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3. Tom tat ndi dung hoc phin

Hoc phan gom 9 chuong cung cap cho nguoi hoc kién thire tong quat vé dam phan —
ban chit cua dam phan, cac bude co ban va cac chién thuat dam phan nhim gitp ngudi
hoc hiéu va nim dugc ban chit cua dam phén, cac xung dot va nguyén nhan co ban
ctia xung dot ciing nhu cac bude chuan bi cho mot cudc dam phan qudc té. Ngoai ra,
sinh vién dugc trang bj thém kién thic vé ¢am phan phéan phdi va dam phan tich hop.
Hoc phan bao gém cac vi dy, phén tich cac tinh hudng va cac chién thuat dam phan,
cac bai tap/cau hoi tinh hudng thue hanh giup nguoi hoc hiéu, rén luyén va phat trién
cac k¥ nang thuyét trinh, phan bién va tranh luan.

4. Muc tiéu ciia hoc phan

Hoc phan cung cip cho ngudi hoc nhimng kién thitc chung vé dam phan va dam phan
quéc té; cung cip cho nguoi hoc nhitng kién thirc co ban vé ban chat ctia dam phan,
cac xung dot va nguyén nhén, cac budc chuan bi cho dam phan va cac chién thuat dam
phan; cung cap cho nguoi hoc kién thirc chuyén siu vé chién thuat va k§ ning dam
phan dé dat dugc muc dich va thanh cong trong dam phan; trang bi kién thirc vé vin
hoéa, dao duc, giao tiép trong dam phan; phét trién k§ ning phan tich, lap luan, phan
bién va thuyét trinh hiéu qua.

5. Chuan dau ra cia hgc phan:

Ma

CDR Noi dung chuén diu ra

Kién thirc

CLO1 | Hiéu va nam dugc cac khai niém co ban vé dam phan quoc té

CLO2 | Xac dinh va giai thich duoc cac nguyén nhan anh huéng dén qua trinh dam
phan va két qua cta dam phan

CLO3 | Van dung kién thirc dé thuc hanh cac tinh huong dam phan

K¥ nang

CLO4 | Trinh bay dugc cac khai niém co ban cia dam phén

CLOS5 | Phan tich dugc cic nguyén nhan anh huéng dén qua trinh dam phan va két qua
dam phén

CLO6 | Lap ké hoach chudn bi cho dam phén va thyc hanh cic budc dam phan

Mirc d tu chi va trach nhiém

CLO7 | Co trach nhiém véi viée hoc va linh hoi tri thirc

CLO8 | Co6 kha nang lam viéc doc 1ap va lam viéc nhom — chiu trach nhi€ém va hoan
thanh cdc cbng viéc dugc phan cong; phén cdng va quan ly cic cong
viéc/thanh vién trong nhém dé hoan thanh cac cong viéc
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Ma trén lién két giira Chuén diu ra chwong trinh dao tao va Chuin diu ra hoc

phﬁn
cin | 38| 838|858 8| 83§ 8
dura | 7 |7 | 2|2 |2 2|z |2|a| 2|7 |7z
cLol | x | x | x
cLo2 | x | x | x
cLo3 | x | x | x | x|x
cLo4 | x | x X X
CLO5 | X | X X
CLO6 | X | X X
cLO7 X X X
CcLOS X X X

Ghi chi: PLOs (ProgrammeLearningOutcomes): Chudn ddu ra cdp CTPT

CLOs (Course LearningOutcomes): Chudn dau ra hoc phan

6. Noi dung chi tiét ciia hoc phan
6.1. Ly thuyét

Bai

N¢i dung

Dap ung CLOs

1

The Nature of Negotiation

CLO1, CLO2, CLOS

Characteristics of a Negotiation Situation

Interdependence

Mutual Adjustment

Value Claiming and Value Creation

Conflict

Strategy and Tactics of Distributive Bargaining

CLO4, CLOS, CLO6

The Distributive Bargaining Situation

Tactical Tasks

Positions taken during Negotiation

Closing the deal

Strategy and Tactics of Integrative Negotiation

CLO4, CLOS, CLO6

An Overview of the Integrative Negotiation Process

Key Steps in the Integrative Negotiation Process
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Bai

