	
	NEGOTIATION 

Professor:   Jessica Notini 


	BERKELEY FALL 2012
Tuesdays 10:00 – 12:40

	Class 

Date
	Topic

NOTE MANDATORY SATURDAY CLASS!!

November 9 (approx. 4 hours)

9 - 1
	Assignments:  Please note that assignments are due at the subsequent class unless otherwise noted.
Other than the textbooks, all reading should be found on TWEN.  Please sign up on TWEN immediately.
Absence from more than one class will result in a lower grade.


	Class 1

8/27
	Introduction 

· Define Negotiation
· Associations/Experience with Negotiation

Line Exercise
· Personal Style and Expectations 
 Chocolate Exercise
· Distributive vs. Integrative Bargaining

· Information Gathering: listening, summarizing, questions
· Building Relationships/Trust in Negotiation

Dirty Pool Negotiation
	Reading – begin Shell (to be completed by  9/24)

Lax – The Negotiator’s Dilemma

Menkel-Meadow - Another View of Legal Negotiations (Optional)
Schneider, Aspirations in Negotiation, 87 Marq. L. Rev. 675 (2004) (Optional)
California Power Play

Prepare for in-class negotiation

Haggle: Real Situation

Negotiate – Haggle before class.  

Come to class prepared to discuss your experience, reflecting on the questions in the Haggle Journal (but no writing required)
Remember to send feedback to Dirty Pool partner

	Class 2

9/3
	The Prisoner’s Dilemma

· Discuss Haggle Experiences

· Positions vs. Interests

Negotiate California Power Play

· Basic Negotiation Planning

· Give/Get/Guard

· Targets and Bottom Lines

· Positions/Interests
	Read - Continue Shell 
Lytle, Brett & Shapiro – The Strategic use of Interests, Rights and power 
Friedman & Shapiro -  Deception and Mutual Gains Bargaining (Optional)
“Anchoring and Adjustment” (optional)

Salt Harbor  

Plan for negotiation
No feedback required for Power Play

	Class 3

9/10
	Distributive Bargaining: Claiming Value

· More Negotiation Planning

· Leverage 

· Shell Appendix/Seven Elements

Salt Harbor
· Lessons of Distributive Bargaining

Concession Exercise

	Finish  Shell and begin Difficult Conversations
Notini -  brainstorming 
Negotiating Rationally – The Impact of the Negotiator’s Frame

Birke - creating value material (handout); 
Prepare Websurf negotiation

Write: Planning Memo for Websurf (to be turned in).  Use Shell Appendix format for planning memo (on TWEN).  Typed!
Remember to send feedback for Salt Harbor partner

	Class 4

9/17
	The Phases of a Negotiation

Integrative Bargaining: Creating Value

· Expanding the Pie: Exploring Possibilities for Joint Gain

· Seeking Interests: Use of Questions and Hypotheses

· Learning to love the differences 

· Framing Issues

· Option Generation/Brainstorming and Evaluation

· Building and Maintaining Relationships
Negotiate Websurf

	Reading: 
- Continue Difficult Conversations
Notini - empathy and assertion handouts 
Mnookin,  - Empathy & Assertiveness
Write:  Journal 1 on one of your distributive bargaining experiences (in or out of class) using format provided by instructor  OR ask instructor for approval of topic of your choice

Send feedback to Websurf partner

	Class 5
9/24
Guest

Instr.
	Critical Negotiator Tools

· Listening and Stepping to Their Side

· Benefits of listening

· Different ways of listening

· Definition of Empathy/Active Listening

· Distinction from Sympathy or Agreement

· Authenticity

Practice Empathy/Listening

· Assertion

· Effective and Ineffective

· I messages


	Reading:
Continue Difficult Conversations

Shell – Electronic Bargaining

Notini - Questions 
Bazerman, - Contingent Contracts 
Errors in Social Judgment
White -  Pros & Cons of Getting to Yes (Optional)

“The Role of Personality in Successful Negotiating” (optional)  

Practice  – Empathy in real situation (at least 5 minutes).  Come prepared to discuss.
Take test (on TWEN)
Personality Quiz - Lincoln MODE instrument (“Thomas Killman test) and score results.  

Prepare PowerScreen


	Class 6

10/1

	Debrief empathy practice

· Questions
Confict Styles 

· Discuss MODE
Negotiate Powerscreen
	Reading:

FInish Difficult Conversations and come prepared to identify and discuss highlights from the book.
Fisher article on Negotiating Power (optional)

Write Journal 2: “Right Speech Journal” (format on TWEN)

Email Negotiation: 

By 10/7, begin conducting email negotiation, to be completed by 10/18 and reviewed in class on 10/22.  Negotiation problem, pairings and instructions to be provided by instructor.
Prepare for Difficult Conversations: Author, Author
Send feedback to PowerScreen partners

Videotaped Negotiation Plan:
Videotape Bacchus v Gossett with your assigned partner. Plan to get this done by 10/25 and plan a review session with the pair of negotiators assigned to you on or before 11/1.  During this review session, each pair will review and comment upon the Bacchus v. Gossett session of the other pair, comparing strategies and techniques.  You may want to refer to the Videotape feedback form found on TWEN as a guideline for commentary.  You are not required to write a journal on the videotape session but you may want to incorporate learning from this session into your final journal.


	10/8
	NO CLASS  
	Time to do videotaping etc??



	Class 7

10/15
	Email Negotiation Review
Difficult Conversations
Exercise in Difficult Conversation – Author, Author
	Reading:

Notini - BATNAWATNA article; Review Shell chapter on ethics; Wetlaufer -Ethics of Lying
Prepare Valdez

Send feedback to Author, Author participants

Rembember Videotape negotiation 


	Class 8
10/22
	· BATNA/WATNA analysis
             Exercise

Negotiate Valdez
Ethics
· Discuss Shell’s Ethics standards
· Negotiation Tactics and Ethical Issues
· Bluffing and Puffing

· Misrepresentations of Fact
· Problems of Agency: Whose Ethics?
· Taking Advantage of Ignorance
· Evasion and Omission

	Reading:
 “The Tension Between Principals and Agents” “When Should We Use Agents?”

Select 3 highlights from your assigned email transcript for discussion in class.  

Prepare Viking (attorneys and clients should do some pre-class prep in person or by phone)

	10/29
	NO CLASS
	Good time for video review sessions

	Class 9
11/5

	· Agent/Principal Issues
Negotiate Viking
	Reading: 

Advocacy in Mediation Package
Notini - Reframing and Negative Communication; 

Goodpaster - Competitive Bargaining Tactics  (skim); 

Birke - Psychological Principles (skim)

Come prepared on 11/12  to discuss highlights of your video negotiation experience.

Prepare Journal 3 – This is a self-reflection on what you have learned about yourself as a negotiator in this class, based upon verbal and written feedback, videotape review, roleplay experiences, class discussions etc.  You should identify areas of strength as well as areas where you wish to improve and provide specific examples and analysis.    
Prepare MAPO for Saturday Class



	Class 10/11

Sat
	Negotiate MAPO

9 – 1 

at Hastings
	

	Class 12
11/12
	Managing Negative Communication

· Controlling Reactions 
· Tactics
Reframing

Debrief  Bacchus v. Gosset

Psychological Principles of Negotiation
Adding a mediator to the negotiation

	

	Class 13


	Out of class work for email negotiation, Viking preparation, video negotiation and MAPO preparation count as Class 13
	Prepare Harborco  
Turn in Email Feedback Compilation for the semester

	Class

14
11/19

	Negotiate Harborco
· Multi-party, complex negotiation


	


