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Course Syllabus  
International Business Negotiation 

 

Course Details  
 

Course Title  International Business Negotiation 

Course Code 16105080  

Credit Hours  2 

Semester & Year  Fall Semester, 2019- 2020 

Pre-requisites None 

Contact Hours 
 

Class Type  Days  Time  Classroom  

Lecture  Wednesday 10:10 - 12:00 am IB-317 

Instructor details 
 

Instructor:  Zening Song 

Room IB-949 

Office Hours Wednesday 2:00 pm to 4:00 pm 

Email songzening@bfsu.edu.cn 

Telephone 88815014 

Course Introduction  
This is a one-semester course for IBS students. It introduces students to the theory and practice of 

international business negotiation. The topics cover essentials of negotiation, advanced negotiation 

skills, and specific negotiation scenarios.     

Course Objectives 
1. Through participation in in-class negotiation exercises, students will have the opportunity to practice 

powers of communication and persuasion and to experiment with a variety of negotiating tactics and 

strategies.  

2. Through discussion of reading materials on negotiation concepts and tactics, students will learn to 

better analyze negotiations in general and prepare more effectively for future negotiations in which 

they may be involved.  

3. Students will have the opportunity to acquire basic psychological qualities for effective negotiations 

and the ability to settle disputes creatively. 

mailto:songzening@bfsu.edu.cn
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Contribution to Mission & program learning goals  
 

Contribution to 

Mission 

 Global vision ■ Social responsibility  ■Cross-cultural competence  

 Multi-region studies ■ Professional Knowledge and Competency 

Contribution to 

learning goals  

 

■1. Students have professional knowledge and competency in 

applying theoretical knowledge. (Professional Knowledge) 

 

 2. Students have business expertise with local knowledge and global 

vision. (Global Vision) 

 

■ 3. Students will have an awareness of ethic behaviors and social 

responsibility. (Social Responsibility) 

 

■ 4. Students have the ability to communicate and conduct business in 

a cross-cultural context. (Cross-cultural Communication Skill) 

 

 

Teaching Methodology 
 

This will be a highly interactive course. The 14 class meetings in the semester will each be of 100 minutes 

and structured mostly in the following way:  

a negotiation simulation,  

debriefing and discussion, and 

summarizing. 

Course Materials and Readings 
 

1. Required Materials  

Students are required to purchase 5 negotiation simulations as course materials from Program on 

Negotiation Clearinghouse. Please refer to page 8-9 for details.  

2. Recommended Materials  

Leigh Thompson, The Mind and Heart of the Negotiator. 

Fisher, Ury & Patton, Getting to YES: Negotiating Agreement Without Giving In. 

Stuart Diamond, Getting More: How you can negotiate to succeed in work and life 

3. Useful Resources  

Program on Negotiation (PON) at Harvard Law School: http://www.pon.harvard.edu/  

 

http://www.pon.harvard.edu/
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Assessment Method 
 

The final grade will be determined as exhibited in Table 1.  

 

Table 1. Assignments and percentage 

Categories  % 

Post-class work and assignments 

Planning Document 10% 

Reflection Journal  10% 

Participation and Attendance 

Attendance 10% 

Participation 10% 

Peer-review Evaluation  10% 

Final Exam 

Final Exam  50% 

Total 100% 

 

This class also follows the rules and expectations regarding letter grades provided by Beijing Foreign 

Studies University (BFSU) and it also follows the grading curve policies. See table 2. 

 

Table 2. Number and letter grade correspondence 

Points Grades Grade points 

90-100 A 4.0 

85-89 B+ 3.7 

82-84 B 3.3 

78-81 B- 3.0 

75-77 C+ 2.7 

72-74 C 2.3 

68-71 C- 2.0 

64-67 D+ 1.5 

60-63 D 1.0 

0-59 F 0 

 

1. Post-class Work/Assignments: 20%  

20% of your grade will reflect your timely submission of one planning document and one post-negotiation 

reflection journal. Late submission will result in deduction of 20% of the assignment score.  

