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COURSE DESCRIPTION:   This course involves scope, strategies, and objectives related to negotiated acquisitions.  The preparation, conduct, and documentation of the negotiation process are included.
REQUIRED TEXTS:  Negotiation: Readings, Exercises and Cases.  4th ed.  Lewicki, Saunders, Minton and Barry.  McGraw Hill, 2003.  ISBN: 0-07-242965-8 

DoD Contract Pricing Guide, Vol. 5 - Federal Contract Negotiation Techniques at http://www.acq.osd.mil/dpap/contractpricing/vol5toc.htm 
SUGGESTED SUPPLEMENTAL READINGS: 

· Skill in Communication. 2nd ed. Acker, David D.  Defense Systems Management College (now Defense Acquisition University), 1992. http://www.dau.mil/pubs/hardcopies/comm.asp 
· Students are expected to keep abreast of the current trends in articles that pertain to this course and report orally and in writing.  Specific assignments may be made in class by the Instructor  
INCOMING COMPETENCY OF STUDENTS EXPECTED BY INSTRUCTOR: 

· Ability to read and write at the graduate level

· Basic understanding of procurement and negotiations.

· Possess a willingness to participate in mock negotiations during the class.

· Possess a willingness to participate in all class activities.


COURSE STATEMENT OF OBJECTIVES:  

After completing this course the student will be able to:

· Develop the strategy for negotiation of a procurement

· Document the negotiation of a procurement

· Prepare the pre-negotiation package to be used in the negotiation process.

· Conduct a negotiation of a procurement using the prepared information.

SCHEDULE OF REQUIRED READINGS, CLASS PREPARATIONS AND ASSIGNMENTS, LECTURES, DISCUSSIONS, STUDENT PRESENTATIONS, AND EXAMS:

All cases and problems should be completed before class and handed in at the end of the class period they are due.  Late submissions after the class discussion will loose 15 points for each class they are late.  

	WEEK 1 
	PREPARATION FOR CLASS: Readings: Text: 1-1, How to Get Them to Show You the Money; 1-2, Three Approaches to Resolving Disputes; 1-3, Consider Both Relationships and Substance; 2-1, Preparing for Negotiations; 2-2, The Negotiation Checklist; 2-3, The Right Game.  DoD Guide: Ch. 1, Introduction to Negotiations.
CLASSROOM DISCUSSION TOPICS:  Course Overview. Syllabus review. Research Projects/Presentations review. The Nature of Negotiation. Prenegotiation Planning. Homework: "Personal Bargaining Inventory" questionnaire (p. 692) in textbook. Other: Exercises & Cases to be assigned in class.

	WEEK 2 
	PREPARATION FOR CLASS: Readings: Text: 3-1, Negotiation Techniques; 3-2, Secrets of Power Negotiating; 3-3, Defining the Exploding Offer; 4-1, Interest-Based Negotiation; 4-2, Step into My Parlor; 4-3, Some Wise and Mistaken Assumptions.  DoD Guide: Ch. 2, Exchanges Prior to Negotiations; Ch. 3, Negotiation Prpearation.
CLASSROOM DISCUSSION TOPICS:  Strategy and Tactics of Distributive Bargaining. Strategy and Tactics of Integrative Negotiation. Homework: Finish the "Personal Bargaining Inventory" Questionnaire (p. 692) in textbook. Other: Exercises & Cases to be assigned in class.

	WEEK 3 
	PREPARATION FOR CLASS: Readings: Text: 5-1, Negotiating Rationally; 5-2, How to Frame a Message; 5-3, Psychological Traps; 5-4, The Behaviors of Successful Negotiators; 8-1, When Should We Use Agents?; 8-2, Negotiating in Long-Term Mutually Interdependent Relationships; 8-3, Can We Negotiate and Still Be Friends?; 8-4, Whom Can You Trust?  DoD Guide:  Ch. 5, Nonverbal Communications.
CLASSROOM DISCUSSION TOPICS: Communication and Cognitive Biases. Social Context. Other: Exercises & Cases to be assigned in class. 

	WEEK 4 
	PREPARATION FOR CLASS: Readings: Text: 6-1, Where Does Power Come From?; 6-2, How to Become an Influential Manager; 6-3, Breakthrough Bargaining; 6-4, The Good Guy’s Guide to Office Politics; 7-1, The Ethics and Profitability of Bluffing in Business;  7-2, Ethics in Negotiation: Oil and Water or Good Lubrication?; 7-3, Deception and Mutual Gains Bargaining.  DoD Guide: Ch. 6, Bargaining Techniques; Ch. 7, Bargaining Tactics.
CLASSROOM DISCUSSION TOPICS: Discussion: Finding Negotiation Leverage. Ethics in Negotiation. Other: Exercises & Cases to be assigned in class.  Individual Projects due.