Noi dung

Pap ing CLOs

Factors that Facilitate Successful Integrative
Negotiation

4 Negotiation: Strategy and Planning CLO4, CLO5, CLO6
Goals — The Focus That Drives a Negotiation
Strategy
Strategy versus Tactics
Getting Ready to Implement the Strategy: The
Planning Process
5 Ethics in Negotiation CLO1, CLO2, CLO3
What Do We Mean by “Ethics”, and Why Do They
Matter in Negotiation?
What Questions of Ethical Conduct Arise in
Negotiation?
Why Use Deceptive Tactics? Motives and
Consequences
How Can Negotiators Deal with the Other Party’s
Use of Deception?
6 Perception, Cognition, and Emotion CLO1, CLO2, CLO3
Perception
Framing
Cognitive Biases in Negotiation
Managing Misperceptions and Cognitive Biases in
Negotiation
Mood, Emotion, and Negotiation
7 Finding and Using Negotiation Power CLO4, CLOS, CLO6
A Definition of Power
Sources of Power — How People Acquire Power
Power Based on Personality and Individual
Differences
Power Based on Position in an Organization
(Structural Power)
Power Based on Relationships
8 Relationships in Negotiation CLO4, CLO5, CLO6

Challenging How Relationships in Negotiation Have
Been Studied
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Bai

Noi dung

Pap ing CLOs

Negotiations in Communal Sharing Relationships

Relationships

Key Elements in Managing Negotiations within

International and Cross-Cultural Negotiation

CLO4, CLOS, CLO6

What Makes International Negotiation Different?

Conceptualizing Culture and Negotiation

Perspectives

The Influence of Culture on Negotiation: Managerial

6.2. Thuc hanh

Noi dung Pap ing CLOs
6.2.1. | Bai tap ca nhén
ot ok chahoiva bt St g | CLOT.CLOS
6.2.2. | Bai tip nhom
- Ngudi hoc: Thao ludn va giai quyét cic bai tap
tinh hudng theo nhom
- Trinh bay két qua thao ludn trudc 16p va bao cao CLO7, CLOS8
dudi dang van ban.
- Céc nhom bao cdo két qua 1am viée trudc 16p.
7. Phan bd thoi gian theo tiét va diéu kién thuwe hién:
Bai | Tén bai So tiét tin chi
Ly Bai |Thuwc |Tw |Tong
Thuyét | tap | hanh | hoc
1 | The Nature of Negotiation |3 1 10
2 | Strategy and Tactics of 4 1 10
Distributive Bargaining
3 | Strategy and Tactics of 4 1 10
Integrative Negotiation
4 | Negotiation: Strategy and 3 2 10
Planning
5 Ethics in Negotiation 2 10
Perception, Cognition, and 10
Emotion
7 Finding and Using 3 2 10
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Negotiation Power

Relationships in Negotiation | 3 2 10

International and Cross- 4 2 10
Cultural Negotiation

30 15 90 135

CAC CHU PE THAO LUAN VA TIEU LUAN

1. Thao luan va phan tich tinh hudng lién quan dén ‘distributive bargaining’ and
‘integrative negotiation’ — steps and strategies.

2. Thao luan va phan tich tinh huéng lién quan dén xung dot va giai quyét xung dot.

3. Thao luan va phan tich tinh huéng lién quan dén cac yéu to anh hudéng dén qua
trinh dam phan va két qua dam phan.

4. Thao luan va phan tich tinh hudng lién quan dén dao dirc trong dam phan

5. Thao luan va phan tich tinh hudng lién quan dén cac méi quan hé trong dam phan

8. Phwong phap gidng day:

Giang vién giang day véi su két hop cia mot s6 phuong phap sau:

Goiy:

