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University of Illinois at Chicago 

College of Business Administration 

Department of Managerial Studies 

 

MGMT: 564 (CRN 23146) NEGOTIATIONS 

Prerequisite: MGMT 541 

Fall 2018 

 

Professor: Shelley Brickson  Email: brickson@uic.edu 

Office: 2230 University Hall  Office Hours: by appointment 

 

 

Introduction 

 In this class, I believe you will come to a deeper appreciation of two things.  First, 

negotiations are all around you and your ability to manage them is integral to your 

effectiveness as a person and as a leader.  This class is intended to be useful to all 

students, not just to those whose jobs require formal negotiations.  Second, you can all be 

good negotiators.  We are often subject to the stereotype that only “tough guys” are 

effective negotiators.  This is not true.  There are several effective negotiation styles.  In 

the course, you will gain insight into what the various approaches are, the strengths and 

weakness associated with each, when to use which, those that work best for you, and how 

to begin expanding your repertoire.   

 Negotiations are part and parcel of everyday life.  On some level, much of all that 

individuals, groups, and organizations do is negotiated.  For example, an individual may 

try to negotiate a sense of herself in the eyes of her supervisor as someone with latent 

talent in a new domain, a group may try to negotiate with outsiders greater appreciation 

for its hard work, and an organization may try to negotiate with the public an image of 

responsibility.  Along with considering formal negotiations, we will also consider 

informal and unspoken negotiations that are all around us.   

Current organizational trends make the ability to negotiate adeptly especially 

important.  For example, increased mobility means that many of you will need to re-

negotiate your positions several times in different settings.  Increased diversity means that 
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you’ll need to be comfortable in implicit and explicit negotiations with people different 

from yourself.  Meanwhile, growing interdependence among units and hierarchical levels 

within organizations as well as across organizations means that the realms of negotiations 

with which you’ll be faced are continually expanding.  Not surprisingly, the ability to 

negotiate well is critical to managerial success.   

Negotiation ability is derived principally from two factors – experience and 

understanding.  Neither aspect is sufficient without the other.  As such, this class will 

emphasize gaining actual negotiation experience as well as contemplating general 

frameworks for understanding the various aspects of negotiations.  In most of the classes, 

you will actively engage with another individual or group of individuals in negotiation 

simulations.  Yet we will also spend time in most classes discussing how basic 

frameworks can help us to understand such aspects as our goals, the negotiation context, 

and the types of negotiation strategies and tactics most appropriate to it.  By the end of 

the course, you should be able to think conscientiously about critical aspects of a given 

negotiation and to choose a strategy appropriate for yourself, your negotiating 

counterparts, and the given situation.   

 

Expenses 

To save students money and to enable them to electronically save materials, all readings 

should be available via Blackboard.  There is, however, is a fee for the use of simulation 

exercises.  You’ll need to buy a voucher from the bookstore and hand this in to me so that 

we know you have paid for the materials.  Please do this before the first class and no later 

than the second class.   

 

Readings 

I often suggest additional reading for those of you who are interested in exploring a 

specific topic further.  Where possible, these will also be on the Blackboard site for your 

convenience.  Please refer to the syllabus to know which readings are required.  There are 

additional recommended books at the end of the syllabus, with some of these noted at 

certain topical points throughout the syllabus. 

 

Please be sure to read all the required material before class.   Discussions require you 

to master assigned reading.  It is helpful to refresh your memory before class.  
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Grading 

I hope that your focus in this class will be on learning rather than on grading.  If you learn 

a lot, you can pretty much count on your grade coming along well, too.  Your final grade 

will be derived as follows: 

 

Engagement       30% 

This course is largely experiential, making active involvement extremely important both 

for your own learning and for that of your classmates.  I will consider the following 

criteria in this regard: 

 

1)  Attendance.   

Coming to class is very important because your classmates rely on your presence for their 

educational experience and because I must arrange logistics and roles in advance.  Keep 

in mind that your absence could affect the learning of as many as 15 students.  It will also 

create logistical headaches for me as I try to reshuffle things on the spot.  If you must 

miss a negotiation, it is very important that you make every effort to tell me a week 

or more in advance.  This is because I will generally hand out roles a week ahead of 

time.  Nothing is more damaging to a participation grade than unannounced absences.  

 

2) Role playing.   

