IIIeCTBAMH,
IKCIIEPTaMH,
AHAJIMTHKAMH,
KOHKYPEHTaMH,
napTHEPaMH,
CMU u
JpyTUMHA
CTEHKXOJepaM
H?
NPECTaBIISFOL]
nMHn
HH(PaCTPyKTyp
y pBIHKA (B T.4.
B LIEJIIX
npernoaBaHus,
OpraHHU3alHu
Hay4HO-
UCCIIeI0BATEIbC
KOH, IPOEKTHOM,
yueOHo-
npodeccroHab
HOHI
JIEATETHHOCTH).

OP- UIIK 2.3.1. O0yy4arormuiics ymeeT
BBICTPaNBaTh CTPATETUIO
KOMMYHHUKAIIIH C
po¢hecCHOHATBHBIMU COOOIIECTBAMH,
9KCIEPTaMH, aHATUTUKAMH,
KOHKypeHTaMu, napTHepaMu, CMU u
JPYTHMH CTEHKXOJIepamHu,
MPECTABISIOMMMHU HHPPACTPYKTYPY
pBIHKA (B T.4. B [EJISX IIPETIOIaBAHUS,
OpraHHU3alK Hay4IHO-
MCCIIeI0BATENIbCKOM, MPOSKTHOM,
yueOHO-TIpoheccuoHaIBHOM
JIeSITEIILHOCTH ).HA aHTIIMHCKOM SI3BIKE.

OrtcyTcTBUE
HaBBIKA

®parMeHT
apHoe

MPUMEHEH
1€ HaBbIKa

B unenom
YCIIENIHOE,
HO
COTNPOBOXK
naromeecs
OTIEIbHBI
MU
omnokaMu
MPUMEHCH
W€ HaBbIKa

Vcmenmnoe u
cucreMaTnye
CKO€E
MIPUMCHCHHE
HaBBIKa




2. JTanbl (l)OpMHpOBaHI/IH KOMIIETEHIIUHA U BUAbI OLl€HOYHBIX CpeacrTB

Bun
yuebHoi Ce Ko u Bua 0LeHO0YHOI0 CpencTBa
JTansl GopMHUPOBAHUA KOMIIETeHIMIt paboTHI, M€ HAaHUMEHOBAaHHE (TecTbl, 3a1aHNS, KEHUCHI,
(pa3paeJibl AMCUMIVIMHBI/MOAYJISI/IPAKTAKH) | 3aHATHIA, CT pe3yJbLTaToB BOIIPOCHI 1 JIP.)
KOHTPOJI p o0y4eHust
s
Paznen 1. 2 cemectp
JlekunoHHas YacTh

1.1. | OcHoBBI Aesi0BOI KoMMyHHKanmuu B PR u | Jlekuus 2 OP-UVYK.4.1.1 1) IIpounTaTh OCHOBHYIO |
pexiame./The fundamentals of business OOyuaromuiics JOTIOJIHUTEJIPHYIO  JINTCPATYPY
communications in PR and advertising. yMeeT 0 TeMe JIeKInu (em. CHHCKI:I

OCHOBHOW ¥ JIOTIOJIHUTEIILHOM
000CHOBBIBATh

JUTEpaTypsl);
BhIGOD 2) IloaroToBUTECS K CEeMUHapy
aKTyaJIbHBIX O TeME.
KOMMYHHKATHBHBI

1.2. | What makes a successful | Jlexkuus | 2 X TEXHOIOTHI [T | 1) [IpouMTaTh OCHOBHYKO M
communicator?/Kak crarb  ycHemHbIM obecrieuenus JIONIOJTHUTENIBHYIO ~ JIMTEPATypy
KOMMYHHKATOPOM. aKaJgeMHUYeCKOIro 1o TeMevHeKLU/II/I (CM. CHHCKI:I

" OCHOBHOU MU JOIIOJIHHUTCIBHOU
npodeccHoHaNbH TMTCpaTyphi);

2) IloaroToBUTHECS K CEMUHApPy
oro 3 10 TeMe.
B3auMOICHCTBUA.

1.3. | Writing for business: Letters and e- | Jlekuus | 2 1) TIlpounTtaTh OCHOBHYIO |
mails./IlucsMennbIe JieJI0BbIe OP-UVK.4.2.1 JIOTIONHUTENBHYIO  JIUTEpPaTypy
KOMMYHHMKALIMM: HalMCaHWe IIHCeM Ha OOyuaromuics no teme Jyekiuu (cM. Crucku
AHTJIMIACKOM SI3bIKE. yMEeT IPUMEHSATh | OCHOBHOM M JIONOJHHTEIbHOM

COBpEMEHHbBIC JIUTEPaTYpBbI);

cpeacTBa 2) IToaroToBHUTECS. K CEMHHApY
KOMMYHHUKAIIMH, B | 110 TEME.

mporecce

1.4. | Presenting in English: Persuasive speaking | Jlekuus | 2 akazemuueckoro | 1) TIpouutaTh OCHOBHYIO W
and Power Presentations./ IToaroroska U JIOTIOJTHUTENBHYIO  JIUTEPATYPY
Npe3eHTANNl HAa AHIVIMIICKOM sI3bIKe: KaK npodeccHoHambH | 10 TeMe Jiekiun (cM. Criucku
BBICTYNINTh Y0EAWTEJIbHO M TIPAMOTHO oro OCHOBHOW U JIOTOJIHUTEIILHOM
NMOATOTOBHUTH Npe3eHTaHI0 Ha B3aUMOJEHCTBUSA | JTUTEPATYPBHI);

AHIJINICKOM fI3bIKeE.

Ha aHTJIMICKOM
SI3BIKE.

OP-l1YK.4.3.1
OObyuaromuiicst
CIIOCOOCH
OILICHUBATh

3¢ heKTHBHOCTH
MIPUMEHCHHS
COBpPEMEHHBIX
KOMMYHUKATHBHBI
X TEXHOJIOTHI B
aKaJeMUYCCKOM U
npodeccHoHaIbH
oM
B3aUMOJEHUCTBUIX

OP-UOIIK1.1.1.
OO0y4aromuiicst

JIEMOHCTPUPYET

2) IoaroToBUTECS K CEMUHApPY
IO TeMe.




HaBBIKU CO3JIaHUS
MEIMaTEKCTOB, U
(vm)
MeIHanpoayKTOB,
" (nmm)
KOMMYHHUKAIIHOHH
BIX MTPOIYKTOB,
MIPU3HAHHBIX
npoheCCHOHATBH
BIM
C000IIIeCTBOM, Ha
AHTJIMICKOM
SI3BIKE.

OP-HOIIK.1.2.1.
OO0y4Jaronuicst
OCYIIIECTRIISCT
MOMCK U aHaJlu3
nHbOpMaLKH TSI
CO3IaHMs
KOMMYHHUKAIIHOHH
BIX TIPO/IYKTOB, B
T.4. Ha
HHOCTPaHHOM
SI3BIKE.

