
THE ART OF NEGOTIATION & DISPUTE RESOLUTION 
PRIVATE 

October 2011
Professor John Barkai

William S. Richardson School of Law

University of Hawaii at Manoa

2515 Dole Street, Honolulu, Hawaii 96822

Phone (808) 956-6546

Professor Barkai’s Main Web Page: www2.hawaii.edu/~barkai
Course Web Page: www2.hawaii.edu/~barkai/EWKLP.html
E-mail: barkai@hawaii.edu

COURSE DESCRIPTION:

This course focuses on deal-making and dispute resolution in the context of international business transactions with a special emphasis on cross-cultural conflicts.  Participants will study, discuss, and practice negotiation and other forms of conflict resolution with the goals of better understanding the major cultural differences in international conflict styles and improving their abilities to negotiate cross-culturally in business and personal situations. Participants will also learn the advantages and disadvantages of using alternative dispute resolution (ADR) methods to resolve business conflicts and how to assist others in resolving conflicts by using mediation. The primary teaching method will be role play and simulation. You will actually practice negotiation and mediation skills and not just talk about them.

COURSE OBJECTIVES


In this course you will:
Learn and practice various approaches to negotiation used in personal and business situations.

Increase the effectiveness of your communication in negotiation situations. 

Understand the major cultural differences in international negotiation styles and improve your ability to negotiate cross-culturally.

Learn the advantages and disadvantages of using alternative dispute resolution (ADR) methods to resolve business conflicts. 

Develop the skill of mediation / conciliation to assist other people resolve conflicts.

READINGS:
1) "Getting To Yes" by Roger Fisher, available on the web at: http://www.mediationadvocacy.com/Getting%20to%20Yes.pdf
 

 

2)  Photocopied materials (called “Handouts”), available on the web at: http://www2.hawaii.edu/~barkai/EWKLP.html
GRADING:  


50% percent Class Participation; 50 percent Take-Home Examination
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Oct. 14, Friday, 8:30-12:45
INTRODUCTION TO NEGOTIATION & DISPUTE RESOLUTION
WORKING WITH AMERICANS
Read: No reading assigned. Handouts will be distributed in class and are available on the web at: www2.hawaii.edu/~barkai/EWKLP.html
Oct. 17, Monday, 8:30-12:45 
COMMUNICATION FOR CONFLICT RESOLUTION

NEGOTIATION TACTICS 
Skim: Getting To Yes, Introduction & Chapters 1, 2 & 3 (pages xxvii-55), Negotiation Handout, Communication Handout, 
Oct. 17, Monday, 1:30-5:45  

CROSS-CULTURAL NEGOTIATIONS
36 CHINESE NEGOTIATION STRATEGIES
Skim: Cross Cultural Negotiations Handout, 36 Chinese Negotiation Strategies Handout, Getting To Yes (GTY) Chapters 4 & 5 (pages 56-94)


Oct. 17, Wednesday, 8:30-12:45

PSYCHOLOGY OF NEGOTIATION & ARBITRATION

Skim: Myers Briggs Handout & Arbitration Handout, Getting To Yes, Chapter 6 & 7 (pages 97-128)
Oct. 21, Wednesday, 1:30-5:45  
MEDIATION & CONCILIATION OF DISPUTES
DIFFICULT CONVERSATIONS, TONGUE FU, AND WHY CAN'T YOU SHUT UP?

Skim: Mediation Handout, and Getting To Yes, Chapter 8, Conclusion, 10 Questions (pages 129-187), Tongue Fu Handout, and Difficult Conversations Handouts

