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Course description

Course objectives

Provide knowledge of the techniques of international business
negotiations and practical skills and abilities to conduct them

Duration

4 ECTS credits / 120 hours (practical classes 48 hours, independent
work 72 hours)

Forms and methods
of teaching

Practical classes in the classroom, independent work outside the
schedule

Current and final
control system

Current control: attending classes; homework protection; discussion
of lesson material; performance of educational tasks; reports with
abstracts and their discussion; testing; current modular work

Final control: test

Basic knowledge

Availability of extensive knowledge of foreign economic activity of
enterprises, communication technologies, psychology, business
ethics, cross-cultural management

Language of
instruction

Ukrainian, English




The list of competencies that use this discipline, program learning outcomes

Program learning outcomes

Competences that must be mastered by the
applicant

e Have the skills of self-analysis (self-
control), be understandable to representatives
of other business cultures and professional
groups of different levels (with experts from
other fields of knowledge / activities) on the
basis of valuing diversity, multiculturalism,
tolerance and respect for them

e |dentify the causes, types and nature of
international conflicts and disputes, justify
and apply economic, legal and diplomatic
methods and means of resolving them at the
international level, defending the national
interests of Ukraine

o Ability to communicate with
representatives of other professional groups
of different levels (with experts from other
fields of knowledge / types of economic
activity)

Thematic outline

Topics Types of work Ta_sks of independent \{vork
in the context of topics
Module 1. Preparation and negotiation
Topic 1. Setting goals | Attending classes; homework | Prepare  an  essay  on
for negotiations protection; discussion of lesson | "Understanding the short- and
material; performance of | long-term interests of the
educational  tasks; tasks of | parties to the negotiations."
independent work; testing
Topic 2. Preparation for | Attending  classes; homework | Prepare  an  essay  on
negotiations protection; discussion of lesson | "Development of a negotiation
material; performance of | plan.”
educational  tasks; tasks of
independent work; testing
Topic 3. In the meeting | Attending  classes; homework | Prepare an essay on "First
room: building trust protection; discussion of lesson | impressions of the parties to
and getting started material; performance of | the negotiations."
educational  tasks; tasks of
independent work; testing
Topic 4. Outside the Attending classes; homework | [TinroryBatu pedepar Ha Temy
meeting room protection; discussion of lesson | «Bukopucranuss  Memia B
material; performance of | neperoBopHOMY MpOIIECI».
educational  tasks; tasks of
independent work; testing; current
modular work

Module 2. Special skills of the negotiator




Topics Types of work Ta_sks of independent \_/vork
in the context of topics

Topic 5. Techniques of | Attending classes; homework | Prepare an essay on "Setting
persuasion protection; discussion of lesson | questions in the negotiation

material, performance of | process."

educational  tasks; tasks  of

independent work; testing
Topic 6. Responding to | Attending classes; homework | Prepare an essay on "Response
the other side of the protection; discussion of lesson |to personal complaints /
negotiations material, performance of | allegations."

educational  tasks; tasks of

independent work; testing
Topic 7. Final Attending classes; homework | Prepare an essay on "Further
negotiation sessions: protection; discussion of lesson | implementation of the
ways to achieve material; performance of | achieved results of
successful results educational  tasks; tasks of | negotiations."

independent work; testing; current

modular work
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Course software
Software package Microsoft Office.

Course study and assessment policy

e Deadline and retake policy: assignments that are submitted after deadline without good
reason are evaluated for a lower grade (75% of the possible maximum number of points
for the type of activity). The retake of modules occurs with the permission of the lead
teacher if there are good reasons (for example, sick leave).

e Academic integrity policy: students must consciously abide by the “Regulation on
academic integrity”
(http://puet.edu.ua/sites/default/files/polozhennya_pro_akademichnu_dobrochesnist 2020
.pdf); cheating during current modular work and test is prohibited (including using mobile
devices). Mobile devices are allowed to be used only for online tests and preparation of
practical tasks during the lesson.

e Class attendance policy: class attendance is a mandatory component. For objective
reasons (for example, illness, employment, internship), training can take place online
(Moodle) in agreement with the lead teacher.

e Policy of enroliment in non-formal education: http://puet.edu.ua/uk/neformalna-osvita;

e Regulations on crediting the results of non-formal education:
http://puet.edu.ua/sites/default/files/polozhennya_pro_zarahuvannya_rezultativ_neformal
noyi_osvity.pdf

Assessment
The final grade for the course is calculated through the continuous assessment
Maximum
Types of work number of
points

Module 1 (topics 1-4). attendance (8 points); homework defense (8
points); discussion of lesson material (4 points); performance of 50
educational tasks (8 points); tasks of independent work (8 points); testing
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(4 points); current modular work (10 points)

Module 2 (topics 5-7): attendance (8 points); homework defense (8

points); discussion of lesson material

(4 points); performance of

educational tasks (8 points); tasks of independent work (8 points); testing 50
(4 points); current modular work (10 points)
Total 100

Students’ assessment scale based on the results of studying the course

The number of points
for all types of

ECTS grading

Score in accordance with national grading

educational activities scale scale
90-100 A Excellent
82-89 B Very good
74-81 C Good
64-73 D Satisfactorily
60-63 E Satisfactory enough
35-59 EX Unsatisfactory with the possibility of
reassembly
0-34 E Unsatisfactory with the mandatory re-study of

the discipline




