Note: This is being converted from 1 unit to ½ unit course with emphasize on ‘negotiation’. Jan. 08
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Course Overview:

This graduate level course will explore a variety of decision-making theories and processes, ranging from information collection and culling to post-decision evaluation.  Characteristics of good and poor decisions will be analyzed along with associated risks, forecasts and outcomes.  Decision-making is more complicated owing to the paradoxical possibility that good decisions can precipitate unexpected or worst, bad outcomes.  There is and an ‘art’ and ‘science’ to making decisions, both of which will be examined.  Qualitative analysis is considered the ‘art’ aspect while quantitative is accepted as the ‘science.’ This course will explore, in detail, the qualitative ‘art’ perspective across the political and management platforms of the community development field.  Instruction will include a range of decision options, multiple-criteria analysis, value prioritization, information collection and it's weighting of quality and relevance.  The quantitative science will be discussed only in general methodologies, usefulness in the decision process and the information collection. Ethical issues will be discussed.  A combination of extensive readings, lectures, case studies and modeling of decision criteria will be employed.  A particular emphasis will be on decisions typical to the field of community development, after treatment of generic decision theory. Decisions are, by practical necessity, often negotiated.  Therefore, this element of the process will be examined at length.

This course will integrate negotiations with the process of making strategic decisions.  The practice of community development, at all levels (e.g., manager, technician, project director, and support staff) and all venues (e.g., government, and non-profit/for profit), demands compromise and solution fitting for both basic and complex situations.  Very often issue resolution involves two or more competing parties with disagreements over ultimate goals.  Achieving a “win-win” scenario is an objective of competent negotiators.  Students will learn the skill of negotiations, including the importance of information, the value of time and negotiated ‘position’ planning.

Course Methods:

This course will be taught using a combination of extensive reading, lecture, class discussion and case studies. Two papers will be required; one will analyze a recent decision and the other will related decision making to negotiations with an emphasis on stakeholder participation. Also, the class will conduct a role-play simulation, incorporating elements of the course lessons.  From time to time special assignments and projects may be assigned on topics that relate both to the course issues and those of interest to the individual students.

Course Requirements and Grading Standards:

Grades will consider these following factors, in approximate percentage weights as indicated below. Grades for projects and papers will be awarded based on writing and oral presentations. 

Class attendance and participation:

30%

Projects / simulation / special assignments:
30%

Final paper:




40%

Your grade in CDP courses will be based on your class participation and performance on tests, written assignments and projects.  The class participation component of your grade includes the overall quality of your contributions to discussion, your demonstrated knowledge of assigned reading, frequency of your participation, and creative interpretation of reading material.  Class participation also encompasses timely and consistent attendance.  

A good grade for any graduate class is a “B.”  Students meeting the instructor’s standards in class participation and performance will be awarded a “B.”  An “A” grade will be earned only if all standards are exceeded as measured by outstanding scholarship in all areas.  A student that actively participates in class discussion but completes written assignments only on par with other students will not earn an “A.”  Similarly, a student who submits very well written reports or conducts projects with skill, but does not demonstrate high competence in oral presentation, will not earn an “A.”

Office Hours:
Office hours: Tuesdays 12:30 pm to 2 pm and by appointment 

Email:  TiganM@aol.com 

Required Readings:

Text:

Note: Many of the Chapters are only a few pages long

Dawson, Roger. Secrets of Power Negotiation, 2nd Edition. Franklin Lakes, NJ: Career Press, 2001. (ISBN #1-56414-498-4).

Murnnighan, J. Keith. The Art of High Stakes Decision Making. NYC: John Wiley & Sons, Inc. 2002. (ISBN 0-471-41576-6).

 Volkkema, Roger. The Negotiation Tool Kit. NYC: American Management Association, 1999.  (ISBN #0-8144-8008-x).

Reader: 

Reader available on available to purchase at Curry Copy Center on campus; other handouts to be distributed by instructor.

