CALENDAR (SCHEDULE) IMPLEMENTATION OF THE COURSE CONTENT:

	we
eks
	Themes:
	Amount
of hours
	Max.
Scores

	1
	PT 1. Introduction to Business Negotiations and Conferences
· Overview of business negotiation and conference settings

· Roles of translators and interpreters in business contexts

· Differences between interpreting and translation in business
	3
	10

	2
	PT 2 Key Business Terminology and Concepts
· Common terms in finance, marketing, sales, contracts, and trade

· Negotiation vocabulary and phrases

· Sector-specific jargon and acronyms
	3
	10

	3
	PT3 Translation Techniques for Business Documents
· Types of documents: contracts, agreements, proposals, minutes

· Strategies for accuracy, clarity, and professionalism

· Use of glossaries and CAT tools
	3
	10

	3
	
	IWSP 1 Consultation on the implementation of IWS1
	
	
	

	4
	PT4 Interpreting Modes in Business Settings

	3
	10


	
	· Simultaneous interpreting techniques

· Consecutive interpreting and note-taking methods

· Liaison interpreting basics


	
	

	
	IWS 1-Challenges in Translating Business Negotiations

Discuss the main linguistic and cultural challenges translators face when working with business negotiations. How can translators effectively handle ambiguous or indirect language used to maintain diplomacy in negotiations?
	  1
	  10

	5
	PT5 Cultural Competence in Business Communication
· Cross-cultural communication challenges

· Negotiation styles and business etiquette in different cultures

· Strategies to handle misunderstandings and cultural nuances
	3
	10

	5
	
	IWSP 2 Consultation on the implementation of IWS2
	
	
	

	6
	PT6. Preparing for Business Negotiations and Conferences
· Research and preparation for terminology and context

· Collaboration with clients and speakers

· Handling specialized topics
	3
	10

	
	IWS 2-The Role of Cultural Differences in Business Negotiations

How do cultural differences affect the language and style of business negotiations? Share examples of how misunderstandings might occur and what strategies translators can use to bridge cultural gaps.
	1
	10

	7
	PT7
Practice Session I — Simulated Business Negotiation
· Role-play exercises with interpreting and translation practice

· Feedback and discussion
	3
	10

	
	IWSP 3 Consultation on the implementation of IWS
	
	

	8
	PT8. Practice Session II — Simulated Conference Setting
· Conference interpreting exercises

· Managing stress and multitasking
	3
	10

	8
	
	
	
	3
	100

	
	  Final control                                                                                                           
	
	

	
	  
	
	 10

100

 
1100



	9
	PT9 Ethical and Professional Issues
· Confidentiality and impartiality

· Dealing with difficult speakers and situations

· Professional conduct and standards
	3
	10

	
	Consultation 4 on IWS 
	
	


	10
	PT10 Final Project and Assessment
· Translation of a business negotiation document

· Interpretation of a recorded business conference segment

· Oral and written evaluation
	3
	10

	10
	IWS 3-Ethical Considerations for Translators in Business Negotiations

Explore the ethical responsibilities of translators in sensitive business negotiations. What should a translator do if asked to omit or alter information? How important is neutrality, and how can it be maintained?
	1
	15

	
	Consultation 5 on IWSM
	
	

	11
	PT 11 Advanced Negotiation Techniques and Translation Challenges

· Complex negotiation tactics (win-win, competitive, collaborative)

· Handling ambiguous or tactful language

· Dealing with euphemisms, idioms, and figurative expressions in business
	3
	10

	12
	PT 12 Technology in Business Translation and Interpretation

· Use of interpreting equipment (headsets, consoles)

· Remote interpreting platforms and online conferencing tools

· Software for terminology management and translation memory
	3
	10

	12
	IWSP 5 Consultation on the implementation of 
	
	

	12
	IWS 4 Preparing a presentation on the topic “Anti-war and  anti-terrorist campaign/plan”
	“
	15

	13
	PT 13 Crisis and Conflict Management in Business Communication

· Translating during high-stress negotiations

· Techniques for maintaining neutrality and clarity

· Case studies of conflict resolution translation
	3
	10

	13
	IWSP 6 Consultation 
	
	

	14
	PT 14 Legal and Financial Translation in Business Negotiations

· Legal terminology in contracts and agreements

· Financial reports, statements, and investment documents

· Ethical considerations in sensitive material
	3
	10

	
	IWS 4-Technology and Its Impact on Translation in Business Settings

Discuss how technology (e.g., remote interpreting platforms, translation software) has changed the translation of business negotiations. What are the benefits and potential drawbacks of relying on technology in these contexts?
	1
	15

	15
	PT 15 Professional Development and Career Opportunities

· Building a career as a business translator/interpreter

· Networking, certifications, and continuing education

· Freelance vs. in-house roles and client management

· Final course review and reflection
	3
	10


of competencies in midterm control and exams).


Summativeevaluation: assessment of work activity in an audience (at a webinar); assessment of the completed task.


Coursefinalgradeiscalculated by the formula:	, whereMC –


midterm control 1 and 2; МE – midterm exam (midterm); FC – final control (examination).


Grading system is presented below:





Final points of academic performance and attendance at the end of each week are put down by the teacher in the "Univer" System.
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