OP-MOIIK.1.3.1.
OO6yuaronuifcs
BlIaJeeT
TEXHOJIOTUSIMHU,
MMO3BOJISIOIIIMH
CTPYKTYPHPOBATH,
KOPPEKTHPOBATH,
penaKTHpOBaTh U
co31aBaTh
KOHTEHT
(TEeKCTOBBIH,
¢oro, BHICO,
aynno) OpeHma Ha
aHTIUHCKOM
SI3BIKE.
OP-HOIIK.3.1.1.
OOyuaronuiics
JIEMOHCTPUPYET
HaBBIKH
MIPUMEHCHHS
COIMOKYIBTYPHOT
0 aHa/IN3a U
OTIpeIeTICHUS
KOMMYHUKATHBHBI
X menei, 3amaq,
OCHOBHBIX
TE3UCOB
KOMMYHUKAITHOHH
Ol KaMIIaHUH,
aJICKBaTHBIX TOMY
WA THOMY
COIMOKYIBTYPHO
My KOHTEKCTY.

OP-NOIIK.3.2.1.




OO0yuaroruitcst
CII0CO0eH
OTIPEICIISTh
pelieBaHTHbIE
CIIOCOOBI
CO3JIAHNS
MEIMATEKCTOB,
Meara 1
KOMMYHHKAIIHOHH
BIX MTPOTYKTOB
JUTS YIIpaBIICHHS
OpeHIoM, B T.U.
Ha HHOCTPAHHOM
SI3BIKE.

OP-MOIIK.3.3.1.
OO0y4JaronHicst
crocobeH
HHTETPUPOBAThH
KOMMYHHKAIIHOHH
VIO CTpaTervio B
CYILIECTBYIOIIUH
COLMOKYJILTYPHBI
H KOHTEKCT
c00011IeCTBa,
OpraHM3aliH,
TEPPUTOPHUHU U T.[.

OP- UIIK 2.3.1.
OObyuaronuiics
yMeeT
BBICTPaNBATh
CTpaTeruio
KOMMYHHUKAIIUU C
npodecCHOHANTbH
BIMU
COOOIIIECTBAMH,
JKCHEepPTaMHU,
aHAJIMTUKAMH,
KOHKYPEHTaMH,
napTHEepaMHu,
CMU u ppyramu
CTEHKXOJepaMu,
MPE/ICTABIISFOLIH
MU
HH(PACTPYKTypy
peiHKa (B T.4. B
LEJIsX
MpenojaBaHus,
OpraHu3aIu
HAY4HO-
HCCIIeI0BATEIhCK
0i, MPOEKTHOMH,
y4eOHO-
npoeccHoHaIbH
Ol IeATeTbHOCTH)




Ha  aHTIMICKOM

SA3BIKC.

C

eMHHAPCKH

€ 3aHATHHA

2.1

OcHoBBI 1e10B0ii KoMMyHUKanuu B PR u
pexaame./The fundamentals of business
communications in PR and advertising.

CemuHap

2 OP-UYKA4.1.1
OO0yyaronuitcst
yMeeT
000CHOBBIBATh
BBIOOD
AKTyaJIbHBIX
KOMMYHHUKATHBHBI
X TEXHOJIOTHH TS
obecreucHHs
aKaJIeMHYECKOTO
u
poheCCHOHABH

2.2

successful
yCHeuHbIM

What makes a
communicator?/Kak crarb
KOMMyHHKaTOpOM.

CemuHap

2 oro
B3aUMOJCHCTBHS.

OP-NIYK.4.2.1

2.3

Writing for business: Letters and e-
mails./IIucbMeHHbIE pi (2 00):3 8 (3
KOMMYHMKalMM: HAIlUCaAHHE TIIHCEM HaA
AHTJINHCKOM SI3BIKE.

CemuHap

2 OGyyarormuiics
yMEeT MPUMEHSITh
COBPEMCHHBIC
cpencTBa
KOMMyHI/IKa]_U/H/I, B

2.4

Presenting in English: Persuasive speaking
and Power Presentations./ IToaroroBka
Hpe3EHTaHﬂﬁ HA aHIVIMHCKOM fI3bIKe: Kak
BBICTYIIUTH yﬁe}.‘lﬂTeJ'leO U TIpaMOTHO
NnoAroTOBUTH Npe3eHTAluI0 Ha
AHTJIMHCKOM SI3bIKE.

CemuHap

2 nporecce
aKaJIEMHUYECKOTO
u
npodeccHoHaNbH
oro
B3aUMOJCHUCTBUS
Ha aHTJIMICKOM
SI3BIKE.

OP-1YK.4.3.1
OOyuaronuiics
CIIOCOOCH
OIICHHBATh

3¢ HEeKTUBHOCTD
MIPUMEHEHHS
COBpPEMEHHBIX
KOMMYHUKATHBHBI
X TEXHOJIOTHI B
aKaJEMUYCCKOM U
npodeccHoHaIbH
oM
B3aUMOJEUCTBUIX

OP-UOIIK1.1.1.
OO0yuaromuiicst
JICMOHCTPUPYET
HaBBIKU CO3JIaHMUS
MEIMATEKCTOB, U
(nmm)
MEIUANpPOAYKTOB,
u (W)
KOMMYHHUKAITHOHH
BIX TIPOJTYKTOB,

IMMPU3HAHHBIX

ITpocmoTp GecrmaTHOTO Kypea
na Udemy (Effective
Communications Skills for
Business:
https://www.udemy.com/course/
effective-communications-
skills-for-
business/?src=sac&kw=effectiv
€%20communication%20skills
%20for%20business),
BBIIIOJIHCHHUEC Sa)IaHI/Iﬁ (CM.

IIpunoxenue 1)

Hamucats scce o reme: What
does it mean to be a successful
communicator?

Hammcate nenoBoe MHUCHMO Ha
AHTJIUHUCKOM SI3BIKE.

[ToAroTOBUTH NpE3eHTALUI0 00
OJIHOM U3 YCIICIIHBIX OPSHIOB.



https://www.udemy.com/course/effective-communications-skills-for-business/?src=sac&kw=effective%20communication%20skills%20for%20business
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npoheCCHOHATBH
BIM
C000IIIeCTBOM, Ha
AHTJIMICKOM
SI3BIKE.

OP-NOIIK.1.2.1.
OO0yyaronuitcs
OCYIIIECTBIISCT
MTOMCK U aHaJIu3
nHbOpMaIHH IS
CO3JIaHus
KOMMYHHUKAITHOHH
BIX TIPOJTYKTOB, B
T.4. Ha
HHOCTPaHHOM
SI3BIKE.

