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NEGOTIATIONS 

“It is not about winning or losing, 

it is about crafting the best deal.” 

 

Northwestern University 

Masters of Engineering Management 

IEMS 429 

Fall 2018 

Thursday 6:30 – 9:30 
 

Professor: 

Gail Berger    

Tel: (773) 505-4445 

E-mail: gberger@kellogg.northwestern.edu 

Office Hours: By appointment 

 

 

 

COURSE INFORMATION 

 

Negotiation is the art and science of securing agreements between two or more interdependent 

parties. It is a craft that must hold cooperation and competition in creative tension.  

 

We negotiate far more often than we might realize.  Consider, for example the negotiations that 

you have with potential employers, coworkers, roommates, landlords, parents, bosses, 

merchants, service providers, spouses, and even our children. What price we want to pay, how 

much we want to be paid, who will do the dishes ... all of these are negotiations. Yet, although 

people negotiate all the time, most know very little about the strategy and psychology of 

effective negotiations. Why do we sometimes get our way whereas other times we walk away 

feeling frustrated by our inability to achieve the agreement we desire? 

 

Therefore, the purpose of this course is to understand the theory and processes of negotiation as 

it is practiced in a variety of settings. The course is designed to complement the technical and 

diagnostic skills learned in other courses.    

 

A basic premise of this course is that while a manager needs analytical skills to develop optimal 

solutions to problems, a broad array of negotiation skills is needed in order for these solutions to 

be accepted and implemented. Great analysis is of little value if you are unable to win support for 

the action it recommends. 
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COURSE OBJECTIVES 

 

As a result of this course, I hope you will: 

 

• Understand more about the nature of negotiation.  This objective is paramount because many of 

the important phenomena in negotiation (e.g. interests, goals, and cooperation) are ambiguous 

and do not have “right” answers.  I cannot teach you a set of formulas that will maximize your 

profit – although you will learn many things that may help and you will learn to recognize which 

strategies are effective for particular situations. 

 

• Gain a broad intellectual understanding of the central concepts in negotiation. These concepts 

will be the building blocks from which we can systematically understand and evaluate the 

negotiation process.    

 

• Develop confidence in the negotiation process as an effective means for resolving conflict in 

organizations. 

 

• Improve your analytical abilities and your capacity to understand and predict the behavior of 

individuals, groups, and organizations in competitive situations. 

 

• Develop a toolkit of useful negotiation skills, strategies, and approaches. 
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TEACHING PHILOSOPHY & COURSE FORMAT 

When I hear it, I forget. 

When I hear and see it, I remember a little 

When I hear, see and ask questions about it or discuss it with someone else, I begin to 

understand. 

When I hear, see, discuss and do it, I acquire knowledge and skill. 

When I teach it to another, I master. 

                                                 (adapted from Confucius by Mel Silberman) 

 

The course design and class assignments are based on a philosophy of active learning.  

Throughout the class not only will we discuss negotiation concepts, you will also practice the 

strategies that we discuss in the classroom so that you can acquire knowledge and skills.    

 

The best way to learn negotiation skills and actually internalize them is to negotiate in a setting 

where insight is offered, feedback is plentiful, personal reflection is encouraged, and careful 

analysis is required. 

 

The course is designed to foster learning through experiential exercises. The exercises are 

designed to provide you with an opportunity to practice new strategies and tactics in a low-risk 

environment. You can “lose” $1 million and be grateful that you learned the lesson so that you 

don’t repeat the mistake in the real world.  

 

In addition, you will learn more about how you react in specific negotiation situations, and 

develop more effective response techniques.   Throughout the course you will receive feedback 

that will allow you to tweak your skills.  Moreover the course is sequenced so that cumulative 

knowledge can be applied and practiced.   

