Reading
In this week we make the shift from leadership cases to negotiation cases.  We do this by analyzing a number of cases from my new work -- The Book of Real World Negotiations: Successful Strategies from Business, Government, and Daily Life.  These will be supported by other connected videos, podcasts, and articles.  
This week a further developed draft of your capstone/thesis is due.  Hopefully you have learned certain things from the cases we have covered to date that will help your development of your capstone/thesis.    
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:

Student reflection paper: 1-2 pages on the case and your own lessons you drew
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