Planning document 

The planning document will enable you to fully understand the nature of the particular negotiation exercise 

and develop strategies that will maximize your outcomes. You will be required to submit one negotiation 

planning document for an in-class negotiation in the semester. Detailed instruction will be provided later. 
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Reflection journal  

Students will find it helpful to keep a reflection journal, recording data from their in-class and out-of-class 

negotiations/observations and insights regarding that data. Such a journal can be helpful not only with 

making connections between course concepts and your in-class and/or out of class negotiations, but also 

with tracking your learning.  

Post-negotiation analysis will allow you to reflect on successful and failed strategies and should help you to 

better prepare for the subsequent negotiations. Specifically, you will evaluate your behavior and your 

classmates’ behavior in a negotiation exercise.  

Thus, the journal should NOT be a detailed report of everything that happened in the negotiation. Rather, the 

journal should focus on analysis and insights. Here are a few examples of the issues you could address: 

 What were the critical factors that affected the negotiation situation and outcomes and what can you 

say about these factors in general? 

 What did you learn about yourself from this experience? 

 What did you learn about the behavior of your classmates? 

 What did you learn about negotiation from this situation? 

 What would you do the same or differently in the future, or how would you like to behave in order 

to perform more effectively? 

The journal shall be 200-300 words and evaluated based on the following two categories: (1) demonstrating 

students’ critical thinking and written communication skills; and (2) showing understanding of learned 

concepts and frameworks, with correct applications to negotiation analyses. A sample journal will be 

provided later in the semester. 

The journal is due by the end of the semester. Please send the electronic version to Blackboard.  

 

2. Participation in Class Activities and Attendance: 30 %  

Attendance and class participation are required. If you have to ask for leave, please do so prior to the class 

session. Any unexcused absence will automatically result in a grade deduction. 

The course is designed to be highly interactive and integrated. Students’ preparation and participation are 

essential to the effectiveness of the course. Please attend prepared and demonstrate your full engagement. 

Grades will be adjusted downward for such things as substantially weak preparation for class exercises and 

discussions. Peer evaluation forms will also be used to evaluate your engagement in the group work. 

Please note that your participation in the negotiation exercises will be evaluated on the thoroughness of your 

preparation, and the degree of your effort and engagement during the exercise, regardless of the outcome.  

 

3. Final Exam: 50%  

50% of your grade will reflect your performance in the final exam. The final exam will be composed of 

several short answer questions based on your reading assignments and class instruction/discussion. Some 

sample questions are listed here: 

 What are the benefits and problems with long term relationships in terms of negotiation and arriving 

at optimal outcomes?  

 Where does power in negotiation come from, how does one attain power, and, in the context of a 

long-term negotiating relationship, how would you suggest one use power?  

 There will always be tough people who like to bargain hard and win.  How do you recognize their 

tactics and what can you do to neutralize them?  

 Based on what we have learned in the class this semester, please develop a profile of what you think 

a successful negotiator would be.    
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Course Outline  
 

Week Date Topic Assignments Activity  

1 Sept.4 No class (New student orientations)   

PART I Essentials of negotiation 
 

 

2 
Sept.11 Topic 1: Introduction and Course overview 

“BATNA Basics” 
Two-dollar 

Game 

3 
Sept.18 Topic 2: Distributive Negotiation “Dealing with Difficult 

People” 

Parker-

Gibson 

4 

Sept.25 Topic 3: Integrative Negotiation  

 

“Creating Value out of 

Conflict”;  

Simulation Preparation 

Sally 

Soprano  

5 Oct.2 No class (National Day break)   

6 Oct.9 Topic 4: A Framework for Preparation (1)  Planning doc.  Hacker-Star 

7 
Oct.16 Topic 4: A Framework for Preparation (2)  “Try a Contingent 

Contract” 

Hacker-Star 

PART II Advanced negotiation skills 
 

8 Oct.23 No class (immersion week)   

9 
Oct.30 Topic 5:Problem-solving in Negotiations  

TK Questionnaire 
Tendley 

Contract 

10 
Nov.6 Topic 6: Negotiating Styles  

 