OP-UOIIK.1.3.1.
OOyuaromuiics
BJIaJIeeT
TEXHOJOTHUAMU,
MO3BOJIAIOIIUMUA
CTPYKTYPHPOBATh,
KOPPEKTHPOBATH,
peaaKTUpOBATh U
c03/1aBaTh
KOHTEHT
(TEeKCTOBBIH,
¢oro, BHICO,
aynuo) OpeHma Ha
aHTIUHCKOM
SI3BIKE.
OP-NOIIK.3.1.1.
OO6yuaronuifcs
JIEMOHCTPUPYET
HaBBIKH
MIPUMEHECHHS
COLIMOKYJIBTYPHOT
0 aHa/IM3a u
OTIpe/ieTICHUs
KOMMYHHUKaTHBHBI
X IIeJIeH, 3aa4,
OCHOBHBIX
TE3HCOB
KOMMYHHUKAITHOHH
OH KaMITaHUH,
aJICKBaTHBIX TOMY
WA THOMY
COIMOKYIBTYPHO
My KOHTEKCTY.

OP-MNOIIK.3.2.1.
OO0yuaromuiicst
crocobeH
OTIpEeICIISTh
pelieBaHTHbIC
CII0COOBI
CO3IaHus
MEINAaTEKCTOB,
Meaua 1




KOMMYHHUKAIIHOHH
BIX MTPOIYKTOB
JUTSL YIIpaBIICHHS
OpeHOM, B T.U.
Ha HHOCTPAHHOM
SI3BIKE.

OP-NOIIK.3.3.1.
OO0yyaronuitcst
criocobeH
HHTErPUPOBAThH
KOMMYHHKAIIHOHH
VIO CTpaTeTHIO B
CYIIECTBYIOLIUI
COILIMOKYJIbTYPHBI
51 KOHTEKCT
c000111eCTBa,
OpraHM3aIiH,
TEPPUTOPHH H T.[I.

OP- MIIK 2.3.1.
OOyuaromuics
ymeeT
BbICTpaI/IBaTB
CTPATETHIO
KOMMyHI/IKaHI/II/I C
npodeccHoHaNbH
BIMHU
COOOIIIECTBAMH,
SKCIePTaMH,
aHaJIMTHKaMHU,
KOHKYpEHTaMH,
napTHEpamH,
CMU u ppyrumu
CTENKXOJAepaMu,
MIPEICTABIISIOIIN
MH
MHPPACTPYKTY Py
pelHKa (B T.4. B
LeJIsIX
MIPETIoIaBaHMs,
OpraHU3aIII
HAy4JHO-
HCCIICIOBATEIILCK
0i, MPOEKTHOMH,
y4eOHO-
npoeccHoHaIbH
Oif IesITeTHLHOCTH)
Ha  aHTJIMACKOM
SI3BIKE.

IlpakTHYecKue 3aHATUS

3.1

Business socializing in English: Opening a | IlpakTug

conversation./[IeoBoe oduleHue
AHIVIMHCKOM: KAK HAYaTh pa3 roBop.

Ha | eckoe
3aHATHE

2

OP-NIYK.4.1.1
OO0y4aromuiicst
yMeeT
000CHOBBIBATh

Temsl a5t 00CyKACHUS:
e Knowing the correct
language to use.
¢ Knowing how to greet




3.2 | Business socializing in English: Making | ITpaktuu
conversations./leioBoe o0Lenue HA | eckoe
AHIVIMICKOM: KaK MOAdepxaTh Oeceny. JAHSITHE

3.3 | Business socializing in English: Making | ITpaktuua
arrangements.//IejioBoe o01IeHue Ha | eckoe
AHTJIMHCKOM: Kak AOTOBOPUTHLCH C 3AHATHE
MapTHEPOM.

3.4 | Business socializing in English: Leave- | IIpaktuu
taking./lesoBoe obieHHe HA AHMIHACKOM: | eckoe
KakK nonpoumaTtbcs. 3AHSTHE

BBIOOD
AKTyaJIbHBIX
KOMMYHHUKATHBHBI
X TEXHOJIOTHI ISt
obecrieueHus
aKaJIeMHUYEeCKOTO
"
poheCCHOHATBH
oro
B3aMMOJICHCTBHUS.

OP-N1YK.4.2.1
OO0y4Jaronuics
yMeeT MPUMEHSITh
COBpPEMEHHbIE
cpeacTBa
KOMMYHHKaIUH, B
npotecce
aKaJIEMHUYECKOTO
H
npodheCcCHOHAbH
oro
B3aUMOJICCTBUS
Ha aHTJIMICKOM
SI3BIKE.

OP-UYK .4.3.1
OO6yuaronuifcs
CIIOCOOCH
OIICHHBATh

3 PeKTUBHOCTD
MPUMEHECHHUS
COBPEMEHHBIX
KOMMYHHUKaTHBHBI
X TEXHOJIOTHI B
aKaJeMUYCCKOM U
npodecCHOHANBH
oM
B3aUMOJEUCTBUIX

OP-MOIIK1.1.1.
OOyuaronuiics
JIEMOHCTPUPYET
HAaBBIKU CO3JAHUS
MEINATEKCTOB, 1
(nm)
MEUANpPOAYKTOB,
n (W)
KOMMYHHUKAIIHOHH
BIX MIPOJIYKTOB,
MPU3HAHHBIX
npoeccHoHaIbH
BIM
COO00IIeCTBOM, Ha
AHTIUHCKOM
SI3BIKE.

OP-UOIIK.1.2.1.
OO0y4aromuiicst
OCYIECTRIISET

someone suitably
(shake hands, bow,
exchange business
cards, etc).

e Knowing how to
address people after the
introduction (using
their first name or
surname).

e Knowing what to say
and not to say to make
the other person feel
comfortable.

e Understanding what
the other parson says.

e Responding to the
other person in the
right way.

Tembl 17151 00CYXKICHUS:

e Keeping a conversation
going.

e  Showing interest and
responding a positive
way to another person.

e Turn-taking: making
sure each person has an
equal share of the
conversation.

e Talking about job
roles, company plans,
and the business
situation.

Tembl 17151 00CYKICHUS:

e Making suggestions to
meet in different
situations.

e  Giving reasons for
meeting.

e Agreeing time and
places to meet and
offering alternatives.

e Confirming
arrangements, numbers
and addresses.

Temsl a5t 00CyKACHUS:

e Saying you have to
leave.

e  Summarizing at the
end of a meeting.

e Thanking and
expressing
appreciation.




TIOWCK W aHaIIn3
nHpOpMaLNH IS
CO3/JaHUs
KOMMYHUKAIIHOHH
BIX TIPO/TyKTOB, B
T.4. Ha
WHOCTPaHHOM
SI3BIKE.

OP-UOIIK.1.3.1.
OO0yyaronuitcst
BIIAJICET
TEXHOJIOTHUSMH,
MO3BOJISIOIINMHI
CTPYKTYPHPOBATH,
KOPPEKTHPOBAT,
pelaKTHPOBATh U
co3/1aBaTh
KOHTEHT
(TEeKCTOBBIH,
¢doto, BHIICO,
ayauo) OpeHa Ha
AHTJIMHCKOM
SI3BIKE.
OP-UOIIK.3.1.1.
OOyuaromuics
JIEMOHCTPHUPYET
HaBbIKHN
MIPUMEHEHHUS
COLIMOKYJILTYPHOT
0 aHaIM3a u
OTIpeIeNICHUS
KOMMYHHKATHBHBI
X IeJIeH, 3a1a4,
OCHOBHBIX
TE3KMCOB
KOMMYHHUKAIIHOHH
OH KaMITaHUH,
aJIeKBaTHBIX TOMY
WM HTHOMY
COLIMOKYIIBTYPHO
MY KOHTEKCTY.

