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This course is designed to hel p you becone a professiona
negoti ator, professional in the sense that you should be able to
conscientiously and effectively choose anbng a linmted set of
potential strategies.

The notion of being professional is very inmportant. This is
a professional school; you are likely to return to being a
pr of essi onal when you return to the world of work. 1'd like you
to accelerate that process and start acting professionally now
(This does not assune that you don't already.) This course
shoul d provide you with the skills and intuition necessary to
negotiate in a variety of contexts in a very professional way.
To do this, we need to teach you about negotiation and about how
to negotiate. Both parts will be enphasized. Thus, we will play
strategi c ganes nost classes, but we will also read and di scuss
theory and research on bargaining. So, if you enjoy ganes, you
will enjoy the classes. At the sane tinme, if you enjoy doing
student stuff, you will like the reading and ot her assignments.

To emphasi ze the professional nature of the class, | would
like all of you to assune that you are already working in an
organi zation. Your firmhas sent you for additional training
this spring, and part of your training is this course. Your
conpany has hired ne to direct your negotiations training. Your
task is to learn as nmuch as you can about bargaining so that you
will be well equipped when you return to your normal duties.

So don't sinply act like a normal, brilliant student.
I nstead, assune that you are already on the job, that you are an
aspiring young executive, and that this is part of it. By
treating this course professionally, you can learn a |ot.

Qur text will be J. Keith Mirnighan, The Dynanics of Bargaining
Games. Prentice Hall, 1991

This is arelatively recent book that | find both readabl e and
informative (!). | hope you agree. About using ny own book in
this class: | think it would be unethical to receive royalties by
requiring that you buy sonething I've witten. Thus, we wll
calculate the royalties | would receive fromthis class's
purchases and you will decide as group, later during the
senester, what you would like to do with the noney.

An updated chapter is included in the course packet, and
other readings will also be assigned throughout the senester



These will generally be nade avail able when the tine cones for
you to have them

Each week, you shoul d NOT do the readings on the syll abus

prior to class. Instead, read themafter we have covered the
related topic in class. This will fit the format of the course
better. |In essence, each week we will (1) experience a

negotiation, (2) discuss it and analyze it in class, and then
finally (3) read about it for greater understanding. Al

readi ngs, then, should be conpleted after the class exerci se,
prior to the next week's activities. This way we can discuss the
reading material during our follow up discussions.

G ades and Journal s

I hope that your focus in this class will be on | earning
rather than on the grade you will receive. |If you learn a |lot,
you can pretty rmuch count on your grade com ng along well, too.
And now that |'ve tried to deenphasi ze grades, let nme dwell on
them for awhil e!

Your nost inportant course activity outside of class
meetings will be your journal--a recording of your thoughts about
the cl asses and readi ngs and the negotiations you have everyday.
The journal gives you a chance to think and reflect on
bargai ni ng, which will help inprove your understandi ng about your
negoti ati ons, your actions, and yourself. Your journal is both
for you and for ne. You will turn in a journal entry al nost
every class; | will read them and give you feedback on many of
them especially early in the term Early feedback will
concentrate on how to inprove your journal if it needs
i nprovenent. A consistent string of excellence and outstandi ngs
on your journals will certainly nmerit a high grade; |ots of
poorlies will nmean that you won't get a wonderful grade and that
your job is probably in jeopardy. Not doing the journals, or
doi ng them wi t hout thought or effort will put you in line for an
even | ower grade. They will account for 45% of your grade. (The
work load in this course is not excessive. And there are no
exans. So | expect excellent work on both the journals and your
col l ective bargai ning reports, described bel ow).

You should think of your journals as a cross between a
busi ness report and a personal diary. They should be conplete
enough so that you can go back to themin the future and renenber
the inportant points in a negotiation. They should al so provide
me with an indication of how anal ytically you are thinking. Each
week, they should include a discussion of a previous class's
interactions (including reactions to the exercise itself, the
cl ass discussion, and/or the readings fromthe text) AND a
di scussion of an outside-class negotiation that's related to the



class material. The typical format will be a short, nicknane
description of the previous class's exercise, followed by

anal ysi s and di scussion, and then a second section describing one
of your own everyday or unusual bargaining interactions, followed
by anal ysis and di scussion. They should range fromone to two
pages total. (Al journal entries should be typed in 12 point
font and spaced at 1.5 lines with Tinmes Roman or sone other
condensed font.) They should not reiterate discussion that we've
al ready had in class (unless you want to keep that for yourself -
i n which case you should indicate that | don't need to read that
part.) As we will see, bargaining happens all the time, so you
shoul d have no shortage of negotiations in your everyday life.

In a typical journal analysis, you would briefly describe
the negotiation you are tal king about and then respond to sone or
all of the follow ng questions:

-what tactics did | use? D d they work? Wy?

-how do | feel about ny strategies and tactics? Wuld | change
themif | could do it all over again? How could | have done
better?

-who control |l ed the negotiation? How?

-did | read the other party or parties accurately? Wre they
happy with the outcone? Ws |??

-what were the critical factors here, for me and for the other
person?

-can | apply this to other interpersonal interactions | have had
or might have? |If so, what subtleties in the situation nmght be
nost i nportant?

Shoul d you want to neet with me outside of class, please see
me before or after class, and we can nmake an appointnent that's
conveni ent for both of us.

