
 
 
 
 
 
 
 
 

STRATEGIC NEGOTIATION 
For International Business 

 
UNIT OUTLINE 

 
 
 
 
 

(Indicative Syllabus) 
 
 
 
 
 

AISAM 2010 Unit Outline Strategic Negotiation Indicative Syllabus at 4 September 2009 
 



AISAM 2010 
----------------------------------------------------------------------------------------------------------------- 

 

 2

 
 

Strategic Negotiation for International Business 
 
 
Welcome to Strategic Negotiation for International Business, a unit which will explore the ‘how’ and 
the ‘why’ of negotiation.   
 
This unit will provide you with an understanding of the dynamics of the agreement reaching process 
which will enable you to manage your own negotiations across a wide range of contexts. 
 
The unit will draw on research findings, theoretical frameworks and practical experience to develop a 
strategic approach to negotiation.  One of the central themes will be an examination of the real nature 
of cooperation in negotiation; another will be the importance of creating a negotiating ‘script’ to guide 
the process through to an agreement.  Students will be expected to participate in a number of 
negotiation exercises (typically based on actual negotiations) and other learning tasks to gain insights 
into the application of theory into practice.   This theory into practice approach will encourage you to 
develop a strategic rather than reactive perspective to the challenge of reaching an agreement through 
negotiation. 
 
An understanding of cultural differences will be assumed; the unit will examine how these cultural 
differences interact with other characteristics of negotiation at both the strategic and process levels of 
negotiations. 
 

Ray Fells 
 
----------------------------------------------------------------------------------------------------------------- 
 
Your lecturer: Professor Ray Fells 
 
Ray Fells’ background is in industrial relations where he worked as an adviser and conciliator 
assisting managements and unions deal with issues and resolve disputes.  He has published widely on 
topics ranging from an oral history of the Pilbara iron ore industry to the use of strategy and language 
in negotiation.  He teaches a negotiation on the MBA program at the University of Western Australia 
Business School, and at the Judge Institute of Management, Cambridge University and on the 
international program at the Vienna University Business School.  He presents negotiation workshops 
for a wide variety of organisations and continues to serve as a mediator.   
 
 
----------------------------------------------------------------------------------------------------------------- 
 
The learning approach 
 
The unit will involve a high degree of participation from you though a range of class-room activities, 
particularly in discussions on the literature relating to negotiation, through involvement in the skill-
building exercises and through reflective feedback.  Additional subject material will be provided 
during the seminars.   
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The approach to learning which underpins the structure of this unit is shown in the following diagram: 

Resources  Processes  Learning  Outcomes  
 

 
other students'  feedback 
experiences 
 
 
own experiences reflection identification  behavioural  
(work, role plays etc)  of own approach learning & 
   application 
 
 
research  reading cognitive  academic  
(principles of lectures & understanding learning &  
good practice) discussion  assessment 
 

----------------------------------------------------------------------------------------------------------------- 
 
Learning outcomes 
 
The aim of this unit is to assist you to develop your understanding of the dynamics of the process of 
negotiation.  On completion of this unit, you should: 
 

• know the central models or frameworks for understanding the negotiation process 
 
• understand and be able to distinguish the core strategies in negotiation which are 

associated with these models 
 
• be aware of the individual behavioural skills involved in face to face negotiation, 

including cross-cultural perspectives 
 
• be able to critically examine the literature on the subject of negotiation 
 
* be able to develop your own negotiation script to guide you in your negotiations 
 
and 
 
•  have enhanced your own skill level 
 

----------------------------------------------------------------------------------------------------------------- 
 
Reflection on your learning  
 
To assist you in writing your major assignment you are strongly encouraged to reflect upon your own 
learning after each session.  These questions may help you in this regard. 

 
What one thing have I learned in this session which seems to be important to my 
understanding of and practice of negotiation? 
 
