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-2 SWS, 3 ECTS

- Modus: Anwesenheitspflicht

- Unterrichtssprache: Englisch

- Teilnehmeranzahl: max. 50

- Jahresturnus (erstmals im Wintersemester 2009/10)

- Wahlfach aus der Vertiefung General Management fiir Masterstudien
aus:

066 482 Wirtschaftsingenieurwesen — Maschinenbau
066 939 Wirtschaftsingenieurwesen — Informatik
066 926 Wirtschaftsinformatik
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ea 4

Dnucken | Deutsch | Brghsh | Unks | Kontskt | FAQ Lehre | RSS

Studieren an der TU Wien - Umlassende Kompetenz vermitteln

Liwber Studieronde, lebe Studienintornssierte!

En Studssm an der TU Wien bedeutet die Vemuttiung enes broiten wverbunden mit der 2 fachiche

Spasiabsimrung 2u srlangen, fin scldas, an der Praci atientiertes Grundlagenweisen garantiert e FlasblLat, de di leberslangs Lamen erfondes . Din
g von n ufende wird an der TU Wien als wichibiges Knitenum zur Forderung des wissenschaftschen

Hathmuchias seachlat,

Soft Skills
Das Studenangebot vermittelt neben den technisch-naturwissenschaftichen Inhalten 3uch Kenntnisse auf wirtschafts- und sonalwissenachaftichem Gebiet
Duarubr Penduss wird das Lahrangubet durch eind biste Pakitts von Lahrvarsitaltungen auf dem Gebmt dar 5ot skills® (wes Fremdsprachan,
3 .} erweitart, Urser Bidungsangabot findet im In- und Ausland hohe Arerkennung. Wirtschaft und
nd ‘ wrfolgrach Studium e

Freiheit
v TU Wien batet den Studmrenden viel Frasheit. Deese Fraiheit sol de Verantwortung des/der Encelnen farderm, und 2war die Verantwertung sum Ervert
von Wissen watvend des Studums und wahrend des ganzen Lebens.

Zitat auf der HP der TU-Wien:

,,Das Studienangebot vermittelt neben den technisch-naturwissenschaftlichen
Inhalten auch Kenntnisse auf wirtschafts- und sozialwissenschaftlichem
Gebiet. Daruber hinaus wird das Lehrangebot durch eine breite Palette von
Lehrveranstaltungen auf dem Gebiet der "soft skills" [...]Jerweitert. [...] Unser
Bildungsangebot findet im In- und Ausland hohe Anerkennung. Wirtschaft
und offentliche Institutionen schatzen Absolventinnen der TU Wien als
Spezialistinnen und Flihrungskrafte.”
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Vermittlung von (1) Wissen & (2) Skills

, die es den Teilnehmerlnnen ermdglichen internationale
Verhandlungen mittels verschiedener Medien

(face-to-face vs. elektronisch unterstiitzt) erfolgreich
- vorzubereiten
- durchzufuhren, und zu

- analysieren
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Erfahrungsbasiertes Lernen

Ziele: - Herausforderung bereits existierender Vorstellungen
- Integration neuer Erkenntnisse
- Entwicklung neuer kognitiver Muster und Handlungsweisen

Tools: - strukturierte Erfahrung
- Reflexionsphase
- Generalisierung der Erfahrung durch Abstraktion
- Festigung durch weitere Erfahrung

Quelle: Saunder & Lewicki (2000), Susskind & Corburn (2000)
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Umsetzung des erfahrungsbasierten Lernens

1. Diskussion von theoretischen Konzepten & Case Studies
- Reale Verhandlungsfalle (GE-Hitachi etc.)
- Vortrage von Gastprofessoren (Prof. Schoop WS 2010/11)
- Tools: TUWEL

2. Anwendung des gelernten Wissens
- in-class Verhandlungen
- online Verhandlungen:
— 8 Partneruniversitaten aus 6 verschiedenen Landern

— Tools: elektronische Mediations- & Verhandlungsunterstlitzungssysteme
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Negoisst: - Entwickelt von Universitat Hohenheim
Fokus auf Kommunikationsunterstitzung

TO——— —

QO & ¢ 3 W © .

