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WEBSTER UNIVERSITY 

COURSE SYLLABUS

Merritt Island

Spring 2, 2006
March 24th 5:30pm-9:30pm  March 25th 8:30am-5:30pm

	MNGT 5500  Section  64
	Principles of Negotiation

	Instructor Mr. Thomas R. Hastler, J.D.
	Phone: hp (703) 425-0082 ) 

	Office Hours: 30 Minutes before class
	Email:


COURSE DESCRIPTION: Students participate in seminars designed to examine contemporary issues in management.  The professional seminar supplements the core and elective courses in the area of management by focusing on issues of current and special interest.  This professional seminar is designed to help all persons who have to negotiate agreements to do so “without giving in.”  During the last ten years much attention has been directed to the subject of negotiation.  New theoretical works have been published, case studies have been produced, and empirical research has been undertaken.  This seminar utilizes all of that work in teaching participants “principled negotiation” as developed by Professor Roger Fisher and William Ury at the Harvard Law School.

INCOMING COMPETENCY OF STUDENTS EXPECTED BY INSTRUCTOR: 

	a. 
	The ability to read, write, and to verbally express ideas and concepts at the graduate level

	b. 
	The ability to participate in simulation exercises

	c. 
	The willingness to do a. and b.


COURSE STATEMENT OF OBJECTIVES: Upon successful completion of this course, the student will be able to:

	a. 
	Understand and use the system of “principled negotiating”

	b. 
	Understand and use limits of “principled negotiating”

	c.
	Develop stratagems for dealing with persons who appear to be irrational, or who use a different value system outlook, or negotiating style

	d.
	Deal with the tactics of negotiating, e.g. where to meet, who should make the first offer, and how to move from inventing options to making commitments

	e. 
	Understand the role of “power” in negotiating


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

	Session 1 5:30-9:30pm
	Contract Negotiation Overview
· What is negotiation?

· Fear of Negotiating Contracts

· Contract Negotiation Is a Complex Human Activity

· We all Negotiate Every Day

· Negotiation Approaches

· Key to a Successful Contract Negotiation

· Getting to Yes Means - Negotiation Objectives

· Getting Past No: Five Barriers to Cooperation

· The Key to Successful Negotiation Is Preparation

· The Contract Negotiation Process: The Risk Zone

· The Importance of Price

· 12 General Rules for Negotiation Success


Pre-Negotiation Planning - Steps
· Prepare Yourself

· Know the Other Party

· Know the Big Picture

· Identify Objectives

· Create Options

· Select Fair Standards

· Examine Alternatives

· Select Your Strategy

· Develop a Team Negotiation Plan


Conducting Negotiations - Steps
· Determine Who has authority

· Prepare Facilities

· Use Agenda

· Introductions

· Set Tone

· Exchange Information

· Focus on Objectives

· Use Strategy, Tactics, and Counter-tactics

· Make Counter-Offers

· Agreement or Walk Away 

	Session 2   8:30am–12:00n
	This class will divide into teams and conduct a complex real world negotiation based on a scripted scenario.

	Session 3 1:00-5:30pm
	· Continue Negotiation Exercise

· De-Brief Negotiation Exercise

· Post Negotiation Actions

· Prepare Negotiation Minutes

· Send Minutes to the Other Party

· Offer to Write Up the Contract

· Prepare the Contract

· Prepare Negotiation Results Summary

· Obtain Required Review and Approvals

· Send Contract to Other Party for Signature

· Provide Copies of Contract to Affected Organizations

· Document Lessons Learned

· Prepare Contract Administration Plan 


REQUIRED TEXTS: Paperback book for sale “Getting Past No : Negotiating Your Way from Confrontation to Cooperation by William Ury (Author)”.  This book is available at Amazon.com for about $10.00.  Other resources will be referred to at the seminar.

SUPPLEMENTAL READINGS: All supplemental readings and material will be distributed during the sessions.

VISUAL AIDS: Transparencies, simulation exercises, and handout materials

	COURSE REQUIREMENTS:
	% OF GRADE

	a. Negotiation Exercises
	50

	b. Class Participation
	50


This syllabus may be modified at the discretion of the instructor.

Original approved by:

Dr. Calvin D. Fowler, Academic Dean Space Coast Region, December 13, 2005
