DISCIPLINE SPECIFIC ELECTIVE - HUMAN RESOURCE MANAGEMENT (DSE-4)

DSE 4: NEGOTIATIONS

Credit distribution, Eligibility and Pre-requisites of the Course

Course title & Code Credits | Credit distribution of the course | Eligibility criteria Pre-requisite of the
Lecture Tutorial Practical course
/ (if any)
Practice
Negotiations (DSE 4) 4 3 1 0 Class X11 Basics of
OrganisationalBehavi
our

Learning Objective
e To provide insight into how to negotiate effectively by applying appropriate strategies
and tactics to different negotiation situations.
e To facilitate the understanding of the numerous dynamics involved in the process of
negotiation.

Learning Outcomes:
On successful completion of the course the learner will be able to:

e Explain the nature, process, types and tactics of negotiation.

e Examine and practice the communication skills and persuasion tactics necessary for
effective negotiation, finding and using power in negotiation.

e Conduct negotiation strategies to achieve goals without jeopardizing relationships.

e Apply negotiation concepts to build competence in handling multiparty negotiation,
third- party negotiation and resolving impasse in negotiations.

SYLLABUS OF DSE 4

Unit 1: Negotiation Meaning and Styles (12 Hours)
Introduction; Nature and Scope; Foundations of Negotiation: Conflict and Its Management,
Conflict Management through Negotiation, Fundamentals of Negotiation Preparations for
Negotiation; Negotiation Process and Planning: Four Stages of Negotiation, PRAM Model of
Negotiation, Key Steps in Planning for Negotiation; Distributive Negotiation: Bargaining
situation, Positions Taken during Negotiation, Closing the Deal, Integrative Negotiation:
Overview, Process, Factors for Successful Integrative Negotiation; Negotiation Tactics and
Counter Tactics.

Unit 2: Negotiation Styles and Skills (12 Hours)
Negotiation Styles: Meaning, Types, Developing Effective Negotiating Style; Communication in
Negotiation: Defining Communication, Kinesthetic Communication, Decoding Communication
for Negotiation; Persuasion in Negotiations: Theory and Tactics; Perception and Cognition:
Perceptual Distortion, Cognitive Biases in Negotiation, Managing misperception and cognitive




biases in negotiation; Finding and Using Power in Negotiation: Importance, Definition, Sources of
Power; Negotiation Ethics.

Unit 3: Relationships in Negotiation (12 Hours)
Challenges, Role of Trust, Reputation and Justice in managing Negotiation within Relationships;
Repairing a Relationship; Influence of Culture and Gender on Negotiations: Meaning of Culture,
Norms and Values, Negotiation Issues Sensitive to Culture, Culturally Responsive Negotiation
Strategies; Gender Differences in Negotiation; Negotiation Via Information Technology: Place —
Time Model of Social Interaction, Effects on Social Behavior, Strategies for enhancing
Technology— Mediated Negotiations.

Unit 4: Multiple Parties, Groups and Teams in Negotiation 9
Hours) Analysing Multiparty Negotiation, Coalitions, Principal-Agent Negotiations, Constituent
Relationships, Team Negotiation, Intergroup Negotiation; Third-party Negotiation: Conciliation,
Mediation, Arbitration, Collective Bargaining, Qualities of a Mediator; Resolving Impasse in
Negotiations: Barriers in Negotiation, Causes and Sources of Impasses, Overcoming Barriers,
Overcoming Impasses, Alternative Dispute Resolution (ADR).

Essential/recommended Readings (latest edition of readings to be used)
1. Lewicki, R. J., Barry, B., & Saunders, D. M. (2016). Essentials of negotiation. New
York: McGraw-Hill Education.
2. Rai, H. (2018). Negotiation. McGraw Hill Education.
3. Thompson, L. L. (2012). The mind and heart of the negotiator. Pearson.
4. Korobkin, R. (2014). Negotiation Theory and Strategy, Aspen Publishing.

Note: Examination scheme and mode shall be as prescribed by the Examination Branch,
University of Delhi, from time to time.



