MANAGEMENT 547: SUCCESSFUL NEGOTIATIONS

Section A

Autumn Quarter 2003

Friday, November 14

Balmer 302


Saturday, November 15
Balmer 302


Saturday, November 22
Balmer 302


Instructor:
Philip Kienast

543-1390

Room 364 Mackenzie

Office Hours: By Appointment

Email: kienast@u.washington.edu
Text

The Mind and Heart of the Negotiator by Leigh Thompson, 2nd Edition (2002), Prentice-Hall

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 learn how to use them in a series of negotiation simulations.  In debriefs of these simulations you will receive specific and timely feedback on your negotiating performance.

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

1/3
Exam on material covered by Chapters 1-10 to be given the first hour of the class.  Short answer format on major concepts covered in readings.

1/3
First graded negotiation simulation (first Saturday).

1/3
Second graded negotiation simulation (second Saturday).

100%

