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	Field of study: Management 

	Module/subject: Business Negotiations

	Educational profile: practical

	Level of education: first-cycle studies

	Number of hours per semester
	1
	2
			3
	

	
	I
	II
	III
	IV
	V
	VI
	

	Full-time studies
(in/ excercise /lab/ pr /e)
	
	
	
	
	
	16C
	

	Part-time studies
(in/ excercise /lab/ pr /e)
	
	
	
	
	
	
	

	LECTURER

	Dr Michał Wojtaszek

	FORM OF CLASSES

	Exercises

	SUBJECT OBJECTIVES

	· Show:
· theoretical knowledge of negotiation techniques and methods,
· elements subject to negotiation between the parties to the negotiations.
· Preparing students to independently conduct business negotiations.

	Object effect
	Description component code:
	Description of the learning outcome
	Method of verifying the effect

	
	directional
	area
	Knowledge

	NB_W01
	K_W01
	S1P_W01
S1P_W09
	has knowledge of negotiation techniques and methods
	· Written test

	NB_W02
	K_W01
	S1P_W01
S1P_W09
	knows the negotiation conditions of various business entities (commercial, financial, administrative partners, customers),
	· Written test

	NB_W03
	K_W08
	S1P_W04
	knows the role of negotiations in organizational change processes.
	· Written test

	NB_W04
	K_W10
	S1P_W05
	Has knowledge about the need for negotiation skills as one of the basic conditions for successful business management
	· Written test

	Skills

	NB_U05
	K_U02
	S1P_U02
S1P_U06
	is effective in negotiations,
	· Written test

	NB_U06
	K_U03
	S1P_U02
S1P_U03
	has the ability to systematize and prioritize negotiation goals,
	· Written test

	NB_U07
	K_U06
	S1P_U05
	is communicative in conversations with business partners, maintains ethics in negotiations
	· Written test

	NB_U08
	K_U09
	S1P_U08
	can predict the behavior and intentions of business partners and understand their motives.
	· Written test

	Social competences

	NB_K09
	K_K05
	S1P_K05
	is open to cooperation with business partners.
	· . Written test

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


	Stationary
participation in lectures =
participation in exercises = 16
preparation for the lecture =
preparation for exercises = 24
preparation for a test/exam = 10
implementation of project tasks =
e-learning =
pass/exam = 2
other (specify what) =
TOTAL:52
Number of ECTS points: 2
including practical classes:2

	Part-time
participation in lectures =
participation in exercises = 12
preparation for the lecture =
preparation for exercises = 28
preparation for a test/exam = 10
implementation of project tasks =
e-learning =
pass/exam = 2
other (specify what) =
TOTAL: 52
Number of ECTS points: 2
including practical classes: 2


	PREREQUISITES

	Lack

	SUBJECT CONTENT
( divided into
face-to-face classes and e-learning)


	Content implemented in direct form:
· Definition, premises and types of negotiations.
· Main principles and negotiation strategies.
· Phases of the negotiation process.
· Communication as the basis for successful negotiations.
· Negotiations with clients.
· Negotiations with business partners.
· Negotiations with financial partners.
· Negotiations with public administration.
· Internal negotiations.

Content provided in the form of e-learning: not applicable

	LITERATURE
MANDATORY
	· Fisher, R., Ury, W., & Patton, B. (2011). Getting to Yes: Negotiating Agreement Without Giving In (3rd ed.). New York: Penguin Books.
· Lewicki, R. J., Barry, B., & Saunders, D. M. (2020). Negotiation (8th ed.). New York: McGraw-Hill Education. 

	LITERATURE
SUPPLEMENTARY
	· Brett, J. M. (2014). Negotiating Globally: How to Negotiate Deals, Resolve Disputes, and Make Decisions Across Cultural Boundaries (3rd ed.). San Francisco: Jossey-Bass.
· Graham, J. L., & Lam, N. M. (2003). “The Chinese Negotiation.” Harvard Business Review.
Boston: Harvard Business School Publishing.

	TEACHING METHODS
( divided into
face-to-face classes and e-learning)
	In direct form:
· presentation by the presenter using Power Point,
· case studies,
In the form of e-learning: not applicable

	LEARNING AIDS
	Multimedia projector, personal computer, software: Power Point, Excel , e-learning platform

	DESIGN
(if it is implemented as part of the course module)
	Not applicable

	METHOD OF PASSING

	· Written test

	FORM AND CONDITIONS OF PASSING
	•	Written test



