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	[bookmark: table01]FACULTY OF COMPUTER SCIENCE AND MANAGEMENT 

SUBJECT CARD
Name of subject in Polish Negocjacje i rozwiązywanie
Name of subject in English Negotiation and conflict resolving 
Main field of study (if applicable): Management
Specialization (if applicable): Business Management
Profile:  academic 
Level and form of studies: 1st level, full-time
Kind of subject: optional 
Subject code PSZ1144
Group of courses NO


[bookmark: table02]
	
	Lecture
	Classes
	Laboratory
	Project
	Seminar

	Number of hours of organized classes in University (ZZU)
	
	
	
	
	30

	Number of hours of total student workload (CNPS)
	
	
	
	
	90

	Form of crediting
	
	
	
	
	crediting with grade

	For group of courses mark final course with (X) 
	
	
	
	
	

	Number of ECTS points
	
	
	
	
	3

	including number of ECTS points for practical (P) classes 
	
	
	
	
	3

	including number of ECTS points for direct teacher-student contact (BK) classes
	
	
	
	
	1,0


*delete as applicable
	[bookmark: table03]PREREQUISITES RELATING TO KNOWLEDGE, SKILLS AND OTHER COMPETENCES
1. Basic knowledge in psychology field 


\
	[bookmark: table04]SUBJECT OBJECTIVES
C1. Acquiring knowledge by the student in the field of interpersonal, group and organizational conflicts.
C2. To familiarize students with the methods of conflict resolution in groups and organizations.
C3. Achieving improved behavior in conflict situations and acquiring the ability to consciously define and implement strategies in this field.
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	SUBJECT LEARNING OUTCOMES
relating to knowledge:
PEU_W01The student has knowledge of psychological mechanisms and factors conducive to the emergence of conflicts.
PEU_W02 Student knows methods of analyzing conflict situations and knows the rules of proper negotiation process.
relating to skills:
PEU_U01 Student is able to identify, interpret and evaluate conflict situations.
PEU_U02 - Is able to independently prepare a conflict situation analysis.
relating to social competences:
PEU_K01 Demonstrate readiness to identify problems in the area of conflict resolution in the organization.
PEU_K02 – Is able to independently seek additional knowledge and develop their skills in the field of conflict resolution.
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	PROGRAM CONTENT

	Lectures
	Number of hours

	Lec 1
	
	

	Lec 2
	
	

	Lec 3
	
	

	Lec 4
	
	

	
	
	


[bookmark: table07]
	Classes 
	Number of hours

	Cl 1
	
	

	Cl 2
	
	

	Cl 3
	
	

	Cl 4
	
	

	..
	
	

	
	Total hours
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	Laboratory
	Number of hours

	Lab 1
	
	

	Lab 2
	
	

	Lab 3
	
	

	Lab 4
	
	

	Lab 5
	
	

	…
	
	

	
	Total hours
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	Project
	Number of hours

	Proj 1
	
	

	Proj 2
	
	

	Proj 3
	
	

	Proj 4
	
	

	…
	
	

	
	Total hours
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	Seminar
	Number of hours

	Sem 1
	Conflict - psychological, social and organizational determinants.
	2

	Sem 2
	Conflict - psychological, social and organizational determinants.
	2

	Sem 3
	Ways to resolve conflicts.
	2

	Sem 4
	Ways to resolve conflicts.
	2

	Sem 5
	The role of communication in negotiations.
	2

	Sem 6
	Preparation for negotiations - roles in the negotiating team.
	2

	Sem 7
	Preparation for negotiations - creativity in negotiations.
	2

	Sem 8
	Negotiating styles.
	2

	Sem 9
	Persuasion and argumentation strategies.
	2

	Sem 10
	Impact techniques in the negotiation process.
	2

	Sem 11
	Simulation of a conflict situation – group B
	2

	Sem 12
	Simulation of a conflict situation – group C
	2

	Sem 13
	Simulation of a conflict situation – group D
	2

	Sem 14
	Terms of concluding a contract.
	2

	Sem 15
	Final test - a summary of classes.
	2

	
	Total hours
	30
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	TEACHING TOOLS USED

	N1. Lecture
N2. Group exercises
N3. Simulations




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

	F1 Activity during classes
	PEU_W01- PEU_W02 

	Oral feedback

	F2 Works prepared in groups
	PEU_W01- PEU_W02 

	Oral feedback.

	C Final test
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PRIMARY AND SECONDARY LITERATURE

	PRIMARY LITERATURE:
1. McKay, M., Davies, M., Fanning, P. (2001),  Sztuka skutecznego 	porozumiewania się, Sopot, GWP
2. Fisher, R., Ury, W., Bruce, P. (1994). Dochodząc do tak. Warszawa, PWE
3. Nęcki, Z. (1999). Negocjacje w biznesie. Kraków, Wyd. Prof. Szkoły Biznesu
4. Witkowski, T, Chełpa, S. (2003) Psychologia konfliktów. Wrocław, Wydawnictwo Mediator
SECONDARY LITERATURE:
1. Berne, E. (2004) W co grają ludzie,
2. Wojciszke, B. (2001) Człowiek wśród ludzi.


	SUBJECT SUPERVISOR (NAME AND SURNAME, E-MAIL ADDRESS)

	Anna Borkowska anna.borkowska@pwr.edu.pl
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