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1 Iessn, nuianHnpyeMble pe3yabTaThl 00y4eHHUs 10 JUCHHUIIIMHE (MOIYJII0)

[lenpto ocBoeHust yueOHOW mucnumuinHbl "Business communication in a multicultural
environment (JlemoBas KOMMyHUKalusi B TOJUKYIBTYpHOU cpene) " siBisieTcs (opMUpOBaHUE
npoeCCHOHATBHON KOMIIETEHTHOCTH BBIITYCKHUKOB, CHOCOOHBIX K A(PQPEKTHBHOMY IEIOBOMY
B3aUMOJICHCTBUIO C MPEJICTABUTEIISIMA PA3JIUYHBIX KYJIBTYp Ha OCHOBE BIIQJICHHS] COBPEMEHHBIMU
KOMMYHHKATUBHBIMU TEXHOJIOTHSIMH.

3ajaun TUCUUIUIMHBI CIEAYIOT U3 HEOOXOJAMMOCTU MOATOTOBUTH BBIMTYCKHUKOB, TOTOBBIX K
PEIICHUIO BOMIPOCOB B 00JIACTH MEXIYHAPOJIHBIX OTHOIICHHUH, 00JIaIaloINX KOMMYHUKATUBHON U
MEXKYITBTYPHOW KOMIIETEHTHOCTBIO, 3HAHUSMHU CHCHU(PHUKUA MEXKIYHAPOJIHBIX OTHOIICHUH,
HaBBIKaMH 3(P(HEKTUBHOTO B3aMMOICUCTBHS B aKaIEMHUECKOM U MEKTyHApOIHOM cpere:

1. Ilpuaepx’uBaTHCS NPUHIMUIIOB KyJIbTYPHOI'O PEJIATUBHA3MA B IIPOLIECCE MEKKYJIIBTYPHOTO
B3aUMOJICHCTBUS.

2. OcylIecTBIATh pEUEBYI0 KOMMYHHUKALIUIO B I€JI0BOM Cpelie B COOTBETCTBUU C TPEOOBAHUAMU
COBPEMEHHBIX KOMMYHHUKATUBHBIX TEXHOJIOIUH.

3. Hayuutbcs MCIoNib30BaTh 3HaHUS ATHOKYJIBTYPHOU CHEU(PUKN IPEICTaBUTENEH pa3IndHbIX
HallMOHAJIBHBIX IPYMI B PA3JIMYHBIX CUTYaLUAX aKaJeMUUYECKOr0 U MPo(ecCHOHAIbHOTO
o01eHHs.

4. ®opmupoBaTh OepeKHOE OTHOILLIEHUE K PYCCKOMY SI3bIKY KaK HEOThEMJIEMON 4acTU PYCCKOM
KYJbTYPBbI KaK OCHOBE I'PaKIAHCKOW MICHTUYHOCTH; OCO3HAHATh POJIb PYCCKOTO A3bIKA KaK
rOCYJapCTBEHHOTO si3bIka PD 1 si3bIKa MEKHAIMOHAIHHOTO OOIIICHHS.

5. ®opMHPOBATH OCO3HAHHUE CBOETO MECTA B MOJUKYJIBTYPHOM MHUPE, TOTOBHOCTh Y4aCTBOBATH
B JIMAJIOre KyJbTYpP.

6. dopMHUpOBaTh 3CTETUUECKOE OTHOIIEHUE K SI3bIKY U PEUH, HPABCTBEHHOE CO3HAHUE U
MOBEJICHUE HAa OCHOBE O0IE€YEI0BEYECKUX LIEHHOCTEH.

[TnanupyemMbIMH pe3yibTaTaMu OOydeHHs MO0 AMCLUUIUIMHE (MOMYIIO), SBISIOTCS 3HAHMA,
yMeHUsI, HaBbIKU. [lepedeHb IUTaHHPYEMBIX PE3YJIbTaToOB OOyuYeHHUs MO JUCHUUIUIMHE (MOIYIIO),
COOTHECCHHBIX C IUIAHUPYEMBIMH pe3yJbTaTaMH OCBOCHUs 00pa30BaTelbHOM MHpPOrpaMmbl,
npezcTasieH B Tabnuue 1.

Ta6muma 1 — Komnereniuu, hopMupyemMble B pe3yJIbTaTe U3YUEHUS TUCITUTITUHBI (MOIYJIS)

Ko i Ko # (hopMy THpORKa Pe3ynbTaTel 00y4YeHUs O TUCIUILIIHE
Hassaune OIIOIT HHAMKATOpa
(hopmyHpoBKa Kon
BO, coxpamenHoe JOCTHXKEHHS
KOMINCTCHIUM KOMIICTCHITHH pe3yib ®dopMyIupoBKa pe3yabTaTa
TaTa
41.04.05 YK-2 : Cnocoben VK-2.1x : Pl 3nanue | JleMoHCTpuUpyeT 3HaHUE
«MexayHapoIHbIE | YIpaBIsATH Pa3pabarbiBaer miaH BUJIOB COBPEMEHHBIX
OTHOUICHUS» IIPOEKTOM Ha BCEX paboThI MPOEKTHOMI KOMMYHUKAaTUBHBIX
(M-MO) JTanax ero TpyMIbI TEXHOJIOTUil
JKM3HEHHOT'O LIMKJIa MHOT'OHAIIMOHAJILHOI0 PJI5 Hageik | BricTpanBaer
COCTaBa U BHELIHIOKO 3 PeKTHBHYTO
KOMMYHHUKALIIIO KOMMYHHUKAIIHIO C
IpOeKTa Ha Y4eToM
MEXKIyHAPOIHOM STHOKYJIBTYPHOH
YpOBHE creuupuKa HopM
peUYeBoro
B3aUMOJICHCTBUS
YK-4 : Cnocoben YK-4.18 : YuacTByer P/1 3nanue | [lemoHcTpupyeT 3HaHUE
TIPUMCHSTH B aKaJIeMUYECKOH 1 BUJ/IOB COBPEMECHHBIX
COBPEMCHHBIE npodeccrnoHanbHOI KOMMYHHKaTHBHBIX
KOMMYHUKATUBHBIE | KOMMYHHKaIUU Ha TEXHOJIOTHH
TEXHOJIOTUH, B TOM TOCYZapCTBEHHOM
qHCIIe Ha A3bIKE, UCIONB3YS
HMHOCTpaHHOM(BIX) COBpEMEHHbBIE




sI3bIKe(ax), IS
aKaZIeMU4eCKOro U
po¢heCCHOHATBHOTO
B3aUMO/JICHCTBUS

KOMMYHUKAaTHBHBIC
TEXHOJIOTUH

P2

VYMmenue

[IpumensieT 3aKoHBI,
[IpaBUjIa U IPUEMBbI
3¢ GeKTUBHOM
KOMMYHHUKaIINH

P13

HaBrik

Hcronb3yeT IpUHIHUIIBL
6eCKOH(IINKTHOTO
OOIIeHNS ¥ TIPHEMBI
pedeBoro BO3AeHCTBUS
B CHUTYalHsX
podeccHoHANBHOTO U
AKaZAeMUYECKOT0
obmeHus

P14

3HaHue

Haxoaut otiu4us B
MpaBUJIax pEeYeBOro
B3aMMOJCHCTBUS
IIpe/iIcTaBUTeNeH
Ppa3IUYHbIX
HAIIMOHAJIBHBIX TPy

VK-5 : Cnocoben
aHaJIM3UPOBATH U
YYUTHIBATH
pasHooOpazue
KYJIBTYp B Iporiecce
MEIKKYJIBTYPHOTO
B3aMMOCHCTBUS

VK-5.1B:
ComnocTaBiisieT
3THOKYJIETYPHYHO
cnenuuky
MIPUHITUIIOB PEYEBOTO
B3aUMOJIEHCTBUS
MpeicTaBUTeNen
Pa3NUYHBIX KYJIBTYD

P14

3Hanue

Haxogut otinuust B
MIpaBUJIaX PEUEBOrO
B3aUMOJCHCTBUSA
TIpe/iICTaBUTENeH
Pa3ITUYHBIX
HallMOHAJIBHBIX TPYIIIT

P15

HaBrix

BeicTpauBaer

3 PeKTHBHYTO
KOMMYHHUKAIIUIO C
y4eToM
3THOKYJIbTYPHOM
crienuGUKA HOPM
peyeBoro
B3aUMOJICHCTBUS

VK-5.28 : Cobmronaer
TIPUHIIHITBI

s dexTrBHOrO
pedeBoro
B3aMOJICUCTBHUS B
MOJINKYJIbTYPHOR
cpene

Pl

3Hanue

JleMoHCTpHUpYET 3HAHHE
BHJIOB COBPEMEHHBIX
KOMMYHHUKaTUBHBIX
TEXHOJIOTHM

P12

VYMenue

IIpumenser 3aKoHBI,
IpaBUJIa U IPUEMBI
3 peKTUBHOI
KOMMYHUKAIIUU

P/I3

HaBbik

Hcnonb3yeT npuHIHUIIbI
0eCKOH(IIUKTHOTO
OOIIeHNS ¥ IPHEMBI
peveBoro BO3ACHCTBHS
B CUTYaIIHsIX
po¢eCCHOHATBHOTO U
aKaZeMUIeCKOTO
oOuieHust

P/I5

HaBbik

BericTpanBaer
3¢hGEKTUBHYIO
KOMMYHHUKAIIHIO C
y4eToOM
9THOKYJIbTYPHO#
cHenu(puKA HOpM
pedeBoro
B3aUMOICUCTBUSI

2 MecTo aucuumiunbl (MoayJsi) B ctpykrype OINIOII

N3yuenne nucuuminHbl «Business communication in a multicultural environment (JlemoBas
KOMMYHUKAIlMS B TOJHKYIBTYPHOU cpene) » MPeayCMOTPEHO o0s3arenbHOoi yacThio bioka 1
yueOHoro miaana OITOII.

AKTyanpHOCTh ~ JAaHHOM  OUCHMIUIMHBI ~ OOyClIOBIE€Ha TeM, 4YTO  (OPMHPOBAHUE



MEXKYJIBTYPHOH M KOMMYHHUKATUBHOW KOMIETEHTHOCTH — Ba)KHas 4acTb NpOQecCHOHATBHON
ITOATOTOBKH CTYZICHTOB B BY3€.

CoBeplIeHCTBOBAaHHWE  3HAHUHM, yMEHHWH, BilaJeHHMH B 00JacTH  MEXKYIBTypHOH
KOMMYHUKAIIUN HAlpaBJIeHO HAa KOMIUIEKCHOE Pa3BUTHE KOMMYHHMKATHBHOW, WH(OpPMAIIMOHHOM,
COITMOKYJIBTYPHOU U MPOPECCHOHATHHON KOMIIETSHITUI CTYICHTOB.

TpeGoBaHusi K BXOAHBIM 3HAHMAM: CTYICHT JOJDKEH HMETh C(QOPMUPOBAaHHBIC
TEOPETUYECKHE 3HaHUS B OObEME, IMPEIyCMOTPEHHOM H3YYEHHBIMM Ha MPEAbIAYIIEM YpPOBHE
o0pa3oBaHUs JAUCLUUIUIMHAMM M3  OOJACTH  MEXKYJIBTYpHOW KOMMYHMKALIUM, PEYEBOTO
B3aMMOJEHCTBYSL, KYJIbTYPBI PEUH.

3. O0beM TUCHMILUTHHBI (MO1YJIA)

O0beM [UCHUIUIMHBI (MOAYJNsl) B 3aUeTHBIX EAMHMUIIAX C YKa3aHHEM KOJIMYeCTBa
aKaJIeMUYECKUX YacoB, BBIACICHHBIX HA KOHTAKTHYIO paboTy ¢ oOydaromumucs (10 BHIAM
y4eOHBIX 3aHATHI) U HA CAMOCTOATEIILHYIO paObOTy, MPUBEICH B TaOIUIE 2.

Tabnuua 2 — O61mas TpyJ0eMKOCTb AUCHUIUINHBI

Tpyno- O0beM KOHTAKTHOI1 paboTh! (Yac)
CeMeCTp CMKOCTh
Haspanne OITOIT Dopaa Yacts (000) Breaynn- Popuia
o0yde- WM Kype AynuropHas CPC aTTec-
BO vII (300 TOpHas
HuA ¢ 3.E.) Bceero TauuH
03d0)
nek. | mpak. | ma6. | ITA | KCP
41.04.05
MexryHapoJHEIe (010]6] MO1.b 1 2 17 4 12 0 1 0 55 3
OTHOLICHUS

4 CTpyKTypa M coJepkaHue TUCUUIIMHBI (MOTYJIs1)

4.1 CTpykrypa gucuuniauasl (moayJs) xiga OP®O

Tematuueckuil 1iaH, OTpaXaIIUNA COAepKaHUe UCIUIUIHHBI (IEpEeYeHb Pa3/IeJiOB U TEM),
CTPYKTYpUPOBAHHOE MO BUIAaM Yy4eOHBIX 3aHATUN C yKa3aHHMEM HX OObEMOB B COOTBETCTBUM C
y4eOHBIM IIJIaHOM, MTpUBEeH B Tabmuie 3.1

Tabmuna 3.1 — Paznmensl qucuuruiHbel (MOAYAS), BUIBI yU4eOHOW AEATEIBHOCTH M (HOPMBI
Teky1ero kouTpos st OO

Kogx pe- Kou-Bo "acoB, oTBeieHHOE Ha Do
Ne Ha3zBanue Tembl 3yJbTaTa P
Jlex IIpakr J1a6 CPC TEKYILIEro KOHTPOJIs
00y4eHuUs

Modern communication
1 | technologies in business Pa1 2 0 0 8 Test
communication
Cross-cultural . .
2 communication in business P14, P15 2 0 0 8 practical assignment
Modern communication
technologies in the

3 | professional sphere. PA1 0 2 0 8 practical assignment
Features of written business
communication

Modern technologies in the
4 | situations of cross-cultural P14, PJ15 0 2 0 8 case-study
communication

Laws, rules and techniques
of effective communication.

3 Linguistic manipulation PI2, PA3 0 2 0 ; presentation. feport
techniques
6 Contflict-free PI3 0 2 0 8 presentation, report

communication




st case-study, presentation
7 | communication in the P4, PJIS 0 4 0 7 Y> P
. . and report
multinational companies
HToro mo radauie 4 12 0 55

4.2 CopepsxaHue pa3iesioB M TeM TUCHUILIHHBI (MoayJs) niast ODO

Tema 1 Modern communication technologies in business communication.

Copnepxanne Tembl: Communication technologies. Language as a tool for effective language
communication. Aspects and types of communication. Goals and elements of communicationThe
effectiveness of communication. Communication barriers. The concept and features of business
communication.

