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Syllabus of the educational discipline
«Conducting Business Negotiations»

Branch of Knowledge All

Specialty All

Educational level First (Bachelor)

Type of discipline Elective

The language of teaching, learning English

and rating

Year / semester 2 year, 1semester

Number of credits ECTS Number of credits according to curriculum 5
Distribution by types of trainings Lectures —30 hours

and hours of study Practical classes — 30 hours

Individual work — 90 hours

Form of final assessment Test

Department Marketing , room 413, 702-02-65,
http://www.eim.hneu.edu.ua/

Teacher’ contacts Lysytsia Nadiia, professor

Contact Information nashakafedra_eim@ukr.net

teacher

Days of the classes Wednesday

Consultations By arrangement remotely on the platform Meet, Zoom

Purpose of the discipline:
formation of students’ competencies in conducting business negotiations and making decisions in

unforeseen situations, adapting to changes in the process of professional activity.

Prerequisites for learning
List of previously listened disciplines: Marketing, Marketing Communications, Consumer Behavior,
Brand Management
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Program of the academic discipline
Content module 1. Features of preparation for negotiations in business
Topic 1. General characteristics of the negotiation process
1. The features, types of business communication.
2. The definition of business negotiations.
3. Structure of negotiations (main stages and tasks).
Topic 2. Negotiations as a universal method of conflict resolution
1. Negotiations: typology and main functions.
2. Models of behavior and tactics in negotiation process.
Topic 3. Conflict Negotiation Guidelines
1. What is a conflict negotiation?

2. Components of conflict negotiation.
3. Understanding Conflict.
4. Conflict negotiation styles.

Topic 4. Developing EICS

1. Developing Effective Interpersonal Communication Skills (EICS)
2. Building Working Relationships

Topic 5. Managing Negotiation Process

1. Steps to Take Before the Negotiations Begin

2. Steps to Take During the Negotiation Process

Topic 6. Negotiating strategy

1. Strategic approaches to negotiation

2. Principled approach
3. System approach in negotiation

Topic 7. Negotiation tactics
1. Concept of "tactics"

2. Rhetorical methods of negotiations
3. Ways to influence a partner

Topic 8. Analysis of the nature of business partner
1. Rules of success in negotiations

2. Analysis of partner’s nature

3. Types of interlocutors

4. Nature of interlocutors

Topic 9. Negotiation process

1. Tasks for starting negotiations

2. Methods of attracting the attention of the partner

3. The art of asking questions

4. Concept and purpose of caucus

Content module 2. The practice of organizing successful negotiations
Topic 10. Answers to questions and objections

1. Answers to questions

2. Tricks for avoiding an answer

3. Objections, their causes

4. General rules for handling objections

5. Algorithm for handling objections

Topic 11. Psychological influence in management process of BN

1. Fundamentals of the psychology of managerial influences.
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2. Objectives and types of psychological influence in management.
Topic 12. Resistance to manipulation
1. Barbaric psychological influence.
2. Manipulation as a means of hidden influence.
3. Civilized psychological influence.
4. Controversial kinds of influence and opposition to influence
5. General rules of civilized opposition to attack and manipulation.
Topic 13. 10 Lessons for Better Business Negotiation
1. Negotiations — a second nature
2. Know what you want
3. Be patient
4. Know your cut-and-run point
5. Seek Win-Win Opportunities
Topic 14. Tips for Successful Negotiations
1. Successful Negotiations
2. Managing the Sales Negotiation Process
3. How to Negotiate Contracts with Big Companies
Topic 15. Negotiating successfully
1. Negotiation skills
2. Assertive communication
3. Tips for effective negotiation
4. Strategies for negotiating
5. Planning your negotiation
6. Closing the negotiation
Material and technical support ( software) of the discipline
multimedia equipment

Course page on the Moodle platform Work program of the training course, technological map,
(personal training system) methodical instructions for independent work and
practical classes, CCP, presentations of lectures, sample
of the pass

on
tickethttps://pns.hneu.edu.ua/course/view.php?id=5032
Recommended literature

Main

1. Voss Chris. Never Split the Difference. Negotiating as if Your Life Depended on it/
Random Hous, 2017. — 288 p.

2. Cialdini Robert B. Pre-Suasion: a Revolutionary Way to Influence and Persuade /
Simon and Shuster, New-York, 2017. — 418 p.

3. Weiss Joshua N. The Book of Real-World Negotiations: Successful Strategies From
Business Government and Daily Life / John Wiley and Sons, New Jersey, 2020. — 304 p.

