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Course Information


The purpose of this course is to help you understand the theory of negotiation as it is practiced in a variety of settings, and to help you feel more comfortable and confident with the negotiation process.  The course is designed to be relevant to the broad spectrum of negotiation problems that are faced by managers.  The course will complement material covered in other courses at Fuqua.  It will provide participants with an opportunity to develop skills experientially and to understand negotiation in useful analytic frameworks.  Considerable emphasis will be placed on role-playing exercises and case studies.


Negotiation is the science and art of securing agreements between two or more interdependent parties.  Material presented in lecture and readings is designed to familiarize you with the science of negotiation--how to recognize the structure of a conflict situation and know what techniques tend to be most effective given that structure.  Of course, there is seldom a single well-defined “right” or “wrong” way to negotiate.  Role-playing exercises and case studies are therefore designed to offer you an opportunity to develop your own unique style and learn for yourself and others the art of negotiation.

 The following is a partial list of course objectives:

• To give you a broad, intellectual understanding of the central concepts in negotiation.  These concepts will be the building blocks from which you can systematically understand and evaluate the negotiation process. 

• To provide you with experience in the negotiation process, and help you to evaluate the costs and benefits of alternative strategies and tactics.

• To challenge your preconceptions about negotiation, and to teach you to discriminate effective negotiation from ineffective negotiation.

• To improve your understanding of the behavior of individuals, groups, and organizations in competitive situations.

• To teach you to recognize the often subtle tactics of social influence that are applied in a wide variety of negotiation settings.

• To give you an overview of systematic biases in the judgment of negotiators, and to help you guard against them in your own behavior.

• To help you understand the way in which emotions, relationships, and the perception of fairness affect negotiations

• To challenge you to consider the ethical implications of various negotiation tactics.

Course Format

The class will include lectures, class discussions, case studies, guest speakers, and a series of negotiation exercises.  While the class officially meets from 1:15-3:30 (section 301) or from 3:45-6:00 (section 302), you should be prepared to spend additional time outside of class completing negotiation exercises and working on the group project.  

Course Requirements

1. Participation (35% of your grade).  Students are expected to participate in all negotiation exercises and class discussions.  If you are absent for in-class negotiation exercises or miss your assignment for exercises outside of class, other students will suffer (especially those with whom you are scheduled to negotiate).  Therefore, your attendance and preparation for exercises will be weighted heavily in your participation grade.

Class participation is a very important part of the learning process in this course.  You will be evaluated on the quality of your contributions and insights.  Quality comments should offer a unique but relevant perspective, move the discussion and analysis forward, build on other comments, and demonstrate some reflective thinking.  

Although your participation grade is subjective, it will not be arbitrary.  Criteria include:


1) Attendance


2) Preparation for discussions, simulations, and exercises


3) Quality of comments in class discussions

4) Thoughtfulness of work done in class exercises, bulletin board posts, and ungraded assignments

2. Midterm Exam (15% of your grade).  In order to provide you with feedback on your understanding of the objective content of this course, there will be one midterm exam, worth 15% of your grade.  The format will be brief multiple-choice and short answer items, and you will be able to take it home with you to complete at your leisure (but you must complete the exam without assistance).  Assuming that you are up-to-date on the class material, the midterm should take you 1-2  hours to complete.

The midterm will be handed out in class Thursdat February 15.  It is due in class Monday February 19.  It should be construed as a violation of the honor code to consult with anyone else or make copies of this exam.

3. Self-Appraisal Paper (20% of your grade).  The midterm exam will test your mastery of the key objective content of this course.  However, negotiation is also partly an art that can be practiced, studied, and improved.  Your job in the self-appraisal paper is to take stock of your personal strengths and weaknesses, record key lessons from the class material and exercises, and target avenues for improvement.  Be as succinct as possible, because it is my hope that you will reread this document after you leave Fuqua, to remind you of the most important lessons you took away from the course.

Among the questions you might address in your self-appraisal are the following:

(1) What are your strengths as a negotiator? (be very specific)

(2) What are your weaknesses as a negotiator?  How can you ameliorate them?

(3) What qualities/techniques did you admire in the negotiation of others? (again, be very specific)

(4) What experiences from the simulations and exercises were especially memorable to you?  What lessons did you learn?  (Here you may want to discuss some details of how you and your counterparts negotiated particular exercises).

(5) What lessons from lectures, readings, and/or class discussion did you especially resonate with?  Why? 

(6) What did you find particularly surprising? In what ways (if any) has this course changed the way that you think about negotiation?

(7) Have you seen any lessons of the course play themselves out especially poignantly in your personal or professional life?

The self-appraisal paper should be 5-6 pages long, and no more than 1500 words.  Projects will be evaluated on the following criteria:

• Analysis (10 pts): How thoughtful and insightful was your analysis? 

• Relevance (5 pts): How effectively do you relate your discussion to the concepts discussed in the course?

• Exposition (5 pts): How clearly written and professionally presented is the paper?

