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Part I Course Overview  

 

Course Title: 

 

 

Negotiation for Life and Work 

Course Code: 

 

GE2254 

Course Duration: 

 

One Semester 

Credit Units: 

 

3 

Level: 

 

A2, B2 

Proposed Area: 
(for GE courses only) 

  Arts and Humanities 

 Study of Societies, Social and Business Organisations 

  Science and Technology 

Medium of 
Instruction:  

 

English 

Medium of 
Assessment: 

 

English 

Prerequisites: 
(Course Code and Title) 

 

None 

Precursors: 
(Course Code and Title) 

 

None 

Equivalent Courses: 
(Course Code and Title) 

 

GE1217 Competition and Cooperation in Diverse Contexts 

Exclusive Courses: 
(Course Code and Title) 

 

MGT3428 Business Negotiation 
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Part II Course Details  

 
1. Abstract  
 (A 150-word description about the course) 

  
Conflicts and disputes abound in diverse contexts. This course is designed to equip students with theory, 

knowledge and skills (e.g., communication and negotiation) to effectively and creatively manage 

competition and cooperation to reach win-win agreements in diverse contexts, from individual 

negotiations to inter-organizational cooperation. Students will learn how to navigate the tension between 

cooperation and competition to avoid lose-lose outcomes. The course draws on interdisciplinary research 

in management, economics, and psychology to provide concepts and theories for understanding the 

processes and dynamics required for reaching win-win agreements in diverse contexts. Teaching will be 

conducted in a combination of lectures, video showings, and in-class simulations. Class exercises will be 

provided to illustrate interdisciplinary concepts, theories, and practical skills to forge efficient 

cooperation. There is a group project that requires the analysis of real real-world cases of managing 

competition and cooperation in an interpersonal or inter-group context. Students will examine different 

ways of reaching win-win agreements, and the factors and processes that may derail such agreements. 

 

This course aims to  

 To provide students a broad, intellectual understanding of a set of central and interdisciplinary 

concepts and theories in negotiation (especially the economic, behavioral, and psychological 

models of negotiation),dispute resolution,  interpersonal and intergroup interactions, and inter-

organizational relations; 

 To provide students knowledge and skills in social interactions, communications, bargaining, and 

negotiations, to apply multiple disciplinary concepts and theories and to discover creative and 

effective solutions to navigate the tension between cooperation and competition in different 

cultural contexts; 

 To provide hands-on analysis and practice, and building blocks of communication and negotiation 

strategies that help students creatively and effectively manage different types of negotiations in a 

variety of contexts and reach collaborative and win-win agreements. 

 

 
2. Course Intended Learning Outcomes (CILOs) 
 (CILOs state what the student is expected to be able to do at the end of the course according to a given standard of 

performance.) 

 
No. CILOs# Weighting* 

(if 

applicable) 

Discovery-enriched 

curriculum related 

learning outcomes 

(please tick where 

appropriate) 

A1 A2 A3 

1. Develop critical thinking skills and knowledge of 

interdisciplinary concepts and theories (e.g., in 

economics, social psychology, management, and 

international relations) regarding how to manage 

competition and cooperation; 

30%    

2. Apply relevant concepts and theories in different cultural 

contexts (e.g., value creating vs. value claiming) to analyse 

real-world problems as well as the processes and dynamics 

underlying collaborative and win-win agreements; 

30%    

3. Analyze conceptually, critically, and creatively the 

barriers and biases (e.g., cognitive biases, competitive 

mindsets, cultural barriers, and fixed pie assumption) that 

20%    
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block collaborative and win-win agreements and how to 

cope with them; 

4. Demonstrate cross disciplinary knowledge as well as 

critical thinking and practical skills (e.g., information 

sharing, multiple equivalent offers, formal analysis, scoring 

system, trust-building and communications in cross-

cultural contexts, etc.) for reaching collaborative and win-

win agreements.  

20%    

* If weighting is assigned to CILOs, they should add up to 100%. 100%    
# Please specify the alignment of CILOs to the Gateway Education Programme Intended Learning outcomes 
(PILOs) in Section A of Annex.  
 
A1: Attitude  

Develop an attitude of discovery/innovation/creativity, as demonstrated by students possessing a strong 
sense of curiosity, asking questions actively, challenging assumptions or engaging in inquiry together 
with teachers. 

A2: Ability 
Develop the ability/skill needed to discover/innovate/create, as demonstrated by students possessing 
critical thinking skills to assess ideas, acquiring research skills, synthesizing knowledge across disciplines 
or applying academic knowledge to self-life problems. 

A3: Accomplishments 
Demonstrate accomplishment of discovery/innovation/creativity through producing /constructing 
creative works/new artefacts, effective solutions to real-life problems or new processes. 

