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DISCIPLINE FILE 
 

Name of discipline COMMUNICATION AND NEGOTIATION IN 
BUSINESS  

Code of discipline  
MC 3205 

Year III Number 
of credits 5 

Semester II 
 

Faculty ECONOMICAL SCIENCES Number of hours  
in semester / activities  

Profile  ECONOMIC Total  C S 
Specialization MANAGEMENT 42 28 14 

 
Course type 
DF - fundamental 
DS - specialized 
DC - complementary 

DS 

Optional Course Category: 
DI - imposed 
DO - optional 
DF - facultative 

DI 

 

Previous disciplines 
Obligatory (conditioned)                       - 
Recommended                                       - 

Objectives  

• Understanding the concepts of communication and negotiation and 
their role in business; 

• Developing your personal abilities in communication and negotiation 
in business; 

• Awareness of the positive and negative effects of your own 
communication/negotiation style; 

• Developing communication skills for typing, analyzing and 
interpreting messages, acquiring the ability to request, reject, receive 
and give constructive feedback while being assertive in formulating a 
message and choosing the correct channel of communication; 

• Acquisition of the knowledge required to develop communication and 
negotiating strategies in business; 

• Appropriate use of negotiation techniques depending on the 
negotiating partners and their negotiating style. 

Content 
(description)  
 

Chapter I         - Communication basics  
Chapter II       - Listening and peception of messages 
Chapter III      - Verbal and non-verbal communication 
Chapter  IV     - Written communication  
Chapter V       - Interpersonal communication   
Chapter VI      - Group communication   
Chapter VII    - Negotiation basics   



Chapter VIII    - Techniques and tactics of negotiation  
Chapter  IX     - Styles and types of negotiators   
Chapter X       - Techniques of argumentation and persuasion used in  
                            negotiations 
Chapter XI      - Adressing the objections and finalizing the  
                            negotiation 
Chapter XII    - Managerial / commercial negotiation 

Form of evaluation (E – exam, C – colloquy / final test, CW – control works)             E 
Final grade 
(percentage) 

Multiple choice test exam in 60% proportion  
Activity in seminars in 40% proportion  
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List of necessary 
didactic materials  

•••• Multimedia means, interactive teaching, partnership between the 
teacher and the student, scientific round-ups, advice schedule, etc. 

•••• The courses will be presented in Power Point with a projector. The 
students will have to research different cases and will be actively 
involved in the course and the seminars as in the “games” that are 
specific to the program. 
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