@®opMbI ¥ METOJBI TPOBEACHUS 3aHATHH 10 TeMme, NpPUMEHSIeMble 00pa3oBaTEIbHBIC
TexHosioruu: Lecture.

Bunsr camocTosiTeIbHOM OATOTOBKY CcTyneHTOB 1o Teme: Study the materials of textbooks,
additional materials to the topic; preparation for testing.

Tema 2 Cross-cultural communication in business.

Conepxxanne tembl: The main ethnic cultures types and dimentions. Culture and behavior.
National communicative behavior of different cultures representatives. National peculiarities of the
negotiation process.

@opMBl M METOABI TPOBEACHHS 3aHATHH MO TeMe, NpPUMEHseMble O0pa3oBaTeIbHBIC
TexHosioruu: Lecture.

Bunipl camocToATEeNbHON TOATOTOBKHU CTYIeHTOB 1o Teme: Study of materials of textbooks,
additional materials to the topic; preparation for testing.

Tema 3 Modern communication technologies in the professional sphere. Features of written
business communication.

Conepkanne Tembl: Features of written business communication. The main characteristics of
written business speech. Genres of business correspondence documents.

@opMBI M METOJBl TPOBENCHUS 3aHATHH 10 TeMme, NpUMEHseMble 00pa3oBaTEIbHbIC
TEXHOJIOTUH: practice.

Bunbl camocTosTenpbHOW TOATOTOBKU CTymeHTOB mo Teme: Study of materials from
textbooks, additional materials to the topic; writing workshop .

Tema 4 Modern technologies in the situations of cross-cultural communication.

Conepxanne TeMbl: Tolerance, empathy, cultural sensitivity, communicative competence as
conditions for effective business communication.

dopMbI ¥ METOJBI TPOBEACHHUS 3aHATHH 10 TeMe, NPUMEHSIEMbIC 00pa30BaTEIbHBIC
TEXHOJIOTUH: practice.

Bunbl camocTosTepHOM MOATOTOBKH CTYICHTOB IO TeMe: preparation for case-study.

Tema 5 Laws, rules and techniques of effective communication. Linguistic manipulation
techniques.

Conepxxkanne Tembl: Rules and techniques and laws of communication. The laws of
communication: 1. The law of mirror development of communication, 2. The law of dependence of
the result of communication on the volume of communicative efforts, 3. The law of increasing
impatience of listeners, 4. The law of falling intelligence of the audience with an increase in its size,
5. The law of primary rejection of a new idea, 6. The law of the rhythm of communication, 7. The
law of speech self-action, 8. The law of rejection of public criticism, 9. The law of trust in simple
words, 10. The law of attraction of criticism, 11. The Law of communicative remarks, 12. The law
of accelerated dissemination of negative information, 13. The law of distortion of information
during its transmission, 14. The law of detailed discussion of small things, 15. The law of speech



absorption of emotion, 16. The law of emotional suppression of logic. The concept, methods and
aspects of speech influence.

@dopMbl ¥ METOJBI TPOBEACHUS 3aHATHH 10 TeMe, NpPUMEHsSIeMble 00pa30BaTEIIbHBIC
TEXHOJIOTHH: practice.

Bunpl camocTosTeNbHOM TOATOTOBKM CTyAeHTOB mo Teme: Studying the materials of
textbooks, additional materials to the topic; preparing for a report.

Tema 6 Conflict-free communication .

Cognepxanne Temsbl: Principles and rules of conflict-free communication (the principle of
tolerance to the interlocutor, the principle of favorable self-giving, the principle of minimizing
negative information).

@DopMBI M METOJABI TPOBEACHHS 3aHATHH TIO0 TeMe, NPUMEHSEMbIE 00pa30BaTeIbHBIC
TEXHOJIOTHH: practice.

Bunbl camocToATenpbHOW MTOATOTOBKM CTyneHTOB mo Teme: Study of materials from
textbooks, additional materials to the topic; preparation for an individual creative task (with a
presentation)i).

Tema 7 Cross-cultural communication in the multinational companies.

Conepxanne Tembl: International etiquette and protocol. Relationships in the group.
Relationships on an individual level. Relationship with the supervisor. Preparing an employee to
work in a different culture.

@opMbl M METOJbl NPOBEAEHUS 3aHATUH IO TeMme, NpUMEHseMble 00pa3oBaTelbHbIC
TEXHOJIOTHH: practice.

Bupl caMocTosSTENFHON OATOTOBKU CTYICHTOB IO TeMe: case-study.

5 Metoanueckue yKazaHus J1Jis 00y4arOIIMXCA M0 U3YUEHUIO U Peau3alui JUCIUNIMHBI
(MmonyJis)

5.1 Meroanyeckue peKOMeHAAUUM O0YYAIOIIUMCS MO M3YYEHHI0 JAUCHUIUIMHBI M 10
o0ecrnevYeHnIo CaMOCTOSITe/IbHOI padoThl

Opraamszanys 00pa30BaTENIBHOTO TMpoIecca pEerIaMEHTHUPYETCs YyYeOHBIM TUIAaHOM |
pacnricaHueM Y4eOHbIX 3aHsATHH. [ BceX BHIOB ayIWTOPHBIX 3aHITHNA aKaIeMHYECKUU Yac
YCTaHABIIMBAETCS MPOJAOKUTEIHLHOCTHIO 45 MUHYT.

[Tpu hopmupoBaHuM CBOEH MHIUBHUAYaTHLHON 00pa30BaTEIbHON TPACKTOPUH 00YUYaIOIIUNACS
UMEeT MpaBO Ha TMepeaTTecTaldi0 COOTBETCTBYIONIMX AMCHUILIMH (MOJIYJeH), OCBOCHHBIX B
npoiiecce oOy4deHus, KOTOPBIM B TOM YHCIE OCBOOOXKIAET 00ydaromerocss OT HeOOXOIMMOCTH UX
MOBTOPHOT'O OCBOCHHUSI.

[TporpaMMoil TUCHMIUTMHBI TPETYCMOTPEHO MPOBEICHUE JICKIIMOHHBIX M MPAKTHYECKHX
3aHATHA C TPUMCHCHHWEM aKTHUBHBIX METOJOB OOyYeHHS: Y4YeOHBIC IHUCKYCCHH, ITOATOTOBKA
JIOKJIaJIOB U TpEe3CeHTallui, HHANBUAYalIbHbIC (HAMMCAaHHE ACCE) M TPYNIOBBIC 3a/JaHus (pelIeHue
KEMCOBBIX 3aJJaHUi), TPAIUIIMOHHBIX METOA0B 00yUeHHUs (TPAAUIIMOHHBIC JEKIIUHN).

Ha ucrnonp3oBanne akTUBHBIX METOA0B 00ydeHust oTBoguTcs 50 % 3aHATHH.

[[upoko Kcmonb3yrTcs HHHOPMALMOHHBIE TEXHOIOTUU (IJIEKTPOHHBIE TECTHI, MOATOTOBKA
AJICKTPOHHBIX MPE3CHTAINH, UCIIOJIb30BAHNE HHTEPHET-PECYPCOB).

B Xxome wu3ydeHus [aHHOrO Kypca TMPEANONaraeTcsi MCHOIb30BAaHUE AIIEKTPOHHBIX
IIPE3EHTALUMN.

JIJIst CTYyIEHTOB B KQ4€CTBE CAMOCTOSITSIIBHON paOOThI MPEAIOIaracTcs MOArOTOBKA KPATKHX
coobimeHuit ¢ mpe3entamueit B popmare Microsoft PowerPoint, perenue kelicoBeix 3amanuii. B
KaueCTBE 3aJaHUS [Tl IPOMEKYTOYHON aTTeCTAIlUU TPeJIaracTcst dcce.

OCHOBHOW BHJ 3aHSATUH HJIs1 CTYICHTOB OYHOH (OpMBI OOy4YeHHS — JICKIMOHHBIC H
MPAKTUYECKHUE 3aHATHs C MPUMEHEHHEM HH(POPMAIIMOHHO-KOMMYHHUKAIIMOHHBIX TexHoyoruid. Ha



JEKUMOHHBIX 3aHATHSAX CTYACHTHl 3HAKOMATCA C TEOPETHMUECKUMH IOJIOKEHUSAMHM TEOpUU
KOMMYHHUKAIIM{; OCHOBHBIMU MOHATHUSMU TEOPUH MEXKYIBTYPHOM KOMMYHHUKAIUU U MIPOLIECCaMH,
MPOUCXOSUIUMHU B MPAKTUKE MEXKYJIBTYPHOM KOMMYHHMKalUU B Aes0BOM cpene. IIpakTtuueckue
3aHATHS TIPENINoNaraloT paboTy MO OCBOCHHIO M 3aKPEIUICHHIO TEOPETHUECKUX 3HaHU,
paciiMpeHHio OOIIero Kpyro3opa OOyYaloIIMXCSl M Pa3BUTHI0 KOMMYHUKATHBHBIX HABBIKOB.
OcBoeHne Kypca MpeAnojaraeT IOCEUICHHE JIEKUMOHHBIX M INPaKTUYECKUX  3aHATHH,
CaMOCTOSITENIbHYI0 Pa0OTy IO IMOATOTOBKE K ayAMTOPHBIM 3aHSATHUSIM, BBIIOJIHEHHUE TECTOBBIX
3aJJaHui, CAMOCTOSATEIbHYIO PabOTy C OTJAEIBHBIMU TEMAaMHU, TIOCEUICHHE KOHCYJIbTAIIUH.

Jis CTYIEeHTOB OYHO-3a04HON (HOpMBI OOy4YeHHs MPOBOAMTCS HA JICKIIMOHHBIX 3aHITHUSAX
MPEJICTAaBIISIIOTCS camble 00mue CcBeAeHHs 00 u3ydyaeMoll MAMCHUIUIMHE | 33JaHus U
CaMOCTOSITEJIBHOTO M3YyYEHHUs] MaTepuaa, aKUEHTUPYETCS BHUMAHHUE HA KIIHOUEBBIX MOJIOKEHUSIX
KaKI0H TeMmbl. B TeueHune cemecTpa CTYAEHThl MOJY4YaloT KOHCYJBTAllUU MO0 MHTEPECYIOIIUM HX
BonpocaM. Bo Bpemsi ceccuu TNpOBOIATCS MPAKTUUYECKUE 3aHATHS B y4EOHBIX ayIUTOpPHUSAX C
MYJIbTUMEIUHHBIM 000pyIOBaHHUEM.

Ha nexkunoHHBIX 3aHATHUAX BEAETCS KOHTPOJb IMOCEIAEMOCTH C IMOMOIIbIO AJIEKTPOHHON
CUCTEMBbl CUUTBIBAHUS CTYJCHUECKHX Oeikel, MPUHATON B YHHUBEPCHUTETE, a TAKXKE C IMOMOIIBIO
KOHTPOJIbHBIX TECTOB, MO3BOJSIOLUIMX IIPOBECTU IPOBEPKY KadecTBa YCBOECHMsSI TEOPETUUYECKOTO
Marepuana Kaxaou jekuun. Ha npakTH4ecKknx 3aHATHAX BEAETCSA TEKYLIUM MOYpPOYHBIA KOHTPOJIb
B (hopme 3amIuThl MPE3eHTAINI, YCTHBIX BBICTYIJICHUH, TPYNIOBBIX U UHIUBUIYAJIbHBIX 3aJaHUA,
JUCKYCCUM 1O OCHOBHBIM MOMEHTAM H3yYaE€MbIX TEM, OCYIIECTBISETCS MPOBEPKA BBIMOIHEHUS
JOMAIITHETO 3aIaHui.

AtTecTanys CTyJEHTOB OCYIIECTBISETCS B cooTBeTcTBUU C [lonoxkeHneM o peMTHHroBOMH
cucteme BI'YOC.

[TpomexxyTouHOM (HOPMOM KOHTPOJIS SIBISETCS 3aUerT.

CamocrosiTenpbHas BHeayIUTOpPHAas padOTa CTYACHTOB SIBJSETCS Ba)KHEHIIUM YCIOBHEM
YCIENTHOTO OBJIAICHHs IporpaMmoit Kypca. OHa TECHO CBsi3aHa C ayIUTOpHON padboToi. CTyIeHThI
paboTaroT JoMa 1o 3aJlaHusIM IIpernoaBaTelis, KOTOpble 0a3upyroTcsa Ha MaTepuaie, N3y4YeHHOM Ha
JIEKIMOHHOM U MPAKTUYECKOM 3aHSITHH.

Ha xaxxnom 3aHATUM CTYAEHTHl IOJY4YalOT JOMAallHEe 3aJaHue, HampsMylo WU
OIIOCPEOBAHHO CBA3AHHOE C U3YYEHHOM TEOPETUYECKON TEMOM.

B kauecTBe camMOCTOATENHEHON pabOTHI MPEAIOIaraeTcs MoAroToOBKa KOPOTKUX COOOIIEHUH,
nouck W aHanu3 uHpopmauuu B cet MHTepHer m mewyatneix CMU, moaroroBka mpe3eHTanui
Power Point, rpynmoBas paboTa Ha/l pelieHreM KEHCOBBIX 3a/1aHuil.

OcBoeHue Kypca IpenoiaraeT caMoCTOSTENbHYIO paboTy 10 MOArOTOBKE K JIEKLIMOHHBIM U
MPAKTUYECKUM 3aHATHSAM, KaK C TNPUMEHEHHEM KOMIBIOTEPHBIX MpOrpamMMm, Tak M 0e3 ux
NPUMEHEHHUS, a Takke paboTy HaJl CUTYallMOHHBIMU POEKTaMHU B TPyIIIax.

5.2 Oco0eHHOCTH oOpraHu3amuu OOyYeHHS JIsi JHI[ ¢ OTPAHHYEHHBIMH BO3MOKHOCTSIMHU
310POBbSI 1 HHBAJTUI0B

ITpu HEOOXO0IMMOCTH 00YYaIOLIMMCS U3 YHUCIIA JIHILL C OFPAaHUYEHHBIMH BO3MOKHOCTSIMU 3/10pPOBbS U
MHBAJIUAOB (110 3asiBJICHUIO 00YYaIOLIErocs) NpeaocTaBiseTcs yueOHas HHPOpMaLus B TOCTYITHbIX
¢dopMax ¢ yueToM UX UHJIUBUIYaAIbHBIX ICUXO(PU3NUECKUX 0COOEHHOCTEH!

- JUIS JIUI] ¢ HApYIICHUSMHU 3pEHHs: B MeYaTHON (opMe YBETHYECHHBIM mpudTom; B Gpopme
AIIEKTPOHHOI'O JIOKYMEHTA; WHAVBUyaJIbHbIE KOHCYJIBTaIluU c NpUBJICYCHHEM
TU(dI0CYpIOTIEPEBOAUNKA; MHANBUAYATbHbBIE 3aJaHHsI, KOHCYJIbTAlUU U JIp.

