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a.

b.
<.

* Subsilled by the Cotiege of: | COMMUNICATIONS & INF STUDIES : Today's Date. 9122012

* BeparlmentDivision” . Communication

* Contact Person Mame: é«;;;aﬂééﬁrio‘ -

" iEmalt Deanna Selnowuky.s|Phona; |
* Responsible Factdty i0 (f different from Contacty. MR

Emait - B iPhene: !

. * Requested Effective Date: > Semester fofowing approval OR 0 Specific TemVYear

Shouid Lhis cowrse be @ UK Cora Cowmsa? o yag & No
i YES, check the areas that apply:

D inquiry - Arts & Creativity 5 Composition & Communications - 1l
Tinquiry - Humanitiss T Quantitalive Foundations

T inguiry - NatiMath/Phys Sci 1 Staistical Inferential Reasoning

3 inquiry - Social Sciences T U8, Citizanship, Community, Biversity

2 Composition & Communications -t ¥J Global Dynamics

2. Designation and Description of Propesed Course,

a.

b.

. Transcript Title {ff fulf titie is more than 40 charactess ) Negotiation and Conflict Mgmt

. Tobe Cross-Listed 2 with (Prefix and Nuber): |

* Wil this course alsa ba offered through Distarce Learning?  “Yes ® % No

* Prefic and Number, C

. Ful Tite: Cron;aﬁr.iﬁircétioﬁ_, Hagotiation, and Confiict Managemani in Crganizations o

. * Coursos musl be descibed by al least one of the meeting patiems below. Includa number of acluat contact houss? for each meeting pattemn type.

3 iLecture i Laboratory? © Recitation i Discussion
Indep. Study Chrical _ Cotoguium . Practicum
iResearch | |Residency Sepirar . Studio

_iCther i Other, Please explainy i o

. ®ldentity 2 grading system. & Lelter {A B, C, etc.) % Pass/Fail

. " Nurber of credits: 3

i. *ls this cowrsa repeatabla for additional credit? < Yes ¥ No

IF YES: Maxinwrm number of cradit hours:
If YES: Wil this cowrse atow mullipie ragistrations during the same semester? G Yes © o

. * Course Description for Buflebim

OFFICE OF THE
SENATE COUNGH.

This caurse exﬁlotés”iﬂg”raié"of cesmunication in negotiaticn and confli‘ctEa‘h‘égé;;r{;“-i._r;-_c;raér;i.é;l.tions. The conise
examines conflict theories and approaches, negotiation processes, and third party intervention through the stndy of

strategies and tactics, interaction processes, phases and stages of negotiation developcant and conflict framing.
The ¢ourss eganines strategies and tactics used in exchange of offers and countercffers, salary negotiations,
boying and selling of products, team bargaining, and rultipearty negotiations,

et o

CIB 110,15 111, COM 325

. Supplementary teaching component, if any: > Community-Based Experience @ Service Leaming ' Bolh

3. * Wil thls course be taught off campus? " Yes ¥ No
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IFYES, enter the off campus address: :
4. Frequency of Course Offering.
a. " Course il be offared {check all that applyy T Fa¥ = Spring  © Sumrner & Winter

b Wil the course be offered every year? % Yes O Ro

If No, explain: -

§. * Are facilities and personnel nacessary for the proposad newcourse avadable?  + Yes © Mo
1f Mo, explain ' ' ) :
6. * What enrollment {per saction per semester} may reasonably be expectad? i ”

7. Aanticlpated Student Demand,
a. " Will this course serve students primarily within the degree program?  © Yes O No

b. * Wil it bo of interest to a sigrificant number of studants autside the degree pgm? ¥ Yes C No
If YES, explain:

‘students majoring in any of the prograzs in the Collége of Business and Econcmics way find the conrse a gocd
coemplement to their pregras of study.

