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PART A. COURSE SPECIFIC INFORMATION 
 
1. STAFF CONTACT DETAILS 
 
Position Name Email Availability; times and 

location 
Phone 

LIC/tutor Dr. Nancy Kohn n.kohn@unsw.edu.au Thursday 11:30-12:30 or 
by appt., level 5 ASB 

0412 
320 545 

Tutor Mr. Julian 
Ehrlich 

j.ehrlich@unsw.edu.au 

 
TBA TBA 

Tutor Ms. Noa Sheer n.sheer@unsw.edu.au TBA TBA 

 

2. COURSE DETAILS 
2.1. Teaching Times and Locations 
 
Lecture  10:00-11:00  Thurs    Biomed theatre C 
 
Tutorials 10:00-12:00  Tues  OMB 116  

10:00-12:00    Tues  OMB 113 
13:00-15:00    Tues  Mat 303 
13:00-15:00    Tues Mat 311 
15:00-17:00   Tues Quad G022  
15:00-17:00   Tues Quad G041   
11:00-13:00   Wed  Webst 138 
13:00-15:00   Wed  Webst 302 
15:00-17:00   Wed  OMB 113 

 
2.2. Units of Credit 

This course has a 6 Unit of Credit (UOC) value. 

 
2.3. Summary of Course  
Negotiations and Strategy introduces you to the theory and practice of negotiation.  Topics 
include basic negotiation strategies, cross cultural negotiation, and negotiating in teams.  You 
will also learn about the impact of power, perception, cognition and emotions on negotiations.  
Students will have the opportunity to implement the course theories and concepts by 
participating in negotiation role plays.  Students are encouraged to actively use negotiation 
theory and to reflect upon their own negotiation style and learning.   

 
2.4. Course Aims and Relationship to Other Courses 
This course provides a set of general concepts and skills for negotiation and resolving 
interpersonal and inter-group conflicts as well as developing new, joint initiatives. Students gain 
the opportunity to work with theory, skills and processes of negotiation relevant to a wide range 
of contexts: commercial; organisational; community; and public policy. The course will provide 
an analytical understanding of negotiations, including negotiation planning, strategy and tactics, 
as well as the development of the practical skills necessary for implementation of this 
knowledge. Students will gain these practical skills through participation in negotiation tutorials. 
The tutorials are made up of negotiation role-play exercises that develop in complexity as the 
course progresses. This course is an elective course with no pre- or co-requisites but is of great 
relevance to all areas taught within the Australian School of Business as well as in other 
faculties. 

 
1 to address the basic concepts and structures of negotiation through a discussion of ideas of 

power and influence, models of negotiation behaviour and communication strategies; 
2 to give students extensive experience in diagnosing, planning and preparing for 

negotiations; 
3 to give students practical negotiation experience via role plays using different scenarios; 

mailto:n.kohn@unsw.edu.au
mailto:j.ehrlich@unsw.edu.au
mailto:n.sheer@unsw.edu.au
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4 to help students develop an understanding of and facility with the particular dynamics of 
individual, group and constituency negotiations; 

5 to encourage increased awareness of the psychological components of negotiation; 
6 to improve the research, critical thinking, writing and speaking skills of students; 
7 to encourage greater self-reflection regarding conflict and its management; 
8 to foster the development of teamwork skills. 

 
2.5. Student Learning Outcomes 

By the end of this course, you should be able to: 
1. Discuss and use relevant negotiation theory; 
2. Diagnose a conflict situation in terms of the positions and underlying interests at stake; 
3. Explain the range of choices regarding negotiation strategy and the most appropriate 

circumstance for using each; 
4. Develop appropriate plans for different negotiation scenarios;  
5. Carry out a simple distributive negotiation; 
6. Undertake an integrative negotiation individually and as part of a team; 
7. Explain and demonstrate how psychological considerations can impact negotiation 

processes; 
8. Explain the impact of power on negotiation processes; 
9. Explain the implications of constituency negotiations; 
10. Display improved skills in critical analysis, self-reflection and problem-solving; 
11. Show evidence of improved verbal and written communication skills; 
12. Display improved skills in planning, teamwork and persuasion 

ASB Graduate Attributes 

This course contributes to your development of the following Australian School of Business 
Graduate Attributes, which are the qualities, skills and understandings we want you to have by 
the completion of your degree.  

 

Learning Outcomes ASB Graduate Attributes 

1,2,3,4,5,6,10,12 
Critical thinking and problem solving 

3,4,5,6,11,12 
Communication 

6,8,9,12 
Teamwork and leadership 

8,9 
Social, ethical and global perspectives 

1,2,3,4,5,6,7,8,9,10,11 
In-depth engagement with relevant disciplinary knowledge 

4,10 
Professional skills 

More information on the ASB Graduate Attributes and how they align with the UNSW Graduate 
Attributes (2010) is available on the ASB website (Learning and Teaching >Graduate 
Attributes). 

 

3. LEARNING AND TEACHING ACTIVITIES 
3.1. Approach to Learning and Teaching in the Course 
In MGMT3721, we take an active, adult-learning approach that stresses interactive teaching 
and learning. We foster this approach through a range of strategies including our intensive use 
of negotiation simulations (or role play exercises) in tutorial sessions. Our lectures and debrief 
sessions are interactive; we look for active student contributions through discussion and 
questioning that reflects your reading and experience in relation to research-based theory. 
Tutorials are heavily weighted to experiential learning that encourages you to explore and 
experiment with theoretical concepts in real-life cases.  At the same time, the simulations 
encourage you to improve your communication skills, decision-making and planning.  Our 
design of assessment tasks reinforces crucial knowledge and skills areas.  All this provides for 

http://www.asb.unsw.edu.au/learningandteaching/aboutlearningandteaching/graduateattributes/Pages/default.aspx
http://www.asb.unsw.edu.au/learningandteaching/aboutlearningandteaching/graduateattributes/Pages/default.aspx
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a mix of learning experiences and hands-on engagement. Our design of the course encourages 
you to actively reflect on your negotiation experiences and learning.   
 