While this course is fun, it is important to your learning and to that of your classmates 

that you take the exercises very seriously.  If you are at all frivolous about what we do in 

the class, you will learn less and provide less opportunity for others to learn.   

 

Ground rules for simulations: 

a) On most weeks, we will be doing simulations.  If you miss any class, it is 

your responsibility to ensure that you receive and prepare the role for 

the following week.  Please ask a friend to pick up the material for you.  If 

it is not possible to have a friend get you the material in advance, I have 

soft copies of most of the simulation exercises and, when this is the case, 
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can email you the material.  I will not actively seek you out, however – 

you need to email me. 

b) When you prepare your role, it is fine to discuss it with others who share 

that same role.  Sometimes this can be informative and interesting.  It is 

NOT okay to discuss your role with anyone who has a different role.  

c) Simulations are inherently limited.  You and those with whom you 

negotiate will learn much more to the extent that you get into your role 

and enact it as genuinely as possible while also being reasonably true to 

yourself.  Think about your goals and strategies, and work hard to make 

sure they are appropriate and effective.  Consider the consequences of 

your actions, as they would likely be in real life situations.  One thing we 

want to avoid is students saying in discussion, “Well, I wouldn’t have 

done this if it had been in the real world.”  You will all learn more if you 

act as though it is the real world.   

 

3) Engagement in discussions.   

After each exercise, we will discuss what happened and why it happened.  We will 

consider strategies that worked and those that did not.  If you use a strategy that was 

unsuccessful, I hope that you will be open and willing to discuss it in class.  We often 

learn more from mistakes than from successes.  Therefore, I welcome mistakes as great 

learning opportunities and hope that you will, also.  

 

I consider the quality, not just the quantity, of your contribution to class discussions.  By 

“quality,” I mean comments that share one or more of the following characteristics: 

1. Make connections to readings and concepts 

2. Link relevant concepts to current events and real world experiences 

3. Offer a unique, but relevant, perspective based upon analysis and theory 

4. Contribute to moving the analysis forward 

5. Show respect to others 
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Also related to engagement, I ask students to never use their phones during class time and to 

limit the use of any technology to the greatest extent possible, only using for note-taking if 

absolutely necessary. 

 

Inter-group Negotiations Exercise:   30% 

Toward the end of the semester, you will choose your own teams for an inter-group 

negotiations exercise that will span two weeks of active negotiation along with a third week 

of debriefing.  When we get to the exercise, you and the members of your negotiating team 

will submit the following.  Please be sure to include all members’ names and your role 

(e.g., “Board of Education”) on each document that you provide.  

1. A planning document written before the negotiation, outlining the strategy and 

tactics you plan to use, along with an explanation for why these are chosen.  This 

report should be no more than 5 double-spaced pages, using 12-point font.  

Appendices may be included as well.  It will count toward 15% of your grade. 

2. A brief mid-negotiation update.  The goal is to quickly recap your initial strategy, 

summarize how it went during the first part of the negotiation, and provide any 

necessary strategic revisions.  This report should be 1-2 double-spaced pages and 

will be ungraded. 

3. A comprehensive report when the negotiations are over.  The third report will be a 

post-hoc analysis including reflections on what went right or wrong and why, 

what you learned, etc.  This report should be no more than 5 double-spaced pages, 

using 12-point font.  Appendices may be added as well.  It will count toward 15% 

of your grade. 

 

Reports are due the Saturday before class and should be emailed to me. 

 

Negotiation Analysis   40%  

Although this course may be the first time you’ve thought much about negotiations, you 

have all been negotiating for years.  At the same time, you have probably overlooked 

many opportunities for potential negotiations.  To encourage you to think about the many 

opportunities you have to negotiate, and to improve your negotiation skills, you are being 

asked to go out and negotiate!  
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You can negotiate for anything you would like.  Be creative.  Your negotiation could be 

more or less tangible – ranging from monetary (service cost reduction, bonus, etc.) to 

behavioral (getting your partner or roommate to do more around the house, etc.) to very 

implicit (e.g., identity negotiations).  I encourage you to choose something that you 

would not normally negotiate.  Also, note that you do not have to buy anything to 

complete this assignment.  Further, your negotiations do not need to be a success since 

failures can be just as instructive as victories. 

 

There are only two rules for this assignment: 

1. You may not tell the person with whom you are negotiating that this is for a class 

project until the negotiation is complete (and then you can decide whether or not 

you want to tell them this). 

