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1. Onuc HaBYAJBbHOI JUCHHUILIIHA

["any3p 3HaHB,

XapakTepucTuka
HABYAJIBHOI JUCIUIUTIHU

HaiimenyBaHHsI CIICIIaJIbHICTD,
[MIOKA3HUKIB crierfiajizaiisi, piBeHb ouna 3aouna
BHIIO] OCBITH opma popma
HAGUAHHA HAGUAHHA
3araqbHa  KUIBKICTb: ['amy3b 3HaHb
KpeautiB —3/3 03 I'ymaniTapHi HayKu BuoipkoBa

roaud — 90/90

3MICTOBUX MOJIYJIB —

1/1

CoeniajpHICTh
035 ®duronoris

Crermamizari:
035.041 I'epmaHCchKi MOBU
Ta JiTeparypu (Tepexnan
BKJIIOYHO): Mepiia —
aHTITIChKa
035.043 I'epmaHCHKI MOBU
Ta JiTeparypu (nepexna
BKJIFOYHO), ITepIia —
HiIMEIIbKa
035.051 PomaHchki MOBH
Ta JiTeparypu (mepekiiaj
BKJIFOYHO), TIepIia —
1CTIaHChKa
035.055 PomaHChKi MOBH
Ta JiTeparypu (Tepexnan
BKJIIOYHO), TIepIia —
bpanIty3pKa

PiBeHp BHUIIIOT OCBITH:
JIPyruM (MariCTepChbKUi )

Pik niocomoexu:

2-i

2-i

Cemecmp

1-i

1-i

Jlexuii

16 ron.

10 roz.

Ilpakmuuni, ceminapcoki

14 ron.

4 ron.

Jlabopamopni

Camocminuna poooma

60 rox.

76 TOI.

dopma miICyMKOBOTO
KOHTPOJIIO:

3aTIK

3aJK




2. MeTa Ta 3aBIaHHS HABYAJbHOI JUCHHUILIIHA

Meta HaBYaIBHOI JUCITUIUTIHY TIOJISITA€ B O3HAMOMJICHH] CTYJCHTIB 3 OCHOBHUMH
MPUHLIUIAMU Ta MEXaHi3MaMH BEepOAJIbHOTO BIUIMBY Ha CBIIOMICTH 1 MiJCBIIOMICTH
JIONIWHH, PO3BUTOK HABMYOK aHali3y Ta 3aCTOCYBAHHS PIZHMX CTpAaTerid 1 TEXHIK
BEpOAJIbHOTO BIUIUBY B MPOQeCiiiHiil Ta MI>KOCOOUCTICHIN KOMYHIKaIIii.
3aBranus:

BuBueHHS 0OCHOBHUX TeOpii Ta Mojiesieil BepOalbHOTO TICUXOJIOTTYHOTO BILIUBY.
O3HalloMJIEHHS! 3 PI3HUMHU CTWISIMH Ta TEXHIKaMU BepOajIbHOrO BIUIMBY Ta
MaHIITyJISITi.
3. Po3misi MCUXONMOTIYHUX AaCTEKTIB BUKOPUCTAHHS MOBH B KOMYHIKAaTHBHOMY
poreci.
4. ®opmyBaHHS BMiHb aHAJII3yBaTH Ta KPUTUYHO OIIHIOBATH TEKCTHU 3 TOUKH 30py iX

MOTEHIIIMHOTO BIUIMBY Ha ayIUTOPIIO.

5. Po3BUTOK TpakTUYHUX HABUYOK BHKOPUCTaHHS BEpOATbHUX TEXHIK IS

JOCSITHEHHS 0a)KaHOTO €(DEeKTy B PI3HUX KOMYHIKATUBHHUX CUTYaIlisX.