Learning Activities and Teaching Strategies 

3.2.1 The role of the lectures 
The lectures build from the relevant core readings (in the textbook) to set out the main 
ideas, theories and conceptual frameworks for the course.  We expect you to come to and 
be prepared for each lecture.  This means you should have read and considered the 
relevant chapter(s). From a time management perspective, this means you will need to 
allocate approximately six hours per week for basic reading.  If you need any assistance in 
managing your time you will find the Australian School of Business‟ Education Development 
Unit (EDU) a useful resource. 

 
3.2.2 The role of the tutorials 
The tutorials provide you with an interactive environment in which to enhance your learning 
and your enjoyment of the course. Each tutorial involves a negotiation exercise. Over the 
session, you will engage in a variety of different scenarios that build in complexity and that 
call for different combinations of knowledge and skills. Therefore, when you read for your 
lectures, you are also doing fundamental reading for maximising your learning and 
enjoyment from the tutorials. 

 
By actively engaging in the tutorials, you will increase your confidence and competence as 
a negotiator. The more conscientiously you participate, the more you will enjoy and learn 
from them. Participation provides you with opportunities to develop your repertoire of 
negotiation skills and practices as well as giving you a safe and supportive environment in 
which to explore different ways of negotiating. Finally, the tutorials provide you with 
opportunities to improve more generic interpersonal skills through interacting with others, 
working together in groups, learning about other cultures and learning to understand values 
and opinions different from your own. 

 

Assessment 
4.1 Formal Requirements 

In order to pass this course, you must: 
 achieve a composite mark of at least 50; and 
 submit all pieces of assessment (see below) 

 
4.2 Assessment Details 

Assessment 
Task 

Weighting Learning 
Outcomes 
assessed 

ASB Graduate 
Attributes 
assessed 

Length Due Date 

 
Negotiation plan  
Knight Excalibur 

 
15% 

 
 

 
1,2,3,4,10,11,

12 

 
1,2,5,6 

 
 

 
1500 words 

(3 references) 

 
At the week 5 

tutorial  

 
Examination 

 

 
25% 

 
1 
 

 
1,5 

 

50 minutes 

25 questions 

 
Thursday April 

5, 2012 

 
e-negotiation 

Live8 
 

 
10% 

 
 

 
1,2,3,4,7,8, 

10,11,12 
 

 
1,2,3,4,5,6 

 
 

1200 words 

(2 references) 

 

 
At the week 
10 tutorial 

 
Team 

participation 
Newtown 

 
15% 

 
1,2,3,4,6,11, 

12 

 
1,2,3,5,6 

 

N/A 

 
Distributed & 

collected at the 
week 13 tutorial 
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Assessment 
Task 

Weighting Learning 
Outcomes 
assessed 

ASB Graduate 
Attributes 
assessed 

Length Due Date 

 
Take-home 
examination 

 
25% 

 
1,2,3,4,7,8, 

9,10,11 

 
1,2,4,5,6 

2700 words 

(6 references) 

 
Distributed at 
the week 13 
tutorial,  Due 

June 11, 2012 
@ 17:00 

 
Active, informed 

participation 

 
10% 

 
1,2,3,5,6,7,8, 

9,10,11,12 

 
1,2,3,5,6 

 

 Ongoing 

 
4.2.1 Negotiation Plan  
Weight:  15% 
Due:  At the week 5 tutorial 
Length:  1500 words maximum  
References: 3 in-text references with reference list required.  
 
Explanation of the written negotiation plan  
The negotiation literature identifies the crucial importance of proper planning and preparation for 
negotiation success.  You will analyse the assigned negotiation information and use it as a basis 
for developing a plan that you will use in the Knight Excalibur negotiation.   
 
The idea is that you should be able to actively use your plan while you are at the negotiation 
table. Therefore, you should create a worksheet to use while you are negotiating. This 
negotiation worksheet should contain, at a minimum, your strategy and tactics, your resistance, 
opening and target points, and questions to ask and answer.  It can also include your BATNA, 
and any other information you think you need to negotiate effectively.  The worksheet is not 
included in your word count and can be more than one page.  
 
You should keep your explanations, discussion and rationale for what you have prepared in 
your worksheet separate from the worksheet. Those explanations, discussion and rationale 
comprise the word count for the plan. Information you supply in the worksheet does not have to 
be repeated in the discussion section, you can refer to the worksheet. Both sections must be 
handed in for the assessment. 
 

The word limit for the plan is generous and you must strictly adhere to it.  Students will be 
penalised for going over the word limit for the assignment.  
 
Plan formatting guidelines:  

 Worksheet: The worksheet can be formatted as you see fit.  You may want to consider 
using point form or a table (or both) as these options may help you think more clearly 
and quickly at the negotiation table.   

 Discussion & Rationale: refer to the formatting guidelines for written assessments in the 
course outline.   
 

You will bring your completed worksheet and plan to the negotiation.  You are expected to use 
the worksheet while negotiating.  As the worksheet is a working document, you are allowed to 
write on it and take notes on it during the negotiation.  You are not allowed to change 
information in the body of the plan itself once the negotiation has commenced.   
 
