Negotiation
Spring, 2018
Joan Stearns Johnsen
Mondays: 1:00-1:50, and Tuesdays: 1:00-2:50
Classroom 285A
Law #6385; Section #15CF

Office: Bruton-Geer 135 – Phone: 352-273-2739
E-mail: johnsen@law.ufl.edu
Class Syllabus and Policies

Required Course Materials: 
Effective Legal Negotiation and Settlement, Eighth Edition, by Charles B. Craver (Carolina Academic Press, 2016) (“Craver”).  
I also recommend, that you obtain a copy of Fisher, Roger, William Ury, and Bruce Patton. Getting to Yes: Negotiating Agreement Without Giving In, (New York, N.Y: Penguin Books, 1991).
Description of the Course and Course Objective and Learning Outcomes:  This course is three credit hours. Please note that ABA Standard 310 requires that students devote 120 minutes to out-of-class preparation for every “classroom hour” of in class instruction. Accordingly, in addition to the assigned reading, you will also prepare negotiation plans and complete reflections. It is expected that you will spend two hours preparing for every hour of in class instruction each week. 

Negotiation is a skill that everyone uses routinely. All lawyers engage in constant negotiation regardless of where or in what area of practice they specialize. In this course you will learn the foundational theory underlying negotiation as well as the application of that theory to practice. Students will progress from intuitive negotiators to more conscious strategic bargainers.

At the conclusion of this course you should be able to appropriately use integrative and distributive negotiation skills; understand how negotiation fits into the continuum of dispute resolution processes; manage the emotional and psychological aspects of negotiation; and manage cultural issues in negotiation. You should also have an appreciation of the ethical constraints applicable to lawyers when negotiating.
This class will be taught using simulations. We will either be doing a simulation or discussing your experience in a simulation in each class. Please come to class having read materials that have been handed out in advance of class and having prepared as directed.  
Grading:  You will be graded based on a reflection journal, class participation, and a final reflection paper. Your grade will be comprised of your reflection journal (30%), your final paper (60%); and class participation (10%).
UF Student Honor Code: Academic honesty and integrity are fundamental values of the University community. Students should be sure that they understand the UF Student Honor Code at http://
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Reflection Journal: You will be asked to complete 6 weekly journal entries during the semester. You can earn up to 5 points for each journal entry.  Your journal will be due on Canvas on the Friday of the week for which you have chosen to write. You may not submit all of your entries at the end of the semester. Journal entries must be written and submitted at or near the time of the exercise about which you are writing, but in no event later than the Friday of the week in which you did the exercise.  You may select which exercises you would like to write on during the course of the semester. Each entry should be approximately 2 pages in length.  (12 point font, double spaced) 

Your reflection journal is not a recitation of what happened. Instead it should contain specific reflection and analysis of your negotiation experience incorporating the theory from the text and from class discussion. You should identify the ways in which the theory related to your experience and to your results. Discuss what worked and what did not especially any mistakes you made and how you would correct for those mistakes in the future. Do not only focus on your own performance. Include an analysis of your counterparty’s negotiation and how that influenced your own performance. 
Final Paper: For your capstone experience, you will tape a final negotiation exercise outside of class. You will not be graded on your taped negotiation. Instead you will be graded on your final paper analyzing your negotiation. You may compare and contrast your final negotiation to any of the other exercises during the semester.  Your final paper will be 40% of your grade and should be between eight and ten pages in length. (12 point font, double spaced). Your paper will be like a take home, open book exam. It should be a self-reflection, self-evaluation, and analysis of your negotiation as well as on your experience in the class as a whole.  You should reference the readings and may discuss any of the issues we have covered during the semester. You should demonstrate your understanding of the theory and discuss how the theory applies to your personal negotiation experiences. We will discuss the deadline for your final negotiation exercise and paper in class. 
Information on current UF grading policies for assigning grade points may be found at https://catalog.ufl.edu/ugrad/current/regulations/info/grades.aspx.

