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	Field
	Administration

	Module title
	Mediation and negotiation.

	Language of lecture
	english

	ECTS points
	2

	Preliminary conditions:
	Basics knowledge of social communication

	II. Education aims

	

	1.Transfer of knowledge about  the nature of conflicts and stages of mediations and negotiations. 
2 Development of the students’ skills of resolving conflicts through mediation and negotiation.  
3. Sentizing to the students of ethical aspects of negotiations and mediations.

	III. Education outcomes

	
knowledge
student knows the nature of conflicts, and can describes stages and specific problems of mediations and negotiations.
Skills
Student is able to effectivly apply knowledge how to resolving problems using mediations and negotiations. Students is fluent in negotiations techniques.
Social competence
Student is a communicative person - establishes interpersonal relations with the environment, can solve conflicts with people of different emotional condition and creates a good atmosphere for communication in the group in which he works


	IV. EDUCATIONAL  METHODS

	Assesment method: 1. Teaching methods: problem lecture, seminar lecture, brainstorming, discussion.
2. Teaching tools: multimedia presentations, source texts, press articles, the Internet, multimedia projectors.

	Student workload:

	V. MODULE TYPE AND CONTENTS

	
· Communication as a process. Elements of the communication chain. Mediations and negotiations as a communication.
· Communication barriers.
· Verbal communication. Principles of good verbal communication. Active listening (paraphrase, reflection) The art of asking questions - practical exercises. 
· Cultural conditions of negotiation. Types of communications cultures – how to negotiate in ceremonial and nonceremonial cultures. In monochrome and polychrome cultures.
·  Objectives and strategies of medial communication.
· Rules and stages of mediations.
· The mediators interpersonal competenece.
· Use of mediations – cases.
· Objectives and strategies of negotiations.
· Stages of process of negotiations.
· Idea of win – win outcomes of  negotiations.
· BATNA (Best alternative to a negotiated agreement),
· Examples of negotiations  techniques and cases.
· Ethial aspects of negotiations and mediations.


	VII. ECTS POINT BALANCE SHEET - STUDENT'S WORKLOAD

	Category
	Student’s workload

	Contact hours
	30

	Participation in lectures
	14

	Participation in classes, workshops
	15

	Exam
	1

	Independent student’s work
	20

	Preparation for the lecture
	10

	Preparation for the classes, workshops
	10

	Preparation for the test
	

	Preparation for the exam
	

	Preparing the project
	

	Preparing multimedia presentation
	

	Total numer of hours
	50

	ECTS points 
	2
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