
IBUS3107 – Weekly Lectures and Readings (Final Exam Notes Inclusive)  

 

Week 1 – Introduction to Negotiation (Lecture 1, TB Chapter 1) 

Lecture 

 What is a negotiation? 

o Negotiation is an interaction between two or more interdependent parties in which at least one party 

tries to influence at least one other party to behave in a particular way.  

o An interpersonal decision-making process that is necessary whenever we cannot achieve our 

objectives single-handedly. Negotiations include not only one-on-one business meetings but also 

multiparty, multi-company, and multi-national relationships. 

 Two types of people in the world: 

o Those that negotiates and those that doesn’t negotiate.  

 Two prices in the world:  

o Cheap & Expensive 

 Being able to negotiate is important 

o 2013 Survey by Chartered Management Institute showed: 

 Strategic decision making 44% 

 Negotiating and influence 35%  

 What makes a successful negotiator?  

o Preparation; Charisma; Ability to read other people; Strategizing; Patience; Clear goal; Fair; 

Understanding 

 Negotiation is art, not a science – Dale Carnegie  

 Preconceptions and Realities  

o People often miss opportunities to negotiate. 

o You will probably do better in the long run if you are likeable, flexible, fair and ethical. (Instead of 

being tough or trying to be intimidating to other side) 

o Most of the time, it is possible to find tradeoffs that makes both side happier (have win-win or 

integrative negotiations and not just win-lose or distributive negotiations) 

o Negotiation skills can be applied to all relationships 

o Everyone can improve their skills with training and practice to become a good negotiator.  

 Most people are ineffective negotiators 

o Leaving money on the table: negotiators fail to recognize and capitalize on their win-win potential 

o Settling for too little: below BATNA 

o Walking away from the table: hubris, pride, miscalculation, cognitive bias leads to no/worse deals 

o Overconfidence: most people are blissfully unaware of their own incompetence.  

o Confirmation Bias: selectively seek information that confirms what they believe in true 

o Satisficing: human tendency to be satisfice (satisfy minimum requirements). Failure to set high 

aspirations.  

o Egocentrism 

 Preparation 

o Know who you are  are you an unaspiring negotiator? Over-aspiring negotiator? Grass-is-greener 

negotiator (don't know what you want). Know your strengths and weaknesses. 

o Know what you want  target point/aspiration point, Reservation point and BATNA 

 BATNA: Best Alternative To Negotiated Agreement 

o Similar to “opportunity cost” (what’s your lowest deal to reach an agreement) 

o Not something you wish for - BATNA is determined by objective reality 

o BATNA is time-sensitive – improving or deteriorating 

o Improve your BATNA 

 List of action you might take if no agreement is reached 

 Improve some more of promising ideas and make it into practical options 

 Select the one option that seems best as an alternative 

o Manipulation 

 The person who stands to gain the most by changing your mind should be the least 

persuasive 

o Do not settle for less than your BATNA 

 

TB Chapter 1: Negotiation 

 Negotiation Traps (in Week 12) 

 Ineffective Negotiators 



o Egocentrism – tendency for people to view their experiences in a way that is flattering or fulfilling for 

them.  

o Confirmation Bias – tendency of people to see what they want to see when appraising their own 

performance. 

 The confirmation bias leads people to selectively seek information that confirms what they 

believe is true. (Seem harmless but it results in a short-sighted or narrow-minded view of 

reality and hinder learning) 

o Satisficing – (human tendency and opposite of optimizing) when people satisfice, they settle for 

something less than they could otherwise have. 

 Over the long run, satisficing can be detrimental to both individual and companies, 

especially when a variety of effective negotiation strategies and skills can be cheaply 

employed to dramatically increase profit. 

o Self-reinforcing competence 

 People must have insight into their limitations (weaknesses). But, most people are 

“blissfully unware of their own incompetence.” 

 Negotiation Myths and Realities  

 

Week 2 – Preparations for Negotiation (Lecture 2, TB Chapter 2) 

Lecture 

 Preparation 

o Counterpart analysis 

 Their power in the negotiation 

 What are my and their BATNA, aspiration price, reservation price 

 Who are the other parties? 

 Are they monolithic?  

 What are their interest and positions? 

 Friendly or hostile? 

 Transaction (BATNA) or dispute (litigation or ADR)? 

o Situational Assessment 

 One-shot or one-time negotiation 

 Long-term negotiation 

 Repetitive  

 Time pressure  

 Public or private? 

 Information disclosure in negotiation 

o Strategic considerations 

o Personal moral & ethical standards (i.e. can you sleep tonight?) 

o Standards of industry (i.e. norms of culture)  beware of culture... long-term vs short-term oriented 

o Concern for reputation and long-term relationships 

o Duty to your employer, which may be contrary to your personal interests/values  

 BATNA 

o Coined by Roger Fisher and William Ury – Getting to YES: Negotiating without giving in 

o Not something you wish for – BATNA is determined by objective reality 

o Determined by your available alternatives 

o Define most you will pay (as a buyer) and least you will accept (as a seller) 

o Key source of power: have the ability to walk away 

 Targets, RPs 

o Target: Your “ideal” settlement price/deal 

o RP: Reservation Point 

 The monetary “walk-away” point in a negotiation 

 Quantification of your BATNA 

 E.g. how much you are willing to spend (buyer); least you can accept (seller) 

 ZOPA: Zone of Possible Agreements 

o The ZOPA is the range between the buyer’s reservation price and the seller’s reservation price 

o A range of outcome in a negotiation that will be acceptable to both parties 

o Positive: 

 If s<b (i.e. buyer is willing to pay more than least seller will accept), then a ZOPA exists; the 

ZOPA is from s to b 

 e.g. buyer is willing to pay up to $400k for a house that seller is willing to sell for minimum 

of $350k 

o Negative: 