“Women & Negotiation”; 

Simulation Preparation 

Casino 

PART III Special scenarios and negotiating globally  
 

 

11 
Nov.13 Topic 7: Team-based negotiation (1)  

Team Preparation 
Chestnut 

Drive 

12 
Nov.20 Topic 7: Team-based negotiation (2)  

Simulation Preparation 
Chestnut 

Drive 

13 Nov.27 Topic 8: Multiparty Negotiations   Harborco 

14 
Dec.4 Topic 9: Tacit Negotiations  

Simulation Preparation 
Oil Pricing 

Game 

15 
Dec.11 Topic 10: Cross-cultural Negotiation  “Overcoming Cultural 

Barriers” 

Medlee 

16 
Dec.18 Topic 11: Ethical Considerations  

Topic 12: Course Wrap-up  
 

Scenario 

Discussion 

17-18  Exam Weeks   

Session Details  

Week 1, Sept.4  
 No class (New student orientations) 
 
Week 2, Sept.11 

1. An introduction to negotiation 

2. Course overview 
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3. Essentials of negotiation analysis: The Two Dollar Game 

Assignment:  

Please read “BATNA Basics: Boost Your Power at the Bargaining Table” 

 

Week 3, Sept.18 
1. Introduction to “Parker-Gibson” and Grouping 

2. Pre-negotiation requirements    

 Reading information carefully 

 Planning your strategy 

 Completing Part I of  the Satisfaction Questionnaire 

3. Negotiation  

4. Post-negotiation requirements 

 Completing Part II of the Satisfaction Questionnaire, 

 Submitting either agreed price or last best offer 

5. Debriefing and discussion  

Assignment:  

 Read “Dealing with Difficult People” 

 

Week 4, Sept.25 

1. Sally Soprano Simulation  

 Preparation  

 Negotiation  

 Outcome collection and Debriefing  

2.  Discussion: Integrative Negotiation  

 Characteristics 

 Strategies  

Assignment:  

 Read “Creating value out of conflict” 

 Prepare for “The Power-screen Problem”   

 
Week 5, Oct.2  

 No class (National Day break) 

 

Week 6, Oct.9 
1. Discussion: 5 steps to make preparation 

2. The Hacker-Star Simulation: In-class preparation 

Assignment: 

          Please finish your Planning Document and get ready for the negotiation. 

 
Week 7, Oct.16 

1. Hacker-Star Simulation: Negotiation 

2. Discussion: How can preparation help us achieve integrative agreements?  

Assignment: 

Read “Try a Contingent Contract if You Can’t Agree on What Will Happen” 

 

Week 8, Oct.23  
 No class (immersion week) 

 

Week 9, Oct.30  

1. Tendley Contract 
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 Instructions and Preparation 

 One-on-one Negotiation 

 Debriefing 

2. Discussion: Collaborative Negotiation Theory 

Assignment: 

 Thomas Kilmann conflict mode questionnaire.  

 

Week 10, Nov.6 

1. The Casino Case  

2. Negotiating Styles:  

 Strategic Style  

 Emotional style 

 Motivational style  

3. Personal Styles and AC Model: What kind of negotiator are you? 

Assignment:  

 Read “Women and Negotiation”  

 Simulation Reading & Preparation 

 

Week 11, Nov.13 
1. Introduction to Team-based negotiation  

 Are team negotiations more effective? 

 How to prepare for team-on-team negotiations? 

