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	CLASS LANGUAGE
	English

	FORM 
	Classes

	COURSE OBJECTIVES 
	Prepare students to independently conduct business negotiations using

known and most commonly practiced negotiation techniques, methods and tactics.

	COURSE CONTENT

(Division into contact hours and e-learning))


	Content implemented in direct form:

- Definition, rationale and types of negotiation.

- The silhouette of a negotiator.

- Integrative and distributive negotiation strategy.

- Principles and techniques of negotiation.

- Phases of the negotiation process.

- Basic negotiation styles.

- Verbal and non-verbal communication as the basis of successful negotiations.

- Negotiation exercises.
Content implemented in the form of e-learning:

All materials used in class and needed to study the subject were made available

On the WSB online platform

	LITERATURE

(compulsory reading)
	1. Osika G., The Ethics of Negotiation, https://depot.ceon.pl/handle/123456789/2212,
2. Covey R.S., 7 habits of effective action, REBIS, 2007.
3. Helmold M., Dathe T, Hummel F., Terry B., Piepe J., Successful international negotiations., Springer, 2020.
4. Jagodzinska K., How to manage perception to win negotiations, Int'l J. Soc. Sci. Stud., 2016.

	OPTIONAL LITERATURE (including at least two items in English, either books or articles)
	1. Ury W., Walking away from no, Negotiating from confrontation to cooperation, PWE., Warsaw 1997.
2  Ury W., Patton B., Getting to yes. Negotiating without giving in., PWE Warsaw 2000.


