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The article describes a semester-long pilot course on negotiations taught to management majors at Baikal International Business
School. Drawing on frameworks like content-based instruction (CBI), ESP and Content and Language Integrated Learning (CLIL),
together with project-based learning (PBL) and real-world simulations, the author explores the benefits of integrating professional
training into language curricula. After detailing the negotiation course syllabus, the paper discusses the challenges faced by
sophomores and gives recommendations to improve it. Findings highlight enhanced soft skills like strategic, critical and creative
thinking, communication, spillover benefits to everyday interactions and potential business contexts, and improved student
motivation.
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raditional business education prioritizes
I technical competencies like financial modeling
and strategic analysis, yet employers
consistently highlight deficiencies in soft skills. To
illustrate, a 2023 World Economic Forum report
identifies critical thinking, problem-solving, and
emotional intelligence as top skills for future
employees, with communication topping the list [1].
Similarly, surveys from the Association to Advance
Collegiate Schools of Business (AACSB) reveal that
80 % of graduates struggle with workplace English
proficiency, leading to missed opportunities in
multinational settings [2]. Therefore, business
graduates should master not just discipline knowledge
but also the art of professional communication and
interpersonal dynamics.

English language classes, often positioned as
supplementary to core business curricula, hold
unlimited potential to bridge this gap by embedding
professional skills training. Integrating negotiation
skills, cultural competence, ethical issues and so on
into English instruction equips students not only for
corporate success but also for effective everyday
interactions. English classes, which use language as a
medium, offer a favorable environment to cultivate
these skills through role-plays, debates, and case
studies drawn from real-world business scenarios.
What is more, this integration addresses a pedagogical
imperative: English instructors, often undervalued in
business programs, can transform their classrooms
into hubs of holistic development. By aligning lesson
objectives with business outcomes, educators ensure
relevance  without diluting linguistic  goals.
Consequently, it is relevant to teach negotiation skills
as part of a business English course. The paper
discusses the outcomes of the undergraduates’
exposure to a negotiation course taught to 2nd-year
students of Baikal International Business school for a
semester.

Literature Review

Actually, the idea of content-based instruction
(CBI) is not new. Originating in the 1960s, it evolved
through English for Specific Purposes (ESP) in the
1980s-1990s in the United States and Content and
Language Integrated Learning (CLIL) in 1990s in
Europe. These frameworks were integrated steadily
into higher education as they leverage authentic
discipline content to enhance motivation, specialized
vocabulary acquisition, and simultaneous
development of language and critical thinking [3, 4].
For business students, CBI, ESP and CLIL foster
transferable competencies like negotiation through
experiential tasks, enhancing employability while
mirroring real-world communication demands.
Research confirms that CBI boosts retention and
autonomy, as learners actively use language as a tool
rather than an end goal. Obviously, these frameworks
position business content as the vehicle for language
acquisition, yielding practical application since they
prioritize the so-called 4Cs (Content, Communication,

Cognition, and Culture) and focus on «learning by
doing» rather than passive instruction.

This content-based approach encompasses an
experiential method, project-based learning (PBL),
which further amplifies benefits by simulating real-
world scenarios. Studies affirm PBL's efficacy in ESP
courses. Key studies highlight improved outcomes
when students actively design role-plays. For
example, Chi reports that implementing PBL in an
English for Business course boosted students'
autonomy, motivation, and field knowledge» [5].
Similarly, task-based learning in business ESP
develops confidence through simulated negotiations.

Beyond business applications, the acquired skills
foster lifelong adaptability. Professional English
training enhances active listening and persuasive
speaking and writing, which translate directly to
personal domains such as conflict resolution in
relationships, informed civic participation, and
effective self-advocacy in consumer interactions. For
instance, a student mastering cross-cultural
negotiation in a simulated discussion gains tools for
resolving family disputes or advocating in community
forums. Research by Hyland underscores this spillover
effect, showing that language-integrated skills training
boosts overall life satisfaction and resilience [6].

Course Description

Before discussing the course taught to students, let
us give its brief overview. The negotiation course is
based on the book Negotiating Successfully [7] and is
divided into 9 units which approach negotiation skills
step by step, mirroring real negotiation stages. Starting
with preparation and opening to concluding the deal,
the learner is taken through a variety of activities
which help develop language skills, master negotiation
skills, building confidence and competence. The
course draws on materials borrowed from negotiation
books, Coursera courses, online lectures and websites.
The course includes a lot of audio and video materials,
and is designed for students with at least an
intermediate level of English language proficiency, but
some activities can be adapted to lower-level students.