Thuyét trinh

Phét vin

Hoi lai hodc van dap

Poc va tom lugc ndi dung tai liéu

Dbong ndo nhanh (bai tap tu duy cé nhan)
Giao bai doc vé nha

Hudng dan tu hoc

Thao luan nhém

Ma tran lién két gitra Chuan dau ra véi phwong phap giing day

. .o — N ™ < Lo © ~ loe)
Phwong phap giang @) @) @) Ol O] 0| O o
day - - - - - - - -
: O O O|l Ol O] 0O| O] O
Thuyét Trinh X X X
Phat van X X X | X | X
Hoi lai hodc van dap X X X | X | X | X
bong ndo nhanh X X X X | X | X
Giao bai doc vé nha X X X | X X
Hudéng dan tu hoc X X X X
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Phwong phap giang
day

CLO1
CLO2
CLO3
CLO4
CLO5
CLOG6
CLO7
X |CcLOS8

Thao luan nhom

9. Phwong phap hoc tap
Sinh vién hoc tap véi su két hop ciia mot sé phuong phéap sau:
Goiy:

- Nghe giang

- Thuyét trinh

- Thao luan & tranh luan

- Lam viéc nhém

- Tu hoc, tu nghién ctru

Ma trén lién két gitra Chuan diu ra véi phuwong phap hoc tip

i — N ™ <t o © ™~ @

Phwong phap hoc @) @) O O @) @) @)

tap - - - _ —J — 4

: O] Ol 0o 0] O] O 0| O

Nghe giang X | X | X X

Tllao luan & tranh X X X X X X X
luan

Lam viéc nhom X X X X X X 1 X

Thuyét trinh X X X X X

D?c va tom tat tai X X X
liéu

Ty hoc, tir nghién X | X | X | X | X | X | X ]| X
curu

10. Nhiém vu cta sinh vién
Goiy:
- Chudong td chure thuc hién gi0 tu hoc.
- Tham gia day du cac gio 1én 16p va gid thuyét trinh (sinh vién chi duoc vang
mat to1 da 20% thoi gian 1€n 16p cua hoc phan).
- Poc tai liéu tham khao bt budc va bd trg do giang vién gidi thiéu.
- Hoan thanh day du cac bai tip ca nhan, bai tap nhom.
- Tham gia ky thi ky thi giita khoa va két thiic hoc phan.
11. Thang diém danh gia: Diém danh gia qua trinh va diém thi két thic hoc phan
dugc cham theo thang diém 10 (tir 0 dén 10), 1am tron dén 1 chit s6 thap phan.
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12. Phwong phap kiém tra, danh gia két qua hoc tap
Sinh vién dugc danh gia két qua hoc tap trén co so hai diém thanh phan nhu sau:
1. Piém danh gid qud trinh: trong sé 40% bao gom:
a. Diém chuyén can: 10, trong s6 10%
b. Diém tham gia hoat dong trén 16p va ngoai 16p: 10, trong s6 15%
c. Diém kiém tra giita khoa: 10, trong s6 15%
Hinh thirc kiém tra: thuyét trinh nhom va tiéu luan téng hop cho ting chuyén
de.
2. Diém thi két thiic hoc phan: trong so 60%
Hinh thirc thi: Viét tiéu lugn.

Ma trin quan hé giira Chuan dau ra va phwong phap kiém tra, danh gia

— AN o < Lo O N~ (0]

Hinhthicdinhgia | S | 91 91 91 91 9] 9 9
O O O O Oo| ol o] o

Tric nghiém X X X X X X | X
Tiéu Luan X X X X X | X | X | X
Thuyét Trinh X X X X X | X | X | X
Qua Trinh hoc X X X X X | X | X | X

13.Tai liéu phuc vu cho hoc phan
13.1. Tai liéu chinh

1. Lewicki, R.J., Barry, B., & Saunders, D.M. (2015). Essentials of Negotiation,
(6th edition). New York, Mc-Graw-Hill.

13.2. Tai liéu tham khao

1. Siedel, G. (2014). Negotiating for Success: Essential Strategies and Skills. LLC
at Smashwords, Van Rye Publishing.

2.Jung, S. & Krebs, P. (2019). The Essentials of Contract Negotiation.
Switzerland, Springer Nature.

TP.H6 Chi Minh, ngay ... thang ... nam ... .......

Duyét Truéng Bo mon Giang vién bién soan
(Ky va ghi ro ho tén) (Ky va ghi ro ho tén)
NGO HUE NGHI
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