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BUS 296BH Negotiation 
Professor Williams 
Spring, 2016 
 
Office:          JH 3121  
Telephone: (818) 677-2905  
Fax:              (818) 677-6264 
E-mail:          melanie.williams@csun.edu 
 For email messages, type “Negotiation class” in the reference portion 
Office Hours:   Call x2905 for appointments – many hours are available each week. 
Texts:                Fisher, R. and Ury, W. Getting to yes (any edition).        
 Negotiations materials license from the CSUN bookstore – these are for proprietary 

materials we’ll be using for simulations. Bring the license to class so that you can 
receive materials. 

 
Course description 
 
This course explores the ways that people negotiate to create value and resolve disputes.  It is designed 
to introduce negotiation theory and to build negotiation skills.  The curriculum integrates negotiation 
research and experiential learning activities.  Some of the exercises explore aspects of bargaining, value 
creation and distribution, the dynamics of coalitions, multi-party negotiations with a focus on organized 
preparation and process analysis.  Students must demonstrate learning through both experiential 
activities and written assignments. 
 
Objectives of the Course 
 

1. To begin to learn the fundamentals of negotiation and conflict management 
2. To begin to explore legal and behavioral aspects of negotiation 
3. To begin to explore the social contexts of negotiation 
4. To begin learn best practices in negotiation and conflict management 

 
Course topics 
  

I. Negotiation Fundamentals 
a. Managing the process of interdependence: negotiation and conflict management 
b. Exploration of two core strategic approaches: zero-sum negotiations and integrative 

(“win-win”) negotiations. 
c. Negotiation preparation: choosing a strategy, framing issues, defining objectives and 

planning action 
II. Psychological subprocesses of negotiation 

a. Perception, cognition and emotion 
b. Communication dynamics 
c. Power 

III. Social contexts of negotiation 
a. Reputation and its effect 
b. Managing multi-party negotiation 

IV. Best practices 
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Grading 
 
Grading is credit/no credit.  You need the equivalent of a grade of “C” to earn credit.  
There will be a paper worth 75% of the grade and class participation worth 25% of the course grade.  
Papers should be uploaded to turnitin.com; no hardcopy is needed. 
 
Class participation: This evaluation will be based on attendance, the quality of preparation, including 
familiarity with the reading material and cases, quality of performance on the exercises (as a process, not 
as outcome-driven), and the quality of participation in the feedback and discussion sessions.  Your 
participation in the simulations, the debriefing process and other class discussion is essential to your 
learning individually and as a class.  In sum, this component of the grade will be determined based on 
how much your presence added to the class.  
 
Do not take the class if you cannot attend all sessions.  If you must miss class, contact me by email at 
least 24 hours before the start of class. In the heading, note “Negotiations class – absence”.  We need to 
pair students for various activities and will need to make alternate plans if there are any disruptions.   
 
Course grade consequence for missed classes: For each missed class, your course grade will be 
reduced by 0.5 on the university’s 4.0 scale (see CSUN catalog, p. 37) unless excused before the class.  
This is separate from and in addition to the class participation portion of your grade. If you encounter 
unexpected difficulties beyond your control, please let me know.  
 
Observe confidentiality. You will be getting contact information for your classmates so that you can 
complete work out of class. You may not distribute this information to any other person for any reason – 
refer any questions to me.  In addition, you will be given course materials that require confidentiality until 
we discuss them in class; you may not share information until we finish the exercises.  
 
Reputation index: This term is borrowed from other courses, including the Negotiation course taught by 
Prof. Pachino.  The concept of a reputation index is based on the notion that your reputation as a fair, 
effective and trustworthy negotiator is an important asset in real-world business dealings.  Reputations 
have a habit of spreading within and among organizations and your future relationships depend on how 
others perceive you through your past behavior.  In addition, it is recognition that our interactions with the 
community have an important impact; we want to work towards the general good.  By the end of the 
course you will have negotiated with most or all of your classmates, received feedback from some and 
heard about the performance of others.  The reputation index is meant to measure the importance of 
establishing a long-term positive reputation negotiation.  This index recognizes those individuals who 
develop a reputation as trustworthy and effective negotiators and who, through their feedback, also 
contribute to the experience in this course.   Your classmates will be evaluating your reputation as a fair 
effective and trustworthy negotiation.  When tabulated, students with significantly positive or negative 
reputation ratings may (at the professor’s discretion) have their overall course grade affected by as much 
as .5 on the 4.0 scale.   Please consult the university catalog, p. 37, for the letter grade equivalents of the 
4.0 scale.  

