	WSB University


	Field of study: Management

	Module / course: Business and International Negotiations-Meeting with an Expert

	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)
	
	
	8C
	
	
	

	Part-time studies

(L/C/lab/pr/e)
	
	
	
	
	
	

	LECTURER
	PhD Karol Kujawa

	FORM 
	Classes

	COURSE OBJECTIVES


	The classes have a workshop character. They will allow students to gain the ability to conduct negotiations, identify attempts at manipulation, understand cultural differences and write basic documents necessary to conduct negotiations in international business.

	Course outcome
	References to outcomes
	Description of learning outcomes  
	Verification of learning outcomes  

	
	Field-related learning outcomes 
	Area-related  learning outcomes 
	Knowledge

	BuIntNeg_K01
	Z_W08
Z_W14
	S1P_W05
S1P_W09

S1P_W08
	Student deepens knowledge of negotiation methods and improve persuasive skills.
	· oral examination covering theoretical tasks and issues

·  oral answers during classes

· test

·  credit for exercises.

	BuIntNeg_K02
	Z_W05  
	S1P_W03
	Student has knowledge of international bilateral, regional and multilateral practices.
	· oral examination covering theoretical tasks and issues

·  oral answers during classes

· tests

·  credit for exercises.

	
	
	
	Abilities

	BuIntNeg_A03
	Z_U04
Z_U05

Z_U10


	S1P_U03
S1P_U04

S1P_U03

S1P_U05

S1P_U06


	Student can deal with multiculturalism at work and avoid misunderstandings resulting from cultural differences.
	· Participation in discussions during classes and consultations

·  oral answers during classes

· tests

·  credit for exercises


	BuIntNeg_A04
	Z_U13
	S1P_U08
	Student is able to analyze, identify and evaluate potential foreign partners.
	· Participation in discussions during classes and consultations

·  oral answers during classes

· tests

·  credit for exercises

	
	
	
	Social competences

	BuIntNeg_S05
	Z_K03
Z_K06
	S1P_K03
S1P_K06
	Student expresses his opinions on a given topic, think critically and creatively and communicate effectively in an international environment.
	· Participation in discussions during classes and consultations

	BuIntNeg_S06
	Z_K02
	S1P_K02

S1P_K03
	Student is able to work effectively in a group and perform the task assigned to him/her.
	· Participation in discussions during classes and consultations

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

	Full- time

Participation in lectures = 

Participation in classes = 8h
Preparation to classes =  4h
Preparation to lectures = 

Preparation to an examination =  1h
Project tasks = 
e-learning =

Credit/examination = 1h
others  (indicate which) = 

TOTAL: 14h
ECTS points: 0.5
Including practical classes: 0.5
	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 into contact hours and e-learning)


	Contact hours:

· Review of basic concepts and actors. 

· Obstacles to negotiations and phases of negotiations. 

· Tactics and negotiation techniques. 

· Negotiation process and context: what drives and what slows down the negotiation process? 

· Analysis of specific negotiation cases: - Middle East - Balkans - France - Russia - Middle East - Balkans 

· Analysis of specific negotiation cases: - North Africa - Korean Peninsula - Latin America, United States. 

· Exercises in persuasive communication - simulation game. 

· Film and discussion.

· Writing laboratory: analysis, report and research expertise.

· Important elements that should be taken into account when writing an information bulletin, report, expert opinion or research project prepared for public administration (in particular for the Ministry of Foreign Affairs or the Ministry of the Interior). 

E-learning: Not applicable

	LITERATURE

(compulsory reading)


	· Experiencing Intercultural Communication : An Introduction / J.udith N. Martin, Thomas K. Nakayama. - Sixth Edition. - New York : New York, NY : Published by McGraw-Hill Education, cop. 2018. 

· C. Grobe, The power of words: Argumentative persuasion in international negotiations. European Journal of International Relations 2010, vol. 16 (1). (Sage Journals)

· G. Heimann, L. Herman, The strategic use of normative arguments in international negotiations. International Relations, 10 Jan 2020. (Sage Journals)

	OPTIONAL LITERATURE
	· Handbook of interpersonal communication / Mark L. Knapp, John A. Daly. - Thousand ; London ; New Delhi : SAGE Publications, 2002.

· Esther Elena López-Mulnix, Michael William Mulnix, Communication Across Cultures: Negotiating Differences. Journal of Hispanic Higher Education 2005, vol. 4 (1). (Sage Journals)

· P. D. Johnston, Negotiating with Giants, Negotiation Press (Cambridge, Massachusetts), 2012. 

· F. Jandt, Intercultural Communication, Thousand Oaks 2000.

· R. Cohen (red.), Negotiating across cultures, Washington 1997. 

· C. Storti, Cross - Cultural Dialogues, Yarmouth 1994.

· P. B. Stark, IT’S NEGOTIABLE, The How-To Handbook Of Win/Win Tactics, Jossey-Bass Pfeiffer, pp. 53-113 
· M. Wheeler, Harvard Business School. The Art of Negotiation: How to Improvise Agreement in a Chaotic World. Simon & Schuster, New York, 2013.

· B. Richardson, Kevin Bleyer, How to Sweet-Talk a Shark, Rodale Books, New York, 2013.

	TEACHING METHODS

(Division into contact hours and e-learning)

	Contact hours:
· interactive lecture

· simulation games 
· group work

· discussion
E-learning: Not applicable

	TEACHING AIDS
	Multimedia presentation, sources, case studies papers.

	PROJECT

(if implemented in the framework of a classes module)
	Not applicable

	METHOD OF ASSESSMENT

(Division into contact hours and e-learning 
	Oral examination covering theoretical tasks and issues, oral answers during classes, credit for exercises – credit without grade

	FORM AND CONDITIONS OF ASSESSMENT
	· The student is obliged to write original article with footnotes and bibliography concerning the field of the lecture on the subject. The article should not normally exceed 5 double-spaced pages (about 2000 ems per page). 

· 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

