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	Name of the course (as specified in the approved curriculum)
Decision making and negotiation skills
	Number of ECTS
credits
3

	Name of the course in Polish
Negocjacje i podejmowanie decyzji
	

	Unit providing the course (Department/Institute)
Department of Law and Enterprise Management in Agribusiness

	Course co-ordinator
Dr Olga Grabowska-Chenczke

	Field of study
Economics and Finance Management in Agri-food Sector
	Level
Bachelor degree
	Profile
general academic
	Semester
IV

	Scope 

	Thesis specialisation
	

	TYPE OF CLASSES AND COURSE LOAD
(lectures and self-learning of the student)

	Mode of studies: full-time
	Mode of studies: part-time

	- lectures 
	15
	- lectures 
	

	- practical classes 
	15
	- practical classes
	

	- contact hours 
	10
	-
	

	- self-learning 
	35
	-
	

	[bookmark: _Hlk56673045]Total number of hours:
	75
	Total number of hours:
	

	OBJECTIVE OF THE COURSE
The aim of the course is to familiarize students with the negotiation process and decision-making skills (eg. strategic thinking, time management, problem-solving, and teamwork).

	TEACHING METHODS
Interactive lecture; exercises; thematic discussions; case analysis, teamwork, consultations

	Course learning outcomes
	The reference to field of study outcomes

	Knowledge
	01 – student knows the key mechanisms of decision-making process and negotiations, including strategic thinking and negotiation styles, that may be implemented to their business practice

02 – student knows the principles of teamwork and problem-solving, student knows good practices in time management and planning, with a special focus on the demands of the agri-food sector 
	EM1A_W07
EM1A_W08



	Skills
	03 – student is able to identify and interpret basic negotiation styles, as well as indicators of successful negotiation process 

04 – student is able to use tools of time management, and problem-solving methods to face the challenges in the agri-food sector

05 – student is able to use tools to delegate tasks, and teamwork, to identify and avoid cognitive bias in decision-making and analysing processes

 

	EM1A_U07
EM1A_U09

EM1A_U10



	Social
skills
	06 – student is ready to organize and initiate teamwork and negotiation process  

07 – student is ready to continuously develop the acquired knowledge in order to improve professional competences

08 – recognize the importance of knowledge in solving cognitive and practical problems and seek expert opinions, including formulating statements and assessments and collaborating in a team to address a particular problem

	EM1A_K03

EM1A_K04


EM1A_K05

	[bookmark: _Hlk168445604]Methods of evaluation of learning outcomes 

Practical assignments and case studies (individual or team work) 
Active participation and discussions in classes
Written exam / written test
	Symbols of course learning outcomes
01-08
03, 04, 05
01-05

	TEACHING CONTENTS
1. Introduction to the thinking process and decision-making. 
2. The mechanisms of reasoning and cognitive bias.
3. The foundations of strategic thinking, analysing, and problem-solving.
4. Good practices in time management and planning. 
5. Teamwork – prerequisites and training.
6. Delegating tasks.
7. Basics of business negotiations.
8. The framework of the Harvard Negotiation Project.
9. Negotiation styles,
10. Practical training in negotiations.

	The course completion methods and criteria 
Practical classes evaluation: Practical assignments and/or written test
Lecture: written exam
	Percentage of a final grade
100%
100%
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