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	[bookmark: table01]FACULTY OF MANAGEMENT

SUBJECT CARD
Name of subject in Polish Negocjacje i komunikacja w kryzysie
Name of subject in English Negotiations and crisis communication
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
	Examination / crediting with grade*
	Examination / crediting with grade* 
	Examination / crediting with grade*
	Examination / crediting with grade*
	Examination / 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
A lack of prerequisites


\
	[bookmark: table04]SUBJECT OBJECTIVES
C1 Acquiring communication skills and managing the negotiation process in a professional and non-professional environment with the use of various bargaining styles and tactics.
C2. Acquiring the ability to select negotiation techniques adequately to the realization of own goals and interests.
C3. Acquiring communication skills in crisis situations.
C4. Increase the awareness of own influence on the solution - closing of the negotiation process.
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	OBJECTIVE LEARNING OUTCOMES

Relating to knowledge:
PEU_W01 [P7S_WK]: knows and understands the social conditions of undertaking various types of professional activities relating to the awarded qualification, including regulations on industrial property rights and copyrights

Relating to skills:
PEU_U01 [P7S_UO]: is able to direct the work of a team and 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 fulfil one’s social obligations, inspire and organise activities on behalf of society and is ready to initiate activities on behalf of the public interest
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	PROGRAMME CONTENT

	Seminar
	Number of hours

	Semin 1
	Negotiations and communication in crisis - introduction to the classes
	1

	Semin 2
	Position and interests as a condition of success (preparation for negotiations - defining the goal and interests, identifying partners' needs)
	2

	Semin 3
	Conflict as an opportunity for additional profits. Crisis communication.
	2

	Semin 4
	Ways of building strength in negotiations. Defense of own opinion - Assertiveness and linguistic techniques in negotiations.
	2

	Semin 5
	Emotions and non-verbal tactics in negotiations.
	2

	Semin 6
	Manipulation and social influence.
	2

	Semin 7
	Negotiation styles and tactics.
	2

	Semin 8
	Final negotiation simulations.
	2

	
	Total hours
	15
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	TEACHING TOOLS USED

	[bookmark: _GoBack]N1. Mini-lecture (Presentation with the use of slides)
N2. Working in groups and pairs
N3. Six Thinking Hats
N4. Brainstorming
N5. Discussion
N6. Case studies
N7. Presentation
N8. Role-play
N9. Didactic games
N10. Student's own work - individual studies
N11. Existential tasks





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_W01 
PEU_U01
PEU_K01
	Group or individual project

	F2
	PEU_W01 
PEU_U01
PEU_K01
	Active participation in classes

	P = (F1+F2)/2
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	PRIMARY AND SECONDARY LITERATURE

	PRIMARY LITERATURE:
[1] Shapiro „Negotiating the nonnegotiable: How to resolve your most emotionally charged conflicts”, 2006, Pengium
[2] Dawson R. „Secrets of power negotiating for salespeople”, 2010, Career Press
[3] Fisher, Ury „Getting to YES, Negotiating agreement without giving out”, 2011 Penguin Books
[4] Camp J. „Start with NO...The Negotiating Tools that the Pros Don't Want You to Know”, 2002, Hardcover
SECONDARY LITERATURE: 
[1] Thomas J. „Negotiate to Win”, 2012 Sterling Publishing Co Inc 
[2] Fisher R., Shapiro D. “Beyond Reason: Using Emotions as You Negotiate” 2006, Penguin Books.
[3] Cialdini R. “Pre-Suasion: How to Use Stealth Influence”, 2021 Gardners
[4] Anthonissen P.F. „Practical PR strategies for reputation management and company survival”, 2008, Kogan Page
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