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Course objectives

The aim of the course is for Students to acquire knowledge of the negotiation process, the conditions and principles of effective negotiation and
to develop negotiation skills, taking into account the impact of the international environment and cultural differences on the conduct of
commercial negotiations and the assessment of their consequences.

Prerequisites

Knowledge of the basics of micro and macroeconomic conditions for the functioning and decision-making of economic agents (economic
calculation)
Ability to apply the basic tools of market and enterprise economic analysis

Student workload

Class sessions - 24 hours

Reading literature for classes - 20 hours
Consultations - 2 hours

Preparation to classes - 5 hours

Preparation of presentation - 14 hours
Preparation for the final assessment - 10 hours
TOTAL: 75 hours (3 ECTS)

Short description

1. Negotiation as a process - basic definitional perspectives. The essence and conditions of effective negotiation.

2. Basic negotiation strategies. Cooperative strategy. Positional bargaining. Negotiation styles: hard, soft, Harvard.

3. Verbal and non-verbal communication in negotiations. Model of communication. Channels of communication. Tools of communication. The
role of communication in the negotiation process.

4. Negotiation as a process. Phases of the negotiation process: pre-negotiation, proper negotiation, renegotiation. Elements of the final contract.

5. Conflict in negotiation. Types of conflicts. Ways in which people react in conflict situations. Integrating actions.

6. Assertive behavior principles in conflict situations.

7. International negotiations. The concept of culture and basic cultural factors. Basic cultural circles. Criteria for dividing negotiators due to
cultural diversity. Barriers and the role of cultural differences in the negotiation process.

Learning outcomes
KNOWLEDGE:

WOL. Participants have in-depth knowledge of the negotiation process and its role in the functioning of enterprises, corporations, financial
markets and entities operating on them, as well as in the conduct of business, with particular emphasis on the international environment,
constituting basic general knowledge of social sciences, the discipline of economics and finance, and other scientific disciplines (IB1_W01; IB1_
WO02)

WO02. Participants know the terminology connected with the negotiation process, understand the relations between a given organization and its
environment, and the possibilities of applying negotiation techniques and strategies in the activity of an enterprise at various levels of
management, including under conditions of cultural diversity. (IB1_W02, IB1_W03)

WO03. Participants know selected methods and tools for obtaining, analyzing, presenting data and modelling social and economic phenomena
relevant to the implementation of the negotiation process, including in international conditions (IB1_W04)

SKILLS:

UO01. Participants are able to use the possessed economic knowledge to plan and analyze economic and financial processes for correct
interpretation of social phenomena, in order to effectively and efficiently perform managerial tasks in the area of conducted negotiations,
including under conditions of cultural diversity. (IB1_UO01, IB1_U02)

U02. Participants plan and carry out a negotiation process independently and, in a team, using specialist terminology in the field of negotiation,
using communication skills and appropriate negotiation tactics, as well as basic information and communication techniques supporting the
decision-making process in a company in the field of conducted negotiations, including in an international environment (IB1_U02, IB1_UQ3,
IB1_U04)




COMPETENCIES:

KO01. Participants are able to to critically evaluate and update the knowledge and to consult experts in solving problems related to the negotiation
process in this international setting (IB1_KO01, IB1_K02)

KO02. Participants are ready to think in an entrepreneurial manner, to act in an ethical and legal manner in his/her decisions, bearing social and
environmental responsibility and consequently taking care of the interest of the common good upholding the ethos of the profession also in
international conditions (IB1_KO03, IB1_K04)

Form of verification

Lecture: Graded credit
Practical session: Graded credit

Detailed data

Type of course: Lecture
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Range of content

1. Negotiation as a process - basic definitional perspectives. The essence and conditions of effective negotiation.

2. Basic negotiation strategies. Cooperative strategy. Positional bargaining. Negotiation styles: hard, soft, Harvard.

3. Verbal and non-verbal communication in negotiations. Model of communication. Channels of communication. Tools of communication. The
role of communication in the negotiation process.

4. Negotiation as a process. Phases of the negotiation process: pre-negotiation, proper negotiation, renegotiation. Elements of the final contract.

5. Conflict in negotiation. Types of conflicts. Ways in which people react in conflict situations. Integrating actions.

6. Assertive behavior principles in conflict situations.

7. International negotiations. The concept of culture and basic cultural factors. Basic cultural circles. Criteria for dividing negotiators due to
cultural diversity. Barriers and the role of cultural differences in the negotiation process.

Didactic methods

1. Lecture using multimedia techniques

2. Lecture with elements of discussion.

3. Lecture with elements of activating tasks.

4. Conversation lecture.

5. Use of educational content from the Internet resources or videos.

6. Use of skills acquired within the project Modern teaching methods and techniques in the didactic process.

Assessment methods and assessment criteria

1. Credit of the lecture in written form on the material discussed during the lectures

Assessment criteria:

55% - sufficient

65% - satisfactory plus

75% - good

85% - good plus

95% - very good

2. Attendance and activity are also taken into account in the final lecture grade. Attendance of at least 90% increases the grade by half a grade,
assuming a pass in the credit test. Activity is assessed on the basis of the participant's engagement in class and participation in discussions.