After the negotiation is finished you will submit your plan and worksheet for assessment.  Before 
submitting please write on the plan or worksheet the following information:  

1.  your role 
2. your negotiation partner 
3. negotiation outcomes achieved 
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Please note that if you are unable to attend the tutorial when the plan is due, you will not be able 
to submit the plan without participating in the negotiation.  You will be required to write another 
plan for a different negotiation, or submit a comparable assignment (to be determined by the 
lecturer) of equal value.   

 
4.2.2 Mid-session examination 

Weight:  25%  
When:  Thursday April 5, 2012 
Duration: 50 minutes  
 

Explanation of the mid-session examination  
This examination will address the material covered in the first 4 lectures as well as chapters 1-4 
of the assigned textbook.  The examination will test students‟ knowledge and understanding of 
the fundamentals of negotiation. This material forms the foundation of developing the ability to 
analyse and prepare for a negotiating situation, carry out negotiation exercises and to complete 
the remaining assessment items.   
 
The exam will consist of 25 multiple-choice questions.  
 

4.2.3 e-negotiation comparison and contrast 

Weight:  10%  
When: The e-negotiation takes place via email any time between weeks 5 and 9.  The 

assessment is due at the week 10 tutorial session. 
Length:  1200 words  
References: 2 in-text references with reference list required.   
 

Explanation of the e-negotiation comparison and contrast 
Email negotiations are becoming more prevalent and students are given an opportunity to 
practice an e-negotiation. You will conduct the e-negotiation any time between weeks 5 and 9, 
and will write a comparison and contrast based on the interaction.   
 
You will be assigned a negotiation partner in week 5 and will negotiate the “Live8” role play via 
email, in lieu of the week 8 tutorial. The assignment is due at the week 10 tutorial session, 
giving you ample opportunity to negotiate and complete the assignment.  You will need to 
attach your negotiation worksheet and a printout of the email exchange as appendices to your 
assignment.  More details of the assignment will be posted on Blackboard or distributed at the 
tutorial.  Please ensure you have given your tutor your university email address for this 
negotiation. 
 
4.2.4 Team participation (Newtown) 

Weight:  15%  
When:  Distributed & collected at the week 13 tutorial  
 
Explanation team participation 
The team assessment gives each student the opportunity to rate their negotiation team 
members with regard to the Newtown negotiation in the areas of planning, teamwork, and 
participation in the negotiation.  Students are advised that there must be variation in the marks 
given to your teammates—you cannot all give each other full marks.  Students who do not 
attend the week 13 tutorial will receive zero marks for this assessment. 
 
4.2.5 Take-home examination 

Weight:  25%  
When:  Distributed at the week 13 tutorial  

Due Monday, June 11, 2012 between 15:00-17:00 level 5 ASB 
Length:  2700 words  
 
Explanation of the final take-home exam 
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You will write an individual final take-home exam based on documentation and analysis of your 
team‟s Newtown negotiation including planning and negotiating. A copy of your own plan and 
the team plan must be attached as appendices to your final exam.  You will be given further 
instructions for that negotiation and the exam during the term.   

 
The final exam questions will be drawn from the following areas based on the negotiation: 

 Preparation: your own, your team's, and the other team; 

 The progression of events in the negotiation; 

 The strategy and tactics adopted by both parties; 

 The solution you achieved and how you „defend‟ your solution against your team‟s 
earlier goals and objectives; 

 Integration of the analytical tools and theory from the readings; 

 What you learned from the negotiation, upon reflection. 
 
The most important elements are the integration of theory with your reflections on the 
negotiation process and a demonstration of critical analysis and self-reflection regarding all the 
parties to the negotiation.  Do not waste words merely re-telling events.  Be sure to thoroughly 
justify your analysis using the appropriate literature and to use correct referencing.   
 
You must demonstrably use at least 6 academic references in your take-home exam. 

4.2.6 Class participation  
Weight:  10%  
When:  Ongoing  

 
Please see section 3.2.2 for a description of the tutorial environment.  Active, informed, 
participation consists of on-time and full session attendance, planning for each negotiation, 
engaging with the role you have been assigned, active involvement in each negotiation, and 
thoughtful, informed participation during the debrief sessions.  

 
The lecturer and tutors understand and make allowances for the fact that for some of you 
English is not your first language. Verbal style or facility is NOT the most important thing. 
Willingness to participate, to "play the part" and the ability to use theory to understand 
negotiation challenges are the central criteria.   
 

4.3 Assessment Format 
All submitted work should be formatted in the following way:  

 12 font 

 1.5 to 2.0 spacing 

 1 inch (2.5cm) margins   

 One or two sided printing is accepted 

 ASB Harvard formatting for referencing 

 
4.4 Assignment Submission Procedure  
 

4.4.1 Negotiation Plan & e-negotiation comparison and contrast 

You are responsible for submitting all your pieces of assessment on time and via the 
appropriate procedures. You should submit your negotiation plan and e-negotiation comparison 
and contrast at the tutorial of the week indicated in the course outline. If you are not able to 
attend the class when an assessment item is due, it is your responsibility to make alternative 
arrangements prior to that class.  

Procedure: 

1. Attach a copy of the School cover sheet (available on Blackboard).  Ensure the word 
count is included on the coversheet.     
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2. Make a copy of the assignment before submitting for safekeeping. Unfortunately, 
assignments can go astray.  

