	WSB University


	Field of study: Management

	Module / course: Negotiations in Project Management

	Educational profile: practical

	Education cycle: I cycle studies

	Number of hours per semester
	1
	2
	3

	
	I
	II
	III
	IV
	V
	VI

	Full time studies

(L/C/lab/pr/e)
	
	
	
	20L/16C
	
	

	Part-time studies

(L/C/lab/pr/e)
	
	
	
	
	
	

	LECTURER
	PhD Sylwia Słupik, MSc Piotr K. Sroczyński 

	FORM OF CLASSES
	Lecture/Classes

	COURSE OBJECTIVES


	1. Overview and presentation:

a. selected techniques and methods of negotiations,

b. negotiation structure,

c. negotiation parties
d. threats resulting from improper implementation of negotiation methods and techniques

2. The specifics of (not only-) business negotiations in the project

	Course objectives
	References to course objectives:
	Description of educational results  
	Verification of educational results

	
	Field-related learning outcomes 
	Area-related  learning outcomes 
	Knowledge

	NgPrMt_K01
	Z_W06
Z_W14
Z_W16

	S1P_W03
S1P_W08
S1P_W11
	Student has knowledge of techniques and methods of negotiation.
	· Presentation of selected negotiation techniques, methods and parties
· Discussion

	NgPrMt_K02
	Z_W06

Z_W14

Z_W16


	S1P_W03

S1P_W08

S1P_W11
	Student knows the negotiation conditions of various entities and business stakeholders in the project's ecosystem (commercial, external, internal).
	· Presentation of selected negotiation techniques, methods and parties

· Discussion

	NgPrMt_K03
	Z_W06

Z_W14

Z_W16


	S1P_W03

S1P_W08

S1P_W11
	Student knows the role of negotiations in project management processes.
	· Presentation of selected negotiation techniques, methods and parties

· Discussion

	
	
	
	Abilities

	NgPrMt_A04
	Z_U12

Z_U13

Z_U14

Z_U18
	S1P_U06

S1P_U07

S1P_U08

S1P_U08

S1P_U09

S1P_U10
	Student skilfully and effectively uses negotiation tools in the project, can systematize and prioritize negotiation goals.
	· assessment of skills during the negotiation game


	NgPrMt_A05
	Z_U12

Z_U13

Z_U14

Z_U18
	S1P_U06

S1P_U07

S1P_U08

S1P_U08

S1P_U09

S1P_U10
	Student is communicative in negotiations with parties, understands and keeps keeping ethics in negotiations.
	· assessment of skills during the negotiation game

	NgPrMt_A06
	Z_U12

Z_U13

Z_U14

Z_U18
	S1P_U06

S1P_U07

S1P_U08

S1P_U08

S1P_U09

S1P_U10
	Student can predict the behavior and intentions of the parties and understands and motivates their motives.
	· assessment of skills during the negotiation game

	
	
	
	Social competences:

	NgPrMt _S07
	Z_K02

Z_K07
	S1P_K02

S1P_K03

S1P_K07
	Student is open to cooperation with parties, does not apply exclusions, is devoid of unwarranted prejudices.
	· assessment of the student's attitudes during analysis and solving specific practical problems

	Students’ workload  (in didactic hours 1h did.=45 minutes)** 

	Full- time

Participation in lectures = 20h
Participation in classes = 16h
Preparation to classes = 24h
Preparation to lectures = 10h
Preparation to an examination = 15h
Project tasks =

e-learning =

Credit/examination = 3h
others  (indicate which) = 

TOTAL: 88h
ECTS points: 3.5
Including practical classes: 1.5
	Part-time

Participation in lectures = 

Participation in classes = 

Preparation to classes = 

Preparation to lectures = 

Preparation to an examination = 

Project tasks =

e-learning =

Credit/examination =

others  (indicate which) = 

TOTAL:

ECTS points:

Including practical classes:



	PREREQUISITES
	Not applicable

	COURSE CONTENT

(Division to contact classes and e-learning)

	Contact hours:
Lecture:

· Definition and types of negotiations, structure,

· Negotiation methods and techniques,

· The main principles and strategies of negotiation, the effectiveness of rigid position, compromise and synergistic methods,

· Proper communication as the basis for successful negotiations,
Classes:

· Negotiations in the project team,

· Negotiations with internal stakeholder,

· Internal negotiations,

· Negotiations with contractors.

E-learning: Not applicable

	LITERATURE

(compulsory reading)


	· A guide to the project management body of knowledge : (PMBOK guide) / Project Management Institute. - 6th ed. - Newtown Square, Pennsylvania : Project Management Institute, cop. 2017.

· Project management : systems approach / Valery Voltchok. - Białystok : Wyższa Szkoła Finansów i Zarządzania, 2004.

· Project management / Gary Heerkens. - Second edition.

· R. L. Englund, Negotiating for success : are you prepared? Leadership, Decision Making 12 May 2010. https://www.pmi.org/learning/library/negotiating-project-outcomes-develop-skills-6781

	OPTIONAL LITERATURE
	· Difficult Conversations: How to Discuss What Matters Most Paperback, Douglas Stone, Bruce Patton, Sheila Heen, Roger Fisher, Penguin Books; Anniversary, Updated edition, 2010

· Managing for Quality and Performance Excellence 8th Edition, James R. Evans, William M. Lindsay, South-Western Cengage Learning; 8 edition, 2010

· Negotiation (Harvard Business Essentials), Richard Luecke, Harvard Business School Press, 2003

· Essentials of Negotiation 6th Edition, Lewicki Irving Abramowitz Memorial Professor, Roy J, Bruce Barry, David M Saunders, McGraw-Hill Education; 6 edition, 2015

· Getting to Yes: Negotiating Agreement Without Giving In Paperback, Roger Fisher, William L. Ury, Bruce Patton, Penguin Books; Updated, Revised edition, 2011

	TEACHING METHODS

(Division to contact classes and e-learning)

	Contact hours:

Lecture: 
· discussion,
· multimedia presentations

Classes:

· workshops: presentations with PowerPoint

· negotiation games,

· Individual and team exercises preceded by a discussion of the topic using examples 
E-learning: Not applicable

	TEACHING AIDS
	Computer, multimedia projector, teaching materials.

	PROJECT

(if implemented in the framework of a classes module)
	The aim of the project is to acquire the presented material in the field of negotiations in project management and its grounding on the basis of dimensioning, planning and execution

Projects topics:

Students in groups choose topic of the project and play roles in short live-based presentation of chosen negotiation technique.

	METHOD Of ASSESSMENT

(Division to contact classes and e-learning 
	Lecture – credit with a grade

Classes- credit with a grade 

	FORM AND CONDITIONS OF ASSESSMENT
	· Active participation during workshops, workshop assignments, project implementation and presentation (in groups).

· The condition of obtaining credit is obtaining a positive grade from all forms of credit provided for in the curriculum, taking into account the quantitative criteria of assessment set out in the Framework Student Evaluation System at WSB University


* L-lecture, C- classes lab- laboratory,  pro- project, e- e-learning

