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REVISED 8/22/2020  

Fall 2020 – Section 14048 
Online – FOI 
Intermittent class meetings as noted on 
the schedule below - Thurs 2-3:15pm 

BLAW 453 
Negotiation 

 

 
Instructor: Professor Carr  
E-Mail: nanci.carr@csun.edu 
Phone: 818/677-3984 
 
Office Hours: Wed. 11:00am-2:00pm, 
virtual as posted on Canvas, and by 
appointment 
     

 

 

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. The course explores building constructive relationships and 
resolving conflict. Students must demonstrate learning through both 
experiential activities and written assignments. 

 Textbooks 
 
We will use several books in this course, but the good news is that they are 
readily available at a reasonable cost, and they are books that you may 
want to keep and refer to in the future throughout your career. 
 
1. Fisher, R. and Ury, W. Getting to Yes: Negotiating Agreement 

Without Giving In (any edition is fine). 

2. Lewicki, R., Saunders, D. & Barry, B. Negotiation: Readings, 
Exercises and Cases (7th ed., 2015) New York: McGraw-Hill ISBN 
978-0-07-786242-8.  (You must have the 7th edition or the assignments 
won’t match.) 

 
3. Stone, D., Patton, B. & Heen, S. Difficult conversations: How to 

discuss what matters most (any edition is fine). 
 

Class Preparation   
This course is primarily an online course.  We will meet on Zoom or in the 
Canvas Chat intermittently, and you will meet virtually with various 
negotiation partners to work through simulations.  Assignments will be 
submitted online on Canvas.  No work will be accepted by email.   
 

The assignments that you need to complete are listed below on the last page. 
Assignments include reading from the texts, online videos, and negotiation 
exercises. If you have questions about the assigned material, please ask.   

 

 
It is your responsibility to check Canvas 
regularly for announcements and other 
information related to the course. 
 

No recording  
You may not audio or video record the 
virtual class meetings. 

                                   
__________________________________________________________ 

    Professionalism                          
You are expected to show respect for 
your classmates, your professor, and the 
university, and not to engage in 
disruptive behavior.  For any video 
virtual class meeting, you must be 
dressed, and do not wear any type of 
Halloween mask that may startle 
classmates.  If you are eating, please 
turn off your video.    You may be asked 
to leave a video meeting for disruptive 
behavior, and you may be required to 
speak with the Student Conduct 
Coordinator before  being invited to 
another video class meeting.  Please 
maintain a professional tone in both 
online chat sessions and in emails to 
your professor and classmates.  

  Plagiarism  

Plagiarism will not be tolerated on 
homework or exams.  You may not 
copy from any source, including the 
textbook.  Your work must be your own, 
and Turnitin will report on the amount of 

Overview 
Prerequisites: BLAW 280; Upper Division Writing 
Proficiency Exam (UDWPE) score of 8 or 
higher. BUS 302/L is a prerequisite for Business 
majors. The course explores the ways that 
people negotiate to create value and resolve 
disputes. It is designed to introduce negotiation 
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This syllabus is subject to change as circumstances require.  

I will notify you of any such changes. 
 

  

 

Please note that on Canvas, Course Summary contains only those 
assignments that need to be submitted.  There are additional reading 
assignments, so please be sure to follow this syllabus. 
 

Technology Requirements   
Since this is an online course, reliable internet is required.  (Please see  
https://www.csun.edu/it/internet-connectivity-users-who-do-not-have-it for 
information on acquiring internet service.)   You’ll also need Microsoft Word 
(available at no charge from CSUN) for submitting written assignments.  You 
will need access to a computer or tablet; please contact the bookstore for 
purchasing and borrowing options if needed. 
 
Mission Statement, Learning Goals and Objectives 

 

Our mission is to equip students with the academic knowledge, problem 
solving, analytical and professional skills in the areas of business law, 
business ethics, and real estate necessary to achieve their personal and 
professional goals. 

Objectives of the Course 
1. To learn the fundamentals of negotiation and conflict management 
2. To explore legal and behavioral aspects of negotiation 
3. To explore ethical standards and criteria of negotiation and conflict 

resolution 
4. To explore the social contexts of negotiation 
5. To learn best practices in negotiation and conflict management 
 
Confidentiality 
 
You will be given course negotiation materials that require confidentiality until 
after the negotiation simulation has been completed; you may not share 
information with class members until after we have debriefed the negotiation 
exercise.  
 

Disability Resources and Educational Services 

If you have a disability and need accommodations, please register with the 
Disability Resources and Educational Services (DRES) office  
http://www.csun.edu/dres or the National Center on Deafness (NCOD)  
http://www.csun.edu/ncod. The DRES office is located in Bayramian Hall, 
room 110 and can be reached at 818/677-2684. NCOD is located on Bertrand 
Street in Jeanne Chisholm Hall and can be reached at 818/677-2611. If you 
would like to discuss your need for accommodations with me, please contact 
me to set up an appointment. 

 

your paper that is copied.  Plagiarism will 
result in failure of the course. 
 