3. Hand in your assignment at your tutorial. 
4. You may not submit assignments by e-mail.  

 

4.4.2 Take-home exam 

Procedure: 

1. Attach a copy of the cover sheet for this course (available on Blackboard).  Ensure the 
word count is included on the coversheet. 

2. Make a copy of your exam for safekeeping. Unfortunately, exams do to missing. 
3. One of the course tutors will be present on level 5, ASB between the hours of 15:00-

17:00 on June 11
th
.  Submit your exam directly to the tutor at this time. 

4. If you wish to submit your exam earlier, a 24 hour assignment box is located outside the 
glass security doors on the North side of the ground floor West Lobby of the Australian 
School of Business building.  Another assignment box is located directly outside the lifts 
in the West Lobby on the 5th floor.  The 5

th
 floor box is available only during the building 

opening hours 7am to 10pm.  These two boxes will be emptied and assignments will be 
placed in the course coordinator‟s pigeon hole.  No receipt will be issued. 

5. You may not submit the take-home exam by e-mail.  
6. Late submission of the take-home exam will result in a mark of zero (0) unless 

prior permission has been granted for late submission.   
 
Please note:  
No assignments are to be slipped under office doors or left in School Offices (when closed) or 
other locations.  Students whose assignments or exam cannot be found will be deemed not to 
have submitted the work and will not be permitted to submit late copies. 

 
4.5 Late Submission 
Extensions will be granted only on medical or compassionate grounds under extreme 
circumstances.  Requests for extensions for the plan or the e-negotiation reflection and analysis 
must be made in writing to the Lecturer in charge prior to the due date.  Medical certificates or 
other evidence supporting your claim must be attached and must contain information that 
justifies the extension sought.  Requests for extensions for the final take-home exam must be 
made to the Student Centre: https://my.unsw.edu.au/student/atoz/SpecialConsideration.html. 
 

Quality Assurance 
The ASB is actively monitoring student learning and quality of the student experience in all its 
programs. A random selection of completed assessment tasks may be used for quality 
assurance, such as to determine the extent to which program learning goals are being 
achieved. The information is required for accreditation purposes, and aggregated findings will 
be used to inform changes aimed at improving the quality of ASB programs. All material used 
for such processes will be treated as confidential and will not be related to course grades. 

  

5 COURSE EVALUATION AND DEVELOPMENT 
 

Each year, we seek feedback from students and other stakeholders about the courses we offer 
in the Australian School of Business.  We teachers in MGMT3721 evaluate and use your 
course-level feedback, both quantitative and qualitative, to guide our continuing monitoring and 
redesigning of the course.  
 
Change is not automatically linked to any one piece of feedback as our teaching team reflects 
on a range of feedback sources over time, including our evaluations of assessment 
performance.  This continual improvement process can affect one or more particular areas of 
the course, whether this has to do with structure, content, resources, delivery or assessment.  
Thus, the MGMT3721 course you are doing this session reflects changes we have made in 
response to feedback from previous student cohorts and our constant monitoring of the 
performance of students in negotiation simulations and assessment items.  For example, we 

https://my.unsw.edu.au/student/atoz/SpecialConsideration.html
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have changed the planning procedure for the Newtown negotiation to reflect feedback from the 
students.  As well, we have staggered the Newtown School Dispute exercise over 3 weeks in 
response to student concerns that this highly complex and demanding team negotiation 
required more time than we had originally afforded it.  We have re-written some of the 
guidelines for the simulations to better equip particular parties to negotiate their side.  For 2012 
we have expanded the team assessment in response to student feedback and are including an 
e-negotiation.   

 

6 COURSE RESOURCES    
Prescribed Readings  
Required readings are noted (*) for each lecture topic in this course guide.  These come entirely 
from the textbook. 
 
The textbook is 

 Lewicki, Roy J., Barry, Bruce, & Saunders, David M. (2010) Negotiation, 6
th
 Edition,  

McGraw-Hill/Irwin, Boston. 
 
The authors of the textbook have also edited a companion volume to this text.  It provides a 
great deal of very useful material on which this course draws heavily (see weekly suggested 
readings).  The course coordinator therefore strongly recommends that students also buy this 
book.  It is available through the UNSW Bookshop as a package together with the textbook at a 
reduced price. 
 
The companion volume to the textbook is  
 

 Lewicki, Roy J., Saunders, David M. & Barry, Bruce (2010) Negotiation: Readings, exercise 
and cases, 6

th
 Edition, McGraw-Hill/Irwin, Boston. 

 
Students may also find the previous edition useful.  It contains many of the weekly suggested 
readings, but may not contain all of them: 
 

 Lewicki, Roy J., Saunders, David M., Minton, John W., Barry, B. (2006) Negotiation: 
Readings, exercise and cases, 5

h
 Edition, McGraw-Hill/Irwin, Boston. 

 
Other recommended texts cover parts of the course and provide wider or somewhat different 
approaches.  These are listed below. Most of these out of print are on open reserve in the 
library. 
 

 Fisher, R., Ury, W. and Patton, B. (1991) Getting to Yes: Negotiating an agreement without 
giving in, 2

nd
 edn, Random House, London. 

 Kolb, D.M. and Williams, J. (2003), Everyday Negotiation: Navigating the Hidden Agendas 
in Bargaining, Jossey-Bass, San Francisco. 

 Lax, D.A. and Sebenius, J.K. (1986) The Manager as Negotiator: Bargaining for Co-
operation  

 Thompson, L.  (2005), The Mind and Heart of the Negotiator, 3
rd

 edn, Prentice Hall, Upper 
Saddle River NJ. 

