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COPENHAGEN BUSINESS SCHOOL

COURSE OUTLINE

INTERNATIONAL NEGOTIATION

Professor Trexler Proffitt
Place: Dalgas Have 15 (room SØ 089)

Time: see below
Overview

The purpose of International Negotiation is to help you understand the theory and processes of negotiation in a global setting. It will cover the basic negotiation concepts and move to investigate issues that can be particularly troublesome in the global setting. IN is designed to complement the technical and diagnostic skills learned in other courses at CBS. While a manager needs analytical skills to discover optimal solutions to problems, a broad array of negotiation skills is needed to get these solutions accepted and implemented in the global business environment. 

 

Learning Objectives
Negotiation is the art and science of securing agreements between two or more parties who are interdependent and who are seeking to maximize their outcomes. Negotiating across cultures adds significant complexity to the process of negotiation. Not every culture negotiates from the same perspective. One objective of this course is to expand the model of negotiation taught in many business schools across cultures. Specific learning objectives include:

 

· Identify, analyze, and plan for distributive, integrative, and group negotiation structures in ways that display an awareness of cultural, organizational, and interpersonal differences
· Understand key concepts germane to the process and outcomes of negotiation in an intellectually sophisticated manner. These concepts include: bargaining zones, BATNA, reservation and target, tradeoffs and concessions, joint gains, and cultural differences. These concepts are the building blocks of negotiation strategy and will become integral to planning for negotiations, negotiating, and evaluating the negotiation process. 
· To develop confidence in your skills to negotiate beneficial transactions and resolve disputes. 

· To improve your analytical abilities for understanding the behaviour of individuals, groups, and organizations in competitive and collaborative situations.

· Demonstrate the ability to research and write intelligently about major issues, questions, and problems in the ongoing study of negotiations.

Logistics

The core of this course is a series of negotiation exercises. These are framed and analyzed in terms of readings, lecture and class discussion. Whereas we officially meet for four hours per day, you may be asked to complete negotiations or other activities outside of regular class time. You may have to spend extra time to arrange these meetings. Students are expected to be fully prepared for exercises prior to class and to participate in the debriefings.

To get the most from each exercise, treat it seriously in its own terms. This does not mean that you have to be stern and humourless in your bargaining efforts. Instead, think about what each exercise illustrates as you experience it, and use it as an opportunity to try different techniques. Consider the consequences of your action within the framework of the exercise and analogous potential professional situations. Try to do as well as you can within the constraints of the situation.

You will receive a packet of role information you need to prepare for each exercise. In preparation, you will decide how to combine the role information with effective negotiation strategies to reach your target outcome. Then you will meet with your partners and negotiate. In some exercises the information you receive will include prompts to take a position or posture that would not be your natural choice. Do the best you can. Such perspective-taking exercises are effective tools for learning how people in other cultures negotiate.

In the debriefings, we will share the results of our negotiations and discuss strategies that worked and failed. This course offers you an opportunity you won’t find in the real world; to see the other side’s outcome and the outcomes of others in your same role. The debriefings provide a unique environment for us to delve into what happened at the negotiation table and why. Consequently, you should not agree to any deal you are not willing to share with the rest of the class.

Professor:
W. Trexler Proffitt Jr.


Organization Studies


Franklin & Marshall College

Email: Trexler.proffitt@fandm.edu
Evaluation Structure 

Students’ overall evaluation for this course will be based on the framework depicted in the table below:

	Elements of evaluation
	Base of evaluation
	Weight

	Planning Documents
	Individual 
	15%

	Email Partner Feedback
	Individual
	15%

	Email Personal Reflections
	Individual 
	20%

	Exam (24 hour take home)
	Individual
	50%


Grading

Grading will follow the Danish 7-point scale. Under this scale, the following ECTS equivalencies may be understood:

	Outstanding
	A 12

	
	B 10

	Satisfactory
	C 7

	
	D 4

	Acceptable
	E 02

	Unacceptable
	F 00

	
	F 03


Planning Documents
Getting in the habit of planning for negotiations is a big step toward doing well in negotiation. Planning Documents will be due at the beginning of class for 3 of the negotiation exercises: Oceania!, Sharc, and Mouse. Make 2 copies of each planning document – one to turn in and a duplicate to use in the exercises. Your document will be evaluated for quality, thoroughness and insight. Your grade will indicate the degree to which the document would help you negotiate a better outcome as you define it. Two planning document templates are appended to this syllabus—choose the one you like. Use the form, adapting it as required by each case. Try to capture the most relevant and important items for use in your negotiation—don’t summarize all the details. Planning documents should be kept to 1 page, or to one main page with supplements, to be useful. Students often find scenarios, tables, or equations are helpful to include as supplements.

