PUBAFRS 6530: Negotiation Skills
Semester 20XX Syllabus
Location
Thursday, 1:50-3:40pm
Credit Hours: X

COURSE OVERVIEW
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Professor: Maggie Lewis
Contact Info: lewis.933@osu.edu
Office Hours: After class or by appointment
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COURSE LEARNING GOALS
The goal of this course is to explore the major concepts and theories of the psychology of
bargaining and negotiation and to improve students’ negotiation skills. More specifically, upon
successful completion of the course, students will have:
• An improved awareness and understanding of her/his individual negotiation style;
• An understanding of the core strategic approaches to negotiation and the management of
differences;
• An understanding of how to negotiate with multiple parties and with the assistance of a
third party;
• Enhanced self-confidence with respect to individual negotiation skills.
DEGREE LEARNING GOALS AND OBJECTIVES
The course contributes to the Glenn College learning goals and objectives related to foundational
knowledge in public management affairs; competencies in management, leadership, and policy
analysis; and developing an appreciation for multiple perspectives in public affairs. In particular,
the course focuses on the following objectives at an advanced level:
•
•
•
•
•

Students can participate in and contribute to the policy process.
Students can analyze, synthesize, think critically, solve problems and make decisions
Students can articulate and apply a public service perspective
Students can communicate and interact productively with a diverse and changing workforce
and citizenry
Students can interact effectively with public policy and administration professionals from a
broad range of sectors, using professional competencies common to the field.
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Format
Class will meet once a week during the first half of the semester. Class time is devoted to
lectures, class discussions and role plays /exercises.
COURSE MATERIALS
Textbooks
Essentials of Negotiation, Roy Lewicki, David M. Saunders and Bruce Berry, Sixth Edition
(preferred) McGraw Hill ISBN 978-0-07-786246-6
Getting to Yes: Negotiating Agreement Without Giving In, Roger Fisher, William Ury and Bruce
Patton
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Students can access textbook information via the Barnes & Noble bookstore website:
www.shopOhioState.com as well as from their BuckeyeLink Student Center. This information is
disseminated by B&N to all area bookstores. You may buy from a store of your choice and/or
shop for books (always use ISBN# for searches) online.
Handouts
The role play and simulation activities require handouts which will be distributed in class.
Students are responsible to obtain all materials due to any class absence.
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Attendance
Attendance in class is expected. Absence is likely to cause an inconvenience and loss of
opportunity to both the absent student and to classmates. Points will be deducted for excessive
absences.
Student Work Requirements
1. Class Preparation and participation-This course requires that students come prepared to class.
Active participation is critical to learning and in class exercises and activities depend upon each
student being well-prepared. The class participation segment of the grade will be based on class
attendance and the quality of your preparation and contributions. There are two forms of
preparation, reading and assignments:
Reading has been assigned for each class. Students will be responsible for all reading
assignments.
Assignments are the role plays, questionnaires and assessments that must be completed for class
or between classes.
2. Graded Negotiation and Accompanying Paper-There will be one graded negotiation in the
course. Students will be evaluated on the basis of their performance in the role play and the paper
they submit o that role play.
3. Final Paper-This paper will require you to conduct a live negotiation outside of class.
Guidance for this paper will be provided in class.
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Summary of Graded Components
Points
Class Participation 25
Assigned Negotiation and Paper 35
Final Negotiation and Paper 40
Guidance for assignments will be provided in class.
C+
C
D+
D
E

< 80% to 77%
< 77% to 73%
C< 73% to 70%
< 70% to 67%
< 67% to 60%
< 60% to 0%
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Grading Scale
A
100% to 93%
A< 93% to 90%
B+
< 90% to 87%
B
< 87% to 83%
B< 83% to 80%
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Academic Misconduct
The Ohio State University’s Code of Student Conduct, Section 3335-23-04 defines academic
misconduct as: “Any activity that tends to compromise the academic integrity of the University,
or subvert the educational process.” Examples of academic misconduct include (but are not
limited to) plagiarism, collusion (unauthorized collaboration), copying the work of another
student, and possession of unauthorized materials during an examination. Ignorance of the
University’s Code of Student Conduct is never considered an “excuse” for academic misconduct.
The Ohio State University and the Committee on Academic Misconduct (COAM) expect that all
students have read and understand the University’s Code of Student Conduct, and that all
students will complete all academic and scholarly assignments with fairness and honesty. Failure
to follow the rules and guidelines established in the University’s Code of Student Conduct may
constitute “Academic Misconduct.” Sanctions for the misconduct could include a failing grade in
this course and suspension or dismissal from the University. For more information, please
reference: http://oaa.osu.edu/coamfaqs.html#academicmisconductstatement. If you have any
questions about the above policy or what constitutes academic misconduct in this course, please
contact me.
Glenn College Diversity Values Statement

The Glenn College is committed to nurturing a diverse and inclusive environment for our
students, faculty, staff, and guests that celebrates the fundamental value and dignity of everyone
by recognizing differences and supporting individuality. We are dedicated to creating a safe
space and promoting civil discourse that acknowledges and embraces diverse perspectives on
issues and challenges that affect our community.

Accommodation Policy
The University strives to make all learning experiences as accessible as
possible. If you anticipate or experience academic barriers based on
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your disability (including mental health, chronic or temporary medical
conditions), please let me know immediately so that we can privately
discuss options. To establish reasonable accommodations, I may
request that you register with Student Life Disability Services. After
registration, make arrangements with me as soon as possible to discuss
your accommodations so that they may be implemented in a timely
fashion. SLDS contact information: slds@osu.edu; 614-292-3307;
slds.osu.edu; 098 Baker Hall, 113 W. 12th Avenue.
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Mental Health Statement
As a student, you may experience a range of issues that can cause barriers to learning, such as
strained relationships, increased anxiety, alcohol/drug problems, feeling down, difficulty
concentrating and/or lack of motivation. These mental health concerns or stressful events may
lead to diminished academic performance or reduce a student’s ability to participate in daily
activities. The Ohio State University offers services to assist you with addressing these and other
concerns you may be experiencing. If you or someone you know is suffering from any of the
aforementioned conditions, you can learn more about the broad range of confidential mental
health services available on campus via the Office of Student Life Counseling and
Consultation Services (CCS) by visiting ccs.osu.edu or calling 614-292- 5766. CCS is
located on the 4th Floor of the Younkin Success Center and 10th Floor of Lincoln Tower.
You can reach an on call counselor when CCS is closed at 614--292--5766 and 24 hour
emergency help is also available through the 24/7 National Suicide Prevention Hotline at 1-800--273--TALK or at suicidepreventionlifeline.org
Course Outline
DATE

TOPIC

PREPARATION

Jan. 12 Introduction to Negotiation Styles EON Chapters 1 and 4 Planning for Negotiation
Jan. 19 Distributive Negotiation
EON Chapter 2
Jan. 26 Integrative Negotiation
EON Chapter 3 Skim GTY (All)
Feb. 2 Power and Ethics in Negotiation
EON Chapters 8 and 5
Graded Negotiation Due
Feb. 9 Public Issues Negotiation
Multi-Party Negotiation EON Chapters 9 & 10
Feb. 16 Multi-Party Negotiation Skim
www.businessofgovernment.org/sites/dfault/files/ConflictsCollaborativeNetworks.pdf
Feb. 23
Assisted Negotiation and Third Parties / “When and How to Use
Third Party Help” posted to Carmen; View www.acas.org.us/index.sapx?articleid=2825
Final Negotiation Due
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