
 

 

SYLLABUS 

Business Negotiation in a Sustainable Context 

Academic year 2025-2026  
 

1. Information regarding the program 

1.1. Higher education institution Universitatea Babeș Bolyai 

1.2. Faculty Business 

1.3. Department Hospitality Services 

1.4. Field of study Business Administration 

1.5. Study cycle Master 

1.6. Study programme/Qualification Business Administration in Hospitality and International Tourism / Master 

1.7. Form of education Full time 

 

2. Information regarding the discipline 

2.1. Name of the discipline Business Negotiation in a Sustainable Context Discipline code IME0082 

2.2. Course coordinator Prof. PhD Dacinia Crina Petrescu 

2.3. Seminar coordinator PhD Daniel Malutan 

2.4. Year of study II 2.5. Semester 3 2.6. Type of evaluation E 2.7. Discipline regime Compulso
ry 

 

3. Total estimated time (hours/semester of didactic activities) 

 
4. Prerequisites (if necessary) 

4.1. curriculum - 

4.2. competencies - 

 
5. Conditions (if necessary) 

5.1. for the course Classroom with videoprojector, computer 

5.2. for the seminar /lab activities Classroom with videoprojector, computer 

 
  

3.1.  Hours per week   3 of which: 3.2 course 2 3.3 seminar/laboratory 1 

3.4.  Total hours in the curriculum 42 of which: 3.5 course   28 3.6 seminar/laborator 14 

Time allotment for individual study (ID) and self-study activities (SA) hours 

Learning using manual, course support, bibliography, course notes (SA) 32 

Additional documentation (in libraries, on electronic platforms, field documentation) 32 

Preparation for seminars/labs, homework, papers, portfolios and essays  32 

Tutorship  2 

Evaluations 2 

Other activities:  8 

3.7.  Total individual study hours 108 

3.8.  Total hours per semester 150 

3.9.  Number of ECTS credits 6 



 

 

6.1. Specific competencies acquired  
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•  C 2 Advanced knowledge of concepts, techniques, and methods used in the scientific and applied research 

specific to the hospitality and tourism sector 
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• CT1 Use of professional ethics standards and values specific to the field of hospitality and tourism 

 

6.2. Learning outcomes 

K
n

o
w

le
d

ge
 

The graduate has in-depth knowledge regarding: planning and organization of human, material and financial 

resources; employee motivation; control of the activities carried out; customer relationship management of 

hospitality companies 

• The graduate acquires fundamental knowledge regarding the definition, typology, and principles of 

negotiation in a sustainability context and understands the factors influencing the development of 

negotiation processes.  
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The graduate has an increased ability to use complex techniques and tools for analyzing the organizational 
environment, in order to adapt the company to the identified requirements and challenges; the graduate is 
able to analyze complex contexts and can identify, recommend and implement advanced strategies, techniques 
and methods for solving problems related to business administration. 

• The graduate develops interpersonal communication and negotiation skills and abilities in order to 
effectively manage interactions with business partners and other stakeholders.  
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• The graduate is able to perform complex professional tasks, in conditions of autonomy and 
professional independence. 

 

7. Objectives of the discipline (outcome of the acquired competencies) 

7.1 General objective of the 
discipline 

• The course aims to provide students with the theoretical foundation to understand 
the nature and structure of negotiation and to improve their practical skills with 
the aim of becoming better negotiators, also taking into account the principles of 
sustainable development. 

•  



 

 
7.2 Specific objective of the 
discipline 

• Present the sustainable development concept.  
• Present the need, role, and constraints of sustainable development in business. 
• Present the essential communication skills necessary for negotiation. 
• Analyze constructive methods of conflict management in negotiation. 
• Present types of negotiators and negotiation styles. 
• Present and analyze the negotiation strategies.  
• Present and analyze negotiation tactics. 
• Present the negotiation stages, negotiation plan, and negotiation analysis 

framework. 
• Present essential elements for negotiation. 
• Present alternative conflict resolution methods. 