Email Partner Feedback

After each class session, please send your negotiation partner(s), with a copy to the professor, an email answering the following questions:

1) What was one thing your partner did that had a positive impact on the negotiation process and/or outcome? Describe.

2) What was one thing your partner did that had a negative impact on the negotiation process and/or outcome? Describe.

3) In general, how would you characterize your partner’s negotiation style? Was this style beneficial for them or you?

4) Would you want to negotiate with this partner again? Would you want them on your team in a negotiation against others? Explain.

5) What did you learn from this negotiation as it relates to either preconceived notions or the readings for that topic?

Quality feedback does not necessarily mean positive feedback, nor voluminous feedback. Constructive, incisive criticism can be very useful when it identifies an area for improvement and offers suggestions for how to improve. Try to use the text or lecture material to support your feedback.

Email Personal Reflections

After each of the first three days of negotiation, reflect in writing in an email to the professor on the material and your experience, paying special attention to any cross-cultural dynamics you experienced or observed in the class. Use the readings and discussion to reflect on salient or surprising points, things you agree or disagree with, and practical information you think would be helpful to you in the future. Apply the experience to any personal examples. Keep your reflections to 1000 words or less.

Class Participation
You will not be graded for class participation, but you are expected to attend all class meetings and be prepared (i.e. complete assigned readings before class meeting, prepare planning documents in advance). Contribute actively to the discussion. When making comments, try to:

· Offer a different or unique, but relevant perspective.

· Contribute to moving the discussion and analysis forward.

· Build on comments of others without repeating.

· Apply concepts in the readings to negotiate experiences.

· Link relevant concepts to current events.

Final Exam
On Friday May 23 12:00, you are to hand in a folder with hard-copies of all the above mentioned documents: planning documents, emails with partner feedback and emails with personal reflection.  To be graded, the documents will have to be emailed in due time AND handed in in a hard-copy.
On Friday May 23, at 12:00, you will be given a series of questions to answer in essay format. The exam questions will test your ability to synthesize readings, your experiences, and discussions in the class. They will also test your ability to investigate negotiation problems on your own, using outside research, in a short amount of time. Everyone will be under severe time pressure so it is a test of how well you know the material as well. The exam is open book and open discussion, but is not a group writing and argument effort – work individually with your own thesis, your own sources, your own argument. You are encouraged to use any course materials and outside research so long as all sources are cited with footnotes or endnotes. The exam will be due Saturday May 24, at 12:00 noon by electronic hand-in emailed to lnc.mba@cbs.dk.
Textbooks and readings
1. Fisher, Ury, and Patton (1991) Getting to Yes. 2nd edition. New York: Penguin.

2. Lewicki, Saunders, Barry, and Minton (2004) Essentials of Negotiation. 3rd edition. New York: McGraw-Hill/Irwin

Negotiation Exercises

Role-specific exercise material will be distributed in class or by email.

Recommended Academic Journals with Negotiation Articles

Academy of Management Journal

Group Decision and Negotiation

International Journal of Conflict Management

International Negotiation

Journal of Applied Psychology 
Negotiation Journal

Organization Behavior and Human Decision Processes

Recommended “Classic” Readings in Negotiation

Bazerman, Judgment in Managerial Decision Making (Wiley, 2002)

Cialdini, Influence: The Pyschology of Persuasion (William Morrow, 1993)

Hammond, Raiffa, and Keeney, Smart Choices, (Harvard Business School Press, 1999)

Kolb and Williams, The Shadow Negotiation, (Simon and Schuster, 2000)

