
	Course
	PROC 5840/NC  Negotiations

	Term
	Fall 2, 2007

	Instructor
	Normand J. Desmarais C.P.M., (321) 431-7830, e-mail: njdskd@aol.com

Office Hours:  30 minutes before start of class, or by personal appointment 

	Catalog

Description
	The course involves scope, strategies, and objectives related to negotiated acquisitions.  The preparation, conduct, and documentation of the negotiation process are included.

	Prerequisites
	None.  However, PROC 5000 will be helpful in understanding this course material.  

	Course Level Learning Outcomes
	The following is a list of the learning outcomes for the course:

· Graduates will know and explain the important terminology, facts, concepts, principles, and theories used in the field of Procurement and Acquisition Management. These will consist of the mandatory topics taught in the pre-requisite, advanced core courses, and integrative capstone course.

· The students will be able to apply the important terminology, facts, concepts, principles and theories in the field of Procurement and Acquisition Management and to analyze simple to moderately complex factual Procurement and Acquisition Management situations by applying the major concepts and theories of the psychology of bargaining and negotiation to real world PROC issues.

· The students will be able to creatively construct and implement moderately complex Procurement and Acquisition Management solutions to real bargaining problems using frameworks procedures, and methods derived from the individual PROC disciplines by using the dynamics of interpersonal and inter-group conflict and its resolution.

· The students will be able to utilize themselves as scholar-practitioners, capable of creatively synthesizing intellectual explanations of PROC models with methodological competencies and experience-based perceptual skills and judgment by effectively integrating the experiential and intellectual learning components of negotiation. 

	Materials
	REQUIRED TEXT

Lewicki, Roy J. and Saunders, David M., Minton, John W., Barry, Bruce Fisher, R, Ury W., Negotiations, Readings, Exercises, and Cases, McGraw-Hill Book Co., Irwin, Boston, 5th Edition.  ISBN # 0-07-297310-2.

Fisher, R., Ury, W. (1991), Getting to Yes, Houghton Mifflin Company, Boston/New York, ISBN# 0-395-63124-6

Internet Websites:


The Art of Real Estate Negotiations: http://www.real-estate-law.com/articles/art-trc.htm
New Job Negotiations: http://www.businessprofessional.us/New_job_negotiations.htm
The Do’s and Don’ts of Job Negotiations:

http://www.imahal.com/careers/management/negotiations/negotiations_tips.htm
Job Negotiations Strategies: http://jobsmart.org/tools/salary/negostrt.cfm
Job Offer Negotiations: http://www.collegegrad.com/offer/index.shtml
Job Negotiations: http://www.careerjournal.com/myc/negotiate/19980410-miller.html

	Grading
	Meaningful classroom participation

20%

Midterm Exam

25%

Final Exam (not cumulative)

25%

Three Cases Studies (Value 5% each)

15%

Research paper

15%

Total

100%

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



	Activities
	Weekly Readings: Each student is expected to read weekly readings/assignments. 

· A minimum of 3 graded case analysis

· Implement both a midterm and final examination with comprehensive essay type questions requiring critical thought and independent research.

· Hold facilitated discussions and mock negotiations that require active individual and team participation throughout the class period and grade this participation based on the degree of involvement and substance of individual student input.

· Research paper related to any negotiations related topic.

The instructor will provide timely feedback on case assignments, and exams. 
· Papers and cases shall be in 12‑point Times New Roman font, double- spaced. Be certain that your name and date appear on each page. 

· Grammatical and spelling errors will result in scoring penalties.

· Late submissions will result in a 50% deduction from grade. If the student is unable to submit the assignment on time, arrangements must be made with the instructor prior to the due date and time of the assignment of the due date.
Analysis of each assigned case should be reflective and outline the main learning points of a specific negotiation situation. The assigned case analysis should not exceed 3 pages.  The analysis should not be a transcript of every detail of the negotiation.  Instead, the paper should apply your own insights and what you have learned through discussions, and readings to the particular negotiation case you are analyzing. 
· Understanding:  Demonstrating that you know the material learned in the course by drawing on the relevant concepts and lessons from both the readings, class discussions, and exchange of information and insight.  

· Criticality:  When examining anyone’s behavior, be critical.  This means not only determining how a behavior was effective or ineffective and why, but also realizing the inherent tradeoffs of actions taken.  Every choice is based on assumptions (which may be right or wrong) and has future implications.  What were they?



	Policy Statements:

University Policies
	University policies are provided in the current course catalog and course schedules.   They are also available on the university website. This class is governed by the university’s published policies. The following policies are of particular interest: 

Academic Honesty

The university is committed to high standards of academic honesty. Students will be held responsible for violations of these standards. Please refer to the university’s academic honesty policies for a definition of academic dishonesty and potential disciplinary actions associated with it. 

Drops and Withdrawals

Please be aware that, should you choose to drop or withdraw from this course, the date on which you notify the university of your decision will determine the amount of tuition refund you receive. Please refer to the university policies on drops and withdrawals (published elsewhere) to find out what the deadlines are for dropping a course with a full refund and for withdrawing from a course with a partial refund.
Special Services   

If you have registered as a student with a documented disability and are entitled to classroom or testing accommodations, please inform the instructor at the beginning of the course of the accommodations you will require in this class so that these can be provided. 

Disturbances

Since every student is entitled to full participation in class without interruption, disruption of class by inconsiderate behavior is not acceptable. Students are expected to treat the instructor and other students with dignity and respect, especially in cases where a diversity of opinion arises. Students who engage in disruptive behavior are subject to disciplinary action, including removal from the course.
Student Assignments Retained

From time to time, student assignments or projects are retained by the Department for the purpose of academic assessment.  In every case, should the assignment or project be shared outside the academic Department, the student’s name and all identifying information will be redacted from the assignment or project.