Accommodations:  Students with disabilities requesting accommodations should first register with the Disability Resource Center (352-392-8565, www.dso.ufl.edu/drc/) by providing appropriate documentation. Once registered, students will receive accommodation. Students with disabilities should follow this procedure as early as possible in the semester.
Class Schedule:  We will meet twice each week. Monday’s class will be from 1:00 until 1:50. Tuesday’s class will be from 1:00 until 2:50. Both days we will meet in room 285A.  
Please Note:  I will be traveling during the last two weeks of March. Make up classes will be scheduled.
Office Hours:  I am generally available in my office at any time. Please feel free to stop by anytime. I will have regular office hours from 2:00-4:00 on Mondays.  Additionally, I can always arrange to be available by appointment.  I encourage you to come by and talk with me if you are having difficulties with, or simply want to clarify your understanding of, any of the materials covered in the reading or in class.

Online Course Evaluations:  Students are expected to provide feedback on the quality of the instruction in this course by completing online evaluations at https://evaluations.ufl.edu.  Evaluations are typically open during the last two or three weeks of the semester, but students will be given specific times when they are open. Summary results of these assessments are available to students at https://evaluations.ufl.edu/results/.
Canvas:  Please check Canvas regularly for new postings.  If you have difficulty accessing or working with Canvas, please let me know as soon as possible.

Attendance: If you are absent from class, you will disrupt the exercise for you and for your partners and classmates. Further, your attendance is essential to your ability to apply the theory discussed to the exercises. For this reason, regular and punctual attendance at classes is mandatory. I do take attendance Please e-mail me to request an excused absence. Anything in excess of 15% unexcused absences may render a student ineligible to receive credit for the course. Excused absences are consistent with University policies (https://catalog.ufl.edu/ugrad/current/regulations/info/attendance.aspx) and require appropriate documentation.
Assignments and Important Dates and Events:
Week One: Monday,  January 8 and Tuesday January 9
Class 1 – Craver, Chapter 1, Introduction 
Class 2 – Craver, Chapters 2, Factors Affecting Negotiations, and Chapter 3, Verbal and Non-Verbal Communication
Week Two:  Monday, January 15 (No Class) and Tuesday, January 16
– Martin Luther King Day- No Classes
Class 3 – In Class Simulation 
Week Three: Monday, January 22 and Tuesday, January 23
Class 4 – Craver, Chapters 4, 5, 6: Preparation/Preliminary/Information Stages
Class 5 –In Class Simulation
Week Four: Monday, and Tuesday, Monday, January 29, and Tuesday, January 30   
Class 6 – Craver, Chapters 7, 8, 9 Value Competitive/Closing/Cooperative Stages
Class 7 –In Class Simulation

Week Five: Monday, February 5, Tuesday, February 6
Class 8 – Craver, Chapters 10 and 11, Negotiation Techniques
Class 9 – In Class Simulation
Week Six: Monday, February 12, Tuesday February 13
Class 10 – Craver, Chapter 12, Negotiation Issues 

Class 11—In Class Simulation
Week Seven: Monday, February 19, Tuesday, February 20
Class 12 – Craver, Chapter 13, Prisoner’s Dilemma
Class 13 – In Class Simulation
Week Eight:  Monday, February 26, Tuesday, February 27
Class 14 – Craver, Chapter 14, Gender and Culture
Class 15 – In Class Simulation
SPRING BREAK, MONDAY AND TUESDAY, MARCH 5 AND 6 
Week Nine:  Monday March 12, Tuesday, March 13
Class 16 – Chapter 15, Cross Border Negotiation
Class 17 – In Class Simulation
Week Ten: Monday, March 19, Tuesday, March 20
Class 18 – No Class
Class 19 – No Class
Week Eleven: Monday, March 26, Tuesday, March 27
Class 20 – No Class
Class 21 – No Class

Week Twelve: Monday, April 2, Tuesday, April 3
Class 22– Chapters 15 and 16, Cross Border Negotiation and Mediation
Class 23 – In Class Simulation
Week Thirteen:  Monday, April 9, Tuesday, April 10
Class 24 –Mediation
Class 25 – In Class Simulation
Week Fourteen:  Monday April 16, Tuesday, April 17
Class 26 – In Class Simulation
Class 27 – In Class Simulation
Week Fifteen: Monday, April 23
Class 28 – Final Class, Review
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