Readings:
From Weiss, Chapter 8: “Out from Behind the Shadows”
Other assignments:
William Ury: “Interests behind Positions.” 
https://www.youtube.com/watch?v=vdA2wecb4k0 (Links to an external site.)[image: ]
Adam Grant:  “The Science of the Deal.” https://www.ted.com/talks/worklife_with_adam_grant_the_science_of_the_deal?language=en&referrer=playlist-worklife_with_adam_grant_season_3 (Links to an external site.)
Due:
Week 4 -Discussion 1
The negotiation in this case study had a lot to do with understanding all the parties -- visible and invisible.  How do you think you can determine when there might be another player or influencer involved in a negotiation?  What clues might suggest that?  And what strategies might you to determine all the players?  


Week 4 discussion 4
You watched a video from William Ury about positions and interests and getting down to those underlying interests that are motivating people in negotiation.  Share two important takeaways from the video. 
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