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% HARVARD Kennedy School

JOHN F. KENNEDY SCHOOL OF GOVERMMENT

DEGREE PROGRAMS

+ Teaching

+ 2016-2017 Course Listing

+ Academic Calendars and
Schedules

+ Course Registration

+ Course Assistants and
Teaching Fellows

+ Exams & Grading

+ Course Evaluations

+ Communications Program

+ Teaching & Research Policies
+ Contacts & Resources

Office of Career
Advancement

The OCA supports
students and alumni
seeking to develop
rewarding public
SErVICE Careers.

MORE *

HKS Admissions
Brochure

Download to learn more
about Harvard Kennedy
School and its degree
programs.

MORE *

About Us

News & Events

Directory | Contact Us | Intranet & | Harvard University

Degree Programs

Executive Education

Home > Degree Programs > Teaching & Courses > 2016-2017 Course Listing

2016-2017 Course Listing

Search
negetiation

By Methodology or Policy Area

All Folicy Areas

Number &

MLD-222M-B

MLD-222M-4

MLD-255

IGA-10%9

MLD-224

MLD-223M-A

MLD-223M-B

MLD-225

MLD-220M-A

MLD-220M-B

Privacy Statement

Course Title v

MNegotiation Analysis
Schedule: T/Th 11:45 AM Credits: 2.0

MNegotiation Analysis
Schedule: T/Th 11:45 AM Credits: 2.0
MNegotiation Intensive

Credits: 4.0

MNegotiation and Diplomacy
Schedule: M/T 1:30 PM  Credits: 4.0

Behavioral Science of Negotiations

Schedule: M/W 1:15 PM Credits: 4.0

MNegotiating Across Differences
Schedule: T/Th 11:45 AM Credits: 2.0

Negotiating Across Differences
Schedule: T/Th 11:45 AM Credits: 2.0

Introduction to the Theory and Practice of

MNegotiation

Schedule: MfW 1:15 PM Credits: 4.0

Fundamentals of Negotiation Analysis

Schedule: T/Th 11:45 AM Credits: 2.0

Fundamentals of Negotiation Analysis

Schedule: M/W 11:45 AM Credits: 2.0

| Site Map

By Semester
All Semesters v

Semester v
Spring 1
Fall 1
Fall 2
Spring
Fall

Fall 2
Spring 2
Spring
Fall 1
Fall 1

Copyright ® 2017 The President and Fellows of Harvard College

Research & Publications

Centers & Programs

Faculty v
Kessely Hong

Kessely Hong

Max Bazerman

R. Nicholas Burns, Robert
Mnookin, James Sebenius
Julia Minson

Kessely Hong

Kessely Hong

Robert Wilkinson

Brian Mandell

Brian Mandell




{3 {0 PROGRAM ON NEGOTIATION | HARVARD LAW SCHOOL

&’ Executive Education

Home  Blog  Academic Programs & Faculty Executive Education =~ Teaching Materials & Publications  Free Reports  Events  About  FAQ

NECOTIATION AND LEADERSHIP HARVARD NECOTIATION INSTITUTE POMN SEMINARS HARVARD NEGOTIATION MASTER CLASS

HARVARD  ====%
NEGOTIATION

2017 SUMMER

PROGRAM

o o

Harvard Negotiation Master Class

The Program on Negotiation offers a number of

courses taught by leading Harvard faculty and
experts in the field of negotiation, mediation, and

conflict management. The offerings range from

one day and five day workshops to semester length

- courses. Participants come from around the world

(newr
\'_':-’ fram both the profit and non-profit sectors as well
nﬁt}.}ig}cn&osnmom as from a variety of professions. including

business, government, law and education.

b e

1. Negotiation and Leadership — 3 day course
an a variety of topics that train professionals to

NEGOTIATION become more successful negotiators,

AND LEADERSHIP
DEALING WITH DIFFICULT
PEQPLE AND PROELEMS day sessions that address tough negotiation

2. In-depth, one-day sessions — additional one

A s - -1 problems.
3. The Harvard Negotiation Institute (HNI) —

m— offers week-long training workshops that

incorporate theory with practical examples,
case studies and interactive discussion.

4. PON Seminars — Semester-length courses

v B a e r



Registrar Home | Registrar Search:

MIT
REGISTRAR'S OFFICE

Home | Subject Search | Help | Symbol

-  Crr o decerinbien ppder cohioet THC NS

MIT Sub
IAP/Spr

Searched for: "negotiation® Subjects offer

22 subjects found.

10.407] Funding Strategies for Startups
Introduction to the substance and proj
analysis of varicus sources of capital: 1
offshore, of the investment process an
as a business; and market practice an
tactics necessary to negotiate and buil
capital firms (VCs).