Contact Hours for This Course

It is essential that all classes meet for the full time as scheduled.  A class may not be shortened in length.  If a session is cancelled for any reason, it must be rescheduled.

	Course Policies
	Attendance at all class sessions is expected.

Late weekly write-ups and written case assignments will be accepted if prior arrangements have been made with the instructor, but will be given reduced points based upon the number of class sessions it is late.

· The schedule below presents an approximate expectation of course progress.  The instructor reserves the right to change the overall course grade weighting.  Any changes will be announced in class.

In line with the university’s policy on academic honesty, please be advised that instances of academic dishonesty will result in a zero for the assignment and will be reported to the Dean of the School of Business and Technology for further disciplinary action. 

	Week 1 Schedule
	
	THEME:  Introduction to Negotiations (Part I)

PREPARATION FOR CLASS

· Read Sections 1.1 through 1.4 in the referenced text, Negotiation, Readings, Exercises and Cases.

· Read Getting to Yes, Chapter I.

· Complete the Questionnaire Number 1, pages 689-691. (While this is critical for the first class, it will not be a hand-in.). 

· Read Exercise 7, Planning for Negotiations. Focus on a forthcoming, actual negotiation that will be occurring in your life within the next several weeks or months. Sketch out your thoughts according to the outline in the above text. 

· Class participation in Exercise 4, The Used Car 

· Class participation in Exercise 5, Knight Engine

	Week 2 Schedule
	THEME:  Introduction to Negotiations (Part II)

PREPARATION FOR CLASS:  

· Read Sections 1.5 through 1.8.

· Read Getting to Yes, Chapter II, Section 2.

· Class participation in Exercise 6, G Technica

· Class participation in Exercise 8, Pakistani Prunes

· Class discussion and review of Case 1, Capital Mortgage Insurance Corp.   Turn in case analysis.

	Week 3 Schedule
	THEME:  Introduction to Negotiations (Part III)

PREPARATION FOR CLASS:  

· Read Sections 1.9 through 1.12. 

· Read Getting to Yes, Chapter II, Section 3.

· Class participation in Exercise 9, Universal Computer Company I. 

· Class participation in Exercise 10, Universal Computer Company II.



	Week 4 Schedule
	THEME:  Negotiation Sub-processes (Part I)

PREPARATION FOR CLASS:  
· Read Section 2.1 through 2.6

· Read Getting to YES, Chapter II, Section 4. 

· Class participation in Exercise 11, Twin Lakes Mining.

· Class discussion of Case 2, Pacific Oil Company.                              Turn in case analysis.

	Week 5 Schedule
	THEME:  Negotiation Sub-processes (Part II)

PREPARATION FOR CLASS:  
· Read Sections 2.7 through 2.10

· Read Getting to Yes, Chapter II, Section 5.

· Questionnaire 4, The Trust Scale exercise.

· Class participation in Exercise 13, Island Cruise.

· Class participation in Exercise 15, Job Offer. 

                      Midterm Examination due

	Week 6 Schedule
	THEME:  Negotiation Contexts

PREPARATION FOR CLASS:  
· Read Section 3

· Read Getting to Yes, Chapters III and IV.

· Class participation in Exercise 16, Employee Exit Interview.

· Class participation in Exercise 18, Best Books/Page Turner.  

· Class review and discussion of Case 5, Ken Grifffey Jr. Negotiation. Turn in case analysis. 

	Week 7 Schedule
	THEME:  Individual Differences and Negotiation Across Cultures

PREPARATION FOR CLASS:   
· Read Sections 4 and 5                                                                               

· Read Getting to Yes, Chapter V.

· Participation in Exercise 12, City of Tamarack.

· Class participation in Exercise 23, Connecticut Valley School.

	Week 8 Schedule
	THEME:  Resolving Differences

PREPARATION FOR CLASS:   
· Read Section 6

· Participation in Exercise 19, Strategies Moves and Turns.

· Class discussion of Case 6, Teotihuacan Murals.

                           Final Exam due

	Week 9 Schedule
	THEME:  Best Practices in Negotiation

PREPARATION FOR CLASS:   
· Read Section 7

· Major team negotiation

Course review and summary


PURCHASING TEXTBOOKS--Most textbooks can be purchased through MBS Direct. Check the syllabus for textbook information. Give MBS Direct the campus location (for the purpose of ordering books the campus is Space Coast Campus, course name, number and section number (i.e. Space Coast Campus, COMP5000/64) and most important, the title, author, edition, and ISBN of the book you are ordering. MBS Direct will buy back your book at the end of the term should you elect not to retain it as a reference book. Order by phone or online. Orders should be placed no earlier than 4 weeks prior to the start of the term.

MBS Direct: 1-800-325-3252


MBS Direct Website is www.mbsdirect.net/webster
Monday-Thursday 7am-10pm(Central Time)
Friday 7am-6pm (Central Time)
Saturday 8am-5pm (Central Time)
Sunday noon-4pm (Central Time) 

In order to meet the course objectives this syllabus may be modified at the discretion of the instructor without approval of the students.
Original approved by:
Dr. Calvin D. Fowler Academic Dean Space Coast Region, August 13, 2007

 Copyright © 2005 – 2006, School of Business & Technology, Webster University Space Coast Region.  All rights reserved. 
Webster
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