[Ipouec BHUBYEHHS JUCLUIUIIHM CHOPSAMOBaHUNA Ha (OPMYBAHHS €JIEMEHTIB
HACTYITHUX KOMIIETeHTHOCTEN:

a) iHTerpaJjbHOI: 3[aTHICTh PO3B’S3yBaTU CKJIAJHI 3a7adl 1 mpoOieMu B raiysi
JIHTBICTUKH,  JITEPATypO3HABCTBA,  (OJBKIOPUCTHKU, TEpeKiIaay B  Mpoleci
npodeciitHoi AisuTbHOCTI a00 HaBUaHHS, IO Tepeadadae MPOBEACHHS JIOCIIIKEHb
Ta/ab0 3IMCHEHHS IHHOBAIlIN Ta XapaKTePU3Yy€EThCSI HEBU3HAUYCHICTIO YMOB 1 BUMOT

0) 3araabHux: 3K04. YMiHHS BHSBISATH, CTaBUTH Ta BUPINIYBaTH MPOOJIEMH;
3K07 3natHicTh 70 aOCTPaKTHOTO MHUCIICHHS, aHaJI3y Ta CUHTE3Y.

B) cneuiaabHux: CKOl. 3parHicte BUIBHO OpIEHTYBaTHUCS B PI3HUX
JIHTBICTUYHUX HAIpsiMax 1 MIKOJIAX;

CKO04. 3narHicTh 3MIMCHIOBATH HAYKOBHM aHaJ3 1 CTPYKTYpPYBaHHS MOBHOTO /
MOBJIEHHEBOTO M JITEpaTypHOrO Marepially 3 ypaxyBaHHSM KJIAaCMYHUX 1 HOBITHIX
METOJIOJIOTIYHUX TIPUHITHIIIB;

CKO07. 3natHicTh BUIBHO KOPUCTYBATHCS CHEL1aIbHOIO TEPMIHOJIOTIEID B 0OpaHii
raixy3i QUIOIOTTYHUX JOCHIIKEHb.

[Iporpamui pesynbratu HaBuanHs (IIP): IIP 07. AnamizyBaTu, MOpPIBHIOBATH 1
KJacu(iKyBaTy pi3HI HAMPSMU 1 IIKOJU B JIIHTBICTHII;

ITP 09. XapakrepuszyBaru TEOpETUYHI 3acaau (KOHIEMIIIl, KaTeropii, MpUHITUIIH,
OCHOBHI MOHSTTS TOILO) Ta IPUKJIAIHI aCTIEKTH 00paHoi (Pi7I0JOTTUHOT criertiaizantii;

ITP 13. JloctymHO ¥ apryMeHTOBAaHO TIIOSICHIOBATH CYTHICTh KOHKPETHHUX
(b1T0JIOTTYHUX MHUTaHb, BJACHY TOYKY 30py Ha HHMX Ta ii OOIPYHTYBaHHS SIK (haxiBIsIM,
TakK 1 IUPOKOMY 3arairy, 30KpemMa ocodam, siki HaB4atOThCA.

Y pe3ynprari BUBYCHHS HABYAJIBHOI JHMCIUIUIIHKA 3100yBad BHIIOi OCBITH
MTOBUHEH:

3unarm:

® OCHOBHI TEOPETHYHI KOHLEMII Ta MIAX0AU 10 BEpOaJbHOIO MCUXOJIOTTYHOTO

BILTUBY;

N —



® [IPUHUMNM Ta MeXaHI3MHU (YHKIIIOHYBaHHS BEpOaJbHUX TEXHIK 1 CTpaTerii
BIUIMBY Ha CB1JIOMICTb 1 M1JICB1IOMICTb JIFOJIUHH;

® TICUXOJIIHTBICTHYHI OCOOJMBOCTI KOMYHIKaTUBHOTO IIPOLIECY B KOHTEKCTI
BEepOAJILHOTO BILJIUBY.

BmiTn:

® aHaji3yBaTH Ta IHTEPNPETYBATH pPI3HI TEXHIKM Ta CTparerii BepOaIbHOTO
BILJIUBY;

® 3aCTOCOBYBAaTM  BepOaJibHI ~ TEXHIKM  BINIMBY Yy  mpodeciiiHiii  Ta
MDKOCOOMCTICHIM KOMYHIKAI JIJIs1 JOCSATHEHHS MOCTaBICHUX IIIIEH;

® KPUTHUYHO OI[IHIOBATH TEKCTH Ta BUCIOBIIOBAHHSA 3 TOYKU 30pYy IXHBOTO
TICUXOJIOTIYHOTO BIUTMBY Ha aydUTOPIIO;

® po3pobnsATM  cTparerii  €(PEeKTUBHOI  KOMYHIKamli 3  ypaxyBaHHSIM
MICUXOJIIHTBICTUYHUX ACTIEKTIB BILJIUBY.