2. The Chestnut Drive Simulation 

 Individual reading/preparation 

 Internal (intra-team) preparation meetings 

 
Week 12, Nov.20 

1. Chestnut Drive: External (team-on-team) negotiation 

2. debriefing and discussion  

Assignment:  

      Read Harborco simulation 

 

Week 13, Nov.27 

1. Harborco Simulation  

 In-class role preparation 

 Negotiation  

2. Debriefing and discussion  

 

Week 14, Dec.4  

1. Oil Pricing Game 

2. Discussion: Tacit negotiation 

 What is tacit negotiation 

 Three types of solutions  

Assignment:  

 Read MedLee simulation 

 

Week 15, Dec.11 

1. Simulation: Medlee—in pursuit of a happy joint venture   

 Role Preparation 

 Negotiation  
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2. Class Discussion  

Assignment:  

 “Overcoming Cultural Barriers” 

 

Week 16, Dec.18 

1. Discussion: ethical issues in negotiation  

 Consequences of unethical negotiations 

 Questionable strategies and principles to Consider 

 How to deal with the other party’s use of deception 

2. Course wrap-up 

 

Week 17-18, Dec.23-Jan.3 

 Final exam weeks 

Miscellaneous issues 

1. Classroom Etiquette 

Both experience and theory are essential to improving skills. The experiential learning, which takes place in 

the classroom and in the exercises, is the heart of this course. Thus, please empathize with your assigned 

roles. Take the negotiation exercises seriously and do your best to see the world as your assigned character 

could see it and behave accordingly. 

Many of the exercises include confidential instructions. Do not show these instructions to others unless they 

have been assigned the identical information. You may choose to discuss or even reveal some of the content 

provided as part of your strategy, but resist opportunities to compare actual instruction sheets. 

2. Purchasing Role Simulations as Course Materials 

The Course of International Business Negotiation is a simulation-based interactive course, where students 

are required to purchase 5 role simulations from PON (Program on Negotiation) Clearinghouse at Harvard 

Law School.  

Why should I purchase the simulations?  

1) The instructor chooses these simulations with the sole purpose to provide the best effect of teaching and 

learning so that students can benefit the most from the course. Negotiation courses in many universities 

are taught with role simulations since one of the most powerful ways to learn negotiation is to actually 

experience a role.  

2) Simulations, like textbooks and other course materials, shall be purchased by the students, not by the 

school. It is ultimately the student’s decision to purchase the simulations or not. If you choose to take the 

course without buying the simulations, you may observe the pair/group work of others. However, the 

effectiveness of your learning will be much reduced without experiencing the role. 

3) To illustrate the effectiveness of the simulations and how the simulations work, one simulation, which is 

purchased by the school, will be provided to students in Class 2.  

How are the simulations charged?  

 

1) As published on the PON website, the cost of each case is $3 dollars, with a handling fee that varies 

according to total value of the purchase. A list of simulation costs and policy of handling fee is listed 

below.  
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Simulations Prices ($) 

Sally Soprano I - Participant - Electronic  

Powerscreen Problem - Participant - Electronic  

Harborco - Participant - Electronic  

Chestnut Village - A - Participant - Electronic  

MedLee: In Pursuit of a Healthy Joint Venture  

3.00 

3.00 

3.00 

3.00 

3.00 

Price of Order Handling Charge 

 Under $50.99: $5.00 

 $51.00-$100.99: $7.00 

 $101.00-$150.99: $10.00 

 $151.00 and up: $12.00 

Sales Tax  0.00 

Source: http://www.pon.harvard.edu/store/policies/ 

1) To protect copyright and follow the requirements from PON Clearinghouse, each one soft copy of the 

simulations must be purchased for each time that the file will be downloaded or photocopied.  

2) Since each simulation contains different number of roles and will be conducted in pairs, teams or groups, 

it will be impossible for students to purchase the simulations individually. The instructor and school 

office staff will help placing the order in bulk, with NO additional charge.  

3) Soft copies are ordered according to the number of students that will participate in the simulation. The 

PON Clearinghouse will calculate the appropriate numbers of each role for that number of participants.  

How shall I pay? 

1) Students shall pay the simulation fee 108.00 Yuan RMB in total (=15.00 dollars) to the instructor 

or school office staff by the end of the first week of teaching so that the instructor/staff can get the 

simulations purchased in time for class use.  

2) The order will be placed online, and soft copies will be purchased to avoid shipping cost. The instructor 

and office staff will provide students with the invoice issued from PON Clearinghouse after the 

purchase. 