When we get to the collective bargai ning exercise, you and
the menbers of your negotiating teamw |l subnmit, in detail, a
wite-up of your strategies prior to negotiating, an update during
the m ddl e of the negotiation process, and a report when the
negoti ati ons are over. These papers will focus on your strategic
anal yses of the situation as it devel ops and your reflections on
why it went right or wong. These reports will account for 45% of
your final grade

One other central elenment in the course will be the
producti on of new information about bargaining. What this really
means is that some of our classroom exercises will double as new
research studies. This also fits the phil osophy of the course:

Al nost all of the exercises we will experience have been studied
in previous research projects with previous classes, |ike yours.
As a result, students fromthose classes have contributed to your



| earning experience. |In the sane way, by participating in new
research projects, you will be contributing to the experiences of
future students. |In every case, these new exercises will also be
designed to nmaxim ze both | earning value and research potenti al
We've had a |l ot of practice satisfying both these criteria in the
past, so don't worry about experiencing new exercises. They help
keep the course fresh

Finally, an essential contribution | ask each of you to make
to this course is to be professional in your actions in the class

and your interactions with me and your classmates. In
particular, treat our exercises and ganes seriously. |If you are
at all frivolous about what we do in the class, you will learn

| ess and provide | ess opportunity for others to learn. This does
not nean you have to be stern and not enjoy the bargaining we do
in class. Instead, it neans that you should take your roles
seriously, and take the exercises seriously. You should try to
do well and you shoul d never denean either the exercises or the
peopl e you are bargaining with after the negotiations are over
You shoul d think about your strategies and work hard to nake sure
they are appropriate and effective. You should consider the
consequences of your actions within the franework of the exercise
and what they m ght be in other situations. You should do as
well as you can within the constraints of the situation--this is
the best you can do in any situation, whether it be one of the
games we play in class or one of the many ganmes you play in other
arenas.

One final thing. After each exercise, we wll discuss what
happened and why it happened. We'Ill discuss strategies that
wor ked and strategies that didn't. |If you should use a strategy
that didn't work, | will ask you about it and expect you to be
open and willing to discuss it in class. These exercises wll
probably be new to everyone. Thus, people will make nistakes and
use inappropriate strategies. By delving into the thinking that
led to a particular strategy, we can correct the thinking and not
let it interfere with future negotiations. So I'mreally not
pi cki ng on you when | ask you about your strategies. To learn as
much as we can in this class, we need to discuss not just what
happened but why. Hopefully, you will all learn a |ot--about
bar gai ni ng and about yoursel ves.

Tentative Syl |l abus

The Dynam cs of Bargai ni ng Ganes
Prof essor J. Keith Mirnighan
Wnter 97

Rem nder: The Walton and MKersie readi ngs should be conpl eted
before you begin the collective bargaining exercise. In fact,
it's a good idea to start reading them now.



Week One Jan 7 I ntroducti on and Overvi ew of the Course
Exerci ses: DI LEMVAs
Assignment: First Journal Due Next d ass

Jan 10 Debri ef / Di scussi on

Week Two Jan 14 Mar ket s, Bargai ning Structures, and

I nformation |
Exercises: A QU Z A RACE, and A GAME
Chapter Readings: 3 and 4
Assi gnnent: Second Journal Due Next d ass

Jan 17 Debri ef / Di scussi on

Week Three Jan 21 Conpetitive Negotiations
Exercises: TAKE-1T-OR-LEAVE-IT
Chapter Readings: 11
Assi gnnent: Third Journal Due Next C ass

Jan 24 Debri ef / Di scussi on

Week Four Jan 27 The Use and M suse of Information
Exerci se: THE | NFORVATI ON GAMVE
Chapter Readings: 8, 9
Assi gnnent: Fourth Journal Due Next C ass

Jan 31 Debri ef / Di scussi on

Week Five Feb 4 The Use and Abuse of Power
Exerci se: THE | NTERDI SCI PLI NARY RESEARCH GAME
Chapter Readings: 15
Assignnent: Fifth Journal Due Next C ass

Feb 7 Debri ef / Di scussi on

Week Six Feb 11 The Dynami cs and Structure of Non-
Dom nant Choi ces
Exerci ses: THE VOLUNTEER DI LEMVA
Chapter Readings: 6 & 12

Feb 14 Intro to Col |l ection Bargai ni ng Exercise
Assignnent: First Collective Bargaining G oup
Strategy Report
Due Next Cl ass



Readi ngs:

Week Seven

Next Week

Week Ei ght

Next Week

Week N ne

Week Ten
Exerci ses:

VWalton & McKersie, Ch 3, 5, 7, 9

Mar 11

COLLECTI VE BARGAI NI NG EXERCI SE, PART |
Assi gnnent: Updated Group Strategy Report Due

COLLECTI VE BARGAI Nl NG EXERCI SE, PART ||
Assignnent: Final Goup Strategy Report Due

Col I ective Bargai ning Debrief, 1

Col I ecti ve Bargai ning Debrief, 2
Assi gnnent: Sixth Journal Due Next C ass

W ap-up; Last Chances

SCCI AL AND ETHI CAL DI LEMVAs

Mar

Chapter Readings: 14, 17, & 18

The Last C ass; Final issues