 Ury, W. (1991) Getting past No: Negotiating with difficult people, Business Books, London. 
 

Subsequent listings of these texts appear in abbreviated form to save space. 
 
Academic journals that cover relevant issues extensively and are available in the UNSW 
library (many of them also electronically) include: 
 
Australian (later Australasian) Dispute Resolution Journal; Business Horizons; Group Decision 
and Negotiation; Harvard Business Review; International Journal of Conflict Management; 
Journal of Conflict Resolution; Negotiation Journal; Organizational Behavior and Human 
Decision Processes; Research in Organizational Behavior; (MIT) Sloan Management Review. 
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7 COURSE SCHEDULE 
 
 

Week Date Lecture 
Content/Topic 

Tutorial 
Content/Topic 

Readings: See 
list below 

Other activities/ 
Assessment 

1 
 

27/2/2012 Introduction to 
course 

No tutorial 
week 1 

  

2 5/3/2012 Strategy & tactics 
of distributive 
bargaining 

Pemberton’s 
dilemma 

  

3 
 

12/3/2012 Strategy & tactics 
of integrative 
negotiation 

The used car   

4 19/3/2012 Negotiation 
strategy & 
planning 

Pakistani 
prunes 

 Plan 1 roles assigned  

5 
 

26/3/2012 Negotiating 
across cultures 

Knight 
Excalibur 

 Plan 1 due  
e-negotiation roles 

assigned 
6 2/4/2012 Mid-session 

exam 
500 English 
sentences 

 Mid-session exam 

UNSW Mid-semester break 6th April-15th April 
7 
 

16/4/2012 Finding & using 
power & influence 

Job offer   

8 23/4/2012 Multiple parties & 
teams 

e-negotiation-
no tutorial 

 No tutorials in week 8 

9 
 

30/4/2012 Relationships in 
negotiation 

Twin Lakes 
Mining/Town 
of Tamarack 

  

10 7/5/2012 Agents, 
constituencies & 
audiences 

Newtown 
planning 

 e-negotiation 
assignment due  

11 
 

14/5/2012 Perception, 
cognition & 
emotion 

Newtown 
negotiation  

  

12 21/5/2012 Debrief & 
overview 

Newtown 
negotiation  

  

13 28/5/2012 No lecture Newtown 
debrief 

 Team assessment due 
Take home exam 

distributed 
14 4/6/2012    Take home exam due 

@ 17:00 June 11th 
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Starred readings (*) are required readings.   

 
Week 1 Introduction to Course and Overview 

* Lewicki et al. (2010) Negotiation, 6
th
 edn, ch 1. 

 
Week 2 Strategy and Tactics of Distributive Bargaining 

* Lewicki et al. (2010) Negotiation, 6
th
 edn, ch 2. 

  
Fisher, Ury. and Patton (1991) Getting to Yes, ch. 1 

 
Kopelman, S, Rosette, AS, and Thompson, L (2006) „The Three Faces of Eve: 
Strategic Displays of Positive, Negative, and Neutral Emotions in Negotiations‟, 
Organizational Behavior and Human Decision Processes, 99 (6): 81-101. 
 
Lax and Sebenius (1986) The Manager as Negotiator, chs. 1 & 6. 

 
Nierenberg, GI & Calero, HH (2010) „Effective Negotiating Techniques: From 
Selecting Strategies to Side-Stepping Impasses and Assumptions‟, Reading 1.5 
in Lewicki et al. (eds.), Negotiation: Readings: 48-64.  

 
Robinson, RJ (2010) „Diffusing the Exploding Offer: The Farpoint Gambit‟, 
Reading 1.7 in Lewicki et al. (eds), Negotiation: Readings: 72-79. [Originally 
published in Negotiation Journal, July 1995.] 
 
Simons, T and Tripp, TM (2010) „The Negotiation Checklist‟, Reading 1.4 in 
Lewicki et al. (eds), Negotiation: Readings: 34-47. 
 
Steinel, W, Van Kleef, GA. and Harinck, F (2008) „Are you talking to me?! 
Separating the people from the problem when expressing emotions in 
negotiation‟, Journal of Experimental Social Psychology, 44: 362-369. 
 
Thompson (2005), The Mind and Heart of the Negotiator, chs. 1 and 3. 

 
Walton and McKersie (1965) A Behavioral Theory, ch. 2. 

 
 
  Week 3 Strategy and Tactics of Integrative Negotiation 

* Lewicki et al. (2010) Negotiation, 6
th
 edn, ch. 3. 

 
Cloke, K and Goldsmith, J (2000) Resolving Conflicts at Work: A Complete 
Guide for Everyone on the Job, Jossey-Bass, San Francisco, Path 7 (198-225). 

 
De Dreu, CKW, Koole, SI, and Steinel, W (2000) „Unfixing the Fixed Pie: A 
Motivated Information-Processing Approach to Integrative Negotiation‟, Journal 
of Personality and Social Psychology, 79 (6): 975-987. 

 
Fisher et al. (1991) Getting to Yes, esp. chs 1-5. 

 
Lax and Sebenius (1986), The Manager as Negotiator, ch. 5. 

 
Lewicki, RJ, Hiam, A, Olander, KW (2010) 'Implementing a Collaborative 
Strategy', Reading 1.8 in Lewicki et al. (eds), Negotiation: Readings: 80-95.  
[Originally published in Think Before You Speak (New York: John Wiley, 1996), 
pp. 99-119.] 

 
Thompson (2005), the Mind and Heart of the Negotiator, ch... 4. 
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Week 4  Negotiation strategy and planning 

* Lewicki et al. (2010) Negotiation, 6
th
 edn, chs. 4 & 20. 

