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Course Description

Negotiation is a human endeavor in which all of us engage throughout the course of our lives.  Necessarily,
engaging in that endeavor requires us to have some understanding of our interests,  those of the persons
with whom we negotiate, and how we might attempt to reconcile the two sets of interests.  The aim of this
course is twofold: (a) to help you develop your skills as a negotiator and to assist others in the class in the
development of their skills, and (b) to encourage you to commence a process of lifelong self-education in the
multi-disciplinary endeavor that is negotiation.  The course seeks to achieve that aim through a variety of
activities: introducing you to a structural framework for negotiation and a set of readings that inform the
framework; engaging you in discussions of elements of the readings; providing you with opportunities,
through engaging in simulations/role plays, to apply the readings; receiving feedback on your participation in
the simulations/role plays; and providing you with opportunities for self-reflection regarding your learning
experience.

Required Texts

Russell Korobkin, Negotiation Theory and Strategy, Third Edition (2014)

As the schedule of reading assignments set forth below indicates, this book will be the primary text for the
course.  I recommend that you regard it as a reference resource that will be well worth keeping after you
complete the course.  Korobkin is a serious legal scholar whose command of research on negotiations from
a variety of disciplines, including, for example, game theory, decision theory, behavioral economics, and



social psychology, is unusual and is reflected in the way he has organized the text.  I have found the article
excerpts to be both readable and thought provoking and hope that you will have a similar reaction to them. 

Richard Schell, Bargaining for Advantage: Negotiation Strategies for Reasonable People, 2nd Ed. (2006)

As its title suggests, this book, in contrast to the Korobkin text is, as the author puts it, a "how to" guide for
"reasonable people."  As such it reads easily and, I believe, serves as a useful supplement to the text.  You
will need to read the book before the end of the quarter as I will require you to submit a journal entry that
depends on your having completed the reading.  In addition, there may be occasions when, with advance
notice to you, I will reference portions of the book during our class sessions.

Supplemental Readings

 In addition to the required readings, the syllabus contains a set of supplemental readings, many of which
are recent published research on topics that assigned readings in the Korobkin text address.  Unless I
indicate otherwise, those articles are not required reading.  Having reviewed the articles, however, I am
confident that they contain useful information.

Attendance Policy

Because I intend to involve every student enrolled in this course to contribute to the educational experience
of the group, regular attendance and preparation are essential.  Of course, illness and other unexpected
events may necessitate your being absent on occasion.  If illness or some other unexpected event(s)
precludes you from attending a class session, please, as soon as possible, notify me that you will be
absent.  Otherwise, if you are not able to commit to attend and prepare for each class session, you should
not take the course. 

Journal Submissions

For the first eight weeks of the quarter I will require you to submit, by no later than 8:00 p.m. on each
respective Sunday, a weekly journal entry of approximately 2-3 pages on the Canvas webpage for the
course.  There will be no required weekly journal entry for the week of Thanksgiving. By no later than 8:00
p.m. on Sunday, December 2, I will require you to submit a weekly journal entry for weeks nine and ten. 
Among other things, the journal entries should reflect your thoughts/observations about what was significant
for you during the week.  In constructing the journal entries, you will be free to choose from the assigned
readings, the role play simulations that occurred during the week, and the debriefing sessions following
those simulations.  Please prepare the journal entries using 12-point font, single line spacing, and one-inch
margins.  Although I will not grade the journal entries, it is important that you not fall behind:  You will need to
submit all nine required weekly journal entries in order to receive credit for the course.

Prior to the end of the quarter, you will need to submit a final journal entry of 8-10 pages.  The topic for that
journal entry will be one that I will provide to you or, with my approval, you may identify a topic on which you
wish to write.  As with the weekly journal entries, in order to receive credit for the course you must submit
the final journal entry.

In addition to the journal entries referenced above, you will need to prepare, and provide to the participants,
written feedback on two of the role plays that you observe during the quarter.   



Canvas Course Webpage

The Canvas course webpage will be your source for course materials that supplement the assigned texts
including, information for role play simulations, supplemental readings, and any announcements that I might
decide to communicate to the class.  Please set your Canvas website 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 are 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@us.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 and 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.

Religious Accommodations

As of July 2019, Washington state law requires that UW develop a policy for reasonable accommodation of
student absences or significant hardship due to reasons of faith or conscience, or for organized religious
activities.  Three classes of required activities in this course have the potential to implicate the need for such
reasonable accommodation: timely completion of journal entries; participation in negotiation simulations/role
plays; and observing a simulation/role play and providing written feedback to the participants in that
simulation/roleplay.  As to submissions of journal entries, although I will post deadlines for the class, as long
as you have submitted all required journal entries prior to the date by which I need to submit grades, I will be
able to submit a grade for you.  As to simulations/role plays, an important component of the course involves
the opportunity for students to negotiate with as many other members of the class as time permits during the
quarter.  Of course, at times as the result of illness, for example, students are not able attend class on a
given day.  The consequence is simply missed opportunity that does not need to be made up.  Absence for
observance of a religious holiday would, similarly, constitute a missed opportunity that does not need to be
made up.  As to the observer requirement, as the schedule below suggests, there will be opportunities
almost every week during the quarter for students to perform the observer function.  Consequently,
absences for religious holiday observances should not prevent any student from completing the observer
requirement.  Regardless, if you believe that you will need an accommodation, please let me know prior to
the end of the second week of the quarter.  I am confident that we will be able to find a way to accommodate
your need that does not affect your ability to complete the three requirements set forth above.