3. 3MicT HAaBYAJILHOL AMCIUILIIHA
3MICTOBHM MOAY.JIb 1
THE VERBAL COMPONENT OF PSYCHOLOGICAL INFLUENCE

Tema 1. Mechanisms of Influence: An Overview of Psychological Triggers.

Tema 2. The Principle of Reciprocation: Understanding Reciprocal Behaviour
and Its Implications.

Tema 3. Commitment and Consistency: Cognitive Mechanisms Underlying
Behavioural Predictability.

Tema 4. Social Proof and Conformity: The Psychology of Group Influence and
Normative Behaviour.

Tema 5. The Liking Principle: Interpersonal Affinity and Its Role in Persuasion.

Tema 6. Authority and Influence: The Dynamics of Obedience and Compliance.

Tema 7. Scarcity and Decision Making: How Perceived Limitations Affect
Choices.

Tema 8. Automaticity in Social Influence: The Role of Heuristic Processing in
Compliance.

4. CTpyKTypa HAaBYaJIbHOI M CUUILIIHH

Hassu 3MICTOBHX KinbkicTs roaun
MOIYJIB i TEM Ouna ¢popma 3aouna ¢popma
Yceboro Y tomy unciai | Ycboro Y Tomy uncJi
J [m | a6 | cp J 1 Jao | cp
1 2 31 4]15]6 7 8 9 [ 10 | 11

3MICTOBUI MOJIYJIb 1.
THE VERBAL COMPONENT OF PSYCHOLOGICAL INFLUENCE

Tema 1. Mechanisms

of Influence: An 1 212 7 14 2 2 10




Overview of
Psychological
Triggers.

Tema 2. The Principle
of Reciprocation:
Understanding
Reciprocal Behaviour
and Its Implications.

11

12

10

Tema 3. Commitment
and Consistency:
Cognitive Mechanisms
Underlying
Behavioural
Predictability.

11

11

10

Tema 4. Social Proof
and Conformity: The
Psychology of Group
Influence and
Normative Behaviour.

11

11

10

Tema 5. The Liking
Principle: Interpersonal
Aftinity and Its Role in
Persuasion.

11

Tema 6. Authority and
Influence: The
Dynamics of
Obedience and
Compliance.

11

11

10

11

10

Tema 7. Scarcity and
Decision Making: How
Perceived Limitations
Affect Choices.

11

Tema 8. Automaticity
in Social Influence:
The Role of Heuristic
Processing in
Compliance.

11

IlincymkoBe 3aHATTS

2

2

YcLoro roauH

90

16

14

60

90

10

76

5. Temu ceMiHAPpCHKHMX 3aHATH

CeMiHapChKi 3aHATTS HE nepeadadeHi.

6. TeMu NPAKTUYHUX 3aHATH




KinekicTs rogu

No Hasga Temu OuHa 3304YHa
3/m dopma | dopma
1. | Mechanisms of Influence: An Overview of Psychological 2 2
Triggers.
2. | The Principle of Reciprocation: Understanding 2
Reciprocal Behaviour and Its Implications.
3. | Commitment and Consistency: Cognitive Mechanisms 2
Underlying Behavioural Predictability.
4. | Social Proof and Conformity: The Psychology of Group 2
Influence and Normative Behaviour.
5. | The Liking Principle: Interpersonal Affinity and Its Role 2
in Persuasion.
6. | Authority and Influence: The Dynamics of Obedience
and Compliance.
7. | Scarcity and Decision Making: How Perceived 2
Limitations Affect Choices.
8. | Automaticity in Social Influence: The Role of Heuristic
Processing in Compliance.
HigcymkoBe 3aHATTS 2 2
Pa3zom 14 4
7. Temu J1a00paTOPHUX 3aHATH
JlaGoparopHi 3aHATTS He TiepeadayeHI.
8. Camocriiina podora
Ne Ha3Ba Temn/ Buau 3aB1aHb KinpkicTh
3/11 rOANH
O4YHa 3a04Ha
dbopma dbopma
1 | Mechanisms of Influence: An Overview of 7 10

