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Course Schedule
Quarter:  			Summer, 2015
Meeting days and times:  	Wednesdays, 5:45 PM to 9:45 PM
Course location:  		K9
Instructor Contact Information
Course Instructor:			

Lou Chang, Esq. 
				 Mediator, Arbitrator, Attorney								 Tel:  384-2468/ Fax: 951-0888 				       Email: louchang@hula.net   
				  Website: LouChang.com

Guest Lecturer:
Peter S. Adler PhD
The ACCORD 3.0 Network
2471 Manoa Road
Honolulu, Hawaii 96822

808-888-0215 (Preferred)

padleraccord@gmail.com
www.accord3.com 


Time permitting, I am happy to meet individually by appointment. I live in and work from a home office in Manoa and have many satellite offices:

· Coffee Bean (next to Safeway Manoa)
· Starbucks (across the street from Safeway Manoa)
· Zippy’s on King Street near Washington Intermediate School

			

Administrative Assistant  (Ginger Miller) Phone:	808-440-4280
Course Description
Negotiation and Conflict Resolution deals with productively managing conflicts to help build effective teams within and among organizations. The course focuses on tactics, strategy, process, and methods of managerial negotiations with individuals and groups to optimize performance.

Course Orientation
This course will focus on building, expanding and enhancing your negotiation skills. The course will encourage viewing, understanding and approaching conflict in its multiple dimensions. We will focus on three primary “schools” of negotiation: positional, power and problem solving/interest based with a goal to understand how to effectively negotiate within each school and between negotiators using the style and strategies of a different school. 
  
Course Learning Outcomes 
At the conclusion of this course, successful students will:
· understand the fundamentals of negotiation theory;
· learn the psychological processes underlying negotiation dynamics;
· learn to analyze negotiation situations, appreciate the substantive, relational and procedural dimensions of conflict and to design effective negotiation strategies;
· improve your ability to negotiate effectively in a variety of contexts; and
· build confidence as a negotiator.

Readings and Materials
1. (Recommended but not required to purchase. Summary information provided in course materials.)  Getting to Yes, Roger Fisher & Wm. Ury. Getting Past No, Wm. Ury.     The Power of a Positive No, Wm. Ury
2. Manual & articles – Provided digitally or via school internet system.
3. Photocopied materials 
ATTENDANCE and SCHEDULE ADJUSTMENTS:
Classes will emphasize interactive, participatory, experiential, progressive learning and skills building. Attendance and participation will be an integral and important part of this course. 
Recognizing the professional obligations of our students, one absence is allowed in a graduate course.  Students who miss two class sessions or fail to make arrangements for a make-up assignment, if allowed by the instructor, will not pass the course.  Students who miss three class sessions will not pass the course.  Please notify the instructor in advance of an absence if possible.
Assessment, Grading, Assignments and Participation
Grades will be determined based upon consideration of the degree and quality of the student’s participation, work product and performance and will include consideration of the following:
· Attendance (15%) (See attendance information above)
· Active and oral participation in classes, exercises/role plays/simulations, team/individual projects. (20%) You are expected to contribute to class discussion. You will be evaluated on the quality of your contributions and insights. Quality comments should:
· Offer a unique and relevant perspective.
· Contribute to moving the discussion and analysis forward.
· Build on others’ comments.
· Demonstrate recognition of basic concepts, reflective thinking and integration with your personal and professional knowledge and experience.
· Integrate and apply concepts and strategies with real life negotiations.
· Personal Class Journal on readings and class activities. Submit by email after every two weeks of scheduled class.  (20%) (Minimum length of one to two pages, size 12 font, single spaced. Due by the Monday following every second class session). For the two classes and the readings assigned for such classes, what were the most important principles, skills or ideas you learned or found intriguing or worthwhile. To what extent are the activities, discussions and information integrated or pertinent to your professional work or study.  Journal submissions must reflect observations, applications and insights from the reading assignments and in class exercises. All submissions are to be made by email or digital media. Excerpts of student journal submissions and executive summaries may be shared with the class. 
· Take home quizzes to reflect your review, observations and applications of negotiation strategies and principles from assigned readings and video presentations. Quizzes will include your written descriptions of applied strategies to dispute and conflict negotiations. (20%).
· Individual Class assignments (25%):
1. Prepare description of parties and fact scenario of a negotiation or dispute. (Estimated page length: 2 – 4 pages).
2. Write an outline setting forth your personal rules, guidelines, laws of     Effective Negotiations. (Estimated page length: 2 pages).
3. Draft a negotiation plan for a conflict or negotiation of your selection. (Estimated page length: 3 – 5 pages).
4. Write a chapter for possible inclusion in a definitive contemporary college textbook on the art and science of negotiation. (Estimated page length:  20 – 40 pages).
5.  Miscellaneous as assigned.