Learning Objectives



1. Development of an appreciation for the range of disciplines that inform an understanding of human
behavior in negotiations

2. Development of the student’s ability to engage in creative problem solving in the context of simulated
negotiations.

3. Development of the student’s ability to formulate a plan for engaging in a course of lifelong learning
regarding the negotiation process.

4. Experience in engaging in simulated, followed by feedback, in a classroom setting.
5. Exposure to a variety of negotiation styles.

Schedule of Assignments

Week/Date Assignment

Week 1:

Sept.             Korobkin, Chapter 1: Toward a Conceptual Approach to Negotiation

Thomas-Kilmann Instrument

Supplemental Readings:

          Thompson, L., J. Wang, and B. Gunia, Negotiation, 61 Ann. Rev. Psychol. 491 (2010);
Curhan, J., et al., What do people value when they negotiate?  Mapping the domain of subjective
value in negotiation. 91 Journal of Personality and Social Psychology 493 (2006); Sapolsky, R.,
This is Your Brain on Nationalism:  The Biology of Us and Them, 98             Foreign Affairs (online) 2019

Sept. 25        Korobkin, Chapter 2: Estimating the Bargaining Zone

Supplemental Readings:

         Chiodo, et al., Subjective  Probabilities: Psychological Theories and Economic
 Applications,  86 Federal Reserve Bank of St. Louis Review 33 (2004); Mosteller, F. and              C.  Youtz,
Quantifying Probabilistic Expressions, 5 Statistical Sciences 2 (1990); Friedman, J. A., et
al, Why Quantitative Probability Assessments Are Empirically Justifiable in Foreign Policy
Analysis (2015)

Week 2:

Sept. 30        Mary Smith simulation/role play

Supplemental Readings:  Please read at least one of the two articles below:

     Eigen, Z. and Listoken, Y., Do Lawyers Really Believe Their Own Hype and Should They?: A       Natural
Experiment, 41 J. Legal Stud. 239 (2012); Goodman-Delahunty, J., et al., Insightful       or Wishful: Lawyers'
Ability to Predict Case Outcomes, 16 Psych. Pub. Pol. & L. 133 (2010)

October 2      On the Stump simulation/role play



Week 3:

October 7      Korobkin, Chapter 3: Persuasion

Supplemental Readings:

    Tversky, A. and D. Kahneman, Judgment Under Uncertainty: Heuristics and Biases (1973);     
Kahneman, D. and A. Tversky, Prospect Theory: An Analysis of Decision Under Risk, 47             
Econometrica 263 (1979); Maaravi, Y. and A. Levy, When your anchor sinks your boat: Information
asymmetry in distributive negotiations and the disadvantage of making the            first offer, 12 Judgment
and Decision Making 420 (2017); Bhatia, N. and B. Gunia, “I was            going to offer $10,000 but . . ..”: 
The Effects of Phantom Anchors in Negotiation, 148 Org.        Behav. & Hum. Dec. Processes 70 (2018)

October 9      Club West and The Baseball Player simulations/role plays

Week 4:

October 14    Korobkin, Chapter 4: Integrative Bargaining

           Supplemental Readings:

    Thompson, L. and R. Hastie, Social Perception in Negotiation, 47 Org.  Behav. & Hum. Dec. 
Proc. 98 (1990); Tetlock, P., Bringing probability   judgments into social policy debates via
forecasting tournaments, 355 Science 481 (2017);  Harvard Law School Free          Report: Dealing with
Difficult People, available at https://www.pon.harvard.edu/freemium/dealing-with-
difficult-people/  (https://www.pon.harvard.edu/freemium/dealing-with-difficult-people/)

October 16    The Blockbuster and The Carpool simulations/role plays

Week 5:

October 21    Korobkin, Chapter 5: Power

The White Album simulation/role play

Supplemental Readings:

        Pinkley, R. et al., The Impact of Alternatives to Settlement in Dyadic Negotiation, 57 Org.          Beh. &
Hum. Dec. Proc. 97 (1994); Schaerer, M. et  al., Bargaining zone distortion in negotiations: The
elusive power of multiple alternatives, 13 Org. Behav. and Hum. Dec.              Proc. 156 (2016); Hüffmeier,
J., et al., Being Tough or Being Nice:  A Meta-Analysis on Impact of Hard- and Softline Strategies
in Distributive Negotiations, 40 J.  Mgmt. 866 (2014)

