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  2. Pre-Requisites
Not established

  3. Justification in the curriculum, relation to other subjects and to the profession

The subject is the result of the reflection carried out within the Degree in Labor Relations to fulfill the objectives of the curricular adaptation and initiate in the
student the joint complementation of the competence for the handling and solution of conflicts and the communicative competence. The development of
alternative mechanisms to the solution of conflicts, contemplated and located in the context of a new Constitutional State of Law, every day acquires greater
validity in the interdependence of all the people in both the private and the public scenario.From this continuous interdependence and interrelation of man in his
social life and by the diversity of cultures, conceptions, universes, values ¿¿and roles arise differences, eventualities, problems and conflicts that, if not having the
understanding of tolerance and the understanding of the other as a person unique and irreplaceable, it would entail the loss of the best opportunity to solve them.

Once the conflict was born, a new and own scenario was born so that the related parties had the opportunity not only of their solution but also of change, growth
and learning. Our daily life has implicit the conflict and nevertheless, often we do not have well focused its nature so the attitudes developed in such situations
either as a Graduate or as parties involved, do not always allow us to be proactive and effective in their solution, confident perhaps in the final framework of the
law, forgetting that procedural dogmatic is blind to the interactive aspects of the conflict.

The present justification is based on the theoretical and practical training in negotiation and conflict resolution strategies, with the most advanced techniques in
our environment so that future graduates can have a new approach to the conflict and, most importantly, can have a strategic baggage and an effective tool in the
approach of the bottom solution and take maximum advantage of what the very opportunity of the conflict means.

This subject is not only a basic point for the formation of future Graduates in Labor Relations, but also a necessary training for the citizens of a country on which
all sorts of everyday conflicts of some complexity hover.

 

  4. Degree competences achieved in this course
Course competences
Code Description
E11 Ability to recognize bargaining situations, analyze them in each case and detect their strategic structure.

G01
Ability to seek, analyze and summarize information allowing to establish arguments and make judgments in the different areas of
professional activity.

G02 Ability to present and defend, orally and/or in writing, issues or topics related to their specialty.

G03
Capacity for continuous, self-directed and autonomous learning, which allows them to develop learning skills necessary to undertake
further studies with a high degree of autonomy.

G05 Ability to understand general information in a foreign language, using frequently used expressions.

  5. Objectives or Learning Outcomes
Course learning outcomes
Description
Familiarity with basic negotiation techniques and strategies.
Additional outcomes

  6. Units / Contents
 Unit 1: The conflict
         Unit 1.1  Definition, perspectives and conflictual typology.
         Unit 1.2  Social mechanisms of conflict resolution.
         Unit 1.3  Static of the conflict: special analysis of the actors



         Unit 1.4  Dynamics of conflict.
 Unit 2: Negotiating situations as strategy games.
         Unit 2.1  Strategic interdependence.
         Unit 2.2  The games: pure conflict, pure coordination, mixed.
         Unit 2.3  Dominant and dominated strategies
         Unit 2.4  Dilemmas of the prisoner and the negotiator
         Unit 2.5  Practical cases.
 Unit 3: The starting point of a negotiation.
         Unit 3.1  The bargaining set
         Unit 3.2  Reserve value and bargaining power.
         Unit 3.3  Practical cases.
 Unit 4: Competitive negotiation I
         Unit 4.1  Strategic movements: explicit negotiation and tacit negotiation
         Unit 4.2  Opening strategies: Auto-readings, anchoring effect, first offer.
         Unit 4.3  Communication management. Coordination of expectations: focal points
         Unit 4.4  Practical cases.
 Unit 5: Competitive negotiation II
         Unit 5.1  Manipulation of perceptions: 1. Deception and dirty tricks 2. Sequences of concessions 3. practical cases
         Unit 5.2  Submission models: 4. Hostage-taking and temporary costs 5. Unconditional moves: threats, promises and strategic commitments
         Unit 5.3  Practical cases.
 Unit 6: Integrative negotiation.
         Unit 6.1  The conditions for stable cooperation
         Unit 6.2  Integrating and value creation procedures. Negotiation for interests. The Harvard method.
         Unit 6.3  Instruments and logical resources of allocation and fair and efficient distribution ("fair share" and optimization of bargaining packages).
         Unit 6.4  The assisted negotiation: Intervention of impartial third parties in the management and resolution of conflicts (conciliation, mediation, arbitration
and mixed procedures)
         Unit 6.5  Practical cases.

