
	AKADEMIA WSB - WSB UNIVERSITY

	Field of study: Management

	Course Title: International Sales Directions

	Educational Profile: General

	Level of Study: Second-cycle studies (Master’s level)

	Number of Contact Hours per Semester
	1
	2
	3

	
	I
	II
	III
	IV
	V
	VI

	Full-time studies (L/C/Lab/P/E)*
	
	
	16 L
	
	
	

	Part-time studies (L/C/Lab/P/E)*
	
	
	
	
	
	

	ECTS credits
	
	
	3
	
	
	

	Language of Instruction:
	English

	Instructor:
	PhD Karol Kujawa

	Form of Classes:
	Lectures with workshop elements

	Course Objectives: The course develops students’ competencies in international sales, foreign-market analysis and cross-cultural business negotiations. Students learn to identify prospective markets, assess sales opportunities, select market-entry strategies, establish relationships with foreign partners, adapt sales activities to different cultural and institutional environments, recognise manipulation and hard-bargaining tactics, and prepare basic documents used in international sales.

	Learning Outcome
	Description of Learning Outcomes
	Assessment method

	Programme Learning Outcome
	PQF – Polish Qualifications Framework
	
	

	Knowledge

	Intercultural Vision
	P7U_W
	The student has advanced knowledge of the principal directions and development trends in international sales; understands foreign-market selection, market-entry strategies, international sales channels, cross-cultural communication, and the institutional conditions of cross-border transactions.
	Oral examination; answers and discussion during classes; written analytical assignment.

	Skills

	Business Challenges
	P7U_U
	The student can identify and evaluate foreign markets, analyse market data and select an appropriate international sales direction and market-entry strategy.
	Case-study analysis; oral responses; written market analysis.

	Intercultural Communication
	P7U_U
	The student can establish and maintain business relationships with foreign partners and adapt communication, sales presentations and negotiation behaviour to different cultural environments.
	Simulation exercises; class discussion; sales presentation.

	Negotiation and Sales Skills
	P7U_U
	The student can prepare and conduct international business negotiations, apply selected negotiation techniques, recognise manipulation and hard-bargaining tactics, and manage conflict and pressure.
	Negotiation simulation; oral examination; practical tasks.

	Analytical and Writing Skills
	P7U_U
	The student can prepare a commercial offer, negotiation brief, market report and international business project, using evidence from market data, case studies and scholarly literature.
	Analytical paper; business project; PowerPoint presentation.

	Social Competences

	Business Challenges
	P7U_K
	The student is prepared to work responsibly in multicultural business environments, communicate respectfully with international partners, critically evaluate information, cooperate in teams and recognise the ethical consequences of sales and negotiation decisions.
	Observation of participation, teamwork and discussion; evaluation of the project and presentation.

	Student Workload (1 teaching hour = 45 minutes)

	Full-time Studies
	Part-time Studies

	Participation in lectures
	Full-time studies: 16    |    Part-time studies: Not applicable

	Preparation for lectures / independent reading
	Full-time studies: 34    |    Part-time studies: Not applicable

	Preparation for examination
	Full-time studies: 10    |    Part-time studies: Not applicable

	Credit / examination
	Full-time studies: 2    |    Part-time studies: Not applicable

	Other independent study and consultation
	Full-time studies: 13    |    Part-time studies: Not applicable

	TOTAL
	Full-time studies: 75    |    Part-time studies: Not applicable

	ECTS credits
	Full-time studies: 3    |    Part-time studies: Not applicable

	Contact / practical hours
	Full-time studies: 16    |    Part-time studies: Not applicable

	E-learning
	Full-time studies: Not applicable    |    Part-time studies: Not applicable



	

		Prerequisites
	Basic knowledge of management, economics and international business; English language competence sufficient to analyse business texts and participate in discussions.