The self-appraisal paper will be due by 5pm Friday, February 23 and should include reflections on material covered up to and including the February 22 class.

4. Group Project (30% of your grade).  The term project should be completed in a group of four to six students (please see me for approval to adjust this number).  The project may be defined in a number of different ways; however, it should increase your understanding of negotiation and require a substantial amount of time over the entire quarter.  Your write-up should be no more than ten double-spaced, typed pages (not including tables, indices, etc.). 


  Some sample projects are as follows.

• Develop a simulation that could be used in a future BA-421 course.  Ideally this exercise should tap some of the processes that you think are important but were overlooked in this course.  Be sure to test your exercise on a pilot group.  The write-up of the exercise should include: the objectives of the exercise, the exercise itself (in an appendix), and the results of your pilot run of the exercise.  Also include your reaction to the results--what surprised you, what needed to be adjusted, and teaching notes for use with this exercise.

• Analyze a negotiation situation.  You may choose a personal experience, a second-hand experience, a published case, or a situation in the news.  Select an incident that provides you with enough detail and is sufficiently rich for interesting analyses.

•  Conduct a series of interviews with “experts” in a specific applied negotiation setting.  What are the determinants of negotiation success in this context?  Possible experts include: investment bankers, purchasing agents, car dealers, real estate agents, lawyers, recruiters, etc.

•  Conduct a set of interviews with a group of non-experts who must negotiate an important event in their lives.  What are the determinants of negotiation success in this context?  Potential non-experts include: MBA’s negotiating for jobs, individuals purchasing homes.

• Do a field experiment.  If you have access to some organization in which negotiation between clients and professionals is central (e.g., car dealership), arrange to have clients and professionals engage in one of the exercises that we do in this course, and report the results.

Projects will be evaluated on the following criteria:

• Analysis (10 pts): How well do you understand the key concepts you employ? To what extent are you able to bring meaningful order to the data you choose to report?

• Relevance (5 pts): How relevant is your topic to the course?  How effectively do you relate your results to the concepts discussed in the course?

• Creativity (5 pts): How creative and challenging is your choice of topic and the methodology that you employ? 

• Exposition (5 pts): How clearly written and professionally presented is the paper?

You are expected to form groups by Friday, January 26.  Each group must submit their choice of topic for the project to me by Monday, February 5. I encourage you to schedule a meeting with me for later that week discuss details of your proposal.  The group project will be due Friday, March 2 at 5pm.

Reading Assignments
The reading load for this course is fairly heavy, especially early in the term.  Students are expected to do all of the readings assigned, unless told otherwise (in a few cases, reading is optional or only meant to be skimmed).  I encourage you to buy all of the following:

· Cialdini, R.B. (1993). Influence: Science and Practice (3rd ed.).  Harper-Collins.

· Bazerman, M.H., & Neale, M.A. (1992).  Negotiating Rationally.  New York: Free Press.

· Reading Packet.

The following book is optional but highly recommended:

· Ury, W. (1991). Getting Past No: Negotiating With Difficult People.  New York: Bantam.

Course Web Page

This course is supported by a web page that will contain a copy of this syllabus and schedule of assignments, contact information for your classmates, negotiation partner assignments, powerpoint lecture slides and other hand-outs, links of interest and electronic bulletin board access.  The url is:


http://faculty.duke.edu/~cfox/ba421/main.html
BA 421 Staff

I am available by appointment, during office hours, or whenever you can find me!  My office is A306, 660-7833 (I am often there quite late).  Office hours are by appointment and Tuesdays, 2-3pm.  I can also be reached by e-mail: cfox@mail.duke.edu.  

The course teaching assistant is Kelly See.  She can be reached at kes3@mail.duke.edu, or 660-7658 (political science department).

The course secretary is Judy Kimrey, 660-7838; kimrey@mail.duke.edu.
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1) Monday, January 22 
Distributive Bargaining 1: Introduction/overview


• READING DUE
Cialdini text


• ASSIGNMENT DUE
preassignment


• CLASS AGENDA
Introductions



Course overview



Buying & Selling exercises 


• NEGOTIATION/CASE
Buying & selling


• PICK UP
--------
2) Thursday, January 25 
Distributive Bargaining 2: Normative Analysis


• READING DUE
Cialdini text 


• ASSIGNMENT DUE
Haggling story



List of group members for project to Judy by Fri, 5pm


• CLASS AGENDA
Analysis of distributive bargaining



Haggling stories



Why not negotiate?


• NEGOTIATION/CASE
(discuss Haggling stories)


• PICK UP
Club West
3) Monday, January 29 
Distributive Bargaining 3: Social Influence


• READING DUE
Cialdini text (finish)


• ASSIGNMENT DUE
Prepare to negotiate Club West; bring stopwatch to class



Post by 1/28, 6pm: social influence stories


• CLASS AGENDA
Social influence tactics



Case study: Jerusalem Bazaar


Negotiate Club West


• NEGOTIATION/CASE
Club West


• PICK UP
Jester case
4) Thursday, February 1 
Distributive Bargaining 4: Cognitive & Motivational Biases


• READING DUE
Bazerman & Neale text (B&N), Ch 1&2



Raiffa, “A checklist for negotiators”



Lewicki & Litterer, “Planning and preparation” (skim)


• ASSIGNMENT DUE
Jester, Co. Inc.


