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Field of study: Management 

Course: Business and International Negotiations 

Educational profile: practical 

Education level: II -cycle studies 

Number of hours 

per semester 
1 2 

I II III IV 

Full-time studies 

(L/C/lab/pr/e) 
 

 
16  

Part-time studies 

(L/C/lab/pr/e) 
    

CLASS LANGUAGE English 

LECTURER PhD Karol Kujawa 

FORM classes 

COURSE 

OBJECTIVES 

The course aims to develop students’ ability to conduct effective negotiations in international and multicultural 

contexts, emphasizing collaboration, cultural sensitivity, and ethical decision-making. Students will learn to 

apply negotiation strategies that foster win-win outcomes, while incorporating responsible leadership practices 

and aligning negotiations with sustainable development goals (SDGs) and ethical standards. 

Through practical simulations and team-based exercises, the course builds both the technical and 
interpersonal skills necessary for navigating complex, high-stakes negotiations in global business 
environments. 

Reference to 
learning outcomes 
- 
Field-related 
learning outcome 
EFMD 

 
Description of learning outcomes 

 

Description of learning outcomes Teaching and learning methods 
Verification of 

learning 
outcomes 

 
Knowledge 

 

Intercultural 
communication and 
interpersonal skills 
LO7                     
LO8 

Students understand group dynamics and the 

role of teamwork in negotiation processes. 

They identify strategies for building trust, 

resolving conflicts, and fostering cooperation 

in teams. 

Students know and understand the role of 
cultural values and norms in shaping 
negotiation styles as well as major cultural 
models (e.g., Hofstede, Hall) relevant to cross-
border negotiations. 

Teaching methods: 

1) Multimedia presentations. 

2) Socratic method  

Oral 

examination 

covering 

theoretical 

tasks and 

issues, oral 

answers 

during classes, 

colloquia, 

Learning methods: 

1) Self-study. 



Students recognize common challenges and 
barriers in intercultural communication during 
negotiations. 
 

credit for 

exercises. 

Responsible 

Leadership and 

decision-making 

LO11                  

LO12 

Students understand principles of responsible 

leadership and their application to negotiation 

contexts. They identify ethical dilemmas that 

can arise in international negotiations. 

Students know and understand how leaders 

influence negotiation outcomes through 

integrity, transparency, and fairness. They 

recognise strategies for inclusive and 

equitable decision-making. 

 

Teaching methods: 

1) Multimedia presentations. 

2) Socratic method 

Learning methods: 

1) Self-study. 

Oral 

examination 

covering 

theoretical 

tasks and 

issues, oral 

answers 

during classes, 

colloquia, 

credit for 

exercises. 

Ethics and 

sustainability           

LO20 

Know and understand the role of ethics and 

SDGs in shaping negotiation strategies. They 

understand how ethical considerations 

enhance long-term business relationships. 

 

Teaching methods: 

1) Multimedia presentations. 

2) Socratic method 

Learning methods: 

1) Self-study. 

Oral 

examination 

covering 

theoretical 

tasks and 

issues, oral 

answers 

during classes, 

colloquia, 

credit for 

exercises. 

 

Skills & Attitudes 

Intercultural 

communication and 

interpersonal skills 

LO7                        

LO8 

Students collaborate effectively within 

negotiation teams by adopting roles (e.g., 

spokesperson, analyst, mediator) to achieve 

strategic goals. They demonstrate skills to 

apply conflict resolution techniques to achieve 

consensus. 

Students adapt communication styles to 
diverse cultural contexts, demonstrating 
cultural empathy and active listening. They 
use appropriate verbal and non-verbal 
communication techniques to build trust and 
clarity in negotiations. 

 

Teaching methods: 

1) Multimedia presentations. 

2) Socratic method 

Learning methods: 

1) Self-study. 

Oral 
examination 

covering 
theoretical 
tasks and 

issues, oral 
answers 

during classes, 
colloquia, 
credit for 

exercises. 

Responsible 

Leadership and 

decision-making   

LO11                  

LO12 

Students demonstrate integrity, fairness, and 

accountability in negotiation simulations. They 

reflect on personal leadership style and values 

in challenging negotiation situations. 

