Negotiations

Professor Rochael M. Soper

rsoper@law.berkeley.edu 

t:  415.621.5438  (  c:  415.815.7311

Fall 2012

Thursdays, 3:35-6:15 pm
Location/Room 10

Office hours:  After class & by appointment

Required Books:

- G. Richard Shell, Bargaining for Advantage

- Mnookin, Beyond Winning:  Negotiating to Create Value in Deals and Disputes

*Unless otherwise noted, writing assignments due via email by 5:00 pm on the day before class*

Class 1 – August 23, 2012
Introduction 

Assignments to do before First Class:

Read

Beyond Winning, pp. 9-32 (The Tension between Creating & Distributing Value)

Do
“Haggle” - Negotiate a real-life sale or purchase of goods or services (e.g., rent, cable/internet, items on Craigslist, items from street vendors or at farmer’s market etc.).  A “haggle” is a type of negotiation in which the buyer and seller of a good or service dispute the price which will be paid and the exact nature of the transaction that will take place, and eventually come to an agreement. 
Class 2 – August 30, 2012
Foundational Skills in Interest Based Negotiation
Assignments to do before Second Class:

Read   
Bargaining for Advantage, pp. 58-74 (Relationships)
Prepare 
Prepare to negotiate California Power Play (on TWEN)
Write*

Reflection (~500 words) on the “Haggle”

Class 3 – September 6, 2012

Foundational Skills in Interest Based Negotiation:  Interests

Assignments to do before Third Class:

Read   
Bargaining for Advantage, pp. 76-87 (The Other Party’s Interests)



Beyond Winning, pp. 35-37 (Identify Interests, Resources & Capabilities)


Prepare
Prepare to negotiate Wild Sunshine role play (on TWEN)

Class 4 – September 13, 2012

Foundational Skills:  Listening; Empathy v. Assertiveness

Assignments to do before Fourth Class:

Read   

Beyond Winning, pp. 44 – 68 (The Tension between Empathy and Assertiveness)


“Active Listening” pp. 48 & 49 from Lawyers as Counselors (on TWEN under 



“Articles & Instructions” link)

Prepare
Prepare to negotiate Moving to Minsk role play (on TWEN)
Class 5 – September 20, 2012

Planning:  Exchanging Information; Concessions; Conflict Styles

Assignment to do before Fifth Class:
Read
Bargaining for Advantage, pp. 3-24 (Your Bargaining Style), pp. 26-39 (Your Goals & Expectations), pp. 138-155 (Exchanging Information) and pp. 156-174 (Opening and Making Concessions)

Prepare
Prepare to negotiate The Model A role play (on TWEN)
Do 

Complete Thomas-Kilman Mode (TKI) (handed out in class)

Write*

Reflection (~500 words) on your conflict style as discovered in the TKI



Make sure to include your TKI scores

Class 6 – September 27, 2012
Leverage, Bottom Lines and BATNA
Assignments to do before Sixth Class:
Read
Beyond Winning, pp. 32-34 (Know Your BATNA); pp. 133-35 (Comm. Issue # 2)



Bargaining for Advantage, pp. 175-195 (Closing and Gaining Commitment)

Do

Begin Books email negotiation (emailed out)
Prepare 
Prepare to negotiate Chuck’s Wagon role play (on TWEN)

Class 7 – October 4, 2012

Leverage (cont.) and Authoritative Standards & Norms

Assignments to do before Seventh Class: 
Read
Bargaining for Advantage, pp. 40-57 (Authoritative Standards & Norms), pp. 89-113 (Leverage), and pp. 117-131 (Preparing Your Strategy)

Prepare
Prepare to negotiate Hughes v. Kile role play (on TWEN)
Write*
Planning Memo for Hughes v. Kile (see, Shell Appendix B and “Sample Planning Memo” on TWEN)
Class 8 – October 11, 2012

