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MNOACHUTEJIBHAS 3AIIMCKA

VYyeOnass  mporpamma  yuyeOHOM — aucuuiiuHbl  «MHTepnperanus
KOMMYHUKATUBHOIO  TOBEACHUS»  pa3paboTaHa s OOy4arolUxcs IO
criennanbHOoCcTH 1-23 01 02 «JIuHrBUCTHYECKOE OOECIeueHHEe MEXKYIbTYPHBIX
KOMMYHHUKalMi (TI0 HampaBJEHUsIM)» B COOTBETCTBUU C 00Opa3oBaTEIbHBIM
CTaHAAPTOM CHEIUATHHOCTH.

VYyeOnas nucuumnuHa «HTEpriperanys KOMMYHUKATUBHOTO TOBEICHHS
NPENCTaBIsIeT COOOH M3JIOKEHHE TEOPETUYECKHX U TPAKTHYECKUX OCHOB
UACHTU(PUKAIIMK W TIOCIEAYIONIEH HWHTEpHpeTaliud YCTHOTO M MHUCHBMEHHOTO
KOMMYHUKATUBHOTO TIOBEJCHUS YYaCTHUKOB W3 PA3JIMYHBIX KYJIbTYp B
OTIPE/ICIICHHBIX PEUYCBBIX CUTYAIlUH B aHTJIOS3BIYHONW OM3HEC-Cpelle M HalpaBJieHa
Ha (OPMHPOBAHHUE AHATUTUYCCKOTO, KPUTHYECKOTO MBIIUICHHS M TBOPYECKOTO
NOJX0JIa K OCMBICIEHUIO MpOLEcca JEIOBOro OOUIEHMS, BBIPAOOTKH HaBBIKOB
UCIIOJIb30BaHUSl MHCTPYMEHTOB HHTEPIIPETAIlMd KOMMYHUKATHUBHOTO TOBEIACHUS
KOHKPETHBIX OM3HEC MapTHEPOB B MEKKYJITYPHOU CpeEIe.

B coBpeMeHHBIX YCIOBUSIX Pa3BUTHUS MEXKIYHApOJIHOTO COTPYIHUYECTBA,
pacHIMpeHust KOHTaKTOB B OM3Hec-cepe Bo3pacTaeT MoTpeOHOCTh B ClIEUAIUCTaX
10 KOMMYHHUKAIIUHA, KOTOPBIE MOTYT 3 (HEKTHBHO O0IMIaThCs ¢ OU3HEC-TapTHEpAMU
C Y4eTOM KYJbTYPHOI'O M COI[MAIBHOTO KOHTEKCTa C MOMOIIBI0 3(P(HEKTHUBHBIX
WHCTPYMEHTOB HMHTEPIIPETAIMd KOMMYHHKATUBHOTO TIOBEICHHUS B OOIIECHUU
NpEeICTaBUTENICH PA3TUIHBIX KOPIIOPATUBHBIX KYIBTYP.

YCnenHocTh yCBOCHHS TUCIUTUTHHBI «HTEpIIpeTalus KOMMYyHUKaTHBHOTO
TIOBEICHHS» O0ECIeUMBACTCSA TMPEIISCTBYIOMIEH TOATOTOBKOW CTY/IEHTOB I10
TaKUM JTUCUUIUIMHAM, Kak «CTpaTerud KOMMYHUKaTUBHOTO noBeneHus» «Teopus
MEXKYIbTYPHOH KOMMYHHKAIUn», «l[IpakTwmka yCTHOW W TIMCBMEHHOW pEUm»,
«KommyHuKaTuBHBIE TexHONOTUNY, «lIparmaTtnkay, MOCKOJIBKY COYETaeT B cele,
yrayOJIseT U 3aKpeIlisieT 3HAaHUS U HaBBIKHU, PaHEEe MOJTYYCHHBIC CTYICHTAMH.

YyeOnas mporpamma 1o y4deOHoW auctuiummae «HTepnperamus
KOMMYHUKATUBHOTO TOBEJICHUS» YUPEXKIACHHUS BBICIIET0 O0Opa3oBaHUS s
CHEIUATbHOCTH pa3paboTaHa C YYETOM OCHOBHBIX TIOJOKCHHH KOHIICIIIAN
OOy4eHHs] WHOCTPAHHBIM S3bIKAM B CHCTEME HENPEPHIBHOTO O0Opa30BaHUS
PecnyOnuku bemapych, KOHIENIIMU COBPEMEHHOTO SI3BIKOBOTO OOpa30BaHMs, a
TaK)Xe B COOTBETCTBUU CO CICAYIOIIMMH HOPMATUBHBIMU JOKYMEHTAMMU:

1. Konexc Pecry6iuku benapych 00 obpazoBanuu (HammoHanbHBIN peecTp
npaBoBbIX akToB Pecniyonuku benapyce, 2011, Ne 13, 2/1795).