Course Schedule and Topics
SYLLABUS
	1    
	July 8, 2015

Intro OH


Go Pro video.

Dragon & roller coaster
video.

3d glasses

XD PPT

Geometry PPT
	Introductions (name, field of study or work, personal experience or observations about a conflict, mediation or negotiation, something fun or interesting.)  
Review syllabus, class organization and requirements.  E-mail communication system. Discuss access to materials 

Thomas-Kilmann Instrument. Identifying Negotiation Styles. Class debrief and discussion
Viewing Conflict in X Dimensions. Video and discussion. Select three current conflicts. Dimensions, Diagnose and Design strategies for understanding and working productively with negotiations.
Negotiation Schools, Rules, Principles and Guidelines Butch Cassidy and the Sundance Kid & Ghostbusters. Discuss rules in knife fight and negotiations. What are universal rules, general principles and guidelines of key schools of negotiation (30)
Small Group Exercise. Schools of Negotiation; Identify at least three. (Power, Distributive- Positional, Interest based). Form Six Discussion Teams: 3-4 on a team. Select a school to focus on. Select a recorder/reporter. Discuss and report.  Identify the Rules, Principles and Guidelines that are characteristic of each principal school of negotiation. 
Capture the Rules of Negotiations, (version 1.0) on chart paper and email to all. (60)
Form Four Focus Teams: Power/Positional/Interest Based/Protean Negotiation. The Goal is to craft the definitive articulation of the principles, laws, guidelines and strategies associated with primary negotiation strategies. Recorders throughout course. Capture and share.
Class debrief and discussion. Identify universal principles of strategic negotiation. Are any of the rules identified “Laws” applicable to all schools? 
Homework: 1) Watch (4) You Tube video segments on Dealing with Difficult People, Psychologist Bill Crawford. Take Home Quiz to be turned in by July 13, 2015 via email to Instructor.
2) Prepare description of parties and fact scenario of a negotiation or dispute that you are familiar with or would like to discuss or address in this course. Discuss or identify the dimensions of the dispute. Email to instructor. Due by July 13, 2015.

3) Identify a topic that personally interests and intrigues you that may be suitable for the book chapter writing project.
	

	2.
	July 15, 2015
Butch Cassidy and Ghostbuster video
Monty Python video, Chinese Bazaar video, Adam Sandler video
Video: Pawn Stars

Strategic Negotiation video on XY and Axlerod rules
Auto dealer nego video






	Identifying your natural style. Preparing alternate strategies. 
Positional Negotiations : rules and applications.  Messages. First offers. Timing, size of moves. Closing strategies. Class debrief and discussion.
Rules and predictability. The Dance.

Competition and Cooperation in Bargaining
Competition in negotiation.  The automobile dealer negotiation (45)
Strategic Negotiation segment on auto dealership negotiation. Disc 2 Part 1 1-35 . Class debrief and discussion.

Read: The Art of Negotiation by Prof. John Barkai, UH Richardson School of Law. 

