Module designation

Business Negotiation and Advocacy (AGBP12)

Semester(s) in which the module

6" semester

is taught
Person responsible for the | Azhar
module
Language English

Relation to curriculum

Elective course

Teaching methods

lecture, lesson, case, presentation

Workload

= 100 minutes of lecture and discussion per week
= 120 minutes of structured tasks per week
= 120 minutes of independent activity per week

Credit points

2 (Lesson 2) = 3.2 ECTS

Required and recommended
prerequisites for joining the
module

Business Communication

Module objectives/intended
learning outcomes

1. Able to describe the concepts, principles, procedures of
business negotiation and advocacy.

2. Skilled in communicating, presenting and negotiating
business ideas and formulating them into a business contract
in a business contract.

3. Able to identify and analyze business problems and
formulate alternative solutions to problems in a business
negotiation and advocacy process a business negotiation
and advocacy process.

4. Able to demonstrate social network analysis and advocacy
impact map as an evaluation of the impact of business
advocacy impact.

Content

This course discusses the concepts, principles and procedures of
business negotiation and advocacy. Students identify and analyze
business problems and formulate alternatives in solving problems.

Exams and assessment formats

Case study, report and oral presentation

Study and examination
requirements

10 % participative activities
10% quizzes

20% course work

25% midterm examination
35% final examination
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