Reader Bibliography

Camp, Jim. Start with No. New York: Crown Business, 2002, ISBN 0-609-60800.

Carlin, George. Brain Droppings. New York: Hyperion, 1997, ISBN 0-7868-8321-9.

Danziger, Sheldon H. and Robert H. Haveman, Editors, Understanding Poverty. New York: Russell Sage Foundation, 2001, ISBN 0-674-00876-6.

Forester, John. The Deliberative Practitioner. Cambridge, MA: The MIT Press, 2000.

Friedmann, John. Planning in the Public Domain: From Knowledge to Action.  Princeton, NJ: Princeton University Press, 1987, ISBN 0-691-02268-2.

Golub, Andrew Lang. Decision Analysis An Integrated Approach. United States: John Wiley & Sons, Inc., 1997, ISBN 0-471-15511-X.

Krueckleberg, Donald A., Arthur L. Silvers. Urban Planning Analysis: Methods and Models. New York: John Wiley & Sons, 1974, ISBN 0-471-50858-6.

LeGates, Richard T. and Frederic Stout, Editors, 2nd Edition, The City Reader. New York: Routledge, 2000, ISBN 0-415-19071-1.

Patton, Bobby R., Giffen, Kim, and Eleanor Nyquist Patton. Decision-Making Group Interaction. 3rd Edition, New York: HarperCollins, Publishers, Inc., 1989, 

ISBN 0-06-045066-5.

Patton,  Carl V. and David S. Sawicki. Basic Methods of Policy Analysis and Planning, 2nd Edition, Englewood Cliffs, NJ: Prentice Hall, 1993, ISBN 0-13-060948-X.

Raiffa, Howard. The Art and Science of Negotiation. Cambridge, MA: Harvard University Press, 2003, ISBN 0-674-04813-X.

Misc. Harvard Business School readings.

Course Syllabus

IDCE 30218  Community Development Decision Making and Negotiation
14 Classes)

Class
#



Topics

#1…Introduction; grading; expectations; subject background; ‘Tigan’s Decision Trigger Chart’; agenda setting; timing; and decision making records
READINGS for Class 2

Reader


Friedmann:
pp. 137 – 148





Team____


Krueckeberg:
pp.  preface and 62 - 71


Patton, C.
pp.  8 – 20, Ch 6




Team____


Golub:

pp.  preface and vi - 12

Text


Murnighan:
pp.  ix – 22





Team____

Assignments

1) Analyze an important community development decision made in last 24 months. Level of effort: 5-7 pages; the ‘who, what, why, when’ as well as alternatives examined and consequences; contrast to readings; can be a case study format; decisions can be by nonprofit, government, for profit corporation. Will include selected oral reports. DUE: Class #4

2) Each class going forward, bring a ‘story’ of your experiencing or witnessing a negotiation between two or more parties. 

#2…What is decision-making; process and principles; values; decision making criteria; and the time variable
READINGS for Class 3

Reader


Golub:

pp.  12 – 25


Stokey, Edith  “A Primer for Policy Analysis”

Text


Murnighan:
pp.  25 – 27 and 38 – 53, Chapter 7

#3…Decision context; policy analysis; problem identification; models
READINGS for Class 4

Reader


Danziger:
Ch.  13 - 15


Carlin:

pp.  217 – 219

“Decision making: May the Force be with you Tom Brady.” The Providence 

        Sunday Journal, February 1, 2004, p. S16.  

Schwartz, Barry. “The Tyranny of Choice.” The Chronicle of Higher Education,

       
January 23, 2004. p. B6. Handout on 2/11/2004


DeSario, Jack “Citizen Participation in Public Decision Making”

Text


Murnighan:
Ch 3

#4…Decision research; citizen participation; causal principles
READINGS for Class 5

Reader


Patton:

Ch 5 and pp.  29-48  


Forrester:
Ch 8


HUD on Burlington, VT evaluation

Text


Murnighan:
Ch 4 and pp. 164 – 171

Assignment


Reports due on decision analysis (begin)

Prepare a two page paper on the concept of 1) Bayesian theory or 2) Tipping Point theory.