Each unit divides into consistent sections: lead-in
discussions, reading for context, listening activities
with audio/ video from Coursera and lectures,
negotiation tips with quizzes and professor videos
(e.g., Kellogg School of Management), language focus
on key phrases/ idioms, and practicing via role-plays
and group tasks. Unit I, Defining Negotiation, explores
definitions, win-win vs. win-lose negotiations, and
concepts like BATNA (Best Alternative to a
Negotiated Agreement) and pie expansion through
readings, videos and quizzes on different negotiation
traps. Unit II, Preparing to Negotiate, covers such
basic negotiation terms as ZOPA (Zone of Potential/
Possible Agreement), positions/ interests negotiations,
prioritizes aims and team roles. Unit III, Opening
Negotiations, details welcoming, small talk, agenda-
setting, and stating interests. It also provides students
with ice-breaking techniques, useful sequencing
phrases and raises cultural awareness in openings. As
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it follows from the title, Unit IV, Understanding
Cultural Differences, analyzes cultural factors and
their role in negotiating (e.g., contract vs. relationship
goals, direct vs. indirect communication, formal vs.
informal style, high or low time sensitivity, high or low
emotionalism, general vs. specific agreement, ways of
building an agreement — bottom up or bottom down,
risk-taking, and team organization). Unit V, Using
Communication Skills, focuses on tactful questioning
(direct/indirect), active listening, and observation of
nonverbal cues, offering students movie analysis tasks
which allow practicing the taught skills. Unit VI,
Making Proposals, teaches how to frame offers, make
counter-proposals, reject diplomatically, and give
feedback. Unit VII, Using Negotiation Techniques,
discusses strategies and tactics (anchoring, framing,
reciprocity, contrast, etc.) used in negotiations and
exposes students to various contexts for practice. It
develops persuasion skills and teaches how to handle
objections as well. Unit VIII, Bargaining and Reaching
Agreement, emphasizes  win-win  principles,
concessions with conditions, logrolling, and exerting
pressure politely, further making undergraduates test
the strategies and tactics learned in the previous unit.
Finally, Unit IX, Concluding Negotiations,
summarizes agreements, detail-checking,
confirmation emails, and closing techniques.

Strategies build from theory to practice: readings/
videos introduce concepts, tips/ quizzes reinforce
psychology (e.g., anchoring bias), and language focus
provides phrases for real use in the follow-up
activities. Activities emphasize experiential learning:
pair/group role-plays simulate scenarios (e.g., IT
contracts, staffing disputes); compare/contrast audio
versions highlight effective vs. poor techniques; charts
(positions/interests) and  brainstorming  foster
preparation; quizzes test comprehension; and movie
analyses and essays develop critical reflection. These
promote speaking/ listening confidence in business
and everyday contexts.

Discussion

Exposing students to this course proved very
beneficial. Although most Business English learners
are not going to take part in international negotiations,
all will have to communicate with colleagues, bosses,
subordinates, clients, parents, and siblings on a regular
basis. So knowing how to negotiate effectively
increases chances of settling the differences, getting a
job or a pay rise, lowering a price, getting better terms
and so on. In other words, these competences are vital
skills for real-world deal-making and conflict
resolution. Also, the blend of some theory, practice,
and peer feedback builds confidence and strategic
thinking.

Moreover, teaching how to negotiate offers a lot
not only to students but also to language teachers as it
allows teaching management-related content while
developing such language skills as speaking and
listening, which are crucial for language use. Despite
the fact that the course offers a lot of scenarios to act

out, sophomores are also encouraged to make
simulations on their own. In fact, Druckman and Ebner
(2013) advocate student-created simulations drawn
from real business scenarios, deepening mastery of
BATNA while heightening engagement. A study on
collaborative role-play design with internships reports
students better balance distributive (win-lose) and
integrative (win-win) elements, gaining insights into
information asymmetry via feedback [8]. Besides,
analogical reasoning, when students compare cases,
and observational learning, when they watch model
negotiations, boost joint gains more than didactic
methods. What’s more, making sophomores role play
simulations fosters creative solutions, developing
creative thinking. Pairing hands-on role-playing
simulations, which mirror scenarios like supplier
contracts or salary discussions, with choice, emotion
and outcome analyses accelerate skill transfer to real
business contexts.

When asked about the positive outcomes on
completing the negotiation course, the students
mentioned boosted confidence and deal-making
efficacy in everyday interactions, higher resilience
when dealing with insistent partners, better problem-
solving, and greater awareness of psychological tools
to influence others, self-awareness and self-control.
Also everybody admitted that the course was relevant,
useful and interesting, and it was fun for them to act
out numerous scenarios.

Despite the undergraduates’ positive evaluation,
there were some challenges that they faced while
learning negotiation skills. In the beginning, they did
not quite realize how important the preparation stage
of negotiations is and neglected it, which resulted
potentially in missed opportunities. Here audio
illustrations proved useful as they showed how
thorough discussion before the negotiation sets the
frames and limits for your further talks, thus increasing
the chances of getting better terms for your company.
As an example, in the dialog the students are exposed
to the two team representatives who discuss
negotiation skills of the opposing team members, the
competitor company’s current financial situation and
business interests, their strengths and weaknesses,
discounts that they are going to offer the opposing
team, possible counter proposals and consequences for
their company. It took some time for students to
understand the significance of this stage and learn this
value-creating strategy to discover hidden agendas.