2. Do not engage in a negotiation with which you do not intend to follow through. 

 

After you have finished negotiating, you will write a report of the negotiation that 

includes an analysis of your planning (what did you plan to do and why), the process 

(what happened and why), and post-hoc reflections (e.g., what went right or wrong and 

why).  A scoring system may also be applicable (e.g., see the Evan Swaps article).  Your 

real-world negotiation report should be 5-7 pages (no longer than 7 pages, double-

spaced, 12-point font, 1-inch margins).  Appendices may be included as well.  This paper 

is not due until the last day of class, so you have plenty of time to find an interesting 

negotiating opportunity.   I do, however, recommend giving this thought early-on in the 

term so that you choose something of most value to you.  Please note that I will look for 

citations of relevant readings from class in your paper. 

 

Please turn in a hard copy of your report in class on the last day.  Also, please email me 

before our last class one sentence indicating what you gained or lost during the 

negotiation.  I aggregate this information and report back averaged and anonymous 

results. 
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Notes on written work 

Students invariably ask me what I “look for” in papers.  Here are two main guidelines: 

 Depth of analysis.  I assign papers to give you a chance to use concepts from class 

so that they become integrated into your mental maps.  When that happens, you 

“own” the material and have it at your disposal going forward.  Therefore, one of 

the major things I look for in a paper is your use of concepts.  Are you using 

concepts from readings and discussions?  Do you seem to have thoroughly 

grasped them?  I will look for the use of concepts in all papers, but especially 

expect citations of relevant readings on your final paper.   

 Exposition.  Another reason I assign papers is to give you practice writing.  

Writing clearly is an invaluable life skill and it is one that requires practice and 

effort.  I hope that you all come out of graduate school as effective writers.  

Therefore, another major aspect that I consider is how well the papers are written.  

So what do I mean by “good” writing?  I mean clear organization (e.g., use of 

headings, intro paragraphs, topic sentences, etc), attention to grammar, cogency of 

arguments, and succinctness.  A little interest, humor, and/or creativity are always 

welcome, too!   

 

For environmental reasons, I appreciate it when students are able to print on two sides.  

However, I recognize that many of you do not have duplexing capability and that 

sometimes the resources required to duplex outweigh those saved in the process.  In other 

words, please don’t drive somewhere to duplex a 5-page paper!  I ask that you not use 

plastic covers.  Good writing is sufficiently fancy for me! 

 

I am very glad to have you in the class.  I hope that you learn a lot from it and look 

forward to getting to know you over the term.   

 

Welcome!
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ADDITIONAL INFORMATION 

 

LEARNING OUTCOMES AS STATED IN COURSE CATALOG 

 

1) To broaden the students' understanding of day-to-day situations in terms of a 

negotiation framework 

2) To develop the students' ability to analyze the elements of negotiation situations 

3) To increase the students' effectiveness in real negotiations 

 

ACCOMMODATION FOR STUDENTS WITH DISABILITIES  

Concerning disabled students, the University of Illinois at Chicago is committed to 

maintaining a barrier-free environment so that individuals with disabilities can fully 

access programs, courses, services, and activities at UIC. Students with disabilities who 

require accommodations for full access and participation in UIC Programs must be 

registered with the Disability Resource Center (DRC). Please contact DRC at (312) 413-

2183 (voice) or (312) 413- 0123 (TDD).  . More information may also be found at the 

DRC Website located at http://drc.uic.edu/. 

Students requesting accommodation must provide each instructor with a letter outlining 

the specific accommodations requested for a specific course. These letters are developed 

by the DRC in coordination with the student and presented to the instructor by the student 

prior to the start of each semester.  

ACADEMIC INTEGRITY 

 

This course and its associated coursework are being administered under the policies of 

the University of Illinois at Chicago (UIC) College of Business Administration Honor 

Code. All students are expected to respect and uphold the Honor Code found at this link: 

http://catalog.uic.edu/ucat/colleges-depts/business-administration/#j4.  

