LER 567:  Negotiation in HR Decisions

Spring 2019
Tuesdays, 2:00 – 4:50 p.m.
(1st 8 weeks of semester)
Professor Teresa Cardador

Email: cardador@illinois.edu
Phone: 217-244-1398

Office hours:  Mondays 10:00 -11:30 AM or by appointment (LER 219)
Negotiation is the process through which two or more people try to reach a mutually acceptable agreement in an exchange. It involves efforts to secure agreement between independent parties seeking to maximize their own outcomes.  
Whether we realize it or not, we take part in negotiations everyday.  At work, we may negotiate with potential employers, bosses or coworkers – determining the amount of our salary and compensation, how disputes get settled, who will complete certain tasks, and who gets access to available resources. Away from work we may negotiate with classmates, service providers, landlords, family members and friends – determining who will do what on a class project, how much we will pay, what to do on a Saturday night, or who will take out the trash.  At times, we feel good about the outcomes of these negotiations, and at times we feel frustrated by our inability to achieve what we want.  

Though we negotiate everyday, most of us know little about the strategy and psychology of effective negotiations. This course will provide you with the opportunity to develop your negotiation skills through practice and an improved understanding of the factors that underlie successful negotiations. Through exercises, debriefing and discussion, you will gain knowledge of the central concepts underlying negotiation strategy and will gain experience with a broad spectrum of negotiation problems and contexts common to HR professionals and managers. Most of our exercises will take place during class; typically, we will do an exercise and then discuss it.  

In this course, you will not only learn what strategies work, but why they work, so that you can generalize these strategies to new situations. You will also learn about how to develop a plan, how to put it into action and what happens when you try. You will likely find out that others have their own plans that they also are trying to implement. This course is about how to get your plan implemented, taking into account the interests of others. When you finish this course, you will be better at negotiation. 

The typical format of our course sessions is that we will do an exercise, and then we will talk about what happened in the exercise. Attendance, preparation, and participation are all expected. If you expect to miss classes, consider taking a different course; your enthusiastic participation in class exercises and discussions is not only necessary for your own learning, but also for the learning of your classmates. 
REQUIRED TEXTS and EXERCISES.  Background reading is necessary in this course. There are two assigned books:

· Get Paid What You’re Worth, by Pinkley & Northcraft (PN)

· Essentials of Negotiation (5th or later edition) by Lewicki, Saunders and Barry (LSB)

These books will help us clarify, expand, and elaborate the focal concepts for the course. To keep costs down, the additional readings for the course will be available for download from the Compass website (compass.illinois.edu). 
LEARNING METHODS.
Course textbook and assigned readings.  Students are expected to have all assigned reading completed before class. Students should familiarize themselves with the material in each chapter to enable them to be active participants in class discussion and to ensure successful performance on the class writing assignments and final.
Negotiation exercises. Because the bulk of learning in this course will come from in-class exercises and our discussions about them, it is ESSENTIAL that everyone in the course enthusiastically and actively contributes to the class experience. I expect students to take their roles seriously, keep the role information confidential, and play your role with professionalism and respect.

Class contributions. Students are expected to contribute to class exercises and discussions, to state opinions, defend their point of view, and respect alternative points of view. Similarly, students are expected to honor commitments including arriving to class on time and completing assigned work when due. 
Written Assignments. The post-negotiation analyses and final exam are designed to allow you to reflect on successful and failed strategies, and to integrate course concepts with your experience negotiating in this course. Please note that all written assignments in this course are subject to point penalties if turned in late.
EVALUATION 
1.  Take-Home Exam.  There will be a take-home exam, which will be short essay. Students are expected to do their own work on this exam.  This means not discussing material with your classmates. A sample of a past exam is posted on Compass. The exam will be worth 30% of your course grade and is due in my box or office by 5:00 p.m. on Friday, March 8. 
2.  Scored Exercise. Since the object of this course is to enhance your negotiation skills, our second to last class exercise (Harborco) will be scored. Part of your grade for the course will be determined by your performance on this exercise which will take place in class on February 26.  Your performance will be calibrated against other groups, and other students assigned the same role. The scored exercise is worth 20% of your grade in the course.
3.  Post-Negotiation Analyses (PNA). During these short analyses, you will constructively evaluate your own and your classmates’ behavior during the exercise. Please complete the PNA form found on Compass. You are required to complete five (5) one-page post negotiation analyses during the course of the semester. These analyses should be typed in the space provided and not more than one page in length. Each analysis must be turned in the week after the exercise you are analyzing. A high quality analysis is one that tries to step back from a negotiation, identifies key events and processes and uses course concepts. The post-negotiation analyses are worth 30% of your grade.

4.  Class Contribution.  Class contributions come from attending class, showing up for class on time,** being prepared, taking the exercises seriously, and contributing to debriefing discussions. If you anticipate multiple absences, or are thinking about just-sitting-in-and-listening, consider taking a different course. Contributions to in-class discussions come from both quantity and quality. Class contributions are worth 20% of your grade in the course.  

