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Course Syllabus1 

 

Negotiation 

Course Numbers: 
37:575:326 (undergraduate level) 

38:578:505 (graduate level) 
 

Summer Session, 2025 
 

Professor William Dwyer 
wmd3@smlr.rutgers.edu 

 
Classes meet on Tuesdays and Thursdays at 6:00 pm on Zoom from July 8 through 
August 12. 

General: Negotiation is a social process that can be analyzed, understood, and 
modeled; it is a learnable and teachable skill set. Negotiators are made, not born, and 
skills can be improved and relearned throughout life. Improvements in negotiating 
behavior require a combination of intellectual training and behavioral skill development 
and the most effective approaches to teaching negotiations integrate intellectual analysis 
and skill development. 
 
Each class meeting will be divided into two parts. The first will focus on analyzing core 
concepts relying mostly on lecture, and the second part will involve students’ active 
participation in negotiation simulation exercises. The results of these will be reviewed 
during the class that follows. 
 
Course Grading: 
 

• Midterm Exam: 1/3 of final course grade 

• Final Exam: 1/3 0f final course grade 
• Assignments: 1/3 of final course grade 

 
Assignments: This course will require students to come prepared to class. There are 
two forms of preparation: readings and assignments. Students are expected to attend 
every class, and to be prepared and ready to participate. The grading relies heavily on 
the assignments. Students should complete all readings and assignments on time. In 
 

1 This syllabus is subject to change. 
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this class, as in real life, deadlines matter. If you have an emergency that prevents you 
from meeting a deadline, please contact me. 

Readings have been assigned to provide an understanding of activities just completed in 
class, or to set the stage for upcoming activities. A collection of reading assignments 
have been selected that combine analysis with detailed examples and applications. 
Students will be responsible for completing the reading assignments. 
 
Assignments consist of case simulations, exercises, role-plays, and self-assessment 
surveys that must be completed for class. It is essential that students be prepared by 
reading the assigned case or briefing information and completing the required 
assignment or write-up. 

Students are expected to be prepared for class, to attend every virtual class, and to 
complete the required negotiation simulation exercises and write-ups. The exercises 
will have a written preparation and debrief form for you to submit before midnight after 
class. 
 
Textbooks Required: 

• Negotiation: Harvard Business Essentials Guide to Negotiation2 Michael 
Wheeler. Harvard Business School Press Paperback: 208 pages, Harvard 
Business Press (July 1, 2003). ISBN-10: 1591391113 ISBN-13: 978-1591391111 

 

• Influence: The Psychology of Persuasion Robert B. Cialdini. Harper 
Paperbacks; Revised edition (December 26, 2006). ISBN-10: 006124189X 

 
Additional required book for all grad students: 

• Getting to Yes: Negotiating Agreement Without Giving In.3 Roger Fisher and 
William Ury. (No need to purchase this as I will provide in pdf format) 

 

Topics Covered: 

Negotiation planning and strategy, dilemmas and ethical considerations, negotiation 
style self-assessment, distributive and integrative bargaining, reservation point, best 
alternative to a negotiated agreement, zone of possible agreement, concessions, 
bundling, anchoring, hardball tactics, authoritative standards and norms, multiphase, 
multiparty, and multifaceted negotiations, the prisoner’s dilemma, cultural and gender 
 

2 You should be aware of two errors in the Harvard Business Essentials book. The 5th bullet on page 45 
links distributive bargaining with win-win bargaining. It should say win-lose bargaining. Also, on page 
68, the first sentence should state integrative bargaining, not distributive. 
3 Please note that there is an error in the book, “Getting To Yes.” On page 11, under the “Hard v. Soft 
Bargaining” comparison, the terms “make threats” and “make offers” are listed in the wrong columns. It 
should read as follows: 

Make threats = hard bargaining 
Make offers = soft bargaining 
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differences, interests vs. positions, reciprocity, leverage, prospect theory, endowment 
effect, agency, job offer negotiations 
 