OP-MOIIK.3.2.1.
OObyuaromuiicst
crocobeH
OTIpeIeIISTh
pelieBaHTHbIC
CII0COOBI
CO3/IaHHS
MEINATEKCTOB,
Meaua u
KOMMYHHKAIIHOHH
BIX MTPOJIYKTOB
JUTSL YIIpaBIICHHS
OpeHzOM, B T.4.
Ha HHOCTPAHHOM
SI3BIKE.

OP-MOIIK.3.3.1.
OO0yuaromuiicst

Making plans to follow
up.




CIoco0eH
HHTETPUPOBATh
KOMMYHHUKAIIMOHH
VIO CTpaTeTHIO B
CYIIECTBYIOLINI
COIIMOKYJIBTYPHBI
51 KOHTEKCT
C00011IeCTBa,
OpraHU3aIIH,
TEPPUTOPHH U T.]I.

OP- MUIIK 2.3.1.
OO0y4JaronHicst
yMeeT
BBICTPAHBATh
CTPATETHIO
KOMMYHHUKAIIUH C
npoheCCHOHATBH
bIMH
€000I1IIeCTBaMH,
IKCIIEPTAMH,
AHAJIMTUKAMHU,
KOHKYPEHTaMH,
napTHEPaMH,
CMU u ppyrumu
CTENKXOJepaMu,
MPECTABIISIOLIH
MU
MH(PACTPYKTYpY
pelHKa (B T.4. B
LEeJIsIX
npenojaBaHus,
OpraHHU3aIH
HaY4HO-
MCCIIeIOBATEIIbCK
0i, MPOEKTHOH,
y4eOHO-
npodecCHOHANTBH
Oil IesITeTLHOCTH)
Ha  aHIVIMIICKOM
SI3BIKE.

Pa3nen 2. 3 cemectp

JleKIIHOHHAA YaCTh

1.1. | What is negotiation? Basic points. /| Jlekuus | 3
l'[eperonmpbl. OCHOBHBIE MOMEHTBI.

1.2. | Stages of negotiation./ Oranel | Jlekus | 3
MeperoBopoB.

OP-IYK . 4.1.1
OObyuaromuiics
yMmeer
000CHOBBIBAaTh
BEIOOD
aKTyaJIbHBIX
KOMMYHUKATHBHBI
X TEXHOJIOTHH JJI
obecrneueHus
aKaJeMUYECKOTrO
u

1) IIpounTaTb OCHOBHYIO U
JIOTIOJIHUTETBHYIO  JIUTEPATYPY
mo teme yekiuuu (cM. Crucku
OCHOBHOM M JOMOJIHUTEILHOM
JTUTEPATypHI);

2) [oaroToBHUTECS K CEMUHApPY
0 TeME.

1) IIpounTaTh OCHOBHYIO U
JIOTIOJIHUTETIBHYIO  JIATEPATYPY
mo teme Jyekiun (cM. Crmcku
OCHOBHOM M JIONMOJHHUTEIBHON
JIUTEPaTYpBbL);




1.3. | Negotiation strategies./ Crpareruu | Jlexuus
NEePEeroBopoB.
1.4. | How to negotiate successfully: Negotiator | Jlexius

qualities./ Kak YCIEHTHO BECTH
NEePeroBoOpPhI: BasKHbIE XAPAKTEPUCTHKH.

npoheCCHOHATBH
oro
B3aMMOJICHCTBHS.

OP-UYK.4.2.1
OO0yyaronuitcst
yMeeT IPUMCHSITh
COBpPEMCHHEIC
cpencTa
KOMMYHHUKAIIIH, B
mporiecce
aKaJIeMHUYEeCKOTO
u
npoheCCHOHATBH
oro
B3aUMO/ICHCTBUS
Ha aHTJIMIICKOM
SI3BIKE.

OP-UYK.4.3.1
OOyuaromuics
CITIOCOOCH
OLICHUBATh

3¢ GEKTHBHOCTD
HpI/IMeHCHI/IH
COBPEMEHHBIX
KOMMyHI/IKaTI/IBHI)I
X TEXHOJIOTHH B
aKaJCMUYCCKOM 1
npodeccHoHaNbH
oM
B3aUMOJECHCTBUIX

OP-HNOIIK1.1.1.
OO6yuaronuifcs
JIEMOHCTPUPYET
HaBBIKH CO3IaHMS
MEIUATEKCTOB, K
(nmm)
MEIUanpoOayKTOB,
u (W)
KOMMYHHUKAITHOHH
BIX TIPOJTYKTOB,
TIPU3HAHHBIX
npoeccHoHaIbH
BIM
CO00IIIEeCTBOM, Ha
aHTIMHCKOM
SI3BIKE.

OP-NOIIK.1.2.1.
OO0y4aromuiicst
OCYIECTRIISET
MTONCK U aHaJln3
nHMOpMALIAN IS
CO3JIaHMS
KOMMYHHKAIIHOHH
BIX TIPOJTYKTOB, B
T.4. Ha
WHOCTPaHHOM

2) [onroTOBUTECS K CEeMUHApPY
0 TEME.

1) IlpounTaTh OCHOBHYIO U
JIOTIOIHUTENBHYIO  JIUTEPaTypy
mo teme Jyekiun (cM. Crmcku
OCHOBHOM U JIONMOJHHUTEIBHOMN
JUTEPaTYpBhl);

2) ToAroTOBUTBHCSA K CEMHHAPY
0 TEME.

1) TIlpounTaTh OCHOBHYIO U
JIOTIONIHUTENBHYIO0  JIUTEpaTypy
no teme Jyekiuu (cM. Crucku
OCHOBHOH U JIOMOJHUTEIBHOMN
JUTEpaTypsl);

2) TloaroToBUTHCS K CEMHHApPY
0 TEME.




SA3BIKC.

OP-MOIIK.1.3.1.
OO0yuaroruitcst
BIIQJICCT
TEXHOJIOTUSMH,
TTO3BOJISIOIIAMHI
CTPYKTYPHPOBATH,
KOPPEKTHPOBATH,
pPENaKTHPOBATh U
C03/1aBaTh
KOHTEHT
(TEKCTOBBIH,
doto, BHIICO,
aynuo) OpeHma Ha
AHTJIMHCKOM
SI3BIKE.
OP-UOIIK.3.1.1.
OO0y4JaronHicst
JIEMOHCTPUPYET
HaBBIKU
MMPUMEHCHUA
COLMOKYIIBTYPHOT
0 aHaIK3a U
onpeaeeHuUs
KOMMyHI/IKaTI/IBHI)I
X LIeJIeH, 3a1a4,
OCHOBHBIX
TE3HCOB
KOMMYHHUKAIIHOHH
OM KaMITaHUH,
a/IeKBaTHBIX TOMY
WM HTHOMY
COLIMOKYJIBTYPHO
MY KOHTEKCTY.