October 23    Korobkin, Chapter 6: Fair Division and Related Social Norms

In Re International Roofing Co. simulation/role play

Supplemental Reading:

         Welsh, N., Presumptions of Fairness in Negotiation, 87 Marquette L. Rev. 753 (2004)

https://www.pon.harvard.edu/freemium/dealing-with-difficult-people/


Week 6:

October 28    Waterman v. Omaha Central Railroad simulation/role play

October 30    Korobkin, Chapter 7: Trust; The Construction Venture simulation/role play

            Supplemental Readings:

     Centorrino, S., et al., Honest signaling in trust interactions: Smiles rated as genuine induce       trust and
signal higher earning opportunities, 36 Evolution and Hum. Behav. 8 (2015);                 Dunn, J.R. and M.
Schweitzer, Feeling and believing:  The influence of emotion on trust, 88       J. Personality and Soc. Psych.
736 (2015); Yip, J.A. and M. Schweitzer, Trust promotes                 unethical behavior:  Excessive trust,
opportunistic exploitation, and strategic exploitation         (2015); Kong, D.T.  and J. Yao, Advancing the
Scientific Understanding of Trust and Culture       in Negotiations, 12 Negotiation and Conflict Management
Research 117 (2019);                           Druckman, D., R. Lewicki, and S.P. Doyle, Repairing violations of
trustworthiness in                       negotiation, 49 App. Soc. Psych. 145 (2019)

 Week 7:

Nov. 4           Korobkin, Chapter 8: Emotions of Conflict; Orca View simulation/role play

           Supplemental Readings:

     Hassin, R.R., et al., Inherently ambiguous: Facial expressions of emotions in context, 5
 Emotion Rev. 60 (2013); Olekalns, M. and D. Druckman, With feeling: how emotions shape     
 negotiations, 30 Neg. J. 455 (2014); Whitcower, Z. and J.L. Tracy, Bodily communication of       emotion: 
Evidence for extra-facial behavioral expressions and available coding systems, Emotion Review (May 4,
2018);

Nov. 6           Korobkin, Chapter 9: Negotiator Style; Smith v. Electec simulation/role play

Schneider, A.K., Shattering Negotiation Myths:  Empirical Evidence on the Effectiveness of Negotiation
Style, 7 Harv. Neg. L. Rev. 143 (2002); Hϋffmeier, J., P.A. Fruend, A. Zerres, K. Beckhaus, and G. Hertel,
Being Tough or Being Nice:  A Meta-Analysis on the Impact of Hard- and Softline Strategies in Distributive
Negotiations, 40 J. Mgmt. 866 (2014)

Week 8:

Nov. 13         Korobkin, Chapter 10: Group Membership;

US Women’s National Soccer Team litigation simulation/role play

Supplemental Readings:



Shen, W., J. Keller, and D. Joseph, Are men better negotiators everywhere?  A meta-analysis of how gender
differences vary across cultures, 40 J. of Org. Behav. 651 (2019), in Bowles, H., Psychological Perspectives
on Gender in Negotiation, HKS Faculty Research Working Paper Series RWP12-046, John F. Kennedy
School of Government (2012); Gladstone, E. and K. O'Connor, A Counterpart's Feminine Face Signals
Cooperativeness and Encourages Negotiators to Compete, 125 Org. Beh. & Hum. Dec. Proc. 18 (2014);
Exley C., et al., Knowing When to Ask: The Cost of Leaning In, Harvard Business School Working Paper 16-
115 (2016); Charness, G. and U. Gneezy, Strong Evidence for Gender Differences in Risk Taking, 83 J.
Econ. Behav. & Org. 50 (2012)

Week 9:

Nov. 18         Korobkin, Chapter 11: The Principal-Agent Relationship; The Startup
simulation/role play

Nov. 20         Korobkin, Chapter 12: Multilateral Negotiations; The Stadium
simulation/roleplay

Week 10:

Nov. 25         Mary Smith simulation/roleplay revisited

Week 11

Dec. 2           Korobkin, Chapter 14: Deceit;

Supplemental Readings:

Grosch, K. and H.A. Rau, Gender differences in honesty: The role of social value orientation, 62 J. Econ.
Psych. 258 (2017); Craver, Negotiation Ethics for Real World Interactions, 25 Ohio St. J. on Disp. Resol. 299
(2010);  Lee, M. M. Pitesa, M. Pillutla and S. Thau, Male immorality: An evolutionary account of sex
differences in unethical negotiation behavior, 60 Acad. Mgmt. J. 2014 (2017); Mason, M., E. A. Wiley and D.
R. Ames, From belief to deceit: How expectancies about others’ ethics shape deception in negotiations, 76
J. Experimental Psych. 239 (2018)

December 4  Mossyback Lane simulation/role play

https://canvas.uw.edu/courses/1321963/assignments/4952839