 

 Negotiation Exercises: The course is built around a series of negotiation exercises. You will 

have the opportunity to negotiate in different group settings; the number and type of issues 

on the table, as well as the parties at the table will vary from one exercise to the next.   While 

the class officially meets at scheduled course times, students will be expected to meet with 

other students outside of class to prepare for and execute certain negotiation exercises.  

Students should also be prepared to stay a few minutes after class to arrange meetings with 

other members of the class. 

   

 Preparation for Negotiations: Your classmates expect you to be fully prepared for each 

negotiation exercise. Prior to each negotiation, you are required to submit a planning 

document. Also, note that some exercises require students to prepare outside of class as a team, 

either by phone, email, or in person.  Your course grade depends on preparation and 

participation in the negotiation exercises. 

 

 Learning through Experimentation: You are encouraged to experiment with alternative 

styles in this “safe” environment. This is where you can lose a “Million” dollars and in 

retrospect be happy because you will never forget the lesson learned! Recognize your strengths 

and weaknesses and track your individual progress over the quarter.  
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 Negotiation Debrief: We will debrief every negotiation in class. You are expected to 

participate in these class discussions. Your agreements will be posted so that the class can 

analyze the relationship between different negotiation strategies and outcomes, and learn from 

everyone’s experience. 

 

 Readings: It is important to do the Week’s readings AFTER class. Please do not read 

ahead.  I have selected readings to reinforce learning points in each exercise, and the 

concepts will be more comprehensible if you have already experienced them directly.   

 

 

OUR LEARNING COMMUNITY 

In this class your effort and participation has a direct impact not only on your own learning, but 

on the learning of your classmates as well.  In almost every class session you will be working 

with 1- 5 classmates in a negotiation simulation.  Everyone’s learning will be maximized to the 

extent that each person is fully prepared and engaged.  I expect, therefore that everyone will be 

in class, on-time, fully prepared for the day’s activities.   

 

 

COURSE MATERIALS 

Course Pack: Purchased from Quartet Copies 

 (Contact: 847-328-0720; www.quartetcopies.com) 

 

Laptops: Be prepared to download some case material as well as upload negotiation results 

using a laptop or tablet (Additional information to be provided in class). 

 

Registration for Negotiation Role Materials: 

This course contains interactive role-play exercises. Please make sure to register on 

iDecisionGames prior to the first class session so that you can participate in the class activities.   

To register (mandatory), sign up at:  

 

https://idecisiongames.com/promo-home?code=MEM-429-Fall-2018. 

 

If the above link doesn't work you can also register by going to idecisiongames.com and entering 

the following access code for your section: MEM-429-Fall-2018 

 

You will receive an email requesting that you confirm your email address. Please check your 

spam folder if you haven't received this email. Please contact support@idecisiongames.com if 

you have any registration issues.  Note that you will be required to download and use the Google 

Chrome browser for all exercises. Also, please memorize the login and password information for 

subsequent access. You can always click "forgot password" later if you forget it and reset your 

password. 

. 

Handouts: Handouts will be distributed throughout the course and posted on Canvas after each 

class session.   

http://www.quartetcopies.com/
https://urldefense.proofpoint.com/v2/url?u=https-3A__idecisiongames.com_promo-2Dhome-3Fcode-3DMEM-2D429-2DFall-2D2018&d=DwMFaQ&c=yHlS04HhBraes5BQ9ueu5zKhE7rtNXt_d012z2PA6ws&r=xQSfpA0sT-8gfrk2pwG4EWTjjQWkY8x9hY1ONdQ74rU&m=asRYNGVi6rosHHSFV6DGWAL6tg2ktLyJgBa7mwL0OnI&s=ZRSmfQStBA7xoBqSokZunZmEDsZoQRH32oOCAjdYYKA&e=
https://urldefense.proofpoint.com/v2/url?u=http-3A__idecisiongames.com&d=DwMFaQ&c=yHlS04HhBraes5BQ9ueu5zKhE7rtNXt_d012z2PA6ws&r=xQSfpA0sT-8gfrk2pwG4EWTjjQWkY8x9hY1ONdQ74rU&m=asRYNGVi6rosHHSFV6DGWAL6tg2ktLyJgBa7mwL0OnI&s=wIygNop9a_7YIbAx9QdIvQsUmcpcnkIU2R1wQOpZ7NQ&e=
mailto:support@idecisiongames.com
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COURSE REQUIREMENTS AND GRADING 