3) The total cost of the simulations may vary due to RMB-Dollar exchange rate, and average handling fee 

may also be different based on the value of the order. Changes, if any, will be returned to students after 

the purchase.  

4) The final cost of the simulations will be based on the payment statement of the credit card bank that was 

used to pay for the simulations. 

How do I get the simulations after my purchase?  

1) In each class, the instructor will provide the hard copy of one simulation to students who have paid.  

2) The copies will be marked with purchaser’s names on them, and those who have not purchased the 

simulations shall not borrow or attain the copies for any reason from the instructor. 

Can I choose to purchase through other ways?  

If the students in the class can reach a consensus and decide to place the order in bulk by themselves, 

please go to http://www.pon.harvard.edu/store/ and finish the purchase in due course. 

 

3. Others  
 If I need to communicate with you outside of class, I will use the email provided by BFSU. You are 

responsible for checking this email system.  

 I reserve the right to make adjustments in course requirements. Classes are somewhat organic and 

changes are to be anticipated. 

 If a student misses examinations without the proper excuse, I reserve the right to allow the student to re-

take the test/assignment.   

 I have expectations that students in my class will behave in a generally professional and courteous 

fashion. However, I still make emphasis in some key points:  

http://www.pon.harvard.edu/store/policies/
http://www.pon.harvard.edu/store/
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a. Please, do not be late. If you have a work schedule or other conflict that will consistently involve you 

coming late to class, please drop this section and add another. 

b. Do not read or study material for another class during this one. 

c. Please, do not surf the internet on your laptop during class. Do not IM others if you are using your 

laptop to take notes. 

d. Please, do not talk amongst yourselves unless you are participating in a group activity in class. 

e. Be prepared with the readings and assignments that are indicated on the syllabus.  

f. Turn your cell phones ringers off. Do not text messages during class. 

g. Your grade is based on the points that you earn and your effort and participation during the whole 

semester. Please do not ask for special dispensations or extra credit opportunities once the semester 

is complete.  

Plagiarism and Academic Dishonesty  
I. Plagiarism 

Plagiarism is the unauthorized use of another’s work or ideas and the representation of these as one’s own. 

Definition of Plagiarism: “The practice of taking someone else’s work or ideas and passing them off as 

one’s own”. (OED)  This includes among others but not limited to  

(a) Copying another individual’s or group’s ideas and work, copying materials from the internet and other 

published sources and producing such materials verbatim,  

(b) Using others’ ideas and work without proper citation of the original proponent or author of the idea. 

Students are expected to produce original work of their own for assignments and examinations.  

 

BFSU considers plagiarism as a serious breach of professional ethics. Plagiarism will not be tolerated in any 

form at BFSU. Penalties can be as severe as expulsion from the university. To avoid plagiarism it always 

best to do your own work or cite the work of others appropriate. Refer to your student handbook for a more 

detailed description of plagiarism and the associated penalties.  

In this class, the rules are:  

1. The first instance of plagiarism will result in a “zero” for the assignment in question.  

2. The second instance of plagiarism will result in a fail grade for the entire course.  

3. The third cumulative instance of plagiarism, academic dishonesty and violation of school disciplinary 

rules in this and other classes will result in serious disciplinary action which could include expulsion 

from BFSU.  

4. The instructor will report each instance of plagiarism, academic dishonesty and violation of school 

disciplinary rules to the disciplinary officer.  

 

II. Academic dishonesty  

Academic Dishonesty includes but not limited to: (a) plagiarism, (b) cheating during examinations, (c) 

obtaining/ providing information for reports, assignments and examinations by fraudulent means, (d) 

falsification of information or data, and (e) false representation of others’ effort as one’s own. Some 

examples of academic dishonesty are: copying from other students during examinations; copying material 

from other students’ reports/ assignments and submitting the same as one’s own report; creating fictitious 

interview materials for assignments or reports. These are just a few examples and not exhaustive.  

The rules on plagiarism, copying and academic dishonesty are non-negotiable. 