In view of what I have learned, what, specifically, am I going to try when a 
negotiation opportunity arises? and why? 
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Preparation for the unit 
 
Students will be expected to prepare for the unit prior to leaving for Penang.  The preparation tasks 
will include: 
 
 i) reviewing a negotiation you have been involved in 
 
 ii) undertaking some prior reading of research articles as background  
 

iii) drawing on the negotiation aspects of your readings for your chosen country in the first 
week Business in Asia unit. 

 
Further information on these and any other preparation tasks will be provided to enrolled students. 
 
----------------------------------------------------------------------------------------------------------------- 
 
Assessment 
 
It is expected that there will be three assessment tasks during the unit.  Each will be designed to help 
students explore the complexities of negotiation and assist them to put the theory of negotiation into 
practice.    
 
Group assignments 
Two group tasks will be undertaken while at AISAM.  On previous occasions these tasks have 
required the student groups to research specific aspects of negotiation and make presentations in class.  
These group projects have related theory and research to practice and involve an analysis and 
explanation of cross cultural aspects of negotiation. 
 
The in-class tasks typically comprise 40% of the total marks for the unit. 
 
The major assignment  
This assignment will be an individual written assignment of approximately 2,500 words to be 
completed after AISAM.  It will enable students to develop their reflection and analytical skills and 
require them to develop reasoned, practical strategies for their future negotiations.  In assessing the 
final assignment the following questions will be considered: 

 
•  What evidence is there here that this student has actually learned something? and that 

they are likely to do something different as a result? 
 
•  Is the analysis reasonable? Is there some justification for the practical implications which 

are suggested?  
  

• Did this student read anything on negotiation? Perhaps it is just from the textbook, or 
from the readings; alternatively, has he or she gone on a learning journey through the 
literature and found something really insightful and worked out how it can be applied in 
their own context? 

 
• Would the student be prepared to hand this document to her or his boss as an example of 

why they believe they should be awarded a salary increase? 
 
The major assignment will be worth 60% of the total marks. 
 
This assignment must be received at the ANBS office by 10th September, 2010.
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Session topics 
----------------------------------------------------------------------------------------------------------------- 
 
Session 1   Monday morning: 9.00-11.00; 11.30-1.00 
 
An introduction to negotiation        
 Some characteristics of negotiation 
 An initial self-reflection 
 The Petrol Pricing Game 
 
The article by Deutsch (1990) provides an interesting overview of the subject while Sebenius (2001) 
takes a different approach.  Other useful reviews can be found in the introductory chapters in most 
textbooks on negotiation, eg Lewicki et al (2005) chapter 1. 
 
----------------------------------------------------------------------------------------------------------------- 
 
 
Session 2 Monday afternoon: 2.00-3.30; 4.00-5.30  
 
Competitiveness and cooperativeness in negotiation 
 Negotiation exercise: Arak and Barkan at war? 
 
A cultural overlay in negotiation? 
 How can we analyse whether cultural context makes a difference?  
 
Sebenius (2002) provides in interesting introduction to inter-cultural negotiation.  Brett and Gefland 
(2006) provide an interesting review of the research.  Ghauri (1996) provides a business negotiation 
framework while Brett et al (1998i), Hendon et al (1996), Salacuse (1998) and Schuster and Copeland 
(1996) provide four different approaches to the question of how cultural factors affect negotiation.    
 
----------------------------------------------------------------------------------------------------------------- 
 
 
Session 3 Tuesday morning: 9.00-11.00; 11.30-1.00 
 
Managing the issue: the notion of strategic choice in negotiation 
 Exploring the strategic choices 
 
The starting point for an examination of strategic choice will be the dual concerns model, first 
presented by Pruitt (1983), later developed in Rubin et al (1994) esp. chapter 3 and in Lewicki et al 
(1996) chapter 5.  Allred (2000), Savage et al (1989) and Sorensen et al (1999) are useful papers.   
 