2. Obpa3oBarenbHblil cTangapt «Boiciiee oOpazoBanue. IlepBasi cTymeHb.
CnemuansHocth 1 — 23 01 02 JlunrBucTHueckoe oOecreyeHrne MEXKYIbTYPHBIX
KoMMyHUuKanwi (1o HanpasienusMm), Pb «OCBO 1-23 01 02-2013».

Opranuzanus 00y4eHUs HACTOSIICH y4eOHON MHUCIUIUIMHE OCYIIECTBIISETCS
Ha OCHOBE MPHUHIIUIIOB KOMHEMEHMHOCMHO20 U CUCIEMHO20 NOOX0008.

OcHoBHOM uenvlo y4eOHOM TV CUHUTLIIAHBI «uTepnperarus
KOMMYHMKAaTUBHOTO  TIOBEJEHHUs» 1 crenuansHoctn  1-23 01 02
«JluarBUCcTHYECKOE  OOeCreYeHne  MEXKKYJIbTYPHBIX ~ KOMMYHUKamuid (110



HAIPaBJICHUSIM)» SIBJISIETCS OBJIAJCHUE CTYJCHTAaMU 3HAHUSIMU, HaBBIKAMU U
YMEHUSAMH KOMMYHHKAIUHU B cpepe Ou3Hec OOIIeHN .

VYyeOHast mporpamMma OpHEHTHpPOBAHA Ha OOyYE€HHE HWHTEpIpeTaluu
KOMMYHHUKAaTUBHOTO TOBEJCHUS YYaCTHUKOB OOIIEHHS Ha AHTJIMHCKOM S3bIKE Ha
OCHOBE pa3BUTHUS OOIIEH, JMHIBUCTUYECKON, TPArMaTudeCcKol U MEXKYIbTYpPHOM
KOMIIETEHIUH, CITOCOOCTBYIOIIUX BO B3aUMOJEUCTBUU C APYTUMU JUCHUILTMHAMU
dbopmMupoBaHuio MPoheCCHOHATHHBIX HABBIKOB CTY/ICHTOB.

OcHOBHOU 3adaueit o0yudeHus ydeOHOW aucruiuinHe «WHTEepnperamnus
KOMMYHUKAQTUBHOTO  TIOBEJCHUSD»  sBISIETCS  (OpPMHUpPOBAHUE, pa3BUTHE U
COBEPIIIECHCTBOBAHUE npodeccuoHanIbHON SI3BIKOBOU u KYJIbTYPHOU
KOMIIETEHTHOCTH  CHEIUaincTa, Mo3BoJsiomed  3¢h(EKTUBHO  MPUMEHSTH
VHCTPYMEHTBI UHTEPIPETALUN B MEXKKYJITYPHOU JIEIOBOU CpEE.

TpeOoBaHUA K YPOBHIO OCBOCHHS Y4€OHOM JUCUHMIIIMHBI

B pesynbTaTe ocBoeHUs yueOHON AUCIMIUIMHBI 00 y4arOIIUICs JOKEeH

3HATh:

— IPUHIIUIBI HHTEPIIPETAIIM KOMMYHUKATUBHOTO MOBEICHUS B KOHPIMKTHBIX
CUTyalMsIX B OU3HECE;

— MpPaBUJIa MEXAYHAPOIHOTO JEIOBOr0 ATUKETA.
yMeTh:

— MPUMEHSITh 3HaHUS U MOJIEISIX KOMMYHHUKAIIUU B 3aBUCUMOCTH OT KOHTEKCTA
oO1renust U1 GOpMbI COOOIIICHUS;

— UCIIOJIb30BaTh IMOJYYEHHbIE 3HaHUS Uil 3(PPeKkTuBHOrO oOecmedYeHus
MEXKYJIbTYPHON KOMMYHHKAIIMU B JIEJIOBOU CPEJIE;

