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430/530 INTB – International Negotiations / T&TH 2:00 pm-3:15 pm 

Text:  Negotiations – By Roy J. Lewicki, David M. Saunders and Bruce Barry
Publisher: Thomson South-WesternMcGraw-Hill Irwin
ISBN/Copyright: 0-07-297307-2  - www.mhhe.com 
Optional Book for student needing more challenge:  

Text:  Getting Past No By William Ury
Publisher: Bantam
ISBN/Copyright: 0-553-37131-2

Course Description: This course covers the development of international negotiations.  

The main goal is to study the fundamentals of international negotiations and the effect of cultural differences among regions of the world in communication processes. We will review also the importance of cross-cultural communication for international the negotiation processes and for the development of multinational companies.

Teaching Methods

The course incorporates different teaching approaches: lecture, assignments, group work, class discussions and self motivation/self-learning “owning your own behavior”.  You are expected to come to class having read and thought about topics scheduled for the class sessions. Note that your participation will make the class pleasant and intellectually stimulating, so please do attend every session.

Philosophy and of Performance Objectives the Course – Students who successfully complete this course should be able to: 

· Articulate the importance of organizational training and development to the effectiveness of organizations as demonstrated by class discussion, book problems, and class or non-class exercises. 

· Interpret, critically analyze, recommend, and defend with supporting evidence feasible courses of action for actual real life situations. 

· Describe the major factors affecting training and developing behavior of individuals and groups within organizations. 

· Recognize the interplay of diversity in an organization’s environments (internal, external, and global business environment).

· Effectively demonstrate both written and oral communication skills crucial for success in the real world of business.

· Demonstrate computer literacy, critical thinking, and class participation skills.

Global Awareness Integration

The focus of this course is on a general overview of international negotiations.  Every student will incorporate examples, ideas, thoughts and experiences (self or others) of business in a global basis.  The instructor will add to this global awareness from his experiences in dealing with the maquiladora industry along the Mexico and United States of American’s border, public and private organizations in the USA, non-profit organizations in Australia, on-line work with worker’s in Spain and service the industry in Canada.  Organizations that the instructor has worked with include Invacare, Seagate, Eaton, Bard, Keytronic, TRW, BBB, Lucky Goldstar, CPM, Siemens, Lucent, Delnosa-Delphi, Rey Mex Bra, Bissell, Nokia, Whirlpool and AMMEX.

Performance Measures / Exams

The examinations will cover materials contained in the designated chapters and topics discussed in class.  We will discuss the exam’s details in class (e.g. reviews).  The final exam date is going to be as indicated in the official university schedule.  Work turning in late will be penalized 15 points.

Performance Measures / Exams

The examinations will cover materials contained in the designated chapters and topics discussed in class.  We will discuss the exam’s details in class (e.g. reviews).  Work turning in late will be penalized by a “Letter Grade”.

 of Grade   Reward System (grading)

33.3%
Quizzes/Assignments (Cases, Group, PBL, Discussion Questions and Exercises)

33.3%
Exams or Video (Essay Answers or Video 15 min. for UG and 20 for Graduate)

33.3%
Paper (10 pages minimum for Undergraduates & 20 pages for Graduates)

100%
Total

Grades will be assigned using the following scale:

100 – 90: A 

89 – 80 : B


79 – 70: C 

69 – 60: D

Below 60: F

Attendance

Registering for this class implies that you know the days (Tuesday and Thursday) and time (2:00 pm) the class meets and accept the responsibility for attending classes and being on time.  Excessive tardiness and/or leaving the class early “is” an absence (I ask for emails).  If you miss classes because of school (SOBA) activities, you should bring a schedule of expected dates of absence.  The student will drop points if he or she has more than three absences.

Expectations

I expect you to keep up with your reading assignments, to participate, to be present, and on time for all classes.  I also expect appropriate and ethical personal conduct from you.  Scholastic dishonesty is subject to disciplinary penalties, including possible failure in the course & dismissal from the university.  

ADA Compliance

If you have a documented disability, which will make it difficult for you to carry out the work as I have outlined and/or if you need special accommodations/assistance due to the any disability, please contact the Office of Academic Support.  I will make any appropriate accommodations for you.

People generally remember: 

10% of what they read

20% of what they hear

30% of what they see

50% of what they both see and hear

70% of what is discussed with others

80% of what they personally experience

90% of what they teach others

Instructor reserves the right to change or alter the course material as deemed necessary as the class progresses.  