In keeping with CBA policy, evidence of academic dishonesty may result in a failing 

grade for the course and disciplinary review by the University. Academic dishonesty 

includes, but is not limited to, cheating (giving or receiving aid), fabrication/falsification, 

plagiarism (including not accurately referencing source material), bribes, favors or 

threats, examination by proxy (taking an exam for someone else), grade tampering and 

submitting non-original works authored by someone other than the student. Refer to the 

student handbook or Student Disciplinary Procedures for definitions and details:  

http://www.uic.edu/depts/dos/docs/Disciplinary%20Actions.pdf  

For a complete review of UIC policies regarding intellectual integrity and academic 

honesty, please visit: http://www.uic.edu/depts/dos/conductforstudents.shtm 

 
 

 

http://drc.uic.edu/
http://catalog.uic.edu/ucat/colleges-depts/business-administration/#j4
http://www.uic.edu/depts/dos/docs/Disciplinary%20Actions.pdf
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COURSE OUTLINE 

 

MODULE A:  INTRODUCTION TO NEGOTIATIONS 

 

Session 1 (Aug 27)  Distributive Negotiations 

   Before class:  

- Please read syllabus carefully 

- Shell, G. R. (2006). Bargaining for Advantage: 

Negotiation Strategies for Reasonable People. Penguin.   

o Chapter 2 – The second foundation: Your goals and 

expectations. 

o Chapter 11 – Bargaining with the devil without 

losing your soul: Ethics in negotiation 

In class:  

- Development on Bay Island (distributed in class) 

Recommended reading:  

- Dawson, R. 2003. Secrets of Power Negotiating. In R. 

Lewicki, B. Barry, & D. Saunders, eds. Negotiation, 5
th

 

Edition, New York: McGraw Hill. 98-108.    

 

September 3   Labor Day – no class 

 

Session 2 (Sep 10) Subjective Value, Integrative Negotiations #1 – Positions 

vs. Interests  

Before class:   

- Prepare Les Florettes 

- Shell, G. R. (2006). Bargaining for Advantage: 

Negotiation Strategies for Reasonable People. Penguin.  

Chapter 5 – The fifth foundation: The other party’s 

interests. 

- Fisher, R. and Ury, W. 1982. Getting to yes. 

Management Review, 71(2): 16-21.    
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- Muir, C. 2007. Tapping the subjective values present in 

negotiations: Face, feelings and friendship. Academy of 

Management Perspectives, 21, 72-74.  

In class:  

- Les Florettes 

- Subjective Value Index 

Recommended reading:  

- Curhan, J. R., Elfenbein, H. A., & Xu, H. (2006). What 

do people value when they negotiate? Mapping the 

domain of subjective value in negotiation. Journal of 

Personality and Social Psychology, 91(3), 493-512. 

 

Session 3 (Sep 17) Integrative Negotiations #2 – Value Creation Techniques 

- Log Rolling, Contingency Agreements, etc. 

Before class:   

 Prepare Moms.com thoroughly and be sure to review 

outcome formulation 

 Mnookin, R. H., Peppet, S. R., & Tutumello, A. S. 

(2000). Beyond Winning: Negotiating to Create Value 

in Deals and Disputes.  Belknap Harvard. Cambridge.  

 Chapter 1 - The tension between creating and 

distributing value.   

 Chapter 2 – The tension between empathy and 

assertiveness. 

 Bazerman, M., and Gillespie, J. 1999. Betting on the 

Future: The Virtues of Contingent Contracts. Harvard 

Business Review, Sep-Oct, 3-8.  

In class:  

 Moms.com 

Recommended reading:  
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 Fisher, R., Ury, W., & Paton, B. (1991) Getting toYes: 

Negotiating Agreement Without Giving In. Penguin 

Books. 

 

Session 4 (Sep 24)  Negotiating Job Offers 

Before class:   

 Prepare Job Negotiation 

 Kolb, D. 2008. Before you say yes, negotiate for what 

you need to succeed. Harvard Management Updates.   

 Muir, C. 2005. Managing the initial job interview: 

Smile, schmooze, and get hired? Academy of 

Management Perspectives. 19, 156-158. 

 Weber, A. 2003. How to get them to show you the 

money. In R. Lewicki, B. Barry, & D. Saunders, eds. 

Negotiation, 4
th

 Edition, New York: McGraw Hill. 2-

9   

In class:  

 Job Negotiation 

Recommended reading:  

 Higgins, C.A., & Judge, T.A. 2004. The effect of 

applicant influence tactics on recruiter perceptions of fit 

and hiring recommendations: A field study. Journal of 

Applied Psychology, 89(4): 622–632. 
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MODULE B:  NEGOTIATION SUBTEXT 

 

Session 5 (Oct 1)    The People and the Context as Determinants 

  Before class:   

 Prepare Thomas Kilmann Inventory 

 Prepare Luna Pen A (HBS note 9-396-156). 

