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Subject objectives

As a result of completing the course, the student will gain in-depth knowledge of the organization of
commercial activities on foreign markets, learn the methods and forms of cooperation of enterprises on the
international market and the principles of conducting trade in goods, and, in particular, the rules of customs
handling of import and export of goods, will gain the ability to make decisions in the field of planning
commercial activities on foreign markets and completing commercial and customs documents.
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Learning outcomes

Course outcome

Subject outcome

Method of verification

[MSGMU2_U04] can use the
acquired knowledge to formulate
and solve complex problems
related to the operation of
economic entities on the
international market, with
particular emphasis on the
European Union market

The student recognizes the
multidimensionality of transaction
cycle management process; he/
she is aware of the key aspects of
the legal, financial, social and
economic business environment;
the student learns the problems
and challenges appearing at each
stage of the cycle.

[SUZ2] presentation/project/paper/
report

[SU8] observation of student's
independent or team work

[MSGMU2_W09] has an in-depth
knowledge of selected areas of
the functioning of a modern
enterprise in the national and
international environment;
understands the conditions,
principles and consequences of
decisions taken in its structures
aiming at the development, and
the dependencies among
enterprises on the international
market

The student knows the rules for
preparing a commercial offer, a
commercial contract, knows the
legal bases governing
international trade agreements, as
well as the trade customs
pertaining to the organization of
international transport.

[SW2] presentation/project/paper/
report

[SW5] implementation of a
problem task

[MSGMU2_U12] can manage
teamwork, cooperate and work in
a team, in particular an
international one, taking a leading
role in it

The student cooperates in a team
preparing a group project and a
presentation; the students learn to
take responsibility for the assigned
tasks.

[SUZ2] presentation/project/paper/
report

[SU8] observation of student's
independent or team work

[MSGMU2_U07] can plan and
manage a commercial transaction
on the international market,
conduct effective negotiations,
analyse and critically assess the
course of the transaction

The student knows the stages of
the transaction cycle and the tasks
facing the entrepreneur at each
stage; the student can formulate
transaction and negotiation goals
and assess their implementation.

[SUZ2] presentation/project/paper/
report

[SU8] observation of student's
independent or team work

[MSGMU2_U06] can identify types
of risks related to international
operations of enterprises and
correctly determine their
consequences and methods of
mitigation, with a skilful application
of theory, using appropriate
research method

The student identifies the sources
of risk at each stage of the
transaction cycle, knows how to
limit it; the student can classify
potential target markets and trade
contractors according to the risk
level.

[SU1] oral statement/conversation/
discussion

[SU2] presentation/project/paper/
report

[MSGMU2_W10] has an in-depth
knowledge of the legal, cultural
and financial conditions related to
business operations, in particular
those of an international nature

The student can independently
assess the social, economic, legal
and technological conditions of
export expansion or import from a
given foreign market.

[SW1] oral statement/
conversation/discussion
[SW5] implementation of a
problem task

[MSGMU2_W11] has a
theoretically grounded, in-depth
knowledge of the key issues of
managing a business entity on the
national and international market
and of selected detailed issues of
the international supply chain

The student has in-depth
knowledge of the organization of
commercial activities on the
international market and is aware
of the importance of rational
management in this area.

[SW1] oral statement/
conversation/discussion
[SW5] implementation of a
problem task

[MSGMU2_U05] can apply the
rules and standards of business
activity in order to solve complex
and atypical problems arising from
international economic cooperation

The student can identify trade
barriers and trade restrictions on a
given target market; the student
can complete commercial
documentation for the entire
transaction cycle.

[SU2] presentation/project/paper/
report

[SU8] observation of student's
independent or team work

[MSGMU2_KO04] is ready to think
and act in an entrepreneurial
manner; adapts to new situations
and conditions; undertakes
challenges of creative thinking;
acquires resilience to failures;
assesses risks and threats and
finds ways of counteracting their
effects

The student develops a project of
a promising export product,
identifies the competitive
advantages of the company,
analyzes its market position,
assesses the readiness of the
company to internationalize.

[SK2] presentation/project/paper/
report

[SK8] observation of student's
independent or team work

[MSGMU2_KO06] is ready to
independently identify, diagnose
and responsibly resolve dilemmas
and alternative solutions related to
his/her profession and the
development of professional
achievements

The student independently selects
both the target market and the
commercial contractor using
objective decision criteria as well
as quantitative and qualitative
methods.

[SK2] presentation/project/paper/
report

[SK8] observation of student's
independent or team work
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Subject contents

The content discussed during the classes is organized in accordance with the structure of the student project:

1. Initial meeting

2. Presentation of the company, motives of internationalization

3. Criteria for selecting the target market

4. Criteria for selecting a contractor

5. Negotiations and drafting a commercial contract

6. Commercial, transport and insurance documents

7. Presentations of the student project

Doubts arising during the process of solving the problem-based task or interpretative issues related to a
selected international transaction (including all its stages but especially the analytical ones), will also be
addressed during consultations

Prerequisites
and co-requisites

None

Assessment methods
and criteria

Subject passing criteria

Passing threshold

Percentage of the final grade

Class activities 0.0% 20.0%
Student project 0.0% 70.0%
Presentation 0.0% 10.0%

Recommended reading

Basic literature Podstawy handlu zagranicznego, red. H. Treder, Wydawnictwo

Uniwersytetu Gdanskiego, Gdansk 2005.

Stepien B., Handel zagraniczny - poradnik dla praktykow, PWE,
Warszawa 2015.

Podrecznik spedytora - transport, spedycja i logistyka, red. D.
Marciniak-Neider i J. Neider, Polska Izba Spedycji i Logistyki, Gdynia
2023.

Supplementary literature Bednarz J., Gostomski E., Dziatalnos¢ matych i srednich
przedsigbiorstw na rynkach zagranicznych, Wydawnictwo Uniwersytetu

Gdanskiego, Gdansk 2009.

Poradnik dla eksportera z IP dla MSP, red. M. Bak, P. Kulawczuk, KIG,
Warszawa 2010.

Gwardzinska E., Laszuk M., Mastowska M., Michalski R., Prawo celne,
Wolters Kluwer 2017.

Grottel M. (co-author), Introduction to international trade, ed. A.
Fornalska-Skurczynska, M. Skurczynski, Gdansk University Press,
2016.

eResources addresses

Example issues/
example questions/
tasks being completed

Analysis of own production capacity or demand for imported goods; comprehensive analysis of foreign
markets; search for foreign partners; sending offers or requests for quotations; preparation of the negotiation
team, determination of the negotiation goal and BATNA, place and time, negotiation techniques, contract
clauses; organization of transport on the main route of transport; initiating the appropriate payment
instrument in the bank; making export and import customs clearance; delivery of goods; payment for goods;
analysis of documents in terms of their compliance and correctness; economic analysis of the transaction
and its course; resolution of disputes; archiving of documents.

Work placement

Not applicable
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