Due: Class #6

#5…Decision evaluation; ethics of planning decisions; risk analysis; time prioritization and ‘in-box’ strategies
READINGS for Class 6

Reader


LeGates:
pp.  434 – 445


Patton, Bobby:  “Decision Making: Group Interaction”

Text


Dawson:
p.312


Murnighan:
Ch. 5 and 9

Assignment


Report due on decision analysis (end)

#6…Elements of intuition and emotion; sustainability issues related to decision making 
READINGS for Class 7

Reader


Raiffa:

pp. 7 – 9 


Camp:

Introduction and pp.  148 – 158

Text


Dawson:
Ch 38, Ch. 9 and pp.26-33


Volkema:
Ch  1,2,4

Assignment


Report due on decision theory (begin)

#7…What is negotiation; why is it important; negotiation in context; positions to defend; mining for facts
READINGS for Class 8

Reader


Camp:

Ch 11, 12


Raiffa:

pp. 11 – 25, 119 – 126


Page, Clint
article “Negotiation for Amenities”

Text


Dawson:
Ch 58, 8, 10, 48, 49


Volkema:
Ch 3, 5, 7

Assignment


Report due on decision theory (end)


Teams and subject selected for negotiation project

DUE: Class #9 Subject background (oral and written 1 page) and position outline (written only 1 page)


DUE: Class #11 Role play/simulated negotiation

#8…Power of information; styles of negotiating; stakeholders; in class negotiation simulation
READINGS for Class 9

Reader 
Hnatkovich, Sasha “Tipping Point” 2-02;

Bold, Lara “Community Development Decision Making and Negotiations: Close Cousins and Relation to CD Family” 4-04


Text

Dawson:
Introduction, Ch. 1-7, 11, 12, 13, 16

Volkema:
Ch 13, 17

#9…Alternatives to negotiation; power of time; stages and techniques; types of agreements
READINGS for Class 10

Reader


Camp:

Ch. 4

Corkery, Michael, “Pressure Alleged in Lawsuit over Soured Downtown Deal.” The Providence Journal, Vol CXVIII, No. 11, March 14, 2004, p. A-1

Text


Dawson:
Ch. 51 – 57, 14, 15, 18, pp.252-253


Volkema:
Ch.  9 to p. 93, Ch. 10 to p. 113

Assignment


Report, orally (and hand in), on negotiation background and present position outline in writing only

#10…Negotiation positions; power and force; place and time

READINGS for Class 11

Reader


Raiffa:

Ch 15 and pp.108 – 113


Forrester: 
Ch 6

Text


Dawson:
Ch. 17


Vokema: 
Ch. 11, 12

Assignment

Practice a negotiation outside class and report in individual team sessions with instructor.  

#11…Negotiation authorities; impasse and mediation; fair trades
READINGS for Class 12

Reader


Raiffa:

pp.33 – 43 and Ch 12

Text


Dawson:
Ch 19 – 25 and Ch 44 – 47 


Volkema:
Ch 14 and 15

Assignment


Conduct ‘mock’ negotiation session between teams

DUE: Class # 13 & 14 final paper: Relate negotiation to decision making with particular attention to public process (e.g., citizen participation, community development corporations, polls, etc). This must include research beyond text and reader. Estimated level of effort 10 pages and competent oral presentation.

#12…Ethics of negotiation; effect of cultural and gender differences; case study
READINGS for Class 13

Reader


Camp:

Ch 1

Text


Volkema:
Ch Epilogue; briefly review case study pp. 192-195

Assignment


DUE: Class #14  Complete final paper 

#13…Bringing it all together; course review; case study; GUEST SPEAKER

Reader


None:

Text


None:

Note:  We will begin Final Paper presentations this Class

#14

Presentation of final paper


NOTE:  We will complete Final Paper presentations this Class
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