 Shell, G. R. (2006). Bargaining for Advantage: 

Negotiation Strategies for Reasonable People. Penguin. 

Chapter 1. The first foundation: Your bargaining style. 

 Sebenius, J. 2002. Caveats for cross-border negotiation.  

Negotiation Journal, April, 121-133. 

  In class:    

- Style 

- Luna Pen 

Recommended reading:  

 Allred, K. 2000. Distinguishing best and strategic 

practices: A framework for managing the dilemma 

between creating and claiming value. Negotiation 

Journal, 16(4), 387-397. 

 

 

 

Session 6 (Oct 8)   The People and the Context as Negotiated 

Before class:  

 Prepare Performance Review 

 Brickson. S. L. Identity Negotiations Note.  Please 

come to class well-versed. 

 Stone, D., Patton, B. & Heen, S. 2010. Difficult 

conversations: How to discuss what matters most. 

Penguin.  

 Chapter 1 – Sort out the three conversations 
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 Chapter 2 – Stop arguing about who’s right: 

Explore each others’ stories 

 Chapter 5 – Have your feelings (or they will have 

you) 

 Chapter 6 – Ground your identity: Ask yourself 

what’s at stake 

In class:  

- Performance Review 

- Identity negotiation 

Recommended reading: 

 Stone, D., Patton, B., Heen, S., & Fisher, R. 2000. 

Difficult conversations: How to discuss what matters 

most. Penguin.  The whole book is very helpful.  I will 

post a couple of additional chapters on Blackboard, as 

allowed by copyright law, but I highly recommend 

buying the book.  

 
 

Session 7 (Oct 15)   Social and Decision Biases 

Before class:  

 Mnookin, R and Ross, L. 1995. Chapter 1. In K. Arrow, 

R. Mnookin and A. Tversky (eds.) Barriers to 

Conflict Resolution. New York: W.W. Norton & Co. 

2-24.  Please come to class well-versed.  

2Banaji, M., Bazerman, M., and Chugh, D. 2003.  

How (un)ethical are you? Harvard Business Review, 

81(12): 56-64.   

 After the readings, please take one or more of the 

implicit attitudes demos (ten min). Results remain 

confidential. 

https://implicit.harvard.edu/implicit/demo 

                                       In class:  - Biases and barriers in negotiations  
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- American Dream Video excerpts 

                                   Recommended activity: 

- Watch 9-minute video: 

http://www.ted.com/talks/lang/eng/eli_pariser_bewar

e_online_filter_bubbles.html   

                                   Recommended reading: 

- Exchange of perspectives on the changing nature of the 

employer-employee social contract, as exemplified in 

the American Dream video. 

o Uchitelle, L., Battenberg III, J. T., Kochan, T. 

(2007).  Employer-Employee social contracts: 

Fashioning a new compact for workers. 

Academy of Management Perspectives, 21(2), 

5-16. 

o Rousseau, D. M. & Batt, R. (2007). Global 

competition's perfect storm: Why business and 

labor cannot solve their problems alone. 

Academy of Management Perspectives, 21(2), 

16-23. 

- Ayres, I. 1991. Fair Driving. Harvard Law Review. 

104(4): 817-872. Interesting study demonstrating the 

potentially powerful effect of bias in one negotiation 

context.  I’ll talk about this briefly in class, but this 

will provide more detailed info. 

- Bazerman, M. 2002. Judgment in Managerial Decision 

Making. John Wiley & Sons. 

- Bazerman, M., and Neale, M. 1994. Negotiating 

rationally. Simon & Schuster.  

