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ABOUT THE COURSE

The art of negotiating will be introduced, and cultural awareness in international negotiations is the primary focus of the course. Students are expected to apply and demonstrate theory through in-class team negotiating sessions. These practical exercises will utilize case scenarios depicting cross-cultural settings where particular problems must be resolved. 

Readings and class discussions are intended to facilitate understanding of theory and research findings.  Case analyses and an individual research (internet) project are designed to help students develop insight into major issues of international business negotiations such as mergers and acquisitions, agency agreements, joint ventures, etc, as well as build their negotiating and conflict resolution skills. An important objective of the course is to adopt an open and experiential approach to teaching, thus encouraging students to interact constructively and with creativity and spontaneity. 

Students are expected to participate in class discussion actively. To prepare for meaningful exchanges, students are expected to read assigned materials in advance of the class meeting.

___________________________________________________________________________

TEXT AND READINGS

1. Basic text (not recommended for purchase): ENGLISH FOR INTERNATIONAL NEGOTIATIONS: A CROSS-CULTURAL CASE STUDY APPROACH, Drew Rodgers, New York: St Martin’s Press, 1997, referred to as Rodgers
2. Supplementary text (recommended for purchase): VIKINGS AND MANDARINS: SINO-SCANDINAVIAN BUSINESS COOPERATION IN CROSS-CULTURAL SETTINGS, Verner Worm, Copenhagen Business School Press, 1997, referred to as Vikings & Mandarins

3. Supplementary text (not recommended for purchase): INTERNATIONAL BUSINESS NEGOTIATIONS, Pervez Ghuari & Jean-Claude Usunier, Oxford, New York & Tokyo: Pergamon 1996, referred to as Ghuari & Usunier
____________________________________________________________________________
ASSESSMENT

WEIGHTAGE: 

Team Negotiation Exercises (two @ 15% each) 




30%

Individual Research Project (Internet)





20%
Class Participation (includes attendance & active contributions to peer-learning)
10%

Final Examination








40%

TEAM NEGOTIATIONS (30%)


Students are required to form five Teams of about 4 members each. Teams will each role-play two negotiating scenarios, in pairs. The scenarios shall be taken from Rodgers. To plan the negotiations, each Team should coordinate with the Instructor the week prior to their exercise. Read the case in advance and the suggested approach in Rodgers, and be prepared to make any changes that seem necessary to make the exercise work effectively.

INDIVIDUAL RESEARCH PROJECTS (20%)


Each student will find an actual case of international negotiations that has occurred or is occurring and write a complete report and analysis of approximately 8-10 pages. (One suggested source of information on companies engaged in negotiations is the “Business this week” section of The Economist.) Then the Internet or the library should provide resources on the companies and issues involved. In many cases the actual negotiations (of mergers or acquisitions for example) are kept secret so it will be necessary to ‘read between the lines’ of the information you find to address the negotiations themselves. However, you can find other interesting details including goals of both sides, strategies, actual outcomes and explanation of success or failure. These will provide valuable coverage which you can include, but keep in mind your purpose is to address negotiating issues as much as possible. 

PREPARATION FOR CLASS AND PARTICIPATION (10%)

Students are expected to come prepared to every class by reading all assigned material. Needless to say, students are required to:

· be punctual 

· switch off all pagers, phones and other gadgets that can cause distraction 

· bring to class all readings relating to the topic being discussed

· be prepared to lead a class discussion, based on the pre-assigned readings

___________________________________________________________________________

COURSE SCHEDULE AND READINGS
 WEEK





TOPIC / Readings

I. 
INTRODUCING INTERNATIONAL NEGOTIATIONS

Week 1

 
Chapters 1&2, Rodgers, 1-8, 12-17





“Managing alliances: Trust us,” The Economist, 26 August 2000, 56-7

II.
CULTURAL ASPECTS IN INTERNATIONAL NEGOTIATIONS

Week 2

Negotiating Across Cultures 1  
1. “Hofstede’s Dimensions of Cultures and their Influence on International Business Negotiations,” Geert Hofstede & Jean-Claude Usunier, in Ghuari & Usunier, 119-129
2. “Cultural Explanations—The Man in the Baghdad Cafe,”  The Economist,  9 Nov 1996, 5pp

3. “Culture Wars,” The Economist, 12 Sept 1998, 101-3

Week 3                 Negotiating Across Cultures 2

4. “The West: Unique, Not Universal,” Samuel Huntington,  Foreign Affairs, Nov-Dec 1996, 75, 6, 28-46
5. Vikings & Mandarins, chapter 2, 33-71
6. (Recommended reading only): Vikings & Mandarins, chapters 3-4, 73-100
7. (Recommended reading only):  “Negotiating with East Asians,” Rosalie Tung, in Ghuari & Usunier, 369-381

Prep by sides for negotiating exercise 1 

Week 4

Building negotiating skills 1: Case TBA




Prep by sides for negotiating exercise 2
Week 5

Building negotiating skills 2: Case TBA



Prep by sides for negotiating exercise 3
Week 6

Building negotiating skills 3: Case TBA
III.
CONTENT OF INTERNATIONAL NEGOTIATIONS
Week 7

Kinds of Agreements --Alliances, partnerships, technology deals, sales, agency, …; Diplomatic settlements
1. Figure 12.1 in “Negotiating International Joint Ventures,” Sabine Urban, in Ghuari & Usunier, 232

2. “Forging Alliances: A Guide to Top Management,” Rangan & Yoshino, Columbia Journal of World Business, Fall 1996, 6-13

(Recommended reading only:)
3. “Joint Ventures: Saving the Soviets from Perestroika,” Jeffrey M Hertzfeld, Harvard Business Review, Jan-Feb 1991, 80-91

Week 8



Mid-term break
Week 9

Kinds of Agreements 2
1. “Preparing Mergers and Acquisitions in The European Union: The Asset of Cooperative Negotiation,” de Beaufort & Lempereur, in Ghuari & Usunier, 273-283 (only)

2.  “How to make mergers work,” The Economist, January 9th 1999, 13-14, 19-21

3.  “MERGER BRIEF: The DaimlerChrysler emulsion,” The Economist, 29 July 2000, 65-6




Prep by sides for negotiating exercise 4
Week 10

Kinds of Agreements 3: International Diplomatic Negotiations 

1. “Human Rights and Diplomacy: The bloodhounds of history,” The Economist, April 12th 1997, 19-21

2. (Recommended reading only):  
“Arabs and Israelis: The Rocky Road to Accommodation,” The New World of International Relations, MG Roskin and NO Berry, 4th edition, 1999, chapter 8 pp131-52




Building negotiating skills 4: Case TBA



Prep by sides for negotiating exercise 5
IV.  BUSINESS COOPERATION IN CROSS-CULTURAL SETTINGS
Week 11
(Recommended reading only):  
Vikings & Mandarins, chapters 9-11, 181-227




Building negotiating skills 5: Case TBA
V. RECAPITULATION

Week 12

Presentation of Individual Research Papers 1
Week 13

Presentation of Individual Research Papers 2; 
 Course Review



Week TBA


FINAL EXAM