Homework: 1) Read for next class:  Protean Negotiation chapter by Peter Adler, Ph.D. Take Home Quiz.
2) Submit a one page outline of your semester book chapter writing project. Email to instructor by July 20, 2015 
3)  Read articles on negotiation mistakes, good negotiation, 

4) Write out your personal rules, guidelines, laws of Effective Negotiations. Email it to instructor.  Due by Sept. 13, 2014.
5) Email journal entry to instructor. Due by July 20, 2015
	

	3.
	July 22, 2015



Protean nego article

Twilight samurai
Barkai The Art of Negotiation: pp.9-23

Select role play


	The Protean Negotiator. Developing flexible and multiple strategies and styles of negotiation. What style and strategy works best in different situations? Competitive/Power/Positional/Interest Based.
Preparing a Negotiation Plan. See Barkai, The Art of Negotiation: pp.6-8 and Fisher & Ertel, Getting Ready to Negotiate excerpts. Designing negotiation plan  to incorporate multiple dimensions. 

Power Negotiations. Let’s play Hardball!
Types and sources of power.
Strategies and Tactics.
Clean Hits and Fouls. Small group team exercise. Recognizing and responding to hardball negotiation tactics. Class debrief and discussion.

Homework: Read Barkai: 36 Chinese Strategies
Read Communication skills resources 
Adapt and design your form for a Negotiation Plan. Send copy to instructor. Due: Aug. 17, 2015

	

	 4.
	July 29, 2015



	“Negotiation and Leadership” 
· The negotiator’s dilemmas
· Public vs. private problems
· Competition, Cooperation and Authority in Public Problem Solving
· Being in Charge: The power of paradox, dilemma, and contradiction
· The “Janus” quality: proscriptive deal making vs. reactive conflict resolution 
· Film: “Ike: Countdown to D-Day”

Email journal entry to instructor. Due by Aug. 3, 2015

	

	5.
	Aug. 5, 2015 





	
“Negotiating the Wicked Problem”
· Problem “solving” and its many challenges
· Naming, framing and taming
· Technical, Value, and “Wicked” Problems: Type I, II, and III Diagnostics
· Tools and Ideas for Problem Solvers

	

	6.
	Aug. 12, 2015

	“Negotiation Jazz”
· The negotiator’s dilemmas revisited
· Dependence, independence, and counter-dependence
· Your credo and philosophy
· Jazz and negotiation: a musical course finale

Email journal entry to instructor. Due by Aug.17, 2015

	

	7.
	Aug. 19, 2015

Hardball Tactics PPT

Hardball video clips

Stanford video clip

	Hardball Tactics & Countermeasures
Speaking truth to power.
Max Factor III’s one-two punch

Negotiating with pain and anger.
Can LEAPS work? Class debrief and discussion.
Role plays and practice of negotiations and applying different negotiation styles.

Hostage negotiations. Empathy or hardball? Class debrief and discussion.

Email journal entry to instructor. Due by Oct. 25, 2014
	

	8.
	Aug. 26, 2015
	Principled, Interest Based, Problem Solving Negotiations.
Role Play or Fishbowl exercise.
Review: Getting to Yes by Fisher & Ury and Getting Past No. Executive summary or PPT info.  
Negotiation as an art of persuasion.

Integrating Negotiation Styles and Strategies. Class debrief and discussion.
Homework: Watch the Third Side talk by William Ury. You Tube. Take Home Quiz to be turned in by Aug. 31, 2015
Final Email journal entry to instructor. Due by Aug. 31, 2015
Think of 1 or 2 potential tough situations that you might face as a negotiator. Write out on 3/5 cards and bring to next class

	

	9.
	Sept. 2, 2015
Joint Class with Chang & Adler

Paradigms PPT





Spectrum of intervention tools
	Mixed Plate Negotiations. Power/positional. Positional/Interest Based. Power/Interest Based.

Kahuku Village V. Complex negotiations. Diagnose and discuss dynamics and dimensions, interests and option. Transforming Negotiations. Class debrief and discussion.
Homework: Watch How to Negotiate so Everyone wins ____ Shapiro. You Tube Video. Take Home Quiz To be turned in by Sept. 7, 2015.
Practical Strategies for Overcoming Impasses.
Managing Difficult Situations.