 

 
3. Teaching and Learning Activities (TLAs) 

(TLAs designed to facilitate students’ achievement of the CILOs.) 

 
TLA Brief Description  CILO No. Hours/week 

(if applicable)  1 2 3 4   

Seminar   Students will receive 

guidance on their reading 

and research, as well as 

acquire knowledge of 

interdisciplinary concepts 

and theories (e.g., in 

economics, social 

psychology, management, 

communications, political 

sciences, and international 

relations) relevant to how to 

reach collaborative and win-

win agreements. 

 

 In class discussion, students 

will develop analytical and 

critical thinking skills to 

analyze real world 

problems and to assess the 

processes and dynamics that 

shape the attainment of 

collaborative and win-win 

(vs. win-lose or lose-lose) 

agreements in different 

cultural contexts. 

 The classes will be 

supplemented by a variety of 

      2 



  

4 
 

real-world cases, and videos 

of collaborative and win-win 

agreement from diverse 

contexts 

Seminar  

 

 Learning through conducting 

a group project, in which 

students will apply 

interdisciplinary theories 

and concepts to analyze 

real-world cases of 

collaborative and win-win 

agreements in diverse 

contexts.    

 Students will give 

presentations on their group 

project, in which they will 

analyze a real-life 

negotiation case and 

recommend feasible and 

effective solutions.   

      .5 

Exercises 

(experiential 

learning) 
 

Students will learn cross-

disciplinary concepts and 

theories through in-class 

bargaining and negotiation 

exercises as well as other group 

simulations that involve role 

playing to reach potential 

collaborative and win-win 

agreements in both Eastern and 

Western contexts. Students are 

required to prepare for each of 

the roles in class or prior to class 

and effectively and creatively 

manage each of the in-class 

exercises. Debriefs after 

exercises will offer students 

useful skills, strategies, and 

approaches applicable to the 

exercises. Interdisciplinary 

class concepts and theories will 

also be covered in debriefs.   

      .5 

 

  The class size is 40. 

 
4.  Assessment Tasks/Activities (ATs) 

(ATs are designed to assess how well the students achieve the CILOs.) 
 

Assessment Tasks/Activities CILO No. Weighting*  Remarks 

1 2 3 4   

Continuous Assessment:   50% 

Class Contribution  

(attendance, planning 

document and class exercises) 
 

   30%  will test students’ ability 

to apply cross-

disciplinary concepts 

and theories covered in 

class to analyze 

different types of 

negotiated agreements 

and real-world cases 
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from diverse contexts. 

Students are expected to 

effectively, 

appropriately, and 

creatively apply 

relevant concepts and 

theories in class 

discussion. 

 will take into 

consideration both 

attendance and quantity 

and quality of 

contribution. Students 

will be graded 

according to a 0 to 3 

point system for each of 

the seminars. (including 

their planning 

document, 

participation, and 

attendance). 

Mid-term Test 

 

    20% Mid-term quiz 

 will test students’ 

understanding of the 

interdisciplinary 

concepts and theories 

in the form of 

multiple choice 

questions to be held 

around week 9 

Examination:   50% (duration:   2-hour   , if applicable) 

Examination  

 

    50%  will test students’ 

understanding of the 

interdisciplinary 

concepts and theories 
relevant to collaborative 

and win-win 

agreements, together 

with their ability to 

think critically, 

reflectively, and 

analytically about the 

processes and dynamics 

underlying collaborative 

and win-win agreements 

in cross-cultural 

contexts.  

 Both multiple choice 

questions and small 
case analyses will be 

used in the exam. Final 

grades for the exam 

rank ordered. Students 

can contact the 

instructor for comments 

and feedback. 

* The weightings should add up to 100%. 100%  



  

  

6 
 

 
5. Assessment Rubrics   

(Grading of student achievements is based on student performance in assessment tasks/activities with the following rubrics.) 
 

Assessment Task Criterion  Excellent 

(A+, A, A-) 

Good  

(B+, B, B-) 

Fair  

(C+, C, C-) 

Marginal 

(D) 

Failure 

(F) 

1.  Class 

Contribution 

 

 Student has clearly 

contributed in 

nearly every 

discussion with 

thoughtful 

questions and 

comments that 

demonstrate an 

engagement with 

the readings, and 

his/her classmates.  

Student is almost 

always punctual 

and attends full-

time.  

Student has clearly 

contributed 

regularly in 

discussion with 

thoughtful 

questions and 

comments that 

demonstrate an 

engagement with 

the readings, and 

his/her classmates.  

Student is 

frequently 

punctual and 

attends full-time.  

Student has 

contributed in 

discussion 

occasionally with 

thoughtful questions 

and comments that 

demonstrate an 

engagement with the 

readings, and his/her 

classmates.  

Student is 

occasionally late to 

class and leaves 

early.  

