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	Course code
	Title of the course
	Type
	Workload per week
	Credits
	ECTS

	
	
	
	Lectures
	Seminar
	Laboratory
	
	

	MPTP4416

	Theory and Tactics of International negotiations
	EC
	2
	1
	0
	3
	5

	Lecturer
	MA., Bekov Kairat Bakbergenovich

	Office hours
Friday
11.00-12.50

	By schedule


	e-mail
	E-mail: bekov.kairat@gmail.com

	
	

	Phone No. 
	+7-708-398-00-83

	Class Room 


	309


	Academic presentation of the Course
	The student would learn primary goals and functions of the Negotiation Techniques.
Upon successful completion of the course students will gain: 
Cognitive results

1. can formulate and apply the instruments of negotiation strategy and tactics; 
2. can distinguish  positions  from  interests  in  negotiations;  discover  interests  of  the  other side in negotiations; 
Functional results

3. can identify different negotiation scenarios; 
4. can recognize and use BATNA in negotiations;
Systemic results

5. will perform persuasive speech techniques;
6. will use the methods and algorithms of revealing and countering manipulation;
7. will discover  interests  of  the  other side in negotiations;
8.will appreciate  and explain the importance of pre-negotiation and post-negotiation phases;

9.will formulate and apply psychological principles of successful negotiations.

	Prerequisites
Co-requisites
	Diplomatic and Consular service
Diplomatic documentation

	Literature
	1. Berghoff,  E.  A.  et  al.  (2007). The  International  Negotiations  Handbook.  Success through Preparation, Strategy, and Planning. PILPG and Baker & McKenzie/:http://www.bakermckenzie.com/files/Uploads/Documents/Supporting%20Your%20Business/Featured%20Services/bk_internationalnegotiationshandbook_12.pdf
2. Lax,  D.  A.,  and  Sebenius,  J.  K.  (2006). 3-D  Negotiation:  Powerful  Tools  to  Change the Game in Your Most Important Deals. Harvard Business Press/http://proxylibrary.hse.ru:2099/toc.aspx?bookid=40523 Walker, William (1993). "National Innovation Systems: Britain". In Nelson, Richard R. (ed.). National innovation systems : a comparative analysis. New York: Oxford University Press. pp. 61–4. ISBN 0195076176.
3. Lyons, C. (2009). I Win, You Win: The Essential Guide to Principled Negotiation. A&C Black Business Information and Development. /http://site.ebrary.com/lib/hselibrary/detail.action?docID=10196642&p00=negotiation 
4. Mastenbroek, W. (1999). Negotiating as Emotion Management//Theory, Culture & Society. Vol. 16 (4). P. 49-73./http://proxylibrary.hse.ru:3383/content/16/4/49.full.pdf+html
5. Gelfand, M.  J.,  and  Brett,  J.  M.,  eds.  (2004). The  Handbook  of  Negotiation  and Culture. Stanford University Press.//proxylibrary.hse.ru:2099/toc.aspx?bookid=10333

	Academic policy of the Course in the context of University’s moral and ethic values 
	Rules of academic conduct: 

- Demonstrate engagement with class and topic through active participation in discussion and questions. This is a capstone class primarily designed for senior level, business majors;

- I expect that every student will take an active role in educating themselves about this topic and participate in in-class and online discussions. 
Academic values:

- We will be discussing complex and controversial topics which often do not have a settled or unidimensional answer;

- I expect a cordial, collegial atmosphere which respects the opinions of others and elicits everyone’s participation. 

	Grading
	Attendance is an essential aspect, but is not sufficient to earn more than about a "C".  A “B” is earned by regular attendance, and participation.  An “A” reflects excellent attendance, and strong insightful participation on a regular basis.  Excessive absences will result in significant reduction in grade  (general guideline:  more than  10 absences fail course).


