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(Updated 7/9/16) 
Law B 523, Negotiation 

Summer Quarter 2016 
3:30 – 6:20 p.m. Monday & Wednesday; Room 207 

 
Professor Maureen A. Howard 
Room 337 Wm H. Gates Hall 
E:  mahoward@uw.edu  P: 206-616-6236 
Office hours:  Drop in or by appointment 
 
Assistant:  Vickie Parker  
Room 442 Wm H Gates Hall 
Email:  parkervt@uw.edu   Phone:  206-543-2645
 

Course Description 
 
This course offers a conceptual theory of negotiation and opportunities to enhance negotiating skills.  
Through readings, lectures, videotapes, roleplay exercises, class discussions and journal writing, 
students will analyze the dynamics of the negotiation process.  A list of learning objectives can be found 
at the end of the syllabus. 

Required Texts 
 
* NEGOTIATION THEORY AND STRATEGY, Korobkin, Third Edition, Aspen Publishers (2014) 
*GETTING TO YES, Fisher and Ury, Penguin Books (2011) 
*GETTING PAST NO, Ury,  Bantam  Books (1993) 
*Supplemental materials to be passed out in class or placed on the CANVAS course website 
 

Course Requirements 
 
Class Attendance: The primary focus of this course is negotiation skill-building through roleplay 
exercises.  Roleplay exercises are effective only if all participants are present and well prepared to carry 
out their pre-assigned roles.  One student's absence or lack of preparation diminishes not only that 
student’s learning, but that of the other student(s) in the roleplay.  As a result, students are expected to 
be present for every class and fully prepared to negotiate. 
 
An excused absence will be granted: 

(a) if at the beginning of the term a student informs the instructor of a significant pre-existing 
commitment (e.g., wedding) and arranges for and prepares a substitute person to take their1 
role; or 

(b) if during the term circumstances arise of an emergency nature beyond the student's control 
and, to the extent possible, the student arranges for and prepares a substitute person to take their 
role. 

                                                 
1 The gender-neutral pronoun “their” is used in this syllabus for all single person references in lieu of the gender-specific 
single person pronouns or he/his/him/she/her/hers. 
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Please stay in this class only if you are willing to commit to this attendance policy.  Failure to abide 
by the class attendance policy could result in denial of course credit. 

 
Laptop Policy:  Students may use laptop computers to take class notes and access documents on the 
course website. Please stay in this course only if you are willing to commit to this laptop policy. 
 
Assignments:  A negotiation roleplay or exercise will be assigned for every class and distributed via the 
class website or e-mail attachment.  All students must have a working University of Washington e-mail 
account.  Contact my assistant Victoria Parker if you experience difficulty in accessing an assignment. 
 
The fact patterns of the roleplays are necessarily abbreviated.  Students may not add new facts that affect 
the substance of the negotiation.  To do so violates the ethical norms of the class.  That said, you may 
sparingly add non-substantive facts to fill out a roleplay: e.g., those facts that flow logically and 
inconsequentially from the limited facts provided.  For example, the first names of persons, names and 
ages of children, or the color of a car. 
 
Students are expected to be well prepared to conduct all pre-assigned roleplays and exercises.  Student 
must take on and stay in their assigned roles for the exercises to be successful.  Avoid the temptation to 
be humorous. 
 
Prep Sheet:  Before each class, students must complete a negotiation prep sheet to be turned in with the 
corresponding journal entry (see below) for that class.  Each prep sheet will begin by asking you: 

 How will you integrate what you learned from the reading into your negotiation plan? 
 What are your skill building goals for this negotiation? 

In the second section of the prep sheet students will outline their plans for conducting the negotiation.  
Prep sheets will be collected weekly in class. 
 
Journal Requirement:  Students are required to write and submit a journal entry of 1-2 pages following 
each class.  Journal entries will be submitted weekly on the CANVAS course webpage.  Student 
journaling is required because your instructor fervently believes that the best lawyer-negotiators are 
highly self-reflective.  Those lawyers analyze each new negotiation experience in order to continually 
improve their understanding of negotiation theory, process, skills and, perhaps most importantly, 
themselves as negotiators.  The journal assignments are intended to help you improve your self-
reflection skills. 
 
