SYLLABUS (OF A COURSE/MODULE)
	Course/module (as specified in the approved curriculum for the field of study)

Psychology and negotiation in business
	ECTS

3

	Name in Polish

Psychologia i sztuka negocjacji w biznesie
	

	Unit(-s) providing the course/module (Institute/Department)

Department of Social Sciences and Pedagogy

	Head of course/module
Dr Olga Grabowska-Chenczke

	Field of study
Agri-food economics and trade
	Level
MSc
	Profile
General academic
	Semester

II

	Specialisation
-
	MSc Specialisation
-

	TYPE OF CLASSES/LECTURES AND THE NUMBER OF HOURS
(organised classes/lectures and student’s own work)

	Type of studies: full-time
	
	Type of studies: part-time
	

	· lectures
	15
	· lectures
	

	· classes
	15
	· classes
	

	· contact hours
	15
	· contact hours
	

	· student’s own work
	30
	· student’s own work
	

	Total number of hours:
	75
	Total number of hours:
	

	OBJECTIVE OF COURSE/MODULE
To provide students with basic knowledge in the field of psychology and business negotiations. 
To improve the ability to build correct interpersonal relationships at work, especially during teamwork. 
To shape the awareness of corporate social responsibility and ethics in business negotiations.

	TEACHING METHODS
lecturing, demonstrating, collaborating, classroom discussion, assessment

	LEARNING OUTCOMES
	Reference to field outcomes

	Knowledge
	E1 – student has basic knowledge in the field of business psychology with particular emphasis on the area of ​​interpersonal communication and negotiations; knows the basic terminology related to negotiation styles and technique
	ET2A_W01

	Skills
	E2 – student is able to develop and implement a negotiation scenario, is able to apply selected negotiation techniques adequately to the situation 
E3 – student can effectively build, motivate and manage in employee teams
	ET2A_U08

ET2A_U09

	Social competences


	E4 – student is aware of the importance of responsible performance of professional role, work ethos and ethical behavior in business, with particular emphasis on the sphere of negotiation

E5 – student understands the need for continuous training and improvement of professional and interpersonal competences

E6 – student is prepared to define the problem, critically evaluate the content received, formulate one’s own statements, argue and make decisions, set priorities, is prepared to leadership and cooperation in the group to solve a specific problem


	ET2A_K03

ET2A_K04

ET2A_K05

	Methods to verify learning outcomes
- 2 written tests (one for the lectures, one for the practical classes) 

- verbal feedback (continuously during practical classes) on the level of performance of negotiation tasks
	Outcome Reference Numbers
E1, E6

E2, E3, E4, E5

	TEACHING CONTENT
Basics of social psychology. Introduction to business psychology. Elements of interpersonal communication. Obstacles and errors in the process of effective communication. Types of conflicts. Strategies for coping in difficult situations. Negotiations at the manager's work. Group processes and psychology of influence and persuasion. Psychology of decision making and problem solving. Areas of applied psychology knowledge and art of negotiation in business.

	Forms and criteria of evaluation
· lectures
· practical classes
	Percentage share in final evaluation
100%

100%
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