— PYKOBOJICTBOBATHCS STUUECKUMU HOpMaMU, MPEINoIaraloiiMy YBaKEHHUE K
KOMMYHUKATUBHBIM OCOOCHHOCTSIM Pa3IUYHbBIX KYJIbTYD.
HMETh HABBIKH:
—  UHTEpOpeTalluud  pa3IUYHbIX  MOJEIEeM  yCTHOTO W MHUCHbMEHHOIO
KOMMYHUKATHUBHOT'O TIOBEJICHUSI C YIETOM KOPIOPATUBHON KYJIbTYPhl KOMIIAHUU;
— 3(QdeKTUBHOTO BHIOOpA MOAECIN KOMMYHUKATUBHOTO TTOBEICHUSI.

W3ydyenne y4uyeOHOW MUCHMIUIMHBI OCYIIECTBISIETCS HA MPAKTUYECKUX
3aHATUAX, a TaKXKe B TIPoOIlecCe CaMOCTOSATENbHOM padOThl CTYACHTOB C
PEKOMEHIYEeMOM JIUTEpaTypOi U BHITIOJTHEHUEM Psifia JOMOIHUTEIbHBIX 33/ IaHH.

Bcero vacoB mo y4yeOHOW AHMCUMIUIMHE — 56, B TOM 4YHCII€ BCEro 4acoB
ayTuTOpHBIX 28, U3 HUX 28 4yacoB — mpakTU4yeckue 3aHATus. dopma KOHTpOJIS —
3auer (8 cemectp).



TEMATHYECKHUWH IIJIAH JTUCHUIIJIMHBI
8 cemecTp
(28 yacoB)

HazBanue TeMbl

KonnuectBO
YacoB

Unit | “Patterns and Approaches of Communicative
Behavior Interpretation”

16

Interpretation of Communicative Behavior. Communicative
Behaviors and Techniques to read them. Risks of Perceptual
Distortions in Interpretation: Stereotyping, "The Halo Effect",
Selective Perception and Projection. Measuring, Observing and
Interpreting Human Behaviors. Principles of Reading Others’
Behaviors. Techniques for Reading Human Behaviors.

First Meetings, First Impression. “Breaking-the-Ice”
Technique. Self-introductions and Self-presentations.

Common Types of Communicative Behaviors: Assertive,
Aggressive, Passive and Passive-Aggressive Patterns.
Behavioral Tips on Handling Them by Carthage Buckley.

The Importance of Non-verbal Communication and Its
Interpretations.  “Cluster-based” Interpretation.  Seven
Elements of Non-Verbal Communication. Interpretation of
Paralanguage (vocal signs) and Non-verbal Signs: Proxemics,
Kinesics, Oculesics, Haptics, Chronemics and Sensory.

Appropriate Behaviors in Business Communication.
Sampling of Standards of Desired Behaviors. Detecting and
Interpreting Signs of Lies in Communication and Responding
to Them. Signs to Spot a Lie at Work by Carol Kinsey Goman.

Successful Negotiator’s Behaviors. Avoiding Irritators,
Counter-proposals, Defend/Attack Spirals, Behavior Labelling.
Practice of Asking Questions, Emotional Disclosure, Single
Reason Instead of Many. Top Five Negotiation Behaviors:
Learn, Think, Get all the Cards on the Table, Move Slowly and
Maintain Confident Body Language

Building Rapport With Prospective Partners. Helpful
approaches. Useful Language.

Business Presentation & Public Speaking Behaviors. Non-
verbal and Paralinguistic Behaviors in Public Speaking.
Interpretation of Speaker’s Behavior: Idiosyncratic and
Customary Interpretation. Cultural Considerations in
Interpretation: Exaggeration, Reframing, Over-interpretation.




Unit Il “Interpretation and Handling of Difficult
Communicative Behaviors”

12

Understanding and Reacting to Challenging Behaviors.
Internal, External and Interactional Approaches to
Interpretation. Interpretation and Handling Manipulative
Behaviors: Aggression and Intimidation, Invalidation, Flattery
and “Poor Me” Patterns. Effective Responsive Tactics. Difficult
Communicator Types.

10

Recognizing  Conflict-warning  Signs in  Business
Communication: Extremes, Pattern Repetition, Gossip,
Blaming and Avoidance, Ruminating about "The Good Old
Days". Early Warning Signs of Conflict Between Individuals.
Signs of Conflict Between Groups of People. Conflict-
management Styles: Competing, Accommodating, Avoiding,
Collaborating and Compromising. Helpful Responsive
Behaviors to a Conflict in the Workplace.