IMPORTANT NOTE:

**Please note that if you come to class after I have handed out the roles for the day’s exercise, or if you are absent when I hand out roles for the next week’s class, you will be unable to participate in the exercise, and will thus be counted absent.
Evaluation Summary
Take home exam





  60 points

Harborco (scored exercise)




  40 points

Post-negotiation analysis (PNA) documents (5)

  60 points

Contributions to class discussions



  40 points

TOTAL 






200 points

A note about academic integrity: I expect all members of this class to abide by the University's standards for academic integrity.  Violations of this code, in the form of plagiarism, cheating on cases, sharing answers, and the like, will be penalized according to the steps outlined in the UIUC Code of Policies and Regulations.  For our purposes this means submitting your own work (not collaborating on post-negotiation analyses or the final exam), and not looking up suggested “answers” to cases that might be available online. If you are caught cheating, you will receive a zero on the assignment. Violations are relatively easy to spot.  Don’t risk it…it’s not worth it.  

Schedule of Classes

January 15
Session 1:  Introduction to Course and Negotiation Principles
Exercise:  The Training Conflict


Reading:
· PN:  Chapters 1 and 2

· LSB:  Chapter 1

January 22
Session 2:  Creating and Claiming Value

Exercise:  The Job Offer

Reading:

· PN: Chapters 3 and 4

· LSB:  Chapters 2 and 3

· Six habits of merely effective negotiators, J. Sebenius, Harvard Business Review, Apr, 2001, 87-95.
January 29

Session 3:  Creating and Claiming Value

Exercise:  The Broken Bizhub
Reading:

· PN: Chapter 5

· LSB:  Chapters 4 and 8
· The hidden traps in decision making, J. Hammond, R. Kenney, & H. Raiffa, Harvard Business Review, Sept/Oct, 1998, 47-58.
· Negotiating with a customer you can’t afford to lose. Keiser, T.C. Harvard Business Review, Nov/Dec, 1988, 30-34.
February 5

Session 4:  Perception, Persuasion and Communication

Exercise: The Performance Interview





Reading:

· LSB:  Chapters 5, 6 and 7
· Influence without authority, A. Cohen & D. Bradford, Organizational Dynamics, Winter 1989, 378-386.

· Harnessing the science of persuasion, R.Cialdini, Harvard Business Review, Oct, 2001, 72-9.

· The necessary art of persuasion. Conger, J.A., Harvard business Review, May-June, 1998, 84-95.      
February 12       
Session 5:  Third Party Negotiation 
Exercise:  Telepro or Settling a Grievance


Reading:  

· When should we use agents?  J. Rubin & F. Sander, Negotiation Journal, Oct, 1988, 395-401.

· Someone to listen, C. Harschman, HR Magazine, Jan, 2003, 47-51.

· Is there a mediator in the house? M. Sherman, Dispute Resolution Journal, Apr, 1995, 48-54.

· Keeping it out of court, D. Jacobs, Management Review, Oct, 1992, 54-59.

· Are you hearing enough employee concerns? M. Rowe and M. Baker, Harvard Business Review, May-June, 1984, 127-135.

February 19      
Session 6:  Negotiating in Groups and Teams 

Exercise:  Windy City Theater


Reading:

· LBS: Chapters 9 and 10

· Agreement and thinking alike, R. Cosier & S. Schwenk, Academy of Management Executive, 4(1), 1990, 69-74.

February 26 

Session 7:  HarborCo Negotiation (in class graded exercise)   


Reading:


· Read case materials CLOSELY before class.

March 5
Session 8:  Multi-Party Negotiation (HarborCo Debrief) / If time: Gender and Negotiation
Debrief of Harborco


Reading:

· LSB:  Chapter 12
· Sources of power in coalition building, M. Watkins & S. Rosegrant, Negotiation Journal, 12(1), Jan 1996, 47-68.

****Take-home exam due (in my box or office) by 
Friday March 8 at 5:00pm****
Participation self-evaluation:  For each class listed below, please self-evaluate your contributions to the learning experience of the class on the following 3 point scale. Hand this form in with your final exam!


0 = I was not in attendance that day.


1 = I was there but I was a passive “spectator;” I did the exercise but I did not participate in the follow-up discussion.


2 = I was there and contributed to the follow-up discussion (i.e., was called upon or, voluntarily added to the discussion).

___
January 15 


The Training Conflict

___
January 22  


The Job Offer

___
January 29
   

The Broken Bizhub
___
February 5
 

The Performance Interview

___
February 12
  

Telepro or Settling a Grievance
___
February 19
 

Windy City Theatre

___
February 26 


HarborCo
___
March 5
 

HarborCo Debrief/Multi-Party Negotiation
_____________________________ My Name

(Please turn this form in with your take-home exam.)
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