	WSB University

	Field of study: Management

	Course: International Agreements and Negotiation Strategies

	Educational profile: practical

	Education level: I-cycle studies

	Number of hours per semester
	1
	2
	3

	
	I
	II
	III
	IV
	V
	IV

	Full -time studies

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

	Part-time studies

(L/C/lab/pr/e)
	
	
	
	
	
	

	CLASS LANGUAGE
	English

	LECTURER
	Olgierd Witczak PhD.

	FORM 
	Lecture

	COURSE OBJECTIVES
	The course's main objective is to teach students to understand international agreements and negotiation strategies problems and main concepts. The course also gives the student an analytic framework for developing relationship-building and requirements toward corporate’s agreements.

	Reference to learning outcomes
	Description of learning outcomes  
	Verification of learning outcomes  

	Field-related learning outcome
	PQF
	
	

	Knowledge

	Z1 W02
	P7S_WG
	Knowledge delivery in the area of negotiations as a stage of company agreements.
	Workshop

Role-playing

	Skills

	Z1_U03
	P7S_UW
	Students can select, use or develop appropriate tools to comprehend and analyse the negotiations and contract problems and areas of organisational activity and its environment.
	Role-playing

	Social competences

	Z1_K01
	P7S_KR
	Conduct critical analysis, synthesis and creative interpretation of phenomena and processes in the organisation, using advanced theoretical approaches and research paradigms, and integrate knowledge from different fields to create innovative solutions to complex management problems.
	Role-playing

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

	Full- time

Participation in lectures = 

Participation in classes = 

Preparation to classes = 

Preparation to lectures = 

Preparation to an examination = 

Project tasks =

e-learning =16
Credit/examination =

others  (indicate which) = 

TOTAL: 16
ECTS points: 2
Including practical classes: 16
	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
	Fundamentals of management

	COURSE CONTENT

(Division into contact hours and e-learning)
	E-learning:
1) International Business Challenges 

2)  Negotiating Successfully

3)  The Negotiation Process

4)  Negotiation Tactics
5) Agreements rules and principles

	LITERATURE

(compulsory reading)
	R. J. Lewicki, D. M. Saunders, B. Barry, Negotiation. Boston, MA: McGraw-Hill, 2020.

	OPTIONAL LITERATURE (including at least two items in English, either books or articles)
	E.A. Berghoffet (et all), The  International  Negotiations  Handbook. Success through Preparation, Strategy, and Planning. PILPG and Baker & McKenzie, 2007.

R. Fisher, B. Ury, B. Patton, Getting to Yes: Negotiating Agreement without Giving In, 2011.
R. H. Mnookin, S. R. Peppet, A. S. Tulumello, Beyond Winning: Negotiating to Create Value in Deals and Disputes, Harvard University Press, 2004.

G. R. Shell, Bargaining for Advantage: Negotiation Strategies for Reasonable People, Penguin, 2018.

D. Stone, B. Patton, S. Heen, Difficult Conversations: How to Discuss What Matters Most, Penguin, 2010

	SCHOLARLY PUBLICATIONS BY PERSONS WHO CONDUCT CLASSES, WHICH ARE RELATED TO THE MODULE SUBJECT 
	O. Witczak, Instruments used to establish and maintain relationships, [w:] Relationship marketing in micro and small enterprises and local authorities – international comparison, ed. R. Lukasova, A. Bajdak, Wydaw. Akademii Ekonomicznej w Katowicach, Katowice 2009, ss. 38-54.
O. Witczak, Das Funktionieren eines Unternehmens auf dem Markt in Bezug auf die kulturelle Vielfältigkeit, [w:] Internationales Marketing und Management, ed. M. Glowik, S. Smyczek, Wydaw. Akademii Ekonomicznej, Katowice 2008, ss. 47-64.
O. Witczak, M. Mitręga, Research on Business to Business relationships as a challenge for Polish enterprises operating in global conditions, [w:] Globalization influences on local markets, pr. zb. pod red. J. Dado, H. Cierna, E. Poliackova, Papers of the 5th International Scientific Symposium, Matej Bel University, Banska Bystrica 2006, pp. 222-230.

	TEACHING METHODS

(Division into contact hours and e-learning)
	E-learning:
The role-playing game is supported by a practical case study. The teaching methods are illustrated with the case study of negotiating activities delivered in MS PowerPoint presentations and activites.

	TEACHING AIDS
	MS Teams App.

	PROJECT

(if implemented in the framework of a classes module)
	None

	FORM AND CONDITIONS OF ASSESSMENT

(Division into contact hours and e-learning)
	Take part in the course interactive workshop and be a part of the team involved in the triple negotiation process. Preparation of a contract proposal.


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