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University of Washington School of Law 
Negotiation (B523) 

Winter Quarter 2016 Syllabus 
 
Faculty:  Chris Goelz 
Class Times:  Tuesday & Thursday, 8:30 to 10:20 a.m. 
Classrooms:  WH Gates Hall, Room 207 
Credits:  Four (Credit/No Credit Basis) 
Office Hours: By Appointment (before or after class) or downtown 

206-224-2323 or chris_goelz@ca9.uscourts.gov 
 

Course Website 
 

We will be using the Canvas website: https://canvas.uw.edu/courses/1023768 
Please set your Notifications to receive Announcements “ASAP” -- “notify me right away.” 
 

Negotiation Course Registration Policy 
 
Students registered in the negotiation course may lose their places if they do not attend the 
first class or do not personally advise the instructor before the first class meets that they 
will be absent. 
 
During the first class, the instructor may fill any open spaces from the waitlist with students 
who are present in class or who have contacted the instructor before the first class to 
indicate continued interest in the negotiation course.  Any remaining spaces will then be 
filled by lottery with non-waitlisted students who are present in class or who have contacted 
the instructor before the first class to indicate a desire to enroll. 
 

Course Description 

All lawyers must negotiate.  Negotiation is a skill, and, like most skills, it is one that you can 
improve with practice!  This course offers a conceptual theory of negotiation and multiple 
opportunities to enhance your negotiating skills.  Through a combination of readings, short 
lectures, roleplay exercises, class discussions, demonstrations and personal journals, we will 
analyze the dynamics of negotiation and learn approaches available to attorneys engaged in 
negotiation.  My aim is to improve both your understanding of negotiation theory and its 
application and to help you become more comfortable as a negotiator.  Within class, you will 
spend a significant amount of time in simulated negotiation roleplays.  Homework will 
typically consist of preparing for the next negotiation, assigned readings, and writing journal 
entries. You may also do some practice negotiations between classes.  Throughout, we will 
emphasize developing your awareness of how you can improve as a negotiator and how you 
can help others improve as negotiators. 

Course Requirements 
 
Class Attendance:  A major focus of this course is negotiation skill-building through 
roleplay exercises.  In many classes, you will be paired to negotiate with another student.  
Your absence will preclude not only your participation that day, but may also limit your 
partner’s.  The same applies to preparation.  If you come to class unprepared, not only will 
you lose out, so will your partner(s) for that day.  You will be expected to advise me at least 
24 hours in advance if you need to miss a class.  PLEASE NOTE: If you do not expect to 
be able to attend class consistently and to be prepared, you should not take this 
course. Missing more than two classes, even if excused, could result in no credit 
for this class. 
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Journals. Students will be required to maintain and submit a personal journal of their 
negotiation experiences during the course.   You will be asked to respond to specific journal 
prompts, but may include other entries.  Student journals are required because I believe 
that the best negotiators (and lawyers) are highly self-reflective.  Seasoned negotiators 
respond, rather than react, to situations, relying on a rich understanding of context, 
process, substance and, perhaps most importantly, themselves.  Journal entries will be due 
at regular intervals during the quarter. 
 
The journals should not be primarily an account of what you did but rather what you are 
thinking about and learning about yourself.  Particular emphasis should be placed on the 
integration of the readings to simulations, class discussions, and the behavior of you and 
your classmates.  You should treat the journals as writings that you are doing for yourself: 
ideas that you are trying to think through clearly, conclusions you have drawn, lessons you 
want to remember, skills that you would like to work on, etc. 
PLEASE NOTE: Failure to complete all journal entries in a timely manner could 
result in receiving “no credit” for the course. 
 
Class Assignments. Students will be expected to be well prepared to conduct all pre-
assigned roleplays and exercises and to submit all assigned written work when due. 
Assigned readings are front-loaded:  there is more reading during the first 4-5 weeks of 
class.  The readings are intended as background for you, and I will refer to them in class.  
The syllabus below is a tentative plan for the class.  It will certainly change during the 
course of the term. 
 
Effort. Learning to be a better negotiator is not something that can be done to you. You 
must work at it yourself. While others can offer you advice and ideas to think about, what 
you learn from this course in large part will depend upon your effort. The more you put in, 
the more you will get out of this class. 