- JJIs UL ¢ HApYIICHUsIMU cllyXa: B Me4aTHoi (opme; B hopMe 3JEKTPOHHOTO JOKYMEHTA;
MHAVBUYalIbHbIE KOHCYIBTAllMM C IPUBJIECYEHUEM CYpIONEPEBOAUNKA; UHIMBUYaJIbHbIC 3a/1aHNUS,
KOHCYJIBTAIMH U Jp.

- U1 JIAL ¢ HAapyIIEHUSIMH ONOPHO-ABUraTeIbHOIO anmnapaTa: B neyaTHoi opme; B popme
AJIEKTPOHHOI'O JJOKYMEHTA; MHIMBUIyalIbHbIE 3a/IaHUs1, KOHCYJIbTALUU U JIP.



6 ®oHA OLEHOYHBIX CPEACTB JISl MPOBEACHHS TEKYILIero KOHTPOJISA U NMPOMEKYTOYHOM
aTTecTAMU O0YYAKOIIMXCS 10 IMCHUIJINHE (MOMYJII0)

B cootBerctBun ¢ TpeboBanusmMu OI'OC BO pns arrectanmu  oOydarommxcsi Ha
COOTBETCTBUE UX TICPCOHAIBHBIX JOCTHKCHUN IIAHUPYEMBIM pe3ylibTaraM OOy4YeHHS I10
JUCIUTIINHE (MOIYIIO) CO37aHbl (DOHIBI OIIEHOYHBIX CPENCTB. THMOBBIE KOHTPOJILHBIC 3aaHUS,
METOJIUYECKUE MATEPUAIIbI, ONPEACIISAIOIINE MPOLUEAYPbl OLCHUBAHUS 3HAHWM, YMEHUN U HaBBIKOB,
a TaKkKe KPUTCPUU M IIOKA3aTed, HEOOXOAWMBIC JJIsi OLEHKH 3HAHWW, YMEHWH, HaBBIKOB W
XapaKTEPHU3YIOUIUe dTarbl (POPMUPOBAHUS KOMIIETEHIIUNA B MPOIECCE OCBOCHHUS 00pa30BaTeIbHOM
nporpammsl, rpezacTanieHsl B [Ipunoxenun 1.

7 YueOHO-MeToAuYeCKoe U MH(OPMAIMOHHOE o0ecnevyeHre JUCHMILTMHBI (MOTYJISA)

7.1  Ocnoenasa numepamypa

1. Cross-cultural interaction vs geopolitical culture : monograph / I.S. Voznesensky, M.N.
Vrazhnova, T.A. Mironova, L.O. Ternovaya. — Moscow : INFRA-M, 2023. — 205 p. —
(Scientific Idea). - ISBN 978-5-16-019008-2. - Tekctr : omektponnsrii. - URL:
https://znanium.ru/catalog/product/2082733 (nara oOpamenus: 18.11.2024)

2. Cansiackas, T. B., Business and management: Urban communication and practice :
yueonoe nocobue / T. B. Canbiackas, A. A. Scaunkas. — Mocksa : Pycaitac, 2022. — 178 ¢. —
ISBN 978-5-466-00986-6. — URL: https://book.ru/book/945643 (mata oOpamenus: 14.11.2024).
— TexkcT : 2JIeKTPOHHBIN.

3. Tenemesckas, A. M., Cross-Cultural Business English Communication : yueOHuK / A.
M. Tenemesckass. — Mocksa : Pycaiinc, 2024. — 140 ¢. — ISBN 978-5-466-06957-0. — URL.:
https://book.ru/book/954183 (nata obpamenus: 14.11.2024). — TeKcCT : 3ME€KTPOHHBIMH.

4. UYepkamuHa, T. T. SI3pIK A€TOBBIX MEXKYIBTYPHBIX KOMMYHHUKAIMH : Y4eOHUK / TIOJ

pen. T.T. Yepkammuoit. — MockBa : MHDPA-M, 2022. — 368 c. + [on. marepuainsl
[DnexTponnsbIii pecypc]. — (Bricmiee oOpazoBanme: bakamaBpuar). — DOI 10.12737/22224. -
ISBN 978-5-16-012114-7. - Tekcr : 3JIEKTPOHHBIN. - URL:

https://znanium.com/catalog/product/1876389 (mara oopamenus: 18.11.2024)

7.2 [donoanumenvnas numepamypa

1.  JlenoBele KOMMYHHUKaIMM : YueOHOe mocobue [DnekTpoHHbIH pecypc] : ByzoBckuit
yaeOHukK , 2020 - 160 - Pexum moctyma: https://znanium.com/catalog/document?id=359428
2. Taparyxuna HO. B., AmeeBa 3. K. JIEJIOBbBIE W MEXKVYJIbTYPHBIE

KOMMYHUKAIINN. YueOHUK U MPaKTUKYM JUIsl By30B [DIeKTpoHHBIN pecypc] , 2020 - 324 -
Pexxum moctyma: https://urait.ru/book/delovye-i-mezhkulturnye-kommunikacii-450299

7.3 Pecypcovt ungpopmayuonno-menekommynukayuonnou cemu "Hnmepuem',
6KII0YaAA  npogheccuonanvHvle 06azl OAHHLIX U UHOOPMAUUOHHO-CRPABOYUHDbLE
cucmemul (npu HeobXO00UMOCMU):

l. OHJIaH-KYpC "MeXKyIbTypHBIE JIEJIOBbIE KOMMYHHMKaluuu"
https://stepik.org/course/128055/promo

2. [Topran "OtkpeiToe oOpazoBanue" Kypc "SA3bIK, KyasTypa U MEXKYIbTypHas
kommyHuKaius" https://openedu.ru/course/msu/LANG/

3. Crienmanu3upoBaHHbld mopTan "MexXKynbTypHas KOMMYHUKauusa" (Ha pyccKoM

s3pIke): http://intercultural.ru/

4. CupaBouHo-uapopmarmonnsid nopraa [PAMOTA.PY http://gramota.ru/

5. OnektponHass Oubnuotreunass cucrema ZNANIUM.COM - Pexum pgocrtyma:
https://znanium.com/

6. DnekrpoHHO-OnMOMMoTeuHas cuctema "BOOK.ru"



7. DnexkrpoHHO-OuOmuoTeunas cuctema "ZNANIUM.COM"

8. DneKTpoHHO-OubIMoTeuHas cuctema m3garenbcerBa "FOpait" - Pexxum pocrtyna:
https://urait.ru/

9.  Open Academic Journals Index (OAJI). [Ipodeccuonanbuas 6a3a maHHBIX - Pexxum
noctyma: http://oaji.net/

10. [Ipesunentckas Oubmuorexka um. b.H.EnpimHa (06a3za JaHHBIX pa3TUYHBIX
npodeccHoHANBHBIX o0macteit) - Pexxum moctyna: https://www.prlib.ru/
1. Nudopmanmonno-cnpaBounas cuctema "Koncymerant Ilmroc" - Pexxum moctyma:

http://www.consultant.ru/

8 MarepuajbHO-TeXHHYECKOe o0ecneyeHHe AUCUMIUIMHBI (MOAYJsl)) H IepevyeHb
HHPOPMAIMOHHBIX TEXHOJOI'MH, HCIO0JIb3yeMbIX NPH OCYIIECTBJIEHHH 00Pa30BaTeIbHOIO
npouecca 1o JUCHMILINHe (MOAYJII0), BKJIKOYAas NepevyeHb NPOrpaMMHOr0 odecrevyeHust

OcHOBHOE 000PYI0BAHUE:

- DIS CM 6090 P IlynesT npencenarens ¢ 2-Msl CEJIEKTOpaMU KaHAJIOB
- DIS DM 6090 P Ilynst nenerata ¢ 2-Ms ceIeKTOpaMyu KaHAJIOB

- PTZ - Kamepa

- AByxmnonocnas AC 30Bt MR-44

- Mukpodon Ha rycunoi mee 50cMm, DIS GM 4424

- Mukpodon Ha rycunoi mee 50cm,DIS GM 4424

- Ilepenatunik XGA curnana B Butyto napy CATS

- [lepenaTunk Buaeocursanos B BuTyto napy CATS

- [Ipuemnuk Buaeocurnana us Buton napsr CATS

- [Ipuemnuk Buaeocurnanos u3 sutoi napsl CATS

- YetblpexkaHainbHbINM nepenatunk XGA curnana B ButTyto napy CATS

[IporpaMMHoe obecrieyeHme:
- Microsoft Windows XP Professional
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1 Ilepeyenb popMHEpyeMbIX KOMIIETEHIHIT

Hassanne OITOIT BO,
COKpAII[EHHOE

Konx 1 popmynipoBKka KOMIIETCHITH

u

Kon u ¢hopmynipoBKka HHANKATOPA JOCTHKEHHS
KOMIIETEHIIUH

41.04.05 «MexayHap
OJJHBIC OTHOILICHHSD)
(M-MO)

YK-2 : CnocoGeH ynpaBisiTh MPOeK
TOM Ha BCEX 3Tallax ero )XU3HEHHOT
0 1K

VK-2.1k : PazpabarbiBaet miaH paOOThl IPOEKTH

Ol IPyIITbl MHOTOHAIMOHAJIBHOTO COCTaBa U BHE

IIHIOI0 KOMMYHUKAIIMIO IIPOEKTa Ha MEXITyHapOJ
HOM YpOBHE

YK-4 : CnocobeH NpUMEHSTh COBpE
MEHHbIE KOMMYHUKAaTHBHBIE TEXHOJ
OTHH, B TOM YHCJIE HA HHOCTPAHHOM
(bIX) s13BIKE(AX), IS AKATEMHUYECKO

r'0o ¥ Ipo(heCCHOHATIBHOTO B3aNMO/IC
HcTBUA

VYK-4.1B : YuacTByeT B akaJeMHUuecKoil u npodec
CHOHAJIbHOM KOMMYHHUKALlUK Ha TOCYIapCTBEHHO

M SI3bIKE, UCIIONB3Ysl COBPEMEHHbIE KOMMYHHKATH
BHbIE TEXHOJIOTHU

YK-5 : CnocoGeH aHanTU3UpOBaTh U
YUHTBIBATH PA3HOOOpa3Ne KyJIbTYp
B TIPOLIECCE MEKKYJIBTYPHOTO B3aUM
oneicTus

VYK-5.1B : ConocTtaBisieT 3THOKYIbTYPHYIO CIElLl
UKy IPUHIUIIOB PEYEBOTO B3aUMOICHCTBUS NP
€/ICTaBUTENIEH Pa3INYHbIX KyJIbTYP

YK-5.28 : Cobmtonaet mpHHIHUIEI 3 (HEeKTHBHOTO
pedeBoro B3aMMOJEHCTBYSI B MOJIUKYJITYPHOM Cp
ene

KOMHCTCHL[I/IH CUHMTaCTCA C(i)OpMHpOBaHHOI}’I Ha JaHHOM 3Talle€ B CJIydac, €CJIIM IOJTYUYCHHBIC
06y‘ICHI/ISI o JUCHHMINIMHE OICHCHBI

pe3ynbTaThl

MOJIOKUTENBHO  (AMana3oH KpUTEPUEB

OLICHUBAHMUSI PE3YBTATOB 00YUEHUS «3aYTEHOY, «YIOBIETBOPUTEILHOY, «XOPOILIO», KOTIHYHOY). B

CIydac OTCYTCTBHUA MOJIOKUTEILHON OIIGHKM KOMIICTEHIIMS Ha JaHHOM OJTalle CUYHUTaeTcs

HeC(OPMHUPOBAHHOM.

2 Iloka3aTeJi OLlEeHUBAHUS MJIAHUPYEMBIX Pe3yJIbTATOB 00y4eHMsI

Komnerenuus YK-2 «CriocobeH ynpaBisTh IPOEKTOM Ha BCEX 3TAMax €ro KU3HEHHOTO

ITUKJIIa»

Tabnuna 2.1 — Kpurepun orieHKd UHAUKATOPOB JOCTHKEHHSI KOMITIETEHIIUU

Pe3ympTaTel 00y4eHHS 1O TUCIUIIIHHE
K T
Koz u hopmynupoBka nHAMKAT " Kpurepuu olieHnBaHUS pE3yNbT
opa joctukenus komnerenmun | °8 | aToB 00yUYCHUS
e
p pe PesynbraT
3_
3_
Ta
Ta
VK-2.1x : Pa3pabaTriBaeT mman CdpmupoBasireecs CHCTEMaTH
. P 31 | JleMOHCTpUpPYET 3HaHUE BUIIOB
pabOTHI MPOEKTHOM TPYITHI MH T | an | conpemermmmix xommymmmaTiRR YeCKOE 3HAHUE BHIOB COBPEME
OTOHAIMOHANBHOTO COCTABA M B | ve | bix TexHomormii HHBIX KOMMYHHUKAaTHBHBIX TEXH
HEIITHIOI KOMMYHHKAIUIO [TPoe onoruit
KTa Ha MEKyHApOIHOM ypOBHE Ccoopmuporasmmecs 3G dexTs
H | BeictpauBaet 3¢ dekTHBHYIO KO bopmup bd
P HBIC HaBBIKM KOMMYHHUKAIIIH C
aB | MMYHHKAIHIO C y9ETOM 3THOKY .
D . YY€TOM ATHOKYIBTYPHOI CHeIn
Bl | JIBTYypHOH creruduku HOPM ped
5 . (bHKH HOPM PEYEeBOTO B3aUMOJE
K €BOT0 B3aUMOAEHCTBUS >
HcTBUS

