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Course Description 
 
 
This short, skills course will focus on selected international negotiations concerned 
with U.S. national security issues, and through analyses and exercises will try to 
develop students’ skills in the art of negotiation.  The course will begin with a study 
of the negotiating theory of Roger Fisher at the Harvard Program on Negotiation in 
his book: Getting to Yes: Negotiating Agreement Without Giving In.  Specific 
negotiations will be examined in detail.  Using simulated negotiations, students will 
work individually and in small groups to integrate theory and practice.  The course 
will include three short “Lessons Learned” papers.   
 

REQUIRED TEXTS 
1. Fisher, Roger., Ury, W., & Patton, B.; Getting to Yes: Negotiating 

Agreement Without Giving In; New York, Penguin, 1991. 
2. Simulations, case studies, and other sources. 

 
CLASS DESCRIPTIONS 

The course will meet for 5 classes totaling 10 hours during the 7 week period as 
follows:   
 
 First class (1 hr):   Introduction and Lecture 
 Readings:  Fisher and Ury;  Chapters I and II. 
  
 
 Second class (2 hrs):   First Simulation & Outcome Discussion  
 Readings:  Fisher and Ury;  Chapters III and IV.    
 Simulation:  Sally Soprano Negotiation –  group sessions. 

Paper:  Lessons Learned. 
 
 Third class (1 hr):    Review and Lecture    
 Readings:   Fisher and Ury;  Questions 1 thru 6. 
 
 
 Fourth class (2 hrs):  Second Simulation & Outcome Discussion    



 Simulation:  Ship Bumping Negotiation --   group sessions 
 Readings:  Fisher and Ury:  Questions 6 thru 10.   
 Paper:  Lessons Learned 
 
 
 Fifth class(3hrs):  Third Simulation, Discussion, & Conclusion    
 Simulation:  Oil Pricing Negotiation  --  group sessions 
 Readings:  (to be assigned) 
 Paper:  Lessons Learned 
 
 
 
PAPERS 
The “Lessons Learned” papers for each simulation exercise should be 2 to 3 single-
spaced pages in length.  Each paper is due via e-mail to the professor no later than 
four days following the simulation.  This deadline is a firm one. 
 
The paper should critically analyze the student’s reflections on the simulation in 
which the student participated with specific reference to the methodology in Fisher 
and Ury.  Each paper should address:  1) how each party in the simulation did, or did 
not, employ effective negotiating techniques; 2) what were important factors in a 
successful, or unsuccessful, outcome of the simulation.  
 
GRADING 
Course grades will be based on class participation and the three papers.   

 Class participation will count for 50% of the final grade – i.e. 10% for each 
class.  Missing even one class will, obviously, impact heavily on the final 
grade.  Thus, students should avoid any absence from class. 

 The simulations can be effective learning tools when each student 
participates fully in the exercises.  Therefore, students will be evaluated 
during the simulations. 

 Each of the 3 papers will count for one third of the remainder of the final 
grade.    


