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Class Website: http://blackboard.newark.rutgers.edu  This password-protected class website is based on the Blackboard program. If you are officially registered for the course with the Newark Registrar, then you should have access to the website based on your Rutgers ID and password. A couple of days before our first class session, you should check the website to download any overheads we will be using.

Class Announcements: I will be using Blackboard to send out class announcements. So if you usually use a NON-Rutgers e-mail account (e.g., AOL, yahoo, your employer), then please make sure that your “pegasus” or “eden” e-mail is forwarded to the e-mail account you actually use. This is very easy to do from any computer that is connected to the internet (even off campus). The instructions for setting this up are towards the bottom of: http://business.rutgers.edu/default.aspx?id=639
  

COURSE INFORMATION

The purpose of this course is to understand and use the theory and processes of negotiation as they are practiced in a variety of settings. The course is designed to be relevant to the broad spectrum of negotiation problems that are faced by the manager and professional. Thus the content is relevant to students interested in finance, marketing, real estate, technology, consulting relationships, entrepreneurship, and mergers and acquisitions. In addition, the course will emphasize negotiations that occur in the daily life of the manager. 

A basic premise of the course is that while a manager needs analytical skills to discover optimal solutions to problems, a broad array of negotiation skills is needed to get these solutions accepted and implemented. The course will allow students the opportunity to develop these skills experientially and to understand negotiation in useful analytical frameworks. Considerable emphasis will be placed on simulations and role playing. 

Negotiation is the art and science of securing agreements between two or more parties who are interdependent and who are seeking to maximize their outcomes. The central issues of this course deal with understanding the behavior of individuals, groups, and organizations in the context of negotiations. 

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 aspects of negotiating (e.g., interests, goals, cooperation) are ambiguous and often do not have “right” answers. I cannot teach you a set of formulas that will always maximize your profit (although they will help).

· Gain a broad, intellectual understanding of the central concepts in negotiation and be able to analyze these concepts.

· Develop confidence in the negotiation process as an effective means to resolve conflict.

· Experience the negotiation process, including learning to evaluate the costs and benefits of alternative actions and how to manage the negotiation process.


COURSE FORMAT

This course is built around a series of negotiation exercises and debriefings. Almost all exercises require preparation in advance. Some exercises require students to meet together outside of class to prepare as a group. Students are expected to be fully prepared for exercises prior to class and to participate in the debriefings. This course will have a midterm exam, but no final exam.
  
  

COURSE MATERIALS

You will be able to purchase the following required readings at New Jersey Bookstore, which is located at the corner of University and Bleeker, (973) 624-5383:

· GTY: Fisher, R., Ury, W., and Patton, B. (1991). Getting to Yes. New York: Penguin.

· REC: Lewicki, R., Saunders, D., Minton, J., and Barry, B., Editors (2003). Negotiation: Readings, Exercises, and Cases, 4th edition. New York: McGraw-Hill.

· NR: Bazerman, M. and Neale, M. (1992). Negotiating Rationally. New York: Free Press.

· Case Packet (Note: In addition to copying costs, the casepacket’s price includes the cost of royalties and permissions paid to publishers.)
Also, everyone will be required to pay for the exercises used during the course. To do so, go to:

http://www.upublishing.com/Merchant2/merchant.mvc?Screen=PROD&Product_Code=1-59271-426-9
Or go to www.upublishing.com and do a search for “Levin”. When paying, choose “customer pickup” (no shipping costs, since these will be handed out in class), and print out your receipt to bring to class. Note: The price for the exercises is high due to the very high cost of royalties.