Creative Problem Solving

Assignments to do before Eighth Class

Read
Bargaining for Advantage, pp. 229-236


Beyond Winning, pp. 37-43

Do

Finish Books email negotiation 

Write

Feedback to your email negotiation counterpart (cc Prof. Soper)

Prepare
Prepare to negotiate County Fair role play (on TWEN)

Class 9 – October 18, 2012

Psychological & Emotional Factors; The Conflict Trap

Assignments to do before Ninth Class

Read
[TBD]
Prepare
Prepare to negotiate Siblings role play

Class 10 – October 25, 2012

Attorney/Client, Principal/Agent Relations (Begin)

Assignments to do before Tenth Class

Read

Beyond Winning, pp. 93-96 (Why Lawyers) and





    pp. 196-203 (Behind the Table/Client)



Bargaining for Advantage, pp. 131-132 (Should You Use an Agent)

Prepare
Prepare to Aunt Martha role play (on TWEN)

Class 11 – November 1, 2012

Attorney/Client, Principal/Agent Relations (Cont.)

Assignments to do before Eleventh Class:

Read

Beyond Winning, pp. 204-223 (Across the Table) and





    pp. 260-270 (Negotiating Across the Table)

Prepare
Prepare to finish Aunt Martha role play (on TWEN)

Class 12 – November 8, 2012

Ethics in Negotiation

Assignment to do before Twelfth Class:

Read

Bargaining for Advantage, pp. 196–227 (Ethics)



Beyond Winning, pp. 281-294 (Common Ethical Questions)

Prepare 
Prepare to negotiate Parker role play (on TWEN)



Begin MAPO preparation (handed out in class)

Class 13 – November 10, 2012 (**SATURDAY CLASS**)

Team Negotiation

Assignment to do before Thirteenth Class:

Read

Beyond Winning, pp. 295-302 (Organizations & Multiple Parties)

Prepare
Prepare to negotiate MAPO role play

Write

Team Planning Memo for MAPO (*Due Friday, November 9 by 5:00 pm)
Class 14 – November 15, 2012

Final Class

Assignments to do before Final Class:

Write*

Feedback to counterparts in MAPO negotiation (cc to professors)

Reflection (~750 words) on Your Growth and Challenges as a Negotiator

Do
Select a 2-5 minute film or tv video clip that demonstrates a negotiation concept or skill that you’ve learned during the semester and bring to class

Note:
 Throughout the semester you will be playing roles for the negotiation simulations.  When you are assigned a role, you should be fully prepared and ready to negotiate based on that role before class begins.  Reliance on the role play prompt will result in a reduced participation grade for that class.  Where the role does not have facts about a particular situation, you are free to make up facts consistent with the role play.  Also, roles are confidential; do not share the facts with others in the class until after the negotiation.  Please destroy your role plays when the problem is finished and do not read roles for any party other than the one you are assigned.
Evaluation Criteria

1. This is a seminar course which assumes that participants have done the reading prior to class and are prepared to discuss the issues in class.  Students are also expected to prepare for and participate in role plays that simulate negotiation.  The unique contributions of each participant in the semester make up the shared experience.  Because the majority of the learning in a seminar course occurs in the classroom through role plays and discussion, attendance is mandatory.  The only excused absence is for a student’s illness.  No make-up assignments will be given for missed classes; students will receive a zero participation grade for a missed class.  

Class attendance, preparation and participation = 40% of grade
2. Several writing assignments via reflections, feedback and planning memos will be due during the semester.  Since much communication with clients, colleagues and other parties is via written means, being able to communicate clearly in writing is critical.  The writing assignments will also give students an opportunity to demonstrate their understanding of the concepts and issues presented in the course.

Written reflection & analysis (planning memos & reflections) = 30% of grade
3. Students will conduct a variety of activities to practice and develop their negotiation skills.  These include:  (i) one in-class current events presentation with a partner; (iii) an email negotiation with a student from another school; and (iv) the Saturday team MAPO negotiation.

Team & email negotiations + current events presentation = 30% of grade
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