Psychological Triggers

e YcHa AOMOBIAb: Posnisin OCHOBHHUX
NICUXOJIOTIYHUX TPUTEPIB, IO BIUIMBAIOTH Ha
MOBE/IIHKY.

e (CamMocTiiiHa MmiArOTOBKa 0 TNPAKTUYHOIO
3aHATTSA: AHaJI3 MPUKIIAIIB BIUIMBY 3 PeaTbHUX
YKUTTEBHMX CHUTYaIlld a00 MeiaMarepiaib.




The Principle of Reciprocation: Understanding 10
Reciprocal Behaviour and Its Implications
e YcHa [0NOBiAb, PpoO3podOKa mpe3eHTallil:
JletanpbHu aHali3 OPUHIUIY B3a€EMHOCTI Ta
Horo  3acTocyBaHHi y  MapKeTUHTY 1
NIEPErOoBOpax.
e Po3pobka keiic-ctagi: CTBOpeHHsI KEHCIB I
aHalli3y NOPUHLHUITY B3aEMHOCTI B  PI3HHUX
KOMYHIKAaTUBHUX KOHTEKCTaX.
Commitment and Consistency: Cognitive 10
Mechanisms Underlying Behavioural Predictability
e Hanucauns pedepary: BuBueHHS KOTHITUBHUX
MEXaH13MiB, 10 3a0€3MeUyI0Th MOCIIII0BHICTh
MOBE/IIHKH.
o IIpakTuyuni BIIpaBU: CrBOpeHHs Ta
IPOBEJICHHS EKCHEPUMEHTIB Il TEPEBIPKH
MPUHIUIIB 3000B's13aHHSI 1 TOCI1JOBHOCTI.
Social Proof and Conformity: The Psychology of 10
Group Influence and Normative Behaviour
e Hanucanns aHajxiTH4YHOrO ece: AHamni3
(eHOMeHyY COIliaNbHOTO JI0Ka3y Ta
KOH(OPMHOCTI y TpyTIax.
e I'pynoBa juckycigs: OOroBopeHHS NPUKIAJIIB
IpyHOBOrO TUCKY T4 HOPMATHBHOI MOBEIIHKH Y
COIlIAIbHUX MEpexax.
The Liking Principle: Interpersonal Affinity and Its 10
Role in Persuasion
® VYCHa J0NOBiIb, PO3P0O0KA NMpe3eHTalll:
BuBueHHs poJil cuMIiartii B rpoiecax
NEPEKOHAHHA Ta BEepOaIbHOTO BILIUBY.
e Po3poOka IJIaHY-KOHCHIEKTY  JIEKIIiTHOTO
3aHsaTTsA: [liAroToBKa JEKIil MpO BUKOPUCTAHHS
NPUHIMITY CHUMIIATIi B PI3HUX KOMYHIKaTUBHUX
CHUTYaIlsX.
Authority and Influence: The Dynamics of 10

Obedience and Compliance
e Hanucanus gomosiai: JlocaiKeHHS TUHAMIKA
BIUTUBY aBTOPUTETY Ha WIANOPAIKYBaHHSA 1
BIIIIOBIIHICTb.

e AmnaJjiz BumaakiB: Omisig Ta aHaidi3 BIJOMHUX
eKCIIEPUMEHTIB 1 peajJbHUX BHUIAJKIB, IO
1TIOCTPYIOTh BIIMB aBTOPHUTETY.