 
 
Readings: 

From Negotiation: Harvard Business Essentials Guide to Negotiation: 
• Four Key Concepts 

• Preparation 

• Table Tactics 

• Tactics for Integrative Negotiation 
• People Problems 

• Die Hard Bargainers 

• Structural Impediments 

• The Power of Dialog 
• When Relationships Matter 

• Negotiating for Others 

From Influence: The Psychology of Persuasion: 
• Weapons of Influence 

• Reciprocation 

• Commitment and Consistency 
• Social Proof 

• Liking 

• Authority 

• Scarcity 

 
Absences: Your presence is necessary for everyone’s success in this course. Absences 
may impact your engagement with content and ideas shared in class, so I encourage you 
to remember this. Please be proactive in situations where you will be absent, if you 
experience an emergency, or anticipate a prolonged absence for any reason. 
 

• Absences MUST be reported by using the university absence reporting website 
https://sims.rutgers.edu/ssra to indicate the date and reason for your absence. 
An email will be automatically sent to me. 

Office hours: Students are strongly encouraged to take advantage of meeting to 
discuss any matters of concern or interest. I am available to discuss issues before or 
after class, or by phone or zoom session most weekdays by appointment. 

Communications: If you need to reach me for any reason, email is the best method 
(wmd3@smlr.rutgers.edu). 

mailto:(wmd3@smlr.rutgers.edu
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Use of electronic devices in class: Electronic devices are encouraged in class to 
support learning. Please be mindful that they do not serve as a distraction to you or 
those around you. 
 

 
The Fine Print: 
 
For information on how to receive extra support for (a) victim and mental health services, (b) academics, 
and (c) financial assistance (mainly emergencies): 
https://smlr.rutgers.edu/academic-programs/current-students 
 
Rutgers University Disability Policy: Rutgers University welcomes students with disabilities into 
all of the University's educational programs. In order to receive consideration for reasonable 
accommodations, a student with a disability must contact the appropriate disability services office at the 
campus where you are officially enrolled, participate in an intake interview, and provide 
documentation: https://ods.rutgers.edu/students/documentation-guidelines. If the documentation 
supports your request for reasonable accommodations, your campus’s disability services office will 
provide you with a Letter of Accommodations. Please share this letter with your instructors and discuss 
the accommodations with them as early in your courses as possible. To begin this process, please 
complete the Registration form on the ODS web site at: https://ods.rutgers.edu/students/registration- 
form. 

Learning Objectives: The student is able to: 
 
Labor Studies and Employment Relations Department: 

• Apply employment relations concepts, and substantive institutional knowledge, to understanding 
contemporary developments related to work. (Goal 2). 

• Work productively in teams, in social networks, and on an individual basis (Goal 13). 

 
SMLR Learning 

Objectives 

 
Three Core Areas for Success in SMLR 

The curriculum in the programs within SMLR focus on different areas (ie. HRM, LSER) and levels 

of study (ie. UG, Masters’, PhD). Across these programs, we strive to advance students cognitive 

skills and processes, their Knowledge of Theory and Application, and develop their professional 

skills. 

 
1) Cognitive Skills and Processes 

2) Knowledge of Theory, Practice, and Application 

3) Professional Development 

Cognitive Skills and Processes 

The cognitive skills and process area reflects the goal for SMLR programs to help students develop 

skills central to lifelong learning and participation in society and the workplace. 

