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І. ANNOTATION 
 
The course focuses on both, business and trade negotiations with their areas of agreements, 

communication strategies and common goals. The course prepares students to use negotiation strategies 
to improve their business success at European and global levels. As effective negotiators, the students 
must also have the skills to analyze a trade problem and to determine the interests of each party in the 
WTO negotiation. 

 
 
II. T H E M A T I C  C O N T E N T  
 

№ TITLE OF UNIT AND SUBTOPICS NUMBER OF 
HOURS 

  L S L.E. 
           Theme 1. NATURE OF BISINESS NEGOTIATION 4 4  
1.1. Definition of business negotiations    

1.2.  Definition of commercial diplomacy and international trade agree-
ments    

           Theme 2. GEOCENTRIC BUSINESS NEGOTIATION PROCESS 6 6  
2.1. Role of international trade    

2.2. Degree of negotiation: technology transfer, franchising, coproduction 
agreements, mergers, joint ventures    

            Theme 3. COMMUNICATION STRATEGIES IN BUSINESS 
NEGOTIATIONS. CROSS-CULTURAL SKILLS 6 6  

3.1.  Various negotiation strategies    
3.2.  International negotiation styles    
             Theme 4. DEVELOPMENT OF TRADE POLICIES 3 3  
4.1. Role of governments and businesses    
4.2. Role of non-profit organizations    
            Theme 5. ROLE OF WTO 3 3  
5.1. From GATT to WTO    
5.2.  Settlement of trade disputes    

5.3.  Free trade agreement (FTA), regional trade agreement (RTA), trans-
Pacific partnership (TPP)    

 Theme 6.   TRADE POLICY AND POLITICAL NEGOTIATIONS 3 3  
6.1.  Lobbing    
6.2. Trade conflicts and wars    
 Theme 7.  EU BUSINESS AND TRADE NEGOTIATIONS 3 3  
7.1.  EU between regionalism and globalism    
7.2.  Post-Brexit trade negotiations    
7.3.  EU green deal    

 Theme 8.  IMPACT OF ECONOMIC INTEGRATION ON 
BUSINESS 2 2  

8.1. Role of NAFTA /USMCA, ASEAN, MERCOSUR    
 Total: 30 30  
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ІІІ.  FORMS OF CONTROL: 
  

№ TYPE AND FORM OF CONTROL Number 
extracur-
ricular, 
hours 

 
1. Midterm control   
1.1. Midterm test 1 60 
1.2. Case study 1 60 

Total midterm control: 2 120 
2. Final term control   
2.1. Examination (test) - - 

 Total final term control: - - 
 Total for all types of control: 2 120 
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