8. * Check the category most applicabl to this course:

% Traditionaf ~ Offared in Correspanding Departments al Universitiss Efsewhere
tJ Relatively New - Now Being Widely Fstabished
T Mot Yet Found in Many {or Any) Clher Universities

9. Course Refationship to Programi{s}.

a. * Is ihis course past of a proposed new frogram? <" Yes & No
IFYES, name the propesed new program:

b. * Wi this course be a new requiremant Hor ANY program? 2 Yes & No

I YES =, Bst affected programs::

Communicatien majors who cheose the Business and Organizaticonal Communication Lzack may choose this conrse Trem a
series of Courses. ) i B .
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a. *Isthe course 4003 or 5607 Yes ® o
IEYES, the differentation for undergraduate and graduale students must be included in the information required in 16.b. You must inciude: {#) identification of
additionat assignments by the graduate studenls; andlor (i} astabishment of diferent grading criteda in the course for graduate studants. {Ser SR 3.1.4)

b, =" The syllabus, including course deseription, student leaming outeomes, and grading poicies (and 400G-5005vel grading differentiation if appticable, from
10.a above) are atlached.
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Communication, Negotiation, and Conflict Management in Organizations

COM 425 Location, Day and Time TBD
Professor: Kevin Real, Ph.D., Dept of Communication
Email: kevin.real@uky.edu
Office: 241 Grehan Building
Phone: 257-6398
Office Hrs: TBD

COURSE DESCRIPTION

This class explores the role of communication in negotiation and conflict management in
organizations. The course examines conflict theories and approaches, negotiation processes,
and third party intervention through the study of strategies and tactics, interaction processes,
phases and stages of negotiation development, and conflict framing. Negotiation and conflict
management rely on communication skills and communication processes. The course examines
strategies and tactics used in exchange of offers and counteroffers, salary negotiations, buy.ng
and selling of products, team bargaining, and multiparty negotiations.

Prerequisites: None

Student Learning Outcomes:
Upon successful completion of this course, students will be able to:

1. Describe the different types of negotiation.

2. Develop a repertoire of communicative strategies and tactics to use in conflict and
negotiation situations.

3. Employ communicative, diaghostic and intervention techniques for altering the course
of negotiation and for achieving positive outcomes.

4, Respond effectively to other negotiators in framing conflict situations, planmng for

interactions, and developing working relationships.

Course Objectives:

1. To demonstrate an understanding of the different types of negotiation and acquire a
repertoire of communicative strategles and tactics to use in conflict and negotiation
situations,

2. To explain and develop communicative, diagnostic and intervention techniques for altering
the course of negotiation and for achieving positive outcomes,




3. To identify and respond effectively to other negotiators in framing conflict situations,
planning for interactions, and developing working relationships.
Regtiired materials:

Lewicki, Roy J., Barry, B., & Saunders, D. M. Essentials of Negotiation, 4" edition. Boston:
Irwin, McGraw-Hill, 2007 {Lewicki).

Reading packet available... TBD The packet contains cases, exercises, and assignments that will
be used throughout the quarter. They are arranged in the order in which they will be
used in the course. PLEASE BRING THE PACKET WITH YOU TO EVERY CLASS

DESCRIPTION OF COURSE ACTIVITIES AND ASSIGNMENTS

Class Atmosphere And Communication

1. Classroom Discussion Environment. Learning takes place best when a safe environment is
established in the classroom. Derogatory comments about race, ethnicity, class, gender,
sexual orientation, religion, and nationality are not respectful of others.

2. Learning Assumptions and Expectations. This is a quick-moving course. Class discussion
and activities will build from course readings so it is necessary that you complete the
reading before the assigned date. Application of concepts to the cases discussed in class
hinges on staying up-to-date with the readings.

o This course employs a combination of discussion, class exercises, lecture, and
application of course concepts. The course is highly participatory in that you will
engage in simulations, case analysis, and exercises in class. You will learn by
participating in class activities as well as through completing course assignments.

¢ Please turn off all electronic equipment before class, including ipods, Blackberries,
cell phones, similar technologles, etc. They disrupt class exercises and interfere with
the ability to focus on class discussion.

3. Class Exercises. A number of role-playing exercises, simulations, and cases are used in this
course,

¢ For the purposes of this course, you should treat behavior in the simulations and
role playing exercises as genuine. Although the stakes may be different outside of
class, the interactions are often similar to situations that occur in the workplace.

o You will be given confidential information to conduct the exercises. Please do not
share this information with other class members until the exercises are completed.

4, Communication. PowerPoint slides for lectures will be posted or emailed to the class. | will
use this approach to communicate with you on a regular basis through emails and to post/
email study guides, information for class discussion, and other materials.

