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The course is designed to provide the participants with knowledge about
main issues of business negotiation between representatives of different
nations (states), ethnic groups and corporate cultures. The impact of
differences is analysed upon a broad foundation of basic issues of
negotiation theory and practice, and not only with the use of most
common typologies of characteristics of cultures. The introductory part of
the course includes presentation of basic issues of decision theory, conflict
management, logical foundations of discussion, communication,
persuasion, typical negotiation techniques and ethics of negotiation.

Business negotiations between representatives of different countries are
discussed with reference to the following issues: context of negotiation,
political, ideological, institutional and cultural differences. Cultural
discrepancies are analysed with application of majority of typologies of
characteristics of cultures proposed in contemporary literature.

The aim of the course is to provide the participants with knowledge about
main issues of business negotiation between representatives of different
nations (states), ethnic groups and corporate cultures. After completion of
the course the participants will be able to take part in international
business negotiations and in other forms of international, and intercultural
business communication.

Suggested completed courses: General Management, Human Resources
Management, Marketing, Introduction to Game Theory, Communication
(optionally)

Decision theory and practice - repetition

Conflict in organization and conflict management

Definitions and typology of negotiation

Communication and persuasion

Principled negotiation

Discussion and negotiation

Barriers in negotiation

Ethics of negotiation

International business negotiation — context and determinants

10. Intercultural negotiation - determinants

11. Adaptation in inter-cultural negotiations

12. Characteristics of various participants of international business
negotiations — ethnic groups, nations, regions

13. The impact of ideology, politics, legal systems on international
negotiations

14. The impact of global systemic environment upon international

negotiations

PONOUNHAWN =

Examination, case studies, discussion, activity and attendance

Literature:

Bjerke Bjorn, Business Leadership and Culture. National Management
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Kremenyuk Victor A., red., 1991. International Negotiation: Analysis,
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1994. Negotiation. Second Edition, Irwin, Burr Ridge, Ill.
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Mesjasz Czestaw, 2000. Reorganization of Commercial Debt: Negotiations
between Poland and the London Club (1981-1994), w: Kremenyuk Viktor
A., Sjostedt Gunnar, red., International Economic Negotiation: Models
versus Reality, IIASA Series, Edward Elgar, Aldershot, s. 149-174.

Necki Zbigniew, 1995. Negocjacje w biznesie. Wydanie 3., Wydawnictwo
Profesjonalnej Szkoty Biznesu, Krakow - ew. najnowsze wydanie.
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Cambridge, Mass.
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Know About Negotiating Abroad, Times Books, New York 1992.
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Lecturing, discussion, role playing, case studies - prepared by the
lecturers as well as by the students, presentations by students, field
research by the students, discussion of research results.



