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І. ANNOTATION 
 
The course focuses on trade negotiations with their areas of agreements, communication strate-

gies and common business objectives. The course prepares students to use negotiation strategies in order 
to improve their business success at European and global levels. As effective negotiators, students must 
acquire the knowledge and skills to analyze different trade issues and to determine the interests of each 
party into WTO negotiations. Upon completion of the course, students should be able to critically ana-
lyze trade policies, evaluate opportunities for political and trade negotiations, make appropriate deci-
sions and recommendations. 

The course aims to develop digital and technology-based competence, active citizenship and en-
trepreneurial competence in students, as digital and technology-based competence helps to analyse da-
tabase, active citizenship competence helps to understand the legal and socio-economic effects of trade 
conflicts, and entrepreneurial competence is a necessary part of expanding their skills for conducting 
effective trade diplomacy at different levels of negotiations. 

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

 
No.  TITLE OF UNIT AND SUBTOPICS NUMBER OF HOURS 

  L S L.E. 
            Theme 1. FUNDAMENTALS OF TRADE NEGOTIATIONS 5 5  
1.1. Definition of trade negotiations    
1.2. Definition of trade diplomacy and international trade agreements    

 Theme 2. GEOCENTRIC TRADE NEGOTIATAION 
PROCESS 5 5  

2.1. Role of international trade    

2.2. Levels of negotiations: technological transfer, franchising, pro-
duction agreements, mergers, joint ventures    

 Theme 3. COMMUNICATION STRATEGIES IN TRADE 
NEGOTIATIONS. CROSS-CULTURAL SKILLS 5 5  

3.1. Negotiation strategies    
3.2. Trade negotiation style    

 Theme 4. DEVELOPMENT OF TRADE POLICIES 5 5  
4.1. Role of government and business    
4.2. Role of NGOs    

 Theme 5. ROLE OF WTO 5 5  
5.1. From GATT to WTO    
5.2. Settlement of trade disputes    

5.3.  Free trade agreement, regional trade agreement, trans-pacific 
partnership    

 Theme 6. TRADE POLICY AND POLITICAL 
NEGOTIATIONS 5 5  

6.1. Lobbying    
6.2. Trade conflicts and trade wars    

 Общо: 30 30  
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ІІІ.  FORMS OF CONTROL 
  

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

 
1. Midterm control   
1.1. Project 1 50 
1.2. Case study 1 30 
1.3. Presentation 1 30 

Total midterm control: 3 110 
2. Final term control   
2.1. Examination (test) 1 70 

 Total final term control: 1 70 
 Total for all types of control: 4 180 
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