Komnerenuus YK-4 «CriocobeH NpuMeHsTh COBPEMEHHbIE KOMMYHHUKAaTHBHbIE
TEXHOJIOTHH, B TOM YUCIJIE HA HHOCTPaHHOM(BIX) A3bIKE(aX), AJI aKaJeMUUYECKOr0 U




po(hecCHOHATEHOTO B3aUMOICHCTBUS

Ta6mmma 2.2 — Kputepuu OlIeHKH WHANKATOPOB TOCTHYKCHHS KOMITETEHIIUN

PesynbraTel 00y4eHus 10 JUCHUIUINHE
K T
Koa u popmynupoBka nuHAUKAT - Kputepuu onieHuBaHus pe3ysnbT
opa OCTHXKEHUsI KOMIETEHIIMN Oox o aToB 00yYeHUs
pe PesynbraT
3 pe
3_
Ta
Ta
YK-4.1B : YuacTByeT B akajieMu CdpmupoBaBIiieecsi CHCTEMATH
. o P 31 | JleMOHCTpupyeT 3HaHHE BUIOB
9ecKoi 1 pohecCHOHATTBHON K YecKoe 3HaHUE BUJIOB COBpPEME
I | aH | coBpeMeHHBIX KOMMYHHKATHBH
OMMYHHKAIIUH Ha TOCYIapCTBEH . HHBIX KOMMYHHUKATHBHBIX TEXH
1 He | BIX TEXHOJIOTUM N
HOM SI3BIKE, FICTIOIB3YS COBPEME onoruit
HHBIE KOMMYHUKaTHBHBIE TEXHO v CopMUPOBABIIIEECS CHCTEMAT
TTOTHH P IIpumeHseT 3aKOHBI, IPaBUIIa U
M o NYECKOE YMEHUE IPUMEHSATH 3a
pi nipueMsl 3G PEeKTHUBHOH KOMMYH
eH KOHBI, TIpaBmIa ¥ IpHeMsI 3¢ de
2 HUKalun o
ne KTUBHOU KOMMYHHKAITUH
CdopmupoBaBimecs: cucreMaT
H Hcnonb3yer npuHUUIBI OECKOH | WYECKHE HAaBBIKH HCIOJIb30BAHU
P aB (IMKTHOTO OOIICHUS M IPUEMBI | 51 IPUHIIUIIOB OECKOH(IINKTHOT
I . | peuesoro BO3JICHCTBHS B CUTYa 0 OOIICHNUS U TIPHEMBI PEUCBOTO
3 < IUAX MTPOQECCHOHAIBHOTO M aK | BO3JCHCTBHSA B CUTYAIUSIX ITPO
aIeMHIECKOTO OOIIECHUS (heccnOHATTBHOTO M aKaIeMHUIEC
KOT'O OOIIeHUS
Ccopmupoasmieecst CHCTEMAT
Haxonut oTmigus B mpaBmiax p
P 3H N WYECKOE 3HAHUS IIPABUI PEYEBO
€UeBOTO B3aNMOACHCTBHS IIpeX .
O | an N TO B3aMMOJICHCTBHS NPEJICTaBH
CTaBUTENEH Pa3IMYHBIX HAIINOH .
4 ne TeJIeH Pa3IMYHBIX HAMOHAIBH
ANBHBIX TPYIII
BIX TPYIII

Komnerenuus YK-5 «Criocoben aHanM3upoBaTh U YYUTHIBATh Pa3HOOOpa3ue KyJIbTyp B

MIPOLIECCE MEKKYIBTYPHOI'O B3aUMOJCHCTBHS»

Tabnuna 2.3 — Kpurepun orieHKd HHAUKATOPOB JOCTHKEHHSI KOMITIETEHIIUU

Pe3ympTaTel 00y4eHHS 1O TUCIUIIIHHE
K T
Kox u popmynupoBka HHAMKAT ox | M Kpurepun oneHMBaHUS Pe3yJIbT
Opa JIOCTHXKEHUS KOMIIETCHIINH e | T aToB 00yuCHUS
E pe PesynbraT
3_
Ta
Ta
VK-5.18B : ConocTaBisieT 3THOK Ccopmupoasmreecst CHCTEMAT
Haxoaut oTiam4ms B mpaBuiax p
YIBTYpPHYIO ClIeIU(HUKY IPHHI P 3H . MYECKOe 3HAHMS IIPABUII PEUEBO
: €YEeBOr0 B3aUMOJICHCTBHS IIPE -
UIIOB peueBoro B3aumoneictsun | I | an N T'0 B3aUMO/JICHCTBHS IIPEICTABH
. CTaBHTEJEH PAa3INYHBIX HALIMOH -
s TIPEACTAaBUTENICH PasIuYHbIX K | 4 ue Telel pa3IMYHbIX HAllMOHAIBH
AJTBHBIX TPYIII
YIBTYD BIX TPy
H | Beicrpansaer spdextunyio ko | CPopMupoasimecs sppexris
P ap | MMyHMKaImIo C yuerom >THOKy | HPIC HABBIKH KOMMYHUKALIH C
i o | meTypHOi criermdukn Hopwm peu | YHETOM STHOKYIBTYPHO Crietiu
5 < €BOTO B3AHMOLCHCTBHS c“bmm HOPM peueBOro B3auMoJie
HcrBus
VYK-5.28 : Cobmomaer npuanun | P CdpmupoBasieecs CHCTEMaTH
31 | JleMOHCTpHpYyeT 3HaHHE BUIOB
BI 3 pexTHBHOTO peueBoro B3a pi| 4EeCKOE 3HaHUE BUJOB COBPEME
. aH | COBpPEMEHHBIX KOMMYHUKAaTHBH
MUMOJICHCTBYS B MOJNUKYJIBTYpHO | 1 . HHBIX KOMMYHHUKATHBHBIX TEXH
. ue | BIX TEXHOJOTUi .
il cpene OJIOTHH




N T4 g

CdopmupoBasieecst cucreMar

MYECKOe YMEHHE PUMEHSTD 3a

KOHBI, ITpaBUjIa U MpueMbl dpde
KTHBHOI KOMMYHHUKaIlIX

W T4 g

CdopmupoBapmuecs cucremar
MYECKHE HaBBIKU HCIONB30BAHI
sL IPUHIHUIIOB O€CKOH(IMKTHOT
0 OOILCHHUS U TIPHEMBI PEUCBOTO
BO3JICHCTBHS B CUTYaLUsIX IIPO
(heccnOHATBHOTO M aKaIeMHYEC
KOT'O OOIICHUS

v~ g

CdopmupoBasmuecs 3pPeKTHB
HBIC HaBBIKM KOMMYHHUKAIIIH C

YY€TOM ATHOKYIBTYPHOI CHeIn
(bHKH HOPM PEUEBOTO B3aUMOJE

M IIpuMeHseT 3aKOHBI, IPAaBUIIA U

M npueMsbl 3PPEKTUBHON KOMMYH

T ukauun

ue

H Hcnonp3yeT NpUHIHUIIB OECKOH

an (IMKTHOTO 06LuueHI/I;1 Y TIPUEMBI

o | DCueBOTrO BO3JICHCTBUS B CHTYa

« LHUSAX TPOPECCHOHATIBHOTO U aK
aIEMHYIECKOT0 OOIICHN

H | BeictpauBaet 3¢ dpekTHBHYIO KO

aB | MMYHHKAIHUIO C y4ETOM ITHOKY

bl | JIBTypHOH creludUKH HOPM ped

K €BOr'0 B3aUMOIEUCTBUSI

WCTBUSA

TaGnHua 3aIOJIHACTCA B COOTBCTCTBHUU C Pa3aCioM 1 PaGoueit nporpaMmbl TUCHUIIIIMHBI

(Moyst).

3 IlepeyeHb OLIEHOYHBIX CPEACTB

Tabnuua 3 — [lepedeHp OLIEHOYHBIX CPEICTB MO TUCIUIUTMHE (MOJYIIIO)

Kontponupyemslie maHupyeMble pe3y

Konrtponupyemslie TeMbl

HaumeHOBaHHE OIICHOYHOTO CPEACTBA U TP
encrasienue ero B ®OC

JBTaThl 00y4EHHUS JMCLUTIMHBI TIpoMeskyTouHas at
Texy1uii KOHTPOJIb Tecrars
OuHas popma oOydeHHUs
Pl 3nanue : JleMoHCTpUpPYET 1.1. Modern communicati
3HaHME BUIOB COBpeMeHH | on technologies in busines | Tect Occe
BIX KOMMYHUKaTHBHBIX T€ | S communication
XHOJIOTHH 1.3. Modern communicati
on technologies in the pro
fessional sphere. Features | ITpoekt Occe
of written business comm
unication
P12 Ymenue : [Ipumenser 3ak | 1.5. Laws, rules and techn
OHBI, IpaBWIIa U IpreMbl 3 | iques of effective commu | oxman, coobmenn Sece
(dexTHBHOI KOMMYHHUKA nication. Linguistic manip | e
105071 ulation techniques
P13 Hagrix : Mcrions3yet npu 1.5. Laws, rules and techn
HIMB OeckoHdukTHOTO | iques of effective commu | [lenmoBast n/wmmu porn ece
OOIIEHNS U TIPHEMBI peue nication. Linguistic manip | eBas urpa
BOTO BO3CHCTBHS B cuTya | ulation techniques
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4 Onucanue Npoueayps! ONCHUBAHUS

KauectBO cpopmMHUpOBaHHOCTH KOMIIETEHIIMII Ha JaHHOM OJTale OLEHUBAETCS IO
pesyinsraTaM TEeKYLIMX M MPOMEXYTOYHBIX aTTeCTAlMi MpU MOMOIIM KOJUYECTBEHHOM OLIEHKH,
BbIp@)XEHHOW B Oamnmax. MakcuMmanbHas cymMma OaijioB Mo AucuuiuinHe (Monynmio) paBHa 100

OaiutaMm.

The quality of competence formation at this stage is assessed based on the results of current and
intermediate attestations with a quantitative assessment expressed in points, the maximum amount

of points is

100 points.

Distribution of points by type of educational activity

Evaluation type
educational activities Test Prgctical A [Presentation, r|Case-stud [[ndividual ta Essay Role-play ga Total
ssignment |eport ly sk me

Lecture 10 10
Practice 10 10 10 50
Self-learning 20 20 20
[Intermediate

20 20
certification
Total 10 20 20 10 10 20 10 100

CYMMa 6aJ'IJ'IOB, Ha6paHHBIX CTYACHTOM IIO JUCHHUIINIMHE, IICPCBOANUTCA B OLICHKY B COOTBCTCTBHHU C

TaOJIULIEH.

Cymma GamioB

10 JUCIIHIIII
HUHC

O1eHKa TI0 TIPOMEKYT
O4YHOM aTrTecTauuu

XapakTepHCcTHKa Ka4ecTBa c(HOPMHUPOBAHHOCTH KOMIIETEHIIUH

ot 91 mo 100

«3a4TEHO» /

«OTJIHUYHO»

CTyzAeHT JeMOHCTPUPYET CHOPMHUPOBAHHOCTD JUCILUILUTHHAPHBIX KOMIICTCHIIUH,
00HapyKHBaeT BCECTOPOHHEE, CHCTEMaTHIECKOE U ITy0OKOe 3HaHHEe y4eOHOTo MaTepHall
a, yCBOMJI OCHOBHYIO JINTEPATypy Y 3HAKOM C JOMOTHUTEIBHOH JINTEPATypOii, pEKOMEHIO
BaHHOH MPOrpaMMOii, yMeeT CBOOOJHO BBIMONHSATh MPAKTHYECKUE 3aJaHUsI, TIPETYCMOTpPE
HHbIE IIPOrPaMMOii, CBOOOIHO OllepupyeT NPHOOPETEHHBIMU 3HAHUAMU, YMEHUAMH, IIPH
MEHSET UX B CUTYalUAX MOBBIIICHHON CIIOXKHOCTH.

ot 76 mo 90

«3a4TeHOY /

«Xopouo»

CTyIeHT IeMOHCTpUpyeT c(hOPMUPOBAHHOCTD TUCLUILIMHAPHBIX KOMIIETEHIIMIT: OCHOBH
bI€ 3HAHHUSI, YMEHUSI OCBOCHBI, HO JIOITyCKAIOTCSI HE3HAUUTEIIbHbIE OIINOKY, HETOYHOCTH, 3
aTpyJHEHUs NP aHAJTUTUYECKUX OIepalusiX, IEPEHOCEe 3HaHUHM U yMEHUI Ha HOBBIE, HEC
TaHJAPTHBIE CUTYAIHH.

ot 61 1o 75

«3a4TeHoy /

«yIOBIIETBOPUTE
JTBEHO»

CTy,Z[eHT JACMOHCTPUPYET C(bOpMI/IpOBaHHOCTI) JAUCHUIITIMHAPHBIX KOMIICTCHIINH: B X0I€ K
OHTPOJIBHBIX MCpOHpI/ISITHfI JOITYCKAarOTCA 3HAYUTCIIbHBIC OIHI/I6KI/I, MPOABJIACTCS
OTCYTCTBUE OTAEIIBHBIX 3HaHPII>i, yMeHHﬁ, HaBBIKOB 10 HEKOTOPBIM AUCHUILUIMHAPHBIM KO
MIIETEHIUAM, CTYACHT HUCIIBITBIBACT 3HAYUTCIIbHBIC 3aTPYAHEHUS TIPU ONIEPUPOBAHUM 3HA
HUAMU U YMCHUSIMU IIPU UX TMIEPEHOCE HAa HOBBIC CUTYyalluU.




«HE 3a4TEHOY /

v CTYZICHTa HE C(bOpMHpOBaHbI JUCHUIIIMHAPHBIC KOMIIETCHIUU, ITPOSABIIACTCA HEAOCTAT

«HCYOOBJICTBOPU
TCIBHO»

or 41 710 60 «HCYOOBJICTBOPH |04HOCTb 3HAHMH, yMEHUM, HABBIKOB.
TEJIBHO»
«HE 3a4TCHOY /
010 10 40 JucuuninHapHbIe KOMIIETEHINH He copmupoBaHbl. [IposBiIsieTCs: OITHOE WK HPAKTUY

€CKHU ITOJIHOC OTCYTCTBUE 3HaHHﬁ, yMeHHﬁ, HAaBBIKOB.

Cymma 6annoB, HAOpaHHBIX CTYACHTOM IO BCEM BHJaM YUEOHOW ACSITEIHHOCTH B pamMKax
JCIIATUTMHBI, TICPEBOIUTCS B OIIEHKY B COOTBETCTBUU C TAOJUIICH.