OP-MOIIK.3.2.1.
OOyuaronuiics
crocobeH
OTIpEIeIISTh
pelieBaHTHbIC
CII0COOBI
CO3/IaHHS
MEINATEKCTOB,
Meaua u
KOMMYHHUKAIIHOHH
BIX MTPOJIYKTOB
JUISL YIIpaBIICHHS
OpeHzoM, B T.4.
Ha HHOCTPAHHOM
SI3BIKE.

OP-MOIIK.3.3.1.
OO0y4aromuiicst
CII0COOCH
WHTETPHUPOBATH
KOMMYHUKAITHOHH
VIO CTpaTeTuio B
CYILIECTBYIOLIUI
COIMOKYIBTYPHBI
51 KOHTEKCT




C00011IeCTBa,
OpraHu3aIiH,
TEPPUTOPHH H T.[I.

OP- UIIK 2.3.1.
OO0yyaronuitcs
yMeeT
BBICTPaNBATh
CTpaTeruio
KOMMYHUKAIIUU C
poheCCHOHATBH
BIMHU
C000IIIeCTBaMH,
IKCTIEPTAMH,
aHaJIMTHKaMH,
KOHKYPEHTaMH,
napTHEpaMHu,
CMU u ppyrumu
CTeHKXOJIIepamMH,
TIPECTaBIISFOLIH
MU
MH(PACTPYKTYpY
pelHKa (B T.4. B
LEJsIX
MIpenoJaBaHus,
OpraHH3alH
Hay4HO-
HCCIIeI0BATEIbCK
0#, IPOEKTHOH,
y4eOHO-
npodeccHoHaNbH
Ol IesITeTbHOCTH)
Ha  aHIVIMICKOM
SI3BIKE.

CeMl/lHapCKl/le 3AHTATUSA

2.1 | What is negotiation? Basic points. /| Cemunap | 3
l'[eperm;opbl. OcHOBHBIE MOMEHTBI.
2.2 | Stages of negotiation: Cemunap | 3

1. Preparation

2. Discussion

3. Clarification of goals
4. Negotiate towards a Win-Win outcome
5. Agreement
6. Implementation of a course of action./
JTanbl NePeroBopoB:

1.

2.
3.
4.

TToaroroska OP-
O6cy:xaeHue

ITocranoBka neJeii

JocTukenne
coryialeHus

B3aUMOBBIT'OJHOI'0

l'[ﬂaﬂnposaﬂne ACATECJIbHOCTH

OP-UYK.4.1.1
OOyuaronuiics
ymeeT
000CHOBBIBATH
BBIOOD
AKTyaJbHBIX
KOMMYHHUKATHBHBI
X TEXHOJIOTUH JJIs
obecrneueHus
aKaJIEMUYECKOTO
u
npoeccHoHaIbH
oro
B3aUMOJIECHUCTBHS.

OP-NUYK.4.2.1
OO0yuaromuiicst
yMEET MPUMECHSITh
COBpEMEHHBIC
cpezcTBa
KOMMYHHUKAIIHNH, B
mporiecce
aKaJeMUYECKOTrO
"

Tembl 17151 00CYKICHUS:
e Negotiation tactics;
e Negotiation skills;
e Negotiation strategies;
e Culture and
negotiations.

Tembl 17151 00CYKICHUS:

e  The importance of
preparing for a
negotiation;

e  Establishing rapport
with negotiating
partners and getting
started;

¢ Making and
responding to
proposals;

e Persuading and
bargaining;

e Reaching agreement.




2.3 | Negotiation strategies: problem solving, | Cemunap
contending, yielding, compromising,
inaction./ Crparernu 1eperoBopoB:
NpUHATHE peLieHmuii, yoexnenmne,
KOMIIpOMHMcc, De3/1eiicTBHe.

2.4 | How to negotiate successfully: Negotiator | Cemunap

qualities./ Kak YCIIEHTHO BECTH
NEePEroBOpPhI: BasKHbIE XAPAKTEPHUCTUKH.

npoheCCHOHATBH
oro
B3aUMOJICHCTBUS
Ha aHTJINICKOM
SI3BIKE.

OP-UYK.4.3.1
OO0yyaronuitcst
criocobeH
OIICHUBATh
3(h(HeKTUBHOCTH
MPUMEHEHHS
COBPEMCHHBIX
KOMMYHHKATHBHBI
X TEXHOJIOTHi1 B
aKaJIeMHUYECKOM U
npoheCCHOHATBH
oM
B3aMMO/ICHCTBUSX

OP-MOIIK1.1.1.
OOyuaromuiics
JIEMOHCTPHUPYET
HaBbIKH CO31aHUsA
MEINATEKCTOB, U
(mm)
MEIUANpPOLYKTOB,
u (umm)
KOMMYHHUKAIIHOHH
BIX IIPOJIYKTOB,
MPU3HAHHBIX
npodecCHoHaNbH
BIM
COOOIIIECTBOM, Ha
AHTIUHCKOM
SI3BIKE.

OP-UOIIK.1.2.1.
OOyuaronuiics
OCYIIIECTBIISCT
MIOMCK U aHAJIN3
UHpOPMALIUH IS
CO37aHus
KOMMYHHKAITHOHH
BIX TIPOIYKTOB, B
T.4. Ha
HHOCTPAHHOM
S3BIKE.

OP-NOIIK.1.3.1.
OO0y4aromuiicst
BIIAJIEET
TEXHOJIOTHSMH,
TO3BOJISIOIIMH
CTPYKTYPHPOBATb,
KOPPEKTHPOBATb,
pelaKkTHUPOBaTh U
co3/1aBaTh
KOHTCHT
(TEKCTOBBIH,
tdoto, BHIICO,

TeMmbr 17151 00CYKIeHUS:
How to choose the right
strategy:

e Problem solving;

e Yielding;
e Compromising;
e [naction.

Tembl 17151 00CYKACHUS:

e  The skill of bargaining;

e Negotiating in teams or
alone;

e Ethicsand lying in
negotiation;

e  Gender differences in
negotiation;

e Negotiating over e-
mail

¢ Negotiating online

¢ Negotiating table.




aynuo) OpeHa Ha
AHTJIMICKOM
SI3BIKE.
OP-NOIIK.3.1.1.
OO0yuaroruitcst
JIEMOHCTPUPYET
HaABBIKH
MPUMEHEHHS
COIMOKYJIBTYPHOT
0 aHan3a u
OTIpeICTICHUS
KOMMYHHUKATHBHBI
X Ienei, 3amaq,
OCHOBHBIX
TE3HCOB
KOMMYHHKAIIHOHH
Ol KaMIaHuH,
aJICKBAaTHBIX TOMY
WA UHOMY
COIIMOKYJIBTYPHO
My KOHTCKCTY.