 

First Class Assignment (To be done BEFORE the first class):  

1. I look forward to spending the quarter with you helping you to build your negotiation 

skills.  During the first class I will ask you to share some information about a negotiation that is 

particularly memorable or one that is currently on your mind (job offer negotiation, selling a 

condominium, buying a house, buying a car, allocation of work within a study group, negotiation 

with a vendor for an extracurricular club, or any other negotiation you are facing). Please think 

about the negotiation that you would like to describe and make sure that your example is one that 

you are comfortable sharing with the class. 

 

2. Goals: Before the first class please complete the negotiation skills assessment (included at the 

end of the syllabus, pages 18-21).  Use the assessment to create 2 or 3 concrete goals that 

demonstrate thoughtful reflection of your current skill set and the skills that you need to develop 

to become a more effective negotiator.  You should create goals that others can give you 

feedback on and are therefore related to observable behaviors.  For example, the following is an 

example of a “good” concrete goal: 

“During negotiations I want to control my emotions and not become visibly upset and irritated.” 

 

The following is NOT a “good” concrete goal: 

“I don’t want to feel irritated during a negotiation.” 

 

Log onto iDecisionGames and select the iEvolve Continuous Feedback exercise.  Please add 

your goals to the exercise.   Your classmates will be able to view these goals and provide you 

with feedback at the end of each negotiation exercise so that you can learn about your progress 

and development.  Research shows that writing down our goals and sharing them with others 

increases the likelihood that we will succeed in accomplishing our goals.  Moreover, the 

feedback that you receive from peers will be extremely valuable information.  
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Your grade will be comprised of: 

1. Course Contribution:  Attendance, participation in class discussions, and 

professionalism (10%) 

2. Goal Setting and Fast Feedback (10%) 

3.   Negotiation Planning Documents (10%) 

4.   Real World Negotiation (25%) 

5.   On-going Negotiation (15%) 

6.   Exam (30%) 

 

1. Course Contribution - Participation and professionalism (Max: 10 points) 

Students are expected to participate in all class discussions and negotiation exercises.  If you 

must miss an exercise, it is your responsibility to contact me at least 24 hours before the class 

session.  Even excused absences may cause your grade to be lowered. 

 

Classroom participation is a very important part of the learning process in this class.  After each 

negotiation exercise, a debriefing session will include sharing information about results, 

strategies and reactions to the process.  All students are expected to contribute to these 

discussions.  You will be evaluated on the quality of your contribution to class discussions. 

Quality comments possess one or more of the following properties: 

• Offer a unique and relevant perspective 

• Contribute to moving the discussion and analysis forward 

• Transcend the “I feel” syndrome (e.g. include evidence, demonstrate recognition of 

basic concepts, and integrate these with reflective thinking) 

 

The classroom represents a “mini-organization.” You are expected to display professionalism 

and respect toward you fellow classmates. Important aspects of professionalism include: 

• Arriving to class on time, and returning from breaks on time 

• Listening when your classmates are speaking 

• Staying engaged 

 

On-time Arrival: For this class in particular, it is critical that students arrive on-time. Many of 

the negotiation exercises are carefully timed, and arriving late will compromise the learning 

experience of your teammates and counterparties.  

 

 

2. Goal Setting and Fast Feedback (Max: 10 Points) 

Clear, optimistic, yet realistic goals help to drive behavior and enhance performance.  Using the 

iEvolve app you will be asked to articulate 2 or 3 specific negotiation goals that you have for 

yourself.  

