If You think that the competence is too expensive, then try incompetence
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	Communication Skills  

Communicative competence in global  




	 language of the training – Russian or English

The Training is addressed to the specialists of the companies: 

· actively developing  international contacts, 

· attracting foreign customers, 

· hiring foreign employees 

 The main purpose of the Training is:

Communication skills’ perfection for productive intercourse with partners and customers. 

The Training  instructors are – Svetlana Kuznetsova, the certified trainer of the European consulting company «Richard Lewis Communications» (Great Britain). She is a high level professional in a sphere of cross-cultural communications in business and politics effectiveness;  

Olga Deineka, Doctor of Psychology, Professor of Faculty of Psychology of Saint-Petersburg State University. She is a high level specialist in the field of Economic psychology.  

Means

We use intensive method of training, based on the first-hand approach. The method includes role games, discussions, individual and group exercises, lectures, case-studies. 

Depending on a particular case and  on the problems of a company or a department, the programme shall be varied and individually arranged.

As result of the Training participants will be able to: 
· analyze correctly and give  assess properly the psychological reactions of their partners in communication process  

· develop the communicative competence for effective work 

· improve their own communicative style

· acquire essential skills for carrying out negotiations, meetings, presentations with foreign partners  

· control their own and partners’ emotional state in the communication process 
· influence and arouse interest of foreign partners 
The Training Programme

Day 1  

I. The matter and content of communication 

· Theory and practice of communication processes 

· Traditional and innovative approaches to communication organization 

· Principles of effective communication 

· Skills of successful communication 

· Essential qualities of professional communicator 
· Present-day models of managing the business communication
II. Psychological  and organizational aspects of communication 

· Exact identification of communication goals 

· Psychologically approved time and space organization 

· Culture-conditioned aspects of communication 

· Control zones of communication processes 
· Features of Protocol and rules of etiquette (beginning, course and adequate conclusion of communication) 
	Day 2

III. Psychological basis of communication process 

· Means of communication (verbal and non-verbal)

· Skills for establishing and maintaining contacts. Creation of cooperation atmosphere 

· Skills for conviction and discussion 

· Manipulative methods. permissibility and application of these methods. 

· Critical perception and readiness for feedback 

· Competence in problem-solving and conflict resolution 

· Constructive criticism (teaching for the techniques) 

· Active listening (working through  the methods)

IV. Special kinds of communication 



	· 
	Telephone negotiations 

· Telephone negotiation technique 

· Specificity of influence without visual contact
· Motivational overture by telephone 
· Competent specialist’ voice training 

· Ethic aspects of telephone  negotiations 

	Communication in conflict situation 

· Definition and types of conflicts 

· Productive approach to partners’ objections and doubts 

· Emotional state control methods 

· Constructive conflict resolution 

	· 
	Day 3 



	
	Negotiations and meetings 

· Resource approach in negotiations  

· Rational and emotional in negotiations  

· Advancing of sales styles 

· Types of difficult clients

· Psychology of professional bargaining

· Cross-cultural factors of international negotiations   (decision-making, attitude to contracts)
· Tactics of achieving  the consent. Compromises
	Presentations 

· Preparation (arrangement) – the key to success (content, equipment, materials)

· Keeping (how to keep) the listeners’ attention 

· Cross-cultural factors of presentations:

- Audience expectations in different cultures

- Listening habits’ features 

- Communicative patterns and presentation styles in different cultures 

	
	V. Individual style of communication
· Ways of Self-presentation 

· Roles in communication process (interpersonal, informational, styles of decision-making) 

· Elaboration of individual communicative skills for effective sales and intercourse  

· Psychology of confident behavior 

· Listening and speaking habits 

· Methods of achieving empathy 

· Communication skills in English 
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