OP-UOIIK.3.2.1.
OOyuaromuiics
crocobeH
OIPENIEIIATh
pelieBaHTHBIE
CIIOCOOBI
CO3/IaHHS
MEINATEKCTOB,
Meaua u
KOMMYHHUKAIIHOHH
BIX IIPOJIYKTOB
JUISL YITPaBIICHHSI
OpeHIIoM, B T.4.
Ha WHOCTPAHHOM
SI3BIKE.

OP-MOIIK.3.3.1.
OOyuaronuiics
CIIOCOOCH
HWHTETPUPOBATh
KOMMYHHUKAITHOHH
VIO CTpaTeTuio B
CYIIECTBYIOLIMI
COLMOKYIBTYPHBI
51 KOHTEKCT
COO0O0IIIeCTBa,
OpraHu3aIig,
TEPPUTOPHH U T.J.

OP- UIIK 2.3.1.
OO0y4aromuiicst
yMmeeT
BBICTPANBATh
CTpaTeruio
KOMMYHUKAITUA C
npoeccHoHaIbH
BIMU




co00I1IeCTBaMH,
JKCIEpPTaMHU,
aHAJIMTHKaMH,
KOHKYPEHTaMH,
napTHEpPaMHU,
CMU u ppyrumu
CTEUKXOJIIepaMH,
TIPECTaBIISFOLIH
MU
MH(PACTPYKTYPY
ppIHKa (B T.4. B
LEeNsIX
npenojaBaHus,
OpTaHH3alH
Hay4HO-
HCCIIEIOBATENBCK
O, MPOEKTHOM,
y4eOHO-
npoheCcCHOHABH
0l JIesITeTbHOCTH)
Ha  aHIVIMICKOM
SI3BIKE.

HpaKanecmle 3aHATUA

3.1 | Negotiating in English: Preparing to | Ilpaktua | 3
negotiate./ IleperoBopbl Ha AHIVIMICKOM: | eckoe
NnmoaAroTroBKa. 3AHATHE

3.2 | Negotiating in English: Making proposals./ | Ilpaktua | 3
IIeperoBopsl Ha AHIVIMIICKOM: KaK CACJIATh | eckoe
NMpeaI0KeHUuE. 3aHSITHE

3.3 | Negotiating in English: Reaching | TIpaktia | 3
agreement./TleperoBopbl Ha AHIIMICKOM: | eckoe
Kak J0CTHYb COorJiallleHUud. 3AHATHE

3.4 | Negotiating in English: Concluding the | Ilpaktna | 3
deal./IleperoBopni Ha AHMJIMHCKOM . | eckoe
3aBepuiaeM CIeJIKYy. 3AHSTHE

OP-UYK .A4.1.1
OOyuaromuiics
yMeeT
000CHOBBIBATH
BEIOOD
AKTyaJIbHbIX
KOMMYHHKATHBHBI
X TEXHOJIOTHH I
obecrieueHus
aKaJIeEMHUYECKOTO
u
npodecCHOHANBH
oro
B3aUMOJECHCTBHS.

OP-1YK.4.2.1
OObyuaromuiicst
yMeeT IpUMEHSTh
COBpPEMEHHEIC
cpencTaa
KOMMYHHUKAITIH, B
mporiecce
aKaJeMUYCCKOTrO
u
npoeccHoHaIbH
oro
B3aUMOJEUCTBUS
Ha aHTJIMIICKOM
SI3BIKE.

OP-NYK.4.3.1
OO0y4aromuiicst
criocobeH
OLICHHBATh

1) ToaroToBka J0KIaaa o
TE€ME C IEKTPOHHON
Mpe3eHTaIuen (CMm.
[Ipunoxenue 2);

2) Uzyuenne Bokabysipa mo
TeMe.

1) IoaroToBKa JOKIajaa o
TEME C IEKTPOHHOMI
Mpe3eHTaIuen (CMm.
[Ipunoxenue 2);

2) Uzyuenne Bokabyisipa mo
TeMe.

1) IoaroroBKa JOKIajaa o
TE€ME C IEKTPOHHOI
Mpe3eHTaImen (CM.
[Tpunoxenune 2);

2) Uzyuenne Bokabyimsipa mo
TeMe.

1) IoaroroBKa IOKIajaa Io
TEME C JIEKTPOHHOI
Mpe3eHTaImen (CM.
[Tpunoxenne 2),

2) Uzyuenne Bokabysipa mo
TeMe;

3) Hammmcanwe acce 1o Teme
What makes a successful
negotiation?




3(hheKTHBHOCTH
MIPUMEHCHHS
COBPEMCHHBIX
KOMMYHUKATHBHEI
X TEXHOJIOTHI B
aKaJIeMUYEeCKOM U
npoheCCHOHATBH
oM
B3aUMOJICHCTBUAX

OP-UOIIK1.1.1.
OO0yyaronuitcst
JIEMOHCTPUPYET
HaBBIKH CO3JIaHUS
MEIMATEKCTOB, U
(nmm)
MeIUanpoayKTOB,
u (umm)
KOMMYHHKAIIHOHH
BIX MTPOIYKTOB,
MPU3HAHHBIX
npoheCcCHOHABH
bIM
COO0O0ILIECTBOM, HA
AHTJINHACKOM
SI3BIKE.

OP-MOIIK.1.2.1.
OObyuaronuiics
OCYIIECTBIISCT
[IOMCK U aHAJIN3
nHpOpMALIUH ISt
CO37aHus
KOMMYHHUKAIIHOHH
BIX TIPOYKTOB, B
T.4. Ha
HHOCTPAHHOM
SA3BIKE.

OP-HOIIK.1.3.1.
OOyuaronuiics
BlIaJeeT
TEXHOJIOTUSIMH,
MMO3BOJISIOIIMH
CTPYKTYPHPOBATH,
KOPPEKTHPOBATH,
pemaKTHPOBaTh U
co31aBaTh
KOHTEHT
(TeKCTOBBIH,
tdoto, BHIIEO,
aynno) OpeHma Ha
AHTIUHCKOM
SI3BIKE.
OP-HOIIK.3.1.1.
OO0y4aromuiicst
JIEMOHCTPUPYET
HaBBIKH
TIPUMEHCHHUS
COIMOKYIBTYPHOT
0 aHaIu3a u




OTIpeICTICHUS
KOMMYHUKATHBHEI
X Imenei, 3amaq,
OCHOBHBIX
TE3HCOB
KOMMYHHUKAITHOHH
Ol KaMIaHuH,
aJICKBATHBIX TOMY
WA UHOMY
COIMOKYJIBTYPHO
My KOHTCKCTY.

OP-MOIIK.3.2.1.
OO0yyaronuitcst
CII0cO0eH
OTpeIeNATh
pelieBaHTHbIE
CIIOCOOBI
CO3JIaHNs
MEIMATEKCTOB,
Meara u
KOMMyHI/IKaI_H/IOHH
BIX IPOLYKTOB
JUTS YIIPABIICHUS
OpeHIoM, B T.U.
Ha I/IHOCTpaHHOM
SI3BIKE.