A Willingness to Experiment. As far as I know, there is no one right way to negotiate. 
Rather there are different approaches and styles that are sometimes more effective and 
sometimes less effective. I’ll encourage you to try different styles.  Getting a good result in 
the mock negotiations is not nearly as important as taking advantage of the opportunity to 
experiment and thereby develop your negotiation repertoire. 

Required Texts 

G. Richard Shell, Bargaining for Advantage, 2nd ed (2006) 
Fisher, Ury & Patton, Getting to Yes, 3rd ed. (2011) 
Additional negotiation book of your choice (see below) 
Supplemental articles -- handed out, emailed or placed on our course website. 

Supplemental Books 

Unless you elect to do a negotiation related project (see below), you are required to read a 
negotiation-related book in addition to the two class texts.  You may choose from the list 
below.  The listed books are available at moderate price on Amazon or you may be able to 
obtain copies from a library.  Alternatively, you may choose a book not on the list with my 
permission.  Please do not choose a book you’ve already read.  You must prepare a 
two- to three-page Reflection on the book to be posted and shared with the class on or 
before the date shown next to the book.  (If you read a book not on the list, I’ll provide you 
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with a date that fits the class curriculum.)  You must also meet out of class with classmates 
reading the same or related books before the class period that the book is linked to. 

Getting Past No, William Ury (1/31); 

Bargaining with the Devil, Robert Mnookin (2/7); 

Beyond Reason: Using Emotions as You Negotiate, Roger Fisher & Daniel Shapiro (2/14); 
Difficult Conversations, Douglas Stone, Bruce Patton & Sheila Heen (2/14); 
Influence: The Psychology of Persuasion, Robert B. Cialdini (2/14); 
Thinking, Fast and Slow, Daniel Kahneman (2/14); 
 
Ask For It: How Women Can Use the Power of Negotiation to Get What They Really Want, 
Linda Babcock & Sara Laschever (2/21); 
Everyday Negotiation, Deborah Kolb & Judith Williams (2/21); 
Lean In, Sheryl Sandberg (2/21); 
Quiet: The Power of Introverts in a World That Can't Stop Talking, Susan Cain (2/21); 
 
Beyond Winning, Robert Mnookin, Scott Peppet & Andrew Tumucello (2/28); 
The Conflict Helix, R.J. Rummel (2/28); 
Gain the Edge, Martin Latz (2/28); 
Negotiation Genius, Deepak Malhotra & Max Bazerman (2/28) 

Supplemental Articles 

Many classes will have supplemental articles associated with them.  Some articles (mostly 
the shorter ones) will be required, but many will be optional.  You are required to read at 
least 8 supplemental articles of your choice and post a short reflection (for your classmates) 
on each at least a day before the associated class period. 

Negotiation Projects (Optional) 

You are welcome to do a negotiation-related project instead of reading a supplemental 
book.  Your project may lead to a paper or a class presentation.  I have a list of potential 
projects and am happy to consider any project you wish to pursue. 

Academic 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. 
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Class Schedule & Assignments 
 

 In-Class Assignment to Be Completed before This Class 
Week 1   
Day 1 
1/5 

Introductions; 
Quick roleplay; 
Review 
Syllabus; 
Risk 
assessment. 

Review carefully the syllabus, 
No other reading, but may want to start reading for days 2, 
3 & 4. 

Day 2 
1/7 

Overview; 
Roleplay; 
Negotiation 
style. 

Read Bargaining for Advantage, pgs. 1 – 25 & Appendix A; 
Gold & Kirtley, “Negotiation Primer”; 
Summary of Bargaining Styles; 
Take and score Bargaining Styles Assessment Tool, Shell, 
Appendix A, p. 237.  Read the analysis following scoring grid. 
Complete risk assessment. 
Be prepared to negotiate role play. 

Week 2   
Day 3 
1/12 

Roleplay 
Professor 
Kirtley will lead 
this class. 

Read Bargaining for Advantage, pgs. 26 - 113. 
Journal prompt 1: What did the Assessment Tool indicate 
regarding your predominant style of approaching conflict?  Did 
this match your self-perception?  Did it give you ideas of 
challenges you might face in becoming a well-rounded 
negotiator? 