Students are able to lead negotiation teams 
with a focus on collaboration, ethical 

Teaching methods: 

1) Multimedia presentations. 

2) Socratic method 

Oral 
examination 

covering 
theoretical 
tasks and 

issues, oral 
answers 

during classes, 



outcomes, and long-term relationships 
showing resilience and emotional intelligence 
during high-pressure negotiations. 

 

Learning methods: 

1) Self-study. 

colloquia, 
credit for 

exercises. 

Ethics and 

sustainability     

LO20 

Students incorporate ethical and sustainability 

considerations into negotiation strategies and 

agreements. They evaluate negotiation 

outcomes in terms of long-term value creation 

and alignment with SDGs. 

 

Teaching methods: 

1) Multimedia presentations. 

2) Socratic method 

Learning methods: 

1) Self-study. 

Oral 
examination 

covering 
theoretical 
tasks and 

issues, oral 
answers 

during classes, 
colloquia, 
credit for 

exercises. 

Full- time 
Participation in lectures = 16 
Participation in classes =  
Preparation to classes =  
Preparation to lectures = 28 
Preparation to an examination = 15 
Project tasks = 
e-learning = 
Credit/examination = 6 
others  (indicate which) = 10 
TOTAL: 75 
ECTS points: 3 
Including practical classes:  

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  

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

Contact hours: 
 
1.Conflict Resolution. 
2. Terms and Idioms in International Business.  
3. Tactics and Negotiation Techniques. 
4. How to Establish Business Relationships?  
5.Hard-Bargaining Tactics to Watch Out for in a Negotiation. 
6. How to Make a Great Speech. 
7. How to Control and Hide Nerves During Negotiations?  
8. Analysis of specific negotiation cases: Middle East, Balkans, France, Russia, Middle East, Balkans, North 
Africa, Korean Peninsula, Latin America, United States. 
9. How to Write a Paper? Writing laboratory: analysis, report and research expertise. 
10. How to Write a business project? 

 
E-learning: 
Not applicable 

LITERATURE 
(compulsory 
reading) 

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

2. J. Wild, K. Wild, International Business. The Challenges of Globalization, 9th edition, Pearson 2022. 

3. Marketing across cultures / Jean-Claude Usunier, Julie Anne Lee. - 6th ed.  - Harlow [etc.] : Pearson 

Education, 2013. 

4. International business : the new realities / S. Tamer Cavusgil, Gary Knight, John R. Riesenberger. - Boston : 

Pearson, cop. 2017. 

 

OPTIONAL 
LITERATURE  

1. F. Jandt, Intercultural Communication, Thousand Oaks 2000. 
2. C. Storti, Cross - Cultural Dialogues, Yarmouth 1994. 
 
Readings:  



 

Meeting no. 2 

1. M. Wheeler, Harvard Business School. The Art of Negotiation: How to Improvise Agreement in a Chaotic 

World, Simon & Schuster, 2013. 

 
Meeting no. 3 
 
5. P. B. Stark, It’s negotiable: The How-To Handbook of Win/Win Tactics, Jossey-Bass Pfeiffer, pp. 53-113  
6. P. D. Johnston, Negotiating with Giants, Negotiation Press (Cambridge, Massachusetts), 2012.  
7. B. Richardson, How to Sweet-Talk a Shark, Rodale Books, 2013. 

SCHOLARLY 
PUBLICATIONS BY 
PERSONS WHO 
CONDUCT 
CLASSES, WHICH 
ARE RELATED TO 
THE MODULE 
SUBJECT  

1. Turkey and Poland – Views Towards a More Intensive Economical and Political Collaboration, in: S. 
Laçiner, H. Palabıyık, and K. Kujawa (eds.), “Polish-Turkish Foreign Policy: 600 Years of  Bilateral 
Relations”, Çanakkale University Publishing House Scriptorium, 92-104.                      