OP-MOIIK.3.3.1.
OObyuaronuiics
CIIOCOOCH
HUHTETPUPOBATh
KOMMYHHUKAITHOHH
yIO CTpaTeruio B
CYILIECTBYIOLIMI
COLIMOKYJIBTYPHBI
51 KOHTEKCT
COO0O0IIIeCTBa,
OpraHu3aIiig,
TEPPUTOPUH H T.J.

OP- UIIK 2.3.1.
OObyuaromuiics
yMmeer
BBICTPaNBAaTh
CTPATETHIO
KOMMYHUKAITIH C
npoeccHoHaIbH
BIMU
C000I1IeCTBaMH,
JKCIIEPTaMH,
aHaJIMTUKaMH,
KOHKYpEHTaMH,
mapTHEpaMH,
CMU u npyrumu
CTEHKXOJAepaMu,
TIPEICTABIISIOIIN
MH




UHPPaCTPYKTypy
pBIHKa (B T.4. B

eJIsIX
MIpenojaBaHus,
OpTaHMU3aINH
Hay4HO-

M CCIIeI0BATEIbCK
OMf, IPOEKTHOM,
y4eOHO-
npoheCCHOHATBH
Oif e TEITbHOCTH)
Ha aHTJIUIICKOM

SA3BIKC.

3. TunoBbie KOHTPOJIbHBIE 32IaHUsI WU HHbIE MATEPHAIBI, HEOOXOTUMBIE 1151 OL[EHKH
o0pa3oBaTeJIbHBIX Pe3yJILTATOB 00y4eHHUsI

3.1. TunoBsIe 3a/IaHUd U1 IIPOBCACHUSA TEKYLIECT0 KOHTPOJA YCIIEBAEMOCTH

1) VYcrtublii onpoc;
2) Hamucanue 3cce;
3) IMoaroroBka yCTHBIX JOKJIA0B C JCKTPOHHOM MPE3EHTAIUCH.
3.2. TunoBble 3aJaHUs AJIA IPOBEACHUSA MPOMEKYTOYHOM aTTECTAIMHU M0 IMCHUIINHE

«/len1oBble KoMmMyHuKanuu B PR u pexiame/Business communications in PR and
advertising»

3aoanue k 3auemy (2 cemecmp):
1) CobecenoBanue 1o NpoiiicHHEIM TeMaM (cM. Tabnuny B Pa3nene 2);

2) [MoaroToBKa yCTHOTO COOOIICHHUS C 3JICKTPOHHOM MPE3CHTAIMEH 110 OJTHOW U3 TEM CEMeCTpa
(cm. Tabmumy B Paznene 2);

3) MHmmMBUAyaIbHBIN CIIMCOK TEMATHYECKOTO BOKaOysipa: 50 CJIOB U BRIpQXKEHHH 1O KayKI0M
npoieHHon TeMe (cM. Tabnuiy B Paziene 2).

Jlonyckom K 3auemy ciyscum 8blNoOIHeHUe 8CexX MeKyUUx 3a0aHull.
3adanue K Ix3ameny (3 cemecmp):
1) CobecenoBanue 1o MpokeHHBIM TeMaM (cM. Tabnuiy B Paznene 2);

2) [MoaroToBKa yCTHOTO COOOIICHHUS C 3JICKTPOHHOM MPE3CHTAIMEH 110 OJTHOW U3 TEM CEMeCcTpa
(cm. Tabnuity B Pazgene 2);

3) MHuBUyaIbHBIN CIIUCOK TEMAaTHYECKOTO BOKaOyIisipa: 50 cJI0B U BBIPOKEHHIA 1O KX I0U
npoiaeHHon Teme (cM. Tabmuity B Paznene 2);

4) ITuceMenHoOe 3a7aHue (HaHI/IcaHI/Ie 3CCC, ACTIOBOI'O IMMMChbMa 1 T.I[.) B paMKaXx M3YUCHHBIX TEM.

ﬂOnyCKOM K 3auemy CHyHcum 6blnojJIHEeHUe 6C€X MeKyuux 3a0aHUlL.




4, MeToau4yeckue MaTepuaJbl, ONpeacJaI0IUue MpouecaAypbl OUCHUBAHUA
06pa30BaTeJ’IBHLIX pe3yJabTaToB Oﬁy‘leHHH

4.1. MeToguveckne MaTepuaJibl /sl OLEHKH TeKYIIero KOHTPOJIA yCIeBaeMOCTH 10
AUCHHILTHHE/MoTyao/npakTuke «/lesioBbie KoOMMyHuKanuu B PR u pekiame/Business
communications in PR and advertising»

IMopsiaok pacueTa UTOroBOro 6a/UIa U KPUTEPUH OLEHKHU 32 BbINOJHEHHE 32/IaHUI B
Te4eHHe ceMecTpa:

0 6annoe — Ha 3aHATUU OTCYTCTBOBAJI, 33J]JaHNE HE BBHITIOJIHEHO;

1 6ann — Ha 3aHATUM NPUCYTCTBOBAJI, HO 33/1aHUE, B IEJIOM, BBIIIOJIHEHO HENPABUIIBHO,
odopmIIeHHE HE COOTBETCTBYET TPEOOBAHUSM,;

2 6anna — 3aJaHuE BBINOJHEHO MPAaBWIBHO JIMIIb YacTUYHO, O(OpMIIEHHE HE
COOTBETCTBYET OOJIBIIMHCTBY TPEOOBAHUI;

3 0anna — 3a7aHue BBHINOJHEHO MPABWIBHO TOJIBKO HAIMOJOBHUHY, O(QOpPMIIEHHE JHIIb
YaCTUYHO COOTBETCTBYET TPEOOBAHUSIM;

4 banna — 3ajaHue B 1IEJIOM BBIIIOJIHEHO, HO O(OpMIIEHHE COOTBETCTBYET HE BCEM
TpeOOBaHUSM;

5 6annoeé — 3anaHue BBINOJIHEHO, HO €CTh CEpPhE3HbIE NMPETEH3UU K 000OIIEHUsSM U
WHTEPIPETAINH PE3yIbTAaTOB;

6 06annoeé — 3amaHue BHITIOJIHEHO, HO B 0GOpMIIEHHH €1ab0 BBIpaKEHA aHATMTHYECKas
TTO3UIIHS;

7 6annoe — BBHINIOJIIHEHUE 33aaHUS U opOpMIIEHHE PE3YyJbTAaTOB B IIEJIOM COOTBETCTBYET
TpeOOBaHUSAM, XOTSI €CTh HE3HAYUTENIbHbIC 3aMeUaHus;

8 o6annoe — BeITIONHEHHWE 3amaHus W O(OPMIICHHE pE3yJIbTaTOB B TIOJHOH Mepe
COOTBETCTBYET TPEOOBAHUSM,

9 6annoeé — npu BHIIOJIHEHUU 3a/laHUSl U OQOPMIICHUH PE3YJIbTaTOB SPKO IMPOSBIISETCS
UCCIIeIOBAaTENbCKas MO3UIUS CTYICHTA,;

10 6annoeé — BbMONHEHWE 3aMaHUs U O(OpMIIEHUE PE3YJIbTaTOB CBHUJIETEIBCTBYIOT O
TBOPYECTBE, MHUIIMATUBHOCTH U TPYIOIIOONH CTYIEHTA; OTINYAIOTCSI OPUTUHAIBHOCTBIO.

