	WSB University


	Field of study: Management

	Module / course: The art of persuasion

	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)
	
	
	
	
	
	14C

	Part-time studies
(L/C/lab/pr/e)
	
	
	
	
	
	

	LECTURER

	PhD DSc. Maciej Witkowski

	FORM 

	Classes

	COURSE OBJECTIVES

	The aim of the course is to show students the practical application of selected persuasion techniques and influence on others, while emphasizing the ethical dimension of persuasion, indicating the differences between persuasion and manipulation. An additional goal is to indicate the use of persuasion techniques in many areas of social life.

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

	
	Field-related learning outcomes 
	Area-related learning outcomes 
	Knowledge

	Artofper_K01
	Z_W10

	S1P_W05
	knows the definitions: persuasion, influence, manipulation; indicates the differences between them,
	· assessment of student activity during classes
· assessment of student participation in the discussion
· final test
· project evaluation

	Artofper_K02
	Z_W10

	S1P_W05
	defines basic methods of influencing others,
	· assessment of student activity during classes
· assessment of student participation in the discussion
· final test
· project evaluation

	Artofper_K03
	Z_W10

	S1P_W05
	knows the basics of NLP
	· assessment of student activity during classes
· assessment of student participation in the discussion
· final test
· project evaluation


	
	
	
	Abilities

	Artofper_A04
	Z_U02

	S1P_U02,
S1P_U06
	can give an example illustrating the practical use of a given technique of influence,
	· assessment of individual and group exercises
· practical final test
· project evaluation

	Artofper_A05
	Z_U05

	S1P_U03

	can critically assess the use of a given persuasion technique,
	· assessment of individual and group exercises
· practical final test
· project evaluation

	Artofper_A06
	Z_U02,
Z_U05

	S1P_U02,
S1P_U03,
S1P_U06
	can formulate presupposition and apply it correctly,
	· assessment of individual and group exercises
· practical final test
· project evaluation

	Artofper_A07
	Z_U15

	S1P_U09

	can prepare a written project on the use of persuasion and influence techniques
	· assessment of individual and group exercises
· project evaluation

	
	
	
	Social competences

	Artofper_A08
	Z_K04

	S1P_K04
	is sensitive to manipulative activities,
	· student participation in the discussion
· observation of the student during classes

	Artofper_A09
	Z_K04

	S1P_K04
	recognizes the ethical aspect in the area of persuasion.
	· student participation in the discussion
· observation of the student during classes

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

	Full- time
Participation in lectures = 
Participation in classes = 14h
Preparation to classes = 6h
Preparation to lectures = 
Preparation to an examination = 5h
Project tasks =
e-learning =
Credit/examination = 2h
others  (indicate which) = 
TOTAL: 27h
ECTS points: 1
Including practical classes: 1
	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

	Basics of knowledge in the field of psychology or social psychology

	COURSE CONTENT
(Division into contact hours and e-learning)

	Contact hours:
· Persuasion - definition. 
· Persuasion, manipulation and influence - similarities and differences
· Basics of NLP and its application in professional life
· The language of persuasion (magic words, presuppositions, language of argumentation)
· Influence techniques - possibilities and limitations
· principle of authority
· reciprocity rule
· principle of contrast
· principle of consistency
· unavailability rule
· principle of liking
· principle of social proof
· Persuasion and its application in sales, advertising, learning, politics and other areas of social life
E-learning: Not applicable

	LITERATURE

(compulsory reading)
	· L.Prete, Cross-product Manipulation in Electricity Markets, Microstructure Models and Asymmetric Information. Energy Journal. 2019, Vol. 40 Issue 5

	OPTIONAL LITERATURE
	· P. Gao, Accounting Manipulation, Peer Pressure, and Internal Control. Accounting Review. 2019, Vol. 94 Issue 1

	TEACHING METHODS
(Division into contact hours and e-learning)

	Contact hours:
· individual work, 
· Group, 
· group discussion 
· brainstorm, 
· case study analysis.
E-learning: not applicable

	TEACHING AIDS
	Power Point presentation, instructional videos, 

	PROJECT
(if implemented in the framework of a classes module)
	Goal: 
Identifying persuasion techniques in everyday life used in the area of advertising, sales, politics etc.
As part of the project, the student prepares a written study that is an analysis of the practical application of the selected 3 techniques of persuasion and influence. An example might be for an advertising campaign, election campaign, after sales campaign or use in another area.
The study should include a description of the technique, a description of the application and its critical analysis.

	METHOD OF ASSESSMENT
(Division into contact hours and e-learning 

	· Classes - credit with grade

	FORM AND CONDITIONS OF ASSESSMENT
	· Activity during classes.
· Project evaluation.
· Score from the final test.
· 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 grading specified in the Framework Student Evaluation System at the WSB University  in Dąbrowa Górnicza.


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