 

Everyone’s goals will be unique because we each have different strengths and development 

needs.  You will be provided with several tools to help you assess your strengths and consider 

various areas of opportunity for growth (see pages 17 – 19 of the syllabus).  
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After each negotiation exercise, using the iEvolve app students are expected to provide each 

other with “real-time” feedback about their behaviors relative to their goals.  

 

At the end of the quarter students will submit a 1-page Growth Statement that assesses progress 

and self-development.  What have you accomplished in terms of the goals that you set?  What do 

you need to continue to work on?  What new goals do you want to set for yourself?  What 

resources will you leverage to assist in your continued development? 

Your grade on this assignment is based on 3 components: 

1. Goal setting at the beginning of the quarter 

2. Providing on-going meaningful feedback to your negotiation partners.  It is expected that 

within 24 hours of completing a negotiation you will provide the people who you 

negotiated with feedback about their behaviors during the negotiation.  

3. Writing a thoughtful Growth Statement at the end of the quarter 

 

 

3. Negotiation Planning Documents (Max: 10 points) 

The planning documents will help you structure and learn from your negotiation experiences. In 

particular, the planning documents will enable you to fully understand the nature of the particular 

negotiation exercise and plan strategies that will maximize your outcomes. You should consider 

successful and failed strategies from previous experiences and classroom exercises to better prepare 

for and respond during subsequent negotiations.  

 

Negotiation Preparation: If a negotiation role is assigned in advance, you are expected to come 

to class fully prepared to negotiate.  This includes carefully reading your role information and 

preparing a planning document for the negotiation.  Your planning document must be submitted 

on Canvas before the negotiation begins.  It is also advisable to have a hard copy of the planning 

document with you during the negotiation.    

 

A complete planning document is one that considers the perspective of each party by identifying 

your own and the other party’s (or parties’) issues, interests, priorities, BATNA, and reservation 

price. Often, all of the information regarding the other party is not available to you. Good 

preparation entails obtaining as much information as possible in advance of the negotiation, and 

then filling in the blanks as you proceed. I will distribute templates of planning documents 

during the first class session. Feel free to use these templates as they are, edit them to make them 

your own, or even to create your own template. 

 

Late planning documents will NOT be accepted.  

If you are absent you are still expected to complete a planning document. 
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4. Real World Negotiation Analysis (Max: 25 points) 

To complete this assignment you will need to plan and execute a negotiation for something of 

personal value to you.  You will report your strategy and the negotiation results in a 3-4 page 

paper that is not to exceed 1200 words.  You can negotiate for anything you would like - a good 

or service from a merchant, a salary with a potential employer, etc. Specific information on this 

assignment will be provided on October 4th.  The paper is due on November 8th.    

 

This assignment will allow you to reflect on successful and failed strategies, and should allow you 

to better prepare for and respond during subsequent negotiations. Research has shown that the 

practice of reflection leads to greater self-awareness and deeper learning.  Through the act of 

reflection you will be able to more clearly identify your strengths and weaknesses as a negotiator, 

and ultimately improve your skills.    

 

In addition to analyzing the negotiation, your paper should include an analysis of how the 

negotiations could have been improved, or recommendations for what you would do differently 

if given the opportunity to negotiate again.  Furthermore you should include a critical self-

assessment and evaluation of how well you have developed the skills that you outlined in your 

goal statement.   

 

The analysis should NOT be a transcript of every detail of the negotiation.  I expect papers 

to demonstrate evidence of insight and reflective thinking about your negotiation 

experience.  Papers should be well-written and identify key events and processes, use 

readings, lectures, and course concepts to help structure the analysis. 
 

Late assignments will be automatically reduced by 10% each day past the due date. No 

paper will be accepted more than one week late.  

