npeporpPpAMMA OB Y YEHMW A

KOMMYHUKALINA

[leperosopsbl n yoexxaeHue

[MoHuMaTb MHTEPECHI 3a NO3NLUUAMU U TOTOBUTb 060CHOBAHHOE, 3TMYHOE COI1aLLEHMeE.

8 3aHATMIN X 60 MUHYT - 8 yacoB - 770 AZN. LieHbl MOryT MeHATLCSA B 3aBUCMMOCTU OT TEKYLLMX YC/IOBUN.

Onsa koro

ﬂ,}'IFI cneunaancToB, KOTOPbIE XOTAT Pa3BMBATb HaBblKX B HAMpaB/1€EHNUA «KOMMYHMKaLI,VIFI» N NMPUMEHATDL UX B pa60Te.

Mo oKOH4YaHUU Bbl CMOXKeTe
e OuKcMpoBaTh Lenu, Nydllyto anstepHaTuy (BATNA) 1 rpaHuLbl [0 NeperosBopos.
e PaszninyaTb NO3NLMM U UHTEPECHI, 3a4aBaTb YTOUHSIOLLIME BOMPOCHI.

e O60OCHOBbLIBATb BapMaHTbIl, YCTYNKU U YCJIOBUA COl1allleHuA.

MpakTnyeckune 3agaHus
e JlncT nogrotoBkn nHTepecos n BATNA.
e [1Be posieBble Urpbl NO LIEHE.

o [TncbMeHHoe pe3rome YCHOBMVI cornawieHumsa.

MnaH 3aHATUN

01 lMoprotoBKa K neperosopam
02 AHanus Nno3nuuin U UIHTEPECOB
03 BATNA

04 CrpaTterus Bonpocos

05 AprymeHTauus

06 Pa6oTa c apryMeHTaMu Apyron CTOPOHbI
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07 lMeperosopsbl 0 LEeHe

08 UTorosas cumynsaums neperoBopos

NToroBbiv npakTU4YeCKnit pesyabtaTt

KapTa NofroToBKK, BapuaHTbl U UTOroBasi CUMYASALMS BbIBpaHHbIX NEPEroBopoB.

OueHKa n obpaTHas cBA3b

OGDaTHaﬂ CBA3b OXBaTbIBAE€T NOArOTOBKY, BblsdAB/IEHNE NHTEPECOB, HECTHOCTb aPryMeHTOB U ACHOCTb COl/1alleHuA.

®opmaT 06yyeHus

YKuBble oHNamH-3aHATUSA B Zoom / Google Meet. 1 yyacTHUK + 1 TpeHep. [paduk cornacyeTcs MHANBMAYASIbHO.

NcTo4yHMKM no Teme

Harvard Program on Negotiation — introductory negotiation simulations: https:/www.pon.harvard.edu/daily/teaching-negotiation-daily/teaching-
the-fundamentals-the-best-introductory-negotiation-role-play-simulations/

McmouHuKu ucnosb3oeanbl npu nodzomoske mem; AITM He 3asensiem 06 akkpedumayuu Smumu op2aHu3ayusMu.

KoHTaKTbl 1 3anucb
Aseto inkisaf Talim Markazi (AITM) - Baki, Azarbaycan
+994 10 389 39 29 - custom@aitm.az - aitm.az

https:/aitm.az/ru/individual-online-training/negotiation-persuasion
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