Lax and Sebenius, The Manager as Negotiator: Bargaining for Cooperation and Competitive Gain (Free Press, 1986)

Mnookin, Peppet, and Tulumello, Beyond Winning: Negotiating to Create Value in Deals and Disputes (Harvard University Press, 2000)

Raiffa, The Art and Science of Negotiation (Harvard University Press, 1982)

Salacuse, Making Global Deals (Houghton-Mifflin, 1991)

Shell, Bargaining for Advantage (Viking, 1999)

Stone, Patton, and Heen, Difficult Conversations (Viking, 1999)

Susskind and Field, Dealing with an Angry Public (Free Press, 1996)

Ury, Getting Past No (Bantam, 1993)



Class Schedule & Readings

	Lecture #1
	Date Monday May 19
	Time 
13:00-17.00
	Strategy, Planning and Distributive Basics

	Professor(s)
	Proffitt

	Required Reading
	Getting to Yes, Introduction and Part I

Essentials, Chapters 1-3

	Optional Reading
	

	Case(s)
	Negotiate and discuss Energetics Generex in class (no advance preparation)

	Study Questions
	How do we recognize distributive negotiations?

What information is most important to obtain and exchange?

What behaviors are appopriate to dyadic, distributive situations?

How do we evaluate distributive negotiation outcomes?

	Other
	Read and prepare planning document for Oceania!

Email feedback to Energetics Generex partner by 5pm.

Email personal reflections to professor by next class.


	Lecture #2
	Tuesday, May 20
	Time 
9:00-13.00
	Integrative Concepts

	Professor(s)
	Profitt

	Required Reading
	Getting to Yes, Part II

Essentials, Chapter 4

	Optional Reading
	

	Case(s)
	Negotiate and discuss Oceania! in class

	Study Questions
	What makes a negotiation integrative?

What planning and behavior is appropriate to integrative situations?

What types of outcomes are possible in integrative situations?

What techniques help to optimize integrative situations?

	Other
	Email feedback to Oceania! by 5pm.

Read and prepare planning documents for SHARC.

Email personal reflections to professor by next class.

An optional but recommended movie will be shown 14:00 to 15:30


	Lecture 3
	Wednesday, May 21
	Time 
13:00-17.00
	Fairness and Culture

	Professor(s)
	Proffitt

	Required Reading
	Getting to Yes, Part III (skim)

Essentials, Chapter 5-8

	Optional Reading
	

	Case(s)
	Negotiate and discuss SHARC in class



	Study Questions
	What is the role of fairness in negotiation?

What characterizes resource dilemmas?

How hard is it to activate culture-specific behaviors?

	Other
	Email feedback to SHARC opponents by 5pm.

Read and prepare planning document for Mouse.

Email personal reflections to professor by next class.


	Lecture 4
	Thursday, May 22
	Time 
9:00-13:00
	Multi-party Negotiations

	Professor(s)
	Proffitt

	Required Reading
	Essentials, Chapter 9

Getting to Yes, Part IV and V

	Optional Reading
	

	Case(s)
	Negotiate  and discuss Mouse in class

	Study Questions
	What are the unique features of multi-party negotiations?

What roles can different parties play to increase the chance of agreement?

How  does culture enter into multi-party disputes?

	Other
	Email feedback to opponents by 5pm.

Take home final exam due Friday at 4pm.


CBS International Negotiation
Name:___________________

Planning Document Format 1

Negotiation Exercise: _____________________
Role:___________________

What issues are most important to you? (list in order of importance)

1.

2.

3.

4.

5.

What are your BATNA, Reservation Price and Target Price?

What are your sources of power?

What issues are most important to your opponent? (list in order of importance)

1.

2.

3.

4.

5.

What are your opponent’s BATNA, Reservation Price and Target Price?

What are your opponent’s sources of power?

What is your opening move or strategy?

What other information is important to keep in mind?

CBS International Negotiation
Name:___________________

Planning Document Format 2

Negotiation Exercise: _____________________
Role:___________________


Self
Other

Interests

BATNA

Reservation Price

Target/Goals

Source of Power

Opening Move/Strategy

Other Information