Back oW ptemus Sh:mI later Edit Answer this
message Preference Message
Model
Show Message Detail - Message ID: 1037 Agenda Importance of attributes
Sender: | Alpha Maria, Mihalits AG8 Alltems are rated |
2 v 4 Utility of this message: 55.0
Sent: | Sunday, December 13, 2009 10:24:29 AM CET Bestis 100 / Worst s 0
Title: | RE: RE: RE: RE: RE: offer
Action | Counteroffer = Joint Venture
Type: | Reply by proposing binding changes lo a previous offer or request < Basic Policy
All changes are reflected in a preliminary contract TRIE .
Receivers: Mihalits directors inboard [ _1_seats - |

Name Role Mihalits share of future revenue [percent] I 60.0
Yarmolenko Olga, Metallurg Technologies8 Negotiator < Contract

Duration of contract [years] |
Secrecy clause |ves =]
= < Ethics and legal

FE— Additional compensation Ukrainian workers [percent] [20.0

Court of jurisdiction | Germany -
1 didn't mean that the future revenue of the Blue Star engine is going to be —

80 million $ - | wrote that we had already invested 80 million $ concerning the < Finance
last years of R&D. Regarding the estimation of your finance department you | : [_
are going to invest 47,2 million $. Therefore i suggest a share of Mihaltis: 60 |= Payment of workers hired for the JV | HalfHaff —l

%, Metallurg 40%.

1 agree that both of us had made concession towards an agreement. 5‘
Especially the contract duration and the seats of board members are far
beyond the requirements, but we can accept it. This is my final offer towards
an agreement. Please let us know if you are going to establish the joint
venture with our company.

Regards,
Maria Alpha

Mihalits_directors_in_board _1_seats -
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Negoisst:

Entwickelt von Universitat Hohenheim

Fokus auf Kommunikationsunterstitzung

TO———

O & + 4 i

Back oW ptemus Sh:mI later Edit Answer this
message Preference Message
Model

Show Message Detail - Message ID: 1037

Sender: | Alpha Maria, Mihalits AG8
Sent: | Sunday, December 13, 2009 10:24:29 AM CET
Title: | RE: RE: RE: RE: RE: offer

Action | Counteroffer
Type: | Reply by proposing binding changes to a previous offer or request
All changes are reflected in a preliminary contract
Receivers:

Name Role
Yarmolenko Olga, Metallurg Technologies8 Negotiator

9 3

Dear Olga Yarmolenko,

1 didn't mean that the future revenue of the Blue Star engine is going to be
80 million $ - | wrote that we had already invested 80 million $ concerning the
last years of R&D. Regarding the estimation of your finance department you
are going to invest 47,2 million $. Therefore i suggest a share of Mihaltis: 60
%, Metallurg 40%.

1 agree that both of us had made concession towards an agreement.
Especially the contract duration and the seats of board members are far
beyond the requirements, but we can accept it. This is my final offer towards

Regards,
Maria Alpha

an agreement. Please let us know if you are going to establish the joint
Mihalits_directors_in_board _1_seats j

venture with our company.
VU International Negotiations

Agenda

All tems are rated |
Utility of this message: 55.0
Bestis 100/ Worstis 0

Importance of attributes

= Joint Venture

= Basic Policy
Mihalits directors inboard [ _1_seats - |
Mihalits share of future revenue [percent] I 60.0

= Contract
Duration of contract [years] |
Secrecy clause | yes|~|

= Ethics and legal
Additional compensation Ukrainian workers [percent] | 200

Court of jurisdiction | Germany -
= Finance
Payment of workers hired for the JV | HalfHalf - |

0
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['main | ["status | ["Help | [ contactus |

Inspire:

View history

B Cron Sart (Cypress Inc.)
B Mars Taman (Itex Inc.)

Your rating

10 Bl
12

.