Cymma Gaiuios O1neHKa 10 IPOMEXY
. XapakTepHcTHKa KauyecTBa CHOPMUPOBAHHOCTH KOMITETEHIINI
10 JUCLUILINHE TOYHOHM aTTCCTallun
CTyIeHT 1eMOHCTPUPYET CHOPMHPOBAHHOCT JHUCLMILUTHHAPHBIX KOMIIETEHIUH, 00
Hapy)KMBaeT BCECTOPOHHEE, CUCTEMaTH4eCKoe U NTy0OKoe 3HaHHE y4eOHOro mMaTep
o1 91 10 100 «3a4TEeHO» / Halia, yCBOMII OSHOBHyIO III/IT?paTypy U 3HAKOM C JOIOJIHUTEIBHON JINTEpaTypoi, pe
«OTJIMYHOY KOMEHJOBaHHOI IIPOTpaMMOH, yMeeT CBOOOAHO BBINOIHATH MPAKTHUECKUE 3a1aHN,
MPeyCMOTPEHHbIE MPOrpaMMOii, CBOOOIHO ONEPUPYET MPUOOPETEHHBIMU 3HAHUSIM
U, YMEHUSIMHU, IPUMEHSIET UX B CUTYaLUsX IOBBIIEHHOH CI0XKHOCTH.
CTyaeHT 1eMOHCTPHUPYET C(HOPMUPOBAHHOCT JUCIMILTMHAPHBIX KOMIIETEHIUH: 0C
«3aUTEHOY / HOBHBIE 3HaHHs, YMEHHsI OCBOCHBI, HO JIOMYCKAIOTCsl HE3HAUUTENIbHBIC OIIMOKH, HET
ot 76 no 90 «XOpOO» OUYHOCTH, 3aTPYAHEHUS [IPU aHATUTUYECKUX ONEpalysIX, IEPEHOCe 3HAHUN U YMCHU
/i Ha HOBBIE, HECTAHIAPTHBIE CUTYaLlUH.
CryzneHT 1eMOHCTpupyeT chOPMUPOBAHHOCTD AUCHUIIMHAPHBIX KOMIIETEHIHUI: B X
«3a4TeHO» / 0J1¢ KOHTPOJIEHBIX MEPOIIPUSITHH JOMYCKAIOTCS 3HAYUTENbHBIE OIIMOKH, IPOSIBIISIETC
ot 61 o 75 «YJIOBJIETBOPUTENLH s1 OTCYTCTBHE OTJICJIbHBIX 3HAHUI, YMEHUN, HABBIKOB 110 HEKOTOPBIM JUCHUIUITMHAPH
o» BIM KOMIIETEHIUAM, CTYAE€HT HCIBITHIBAET 3HAYUTEIbHBIE 3aTPYAHEHUS IIPU OIIEPUP
OBaHWM 3HAHUAMU M YMEHHUAMH IPU UX NIEPEHOCE HA HOBBLIE CUTYaALMH.
«HE 3a4TeHO» /
ot 41 110 60 P —— VY cTyneHTa He C(bOI;')’MI/IpOBaIiBI JUCLHHIIIMHAPHBIE KOMITETEHIINH, TIPOSABIIACTCS HEHO
CTaTOYHOCTh 3HAHHUH, YMEHHUH, HABBIKOB.
HO»
«HE 3a4TeHO» /
o1 0 10 40 P —— JlucuunnuHapHble KOMIIETEHIMM He cdu)opmnpmzaﬂbl. [IposiBnsercs mosiHOE WM
Hon MPAKTUYECKH ITOJTHOE OTCYTCTBHE 3HAHWH, YMEHUH, HABLIKOB.

S IlpumepHBIe OLICHOYHBIE CPeACTBA

5.1 llpumepbl TECTOBBIX 3aJaHU

Test questions
1 It is not typical for business communications ... .
A. emotionality
B. attribution
C. hierarchy
D. regularity
2 Communication that depends on the position of its participants relative to each other in
space and time is called ...
A. informational / factual
B. monological / dialogical
C. contact/ distant
D. verbal / non-verbal
3 Business letter refers to type of communication.
A. contact




B. factual

C. official
D.non-verbal

4 Empathic listening is ...

A. the listener tries to put himself in the speaker\\'s place and act based on ideas about the
motives of his feelings.
B. all attention is focused on information that is critically analyzed from a rational position.

5 What does it mean when the speaker is speading up his speech?
A. he is avoiding the problem

B. he is thinking about smth

C. he is inveenting

Kpamxue memoouueckue ykazauus

Recommendations for implementation:

e before completing the task, study the information on the topic;
know the basic concepts and keywords of the topic.

LlIxana oyenxu

Ornenka Bamer Onwucanue

5 9-10 BBICTABJISIETCS CTYJCHTY, €CJIM CTYJCHT NPaBUIbHO oTBEeTHII Ha 18-20 TecToBbIX 3ananuii u3 20
4 7-8 BBICTABIISICTCA CTYIICHTY, €CIH CTYACHT MIPAaBMIIBHO OTBETUI Ha 14-16 TecTOBBIX 3amanuii u3 20
3 5-6 BBICTaBJISICTCA CTYJICHTY, €CIH CTYACHT IPaBUIIbHO OTBeTWI Ha 10-12 TecToBBIX 3ananuii u3 20
2 3-4 BBICTABIISCTCS CTYJCHTY, €CIIH CTYICHT IPaBUIbHO OTBETHII Ha 6 — 8 TeCTOBBIX 3agaHuil u3 20
1 0-2 BBICTABIISICTCA CTYICHTY, €CIIH CTYACHT MPaBMIIBHO OTBETUI Ha 2 — 4 TECTOBBIX 3aAaHus u3 20

5.2 3apanusn nJi9 pereHus Keiic-3axaun

Case-study
Situation 1
You have the list of the gifts to your foreign partners. You should think in what countries

some gifts will be relevant, sometimes obligatory and where this is taboo, baned.
France, China, S.Korea, USA, Germany, Russia, African countries, Arab nations, Japan :

white chrysanthemums

post cards
puppy

red envelope with money

wallclock

handkerchif
post card signed with the red pencil
photo camera

artificial flowers

Vodka

chocolate with liqueur

two melons

daily planner

gift with the price
label silver knife

bananas
perfume

image of a person

Kpamxue memoouueckue ykazauus
Tpebosanus Kk 8bINOIHEHUIO:!

® U3Yy4UTh HH(OPMAIHIO 110 TEME;
® chopMyaupoOBaTh COOCTBEHHOE MHEHHUE 110 00CYKIaeMbIM BOIIPOCAM;




® TIOATrOTOBHUTH APTYMCHTHI B 3aIIIUTY CBOCH TOYKHU 3pCHUH.

KelicoBbie 3a1anust 00CYKIal0TCS HA MPAKTUYECKUX 3aHATUSX.

ILlxana oyenxu

Ne Bannst Onucanue

5 9-10 BBICTABJISCTCS CTYJICHTY, €CJIM B IIPOLIEcCe aHaIM3a ABYX 3a/1a4 OH JIOTHYHO U SICHO M3JI0XKUJII CBOIO
MO3UIHI0, aPT'YMEHTHPOBaAJ CBOE€ MHEHHUE, HCToJib30Bai 3HaHust Teopur MKK no teme

4 7.8 BBICTABIISICTCS CTYJICHTY, €CJIM B IIPOLIECCe aHAIM3a OJHOM U3 33/1a4 OH HEJOCTATOYHO YOCIUTEIBHO
apryMeHTUPOBAJI CBOIO MMO3UIHUIO, UCITIOJIB30BaN 3HaHus Teopud MKK no teme

3 5.6 BBICTABIISICTCA CTYICHTY, €CIIH B IIPOLIECCE aHATM3a ABYX 3a7a4 OH HEOCTAaTOYHO YOCTUTENbHO apr
YMEHTHPOBAJI CBOIO MO3ULIUIO

) 3.4 BBICTABIISICTCA CTYICHTY, €CIIH IIPOAEMOHCTPHPOBAI cllaboe yMEHHE POAHATTH3HPOBATh CUTYALHIO,
o0Hapy 11 (parMeHTapHbIC 3HAHUS [0 TeMe
BBICTABIISICTCA CTYICHTY, €CIIH OH HE CYMEJI BBIPa3UTh CBOKO MBICIIb, TO00PATh apTYMEHTHI B IIOJIB3

1 0-2 Y CBOETO MHEHHS, O0OHAPY>KUJI HECTIOCOOHOCTH MPOaHAIM3UPOBATh CUTYAIMIO U PEIIUTh 33134y, He3
HaHue Teopetndeckux ocHoB MKK 1o Teme

5.3 IlepeyeHnnb TeM AOKJIAA0B, COOOIEHHIT

Task and topics for presentation and report:
1.Choose 5 laws of communication, tell about them, give examples from practice.

Or tell about)

1) Rules, techniques and laws of communication.

2) Methods and aspects of speech influence (at the student\\\'s choice).

Recomendations:

1. to study information on the topic "Laws, rules and techniques of effective
communication" in the article.

2. to carry out a systematic analysis of information;

3. prepare a presentation in (PowerPoint) format.

2. Please, read and study the articles "Russian and American Communicative
Behavior' and "Business communication in Russia"

1. Make a summary of it\\\'s articles.

2. Compare Russian, American and Chinese communcative behavior. What differ Russian
and Chinese partners of communication?

Kpamxue memoouueckue ykazanus
Tpebosanus k 6bINOIHEHUIO!

® U3y4YUTh HHYOPMALIUIO TT0 TEME;
® [IPOBECTH CUCTEMHBIN aHaJIN3 UH(OpMaIH;
® [OATOTOBUTH Ipe3eHTauuio B popmate (Power Point)

LlIxana oyenxu

Bamisr

Ormnucanue

9-10

BricraBnsercs CTYAEHTY, €CJIM OH IIOJIHO XU BEPHO PACKPLUI TEMY, UCII0JIL30BAJI 3HAHUSA TCOPUHN MK
K B kadecTBe HCXOMHBIX TOUYEK OmnurcCaHusl, IPUBOANII apTYMEHTBI BbICKAa3bIBACMbIM TOYKAaM 3pCHUS
Y IPUMEPHI U3 )XKU3HU, €CIIU TOKJIad U MPE3CHTALUA ITOJTHOCTHIO OTBCYAIOT 3a4BJICHHBIM TpC6OBaHI/I$[
M; €CJIU CTYACHT CBOGO,E[HO BJIAZICET MATEPUATIOM U OTBEYAET HAa BCE BOIIPOCHI I10 CBOCH TeMe

BricraBisieTcs CTYACHTY, €CJIK OH IIOJIHO U BEPHO PACKPLLI TEMY, UCIIOJIB30BAJI 3HAHUSA TCOPUN MK
K B kauectBe HCXOAHBIX TOYEK OIMMCAHUA, IPUBOANII apI'yYMEHTBI BBICKa3bIBAEMBIM TOUYKaM 3PCHUA
W IPUMEPBI U3 )KU3HU, €CJIU JOKJIaA U MPE3CHTAlUA OTBEYAIOT 3asABJICHHBIM TpCGOBaHHﬂM; €CJii CTy
JACHT OTBETHUJI Ha BCE BOIIPOCHI 110 cBOEH TEME; €CJIM CTYJICHT BJIaICCT MaT€pUaJiOM, HO YUTACT €ro

BericTaBnseTcs cTyJeHTyY, €ciM OH B 0011IeM pacKphll TeMy, ucronb3osai 3HaHus Teopud MKK B ka
YECTBE UCXOAHBIX TOYEK OMUCAHMS, IPUBOINUI ApPTYMEHTBI BHICKA3bIBAEMBIM TOUYKAM 3PEHUS U IIPUM
epBI U3 )KU3HU; €CITU TOKJIA] ¥ IPE3CHTAIMsI B OCHOBHOM OTBEYAIOT 3asSBJICHHBIM TPEOOBAHUSIM; €CIT
U CTYIICHT BJIaJieeT MAaTEPHAIOM B CTEIICHHU, TOCTATOYHOH IS TOTO, YTOOBI OTBETUTH HA YaCTh BOIP
OCOB I10 CBOCH TeMe

BricTaBseTCS CTYICHTY, €CIIH OH HEJJOCTATOYHO MOJTHO PacKpbUT TeMy, IpUBEN 1-2 mpuMepa u3 ki
3HH; €CIIM AOKIIA]] U MPE3EHTalNs HEJOCTATOYHO MOTHO OTBEYAIOT 3asBICHHBIM TPEOOBAHUSIM; €CIH
CTYZAEHT CMOT OTBETHUTH XOTs Obl Ha 2-3 BoIpoca IO CBOEH Teme




BricTaBiseTcs cTyIeHTy, €Il OH HEJJOCTaTOYHO ITOJTHO PAaCcKPBUI TEMY W HE CMOT OTBETHTh HU Ha O
JIH BOIIPOC, HO JTOKJIAJ M MIPE3CHTALUS UMEIOTCS

BeicTaBnsercs cTyIeHTy, €CIM OH HE PAaCKpPbLI TeMY, HE HCII0Ib30Ball TEOPETUYECKUI MaTepHal, He
1 0 MOXET OTBETUTH Ha BOIIPOCHI [0 TEME; a TAK)XKE B CIIydae 0OHAPYKEHHUsI HECAMOCTOSTEIILHOTO BBITIO
JIHEHHUS IPOEKTHOTO 3a[aHuUs

5.4 nenoBas urpa

Tasks for role-play game:

1. Students are divided into microgroups to simulate a certain situation of business
communication, assign roles.
A business meeting. The goal is to develop communication skills in a conflict situation, monologue
and dialogic speech skills.
Some kind of crisis (conflict) situation in the company is being simulated (for example, it is
necessary to reduce staff, or the company has been criticized in the media; or it is necessary to work
on a day off, etc.). Participants: head, deputy, heads of departments (no more than 4-5 people). First,
the head speaks, describes the situation or problem, suggests a solution, then everyone discusses the
situation and expresses their opinion on its solution, as a result, the head makes a decision based on
the opinions expressed. Then the whole group discusses the meeting. Criteria for evaluating the
team\'s actions: how convincing and reasoned the speeches are; how ethical the statements are;
whether the opinions expressed were taken into account when making a decision, etc.
2. The role-playing game ""Negotiations"
Students are divided into microgroups to simulate a certain situation of business communication,
assign roles.
Negotiations between the two companies. The goal is to develop speech tactics and strategies for
successful negotiation. The direction of the two companies\' activities is determined, the subject of
negotiations is chosen (conclusion of an agreement where each of the parties must defend its
interests; claims of one company against the other, etc.), the positions and interests of the parties
are determined (before negotiations).
The number of participants is 3 people on each side. At the end of the game, the group analyzes the
performances of the parties.

Kpamxue memoouueckue ykazanus

[lepen HavamoM BBITTOTHEHUS 33JaHUS MIPETIOAABATENb 3HAKOMHUT CTYJCHTOB C KPUTEPUSIMHU
OIICHKM JIaHHOTO 3a/IaHus, CTYICHTHl aHOHMMHO OICHHBAIOT APYr Jpyra IOCJE BBITOTHCHHUS
3aJlaHus, TPENOoJaBaTelb MOJCYUTHIBACT Oabl KaXKIOTO CTYACHTA M OIVAIIAeT OKOHYATEIbHBIN
pe3yJbTar.