Managing the process: the notion of phases and developing a script  
 Exploring the underlying dynamics in reaching agreement 
 Crossing the Nullarbor 
  
There are many process models of negotiation but it was Douglas (1957) who introduced the notion of 
phases; Putnam (1990) and Brett et al (1998ii) both consider the interaction between competitive and 
cooperative behaviour.  Both Lax and Sebenius (1986) chapter 5 and Mnookin et al (2000) chapter 1 
explore the issue of creating and claiming value. 
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Session 4  Tuesday afternoon: 2.00-3.30 
 
What does it mean to be cooperative in negotiation? 
 Exploring the problem solving models of negotiation 
 The interest based models 
 Negotiation exercise: Wholesale Retail Trading 
   
Fisher, Ury and Patton’s Getting to YES provides a starting point for examining the role of interests in 
negotiation.  Thompson (1998) chapter 7 and Bazerman and Neale (1992) chapter 11 look at how to 
achieve cooperative negotiation from a decision making perspective.  Rackman and Carlisle (1978) 
provide insights into effective negotiation behaviours (cf Sebenius, 2001).   
 
 
----------------------------------------------------------------------------------------------------------------- 
Essence session  
- an introduction to other AISAM electives  Tuesday afternoon: 4.00-5.30 
----------------------------------------------------------------------------------------------------------------- 
 
 
Session 5  Wednesday morning: 9.00-11.00; 11.30-1.00 
 
Managing the competitiveness in negotiation 
 Exploring the competitive models of negotiation  
 The practicalities of the contending and end-game strategies 
 Negotiation exercise 
 
Buckley (2001) provides a spirited defence of adversarial negotiation while Rubin et al (1994) chapter 
4 on being contentious provides a different perspective.  Fisher (1983) provides insights into the 
slippery notion of power. 
 
 
----------------------------------------------------------------------------------------------------------------- 
Wednesday afternoon 
Time set aside for a company visit.  If the visit takes place at another time the class sessions will be 
rescheduled, but the sequence of topics will remain the same. 
----------------------------------------------------------------------------------------------------------------- 
 
 
Session 6  Thursday morning 9.00-11.00; 11.30-1.00  
 
Managing the negotiation 
 Case study analysis: The healthcare case; the airline case and the telco case 
 
These cases are all based on actual negotiations.  The healthcare provide an opportunity to analyse a 
negotiation strategically.  The airline and telco cases provide insights into the way negotiations unfold.  
One reached agreement, the other did not but it can be argued that both negotiations were successful.  
Though group discussion we will analyse the cases and identify key learning points about the nature 
and conduct of negotiation. 
 
 
 
 
 /continued 
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Session 6 (continued)  Thursday morning 9.00-11.00; 11.30-1.00  
 
Building some cross cultural profiles 
 Revisiting the question of the cultural context 
 Negotiation exercise: The Bookdeal negotiation 
 
This session will integrate earlier sessions on issue strategies, on the process and behaviour of 
negotiation to develop cross cultural profiles of negotiation characteristics and their practical 
implications for negotiators.  Students will be expected to make group presentations (Assignment 
One). 
 
----------------------------------------------------------------------------------------------------------------- 
 
 
Session 7 Thursday afternoon: 2.00-3.30; 4.00-5.30  
 
Managing the negotiation 
 Negotiation exercise: The Island Queen negotiation  
 
Group presentations ( for session 8) 
 Time for preparation 
 
----------------------------------------------------------------------------------------------------------------- 
 
 
Session 8 Friday morning: 9.00-11.00; 11.30-1.00 
 
Group presentations 
 
During this session groups will make presentations based on a task, the details of which will be 
provided during the course of the unit (Assignment Two). 
 
The complexities of negotiation  
 The Ffestiniog model 
 
To conclude, Watkins (1999) provides an interesting perspective on the complexity of negotiation, as 
does Fells (2000ii). 
 
Student learning review 
 
----------------------------------------------------------------------------------------------------------------- 
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