	WEEK 5
	PREPARATION FOR CLASS: Prepare for Midterm Exam (Chs. 1-8) and Individual Project presentation.
CLASSROOM TOPICS: Midterm Exam.  Presentation and Discussion of Individual Projects.

	WEEK 6
	PREPARATION FOR CLASS: Readings: Text: 9-1, A Core Model of Negotiation; 9-2, Reengineering Negotiations; 9-3, Get Things Done Through Coalitions; 10-1, The Power of Talk; 10-2, Are You Smart Enough to Keep Your Job?; 10-3, Should You Be a Negotiator?   DoD Guide: Ch. 8, Conducting Discussions; Ch. 3, Noncompetitive Negotiations.
CLASSROOM DISCUSSION TOPICS: Coalitions, Multiple Parties, and Teams. Individual Differences. Homework: Complete "Influence Tactics Inventory" (pp. 699-700 in textbook). Other: Exercises & Cases to be assigned in class. 

	WEEK 7
	PREPARATION FOR CLASS: Readings:  Text: 11-1, International Negotiations; 11-2, Intercultural Negotiations; 11-3, American Strengths and Weaknesses; 11-4, Negotiating with Romans, Part 1; 11-5, Negotiating with Romans, Part 2; 12-1, Negotiating with Problem People; 12-2, Open Mouth – Close Career; 12-3, Negotiating with a Customer You Can’t Afford to Lose.   
CLASSROOM DISCUSSION TOPICS: Global Negotiations. Managing Difficult Negotiation Situations.  Other: Exercises & Cases to be assigned in class.

	WEEK 8
	PREPARATION FOR CLASS: Readings: Text: 13-1, When and How to Use Third Party Help; 13-2, Mediator Attitudes toward Outcomes; 13-3, The Manager as the Third Party; 14-1, Bargaining Under the Influence; 14-2, She Stands on Common Ground; 14-3, The Ultimate Guide to Internet Deals.   
CLASSROOM DISCUSSION TOPICS: Managing Difficult Negotiation Situations (cont.). Applications of Negotiation.  Other: Exercises & Cases to be assigned in class. Group Projects due.

	WEEK 9
	PREPARATION FOR CLASS: Prepare for Final Exam (Chs. 10-14) and for Group Project presentations.
CLASSROOM TOPICS: Final Exam.  Presentation and discussion of Group Projects. 


RESEARCH REQUIREMENTS:
Individual Project:  Using Exercise 25, Planning for Negotiations, each student will prepare a paper containing a Negotiation Plan as outlined in the exercise (ignore the group context, you will do this as an individual with no assistance from others.  Your paper will have two parts – the first part will be your Negotiation Plan and should convey clearly what the issue is to be negotiated (it may be either one that has occurred or is expected to occur; creativity is welcomed here if it helps) and how you are planning to achieve your objective including what your preparation was or will be.  The second part of your paper will be in Question and Answer format addressing each question provided in the exercise.  (Hint:  It is likely that you will want to complete the second part first as doing so should help immensely in developing the thoughts and actions to be embodied in your Negotiation Plan.)  While there is no formal layout prescribed for this paper, the paper should be readable and logical in its presentation.  This paper is due in Week Four and a short presentation, using visual aids, will be done in class in Week Five
Team Project:  There is a plethora of information available through http://andrewsstarspage.com/ and related links available from that site regarding the current National Hockey League labor negotiations and lockout.  Teams of three to four students will be formed at the first class session and will collaborate to read and analyze this information and present a paper of 8-12 pages, utilizing APA format, showing how this issue relates to and personifies concepts embodied in various subchapters of the text. The number of subchapters to be matched is on a one-to-one basis with the number of individuals assigned to the team; for example, a team of three students will show how the on-going NHL negotiations and issues exemplify the teaching points associated with three different sub-chapters; a team of four students will focus on the relevance of four different sub-chapters.  This paper is due during the eight week and discussions of the paper will occur during the ninth week.  During the discussion, team members also should be prepared to discuss the negotiations, cooperation and conciliation that occurred between them in developing and writing the paper. At the end of the class, a Learning Team Evaluation will be required of each team member; evaluations are expected to differentiate among the contributions/attributes of the team members when participation was either exemplary or subpar.
DETERMINATION OF GRADES STATEMENT:

 Determination of grades is based on the following requirements and criteria.

Work that is barely adequate for Graduate work, Minimum Grades: 70-77 or "C": 
Products (papers, case studies, projects, presentations) must be on time, in the correct format, corrected for spelling and grammar, appropriate materials included and referenced, to-the-point and on topic, and conclusions must be supported. 

Examinations (in-class and take home) must be complete, accurate, neat, evidence clear thought, and exhibit concise and to-the-point responses.

