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School of Technology and Management 
Course Unit Syllabus  
 
Level of qualification:  
First cycle (EQF level 6) - Bachelor 
Study cycle:  
Tourism 
 

Course Unit: 925450 – Negotiation Techniques in Tourism 

Year 3 Semester 6 ISCED Code: 0410 ECTS: 3,0 

 
Tipe of Course Unit: Compulsory 

 

 
Delivery Mode: Face-to-face 

 

 
Language of Instruction: Portuguese  

 

COURSE COORDINATOR: Pedro Manuel Mendonça da Silva Cravo 

HOURS OF WORK 

TOTAL 
HOURS 

Contact Hours 

Hours in 
autonomous 

work Theory 
Theory and 

practice  

Practical 
and 

laboratory 
work 

Field 
work 

Seminar 
Internsh

ip 
Tutorial 

guidance  
Other 

75       40                                     35 

 
Prerequisites (if applicable): n.a. 
 

LEARNING OUTCOMES (knowledge, skills and competence) 

Understand the main characteristics of the negotiating processes; Know the main qualities of a negotiator (leadership, flexibility, 
creativity, strategic vision, ethical values, …); Master the field of negotiation techniques of company's internal level with co-
workers and managers from other department; Master negotiating techniques in cases of buying and selling tourism services; 
Know the main negotiating mistakes and how to overcome them. 

CONTENTS 

1. Basic concepts, principles and negotiation styles 

2. The profile, the qualities and postures of negotiators; 

3. Managing the negotiation process at the tourist company: planning, organization, direction and evaluation of internal levels 
business actions (hiring in wages; interdepartmental relations) and external (buying and selling tourist services); 

4. Negotiating mistakes, consequences and how to avoid them. 

DEMONSTRATION OF THE CONTENTS COHERENCE WITH THE COURSE UNIT’S LEARNING OUTCOMES 

Of the five main objectives of the unit, the first (understanding of the key characteristics of business processes) is achieved by 
point 1 of the syllabus (concepts, principles and styles of trading). The second objective (knowledge of the main qualities of a 
negotiator) is achieved with point 2 of the syllabus (profile, qualities and attitudes of the negotiating agents). The third and fourth 
objectives (skills in dealing internally with the company's employees and officials of other departments; field of negotiation 
techniques in situations of purchase and sale of tourist services) are developed in point 3 of the syllabus (the management of 
negotiation process in the tourist business: planning, organizing, directing and evaluating the negotiation actions, internally and 
externally). The fifth objective (knowledge of the major negotiating mistakes and how to overcome them) is achieved by point 4 of 
the syllabus (negotiating mistakes, consequences and how to avoid them). 

TEACHING METHODOLOGIES 

Use of expository and interactive methods, using information and communication technologies; Practical exercises in classroom, 
as a team and individually; Conducting simulations of negotiating situation; Seminars with external entities. 

DEMONSTRATION OF THE COHERENCE BETWEEN THE TEACHING METHODOLOGIES AND THE LEARNING 
OUTCOMES 

All learning outcomes of the course are explored through an assignment that consists of an analysis of negotiation situations. 
Beyond this practical component, these goals are consolidated by theoretical lectures as well as through discussions and 
problem solving in the classroom and individual tests. As a tool to support the application of these methodologies the e-learning 
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platform "Moodle" is used. 

EVALUATION METHODS 

System of continuous assessment with no exams. All students, whether ordinary or student workers, are subject to the following 
assessment scheme: 

• Individual written tests without consultation; 

• Assignment of research through the analysis of various aspects related to the negotiating techniques in tourism. The 
assignment will be presented in class and will involve delivering written reports of activities. 

MAIN BIBLIOGRAPHY 
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