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Course Description:
This highly interactive symposium explores the ways that people negotiate to create value and resolve disputes. Designed both to improve understanding of the negotiation process and to build negotiation skills, the curriculum integrates negotiation research from several academic fields with experiential learning exercises. 

Participants engage in a series of hands-on simulations set in operational contexts, building from simple two-party encounters to complex multiparty scenarios. Some of the exercises emphasize psychological aspects of bargaining, value creation and distribution, coalition dynamics, and intra-team negotiation, with a special focus on organized preparation and process analysis. Participants should finish the class as more effective and reflective negotiators.

How can you improve your negotiations with business partners, employees and vendors?

What can you do to increase your ability to influence peers, persuade team members, improve financial terms, decrease costs and influence the decisions of others?

This symposium is designed to provide a unique approach which combines an integrative process of effective negotiations with successful strategies employed by experienced negotiators. This powerful approach allows participants to: separate people issues from the problem, turn differences into mutual gains and ‘WIN’ by being fair

 We will use brief lectures, videotapes, DVD’s, negotiation simulations and cases to help you learn how to negotiate

Improved Working Relationships

· Building effective coalitions

· Selecting tactics for dealing with tension encountered in negotiations

· Negotiating a better working relationship

Enhanced Organizational Effectiveness

· Negotiating  with team members who have their own agendas

· Learning how to organize a work environment to better cope with conflicts

Enhanced Personal Effectiveness

· Negotiating with peers that you do not mange but whose cooperation is vital 

· Structuring bargaining situations for maximum return

· Controlling escalation of interpersonal conflict

· Becoming skillful at face-to face negotiations

Making Better Deals

· Establishing favorable contractual terms and conditions with suppliers and producers
· Analyzing negotiations strategies and tactics and selecting effective approaches
Break through Standoffs, and Deadlocks

· Overcome impasses by structuring creative options

· Avoiding perception of conflicts and keeping control of the negotiation process

Texts:

Required:

-Rand, Negotiation an integrated process, 2008 Seatle Pacific University, On Blackboard
-Lewicki, Barry, Saunders, Minton Negotiation , 5th edition, 2007. Irwin.
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Course objectives
By the end of the quarter, students will learn the following professional competencies:

Knowledge and skills
· Introduce the concept of positions and interests and explore ways to discuss them in negotiations

· Illustrate the importance of separating the process of inventing options from the process of deciding 
· learn how to brainstorm creative options that dovetail differing interests for mutual gain

· Discover how to minimize people problems in negotiation and how to deal effectively with them

· Explain the importance of exploring alternatives to a negotiated settlement

· Understand the importance of avoiding premature commitment in negotiation 

· Compare and contrast the different approaches that recognized experts bring to negotiations

· Review successful applications Negotiation strategies;

· Deepen and enrich the understanding of the elements and process of negotiation

· Communicate effectively both orally and in writing
· Review and discuss different negotiation approaches based upon international and cultural differences
· Make effective presentations

· Use quantitative analysis to Negotiations

· Self-assess Negotiation skills, abilities, strengths, and areas for development

· Use questions to advance understanding of other parties needs

· Gather and organize information

· Connect new concepts to prior learning and experience

· Reflect on content of learning

· Creatively adapt to new situations

· Use an integrative thinking and organizational learning process

· Understand and become proficient in using the tools and techniques of Negotiation

Application of Christian faith to business

· Evaluate negotiation strategies from a Christian perspective

· Apply Christian principles to negotiations

· Discuss Global ethical issues from a Christian and Ignatian spirituality perspective 
· Ad majorem Dei Gloriam

· Numen Flumenque

· Spirituality: Finding God in all things

Character

· Understand the principles of servant  leadership

· Interact with role models of service and leadership

· Understand Christian integrity as being and acting consistent with Gods character

· Compare and contrast Christian integrity with ethical systems from other world views.
· Act consistently with moral principles
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Grading Criteria:
Grades in this course will be based on the following measures:

· Class Participation 5 points for Fridays, 10 points for Saturdays
45%

· Three- Executive summaries                                                                     
 45%
· Negotiation simulation agreement
10%

Total
100%

Grades will be assigned according to the percentage of total course points earned.  The following distribution will be used:


A
=
96-100%
C+
=
77-79%


A-
=
90-95%
C
=
74-76%


B+
=
87-89%
C-
=
70-73%


B
=
84-86%
D
=
60-69%


B-
=
80-83%
F
=
0-59%

Class participation:

· Evidence of careful preparation of cases, and oral presentation of class members.

