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NOTE: 
This syllabus (starting on the next page) is from 
last year, which is when I last taught the course. 
I am including in this course description to give 
potential students an idea of how the course is 

structured. 
 

The syllabus for Spring 2019 will likely be 
similar to this one. 
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Instructor: Rachel Campagna, Ph.D. 
Assistant Professor of Management 
 

Contact Information: Office: 270D Paul College 
Email: Rachel.campagna@unh.edu 
Phone: 603-862-5365 
 

Office Hours: Thursdays 1-3pm or by appointment 
 

Class Information: April 20-22, 8am – 5pm daily 
Classroom TBA 
 

 

Course Description 

Negotiation is the art and science of securing agreements between two or more interdependent parties 
seeking to maximize their outcomes. Negotiating and decision-making are essential managerial skills, 
necessary for influencing employees and stakeholders. This course will draw on the latest research, to 
help you learn how to negotiate successfully. Topics covered include bargaining with one or more parties, 
influence strategies, ethical and social dilemmas, and negotiating with difficult people. 
 
A basic premise of the course is that while analytic skills are needed to discover optimal solutions to 
problems, a broad array of negotiation skills are often needed to get these solutions accepted and 
implemented. The course will allow participants the opportunity to develop these skills experientially and 
to understand negotiation in the context of useful analytical frameworks.  
 
Learning objectives 

As a result of this class, you should leave with: 
• A framework for understanding and evaluating negotiation and conflict situations 
• An ability to analyze a negotiation situation and select an appropriate strategy 
• An ability to recognize and avoid common pitfalls which can result in sub-optimal agreements 
• Greater confidence in the negotiation process as an effective means for resolving conflict and 

creating value 
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Required Materials 

1. Required readings available on Canvas. 
2. Negotiation case packet. You will need to purchase the case packet. Details forthcoming. 

 

Negotiation Cases 

Cases are at the heart of the course. Through cases, students will put theoretical concepts into practice 
and develop their own negotiating skills.  
  
Each student will be assigned a role in the case (such as ‘buyer’ or ‘seller’) and will be randomly assigned 
to negotiate with one or more other students in the class. The negotiation cases we will use vary in 
context and complexity, so that you can practice a number of skills under a variety of circumstances.  
  
All cases will be negotiated in class, and you are responsible for preparing the case outside of class (with 
the exception of the case due the first day of class, which will be prepared in class). All case materials will 
be distributed in class.  
  
Case Rules  

1. You should never show other students your written material because in natural settings you would 
not show this information.   

2. You should never reveal your point structure to the other participants in the negotiation.    

3. You must not obtain or read the case materials of the other parties in the negotiation.  

4. You must not discuss the cases with any students outside of doing the case and class discussion of the 
case.   

5. You must not change material facts included in your case handouts (i.e., numbers that could 
realistically be discovered in an investigation, such as sales forecasts, prices, costs, profits, existence 
or value of alternative offers). This does not mean you have to disclose the information. Additionally, 
you are allowed to bluff about subjective values (i.e., numbers that would only exist in your head – 
subjective worth to you, your reservation point, your goal). If you are unsure whether a number is a 
fact or subjective value, please ASK. 
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Assignments & Grading 

Your grade will be based on the following template: 
 

Metric Weight 
1. Preparation, Participation, Performance 30% 
2. Pre-Work Exam 10% 
3. Goal Statement 10% 
4. Personal Assessment  25% 
5. Final Paper  25% 

 
 
1. PREPARATION, PARTICIPATION, & PERFORMANCE (30%) 

 
Your preparation before your negotiation is one of the most important factors in the negotiation 
process, and can harm your success if not done correctly. Before each negotiation, you will complete 
a prep sheet, which will help guide you through this process. I will collect and grade your prep sheets 
for each case. This will help me determine if and how well you are preparing for each negotiation so 
that I may give you feedback for your improvement. This will count towards 10% of your preparation 
grade. 
 
Participation in class discussion involves active participation that contributes to the class. Attendance 
is required, and is therefore not rewarded. Merely showing up and having read the assigned reading 
does not get you any credit. Active participation means that you speak up in class. Whether this is by 
answering questions, making observation, commenting on other students' comments or criticizing 
the instructor's view does not matter. The second requirement is that what you say actually 
contributes - merely opening your mouth and having sounds emerge does not count. Neither does 
repeating comments made by other students, or telling the class that you agree with what someone 
else said. Your comments should move the discussion forward. 

I will grade your negotiation performance on three of the in-class exercises. You will be graded by 
comparing the outcome you achieved to that of others in your negotiation role, using z-scores (i.e., 
buyer vs. other buyers). I will go into detail of how these courses are graded in class. The cases that 
will be graded are indicated on the course outline. I will drop your lowest score, so only two will count 
towards your final grade. Your negotiation performance will count towards 5% of your performance 
grade. 
 

2. PRE-WORK EXAM (10%) 

There are several readings assigned before the class begins. There will be an online exam worth 10% 
of your grade, to ensure you have read the assignments, and grasp the concepts discussed 
appropriately. You may use your readings and notes to take it (you will have about an hour to 
complete it). 