7 | Scarcity and Decision Making: How Perceived 8 8
Limitations Affect Choices
e Po3podka IJIaHY-KOHCHEKTY JeKIiiiHOTro
3aHATTSA: BuBueHHs edekry aedinuty Ha
NPUIHATTS PIllICHb.

o IlpakTnuna BIIpaBa: Cumyrsnis
KOMYHIKAaTHUBHHUX CUTYyallH, ne
BUKOPHUCTOBY€ETbCSI MPUHLUIN  JeDIIUTYy  IJid
BIUIMBY Ha PIIICHHS.

8 | Automaticity in Social Influence: The Role of 8 8
Heuristic Processing in Compliance
e Hanucanns anajgiTU4HOro ece: AHami3 poJi
E€BPUCTUYHOTO TIPOIIECY B  aABTOMAaTHYHOMY
H1IOPSAIKYBaHHI.
e (CamMocTiiiHa MiATrOTOBKa 0 TNPAKTUYHOIO
3aHaTTA: [liATOTOBKA  EKCHEPHMEHTIB IS

unocTpanii  epexTy  aBTOMAaTH4HOCTI Y
COIiaJJbHOMY BILJIHUBI.

Pazom 60 76

9. MeToau HABYAHHSA

CaoBecHi: JieKx1iii, MOSICHEHHS, 0OTOBOPEHHS, AUCKYCIi, Ae0aTu, aHali3 peabHUX
KOMYHIKaTUBHUX CHUTYyallii.

Haouni: neMoHcTpaiisi Bijieo Ta aymiomarepiaiiB, PowerPoint mnpe3enrartii,
HAOYHI MNPUKIAAM 3 PEKIaMHUX KamnaHid Ta nyONmiYHMX BHCTYIIIB, UIIOCTpallii
MaHIMYJISTUBHUX TEXHIK.

IIpakTUyHi: posbOBi Irpy, MOJACIIIOBAaHHS KOMYHIKaTHBHUX CHUTYalliii, aHAJI3 Ta
00TrOBOpEHHS KEHCIB, CaMOCTIHHA MIrOTOBKA 0 MPAKTUYHHUX 3aHATh, IHIUBITyaJIbHI Ta
IpyNOBI 3aBIaHHS, Takl SK HAlMCaHHS AHAJITUYHUX €Ce, CTBOPEHHS Mpe3eHTalliid,
po3po0Ka cTpaTeriii KOMyHiKallii, MPOBEACHHS MiHI-JOCIHIKEHb 3 aHaJi3y BepOaTbHUX
TEXHIK BIUTUBY, KpUTUYHUHN aHAJI3 TEKCTIB Ta MeJllaMaTepiaiB.

10. ®opMH KOHTPOJIIO | METOAU OLIHIOBAHHS
IloToYHHMIT KOHTPOJIb: OLIHIOBAaHHS YCHUX BIANOBIAEH MiJ Yac MPAKTUYHUX
3aHSITh, YCHUX JOMOBIACH, 1HAUBIIya IbHUX 3aBIaHb.
IincyMKoBHii KOHTPOJIb: 3aTiK.

Kpurepii oiHiOBaHHS IMCHbMOBHX 3aB/IaHb



3a CUCTEMOIO
OHY imeni
[.I.MeunukoBa

Omiaka
ECTS

Busnauenus

1

3

90-100

3n100yBau BHINOI OCBITH y TOBHOMY 00CS31 BOJOAIE
HAaBYAIBHHM MaTepialioMm, [IOBHO Ta CHCTEMHO
PO3KpUBA€E 3MICT TEOPCTHYHHUX IUTAaHb Ta MPAKTHYHUX
3aBJaHb. BUsBIIs€ IHHI TBOPYI 171€1.

85-89

3100yBay BUIIOT OCBITU JOCTAaTHHO MPABUIBHO, MOBHO U
CUCTEMHO BHKJAJa€ Marepial Mmoa0 mnpolieMu, ska
pPO3IIISAAETHCST HA 3aHATTI, BUSBISIOMH TIPU  1IBOMY
TBOPYMH HIiIXI.

75-84

3n100yBauy BUIIOI OCBITH MPHUITYCTUBCA OJHIEI-ABOX
HECYTTEBUX IOMMIOK, JOTPUMYIOUHUCH  JOCTaTHbOI
IIOBHOTH, CHCTEMHOCTI BHKJIaly Marepiaily ILI0J0
Ipo0eMy, sika pO3IVISLIA€ThCSI.

