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PREREQUISITES RELATING TO KNOWLEDGE, SKILLS AND OTHER COMPETENCES
1. Basic knowledge of the areas of humanities and social sciences

SUBJECT OBJECTIVES
    C1. Giving the students knowledge about the theory of negotiation.
    C2. Preparing students to independent negotiations in economical structures as well as in social areas.
    C3. Acquiring skills which are the basis to build the negotiation strategies and to manage of crisis and conflict situations.
    C4. Acquiring skills and competency which are the basic during job interviews.

SUBJECT LEARNING OUTCOMES
relating to knowledge:
relating to skills:

PEU_U01 A student gains basic knowledge in social psychology, especially connected with the issue of negotiations.
PEU_U02 A student gets a skill to prepare and make presentations related to the problems from the scope of topics of

the studied discipline using audiovisual tools and devices and using the psychological knowledge about the
subject of interpersonal communication.

relating to social competences:
PEU_K01 A student gets an ability to cooperate and work in a group assuming different roles, and a student is able to

think critical as well as argue, so he/she may appropriately choose priorities and the means to make his/her or
other people’s tasks.



PROGRAMME CONTENT

Form of classes - seminar Number of
hours:

Sem 1 About the process of negotiations. 1
Sem 2 About the strategy of negotiation, its subject and object. 2
Sem 3 About a crisis. Communications during crisis. 2
Sem 4 About a conflict. Communications during conflict. 2
Sem 5 About a negotiation as a communicative action. 2
Sem 6 About job interviews as a negotiation action. 2
Sem 7 About personal dimension of negotiation 1
Sem 8 About the interpersonal communication under stress, motivation, social situation. 1
Sem 9 About an active negotiation. Summary. 0

Total hours: 13

TEACHING TOOLS USED
N1. Interactive lecture
N2. Case studies
N3. Activating methods
N4. Decision making game
N5. Presentation
N6. Discussion

EVALUATION OF SUBJECT LEARNING OUTCOMES ACHIEVEMENT
Evaluation

F – forming (during semester)
P – concluding (at semester end)

Educational effect number Way of evaluating educational effect achievement

F1(S)
PEU_U01
PEU_U02 Case study + presentation

F2(S)
PEU_U01
PEU_U02 Udział w dyskusji

F3(S)
PEU_U01
PEU_U02
PEU_K01

Exercises

P(S) P=0,2*F1 + 0,2*F2 + 0,6*F3
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