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	I. Course Description

	International Relations Department 

	Name
	Negotiation Strategies in Latin America

	Hours 
	64 contact hours

	Credits
	4

	Professor
	Juan J. Harting

	Email
	jharting@uvm.cl


	II. Objectives

	1. Understanding the general business context in Latin America.
2. Understanding the communicational style in Latin America, and the application of it to the negotiation process.

3. Understanding the process development, from basic individual psychology to crisis management. 




	III.  Methodology 

	· Theoretical Reading 

· Practicing based on real cases analysis

· Testimonials


	IV.  Assessment

	Test 1

Test 2

Test 3

Final Exam


	
	20%

20%

30%

30%
	


	V. General rules

	· All students must attend at least 80% of all classes.
· All the subjects included in the course program are mandatory.


	VI. Content

	· 1. General business context in Latin America
· 2. Communicational style in Latin America

· 3. Psychology
· 3.1 Basic Concepts
· 3.2 Thought
· 3.3 Needs
· 3.4 Motivation
· 3.5 Emotion
· 3.6 Aggressiveness
· 3.7 Frustration

· 4. Team work
· 4.1 Managing a group
· 4.2 Individual management
· 4.3 The essential importance of diversity and group culture
· 5. Effective leadership
· 5.1 Strengthening the Emotional Intelligence 
· 5.2 Group enthusiasm  

· 5.3 Satisfaction of important psychological needs
· 5.4 Growth and development
· 5.5 Collaboration
· 6. Crisis Management
· 6.1 What is a crisis
· 6.2 How to avoid it
· 6.3 Getting prepared
· 6.4 Recognizing it
· 6.5 Contention
· 6.6 Resolution
· 6.7 Learning from a crisis