11.011 The Art and Science of Megetiation
Introduction to negotiation theory ang
are examined, Combines a "hands-on'
Strategy, communications, ethics, ang
actors to analyze problems, negotiate
circumstances characterized by interd

11.255 Negetiation and Dispute Resolution i
Investigates social conflict and distribu
and consensus building are considerad
Comparisons between unassisted and
facilitation and mediaticn.

11.364 International Environmental Treatied
Examines the history and dynamics off
environmental diplomacy. Emphasis ig
waste management and sustainability
legal, economic, and political dynamics
and enforcing transboundary agreeme|
international law, environmental man
resource management,

11.382 Water Diplomacy: The Science, Policy
Examines the history and dynamics off
environmental diplomacy. Emphasizes
management and sustainability-relate
economic, and political dynamics of m
enforcing transboundary agreements.
international law, environmental man
resource management.

12.346] Global Environmental Negotiations

to reason about strategies and opponents; strategic commitment, reputation, and irrational” actions;
brinkmanship and negotiation: auctions; and the design of markets and contests. Applications to a variety of
business decisions that arise in different industries, both within and cutside the firm. Meets with 15.0251
when offered concurrently. Expectations and evaluation criteria differ for students taking graduate version;
consult syllabus or instructor for specific details.

15.0251 Game Theory for Strategic Advantage
Develops and applies principles of game theory relevant to managers' strategic decisions. Topics include how
to reason about strategies and ocpponents; strategic commitment, reputation, and "irrational” actions;
brinkmanship and negotiation: auctions; and the design of markets and contests, Applications to a variety of
business decisions that arise in different industries, both within and cutside the firm. Meets with 15.025
when offered concurrently. Expectations and evaluation criteria differ for students taking graduate version;
consult syllabus or instructor for specific details.

15.341 Individuals, Groups, and Organizations
Covers classic and contemporary theories and research related to individuals, groups, and organizations.
Designed primarily for doctoral students in the Sloan School of Management who wish to familiarize
themselves with research by psychologists, sociclogists, and management scholars in the area commonly
known as micro ocrganizational behavicr. Topics may include motivation, decision making, negotiation, power,
influence, group dynamics, and leadership.

15.665 Power and Negotiation
Provides understanding of the theory and processes of negotiation as practiced in a variety of settings.
Designed for relevance to the broad spectrum of bargaining problems faced by the manager and professional.
Allows students an opportunity to develop negotiation skills experientially and to understand negotiation in
useful analytical frameworks. Emphasizes simulations, exercises, role playing, and cases.

15.667 Megotiation and Conflict Management
Applies negotiation theory strategies and styles to problems managers and professionals commaonly
encounter in the workplace, Emphasizes sources of power in negotiation, self-assessment of personal
negctiating strengths/weaknesses, and practice in negotiations via role-plays and simulations of common
workplace conflicts, Covers cenflick management as a direct party and as a manager helping others resolve
their conflicts through mediation, investigation, arbitration, and helping the system itself to change as a
result of a dispute. Special cases include bullying, harassment, dealing with difficult people, cross-cultural
negotiations, and collective actions.

15.668 People and Organizations
Examines the historical evelution and current human and organizational contexts in which scientists,
engineers and cther professicnals work, Outlines major challenges facing the management profession. Uses
interactive exercises, simulations and problems to develop critical skills in negotiations, teamwork, and
leadership. Focuses on practical application of these skills in a professional context, Introduces concepts and
tools to analyze work and leadership experiences in internships, school activities, and fieldwork. Preference to
Management minors and cther undergraduates not majoring in Management Science.

15.672 Megotiation Analysis
Presents analytical frameworks and strategies to handle a variety of negotiation situaticns. Includes
simulations, games, videos, lectures, discussion, and multiple cpportunities to practice and hone negotiation,
communication, and influence skills with extensive personalized feedback. Intended for students with a
broad spectrum of backgrounds and experience levels, Six-unit version includes additicnal class time and
outside work. Expectations and evaluation criteria differ for students taking graduate version. Limited to 80
via lottery; consult class website for information and deadlines,

15.6721 Negctiation Analysis
Presents analytical frameworks and strategies to handle a variety of negotiation situations. Includes
simulations, games, videos, lectures, discussion, and multiple opportunities to practice and hone negotiation,
communication, and influence skills with extensive personalized feedback. Intended for students with a
broad spectrum of backgrounds and experience levels, Six-unit version includes additional class time and
outside work. Expectations and evaluation criteria differ for students taking graduate version. Limited to 80
via lottery; consult class website for information and deadlines.

15.673 Megotiation Analysis
Presents analytical frameworks and strategies to handle a variety of negotiation situations. Includes
simulaticns, games, videos, lectures, discussion, and multiple cpportunities to practice and hone negetiation,
communication, and influence skills with extensive personalized feedback. Intended for students with a
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