 
I) Written & Oral Communication – Communicate effectively at a level and in modes 

appropriate to an entry level professional. 

o Communicate complex ideas effectively, in standard written English 

o Analyze and synthesize information and ideas from multiple sources to generate new insights 

o Produce quality research papers with proper convention of attribution/citation 

o Produce high quality executive summaries 

o Make an argument using contemporary and/or historical evidence 
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o Present ideas and arguments in a logical and effective way 
 

II) Quantitative Skills – Apply appropriate quantitative and qualitative methods for 
research workplace issues. 

o Formulate, evaluate, and communicate conclusions and inferences from quantitative information 

o Apply quantitative methods to analyze data for HR decision making including cost-benefit 
analyses, ROI, etc. (HRM) 

o Apply qualitative methods appropriately, alone and in combination with quantitative methods 

 
III) Research Skills – Demonstrate an ability to collect, analyze and synthesize 

information to make logical and informed decisions impacting the workplace. Use 

evidence to evaluate hypotheses, theories and approaches to workplace issues. 

o Employ current technologies to access information, to conduct research, and to communicate 
findings 

o Analyze and synthesize information and ideas from multiple sources to generate new insights 

o Assess and critique relevant evidence and research findings 

o Access high-quality historical, qualitative, and quantitative evidence or research 

o Use evidence-based analysis to appraise the validity of various hypotheses, theories, and 
approaches to workplace issues 

Knowledge of Theory, Practice and Application 

The knowledge of theory and application area reflects the goal for SMLR programs to ensure that 

students learn the key theoretical and foundation areas of study in their domains and realize 

opportunities to apply that knowledge to practice situations. 

 
IV) Theoretical Perspectives - Demonstrate an understanding of relevant 

theories and apply them given the background context of a particular work 

situation. 

o Demonstrate an understanding of the practical perspectives, theories and concepts in their field of 
study 

o Evaluate and apply theories from social science disciplines to workplace issues 
 

V) Understanding Context - Evaluate the context of workplace issues, public policies, and 
management decisions 

o Analyze the degree to which forms of human difference shape a person’s experience 
of and perspectives on work 

o Analyze a contemporary global issue in their field from a multi-disciplinary and 
intersectional perspective 

o Analyze issues related to business strategies, organizational structures, and work 
systems 

o Analyze issues of social justice related to work across local and global contexts 
(LSER) 

o Analyze issues related to the selection, motivation, and development of talent in a 
local and global context (HRM) 

 
VI) Application – Demonstrate an understanding of how to apply knowledge 

necessary for effective work performance 

o Apply concepts and substantive institutional knowledge, to understanding contemporary 
developments related to work 

o Understand the legal, regulatory and ethical issues related to their field 

o Develop human resource management functional capabilities used to select, motivate, and 
develop workers (HRM) 

o Understand the internal and external alignment and measurement of human resource practices 
(HRM) 
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Professional Development – 

VII) Professional Development – Demonstrate an ability to interact with and 

influence others in a professional manner, and to effectively present ideas and 

recommendations 

o Develop effective presentation skills appropriate for different settings and audiences 
o Develop career management skills to navigate one’s career 

o Develop capabilities to work and lead in a multicultural and diverse environment 
o Work productively in teams, in social networks, and on an individual basis 
o Develop cultural agility competencies 

o Demonstrate lifelong personal and professional development skills 

Additional Course Objective(s) from the Instructor: 
•. Demonstrate an understanding of the reasons for workplace conflict, the types of dispute resolution procedures that 
are used in both the union and non-union workplaces and integrated conflict management systems. 

Other Resources: 
 

a. Student resources – this link directs students to the appropriate resources if they are in need of 
help in the areas of (a) mental health, (b) academic coaching, and (c) financial 
assistance: https://smlr.rutgers.edu/about-smlr/fall-2022-information-smlr-students 

b. Scholarships – to ensure that all students are aware of SMLR’s scholarship offerings, we encourage 
you to include a link to our scholarships on your syllabi: https://smlr.rutgers.edu/academic- 
programs/scholarships 

 

Additional Course Objective(s) from the Instructor: 
Demonstrate an understanding of key concepts including distributive and integrative bargaining, 
selecting the optimal bargaining style in accordance with the dual concerns framework, and effective 
preparation for negotiations. 
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