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Description of the discipline

The discipline "Strategy and tactics of conducting international negotiations” is aimed at
forming a system of knowledge among students about the strategy, tactics and tools of the
negotiation process, acquiring practical skills for preparing and directly conducting international

Course structure

Hours Topi Learning outcomes Task
(lecturer/se c
m.)
2/1 1. International negotiations To (ljj_nderst]:a\rjdt thet_ ro'? of :h? new |tr;]format|or; Tests,
in the context of a new paradigm of international negotiations in the era o questions
paradigm of social globalization, to know the importance of protecting the
development information sphere as a component of the national
security of the state
2/2 2. International negotiations: Know tthe t?rm_lrlolog)t/_, bel able t? tgxplamkthe batsr,:c Tests, group
concepts and functions concepts of international negotiatons, Xnow e f .o o
classification of international negotiations and
understand their role and main functions
4/1 3. Models of the negotiation Know a_nd be able to usg_the main models of the Tests,
negotiation process: bargaining method, game theory, :
process L ) 71| questions
mediation; use confrontational and partnership
approaches to negotiations
4/2 4. Diplomatic negotiations as POSS,?S? thi bbeltsut:s of .;trgte%lct :hlnklng N1 situational
the art of stratagem negotiations; be able to use a chain of stratagems as a | .-} o

method of intellectual traps; options for combining
strategies during the negotiation process. Apply
stratagem analysis in political negotiations as an
opportunity for defense, as an offensive weapon, and



mailto:smtanya@ukr.net

as a means of retrospective or prospective analysis of
political, diplomatic, and economic processes
4/2 5. Argumentation, rhetoric, | Understand the specifics of the basic rules of rhetoric | Situational
business ethics and and the theory of argumentation; the technique of | tasks
etiquette in the negotiation | asking questions as a logical-rhetorical tactic and
process techniques that increase the effectiveness of evidence
and persuasiveness in business conversations and
discussions; rules of business etiquette
4/1 6. Preparation for Know the structural components of the negotiation | Tests,
international negotiations: process: approaches to negotiations (negotiation | questions
choosing a strategy and strategies); stages of negotiations; ways of submitting
tactics a position by participants in the negotiations; tactical
techniques
4/2 7. Peculiarities of the Know the peculiarities of the organizational preparation | Tests, group
organization and stages of | of international negotiations: the place and time of | tasks
conducting international negotiations; determination of the agenda and level of
negotiations negotiations; formation of the delegation, quantitative
and personal composition of the negotiating party,
determination of the functions of each participant in the
negotiations; correct organization of the spatial
environment
4]2 8. Completion of Be able to use tactical techniques: reviewing the | Situational
international negotiations: issues discussed at previous negotiations ; the latest | tasks
decision-making and concessions, the search for the "golden mean"; a
preparation of final choice of two alternatives; "package of offers"; new
documents ideas and proposals; open positions
212 9. Mediation in negotiations | Know the main forms of mediation and its role in the | Tests,
negotiation process guestions
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Evaluation policy

e Deadlines and rescheduling policy : Papers that are submitted late without good
reason will receive a lower grade (-20 points). Rearranging modules takes place with the
permission of the dean's office if there are good reasons (for example, hospital).

e Academic Integrity Policy : All written work is checked for plagiarism and accepted
for defense with correct textual borrowings of no more than 20%. Write-offs during control
work are prohibited (including using mobile devices). Mobile devices are allowed to be used
only during online testing (for example, the app Kahoot).

e Attendance Policy : Attendance is a mandatory component of the grade for which
points are awarded. For objective reasons (for example, illness, international internship),
training can take place online upon agreement with the supervisor course

Assessment

The final grade for the course is calculated as follows:

Credit module 1 Credit module 2 Credit module 3

30% 4 0% 30 %
Oral survey during classes (1-5 | Oral survey during classes (6-9 Preparation of KPIZ - max. 40

topics) - 5 points per topic - topics) 5 points per topic - max. points

max. 25 points 20 points Protection of KPIZ - max. 40

Modular control work (topics 1- Modular control work points

5) - max. 75 points (topics 6-9) — max. 80 points Participation in trainings - max.
20 points

Student evaluation scale:

ECTS Points Content
A 90-100 perfectly
B 85-89 fine
C 75-84 fine
D 65-74 satisfactorily
E 60-64 enough
FX 35-59 unsatisfactory with the possibility of reassembly
F 1-34 unsatisfactory with a mandatory repeat course
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