Another challenge was training students to uncover
interests beneath positions and bringing «more toys to
the sandpit» as the Kelogg Management School
professor metaphorically called in her video
course [9]. Here breaking up negotiations into smaller
sections really helped. When students were asked to
act out only this part of the negotiations, it worked
well; however, when they had to deal with the whole
negotiation, they often missed it or did not develop
properly. One more recommendation to teach this
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strategy is thorough analysis because detailed peer and
teacher feedback is key.

Also most students opted for a win-win strategy
making unnecessary compromises and being too
polite. Larry David once said that «A good
compromise is when both parties are dissatisfied [10],
which means that true compromises often leave
everyone feeling that they have given ground and that
pleasing everyone fully is unrealistic in negotiations.
The sophomores liked the integrative approach much
and were not tough enough to resist, especially when
dealing with a pushy partner. Another extreme, when
both the parties were tough, was struggling with
emotional control, which often resulted in switching to
Russian. To overcome this issue, it is helpful to pre-
teach functional language for different stages like
opening («Let's discuss termsy»), proposing («How
about a 10 % discount?»), agreeing/disagreeing («That
works for us» or «I'm afraid that's not feasible»), and
closing («Let's seal the deal»). Clarification language
(«Could you rephrase?») and paraphrasing to handle
misunderstandings are necessary too, even if the
students have a high English-level proficiency.

To improve the course, it would be effective to
invite guest speakers from industry for authenticity or
experts who could evaluate and give feedback to
students. Also making negotiation teams more diverse
can enrich discussions as diverse student backgrounds
bring more variety and experience to a negotiation
table.

To sum up, the negotiation course demonstrates
that embedding professional skills in English classes
elevates student motivation, transforms supplementary
language training into a powerhouse for business
readiness, yields measurable gains in both professional
trajectories and personal efficacy, fostering not just
fluency but adaptability in global and personal
contexts. In spite of such hurdles as underemphasized
preparation, overly conciliatory approaches, and lack
of language skills, experiential role-plays and targeted
functional language build lasting competence which
can ensure graduates not only excel in deal-making
and conflict resolution but also meet the high demands
of their profession. m

1. World Economic Forum. (2023). Future of
Jobs Report 2023. [DnekrpoHHBIA pecypc] —
https://www.weforum.org/publications/the-future-of-
jobs-report-2023/ (accessed 02.02.2026).

2. Association to Advance Collegiate Schools of
Business (AACSB). (Recent surveys on graduate
proficiency). [DnexTponHbIit pecypc]
https://www.aacsb.edu/insights/reports/2025/2025-
state-of-business-education-report (accessed
07.02.2026).

3. Tavella, G. N. CLIL and English for Specific
Purposes. The Routledge Handbook of Content and
Language Integrated Learning. 2023 — [DnekTpoHHBIi
pecypc] — https://doi.org/10.4324/9781003173151-6

4. M.P. Canado, Introduction to the Special Issue:
Content and language integrated learning (CLIL) and
the teaching of languages for specific purposes. 2013.
[OnexTponHsIH pecypc]
https://www.researchgate. net/publlcatlon/293814969
_Introduction_to_the_Special_Issue_Content_and_la
nguage_integrated learning_CLIL_and_the_teaching
_of_languages_for_specific_purposes (accessed
07.02.2026).

5. Chi, D. N. Benefits of Implementing Project-
Based Learning in an English for Business Course //
Journal of English Language and Culture Studies.
2023. - [OnexTponHBIH pecype] -
https://www.ejecs.org/index.php/JECS/article/downlo
ad/1549/508/6205 (accessed 30.01.2026).

6. Hyland, K. English for academic purposes: An
advanced resource book. Routledge. 2006. — 336 p.

7. Jlyranckas E.B. Negotiating Successfully :
yaeOHo-MeToquueckoe mocodme / coct. E. B.
Jlyranckas. — Upkyrck : M3matensctBo UT'Y. 2025. —
115¢c.

8. Druckman, D., & Ebner, N. Games, claims, and
new frames: Rethinking the use of simulation in
negotiation education // Negotiation Journal, 2023.
29(1), pp. 61-92.

9. Videos: Negotiation  Tactics 101. -
[DnexTponHsIii pecypc] - URL:
https://www.kellogg.north-
western.edu/news_articles/2014/08012014-
negotiation-tactics-101.aspx (accessed 29.01.2026).

10.David L., Curb Your Enthusiasm: The
Complete Seventh Season, 2009.

