
 
 

MGMT 4043 OL40 Negotiation and Conflict Resolution  
Johnson University, Online 

Fall 2021 
October 18 – December 12, 2021 

Class Location: https://sakai.johnsonu.edu 
Course Sites: https://sakai.lampschools.org/portal/site/JU_MGMT4043_OL40_21F2 

 
Instructor: Jeffrey Breza, M.S.                 
Phone: (586) 453-8060 
Email: jbreza@johnsonu.edu         
Office Hours: By Appointment 
 

Johnson University Mission 
Johnson University educates students for Christian ministries and other strategic vocations framed by the 

Great Commission in order to extend the kingdom of God among all nations. 
 

School of Business and Public Leadership Vision 
To transform communities and shape the future by developing exceptional business leaders and scholars who exemplify 
Christ-centered leadership. 

School of Business and Public Leadership Mission 
To develop and disciple individuals for lives of leadership, business, and Christian service within their 

sphere(s) of influence. 
 

Program Level I Learning Outcomes 

1. Develop and apply ethical strategic problem-solving and decision-making skills.  

2. Possess effective interpersonal skills, including oral and written communication techniques, to meet 
business and managerial objectives among global business audiences. 

3. Utilize essential principles and theories of management and leadership to generate and execute a strategy to 
achieve business goals and objectives, incorporating current technology. 
 
4. Calculate, evaluate, and apply quantitative data in business decision-making. 

Management Concentration Learning Outcomes 

1. PLAN & ORGANIZE – Assess, create, and execute an effective strategy to achieve organizational 
objectives. 
 
2. LEAD – Select and apply leadership and management principles to influence individuals toward desired 
outcomes. 
 
3. CONTROL – Assess processes, determine the relevance of results, and design and execute a strategy for 
continuous improvement. 

https://sakai.johnsonu.edu/


Course Description: Students will learn the concepts, processes, strategies, and ethical issues related to 
negotiation and conflict resolution. Students will engage in simulated negotiations to improve their negotiation 
skills.             

Course Level Learning Outcomes:  

 
Required Course Textbooks 
 
Lewicki, R. J., Barry, B., & Saunders, D. M. (2021). Essentials of Negotiation (7th ed.). New York: McGraw-

Hill, ISBN 9781260399455. 

Sande, K. (2004). The Peacemaker: A Biblical Guide to Resolving Personal Conflict (3rd ed.). Grand Rapids, 

MI: Baker Books, ISBN 9780801064852. 

 

Course Policies & Procedures 
 

Attendance & Participation:   
Students are required to participate every week in all discussion forums and assignments. Students must log 
into the course within the first three (3) days of class, or else they will be administratively dropped from the 
course.  
 
Assignments: 
 All weekly assignments and projects must be submitted in APA format (unless otherwise noted). Students are 
expected to utilize a minimum of (4) outside sources (journal articles, textbooks, books, Bible, company 
webpages [e.g., Nike, Coca-Cola, Starbucks], government reports, legal documents, etc.). Please note, 
Google, Textbook, and Wikipedia are NOT acceptable sources. Discussion forum initial posts are due by 
Tuesday 11:55pm EST weekly. All other assignments are due by Sunday 11:55pm EST the week they are 
assigned.  
 
APA Format 
All written assignments (i.e., papers) must be submitted in APA format (unless otherwise noted) and adhere 
to the guidelines set forth in the Publication manual of the American Psychological Association (7th edition). 
 
 
 

1. Identify and interpret the four key elements of the negotiation process and the positions taken in negotiation.  

(PLO 2) 
 
2. Name the factors that facilitate successful integrative negotiations. (PLO 2) 
 
3. Differentiate between the goals and strategies inherent in negotiation planning. (PLO 2, 3, MGMT PLO 1) 
 
4. Summarize the effects of mood and emotion on the negotiation process. (PLO 2, MGMT PLO 3) 
 
5. Explain the communication techniques used during negotiation. (PLO 2) 
 
6. Differentiate between the four approaches to ethical reasoning. (PLO 1, 2, MGMT PLO 1) 



Late Policy  
Completing all course assignments is an integral part of learning the concepts taught in this course. 
Assignment due dates will be enforced.  Discussion posts will not be accepted after the week in which they 
are due.  (Please refer to the discussion rubric.)  Writing assignments may not be made-up unless 
arrangements are made with the instructor before the due date of each assignment and only for extenuating 
circumstances.   
 
Academic Integrity/Plagiarism  
Plagiarism is the act of claiming credit for another's work, accomplishments, or ideas without appropriate 
acknowledgement of the source of the information by including in-text citations and references. Whether this 
happens deliberately or inadvertently, whenever plagiarism has occurred, you have committed a Code of 
Conduct violation. Every act of plagiarism, no matter the severity, must be reported to Johnson 
administration. Plagiarism includes: 

• Representing the ideas, expressions, or materials of another without due credit. 
• Paraphrasing or condensing ideas from another person’s work without proper citation and 

referencing. 
• Failing to document direct quotations without proper citation and referencing. 
• Excessive collaboration – where a person other than yourself writes the paper. 

Depending upon the amount, severity, and frequency of the plagiarism that is committed, students may 
receive in-class penalties that range from coaching (for a very minor omission) to zero credit for a specific 
assignment to an “F” for the course. In addition, University-level penalties may also occur, including 
suspension or even expulsion from the University.  

If you are at all uncertain about what constitutes plagiarism, please access the wealth of resources available in 
the Writing Center.  
 
