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Negotiations of international significance are today conducted not only between individual states, but also
within and beyond them. At the same time negotiation practice itself is undergoing much change with
changing patterns of conflict and intervention, business, bargaining, and many new urgent issues on the
global agenda, new actors and new emerging norms. In our rapidly changing world, effective negotiators must
learn how to adapt to cultural dynamics and patterns, respond in flexible and appropriate ways, and use a
range of approaches for building positive working relationships and reaching agreements. Great global
negotiators familiar with cultural factors that affect the problem-solving approach of people from other cultures.
This course is to provide learning how to respond these developments.

Course Schedule

Learning Objectives:

- Introduce participants to the study of International Negotiation;

- Enable students to more effectively analyse and understand international negotiation trends in a

- globalized world;

- Build and maintain business relationships in cross-cultural contexts

- Enable students taking innovative actions to negotiate better deals;

- Enhance skills so to be able to more effectively communicate, cooperate, compete, and engage in
- Negotiation with people from own and other cultures.

Course Outline

This course provides an overview of negotiation theories and practices of international dimension. The
emphasis is on different approaches to understanding what drives negotiation process and explains the
outcome. The course will examine important functions of preparations, negotiation strategies, cross-cultural
communication, cross-cultural buyer-seller relationships, conflict management, mediation and the aspects of
cross cultural negotiation.

Teaching Method

The students will be asked to engage in interactive activities everyday through: Lecture, Presentation,
Individual and Team Presentations, Paper Readings, Research, Seminar.

In addition students will be provided with a working papers/ articles/case studies covering the sessions’
subjects and they will be asked to comment on the paper.

Assessment

Individual participation in class and in discussion: 50%
Group Presentation: 50%
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