11

Handling Interpersonal Conflicts. Destructive Behaviors:
Name Calling & Verbal Attacks, Criticism, Dismissive Non-
verbals, Silent Treatment, Assuming, Focusing on Being Right,
Focusing on Being Defensive, Controlling the Situation,
Outburst of Anger. How to Deal with Provocative Behaviors
and React to Challenging Remarks.

12

Group  Behaviors:  Groupthink,  Groupshift and
Deindividualization. Group Dynamics. Constructive and
Destructive Group Behaviors. Creating the Group Loyalty.
Development of Group “Norms”.

13

Principles of Influencing and Persuasive Behavior. Robert
Cialdini’s Theory of Six Principles: Reciprocity, Scarcity,
Authority, Consistency, Consensus, Liking. Persuasive Verbal
Behavior by Kevin Hogan.

14

Disagreeable and Diplomatic Behaviors. Types of
Disagreeable Behaviors: Name-calling, Being Personal,
Responding to Tone, Contradiction, Counterargument,
Refutation, Refuting the Central Point. Diplomatic behaviors in
response to disagreeable ones. Reading the Signs of Agreement
and Disagreement in Communication.

Bcero

28




COJAEP KAHUE YYEBHOI'O MATEPHUAJIA
8 cemecTp
28 yacosB

Monyas | Patterns and Approaches of Communicative Behavior
Interpretation

Tema 1. Internal, external and interactional approaches to interpretation.
Interpretation and handling manipulative behaviors tactics. The patterns and
interpretation of: aggression and intimidation, invalidation, flattery and “Poor me”
deceptive behavior tactics. Understanding and applying of effective responsive
tactics. Difficult communicator types by Bob Dignen: a quiet, talkative, impatient,
and over-analytical communicator. How to handle difficult communicators in group
communication.

Tema 2. First meetings, first impression. “Breaking-the-Ice” technique at the
outset of a meeting. A “kick-off meeting” as a facility to self-introductions and self-
presentation. Keep it short and simple (KISS-principle). Techniques, tips and
examples. The transfer of non-verbal elements from the interpreter to the audience
in public speaking.

Tema 3. Common types of communicative behavior: assertive, aggressive,
passive and passive-aggressive patterns. Behavioral tips on handling these patterns
by Carthage Buckley. Strategies to eliminate aggressive behavior. 12 aspects to
build-up assertive behavior. Nine explicit signs of passive behavior. Communicative
strategies to eliminate passive-aggressive behavior.

Tema 4. The importance of non-verbal communication and its interpretations.
Importance of “Cluster-based” interpretation to avoid hasty conclusionsr. Seven
elements of non-verbal communication: facial expressions, body movements and
posture, gestures, eye contact, touch, space, voice. Interpretation of paralanguage
(vocal signs): intonation, tone of voice, vocally produced noises and pauses; Non-
verbal signs: proxemics, kinesics, oculesics, haptics; more aspects: chronemics and
sensory. Useful adjectives for describing positive and negative emotions.

Tema 5. Appropriate behaviors in business communication: professional
attitude and standards of behavior in the workplace. Sampling of standards of desired
behaviors. Effective business communication criteria. Detecting and interpreting
signs of lies in communication and responding to them. Signs to spot a lie at work
by Carol Kinsey Goman: applying a cluster of verbal and non-verbal signs. How to
respond to lies in the workplace. A Lie-Q quiz to check up identifying skills.

Tema 6. Successful negotiator’s behaviors. Avoiding irritators, counter-
proposals, defend/attack spirals, behavior labelling. Technique of asking questions.
Technique of emotional disclosure. Technique of giving a single reason instead of
many. Technique of testing understanding and summarizing. Top five negotiation
behaviors: learn, think, get all the cards on the table, move slowly and maintain
confident body language.



Tema 7. Building rapport with prospective partners. Helpful approaches: safe
topics, involvement and inclusion, “cross-mirroring” technique, finding similarities
and “being on the same wavelength” approach. Useful language.