70-74

3m00yBa4y BHUINOI OCBITH MPHUITYCTUBCS JBOX CYTTEBHUX
MOMWJIOK Y TIOJIaHHI MaTepially o0 MpoOiemMu, ska
PO3MIIAIA€ThCS, BIAMOBIAL € HEAOCTAaTHHRO TIOBHOIO M
CHUCTEMATH30BAHOIO.

60—69

3100yBa4 BUINOI OCBITH MPUITYCTHBCS TPHOX Ta OiNbIIE
CYTTEBUX TMOMWIOK Yy TMOAAaHHI Marepiany II0A0
npoOeMu, sika PO3MIsIa€ThCsl, BIAMOBIb € HEOCTATHBO
ITOBHOKO ¥ CUCTEMATU30BAHOIO.

35-59

FX

31m00yBay BHIIOI OCBITH MPOJEMOHCTPYBaB JIMIIIE IEsK1
eJIEMEHTHU Marepiaity II[0JI0 npo0iemMu, sgKa
pPO3IIAAACTLCS.

0-34

3100yBay BUINOI OCBITM HE BHUKJIAB Marepial MI0JI0
poOJIeMH, SKa PO3MIISATAETHCS.

Kpurepii Ta mikaJja oniHioBaHHsI

3a CUCTEMOIO : 3a
. .| Ominka )
OHY imeni ECTS | HALUOHAIBHOO BuszHaueHHs
[.I.MeunukoBa LIKAJIOK
1 2 3 4
3m00yBay  BHINOi OCBITU IOBHO Ta
IPYHTOBHO 3aCBOiB BCi TeMH POOOUOi
MIporpaMu 3 HAaBYAJIbHOI JUCIUTLIIHHA, BMI€E
90-100 A 3apaxoBaHO | BUIBHO Ta CAMOCTIMHO BUKJIACTU 3MICT BCIiX
IIATaHb IporpaMu HaBYaJIbHOT
JTUCIUTUTIHU, pO3yMmi€ 11 3HA4YCHHS IS
cBO€i MpodeciiiHOl MIITOTOBKH, IMOBHICTIO

10




BUKOHAB YCl 3aBJaHHS 3 KOXXHOI TeMU
ITOTOYHOT'O KOHTPOJIKO.

3n100yBay  BHUILOI OCBITH HEAOCTaTHBO
MOBHO Ta I'PYHTOBHO 3aCBOIB OKPEMi TEMH
pob6ovoi nmporpamu HaBYaJILHO1
IUCHUIUIIHA. BMi€e caMOCTIHHO BHKJIACTH
3MICT OCHOBHUX MHTaHb  MPOTPaMH
HaBYaJIbHOT JTUCIUATUTIHH, BUKOHAB
3aBJAaHHA 3 KOXXKHOI TEMHU IOTOYHOTO
KOHTPOJIIO B ITIJIOMY.

3m00yBay  BHINOI OCBITH HEIOCTAaTHBHO
MOBHO Ta TPYHTOBHO 3aCBOIB JIEAKI TEMU
po0ouoi mporpamMu, HE BMI€ CaMOCTIHHO
BUKJIACTH 3MICT JCSKHUX MUTaHb MPOTPaMu
HaBYaJIbHOI qucHUIUTiHA. OKpeMi 3aBJaHHS
3 KOXHOI TEMH IIOTOYHOIO KOHTPOJIIO
BHKOHAB HE B MOBHOMY 00Cs31.

3100yBay BHUIIOI OCBITH 3aCBOIB JIMIIIE
OKpeMi TeMHu pobodoi mporpamu. He Bmie
BIIBHO 1 CaMOCTIHHO BHKJIACTH 3MICT
OCHOBHMX [IUTaHb HaBYaJILHOT
JTUCLHUILTIHA, HE BUKOHAB OKpPEMi 3aBIaHHS
ITOTOYHOI'0 KOHTPOJIIO 3 KOYKHOT TEMU.