 
De Dreu, CKW (2003), „Time Pressure and the Closing of the Mind in 
Negotiation‟, Organizational Behavior and Human Decision Processes, 91:280-
295. 
 
Harinck, F and de Dreu, CKW (2008), „Take a break! Or not? The impact of 
mindsets during breaks on negotiation processes and outcomes‟, Journal of 
Experimental Social Psychology, 44: 397-404. 
 
Lax and Sebenius (1986), The Manager as Negotiator, chs 2 & 7. 

 

Savage, GT, Blair, JD, & Sorenson, RL (1989) „Consider Both Relationships 
and Substance When Negotiating Strategically‟, The Academy of Management 
Executive, 3(1):37-48. 
 
Thompson (2005), The Mind and Heart of the Negotiator, ch 2. 
 
 

Week 5  Negotiating across cultures 

* Lewicki et al. (2010) Negotiation, 6
th
 edn, ch. 16. 

 
Adair, W, Brett, J, Lempereur, A, Okumura, T, Shikhirev, P, Tinsley, C, & Lytle, 
A (2004) „Culture and Negotiation Strategy‟, Negotiation Journal, 20(1): 87-111. 

 
Alon, I & Brett, JM (2007) „Perceptions of Time and Their Impact on 
Negotiations in the Arabic-Speaking Islamic World‟, Negotiation Journal, 
January: 55-73. 
 
Salacuse, JW (1999) „Interculrual Negotiation in International Business‟, 
Reading 5.2 in Lewicki et al. (eds), Negotiation: Readings: 339-357.  [Originally 
published in Group Decision and Negotiation, (1999) 8(3) May: 217-236.] 
 
Vieregge , M, & Quick, S (2011) „Cross-cultural negotiations revisited. Are 
Asian generations X and Y members negotiating like their elders?‟ Cross 
Cultural Management, 18(3): 313-326. 

 
Weiss, SE (1994) „Negotiating with Romans part 1‟, Sloan Management 
Review, Winter: 51-61. 
 
Weiss, SE (1994) „Negotiating with Romans part 2‟, Sloan Management 
Review, Spring: 85-99. 
 

 
 
Week 6  Midsession exam 
 
 
Week 7 Finding and Using Negotiation Power/Influence 

* Lewicki et al. (2010) Negotiation, 6
th
 edn, chs. 7 & 8. 

 
Anderson, C and Thompson, L (2004) „Affect from the top down: How powerful 
individuals‟ positive affect shapes negotiations‟, Organizational Behavior and 
Human Decision Processes, 95 (2):125-139. 
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Cialdini, R (2001) „Harnessing the Science of Persuasion‟, Reading 2.8 in 
Lewicki et al. (eds), Negotiation: Readings: 168-176.  [Originally published in 
Harvard Business Review, 2001, 72-79).] 

 
Fisher, R (1983) „Negotiating Power: Getting and Using Influence‟, American 
Behavioral Scientist, 27(2): 149-166. 

 
Kolb, DM and Williams, J (2001) „Breakthrough Bargaining‟, Harvard Business 
Review, 2001, 79 (2). 

 
Lax and Sebenius (1986) The Manager as Negotiator, ch.10. 

 
Pfeffer, J (2007), „Where Does Power Come From?‟ Reading 2.7 in Lewicki et 
al. (Eds), Negotiation: Readings: 159-167. [Originally published in Pfeffer, J. 
(1992) Managing with Power: Politics and Influence in Organizations, Harvard 
Business School Press, Boston: 71-81.] 
 
Sheldon, P and Kohn, N „AWAs and Individual Bargaining in the Era of 
WorkChoices: A Critical Evaluation using Negotiation Theory‟, The Economic 
and Labour Relations Review, 18(1). 

 
Thompson (2005), The Mind and Heart of the Negotiator, ch. 7. 
 

 
Week 8  Multiple Parties and Teams 

* Lewicki et al. (2010) Negotiation, 6
th
 edn, ch. 13. 

 
Aritzeta, A. Ayestaran, S, and Swailes, S (2005) „Team Role Preference and 
Conflict Management Styles‟, The International Journal of Conflict 
Management, 16 (2): 157-182.  
 
Bamber. GJ and Sheldon, P (2007) „Collective Bargaining: Towards 
Decentralization?‟, ch.20 in R. Blanpain (ed.), Comparative Labour Law and 
Industrial Relations in Industrialized Market Economies, IXth edn, Kluwer Law 
International, The Netherlands: 585-631. 

 
Beersma, B and De Dreu, CKW (1999) „Negotiating processes and outcomes in 
prosocially and egoistically motivated groups‟, The International Journal of 
Conflict Management, 10 (4): 385-402. 
 
Colosi, T (1983) „A Core Model of Negotiation‟, American Behavioral Scientist, 
27 (2): 229-253. 

 
Mannix, EA. Thompson, L.L. and Bazerman, M.H. (1989) „Negotiation in Small 
Groups‟, Journal of Applied Psychology, 74 (3): 508-517. 

 
Thompson (2005), The Mind and Heart of the Negotiator, ch. 9. 

 
Thompson, L, Peterson, E and Brodt, SE (1996)‟ „Team Negotiation: An 
Examination of Integrative and Distributive Bargaining‟, Journal of Personality 
and Social Psychology, Vol 70(1), Jan 1996, 66-78. 

 
 

Week 9  Relationships in negotiation 

* Lewicki et al. (2010) Negotiation, 6
th
 edn, ch. 10. 

