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1 Module content  
Course MA in InterCultural Management (ICM) - 1st year 

University, Faculty University of Burgundy, Languages and Communication 
Faculty 

Module title Negotiation Techniques 

Lecturer Alexander Frame 

Objectives This module introduces the students to the theory and 
practice of negotiation techniques, applied to various 
professional settings. Students get a chance to learn 
through practice, thanks to a range of negotiation 
exercises during which they test out techniques and 
then analyse them theoretically. 

Number of hours 6 

Semester First 

Number of students Around 40 

 

2 Evaluation 
Evaluation methods Continuous assessment (CC) 

Weighting 100% 

Examination types Exercises / written evaluation. 

 

3 Teaching methods 
Pedagogy Lectures and interactive classes 

Teaching activities Lectures, role-playing, discussions … 

 

  



Course Syllabus: MA in InterCultural Management (ICM) 

Alex Frame | Negotiation Techniques 2 

4 Program 
 

1. Negotiation Theory and exercises 

2. “Intercultural” Negotiations 

3. Negotiation role-playing 
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