 

COURSE REQUIREMENTS

1.
Attendance, Participation, and Preparation (30%) 

(20%) a. Your preparation and execution of the exercises and contribution to the debriefing discussion. I realize that the demands of traffic, work, family, etc. are powerful, but since this class is based so much on discussion and participation, I expect everyone to be on time for class, and I will be incorporating on-time attendance into your participation grade. In addition, expect to be called upon in class. You will be evaluated on the quality of your contributions and insights. Quality comments possess one or more of the following properties:

· offers a different or unique, but relevant, perspective

· contributes to moving the discussion and analysis forward

· builds on other comments

· applies concepts in the readings to negotiation experiences

This class has a strict attendance policy: You may miss one negotiation exercise without penalty if you provide advance notice (24 hours) to the instructor. If you miss a second exercise, you will lose a letter grade. If, in conjunction with any miss, you do not provide advance notice, you will lose a letter grade. This policy only applies to class sessions when you are scheduled to negotiate; there is no major penalty for missing a class session when you are not negotiating on that day (although your class participation would obviously be affected).

Please note now the classes during which negotiations are scheduled. This schedule is not likely to change. If you think you might miss an exercise, please both call me and e-mail me immediately to see what can be arranged. If I am not at my Newark office, please try me at home (I have voicemail at home, too). Do not rely solely on either e-mail or voicemail for this purpose; use both. 

If you are not registered for the course by the beginning of the semester, you are still welcome to attend the first week of class; that way, if someone drops the class and you get in, you will not have fallen behind. Note: If you decide to drop the class, please contact me personally and immediately. Official channels can be slow, and I do not want to schedule other people to negotiate with you if you will not be in the class. 

(10%) b. Planning Documents: At the beginning of each class for which there is a negotiation exercise (except the first class), you will be required to turn in a one-page negotiation planning document. Be sure to put your negotiation number at the top of the document and to make an extra copy of the planning document for yourself to use during the negotiation. During the course of the semester, two planning documents will be selected from each student and will be evaluated for quality; the remainder of the plans will be evaluated on a simple credit/no credit basis.

2. Midterm Exam (22%)

There will be an in-class midterm exam (closed book, closed notes) on Feb. 20 containing multiple-choice and short-answer questions. The exam will cover all readings and class discussions up to and including the readings assigned for the day of the midterm.


3. “Collecting Nos” Exercise (5%)

This homework assignment is due on Feb. 27 and is described in the REC book, pp. 595-596. Do parts A and C; part B is optional. This should be unrelated to any negotiation in class; it should be based on real-life requests by you to anyone: stranger, coworker, friend, acquaintance. Ask them questions as you would ask anyone for a request, not necessarily to start a negotiation. Use multiple people. Use this as an opportunity to ask people for things you actually want! This assignment may be turned in late, but I will deduct a substantial number of points for lateness, to be fair to those who were on time.


4. Group Strategy Papers (27%)

These group papers should focus on your strategic analyses in advance of the situation and, as it develops, your reflections on why it went right or wrong.

(9%) a. Initial Report: When we get to the Ridgecrest School Dispute exercise, you and the members of your negotiating team will submit a summary write-up (1.5-2 pages, double-spaced, 12-point font, one-inch margins) of your team’s initial strategies prior to negotiating. You should also append supporting materials; e.g., team planning document, in-depth issues analysis, benchmarking findings, spreadsheets, etc. DUE: Mon., Apr. 17.

(9%) b. Updated Report: You and the members of your negotiating team will submit a summary update during the middle of the negotiation process (1.5-2 pages, double-spaced, 12-point font, one-inch margins). You should append any new supporting materials. DUE: Mon., Apr. 24.

(9%) c. Final Report: Both your team and the other team with whom you negotiated will write a joint report after negotiations end (4 pages, double-spaced, 12-point font, one-inch margins). Include references to course concepts and readings. DUE: Mon., May 1.

Your teammates will be asked to rate your individual contribution to preparing for and writing each of the three group papers. Individual grades will be adjusted up or down from the group grade based on this information.


5. Negotiation Outcomes (8%) 

This score will be calculated based on your own individual division’s net profits (in millions of dollars) from the El Tek exercise on Apr. 3. None of the other negotiation exercises will be graded.