Classroom behavior in class discussions and group activities should be responsible, exhibit open communication, constructive and helpful.

Satisfactory Graduate Work, Grades of 78-90, or "B-, B, and B+":  
Products must meet the requirements stated above for minimum requirements and additionally meet professional criteria. For example, documentation should be included to support research papers, the APA format should be used consistently throughout the paper, and substantially more than the minimum number of references should be included. Presentations should be logical, organized and comprehensive.

Examinations (in-class and take home) should be organized, in-depth, comprehensive, logical and complete, and evidence thorough understanding of the subject/topic through application of principles.

Classroom behavior should exhibit focused activity and thought on the subject/topic of discussion, be motivated, and assist in discovery of new insights and relationships concerning the subject/topic of discussion.

Superior Graduate Work, Grades of 91-100 or "A- and A": 
Products must meet all requirements stated above and additionally meet creative criteria. These criteria include unique topic or subject selection, synthesis of ideas, and evaluation of subject matter and positions found in the literature, be creative in approach, establish new relationships with ideas and provide new insights. 

Examination responses indicate insightfulness of understanding, a synthesis of information and unique ideas, and rationale for application of principles following careful analysis. 

Classroom behavior should exhibit very focused activity and thought on the subject at hand, be motivated, and assist in discovery of new insights and relationships concerning the subject/topic of discussion. An earned grade of "A" represents the best work of students accomplished in a unique and professional manner.
	COURSE REQUIREMENTS:
	% OF GRADE

	a. Meaningful classroom participation
	10

	b. Individual Project
	10

	c. Individual Project Presentation
	5

	d. Midterm Exam
	20

	e. Group Project
f.  Group Project Presentation 

g.  Group Project Participation (based on Learning Team Evaluation input)

h.  Final Exam (not cumulative)
	20
10
5                              

20


Taking the numerical score from the formula above and converting it to the appropriate letter grade from the chart determine the student’s letter grading for the course.

	Letter Grade
	Numerical Score

	A
	96-100% (4.0) 

	A-
	91-95% (3.67)

	B+
	87-90% (3.33)

	B
	82-86% (3.0)

	B-
	78-81% (2.67)

	C
	70-77% (2.0)

	F
	69 & below (0)

	I
	Incomplete (0) 

	W
	Withdrew


Course Attendance:  The University reserves the right to drop students who do not attend class the first two weeks of the term/semester.  Students are expected to attend all class sessions of every course.  In the case of unavoidable absence, the student must contact the instructor.  The student is subject to appropriate academic penalty for incomplete or unacceptable makeup work, or for excessive or unexcused absences.

Conduct:  Students enrolling in a degree program at Webster University assume the obligation of conducting themselves in a manner compatible with the University’s function as an education institution.  Misconduct for which students are subject to discipline may be divided into the following categories:

1.  All forms of dishonesty, cheating, plagiarism, or knowingly furnishing false information to the University.
2.  Obstruction or disruption of teaching, research, administration, disciplinary procedures, or other University activities or of other authorized activities on University premises.
3.  Classroom disruption.  Behavior occurring within the academic arena, including but not limited to classroom disruption or obstruction of teaching, is within the jurisdiction of Academic Affairs.  In case of alleged campus and/or classroom disruption or obstruction, a faculty member and/or administrator may take immediate action to restore order and/or to prevent further disruption (e.g. removal of student[s] from class or other setting).  Faculty members have original jurisdiction to address the immediacy of a situation, as they deem appropriate.  When necessary and appropriate, Public Safety and/or the local [or military] police may be contacted to assist with restoring peace and order.  Faculty response is forwarded to the academic dean (or his or her designee) for review and, if necessary, further action.  Further action might include permanent removal from the course.  Repeated offenses could lead to removal from the program and/or the University.
4.  Theft of or damage to property of the University.  

Students who cheat or plagiarize may receive a failing grade for the course in which the cheating or plagiarism took place.  Students who engage in any of the above misconducts may be subject to dismissal from the University on careful consideration by the executive vice president of the University or his designee.  To the extent that penalties for any of these misconducts (e.g. theft or destruction of property) are prescribed by law, the University will consider appropriate action under such laws. 

For Webster University policies and procedures, please refer to the Catalog and Student Handbook.
Many years ago, Donald Trump was describing his ideal president for a New Hampshire audience:   “I want a tough, smart cookie representing my interests . . . . I’m tired of nice people.  I want somebody who knows how to negotiate.”

This course is about negotiations: the object of negotiations is to reach agreement with the agreement usually resulting in a contract.  A syllabus is often equated to a contract and, with any contract, you always want to be sure to read the fine print:

In order to achieve the course objectives this syllabus may be modified at the discretion of the instructor.

Original Approved by:

Dr. Calvin D. Fowler, Space Coast Region Academic Dean, November 29, 2004