Tema 8. Business presentation and public speaking behaviors. Preparation and
attention to nerves control, the audience rapport and body language. Possible dry run
of an oral presentation. Focus on voice: speed, intonation and volume. Non-verbal
and paralinguistic behaviors in public speaking. Interpretation of speaker’s behavior:
idiosyncratic and customary Interpretation. Cultural considerations in interpretation,
risks of: exaggeration, reframing, over-interpretation. How to listen to and interpret
others’ public speaking behaviors.

Moayas 2 Unit Il Interpretation and Handling of Difficult Communicative
Behaviors

Tema 9. Understanding and reacting to challenging behaviors. Internal,
external and interactional approaches to interpretation. Interpretation and handling
manipulative behaviors: aggression and intimidation, invalidation, flattery and “poor
me” patterns. Effective responsive and self-protective tactics: passive and active
approaches. Difficult communicator types.

Tema 10. Recognizing conflict-warning signs in business communication:
extremes, pattern repetition, gossip, blaming and avoidance, ruminating about "the
good old days". Early warning signs of conflict between individuals. Typical signs
of conflict between groups of people. Common causes of a conflict. Lifecycle of a
standard conflict. Possible positive and negative outcomes of a conflict.
Understanding conflict-management styles by Thomas and Kilman: competing,
accommodating, avoiding, collaborating and compromising. How to build teamwork
and co-operation and so minimize the possibility of conflict.

Tema 11. Handling interpersonal conflicts. Types of interpersonal conflict
by Melanie Hammond. Destructive behaviors: name calling and verbal attacks, over-
criticism,  dismissive non-verbals, silent treatment, assuming, focusing on being
right, focusing on being defensive, controlling the situation, outburst of anger.
Algorithm for interpretation of identified conflict behaviors. How to deal with
provocative behaviors and react to challenging remarks: physical separation tactics,
power solution, reconciliation and third neutral parties involvement. Helpful
responsive behaviors to a conflict in the workplace. Jeremy Porter’s communicative
“bridging” technique.

Tema 12. Group behaviors: groupthink, groupshift and deindividualization.
Group dynamics. Common requirements that recognize a group. Lifecycle of a
standard group. Bruce Tuckman’s four-stage model of group dynamics (““Tuckman's
Stages for a group™): forming, storming, norming and performing. Constructive and
destructive group behaviors: early signs, symptoms, risks and examples; typical
outcomes of each type. Creating the group loyalty. Development of group “norms”.



Tema 13. Principles of influencing and persuasive behavior. Robert Cialdini’s
theory of “Six Principles”: reciprocity, scarcity, authority, consistency, consensus,
liking. Persuasive verbal behavior by Kevin Hogan. The four approaches in
communicative behavior: threat, flattery, pressure and motivation. Linguistic tools
to enhance persuasive effects.

Tema 14. Disagreeable and diplomatic behaviors. How people disagree: types
of disagreeable behaviors by Amber Naslund: name-calling, being personal,
responding to tone, contradiction, counterargument, refutation, refuting the central
point. Diplomatic behaviors in response to disagreeable ones. Reading the signs of
agreement and disagreement in communication. How to reduce directness in
disagreeable statements. Regression models of verbal behaviors. Linguistic tools to
enhance agreement and diminish categorical nature of statements.



YYEBHO-METO/IMYECKAS KAPTA YYEBHOM JUCIUTLIINHBI

«CTPATETUN KOMMYHHUKATHUBHOI'O ITOBEIEHUS»

8 cemecTp
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Monyas 1 Patterns and Approaches of 16
Communicative Behavior Interpretation
1 Interpretation of Communicative Behavior. 5 [1,3,4]; Jlekcuueckuit QUIz, yCTHBIN
omnpoc, Case-study
2 | First Meetings, First Impression. 5 [1-4]; Jlekcuueckuit QUiz, ycTHBIH
ompoc, Case-study
3 | Common Types of Communicative Behaviors. 9 [1,2,4]; Jlekcuueckuit Quiz,
npesenrarun, Case-study
4 | The Importance of Non-verbal Communication and Its 9 [1-4]; Jlekcuueckuit Quiz,
Interpretations. npesenraiuu, Case-study
5 | Appropriate Behaviors in Business Communication. 2 [1,2,3]; Jlekcuueckuit QUiz, ycTHBIN
OIpoc
6 | Successful Negotiator’s Behaviors. 2 [1-4]; Tect, ycTHBIN ompoc
7 | Building Rapport With Prospective Partners. 9 [1-4]; Jlexkcuueckuit QUiz, ycTHBIN
omnpoc, Case-study
8 | Business Presentation and Public Speaking Behaviors. 5 [1-4]; Jlekcuueckuit Quiz,
npesenraiun, Case-study