 

 

5. On-going Negotiation (Max: 15 points) 

You will be working in a group with two other classmates on a multi-round negotiation, some of 

which will be completed outside of class. Your group will be assigned either the role of union 

negotiators or management representatives, and will be paired with another group for three 

rounds of negotiations. Your group will work together to develop negotiating strategies and to 

complete the negotiations. 

 

Before each of the three negotiating rounds, you will receive detailed information regarding the 

negotiation.   After each negotiation, your group should turn in the outcomes of the negotiation. 

In addition, after the first round your group will be asked to turn in the scoring system you 

developed for the negotiation.   

 

Your grade for the on-going negotiation will be based on three components: 

1. Round 1 scoring system: The scoring system developed by your group will be evaluated as 

part of your overall grade.  Your scoring systems will be graded based on your understanding 

and application of an additive scoring system and your integration of issues in the case.  The 

scoring system is due October 25th.     
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2. Round 2 outcomes:  This grade will be based on how well your results compare to those of 

your peers in the same role. This on-going negotiation is the only instance in which your 

performance in a negotiation exercise will affect your grade. Outcomes are due no later than 

November 15th.    

 

3. Peer Evaluations:  Members of your own side of the negotiation will evaluate your 

contributions to the preparation and completion of these negotiations.  

 

So that you can plan ahead, below is a list of the dates that the materials for each of the 

negotiations will be distributed, and when the outcomes and other deliverables are due: 

 

             Role Materials     Class Preparation/Negotiation     Outcomes/Deliverable 

              Distributed        Opportunity   Due   

Round 1:    Thursday October 11th      Thursday October 18th           Thursday October 25th          

Round 2:    Thursday November 1st     ------------------------                   Thursday November 15th     

Round 3:    Thursday November 15th  Thursday November 29th           BY:  December 2nd – 8pm     

 

 

 

6. Exam (Max: 30 points) 

The exam will cover the concepts discussed in class and in the readings, with an emphasis on in-

class discussions. The exam will ask you to apply the course concepts, which means you need to 

know not only the definitions of various concepts, but the pros and cons of using various 

concepts strategically. The exam will take place during the second half of class on November 

15th.  The exam is closed book and closed notes. 

 

Make-up exams are only given for compelling reasons and must be discussed with the 

instructor prior to the exam.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Version Date: August 2018 

   
© Gail Berger, 2018. All rights reserved.  

 

P
ag

e1
0

 

7. Extra Credit (Max: 1 point) 

You can earn up to one point in the course by posting on Canvas (articles on negotiations from 

the popular press or examples of interesting negotiations from movies, magazines, newspapers, 

etc.  All you need to do is post a link to the article if it is from a magazine, newspaper, etc. and 

write a brief analysis of what occurred, which course concepts apply to the situation, and what 

you think was done well (or poorly) in the situation.  If you see a note-worthy negotiation in a 

movie, you just need to write a description of it, the name of the movie, where it occurred in the 

movie and include your analysis. (Ideally, you might also be able to find the appropriate clip on-

line.)  You can also earn extra credit points by engaging in substantive discussion about the 

articles posted by your classmates.  Meaningful discussion might include comments about any of 

the following: 

1. Is there an opportunity for the parties to improve the negotiation process or outcome? 

2. Do you think that any of the parties have a hidden agenda? 

3. What barriers are the parties facing? 

4. What would you do differently if placed in a similar situation? 

5. How does this negotiation compare to other negotiations that you have read about or been 

involved with in the past? 

6. What lessons have you learned?  How will your new insights help you negotiate in the 

future?  

 

(A total of 1 point can be earned by posting your own articles and/or commenting about your 

classmates postings.  The quality of your postings and your level of engagement in the discussion 

will determine whether or not the full point is earned. )   
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GUIDELINES FOR WRITTEN ASSIGNMENTS 

All written assignments should be typed, double-spaced, in Times New Roman 12-point font, 

with 1 inch margins. Please do not exceed the maximum number of pages/word count for any 

assignment. 