• CLASS AGENDA
Debrief Club West



Cognitive & motivational biases



Guest speaker: real estate negotiation


• NEGOTIATION/CASE
(discuss Club West)


• PICK UP
Job Recruit negotiation briefings
5) Monday, February 5 
Integrative Bargaining 1: Normative Analysis


• READING DUE
B&N, Ch 4-8, 12, 16



Lax & Sebenius, “The negotiator’s dilemma: Creating & claiming value”



Wu, “Sources of joint gains in negotiations”



Bazerman, Russ, Yakura, “Post-settlement settlements”


• ASSIGNMENT DUE
Job Recruit negotiation



Group Project Proposal


• CLASS AGENDA
Debrief Jester, Co



Debrief Job Recruit



Analysis of integrative bargaining 



Sources of joint gain


• NEGOTIATION/CASE
(discuss Jester, Job Recruit) 


• PICK UP
Pass/Fail case (negotiate by 2/7, 12pm)

6) Thursday, February 8 
Integrative Bargaining 2: Fairness, Emotions, Relationships


• READING DUE
B&N, Ch 3, 9-11



Allman, "Nice guys finish first" 



Frank, "Beyond self-interest"



Ury, “Excerpts from Getting Past No” 



*Kahneman, et al, "Fairness and the assumptions of Econ"--read after class


• ASSIGNMENT DUE
Negotiate Pass/Fail; post results by 2/7, 12 pm



extra credit: score Pass/Fail by 2/8, 9am


• CLASS AGENDA
Debrief Pass/Fail



Fairness norms & relationships



Emotions in negotiation


• NEGOTIATION/CASE
(discuss Pass/Fail)


• PICK UP
Bullard Houses case

7) Monday, February 12 
Integrative Bargaining 3: Agency, Ethics


• READING DUE
B&N, Ch 13, 17



Rubin & Sander, “When should we use agents?”



Lax & Sebenius, "Three ethical issues in negotiation" 



Shell, "When is it legal to lie in negotiations?"


• ASSIGNMENT DUE
post Bullard Houses result by 2/11, 2pm 



post ethical issues reflection by 2/11, 10pm


• CLASS AGENDA
Debrief Bullard Houses



Agency



Ethical issues


• NEGOTIATION/CASE
(discuss Bullard)


• PICK UP
Research Consortium case

8) Thursday, February 15  
Multiple Parties 1: Coalitions


• READING DUE
Caplow, “Two against one: Coalitions in triads--introduction”



Wriggins, “Up for auction: Malta bargains with Great Britain” 


• ASSIGNMENT DUE
Negotiate Research Consortium case before class



Prepare Malta case


• CLASS AGENDA
Debrief Research Consortium 



Coalition Analysis 



Case study: Malta


• NEGOTIATION/CASE 
(discuss Research Consortium)



Malta


• PICK UP
Take-home midterm

9) Monday, February 19
Multiple Parties 2: Negotiation within and between organizations


• READING DUE
The 1984 General Motors-UAW Negotiations (HBS 488-027). 


• ASSIGNMENT DUE
Take-home Midterm


• CLASS AGENDA
Case Study: Final Offer (video) Warning: there is strong language!



Debrief Final Offer



Intraorganizational negotiation

• NEGOTIATION/CASE
Final Offer


• PICK UP
Deeport

10) Thursday, February 22  
Multiple Parties 3: Group Negotiation


• READING DUE
B&N, Ch 14



Brett, “Negotiating group decisions”


• ASSIGNMENT DUE
Harborco preparation



Self-appraisal due, Friday 5pm


• CLASS AGENDA
Negotiate Deeport 



Debrief Deeport



Group Negotiation


• NEGOTIATION/CASE
Deeport


• PICK UP
Mediation/Arbitrations case

11) Monday, February 26
Alternative Dispute Resolution


• READING DUE
B&N, Ch 15



Allison, “Five ways to keep disputes out of court”



Riskin, “Mediator orientations, strategies, and techniques” 


• ASSIGNMENT DUE
prepare 3rd party case


• CLASS AGENDA
Guest speaker: Richard Birke



Alternative Dispute Resolution (mediation, arbitration, etc.)


• NEGOTIATION/CASE
Mediation/Arbitration exercises


• PICK UP
------
12) Thursday, March 1  
Summary & Conclusion


• READING DUE
TBA


• ASSIGNMENT DUE
Group Project (Due Friday, 5pm)


• CLASS AGENDA
Topic TBA



Summary & conclusion


• NEGOTIATION/CASE
TBA


• PICK UP
------
