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	Kod przedmiotu (course cod)

	

	Nazwa przedmiotu (cours title)

	Business Negotiations

	Typ przedmiotu (type of course)

	Obligatory 


	Poziom przedmiotu (level of course)


	Basic 

	Rok studiów, semestr (year of study, semester)


	Year 2, spring semester


	ECTS (number of credits)

	4

	Metody nauczania (teaching methods)

	· workshops
· practicies

	Język wykładowy przedmiotu (language of instruction)
	English

	Imię i nazwisko wykładowcy (name of lecturer)


	Agnieszka Postuła

	Wymagania wstępne (prerequisites)


	None

	Cele przedmiotu (objectives of the course, preferably expressed in terms of learning outcomes and competences)
	Managerial work requires dealing with others which more and more means negotiations. The course aims to improve the understanding of conflict and negotiations among participants as well as practicing their negotiating skills. The course creates the opportunity to identify individual strengths and weaknesses in the negotiator role. At the same time the course provides a conceptual framework to diagnose problems in negotiations.

	Skrócony opis przedmiotu (brief course description)


	Presentation and discussion on conflict issues. Definition of negotiations. Studying ways of preparation to the negotiation process and its consequences. Practicing negotiation skills with simulations games. 

	Pełny opis przedmiotu (full course description)


	Conflict and negotiations
costs and benefits of conflict, circle of conflict – types of conflict, conflict of interests, strategies (styles) of conflict resolution, definition of negotiations, when to bargain, types of interests, prisoner’s dilemma
Negotiations preparation (interests analysis, alternatives, BATNA, negotiative issues, criteria, propositions (bargaining mix), opening proposal, communication, commitments, parties relationships)

Practicing and discussing subjects:

· negotiations’ openning – formal and courtesy; negotiative anchor and interests

· distributive bargaining; cooperation

· role of concessions

· revealing information

· persuasion

· communication (listening, talking, asking questions)

· talking about interests

· how to break a deadlock and avoid  flop

· „golden bridge”

· steps for reaching agreement

· bluff

· break in negotiations

· negotiative jujitsu

· creative negotiations

· ways of perceiving negotiative situation

· building an advantage (negotiative diamond)

	Metody oceny (assessment methods)


	· Projects and practicies
· Participation in discussions

	Literatura (bibliography)
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