	Course Content – Contact Classes
	1. Introduction to international sales and global market development.
2. Key terms and idioms in international sales and business communication.
3. Identification and evaluation of foreign-market opportunities.
4. International market-entry strategies and sales channels.
5. Establishing and maintaining relationships with foreign business partners.
6. Cross-cultural communication, sales tactics and negotiation techniques.
7. Preparing and delivering an effective international sales presentation.
8. Managing conflict, pressure and difficult negotiation tactics in international sales.
9. Case studies of international sales practices in Europe, the Middle East, North Africa, Asia, Latin America and the United States.
10. Writing laboratory: preparation of a market analysis, sales report and international business project.

	E-learning
	Not applicable.

	Compulsory Literature
	1. Cohen, R. (1997). Negotiating Across Cultures: International Communication in an Interdependent World (rev. ed.). Washington, DC: United States Institute of Peace Press.
2. Wild, J. J., & Wild, K. L. (2022). International Business: The Challenges of Globalization (9th ed.). Pearson.
3. Cateora, P. R., Money, R. B., Gilly, M. C., & Graham, J. L. (2020). International Marketing (19th ed.). New York: McGraw Hill.
4. Brett, J. M. (2014). Negotiating Globally: How to Negotiate Deals, Resolve Disputes, and Make Decisions Across Cultural Boundaries (3rd ed.). San Francisco: Jossey-Bass.

	Optional Literature
	1. Jandt, F. E. (2000). Intercultural Communication. Thousand Oaks: Sage.
2. Storti, C. (1994). Cross-Cultural Dialogues. Yarmouth: Intercultural Press.
3. Wheeler, M. (2013). The Art of Negotiation: How to Improvise Agreement in a Chaotic World. New York: Simon & Schuster.
4. Stark, P. B. It’s Negotiable: The How-To Handbook of Win/Win Tactics. San Francisco: Jossey-Bass/Pfeiffer, pp. 53–113.
5. Johnston, P. D. (2012). Negotiating with Giants. Cambridge, MA: Negotiation Press.
6. Richardson, B. (2013). How to Sweet-Talk a Shark. Rodale Books.





	Teaching and Learning Methods
	• Multimedia presentations and short lectures.
• Socratic questioning and guided discussion.
• Case-study analysis.
• Negotiation and sales simulations.
• Article-based learning and independent study.
• Student presentations and writing workshops.

	Teaching Aids
	Multimedia projector, PowerPoint presentations, source texts, business case studies, market data, audiovisual materials and negotiation scenarios.

	Project
	Students prepare an analytical paper on a selected issue in international sales or business negotiations and a PowerPoint presentation about a proposed company, including its foreign-market direction, export model, logistics challenges and recommended sales strategy.

	Form and Conditions of Assessment
	1. Task 1: Oral examination covering theoretical issues, business terminology, conflict resolution and negotiation techniques.
2. Task 2: Analytical paper with footnotes and bibliography on a topic agreed with the instructor; normally up to five double-spaced pages.
3. Task 3: PowerPoint presentation about a proposed company, including export and logistics challenges.
4. Task 4: Active participation in discussions, simulations and case-study work.

	Assessment Criteria
	• Analytical paper – 20 points.
• Company presentation, including export and logistics issues – 20 points.
• Activity during classes – 10 points.
• Grading scale: 0–25 = 2.0 (fail); 26–30 = 3.0 (E); 31–35 = 3.5 (D); 36–40 = 4.0 (C); 41–45 = 4.5 (B); 46–50 = 5.0 (A).

	Selected Instructor Publications Related to International Business
	1. Kujawa, K. Turkey and Poland – Views Towards a More Intensive Economic and Political Collaboration, in S. Laçiner, H. Palabıyık, & K. Kujawa (eds.), Polish-Turkish Foreign Policy: 600 Years of Bilateral Relations, pp. 92–104.
2. Kujawa, K. The Impact of Turkey on the MENA Region: The Case of Tunisia, Egypt, Libya and Syria. Geopolitica, 2(3), 2014.
3. Kujawa, K., & Morkva, V. (eds.). 2014 Ukrainian Crisis: Evolution, International Reaction, Implications. Aslan Press, 2015.
4. Kujawa, K. Turkey and Russia in the Global Order: Implications for Central and Eastern Europe. Proceedings of the 36th IBIMA Conference, 2020.


* L – lecture, C – classes/tutorials, Lab – laboratory, P – project, E – e-learning.
