
 

Department of Management 

Syllabus for HRM 479 

Autumn Quarter 2013 

 

Personal Information 

Instructor Wendy Cook, PhD 

Office Des Moines Room: 372, Phone: extension: 3852, cookw@cwu.edu  

Office hours: Noon-3:00PM Thursdays and by appointment. 

Mobile Phone: 206-790-0109 
Please text my phone; do not call.  If I am available and can talk, I 
will let you know.  Typically, I am engaged in something where I can’t 
call, but I can text. When texting me, you must tell me who you are 
and which class you are in.  If you can’t text, email my personal 
account at drwendyscook@gmail.com and I will be able to get that email 
relatively quickly as it will be delivered to my phone.  It is 
extremely rare that I will answer anything after 10PM. 
 

Course Description from the current CWU catalog: 

Statutory and case law governing labor relations. Contracts and 
negotiations. Impasse procedures. Arbitration cases and grievance 
procedures. Contemporary issues and cases. 

Course Description from professor: 

The purpose of this course is to understand the theory and processes 
of employee relations.  Included and prioritized in this course is 
learning the art and science of negotiation and conflict resolution so 
that you can negotiate, manage, lead, and mediate successfully in a 
variety of settings. The course is designed to be relevant to the 
broad spectrum of labor and negotiation problems faced by managers, 
consultants, and others. Because everyone negotiates on a daily basis, 
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this course is relevant to every student.  In particular, students 
pursuing careers in HR, sales, marketing, mergers and acquisitions, 
banking, purchasing, real estate, entrepreneurship and other areas 
that require skill in negotiation and persuasion should find the 
course useful and relevant. If you take advantage of everything this 
course has to offer, you will become comfortable and adept in your 
future negotiations. 

This course is designed to complement the technical and diagnostic 
skills learned in the other courses at CWU. A basic premise is that 
the manager needs analytic skills and, more importantly, interpersonal 
skills for effective negotiation and labor relations. The course will 
allow students the opportunity to develop these skills experientially 
and to understand negotiation in useful analytical frameworks.  

Course Objectives 

By the end of the course, the student should be able to: 

· Plan appropriately for a negotiation between labor and management. 
· Negotiate effectively in the areas of conflict and salary. 
· Plan appropriately to serve as a mediator between employees and 

management. 
· Understand labor law and labor relations. 
 
The Management faculty wants to assist their students in comprehending 
ethical issues in business and applying an ethical framework to 
business decision-making.  Ethical issues will be covered in class and 
students can expect to be tested on their ability to recognize such 
issues and apply an ethical framework to business decision-making. 

Texts and Other Materials 

Required:  

 
Negotiation: Readings, Exercises, and Cases, 6th Edition 

 

 
Roy J Lewicki, Ohio State University  
Bruce Barry, VANDERBILT U - NASHVILLE  
David M Saunders, Queen's University  
Softcover,  720 pages 
©2010, ISBN-13 9780073530314 
 MHID 007353031X 
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Criteria for Evaluation: 

Participation:    100 points      

Graded Negotiations:  100 points each (400 points total)  
  

Term Paper:    100 points 

Reputation Index:   100 points 

Total:      700 points 

Participation is critical in a negotiations class.  Should you need to 
miss class for any reason, you must discuss it with me in advance.  I 
expect all members of the class to look at this course as an 
opportunity to develop themselves.  This is not merely a cognitive 
exercise, but a practical application class.  Because of this, you 
need to attend every class, participate fully, and be open to 
providing and receiving honest, constructive feedback. 

Graded Negotiations: You will complete four negotiations that will be 
graded based on how well you did in comparison to other negotiating 
groups.   

Four role-plays will be conducted outside of class.  By virtue of a 
point scheme assigned to particular variations in settlements, 
negotiators will be evaluated on the settlements they achieve.  The 
procedure will basically operate as follows: 

• Roles will be assigned and the negotiations explained 
at the end of a particular class period.  Students 
will be assigned to one or two person teams, and 
opponents specified. 

• Students will have an entire week to arrange a 
negotiation with their opponent and arrive at a 
settlement. 

• Results of negotiation are due in writing to the 
instructor by a specified deadline.  Failure to meet 
the deadline will result in a penalty of ½ the final 
grade. 