  7. Activities, Units/Modules and Methodology

Training Activity Methodology
Related Competences
(only degrees before RD
822/2021)

ECTS Hours As Com Description

Class Attendance (theory) [ON-
SITE]

Lectures G01 2.4 60 Y N

Practicum and practical activities
report writing or preparation [OFF-
SITE]

Case Studies G02 1.7 42.5 Y N

Writing of reports or projects [OFF-
SITE]

Problem solving and exercises G03 1.8 45 Y N

Final test [ON-SITE] 0.1 2.5 Y Y

Total: 6 150  
Total credits of in-class work: 2.5 Total class time hours: 62.5

Total credits of out of class work: 3.5 Total hours of out of class work: 87.5
As: Assessable training activity
Com: Training activity of compulsory overcoming (It will be essential to overcome both continuous and non-continuous assessment).

  8. Evaluation criteria and Grading System

Evaluation System
Continuous
assessment

Non-
continuous
evaluation*

Description

Self Evaluation and Co-evaluation 30.00% 0.00%

Final test 70.00% 100.00%

Total: 100.00% 100.00%  
According to art. 4 of the UCLM Student Evaluation Regulations, it must be provided to students who cannot regularly attend face-to-face training activities the
passing of the subject, having the right (art. 12.2) to be globally graded, in 2 annual calls per subject , an ordinary and an extraordinary one (evaluating 100% of
the competences).

  9. Assignments, course calendar and important dates
Not related to the syllabus/contents
Hours hours

Unit 1 (de 6): The conflict
Activities Hours
Class Attendance (theory) [PRESENCIAL][Lectures] 18
Practicum and practical activities report writing or preparation [AUTÓNOMA][Case Studies] 4
Writing of reports or projects [AUTÓNOMA][Problem solving and exercises] 4

Unit 2 (de 6): Negotiating situations as strategy games.
Activities Hours
Class Attendance (theory) [PRESENCIAL][Lectures] 18
Practicum and practical activities report writing or preparation [AUTÓNOMA][Case Studies] 4



Writing of reports or projects [AUTÓNOMA][Problem solving and exercises] 4

Unit 3 (de 6): The starting point of a negotiation.
Activities Hours
Class Attendance (theory) [PRESENCIAL][Lectures] 16
Practicum and practical activities report writing or preparation [AUTÓNOMA][Case Studies] 5
Writing of reports or projects [AUTÓNOMA][Problem solving and exercises] 5

Unit 4 (de 6): Competitive negotiation I
Activities Hours
Class Attendance (theory) [PRESENCIAL][Lectures] 16
Practicum and practical activities report writing or preparation [AUTÓNOMA][Case Studies] 4
Writing of reports or projects [AUTÓNOMA][Problem solving and exercises] 4

Unit 5 (de 6): Competitive negotiation II
Activities Hours
Class Attendance (theory) [PRESENCIAL][Lectures] 16
Practicum and practical activities report writing or preparation [AUTÓNOMA][Case Studies] 4
Writing of reports or projects [AUTÓNOMA][Problem solving and exercises] 4

Unit 6 (de 6): Integrative negotiation.
Activities Hours
Class Attendance (theory) [PRESENCIAL][Lectures] 16
Practicum and practical activities report writing or preparation [AUTÓNOMA][Case Studies] 4
Writing of reports or projects [AUTÓNOMA][Problem solving and exercises] 4

Global activity
Activities hours
Writing of reports or projects [AUTÓNOMA][Problem solving and exercises] 25
Class Attendance (theory) [PRESENCIAL][Lectures] 100
Practicum and practical activities report writing or preparation [AUTÓNOMA][Case Studies] 25

Total horas: 150
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