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	Course Description Approximately 100 words: Everyone negotiates. Whether it is the scientist seeking research grants, the designer looking for a freelance assignment, the engineer discussing her first salary, or a team of entrepreneurs trying to secure financing for their new venture, all of these situations call for skills in persuasion and negotiation. All firms rise and fall with their sales, and most students at SSES partner schools will at some time find themselves in a negotiations and sales role; either as entrepreneurs in their own firms, or employed at e.g. biotechnology companies, creative firms or consulting firms. In addition, holding a management positions in any type of organization is essentially about the identification and resolution of conflicts, and doctors will find themselves dealing with reluctant patients refusing treatment which also requires an understanding of negotiation, mediation, and persuasion processes.
	Course Goals and Objectives Approximately 100 words: Negotiations and sales is here defined as the art and science of securing agreements between two or more interdependent parties. This course will (1) help students to understand the theory and processes of negotiations and sales in a variety of settings, (2) highlight the components of an effective negotiation, and (3) help students to analyze their own behavior in negotiations.
	Textbook Title Author Publisher Year of Publication etc: 1. Entrepreneurial Negotiation: Understanding and Managing the Relationships that Determine Your Entrepreneurial Success 1st ed. 2019 Edition by Samuel Dinnar 2. The Art of Startup Fundraising: Pitching Investors, Negotiating the Deal, and Everything Else Entrepreneurs Need to Know by Alejandro Cremades 
	Reference: 1.Know Your Entrepreneurial Self by Samuel DinnarLawrence Susskind. 2018
	Course Requirements and Grades: Assessment Methods and Weightings: 
1. Coursework- 50%
2. Exam - 50%
	Week 11: Know Your Entrepreneurial Self
	Week 12: Negotiation Training
	Week 13: Negotiation Simulations
	Week 14: Conclusion
	Week 1: Entrepreneurship: The Good, the Bad, and the Terrible
	Week 2: The Entrepreneurial World
	Week 3: When Entrepreneurs Negotiate
	Week 4: Negotiation terms 
	Week 5: Worst mistakes
	Week 6: Risk-taking
	Week 7: Leadership
	Week 8: Practitioner stories
	Week 9: Negotiation factors
	Week 10: Real Entrepreneurs Describe Their Mistakes