¢ If you have problems or questions during the quarter, please see me immediately. If
you are concerned about your grade, please see me before it becomes a problem.




Class papers require understanding how to apply course concepts to analyze
negotiation interaction. | will distribute a sign-up sheet for you see me about your
thesis topic, outline of the paper, and ideas for analysis immediately after the
simulation. 1 will schedule special appointments during the time you are working on
your paper assignment.

Course Reguirements
1. Examinations. Three exams will be given during the course.

The exams are non-cumulative—although some general knowledge of negotiation
processes carries into the second and third exams.

In addition to recall material, questions on exams will ask you to apply course
concepts to cases and class exercises. Test questions will be drawn from material
covered in class, textbook chapters, readings from the course packet, cases, and
exercises. | will provide you with a study guide for each exam. You should take
notes in class and notes from your book to prepare for the exams.

2. Simulation Analysis Papers. In addition to the exams, you will be asked to write a pape-
that analyzes a negotiation simulation (7-8 pages, typed, double-spaced). The paper is due
on Nov 14

Your paper applies course concepts to the analysis of a class simulation. In this
paper, you are required to view a videotape of a class simulation, take an objective
look at it, apply one or two course concepts, make a thesis argument, and support
your argument with detailed quotations from the negotiation interaction. The thesis
argument should be a general conclusion that might explain why and how the
negotiation evolved as it did. In the paper, you need to define and describe the
concepts that you select before you apply them. Analyses should also reveal insights
and discover new ideas that were not obvious through a surface examination of the
negotiation,

Additional detailed guidelines will be given on how to write the paper, including
making a thesis argument, organizing the paper, and providing evidence to support
claims for a position, For the analysis of the simulation, see pp. xx in your course
packet for a detailed assignment.

Papers should be double-spaced with a 12 point font.

3. Homework Assignments. Throughout the quarter, you will be asked to complete several
homework assignments in preparation for negotiation exercises. You will receive specift:
instructions for each assignment in class or in your course packet.

4. Participation. Participation is an important element to this class and reflects your
involvement in the case studies, discussions, and other activities we do in class. These
exercises, activities and assignments relate to course concepts.

Palicles And Procedures

e Attendance and Participation. Your understanding and application of the course material
depends on your class attendance.

Two unexcused absences are allowed before your grade is impacted. Each




absence thereafter will result in ten points deducted from your final grade in the
course. There is a strong correlation between class attendance and the quality of
performance in role plays, simulations, class discussions, as well as performance on
exams and written assignments. Since a number of class assignments and activities
require your presence, frequent absences in this course will influence your grade.
You are responsible for the content and lecture material, for special instructions and
class assighments covered on any day that you are absent.
¢ Excused absences as the result of a UK activity (e.g., official school function, religious
holiday, etc.) or a documented illness are not part of this rule. However, you must
have written documentation for these absences and present me with this record.
Please contact me in advance for absences you know you will have due to school
functions.
e Tardiness. Class periods often begin with a role-play activity. Please be on time to
class. It is very difficult to begin the activities when class members are late. Being
tardy then, delays the entire class. Please be on time.
Late Work and Assignments. By definition, late assighments are below average. Missed or
late assighments create major time and scheduling conflicts, and are unfair to those who
are prepared. For these reasons, any late assignment will have 10 percent deducted from
the score as a penalty for each day it is late {including weekends). An assignment is
considered late when it is submitted after the stated deadline, and deductions will be taken
beginning with the missed deadline. For example, if an assighment is due in class on
Thursday, deductions will begin immediately following the conclusion of class. The only
exception to this policy will be documented and university accepted excuses {see Students
Rights and Responsibilities Code). No make-up work is available for in-class exercises or
exams unless prior arrangements are approved by the instructor.