3100yBay BHUINOI OCBITH 3aCBOIB JIMIIIE
okpemi Temu poOouoi nporpamu. He Bmie
JIOCTaTHbO CAMOCTIMHO BUKJIACTU 3MICT
OUIBIIOCTI MUTaHb MPOrpamMu HaBYAIBHOI
JUCUMIUTIHKM. BHKOHAaB Juiie  okpemi
3aBlaHHA 3 KOXXHOi TEMH TOTOYHOTO
KOHTPOJIIO B IIJIOMY.

HE 3apaXxOBaHO
3 MOKJIUBICTIO
MMOBTOPHOTO
CKJIaJaHHs

3m00yBay  BHUIOI OCBITH HE 3aCBOIB
OUTBIIOCTI TeM POOOUOT MPOTPaMH, HE BMi€
BUKJIACTH 3MICT OUIBIIOCTI OCHOBHHX
NMUTaHbL 3 HaBYyaJbHOI auciumurink. He
BHKOHAB OUIBIIIOCTI 3aBIaHb 3 KOXKHOI
TEMH, HOTOYHOTO KOHTPOJIIO.

85-89 B
75-84 C
70-74 D
60—69 E
35-59 FX
0-34 F

HE 3apaxoBaHO
3
000B’ I3KOBUM
ITOBTOPHUM
BUBUYEHHSIM
IUCHAIUIIHA

3m00yBau BWINOI OCBITH  HE 3acBOiB
nporpaMy HaBUYaJdbHOI TUCIUIUIIHU, HE
BMI€ BHKJIACTH 3MICT JKOJHOI TEMH
HaBYaJbHOI JUCIMIUIIHA, HE BHKOHAB
3aBJaHb TOTOYHOTO KOHTPOJIIO.

11. IIuTanHs 1)1 MIOTOYHOTO0 KOHTPOJIIO
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1. How does Cialdini define the concept of "influence," and what are the key
components that contribute to its effectiveness?

2. Discuss the ethical implications of using psychological triggers in persuasion.
Where should the line be drawn between influence and manipulation?

3. Explain the principle of reciprocation and provide examples of how it can be both
beneficial and potentially exploitative in social interactions.

4. How does commitment and consistency affect decision-making processes, and
why are these tendencies so powerful in influencing human behavior?

5. In what ways does the principle of social proof shape group behavior, and what
are some potential dangers of relying too heavily on this principle?

6. Examine the role of authority in compliance. What psychological mechanisms
cause people to obey authority figures, even when they believe the orders are
unethical?

7. Discuss the scarcity principle and its impact on consumer behavior. How do
marketers leverage this principle to drive sales?

8. How does Cialdini’s concept of "click, whirr" automatic responses relate to
heuristics in cognitive psychology?

9. Evaluate the effectiveness of liking as a tool of persuasion. How do factors like
attractiveness, similarity, and compliments play into this principle?

10.What is the role of contrast in persuasion, and how can understanding this
concept help us resist undue influence?

11.How does Cialdini differentiate between legitimate and illegitimate uses of
persuasive tactics?

12.Discuss the concept of "cognitive dissonance" and how commitment and
consistency help resolve it in the context of persuasion.

13.How do cultural differences impact the effectiveness of the six principles of
influence outlined by Cialdini?

14.What are some of the challenges in defending oneself against manipulative uses
of the principles of influence?

15.How does the principle of social proof explain phenomena such as "groupthink"
or "herd behavior"?

16.In what ways can an understanding of Cialdini’s principles of influence be used to
improve leadership skills?

17.How does the principle of authority affect our perceptions of expertise, and how
can this be misused?

18.Discuss how the scarcity principle can lead to irrational decision-making and
provide examples from real life or history.

19.How can an awareness of the principle of liking help individuals maintain their
autonomy in social interactions?

20.In what ways does the principle of reciprocation operate differently in personal
relationships versus professional contexts?

21.How do Cialdini’s principles of influence relate to the broader field of behavioral
economics?
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22.What are the limitations of Cialdini’s model of influence in explaining human
behavior in digital and online environments?

