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	Type


	Semester
	ECTS
	Code

	
	ELECTIVE (E)


	3
	4
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	Course Lecturer
	Prof. dr. Visar Hoxha

	Course Assistant
	

	Course Tutor
	

	Aims and Objectives
	The main aim of this subject is to to create an understanding of leadership and negotiation with a focus of a lawyer as an individual leader and his or her actions. Both the development of different traditional perspectives on leadership and contemporary and critical perspectives are central to this course. The student should develop an understanding of the relationship between decision-making, negotiation strategies and how a leader is perceived. Ethics and power are important aspects in this course.

	Learning Outcomes
	Upon completion of this module, students shall be able to:
· explain and review different theories and theoretical perspectives in leadership and negotiation, as well as models that describe how leaders are perceived (leadership style),

· analyse a leader's decision-making and role in negotiations especially that of the lawyer in legal disputes and trials;
· Apply leadership and communication skills to boost performance and achieve attorney and law firm objectives.
· communicate central concepts for the course both orally and in writing.
 

	Course Content
	Course Plan
	Week

	
	Introduction to course
	1

	
	Leadership Framing
	2

	
	Strategic Leadership 
	3

	
	Leadership Decision Making
	4

	
	Leadership Skills
	5

	
	Leadership traits
	6

	
	Review exam on leadership
	7

	
	Preparing negotiation
	8

	
	Negotiation Framework
	9

	
	Negotiation Strategy & Style
	10

	
	Culture & Tactic of negotiation
	11

	
	Guest speaker from industry 
	12

	
	Negotiation in trials and disputes
	13

	
	Final Case Study Exam
	14

	
	Negotiation simulation
	15

	Teaching/Learning Methods
	Teaching/Learning Activity
	Weight (%)

	
	1. Lectures
	20%

	
	2. Exercises
	20%

	
	3. Case studies 
	20%

	
	4. Class Discussion/Group Work
	20%

	
	5. Coursera Leadership and negotiation videos
	20 %

	Assessment Methods
	Assessment Activity
	Number
	Week
	Weight (%)

	
	1. Review
	1
	7
	30 %

	
	2. Negotiation simulation
	1
	15
	20 %

	
	3. Case study examination
	1
	14
	40 %

	
	4. Attendance 
	15
	1-15 
	10 %

	
	
	
	
	

	Course resources
	Resources
	Number

	
	1. Lectures
	1

	
	2. Videos
	1

	
	3. Case studies
	1

	
	4. Simulation 
	1

	
	5. Projector
	1

	
	6. Coursera
	1

	ECTS Workload
	Activity
	Weekly hrs
	Total workload

	
	· Lectures
	2
	24

	
	· Review preparation
	1
	7

	
	· Negotiation simulation role-play preparation
	2
	28

	
	· Independent study
	2
	26


	
	· Exam preparation 

· Exams                        
	1
1
	13

2
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	Contact
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