 

Please note that points will be deducted for grammar mistakes and for any identified spelling 

mistakes.   It is very important that you proofread your work.  Writing should be clear, concise and 

coherent.    

 

Please use the services offered by the Northwestern’s Writing Center, and have your paper 

reviewed by a colleague if necessary.  

 

 

 

ATTENDANCE POLICY 

You are expected to attend all class meetings and participate in every negotiation case. If you 

must miss a class, you must contact me, ideally one week in advance, but at least 24 hours before 

the class session. Absences will be factored into your participation grade.  You are required to 

submit a planning document even if you are absent. Failure to contact me about an absence will 

result in a drop of one letter grade for the course. Further, failure to participate in more than one 

exercise (regardless of notice) will result in a drop of one letter grade for the course.  

 

 

 

   RESEARCH 

Northwestern University’s Dispute Resolution Research Center (DRRC) has been instrumental 

in developing the University’s reputation as one of the premier institutions for teaching 

negotiations. Many of the individuals who have written the exercises and readings we will use in 

this class are affiliated with the Center. As a result, much of the cutting-edge research on 

negotiations is conducted at Northwestern University. You have an opportunity to benefit from 

this research in this course. Just as prior students have contributed to your learning experience by 

participating in DRRC research, you contribute to the experiences of future students. If you do 

not want your outcomes from any exercise used for research purposes, please notify me. 

Negotiation results for research purposes are always aggregated and anonymous. 
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HONOR CODE 

An honor code applies to this class as follows: 

 

• You are expected to be prepared and on time for all negotiation exercises.  DO NOT PREPARE 

by Googling for cases or case answers. Seeking information about the cases using the internet 

or materials from students who have taken the class previously is unacceptable. 

 

• You may use any strategy, short of physical violence and sexual harassment, to reach an 

agreement, including misrepresentation. However, in selecting a negotiation strategy it is 

important to remember that a strategy may have ramifications that go beyond the particular 

negotiation in which it was used. 

 

• You are expected to put forth a good faith effort to negotiate all cases, whether assigned 

to complete inside or outside of class.  Declaring an impasse without actually negotiating or 

only after a half-hearted discussion is unacceptable.    

 

• Do not make up facts or information that materially changes the power distribution of the 

exercise. For example, you cannot claim that your family has just purchased the company with 

which you are negotiating about a job. If you are asked a question that calls for information that 

is not in your confidential instructions, you may say, “I don’t know.” 

 

• You may not show your confidential role instructions to anyone else in the class. Never assume 

material is identical even if a classmate is playing the same role, unless you are told that you can 

share information and strategize together. You are free, however, to tell the other side whatever 

you would like about your confidential information. When you have completed a simulation, 

please do not reveal your information to the other party before returning to the classroom. 

 

. • It is not appropriate to borrow notes, discuss cases, or share exams with people outside of 

class. 

 

• Class discussion stays in class. 

 

• Material used in this class including but not limited to handouts, exercises, cases, discussion 

questions, charts, and graphs are copyrighted and may not be used for purposes other than the 

educational experience of this class without the written consent of the instructor.  You may not 

post exercises or your responses to them on the internet or distribute these materials in any way.   

 

• Do not read ahead in the case packet! 
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ACADEMIC INTEGRITY  

Academic integrity is of the highest value.  All students are expected to adhere to the university 

standards for academic integrity.  Students who violate these standards will be sanctioned as 

deemed appropriate by the Director of the program. More information regarding academic 

integrity guidelines and policies can be found at http://www.northwestern.edu.uacc/ 

 

 

ACCOMMODATIONS FOR STUDENTS WITH DISABILITIES 

In compliance with Section 504 of the 1973 Rehabilitation Act and the Americans with 

Disabilities Act, Northwestern University is committed to providing equal access to all 

programming.  Any student with a disability requesting accommodations must register with 