• Teams will be assigned grade points based on the 
quality of their solution as compared to all other 
teams playing that same position. 
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• All members of a team will be assigned the same grade 
points for the exercise unless appealed to the 
instructor.  Appeals must be specified in writing no 
later than 24 hours after the negotiation results are 
submitted. 

Term Paper: You have your choice of term paper.  For those getting an 
HRM specialization, you are required to research and analyze an HR 
person. 

• Researching and analyzing a negotiator -- e.g. a 
diplomat, a labor leader, head of state, or someone 
you can get information on.  You will contact and 
interview someone who negotiates regularly in his/her 
occupation.  If you are an HRM student, please utilize 
SHRM for this purpose. 

• Preparing a paper that summarizes a stream of research 
in one of the many areas of negotiation -- e.g. the 
effectiveness of threats, face saving, strategies of 
deterrence, effectiveness of third parties, etc.  You 
will summarize the current research in any area of 
negotiations you choose.  You are required to use at 
least 20 journal articles for your sources. 

• Write a “personal case,” based on your own negotiating 
experience.  You should write a case that describes 
your experience, and then analyze that case. If ou 
select this option, you must be able to get someone's 
view other than your own about the events and how they 
transpired. 

• Actually negotiate for something of personal value, 
and then write a paper on it.  You will plan and 
execute an actual negotiation during the span of the 
course, and then write a paper on it. The paper can 
entail the actual planning for the negotiation, the 
execution of the negotiation, report of results, post-
hoc interviews and analysis, integrating theory, 
models, etc.  Examples include: negotiating a grade 
change with a faculty member, resolving a conflict 
with a roommate, parent, spouse or friend, negotiating 
a new job assignment, salary or working conditions 
with an employer, buying automobiles, furniture and 
sporting goods, etc. 
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• Write a role-play.  You may combine personal 
negotiating experience with historical research to 
write a role-play scenario rather than a case or 
description.   

Reputation Index: At the end of each negotiation, you will need to 
fill out a reputation index for your partner(s). 

Classroom Conduct     

Everyone is expected to participate in classroom activities in a 
professional manner. It is the policy of the Central Washington 
University not to discriminate on the basis of gender, sexual 
orientation, disability, race, color, religion, or national or ethnic 
origin in its educational programs. If you have a complaint, please 
inform the instructor, the Management Department Chair, the College of 
Business Dean, or the campus EEO/AA office. Honesty and integrity is 
expected of all students. Academic dishonesty and misconduct will be 
dealt with according to the regulations of Central Washington 
University. Specifically, any student who is cheating or any violation 
of the student honor code will at a minimum receive an “F” for the 
course and at a maximum will be expelled from the University and be 
prosecuted. Please do not engage in any form of cheating or plagiarism 
– doing so will generally result in your failing the class. It is 
expected that students will live and uphold the CB Honor Code: 

“As College of Business students we pledge to uphold these standards 
of professionalism and conduct ourselves in accordance with them. We 
will not lie, cheat, or steal, and will not tolerate those who do. 

Our behavior defines who we are and what we will become.” 

Ground Rules: 

Considerable emphasis in this course is placed on simulations and 
role-plays as a vehicle for providing you with opportunities to 
experiment with negotiating techniques in a variety of contexts. This 
necessitates some fundamental ground rules for students who choose to 
take the course. Herewith, the CACTUS rules (Barry, 2002): 

• Commitment: You must make a personal commitment to prepare 
assiduously and negotiate seriously. Each time you participate in 
a simulation, the educational experience of one or more other 
students is directly linked to what you do. If you are not willing 
to make this commitment, then this is not the elective for you. 
 

• Attendance: Many negotiations will be conducted in class. If you 
miss a class, you adversely affect the educational experience of 
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other students assigned to negotiate with you. Class discussions 
in which we debrief a simulation are also hampered by the absence 
of negotiators. If you cannot arrange travel and other obligations 
around this class, please find another elective.  
 

• Confidentiality: Within each negotiation simulation, you will be 
assigned a role and provided with confidential information for 
that role. It is imperative that you read only the material 
assigned for your role. Moreover, because there are future 
sections of this course, it is critical that you (a) take care not 
to lose role instructions, (b) return or destroy role instructions 
at the end of the course, and (c) avoid discussing the specifics 
of simulations with students not taking the course. 
 