IlIkana oyenku
OreHka Baibl Onucauue

BBICTABJISICTCA CTYACHTY, €CJIN CTYICHT B COCTaBE cBOCH MUKPOTPYHIIBI CIIPABUJICA C 3aJaHUEM, UCIIO

5 9-10 N
JI630BaJl MPUHIUIIBL, IPABHUJIA U 3aKOHBI OOIIEHNUS, TAKTHKY PEYEBOT0 BO3AEHCTBHSA Ha OIIIOHEHTA

BBICTABIISICTCS CTYJCHTY, €CIIM CTYAEHT B COCTABE CBOCH MHUKPOTPYIIIHI CIIPABUIICS C 3aJaHUEM, HCIIO
4 7-8 JIb30BAJI IPUHLIMIIBL, TIPABUIIA U 3aKOHBI OOILEHUS, TAKTUKH PEYSBOI'0 BO3ACHCTBHUS Ha OINIMOHEHTA, HO
JIOITYCTHJI PEUEBbIE MOTPEIIHOCTU B CBOUX PEILTUKAX

BBICTABJISICTCA CTYACHTY, €CJIK CTYICHT B COCTaBC cBoeH MUKPOTPpYHIIbI HE 10 KOHIA CIIPAaBUJICA C 3a/]
3 5-6 aHUuCM, ¢1a00 UCIIOIE30BAll IMIPpUHIMIIBL, [IPpaBUJia U 3aKOHbIL 06HICHI/I$I, TaKTHUKHU PEICBOI'0 BO3JICHCTBUSA
Ha OMNITOHEHTA, NJOITYCTUII PEYEBBIC IOIPEITHOCTH B CBOUX PEIIIIMKAX

BBICTABJISIETCSI CTYJIEHTY, €CJIM CTYJEHT HE 10 KOHLA BBIIIOJHMII 3aJJaHUE, HE NCIIOIb30Ball
2 3-4 IPHUHIMIBI, IPABHJIA U 3aKOHBI OOIICHHUS, TAKTUKU PEYSBOT0 BO3ACHCTBHS HA OMIIOHEHTA, JOIMYCTHII T
pyObIe peueBbIe OMMOKH.

0-2 BBICTABJISICTCA CTYACHTY, €CJIM OH HE BBIIIOJIHWUII 3aJaHNUC
5.5 Tembl rpynnoOBBIX M/WJIH MHANBUAYAIbHBIX TBOPUYECKHUX 3aAaHUI

Conflict Management Styles

Would you describe yourself as someone who prefers to avoid conflict? Do you like to get
your way? Are you good at working with someone to reach a solution that is mutually beneficial?



Odds are that you have been in situations where you could answer yes to each of these questions,
which underscores the important role context plays in conflict and conflict management styles in
particular. The way we view and deal with conflict is learned and contextual. Is the way you handle
conflicts similar to the way your parents handle conflict? If you’re of a certain age, you are likely
predisposed to answer this question with a certain “No!” It wasn’t until my late twenties and early
thirties that I began to see how similar I am to my parents, even though I, like many, spent years
trying to distinguish myself from them. Research does show that there is intergenerational
transmission of traits related to conflict management. As children, we test out different conflict
resolution styles we observe in our families with our parents and siblings. Later, as we enter
adolescence and begin developing platonic and romantic relationships outside the family, we begin
testing what we’ve learned from our parents in other settings. If a child has observed and used
negative conflict management styles with siblings or parents, he or she is likely to exhibit those
behaviors with non—family members (Reese-Weber & Bartle-Haring, 1998).

There has been much research done on different types of conflict management styles, which
are communication strategies that attempt to avoid, address, or resolve a conflict. Keep in mind that
we don’t always consciously choose a style. We may instead be caught up in emotion and become
reactionary. The strategies for more effectively managing conflict that will be discussed later may
allow you to slow down the reaction process, become more aware of it, and intervene in the process
to improve your communication. A powerful tool to mitigate conflict is information exchange.
Asking for more information before you react to a conflict-triggering event is a good way to add a
buffer between the trigger and your reaction. Another key element is whether or not a
communicator is oriented toward self-centered or other-centered goals. For example, if your goal is
to “win” or make the other person “lose,” you show a high concern for self and a low concern for
other. If your goal is to facilitate a “win/win” resolution or outcome, you show a high concern for
self and other. In general, strategies that facilitate information exchange and include concern for
mutual goals will be more successful at managing conflict (Sillars, 1980).

The five strategies for managing conflict we will discuss are competing, avoiding,
accommodating, compromising, and collaborating. Each of these conflict styles accounts for the
concern we place on self versus other (see “‘Five Styles of Interpersonal Conflict Management”).

In order to better understand the elements of the five styles of conflict management, we will
apply each to the follow scenario. Rosa and D’Shaun have been partners for seventeen years. Rosa
is growing frustrated because D’Shaun continues to give money to their teenage daughter, Casey,
even though they decided to keep the teen on a fixed allowance to try to teach her more
responsibility. While conflicts regarding money and child rearing are very common, we will see the
numerous ways that Rosa and D’Shaun could address this problem.

Competing

The competing style indicates a high concern for self and a low concern for other. When we
compete, we are striving to “win” the conflict, potentially at the expense or “loss” of the other
person. One way we may gauge our win is by being granted or taking concessions from the other
person. For example, if D’Shaun gives Casey extra money behind Rosa’s back, he is taking an
indirect competitive route resulting in a “win” for him because he got his way. The competing style
also involves the use of power, which can be noncoercive or coercive (Sillars, 1980). Noncoercive
strategies include requesting and persuading. When requesting, we suggest the conflict partner
change a behavior. Requesting doesn’t require a high level of information exchange. When we
persuade, however, we give our conflict partner reasons to support our request or suggestion,
meaning there is more information exchange, which may make persuading more effective than
requesting. Rosa could try to persuade D’Shaun to stop giving Casey extra allowance money by
bringing up their fixed budget or reminding him that they are saving for a summer vacation.
Coercive strategies violate standard guidelines for ethical communication and may include
aggressive communication directed at rousing your partner’s emotions through insults, profanity,
and yelling, or through threats of punishment if you do not get your way. If Rosa is the primary


https://open.lib.umn.edu/communication/chapter/6-2-conflict-and-interpersonal-communication/#jones_1.0-ch06_s02_s01_f01

income earner in the family, she could use that power to threaten to take D’Shaun’s ATM card
away if he continues giving Casey money. In all these scenarios, the “win” that could result is only
short term and can lead to conflict escalation. Interpersonal conflict is rarely isolated, meaning there
can be ripple effects that connect the current conflict to previous and future conflicts. D’Shaun’s
behind-the-scenes money giving or Rosa’s confiscation of the ATM card could lead to built-up
negative emotions that could further test their relationship.

Competing has been linked to aggression, although the two are not always paired. If
assertiveness does not work, there is a chance it could escalate to hostility. There is a pattern of
verbal escalation: requests, demands, complaints, angry statements, threats, harassment, and verbal
abuse (Johnson & Roloff, 2000). Aggressive communication can become patterned, which can
create a volatile and hostile environment. The reality television show The Bad Girls Club is a prime
example of a chronically hostile and aggressive environment. If you do a Google video search for
clips from the show, you will see yelling, screaming, verbal threats, and some examples of physical
violence. The producers of the show choose houseguests who have histories of aggression, and
when the “bad girls” are placed in a house together, they fall into typical patterns, which creates
dramatic television moments. Obviously, living in this type of volatile environment would create
stressors in any relationship, so it’s important to monitor the use of competing as a conflict
resolution strategy to ensure that it does not lapse into aggression.

The competing style of conflict management is not the same thing as having a competitive
personality. Competition in relationships isn’t always negative, and people who enjoy engaging in
competition may not always do so at the expense of another person’s goals. In fact, research has
shown that some couples engage in competitive shared activities like sports or games to maintain
and enrich their relationship (Dindia & Baxter, 1987). And although we may think that
competitiveness is gendered, research has often shown that women are just as competitive as men
(Messman & Mikesell, 2000).

Avoiding

The avoiding style of conflict management often indicates a low concern for self and a low
concern for other, and no direct communication about the conflict takes place. However, as we will
discuss later, in some cultures that emphasize group harmony over individual interests, and even in
some situations in the United States, avoiding a conflict can indicate a high level of concern for the
other. In general, avoiding doesn’t mean that there is no communication about the conflict.
Remember, you cannot not communicate. Even when we try to avoid conflict, we may intentionally
or unintentionally give our feelings away through our verbal and nonverbal communication. Rosa’s
sarcastic tone as she tells D’Shaun that he’s “Soooo good with money!” and his subsequent eye roll
both bring the conflict to the surface without specifically addressing it. The avoiding style is either
passive or indirect, meaning there is little information exchange, which may make this strategy less
effective than others. We may decide to avoid conflict for many different reasons, some of which
are better than others. If you view the conflict as having little importance to you, it may be better to
ignore it. If the person you’re having conflict with will only be working in your office for a week,
you may perceive a conflict to be temporary and choose to avoid it and hope that it will solve itself.
If you are not emotionally invested in the conflict, you may be able to reframe your perspective and
see the situation in a different way, therefore resolving the issue. In all these cases, avoiding doesn’t
really require an investment of time, emotion, or communication skill, so there is not much at stake
to lose.

Avoidance is not always an easy conflict management choice, because sometimes the person
we have conflict with isn’t a temp in our office or a weekend houseguest. While it may be easy to
tolerate a problem when you’re not personally invested in it or view it as temporary, when faced
with a situation like Rosa and D’Shaun’s, avoidance would just make the problem worse. For
example, avoidance could first manifest as changing the subject, then progress from avoiding the
issue to avoiding the person altogether, to even ending the relationship.

Indirect strategies of hinting and joking also fall under the avoiding style. While these



indirect avoidance strategies may lead to a buildup of frustration or even anger, they allow us to
vent a little of our built-up steam and may make a conflict situation more bearable. When we hint,
we drop clues that we hope our partner will find and piece together to see the problem and hopefully
change, thereby solving the problem without any direct communication. In almost all the cases of
hinting that I have experienced or heard about, the person dropping the hints overestimates their
partner’s detective abilities. For example, when Rosa leaves the bank statement on the kitchen table
in hopes that D’Shaun will realize how much extra money he is giving Casey, D’Shaun may simply
ignore it or even get irritated with Rosa for not putting the statement with all the other mail. We also
overestimate our partner’s ability to decode the jokes we make about a conflict situation. It is more
likely that the receiver of the jokes will think you’re genuinely trying to be funny or feel provoked
or insulted than realize the conflict situation that you are referencing. So more frustration may
develop when the hints and jokes are not decoded, which often leads to a more extreme form of
hinting/joking: passive-aggressive behavior.

Passive-aggressive behavior is a way of dealing with conflict in which one person indirectly
communicates their negative thoughts or feelings through nonverbal behaviors, such as not
completing a task. For example, Rosa may wait a few days to deposit money into the bank so
D’Shaun can’t withdraw it to give to Casey, or D’Shaun may cancel plans for a romantic dinner
because he feels like Rosa is questioning his responsibility with money. Although passive-
aggressive behavior can feel rewarding in the moment, it is one of the most unproductive ways to
deal with conflict. These behaviors may create additional conflicts and may lead to a cycle of
passive-aggressiveness in which the other partner begins to exhibit these behaviors as well, while
never actually addressing the conflict that originated the behavior. In most avoidance situations,
both parties lose. However, as noted above, avoidance can be the most appropriate strategy in some
situations—for example, when the conflict is temporary, when the stakes are low or there is little
personal investment, or when there is the potential for violence or retaliation.

Accommodating

The accommodating conflict management style indicates a low concern for self and a high
concern for other and is often viewed as passive or submissive, in that someone complies with or
obliges another without providing personal input. The context for and motivation behind
accommodating play an important role in whether or not it is an appropriate strategy. Generally, we
accommodate because we are being generous, we are obeying, or we are yielding (Bobot, 2010). If
we are being generous, we accommodate because we genuinely want to; if we are obeying, we
don’t have a choice but to accommodate (perhaps due to the potential for negative consequences or
punishment); and if we yield, we may have our own views or goals but give up on them due to
fatigue, time constraints, or because a better solution has been offered. Accommodating can be
appropriate when there is little chance that our own goals can be achieved, when we don’t have
much to lose by accommodating, when we feel we are wrong, or when advocating for our own
needs could negatively affect the relationship (Isenhart & Spangle, 2000). The occasional
accommodation can be useful in maintaining a relationship—remember earlier we discussed putting
another’s needs before your own as a way to achieve relational goals. For example, Rosa may say,
“It’s OK that you gave Casey some extra money; she did have to spend more on gas this week since
the prices went up.” However, being a team player can slip into being a pushover, which people
generally do not appreciate. If Rosa keeps telling D’Shaun, “It’s OK this time,” they may find
themselves short on spending money at the end of the month. At that point, Rosa and D’Shaun’s
conflict may escalate as they question each other’s motives, or the conflict may spread if they direct
their frustration at Casey and blame it on her irresponsibility.

Research has shown that the accommodating style is more likely to occur when there are
time restraints and less likely to occur when someone does not want to appear weak (Cai & Fink,
2002). If you’re standing outside the movie theatre and two movies are starting, you may say,
“Let’s just have it your way,” so you don’t miss the beginning. If you’re a new manager at an
electronics store and an employee wants to take Sunday off to watch a football game, you may say



no to set an example for the other employees. As with avoiding, there are certain cultural influences
we will discuss later that make accommodating a more effective strategy.

Compromising

The compromising style shows a moderate concern for self and other and may indicate that
there is a low investment in the conflict and/or the relationship. Even though we often hear that the
best way to handle a conflict is to compromise, the compromising style isn’t a win/win solution; it
is a partial win/lose. In essence, when we compromise, we give up some or most of what we want.
It’s true that the conflict gets resolved temporarily, but lingering thoughts of what you gave up
could lead to a future conflict. Compromising may be a good strategy when there are time
limitations or when prolonging a conflict may lead to relationship deterioration. Compromise may
also be good when both parties have equal power or when other resolution strategies have not
worked (Macintosh & Stevens, 2008).

A negative of compromising is that it may be used as an easy way out of a conflict. The
compromising style is most effective when both parties find the solution agreeable. Rosa and
D’Shaun could decide that Casey’s allowance does need to be increased and could each give ten
more dollars a week by committing to taking their lunch to work twice a week instead of eating out.
They are both giving up something, and if neither of them have a problem with taking their lunch to
work, then the compromise was equitable. If the couple agrees that the twenty extra dollars a week
should come out of D’Shaun’s golf budget, the compromise isn’t as equitable, and D’Shaun,
although he agreed to the compromise, may end up with feelings of resentment. Wouldn’t it be
better to both win?

Collaborating

The collaborating style involves a high degree of concern for self and other and usually
indicates investment in the conflict situation and the relationship. Although the collaborating style
takes the most work in terms of communication competence, it ultimately leads to a win/win
situation in which neither party has to make concessions because a mutually beneficial solution is
discovered or created. The obvious advantage is that both parties are satisfied, which could lead to
positive problem solving in the future and strengthen the overall relationship. For example, Rosa
and D’Shaun may agree that Casey’s allowance needs to be increased and may decide to give her
twenty more dollars a week in exchange for her babysitting her little brother one night a week. In
this case, they didn’t make the conflict personal but focused on the situation and came up with a
solution that may end up saving them money. The disadvantage is that this style is often time
consuming, and only one person may be willing to use this approach while the other person is eager
to compete to meet their goals or willing to accommodate.