Homework: Draft your Rules of Negotiation (Version 2.0). Review and refine your Laws. Rules, Guidelines of negotiation. What are your rules when the other is positional, competitive, hardball and interest based. 



Email to instructor: Your Rules of negotiation (2.0). Due by Sept. 7, 2015
	

	10
	Sept. 9, 2015



	 Complete Writing Project


	




Course Ground Rules
General guidelines for student behavior are provided in the Graduate Student Handbook.
Academic Honesty
Students are responsible for promoting academic honesty at Chaminade by not participating in any act of dishonesty and by reporting any incidence of dishonesty to an instructor or to a University official.  Academic dishonesty may include theft of records or examinations, alteration of grades, and plagiarism.  Questions of academic dishonesty in a particular class are first reviewed by the instructor, who must make a report with recommendation to the Business School Dean.  Consequences for academic dishonesty may range from an “F” grade for the work in question to an “F” grade for the course to suspension or dismissal from the University.
Students with Disabilities
Chaminade University provides reasonable accommodations for individuals with a disability in compliance with the Americans with Disabilities Act (ADA) of 1990.  If you would like to know if you qualify for ADA accommodations, please contact our Counseling Center at 808-735-4845.  Current appropriate documentation will be required for determination of accommodation eligibility.  
Characteristics of a Marianist Education
The following are characteristics of the approach to education engaged at Marianist schools, including Chaminade University:
  Educate for formation in faith
  Provide an integral quality education
  Educate in family spirit
  Educate for service, justice and peace
  Educate for adaptation and change

Instructor Background Information
Lou Chang serves as an independent and neutral mediator and arbitrator for business, commercial, design & construction, labor-management, employment, franchise, real estate, insurance, probate, family business, personal injury and civil disputes.  

Education
· University of California, Berkeley, Boalt Hall, Juris Doctor 1973
 · University of Hawaii, Bachelors of Art, 1969 (Phi Beta Kappa) 
Teaching Experience  
· Adjunct Faculty/Lecturer at the Matsunaga Institute for Peace, Negotiation, Mediation Skills and Advanced Facilitation and Mediation, Graduate Certificate in Dispute Resolution program. Adjunct Professor/Lecturer: Wm. S. Richardson School of Law, Mediation and Advocacy. 2005, School of Architecture, Conflict Management for Design Professionals, University of Hawaii, Manoa.
· Faculty trainer of Arbitrators and/or mediators for the American Arbitration Association, Center for Alternative Dispute Resolution, The Accord Group, Federal Mediation and Conciliation Service, Hawaii State and Federal Courts, Australian Commercial Disputes Centre, Hong Kong International Arbitration Centre, Subordinate Court-Singapore, Kuala Lumpur Regional Centre for Arbitration, Supreme Court of the Republic of Palau and others. 
Guest Lecturer Peter S. Adler, PhD specializes in foresight, strategy, and organizational trouble-shooting (see www.accord3.com). His specialty is “non-routine problem-solving.” Routine problems are amenable to known and prescribed procedures (formulae, algorithms, standard operating procedures). Non-routine problems are a chemistry of technical, economic, political, cultural, environmental, ideological, interpersonal and legal matters. Solving these kinds of problems stresses, among other components, the use of disciplined diagnostics, multi-perspective problem framing, and joint fact-finding and analysis. He teaches an advanced course on negotiation once a year at University of Hawaiʻi    .
Adler is an expert facilitator, mediator and fact-finder in matters dealing with organizational effectiveness, public policy, and cross-sector collaboration. He has worked in the government, business and the NGO sectors. His prior executive experience includes nine years as President and CEO of The Keystone Center (www.keystone.org), Executive Director of the Hawaii Justice Foundation, and founding Director of the Hawaii Supreme Court’s Center for Alternative Dispute Resolution. He is the author of three books and numerous chapters and articles.
Library
Here is a link to the Chaminade library (www.chaminade.edu/library) 


