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Course Description 
 
.ŀǎŜŘ ƻƴ ǘƘŜ IŀǊǾŀǊŘ tǊƻƎǊŀƳ ƻƴ bŜƎƻǘƛŀǘƛƻƴΩǎ tǊƛƴŎƛǇƭŜŘ bŜƎƻǘƛŀǘƛƻƴ CǊŀƳŜǿƻǊƪΣ 
/[!9Ωǎ ǘǿƻ ǿŜŜƪ ƻƴƭƛƴŜ ƴŜƎƻǘƛŀǘƛƻƴ ǎƪƛƭƭǎ ǿƻǊƪǎƘƻǇ ƎƛǾŜǎ ǇŀǊǘƛŎƛǇŀƴǘǎ ŀƴ Ŝŀǎȅ ǘƻ Ŧƻƭƭƻǿ 
seven element framework for preparing and conducting negotiations, and an immer-
sive experience applying the framework in four carefully sequenced mock negotiations 
developed by the Harvard program. The seven elements framing the curriculum in-
clude:  
 

Interests - the needs, hopes, desires and fears that motivate the negotiation 
Options - the full range of possibilities upon which the parties might frame an 
agreement 
Alternatives - ǘƘŜ Ψǿŀƭƪ ŀǿŀȅΩ ǇƻǎǎƛōƛƭƛǘƛŜǎ ǘƘŀǘ ŜŀŎƘ ǇŀǊǘȅ Ƙŀǎ ƛŦ ƛǘ Ŏŀƴƴƻǘ ǊŜŀŎƘ ŀƴ 
agreement (expressed as BATNA: the best alternative to a negotiated agreement) 
Legitimacy - external benchmarks that lend information about fairness to the ne-
gotiation 
Relationships - a critical factor when we find ourselves repeatedly in negotiation 
with the same counsel, a typical legal services experience 
Communication - the process of conveying our message in a constructive way to 
aid in the process of negotiation 
Commitments - the actual product of the process expressed through oral and writ-
ten understandings 

 
Each negotiation builds on the previous, focusing on different components of the 
seven element framework and revealing new insights into the process of interest 
based negotiation. After the first negotiation, faculty observe the subsequent negotia-
tions live and provide immediate feedback and critique.  
 
In addition to the sequenced negotiations, students participate in two weekly class 
meetingsτutilizing Webinar technologyτfeaturing faculty presentations and group 
discussions and activities. Additional activities and exercises focus on dealing with the 
difficult negotiator and effective communication strategies to keep the conversation 
open, exploring means to proactively improve alternatives as a means to strengthen a 
negotiation, and using the technique of role reversal to better understand an oppo-
ƴŜƴǘΩǎ ƴŜƎƻǘƛŀǘƛƴƎ ǇƻǎƛǘƛƻƴΦ  
 
Participant texts include specially designed materials developed by CLAE, together 
ǿƛǘƘ wƻƎŜǊ CƛǎƘŜǊ ŀƴŘ ²ƛƭƭƛŀƳ ¦ǊȅΩǎ Getting to Yes. In addition, participants receive a 
set of negotiation preparation worksheets that most use to plan and conduct their real 
negotiations back home. 
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Sample Weekly Activity Schedules 

Week One 

Week Two 


