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Module Aims 
 
This module will enable students to analyse the sources and potential continuation of conflict 
situations within a business context. In so doing, they will develop critical insight into the 
dynamics that operate between executive individuals and groups within and between 
businesses. 
Students will acquire a conceptual understanding of a process through which conflict may be 
resolved and will be empowered to practice the art of negotiation within a learning environment. 

 

 

 
Expected Learning Outcomes 
 
At the end of this module, students should be able to: 
 
Knowledge and Understanding: 
 

1. Accurately identify the key components of confrontations and different conflict styles. 
2. Effectively implement an interest based relational approach to conflict resolution. 
3. Achieve a collaborative resolution through negotiation, persuasion and agreement. 
4. Design and utilise effective negotiating strategies within a business context. 

 
Transferable/Key Skills and Other Attributes: 
 

 Use information and knowledge effectively in order to abstract meaning. 

 Solve complex problems using appropriate decision-making techniques. 

 Communicate effectively using listening, oral, written and media techniques. 

 Effectively use Communications Information Technology tools and packages. 

 Demonstrate effective performance within a team environment. 

 Select appropriate leadership styles for different situations. 

 Recognise and address ethical dilemmas and corporate social responsibility issues. 

 Manage creative processes, organise, synthesise and critically appraise. 

 
 

 
Assessment 
 
Assessments are designed to assess knowledge and understanding of key concepts and 
issues, to involve the exercise of critical judgement and to examine the student’s capacity to 
integrate theory and practice.  
 
Students are encouraged to review practice over a range of organisational contexts, showing 
awareness of their variety and will be expected to develop solutions to problems or answers to 
questions within to their own or other organisations. Students should demonstrate awareness 
of current thinking, research or best practice in support of their arguments and that their 
solutions can be implemented within organisations.   
 
The assignment might involve a negotiated activity/Problem-solving exercise: dealing with a 
dispute issue within the context of student’s organisation or a case study: identifying problems, 
evaluating and developing strategy, based on literature, research and best practice and the 
development of recommendations for improved organizational effectiveness. 
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Assessment  Learning 
Outcomes 
to be met 

Type of assessment Weighting Duration 
(if exam) 

Word count 
or equivalent 
if appropriate 

One 
 

1,2,3,4 Coursework 100%  2,000 - 3,000 

 
 
Learning and Teaching Strategies 
 
The teaching and learning strategy is one of continual interaction and mutual support within the 
classroom environment in which the students are expected to play a substantial role.  The 
supporting theoretical content will be delivered via lectures to provide a foundation for debate 
and critical discussion relating to contemporary issues in conflict management and negotiation. 
Formative self-assessment will be used at the start of each new topic of discussion followed by 
answers at the close in order to develop critical self-awareness and enhance effectiveness.  
 

 

 
Syllabus Outline 
 

1. Sources, origins and symptoms of business related conflict 
2. Developing relevant responses for negotiation 
3. Planning the negotiation process 
4. Active communication during negotiation 
5. Probing questions 
6. The challenge of emotion 
7. Multiparty negotiation 
8. The Art of Collaboration 
9. The Art of Compromise 
10. The four phase approach to negotiation 
11. Setting MIL objectives and developing a game plan 
12. Closing the negotiation 
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http://www.conflictmanagement.org/
http://www.conflictresearch.org.uk/