Calendar (Schedule) of the course contents’ realization
	Week
	Topics
	Hours
	Maximum grade

	1
	2
	3
	5

	1
	Lecture 1.
Introduction. Negotiations and Conflict resolution
	2


	

	
	Seminar 1.
- Explain Social functions of Negotiations;

- Evaluate role of Negotiations in IR.
	1
	10

	2
	Lecture 2.
Types of negotiation  

	2

1
	

	
	Seminar 2.
-Explain specifics of Political negotiations;

-Evaluate effectiveness of different types of negotiations.
	
	10

	3
	Lecture 3.
Major negotiation concepts and strategies
	2


	

	
	Seminar  3
-Compare major negotiations strategies;

-Analyze main requirements for note-taking.
	1
	10



	
	Individual assignment 1:
Learn to tell the body language signs.
	
	15

	4
	Lecture 4.
Major negotiation phases 
	2

1
	

	
	Seminar 4.
- Select what tactics should be used while facing a difficult negotiator;

-Analyze main stages of negotiations.
	
	10

	5
	Lecture 5.
How to interpret body language and non-verbal communication 
	2


	

	
	Seminar 5.
-Explain how non-verbal communications work;

-Analyze major body language signs.
	1
	10


	
	Individual assignment 2:
Case study:  Red and green lights of successful negotiations
	
	15



	
	Colloquium 1
	
	20

	6
	Lecture 6.
Major negotiation styles 
	2


	

	
	Seminar 6.
-Compare major negotiations styles; 
-Explain psychological aspects of negotiation styles.
	1
	10


	7 
	Lecture 7.
The business and diplomatic language of the negotiation
	2

1
	

	
	Seminar 7.
-Explain specifics of Diplomatic negotiations; 
-Explain Business negotiations.
	
	10

	
	Individual assignment 3:
How to become an effective negotiator?
	
	15

	8
	Lecture 8
Negotiation tactics 
	2

1
	

	
	Seminar 8
-Analyze national styles of negotiation techniques ;

-Make comparative analysis of American and non-American negotiation styles.
	
	10

	9
	Lecture 9
Personality issue and personality aspect importance
	2

1
	

	
	Seminar 9.
-Explain  how personal characteristics may affect negotiations;

-Explain  the psychology of negotiators involved.
	
	10


	
	Individual assignment 4:
Prepare a plan of talks (talking points)
	
	15

	10
	Lecture 10
Finding the path to consensus
	2


	

	
	Seminar10
-Evaluate power of compromise;

-Analyze : analyze strengths and weaknesses of compromise
	1


	10


	
	Colloquium 2
	
	20

	11
	Lecture 11.
Mind games negotiators play and the results
	2


	

	
	Seminar 11.
- Explain how and when to stop the negotiations
-Explain BATNA concept 
	1
	10


	
	Individual assignment 5:
Korean Nuclear deal case
	
	15

	12
	Lecture 12
Communication skills to be applied during the argument, discussion, etc
	2

1
	

	
	 Seminar12
- Explain how to persuade and dissuade: the art;

-Evaluate negotiations as art and science;
	
	10


	
	Individual assignment 6:  Persuasion techniques
	
	20

	13
	Lecture 13.
The skills and art of Public speaking
	2


	

	
	Seminar 13.
-Explain how present yourself publicly as negotiator;

-Explain the role of outside actors in negotiations
	1
	10


	14
	Lecture 14.
The world of diplomacy today and multiculturalism
	2

1
	

	
	Seminar 14.

-  Choose a specific national negotiation culture and narrate about it;
- Analyze specifics of multicultural negotiations.
	
	10

	15
	Lecture 15.
Countering manipulation and psychological press
	2


	

	
	Seminar 15.
- Explain the methods and algorithms of revealing and countering manipulation;

- Make transactional analysis in negotiations .
	1
	10


	
	Individual assignment:   Arranging real time negotiations. Imitation game.
	
	15

	
	Colloquium 3
	
	20
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