• Timeliness: When you are asked to prepare for a negotiation or to 
turn in results, it is crucial that you meet the deadline. 
Everyone in the class is engaging in the simulation and debriefing 
the results simultaneously, so lateness is unacceptable. 
 

• Unctuousness: I don't have a rule the essence of which can be 
captured with a word beginning with the letter "u" but it's always 
a good idea to avoid being unctuous. 
 

• Silence: When negotiations or negotiation preparations take place 
outside of class, do not discuss them with others (beyond 
teammates in a group negotiation simulation). When details or 
results are discussed, it is almost inevitable that others who 
have not yet undertaken the task will hear your comments, which 
biases their experience. The value of experiential activities in 
this class is diminished by prior knowledge or divulged 
information.   

 

Simulation Procedures: 

You will be assigned a role and partner(s) for each negotiation 
simulation. For each negotiation simulation, keep the following in 
mind: 

• Be sure to pick up the correct role instructions for your assigned 
role. 
 

• Every session will include a negotiation exercise, so preparing 
for class involves not only completing the assigned reading, but 
also preparing for the specific case or exercise. You should 
always complete a "Negotiation Preparation Sheet" to use in the 
negotiation. Early in the term I'll give you a form to assist in 
this endeavor. Writing down your thoughtful preparation will 
always help you so it's a good idea to create this "Prep Sheet" 
even when I don't give you a form. 
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• If you must miss a simulation, notify me at least three days in 

advance, and either arrange to complete the simulation at another 
time or else arrange for someone to take your place in the 
simulation.  

 
• You should be aware that not all of the simulations you 

participate in will "feel" pleasant. One or more may cause 
frustration, tension, or annoyance with yourself and/or others. 
Frustration, dissatisfaction, conflict, and ambiguity are all part 
of organizational life and can be especially prevalent in 
negotiation settings. Therefore, you can explore, in a "safe" 
setting, how these feelings influence the success of the current 
negotiation, as well as future negotiations. 
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COURSE CALENDAR:  

September 26: Syllabus, introductions 

 Read 1.1, 1.2 

October 1: Background and Distributive lecture online 

 Complete Surveys on Blackboard 

October 3: Distributive negotiation and debrief 

 Read 1.4, 1.7 

October 8: Distributive and integrative lecture online 

 Complete All questionnaires from the textbook 

October 10: Integrative negotiation and debrief 

 Read 2.1 and 2.5 

October 15: Graded Negotiation 

 Read 2.7 and 2.8 

October 17: Power Exercise. Bring $20 to class. 

October 22: Strategy and Planning lecture online. 

October 24: Integrative Negotiation and debrief. 

 Read 2.9, 2.10, and 2.11 

October 29: Negotiation Subprocesses lecture online. 

October 31: Non-verbal communication and lie detection. 

November 5: Negotiation contexts lecture online. 

 Read 3.1, 3.2, and 3.3 

November 7: Integrative negotiation and debrief. 

 Read 3.6, 3.7, and 3.8 

November 12: Individual differences lecture online. 

 Read 4.1, 4.2, and 4.3 

November 14: Cross Cultural differences lecture online. 

 Read 5.1, 5.2, and 5.3 
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November 19: 2nd Graded negotiation. 

 Read 6.1, 6.2, and 6.3 

November 21: Debrief and Resolving differences discussion. 

November 26: 3rd  Graded negotiation 

November 28: Thanksgiving 

December 3: 4th Graded negotiation. 

 Read 7.1, 7.2, 7.3, and 7.4 

December 5: Best Practices and final debrief. 

December 10: Final paper due. 

Caveat 

Changes may be made to the above schedule when necessary. 

 

ADA Considerations 

Students with disabilities who wish to set up academic adjustments in 
this class should give me a copy of their “Confirmation of Eligibility 
for Academic Adjustments” form from the Disability Support Services 
Office as soon as possible so we can meet to discuss how the approved 
adjustments will be implemented in this class.  Students with 
disabilities without this form should contact the Disability Support 
Services Office, Bouillon 205 or dssrecept@cwu.edu or 963-2171 
immediately. Sample Syllabus
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