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International Business Negotiation and Communication Techniques
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Aim: The central aim of this course is to provide the students with skills and knowledge necessary for effective
business negotiation and communication in general and in an international and complex context in particular.

Course contents: The course contains theories, analytical tools, techniques, conceptual models, tactics and
strategies for carrying out successful business negotiation and intercultural communication:

- Theoretical foundation of negotiation and conflict resolution

- Perspectives on negotiation: game theory perspective, power perspective, social interaction
perspective.

- Negotiation process: critical negotiation process steps.

- Negotiation strategies: competitive/distributive strategy, collaborative/integrative strategy,
accommodative strategy, forcing strategy.

- The pros and cons of different negotiation strategy.

- Culture, and intercultural communication

- Communication skills, communication styles, how to persuade/influence the other party/ies,
influencing strategies.

- Planning and preparation for negotiation: how to identify the problem, how to prioritize the
issues, how to map the parties’ negotiation behavior? How to collect and analyze data
surrounding the situation? How to set your objectives, strategies and tactics? How to identify
the concessions you can make, how to identify the concessions you expect to get, preparation
checklist and planning tools will be introduced here.

- Overcoming impasse: altering techniques.

- Negotiating Process-meeting phase: home or away / authority and power/ opening / order of
subject matter / use of targets / creating atmosphere.

- Contracting: the principles of international agreements/the critical areas of written agreement/
Negotiating with team: team building/ consensus/leadership/

- Implication: how to negotiate business with Arabs?

- Implication: how to negotiate business with Europeans, e.g. Germans.

- Implication: how to negotiate business with Chinese.

Organization:
The course is built upon a series of lectures, project work, seminars and role play

Examination:
The course will be examined by both written examination and project work
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