AccessibleNU (accessiblenu@northwestern.edu; 847-467-5530) and request an accommodation 

notification for his/her professor, preferably within the first two weeks of class.  All information 

will remain confidential. 

http://www.northwestern.edu.uacc/
mailto:accessiblenu@northwestern.edu
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Ury, W.  (2015). Getting to Yes with Yourself and Other Worthy Opponents.  New York: Harper 
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COURSE SNAPSHOT 

Date Topic In Class Assignments Due  AFTER CLASS – To Read 

September 

27th  

Week 1 

Introduction to 

Negotiations 

 

Simple, Two-

Party 

Negotiations 

Prepare Synertech 

Dosagen 

 

Negotiate 

Synertech 

Dosagen 

 

Debrief Synertech 

Dosagen 

Be prepared to share 

your negotiation 

experience and 

goal(s) with the class. 

Galinsky: Should you make the first offer 

 

Aaronson: Winning at the sport of negotiation 

 

Conger: The necessary art of persuasion  

 

 

October 4th   

Week  2 

Multiple Issue, 

Two-Party 

Negotiations 

Negotiate Coast 

News 

 

Debrief Coast 

News 

Planning document 

for Coast News 

 

Lax & Sebenius: The negotiator’s dilemma: 

creating and claiming value 

 

Lax & Sebenius: Interests: The measure of 

negotiation 

 

Raiffa: Post-settlement settlements 

October 11th  

Week 3 

Beyond "Win-

Win" 

Negotiate 

Moms.com 

 

Debrief 

Moms.com 

Planning document 

for Moms.com 

 

Kukui Nuts 

Negotiation 

(Conducted over e-

mail); Complete the 

negotiation no later 

than Monday 

October 15th at 8:00 

pm  
 

 

Downie:  When Negotiations Fail 

 

Galinsky et al.: The view from the other side of the 

table  

 

Medvec & Galinsky:  Putting More on the Table 

 

Raiffa: AMPO versus city and Tradeoff and 

Concessions (you should read these articles before 

preparing for your role for ABC/Local 190).  
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Date 

 

 

Topic 

 

 

In Class 

 

 

Assignments Due  

 

 

AFTER CLASS – To Read 

 

 

October 18th    

Week 4 

Email 

Negotiations  

 

On-going 

Negotiation: 

Round 1 

 

 

Debrief Kukui 

Nuts  

 

Prepare 

ABC/Local 190 

Round 1 

 

Negotiate 

ABC/Local 190 

Round 1 

Kukui Nuts 

Negotiation 

(Conducted over e-

mail – Due October 

15th)  

Ertel: Getting Past Yes  

 

Malhotra & Bazerman: Investigative Negotiation  

 

October 25th   

Week 5 

Agents and 

Ethics in 

Negotiations  

 

Negotiate Bullard 

Houses 

 

Debrief Bullard 

Houses 

 

 

Planning document 

for Bullard Houses 

 

Scoring system and 

outcomes for 

ABC/Local 190 

Round 1 

 

 

 

 

Shell: When is it legal to lie in negotiations? 

 

Rubin & Sander: When should we use agents? 

Direct vs. representative negotiation 

 

 

 

 

 

 

November 1st   

Week 6 

Dispute 

Resolution 

Negotiate Viking 

 

Debrief Viking 

Planning document 

for Viking 

 

 

 

 

Ury, Brett, & Goldberg: Three approaches to 

resolving disputes 

 

Fisher and Shapiro: On Strong Negative Emotions: 

They happen. Be Ready 

 

 November 

8th     

Week 7 

Multi-Issue, 

Multi-Party 

Negotiations 

Negotiate:  Social 

Services 

 

Negotiate 

Harborco 

 

Debrief Harborco 

Planning document 

for Harborco 

 

Real World 

Negotiation Analysis 

Due 

 

Vanover: Getting things done through coalitions 

 

Brett: Negotiating group decisions 
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Date 

 

Topic 

 

In Class 

 

Assignments Due  

 

AFTER CLASS – To Read 

 

November 

15th   

Week 8 

Mediation 

 & 

Exam 

Video: Mediation 

in Action 

 

Exam 

 

ABC/Local 190 

Round 2 Outcome 

 

Brett: The mediation process 

 

Bazerman and Neale:  Negotiating through third 

parties. 

