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1I.

Description of Curriculum Change

1.

CATALOG DESCRIPTION

BL 440 Business Negotiations 3 credits
3 lecture hours
0 lab hours
(3¢c-01-3sh)

Prerequisites: BL 235 Introduction To Business Law or by
permission of instructor.
Corequisites: None

This course covers the basic theories and strategies of
negotiation utilized within the business environment,
plus provides instruction and practice to bring about
acquisition of negotiation skills. The focus of the
course 1is on basic elements of negotiation and
specifically on inter and intra-company negotiations.
The course does not focus on collective bargaining nor
labor relations.



II.

III.

COURSE SYLLABUS
BL 440 Business Negotiations

CATALOG DESCRIPTION

BL 440 Business Negotiations 3 credits
3 lecture hours
0 lab hours
(3c-01-3sh)

Prerequisites: BL 235 Introduction To Business Law or by
permission of instructor.
Corequisites: None

This course covers the basic theories and strategies of
negotiation utilized within the business environment, plus
provides instruction and practice to bring about acquisition
of negotiation skills. The focus of the course is on basic
elements of negotiation and specifically on inter and intra-
company negotiations. The course does not focus on
collective bargaining nor labor relations.

COURSE OBJECTIVES

1. Students will learn the history, strategies and tactics
of negotiation, and the variations thereof, utilized in
actual negotiation.

2. Students will learn to conduct effective and relevant
research in preparation for a negotiation.

3. Students will learn to develop a negotiation plan.

4. Students will be able to demonstrate their knowledge and
understanding of negotiation theory, strategy, and
planning by providing a written analysis of given
negotiation hypotheticals.

5. Students will acquire negotiation skills by engaging in
practice negotiations with other students in the class
within a variety of negotiation formats.

COURSE OUTLINE

A. The Nature of Negotiation (1.5 hours)
1. Differentiating Negotiation from other Means of
Acquisition

B. Historical Perspective of Negotiation (1.5 hours)
1. A Historical Overview of Negotiation
2. Development of Modern Business Negotiation



COURSE OUTLINE (cont)

Iv.

C. Strategies and Tactics of Negotiation (6 hours)
1. Position Based
2. Interest Based

D. Ethical Considerations of Negotiation (3 hours)
E. Development of a Negotiation Plan (6 hours)

1. Conducting Relevant Research

2. Setting Realistic Objectives

3. Determining Obstacles to Reaching Objectives
4. Developing Strategies for Overcoming Obstacles

F. Negotiation Hypotheticals for Class Analysis (6 hours)
1. Determination of Relevant Facts
2. Determination of Positions and Interests
3. Development of Negotiation Plan for Parties

G. Drafting a Negotiated Agreement (3 hours)

H. Negotiation Skills Development (15 hours)
1. One-On One Negotiation Project
2. Third Party Negotiation Project
3. Team Negotiation Project.

EVALUATION METHODS

The final grade in the class will be determined by an average
of the grades received by the student on course assignments,
which are as follows:

20% A. Written analysis of assigned case hypotheticals.
20% B. Preparation of Negotiated Agreements.

20% C. Ten Page Research Paper. Students will identify a
particular negotiation of which they have an interest,
then conduct research on it. The paper will provide
the factual background of the negotiation, the
objectives of each side, the strategies and tactics
employed, the outcome, and the student’s assessment of
the negotiation.

40% D. Quality of Performance in Negotiation Skills
Development Project.

REQUIRED TEXTBOOKS, SUPPLEMENTAL BOOKS AND READINGS

Textbook:Lewicki, R.J., Negotiation, Irwin Publishing Co.
Homewood, Illinois, 1985.

Supplemental Text: Lewicki, R.J., Negotiation: Readings,
Exercises and Cases, Irwin Publishing Co., Homewood, IL, 1985.



VI.
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COURSE ANALYSIS QUESTIONNAIRE

A: DETAILS OF THE COURSE

A1

A2

A3

What academic need does this course fulfill?

Negotiation is a fundamental element in business. It is the means by which
contractual relationships are originated, shaped, and finalized; contracts being
the basis which underlies all business transactions. At the present time, the
College offers no courses in negotiation, thus our graduates enter the business
world without the benefit of this essential academic background and training.

Does this course fit into the programs of the department?

Yes. The department offers a variety of law and law related courses, providing
business students and other department majors (with whom our department
has a service agreement) with a necessary legal background for their chosen
career. The proposed course is quite consistent with our department objectives
and offerrings.

For what clientele is the course designed?

For business majors and service majors who have completed Introduction to
Business Law and who have Junior standing. This course is not intended as
a Liberal Studies Course, in that it is technical and pre-professional in nature.

Does this course require changes in content of existing courses?

