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	CurrentDate: 
	CurrentPage: 
	PageCount: 
	UnitName: 
  Negotiation, Bargaining and Advocacy
	UnitCode: 
  200613
	TeachingSessionYear: 
  Autumn 2021 DAY
	SchoolName: 
  SCHOOL OF BUSINESS
	UnitNameUnitCodeVersionNumber: 
  200613 - Negotiation, Bargaining and Advocacy
	UnitCoordinator: 
  Michael Lyons
	UnitContact: 
  Michael Lyons, Campbelltown
Michael Lyons, Parramatta City-Macquarie Street
	HandbookSummary: 
  In 'Negotiation, Bargaining and Advocacy' students identify and assess contrasting approaches to negotiation and identify the importance of strategy and judgement in negotiation. Students develop their skills through a team-based online negotiation and a critique of the experience of this negotiation. Through case studies, students examine conciliation, mediation and arbitration with a particular focus on advocacy practice in industrial tribunals. An important theme in the unit is the assessment of the contextual and regulatory factors that shape negotiation, bargaining and advocacy practice. This aspect draws on contemporary debates in these spheres most notably concerning the Australian context.
	UnitLevel: 
  3
	CreditPointValue: 
  10
	AssumedKnowledge: 
  None
	PreRequisites: 
  200300 Managing People at Work
	CoRequisites: 
  None
	EnrolmentRestrictions: 
  No restriction
	SpecialRequirementsLP: 
  None
	SpecialRequirementsEE: 
  None
	UnitIncompatibles: 
  Not applicable
	AttendanceRequirements: 
  Refer to the Learning Guide
	UnitContent: 
  - Negotiation overview
- Models of third party dispute intervention
- Advocacy in third party dispute intervention
- Advocacy in practice
- Distributive and Integrative negotiation
- Differentiation, exploring options and exchanging offers
- Constituency-based negotiation
- Models of negotiation and bargaining
- Power and Ethics in negotiation
- Context of negotiation – Technology
	Learning Outcomes: 
  On successful completion of this unit, students should be able to:
1. Critically assess models of negotiation and bargaining and utilise these models to analyse and reflect upon negotiation practice;
2. Demonstrate the practical skills necessary to participate in negotiation and bargaining;
3. Evaluate advocacy practice and the processes of third-party dispute intervention;
4. Assess how contemporary legislative, political and technological contexts affect the processes of negotiation, bargaining and advocacy;
5. Produce well written and argued material in response to assessment tasks set for the unit.
	Item: 
  
    
      Take-home exam
	Item: 
    
      Negotiation activity
	Item: 
    
      Critical review
	Length: 
      15 questions
	Length: 
      5000 words (weeks 2-10)
	Length: 
      1800 words
	Percent: 
      30
	Percent: 
      30
	Percent: 
      40
	Threshold: 
      No
	Threshold: 
      No
	Threshold: 
      No
	AssessmentItemsAndWeightingStem: 
  Refer to the Learning Guide for any applicable threshold requirements
	Type: 
  
    
      Tutorial
	Hours: 
      2
	ModeOfDeliveryStem: 
  Refer to the Learning Guide for further details on Mode of Delivery.    Students can only attend the classes for which they are registered and places are allocated via the Tutorial Registration (Allocate+) system. Visit http://www.westernsydney.edu.au/currentstudents/current_students/enrolment/tutorial_registration for information on the timetable and tutorial registration.
	OnlineLearningRequirements: 
  See Learning Guide for details of requirements.
	PrescribedUnitTextBook: 
  Ray Fells and Noa Sheer (2020), Effective Negotiation: From Research to Results (4th Edition), Cambridge University Press.
	EssentialReadings: 
  See Learning Guide for details of any Essential and Additional Readings for this unit.