Here are some tips for collaborating and achieving a win/win outcome (Hargie, 2011):

Do not view the conflict as a contest you are trying to win.

Remain flexible and realize there are solutions yet to be discovered.

Distinguish the people from the problem (don’t make it personal).

Determine what the underlying needs are that are driving the other person’s demands (needs

can still be met through different demands).

e Identify areas of common ground or shared interests that you can work from to develop
solutions.

e Ask questions to allow them to clarify and to help you understand their perspective.

e Listen carefully and provide verbal and nonverbal feedback.

“Getting Competent”

Handling Roommate Conflicts
Whether you have a roommate by choice, by necessity, or through the random selection



process of your school’s housing office, it’s important to be able to get along with the person who
shares your living space. While having a roommate offers many benefits such as making a new
friend, having someone to experience a new situation like college life with, and having someone to
split the cost on your own with, there are also challenges. Some common roommate conflicts
involve neatness, noise, having guests, sharing possessions, value conflicts, money conflicts, and
personality conflicts (Ball State University, 2001). Read the following scenarios and answer the
following questions for each one:

1. Which conflict management style, from the five discussed, would you use in this situation?
2. What are the potential strengths of using this style?
3. What are the potential weaknesses of using this style?

Scenario 1: Neatness. Your college dorm has bunk beds, and your roommate takes a lot of
time making his bed (the bottom bunk) each morning. He has told you that he doesn’t want anyone
sitting on or sleeping in his bed when he is not in the room. While he is away for the weekend, your
friend comes to visit and sits on the bottom bunk bed. You tell him what your roommate said, and
you try to fix the bed back before he returns to the dorm. When he returns, he notices that his bed
has been disturbed and he confronts you about it.

Scenario 2: Noise and having guests. Your roommate has a job waiting tables and gets home
around midnight on Thursday nights. She often brings a couple friends from work home with her.
They watch television, listen to music, or play video games and talk and laugh. You have an 8 a.m.
class on Friday mornings and are usually asleep when she returns. Last Friday, you talked to her and
asked her to keep it down in the future. Tonight, their noise has woken you up and you can’t get
back to sleep.

Scenario 3: Sharing possessions. When you go out to eat, you often bring back leftovers to
have for lunch the next day during your short break between classes. You didn’t have time to eat
breakfast, and you’re really excited about having your leftover pizza for lunch until you get home
and see your roommate sitting on the couch eating the last slice.

Scenario 4: Money conflicts. Your roommate got mono and missed two weeks of work last
month. Since he has a steady job and you have some savings, you cover his portion of the rent and
agree that he will pay your portion next month. The next month comes around and he informs you
that he only has enough to pay his half.

Scenario 5: Value and personality conflicts. You like to go out to clubs and parties and have
friends over, but your roommate is much more of an introvert. You’ve tried to get her to come out
with you or join the party at your place, but she’d rather study. One day she tells you that she wants
to break the lease so she can move out early to live with one of her friends. You both signed the
lease, so you have to agree or she can’t do it. If you break the lease, you automatically lose your
portion of the security deposit.

Kpamxue memoouueckue yxazanust

Tpebosanus Kk 8bINONHEHUIO:

® m3y4uTh HHPOpMAIHIO 10 TeMe 6 «[IpuHIUIBI 06CKOH(DIMKTHOTO OOIICHUS»,

® [IPOBECTH CUCTEMHBIN aHaJIN3 UH(OpMaIHH;

® [IOJrOTOBUTH Mpe3eHTauuio B popmare (Power Point) unm pazgarounsiit Mmarepuali, B
KOTOpOM OyJieT MpecTaBiieH (parMeHT U3 XyA0KECTBEHHOT'O TEKCTA.

ILlxana oyenuxu

OmneHka Bamer Omnncanne

5 9-10 BBICTABILACTCA CTY/ICHTY, ECIIH CTY/ICHT HOJHOCTBIO BHIIOJHILL 3a/lakue, TPHUBEN IPUMEPBI U3 CBOECH
KOMMYHHKATUBHOI NPAKTHKH U NPOAHAIU3UPOBAII THAJIOT U3 XYA0KECTBEHHOIO TEKCTa
BBICTABJIACTCS CTY/ICHTY, €CJIH CTY/ACHT HOJIHOCTBIO BBITIOJIHUII 33/laHue, IPUBEN NPUMEpPBI U3 CBOCH

4 8 KOMMYHHMKATHBHOM NPAKTUKH U IPOAHAIN3UPOBAII IHAJIOT U3 XyJ0)KECTBEHHOT'O TEKCTa, HO €r0 OTBET
COIEPXKHUT He OoJiee 3 pedeBBIX OMINOOK
BBICTABJISCTCS CTY/ICHTY, €CIIH CTYACHT HOJHOCTBIO BBIIIOIHUII 3a/IaHKE, IPUBEN HIPUMEpPBI U3 CBOCH

7 KOMMYHHKATUBHOM NPAKTHKH U NPOAHAIU3UPOBAI THAJIOT H3 XYJI0XKECTBEHHOTO TEKCTa, HO €0 OTBET

COIEPXKUT He 0ojiee 5 peueBbIX OmHO0K



BBICTABJIICTCS CTY/ICHTY, €CJIH CTY/ACHT HOJIHOCTBIO BBIIIOJIHUII 33/laHue, IPUBEN NPUMEpPBI U3 CBOCH
6 KOMMYHHKATUBHOW MPAKTHKK U IPOAHAIU3UPOBAI JHAJIOT U3 XYA0KECTBEHHOIO TEKCTa, HO €ro OTBET
COIEPXKHUT He OoJiee 7 pedeBBIX OMINOOK

5 BBICTABJIACTCA CTYACHTY, €CJIX OH BBINIOJIHUII TOJIBKO IIEPBYIO UM BTOPYIO YaCTh 3aJaHUS IIOJTHOCTBIO
2 4 BBICTABJIACTCA CTYACHTY, €CJIU CTYACHT BBIIIOJIHUII TOJIBKO OHO 3alaHUA, IIPU TOM NOITYCTUII PEUYEBbI
€ OLINOKH Ipy NpEACTABICHUU 3aJaHUs ay TUTOPUU
2.3 BBICTABJISICTCA CTYACHTY, €CJIN 3a/1aHNs BBIIIOJTHEHBI CO 3HAUYUTCIIbHBIMU HAPYIICHUAMU TpCGOBaHHﬁ,
1 WM CKOIMUPOBAHbI TEKCTOM U3 CETHU I/IHTepHeT

0-1 BBICTABJISIETCA CTYICHTY, €CJIK CTYJCHT HE BBIIIOJIHWII 3aJaHNUC

5.6 TemaTnka 3cce

Please, write an essay, the topic is "The ability to communicate with people is a commodity.
And I will pay more for it than for anything else in the world" (John D. Rockefeller).

Requirements for implementation:

- study the information on the topic;

- conduct a systematic analysis of information;

- write an essay based on your own thoughts, your own life experience; it is advisable to use
the theoretical material studied in the course as arguments.

Kpamxue memoouueckue yxazauus

Tpebosanus k 6bINOIHEHUIO!

U3yYUTh HH(OPMAIIHIO IO TEME;
MIPOBECTU CUCTEMHBIN aHanu3 HHGOpMaLnu;
HalMcaTh 3CCE Ha OCHOBE CBOMX COOCTBEHHBIX MBICIIEH, COOCTBEHHOTO KM3HEHHOTO OIIbITA; B
KayecTBE apI'yMEHTOB KeJIaTeJIbHO UCII0JIb30BATh TEOPETUUECKHUI MaTepHall, U3y4YeHHbIN B
Kypce JIeKIUH.

IlIkana oyenku

Kputepumn onenku

Ne Bamsr Onucanne

BricraBnsiercs CTYAEHTY, €CJIM OH IIOJIHO U BEPHO PACKPLLI TEMY, UCIIOJIE30BaJI 3HAHUS TECOPUHU KO
MMYHUKaIUA U Me)KKyJ'IBTypHOfI KOMMYHHUKAIIUN B KAYECTBE UCXOAHBIX TOYEK OINMMCAHUS, ICHO BbI

5 20
Pa3uiI U apryMEHTHPOBAJI CBOIO MO3ULIMIO, IPOMILIIOCTPUPOBAI CBOU TE3UCHI OOLIEHU3BECTHBIMU (a
KTaMM Y IpUMEpPaMHU U3 CBOET'0 )KU3HEHHOTO OIIbITa
BericTaBnseTcs CTyIeHTY, €CIIM OH B OOIIEM U LIENIOM PACKPBIT TEMY, ONUPAJICS HA OTJIEIbHBIE ITOJ0
4 17 JKEHHUS TEOPHH KOMMYHUKAIIMK 1 MEKKYJIbTYPHOH KOMMYHHUKAILIMH, SICHO BBIPA3WJI, HO HEJOCTATOY

HO apryMEeHTUPOBAJI CBOIO IMO3ULINIO, NPOUJITIFOCTPUPOBAJT CBOU TE3UCHI O6L[[eI/I3BeCTHI>IMI/I q)aKTaM
u

BeicTaBisercst cTyIeHTY, €CJlI OH B OOLIEM U LIEJIOM PAaCKPbLI TEMY, OIIUpAJICS Ha OTJIEIbHbIE 11010
3 14 JKEHUSI TEOPUU KOMMYHHKAIIUN U MEXKYJIbTYpPHOH KOMMYHUKAIMH, HEJOCTATOYHO SICHO BBIPa3HI,
W/UIH HEe apTyMEHTHPOBAJ CBOIO MO3UIINIO, OJIOKEHHS 3CCE HE TOJKPETICHBI IPUMEPAMH

BricraBnsercs CTYAEHTY, €CJIK OH JOIIYCTU B CBOUX Pa3MBIIIJICHUAX pr6LIe HETOYHOCTH HUJIU q)aKT
HYCCKUC OIIII/I6KI/I, HO B IICJIOM €TI0 MPOMU3BEACHUEC OTBEYACT 3asBJIICHHOH TeMeE

BricTaBnseTcs CTyIeHTY B cliydae OOHApYKECHHS HECAMOCTOSTECIBHOTO BBIMTOIHECHHUSI TPOCKTHOTO 3
aJlaHus

5.7 llpumep npakTHYECKUX (CUTYAIIMOHHBIX) 32124

Practical assinmnets:

1 Read the article 13 Examples Of Communication Technology In The 21st Century
by Chris Drew, PhD / April 19, 2022

https://helpfulprofessor.com/communication-technology-examples/

Answer the questions :

1. Describe each communicative technology and give examples.

2. What communication technologies do you use in business communication?

2 Read the article "Communicative strategies and tactics of speech manipulation in
intercultural business discourse" and write out main strategies and taktics of speach manipulalion.
Make the summary of the information.

Kpamxkue memoouueckue ykasanus



https://helpfulprofessor.com/author/admin/

® U3y4UTh MH(POPMAIUIO TT0 Y4eOHOMY KypCy,
® COCTaBbTE Pa3BEPHYTHIN IUIAH MO YKA3aHHOU TeEMeE

ILlxana oyenxu

Kpurepun onenkn

Ne bannst Onucanue

5 20 BricTaBiseTcs CTyIeHTY, €CIIHM OH MOJHO M BEPHO PACKPBLT TEMY, UCTIOIH30BAN 3HAHUSI TEOPHU KO
MMYHUKALUH U MEXKYIbTYPHOH KOMMYHHKAIIMU B KAUYECTBE HCXOTHBIX TOYEK OMHUCAHUS
BricTaBnseTcs CTyIeHTY, €CIIM OH B O0IIEM U LIEJIOM PACKPBIT TEMY, ONUPAJICS HA OTJEIbHBIC MO0

4 17 JKEHHS TEOPUU KOMMYHHKAIIMN U MEXKYIbTYPHOH KOMMYHHKAIHH, ICHO BBIPA3UII, HO HEAOCTATOY
HO OCBETHJI 3asIBJICHHYIO
BricTaBnseTcs CTyIeHTY, €CIIM OH B OOIIEM U LIEJIOM PACKPBIT TEMY, ONUPAIICS Ha OTIEIbHBIC ITOJ0

3 14 JKeHHUS TEOPHH KOMMYHHUKAIIMK M MEKXKYJIbTYPHONH KOMMYHHUKALUH, HEIOCTATOYHO SICHO OTpasui ¢
aKTHI B IJTaHE

) 10 BeicTaBnseTcs CTyIeHTY, €CIM OH JIOIyCTH B CBOMX Pa3MbIIUICHUSIX IPyOble HETOYHOCTH MIH (hakT
MUYECKHE OLINOKH

1 0-1 BricTaBnseTcs CTyIeHTY B Cllydae 0OHapy>KEHHUsI HECAMOCTOSTEIFHOTO COCTaBICHHS IIaHa, JIN00
€ro OTCYTCTBHS




KJTIOYU 110 AUCHUIIIIMHE

BUSINESS COMMUNICATION IN A MULTICULTURAL ENVIRONMENT
(AEJIOBASA KOMMYHHUKALIIUA B ITIOJIMKYJIBTYPHOU CPE/IE)

| Evaluation type
educational Practical P tati C Individ Role-ol
activities Test Assignm resentatio ase- ndividua Essay OCPRY | Total
ent n, report study 1 task game

Lecture 10 10
Practice 10 10 10 50
Self-learning 20 20 20
Intermediate

20 20
certification
Total 10 20 20 10 10 20 10 100

5.1 IIpumepnI TeCTOBBIX 3aaHUI

Test questions
1A
2C
3C
4A
SA

5.2 3apanus nas pemleHust Kelc-3agaqyu

Case-study
Situation 1
You have the list of the gifts to your foreign partners. You should think in what countries
some gifts will be relevant, sometimes obligatory and where this is taboo, baned.
France, China, S.Korea, USA, Germany, Russia, African countries, Arab nations, Japan :
white chrysanthemums - taboo in China, S.Korea
post cards - necessary in Japan
puppy - taboo in Africa
red envelope with money - - necessary in China
wallclock — taboo in China
handkerchif - taboo almost everywhere
post card signed with the red pencil
photo camera - taboo in Africa
artificial flowers - taboo in Russia
Vodka - taboo in Arab nations
chocolate with liqueur - taboo in Arab nations
two melons — appreciated in Japan
daily planner - taboo in Germany
gift with the price - — appreciated in USA
label silver knife - taboo almost everywhere
bananas - taboo in Africa
perfume - taboo in France
image of a person - taboo in Arab nations



5.3 IlepeuyeHb TeM AOKJIAI0B, COOOLIEHHU A

Task and topics for presentation and report:
1.Choose 5 laws of communication, tell about them, give examples from practice.

Or tell about)

Law of mirror development of communication: the interlocutor in the course of
communication imitates style of communication of the interlocutor. It becomes the person
automatically, practically without consciousness control.

