MGMT 402

NEGOTIATIONS

Fall 2003

Philip Kienast

364 Mackenzie

(206) 543-1390

e-mail:  kienast@u.washington.edu
Office Hours:  Monday and Wednesday, after class and by appointment.

Texts

1.
The Mind and Heart of the Negotiator by Leigh Thompson, 2nd Edition (2001), Prentice Hall.

2.
Getting Together:  Building Relationships As We Negotiate, by Roger Fisher and Scott Brown (1989), Penguin Books.

Focus

This course is designed to make you a more effective negotiator.  Its purpose is to give you a better practical as well as theoretical understanding of the strategy and tactics used by effective negotiators together with the opportunity to practice and develop your negotiating skills.

Outcomes

As a result of your work in this course you will be better prepared to manage conflict, change, innovation and to forge agreements that will advance your personal interests as well as those of organizations with which you are affiliated.

Grading

Your grade for the course will be determined by your performance as a negotiator in two bargaining simulations and a final essay exam covering major concepts covered in readings and class discussions.  Each of the three “tests” will count one third toward your final grade in this course.

Course Schedule

Week of

September 24


Introduction to the Art and Science of Negotiation




Read: T Chapter 1 and F & B Chapters 1-3

October 6


Preparation and Planning for Negotiations
Read:  T Chapter 2 and Appendix 4

October 13


Distributive Bargaining:  The Competitive Side of Negotiations




Read: T Chapters 3, 7 and Appendix 1

October 20


Integrative Bargaining:  The Cooperative Side of Bargaining




Read T Chapters 4 & 8

October 27


Building Relations by the Way We Negotiate




Read:  F & B Chapters 4-9 and T Chapter 6

November 3


Negotiating Style:  Putting It All Together
Read:  F & B Chapter 10 and pps. 197-202 and T Chapter 5 & 11 and pp. 182-183

November 10 & 17

The Mediation and Arbitration of Negotiating Disputes




Read:  T Appendix 3 and Chapter 9

November 24


Global Negotiations:  Bargaining Across Cultures




Read:  T Chapter 10

December 1


Review and Exam