Day 4 
1/14 

Debrief 
roleplay; 
Distributive 
bargaining; 
Settlement 
agreements. 

Read Bargaining for Advantage, pgs. 115 – 137; 
Schneider, Aspirations in Negotiations; 
Galinsky, When to Make the First Offer in Negotiations 
 
 

Week 3   
Day 5 
1/19 

Listening, 
Reframing, 
Brainstorming, 
Psychological 
Factors 
 

Read Bargaining for Advantage, pgs. 138 – 174; 
Psych Principles Handout; 
Notini, Empathy Benefits; 
Mnookin, Empathy and Assertiveness (optional) 
Birke and Fox, “Psychological Principles” (optional) 
Journal prompt 2:  How have you liked negotiating?  What 
do you like and dislike about it?  What are your hopes and 
concerns about the class?  What do you want to accomplish 
this semester? 
 
JOURNALS 1 and 2 ARE DUE TODAY. BRING HARD COPY 
TO CLASS. 

Day 6 
1/21 
 

Roleplay 
(fishbowl); 
Prepare for 
email 
negotiation 

Read Bargaining for Advantage pp 175 – 195; 
Ebner, “Email Negotiations” (optional). 
Complete Negotiation Prep Plan for roleplay, bring extra copy 
to hand in. 
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Week 4   
Day 7 
1/26 

Debrief email; 
Integrative 
bargaining; 
apology 

Negotiate email roleplay. 
Report outcome of email negotiation to me by email no later 
than noon on Sunday, January 24.  Send entire transcript of 
your negotiations. 
Read Getting to Yes, pgs. 1 – 95; 
Elements of an Effective Apology; 
Eight Essentials of an Effective Apology; 
White, The Pros and Cons of Getting to Yes; 
Fisher, Negotiating Power (optional) 
Taft, “Apology Subverted” (optional) 
Journal prompt 3:  Write a brief description of a negotiation 
you have been involved in recently.  (If you can’t remember a 
negotiation of yours, describe a negotiation you are familiar 
with.)  How did it compare to negotiations we’ve talked about 
in class?   What might you have done (or suggested) that is 
different from what happened? 

Day 8 
1/28 

 
Roleplay -- 
TBD 

Read Getting to Yes, pgs. 97 - 108 
Complete Negotiation Prep Plan for roleplay, bring extra copy 
to hand in. 
Report outcome of negotiation to me by email no later than 5 
pm Sunday, January 31. 

Week 5   
Day 9 
2/2 
 

Difficult People, 
Syllabus check-
in’ 
Settlement 
agreements 2, 

Read Getting to Yes, Pgs. 109 – 146; 
Goldpaster, “A Primer of Competitive Barg.” (optional) 
Journal prompt 4:  What are you biggest fears around 
negotiation and why are they important to you?  Are there 
events in your life that come to mind when you think about 
your negotiation nightmares? 
Linked book:  Getting Past “No” 
 
JOURNALS 3 and 4 ARE DUE TODAY. BRING HARD COPY 
TO CLASS. 

Day 10 
2/4 

 Roleplay -- 
TBD 

Complete Negotiation Prep Plan for roleplay, bring extra copy 
to hand in. 
Submit a draft of your Settlement Agreement to me via email 
by 5:00 pm, 2/7. If no agreement reached, submit a summary 
of any agreements reached, and barriers to reaching a full 
agreement. 

Week 6   
Day 11 
2/9 

Representing 
Clients, 
Ethics 
 

Read ethics rules on CANVAS; 
ABA, Lawyer’s Obligation of Truthfulness; 
Reilly, “Was Machiavelli Right? (optional); 
Korobkin, The Law of Bargaining (optional); 
Kritzer, Fee Arrangements and Neg. (optional) 
Longan, Ethics in Settlement Neg. (optional) 
Read Bargaining for Advantage pp 196-228. 
Prepare to discuss ethical dilemmas assigned for class today. 
Journal prompt 5:  Discuss what sort of reputation you 
believe you are developing as a negotiator?  Is it how you 
want to be perceived in the community where you plan to 
work?  Do you want to try to do anything differently in the 
second half of the semester? 
Linked books:  Bargaining with the Devil 
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Day 12 
2/11 
 

Roleplay -- 
TBD 

Complete client interview 
Complete Negotiation Prep Plan for roleplay, bring extra copy 
to hand in. 
Report outcome of negotiation to me by email no later than 5 
pm Sunday, Feb. 14. 
Journal  prompt 6:  What are your personal beliefs and 
attitudes about ethics? Do you fit within one of the three 
schools of bargaining ethics described by Shell, or another 
variant?  When you think of yourself as a lawyer, what do you 
see yourself doing?  How might skill as a negotiator help you? 
Do you see potential conflicts between your personal ethics 
and your duty of zealous representation to your clients?  Why 
or why not? 