No. None of our department’s present courses teach negotiation in any form
and according to the catalog of course descriptions, no other course outside
our department teaches negotiation in a general business context. The
Department of Industrial and Labor Relations teaches LR 480, "Principles and
Practices of Collective Bargaining” which includes the topic of negotiation in
a collective bargaining context. The proposed course does not focus on
collective bargaining. Thus, no catalog course need be changed to accomodate
the proposed course.

Does this course follow the traditional type of offering by the department or is
it a novel approach?

The course follows the traditional department course offerings. The law and
law related courses taught by the department are oriented toward presentation
of academic knowledge, followed by application to actual business practices
and business environment. This course would utilize this traditional model.



A4

A5
A6

A7

A8

Has this course ever been offered at IUP on a trial basis?

Yes. It has been taught by the present proposer as a Special Course Topic for
four semesters,(the fourth offering by special permission by the Provost’s
office.) The special offering followed a very similar outline as the proposed
course. The course was very well received. The average class enroliment was
approximately 35 students per section, and the student evaluations of the
course indicated very high satisfaction with the offering.

Is this course to be a dual listed course? No.
Can the course be taken for variable credit? No.

Do other higher education institutions offer this course? (SSHE? Regional
Colleges and universities? National Colleges and Universities? If so, please list
examples and provide copies of course descriptions where available.)

Yes. A number of institutions of higher education offer courses in negotiation,
typically taught in either the business law or legal studies department.
Attached is a typical example of a negotiation course, this syllabus being from
The Wharton School, University of Pennsylvania.

Is the content, or are the skills, of the proposed course recommended by a
professional society, accrediting authority, law, or other external agency?

Yes. The Academy of Legal Studies in Business (the leading professional
society for university business law professors in the country) takes the position
that negotiation is an essential knowledge base and skill that should be
acquired by all business students.

Why can’t the content and skills be incorporated into an existing course?

Negotiation has not only an expansive and complex knowledge base, but the
acquisition of competent negotiation skills requires many hours of practice and
some degree of repetition. It is not feasible to bring about a knowledge base
and skill development to the level of serving any academic or practical purpose,
by incorporating it as a topic of an already existing course. There would simply
not be enough time to accomplish the objectives.

B: INTERDISCIPLINARY IMPLICATIONS

B1

Will this course be taught by one instructor or will there be team teaching?

By one instructor.



B2

B3

C:

C1

Cc2
C3

C4

Are there additional or corollary courses needed with this course now or later?
There would be a recommendation that to round out the student’s knowledge
base in the area, LR 480, "Principles and Practices of Collective Bargaining”
should be taken.

What is the relationship between the content of this course and the content of
courses offered by other departments?

The proposed course does not in any manner infringe upon or duplicate any
course offerings described in the catalog of courses, thus there has been no
reason for discussion with any other departments.

Will seats in this course be made available to students in continuing education?

Yes, providing they have met the prerequisites.

IMPLEMENTATION

What resources will be needed to teach this course and how adequate are the
current resources?

Faculty: There is adequate faculty complement to teach the course. This has
been established by the fact that the course has been taught as a special
course topic for four straight semesters (the fourth with Provost’s permission),
without negative affect upon the ability of the department to offer its
traditional courses.

Space: Same experience as above; there has been and is adequate space.

Equipment: This course requires no equipment beyond standard classroom
furnishings.

Labratory Supplies and other Consumable Goods: None.

Library Materials: No new acquisitions would be necessitated.

Travel Funds: When available, for research and professional development.
Are any of the resources funded by a grant? No.

How frequently do you expect this course to be offered? Every semester.

How many sections of this course do you anticipate offering in any single
semester? One section per semester, initially.



C5 How many students do you plan to accomodate in a section of this course?
Approximately thirty five students per section.
Is this planned number limited by the availability of any resources?

The limit corresponds to the average size of classrooms in the current
McElhaney Hall and Uhler Hall, where department classes are taught.

C6 Does any professional society recommend enrollment limits or parameters for
a course of this nature? |If they do, please quote from the appropriate
documents. No.

C7  Will this course be a curriculum requirement?

No. It will be considered an elective course, available to any major throughout
the university.

D. MISCELLANEOUS

No additional information is necessary.
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chf"‘l K“"'f ysed is a course proposal entitled

‘ecently passed by our College

Curriculum Committee. You’ll note that the course specifically

will not focus on collective bargaining nor labor relations and

also in B2 of the proposal, Interdisciplinary Implications, we

are recommending LR 480 "Principles and Practices of Collective

Bargaining" as a corollary course to round out a student'’s
knowledge base in the field.

If any guestions or suggestions, please get in touch. Enjoy

what’s left of the summer.

Sincerely,

Dr. Terry T. Ray
Chairperson
Department of Finance and Legal Studies
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