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Aims and Outcomes

Aim(s) of the module is to reinforce professional communication skills and to introduce
diplomatic approaches of negotiation to deal with various parties to the construction contract in
different stages of the project.

Aims

After completing the module the student should be able to:

Learning Outcomes

Code Number Description

MLO1 1 Demonstrate various method & tools of professional verbal and written communication with
parties to the contract in different phases of the project.

MLO2 2 Describe the ICT used in construction sector through, application of the Information Technology in
visual and analytical manner.

MLO3 3 Demonstrate and assess requirement of negotiation skills & effective approaches of negotiation
with parties to the contract in different phases of the project as a quantity surveying professional.

MLO4 4 Apply the professional communication and negotiation skills in a real life construction scenario
along with the usage of Information Technology.

Module Content

Oral communication skills: Addressing meetings, evaluation meetings, public speaking &
seminarsListening skillsWritten & graphical communicationReport writingDealing with project
stakeholdersEstablishing communication with client’s teamSkill requirement for
negotiationsPreparing for negotiations Performing the negotiationNegotiation before the
contract formationNegotiation during the contractNegotiation strategies: Tactics, Counter
tactics & Non-Verbal tacticsMulti sided negotiationPrice competition and
negotiationsNegotiation for contractual discrepancies

Outline Syllabus

Module Overview

Additional Information

Assessments
Assignment Category Assessment Name Weight Exam/Test Length (hours) Module Learning
Outcome Mapping
Report Coursework 100 0 MLO1, MLO2,

MLO3, MLO4

Module Contacts

Module Leader

Contact Name Applies to all offerings Offerings

Alison Cotgrave Yes N/A

Partner Module Team
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Contact Name Applies to all offerings Offerings
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