Monyas 2 “Interpretation and Handling of Difficult

Communicative Behaviors” 12
9 | Understanding and Reacting to Challenging Behaviors. [1-4]; Texcuueckuit Quiz, yeTHBIi
2 omnpoc, Case-study
10 | Recognizing Conflict-warning Signs in  Business [1-4]; Tlexcuueckuit QUiz, yeTHbI
Communication. 2 onpoc Case-st’udy
11 | Handling Interpersonal Conflicts. Destructive Behaviors
2 Tect, Case-study
12 | Group Behaviors:  Groupthink,  Groupshift and Tlexcuueckuit QUiz, yeTHbI
Deindividualization. 2 onpoc, Case-study
13 | Principles of Influencing and Persuasive Behavior. Tlexcuueckuit QUiz
npesenraiun, Case-study
14 | Disagreeable and Diplomatic Behaviors. Tlexcuueckuit QUiz, yeTHbI
2 omnpoc, Case-study
Bcero yacoB 28 3auer




NHOOPMAIIMOHHO-METOJINYECKASA YACTD

Memoouueckue pexomenoayuu no OpaHU3AUUU CAMOCMOAMENbHOU padombl
cmyoeHmoe no yueonou oucyunaune « Mnmepnpemayus KOMMYHUKAMUBHOZ0
noeeoeHus)

B oBnamenuu 3HaHUSAMH y4€OHOM TUCHUIUIMHBI BaXKHBIM JTArOM SIBJISIETCS
caMOCTOsITeNIbHAsA padoTa CTYJIEHTOB. PekoMeHayeTcsi OMOKET BpEMEHH IS
CaMOCTOSATENFHON paboOThl B cpefaHeM 2-2,5 daca Ha 2-X 4acOBOE ayJIUTOPHOE
3aHSTHE.

OCHOBHBIMH HANIPABJIECHUSAMHU CAMOCTOSITEILHON PaObOThI CTYA€HTA SIBJISIIOTCSL:

— TMEpPBOHAYAIBHO TMOAPOOHOE O3HAKOMJIEHHE C MpOrpaMMmoi y4deOHOM
JTUCITUTUTAHBL;

— O3HAKOMJIEHUE CO CIIMCKOM PEKOMEHIYEMOM JIUTEPATYPHI MO TUCIUILIINHE
B LIEJIOM M €€ paszfenaM, Hajluyue ee B OuOIMOoTeKe U APYrHX JOCTYIHBIX
UCTOYHHMKAX, BKJIIOYass Web-pecypchbl, M3ydeHHE HEOOXOAMMOW JUTEPATyphl IIO
TeMe, TOJJ00p JOMOTHUTEIBHON JTUTEPATYPHI;

— MOJITOTOBKA K MPAKTHUUYECKHUM 3aHSITHUSIM 1O CIEIHAIBHO pa3pabOoTaHHBIM
TUTAHAM C U3yYE€HHUEM OCHOBHOW U JIOTIOJTHUTEIBHOU JTUTEPATYPHI;

— MOATOTOBKA K MPE3CHTAIMSIM W JEMOHCTpalluy BUJIEO C MpUMEpaMu B
OM3HEC KOMMYHHMKAIIMU C MOCJIEAYIOIIEH HHTEpHpeTanuedl KOMMYHHKATUBHOTO
MOBE/ICHHS YYACTHUKOB JIETIOBBIX CUTYallUi B COOTBETCTBUU C TPEOOBAHUSIMU;

— MOJIFOTOBKA K BBIMOJIHEHUIO JUATHOCTUYECKUX (POPM KOHTPOJIS (TECTHI,
nekcuyeckre QUIz, ycTHbIe ormpockl, Case-study, npeseHTanun);

— MOJTOTOBKA K 3a4eTy.

Hopmamueubte U 3aKOHOOameJibHble AKHbl

1. Komexkc PecnyOomuku benapych 00 oOpazoBanuu (mpunsat I[lamaroi
npenctasuteneit 2.12.2010 r., omodpen Coserom Pecybnuku 22.12.2010 r.).