Journal entries shall be 1-2 pages in length, and begin with a caption that lists: name of the exercise, 
your name, your assigned role, the other student negotiator’s name, the names and roles of any other 
participants e.g., your co-negotiator, client or mediator. For example: 
 

Exercise:    Monolith   
Your Name:   Sam Davis 
Your Role:   Attorney for Monolith 
Other Student:  Linda Jones, Sat-Lith Atty 
Other Participants: Jennifer Brown, Monolith CEO  

Dan Butler, Sat-Lith CEO 
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Journal entries should focus on what you learned from the reading and each roleplay about negotiating 
theory and about yourself as a negotiator.  Relevant questions that may be addressed are: 

 What did you intend to use from the reading in the negotiation? 
 How did your plan work out for using what you learned from the reading assignment? 
 What was your skills goal for the negotiation? 
 Did you achieve your skill building goals for the negotiation? 
 What did you learned from the classroom debrief? 
 What did you learned about yourself as a negotiator? 
 Any additional observations, impressions, learning and/or remarks? 

 
A final course-ending journal entry of 8 to 10 pages is required.  Further instructions will be given 
regarding this assignment later in the term. 
 
Recorded Negotiation Review:  Each student will have at least one negotiation recorded.  Students are 
required to review their recorded negotiations with the instructor at a mutually convenient time. 
 
CANVAS Course Website:   The CANVAS course website is the source for course materials, 
PowerPoint slides and Prep Sheets forms.  To access materials, go to “Home” and then click on a 
category under “All Pages” in the upper right hand corner. You will also post your weekly journal 
entries on CANVAS.  Click on “Assignments,” then the appropriate week to upload your journal entry, 
then click “Submit Assignment.” CANVAS is also your source of information for the negotiation 
roleplays. We will send you an email with instructions on how to access your party’s confidential 
information.  Note:  Please set your CANVAS Notifications to receive Announcements “ASAP” – 
“notify me right away.” 
 
Access and Accommodations:  Your experience in this class is important to me. If you have already 
established accommodations with Disability Resources for Students (DRS), please communicate your 
approved accommodations to me at your earliest convenience so we can discuss your needs. 
If you have not yet established services through DRS, but have a temporary health condition or 
permanent disability that requires accommodations (conditions include but not limited to; mental health, 
attention-related, learning, vision, hearing, physical or health impacts), you are welcome to contact DRS 
at 011 Mary Gates Hall or 206-543-8924 or uwdrs@uw.edu or disability.uw.edu.  DRS offers resources 
and coordinates reasonable accommodations for students with disabilities and/or temporary health 
conditions.  Reasonable accommodations are established through an interactive process between you, 
your instructor(s) and DRS.  It is the policy and practice of the University of Washington to create 
inclusive and accessible learning environments consistent with federal and state law. 
 

Schedule of Assignments 
 

The daily reading assignments below are tentative and may be changed by prior announcement in 
class. 
 

K =  Korobkin Text GY =  Fisher & Ury, GETTING TO YES 
U =  Ury, GETTING PAST NO WS =   Course Website 
RP =  Roleplay Assignment DQ =  Discussion Questions 



- 4 – 
 

 
 

Class No. Date Subject Matter Assignment 
Week One 

Class 1 
June 20 
Monday 

 
 
Conceptual Approach to Negotiation 

 
** 
 

Estimating the Bargaining Range 

K:  Preface & Ch. 1 
RP: Prado Scoot (materials to 
be handed out during Class 
1) 
***** 
K:  Ch. 2 (except pp. 42-46) 
RECOMMENDED: pages 
3-57 in GETTING TO YES 
(GY) [the book is to be 
completed by Week 2; pre-
reading advisable] 

Class 2 
June 22 

Wednesday 

 
 
 

Estimating the Bargaining Range 
(cont.) 

