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	Year: 3
	Lectures
	Seminars
	Laboratory exercises
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	BUNA*
	Form of credit*

	Semester: 5
	0
	0
	0
	21
	0
	ZO/Z

	* E – exam; Z – credit; ZO – pass grade, BUNA –without the participation of an academic teacher

	Purpose of the object: presenting the essence of the negotiation process in business, indicating the key elements affecting the course of business negotiations, presenting negotiations on an international level, the ability to resolve business conflicts through the negotiation process

	Teaching methods: assimilation of knowledge through simulations and discussions and practically realized drama scenes

	Prerequisites: knowledge about the basics of management, microeconomics (availability of resources and their rational use) and basics of marketing

	Nr
	Subjects of classes

	I
	LECTURES-  Not applicable

	II
	CONVERSATORIES-  Not applicable

	III
	LABORATORY EXERCISES - Not applicable

	IV
	EXERCISES-
1. Basic definitions and their concepts related to negotiations.

2. The negotiation process and its phase

3. Negotiation techniques - review

4. Listening, asking questions and denial in the negotiation process

5. Errors in the art of negotiation

6. Manipulation of verbal and non-verbal communication

7. Intercultural conditions and negotiating styles

	V
	BUNA- Not applicable

	Effects of the education

	Directional  effects - the symbol and the detailed list


	Object effects - detailed list

	in the field of  KNOWLEDGE:
1. E1_W02 has basic knowledge about processes, phenomena, entities, structures and economic institutions as well as their elements and features
2. 2. E1_W05 has basic knowledge about man as an entity creating economic structures, knows the rules of human behavior in the area of ​​satisfying needs, has elementary knowledge about the principles and motives of human activity in the process of creating and implementing tasks and organizational changes of these structures
3. 3. E1_W07 explains and illustrates the importance of norms and rules (legal, technical-organizational, moral, ethical) organizing economic structures and institutions and has knowledge about the relationships and regularities as well as their sources, nature, changes and ways of acting, including in the field of selected specialization in economics
4. 4. E1_W11 has knowledge about the essence of entrepreneurship, knows the relevant legal regulations and general principles, procedures and processes of creating and developing forms of individual entrepreneurship, using knowledge in the field of scientific discipline economics
	The student has knowledge about the processes and phenomena that can lead to conflict situations.
Student is able to determine the motives of human behavior in the context of various situations related to the implementation of own needs and organizations, indicating areas of conflict situations and ways to solve them.
Student explains and indicates negotiating styles and key negotiation techniques leading to the solution of conflict situations, including ethical and moral norms in the manipulation of the behavior of the parties to the conflict.
The student has knowledge about the essence of entrepreneurship and limited resources generating conflict situations, thanks to which he can indicate appropriate legal regulations and rules for dealing with business conflicts.


	On the field of  ABILITY:
1. E1_U02  is able to use the basic theoretical knowledge and effectively and effectively obtain reliable data from primary and secondary sources to analyze specific economic processes and phenomena in the field of economic disciplines (in conjunction with a selected specialty in economics)
2. E1_U07 uses the acquired economic knowledge as well as practical applications and specialist experience in independent implementation of tasks, as well as independent conducting of business and resolving dilemmas of professional work
3. E1_U08 is able to take an active part (as a co-worker or leader) in analyzes and evaluations of alternative solutions to economic problems and choose methods and instruments that allow to rationally settle them and optimize them
4. E1_U11 has the ability to prepare and deliver oral presentations, in Polish and foreign language, relevant to the studied economics, concerning specific issues, using the basic theoretical approaches, the principles of collecting various data sources, their description and interpretation and reasoning based on current literature scientific (in connection with the selected specialty in economics)
	The student is able to use the basic theoretical knowledge and obtain reliable data to analyze the sources (causes) of conflict situations.
The student uses theoretical knowledge and conclusions and experience of negotiation (positive and negative) in solving conflict situations in business.
The student is able to participate in problem teams solving conflict situations, indicating recommending alternative solutions to problems, and indicating the best solutions through the use of the BATNA technique.
The student has the ability to prepare a multi-variant negotiation scenario that takes into account negotiation styles and techniques, and as a result is ready for oral confrontation in situations of business conflicts.