6. Reputation Index (8%) 

This index will be calculated on your negotiating reputation with your classmates, on the basis of their experience with you over the semester. The index is a proxy for the long-term effects of reputations created by negotiation activities in organizations, where the negotiations you conduct today affect the ways you are seen by others tomorrow. The index recognizes that those individuals who have a reputation of competence, benevolence, and integrity will have an advantage in future negotiations, and those who do not have such a reputation will be at a disadvantage.

7. Extra Credit (up to 2% of your participation grade) 
You can earn up to two extra-credit points on your participation grade (which is 30% of your overall grade) by bringing in examples of an interesting negotiation from newspapers, magazines, movies, etc. All you need to do is write up a very brief analysis (e.g., what negotiation concepts are involved) and staple it to a copy of the article if it is from a newspaper, magazine, etc. If you see a noteworthy negotiation in a movie, you just need to write a description of it, the name of the movie, where it occurred in the movie, along with your very brief analysis. Be prepared to summarize and analyze in class the negotiation example that you turn in, because we will occasionally discuss these examples in class. Please do not turn in articles of negotiating tips, only examples. You will earn one extra-credit point for each example that you turn in.


ETHICAL OBLIGATIONS

The following ethical standards apply to this course as follows: 

a. You are expected to be prepared and on time for all negotiation exercises (see attendance policy).

b. You may not physically show your confidential role instructions to other parties, though you are free to tell them whatever you would like to about your confidential information.

c. Do not make up facts that materially change the power distribution of the exercise; e.g., that your family has just bought the company with which you are currently negotiating for a job.

d. You may use any strategy, short of physical violence, to reach agreement, including misrepresentation. However, in selecting a strategy, it is wise to consider that using it may have ramifications that go beyond the particular negotiation.

e. You may not share or describe the content of the role-playing exercises to students who may take this course in the future.

f. You may not look at course materials from other Negotiations classes that I or others are currently or have previously taught. This prohibition, which also includes materials posted on the web, will be in effect until after the end of the semester.

Negotiations—Spring 2006
MBA Course Outline (Newark)

Note: Always bring a calculator (or laptop) to every in-class and real-life negotiation.

	Session 1 (Mon., Jan. 23)
	Introduction to Negotiation

	Read:
	GTY book—the entire book

	Negotiate:
	Texoil [to be distributed in class]

	In-Class:
	Introduction to course

	 
	 

	Session 2 (Mon., Jan. 30)
	Negotiation Basics and Planning

	Read:
	[review] GTY book—the entire book 
casepacket: The Pros and Cons of “Getting to Yes” 
REC 4.2: Step into My Parlor

	 
	NR, chpt. 4: Anchoring and Adjustment 
casepacket: Elmtree House 
REC 2.1: Preparing for Negotiations

	Prepare:
	REC Case 1. Capital Mortgage Insurance Co. (A)

	In-Class:
	Debrief Texoil  
Discuss Capital Mortgage case

	 
	 

	Session 3 (Mon., Feb. 6) 
	Negotiation Basics (cont.)

	Read:
	NR, chpts. 9-11: A Rational Framework for Negotiation 
NR, chpt. 18: Conclusion 
[Optional: NR, chpts. 2-3, 5-8; 
especially the advice on pp. 44, 54-55, 59-60, 61-62]

	Turn In:
	Planning Document (New Recruit)

	Negotiate:
	New Recruit

	In-Class:
	Seinfeld video (short)  
Debrief New Recruit

	 
	 

	Session 4 (Mon., Feb. 13)
	Power and Dispute Resolution

	Read:
	REC 1.2: Three Approaches to Resolving Disputes 
REC 5.4: The Behavior of Successful Negotiators
REC 12.1: Negotiating with Problem People 
[review] GTY, pp. 107-128: What If They Won’t Play?