 
** 

Persuasion in Negotiation 

 RP: Casa Grande (materials 
handed out during Class 1) 
***** 
K:  Ch. 3 except the 
following empirical studies 
(excepts from various 
scientific literature that 
support the text) are optional:
Fox & Burke pp. 56-59 
Loewenstein et al pp 60 - 63 
Ross pp 83-85 
Kressman pp. 89 – 91 
 
RP: Club West  

Week Two 

Class 3 
June 27 
Monday 

 
 

Integrative Bargaining 

Journals: Week 1 Due 
K:  Ch. 4 
GY:  GETTING TO YES 
 
RP:  Blockbuster 
[Group 1 Videotaping] 

Class 4 
June 29 

Wednesday 

 
Power & Fair Division Norms 

K:  Ch. 5 & 6 
 
RP:  The White Album 
[Group 2 Videotaping] 

Week 
Three 

 
  

NO CLASS 
July 4 

Monday 

 
Independence Day HOLIDAY 

 

 
See assignment due on Wed. 
7/6  
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Class 5 
July 6 

Wednesday 

 
Negotiation Ethics 

 
** 

Decision Tree Analysis 
 
 

Journals: Week 2 Due 
K:  pp. 42-46 & Ch. 14 
WS: ABA Opinion 06-439 
WS: Decision Tree Analysis 
handout and assignment 
 
RP: Mossyback Lane 
[Group 1 Videotaping] 
 

Week Four  

Class 6 
July 11 
Monday 

Principal - Agency relationship 
 

Interviewing & Counseling for 
Negotiation 

 
Negotiators In Action 

 

Journals: Week 3 Due  
 K:  Ch. 11 
WS: Interviewing Handout 
 
RP: Farley v Compresi 
[Group 2 Videotaping] 
 
RP: The Startup [materials to 
be distributed in class; RP 
next class]  

Class 7 
July 13 

Wednesday 

 
Emotions in Conflict 

 
Dealing With Difficult Negotiators 

 
 

K: Ch.  8 
U:  GETTING PAST NO  
Assignment Handout 
 
RP: The Startup 
RP: Construction Venture  
[Group 1 Videotaping]  

Week Five 

Class 8 
July 18 
Monday 

Individual Conflict Styles 

Group Membership 

*** 

Ellsworth Preparation by Side 

Journals: Week 4 Due  
K: Ch. 9 & 10 
WS: Thomas-Kilmann test 
RP: Orca View  
      Alpha-Beta Robotics   
[Group 2 Videotaping] 
Prepare Ellsworth Prep Sheet  

Class 9 
July 20 

Wednesday 

 
Trust in Negotiations – The 
Negotiator’s Dilemma 

 K: Ch. 7 
RP: Construction Venture 
 

Week Six 

Class 10 
July 25 
Monday 

Negotiating a Criminal Case 
 

Journals: Week 5 Due 
RP: State v. Davis 
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Class 11 
July 27 

Wednesday 

Ellsworth Debrief 
 

Final Journals due  
Ellsworth Settlement 
Agreements or Last Offers 
due Tuesday, July 26 3:00 pm 

 
Learning Objectives for Negotiation Students 

 
Preparation 

 Developing a negotiation plan that incorporates and blends individual elements of negotiation 
theory and skills 

 Determining BATNA’s and WATNA’s: yours/theirs 
 Recognizing underlying interests driving the negotiation 
 Anticipating available integrative solutions 
 Embracing high aspirations 
 Setting an optimal point, target point, resistance point and concession points 
 Plotting a series of diminishing concessions, supported by reasons, leading to your target 

Negotiation 
 Influencing the agenda and flow of the negotiation process 
 Appreciating and dealing with the psychological factors affecting perceptions in negotiations 
 Gathering and protecting information 
 Generating options and reaching integrative agreements 
 Using power e.g. challenging the other side’s BATNA/advocating for your BATNA 
 Utilizing social norms 
 Navigating through the Negotiator’s Dilemma 
 Dealing with difficult negotiators 
 Striking a proper balance of empathy and assertion 
 Becoming patient and comfortable with silence 
 Appreciating the implications of conflict style for yourself and those you negotiate with 
 Appreciating the tensions underlying the client and attorney relationship 
 Interviewing, preparing and working with a client in negotiations 
 Recognizing and avoiding unlawful and unethical negotiation behaviors 
 Maintaining high professional and ethical standards. 

 


