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	Education profile: practical

	Level of education: first-cycle studies

	Number of hours

per semester
	1
	2
	3
	4

	
	I
	II
	III
	IV
	V
	VI
	VII

	Full-time studies

(lecture/excercises/lab/pr/e)*
	
	
	
	
	
	22 lecture
	

	Part-time studies

(lecture/excercises/lab/pr/e)*
	
	
	
	
	
	
	

	Language of instruction
	English

	LECTURER
	

	FORM OF CLASSES
	Lecture

	SUBJECT OBJECTIVES


	Preparation of students for independent conduct of business negotiations using known and most commonly practiced negotiation techniques, methods and tactics.

	Reference to learning outcomes
	Description of learning outcomes
	Method of verifying the learning outcome

	Programme learning outcome
	PRK
	
	

	KNOWLEDGE

	K_W01
	P6S_WG
	Knows at an advanced level issues concerning business negotiations, covering strategies, styles, techniques and stages of the negotiation process.
	Test - Inspera

	K_W02

K_W05
	P6S_WG

	Knows at an advanced level economic, organizational and psychological conditions of negotiations and their importance in enterprise activities.
	Test - Inspera

	K_W03

K_W05
	P6S_WG
	Understands ethical principles and legal norms related to conducting business negotiations.
	Test - Inspera

	SKILLS

	K_U01
	P6S_UW
	Is able to prepare and conduct business negotiations, selecting appropriate negotiation strategy and techniques.
	Test - Inspera

	K_U05

K_U08
	P6S_UW

P6S_UK
	Communicates effectively and argues in negotiation situations, also in team work and intercultural environment.
	Test - Inspera

	SOCIAL COMPETENCES


	K_U03
	P6S_K0
	The student is ready to recognize the role of negotiations in building and implementing social projects.
	Test - Inspera

	Student workload (during teaching hours 1 hour = 45 minutes)**



	Full-time studies: 

attendance at lectures = 22 h
attendance at classes =

preparation for classes =

preparation for lectures = 10 h
preparation for assessment/exam = 14 h
completion of project tasks =

consultations = 2 h
e-learning =

assessment/exam = 2 h
other – self-study =

TOTAL: 50
ECTS points: 2

including practical classes: 2


	Part-time studies:

attendance at lectures =

attendance at classes =

preparation for classes =

preparation for lectures =

preparation for assessment/exam =

completion of project tasks =

consultations =

e-learning =

assessment/exam =

other – self-study =

other (specify) =

TOTAL: 

Number of ECTS points: 

including practical classes: 

	PREREQUISITES 
	Basic knowledge in the field of management, economics or marketing is recommended as well as readiness for active participation in classes.

	SUBJECT CONTENT

(divided into

face-to-face

and

e-learning classes)
	Types and classification of negotiations

· commercial, managerial and strategic negotiations,

· internal and external negotiations,

· domestic and international negotiations.

Negotiation process

· negotiation stages: preparation, opening, information exchange, proper negotiations, closure,

· negotiation goals, interests and positions of parties,

· BATNA, ZOPA and negotiation reserves.

Negotiation strategies and styles

· positional and integrative negotiations,

· strategies: competition, cooperation, compromise, accommodation, avoidance,

· negotiation styles and their conditions.

Negotiation techniques and tactics

· argumentation and persuasion techniques,

· negotiation concessions and their planning,

· time pressure, anchoring, bluff, escalation of demands,

· recognition and neutralization of manipulation.

Communication in negotiations

· verbal and non-verbal communication,

· active listening and asking questions,

· communication barriers and their overcoming.

Intercultural negotiations

· cultural differences in negotiation styles,

· negotiations in international environment,

· strategy adaptation to cultural conditions.

	OBLIGATORY LITERATURE


	1. Fisher, R., Ury, W., & Patton, B. (2021). Getting to Yes: Negotiating Agreement Without Giving In (4th ed.). Penguin.

2. Lewicki, R., Barry, B., & Saunders, D. (2020). Negotiation (8th ed.). McGraw-Hill.

3. Shell, G. R., & Moussa, M. (2023). The Art of Woo: Using Strategic Persuasion to Sell Your Ideas (Updated ed.). Currency.

	ADDITIONAL LITERATURE
	1. Salacuse, J. (2021). The Global Negotiator: Making, Managing, and Mending Deals Around the World in the Twenty-First Century (2nd ed.). Palgrave Macmillan.

2. Brett, J. M. (2018). Negotiating Globally: How to Negotiate Deals, Resolve Disputes, and Make Decisions Across Cultural Boundaries (3rd ed.). Jossey-Bass.

	SCIENTIFIC PUBLICATIONS OF PERSONS TEACHING CLASSES RELATED TO THE TOPICS OF THE MODULE
	

	TEACHING METHODS

(divided into

face-to-face

and e-learning classes)
	In a direct form:
Case study

Analysis of real and simulated negotiation situations occurring in enterprise activities



	LEARNING AIDS
	Projector cooperating with computer, WSB Online platform

	PROJECT

(if implemented

as part of the course module)
	Not applicable

	FORM AND CONDITIONS OF ASSESSMENT

(divided into 

face-to-face classes and e-learning)
	Test on Inspera platform

Student who obtains more than 51–60% points receives grade 3 (satisfactory);

other grades:

61–70% correct answers – grade 3,5 (satisfactory plus)

71–80% correct answers – grade 4,0 (good)

81–90% correct answers – grade 4,5 (good plus)

91–100% correct answers – grade 5,0 (very good)

0–50% correct answers – grade 2,0 (fail)


* lecture-lecture, exercises- exercises, lab- laboratory, pr- project, e- e-learning.