Negotiations Research Paper – due on turnitin.com, 3/4/16. Late papers not accepted. 

Topics may include: Analysis of (i) a reasonably current negotiation reported in the media, (ii) a historical 
negotiation, (iii) a negotiation from a classic work of fiction or cinema, or (iv) an actual, personal 
negotiation  

There is no page limit – the paper should be long enough to discuss your analysis in depth but not so 
long as to be repetitive.  
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Template: 

1. Provide a brief narrative to describe the context and background 
2. Provide a brief narrative as to what was negotiated and how. This should be in chronological 

context.  
3. Identify in detail the extent to which the principals in the negotiation used or failed to use the 

techniques studied in the class.   
4. Using the readings, videos and class discussions, describe the strengths and weaknesses of 

each side’s negotiation techniques.   
5. Conclude with a description of insights you have gained for your future negotiations through the 

studies in this class and your paper research. 
6. There is no need for any outside research other than any needed to recount the facts of a 

negotiation. Do not include any research on negotiation skills or techniques other than class 
materials.  

7. Use the standard format: double space, 12-point serif font, numbered pages, APA referencing.  
8. Your work will be evaluated on the quality of your analysis, the incorporation of course materials, 

the depth of insight, and, of course, clear, well-organized and correct writing. 



 4

Assignments 
 
Date Topics Work to be completed 

before class 
Exercises to be completed 
before class 

1/29 
LC1 

Introduction  
Personal Bargaining 

Inventory 

Getting to Yes: read ch. 1 
Watch Taylor’s “Stroke of 

insight” located at 
http://www.ted.com/talks/lan
g/en/william_ury.html 

Watch Ariely, “Are we in 
control of our decisions?” 
located at 
http://www.ted.com/talks/lan
g/en/dan_ariely_asks_are_
we_in_control_of_our_own_
decisions.html 

 

Read “The Gas Station Game” 
posted on Moodle in 
preparation for in-class 
negotiation. 

 

2/5 
LC 

“Getting to Yes” 
principles 

Distributive (Power) 
Bargaining 

 

Getting to Yes: Read ch. 2-3 
Watch Ury, “The walk from 

‘no’ to ‘yes’” located at 
http://www.ted.com/talks/lan
g/en/william_ury.html 

 

Complete the Lexus exercise 
before class.  

Review confidential materials for 
Buying the House negotiation 
and prepare for in-class 
negotiation 

 
2/12  
RC2 

Inventing options 
 

Getting to Yes: Read ch. 4-5 Complete All in the Family 
negotiation. One group 
member posts results on 
Moodle. 

 
2/19 
LC 

“In Negotiation” 
issues 

BATNA 

Getting to Yes: Ch. 6 Complete Amanda negotiation 
before class. 

Review confidential materials for 
Architectural Design 
negotiations and prepare for 
the in-class negotiation.  

2/26 
LC 

Managing Conflict 
Cross-cultural 

Negotations 
Personal Bargaining 

Style Revisted 
“Best of” discussion 

Getting to Yes: Ch. 7 & 8 
Write your own “Five Best 

Practices” for negotiation 
and submit on Moodle. 

Turn in Peer Index 

Complete the At Your Service 
negotiations prior to class 

Review confidential materials for 
Coffee Contract and prepare 
for in-class negotiation 

    
 
Friday, 3/4  Paper due, uploaded to turnitin.com. Late papers not accepted. 

                                                 
1 “LC” refers to a live class; i.e. physical attendance required. 
2 “RC” refers to a remote class. No physical on-campus attendance required.  
 