3. GOAL STATEMENT (10%) 

In this paper, you will discuss your negotiation strengths and weaknesses and set some specific goals. 
This will be due before the course begins (suggested length: 2 pages double spaced pages) 
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4. PERSONAL ASSESSMENT (25%) 

There are two parts to this assignment: 
 
Part 1. We will be undertaking a number of negotiations during the course. After each day, sit down 
and think about what you have learned. Then, write a paper that integrates this learning. Examine a 
series of negotiations, and discuss what you tried, what worked, what did not. Also examine the 
factors (e.g., personality, process, factual, contextual) that influenced the outcomes, and what you 
learned about your and others’ negotiating styles and behaviors as you proceeded through the cases.  
 

Part 2: Discuss your goals for continued improvement of your negotiation skills. You should review 
your class notes and your initial goals statement before writing this paper. What have you 
accomplished in terms of goals you set? What requires continued work?  

Your paper (inclusive of both parts) should be about 7-8 double spaced pages. 

 
5. FINAL PAPER (25%) 

For this final project, you should use the conceptual framework we develop in the course as an 
analytic tool to understand and evaluate a negotiation from Dragon’s Den “Rakastaka”.  
A. The video is posted on YouTube in three segments, but you’ll need to watch all three parts 

consecutively.  
a. Part 1: https://www.youtube.com/watch?v=zI9YLvCjKtg 
b. Part 2: https://www.youtube.com/watch?v=XCl2KgExUic 
c. Part 3: https://www.youtube.com/watch?v=rWqXbyXBe9w 

B. Evaluate all aspects, both positive and negative, of the negotiation from the perspective of the 
individual entrepreneur, each of the dragons, and the dragons as a group. 

C. What would you do differently if you were the entrepreneur? 
D. Please restrict yourself to 1,200 words (although you could use tables, charts, and diagrams as 

necessary). 
 
Course Grading Scale: 

Percentage Range Letter Grade 

94% or greater A 
90% - 93% A- 
87% - 89% B+ 
83% - 86% B 
80% - 82% B- 
77% - 79% C+ 
73% - 76% C 
70% - 72% C- 
67% - 60% D 
59% or below F 
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Course Policies 

Grades: In the event of a grading dispute, the procedure is as follows:  
 

1. Think hard about why you believe your grade should have been different.  
2. Write down the reasons why you believe your grade should be changed.  
3. Give me the written explanation, and I will respond to it as quickly and fairly as possible.  
4. Your written explanation to me should be turned in no more than 5 days after you received 

your grade. 
 
Assignments: Assignments must be submitted by the dates indicated in class and on the syllabus. Late 
assignments are marked down one letter grade (10% points) per day for every day after the deadline that 
they are submitted. 
 

Strict attendance policy: Because we are only meeting for one weekend, you will not be permitted to miss 
a class, or leave early for another commitment. Similarly, you need to be on time for each class, especially 
when negotiating. If you show up late, it will harm your partner for the day, and can delay the entire class 
as negotiation assignments have to be rearranged. Tardiness will be penalized. 

 
Disabilities: The University is committed to providing students with documented disabilities equal access 
to all university programs and facilities. If you think you have a disability requiring accommodations, you 
must register with Disability Services for Students (DSS). Contact DSS at (603) 862-2607 
or disability.office@unh.edu. If you have received Accommodation Letters for this course from DSS, 
please provide me with that information privately in my office so that we can review those 
accommodations. 
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Course Schedule & Assignments 

Pre-work Assignments 
 
 

Pre-Work Assignments Due Date 

Goals Statement 4/8 

Negotiation style assessment (bring results to class) (posted on Canvas) 4/20 

Readings (available on Canvas):  
A. Chapter: Prepare, Prepare, Prepare 
B. Article: Negotiation checklist 
C. Article: Six Habits of Merely Effective Negotiators 
D. Chapter: Strategy and Tactics of Distributive Bargaining 
E. Chapter: Win-Win Negotiation 
F. Article: Science of Persuasion 

4/18 

Pre-work quiz (on above readings): Available online through Canvas 4/18 

 
 
 
Day 1:  Negotiation Fundamentals  
 

Date Topic Reading Negotiation Case 

Morning: 
04/20 

Claiming Value Pre-work readings A-D Prepare case in class 
(Graded) 

Afternoon: 
04/20 Creating Value  Pre-work reading E-F Prepare case in class 
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Day 2:  Creating & Claiming Value in Negotiations & Disputes  
 

Date Topic Reading Negotiation Case 

Morning: 
04/21 

Creating & Claiming Value 
in Negotiation 

Article: Creating & Claiming Value 

Prepare case Friday 
night to negotiate on 
Saturday (case is 
Graded) 

Afternoon: 
04/21 

Resolving Disputes  
Chapter: Three Approaches to 
Resolving Disputes 

Prepare case Friday 
night to negotiate on 
Saturday 

 
Day 3:  Agency & Ethics; Multiparty Negotiations & Building Coalitions  
 

Date Topic Reading Negotiation Case 

Morning: 
04/22 

Agency & Ethics 

Article: When Should We Use Agents? 
Article: Smart Alternatives to Lying 
Supplemental: When is it Legal to Lie 
in Negotiations? 
Supplemental: How to Negotiate with 
a Liar 

Prepare case Saturday 
night to negotiate on 
Sunday 

Afternoon: 
04/22 

Multiparty Negotiations & 
Building Coalitions  

Article: Building Coalitions 
Article: Managing Multiparty 
Negotiations 

Prepare case Saturday 
night to negotiate on 
Sunday (Case is 
Graded) 

 
 
 
Post Class Assignments:  
 

Assignment Due Date 

Personal Assessment 
Sunday, May 6 by 
11:59pm 

Final Paper  
Sunday, May 6 by 
11:59pm 

 