 

November 

29th   

Week 9 

 

On-going 

Negotiation: 

Round 3 

 

Negotiate 

ABC/Local Round 

3 

 Thompson et al: Myths and Realities about 

Emotions in Negotiations 

December 6th  

Week 10 

Wrap Up Debrief 

ABC/Local 190 

 

Grand Finale 

 

Class Awards 

Outcome for 

ABC/Local 190 

Round 3 (e-mail no 

later than December 

2nd at 8:00 p.m.) 

 

Growth Statement 
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Negotiation Skill Assessment 

Completing a self-assessment of your negotiation skills at the beginning of this course will help 

you to establish specific goals and competencies that you want to focus on throughout the 

quarter. Goal setting will facilitate the learning process and help you to achieve mastery. For 

each statement below, fill in the blank with the number that corresponds to how frequently you 

are successful in using the skill when negotiating. Then turn over the page to plot your responses 

to determine in which areas you need to set goals for improvement. (You should write 3 specific 

goals). 

1 = Seldom  

2 = Sometimes 

3 = Often 

4 = Usually 

__________ a) I ask open-ended questions when I engage in discussion. 

 

__________ b) I listen carefully when another person is speaking to me. 

 

__________ c) I am able to convey facts in a clear and articulate manner. 

 

__________ d) I am able to express my emotions in appropriate ways. 

 

__________ e) I am able to conceal my emotions when necessary. 

 

__________ f) I am able to discern other people’s emotions. 

 

__________ g) I am able to build rapport with others. 

 

__________ h) I am able to establish trust with others. 

 

__________ i) I am able to maintain long-term relationships with people after a dispute or 

negotiation. 

 

__________ j) Before I begin a negotiation, I know what interests I have to have met in order for 

the negotiation to be successful. 

 

__________ k) I am able to assess the other party’s [parties’] interests when I negotiate.  

 

__________ l) I am able to discern probable areas of conflict and/or compatibility when I am 

negotiating. 

 

__________ m) I feel that I am in control of the situation when I am negotiating. 

 

__________ n) I am willing to walk away from a negotiation when my needs are not 

being met. 

 

__________ o) I am able to develop creative solutions to achieve win-win negotiations. 
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__________ p) I am comfortable with silence during a negotiation. 

 

__________ q) I am able to observe and use physical factors such as room setting, 

furniture arrangements, and the other party’s physical proximity or distance to my 

advantage in a negotiation. 

 

__________ r) I am able to monitor and use time to my advantage in a negotiation. 
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Core Negotiation Areas to Master 

 

 

Below are potential areas to consider when setting negotiation improvement goals.  Reflect on 

the questions being posed to determine whether or not skill development in a particular area 

might enhance your negotiation performance.  

 

 

Preparedness: Do you know how to strategically prepare for a negotiation?  Do you come to the 

negotiation table with good questions to ask the other party? Does the quality of your preparation 

help you to feel like you are in control during the negotiation? 

 

 

Quality and Rationale of Statements:  Do you feel that you are able to craft cogent arguments 

and statements to articulate your key points during the negotiation?   

 

 

Concessions: Do you make appropriate concessions?   

 

 

Confidence: Do you exude confidence when you are negotiating? 

 

 

Credibility/Trustworthiness: Does the other party perceive you to be a credible and trustworthy 

negotiator? 

 

 

Flexibility: Are you able to be flexible during the negotiation and shift the direction of the 

conversation when necessary based on new information that surfaces.  


