Course annotation 

	Course unit title
	The Art of Negotiation

	Name(s), surname(s) and title of lecturer(s)
	Professor Vladimir Rumyantsev 

	Level of course
	Bachelor

	Semester
	Second 

	ECTS credits
	2

	Working hours
	Contact hours
	36

	
	Lectures
	12

	
	Seminars
	24

	
	
	

	
	
	

	
	
	

	
	Self-study
	36

	
	Total
	72

	Work placement
	None

	Prerequisites
	None

	Language of instruction
	English

	Objectives of the course
	Learning outcomes
	A student’s assessments methods

	Negotiations play a major role in all aspects of our professional and personal lives. Any discussion that requires a decision with an expected or unexpected outcome involves and requires negotiating skills. Successful negotiation is an art form that comes naturally to some people, but most people need to learn it. This module will provide knowledge and develop negotiation skills necessary to reach your personal and professional goals and objectives. 

	In this course, participants will learn how to:

- leverage their own specific personality traits and abilities to boost negotiation outcomes;
- enhance bargaining power to claim a larger share of the pie;
- recognize and resolve different types of issues to create and claim value;
- develop strategies for efficient pre-negotiation preparation;
- build and maintain working relationships without forfeiting economic outcomes;
- deal with difficult tactics
- understand negotiation dynamics and how to prepare for uncertainty.

	Since tuition in negotiations means active involvement of scholars in training process, role play/simulation and group work are the main methods of a student’s assessments of this course.
Role play and simulations are forms of experiential learning. Learners take on different roles, assuming a profile of a character or personality, and interact and participate in diverse and complex learning settings of a negotiating process.
During the learning, scholars must participate in group work and training. They will learn the key negotiating terms, approaches and tactics to use in order to get what you want. During the group work  participants will consider such important elements of successful negotiation as preparation process, communication skills, body language, emotional control, etc.



	Teaching methods
	· Lectures, seminars
· Role play/simulation
· Tutorial
· Group work

	Course unit content
	Course objective  This course will introduce participants to the main principles of effective negotiation and help them to develop the skills needed to achieve a successful outcome.
Gained knowledge and skills:
· recognize the basic principles of negotiation and the need to negotiate in a sustainable way;

· recognize the various stages of effective negotiation

· develop a coherent case and set clear objectives

· utilize effective interpersonal skills

· develop the ability to listen and be listened to

· develop calm and objectivity throughout the negotiation process

· use negotiation skills in a variety of situations

· deal with hostility and negotiate acceptable solutions

· develop strategies to ensure positive outcomes



	List of Topics
	Topic title
	Contact hours
	Assignments and independent study hours

	
	What is negotiation?
	2
	2

	
	Making it happen – action planning for results
	4
	4

	
	The stages of negotiation: Prepare, Discuss, Propose, Bargain, Finalise
	4
	4

	
	Preparing for negotiations
	6
	6

	
	Introduction to Negotiation Analysis: finding the zone of possible agreement 


	4
	4

	
	Advanced Negotiation Analysis: creating value
	4
	4

	
	Managing the Negotiation Process: bargaining tactics, style, and emotion
	6
	6

	
	Handling Objections and difficult situations
	6
	6

	Assessment requirements
	One of the ways of assessing a student’s progress in a negotiation

workshop is by assessing some kind of practical exercise during negotiation simulation. 

	Assessment criteria
	Activity at training, role play/simulation and group work; test results for knowledge of basic concepts of the module. 

	The composition of final accumulative mark

	Participation in role plays– 50%

Participation in group work – 40%
Basic knowledge tests – 10%

	Author of the course 
	Vladimir Rumyantsev
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