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CONFLICT RESOLUTION AND NEGOTIATION
3

This course focuses on interpersonal communication theory and
skills required to interact effectively with others, plan and conduct
interviews and meetings, develop relationships with diverse clients
and colleagues, resolve conflict, manage and respond to anger,
and negotiate effectively in the work environment. Students will
learn to approach the client relationship and the resolution of
conflicts cooperatively and collaboratively. (also offered by
Distance Education)
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Required - BBA, Human Resources Management option
Elective - Diploma, Human Resources Management option
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Notes

The individual participation mark includes multiple term work components such as class
activities, reflection papers, contribution to classroom discussions (including negotiation
reputation), and demonstrated dedication to your own learning through class preparation.

Peer evaluations are required for the Group Case Analysis and will be submitted along with
the team's report via a peer appraisal form. The peer evaluation can have a significant
impact on an individual's mark, and it is intended to reduce social loafing in group work. A
student may be assigned 0% on a team deliverable if the professor deems this necessary.

All assignments must be submitted via the appropriate Moodle dropbox on or before the due
date. Late submissions will receive a mark deduction penalty, as determined by the
professor.

Final exam is cumulative and can comprise cases and/or scenarios analysis, multiple choice
guestions, true-false-why questions and development questions.

Required Texts/Resources

Mandatory:
Essentials of Negotiation, 2" Cdn ed. Authors: Lewicki: Saunders; Barry.
McGraw-Hill Higher Education. ISBN-13: 978-0-07-133884-4 © 2014
Negotiation: custom course pack. McGraw-Hill Higher education
ISBN-13: 9781259272707

Recommended:
Getting to Yes: Negotiating Agreement Without Giving In / Fisher & Ury / Publisher: Penguin
(1991) / ISBN-13: 978-01401573THE1 0 0 1 200.78 319.85 TmQIgETHEL.84 360.19 478.42 72.
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