Student has rarely 

contributed in 

discussion.  

Student is almost 

always late to class 

and leaves early.  

Student fails to attend 

class the majority of 

the time.  

 

 

 

4. Mid-term quiz 

& Examination 

 Strong 

evidence of 

original 

thinking; good 

organization, 

capacity to 

organize and 

synthesize 

Evidence of a 

grasp of the 

subject with 

indications of 

critical 

capacity and 

analytical 

ability; 

A student 

who has 

profited from 

the course; 

some 

understanding 

of the subject 

with some 

Sufficient 

familiarity 

with the 

subject and 

of ability to 

respond to 

the questions 

as to justify 

Little 

evidence 

of 

familiarity 

with the 

subject 

matter; 

poor 
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with superior 

grasp of the 

subject matter; 

evidence of 

extensive 

knowledge 

base.  
 

reasonable 

understanding 

of the issues 

with good 

responses to 

the questions.  
 

ability to 

think 

analytically 

and to offer 

adequate 

responses to 

the questions.  
 

consideration 

of the student 

for 

progression.  
 

critical 

and 

analytical 

skills; 

ignorance 

of the 

literature.  
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Part III  Other Information (more details can be provided separately in the teaching plan) 

 
1.  Keyword Syllabus 

(An indication of the key topics of the course.) 

 

Collaborative and win-win agreements:  

The behavioral decision theories of negotiation, the social psychology of negotiation, trust, rational choice 

decision making, strategic alliance.  

 

Barriers to collaborative and win-win agreements: 

Cognitive biases, competitive mindsets, fixed-sum or fixed pie assumption, distrust and miscommunication, 

escalation of commitment, the tragedy of commons, cultural barriers, dynamics of power. 

 

Frameworks and skills for reaching collaborative and win-win agreements:  

Win-lose vs. and win-win negotiations, Efficient negotiation solutions, game theory, formal negotiation 

analysis, Pareto efficiency, power-right-interests model, creativity, agency and third-parties, ethics and 

deception, team and group negotiations, social dilemmas, cross-cultural negotiations. 

 

 
2.  Reading List 

2.1  Required Readings  
(Compulsory readings can include books, book chapters, or journal/magazine articles. There are also collections of e-

books, e-journals available from the CityU Library.)   
 

1. Thompson, Leigh. (2011). The Mind and Heart of the Negotiator (6th ed.). Pearson. 
 

 

2.2  Recommended Readings  
(Additional references for students to learn to expand their knowledge about the subject.) 

 

1. Brett, Jeanne. M. 2007. Negotiating Globally. San Francisco: Jossey-Bass. 

2. Fisher, R., Ury, W., & Patton, B. 1992. Getting to Yes (2nd ed.). London: Random House. 

 

2.3 Reference 

 
3.  Bamford, James, D., Gomes-Casseres, Benjamin, & Robinson, Michael, S. 2003. 
4. Alliance Strategy: A Comprehensive Guide to Design, Management, and Organization. 

San Francisco, CA: John Wiley & Sons. 
5. Bazerman MH, Neale MA. 1992. Negotiating Rationally. New York: Free Press 

6. Dyer, J. H. 2000. Collaborative Advantage: Winning Through Extended Enterprise 

Supplier Networks. New York: Oxford University Press. 
7. Shenkar, O. and Reuer, J. J. (2005). Handbook of Strategic Alliances, Thousand Oaks, 

CA: Sage Publications. 
8. Murnighan JK. 1994. Game theory and organizational behavior. In Research in 

Organizational Behavior, ed. BM Staw, LL Cummings, 16:83–123. Greenwich, CT: JAI 
9. Pruitt, Dean, G. 1981. Negotiation Behavior. New York: Academic Press. 
10. Raiffa, Howard, 1982. The Art and Science of Negotiation: How to Resolve Conflicts 

and Get the Best Out of Negotiation. Cambridge, MA: Harvard University Press. 
11. Roth, Al. E. 1995. Bargaining Experiments. In J.H. Kagel, & A.E. Roth (ed). The 

Handbook of Experimental Economics, 253-348. Princeton, NJ: Princeton University 

Press. 
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12. Schelling, Thomas. 1960. The Strategy of Conflict. Cambridge, MA: Harvard University 

Press. 
13. Walton, R. E. & McKersie, R. B. 1965. A Behavioural Theory of Labor Negotiations. 

New York: McGraw-Hill. 
14. Charles W. Kegley & Shannon L. Blanton (2011-12 edition). Word Politics: Trend and 

Transformation. Wadsworth. 
15. Online Resources: 

http://www.iacm-conflict.org/ 

http://division.aomonline.org/cm/ 

http://www.kellogg.northwestern.edu/research/drrc.aspx 

http://www.negotiationexercises.com 

 

 

 

 