23.Discuss the ethical considerations involved in using the principle of scarcity in
fundraising and charitable campaigns.

24.How can public awareness of persuasive tactics alter their effectiveness over
time?

25.What is the relationship between social proof and social media influence, and
how does this differ from traditional forms of social proof?

26.How can the principles of influence be leveraged to promote positive social
change?

27.Discuss how understanding the principle of authority can help people critically
evaluate information from news sources and experts.

28.How do the principles of influence contribute to the effectiveness of cults and
high-control groups?

29.In what ways do Cialdini’s principles intersect with classical rhetoric and the art
of persuasion?

30.How does the principle of commitment and consistency play a role in political
campaigns and voter behavior?

31.What strategies can be employed to ethically use Cialdini's principles in
educational settings?

32.Discuss how the principles of influence can be applied to improve negotiation
skills and outcomes in business contexts.

12. Po3noain 0aJiB, IKi OTPUMYIOTH CTYI€HTH

[1ix yac MOTOYHOrO KOHTPOJIIO CTYAECHT MOXKe oTpuMaru mMakcumansHo 100 Oani

3a KOXXKHY TE€MYy 3MICTOBOTO MOJYJs. 3arajbHa OI[IHKA 3 HaBYAJIbHOI JUCHUIUIIHU
OOYHCITIOETHCS SIK cepeiHE apudMeTHUYHE CyMHU OaiB 3a BC1 TEMH MOTOYHOTO KOHTPOJIIO.
3n00yBau BHILOI OCBITHU OTPUMYE MIJICYMKOBY OILIHKY, SIKIIO 3a pEe3yJbTaTaMu

MOTOYHOTO KOHTPOJTIO BiH HaOpaB He MeHIie 60 6alliB 3a KOXXHY TEMY.
Skuro 3a pe3ynbraTaMy MOTOYHOTO KOHTPOIIIO CTYJIeHT HabpaB MeHie 60 6amiB 3a

Oynb-IKy Temy, ado sKIio BiH HaOpaB 60 1 Oiunbmie OaiiB, aje Oakae MOKPAITUTH CBIH
MiJICYMKOBUW PE3yJIbTaT, BIH Ma€ BUKOHATH 3ajlikoBe 3aBhaHHs (nuB. [lepenik mutaHb
Ui TOTOYHOro KOHTpomo). IlizcymkoBa oliHka Oyae BU3Ha4Y€Ha 3 ypaxXyBaHHSIM
pe3yibTaTiB LbOTO 3aBIaHHs, 10 JA03BOJIUTH OTPUMATH BIAMOBIIHY KUTBKICTh 3a71KOBUX
0asiB 3 TUCIUILTIHH.

[1oTouHMIT KOHTPOJIb

3arajbpHa OILIHKa

3MiCTOBUM MOTYIIb 1

T1

T2

T3

T4

TS5

T6

17

T8

100

100

100

100

100

100

100

100

100

HIxana oninoBanHa: HanionaabHa Ta ECTS
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CYME{ OauiB 3a OriHKa 32 HaI[lOHAJBHOO LIKAJIO0
BC1 BHIH .. Omnka ECTS IJIA 3AJTIKY
HABYATBHOI
TISIIBHOCTI
90 — 100 A
82-89 B
74-81 C 3apaxo0BaHO
64-73 D
60-63 E
35-59 FX HE 3apaxOBaHO 3 MOXKJIUBICTIO
MOBTOPHOTO CKJIAJIaHHS
HE 3apaxoBaHO 3 000B’I3KOBUM
0-34 K MOBTOPHUM BUBYECHHSIM JAUCIUILTIHH

13. HaBuaanbHo-MeTOAUYHE 3a0€31eUeHHA

. Poboua mporpama  HaBuanpHOi  AucuuIUiiHM ~ «BepbaipHa  ckilamoBa
IICUXOJIOTIYHOTO BILUIUBY .

. Cunabyc HaB4YaipbHOI JuCHUIUTIHK «BepOaapHa CKIJIaJloBa IICUXOJOTTYHOTO
BILJIUBY ».
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