 
Allred, KG (2004) 'The High Cost of Low Trust', Reading 3.5 in Lewicki et al. 
(eds), Negotiation: Readings: 244-247.    
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Kolb, DM (2007), „Staying in the Game or Changing It: An Analysis of Moves 
and Turns in Negotiation‟, Reading 3.1 in Lewicki et al. (eds), Negotiation: 
Readings: 211-224. 

 
Thompson (2005), The Mind and Heart of the Negotiator, 123-150. 
 
Tinsley, CH, O‟Connor, KM, and Sullivan, BA, (2002) „Tough guys finish last: 
the perils of a distributive reputation,‟ Organizational Behavior and Human 
Decision Processes, 88: 621-642. 
 

 
Week 10 Agents, Constituencies and Audiences 

* Lewicki et al. (2010) Negotiation, 6
th
 edn, ch. 11. 

 
Flanders, A (1975) Managers and Unions: The Theory and Reform of Industrial 
Relations, Faber and Faber, London: 213- 240. 

 
Rubin, JZ and Sander, FE (1988) „When Should We Use Agents? Direct versus 
Representative Negotiation‟, Negotiation Journal, 1988, 4(4).  

 
Sebenius. JK (2007) „When a Contract Isn‟t Enough: How to Be Sure Your 
Agent Gets You the Best Deal‟, Reading 3.8 in Lewicki et al. (eds), Negotiation: 
Readings: 267-271. 
 

Week 11 Perception, Cognition and Emotion 

* Lewicki et al. (2010) Negotiation, 6
th
 edn, ch. 5. 

 
Cloke, K and Goldsmith, J (2000), Resolving Conflicts at Work: A Complete 
Guide for Everyone on the Job, Jossey-Bass, San Francisco, Path 2 (47-78). 
 
Kolb, DM and Williams, J (2003), Everyday Negotiation, chs. 4-6. 

 
Neale, MA and Bazerman, MH (2007) „Negotiating Rationally: The Power and 
Impact of the Negotiator‟s Frame‟, Reading 2.1 in Lewicki et al. (eds), 
Negotiation: Readings: 153-162. [Originally published in Academy of 
Management Executive, 1992, 6 (3): 42-51.] 

 
Rackham, N (2007) „The Behavior of Successful Negotiators‟, Reading 2.3 in 
Lewicki et al. (eds), Negotiation: Readings: 171-182.  

 
Week 12 Recap and Review  

* Lewicki et al. (2010) Negotiation, 6
th
 edn, ch. 20. 

 
Donohue, W and Taylor, P (2007) „Role Effects in Negotiation: the One-Down 
Phenomenon‟, Negotiation Journal, 23(3): 307-331. 
 
Sebenius JK  (2001) „Six Habits of Merely Effective Negotiators‟, Reading 7.4 in 
Lewicki et al. (eds), Negotiation: Readings: 472-482.  [Originally published in 
Harvard Business Review, (2001) 8(3) April 1: 87-95.] 
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PART B. KEY POLICIES, STUDENT RESPONSIBILITIES AND SUPPORT  

 
1. ACADEMIC HONESTY AND PLAGIARISM 

The University regards plagiarism as a form of academic misconduct, and has very strict rules regarding plagiarism. 
For UNSW policies, penalties, and information to help you avoid plagiarism see: 
http://www.lc.unsw.edu.au/plagiarism/index.html as well as the guidelines in the online ELISE and ELISE Plus 
tutorials for all new UNSW students: http://info.library.unsw.edu.au/skills/tutorials/InfoSkills/index.htm. 
 

To see if you understand plagiarism, do this short quiz: http://www.lc.unsw.edu.au/plagiarism/plagquiz.html 

For information on how to acknowledge your sources and reference correctly, see: 
http://www.lc.unsw.edu.au/onlib/ref.html 

For the ASB Harvard Referencing Guide, see the ASB Referencing and Plagiarism webpage (ASB >Learning and 
Teaching>Student services>Referencing and plagiarism)   

 

2. STUDENT RESPONSIBILITIES AND CONDUCT 
Students are expected to be familiar with and adhere to university policies in relation to class attendance and general 
conduct and behaviour, including maintaining a safe, respectful environment; and to understand their obligations in 
relation to workload, assessment and keeping informed.  
 
Information and policies on these topics can be found in the ‘A-Z Student Guide’: 
https://my.unsw.edu.au/student/atoz/A.html. See, especially, information on ‘Attendance and Absence’, ‘Academic 
Misconduct’, ‘Assessment Information’, ‘Examinations’, ‘Special Consideration’, ‘Student Responsibilities’, ‘Workload’ 
and policies such as ‘Occupational Health and Safety’. 
 

2.1. Workload 
It is expected that you will spend at least ten hours per week studying this course. This time should be made up of 
reading, research, working on exercises and problems, and attending classes. In periods where you need to 
complete assignments or prepare for examinations, the workload may be greater. 

Over-commitment has been a cause of failure for many students. You should take the required workload into 
account when planning how to balance study with employment and other activities.  
 

2.2. Attendance 
Your regular and punctual attendance at lectures and seminars is expected in this course, particularly because 
your fellow students are often disadvantaged if this is not the case. University regulations indicate that if students 
attend less than eighty per cent of scheduled classes they may be refused final assessment.  
 