•  

 

8. Content 

8.1 Course Teaching methods Remarks 

Basic concepts related to the environment and 
sustainable development 

Interactive presentation, PPT presentation, 

student participatory presentation through the 

analysis of applied course assignments 

1 course 

Major current problems related to the environment - 
climate, biodiversity, waste, resources 

Interactive presentation, PPT presentation, 

student participatory presentation through the 

analysis of applied course assignments 

2 courses 

The use and necessity of negotiation in business and 
the connection to sustainable development 

Interactive presentation, PPT presentation, 

student participatory presentation through the 

analysis of applied course assignments 

1 course 

Essential communication skills necessary for 
negotiation 

Interactive presentation, PPT presentation, 

student participatory presentation through the 

analysis of applied course assignments 

2 courses 

Constructive Conflict Management in Negotiation; 
Types of Negotiators and Negotiation Styles 

Interactive presentation, PPT presentation, 

student participatory presentation through the 

analysis of applied course assignments 

2 courses 

Negotiation Stages. Negotiation Plan. Negotiation 
Analysis 

Interactive presentation, PPT presentation, 

student participatory presentation through the 

analysis of applied course assignments 

1 course 

Negotiation Strategies 
 

Interactive presentation, PPT presentation, 

student participatory presentation through the 

analysis of applied course assignments 

1 course 

Negotiation Tactics Interactive presentation, PPT presentation, 

student participatory presentation through the 

analysis of applied course assignments 

2 courses 

Elements Essential to Negotiation. Alternative Dispute 
Resolution 

Interactive presentation, PPT presentation, 

student participatory presentation through the 

analysis of applied course assignments 

1 course 

Synthesis of presented notions Interactive presentation, PPT presentation, 

student participatory presentation through the 

analysis of applied course assignments 

1 course 
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8.2 Seminar / laboratory Teaching methods Remarks 

Basic concepts related to the environment and 
sustainable development 

Exemplification, analysis, case studies  
1 hour  

Major current problems related to the environment - 
climate, biodiversity, waste, resources 

Exemplification, analysis, case studies  
2 hours  

The use and necessity of negotiation in business and 
the connection to sustainable development 

Exemplification, analysis, case studies  
1 hour  

Essential communication skills necessary for 
negotiation 

Exemplification, analysis, case studies  
2 hours  

 Constructive Conflict Management in Negotiation; 
Types of Negotiators and Negotiation Styles 

Exemplification, analysis, case studies  
2 hours 

Negotiation Stages. Negotiation Plan. Negotiation 
Analysis 

Exemplification, analysis, case studies  
1 hour  

Negotiation Strategies 
 

Exemplification, analysis, case studies  
1 hour  

Negotiation Tactics Exemplification, analysis, case studies  2 hours 

Elements Essential to Negotiation. Alternative Dispute 
Resolution 

Exemplification, analysis, case studies  
1 hour  

Synthesis of presented notions Exemplification, analysis, case studies  1 hour  
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9. Corroborating the content of the discipline with the expectations of the epistemic community, professional 
associations and representative employers within the field of the program 

• The discipline content is consistent with what is being taught in other universities at home and abroad. In order 
to adapt it to the labour market requirements, there were held meetings with business representatives 

 
10. Evaluation 

• The same evaluation criteria are maintained for all exams sessions. The components of the evaluation process 

carried out during the semester cannot be recovered/redone in the examination sessions. 

• To be able to accumulate the points obtained during the semester, it is mandatory to obtain a minimum of 5 

(five) in the final exam (written/oral). 

Activity type 10.1 Evaluation criteria 10.2 Evaluation methods 
10.3 Percentage of final 
grade 

10.4 Course 

Knowledge of the presented 

theoretical concepts  
Project (Exam session) 60% 

Correct application of theory 

to practice 

10.5 Seminar/laboratory 
Correct resolutions of 

exercises, case studies, 

assignments  

Assignments during the 

semester (Evaluation 
during the semester, at 
the dates established by 
the seminar coordinator) 

40% 

10.6 Minimum standard of performance 

•  Knowledge of the basics of negotiations and sustainable development. 

 

11. Labels ODD (Sustainable Development Goals) 
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