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Kierunek studiéw Profil ksztalcenia Rok / semestr
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Poziom kszialcenin Forma studiéw Obszar ksztalcenia
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Prowadzacy dr hab. Rafat Sliwiniski prof. nadzw. UEP
Cele ksztalcenia dla modulu
€1 | Understanding the gencral context of international negotiation
C2 | Understanding the essence, normative concepts of strategy and tactics in
negotiation
C3 | Acquiring skills of business negotiation and understanding the wider
context of applied elements of negotiation game. Acquiring skills of
understanding and writing the contracts in international negotiation
Efekty ksztalcenia dla modulu
Kod Efekty w zakresie Kierunkowe efekty
ksztalcenia
Wiedzy
W1 | student can characterise the basic hindrances in the K2_W01,K2_WO02,
international negotiation understanding the K2_W03,K2 W04,
e K2 W05
implication contexts -
W2 | student can distinguish the strategy from tactic in K2_W01,K2_W02,
negotiations K2_W03,K2 W04,
K2 W05, K2_W06,
K2 W07




W3

student can prepare for the negotiations and
understands the contexts of tactic implementation,
rules of concession design

K2 W01, K2_W02,
K2_W03, K2_ W04,
K2_W08, K2_ W09,
K2 W10

W4

student knows the methods of leading the negotiation
process and knows its basic contexts.

K2 W01, K2 W02,
K2_ W03, K2_ W04,
K2 W05, K2_ W06,
K2_W07, K2_ W08,
K2 W09, K2_W10,
K2 W11, K2 W14,
K2 W15, K2_W16,

Umiejetno$ci

U1

student intepretates correctly the complexity of
hindrances in international negotiations

K2
K2_
K2_ —
K2_U05, K2_U06,
K2_U07, K2_U08,
K2 U09, K2_U10,
K2 _Ull, K2 Ul2,
K2_U13,K2_Ul4,
K2 U15,K2_U16

U2

student implements the normative concepts of
strategies and tactics in negotiations

K2_U01, K2_U02,
K2_U03, K2_U04,
K2_U05, K2_U06,
K2_U07, K2_U08,
K2_U09, K2 _U10,
K2 Ul1,K2 U12,
K2_U13,K2_Ul4,
K2 U15,K2_U16

U3

student knows the broader context of negotiation and
the elements influencing on the agreement’s shape

K2 Ul12,K2 U13,
K2_Ul4,K2_U15,
K2 U16

U4

student can write the contract containing the
negotiated terms and the supportive clauses

K2_Ul2,K2_U13,
K2_Ul4,K2_U15,
K2_Ul6

Kompetencji spolecznych

K1

student is sensitive on the international context of
negotiation

K2 K01, K2 K02,
K2 K03, K2_KO04,
K2_K05

student understands the necessity of continuous
improvement of own skills in the scope of
communication and negotiation

K2 K01, K2 K06,
K2 K07

student develops the awareness of the responsibility
for the process and outcome of negotiations also in the
context of teamwork

K2 K01, K2_KO06,
K2 K07




K4

student in a suitable way elicit the negotiation talks

K2 K01, K2_K06,

and leads them in a manner pertinent to the aims and K2 K07
assumptions of organization and the contextual

project.

Tresci programowe

. Cele ksztalcenia dla | Efekty ksztalcenia dla
Lp. TreSci programowe modulu modulu
1. | Hindrances in the international negotiations | C1, C3 W1, U1, K1
2. | The notion and the function of strategy in | C2 W2, W3, U2, K3
negotiations and the difference between the
strategy and tactics.
3. | Method of preparation for the international | C3 W3, U3, K2, K4
negotiations
4. | Contracts in international negotiations and | C4 W4, U4, K4
the method of writing them
5. | The contextuality of negotiations and C3,C4 W3, W4, U3, K1,
diagnosing the negotiation game. K3, K4
6.
7.
8.
9.
10.
Literatura
Obowigzkowa:
D.W. Hendon, R.A. Hendon, How to negotiate worldwide, Ashgate Publishing,
London 2005
Zalecana:

Hofstede, G. (1991). Cultures and Organizations: Intercultural Cooperation and Its
Importance for Survival. Great Britain: McGraw-Hill International (UK) Limited.

Wymagania wst¢pne

Student understands the basic princips of
enterprise’s functioning and the knows the
value of negotiating activities in the firm.

Metody nauczania

lecture with conservatory elements, case
study presentations

—

Sposob zaliczenia

negotiating and writing the contracts




Rozliczenie punktow ECTS

Forma aktywnoSci studenta

Srednia liczba godzin
przeznaczonych na
zrealizowanie aktywnosci *

Uczestnictwo w wykladach 30
Przygotowanie do zajeé 10
Przygotowanie projektow 20
Negocjowanie projektéw 20
Pisanie kontraktow 20

Laczny naklad pracy studenta N ECTS
100 4.00
Zajegcia z bezposrednim udzialem nauczyciela liczba godzin ECTs
30 2.00
Naklad pracy zwiazany z zajeciami o charakterze praktycznym llezha godzin ECTS
70 2.00

* godzina (lekcyjna) oznacza 45 minut

Opis sposobu sprawdzenia osiagni¢cia efektow ksztalcenia

Kod efektu
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