 

 

 

http://www.ted.com/talks/lang/eng/eli_pariser_beware_online_filter_bubbles.html
http://www.ted.com/talks/lang/eng/eli_pariser_beware_online_filter_bubbles.html
http://web.ebscohost.com.proxy.cc.uic.edu/ehost/viewarticle?data=dGJyMPPp44rp2%2fdV0%2bnjisfk5Ie42eqLtaashd%2ff7Ebj3u2L8ra2R7CmrUqup684sLCzT7iptDjOw6SM8Nfsi9%2fZ8oHt5Od8u6OwSa%2butky1rq4%2b6tfsf7vb7D7i2Lt6896kjN%2fdu1nMnN%2bGu6izS7Oss0i2nOSH8OPfjLvc84Tq6uOQ8gAA&hid=12
http://web.ebscohost.com.proxy.cc.uic.edu/ehost/viewarticle?data=dGJyMPPp44rp2%2fdV0%2bnjisfk5Ie42eqLtaashd%2ff7Ebj3u2L8ra2R7CmrUqup684sLCzT7iptDjOw6SM8Nfsi9%2fZ8oHt5Od8u6OwSa%2butky1rq4%2b6tfsf7vb7D7i2Lt6896kjN%2fdu1nMnN%2bGu6izS7Oss0i2nOSH8OPfjLvc84Tq6uOQ8gAA&hid=12
http://web.ebscohost.com.proxy.cc.uic.edu/ehost/viewarticle?data=dGJyMPPp44rp2%2fdV0%2bnjisfk5Ie42eqLtaashd%2ff7Ebj3u2L8ra2R7CmrUqup684sLCzT7iptDjOw6SM8Nfsi9%2fZ8oHt5Od8u6OwSa%2butky1rq4%2b6tfsf7vb7D7i2Lt6896kjN%2fdu1nMnN%2bGu6izS7Oss0i3nOSH8OPfjLvc84Tq6uOQ8gAA&hid=12
http://web.ebscohost.com.proxy.cc.uic.edu/ehost/viewarticle?data=dGJyMPPp44rp2%2fdV0%2bnjisfk5Ie42eqLtaashd%2ff7Ebj3u2L8ra2R7CmrUqup684sLCzT7iptDjOw6SM8Nfsi9%2fZ8oHt5Od8u6OwSa%2butky1rq4%2b6tfsf7vb7D7i2Lt6896kjN%2fdu1nMnN%2bGu6izS7Oss0i3nOSH8OPfjLvc84Tq6uOQ8gAA&hid=12
http://web.ebscohost.com.proxy.cc.uic.edu/ehost/viewarticle?data=dGJyMPPp44rp2%2fdV0%2bnjisfk5Ie42eqLtaashd%2ff7Ebj3u2L8ra2R7CmrUqup684sLCzT7iptDjOw6SM8Nfsi9%2fZ8oHt5Od8u6OwSa%2butky1rq4%2b6tfsf7vb7D7i2Lt6896kjN%2fdu1nMnN%2bGu6izS7Oss0i3nOSH8OPfjLvc84Tq6uOQ8gAA&hid=12
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Session 8 (Oct 22)   Interests, Rights, and Power  

Before class:   

- Viking Investments simulation.  

- Kolb, D. & Williams, J. 2001. Breakthrough     

bargaining. Harvard Business Review OnPoint.  

February, 86-97.  Please come well-versed. 

- Kolb, D. 2003. Staying in the game. Negotiation. 

December, 3-5.  Please come well-versed. 

- Galinsky, A., and Liljenquist, K. 2004. Putting on the 

pressure: How to make threats in negotiations. 

Negotiation, Dec: 3-5.   

In class:   

 Shadow negotiations 

 Viking Investments 

                                    Recommended reading:  

- Salacuse, J. 2001. Renegotiating existing 

agreements. Negotiation Journal. 17(4): 311-331. 

- Kolb, D. & Williams, J. (2003). Everyday negotiation: 

Navigating the hidden agendas in bargaining.  

Jossey-Bass.   

- Ury, W. 1992. Getting Past No. Random House 

Business Book. 

 

 

Session 9 (Oct 29)  Influence 

                                  Before class:  

- Watkins, M. 2001. Principles of persuasion. 

Negotiation Journal, 17(2): 115-137.  Please come to 

class well-versed. 

In class:     

 Influence  
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 Excerpts from 12 Angry Men Video 

Recommended reading:  

- Cialdini, R. 2001. Influence: The psychology of 

persuasion. Allyn & Baron.  

 

 

MODULE C:  COMPLEX NEGOTIATIONS 

 

Session 10 (Nov 5)   Within-Group Negotiation 

Before class:  

 Decide groups for intergroup negotiation.  Report 

these to Shelley in class this week. 