K _coaue 3auema__c__oueHKoOU _mazucmpanmul _0ORYCKAIOMCS npu_ompadbomke__ecex
APAKMUYECKUX 3A0aHUIL.

4.2. MeTroau4yecKue MaTepHaJbl 1Jisi MPOBeIeHUsI MPOMEKYTOUYHOM aTTeCTAIlUU 10
AMCHUIIMHE/ MOy TI0/ipakTuKe «/lesioBble kKoMMyHukamuu B PR u pexsiame/Business
communications in PR and advertising»

3a KaKJI0€ BBIIIOJIHECHHOC KOHTPOJIBHOC 3aJaHUC MATrUCTPAHT IOJy4acT 6am1 ot 0 a0 10
(CM. 41), KOTOpLIfI YUUTBIBACTCA IIPU BBICTABJIICHHUU 3a4CTa WA 9K3aMEHAIIMOHHON OLICHKHU B
COBOKYIIHOCTH C 6amiamu. P €3yJIbTAaT CHUTACTCA 3aYTCHHBIM, €CJIM MAIruCTPAHT I1OJIy4acT 6amn 4
1 BBILIC ITO KPUTCPUAM OLCHHUBAHUSA PE3YJILTATOB 06yquH${.

HroroBas onenka, BEICTaBIIsieMast B 3a4€TKY M BEIOMOCTh, CKJIA/IBIBAETCS M3 HTOTOBOT'O
Oaina, TONyYEeHHOTO CTYIEHTOM 3a paboTy B ceMecTpe, W Oaiia, MOJYyYEHHOTO IO WTOram
3a4eTa WM HK3aMeHa.

Pacnipenenenue BecoB Ipu pacdeTe UTOrOBOM OIICHKH:

- UTOrOBBIH Oa 3a padoty B cemectpe — 0,6;

- UTOTOBBII 0aJul, MOJYYEHHBIH 32 paboTy HEMOCPEICTBEHHO Ha 3aYeTe WM dK3aMEeHE —
0,4.



KpI/ITCpI/II/I OLICHKHN OTBETOB HAa BOIIPOCHI 5K3aMCHaA

Bun sananus Iaanupyembre K
AT PUTEPUH OLEHUBAHHS OTBETOB HA BONPOCHI IK3aMeHA
o0yuenust Heynosnets | YnosnetBop SO Ormaso
OPHTEIIHHO UTENBHO
CobGecenoBanne | YK-4 OrcytctBue | dparmentap | B meiaoM | Ycmnemmsoe U
110 TIPOIiACHHBIM 3HAHHUS HOE YCIIEIHOE, cUCTeMaTHye
TeMaM’ (0-3 6ayna) | mpuMeHeHHE | HO CKoe
! 3HAHHUS COTMPOBOXK/A | MPUMCHEHHUE
WnymBuyanss (4-6 6annoB) | romeecs 3HAHUS
BIH CITUCOK otaensHeiMa | (9-10
TEMAaTUYECKOTr O omnOkaMu bamioB)
BOKaOyJIsipa. TPUMCHCHHE
3HAHUS
(7-8 6amnoB)
TTuceMeHHoOE OIIK-1 OtcyrctBue | @parmentap | IlpomyktusH | TBOpueckuii
3anaHue YMEHHUSI HOE YMEHHE | B YpOBEHb | YPOBEHb
(Harucarye (0-3 6amna) | (4-6 GamoB) ycBoeHHs OBJIAJICHHS
YMEHHH YMEHHEM
9CCE, ACI0BOIo0 (7-8 Gammos) | (9-10
MUChMa | T.]1.) GaILIoB)
IToaroroska OIIK-3 OtcyrctBue | ®@parmenrtap | bezommboun | bezommboyn
YCTHOTO IK-2 HaBBIKa HOE oe, HO | oe M
COOGIIEHHS ¢ (0-3 6ayma) | mposiieHue | TpeOyroliee | aBTOMATH3U
N HaBBIKA CaMOKOHTpPO | pPOBaHHOE
SNICKTPOHHOH 1o st TIPOSBIICHHE
Mpe3eHTaluen ANrOpPUTMY, | TPOSIBJICHHE | HaBbIKA
10 OJIHOU U3 obpasiry HAaBBIKa (9-10
(4-6 6amoB) | (7-8 GamioB) | GayioB)

TEM CEMCCTpPA.




NPUJIOXXEHHUE 1.
3amanus no kypcey Effective Communications Skills for Business

https://www.udemy.com/course/effective-communications-skills-for-business/

Lecture 2: Verbal communication.
According to the speaker:
1) Why is it vital to say things right and clearly?

2) What is the year 2019 in the phonetic alphabet?

3) What is the standard form of British English pronunciation based on?

4) What does it mean to be an effective verbal communicator?

5) What should you do to practice how to be an effective verbal communicator?

6) What are the rules to address the Queen of England (for the first time and following
this)?

Lecture 3: Written communications.
According to the speaker:
1) What do you have to avoid when writing business documents?

2) What is legalese?

3) Why is it good to stick to plain language in business writing?

4) What font size should be used for print and presentations?

5) Why does midnight not exist in terms of the British railway timetable?

Lecture 4: Being an effective presenter.
According to the speaker:
1) Why is it important to smile when presenting?

2) Is it good to be overenthusiastic while presenting?

3) What is good body language?

4) What is bad body language?

5) What should you not do while presenting?

6) What things should be considered when choosing what to wear when presenting?
7) Why is electronic equipment not recommended for sitting-down presentations?
8) What are the tips for a successful sitting-down presentation?

Lecture 5: Media production.
According to the speaker:
1) What is it important to know while using the equipment?

Lecture 6: Using your skills to negotiate.
According to the speaker:
1) Why is it important to keep to a “straight-line deal”?

2) What will make you a person worth listening?

Lecture 7: Being an effective listener.
According to the speaker:
1) What are the ten steps to effective listening?

2) Why is practicing important?

Was the Effective Communications Skills for Business course useful? Why or why not?
What new information did you learn from the course?


https://www.udemy.com/course/effective-communications-skills-for-business/

INPUJIO)KEHUE 2

HpHMeprle TEMBbI JJI MIOJATOTOBKH JOKJIAA0B C HPCSCHTaHHeﬁ:

1) How to be a good negotiator.

2) Negotiation tactics.

3) Negotiation skills.

4) Negotiation strategies.

5) Culture and negotiations.

6) How to prepare for negotiations.
7) How to negotiate under pressure.
8) Negotiation table.

9) The skill of bargaining.

10) Ethics and lying in negotiation.
11) Negotiation planning.

12) Gender differences in negotiation.
13) Negotiaiting over e-mail.

14) Stages of a negotiaition.

15) Negotiaition cases.