Law of dependence of result of communication on the volume of communicative efforts:
the more communicative efforts it is spent, the efficiency of communication is higher.

The law of the progressing impatience of listeners: the longer the speaker speaks, the
bigger inattention and impatience are shown by listeners.

The law of falling of intelligence of audience with increasing of its size: the more you
listen to people, the average intelligence of audience is lower. Sometimes this phenomenon is
called effect of crowd: when there is a lot of listeners, they begin "to think" worse though the
personal intelligence of each certain person at the same time, of course, remains.

Law of primary rejection of the new idea: the new, unusual idea told the interlocutor at
the first moment is rejected by him. In other words, if the person suddenly obtains information
which contradicts the opinion which developed at him at the moment or representation, then the
first thought which comes to its mind - that this information is wrong, reported it is not right, this
idea is harmful, it is not necessary to accept it.

Law of a rhythm of communication: a ratio of speaking and silence in the speech of each
person - a constant. It means that it is necessary to tell to each person in day certain time and
certain time to be silent.

Law of speech self-influence: verbal expression of the idea or emotion forms this idea or
emotion at speaking. From practice it is known long ago that verbal expression of some thought
allows the person to become stronger in this thought, to finally understand it for itself. If the
person by the own words explains something to the interlocutor, he understands for himself an
essence of told better. Cf. an old teacher's joke - the teacher speaks to the pupil: "- Ivan, I’ve
already 20 times explained to you, I’ve understood myself already, and you still understand
nothing"!

Law of rejection of public criticism: the person tears away public criticism in the address.
Any person has a high internal self-assessment. All of us internally consider ourselves very
clever, knowing and right thing doing. For this reason any receiving, criticism or uninvited
council in the course of communication is perceived by us at least watchfully - as attempt at our
independence, demonstrative doubt in our competence and ability to make independent
decisions. In conditions when the criticism is carried out in the presence of other people, it is
rejected practically in 100% of cases.

The law of trust to simple words (the law of communicative simplicity): the it is simpler
your thoughts and words, the better you are understood and trust more. Simplicity of contents
and a form in communication - guarantee of communicative success. You speak simply, give
simple advice - and people will follow you, will believe you. People better perceive the simple
truth because this truth is more clear, habitual to them. Many of the simple truth are eternal and
therefore the appeal to them guarantees interest of interlocutors and their attention. Interest in the
eternal and simple truth at people is constant. The appeal to the simple truth - a populism basis in
policy.

The law of the accelerated distribution of negative information: "Bad messages do not lie
on the place". Negative, frightening, capable information tends to entail changes in the status of
people to more fast distribution in groups of communication, than information of positive
character. It is connected with special attention of people to the negative facts - owing to what
positive quickly is accepted by people to norm and ceases to be discussed.

The law of distortion of information by its transfer ("the law of chinese whispers"): any
transmitted data is distorted in the course of the transfer to degrees directly proportional to



number of the transferring her faces. It means that what through bigger number of people
transmits this or that information, to those a high probability of distortion of this information.

2. Please, read and study the articles "Russian and American Communicative
Behavior" and ""Business communication in Russia"

1. Make a summary of it\\'s articles.

2. Compare Russian, American and Chinese communcative behavior. What differ
Russian and Chinese partners of communication?

Business Communication in Russia

Russia’s culture and communication style differs significantly from New Zealand’s. In order
to assist business men from New Zealand to interact with Russian business partners, this article
introduces five styles of Russia’s business communication. The key differences include higher
power distance in Russia, collectivist culture and the importance of relationships, a different
attitude towards time, emotionality & directness. It also details what to expect in negotiations
Russian and American Communicative Behavior

The article is intended to reveal the concept of communicative behavior and describe the
methods of its contrastive studies at the example of comparison of Russian and American
communicative cultures. It emphasizes that communicative behavior is an important integral
component of communicative competence of a foreign language speaker.

1. Compare Russian, American and Chinese communicative behavior. What differ Russian and
Chinese partners of communication?
Russian: attach importance to being well dressed, friendship, punctuality, emotionality &
directness, trust with verification, sociability, expression of emotions, easiness of entering
communication, sincerity and frankness
American: attach importance to directness, body languages and active question-asking
Chinese: attach importance to context, punctuality, gratitude and etiquette

In my view, the most difference of communication between Russian and Chinese partners is
about smiles. In Russia, people don’t smile if there is not a specific reason. Most Russian people
are serious about their smile. In China, a smile can be seen wherever you go. Chinese people
smile just to show kindness and pleasure.

5.4 nenoBas urpa

Tasks for role-play game:

1. Students are divided into microgroups to simulate a certain situation of business
communication, assign roles.
A business meeting. The goal is to develop communication skills in a conflict situation,
monologue and dialogic speech skills.
Some kind of crisis (conflict) situation in the company is being simulated (for example, it is
necessary to reduce staff, or the company has been criticized in the media; or it is necessary to
work on a day off, etc.). Participants: head, deputy, heads of departments (no more than 4-5
people). First, the head speaks, describes the situation or problem, suggests a solution, then
everyone discusses the situation and expresses their opinion on its solution, as a result, the head
makes a decision based on the opinions expressed. Then the whole group discusses the meeting.
Criteria for evaluating the team's actions: how convincing and reasoned the speeches are; how
ethical the statements are; whether the opinions expressed were taken into account when making
a decision, etc.
2. The role-playing game ""Negotiations"
Students are divided into microgroups to simulate a certain situation of business communication,
assign roles.
Negotiations between the two companies. The goal is to develop speech tactics and strategies for
successful negotiation. The direction of the two companies' activities is determined, the subject



of negotiations is chosen (conclusion of an agreement where each of the parties must defend its
interests; claims of one company against the other, etc.), the positions and interests of the parties
are determined (before negotiations).

The number of participants is 3 people on each side. At the end of the game, the group analyzes
the performances of the parties.

5.5 Tembl rpynnoBbIX H/WJIM HHANBUAYAJbLHBIX TBOPYECKHUX 3aJaHUil

Scenario 1: Neatness

In this scenario, I would use the collaborating style. I would tell him it’s not my fault and
fix the bed back together with him. The potential strength of using this style is that both parties
are satisfied, which could lead to positive problem solving in the future and strengthen the
overall relationship. The potential weakness is that this style is often time consuming, and only
one person may be willing to use this approach while the other person is eager to compete to
meet their goals or willing to accommodate.

Scenario 2: Noise and having guests

In this scenario, I would use the competing style. I would strive to “win” the conflict,
potentially at the expense or “loss” of the other person. I would tell her I cannot tolerate the noise
any more. And if she continues, I would call the police. The potential strength of using this style
is that I sleep in a quiet environment by winning the conflict. The potential weakness is that I
continue to tolerate the noise because I lose the conflict.

Scenario 3: Sharing possessions

In this scenario, I would use the accommodating conflict. I would think that he must be very
hungry. So I won’t blame him. The potential strength of using this style is that our team is getting
more united as I receive the same kindness and gratitude from him. The potential weakness is
that we break up because he keeps eating my food without informing me and I get angry.

Scenario 4: Money conflicts

In this scenario, I would use the compromising style. I would tell him to pay my portion
when he has extra money. But I won’t pay for him any more. The potential strength of using this
style is that I eventually get back my money and we continue to be, at least, friends. The
potential weakness is that I lose my money forever and we are not friends any more.

Scenario 5: Value and personality conflicts

In this scenario, I would use the competing style. I would tell her to pay me my portion of
security deposit and she can leave. If she doesn’t do so, she cannot leave. The potential strength
of using this style is that I get my security deposit and she leaves, a win-win result. The potential
weakness is that she leaves without paying me. That is to say, I lose the conflict.



5.6 TemaTnka 3cce
The Ability to Communicate With People Matters

The topic is "The ability to communicate with people is a commodity. And I will pay more
for it than for anything else in the world". John D. Rockefeller regards the ability to
communicate with people as a commodity. That is to say, the ability is accessible and available
to each one. If you strive to get it, you will eventually get it. Furthermore, John D. Rockefeller
says he will pay more for it than for anything else in the world. That is to say, the ability to
communicate with people is very important and significant for each one. Each of us should try to
acquire the ability. It’s beneficial and necessary to utilize it in the world.

In my view, I agree with John D. Rockefeller. The ability to communicate with people is
open to everyone. And everyone has the responsibility and necessity to acquire the ability. I
would like to take my own experience as an example. During the couples of days when I just
came to Russia, I didn’t speak IToxanyiicra (please) when asking others to do me a favor. With
more and more conversation with people around me, I gradually found that the word is of great
importance. Since it shows my respect for others. And it really pleases both sides in the dialogue.
Therefore, I began to speak [Toxanyiicta if I need help from others. And the recipient tends to
smile and do me a favor. There is another example of mine. There is a girl whom I adore. And
sometimes she is confronted with some difficulties and feels upset. Each time she is confused
and comes to me, I would tell her some Chinese proverbs and poems to enlighten her. To my
surprise and delight, she gets enlightened as soon as she hears what I said. And smile can be seen
again on her face, which I hope to see.

To sum up, the ability to communicate with people is accessible and important. Each of us is
able to acquire the ability and should endeavor to do so. With such ability, we can lead a better
life.

5.7 llpumep npakTHYeCKUX (CUTyallHOHHBIX) 32124

Practical assinmnets:

1 Read the article 13 Examples Of Communication Technology In The 21st Century
by Chris Drew, PhD / April 19, 2022

https://helpfulprofessor.com/communication-technology-examples/

ANSWER

1. Social Media Platforms

Social media platforms allow people to create personal pages, post profile images and
updates on their lives, and create a friend list of people who can see your updates.

The first social media platform was 6 Degrees, which was launched in 1997. MySpace
was launched in 2003 and became the first mainstream social media platform. It was the most
popular social media platform in the world between 2005 to 2008.

Facebook took over from MySpace as the most used social media platform and remains
used by billions around the world today.

Twitter is another large social media site used to quickly share short thoughts to people
around the web. Major corporations, public figures and governments use Twitter to quickly share
updates and in-the-moment responses to sensitive issues of public importance.

2. Blogs

Blogs are personal websites where people can publish or ‘log’ information for others with
an internet connection to read — all around the globe.
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A blog is usually a personal website where someone shares regular long-form posts about
their lives or hobbies. More professional or commercialized blogs are run by media
organizations, companies seeking publicity, or professional bloggers who monetize through
advertising or affiliate marketing.

Blogs were a disruptive technology that revolutionized mass communication. Before
blogs you needed to get a publishing company to print and market your writing around the world
at great expense.

Now, with the click of a button your writing can be seen around the world.

The first blog was written in 1994 on the website links.net by Justin Hall. Justin didn’t
call it a blog at the time, but it had all the features of a blog.

The term ‘weblog’ was invented in 1997 by Jorn Barger. The word was a shortening of
the phrase “logging the web”.

In 1999, weblog was shortened to ‘blog’ by Peter Merholz. Then, by 2004, ‘blog’ became
the Merriam-Webster word of the year!

3. Vlogs

Vlogs are “video logs”. They emerged as an extension of blogging after increased
bandwidths enabled regular people to post video online.

The typical vlog style involves the vlogger using a handheld camera or camera on their
computer monitor to record themselves speaking. Some vlogs, however, are high production
with complex graphics and recording teams.

The first vlog was published in 2000 when Adam Kontras posted a video on his blog for
his family and friends to view.

With the emergence of YouTube in 2005, blogging became increasingly popular.
YouTube gave everyday people the ability to upload and embed videos online. Another
facilitating factor was the emergence of cheap smartphone cameras.

4. Live Video Stream

Live video is an extension of vlogging that has responded to online content consumers’
needs for immediacy and authenticity.

Live video was integrated onto the YouTube video sharing platform in April 2011.
Competitor network Facebook introduced Facebook Live in August 2015.

Live video has the benefit of synchronicity in communication. On YouTube, for example,
the live vlogger can read live community comments appearing on-screen in real time and
respond to their comments or questions mid-stream.

An important element of live video stream is the capacity for video to be played, paused
and rewound in real time. A video is not uploaded as a standalone packet of data that can only be
viewed once it has been completely downloaded on the receiver’s end. Instead, the data is
downloaded, buffered and played in real time.

5. Conferencing and Live Lecture Technology

Sophisticated conferencing technology helps workplaces communicate across long
distances. Today, live conferencing technology tends to use live video alongside complex
speaker systems.

2 Read the article "Communicative strategies and tactics of speech manipulation in
intercultural business discourse'" and write out main strategies and taktics of speach
manipulalion. Make the summary of the information.

ANSWER:

A communicative strategy comprises the following structural components:

1. choosing the general speech intention such as an intention to make a statement, ask a
question, make a request, propose a suggestion, etc.;

2. selecting semantic components of the utterance, as well as the extra-linguistic setting,
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corresponding to the modifying communicative meanings;

3. defining the scope of the information accounting for one theme (topic), one rheme,
(explanatory/context information), etc.;

4. correlating bits of information referring to the state of consciousness of communicating
entities and the empathy factor;

5. defining the sequence of communication components (for example, if the speaker is
deeply impressed by what is happening, he or she might begin the sentence with the rheme, thus
moving the theme to the end position);

6. adjusting the communicative structure of the sentence thus setting a specific
communicative mode (dialogue, narration, verbalization of a written text), style (epic, colloquial)
and genre.

Strategies hindering cooperative interaction

Evasion, Open negative response, Downgrading the recipient’s status, Communicative
confrontation

The evasion strategy is realized through the tactics of forwarding, changing the subject
and avoiding the answer. If the speaker goes with this communicative strategy, the aim is
obviously to give a negative answer while avoiding direct confrontation. The strategy of
downgrading the recipient’s status is used by male and female respondents in equal measure in
order to accuse

the recipient, prove them wrong, and discredit their point of view. These particular goals
are achieved through the tactics of accusation, judgement, denunciation, reproach, ridicule, and
contempt. The strategy of communicative confrontation is implemented through the strategies on
disagreement, unwillingness to sustain a conversation, and distancing.

Strategies facilitating cooperative interaction

Solidarity, Scaling up the recipient’s status, Establishing positive interaction mode

The other group of strategies under analysis is made up by the communicative strategies
deployed in order to facilitate interaction based on the principles of politeness and cooperation.
These include, for example, the strategy that involves scaling up the recipient’s status, which
goal is achieved through the tactics of praise, compliment (most commonly used by male
respondents), and expressing interest in the content of the conversation. In order to establish
positive interaction mode, both sexes can resort to the tactics of positive assertion, emotional
support, and expressing positive emotional state.

Interpersonal interaction is a complex process that involves transfer of information
through language in order to convey a specific semantic content, the ultimate aim being to

manage the recipient’s behaviour. We need to study and practice the strategies and tactics in



intercultural business discourse.
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