T T T L T T 1
1“10 1110 1M1 11411 1111 112 1112 1113

Time

T T -
1913 1114 1114

History of Offers and Messages
Nars Taman (Itex Inc.) accepted this offer

Cron Sart (Cypress Inc.)'s(your) offer:

Let's finalize it with that offer, I

Issue Option guess it's fair for the both of us :)
Price 4.05%
I am from Canada, and you ?
Delivery | 60 days
Payment | 40 days after delivery
Returns | 5% Defects and no Penalty

Your rating of this offer: 60

VU International Negotiations

: .
‘ - Entwickelt von Concordia

University

- Fokus auf rationale
Entscheidungsunterstitzung
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| main | [“status | ["Help | [ Contactus |
/ﬁew history \

- Entwickelt von Concordia
2 omsmonen University

. "’\ - Fokus auf rationale
& 2 ET . .
: " Entscheidungsunterstitzung

Inspire:

Your rating

10 Bl

(5]
1] T T T T T T T T L -
1‘)10 11110 1M1 1111 1M1 1M2 1112 1MH3 1113 1114 1114
Time
N—

History of Offers and Messages
Nars Taman (Itex Inc.) accepted this offer
Cron Sart (Cypress Inc.)'s(your) offer:

Let's finalize it with that offer, I
Issue Option guess it's fair for the both of us :)

Price 4.05%

I am from Canada, and you ?
Delivery | 60 days

Payment | 40 days after delivery

Returns | 5% Defects and no Penalty

Your rating of this offer: 60
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VienNA: - Entwickelt von TU Wien
- Fokus auf Flexibilitat in Verhandlungen

iscuss what "fairness" means to you and the other -
ide. Aim for an agreement that is fair for both sides. I
ou may suggest, first, an exchange about how each of
u defines the concept. Then, using these definitions,

k what a fair agreement might be. For example, what
comes on al the issues would be considered fair?
hese might consist of compromises on some issuUes

% split on ownership) and akernating between each
rgainer's preferred position on different issues (80/20
it on ownership as desired by company X; court of
jlirisdiction in country Y as preferred by company Y). By =
ifcorporating elements of both parties” positions, the -
reement may be regarded as being fair.

You i Fair
capitulate jree agreement

No

agreement

Mihalits

No Opponent

Impasse agreement capitulates

Increased Flexibility —— 100%

Ik about what you both regard as the universal
uiding norms for negotiation. Try to form your
guments rationally, in terms of these norms. An
ample of a norm is the principle of equality. If both
argainers agree that this should be a guiding principle,
then, give an example of a package that reflects it: for
example, the package may be a result of an equal L.
number of concessions made by both bargainers across al
the issues. Another example is the princple of equity or
proportionality. An example of a proportional package
would take into account relative strengths and inputs of
the two parties. Company X (in country X) may be in a
better financial position than company Y (in ). If so, then
it could make a larger investment in the project which
would, in turn, justify a larger share of the ownership.

Crarific crointns laiie far avaminla can mala F nacaccans

\ 0% Increased Flexibility — 100%
Metal lurg

-
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Umsetzung des erfahrungsbasiertes Lernen

3. Nachbesprechungen: Gemeinsames Erortern der
Erfahrungen von online & in-class Verhandlungen. (Was ist
passiert? Und warum?)

4. Individuelle Reflexion: Learning Journal (individuelles
Medium zur Reflexion der durchgefiihrten/analysierten
Verhandlungen und Verbindung mit Theorie)
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Strukturierte Erfahrung Generalisierung durch Abstraktion

Reflexion
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1. Studientechnisch: Pflicht-LV im Master WInf

2. Konzeptionell: Verstarkter Einsatz von neuen Medien
(speziell von Videokonferenzen) fir

— Weitere Gastvortrage

— Durchfuhrung und Aufzeichnung von Verhandlungen

VU International Negotiations = ELI 2011 15




TECHNISCHE
UNIVERSITAT

WIEN

Vienna University of Technology

Vielen herzlichen Dank fir lhre Aufmerksamkeit!

<

3 |
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