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For the first half of this semester, we have discussed developing negotiation skills. Negotiation is a big part of management in all fields, especially sport management. Most deals and agreements that are needed to provide a functioning sport product require some negotiation. Part of learning these skills helps students become more comfortable with negotiations. Without preparation, negotiations may veer off topic leading to no deal or a deal that leaves one or both parties unhappy with the agreement. 

This assignment is divided into three parts: pre-/post-negotiation and the negotiation itself. Students will be given general instructions about their negotiated topic along with accompanying helpful information. You are encouraged to use any outside resource that you feel will help guide your negotiation. All outside sources must be cited within your assignment. 

Assignment instructions

· Pre-negotiation – preparation stages (50 points)
· Remember a principled negotiation requires an examination of both sides because you want to be prepared with your information and to understand how the other party might respond in the negotiation. 

· To complete this, you will need to identify the relevant parties, clarify interests, create options to meet interests, think of alternatives, and select a BATNA for you and the other side of the negotiation. You may use your Getting to Yes workbook for assistance on this part of the negotiation.

· Your responses to this section do not need to be in essay format. Bullet points are acceptable but must be detailed enough to explain your position and highlight your strategy going into the negotiation.

· This portion of the assignment should be at least 3 pages and no more than 5 pages. 

· This pre-negotiation is NOT a team exercise. You may not consult with the other side or anyone else for this pre-negotiation. 

· Creative options and ideas are encouraged. 

· Please refer to the rubric on Blackboard for expectations.

· Negotiation (50 points)
· Conduct your negotiation with your selected partner. You should treat this as if it were a real negotiation. You may conduct the negotiation via email or in person. If you hold the negotiation in person, it must be recorded. If you wish to conduct the negotiation in person, you must notify me (Dr. Forsythe) by Tuesday, February 13, so that I can secure a room for you. 
 
· Your grade for this portion will be based on the email transcripts of the negotiation or the recording of the negotiation if conducted in person. Your group is responsible for getting any recording equipment if necessary. BOTH individuals will turn in the email transcripts of the negotiation. 

· There should be a one-page summary of the results of the negotiation. This can be completed together with each group member turning in this summary. You are not required to come to an agreement but you will have to explain why the negotiation failed or succeeded. 

· Please refer to the rubric on Blackboard for expectations

· Post-negotiation Debrief (50 points)
· Write a reaction paper (2-3 pages) about what you experienced during the negotiation

· Your reaction should consider the following questions:
· How good was communication between the parties during the negotiation?
· How effective were you in dealing with any emotions during the exercise?
· Did you succeed in stating your interests clearly and understanding the interests of the other party?
· What would you change about the negotiation or do differently next time?

· Complete the NHL Memorandum of Agreement (must scan the document, save it, and submit it with the Post-Negotiation reaction paper)

· Please refer to the rubric on Blackboard for expectations