2. Oo6pazoBatenbHbiii cTaHnapt «Beiciiee oOpasoBanme. IlepBasi cTyrneHsb.
[{ukn conuaabHO-TYMaHUTAPHBIX JUCIUIUIHH» (YTBEPKICH W BBEICH B JCHCTBUE
nocTaHoBjaeHrneM MuHHCTEepcTBa 00pa3zoBanus Pecryonuku benapych ot 01.09.2006
r. Ne 89).

Opranusanus caMoCTOATEIbHON PadoThI CTY/ICHTOB

Texymasa CPC namnpanieHa Ha yriryOJIeHUE U 3aKpeTyIeHue 3HAHUN CTYICHTa,
pa3BuTHe npaktuyeckux ymenuid. Texymas CPC B paMkax yueOHOW JUCIUTUIHMHBI
«HTeprpeTanuss KOMMYHUKATUBHOIO MOBEAEHUS» BKIIIOYAET CIEAYIOIIHUE BHJIbI
pabor:

— aHaNM3 y4yeOHOro MaTepuarna;

— BBITIOJTHEHUE JJOMAIITHUX 3aJJaHUH TI0 KypCY;

— MOJITOTOBKA K YCTHBIM ONPOCaM;

— MOATOTOBKA K MTMCEMEHHBIM pa0oTaM: TecTaM U Jiekcndeckum QUiz.



TBopueckass npo0/IeMHO-OPHEHTHPOBAHHAS CAMOCTOATE/IbLHAsA padora
(TCP) opueHTHpoBaHa Ha pa3BUTHE HUHTEIUIEKTYaJbHBIX YMEHHH, KOMILIEKCA
YHUBEpCAIbHBIX (OOLIEKYJNbTYPHBIX) U MPO(ECCHOHATBHBIX KOMIIETEHIINH,
NOBBIIIEHUE TBOPYECKOIO IMOTEHIHMAIA CTYIEHTOB, BKJIIOYAET CIICAYIOIINE BHJbI
pabor:

— MIOUCK, aHAJIU3, CTPYKTYPUPOBAHUE U NIpe3eHTalUsl HH(OpMaluy;

— paboTa HaJ MPOEKTOM MHAWBUIYAJIbHO U B TPyMMHaXx.

Coaep:xaHnue caMOCTOSITEJIbHOI Pa00THI CTYyICHTOB
110 y4eOHOM IUCHUIIMHE

«Humepnpemauuﬂ KOMMYHUKAMUBHO20 nogeoeHun)

1. PabGora ¢ maTepuanaMu NpaKTUUECKUX 3aHATUN: IOBTOPEHUE MATEPHUAIIOB,
MOJITOTOBKA K 3aHSATHUSM, CAMOCTOSITEIIbHBIN IMOUCK JIOMOJHUTEIHHON HH(MOpMAaIIH
(B COOTBETCTBHUU C TEMATUKON 3aHITHI).

2. JloMamHue 3aJaHUs: AHAIUTHYECKHE 3aKIIOYEHUS M IPE3CHTaluH,
npoOJIeMHBIC 3a/1aHus, peleHue case study.

3. Ilpoekrt, HampaBIeHHBIH Ha pEHNICHWE AaKTyaJdbHOW MPOOJIEMBI
MEXKYJIbTYpHOU OM3HEC-KOMMYHUKAIINU.

KoHTpoJb caMocTosiTeIbHOW padoThI

1. KauectBo pabOTBl CTYOEHTOB C NPAKTUYECKUMH MaTepuaiamMu
KOHTPOJIMPYETCs Ha IPAKTUYECKUX 3aHATUAX B BUJE YCTHBIX OIPOCOB, TIUCbMEHHBIX
nekcrdecknx QUIZ M MHAMBUITYATBHBIX 3a/IaHUA.

2. IIucpMeHHBIE JOMalIHUE 3aJaHHsI TPOBEPSIOTCS W OLEHUBAIOTCS
npenonasateneM. Ilo pe3ynapraram NpPOBEPKM JOMAlIHUX 3aJaHAA  IIPU
HEOOXOAMMOCTH MPOBOJATCS KOHCYJIbTAIUH.

3. IlpoekT oueHUBaeTCs NpenoJaBaTeleM M CTYJEHTAMHU Ha 3aHATHUA 110
pe3yabpTaTaM 3allrThl IPOEKTA B BUAE MPE3CHTALINM.

Texymmii KOHTPOIb MTPOBOUTCS B MPOIIECCE U3YUSHUS YICOHOM JUCITUTIIINHBI.
B Teuenue cemecTpa npoBepka OCylUIECTBIETCS KaK B YCTHOM, TaK U B MIMCbMEHHOM
dbopmax.