Continued violations will result in an F for the course. If violation occurs on a last assignment or last 
exam for the course, an F for the course will be assigned. 

Turnitin 
All written assignments must be submitted to Turnitin unless so noted by the instructor. Assignment submittal 
within Sakai automatically submits assignments to Turnitin when required. It is each student's responsibility 
to review the Turnitin report, make adjustments, and then resubmit. Any work turned in that scores higher 
than 25% on the originality report will result in points deducted. 
 
Incompletes  
Incompletes are granted only for extreme circumstances (extended illness, death in family, etc.), and the 
extension may not exceed 30 days from the last day of class. The final grade of Incomplete is granted at the 
discretion of the instructor; however, students must meet certain specific criteria before this grade 
accommodation is even possible to consider. The grade of Incomplete is reserved for times when students 
experience a serious extenuating circumstance or a crisis during the last week or two of class which prevents 
the completion of course requirements before the close of the grading period. Students also must be passing 
the course at the time the request is made. An incomplete may not exceed 30 days from the last day of class. 
Only the Faculty may grant such requests, which must be made in writing before the last day of class. 
Otherwise, the grade earned at that point is the one that will be granted.  
 
 
 



Code of Conduct 
In accordance with Johnson’s policies, the expectation is that all communications that take place in our 
classroom will be presented in a professional manner, using appropriate language and a collaborative tone, 
and demonstrating respect for the viewpoints and values of all class members even if they do not coincide 
with your own viewpoints and values. 
 
Students with Special Needs 
Johnson University complies with the Americans with Disabilities Act of 1990 and Section 504 of the 
Rehabilitation Act of 1973 by providing students with documented disabilities reasonable accommodations. If 
the Special Services Office has provided you a Reasonable Accommodation Form, I want to discuss it with 
you to be sure it is carried out for your work in this course.  Further, if you have a documented disability and 
believe accommodations would assist you in this course, please talk with me soon.  After our meeting, I will 
direct you to the Special Services Office for appropriate assistance. 
 
Class Preparation 
Students are expected to come to class prepared and ready to actively participate.  This means that students 
should read and be knowledgeable of the material BEFORE coming to class. Students are required to bring 
textbook(s) to class each session and laptops.  
 
Course Expectations 
The majority of communication that is done outside of the classroom will be via email. Therefore, the student 
is required to use his/her Johnson University email account and check it regularly. 

 
Course Grade Scale 

Letter Grade Point Scale 
A 93-100 
A- 90-92.9 
B+ 87-89.9 
B 83-86.9 
B- 80-82.9 
C+ 77-79.9 
C 73-76.9 
C- 70-72.9 
D+ 67-69.9 
D 63-66.9 
D- 60-62.9 
F <59.9 

 

 

 



Assignment Summary: (*Reference each weekly unit for specific assignment instructions). 
Assignment Totals - (1000 points) 
Discussion Forums - (7 discussions forums totaling 600 points) 
Individual Papers - (2 papers totaling 200 points) 
Final Course Presentation - (200 points) 
Extra Credit - (20 points) 
 

Attendance/Participation: Please see attendance and participation guidelines. In addition, if you miss a class 
when major projects and presentations are being made you will forfeit any participation points earned in the 
class. 

COURSE OUTLINE: The instructor reserves the right to make adjustments to the schedule. 

Week No & 
Beginning Date 

Learning Unit & Scheduled Topic Required Readings & Assignments  

1. (10/18-10/24) Learning Unit 1:  
 
The Nature of Negotiation and Conflict  

• Essentials of Negotiation (Ch. 1) 
• Peacemaker  (Ch. 1-2) 
• Introductory Discussion Forum 
• Negotiation and Conflict Discussion 

2. (10/25-10/31) Learning Unit 2:  
 
Strategy and Tactics of Distributive/Integrative 
Negotiation 

• Essentials of Negotiation (Ch. 2-3) 
• Peacemaker  (Ch. 4) 
• Integrative Distributive Discussion 
• Review Final Project Details 

 
 

3. (11/1-11/7) Learning Unit 3:  
 
Negotiation: Strategy and Planning 

• Essentials of Negotiation (Ch. 4) 
• Peacemaker  (Ch. 5-6) 
• Negotiation Preparation Paper  
• Mid-Point Extra Credit Paper  

4. (11/8-11/14) Learning Unit 4:  
 
Ethics in Negotiation 

• Essentials of Negotiation (Ch. 5) 
• Peacemaker  (Ch. 7-8) 
• Ethics in Negotiation Discussion  

 
5. (11/15-11/21) Learning Unit 5:  

 
Communication: Perception, Cognition, and Emotion 

• Essentials of Negotiation (Ch. 6-7) 
• Peacemaker  (Ch. 9) 
• Communication Discussion  

 
* (11/22-11/28) 
 

Thanksgiving Break   

6. (11/29-12/5) Learning Unit 6:  
 
Finding and Using Negotiation Power  

• Essentials of Negotiation (Ch. 8) 
• Peacemaker  (Ch. 10-11) 
• Negotiation Power Discussion 
• P.A.U.S.E. Negotiation Paper 

7. (12/6-12/12) Learning Unit 7:  
 
Relationship and Best Practices in Negotiation 

• Essentials of Negotiation (Ch. 9, 12) 
• Peacemaker  (Ch. 12) 
• Course Review Discussion 
• Final Presentation 
• Final Extra Credit Paper 
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