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Short description 

Prerequisites Required knowledge: international economic relations, business 

etiquette, economic diplomacy, foreign language level not lower than A2 

(English) 

What will be studied? Specifics and features of international economic negotiations, stages of 

business negotiations, strategies and tactics of international economic 

negotiations, methods of positional bargainingand and hard negotiations, 

how to answer on questions and objections, features of effective 

negotiations, psychology of business communication. 

Why is it interesting and 

should be learnt? 

The skills of conducting business negotiations, the ability not only to find 

a compromise with partners, competitors, but also to ensure the the 

reputation of a professional leader are in demand nowadays. Students 

will learn how to prepare alternative scenarios for business negotiations, 

which, in turn, will make the company, the country competitive and form 

a positive image. 

What can be learnt? 

(study results) 

The subject's  learning will form the ability to prepare for negotiations, to 

use different negotiation methods, styles, strategies and tactics, effective 

negotiation technologies. Students will know how to use psychology of 

nonverbal behavior, ethics and culture of negotiation behavior, how to 

conduct business negotiations with foreign partners. 

How can the acquired 

knowledge and skills 

(competences) be used?  

To set goals and formulate negotiation objectives, to define ranges of 

objectives in negotiations, to develop a negotiation plan, to determine the 

strategies and tactics of negotiations, to collect information about 

negotiating partners, to use the methods of argumentation and 

counterargumentation, to vary the methods of negotiation. 

 