 Prepare SUV – background and role 

 Hammand, J; Keeney, R; and Raifa, H. 1998. Even 

Swaps: A rational method for making trade-

offs. Harvard Business Review, 76(2): 137-150.  This 

article is relevant to many kinds of negotiations, not 

particularly to within-group negotiations. 

In class:  Ford SUV Simulation 

 

 

 

 

Session 11 (Nov 12) Intergroup Negotiation Part 1 

Before class:  

 Prepare Newtown 

 Submit above assignment  

In class:  Newtown Negotiation  

 

Assignment: Email Shelley Strategy Update Report by 8:00 PM, Sat Nov 17. 

Assignment: Email Shelley Pre-negotiation Strategy Report by 8:00 PM,  

Sat Nov 10. 
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Session 12 (Nov 19)    Intergroup Negotiation Part 2 

   Before class:  – See above assignment. 

In class:  - Newtown Negotiation 

 

Assignment: Email Shelley Intergroup negotiation results by end of day Nov 19 using 

emailed form (do not re-enter negotiations to do this!). 

Assignment: Email Shelley Final Intergroup Negotiations Report by 8:00 PM Sat Nov 

24. 

 

 

Session 13 (Nov 26)    Newtown Debrief 

Before class: - See above assignment. 

During class:  

 Groups debrief Newtown separately 

 

Assignment: Email Shelley one sentence with gains or losses from individual 

Negotiation Analysis by Sat, Dec 1.  For example, if you were buying a TV and 

reduced the price by $100, you gained $100.  Try to be as specific as possible.  For 

example, rather than saying “I got a 3% raise,” say “I increased my annual 

earnings by $3,000.”  These may also be qualitative (e.g., “I got my partner to agree 

to wash the dishes every night).  I will share aggregated data and not names. 

 

Assignment: Bring hard copy of individual Negotiation Analysis to the last class. 

Assignment: Course Evaluations  

Students are asked to complete a confidential online course evaluation known 

as a Campus Program for Student Evaluation of Teaching. These evaluations 

provide very important feedback to me and the college and will be used for 

course improvement and faculty evaluation. You will receive an email from the 

Office of Faculty Affairs inviting you to complete your course evaluations and 

will receive an email confirmation when you have completed each one. Please 

print your confirmation email for this course and include it with your final 

paper. Your answers will remain completely confidential. 
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   Before class:  

 See three above assignments. 

 Prepare Telepro 

 Read Lewicki’s mediation guide 

 Nugent, P. 2002. Managing conflict: third-party 

interventions for managers. Academy of Management 

Executive. 16: 139-155.  

In class:   

 Telepro  
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Recommended books 

 

Bazerman, M. (2002). Judgment in Managerial Decision Making. John Wiley & Sons.  

(cognitive bias) 

Bazerman, M., and Neale, M. (1994). Negotiating rationally. Simon & Schuster.  

(cognitive bias) 

Fisher, R., Ury, W., & Paton, B. (1991).  Getting toYes: Negotiating Agreement Without 

Giving In. Penguin Books.  (general, especially integrative negotiation) 

 

Kolb, D. & Williams, J. (2003). Everyday negotiation: Navigating the hidden agendas in 

bargaining.  Jossey-Bass.  (shadow negotiation) 

Lewicki, Roy J., Bruce, B., Minton, J. W., & Saunders, D. M. (2005). Negotiation (5
th

 

Ed.). McGraw Hill Education. (general) 

Mnookin, R., Peppet, R., & Tulumello, A. S. (2006). Beyond winning: Negotiating to 

create value in deals and disputes. Harvard University Press.  (integrative 

negotiation; parts are particularly relevant to lawyers/agents and clients; 

recommend for those hiring an attorney/agent or to attorneys/agents) 

Thompson, L. (2008). The mind and heart of the negotiator. 4
th

 ed. Prentice-Hall. 

(general) 

Shell, G. R. (2006). Bargaining for advantage: Negotiation strategies for reasonable 

people. 2
nd

 ed.  Penguin.  (general) 

Stone, D., Patton, B., Heen, S., & Fisher, R. 2000. Difficult conversations: How to 

discuss what matters most. Penguin.  (informal negotiation, identity negotiation, 

shadow negotiation, everyday communication) 

Ury, W. 1992. Getting Past No. Random House Business Book. (dealing with difficult 

people and situations) 


