First Class Assignment

ASSIGNMENT

Professor:  Soper
Course:  Negotiations
Date of Assignment:  August 1, 2012 (please complete prior to first class)
Semester:  Fall 2012


INFORMATION:



Read:
Mnookin, Beyond Winning (Negotiating to Create Value in Deals and Disputes),


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

Do:
“Haggle” - Negotiate a real-life situation to purchase a good or a service (e.g., 

rent, sale/purchase of items on Craigslist, items from street vendors or at farmer’s 

market etc.)



Haggling 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.  