                          Grading 
Your grade will be based upon 
participation (attendance, discussions), 
turned-in briefs, and two exams. There 
is no cumulative final exam.  Grade 
allocation is as follows: 
 

Negotiations/Discussions  100 points 
Paper:                                     40 points 
Exam:                                     60 points 
Total:                                    200 points 
 

Scale:  A-/A – 90% and above 
            B-/B/B+ – 80% - 89% 
            C-/C/C+ – 70% - 79% 
            D-/D/D+ – 60% - 69% 
 

Plus/minus grading is used.  The grade 
reached after calculating the grades 
above will be the minimum grade you 
can receive in the course. At the 
professor's sole discretion, your course 
grade may be raised based on effort 
and/or improvement.  
**Late work will not be accepted.** 
  

Legal Advice 
Business law faculty may not provide 
legal advice or legal services to 
students.  If you need legal advice or 
information regarding the law, resources 
can be found on the Department of 
Business Law web page at 
http://www.csun.edu/blaw/student-
resources.   

 Questions 
If you have any questions about the 
material contained in this syllabus, 
please contact Professor Carr. 
Your continued enrollment in the course 
evidences your agreement to the 
policies contained herein. 
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Course Topics and Assignments – Tentative 
Please note that all online materials and assignments are available on Canvas. 

Week 
(from Tues 

– Mon) 

Date Topics Activities  Work due (Unless otherwise 
noted, all work is due on 
Mondays at 5pm) 

One 8/25-
8/31 

Welcome to the course! Read/Watch:   
• Syllabus 
• Plagiarism materials on 

Canvas 
Class Meeting: 
• Thursday, 8/27, 2-3:15pm 

on Zoom 

• Syllabus and Canvas 
Scavenger Hunt 

• Flipgrid - Introduce Yourself! 

Two 9/1-
9/7 

What is negotiation? Read: 
• Getting to Yes, Chs 1-3 
Listen: 
• Getting to Yes, podcasts 1-3 

(All podcasts are on 
Canvas) 

• Negotiation survey 
 

Three 9/8-
9/14 

Conflict styles; interests, 
rights, and power; principled 
negotiation 

Read:   
• Lewicki 1.1, and Exercise 23 
• Getting to Yes, Ch 4 
Listen: 

Getting to Yes, podcast 4 

 
• Salary negotiation  

Four 9/15-
9/21 

Perception and persuasion Read: 
• Lewicki 2.1, 2.2, 2.3 
• Getting to Yes, Ch 5 
• Ariely & Kreisler, Who 

doesn't love sales? (on 
Canvas) 

Listen: 
• Getting to Yes, podcast 5 

• The Job Offer 
 

Five 9/22-
9/28 

Planning negotiation; 
Distributive/ Integrative 
Bargaining 

Read: 
• Lewicki Exercise 4  
• Lewicki 1.2, 1.4, 1.5, 1.8 
•    Getting to Yes, Ch 6 
Listen: 
• Getting to Yes, podcast 6 
Watch:  
• Videos posted on Canvas 

• Planning tool  
• Bakery/Florist/Grocery 

(Lewicki, Ex. 29)   

Six 9/29-
10/5 

Closing 
 

Read:   
• Getting to Yes, Ch 7 
• Lewicki 1.6 
Listen:   
• Getting to Yes, podcast 7 

• Island Cruise (Lewicki, Ex. 15) 
 

Seven 10/6-
10/12 

Sources of Power: 
1. BATNA 
2. Role 
3. Psychological 

Read:   
• Getting to Yes, Chs 8 
• Lewicki 2.8, 3.4 
Listen:   
• Getting to Yes, podcast 8 

City of Tamarack negotiation 
(Lewicki, Ex. 18) 

Eight 10/13-
10/19 

Exam  Class Meeting: 
• Exam will be from 2-

3:15 on Thursday, 
10/15 

• Exam  
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Nine 10/20-
10/26 

Crisis management Read:  
• Materials posted on Canvas 
• Difficult Conversations, 

Chs 1-5 
Listen:   
• Difficult Conversations, 

podcasts 1-5 
Start your paper: 
• Have you found a topic? 

 
• Complete crisis management 

discussion 

Ten 10/27-
11/2 

Ethics in Negotiation Lying 
Negotiating Styles, 
Gender and Cultural Issues 

Read: 
• Lewicki 3.5, 4.1, 4.2 
Watch:  
• Our buggy moral code 

(on Canvas) 
 

 
• Employee Exit Interview (Ex. 

25)  
• Submit paper topic  
 

Eleven 11/3-
11/9 

Dispute resolution Read: 
• Lewicki, 1.9 
• Finish Difficult 

Conversations 

 
• Roommate 
 
 

Twelve 11/10-
11/16 

Mediation  
 

 

Read:  
• Lewicki, Ex. 32, Third party 

conflict resolution 
• Lewicki, 7.1, 7.4  
 

 
• Darcy and the Rascal 
 
 

Thirteen 11/17-
11/23 

Ethos, logos, and pathos 
 

Read:  
Ethos, logos and Pathos:  
Examples of Persuasive 
Advertising Techniques 

 

Fourteen 11/24-
11/30 

Negotiating with Agents – 
Representative Negotiation 

Read:  
• Lewicki 3.7, 3.9 

 

  
 

Fifteen 12/1-
12/7 

Review and catchup  Write: 
• Your paper 

Class Meeting: 
• Thursday, 12/3, 2-3:15pm 

on Zoom 

 

Sixteen 12/8-
12/14  

Finals week  Paper due on 12/8 by 5pm 

 
 