2. The Impact of Turkey on the MENA Region: The Case of Tunisia, Egypt, Libya and Syria, 
      “Geopolitica” journal (Italy), vol. 2, no. 3, Roma 2014.  
3. (co-edited with V. Morkva) “2014 Ukrainian Crisis. Evolution, International Reaction, Implications”, Aslan 

Press, First Publication: Gliwice 2015 (pp. 130). 
4. Turkey and Russia in the Global Order. Implications for the Central and Eastern Europe 36th IBIMA 

Conference 2020, https://ibima.org/accepted-paper/turkey-and-russia-in-the-global-order-implications-for-
the-central-and-eastern-europe/ 

5. Turkey and Russia in the Global Order. Implications for the Central and Eastern Europe, 36th IBIMA 
Conference 2020.11.05, October 20, 2020 – 36th IBIMA Conference: 4-5 November 2020, Granada, 
Spain, ISBN: 978-0-9998551-5-7 https://ibima.org/accepted-paper/turkey-and-russia-in-the-global-order-
implications-for-the-central-and-eastern-europe 

6. Turkey and Democratization of the Arab World, ”Policy Paper. The Polish Institute of International Affairs”, 
No. 12, Warszawa August 2011, 1-8. http://www.pism.pl/index/?id=ebef22399dd37c14fcbe768327022889 

7. Turkey's Path to the European Union: Accession Problems and Prospects for Turkey, in: H. Szlajfer (ed.), 

”International Affairs. The Polish Institute of International Affairs”, Warsaw 2011, 7-21. 

http://www.pism.pl/publikacje/czasopisma/Sprawy_Miedzynarodowe/2011/4 

8. The Future of Turkey-EU Relations, in: M. Majer, R. Ondrejcsák, V. Tarasovič, T. Valášek (eds.), 

“Panorama of global security environment 2011”, Centrum pre európske a severoatlantické vzťahy 

(CENAA), Bratislava 2012, 11-34. http://cenaa.org/en/wp-content/uploads/2013/01/Panorama-

2012_content-and-abstracts.pdf 

TEACHING AIDS Multimedia projector, 
PPT Presentation 

PROJECT 
(if implemented in 
the framework of a 
classes module) 

Not applicable 
 
Project goal: 
Topic of the project: 
Project form: 

FORM AND 
CONDITIONS OF 
ASSESSMENT 
 
CRITERIA FOR 
ASSESSING 
ACHIEVED 
LEARNING 
OUTCOMES.   

Task 1. Oral examination covering theoretical tasks and issues, oral answers during classes, credit for exercises 
(among them business terms, conflict resolution, negotiation tips).   
Task 2. An article with footnotes and bibliography concerning the field of the lecture on the subject. Topic will be 
consult with the lecturer. The article should not normally exceed 5 double-spaced pages (about 2000 ems per 
page). 

Task 3. Power Point Presentation about your own company including export and logistic problems. 
 
Evaluation criteria: 
 
1) correct answer to the question regarding business concepts and terms as well as explanation of conflict 
resolution, negotiation tips – 10 points 
2) an article with properly prepared footnotes and a rich bibliography – 20 points  
3) presentation about your own company including export and logistic problems – 10 points 
4) activity during classes – 10 points 
 
Grading scale: 
 
0-25-2,0 fail 
26-30-3,0 (E) 
31-35-3,5 (D) 

https://ibima.org/accepted-paper/turkey-and-russia-in-the-global-order-implications-for-the-central-and-eastern-europe/
https://ibima.org/accepted-paper/turkey-and-russia-in-the-global-order-implications-for-the-central-and-eastern-europe/
https://ibima.org/accepted-paper/turkey-and-russia-in-the-global-order-implications-for-the-central-and-eastern-europe
https://ibima.org/accepted-paper/turkey-and-russia-in-the-global-order-implications-for-the-central-and-eastern-europe
http://www.pism.pl/index/?id=ebef22399dd37c14fcbe768327022889
http://www.pism.pl/publikacje/czasopisma/Sprawy_Miedzynarodowe/2011/4
http://cenaa.org/en/wp-content/uploads/2013/01/Panorama-2012_content-and-abstracts.pdf
http://cenaa.org/en/wp-content/uploads/2013/01/Panorama-2012_content-and-abstracts.pdf


36-40-4,0 (C) 
41-45-4,5 (B) 
46-50-5,0 (A) 

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