	On thie filed of  SOCIAL COMPETENCES:
1. E1_K01 understands the need to learn and assertive and empathic approach to changes taking place in the professional environment at the microeconomic and macroeconomic scale and to adapt to them
2. E1_K04 being aware of the limitations for social and economic policy, correctly identifies, diagnoses and resolves dilemmas and searches for optimal (alternative) variants of solutions related to the reliable performance of the profession
3. E1_K05 participating in economic and social projects is prepared to boldly and substantively provide views and arguments, can match them with legal, economic, ecological, political and social requirements
4. 4. E1_K06 can independently supplement and improve acquired knowledge and economic skills, is open to new ideas and techniques, has a tendency to learn with each method and a natural need to interact with other participants in the learning process
5. E1_K07 can think and act in an entrepreneurial way and communicate with the environment skillfully, using interpersonal contacts and modern multimedia resources; adapts to new situations and conditions, takes up new challenges of creative thinking, acquires resistance to failures, assesses the risk related to running a business
6. E1_K08 is characterized by personal values ​​related to professional ethics and business social responsibility, respect for others and loyalty to the organization and its members
	The student understands the need to improve manipulation and negotiation techniques as well as assertiveness and empathy in the implementation of key economically rational needs.
The student is aware of the limitations of economic resources and can resolve dilemmas and conflicts, seeking alternative solutions by negotiating the terms of their use.

The student is prepared for substantive and bold submission of views and arguments in a conflict situation, taking into account relevant negotiation rules.
The student is able to independently improve negotiation skills (verbal and non-verbal) through learning new techniques of influencing the audience and analyzing own and other mistakes during the negotiation contacts.
Student is able to act in an entrepreneurial manner, skillfully communicates with the environment - he listens, asks questions and skilfully denies, and also acquires resistance to failures in the process of agreeing on the terms of the agreements during the negotiations.
Student using strategies and negotiation techniques understands and takes into account ethical issues of business, and also follows the principles of respect for partners in the negotiation process.

	Ways of verification of learning outcomes (KNOWLEDGE, SKILLS, SOCIAL COMPETENCES)

	Effects (symbol)
	Written exam
	 Spoken Examination
	Test
	Essay / paper
	Tasks, homework
	Individual presentation
	Group presentation
	Activity during classes
	Participation in the discussion
	Individual project
	Group project

	E1_W2
	
	
	
	
	
	
	X
	X
	X
	
	

	E1_W5
	
	
	
	
	
	
	X
	X
	X
	
	

	E1_W7
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	X
	X
	
	

	E1_W11
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	X
	X
	
	

	E1_U2
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	X
	
	

	E1_U7
	
	
	
	
	
	
	X
	X
	X
	
	

	E1_U8
	
	
	
	
	
	
	X
	X
	X
	
	

	E1_U11
	
	
	
	
	
	
	X
	X
	X
	
	

	E1_K1
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	X
	X
	
	

	E1_K4
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	E1_K5
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	E1_K6
	
	
	
	
	
	
	X
	X
	X
	
	

	E1_K7
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	X
	X
	
	

	E1_K8
	
	
	
	
	
	
	X
	X
	X
	
	

	Form and conditions for passing the subject: Implementation of the project (alone / group) with discussion; credit based on practical tasks discussed during classes, written exam - issues of a closed and open interpretation.

	Basic reference materials: ( up to 3 items)
1. A. Kozina, Planowanie negocjacji w przedsiębiorstwie, UE, Kraków 2012.

2. R. J. Lewicki, Zasady negocjacji, Rebis, Poznań 2005.

3. P. Steele, Jak odnieść sukces w negocjacjach, Wolters Kluwer, Kraków 2007.
Supplementing literature: 
1. R. Błaut, Skuteczne negocjacje, CIM, Warszawa 2000.

2. M. Bobrowicz, Mediacje gospodarcze, C.H. Beck, Warszawa 2004.

3. J. Borkowski, O konflikcie i negocjacjach, WSISiZ, Warszawa 2000.

4. R. Fisher, Dochodząc do Tak: negocjacje bez poddawania się, PWE, Warszawa 2000.

5. M. Kuryłek, Negocjacje handlowe, Wiedza i Praktyka 2013. IBUK Libra
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