OneHKa TEKyIIE yCIIeBaEMOCTH CTYJIEHTOB OCYILIECTBIISIETCSA 110 PE3YJIbTATAM:

— NPOBEPKU MHUCbMEHHBIX JOMAIIHUX 3a/JaHui (OTBETHI Ha BOMNPOCHI IS
HpEeIBAPUTEIBLHOTO 00CYKIEHNUS, BBINIOJIHEHUE TPOOJIEMHBIX 3aJaHUi);

— YCTHOT'O / MUCbMEHHOTO MUHU-MOHUTOPUHTA HA 3aHATHH;

— pernieHue case Study ¢ ormopoit Ha IPOMICHHBIH MaTepHal.

Jlekcudeckune QUIZ mpeAcTaBisIFOT cOOOW MMChMEHHBIC 3aJlaHUsl Ha PYCCKO-
AHTJIMACKUIM M aHIJIO-pyCCKUil mepeBoJ (pa3 M yCTOMYMBBIX BBIPAKEHUU IO
IIPEABIAYIIEN TEME 3aHATHUS, IPOBOJATCS B HaYase KaXJ10ro ypoKa ¢ OLICHKOH I10CIIe
YCTHOTI'O MPEICTABIICHU IIPENOAABATEIIEM IIPABUIbHBIX BAPUAHTOB OTBETOB.

HToroBpeie TeCThl MO y4EOHON NHCUMILIMHE BKJIKOYAIOT BOIPOCHI, OTBETHI HA
KOTOpPBIE€ JAal0T BO3MOYKHOCTH CTYIEHTY IPOJEMOHCTPUPOBATH, & MPENOAABATEII0



OIICHUTH CTEMEHb YCBOCHUSI TEOPETUUECKUX U (PAKTHMUECKUX 3HAHUW M YPOBEHB
c(hOpMHUPOBAHHOCTH MPAKTUIECKUX HABBIKOB.

N3yuenne y4deOHON AUCHUIUIUHBI «HMumepnpemayus KOMMYHUKAMUBHO2O
noeeoeHus1» ONMPAETCS Ha 3HAHUS, TIOJTYYEHHBIE CTYJIEHTaMU MPU U3YUEHUU OOIIHNX
TYMaHUTAPHBIX  AUCIUIUIMH.  YueOHas  nucuurmimHa  «MHTepnperanus
KOMMYHUKATHUBHOT'O TIOBEACHUS» JIOTUYECKH M COJEPKATEIbHO-METOIUYECKH
CBsI3aHA C y4eOHOU AUCTUTUTMHON «CTpaTeruy KOMMYHHKATUBHOTO TTOBEICHUS Y.

Hopﬂmmuenbte U 3aKOHOOamelbHble AKMbl

1. Komexc Pecnmy6muku bemapycr 00 oOpazoBanuu (mpunsat Ilamaroit
npeactasureneit 2.12.2010 r., omodpen Coserom Peciy6iauku 22.12.2010 r.).

2. OOpazoBatenbHblii cTaHnapT «Beicmiee oOpasoBanue. IlepBas cTymeHb.
[ukn couuambHO-TYMaHUTAPHBIX JUCHUIUIMHY» (YTBEPXKIEH W BBEIEH B JCHCTBUE
noctaHoBjaeHueM MunuctepcTa oopazoBanus Pecryonuku benapyces ot 01.09.2006
r. Ne 89).

3. [lopsimok pa3paboOTKH, YTBEPKACHUS U PETHCTPAlMU y4E€OHBIX MPOrpamMm
JUIS TIEpBOM CTYNMEHHW BBICIIETO 00pa3oBaHusi (YTBEPKACHO MUHHCTEPCTBOM
obpazoBanus Pecnyomuku benapyces ot 28.12.2007 r.).

4. ITucemo MunuctepcTBa oopazoBanus Pecnyonuku benapycs ot 28.05.2013
r. Ne 09-10/53-I10 (o kpuTepusAX OLCHKU pE3yIbTaTOB YUCOHOHM eSITETBHOCTH
00yYaroMIMXCs B YUPEXKICHHUIX BBICIIET0 00pa30BaHus 10 JIECITUOAIIBHON IIKAJIE).
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