Course Syllabus
BUSI 5320 Negotiation: Leadership, ADR and Organizational Change
Fall 2008
Teacher:
Kip Glasscock, 550 Fannin Suite 1350, Beaumont, TX 77701


Telephone—833-8822 


Office Hours—by appointment


E-mail—kipglasscock@hotmail.com (contact preference
The mission of the College of Business at Lamar University is to provide quality undergraduate and graduate business education in Southeast Texas to a diverse student population, and thereby meet the needs of employers operating in a global environment characterized by rapid technological change.

I.
Course Description:  This course uses handouts of case scenarios and William Ury, Roger Fisher, et al, win-win negotiation books to focus on the development of negotiation and versatile leadership skills important in the effective management of change. Through role playing exercises, tapes, diagnostic tools, seminar discussion, selected readings, and case studies, students will learn theory and build skills necessary for meeting objectives and providing leadership in diverse groups and organizations.
II.
Prerequisites:  See catalog.
III. Course Objectives:  Familiarize participants with the various factors that affect the negotiator’s decision-making, problem-solving and management communication processes.  Assist each student to analyze their own thinking and style.  After participating in this course one should be able to identify their own negotiation and decision-making styles, strengths and weaknesses, explore issues of fairness and equity, examine the use of joint business discretion, analyze conflicts and ethical dilemmas, recognize the factors that can cause company acceptance or rejection of your decisions; negotiate, write and communicate decisions more clearly.  Review practical presentation skills, personal motivation and goal-setting, negotiation, problem-solving and dispute resolution skills in the workplace.
IV. Course Materials & Textbook:  Handouts of case scenarios presenting management dilemmas; Getting Past No: Negotiating with Difficult People by William Ury (Bantam Books, 1991); Getting to Yes:  Negotiating Agreement Without Giving In by Roger Fisher, William Ury, and Bruce Patton, (Penguin Books, 1983)—both books will be read in their entirety; Jefferson County Mediation Manual supplied by instructor.  Additional handouts, books, materials and texts as presented during the semester.
V.
Teaching Methods:  Lectures, discussions, case/company analyses, hypothetical scenarios and interaction with other students, and outside assignments are required to effectively teach this course.  Participants will observe an outside mediation and will explore a variety of issues facing professionals.
VI.
Evaluation Tools:  Examinations, class participation, evaluation of negotiation, mediation, and problem solving skills and presentations, outside reading from recent articles and books, outside assignments involving research, oral presentations, and student observation of an outside mediation (i.e. Dispute Resolution Center or Kip Glasscock).
A. Individual and Group Presentations.  Students will present individual and team scenarios. This involves outside research, teamwork, and an oral presentation to the class on the date assigned.  Your instructor will provide guidance.  These are an important part of your grade.  They must be presented in a way that is helpful and informative to your fellow students.
B. Attendance.  Much of the material will not be in a text, so it is in your best interest to attend class.  Please note that videos, case studies and outside assignments presented in class will provide material over which you will be evaluated.  A seating chart will be made up following the professor’s receiving a final class roll.  Attendance will be taken daily. Excessive absenteeism will affect your final grade and up to 10 points may be deducted from your final grade.  If you intend to drop the course, please follow the prescribed drop procedure.  Your instructor will not routinely drop students who stop attending, at the end of the semester they will receive an “F.”

C. Participation.  Active class participation is very important.  The degree of informed and thoughtful participation will be factored in for borderline grade cases and up to 10 points may be added to your final grade.  
D. Case Study Reviews.  Students will analyze a variety of case scenarios orally and in writing.
E. Grade Determination.  Participation, negotiation and problem solving skills, case study reviews, attendance, and mediation observation. 
VII.
Course Content:

A. Negotiation & ADR (Alternative Dispute Resolution)

1. What is Negotiation

a. How to get where we need to be and what we want while preserving the peace

b. WHAT is the problem

c. What is negotiation

d. Principles (styles, culture, race, gender, diversity)
e. Factors (power, ethics, representative)
f. Process and procedure
g. Options: mediation, mini-trial, on-line dispute resolution, ombudsman, arbitration

2. Conflict and Situation Analysis

a. How conflict is born

b. What makes it grow

c. How does society view conflict

d. Resolutions

e. Transformation vs. quieting

B. Mediation Techniques

1. The Process, The Rationale

2. Practical Tools and Techniques

C. Leadership and Communication

1. Managing People

a. Coaching, feedback, influencing, creativity

2. Problem Solving

a. Difficult decisions
b. Defining & solving, feasible solutions, aligning strategy

3. Eternal Change

a. Overseeing, implementation, barriers
b. Recognizing risk

c. Difficult interactions

4. Ethics & Integrity

a. Ethical decisions
b. Emotions & intelligence

5. Personnel Issues

a. Managing performance, cultivating loyalty, retaining talent
b. Delegating for growth

D. Related Topics Covered in Lectures and Handouts; Critiques & Summaries of Content
1. Personal Motivation and Goals

2. Management in the 21st Century

3. Handling Anxiety

4. Making Something Happen

5. The Rights Revolution
VIII.
Tentative Schedule

Date 

Aug 25
First Day of Class 

Sep 1
Labor Day Holiday 

Nov 27-28
Thanksgiving Holiday 

Dec 8
Last Class Day Before Finals

Dec 10-17.
Final Exam
Part 1 
Conflict & Negotiation

Part 2
Getting to Yes, Getting Past No
Part 3
Mediation & ADR

Part 4
Conduct & Observe Mediations

Part 5
Leadership Effectiveness

Part 6
L.E.T. Presentations

Part 7
Mgmt & Problem Solving
Part 8
Case Study Presentations
Students are responsible for reading discussion material PRIOR to class.

Essay Exams or Pop Tests will be given throughout the semester.

Outside readings and handouts on various topics will be assigned.  Read and prepare to discuss PRIOR to class discussion of that subject.
