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Purpose of education:
1. Description and aims

The course aims to develop students' communication skills to support them in effective leadership. This
course will integrate fundamental behavioural and social sciences insights to provide students with a
coherent set of techniques to communicate effectively, inspire collaboration, navigate complex
team/organizational dynamics, and influence meaningful change within the organization. In addition to
deepening students' communication and leadership competence, this course will also build their
confidence.

An essential objective of this course is to link theory to practice because effective leadership requires
theoretical background and wise application. The course will focus on the most important communication
competencies that aspiring managers and leaders need, like self-awareness, emotional intelligence and
interpersonal skills, communication skills, collaboration in teams, conflict management, constructive
feedback, motivation, and negotiation.

Additionally, the objectives are to improve knowledge about intercultural business communication,
emphasize intercultural business talks, develop skills in identifying pitfalls in cross-cultural
communication, and avoid misunderstandings and conflicts through cultural intelligence.

2. Intended Learning Outcomes (ILOs)

Upon the successful completion of this course, students should be able to:

1. communicate intentionally and strategically in daily interactions to align their goals to outcomes and
tailor messages to various audiences to maximize impact (PILO 6, 7, 8)

2. contribute positively to the group (team) working through communication, and apply the theories of
group dynamics; (PILO 2,6 )

3. distinguished the different types of interpersonal conflict and use the type-appropriate conflict
resolution practices (PILO 6, 7, 8)

4. examine their influence through communication and relationship building, and understand the ethical
aspect of behaviour (PILO 7,8)

5. make appropriate preparations for managing intercultural business situations, especially business
negotiations with counterparts from other cultures, and for continuous improvement of their cultural
intelligence (PILO 4)

6. will be able to understand how culture impacts communication and how intercultural communication
works (PILO 7)
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7. understand the role of values and attitudes in assertive communication and active listening (PILO 4)
8. present their ideas effectively (PILO 4)

9. use and combine effectively the different methods used for argument and debate with peers (PILO 4)
10. understand how their personality, motivation, responsibility and aims could influence the success of
their organization and environment (PILO 8)

Contents:

The nature and the goals of leadership communication in general and intercultural environments.
The different aspects of leadership communication: goals, audience, style, attitude, methods, tools
Oral and non-verbal communication patterns

. The different communications attitudes: aggressive, submissive, and assertive. Assertive
communlcatlon the approach and the tools

5. Trustbuilding with communication. The importance of self-regard and self-awareness in communication
6. Trustbuilding with communication. Social skills, empathy, and active listening in leadership

7. Communication is crisis situation

8. How to motivate through communication? Principles of influence and persuasion. Giving constructive
feedback

9. Managing interpersonal conflict

10. Intercultural negotiation process. Persuasion

11. Intercultural negotiation components. The great negotiator. Development of Negotiation skills

12. Presentations
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