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Degree programme Type Course

Advertising and Public Relations OP 4

Prerequisites

Good level of English, interest in the subject and desire to participate, contribute and develop personally and
academically.

Objectives

Identify the skills and abilities that allow managers to effectively manage teams
Acquire skills and tools for people management
Grow on your self-awareness. To be able to lead others you have to learn how to lead yourself
Understand the principles and concepts related to negotiation in several areas.
Develop tools to negotiate successfully

Learning outcomes

CM29 (Create the right synergies with institutions and the media to reinforce the intangible value of
organisations.) Create the right synergies with institutions and the media to reinforce the intangible
value of organisations.
KM30 (Recognise the intangible value of organisations and their audiences as strategic linchpins for the
design and planning of public relations initiatives.) Recognise the intangible value of organisations and
their audiences as strategic linchpins for the design and planning of public relations initiatives.
SM24 (Determine the communication objectives for the design of the most appropriate public relations
actions according to the needs of organisations and the public.) Determine the communication
objectives for the design of the most appropriate public relations actions according to the needs of
organisations and the public.
SM25 (Interpret the needs of different business sectors to adapt public relations strategies to
communication objectives) Interpret the needs of different business sectors to adapt public relations
strategies to communication objectives
SM27 (Apply negotiation and leadership skills to successfully manage crisis communication.) Apply
negotiation and leadership skills to successfully manage crisis communication.

Contents

- Are leaders born or made?

- Self-awareness
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- Self-awareness

- Leadership styles

- The use of Power

- Motivation

- Communication Skills

- Team Work, difference among exclusion, integration and inclusion

- Conflict

- Types of Negotiation

- Prepare your Negotiation

- Negotiation Tactics

- Steps in the Negotiation Based by Interests

- Closing Agreements

A detailed schedule outlining the content of each session will be presented on the first day of the course and
will be available on the course's Virtual Campus, where students will find the various teaching materials
deemed appropriate by the instructors and necessary information for effective course monitoring. Should the
teaching modality change for reasons of force majeure according to the competent authorities, the teaching
staff will inform students of any modifications to the course schedule and teaching methodologies. .

Learning activities and methodology

Title Hours ECTS Learning outcomes

Meeting with professor 7.5 0.3 SM24, SM25, SM27

Preparation of reading material, work assignments and 82.5 3.3 CM29, KM30, SM24, SM25,
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presentations. SM27

15h Theory classes / 37,5h Seminary classes 52.5 2.1 CM29, KM30, SM24, SM25,
SM27

The sessions are dynamic and participatory.

They combine, on the one hand, theoretical classes given by the professor, and on the other hand, their
practical application in group and individually through coaching dynamics, works and diverse presentations.

In all classes, constructive and open debate, personal growth and individual and collective reflection will
always be encouraged.

Note: The course content will be sensitive to issues related to gender perspective and the use of inclusive
language.

Annotation: within the schedule set by the centre or degree programme, 15 minutes of one class will be
reserved for students to evaluate their lecturers and their courses or modules through questionnaires.

Assessment

Continuous assessment activities

Title Weight Hours ECTS Learning outcomes

Active class participation 20% 0.5 0.02 CM29, KM30, SM24, SM25, SM27

Final Exam 30% 2 0.08 CM29, KM30, SM24, SM25, SM27

Practical work 50% 5 0.2 CM29, KM30, SM24, SM25, SM27

The activities of the continuous assessment are:

a) Exam, 30% of the final grade

b) Active class participation, 20% of the final grade

c) Practical team work, 50% of the final grade (10 practices)

To pass the subject, students must obtain a weighted average of the three evaluation items of no less than 5.
Otherwise, they must go to the recovery of the subject.

Recovery

Students will have the right to retake the subject if they have been evaluated for the set of activities whose
weight is equivalent to a minimum of 2/3 of the total grade of the subject.

The activities that are excluded from the recovery process are class attendance and participation.

The activities of the single assessment are:

a) Exam, 50% of the final grade.
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a) Exam, 50% of the final grade.

b) Submission of a paper: summary of 5 books of the bibliography, 25% of the final grade.

c) Practical application in real cases, 25% of the final grade.

To pass the subject, students must obtain a weighted average of the three evaluation items of no less than 5.
Otherwise, they must go to the recovery of the subject.

Recovery of the single assessment

The items of the single evaluation are the examination and practical application in real cases.

In any case, the recoverable items are the exam and the practical assignments (in the case of continuous
assessment) and/or the practical application in real cases (in the case of single assessment).

Not assessable

Students who do not attend any classes and do not take the exam will be considered not assessable.

Plagiarism

In the event that the student makes any irregularity that may lead to a significant variation in the grade of an
evaluation act, this evaluation act will begraded with 0, regardless of the disciplinary process that may be
instructed. In the event that there are several irregularities in the assessmentof the same subject, the final
grade for this subject will be 0.

Artificial Intelligence (AI)

For this subject, the use of Artificial Intelligence (AI) technologies is allowed exclusively for text correction or
translations. Students must clearly indicate when they have used this tool for this purpose. Under no
circumstances may AI be used to search for answers. The development of critical thinking is fundamental in
this subject, and tools that may influence critical reflection and the final outcome of the activity cannot be used.
Lack of transparency in the use of AI for this evaluable activity will be considered academic dishonesty and
may result in partial or total penalties on the activity's grade, or more severe sanctions in serious cases.

Any student suspected of submitting assignments that have been generated by AI, written by others or copied;
include unattributed AI-generated content, or fall outside the permitted scope, may be asked to provide the
preliminary work or other materials that can demonstrate it is original work and the result of their own
authorship. They may also be asked to separately explain or justify their work. Teachers may also use AI
detection systems or carry out any verification tasks they deem appropriate. If, after review, the instructor
detects irregularities, the assignment may be graded zero, and the student may be subject to further
disciplinary action.
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Course groups and languages

The information provided is provisional until November 30. After this
date, you will be able to consult the language of each group through
this . To access the information, you will need to enter the courselink
CODE

Type of teaching Group Language Semester Shift

(TE) Theory 5 English first
semester

afternoon

(PLAB) Practical
laboratories

51 English first
semester

afternoon

Winkler, John. (2004). Cómo negociar para mejorar resultados.

Software

No special software required
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