4. Fisher R., Ury W., Patton B. Getting to Yes. Negotiating Agreement Without Giving In /
1992.- 234 p.

5. @umep P., IOpu V. [1yTh k cornacuro wim neperoBopsl 6e3 nmopaxxkenus. — M.: Hayka,
1990. - 155 c.

6. Lropyna M. B. OcHoBu koH(]IikTONIOTIT Ta Teopii meperoBopi: HaBuanpHM MOCIOHUK. —
K.: Konnop.- 2006. — 176 c.

7. Apomuu C. A., Kycuk H. JI., [lerpuuenxo I1. A. MenemkmeHT neperoopoB: CTpaterus u
TakTHKa YdeOHoe mocodue. - Onmecca, 2001. — 140 c.
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Additional

8. Amunos, M.1. Ilcuxonorus aenosoro oomienns/ Amuaos .M. — M.: Omera, 2006. — 304 c.

9. baesa, O.A. OpaTopckoe HCKYCCTBO U JiesioBoe obieHue: yuyeoHoe nmocodue / O. A. Baesa.
- M.: HoBoe 3nanme, 2005. — 256 c.

10. bopo3mauna I'.B. Ilcuxonorus aemoBoro oOmieHus: Yued. mocod. — M.: UHOPA — M,
1998. — 244 c.

11. T'ypesanos 1O. I'. u ap. Otuka npennpuHuMarenseTBa: Y4ed. mocod. — Kuposorpaa, OOO
«Umoske JITH», 2002. — 346 c.

12. Hinoswuii etuker. ETuka ainosoro cninkysanns. — K.: Ansrepmpec, 2003. — 368 c.

13. Exosa, H.H. Hayuuce o6marbcs: kommyHukatuBabie Tpeanary / H. H. Exosa.-U3n. 2-e.
— PocroB-na-Jlony:®@enukc, 2006. — 285 c.

14. Kapnern, Jleisn. Kak BbIpaboTaTh YBEpEHHOCTh B ceO€ M BIHUATH HA JIFOACH, BBICTYIIAs
myOnmaHo. Kak 3aBoeBBIBaTH JIpy3eil M OKa3bIBaTh BIMSHUE Ha Jitojed. Kak mepectath O€CIOKOUTHCS
u Hayath xkuth / Jleiin Kapuern. - Munck: ITomyppu, 2006. — 483 c.

15. Kysun, @.A. Kynsrypa nenooro obmenus: [Ipakruyeckoe nmocooue/ Kysmn @.A. — M.:
Ocp-89, 2005. - 320 c.

16. Jloznuns B. C. [Icuxomnoris menemkmenty: Teopis i npaktuka: Hasu. mocionuk — K.: TOB
“YBIIK “Exc06”, 2001. - 512 c.

17. TIuz A. S3bk xecToB. Munck: [Tapagokc, 1998. — 413 c.

Informational Resources
1. Sebenius K. James, Cook Ben, Lax David, Fortgang Ron, Silberberg Isaak, Levi Paul. A

Playbook for Negotiators in the Social Media Era, April 16, 2021, Harvard Business Review
https://hbr.org/2021/04/aplaybook-for-negotiators-in-the-social-media-era

Assessment system of learning outcomes
During the current control, the student receives a maximum of 100 points and is considered
certified if he received at least 60 points.
More detailed information on assessment is given in the technological map of the discipline.

Material and technical support ( software) of the discilpine
Accumulation of rating points in the discipline

Types of training Max points

Lectures work 15
Practical classes work 15
Creative tasks 30
Presentations 16
Written Test 15
Colloguium 9

Max points 100

Transference of Simon Kuznets KHNUE Characteristics of Students’ Progress into the System
of the ECTS Scale

Total score on a ECTS Assessment on the national scale
1000-point scale assessment  For exam, differentiated test, course project, For pass
scale practice, training P

90 — 100 A excellent
82 — 89 B ood
7481 C g pass
64 — 73 D .
6063 E satisfactory
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FX

unsatisfactory Not pass

Discipline policies
Policy of academic integrity,,
Absenteeism policy,
Policy to perform tasks later than the deadline,
etc.

More detailed information about competencies, learning outcomes, teaching methods,
assessment forms, independent training is given in the Syllabus ( working plan) of the
educational discipline (link)

Syllabus approved at the meeting of the Department 20.08. 2020 Protocol Ne 1