Week 7   
Day 13 
2/16 
 
 

Brain science, 
emotions and 
Difficult 
Conversations 

Read Cialdini et al., The Science of Influence; 
Birke, Neuroscience and Settlement (optional) 
Lack & Bogacz, The Neurophysiology of ADR and Process 
Design (optional); 
Pearlstein, Pursuit of Happiness and Resolution of Conflict 
(optional) 
Linked Books:  Beyond Reason, Difficult Conversations, 
Influence, Thinking Fast and Slow 
 
JOURNALS 5 and 6 ARE DUE TODAY. BRING HARD COPY 
TO CLASS. 

Day 14 
2/18 

Roleplay – TBD Complete Negotiation Prep Plan for roleplay, bring extra copy 
to hand in. 
Report outcome of negotiation to me by email no later than 5 
pm Sunday, Feb. 21. 

Week 8   
Day 15 
2/23 

Gender; Cross-
Cultural issues; 
Mediation 

Read Gross, “What Mediators Do”; 
Cohen, Gender:  An (Un)Useful Category 
Gold, “Negotiating Cultural Baggage...” 
Meierding, Top Five Missteps 
Aaron, Strategy at the Negotiation Table 
Sebenius, Caveats for Cross-Border Neg. (optional) 
Craver, Race and Neg. Performance (optional) 
Prepare mediation brief and email to me by noon Sunday, 
Feb. 28 (both law students on a side should participate in 
drafting the brief). 
Journal prompt 7:  How comfortable are you with other 
people’s strong emotions?  How do you typically respond?   
Any thoughts about how you might want to react in the 
future?  Any thoughts or concerns about how emotions may 
affect your ability to negotiate? 
Linked Books:  Ask for It, Everyday Negotiation, Lean In, 
Quiet 

Day 16 
2/25 

Roleplay – TBD Complete Negotiation Prep Plan for roleplay, bring extra copy 
to hand in. 
Report outcome of negotiation to me by email no later than 5 
pm Sunday, Feb. 28. 
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Week 9   
Day 17 
3/1 
 

Negotiation 
overview; 
Negotiation 
check-list; 
Mediation 
Preparation 

Read Craver, Negotiation Styles 
Lax, The Negotiator’s Dilemma; 
Rackham, The Effective Negotiator – Part 1 (optional); 
Adler, When David Meets Goliath (optional); 
Welsh; Perceptions of Fairness (optional); 
Korobkin, A Positive Theory (optional) 
Transmit mediation brief to mediators by Tuesday, March 1 
at 3 pm. 
Journal prompt 8:  Review your first journal trigger about 
what you wanted to learn and improve in this course.  How 
would you rate your progress? What do you see as your 
strengths as a negotiator? What areas do you still want to 
improve?  Identify one lesson you will take away from this 
course that will help you negotiate more effectively in the 
future. 
Linked Books:  Beyond Winning, The Conflict Helix, Gain the 
Edge, Negotiation Genius 
 
JOURNALS 7 AND 8 ARE DUE TODAY. BRING HARD COPY 
TO CLASS. 

Day 18 
3/3 

Mediation 
Roleplay 

Report outcome of mediation to me by email no later than 5 
pm Sunday, March 6. 

Week 10   
Day 19 
3/8 
 

 
Last Class; 
Mediation 
check-list; 
Evaluations 

Read Bargaining for Advantage pp 229-236. 
Personalize Mediation Check-list. 
Journal prompt 9:  How did having a mediator present affect 
your negotiation?  Be specific about what exactly the mediator 
did, and how you and/or the other side responded to any 
mediator interventions. 
 
JOURNAL 9 IS DUE TODAY. BRING HARD COPY TO 
CLASS. 

 