	Turn In:
	Planning Document (Chestnut Drive)

	Negotiate:
	Chestnut Drive 
NOTE: Group preparation outside of class recommended

	In-Class:
	Debrief Chestnut Drive

	 
	 

	Session 5 (Mon., Feb. 20)
	Mediation

	Read:
	REC 13.1: When and How to Use Third-Party Help 
REC, pp. 560-563 (sample mediation guide)
NR, chpt. 15: Negotiating Through Third Parties 
casepacket: The Mediation Process

	Turn In:
	Planning Document (Amanda)

	Negotiate:
	Amanda [“fishbowl” style at front of class]

	In-Class:
	Midterm Exam
Debrief Amanda

	 
	 

	Session 6 (Mon., Feb. 27)
	Cross-Cultural Negotiation

	Read:
	REC 11.2: Intercultural Negotiation in International Business 
REC 11.4: Negotiating with “Romans”—Part 1

	Turn In:
	Planning Document (Alpha Beta) [by individual or team]
Collecting Nos assignment

	Negotiate:
	Alpha Beta 
NOTE: Team preparation outside of class

	In-Class:
	Debrief Collecting Nos
Debrief Alpha Beta

	Session 7 (Mon., Mar. 6)
	Negotiation Strategy

	Read:
	REC 10.1: Power of Talk
REC 8.1: When Should We Use Agents?

	Turn In:
	Planning Document (Bullard Houses)

	Negotiate:
	Bullard Houses

	In-Class:
	Video: The Restaurant

	 
	 

	NO CLASS on Mon., Mar. 13

	 
	 

	Session 8 (Mon., Mar. 20)
	Ethics in Negotiation

	Read:
	casepacket: Ethics in Negotiation 
casepacket: When Is It Legal to Lie in Negotiations?
REC 1.1: How to Get Them to Show You the Money

	In-Class:
	Debrief Bullard Houses
Video: Inside the Manny Ramirez Deal

	 
	 

	Session 9 (Mon., Mar. 27)
	Multi-Party Cross-Cultural Negotiation

	Read:
	REC 9.3: Get Things Done through Coalitions 
NR, chpt. 14: Negotiating in Groups and Organizations

	Turn In:
	Planning Document (Mouse)

	Negotiate: 
	Mouse 
NOTE: Pre-negotiation caucusing outside of class is permitted

	In-Class:
	Debrief Mouse
Mortgage/common currency spreadsheet

	 
	 

	Session 10 (Mon., Apr. 3)
	Negotiation Strategy Revisited

	Read:
	[review] NR, chpts. 9-11: A Rational Framework for Negotiation 
[review] NR, chpt. 18: Conclusion

REC 3.1: Negotiation Techniques 
REC 3.2: Secrets of Power Negotiating

	Turn In:
	Planning Document (El Tek)

	Negotiate:
	El Tek—individual outcomes to be graded

	In-Class:
	Debrief El Tek  
Handling “Dirty Tricks”

	 
	 

	NO CLASS on Mon., Apr. 10: “Team Time” to Prepare for Ridgecrest

	 
	 

	Session 11 (Mon., Apr. 17)
	Negotiation Strategy Revisited

	Turn In:
	Initial Team Strategy Report (Ridgecrest School Dispute)

	Negotiate:
	Ridgecrest School Dispute—Round 1

	In-Class:
	Discuss real-life negotiation example (complaint letter)

	 
	 

	Session 12 (Mon., Apr. 24)
	Negotiation Strategy Revisited

	Turn In:
	Updated Team Strategy Report (Ridgecrest School Dispute)

	Negotiate:
	Ridgecrest School Dispute—Round 2

	 
	 

	Session 13 (Mon., May 1)
	Wrap-up

	Turn In:
	Final Group Strategy Report (Ridgecrest School Dispute)

	In-Class:
	Debrief Ridgecrest School Dispute 
Course Wrap-up
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