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COURSE TITLE: NEGOTIATIONS TECHNIQUES 
 
ECTS credits: 6 ECTS 
 
Bachelor (Final year) and Master Course 
 
Aims of the course 
To gain negotiations competencies in different kind of negotiations by studying negotiations 
»science« and learning on practical experiences. The final result is gaining practical 
negotiation skills. 
 
Course syllabus 
Course is dealing with bilateral, multilateral, business and other types of negotiations as a 
skill and process. Students will learn about characteristics of different kinds of negotiations, 
preparations, process of face to face negotiations, preparations, measuring the outcomes, 
using objective criteria, what are alternatives and how to wind up negotiation processes. 
Special attention will be given to international and cross cultural negotiations, negotiations 
strategies and tactics as well as practical suggestions how to resolve different negotiations 
problems (how to transform No to yes, breakthrough negotiations, concessions giving, 
location of negotiations and persuasion techniques. 
 
PART I  

Lecturer: Álvaro Rosa, PhD., ISCTE – Business School, Lisboa, Portugal 

 

Aim 

To offer an integrative perspective of the negotiation process: from planning to dealing with 

different types of negotiating situations. To develop a framework that helps the students to 

address the problem of negotiation effectively. 

 

Course content (Part I) 

Different approaches to negotiation; power and influence, trust and communication issues 

in the negotiation process. 

 

Teaching methods 

The course will include lectures, simulations and hand-on cases.  

 

Readings 

Murray, John S. (1986) “Understanding competing theories of negotiation”, Negotiation 

Journal, April – 1986, pp. 179-186. 



Mastenbroek, Willen F. G. (1980) “Negotiating: A conceptual model”, Group and 

Organization Studies, Sept. 1980, pp. 324-339. 

Fisher, Roger (1983) “Negotiating Power: Getting and using Influence”, American Behavioral 

Scientist, Vol. 27(2), Dec. 1983, pp. 149-166. 

Zand, Dale, E. (1972) “Trust and Managerial Problem Solving”, Administrative Science 

Quarterly, Vol. 17(2), June- 1972, pp. 229-239. 

Sebenius, James K. (2001) “Six habits of Merely Effective Negotiators”, Harvard Business 

Review, April 2001, pp. 87-95. 

 

Additional Reading 

Fisher, Roger and Ury, Wlliam (2008, 2nd ed.) Getting to Yes: Negotiating Agreement without 

giving in, London: Business Books. 

 

PART II  

 

Lecturer: Iwona Pawlas, Ph.D., University of Economics in Katowice, Poland 

 

Objectives: The course aims at giving students knowledge on theoretical aspects of 

negotiations techniques with the focus on principles, styles, tactics and strategies of 

negotiations undertaken on various levels. The parallel objective is to give students a chance 

to improve their practical negotiation abilities. 

 

Course content (Part II):  

I. Theoretical aspects of negotiations 

1. Why and when do we negotiate? - starting point for negotiations; negotiations in a global 

environment 

2. Negotiations levels with focus on business to client negotiations, business to business 

negotiations and international negotiations 

3. Basic negotiation principles 

4. Negotiations styles - which one is recommended? which should be avoided? 

5. Negotiation strategies: avoiding, accommodating, competition, collaboration. 

6. Negotiation tactics (high ball, low ball, funny money, big fish ... and lots more) 

7. BATNA - why and how to prepare it? 

8. Getting ready for negotiations: negotiation checklist as a way to ensure you are well-

prepared 

9.  Cross-cultural negotiations  

10. Conflict management  

11. Using a third party: when, advantages and disadvantages, mediation and arbitrations 

12. Negotiating with the European Union - characteristic features 

 



II. Exercises 

1. Negotiation simulation - "Buyer-seller" 

2. Negotiation simulation - "Football pools/Lottery" 

3. Negotiation simulation - "Library" 

4. Negotiation simultion - "Hospital" 

5. What is your personal cultural context - test it! 

6. How to evaluate the outcome of negotiations - exercise 

 

Teaching methods 

- interactive lecture 

- team work 

- exercises, cases, simulations 

 

Assessment 

- team presentation (concerning some aspects of cross-cultural negotiations) 

- final test (multiple choice questions and open questions)  

 

Literature 

1. R.J.Lewicki, D.M.Saunders, B.Barry, Negotiation. Readings, Exercises and Cases, McGraw 

Hill International Edition 2010 

2. W.Mastenbroek, Negotiate, Amsterdam 2000 

3. L.Thompson, The Mind and Heart of the Negotiator, Prentice Hall 1998 

4. R.Fisher, W.Ury, Getting To Yes. Negotiating Agreement without Giving In, Business Books, 

London 2008  
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