REFERENCES:

1. World Economic Forum. (2023). Future of Jobs
Report  2023. [OnextponHblii  pecypc] —
https://www.weforum.org/publications/the-future-of-
jobs-report-2023/ (accessed 02.02.2026).

10. David L., Curb Your Enthusiasm: The
Complete Seventh Season, 2009.

2. Association to Advance Collegiate Schools of
Business (AACSB). (Recent surveys on graduate
proficiency). [OnexTponHBIH pecypc]
https://www.aacsb.edu/insights/reports/2025/2025-
state-of-business-education-report (accessed
07.02.2026).

3. Tavella, G. N. CLIL and English for Specific
Purposes. The Routledge Handbook of Content and
Language Integrated Learning. 2023 — [OneKTpoHHBIH
pecypc] — https://doi.org/10.4324/9781003173151-6

4. M.P. Canado, Introduction to the Special Issue:
Content and language integrated learning (CLIL) and
the teaching of languages for specific purposes. 2013.
[DnexTpoHHBIH pecype]
https://www.researchgate.net/publication/29381 4969
_Introduction_to_the Special Issue Content and la
nguage integrated learning CLIL and the teaching
_of languages for specific purposes (accessed
07.02.2026).

5. Chi, D. N. Benefits of Implementing Project-
Based Learning in an English for Business Course //

BusHec-00pa3oBaHue B SKOHOMHKE 3HAHUIT

Ne 12026



Journal of English Language and Culture Studies.
2023. - [OnexTpoHHbIit pecypc] -
https://www.ejecs.org/index.php/JECS/article/downlo
ad/1549/508/6205 (accessed 30.01.2026).

6. Hyland, K. English for academic purposes: An
advanced resource book. Routledge. 2006. — 336 p.

7. Jlyranckas E.B. Negotiating Successfully :
yaeOHO-MeToandeckoe mocobme / coct. E. B.
JIyranckas. — Upkytck : U3natensctBo UI'Y. 2025. —
115c.

8. Druckman, D., & Ebner, N. Games, claims, and
new frames: Rethinking the use of simulation in
negotiation education // Negotiation Journal, 2023.
29(1), pp. 61-92.

9. Videos: Negotiation Tactics 101. —
[DnexTpoHHBIH pecype] - URL:
https://www.kellogg.north-
western.edu/news_articles/2014/08012014-
negotiation-tactics-101.aspx (accessed 29.01.2026).

PasBurne npo¢ecCHOHAIBHBIX
KOMIIeTEeHIIUI 4Yepe3 o0y4yeHHe HABBIKAM

NeperoBopoB Ha 3aHATHAX AHIVIHIICKOIO
SI3bIKA
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B crartee ommchIBaeTCA OMNBIT OOy4eHMs CTYHIEHTOB-
MeHepkepoB baifkanbckoi MeXTyHapOaHOH ON3HEC-IIIKOIIBI
MepEeroBOPHEIM HaBBIKaM B TeueHHe ceMecTpa. Onupasick Ha
Takhue IOIXOIBl, KaK KOHTEHTHO-OPHEHTHPOBAaHHOE
oOyuenmne (CBI), aHmmiickuii Ui CHCIHMANBbHBIX [eNei
(ESP) u ob6y4enue uepe3 comepkanue u 36k (CLIL), a
Takke npoektHoe oOyuenue (PBL) um mogmenupoBanue
peanbHBIX CHTyalluif, aBTOp PacKpBIBAET HPEUMYIIECTBA
UHTETPAUU NMPO(ECcCUOHANBHON MOATOTOBKH B SI3BIKOBOE
oOyuenue. [Tocne paccMoTpeHHs y4eOHOM MPOrpaMMBI IO
IeperoBopaM B CTarbe OOCYXKIAIOTCS TMPOOIEeMBI, C
KOTOPBIMH CTOJIKHYJIUCH BTOPOKYPCHHKH, M COBETHI IIO
nopabotke Kypca. Mroramm Kypca SIBISIFOTCS YIydIICHHE
TaKUX MATKHX HaBBIKOB, KaK CTPATETHYECKOE, KPUTHIECKOE
U TBOPYECKOE MBIIUICHUE, OOIIEHNE, IEPEHOC THX YMEHUMH
Ha TTOBCEIHEBHBIE U PA0OUNE CUTYalllH, a TAKXKE 3aMETHOE
MOBBIIICHUE MOTHUBALUH CTYICHTOB.

Kniouesvie  cnosa:  KOHTEHTHO-OPHEHTHPOBAHHOE
o0y4eHue, aHIIMHCKHHN IS CIIeUaNbHBIX Leliel, o0ydeHune
BEJICHUIO IIEPErOBOPOB, MpodeccnoHa bHask HOIrOTOBKA




