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	[bookmark: table01]FACULTY OF MANAGEMENT 

SUBJECT CARD
Name of subject in Polish Rozwiązywanie konfliktów i negocjacje
Name of subject in English Conflict resolution and negotiations
Main field of study (if applicable): …………………………. 
Specialization (if applicable): ……………………..
Profile:  academic / practical*
Level and form of studies: 1st/2nd level, uniform magister studies*, full-time / part-time*
Kind of subject: obligatory / optional / university-wide*
Subject code …………….
Group of courses YES / NO*
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	Lecture
	Classes
	Laboratory
	Project
	Seminar

	Number of hours of organized classes in University (ZZU)
	
	15
	
	
	

	Number of hours of total student workload (CNPS)
	
	50
	
	
	

	Form of crediting
	
	crediting with grade*
	
	
	

	For group of courses mark (X) final course
	
	
	
	
	

	Number of ECTS points
	
	2
	
	
	

	including number of ECTS points for practical classes (P) 
	
	1
	
	
	

	[bookmark: _Hlk31881015]including number of ECTS points corresponding to classes that require direct participation of lecturers and other academics (BU)
	
	0.7
	
	
	


*delete as not necessary
	[bookmark: table03]PREREQUISITES RELATING TO KNOWLEDGE, SKILLS AND OTHER COMPETENCES
Basic knowledge of communication.
Ability to work in a group and to cooperate


\
	[bookmark: table04]SUBJECT OBJECTIVES
C1. Gaining knowledge in the field of effective communication and effective decision making,
C2. Ability to conduct negotiations, proper argumentation
C3. Gaining knowledge in the field of generating methods of solving conflicts
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	SUBJECT EDUCATIONAL EFFECTS
relating to knowledge:
PEU_W01 [P7S_WK]  Knows and understands the  conditions (including economic) of undertaking various types of professional activities  the basic principles of creation and development of various forms of entrepreneurship.
relating to skills:
PEU_U01 [P7S_UO] Is able to direct the work of a team.
PEU_U02 [P7S_UO] Is able to interact with others in teamwork and take a leading role in teams.
relating to social competences:
PEU_K01 [P7S_KO] Is ready to think and act in an enterprising manner.
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	Classes 
	Number of hours

	Cl 1
	Negotiations and conflict. Characteristics and components of negotiation situations. Case study.
	2

	Cl 2
	Preparation of negotiations. Stages of negotiation, defining negotiation issues. Case study.
	2

	Cl 3
	Positional negotiations. Characteristics. Techniques, styles and negotiation strategies. Case study.
	2

	Cl 4
	Intergaining negotiations. Properties of the negotiations. Factors hindering the achievement of an integrative solution. Case study.
	2

	Cl 5
	Team and communication in negotiations. Case study.
	2

	Cl 6
	Managers' mistakes during negotiations. Case study.
	2

	Cl7
	Ways of resolving conflicts. Case study.
	2

	Cl8
	Summary of the classes. Discussion of the results. Discussion.
	1

	
	Total hours
	15
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	TEACHING TOOLS USED

	N1. Studies of negotiation cases
N2. Discussion with the participants
N3. Own and group work



EVALUATION OF  SUBJECT LEARNING  OUTCOMES  ACHIEVEMENT
	[bookmark: table0C]Evaluation (F – forming during semester), P – concluding (at semester end)
	Learning outcomes code
	Way of evaluating learning outcomes achievement 

	F1
	PEU_K01; 
	Case study, active participation in discussions

	F2
	PEU_U01; PEU_U02; 
	Case study, team activity

	F3
	PEU_W01; 
	Own and group work

	P=0,6*F1+0,3*F2+0,1*F3
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	PRIMARY AND SECONDARY LITERATURE

	PRIMARY LITERATURE:
[1]  Kowalczyk E. (2021), Psychologia negocjacji. Psychologia negocjacji. Między nauką a praktyką zarządzania, Wydawnictwo Naukowe PWN, Warszawa
[2]  Carre C. (2008), Sztuka rozwiązywania konfliktów, Wydawnictwo VIDEOGRAF II, Katowice
[3]  Nęcki Zbigniew (2013), Negocjacje w biznesie, Wydawnictwo Antywka
[4]   Dawson Roger, (2018), Sekrety negocjacji dla biznesmenów, MT Biznes, 

SECONDARY LITERATURE:
[1]  Lunden, B., Rosell L. (2014), Techniki negocjacji; Wydawnictwo BL Info Polska, Warszawa
[2]  Fisher, R., Ury, W., Bruce, P. (2016), Dochodząc do tak. Negocjowanie bez poddawania się, PWE, Warszawa
[3]  Witkowski, T, Chełpa, S. (2015), Psychologia konfliktów, Wydawnictwo Bez Maski. Wrocław
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