· Clarity and conciseness of recommendations.

· Strong and convincing quantitative and qualitative analysis and support recommendations.

Executive summaries:
Each executive summary shall not be more then 5 pages and will be graded on the basis of 15 points as follows:

· Background information: 2 points-Factual information that  applies to the issues and recommendations

· Issues 5 points-Identify the significant issues to be negotiated

· Recommended  preparation data, dialogue and discussion strategies: 8 points-Must include specific, applicable substantive, relationship and integrative strategies.

Assignments are due in accordance with the attached schedule.  Late assignments will be penalized 25%.

Cases may be completed individually or with a team not to exceed three members
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SCHEDULE

	Weekend of 
	Topic
	Assignment

	
	
	

	1. April 4,5
	Course Overview- negotiating styles profile and perspectives on negotiating. Negotiating Process
	Lewicki text. Sections 1.2, 1.3, 1.6, 1.10, 2.3,2.8,.2.9, 4.3 

	
	
	

	
	
	

	
	
	

	April 27, NLT midnight

	Case assignment

	Case Due Pg 573

 Captial Mortage Insurance 


	
	
	

	May 9, 10   
	Preparation, Substantive Strategies

Relationship Strategies,
Integrative Strategies


	Lewicki text. Sections

3.7, 3.8, 3.9, 3.10, 5.1, 5.2, 5.4

	
	
	

	5. May 18  NLT midnight
	Case assignment
	Case Due Pg 588
Pacific Oil Company 

	
	
	

	6. May 25 NLT midnight  
	Case assignment
	Case Due pg 661
Midwestern-Contempory Art (B)

	
	
	

	7. May 30.31    
	Negotiation simulation

International  Negotiations
Cultural differences
Missles of October-simulation


	Lewicki text. Sections

6.1, 6.2, 6.5, 7.1



	
	
	

	8 June 6,   NLT midnight 

	Negotiation simulation Agreement 
	Signed Agreement 


	
	
	


JAMES F. RAND PhD, 

SPHR, CPT

Jim Rand, Ph.D., is a Clinical Professor at Seattle Pacific University, School of Business and Economics He is also a founding principal of Seattle Research Partners, a strategic performance enhancement firm. His key competencies include:

· Organization Development and Education

· Performance Improvement

· Executive coaching

· Design and Development of Total Compensation Strategies

· Negotiations and Conflict Resolution

· Labor and Industrial Relations

· Team Facilitation

· Thinking and Acting Strategically

· Leadership Development

Jim currently teaches graduate courses in Operations Management, Compensation Systems, Advanced Negotiations, Labor Relations, Human Resources and Performance Improvement.

Since 1963, he has held various executive and leadership positions within the US Military in Special Weapons and for corporations including Kimberly Clark, Crocker Bank, (Wells Fargo) U and I Incorporated, and Fluke. He has also held appointments at the University of Utah, Golden Gate University, The University of Maryland, The University of Wisconsin, University of Washington, University of California, Berkley and Oxford University, England. He has consulted and taught graduate level international seminars in Greece, South Africa, Botswana, United Arab Emirates, England, Singapore, and Germany.

Jim’s clients include Providence Health Systems, Bill and Melinda Gates Foundation, Boeing, Microsoft, PEMCO, University of Washington, City of Seattle, The Port of Seattle, and Visiting Nurse Services, 

He has served with a number of professional associations to include: Chair of the American Electronics Association K-12 strategy committee, Senior Vice President of the Evergreen Area council of Boy Scouts, member of the Governors Task force on Education, Civil Service commissioner, member of the board of trustees of Holy Cross high School, President of Marquette University’s Alumni Association National Board and Chairman of the board of Directors for Visiting Nurse Services of the Northwest. Jim has co-authored a book entitled Strategic Thinking, Acting and Learning
Jim graduated from Marquette University with a bachelor of science in industrial management.  He also holds a law degree and a doctorate in labor law and economics and is a member of Sigma Beta Delta the International Honor Society for Business and Economics. He is certified as a Senior Professional in Human Resources, and holds a certificate in Human Performance Improvement and is a Certified Performance Technologist granted by the International Society of Performance Improvement. He has been granted membership in Who’s Who of American Teachers.

Jim has completed post-doctorate work at Harvard Law School-Negotiation Institute, The Institute for Principled Centered Leadership and MIT’s System Thinking Institute.
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