	WSB University


	Field of study: Management

	Module / course: Innovation Business/ Business and International Negotiations

	Educational profile: General

	Education cycle: II cycle studies

	Number of hours per semester
	1
	2

	
	I
	II
	III
	IV

	Full time studies

(L/C/lab/pr/e)
	
	24
	
	

	Part-time studies

(L/C/lab/pr/e)
	
	
	
	

	LECTURER

	Olgierd Witczak PhD

	FORM OF CLASSES


	Classes 

	COURSE OBJECTIVES


	The main aim is to equip students with knowledge and skills to enable effective negotiating across the international markets. Conditions and models of effective negotiations and the basis for negotiation in a multicultural environment are presented.

	Course objectives
	References to course objectives:
	Description of educational results  
	Verification of educational results

	
	Major-related learning outcomes 
	Area-related  learning outcomes 
	Knowledge

	BusIntNego_K01
	Z2_W12
	S2A_W06
	models of effective negotiations and 

the basis for decision making in a multicultural environment
	MS Power Point presentation

	Abilities

	BusIntNego_A02
	Z2_U08
	S2A_U06
	skills and competences in cross-cultural communication to enable effective negotiating across the international markets
	MS Power Point presentation

	Social competences:

	BusIntNego_S03
	Z2_K02
	S2A_K02
	Active participation in negotiation stages, cooperation with other teammates in achieving negotiation goals
	MS Power Point presentation

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

	Full- time

Participation in lectures = 

Participation in classes = 24h
Preparation to classes = 10h
Preparation to lectures = 

Preparation to an examination = 16h
Project tasks =

e-learning =

Credit/examination = 2h
others  (indicate which) = 

TOTAL: 52h
ECTS credits: 2
Including practical classes: 2
	Full- 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 credits: 

Including practical classes: 

	PREREQUISITES

	None

	COURSE CONTENT

(Division to contact classes and e-learning)

	Contact classes:
· Business negotiating process – the basis

· Process of business negotiations – stages and rules

· Influence of culture on some important aspects of business negotiations

· Elements of the national style of business negotiations

· The cultural relativity of business time 

· Time-based misunderstanding in international business negotiations

E-learning:
None

	LITERATURE

(compulsory reading)


	· T. Betz, Trading Interests: Domestic Institutions, International Negotiations, and the Politics of Trade. Journal of Politics 2017, Vol. 79 (4). (online – EBSCO).
· G. Yurtsever, G. Kurt, G. Hacioglu, Buyer–Seller Negotiations: A Comparison of Domestic and International Conditions in a Pilot Study with International Business Students. Psychological Reports 2010, vol. 106 (3). (online – Sage Journals).
· J.A. Cano, J.J. Baena Rojas, Appropriating ICT for International Business Negotiations Performance: A Case Study of the Pacific Alliance. Revista Lasallista de Investigación 2018, Vol. 15 (1). (online – EBSCO).

	OPTIONAL LITERATURE
	· Carraro, C. (1997). International environmental negotiations. Cheltenham.

· Cohen, S. (2002). Negotiating Skills for Managers. New York: McGraw-Hill.

· Gannon, M. J. (2004). Understanding global cultures. Thousand Oaks, CA: Sage.

· Trade Handford, M. (2010). The language of business meetings. Cambridge: Cambridge University Press. 
· Weiss, S. (2006). International Negotiation. Leiden: Koninklijke Brill NV.Ghauri, P. N., & Usunier, J. C. (Eds.). (2003). International business negotiations. Emerald Group Publishing.

· Kremenyuk, V. A. (2002). International negotiation. Analysis, approaches, issues. Jossey-Bass.

	TEACHING METHODS

(Division to contact classes and e-learning)
	Contact classes:
Case studies analysis, workshops and role playing negotiation process

E-learning:

	TEACHING AIDS
	None

	PROJECT

(if implemented in the framework of a classes module)
	Strategy preparation for a triple international negotiation process

	METHOD Of ASSESSMENT

(Division to contact classes and e-learning 
	Oral group MS Power Point presentation

	FORM AND CONDITIONS OF ASSESSMENT
	Active participation in every international negotiation stage and taking a part of the final group MS Power Point or Prezi presentation


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