2.3. General Conduct and Behaviour 
You are expected to conduct yourself with consideration and respect for the needs of your fellow students and 
teaching staff.  Conduct which unduly disrupts or interferes with a class, such as ringing or talking on mobile phones, 
is not acceptable and students may be asked to leave the class. More information on student conduct is available at: 
https://my.unsw.edu.au/student/atoz/BehaviourOfStudents.html 
 

2.4. Occupational Health and Safety  
UNSW Policy requires each person to work safely and responsibly, in order to avoid personal injury and to protect 
the safety of others. For more information, see http://www.ohs.unsw.edu.au/. 

 
2.5. Keeping Informed 
You should take note of all announcements made in lectures, tutorials or on the course web site.  From time to time, 
the University will send important announcements to your university e-mail address without providing you with a 
paper copy.  You will be deemed to have received this information. It is also your responsibility to keep the University 
informed of all changes to your contact details. 
 
 

http://www.lc.unsw.edu.au/plagiarism/index.html
http://info.library.unsw.edu.au/skills/tutorials/InfoSkills/index.htm
http://www.lc.unsw.edu.au/plagiarism/plagquiz.html
http://www.lc.unsw.edu.au/onlib/ref.html
http://www.asb.unsw.edu.au/learningandteaching/studentservices/resources/Pages/referencingandplagiarism.aspx
https://my.unsw.edu.au/student/atoz/A.html
https://my.unsw.edu.au/student/atoz/BehaviourOfStudents.html
https://my.unsw.edu.au/student/atoz/BehaviourOfStudents.html
http://www.ohs.unsw.edu.au/
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3. SPECIAL CONSIDERATION AND SUPPLEMENTARY EXAMINATIONS 
You must submit all assignments and attend all examinations scheduled for your course. You should seek assistance 
early if you suffer illness or misadventure which affects your course progress.  

 
In 2012, the University introduced an online process for applying for special consideration as outlined below. This is 
the only way in which applications will be considered by the Australian School of Business.    

1. All applications for special consideration must be lodged online through myUNSW within 3 working 

days of the assessment (Log into myUNSW and go to My Student Profile tab > My Student Services 

channel > Online Services > Special Consideration). Then submit the originals or certified copies of your 

completed Professional Authority form (pdf - download here) and other supporting documentation to 

Student Central. For more information, please study carefully the instructions and conditions at: 

https://my.unsw.edu.au/student/academiclife/StudentCentralKensington.html. 

2. Please note that documentation may be checked for authenticity and the submission of false 

documentation will be treated as academic misconduct. The School may ask to see the original or certified 

copy.  

3. Applications will not be accepted by teaching staff. The lecturer-in-charge will be automatically notified 

when you have lodged an online application for special consideration. 

4. Decisions and recommendations are only made by lecturers-in-charge, not by tutors. 

5. Applying for special consideration does not automatically mean that you will be granted a supplementary 

exam or other concession. 

6. Special consideration requests do not allow lecturers-in-charge to award students additional marks. 

7. If an assessment task is worth less than 20% of the total course assessment, the student must provide a 

Medical Certificate that covers three consecutive days to the lecturer-in-charge.  

 

4. ADDITIONAL STUDENT RESOURCES AND SUPPORT  

The University and the ASB provide a wide range of support services for students, including: 

 ASB Education Development Unit  (EDU) 

http://www.asb.unsw.edu.au/learningandteaching/studentservices/Pages/default.aspx  
Academic writing, study skills and maths support specifically for ASB students. Services include workshops, 

online and printed resources, and individual consultations. EDU Office: Room GO7, Ground Floor, ASB Building 

(opposite Student Centre); Ph: 9385 5584; Email: edu@unsw.edu.au  

 Blackboard eLearning Support: For online help using Blackboard, follow the links from 
 www.elearning.unsw.edu.au to UNSW Blackboard Support / Support for Students. For technical support, email: 
itservicecentre@unsw.edu.au; ph: 9385 1333 

 UNSW Learning Centre (www.lc.unsw.edu.au ) 
Academic skills support services, including workshops and resources, for all UNSW students.  See website for 
details. 

 Library training and search support services:   http://info.library.unsw.edu.au/web/services/services.html  

 UNSW IT Service Centre: :  https://www.it.unsw.edu.au/students/index.html 

Technical support for problems logging in to websites, downloading documents etc.: UNSW Library Annexe 

(Ground floor); Ph: 9385 1333. 

 UNSW Counselling and Psychological Services  (http://www.counselling.unsw.edu.au) 
Free, confidential service for problems of a personal or academic nature; and workshops on study issues such 
as ‘Coping With Stress’ and ‘Procrastination’.  
Office:  Quadrangle Building, Level 2, East Wing ;  Ph: 9385 5418 

 Student Equity & Disabilities Unit  (http://www.studentequity.unsw.edu.au) Advice regarding equity and 
diversity issues, and support for students who have a disability or disadvantage that interferes with their 
learning.  Office: Ground Floor, John Goodsell Building; Ph: 9385 4734   

 
  

https://my.unsw.edu.au/student/academiclife/ProfessionalAuthority.pdf
https://my.unsw.edu.au/student/atoz/SpecialConsideration.html#Supportingdocumentation
https://my.unsw.edu.au/student/academiclife/StudentCentralKensington.html
http://www.asb.unsw.edu.au/learningandteaching/studentservices/Pages/default.aspx
mailto:edu@unsw.edu.au
http://www.elearning.unsw.edu.au/
mailto:itservicecentre@unsw.edu.au
http://www.lc.unsw.edu.au/
http://info.library.unsw.edu.au/web/services/services.html
https://www.it.unsw.edu.au/students/index.html
http://www.counselling.unsw.edu.au/
http://www.studentequity.unsw.edu.au/

