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COURSE SYLLABUS**
I. Course title: NEGOTIATION SKILLS
II. Course code: 
III. Course credits: 1 (30 periods)
IV. Course prerequisites
V. Course overview
	This course provides students with general knowledge of negotiation to help them in their future professional and personal settings. Fundamentals of negotiation process such as key concepts, elements and strategies will be discussed together with sub-process factors of negotiation such as ethics, communication, relationships, and power. 
VI. Instructors
Dr. Trinh Thu Huong - huongtrinh@hcmussh.edu.vn
Mr. Doan Ngoc Anh Khoa - doanngocanhkhoa@hcmussh.edu.vn

VII. Course goals
This course aims to develop students’ negotiation skills through three main goals: 

	Goals
	Goal Description/ Learning outcomes

	G1 – Knowledge
	Recognize the key elements of a negotiation process 


	
	

	G2 – Skills 
	Employ appropriate negotiation strategies in different situations 


	
	

	G3 – Attitude
	Demonstrate confidence in teamwork, presentation, and negotiation skills 

	
	




VIII. Assessment scheme

	Assessment
	Details
	Learning outcomes
	

	A1. Progress
	Participation in negotiation exercises in class
	G2+G3
	10%

	A2. Mid-term
	Group Presentation
	G1
	20%

	A3. Final
	Group negotiation 
	G1+G2+G3 
	70%


Passing grade: 5/10
    
	Assessment
	
Mid-term is based on participation in negotiation exercises in class and group presentation on the textbook; 

Final Examination: Students will be assigned into groups and each group is able to choose a preferred topic to make a final negotiation project. It is important to note that each group must submit an Outline by WEEK 3 in order to gain an approval from the lecturer before proceeding on WEEK 6. 

Rubric of Team negotiation 

	
	Excellent
(9-10 pts)
	Very Good
(8-9 pts)
	Good
(7-8 pts)
	Acceptable
(5-6 pts)
	Poor/Fail
(1-4 pts)

	Effectiveness (30%)
	
	
	
	
	

	Delivery (40%)
	
	
	
	
	

	Teamwork (30%)
	
	
	
	
	



IX. Course policies on learning and assessment
· Students are required to be on time and remain until the conclusion of class. 
· Students who arrive late within 15 minutes will be marked as ‘late’ yet still allowed to join the class. Two times being late equals one absence.
· Students who are more than 15 minutes late will not be accepted into class.
· Students who need to leave early should inform the instructor before class. Leaving early without permission also counts as absence for the day.
· Attendance: Students who are absent more than two times without legitimate excuses will be disqualified from taking the final exam. 
· Students should notify the instructor of their absence at least one day before class, unless their absence is due to an emergency. Written documents are required for their absence to be excused.
· One point will be deducted from your final grade for each absence from class.
· Students are not allowed to use laptops/mobile phones/tablet computers for any purposes not related to their study. Any violation will result in the students being required to leave the classroom and marked as absent.
· Disruptive behavior that affects classroom instructions and academic performance of both the instructor and other students include laughing and talking inappropriately in class. 
· You will receive a warning and a 1 point deduction from your final grade for your first violation. A second time violation will result in a deduction of 3 points from your grade. For your third time violation, you will be expelled from the classroom and the administrative staff will be accordingly notified so they can take your name off the class list.
· Students who are disrespectful to classmates or the instructor will be removed from class permanently.
· Cheating, academic dishonesty and plagiarism are NOT tolerated. Those students who violate these terms will be expelled from the course and receive “zero” for their final grade.

X. Materials
	        Required Materials:
Fisher, R. and Ury, W. (2006). Getting to Yes: Negotiating an Agreement without Giving in (2nd ed.). Penguin Putnam;
		        Reference:
Lewicki, R., Saunders, David M. and Minton, J. (2016), Essentials of Negotiations. McGraw Hill Education.

XI. Detailed course content

	SESSION
	CONTENT
	MATERIALS
	ASSESSMENT

	1
	Course Introduction
What is Negotiation? Key Concepts and Elements of Negotiations
	Chapter 1
Getting to Yes
	A1 

	2
	The Method
	Getting to Yes
	A1 + A2

	3
	The Method (Continued)
	Getting to Yes
	A1 + A2

	4
	Scenarios
	Getting to Yes
	A1 + A2

	5
	Scenarios (Continued)
Revision
	Essentials of Negotiations
	A1

	6
	Final exam: Group negotiation
	
	A3




**This syllabus is subjected to change due to the real conditions of the class. The instructors reserves the rights to edit syllabus at any time needed. Modifications will be announced to class directly or via email prior to the application of those changes**
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