¢ Please submit assignments early if you anticipate missing class.

e Exams should be taken on the day that they are scheduled. Make-up exams will

be given ONLY in extreme circumstances and only due to excused absences,

Academic Dishonesty. Intellectual dishonesty is a fancy term for cheating. Unless explicitly
noted by the instructor, all work must be the original product of the student, and all
materials taken from others must be properly cited. Cheating and plagiarism in any form,
regardless of any justification, will not be tolerated. Any student whom the instructor has
sufficient evidence to believe has cheated or plagiarized in the course will typically receive
an automatic "E" for either the assignment or the entire course. Additional penalties may
involve a letter in one’s permanent record, suspension, and more. As you can see, these are
extreme measures for academic offenses that we believe are serious. Policies related to
cheating/plagiarism (as well as excused absences, withdrawal, incompletes, final exams and
common exams) can be found in your copy of Student Rights and Responsibilities. As
students and faculty in the University of Kentucky, we are all responsible for adhering to
these policies. You should be particularly familiar with Senate Rules 6.3.1 and 6.3.2, which
are available online at http://www.uky.edu/StudentAffairs/Code/part2. html.
Students with Disabilities. Any student in this course who has a disability that may prevent
him or her from fully demonstrating his or her abilities should contact me personally as




soon as possible so we can discuss accommodations necessary to ensure full participation
and facilitate your educational opportunities. If you have a documented disability that
reguires academic accommodations, please see me as soon as possible,

GRADING CRITERIA

There are no optional assignments. Your grade in this course is a function of the following:

Points
Tests 600
e Examl1 200points
s Exam?2 200points
e [Exam3 200
points

Paper Assignment

200 points | 200

Participation/Homework

200 points | 200

1000

TOTAL
Final letter grades will be assigned based on the following point distribution:
Grade Point Range
A 900-1000
B 800899
C 700-799
3] 600 -699
E Below 600

Final Exam Information: TBD

Mid-term Grade: Mid-term grades will be posted in myUK by the deadline established in the
Academic Calendar (http://www.uky.edu/Registrar/AcademicCalendar.htm})

COURSE QUTLINE

Date Topic Assignment

Aug 22 Introduction and Overview

Aug 27 No Class- Labor Day Hofiday

Aug 29 Definitions and Theories of Conflict and Lewicki, Chap. 1,

Negotiation in Organizations

Deconstructive/Constructive
Conflict; {Handouts; packet)




Date

Topic

Assignment

Sep 3-5

Sep 10-12

Sep 17-19

Sep 25-27

Sep 27

Oct 1-3

Oct 8-10

Oct 15-17

Oct 22-24

Oct 29-31

Strategies and Tactics in Distributive
Bargaining

The Art Market

Negotiating a Job Offer

Used Car and Salary Negotiation
Exercises

Strategies and Tactics of Integrative
Bargaining;

Aunt Shelley’s Preserves

Ugli Orange Negotiation;

International Accounting Case
Comparing Distributive and Integrative
Negotiation

Negotiation, Strategy and Planning

Exam 1

Communication, Perceptions, and
Cognitive Bias
Negotiator Agency Relationship

Preparation for Negotiation Simulation
Negotiation Simulation Paper
Guidelines for Simulation Paper
Sample Papers

Working in Negotiation Teams

Negotiation Simulation
(both classes of this week)

Debriefing Negotiation Simulation
Communication in Negotiations
Finding and Using Negotiation Power
Language and Civility

Lewicki, Chap. 2

(Case; packet}
(Reading; packet}

Used Car Case; Background Info.

(packet)
Lewicki, Chap. 3

Lewicki, Chaps. 3
Role-play handouts in class

(packet)

Lewicki, Chap. 4

Covers Chapters 1-4; readings in
packet, cases, class exercises

Lewicki, Chap. 5

The Agency Relationship (packet}
Planning Meetings for Simulation
Paper Assignment (packet}

bring to class
Packet

Lewicki, Chap. 6

Lewicki, Chap. 7




Date

Topic

Assignment

Nov 5

Nov 7

Nov 12-14

Nov 14

Nov 19

Nov 21

Nov 26

Nov 28

Dec 3-5

Ethics in Negotiation

Exam 2

Relationships in Negotiation
Multiple Parties and Teams

International and Cross-Cultural
Negotiations / Communication
No Class- Thanksgiving Break
Best Practices in Negotiations

Exam 3

Communication and Best Practices in
Negotiations for Success in Life and Work

Lewicki, Chap. 8

Covers Chapters 5-8; readings in
packet, cases, class exercises

Lewicki, Chaps. 9 & 10

Paper Due—Nov 14- Analysis of
Simulation

Lewicki, Chap. 11

Thanksgiving Break

Lewicki, Chap. 12

Covers Chapters 9-12; readings in
packet, cases, class exercises

Role-play handouts in class and
packet
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